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It’s nearly four years since the much-
publicised ‘divorce’ from Fiat, and

President Nakaura has never looked
happier. He has the air of a self-assured
man who has backed the right horse and is
on his way to collect his winnings. Things
are going well and the decision to part
company with Fiat has turned out to be the
right one.

“Our joint venture with Fiat was a good
idea at the time because it gave us a
market share in west Europe. But when
the two companies separated in March
2001 our hands were tied and we couldn’t
commence sales activities until January
2003. It was a long time to wait but we
had two main challenges – and the first
was to select a site for production. This
only took three or four months and it was
an easy decision to base ourselves in
Holland. Dutch people speak English and,
logistically, having a seaport just 1.5km
from our factory made perfect sense,
especially with all the components arriving
from Japan. Our second challenge was to
develop a dealer network so we could
cater for the most important people out
there – our customers.”

Sounds easy, but in reality Hitachi had
to start from scratch and build the network
based on loyalty, quality of the product and
amazing levels of support from the
dealerships. While the confidence
displayed in Hitachi by the dealers didn’t
exactly come as a surprise, it was
welcomed with open arms.

“Many people asked me how we
managed to retain so many dealerships to
help support and build our customer base.
But compare the differences between Fiat
and Hitachi. We have the technological
expertise, yet are always trying to improve
our technology. Fiat believed that
technology could be bought by money and

MAKING THE 
RIGHT CHOICES

that if Hitachi didn’t supply it, then
someone else would. We were (and still
are) proud of our products – and our
dealers and end-users knew this. They had
the confidence in us, and consequently
continued the relationship with us.”

And it’s a relationship that continues to
blossom. HCME has just celebrated its
second anniversary at the factory in
Amsterdam and everything, so far, is
progressing to plan. However, at first,
there wasn’t a full range of excavators
(these only came in January 2004) so the
initial problem was that demand was
greater than supply. Servicing the
company’s all-important customers was
paramount and action was therefore taken
to increase production accordingly.

Now the Amsterdam factory is currently
outputting about 18 units per day. The
Oosterhout factory is also assisting Japan
with individual machine specifications, as
well as finishing modifications. And as for
mini-excavators, Oosterhout is processing
about 2,600 of them annually. It’s a
significant amount of products in any
company’s order books, yet these numbers
are expected to increase even more over
the next few years, as is Hitachi’s market
share, according to Nakaura.

Dealer network
“The demand is there, so we’ll continue to
increase production. We’ve succeeded in
retaining all the major dealerships.
Historically, Germany, France and Spain
had their own sales network, so we’ve had
to start from scratch in these markets.
Now we’ve got 15 dealerships in France,
14 in Germany and representation in
northern and southern Spain. However,
there’s lots of room to grow and we are
always looking to become more
successful. This will help us achieve our
overall aim of number one market share in
western Europe. 

“In 2003 we were number 5 in the
market but we didn’t have our full product
range available. “This year, we’re aiming
for number 3 or number 2 in the market”

A large part of this success has to be
credited to the development of a
successful European dealership network –
a point that Nakaura is keen to make:
“Building a strong European dealer
network to support our growing customer
base is essential to us. Communication is
the name of the game and it’s so important
to have good communication with our end-
users, via the dealers. Last year, many of
them were frustrated – they couldn’t get
the product and demand was high. We

want to share information about what we
are doing – so that everyone is kept fully
informed of our future plans.”

Nakaura has strong views on what
makes a dealership successful.

“In my opinion, first of all the dealer
should have a real leader – a strong
person. They must have great ideas and be
willing to change – as well as having their
own style of doing business. A close
relationship with customers is essential,
as is the ability to understand their needs.
The modern dealer has to become an
extension of Hitachi – part of the family.
We like to think of our dealers 
as partners.”

An ideal situation perhaps, but
nonetheless, it’s something that customers
feel comfortable with – and something
that makes Hitachi different from its
competitors. But in order to survive and
flourish in this environment, you’ve not
only got to produce the best machinery in
the world, you’ve also got to deliver on
your promises. This is what keeps
customers coming back.

Customer satisfaction
Nakaura concludes: “At the Bauma show
this year there was a customer from
France who owned a 40-tonne machine.
The operator of this machine was also at
the show with the customer. We were
chatting and I asked him how many hours
his machine had done and he told me that
it had done 24,000 in ten years without any
problems. I hear so many stories just like
this one, which is just one of the reasons
why we wanted to produce a special
magazine for our customers, so that we
could communicate these 
success stories in an entertaining and
informative way. 

Nakaura is proud of Hitachi’s success
and wants customers to share in it. After
all, customer satisfaction is very important
for Hitachi and his aim is for Hitachi to
become the best in the business in this
area. Look after your customers and they
will look after you, or so the saying goes.

“Our customers are our future and that’s
why our company philosophy is centred
around customer support, service and
–ultimately – satisfaction. I have 100 per
cent confidence in the reliability and
longevity of our products, as well as the
support of a strong dealer network to
provide the product support our customers
deserve. After all, it’s the dealers that sell
to the customers – it’s up to us to provide
them with the best machines. And rest
assured, we’ll continue to do so.”

PRESIDENT OF HITACHI CONSTRUCTION MACHINERY
(EUROPE) NV MR NAKAURA HAS BEEN WITH THE
COMPANY SINCE 1968. HE IS PROUD TO PRESENT THE
FIRST GROUND CONTROL CUSTOMER MAGAZINE AND
SHARE HIS EXCITEMENT FOR THE FUTURE OF THIS
SUCCESSFUL COMPANY

INTERVIEW
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“WE HAVE ALWAYS
BELIEVED THAT
HITACHI COULD BE
NUMBER ONE IN
TERMS OF
TECHNOLOGY”
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PROTECTING THE DANISH COAST
LOCATED on the stormy north-west coast of Denmark, VG Entreprenør is used to handling jobs where the wear on moles and the
shoreline is extreme. As specialists in coastal protection, the company’s latest investment is a ZX850LCH, mounted with a 17-
metre extended arm and a 3.2m3 rock bucket that gives it the ability to place 20-25-tonne granite blocks with remarkable precision.

The company’s latest project in Grenaa Harbour is to build a 1.3km-long mole of eight metres in depth. As you can imagine, it
presents a formidable challenge to both the machine and the operator. GPS and depth control (viewed from a 3D monitor mounted
in the cabin) allow the operator to place rocks exactly according to drawings. The machine also registers each rock the operator
places, allowing him to work, document, and control the quality of his work simultaneously.

In total, VG Entreprenør will have to handle roughly 500,000m3 (800,000 tonnes) of materials in nine months to finish the mole
on schedule. The company employs 17 people and is owned by Knud Erik Abildstrup and Niels Christian Larsen.

NEW DEALER IN BALTICS 
HCME is constantly developing its dealership network to establish strong
representation in all European countries. A new dealership was set up at the
beginning of 2004 to cater for demand in Estonia, Latvia and Lithuania. Laadur (the
dealership) has coverage in all these countries and currently has eight branch
offices with more due to open in Lithuania during 2005. 

To ensure a high level of service and support for customers, Laadur has heavily
invested in developing quality service networks that include transportation,
workshops and constant technical training of engineers. Hitachi equipment is now
available for all customers in the Baltic region and the machines have also been on
display at several trade shows and exhibitions in several major Baltic cities.

HCME and Laadur have already established a good working relationship and will
continue to ensure that Hitachi machines are seen working in different locations of
this new part of the European Union.

500,000M3

(800,000
TONNES) OF
MATERIAL IN
NINE MONTHS

ALL OVER THE WORLD, WE’RE WORKING
TO HELP YOU KEEP WORKING. HERE’S A
SUMMARY OF SOME OF THE LATEST
STORIES WHERE HITACHI IS MAKING THE
DIFFERENCENEWS
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STONE
QUARRY
RECENTLY, N. Feldman & Son, the
Israeli representative of Hitachi,
has sold – and put into operation
– a ZX650 LCH backhoe excavator
(of quarry standard) with a rock
bucket of 3.5 cubic metres. The
unit is operating successfully at
the phosphate mines in Israel in
the Negev desert area, and fulfils
all expectations.

The unit had been sent to the
Hanson Dolomite Stone quarry in
order to be tested as a quarry run
loader. It is intended to replace an
older Hitachi EX800 face shovel
excavator. Test results showed
that the loading capacity of the
new ZX650 is almost the same as
the older  EX800 unit.

HITACHI
BREAKING
GROUND IN
AFRICA
HITACHI Construction Machinery
Southern Africa recently signed
the biggest single order
(equivalent to 14 million Euro) for
the delivery of earthmoving
equipment to Kansanshi, one of
the oldest mines in Zambia.
Hitachi won the order (placed by
First Quantum) simply because it
was able to suggest the best
possible tonnage machines that
would offer the lowest cost per
ton of earth moved. 

In total, 23 units of
earthmoving equipment will be
delivered to the site; including
three EX1900s, four ZX850s, two
ZX330s, 12 EH1700 Euclid rigid
dump trucks and LX170E and
LX290E wheel-loaders.

The trucks are transported in a
semi knockdown state and parts
of the EX1900s will be
transported separately. The giant
excavators will then be
assembled on site by Hitachi
technicians. Due to the size of the
wheel loaders, they can fit onto a
low-bed truck as a complete unit.

CONNECTING NORTH AND SOUTH
THE demand for quality machinery, competent contractors and skilled personnel is of paramount importance in Sweden, where
the railway tracks connecting the south and north of the country are being modernised. The giant project comprises 190
kilometres of new railway, passing through a beautiful forest region along the coastline of northern Sweden. The ‘Botnialine’
will be the largest railway project ever built in the country.

The estimated time required to finalise the project is nine years. Work began in 1999 and by 2008 the first trains will be in
operation along the whole track. By then around 1 billion euros will have been invested by the Swedish government to improve
the infrastructure between south and north. As well as benefiting Swedish industry and tourism, it also improves links for the
whole Barents region, including Russia, Norway and Finland.

The railway’s topography constitutes a real challenge during the construction. One hundred and forty bridges have to be built
as well as 25 kilometres of tunnels through hills and mountains. This will require seven million cubic metres of rock to be
blasted, of which 5.5 million cubic metres can be used for land filling and raw material for the railway bed.

The extent and length of the project has dramatically increased the demand for contractors and efficient excavators in many
regions of the country. One of the many hundreds of contractors is S-O Kross AB. The company is involved in a vast project to
produce macadam for the railway bed and recently invested in a Zaxis 450 LCH to feed crushers. The excavator was delivered
by Swedish Hitachi dealer, Delvator AB.
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BELGIUM contractor and world leader in dredging and reclamation projects, Jan De
Nul, has been awarded the prestigious Palm Island Jebel Ali project known as 'Palm
Island II' in Dubai. The company is scheduled to finish the works in the first quarter
of 2006.

Jan de Nul's offer was most interesting for Dubai Palm Developers LLC because
it made the link between the dredging works for the widening and deepening of the
Jebel Ali Port Entrance and the reclamation works for Palm Island. Thus, it was able
to use suitable excavated material from the Port of Jebel Ali for the reclamation of
the Palm.

Involved in the Jebel Ali Port Entrance Channel was a heavy cutter suction
dredge (Marco Polo – 22,000hp) and a trailing suction hopper dredger (Alexander
van Humboldt – 9,000m3). However, for the dredging of the stiff clay, the 22,527hp
‘Leonardo Da Vinci’ cutter suction dredger and (at 37,000hp) the biggest cutter
suction dredge in the world, the JFJ De Nul will be deployed to reclaim a massive
135,000,000m3 rock formations, composed of cap rock, sand, calcarenite and
limestone.

This artificial peninsula will be protected from the actions of the sea by
approximately 5,000,000m3 (equivalent to 10,000,000 tonnes) of rocks varying from

IMPORTANT PROJECT FOR HITACHI IN DUBAI
0,1kg to 8,000kg.  All rock is being hauled by land from the Emirate Ras Al Khaimah
to Jebel Ali Port, where it is being loaded into rock barges.

For the construction of the breakwater, Jan De Nul has ordered five additional
ZX850s and two ZX500s in addition to its existing fleet of 58 Hitachi cranes and
excavators.

All machines are equipped with HD-rock buckets of 4,5m3 to load barges and for
placing rocks up to weights of eight tonnes to build up the breakwater composed
by 10,000,000 tonnes of rocks.

For the finishing of the breakwater slopes, De Nul has ordered an additional
super long-reach front attachment of 28 metres, installed on the ZX850 and a six-
metre dipper arm for the ZX500.

The machines are operating under extremely difficult circumstances with
temperatures up to 50°C and 90% humidity, operated in three shifts around the
clock, seven days a week.

All the Hitachi equipment is supported by Hitachi's Middle East Centre (MEC)
located at Jebel Ali, Free Zone, in Dubai and operated by permanently stationed
engineers from the Belgian Hitachi Dealer Luyckx NV.

LOOKING DOWN FROM UP HIGH
SARENS NV, one of the world’s leading global crane contractors, has purchased seven
Hitachi Sumitomo SCX2500 crane units. Sarens NV has its headquarters in Belgium
and specialises in the transport and handling of heavy goods. The company is not only
active in rental and the use of cranes, but primarily in solving the problems linked with
crane working. As well as the machines purchased by Sarens NV, a large number of
SCX2500 machines are working in Shanghai for Mammoet and other Asian
contractors.

The SCX2500LF can be used for a variety of applications – by switching from a
heavy-duty main boom-type, to a 61 + 61-metre luffing jib configuration. Specially
designed freefall winches are available as an option.

The background and experience of Hitachi and Sumitomo ensures that the machine
makes an excellent return on investment. Along with the SCX2500 (and its specially
developed luffing jib) the award-winning SCX900-2 continues to set new standards.

Since the merger of Hitachi and Sumitomo, the factories in Japan and the
Netherlands are pleased with the large number of orders so far received. 

Hitachi Sumitomo is indeed a global company and this will become more evident
in the future.

NEWS
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SWISS SUCCESS
IN SOUTHERN
FRANCE
Prowimat S.A.S. (a subsidiary of the
Probst Group Holding) has recently
moved into new premises near Arles 
in the south of France. Company
officials, customers and 80 employees
of Probst Maveg took part in the
opening ceremony of Prowimat in 
St-Martin-de-Crau.

The main offices and a large
demonstration area are situated on an
18,000sq/m site. In their first year of
business, managing director Pascal
Widmer and his Hitachi team have
already achieved more than a 20%
market share in large tracked
excavators.

ABOVE: PROBST MAVEG EMPLOYEES TAKING PART IN THE OPENING
CEREMONY OF PROWIMAT IN ST-MARTIN-DE-CRAU

EURO 59.00*

*Prices are valid from January 1st until March 31st 2005 and as long as the stock lasts

Winters can be cold - very cold. And so can working on contracted sites.
The Hitachi Winter Jacket will keep you warm during hostile European weather.

It will combat the cold and repel the rain. It has enough pockets to store your PDA,
wallet and other items. It even has TWO dedicated pockets for mobile phones.

Away from contractual sites, the Hitachi Winter Jacket is stylish enough to
wear in urban centres, or at any outdoor activities event. It is practical, fashionably
smart and comfortable.

From 1 January a special Hitachi promotion will reduce the price to 59 euros
including VAT. The promotion will last until 31 March unless stock runs out 
before then. 

Available in sizes M, L, XL and XXL, the jacket is black with tasteful Hitachi
orange detail and neat, branded buttons. It can only be obtained through the
Hitachi website – www.hcme.com – by clicking on the link for HCME SHOP. After
entering the ‘shop’, customers will be able to buy the jacket.

The HITACHI WINTER JACKET will not only keep you warm and dry, it will also
prove that you are a professional who is only prepared to use (and wear) the best.

Previous price Euro 89.00

including VAT

HITACHI WINTER JACKET DELUXE

Order online at www.hcme.com
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WHEN YOU HAVE TO CONDITION AND TRANSPORT 50,000 CUBIC METRES OF POLLUTING
TAR RESIDUE IN SEVERAL MONTHS, YOU NEED A MIRACLE – OR AT LEAST A HITACHI ZX500
WITH A SPECIALLY MADE 21-METRE BOOM AND ATTACHMENT. FORTUNATELY, GERMAN
HITACHI DEALER BAW BAUMASCHINEN VERTRIEB WARBUNG GMBH, WAS ABLE TO COME
TO THE RESCUE OF LOYAL CUSTOMER LOBBE

The Neue Sorge tar dump in Rositz, Germany, is not a pretty sight. It doesn’t smell too good either. The entire area is covered
in thick black plastic and clouds of steam drift across the vast expanse. This happens when solidifying and conditioning agents

react to water contained in the tar. 
Painted all in white, in Lobbe company colours, a ZX500 dominates the landscape. It is remarkably clean, apart from the end of

the boom, which is black and brown and looks like a cake mixer dipped in melted chocolate. Attached is a special rotary cutter
that is patented to Lobbe. It is about 1.5 metres long with a series of 25cm cutting blades. The holes (where the lime agent is
pumped out) can be clearly seen. 

The 21-metre boom was specially made for Lobbe, who commenced work with the machine in January 2004. In truth, 21 metres
is about as close as you would want to get to the contaminated material. The ZX500 is working for 10-12 hours a day and used by
two experienced operators who have been at the company for many years. Since January, it has been worked hard
and has completed 1,200 hours with total reliability so far. It’s easy to spot the thick pipe that the lime is pumped

LET BATTLE COMMENCE

JOB REPORT
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through – it snakes along the boom and joins the rotary cutter where a bucket would
normally be. There’s also a special lighting rig attached. The vertical rotary cutter can
condition over 800 tonnes of tar-residue a day, which might sound like a lot, but
there’s an almost unimaginable amount to be removed from the extraction areas –
60,000 tonnes, to be precise. After a few minutes the smell gets into the lungs and
on your clothing. No wonder the residents of Rositz (who only live a few hundred
metres away) have had enough – it’s not as if you can hang your washing out at the
weekend and let the fresh, country air dry it.

The factory across the road – a former tar processing plant – and the dumping
ground I’m standing on is obviously contaminated. It was closed down in 1990 and the
cleanup operation began in the autumn of 1996. Lobbe was taken on as the new
contractor on 9 September 2003. The company specialises in the reclamation of
contaminated industrial sites, waste disposal, industrial services, sewerage services
and accident management. It is the market leader in Germany, especially in the field
of the reclamation of contaminated tar sites and contaminated oil sludge sites.
Importantly, it has established a waste treatment centre in Rositz. 

It was commissioned to reduce the Neue Sorge by 50,000 cubic metres within six
months. This goal was achieved but large quantities of tar are still there. The cleanup
is now expected to be complete by the spring of 2005, providing the work continues
at the current pace.

Some 17.5 million tonnes of carbonized lignite tar, just over nine million tonnes of
crude oil, and about 0.6 million tonnes of other raw materials, (including 0.2 million
tonnes of sulphuric acid, caustic soda and caustic potash solution) was processed at
the former Rositz tar processing plant between 1917 and 1990. Residues, which could
no longer be processed, were dumped at the Neue Sorge opencast residual pit. Until
its closure in 1990 it grew into Thuringia's largest contaminated industrial site.

The site continues to pose an acute risk to groundwater and the measuring points
situated in the direct surroundings of the Neue Sorge site show increased pollutant
concentration. The chief contaminants, according to the Federal Environment
Agency's website, are benzene, toluol, ethyl benzene, xylol (BTEX), polycyclic
aromatic hydrocarbons (PAH), aliphatic hydrocarbons and phenols. The aim of the
cleanup operation, according to Dr. Hannes of the Hannes & Partner engineering
company commissioned to manage the project, therefore had to be to reduce (or
completely eliminate) the discharge of pollutants from Neue Sorge into the
groundwater. Easier said than done.

That’s not the only problem though. During the Second World War the area was
extensively bombed and there are a number of unexploded 250kg missiles at about
five metres depth. As the tar is extracted, it moves – and so do the bombs, so daily

checks are necessary by specialists. Certain parts of the site are no-go areas. In the
neighbouring factory, 12 bombs have already been defused.

Another problem is that water gets in, and when tar and water mix, it’s not good
news. Therefore, the covering of the site is not just to mask bad smells but also to
prevent too much water entering. Every day between 50 and 100m3 of water is
pumped out of the site directly into lorries, which take it to a special plant to be
cleaned.

Lobbe provides information (in the form of leaflets) about the progress being made
at the site and tries to inform all those concerned about the considerable emission
problems related to the tar's removal.  As you’d expect, the local citizens' action group
is following the work at Neue Sorge with great interest and representatives regularly
visit the site to receive updates.

The Neue Sorge project is one of the most complicated the Lobbe company has
ever had to deal with, and is carried out under increasingly difficult conditions. On one
hand, there are extremely high expectations on the part of the public – as well as
stirred-up emotions – often unnecessarily aggravated by media reports. On the other
hand, there is a tight schedule for the removal of tar of varying consistencies as well
as some challenging logistical conditions. 

In order to be able to remove the tar easily, excavate it and transport it safely, it
has to be stabilized (solidified) depending on its consistency. This happens by adding
substances to the tar. This adding process is carried out using a conditioning device,
known as a vertical rotary cutter. Lime is usually used as the additive. It reacts with
the water contained in the tar (an exothermic reaction) which gives rise to heat and
steam. Once the exothermic reaction has abated, the tar residues solidify so that they
can be transported.

The vertical rotary cutter is basically a large mixing device, which is attached to the
end of the long Zaxis arm. It is hollow inside and has outlets for the additive. The
additives are fed by a hopper-type vehicle, at slight excess pressure, via hoses to the
hollow shaft and thus to the tar.

The vertical rotary cutter on the Zaxis is amazingly effective. Theoretically, it can
harden 1,500 cubic metres of tar or other materials every day. Daily capacities of
between about 300 and 800 cubic metres are achieved on average at the Neue Sorge
site. The process is not just dusty but smells awful. The reason for this is that the
water table at the Neue Sorge site is unexpectedly high. The more water there is, the
greater the reaction with additive and the greater the formation of steam. The rising
steam transports the volatile substances contained in the tar and the dust. Every day
it takes four hours to uncover and cover the working areas. It is the only way of
restricting – at least, to some degree – the development of odours through degassing

JOB REPORT
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aromatic substances.
The emissions from the Neue Sorge site are dangerous enough to require all staff

to work in compliance with all applicable rules and regulations governing work at
contaminated sites. In addition to the standard protective clothing, individual
protective equipment gets used when threshold values are reached. Excavators and
the vertical rotary cutter are equipped with safety cabins so that operators are
protected from emissions. 

A fixed measuring station constantly monitors emissions, from Neue Sorge, that
drift towards the nearby residential area. There are also handheld measuring devices
for monitoring the environment at the job site. Tar itself – even if it is not being
handled or moved – develops a strong smell of its own which is due to a complex
mixture of countless hydrocarbon compounds, including benzene and toluol. In air,
these substances are immediately ‘diluted’ many thousands of times, as a result of
which the risks are diminished. In principle, the volatile substances and dust

emissions do pose the potential for risk, which can be eliminated once and for all only
through external waste management at the Neue Sorge dumpsite.

So, Lobbe's aim remains simple; to fulfil its contractual obligation within the
stipulated time and in compliance with contractually agreed volumes. This will lay the
key foundations for the complete removal of the liquid and viscous tar residues. Once
the tar is gone, the contamination will be eliminated. To date, Lobbe has removed
over 106,000 tonnes of it, but there’s still 60,000 tonnes to take out. It gets disposed
of by being used in power stations (like coal) to provide energy, as it burns for longer.
Once all the tar is removed, the pit will be filled with non-contaminated material and
then have a top layer of normal earth added. Believe it or not it will probably be used,
eventually, as farmland 

With the help of the ZX500, Lobbe is winning the battle of the tar. And for that, the
residents of Rositz must be thankful.

WITH THE HELP OF THE ZX500, LOBBE IS WINNING THE BATTLE OF THE TAR. AND FOR THAT, THE RESIDENTS
OF ROSITZ MUST BE THANKFUL

MANUFACTURER HITACHI

MODEL Zaxis 500 LC

ENGINE
Engine make Isuzu
Number of cylinders 6
Aspiration Turbo.
Rated speed rpm 1800
Rating standard DIN 6271
Net power kW 235
Displacement ltr 15.68

MACHINE WEIGHTS
Standard weight kg 50000

CAPACITIES
Fuel tank ltr 650
Hydraulic tank ltr 280
Hydraulic system ltr 510

HYDRAULIC SYSTEM
Main pumps maximum 
flow ltr/min 2 x 360
Boom service relief 
valve pressure bar 304
Swing service relief 
valve pressure bar 279
Travel service relief 
valve pressure bar 343
Boost service relief 
valve pressure bar 319

UNDERCARRIAGE
Standard track shoe width mm 900
Standard track shoe 
ground pressure kg/cm 0.60

TRACK DRIVE
Travel speeds km/h 2.9 /4.0
Tractive effort kN 415

BOOM OPTIONS - 
BACKHOE
Monobloc boom size 1 6.3 BE
Monobloc boom size 2 7.0
Monobloc boom size 3 8.2

ARM OPTIONS
Short arm length mm 2500 BE
Short arm length mm 2900 BE
Short arm length mm 2900
Medium arm length mm 3400
Long arm length mm 3900
Extra long arm length mm 4900

BUCKETS
Reference bucket capacity 
SAE heaped m 2.28
Bucket breakout on 
medium arm kN 259

DIMENSIONS
Track length on ground mm 4250
Tailswing radius mm 3500
Tail length mm 3480
Superstructure width mm 3610
Cab height mm 3460
Ground clearance mm 810
Width over standard tracks mm 3320 - 3820
Machine overall width mm 3820

TRANSPORT DIMENSIONS
MONOBOOM / 
REFERENCE ARM Mono 7.0 / 3.40
Transport length mm 11820
Transport height mm 3500

ZX500 TECHNICAL SPECIFICATION
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NORTHERN LIGHTS
NORWAY, LAND OF FJORDS, REINDEER, A PEOPLE PROUD OF THEIR WHALING HERITAGE,
AND A LANDSCAPE CONSISTING OF HARD, VOLCANIC ROCK – SOME OF WHICH IS RATHER
SPECIAL. GROUND CONTROL JOURNEYED TO LARVIK TO VISIT NANSET STANDARD, THE
DISTRIBUTOR OF HITACHI CONSTRUCTION EQUIPMENT IN NORWAY

DEALER
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THE HARDEST ROCK
REQUIRES THE
TOUGHEST
EXCAVATORS AND
EXPERIENCED
OPERATORS. ANTON
LOMME’S BEEN IN
THE BUSINESS FOR 
41 YEARS

Nanset Standard, the distributor of Hitachi construction equipment in Norway, has just celebrated its 75th year of business.
Not that it has been selling Hitachi machines for that long, you understand, when the company started there were hard

times in Norway, which like many other countries, was suffering the effects of the American Wall Street collapse.
Even though there were only 40,000 vehicles and 70 tractors in the whole country, Soren Roed was ambitious and started a

petrol station business in 1929 for Esso (which was named Standard Oil (S.O.) until 1939). Hard work and long hours kept the
business alive and during the Second World War (when the petrol station was closed) Roed survived by providing wood for gas
generators; selling tobacco and keeping a pig in his backyard!

When the war ended, Roed began selling cars, firstly securing the Austin franchise for Nanset, followed by Skoda in 1953
and Toyota from 1964 (Nanset Standard is still a local Toyota dealer in Larvik, selling around 230 new cars a year). From the
mid-50s, Nanset began selling tractors and construction equipment, starting with Nuffield tractors and construction machinery
and lorries from International Harvester. When the Norwegian Broyt excavator company went out of business in the early ‘80s
Nanset had been selling the product for more than 20 years. It then joined forces with Hitachi, starting with just two or three
models in its first year. 

As former Nanset President (the son of its founder), Asbjorn Roed explains, “it’s hard to sell the first Hitachi, but even the
early ones were reliable”. This year the company will sell 250 new machines and will turn over 380 million Norwegian kroner
(45 million euros). In 2007, it will celebrate its 25th anniversary of selling Hitachi excavators.

The most popular machine Nanset sells is the ZX85 US, mainly (and surprisingly) because it’s the right size to fit on a small
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contractor’s truck. Labour is very expensive in Norway, so the trick is to do as much as possible with as few people as possible.
Typically, a small contractor will have a truck with a quarry body, so he’ll climb this machine on the back of the truck and off
he’ll go – a one man band who can do any type of job like small dwellings, drainage etc. 

The ZX85 has an advantage in that it is manufactured like a big excavator, while the majority of the competition’s eight tonne
machines are manufactured like mini-excavators (less productive, less comfortable etc.). The ZX85 is the smallest, big
excavator, rather than the biggest, small excavator – and this is important for the customer.

Hitachi construction equipment is the main part of the business and, believe it or not, Norway has the biggest consumption
(per capita) of excavators in the world. Granted, the population is only 4.5 million, but it has more to do with the landscape and
climate than anything else. As Nanset managing director Tom Johansen explains: “Norway is basically all volcanic rock and
that obviously takes its toll on the wear and tear of the machines.” 

We would see exactly what he meant a couple of hours later when we journeyed with him and sales manager Nils Olav
Haukaas from the company’s Larvik base to a quarry half-an-hour drive away. There, glinting in the late September sun was a
huge Zaxis 850H stripping overburden and piling huge rocks into an articulated dump truck. The poor driver of the dump truck
was shaking side to side in his cab as rocks of about 15 tonnes in weight were loaded into the truck. It was no wonder that the
excavator’s giant bucket teeth needed replacing after every 200 hours of operation.

It was a privilege to watch the skillful precision of Anton Lomme, the Zaxis operator, in preparing the area. He’s been working
with excavators for 41 years, so knows what he’s taking about. And what does he think of this latest generation machine? 

“It’s the biggest and best machine I’ve worked with. It has the ability to move serious amounts of rock in short periods of
time as efficiently as possible. The hydraulics are excellent and work rate is consequently high. I’ve been using the ZX850 for
over one-and-a-half years and have been very impressed with it so far.”

You can’t please all the people all the time but Anton looked pretty happy to us. Not that the same could be said for the
articulated dump truck driver, who continued to be thrown around in his cab by the sheer weight of the rocks being deposited
in the back of his truck. One the size of a small car slipped off the side of the truck body and crashed to the floor. Although we
were standing about 50 metres away, we felt the vibrations resonating beneath our feet.

Further up the hill the terrain had been disfigured, although somewhat beautifully, by the quarrying operation. The granite –
which is mainly used as a luxurious finish on the outside of prestigious office buildings, or even on quality kitchen work surfaces
– was literally being taken from the hillside in huge blocks.

ABOVE: NANSET MANAGING DIRECTOR TOM JOHANSEN WITH
ONE OF THE VALUABLE BLOCKS

DEALER
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FURTHER UP THE HILL THE TERRAIN HAD BEEN
DISFIGURED, ALTHOUGH SOMEWHAT BEAUTIFULLY, 
BY THE QUARRYING OPERATION
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DEALER

IT’S A COMPLEX OPERATION WITH OVER 90 PER CENT WASTAGE – HENCE THE NEED FOR A POWERFUL
EXCAVATOR TO STRIP THE OVERBURDEN
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That’s the theory anyway, but the reality is that it’s a complex operation with over 90 per cent wastage – hence the need for
a powerful excavator to strip the overburden. You’ll see the aggregates being used for seashore protection in Germany, Holland,
Belgium and the UK. Apart from the natural cracks in the granite, there is a real difficulty in actually extracting the material and
consequently the bigger the blocks, the higher the price. A huge lorry had passed us earlier with just three blocks on its flat
bed trailer – that’s how big they are.

There are two ways of extracting the blocks; one is to literally cut them out with a long rope with diamonds and you could
clearly see the circular score marks that had been cut into the rock. The other way is to drill and blast the blocks out. Not far
from us an explosives expert was packing the drill holes with charges – the key is to release the rock in big segments, without
damaging it in any way. 

Naturally, we didn’t hang around to see the blast and as we left, you could see the ZX850 working away in the distance, the
sunlight reflecting off its orange boom. It had been a privilege to see the skill and control of Anton Lomme, who obviously enjoyed
his work immensely. Before long though, the cab would be heated (rather than air conditioned) as the first snow usually arrives
in November and then stays around until April. The sun would rise and set in a matter of hours each day and the nights would
be long and cold. Temperatures can drop to minus 40 degrees in some areas of Norway, so the excavators need extra alternator
and battery capacity, cold start systems and extra lighting rigs – all available options of course. Not that it worries Anton, he
gets into the cab of his Hitachi Zaxis, fires up that unbreakable Isuzu engine and does what he does best – night or day.

NOT FAR FROM US AN
EXPLOSIVES EXPERT WAS
PACKING THE DRILL HOLES
WITH CHARGES – THE KEY
IS TO RELEASE THE ROCK IN
BIG SEGMENTS, WITHOUT
DAMAGING IT IN ANY WAY
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WHEN CUSTOMERS PURCHASE A HITACHI ZAXIS, THEY BUY A LOT MORE THAN JUST THE
MACHINE. GROUND CONTROL MEETS MARTEN BOOTSMA OF HITACHI’S DEDICATED
PRODUCT SUPPORT DIVISION TO SEE WHY TAKING DELIVERY OF A NEW EXCAVATOR IS
ONLY THE BEGINNING OF A ‘BEAUTIFUL FRIENDSHIP’

AFTER THE SALE 
COMES AFTER-SALES

PRODUCT SUPPORT
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Marten Bootsma has an enquiring
mind and a love of technology,

that’s why he joined Hitachi – a company
with which his automotive engineering
qualifications and experience could be
put to good use in an increasingly
technical area of the business. Hitachi
customer support does not end with the
transaction. This is why Product Support
has a dedicated and active role in the
philosophy of Hitachi Construction
Machinery (Europe) NV (HCME).

Of course, Product Support is more
than the sharing and analysis of
information between machine and man
– there are other issues to consider, such
as the continued development of the
Hitachi dealer network – but the most
important issue for Bootsma is
maintaining the working efficiency of a
machine for the customer.

“Although we’re in the business of
providing construction equipment, a
quality after-sales service is as vital as
selling the machines in the first place.
The beauty of the downloadable
functions incorporated in the Zaxis range
is that we are able to construct a
detailed history of every working
machine. This allows the service
technicians of our authorized Hitachi
dealers to not only download
performance data, but also make a quick
diagnosis and fix the machine in the rare
event of it developing a fault. More
importantly, it allows them (and us) to
analyse the performance of machines
over a given period of time.”

There are several benefits to having
machines’ operational history recorded
and available within the Hitachi
organisation. At dealer level, there is a
better insight into each particular
machine’s condition, allowing them to
provide the best service and support to
their customers. Having exactly the
same data available at HCME level
means that a dedicated team of
technical experts within the HCME
Product Support division can provide
detailed technical back-up support
whenever the dealer network needs it. 

Additionally, each authorised Hitachi
dealer is able to provide their customers
with a kit that allows them to record and
analyse the operational history of their
own machines. This data then gives
them the opportunity to optimise the
operation efficiency and usage of their
machines, and ultimately, reduce
operating costs.

Sounds complicated, but in reality it’s
very simple. Hitachi is not using
information technology for technology’s
sake; all the software has been
developed and put in place to help
Hitachi help the dealer help the end-user
– product support, in every sense,
applied throughout the entire HCME
service area.

Interestingly, HCME Product Support
currently supports dealers and
customers in almost all countries in
Europe, Russia and the entire Middle
East region, and a large part of the
African continent including South Africa.

This area is still expanding. 
For Hitachi the development of this

software has far-reaching implications.
The global feedback of machine-use
criteria allows the designers and
engineers in Japan to pick up on usage
patterns, identify areas for optimisation,
and – ultimately – to incorporate
changes in new machines.

As computer-aided technology
becomes more and more advanced, the
days of a dealer’s mechanics being able
to make an ‘all-encompassing’ diagnosis
solely with mechanical tools are
numbered. 

Bootsma explains: “We want our
systems to help, not hinder our dealer
network, so we make sure that
technicians have all the support they
need. The Machine Information Centre
download technology is simple to use – a
straight download from the Zaxis’
memory to the technician’s PDA gives all
the vital information such as the
maintenance forecast, operation history
and summaries, while the ‘Dr. ZX’
software facilitates any alarm or fault
diagnosis. By connecting the PDA to a
laptop computer, the information can
then be stored as an archive but can also
be uploaded to Hitachi’s e-Service – our
internet-based communication system –
which is the key to direct technical
support and back-up for the dealer.”

The ability to share data with the
expert technical minds in Holland and
Japan gives Hitachi dealerships that
competitive edge in the marketplace,
helps optimise fleet management and –
more importantly – helps to keep the
customers’ machines working as
efficiently as possible, with little or no
downtime.

In brief, it’s reassuring to know that a
whole team of experts is on hand to
make sure that a customer’s machine
runs efficiently and has as long an
operating life as possible. Not only that,
but by continued use of the diagnostic
technology and improvements that are
put in place as a result, Hitachi can safely
claim that each generation of excavators
will be better than the generation before.

And, that is a pretty good
interpretation of what ‘Product Support’
means. 

TO SPEED UP THEIR
AFTER-SALES SERVICE IN
GREATER LONDON, THE
LOCAL HITACHI DEALER
DECIDED IT COULD SAVE
CUSTOMERS VALUABLE
TIME AND MONEY BY
USING A SKILLED
TECHNICIAN ABOARD A
MOTORCYCLE. IAN
BRYSON WAS GIVEN A
650CC HONDA AND HIS
JOB IS TO GET TO A
CUSTOMER’S MACHINE
AS QUICKLY AS
POSSIBLE.

“My role is to get to a site quickly,
diagnose the fault and phone back
the details of any replacement
components. If I can’t fix a fault, I
make sure the service van turns up
with all the right spares, or
specialised tools, and the driver
technician is then able to complete
the service.”

Ian visits many sites on his
motorcycle and uses a Palm PDA
and Dr.ZX software to download
data from Zaxis machines to send
to Hitachi in Japan via the
internet. The time saved by using
his motorcycle is immense. On a
50 km trip through certain parts of
London he can arrive on site as
much as half-an-hour before a van
driver. He also eliminates those
annoying ‘return to base’ trips 
(by a van driver) to collect the 
right spares. 

So, not only does he save time
travelling to the customer; when
he gets there the Hitachi Zaxis'
downloadable functions allow for
a quick analysis and diagnosis.
The end result? The customer
benefits – and that's what it's 
all about.

THE TWO-
WHEELED
ADVANTAGE
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IN A BUSINESS WHERE TIME IS MONEY, MAINTAINING CUSTOMERS’ MACHINES IN TOP CONDITION REQUIRES A
PARTS AND DISTRIBUTION NETWORK OF EXTRAORDINARY COMPLEXITY. THE NEW HITACHI PARTS WAREHOUSE IN
OOSTERHOUT WILL FULFIL ALL THOSE NEEDS AND DEMANDS

SPEEDY SOLUTIONS

Ashort distance off the A27 Auto route that runs from Utrecht to Breda in the
Netherlands is a warehouse the size of a football stadium. It is packed full of

rows of 11-metre-high shelves, stacked with pallets of varying description – from
sprockets to filters to bearings – all coded, numbered and accounted for. Specially
adapted forklift machines whiz silently up and down the aisles, guided by
underfloor electric wiring sensors that prevent any contact between machine and
racking system.

And yet, this is only half the story – or half the building. The rest is being built
nearby. The sound of air ratchets, drills and hammering fills the open expanse. It’ll
be 9,400m2 when finished and in simple terms, perfectly reflects the growth in sales
territory for Hitachi. Increased machine sales mean a greater demand for parts,
which in turn requires more warehouse space… and so on.

Hitachi’s new parts facility is impressive to say the least. Currently there are
48,000 parts being held but this will extend to a staggering 80,000 by 2008. In order
to accommodate them and – more importantly – in order to find them a complicated
shuttle system of mobile shelves is being installed. It is 10 metres high and contains
100 three-metre shelves of 86cm depth. Touch screen technology allows the finder
to input the part number. The computer then ‘finds’ the shelf on which the part is
located, rotates the shuttle system so that the shelf appears in front of you – as if
by magic – within seconds. What’s more, it also logs how often each shelf is used,

allowing the Warehouse Management System to choose the best and most efficient
location for more regularly needed parts.

Impressive certainly, but an even bigger investment is the gigantic pallet storage
system still taking shape. This system will give Hitachi an additional capacity to store
5,400 full size pallets. The structure is some 18 metres high and is completely
automated – apart from one operator required to handle the in-coming and outgoing
pallets. The facility has the capability of moving 60 pallets an hour and the three cranes
work in tandem at a phenomenal rate of 120 metres per minute (50 per cent faster than
a standard crane, which moves at just 80 metres per minute).

Clever stuff, but it’s all worthless unless the dealer can receive the part for his
customer’s machine in as short a time as possible. The good news is that in all EU
countries, if an order is received in the morning, it will be prepared by the afternoon
and despatched later that day, via a network of tried, tested and trusted suppliers such
as TNT or DHL. In fact, there are six or seven forwarding companies who are used for
delivery, depending on the type of parts, the urgency of delivery and the destination.

The end result? The required part reaches the customer as quickly as possible,
making sure that machine downtime is reduced to a minimum and that work is able to
continue. It’s just another example of Hitachi returning the investment the customer
has made in Hitachi. 

We’re here for the long term and want to make sure you are too.

FACTORY NEWS
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INCREASED MACHINE SALES MEAN A GREATER DEMAND FOR PARTS, WHICH IN TURN REQUIRES MORE
WAREHOUSE SPACE... AND SO ON
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TRAFFIC MANAGEMENT AND ENVIRONMENTAL CONCERNS OFTEN ADD TO THE COMPLEXITY OF CONSTRUCTION
PROJECTS. HOWEVER, INNOVATIVE TECHNIQUES ARE HELPING CONTRACTORS TO COMPLETE TARGETS ON SCHEDULE WITH
MINIMUM DISRUPTION. A MAJOR ROADWORKS PROJECT ON THE M60 MOTORWAY IN MANCHESTER, ENGLAND, IS A GOOD
EXAMPLE OF THIS, COMPLETE WITH A FLEET OF HITACHI EXCAVATORS SUPPLIED BY LOCAL FIRM BULLEN PLANT HIRE 

SAVING TIME AND MONEY

Manchester is a fast growing city. The past two decades have seen an
explosion of musical, cultural, sporting and fashionable activities – second

only to London in the British Isles. Business is booming and with it has come a
population explosion in the city that hosted the 2002 Commonwealth Games.

Inevitably, this has put a strain on Manchester’s infrastructure. In recent years,
the development of the orbital M60 motorway around the perimeter of the city has
firstly helped to alleviate and then, more recently, hinder the dense flow of traffic
at peak times.

One of the worst areas is between junctions five and eight on the south-west
edge of the ring road. This is close to the main entrance of one of Europe’s largest
shopping and entertainment complexes, the Trafford Centre. Other motorways also
converge on this sector before leading to the main arterial routes in and out of the
city centre. More than 100,000 vehicles travel daily from east to west between
these junctions.

Ultimately, this situation has led to the appointment of a joint venture between
AMEC and Alfred McAlpine to widen an 8km stretch of road. The £150million
contract is due to last three years while the motorway is widened by one lane along
its existing two and three-lane carriageways.

Robert Coupe, Alfred McAlpine’s Construction Director for Civil Engineering,
explained: “This part of the M60 is founded on soft alluvial material,” he said.
“There are at least 14 former landfill sites along the route between the four
junctions. These date from the early 1900s up to the mid-1990s with a mixture
ranging from domestic waste to ash and glass.”

The conditions are obviously not ideal and so the contractors have had to use
several different treatments to counter the instability in the ground. The complexity

of the project was also increased by the close proximity of the junctions and a key
requirement within the contract to maintain the existing number of lanes.

Tight deadlines have instigated a strict all-year-round programme to prevent
unnecessary delays. This is unusual in the British climate and often dictates that a
site is trenched in mud over the winter months.

So, where the embankments have been widened to accommodate the additional
lanes of traffic, an innovative combination of ground improvement techniques has
begun. A good example is the increasingly popular solution of using large
polystyrene blocks, for sections where the ground isn’t strong enough to support
conventional filling.

“The polystyrene was used on a new sliproad which lies over a fault and
therefore a lightweight embankment was required,” added Mr Coupe. “We had to
dig two metres out from the existing embankment. The average weight of earth is
two tonnes per cubic metre, so if you go down two metres, that makes four tonnes
of load. So, with ten metres of polystyrene weighing four tonnes on top of that, the
actual load was the same.”

The use of the Fillmaster polystyrene blocks manufactured by Vencel Resin cut
down on the time required to complete the two-lane sliproad. This has resulted in
a minimum of disruption to the all-important traffic flow. The cellular structure of
the blocks also provided a lightweight and cost-effective solution to withstand the
heavy structure of the embankment and reduce the probability of further settlement.

This is just one of the techniques employed by the joint venture in its quest to
complete the widening of the M60 on time. Thanks to careful planning and time
saving measures such as these, the project will be finished in spring 2006 with a
genuine improvement of the motorway on the environment it runs through.

THE USE OF THE FILLMASTER POLYSTYRENE BLOCKS MANUFACTURED BY VENCEL RESIN CUT DOWN 
ON THE TIME REQUIRED TO COMPLETE THE TWO-LANE SLIPROAD. THIS RESULTED IN A MINIMUM OF 
DISRUPTION TO THE ALL-IMPORTANT TRAFFIC FLOW

CUSTOMER REPORT
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The M60 road-widening project is a massive earthmoving operation. 1.5 million
tonnes of bulk filling material are being brought in to raise the surrounding
ground to the same level as the embankments.

The contract also details the demolition of 14 existing bridges and 22
gantries to make way for 16 new bridges and 23 gantries. Eight additional
bridges are being refurbished and accommodated into the new scheme.

The joint venture’s strategy incorporates the recycling of materials
encompassed within the existing motorway. Landscaping, noise barriers and
lowering of the carriageway are all key aspects of the project as the
contractors seek to achieve their aims of improving safety, reducing road
noise and enhancing the environment.

The management of the plant involved in this process obviously plays a
significant part in the day-to-day running of the site. That is why the joint
venture calls on the services of Bullen Plant Hire among its range of suppliers.

On the day that Ground Control visited the M60, Bullen Plant Hire confirmed
an order of two new ZX280s to extend the Hitachi fleet that is working on 
the project.
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PRODUCT NEWS

THE LAUNCH OF HITACHI’S LX SERIES OF FOUR NEW WHEEL LOADERS WILL BE WELCOMED BY CONTRACTORS AND
OPERATORS ALIKE WHEN THEY SEE WHAT HITACHI HAS DONE TO INCORPORATE THE MANY FEATURES THEY HAVE BEEN
ASKING FOR. THE NEW MODELS ARE DESIGNATED LX145E-2, LX170E-2, LX210E-2, AND LX290E-2

THE HITACHI LX SERIES
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HITACHI HITACHI HITACHI HITACHI
LX 145 E-2 LX 170 E-2 LX 210 E-2 LX 290 E-2

Engine type Isuzu Isuzu Isuzu Isuzu
Engine output (kW) 108 123 143 228
Transmission type Auto powershift Auto powershift Auto powershift Auto powershift
Shovel type std GP + edge GP + teeth GP + teeth GP + teeth
Capacity heaped std (m3) 2.2 2.5 3.1 4.2
Full lift dump height std (mm) 2800 2660 2900 3000
Breakout force std (kN) 112 119 162 207
Operating weight (kg) 12950 13920 17450 21750
Tipping load FTTL (° / kg) 40 / 8200 40 / 9370 40 / 11,810 40 / 16,010

To consolidate Hitachi’s famous
reliability reputation, there are many

enhancements built into the new range
that will not only make the four models
reliable and cost-effective but also
ergonomically satisfying for operators.
All the new LX models conform to CE
and TUV regulations.

The low-maintenance LX series has
been designed in Europe – to meet all
EU requirements and cater to specific
European needs. The new models are
equipped with ISUZU engines (from 145
HP to 228 HP) and incorporate a new
generation of rugged ZF axles. ZF Ergo
Power transmission is standard
throughout.

To ensure absolute stability and
significantly improve capacity, all
components on the new wheel loaders
have been placed as far to the rear, and
as low as possible. To further emphasise
and consolidate its reputation for
durability, Hitachi has also deliberately
‘over-engineered’ all components.

The Ride Control System (RCS) is
another development that reduces
machine wear, provides optimum shock-

absorption of the loading frame
(irrespective of the density of material
loaded, or bucket capacity) and improves
transport speed. This is achieved by the
RCS system automatically selecting the
right ‘impact’ setting. The subsequently
higher transport speed, and a reduction
in material carrying losses, improve
productivity by up to 20 per cent.

A high capacity hydraulic system
directs the oil to the function that needs
it most. For example, when extra power
is required to fill the bucket, the power
normally used for driving is diverted to
the hydraulic system. A pre-tensioned
hydraulic tank fitted above the pumps
ensures a trouble-free supply of oil to
the pumps. 

The LX series has solid ZF Axles in
one-piece cast housings, with integrated
brake channels to allow excellent
operation in the severest of conditions.
Multi-disc locking differentials enable
smooth driving – when negotiating
bends, or when crossing uneven and
slippery surfaces.

The new, fully automatic and compact
gearbox can be overridden under full

load and allows the driver to select the
maximum gear. When a set speed is
required – such as driving downhill – a
single button prevents the gearbox
shifting to a higher gear. In the unlikely
event of a malfunction, the gearbox has
been designed to enable the wheel
loader to be driven back to base (limp
home function) where the fault can be
computer-diagnosed and rectified.

As impressive as the above major
technical features are, the LX series
operator will be delighted at what
Hitachi has done to make driving and
operating the machines as effortless as
possible.

The new cabs of the LX series feature
thoughtful driver/operator ergonomics
and are designed to make all the models
comfortable, stress-free and as easy to
operate as is feasibly possible. Although
there is not enough space available to
discuss each feature and improvement
in detail, the following list should inspire
most good operators to test drive one of
the new machines. For example, access
to the cab is much easier because of the
more ergonomically angled ladder and

three-stage door opening – in  case of
emergencies, the right hand window can
be fully opened. However, once in the
cab the operator will discover a tiltable,
telescopic steering column (30 degrees
tilt and 60mm extension); an integrated
single panel display with easier access
to all switches and meters; transmission
gear and diagnostic code display; a
better and more forward seating
position with an extra 40mm seat
‘stroke’ to the rear; less cab vibration
and lower noise levels; a magazine net...
and greater lunch box space!

Of course, the LX series also features
a plethora of small, but significant
cosmetic and technical improvements –
such as a redesigned grill, optimum
siting of lights, new counterweight,
fender protectors; lifetime maintenance-
free battery with easy access, and more
– much more.

Despite many other minor
improvements, it is the way an LX series
machine is designed to do the job that
truly matters. As someone (not from
Hitachi) once said: “The whole is more
than the sum of its parts.” 

•  ISUZU ENGINE 

•  RUGGED ZF AXLES

•  STANDARD RIDE CONTROL SYSTEM

•  HIGH CAPACITY HYDRAULIC SYSTEM

•  FULLY AUTOMATIC GEARBOX  

•  COMFORTABLE LOW NOISE CABIN 

•  ERGONOMIC DESIGN INTERIOR CABIN 

•  IMPROVED ACCESSIBILITY FOR MAINTENANCE

SPECIFICATIONS
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SPORTS SPONSORSHIP IS ONE OF THE BEST WAYS OF TURNING A COMPANY INTO A HOUSEHOLD NAME. BUT A GLOBAL
COMPANY LIKE HITACHI CANNOT FORM AN ALLIANCE WITH JUST ANYONE – ONLY THE BEST WILL DO. THAT’S WHY DUTCH-
BASED HITACHI CONSTRUCTION MACHINERY (EUROPE) NV (HCME) DECIDED TO DO BUSINESS WITH AJAX AMSTERDAM –
THE MOST SUCCESSFUL FOOTBALL TEAM IN THE NETHERLANDS. FOR THE 2004-2005 SEASON HCME WILL HAVE ACCESS TO
HOSPITALITY SEATS IN THE AMSTERDAM ARENA FOR ALL AJAX’S DUTCH LEAGUE HOME MATCHES, AS WELL AS THOSE IN
THE CHAMPIONS LEAGUE

CHAMPIONS MEET CHAMPIONS

There’s no doubt that Ajax
Amsterdam is one of the legendary

teams of European football. On a
domestic level, Ajax has won the Dutch
league an amazing 29 times since the
club was founded more than 100 years
ago. It has also enjoyed massive
success on the European stage
following its initial participation in the
European Cup Winners Cup in 1961.

In 1969 Ajax made it to the final of
the competition and went on to win the
cup in 1971. This was the start of a
fantastic run of three consecutive

European Champions Cup victories
during the time it was led by Johan
Cruijff – one of the most gifted
footballers of all time.

1972 was definitely one of the best
seasons by any professional football
team. Ajax won the national
championship, the Dutch Cup, the
European Champions Cup and the
World SuperCup (between European
and South American club champions).

These successes were followed by
25 years of national and European
success including Ajax becoming

European and world (club) champions in
1995.

In 1996 Ajax moved from the old De
Meer stadium to the Amsterdam Arena.
Here it was able to continue developing
its world famous youth training
academy and help young talents to
develop into some of the best
footballers in the world.

Last season Ajax became Dutch
champions again and the club is also
enjoying considerable success in the
Champions League competition. Hitachi

is proud to be associated with Ajax,
who shares its vision of being the best
at what it does. And when Hitachi
invites its dealers, customers and other

partners to come and enjoy corporate
hospitality, Ajax-style, it knows that the
champions of industry will appreciate
watching the champions of football.

IN LEAGUE WITH HITACHI

HOSPITALITY
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QUALITY AND TECHNOLOGY
MEANS SUCCESS
THE EVOLUTION OF THE ZAXIS EXCAVATOR RANGE HAS RESULTED IN DEMAND FOR A WIDE
VARIETY OF SPECIAL APPLICATIONS. EVER THE INNOVATOR, HITACHI RESPONDED TO THE
CHALLENGE AND DELIVERED THE GOODS – PARTIALLY PROVOKING THE GROWING
PHENOMENON AT OOSTERHOUT IN THE SOUTH NETHERLANDS

In the past, excavator manufacturers have concentrated on volume sales. They have delivered the best possible products, at the
lowest possible price, in the fastest possible time.  While this has met the majority of customer needs, a gap in the market has

remained – until now.
All operators have different requirements. Some of these are not achievable by using mass-produced excavators, such as the

Zaxis range. In response to customer demand, Hitachi has therefore started to design and build special attachments that can be
fitted to the machines at the factory.

The man behind the initiative, Hemmo Luijerink, is justifiably brimming with enthusiasm and confidence for the project, which
has come to fruition over the past two years. “Hitachi’s factory in Japan is ahead of the competition and this is a big advantage
for us in Europe,” explained the Special Lifting Equipment Sales Manager, who has had ten years experience selling excavators
in the Dutch domestic market with Hitachi. This knowledge needs to be passed on, and expanded, so for the past 12 months
Peter van der Staaij has joined Hemmo.

Hemmo has used his personal experience to good effect. The feedback from customers has been invaluable in enabling his
team to pinpoint the key areas of development. Coupled with the quality of information that has been sourced from Japan, the

PREDOMINANTLY USED FOR DREDGING, THE SUPER-LONG FRONTS ARE AVAILABLE FOR THE ZAXIS 
ZX160-850 EXCAVATORS

SPECIALITIES
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SPECIALITIES

HITACHI MANUFACTURES A WIDE RANGE OF
COMPLEX DEMOLITION ATTACHMENTS

special attachments are built to the same high standard as mass-fabricated
components.

However, it hasn’t been an overnight success. Hemmo and his colleagues have
masterminded the transition of Hitachi’s International Sales & Service Division from
a manufacturer of custom-made components to one that delivers up to three, long-
reach fronts and two complete machines per month. The former are held in stock
during the production process and the latter are imported from Japan.

A number of factors have helped Hitachi’s vision to become reality. Organisation
and planning play a key role in ensuring that capacity is met without compromising
quality, cost or safety. A motivated team is also playing a huge part in the success.
Now the time is right for the word to be spread throughout Hitachi’s European
dealership network.

“The operators have already been impressed by the compatibility of the products
with the Zaxis range,” said Hemmo. “These components share some of the parts
incorporated in standard designs. This creates a reliable supply chain from Japan,
and of course there is an additional cost benefit. Above all, the customer feels
secure and safe in the knowledge that he is benefiting from an extension of Hitachi’s
technology and craftsmanship, rather than taking a comparative gamble with a third-
party supplier.”

There are three options currently available and, of these, super-long fronts are the
most popular and are available for Zaxis ZX160-850 machines. “These are
predominantly used for dredging but aren’t manufactured longer than with a reach
of 20 meters,” explained Hemmo. “The bucket would be too small over this length

THIS SEQUENCE OF PHOTOGRAPHS DEPICTS THE
USE OF MATERIAL-HANDLING APPLICATIONS
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and therefore prove to be inefficient and inadequate for use. It’s also unusual for us
to receive a request for over 20m, but the economies of scale would prevent us from
producing this anyway.”

The second option is for material-handling applications in scrapyards, recycling
plants and waste management facilities. These are available for the Zaxis ZX210 up
to the powerful 850 model.

And lastly, more complex demolition attachments, with crushers, are available for
Zaxis ZX210-850 machines. There is a range of variants, from a 24-metre
lightweight, budget version to a multi-purpose machine, which give operators
the flexibility to choose the most viable option for their requirements.

To make an enquiry about one of these options, Hemmo advises contact
with a local Hitachi dealership. “The Hitachi network is widespread across
Europe and it will contact our division if it has any specific queries,” he
added. “We are already looking at ways in which we can improve product
knowledge in each country. For example, we recently hosted an EDA (European
Demolition Association) meeting at the factory and it was a good opportunity to
exchange ideas with customers.”

Currently, demand is greater than supply and this is a clear sign of the gap that
had once existed in the market. Hitachi is quoting a three-month lead time – with an
extra month required for bespoke designs – and this is proving more than acceptable
to customers.

Another exciting development for Hitachi has been the release of the Zaxis ZX160
LCT crane onto the European market. This has been manufactured in Japan using the
same philosophy as the special attachments. The telescopic boom on the product
has been sourced from a Japanese sister company to provide a combination of full-
proof components.

This means that Hitachi is already ahead of the competition – who would
otherwise have to source their parts from many different suppliers. Operators can
therefore be assured of a reliable machine for lifting materials without the need for
a purpose-built crane.

“There are many advantages in using a ZX160LCT,” enthused Hemmo. “The
machine is only 2.5 metres wide, so it can be easily transported. With an eight-tonne
lifting capacity, it can also provide a fast, efficient and accessible solution in urban
districts and other terrain.”

The reality is that this provides huge potential in the plant hire market, presenting
a major threat to crane rental business. The long-term plan may also include an

opportunity to expand the range, which in turn gives European dealers an
incentive to pursue a new area of potential in the construction industry.

In urban areas there are many applications for construction companies, road
maintenance firms, steel erectors and industrial concerns. The operation (of the
crane) is similar to that of an excavator and it opens the product to a wide range
of less specialised operators.

The closing word goes to Hemmo, who is already looking to a bright future:
“The range of special applications will hopefully be complementary to the
standard Zaxis range in the future,” he explained.  “It is always difficult to
provide the best solution at the cheapest price, so our aim will be to continue to
give added value to dealerships and customers alike.

“We will always work hard with our dealership partners to provide customers
with the products and services they require. Hitachi is a global brand, which
enables us to project a quality image. This gives our customers the confidence to
invest in technologically advanced products and efficient logistical solutions. The
future remains firmly in our hands.”

“THE OPERATORS HAVE
ALREADY BEEN IMPRESSED
BY THE COMPATIBILITY OF
THE PRODUCTS WITH THE
ZAXIS RANGE”

          



GROUND CONTROL32

HITACHI HAS BEEN ON THE ROAD PROMOTING ITS
EXTENSIVE PRODUCT RANGE AT EXHIBITIONS IN
PORTUGAL, GERMANY AND ITALY. IF YOU WERE THERE WE
HOPE YOU STOPPED BY AND SAID HELLO. IF NOT, THE GOOD
NEWS IS THAT YOU CAN CATCH UP WITH US IN 2005 IN
SPAIN AND ITALY. SEE YOU THERE...

FEMOP Portugal
From 23 to 26 September 2004 the second Fair for Machines and Equipment for
Public Works, (FEMOP) was held. The location was the Batalha Exhibition Centre,
ExpoSalao, about 100 kilometres from Lisbon.

FEMOP is an international show for manufacturers, importers and distributors of
machines; load moving and transport equipment for Public Works; the trade press;
and organisations in related services, associations and machine rental.

Hitachi was represented by local distributor Moviter, and showed a range of
various products.

Galabau
The GalaBau trade fair took place in the Exhibition Centre at Nuremberg in Germany
on 15 to 18 September 2004. The GalaBau is an international fair for urban green and
open spaces. It attracts visitors such as contractors (for garden, landscape and open
space construction), landscape gardeners, architects and product specialists from
federal, state and local authorities. 

With the recent expansion of the European Union to include Hungary, Poland,
Slovakia, Slovenia and the Czech Republic, Nuremberg is now a central location.
Many visitors from these countries participated in the four-day show. The 2004
GalaBau hosted more than 49,000 visitors from 57 countries. Total exhibition space
was 93,000m2, where 890 exhibitors showed their products and services. 

As a construction machinery producer, Hitachi felt that it was a perfect setting for
the presentation of its products and services. It was the first time Hitachi had
exhibited at the GalaBau and it chose to create a 600m2 indoor stand in one of the
halls to exhibit its Compact Line. 

The location of the Hitachi stand was among several of its competitors – making
it easy to locate and compare with other construction machinery producers. Hitachi
had created a stand to clearly show the link between the corporate identity of
Hitachi and the aim of the fair as a landscape gardening exhibition. The machines on
show included EX08; ZX18; ZX25; ZX35; ZX50; ZX50U; ZX70LC with an offset boom;
ZX80SB; ZX85US; ZX130W and EG30. 

Most visitors to the event are from the horticulture and landscape gardening
sector, or from the design of urban green and open spaces sector, and are always
interested and knowledgeable. The trade visitors, involved in procurement and
purchasing decisions for their companies, make up about 80 % of the total of
visitors. According to a survey by an independent market research institute, 98 % of
the trade visitors said they were exceptionally satisfied with the products on display
at the trade fair. 

Dealers were very positive about the Hitachi stand and the fair in general. It was
an excellent opportunity for them to meet new and potential customers, and some
dealers received very interesting new orders.

SAIE 2004
The 39th SAIE International Show of Building Technology was held in the Bologna
Exhibition Centre from 15 to 19 October 2004. 

The SAIE fair has established itself globally, in the construction world, to show
trends in the building sector, discover the latest technologies and new materials, and
provide the best possible response to new market requirements.

The SAIE exhibition covered 20 halls and six external areas to a total of
230,000m2. The professional make-up of the visitors was also interesting,
demonstrating the event’s high degree of specialisation: 40% building contractors,
38% industry professionals and 19% trade visitors.

SCAI S.p.A. (the main Hitachi dealership in Italy) exhibited at the SAIE fair with a
1,000m2 indoor stand plus an outside area. The 130m2 reception area with meeting
rooms, bar and VIP area was a perfect environment to welcome the stand’s visitors
and customers. 

The SAIE exhibition offered a valuable opportunity for Hitachi to showcase a
sample of its many products and services, to highlight innovations and technical
advances made over the last three years, and to connect with a wide range of
customer interests.

SHOW BUSINESS

CLOCKWISE FROM THE TOP LEFT: FEMOP
PORTUGAL, SAIE 2004 AND GALABAU

REVIEW EVENTS
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STILL TO COME
SMOPYC 2005
From 1 to 5 March 2005, the SMOPYC will take place at Zaragoza in Spain.
The last SMOPYC exhibition was held in 2002, when 1,582 exhibitors were
present at the 146,000m2 site. Just before the 2002 show, the executive
committee announced that the period between shows would be extended
from two years to three years. This is in line with the other major shows in
the construction world. Hitachi will join this exhibition together with its
dealers Hispano Japonesa de Maquinaria, S.L., Serex S.A. and 
Moviter Ltd.

These are the product sectors on display:
Earth Moving and Roads: compacting, demolition, excavation,
implements, machinery for roadworks, mining, boring/perforation, piling and
trenches. 
Aggregates and Concrete: asphalt, lime, cement, gravel, concrete,
machinery for prefabrication, mortar and recycling. 
Elevation and Handling: motorized scaffolding, lifts and goods hoists,
truck-mounted cranes, tower cranes, telescopic platforms, telescopic
handling equipment, other elevating and handling equipment.
Industrial Vehicles and Transport: trucks, dumpers, repair and
maintenance machines, tyres, transport and special vehicles. 
Auxiliary Equipment for Building: scaffolding, compressors and
generators, dumpers for work sites, formwork, hand tools, concrete mixers,
light machinery for the construction industry, struts, safety elements, fences
and signs, vibration and machinery for metal scrap. 
Components, Spares, Accessories and Services: hydraulic
components, test and laboratory equipment, motors, spares, personal
protection, trade associations, financing companies, technical publications,
insurance and other items. 

Samoter 2005
From Wednesday 4 May to Sunday 8 May 2005, the next Samoter exhibition
will take place in Verona. The Samoter exhibition is the major international
event of 2005. It is dedicated to companies operating in the building site and
building materials industries, and the earth moving machinery sector.

Samoter is an essential event for operators and decision makers that are
determined to succeed in an increasingly specialist and competitive
environment.

Future trends and technological innovation come together at Samoter. The
exhibition has always kept pace with the changing requirements and
expectations of the market, and has become a vital benchmark in
understanding the evolution of the construction industry – which is one of
the sectors driving the world economy.

Companies from more than 35 countries will exhibit in the 300,000m2

Verona Exhibition Centre, which is packed full of plant, machinery and
equipment covering all aspects of construction. HCME will, of course, be
there in close operation with its dealer Scai S.p.A.

New generation machinery, products, services and technology are the
strong points of Samoter 2005. The exhibition will display all the machinery
and equipment available (and in use) in the earth moving and construction
industries.
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AUSTRIA
Baumaschinen Handel GmbH
Wien
+43 15772288

BELGIUM
Elsen-Traktor NV
Begijnendijk (Betekom)
+32 16566544

Firma Luyckx NV S.A.
Brecht
+32 33139551

Demimpex-VRP S.A
Bruxelles
+32 27249067

DENMARK
H.P. Entreprenørmaskiner A/S
Bjæverskov
+45 56871010

ESTONIA
Laadur OÜ
Tallinn
+372 6053600

FINLAND
Rotator Oy
Tampere
+358 32874111

FRANCE
LOCASUD
Albi
+33 563476969

ALMAT
Argeles Sur Mer
+33 468811213

B2M TP
Carros
+33 493082000

COBEMAT
Cesson-Sevigné Cédex
+33 299834444

MECA-SOUDE
Château-Renard
+33 238956721

RICHARD Manutention S.A.
Chaumont
+33 325321980

ROUEN MATERIEL T.P
Dieppedalle-Croisset
+33 232830083

TERAMAT
Genas
+33 472794470

Hitachi Construction Machinery (Europe) N.V.,
France Office
Issy-Les-Moulineaux Cedex
+33 158042572

FRANCE
Burckel Matériel de Travaux Publics
Obermodern
+33 388908063

BTP Service
Orthez
+33 559670363

SUD ESPACE TP
Rabastens
+33 563402640

SMTL
Saint Germain Les Vergnes
+33 555293200

PROWIMAT
Saint Martin De Crau
+33 490478190

FLANDRES EQUIPEMENT
St Laurent Blangy
+33 321599081

SOREMAT
Tinqueux
+33 326081206

GERMANY
Kiesel GmbH
Baienfurt/Ravensburg
+49 75150040

Kohrmann Baumaschinen GmbH
Bühl
+49 722398610

HSB Handels-und Service für Baumaschinen GmbH
Ensdorf
+49 683195670

HCME German Liaison Office
Frankfurt
+49 6967733145

Bauko Baumaschinen Handel GmbH
Fürstenwalde
+49 336135960

BNG Baumaschinen & Nutzfahrzeug GmbH
Gnarrenburg
+49 4761923855

Atlas Hannover Baumaschinen GmbH & Co. KG
Laatzen/Rethen
+49 510270040

Lausnitzer Baugeräte GmbH
Lausnitz
+49 364812870

MVM Baumaschinen Vertriebs GmbH
Neuwied
+49 263187080

BAUSETRA Potsdamer Baumaschinen-und Nutzfahrzeug-
Service GmbH
Potsdam
+49 33188780

GERMANY
VIS Bautechnik GmbH
Schönfeld
+49 373356600

BAUMA-RENT GmbH
Stralsund Langendorf
+49 383148270

BAW Baumaschinen Vertrieb Warbung GmbH
Warburg
+49 564176300

Tecklenborg GmbH
Werne
+49 238979810

Bautec Bau-und Landmaschinen Vertrieb 
und Service GmbH & Co. KG
Zerbst
+49 392362709

GREECE
Atlas Hellas S.A.
Athina
+30 2103469696

Ergotrak S.A.
Kifissia
+30 2106293400

HUNGARY
Horoszcoop
Budapest
+36 2909171

ICELAND
Íshlutir
Reykjavík
+354 5752400

ISRAEL
N. Feldman & Son Ltd.
Haifa Bay
+972 48471229

ITALY
SCAI  SpA
Ospedalicchio Di Bastia Umbra  Pg
+39 075801501

LATVIA
Laadur Baltic, SIA
Riga-02
+371 7500176

LITHUANIA
Laadur Baltija, UAB
Vilnius
+370 52159672

NETHERLANDS
Eurosupply Hoogwerksystemen B.V.
Moerdijk
+31 168329331

Hitachi Construction Machinery (Europe) N.V. 
Domestic Dealer
Oosterhout
+31 162484400
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Nanset Standard AS
Larvik
+47 33132600

POLAND
TONA Sp z o.o.
Piekary Slaskie
+48 322899533

PORTUGAL
Moviter Equipamentos Lda
Azóia, Leiria
+351 244850240

ROMANIA
Star West Market Impex S.R.L
Orade
+40 259425224

RUSSIA
Hitachi Construction Machinery (Europe) N.V. 
Moscow Office
Moskva
+7 959335133

Tech Stroy Contract
Moskva
+7 957549097

SERBIA-MONTENEGRO
Industrial Equipment Ltd.
Beograd
+381 112473336

SLOVAKIA
VEZA, s.r.o.
Kozice
+421 7898963

SOUTH AFRICA
Hitachi Construction Machinery 
Southern Africa Co. Ltd.
Dunswart
+27 118944211

SPAIN
Hispano Japonesa de Maquinaria S.L.
Camponaraya (Léon)
+34 987464046

Intertrack & Expormac, S.A
Las Palmas de Gran Canaria
+34 928 756622

Moviter Equipamentos Lda
Madrid
+351 244850240

SEREX S.A.
Toral de los Vados
+34 87545805

SWEDEN
Delvator AB
Eslöv
+46 41369200

SWITZERLAND
Probst Maveg AG.
Lyss
+41 323870808

TUNESIA
SEIMA
Tunis
+216 71240477

Societe de l'air Comprime et du Materiel Industriel
Tunis
+216 71712700

TURKEY
Enka Pazarlama Ihraca Ithalat A.S.
Istanbul
+90 2164466464

Hitachi Construction Machinery (Europe) N.V. 
Istanbul Office
Istanbul
+90 2122753322

UNITED ARAB EMIRATES
Hitachi Construction Machinery (Europe) N.V. 
Dubai Office
Jebel Ali Free Zone, Dubai
+971 48818221

UNITED KINGDOM
HM Plant Ltd.
Hebburn, Tyne & Wear
+44 1914308400

ˇ

ˇ

          



The new ZAXIS of Hitachi exists in many shapes. From the handy and manoeuvrable mini ZAXIS to the large performer, the ZAXIS 850. The main parts
of all the machines are 100% Hitachi, no matter for which type you choose. Each machine is equipped with an extremely reliable engine. And all the main
parts are manufactured by Hitachi itself. Therefore we can guarantee you high-level quality and durability. With Hitachi you cannot go wrong. No matter
which track you choose. At our website you will find more about the performance and specifications of the various Zaxis excavators. Breaking new ground

TRACK DOWN
OUR NEW ZAXIS.

HITACHI CONSTRUCTION MACHINERY (EUROPE) NV, SICILIËWEG 5, HAVEN 5112, 1045 AT AMSTERDAM, THE NETHERLANDS, T +31-(0)20 44 76 700, F +31-(0)20 44 76 750, WWW.HCME.COM
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