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Abstract

The goal of this project was to find ways to improve the functionality and profitability of
Ramirent Finland Oy’s rental equipment transports. Other goals of the project were to define the
transportation process and to find best practices that could then be implemented also in other
countries where Ramirent works.

In the theoretical part of this thesis, different transport optimization methods, purchasing strate-
gies and pricing methods were studied. The actual project which took place in the company was
executed in less than one year. The reason why the project was started was the losses what
Ramirent made with transports sales in year 2010. The project resulted to major changes in the
company’s logistics organization and also in the working methods of transport coordinators.

The result of the project was that transport profitability was improved, and also the information
flow of the transports was improved. This thesis will not include the sales processes of equip-
ment rentals, but there is a short description of the transport selling process and also the selling
arguments of transport sales. The rental processes are described as technical process flows were
the different phases between starting the rental and returning the equipment are explained.
Some of the information related to this project is confidential, and this information is not includ-
ed in the thesis report.
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1 INTRODUCTION

Due to Ramirent’s large rental equipment fleet and customer needs, Ramirent is a
significant transporter and buyer of transports in Finland. The most part of corporate
customers don’t have the time or the resources to transport the equipment to their
worksites and for that reason they want the equipment delivered to them. In the past,
Ramirent had a lot of own trucks and almost every depot had its own driver and truck.
This was not a very efficient way of doing business, because the utilization of the own
transport fleet was very bad. In worst cases the truck was only used two hours a day.
The way of transporting changed a lot in the beginning of the new millennium and the
majority of transports were outsourced to transport companies. This was also the
case with Ramirent, but still Ramirent had a lot of own trucks and pick-up vans. The
reason why Ramirent kept a large amount of own trucks was, that Ramirent wanted
to ensure that all critical deliveries could be done immediately when the customer
ordered the equipment. Also the transformation of the rental equipment fleet has
made transports more challenging to do by Ramirent’s standard truck fleet, because
large equipment needs large and heavy duty trucks and special transports.

As the international financial crisis hit the European construction industry, it also af-
fected the construction equipment rental market; the demand sunk rapidly and also
the price levels went down in all of the market areas and product groups. Because
the margins in the rental prices decreased, Ramirent had to look into the operating
costs of all areas of its business. This also included transportation costs. The man-
agement of Ramirent noticed, that the company was doing major losses in selling
transports. Something had to be done and for this reason the renewal of Ramirent’s
transport operations was started.

The project started in the autumn of 2010 and the project group was formed of em-
ployees working in different organizations of the company. The project started with
analyzing the current state of Ramirent’s transportation operations. The project team
also studied how the transports were executed in other Ramirent countries. The ma-
jor concern that the project team noticed was that the profitability (in transports) was
very poor in all of Ramirent's operational areas in Finland.



2 EQUIPMENT RENTAL MARKET

2.1 The European equipment rental market

The size of the European equipment rental market was in 2010 approximately 20
billion Euros. The demand for rental equipment declined rapidly after the financial
crisis, but the market has been rising since. The strongest rental markets at the mo-
ment are Sweden, Finland, Poland and Germany. The drop in the demand did not
affect the business so much as in other parts of Europe.

The rental penetration rate is used as an indicator, that what is the share-% of rental
equipment of all equipment that is used on a market. For example in Central and
North Europe the penetration rate is higher than in East Europe, because the market
is not so mature in the east and a lot of companies still own the equipment that they
use. There is a lot of potential in the eastern markets, but the unstable financial sit-
uation in Europe slows down the speed of growth.

Largest rental companies in Europe Largest rental companies globally
Turnover 2010 (MEUR) Turnover 2010 (MEUR)
Loxam Aggreko
—— United Rentals _
Ramirent _ Ashtead Group _
Algeco.. _ RSC Equipment Rental —
Speedy Hire _ Algeco Scotsman —
Sarens _ Coates Hire Ltd _
Liebherr-.. _ Hertz Equipment Rental —
Kiloutou [N Loxam _
Mediaco.. I Nishio Rent All Co _
HKL.. _ Nikken Corp —
Cramo® _
0 200 400 o600 300 1000 Ramirent —
0 500 1000 1500 2000

FIGURE 1. The largest rental companies in Europe and globally. (Ramirent Plc, inter-
im report Q3 2011)



2.2 Ramirent group

Ramirent is Europe’s third largest construction machine and equipment rental com-
pany and its net sales were 649,9 million Euros in 2011. The company operates in 13
countries in North and East Europe (Finland, Sweden, Norway, Denmark, Estonia,
Latvia, Lithuania, Russia, Ukraine, Czech Republic, Slovakia, Hungary and Poland.)
Ramirent’s headquarters are located in Vantaa, Finland. Ramirent plc. is a public
limited liability company and is listed on the NASDAQ OMX Helsinki.

s 1t
z . ‘: o:o.. .olo ii ..s.
IO P
5 IFt
(] ’ ) .02 .:
ps o. - Ve . = :
L '.:. ; .
-.. .;.-.. y g

@ Local head office
@ Outlet

Re-renting
agents

FIGURE 2. Ramirent has 382 depots in 13 countries (Ramirent Plc, interim report Q3
2011)

2.3 Ramirent Finland Oy

Ramirent Finland Oy as a part of the Ramirent group. It is the market leader in Fin-
land and has a long history in operating on the Finnish market. The biggest competi-
tor of Ramirent Finland is the second largest company on the Finnish market, Cramo.
Ramirent’s business idea is to provide a wide range of rental equipment and services
to the construction industry, installation companies, industrial plants, shipyards, na-
tional and local authorities, and private households. In Finland, Ramirent has over 80
depots and the total amount of personnel is over 600 employees.



3 EQUIPMENT RENTAL BUSINESS

The basic idea of rental business is, that the customer can reduce the amount of cap-
ital needed for investments on its own equipment. The fixed costs become variable
and the costs depend on the volume and the rental time period of the equipment. The
modern trend of outsourcing and the companies concentrating in their core business-
es has given the rental companies a possibility to grow fast and spread their business
to almost all parts of the western world. If the use of the equipment is temporary and
there is no need to own the equipment, renting is a good option. It reduces financial
and technical- related risks and the customer has only to pay for the usage of the
equipment. For example if you purchase a machine, you have to service it from time
to time, some machines have to be inspected every year and if the machine is a capi-
tal assets, its value decreases every year because of deprecations. If the machine is
not an essential part of a production process, its utilization rate is usually bad.

3.1 The differences in renting and leasing equipment

The basic idea of renting and leasing is the same; you do not invest, but you pay a
regular fee for the right to use the object of renting or leasing. There are two main dif-
ferences in renting and leasing; renting is usually more short term than leasing and
renting also usually includes more services than leasing. There are a lot of different
variations of leasing and rental agreements, for example sometimes the leasing con-
tract does not include maintenance and the customer has to pay extra for it. In the
shorter rentals the agreement usually includes all maintenances and inspections in
the rental price. Things that are not included in rental agreements can for example be
fuel, transports, insurances and cleaning. Machine breakdowns that are caused by
the customer are usually always charged after the rental or during the rental period.
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3.2 Starting the rental

There are two ways of starting the rental process. The most common way is that the
customer orders the equipment, and it will be delivered to the customers site. The
other way is that the customer picks up the equipment from a rental depot and the
rental agreement is signed there. The common denominator in both ways is that the
agreement starts when the equipment is released to the customer and/or the agree-
ment is signed. After the release, the customer is responsible of the equipment until
the return and inspection after the rental.

3.3 Rental contract

Of all rentals there is made an agreement on paper what is signed by the customer.
The rental contract contains the information of the equipment, price, estimate of rent-
al period, additional services and prices, rental terms and customer information; de-
livery address, company name and contact persons. Two copies are always made
from the contract, one for the renter and one for the customer. Today, all rental con-
tracts are made by computer with special rental software, but in the past rental com-
panies used manual contracts which were manually invoiced from the customer after
the rental. The rental contract is a juridical binding agreement that gives some rights
and responsibilities for both renter and customer.

3.4 Rental depot

Rental depot is the general term given to the physical location where the equipment
is stored and from where it is rented out to the customer. Ramirent Finland Oy has
five different types of rental depots: Service Center, Hub, Outlet, Dealer Outlet and
Project Depot. The official group level definitions of the different depot types are at
the moment under work, but in this thesis the before mentioned definitions are used.
Ouitlet is the basic type of depot; it has a limited amount of rental equipment stored
and also some sales products. The outlet is the most common type of rental depots
and the majority of Ramirent Finland’s depots are outlets. A Service Center is a larger
depot, which usually has equipment of all product lines. Service Centers are cost
centers and there are not any sales revenues targeted to them and the transport
planning is also concentrated to Service Centers. A hub is large depot and it has only
products from one product line and some transports planning is also done at hubs.
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Hubs are cost centers and there is no income targeted to them. Ramirent Finland has
three hubs: Vantaa (modules), Orivesi (Heavy equipment) and Hyvinkaa (Safety &
Formwork). Project depot is usually a temporary depot which is located in the close
proximity of a customer project site.

3.4.1 Service Centers and Hubs

Because the majority of transport planning and logistical operations are centralized to
Service Centers and Hubs, this thesis will mostly concentrate to the different opera-
tions which are executed in these depot types. The basic idea of a Service Center
and a hub is to act as a logistical center, which serves the internal and external cus-
tomers of Ramirent Finland. Service Centers and Hubs are responsible of delivering
equipment to customers and to all other depot types and this is their basic function.
Other important functions are:

- repair and maintenance of equipment

- to receive and to distribute newly acquired equipment

- to receive, fix and sell old equipment

- transport ordering and transport planning

- to ensure the availability of rental equipment and services.

Service Centers and Hubs a cost budget and they have no sales income. All of the
sales income is targeted to outlets which are a part of the sales organization of
Ramirent Finland. The costs of Hubs and Service Center are unrolled to the sales
areas outlet network depending of the sales revenue what the outlet has made.

3.4.2 Organization and operations of Hubs and Service Centers

The most common task of the Service Centers and Hubs are taking orders from in-
ternal customers (outlets, salesmen) and delivering the equipment to the customers
work site. The internal customer fills in the order information to the internal order form
and sends the order to the SC/Hub. When the order is received, SC/Hub staff checks
the availability of the equipment needed and confirms it to the internal customer. The
next phase is to start a rental contract and this is done by the SC/Hub
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Because SC’s and Hubs have no income, the rental contract will be targeted on a
sales depot which means that all variable costs (transports and other services) and
incomes will be targeted on the sales depot which had received the actual order from
the external customer. The order/availability process is described in appendix no.1
The sizes of the SC’s and Hubs vary a lot and it depends of the sales volume of the
particular sales area in which the SC/Hub is physically located. The smallest SC/hub
(Kouvola) has about 5 employees and the largest SC (Helsinki) has over 50 employ-

ees.

The other important task of a SC/Hub is the maintenance and repair of the rental
equipment. In every SC and Hub there are personnel who are responsible of these
M&R operations; in the larger SC’s there usually is a foreman and a service team
who take care of the repairs. The rental outlets do only the most basic repairs them-
selves and if a M&R- task takes more than two hours, the equipment will be sent to a
SC/Hub.
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4 TRANSPORTS IN THE SERVICE INDUSTRY

Transportation has always played a critical role in industrial processes. Transporting
the raw materials to the plant and transporting the products from the plant to the cus-
tomer has to be done in the right way and time to ensure the continuity of the busi-
ness. The biggest change and challenge in modern logistics is, that in the past, logis-
tics was mostly driven by long term forecast based on customer demand. Today the
long term forecasts have changed to short term, just on demand- type of logistical
needs which especially demand more value from transportation services. In the ser-
vice industry, this has been the case for a longer time, because services cannot be
stored to a warehouse and so the need for transport service is usually very time criti-
cal (Bryson & Daniels 2007, 216)

4.1 Purchasing transports

When speaking of transport purchasing, most companies want to form a long-term
relationship with the transport company. The companies usually also want to de-
crease the amount of transport suppliers and for these reasons, it is critical to find the
most efficient transport suppliers to keep the performance of the supply chain as high
as possible. Most companies also appreciate, that the transport company is able to
integrate to the company’s processes and information systems as flexible as possi-
ble, to keep the information flow and service level as high as possible.

A United States- based chemical company; Ashland inc. has created a transport
company (carrier) selection process, which the company always uses when it is seek-
ing for new carriers. The selection process is almost completely based on safety and
liability matters and does not cover at all economical or service criteria-based issues.
This is a fairly unusual way of selecting transport partners, because especially in Eu-
ropean countries, the most dominant factor in the selection processes are the price
related questions. Ashland’s carrier selection process analyzes the potential carriers
in seven different categories and most of the categories are related to safety matters.
(Carr, Green & Leong 1998, 9-11)
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Purchasing transports services and selecting the best transport companies can be
challenging, especially if the purchasing company has a need for complex logistical
processes and/or different forms of transport need. This is the case for example if a
company has a vast product range, which demands different types of trucks or other
forms of transport. The key success factor in keeping the customer satisfaction at a
high level is to reduce the amount of transports companies and to make long term
relationships with the chosen transport partners.

4.2 Transport optimization

The basic idea of transport optimization is to get the maximum economical value out
of the given (minimum) transport resources. The ideal situation in road transports
would be that a truck would be loaded all the time as truck is moving and that the
utilization of truck would be maximized. A typical way how transport companies follow
their transports efficiency is that how many tons per kilometre per year their trans-port
fleet does handle. The inefficiency of the truck fleet can be monitored by follow-ing
the underutilization of the vehicles, this is usually done by following the truck fleets

empty running (= how many kilometres are annually driven without any load).

Many different methods exist when talking of optimizing transports. The most classi-
cal methods are based on complex mathematical models and today these models
can be easily simulated with optimizing software. On a practical level, transport com-
panies usually serve many different customers and the transport route planning is
based on a very short term. A typical problem is that the transport company has no
return loads after the company has delivered its customer orders. The return load-
problem has created development towards centralized load matching agencies,
which may sell and buy transports, but they don’t necessarily own any transport fleet
themselves. Load matching agencies can be useful especially for small or midsize
transports companies, who don’t have the transport planning resources themselves.
(Waters 2007, 274-280)
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4.3 Transport pricing

Transport pricing is mostly based on the transports costs; both variable costs and
fixed costs. The variable costs change depending on the volume of the transports,
but the fixed costs are usually more stable. A lot of small transport companies calcu-
late their expenses manually although there are a lot of different excel based calcula-
tion programs available which could also be very useful in determining the right price
levels for the company’s transports. The most typical way of pricing transports is pric-
ing them by kilometre and hour- based prices. In pallet cargo, especially larger trans-
port companies use loadmeter and kilogram- based pricing.

When a company uses outsourced transports and then sells them to the end custom-
er, the fixed costs for the company which orders the service from the actual carrier
are very low. Most end customers want the transports costs charged by fixed rates,
because then the transports costs are known before the actual transport has taken
place. If the company who buys and re-sells the transports has a transport planner,
who is able to organize return loads, it is always better to buy the transports based on
km/hourly- rates and re-sell the transports with a fixed price. When the company does
not have any resources to plan the transports, the transports should be bought and
sold by fixed rates. Large equipment rental companies, which buy and re-sell a large
amount of transport services, typically use the methods that were mentioned before
(buying based on amount of kilometers or hours, selling with fixed prices).
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5 TRANSPORTS IN THE EQUIPMENT RENTAL BUSINESS

An equipment rental company can have several different types of transports, depend-
ing on the company’s size, rental fleet, customers and geographical locations. The
most common form of transport is road transports, but depending of the company’s
needs, also other forms of transports can be used. The transport types mostly de-
pend on the size of the rental company. A small company with only on rental depot
usually only has customer deliveries, return transports and transports related to pur-
chasing or selling equipment. Larger companies can have in addition to those trans-
fers between depots, strategic equipment transfers and international transports be-

tween country organisations.

5.1 Customer deliveries and pick ups

he most important transport type of Ramirent Finland is the customer delivery. These
transports are usually also the most time critical, because the customer needs to
have the equipment on his site at the right time as he has ordered the equipment.
The customer usually orders the transport at the same time as he orders the equip-
ment. The equipment is then loaded on a truck at Ramirent’s depot and the driver
takes the waybill with him. As the equipment is unloaded at the customer site, the
customer writes his signature on the waybill and the equipment is then considered as
received by the customer. The customer delivery (and pick up) is the only transport
type where Ramirent gets income from. Ramirent transports only its own equipment,
otherwise Ramirent would be considered as a transport company and would then
need a official permit for domestic road transports.



17

5.2 Internal transfers

Internal transfers are equipment transports from a rental depot to another rental de-
pot. This means, that these transports can usually not be charged from the customer.
Internal transfers are done for two reasons: transfer of broken equipment for re-
pair/maintenance or lack of equipment in the depot. The smaller equipment are usu-
ally picked up by the customer so every depot needs some equipment in its stock to
avoid a shortage of equipment, when a customer visits the depot. Internal transfers
can also be seen as strategic transfers. For example a rental company assumes or
knows, that a large customer project will start in the near future. The company can
prepare for this, by transferring more equipment to the closest depot of the custom-

er's site.

5.3 Equipment replacement transports

If the equipment breaks down during the rental period and the customer still needs
the equipment, the broken equipment needs to be replaced by new working equip-
ment. Sometimes the customers schedule can be so flexible, that the equipment can
be repaired on site, but usually replacing the equipment is a better option, because
the repairing conditions on the site are often not nearly so good as in a rental depot
or workshop. If the breakage is not the caused by misuse of the equipment, customer
is not charged of the transport or replacement.

5.4 International transports

The international rental equipment transport types can be divided into three different
subtypes:

- equipment transfers between Ramirent countries
- purchasing new equipment from abroad
- selling old equipment abroad.
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5.4.1 Equipment transfers between operating countries

There is a lot of capital invested in the rental equipment and so it is very important,
that the utilization of the rental fleet is constantly monitored. If in some operating
country the utilization goes down, the company seeks for new markets for the equip-
ment first internally from other Ramirent countries. This means, that the equipment
has to be transferred from a country to another. If there is not a customer order for
the equipment, the transport costs are paid by Ramirent.

5.4.2 Purchasing new equipment from abroad

The majority of Ramirent Finland’s equipment is purchased from international suppli-
ers and their plants are almost always located outside of Finland. In these transports
the most critical success factors are the delivery time and the price of the transport.
Sometimes the transport is organized by the supplier, but usually Ramirent Finland
organizes the transport. In this transport type the transports costs are added to the
capital value of the equipment and not included in the normal variable transport costs.

5.4.3 Selling used equipment abroad

When the economical life cycle of the rental equipment has come to its end, the
equipment needs to be scrapped or sold. In the case of selling, the equipment is usu-
ally sold outside of Ramirent’s market area. This is done so because Ramirent does
not want to fill its market areas with used rental equipment, which could affect the on
market demand and supply of rental equipment. The used equipment is mostly sold
in large batches on big international equipment auctions.
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6 TRANSPORT PROJECT

Before the restructuring of Ramirent Finland’s transport management, Ramirent Fin-
land had no centralized transport management or organization. This meant that no-
body one was solely responsible of possible losses or profits in transport business.
Transport profitability was not actively followed, and it was not held as an important
part of the business. Sometimes it was even thought, that transportation costs are
included in the rental price and, thus it was considered to be a non-issue. The prob-
lem in this thinking was that if the transport costs were included in the rental price,
how could one then define what is the correct rental price for the equipment was if
you didn’t know the exact costs of the rental? In good times the rental prices were
high because of the growing demand and thus the transport cost does not play a sig-
nificant role in the total cost structure. It was also thought, that cheap and fast trans-
ports were just good service and the customers were not willing to pay extra for these
things, and these costs were included in the rental price.

When the financial situation in Finland went downward and the rental price levels
sunk, the company started to pay more attention to the cost structure of the variable
costs of the rentals. This meant, that all additional operating costs were taken into
observation, and it was soon noticed, that transportation was a major part of these
costs.

6.1 Competitive bidding

An essential part of the transport project was the competitive bidding. The project
team prepared three different types of tenders and sent them to all current transport
subcontractors and also to new companies, who’s services Ramirent had not used
before. The things that were asked in the tenders were the prices, the company’s
transport equipment, quality assurance, ERP & transport planning software, trans-
ports order methods, training and qualifications of the drivers and the geographical
area in which the company operates. The three different types of tenders were: ten-
der for local transports, tender for Service Center area transports and long haul ten-
der. The major difference between the three different tender types was the way of
asking the prices; fixed (kilograms and distance from depot) and hourly prices for the
local transports, and kilometer/hour- based prices for long haul.
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6.2 Selecting the transport companies

As a result of the competitive bidding, a group of transport companies were selected
to further negotiations with Ramirent. In these negotiations, the important discussion
topics were the prices and the levels of services that the transport companies had to
offer. The most important factors in the service level discussions were the transport
capacity, and the response time to transports orders. In long haul the service level
was weighted more important than in the local (short) transports. Because of
Ramirent’s vast geographical presence, a large transport network was essential. The
price comparisons were done by putting the prices in an Excel-sheet (appendix no. 2,
Transport price comparison).

6.3 Transport contracts

After the selection process, contracts were done with the chosen transport compa-
nies. In the selection process, Ramirent divided the selected transport companies into
two different groups: A suppliers and B suppliers. The majority of all transports were
given to A suppliers and B suppliers are used if necessary (special transports or lack
of A suppliers transport capacity). The content of the transport contract templates is
identical, except for the first chapter in which the different types of transports are de-
fined and, that is the transport company a A or B supplier (appendix no. 3, transport
contract template). The prices are not included in the transport contracts, but they are
separate attachments which can be updated without changing the actual contract.

6.3.1 Contract appendices

As described in the previous chapter, all new transport contracts were made identical,
except for the suppliers information and appendices. The appendices which were
used were price appendices, contractors liability appendix, and a list of subcontrac-
tors that the supplier was going to use. Also the contractors liability documents were
attached to the Ramirent’s copy of the contract. This however is problematic, be-
cause if the financial situation of the supplier changes, the contractors liability docu-
ments are outdated (the documents only show the suppliers state at the moment
when the documents are printed out).
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6.3.2 Contractor’s liability

The goal of the Finnish government is to eliminate grey economy from the construc-
tion industry. For this reason, the Ministry of Employment and Economy and the Finn-
ish Tax Administration have increased the monitoring of the companies, which work
in, or indirectly in, the construction industry. The key component of this is the act on
the contractor’s obligations and liability when work is contracted out. In practice this
means, that the company which purchases the services from a contractor, has to
check, that the contractor has fulfilled all of its obligations and these things have to be
constantly monitored. The most common way to achieve this (when talking of the
construction industry) is, that all of the contractors are obligated to join a web-portal,
which checks all the necessary documents automatically every three months. The
most popular web-portal that the Finnish construction sector uses, is the
Tilaajavastuu.fi- portal. The tilaajavastuu.fi- portal provides updated information from
all the companies which have joined the service and many large construction compa-
nies are not willing to co-operate with companies that have not joined this portal.

6.4 Service model

The basic idea of Ramirent’s transport service model is, that the customer does not
have to order transports separately, but the customer gets the transportation from
Ramirent. This means, that all the transport responsibilities (for example in case of
transports damages) has Ramirent. This usually also supports the customer’s pur-
chasing strategy, because the majority of larger companies want to centralize their
purchases of services and goods to fewer suppliers. This way of working means, that
the transport cost will be charged on the same invoice as the rental costs, and the
whole invoice is then easier to target to a sub-project or project phase.

The internal service model has the same basic idea as the service model with the
external customers; the sales people do not have to organize the transports by them-
selves, but they simply order the transports at the same time as they order the
equipment from a SC or a Hub. This means that they have more time for their actual

work, which is selling services and interacting with customers.
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6.4.1 Transport manual and implementation

When a new process or way of working is in the implementation phase, the biggest
challenge is that how can it be spread out through the whole organization as smooth-
ly as possible. This is especially a major challenge in a spread out service industry
organization which depends largely on human capital. The processes of the machine
rental industry cannot be automated like a production line of a factory; the whole pro-
cess is in fact mainly driven through by people who work in the companies. Services
are difficult to automate.

The way that the project team started to think through the implementation was, that
first of all, the new ways of working needed to be written down in simple instruction
booklet, which could be easily distributed throughout the organization. The instruction
booklet was named Transport Manual and it was printed out and given to all the peo-
ple who work at Ramirent Finland in outlets, depots, hubs or sales. In addition to this,
the project team visited all of the outlets and explained personally the meaning of the
manual and the new way of working with transports. The basic idea was to keep the
things as simple as possible for the people who work with sales.

6.4.2 Transport team

The new processes are based on “internal outsourcing”, which means that the people
who work with sales, order the transports internally from a SC. This lays down a chal-
lenge for the logistics organization, the company has to have people who have above
average knowledge of transportations and logistics. Construction rental equipment
companies have traditionally good competences in the customer’s processes (con-
struction), but the current challenges demanded more insight in logistical issues.

For this reason the project team started to search and to pick the personnel who
would organize and to order the transports. Some new transport coordinators were
recruited and also some current employees were offered a new career in logistics
and transports. In every SC and Hub there is at least one transports coordinator who
takes internal orders and organizes the transports for customers. Because of the cur-
rent lack of transport optimization software, the actual coordination work is mostly
done by email and phone. This will however change in the near future, because the
new ERP- system which Ramirent is currently implementing will include transports

optimization and coordination functions.
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6.4.3 Transport pricing

The project team laid down two important features for transport pricing: the pricelists
should be as simple as possible and the same prices should be used everywhere in
Finland. In the past Ramirent used different pricelists in different areas and this
caused puzzlement among customers. Also to keep the prices simple, it was decided
that the majority of the prices should be fixed. When charging by hourly rates, the
customer can never be sure, that how much the actual price will be. By using a fixed
price (both in purchasing and selling), all parties know in beforehand what the price
will be. In case of deviations caused by the customer, extra fees are possible to
charge, but the basic transport price is always fixed (appendix no. 6 pricelist for local
transports)

6.5 Optimization of own transport fleet

In the past, Ramirent did almost all of the transports by using its own transport fleet.
Due to the challenges in cost reduction and the transformation of the rental equip-
ment fleet, more transports had to be outsourced to specialized transport companies.
This development started the process of reducing and optimizing Ramirent’s own
transport fleet. To find out what the actual utilization rate and incomes of the fleet
was, these things needed to be observed on a vehicle level. This was done by a fill-
ing up a driver’s report of every truck and van (appendix no. 7 drivers report). The
report is filled up every day and all of the transports are written down in the report.
The local manager collects the information to an excel- sheet and then compares the
vehicles income to the costs. The country-level incomes and costs are monitored by
the logistics manager and in case of deviations, the logistics manager can also check
the vehicle level incomes and costs from the driver’s reports (income) and reporting
system (costs). By monitoring the costs and income this way, it showed what vehicles
are un-profitable and needed to be sold or transferred to a different depot. The overall
result of the optimization was, that the majority of Ramirent’s own trucks were sold.
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6.6 Transport Sales

The basic selling argument for selling transportations is, that it reduces customer re-
sponsibilities and the workload of the customer. Because Ramirent uses trained driv-
ers, the driver has also the basic knowledge in how rental equipment works and
hence, is able to give the customer instruction how to use the equipment. This is also
a essential part of Ramirent’s service model; even if the driver comes from a
transport company, the driver has to give the customer basic user instructions if
needed. Transports are sold almost always with fixed prices to the customer. Some-
times hourly rates can be used if the transport includes waiting hours or installation
work; for example lifting modules to the worksite or installing a tower crane or mast

climber.
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7 RESULTS

The first results of the project were already seen after two months from the project
start. The transport profitability turned from negative to positive and the transports
margin started to increase towards the target level on the third quarter of 2011. The
transport margin is being followed systematically, both on a country level and also on
depot and area level. The functionality of the transport services has also improved,
because of the professionals who are now organizing the transports. A major result
from the project is that the buying and selling of transports had been separated. The
purchasing of transport services is done in a centralized way and this keeps the price
levels easier to control. The selling of transport services has also become more sys-
tematic. The sales personnel do not have to decide what the right margin for the
transports is, but they offer the transports based on prepared pricelists.

This project also created a new way of thinking and doing things in a more systematic
way. A good example of this new way of thinking is the transport manual. It is the only
instructional booklet in which all transport issues are covered. Previously the compa-
ny had several rules and instructions which were not in the same place. This off
course resulted problems especially when processes needed to be updated. When
you have all information in the same place, it is easier to control.

The biggest impact of this project was the financial improvements, which were no-
ticeably better than expected. The income and costs are now under control and the
improved profitability gives more room to operate for example with strategic fleet
transfers. The project also resulted major cut downs in the company’s own truck fleet
which in addition to costs savings, also reduced the amount of administrational work
that the company had when owning a large vehicle fleet.
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8 CONCLUSIONS

During the course of the project it came clear, that in this kind of business develop-
ment projects which have a clear scope, things need to be kept as simple as possi-
ble. Rather than laying down an extensive business plan, one should rather try differ-
ent solutions and ideas in practice. A key success factor also was, that the project
team had a high level mandate to change things. If the company’s top management
is not committed to the project, it probably will not succeed. In this case however the
CEO of the company, and the strong commitment of the Fleet Manager, ensured the
local compliance. In projects like these, there will always be a certain amount of in-
ternal resistance, because it changes the way of how people work. There are several
ways of how to deal with internal resistance, in this project the project team “sold” the
new ideas to the personnel by the idea, that this increases profitability and makes
their work easier. Successful depots were made public and through this, the organi-
zation saw the benefits of the new processes.

The project’s success was also noticed by the company’s group management and
the project was made into a best practice case, which results can be also used in
other Ramirent countries. At the moment there are similar ongoing projects in other
countries that use the findings of the Finnish project. The way that the project was
conducted, is at the moment also used in other business development projects at
Ramirent Finland.
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APPENDIX 3 TRANSPORT CONTRACT TEMPLATE 1(6)

RAMIRENT FINLAND OY

Tapulikaupungintie 37

FI-00750 Helsinki, Finland

Phone +358 20 750 200

Fax +358 20 750 2882

www.ramirent.fi

Vat id No: VAT: FI20779568. Reg office: Helsinki

KULJETUSSOPIMUS
Sopijaosapuolet:
Urakoitsija: Yritys Oy (mydhemmin urakoitsija)

Katuosoite 1 / PL x
xx xxx Kaupunki
y-tunnus: XXXxXxx-X

yhteyshenkil®:

Tilaaja: Ramirent Finland Oy (myéhemmin tilaaja)
Tapulikaupungintie 37
00 750 Helsinki
yhteyshenkil®:

laskutusosoite:
OVT 003720779568, verkkolaskuoperaattori: Basware Oyj

Ramirent Finland Oy
PL 5196
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70701 KUOPIO

Sopimuksen tarkoitus ja laajuus

e Sopimuksen kattamat kuljetustyypit: Maantiekuljetukset

e Sopimuksen kattama maantieteellinen alue: Valtakunnallinen (tai maaritelty
alue)

e Urakoitsija tuottaa kuljetuspalveluita tilaajalle ja sen tytaryhtidille

Palvelutaso

Urakoitsija sitoutuu resurssiensa puitteissa huolehtimaan siita, etta tilaaja saa jatkuvasti sopi-
muksen mukaista palvelua sopimuksessa mainittuun hintaan. Lisaksi urakoitsijan tulee edis-

tdd em. yhtidn tuotteiden markkinointia.

Urakoitsija vastaa siitd, etté urakoitsijan tydntekij6illa sekd urakoitsijan kayttamilla aliurakoitsi-
joilla on riittdva koulutus koneiden ja laitteiden kayttéon sekd@ asiakkaille annettavaan kay-

ténopastukseen.

Kilpailu

Tama sopimus ei sulje pois muiden autoilijoiden ja urakoitsijoiden kayttéa tilaajan em. toimin-

nassa.

Aliurakoitsijat

Urakoitsijalla on oikeus kayttda aliurakoitsijoita taméan sopimuksen palvelun tuottamiseksi.
Kéytettavat aliurakoitsijat tulee hyvaksyttédd etukateen tilaajan yhteyshenkildlla. Aliurakoitsijoi-
den tulee tayttda kaikki tdman sopimuksen ehdot ja urakoitsija vastaa aliurakoitsijoittensa

tuottamista palveluista.

Kalusto

Urakoitsija vastaa siitd, ettd kuhunkin kuljetukseen kaytetddn aina lastaus-, purku-, ja kulje-
tusominaisuuksiltaan tarkoituksenmukaisinta kalustoa. Tilaaja vastaa siita, ettd urakoitsijalla
on viimeistddn kuljetustilauksen yhteydessa kaytettavissaan riittdvat tiedot kuljetettavasta

tavarasta.
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Urakoitsija vastaa siitd, ettd sen kuljetuskalusto on tilaajan asiakaspalvelu- seké turvallisuus-
vaatimusten mukainen. Urakoitsija vastaa kuljetuskalustostaan ja kaikista siihen liittyvista

kustannuksista.

Tarkempi kuvaus tilaajan vaatimasta kalustosta voidaan tarvittaessa laittaa liitteeksi tdhan

sopimukseen.

Tavaran kuormaaminen, kiinnittaminen ja purkaminen

Tavaran kuljetuksella tarkoitetaan kuljetukseen luovuttamisen ja tavaran vastaanottamisen
vélistd aikaa. Tavara katsotaan luovutetuksi kuljetettavaksi, kun tavaran kuormaaminen on
kaynnistynyt. Tavaran kuormaamisesta vastaa urakoitsija, ellei toisin ole kirjallisesti erikseen
sovittu. Tavaran kiinnittdmisesté vastaa urakoitsija. Tavaran purkamisesta vastaa urakoitsija,
ellei toisin ole kirjallisesti erikseen sovittu. Kuorma katsotaan puretuksi, kun kuorma on purettu

kokonaisuudessaan ja kuorma on kuormakirjan allekirjoituksella kuitattu vastaanotetuksi.

Urakoitsija vastaa kaikista tilaajan tavaralle tapahtuneista vahingoista kuljetuksen aikana.

Vakuutukset ja muut velvoitteet

Urakoitsijan on oman toimintansa suhteen taytettava kaikki lakisdateiset vastuut, velvoitteet ja
maaraykset, mukaan lukien laatu-, ympérist6- ja turvallisuusvaatimukset ja maaraykset. Ura-
koitsija vastaa kaikkien urakoitsijan tehtévien suorittamista varten mahdollisesti tarvittavien
lupien ja todistuksien hankkimisesta omalla kustannuksellaan. Tilaaja ei vakuuta urakoitsijan
omistuksessa olevaa omaisuutta vahingon tai varkauksien varalta eikd vastaa urakoitsijan
omaisuudelle tapahtuneista vahingoista. Tilaaja ei vastaa urakoitsijalle mahdollisesti aiheutu-

neista vélillisisté vahingoista.

Urakoitsijan tulee vakuuttaa henkildsténsd omalla kustannuksellaan. Taman lisaksi urakoitsi-
jalla tulee olla vastuuvahinkovakuutus 500 000 € saakka. Urakoitsijan tulee huolehtia siita,
etté kaikki urakoitsijaa sitovat lakisdateiset maksut TEL/LEL yms. (litteen 1:) mukaan on mak-
settu ja niistd on voimassa olevat dokumentit tilaajalla koko sopimuksen voimassaoloajan.
Urakoitsijalla tulee olla voimassaoleva sopimus ty6terveyshuollosta tydntekijéilleen. Mikali
urakoitsija laiminlyd edelld mainitut velvollisuutensa, on Ramirent oikeutettu purkamaan sopi-
mus valittbmasti. Lisdksi Ramirent on oikeutettu xx.xxx euron sopimussakkoon. (Jos ei tule

sakkoa, tma lause poistetaan)
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Hinnat

Sopimuksen alaisten palveluiden hinnat on maaritetty liitteissa 2. , 3. ja 4. Mahdolliset muu-
tokset hintoihin sopimuksen voimassaoloaikana vahvistetaan molemminpuolisin allekirjoituk-

sin.

Sopimuksen hinnat ovat kiinteita. Urakoitsija ei laskuta polttoainelisid tai muita vastaavanlaisia
lisid. Odotustunnit laskutetaan liitteessé 4. olevalla odotustuntihinnalla.
Kuljetuksen tilaaja maarittelee suoritteen tilauksen yhteydesséa, sovelletaanko ko. tilanteessa

suorite- vai kilometri/tuntiperusteista hinnoittelua.

Urakoitsija laskuttaa vain tehdyt ja tilaajan edustajan allekirjoittamien ajopaivakirjojen ja/tai

rahtikirjojen mukaiset kuljetukset.

Laskutus ja maksuehto

Urakoitsija laskuttaa toteutuneet kuljetukset viikoittain. Laskun liitteend toimitetaan kopiot rah-
tikirjoista / ajoraporteista. Urakoitsija ei laskuta pientoimitus-, laskutus- yms. lisid. Ensisijainen

laskutustapa on e-lasku.

Maksuehto on 30 paivaa netto.

Sopimuksen voimassaoloaika

Sopimus on voimassa x.X.XXxx- y.y.yyyy ja jatkuu sen jalkeen toistaiseksi voimassaolevana 2
kk:n molemminpuolisin irtisanomisajoin. Sopimusneuvottelut seuraavalle sopimusjaksolle on
aloitettava n. 1 kk ennen sopimuskauden paattymistd, mikéli sopimukseen halutaan muutok-
sia. Sopimuksen irtisanominen tai purkaminen on tehtava kirjallisesti. Irtisanomisen tai purka-
misen katsotaan tapahtuneen kolmantena (3.) paivana sen jalkeen, kun kirjattu kirje on lahe-

tetty toiselle osapuolelle hanen tavanmukaiseen postiosoitteeseensa.

Sopimuksen paattyminen mista tahansa syysta ei vaikuta Urakoitsijan velvollisuuteen suorit-

taa loppuun kesken olevat toimitukset.
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Tyoturvallisuus

Urakoitsijalle tai hanen maarittamalle vastuuhenkildlle on kerrottu sopimushetkelld tiedossa
olevat ty6kohteeseen liittyvat laatu-, ympéristd- seka tybturvallisuusvaatimukset ja maarayk-

set. Tiedot kuitataan vastaanotetuksi tAméan sopimuksen allekirjoituksella.

Urakoitsija on velvollinen pitdmaan itsensa tietoisena ja ajan tasalla tybkohteeseen liittyvista
laatu-, ymparistd- ja ty6turvallisuusvaatimuksista ja maérayksista. Urakoitsija on velvollinen
huolehtimaan siita, ettd tyontekijoilla, jotka tydskentelevat tybkohteessa on voimassa olevat
kuvalliset henkildkortit. Liséksi urakoitsija on velvollinen kouluttamaan tyéntekijoille tydbkohteen
liittyvat laatu-, ymparistd- ja turvallisuusvaatimukset ja maéaraykset. Tilaajan pyytaessa, edus-
tajan on esitettdva nayttd koulutuksen suorittamisesta. Urakoitsijan on viiveetta tiedotettava
Tilaajalle havaitsemistaan puutteista tyéturvallisuudessa, Tilaajaan tydjarjestelyissa, mukaan

lukien puutteet Tilaajan kalustossa.

Ylivoimainen este

Jos tilaajan velvollisuuksien tayttaminen estyy tai viivastyy ylivoimaisesta tapahtumasta tai
muista sellaisista olosuhteista, joihin tilaaja ei ole pystynyt vaikuttamaan, ei tilaaja ole vas-

tuussa néin mahdollisesti aiheutuneista vahingoista tai kustannuksista.

Sopimusvelvoitteiden laiminlyonti

Jos jompikumpi osapuolista tdman sopimuksen mukaan olennaisesti laiminlyé velvollisuuksi-
aan, eikd oikaisua tapahdu viikon kuluessa siitd vaatimuksen saatuaan, tai jos jompikumpi
osapuoli lakkauttaa maksunsa, asetetaan konkurssiin tai joutuu selvitystilaan tai on hakenut
yrityssaneerausmenettelylain mukaista yrityssaneerausta, on toisella osapuolella oikeus pur-
kaa tdma sopimus paattymaan valittbmasti. Urakoitsijan omistuksen tai merkittdvan henkild-

muutoksen tapahtuessa on tilaajalla oikeus purkaa sopimus paattymaén valittémasti.

Erimielisyyksien ratkaisu

Tastéd sopimuksesta mahdollisesti aiheutuvat erimielisyydet pyritddn ratkaisemaan sopija-
osapuolten valisin neuvotteluin. Mikali ndin ei paasta yksimielisyyteen, ratkaistaan erimieli-

syydet tilaajan kotipaikan alioikeudessa. Tahan sopimukseen sovelletaan Suomen lakia.
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16. Paivays ja allekirjoitukset

Tata sopimusta on tehty kaksi samansanaista kappaletta, yksi molemmille osapuolille

Helsingissa, paivana 2011-xx- xx

Ramirent Finland Oy yritys Oy

n.n n.n
Liitteet:

Liite 1: MO 0400.L01
Liite 2: Hinnastoliite, tadydet kuormat - hintataulukko
Liite 3: Hinnastoliite, tuotehinnat - hintataulukko

Liite 4: Hinnastoliite, yksikkdhinnat
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APPENDIX 4 REQUEST FOR PROPOSALS 1(3)

RAMIRENT FINLAND OY

Tapulikaupungintie 37

FI-00750 Helsinki, Finland

Phone +358 20 750 200

Fax +358 20 750 2882

www.ramirent.fi

Vat id No: VAT: FI20779568. Reg office: Helsinki

Hyva kuljetuskumppani

Ramirent Finland Oy on kaynnistdnyt mittavan kuljetustoiminnan uudelleen
organisoinnin. Kuljetuskehitysprojektissa maaritellaan Ramirentin erilaiset
kuljetussuoritteet ja kuljetustarpeet, selvitetddn oman toiminnan ja ulkoisen toiminnan
yhteensovittaminen, sek& Kkartoitetaan kuljetuskumppanien halukkuus osallistua
kuljetuspalvelun yhteiseen kehittdmiseen.

Osana tata uudistusta haluamme valittujen kumppanien sopimukset uudistaa ja yhdenmukaistaa.

Ramirent Finlandin kuljetuspalvelu voidaan jakaa karkeasti kolmeen kategoriaan

1. Toimipisteen paikalliskuljetus
2. Palvelukeskusohjattu kuljetus palvelukeskuksen lahialueella
3. Valtakunnallinen "pitkdn matkan” kuljetus

Tama yhteydenotto liittyy ensisijaisesti kategoriaan 2. Tama tarjouspyyntd koskee ensisijaisesti
Ramirent Finland Oy:n XXXXX- palvelukeskuksen lahialueita (max. n.150 km séateelld

palvelukeskuksesta)

Tavoitteemme on, ettd tdman selvityksen myéta I16ydamme kuljetuskumppanit, jotka kehittavat ja
haluavat kehittda toimintaansa yhdessa kanssamme. Meidan halumme on keskittda kuljetusostot
valituille kumppaneille.
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Pyydamme Teilta ystavallisesti selvityksia seuraaviin asioihin

1.

Sahkoinen laskutusjdrjestelma
Kaytattadkod yrityksenne sahkoistd laskustusjarjestelmaa? Mahdollistaako

jarjestelmanne laskujen raataléinnin tilaajan toiveiden mukaiseksi?

Tietojarjestelmat
Hallitaanko vyrityksenne kuljetuksia jollakin ajojarjestelyohjelmalla? Onko

autoissanne esim. paikannusta, jonka avulla tilaaja voisi seurata autojen
lilkkeita reaaliajassa? Onko autoissanne kaytdssa ajoneuvopaatteitd, joihin

tilaaja voi ladhettaa kuljetustoimeksiantoja?

Kuljetuskalusto
Selvitys yrityksenne kuljetuskalustosta: kuljetusajoneuvotyypit, kokoluokat

sekd ajoneuvomadrat. Kykeneeko yrityksenne hoitamaan ADR- kuljetuksia?

Kuljettajien ammattitaito
Selvitys yrityksennne kuljettajien ammattitaidosta ja kyvykkyydesta kasitella

tilaajan erikoiskalustoa seka kuljettajan mahdollisuus antaa vastaanottajalle
tuotteen kdytdn opastusta.

Turvallisuus
Selvitys kuljettajienne turvallisuuskoulutuksesta. Kuinka monta kuljettajaa on

kaynyt nostinkoulun ja saanut nostinkortin. Onko kaikilla kuljettajilla
trukinajokortit?

Toiminta-alue
Madritelma alueesta tai alueista, mille haluatte tarjota kuljetuspalvelua ja

milla ndkemyksenne mukaan palvelunne on kustannustehokkainta?

Hinnoittelu
Pyydadmme hintatarjoustanne seuraavanlaisilla tavoilla; Suoritepohjaisesti

(paikalliskuljetushintataulukko) seka kilometri ja tuntiperusteisesti.

Liite 1. Paikalliskuljetushintataulukko

Tilagjalla (Ramirent Finland Oy) tai sen edustajalla on oikeus paattdd mita
hinnoittelutapaa kulloinkin kaytetaan.

Kykeneekd vyrityksenne tarjoamaan jotakin lisdarvopalveluita (esim.
tyomatilojen asennukset tai mastolavojen/hissien asennukset)? Kuinka nama

palvelut on hinnoiteltu?
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Maksuehto: vaihtoehdot 30 pv / /45 pv / 60pv / muu yli 60 pv

Vastaukset ja tarjouksenne pyydamme 7.3.2011 mennessé osoitteella

RAMIRENT FINLAND OY
PL 31
Tapulikaupungintie 37
FI-00751 HELSINKI, FINLAND

3(3)



39

APPENDIX 5 TRANSPORT MANUAL 1(10)

KULJETUSPALVELUT

Kuljetustoiminnan kaytannot ja ohjeet

Ramirent Finland Qy
Tapio Christiansen

?,'6\
RAMIRENT
17.2011. Versio 1.1 2

LET'S SOLVEIT




2 Kuljetuspalvelut




3 Kuljetuspalvelut




4 Kuljetuspalvelut
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5(10)

Kuljetusjarjestelijat ja
kuljetustilausosoitteet

Centerit

Center Qulu
center.oulu@ramirent.fi

Center Kuopio
center.kuopio@ramirent.fi

Center Jyvaskyla
center. jyvaskyla@ramirent.fi

Center Tampere
centertampere@ramirent.fi

Center Kouvola
center.kouvola@ramirent fi

Center Turku
center.turku@ramirent.fi

Center Helsinki
kuljetukset.helsinki@ramirent.fi

5 Kuljetuspalvelut RAMIRENT 4

LET'S SOLVE IT




5] Kuljetuspalvelut




7 Kuljetuspalvelut
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Esimerkkeja hyvin pa-
katusta lavarahdista

FIN-lavgja

FIN-lavoja

Mikali tilaat lavarahtikuljetuksen Transpointilta
ylisuurille lavoille, varmista kuljetuksen ostohinta
Transpointin sahkdisesta tilausjarjestelmasta.

Tavarat tulevat lavan laitojen yli,
kuljetuksen hinta nousee.

i “swi: st R
e T R A
Tavallisen lavarahdin pituuden
ylittava kuorma. Varmista kulje-
tuksen ostohinta Transpointin
sahkoisesta tilausjarjestelmasta.

FIN-lavan tai kehikan laitgjen ylittavissa kuormissa, kuljetuksen hinta
on normaalia suurempi. Varmista ostokuljetushinta Transpaintin
tilausjarjestelmasta tai ota yhteytts Idhimpaan Centeriin.

Kuljetuspalvelut

8(10)

Kuljetuskalustoa

Nosturilla varustettu “nuppi”
kuorma-auto. Nuppiin mahtuu
n. 7 lavametria tavaraa.

Ajorampeilla varustettu puoli-
peravaunu. Pualiperavaunuun
mahtuu n. 13 lavametria tavaraa.

Taysperavaunuyhdistelma johon
mahtuu n. 21 lavametria tavaraa.




9 Kuljetuspalvelut




10 (10)

10  Kuljetuspalvelut
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APPENDIX 6 PRICELIST FOR LOCAL TRANSPORTS

Rakennuskoneiden ja -laitteiden kuljetushinnasto 1.8.2012

Toimipistekaluston paikatiiskuljstuksiin

Euljetusmaksutaulukko: Kuketushinnat / karts, [E], alv 0 %

1(1)

Toimitusarén Alue 1 Alua 2 Alue 3 Alue 4 Muut Ddatus-
paina kg D-3km | 3-15km | 15-30km | 30-60km | h/km-hinta Fumnit
0750 £8.00 £3.00 86,00 110,00 £6.00/1.45 B1,00
750-2000 80,00 110,00 17900 14500 71,00/155 BE,00
2000-4000 85,00 121.00 143,00 171,00 07,00/LES 72,00
4000-10000 13200 176,00 242100 266,00 03,00/2.20 54,00
10000-20000 160,00 205,00 27500 06,00 142 00/2.30 143,00
Adr -Kuljetuksat 127,00 135,00 174,00 220,00

Amsshenoitbeteses klometrit lasketaan yhkeen suuntasn tyomaan etdisgys toimepisteesta.

Telinest: Erillinen hinnesto tai tamgouksen mukaan
Tydmastilat: Erillinen hinnasto tai tagouksen mukaan
Muottikaiustot: Erillinen hinnasto tai targoukeen mukaan

Mastolavat: Tarpoukeen mukaan

Odotusajat byimeaia ja kuormankersilyaiat lsskutetean odotustuntihinnoila.
Euljetuskustanmuesten nowstessa toimitiajalla on ofkeus nostas kuljetusveloitusts yksipunizasti



APPENDIX 7 DRIVER’S REPORT

Pvm;
Auto;

Kuljettaja:

AJORAPORTTI vers.2

RAMIRENT

Hyviiksytty:

[iokaiselta piviki oma ajoraportti]
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