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HOW LONG HAVE YOU BEEN INVOLVED IN
THE WIND INDUSTRY?

The company has been in business for more
than two decades, but we've been involved in
the wind industry for the past 10 or so years. My
background is in the petrochemical and refin-
ing industries, and it was immediately apparent
to me that our hydraulic tooling for controlled
bolt tightening equipment could play an im-
portant role in the wind-energy market as well.
So we’d already established our reputation and
core competency prior to offering our products
to wind industry professionals. In fact, if you
take everyone here into consideration, we have
more than 100 years worth of combined expe-
rience. From the very beginning I've wanted
this company and its employees to be the very
best at what we do, and that’s a commitment
we renew every day that we come to work. So
whether a company is looking for bolting equip-
ment to rent or purchase, or calibration, repair,
or field and training services, we’re the company
to call.

YOU SEEM WELL DIVERSIFIED, IN TERMS OF
THE MARKETS YOU SERVE.

Definitely, and that’s intentional. In addition
to the markets I've already mentioned, we're
also involved in working with power generat-
ing facilities, offshore drilling contractors, in
specialty manufacturing, and in heavy industry.
While we've experienced tremendous growth
in our wind-related activities, especially in the
past three years, my experience has taught me
that it’s not wise to depend too much on one

market, or account, because when unexpected
economic shifts occur you need other revenue
streams to see you through the slump. And
even though the wind market is somewhat vola-
tile right now, we see a great deal of potential,
especially considering the renewable energy
initiatives, projected new wind sites, and build-
ing offshore wind farms. So we're really being
proactive in the wind energy sector, and we’re
focusing on building longstanding relationships
with our customers as they grow.

SO MANY COMPANIES ENTERING THIS MAR-
KET ARE NEW, BUT | WOULD THINK THE FACT
THAT YOU'RE WELL ESTABLISHED WOULD
PLAY TO YOUR ADVANTAGE.

You're absolutely right. Whenever you have a
relatively young market like wind—here in this
country, at least—you’ll have a great many com-
panies of all kinds wanting to get involved and
capitalize on the various opportunities. Our
level of experience and background is of interest
to our present and future clients. They know we
have been around for a long time, that we know
what we’re doing, and that we’re not going any-
where. Our business relationships are not driv-
en by the lowest price, but by providing quality
products and services at any time, and anywhere
in the continental United States. The proof that
we live up to our commitments is found in the
longstanding relationships we have with our ex-
isting clients. Once we’ve had the opportunity to
prove what we can do, our customers generally
call on us again. A great deal of our revenue is
generated by repeat business, which is really the
best endorsement you can have.

WHAT BENEFITS DO HYDRAULIC BOLT-TIGHT-
ENING TOOLS PROVIDE?

Hydraulic tools provide a faster, safer way to
break out larger bolts, or those that are frozen,
as well as a highly accurate means of tighten-
ing them to begin with. It’s critical to insure
the integrity of bolts, seals, flanges, and pro-
cess equipment, and hydraulic tools can really
help you to achieve that. As I've mentioned,
customers can purchase or lease equipment, or
we have trained technicians available to either
handle the work themselves or train the client’s
employees how to do so. The bottom line is that
we're here to help our customers in any way we
can, and if we’re convinced we can meet a proj-
ect’s requirements we proceed with a great deal
of confidence based on our many years of expe-
rience in demanding industry applications. -

Call (800) 233-TORK (8675), e-mail lazgarza@aztecbolting.com, or go to www.aztecbolting.com.
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