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UTILITY SUPPORT STRUCTURES DIVISION

“Because of the issues facing utilities today, our utility customers absolutely need
partners who can deliver on durability, value, aesthetics, and responsiveness. They
utilize a wide array of products and operate on aggressive deadlines. AtValmont,

we have the capacity to address the large project needs of the utility industry.”

“Valmont has always played a vital Optimized Solutions for Utilities Foust is referring to Valmont’s unique
role in meeting the rigorous needs of “One of our greatest strengths at ability to provide tubular steel poles,
the utility industry with its structures Valmont is our ability to leverage our spun concrete structures and hybrid
for transmission, distribution, and resources to provide a diverse product  steel/concrete poles. “In North
substations. However, that role is portfolio to our utility customers,” says ~ America, we have six concrete pole
becoming more important as greater Foust. “Utilities serve their customers operations and seven steel pole
demands are placed on utilities to in a variety of environments, and facilities,” says Foust. “We are geo-
meet the growing energy needs of because of our ability to leverage graphically dispersed and located
customers,”says Earl Foust, President  our engineering and manufacturing near all of our key customers.”
of Valmont’s North American Utility capabilities, we can meet those

Support Structures Division. needs with the right products.”’



Valmont engineers work together,
applying their expertise to provide
the right solutions for every utility
project. “When we work with our utility
customers,” says Foust, “we provide
optimized solutions. We perform a
value analysis for each application

to determine the most economical
transmission line, whether it includes
steel, concrete or hybrid poles, or

a combination of these.”

Because of the company’s success

in meeting the demands of the utility
industry, Valmont has developed a
series of long-term customer relation-
ships and strategic alliances. “Our
customers know they can count on

us because we can leverage our
engineering and production capacities
to respond to their short and long-
term needs.”

Continuous Improvement
“Continuous improvement is part of
Valmont’s culture,” says Foust. “It's the
Valmont way of doing business. We
also focus on developing new products

for our customers.” In fact, most of
Valmont's new product developments
were born out of working partnerships
with utility customers in an effort to
provide solutions for specific transmis-
sion projects.

Looking Ahead

The increased need for electricity is
leading to the development of major
transmission corridors. “We have
our interstate highway system,” says
Foust, “but we haven't had the same
build-out for the transmission grid.
The new transmission corridors will
be established to carry power east
to west, and north to south.”

In addition, the focus on wind energy
presents opportunities for Valmont.

“We're seeing a number of wind farms
being developed,” says Foust, “and
that creates opportunities for Valmont
in terms of building transmission lines
to connect wind farms to the grid.”

Overall, the demand for reliable
power is ever increasing. “No one
wants their power to go off,” says
Foust. “Everything is so computer-
ized and needs power for support.
Everyone demands 100 percent reli-
ability, and that’s created an increase
in generation and distribution liability.
Utilities can rely on Valmont to do our
part, providing the structural integrity
customers demand.”
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Len Adams is Group President of
Valmont's North American Irrigation
Division, the world’s largest manufac-
turer and distributor of mechanized
irrigation equipment.

Components of Success
“We've leveraged our dealer network
for a number of years,” says Adams,
“and it really is critical to our success.”

But, as Adams is quick to point out,
there are other significant factors
contributing to Valmont's strong per-
formance in the irrigation business,
including the strategic alignment
between its worldwide facilities.

“At Valmont,” says Adams, “our
dealer network is one of our biggest
strengths. We have over 200 Valley®
Brand dealers who serve farmers
in North America. Additionally,
we've built a worldwide dealer
organization that serves producers
around the world.”

“We operate as one global irrigation
business,” says Adams. “We make use
of our plant capacities everywhere.”

The plant in McCook, Nebraska, pri-
marily supplies North America, while
the original facility in Valley, Nebraska,
manufactures and ships irrigation
equipment to international customers.

“Most of our facilities are set up to
make certain components rather

than a complete machine,” said
Adams. “So, many of the essential
parts are manufactured and shipped
out of our Valley plant to our other
locations around the world. This way—
by sharing engineering capabilities,
manufacturing resources and

IRRIGATION DIVISION

“We have an outstanding dealer network, and it's something we've developed for many

years. Our dealer network is a key component to our success.”




distribution channels—we can Room to Grow

meet the demands of the global When it comes to growing Valmont's
irrigation market while maximizing mechanized irrigation business,
operating efficiencies?” Adams says the replacement market

. . resents long-term opportunities.
In-Line Efficiency P 9 PP

Adams says Valmont’s operation “There are approximately 250,000
and manufacturing efficiencies are, machines that have been installed
in great part, a function of thoughtful by the irrigation industry in North
plant design at Valmont. America alone,” said Adams. “Many

of these machines are 30 years old
and will need to be replaced in the
near future.”

A prime example is the plant in
McCook, Nebraska. “We built the
McCook plant with material flow in
mind. In Valmont's McCook manufac-  Another long-term driver for Valmont's
turing process, the tubing mill is right mechanized irrigation equipment is

in line, as is galvanizing. Everything is the world’s growing population and
batched, and the entire operation flows  the resulting stress on the world’s
smoothly and efficiently,” said Adams. fresh water supply.

“Center pivot irrigation is much more
efficient than flood irrigation,” says
Adams. “Our Valley Brand center
pivot and linear irrigation equipment
conserves water and eases the burden
on the world’s fresh water supply.”

Yet, Adams says a significant amount
of land around the world is still being
irrigated with flood irrigation and
gated pipe, presenting Valmont

with opportunities to convert these
areas to Valley Brand mechanized
irrigation equipment.

“The potential size of the conversion
market in North America is close to
the size of our current mechanized
irrigation market,” said Adams. “These
two market drivers—replacements and
conversions—will provide Valmont with
significant opportunities for growth,
now and well into the future.”
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COATINGS DIVISION

“This is a service business, and the measure of success is how fast you can provide
the service at the quality level the customer expects. Through consistent, quality

performance, Valmont has proven itself to have a well managed network of capacity

in North America”




Tom Spears, Group President of
Valmont's North American Structures
and Coatings Division, speaks with
confidence about Valmont's coatings
business. Valmont is a full-service
coatings company, providing quality
surface finishes that improve the
looks and extend the service life

of steel and aluminum products
throughout the country.

Strong Performance

“At Valmont, we have the capability
to consistently process material that
comes in from our customers in a
timely manner, while delivering an

excellent level of quality,” said Spears.

Valmont's strong performance in the
coatings industry is the result of the

company’s overarching commitment
to leveraging resources.“We have 10
galvanizing kettles in North America

that we operate together as a network,”
says Spears. “This network provides
us with the capability to serve our
customers at a high level. Our network
includes some state-of-the-art gal-
vanizing facilities, which allows us to
meet the specific needs of our clients
in a timely manner.”

Commitment to Innovation

Valmont has earned the reputation

for being the market and technical
leader in hot-dip galvanizing. Through
the years, Valmont has introduced a
number of process innovations across
the company’s galvanizing facilities.

“We are a source for technical
expertise in galvanizing in the United
States, and focus on innovation
leadership from a process standpoint,”
said Spears.

Protecting the Future

With corrosion costing industry and
government agencies around $276
billion! annually in the United States
alone, Valmont’s opportunities will
increase along with the need for
improved corrosion management
in the 21st century.

“Going forward, we see ample
opportunities for Valmont’s growth in
the galvanizing industry, particularly
through geographic expansion,” says
Spears. “We continuously evaluate
opportunities to grow and expand
our geographical footprint.”

1. NACE International. (2002). Corrosion Costs
and Preventive Strategies in the United States.

Retrieved February 8, 2007, from http://www.
nace.org/nace/content/publicaffairs/cost_

corr_pres/cost_corrosion files/frame.htm.
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provide support to each other”






Victor Grizzle, Group President of
Valmont International, is enthusiastic
aboutValmont's presence in interna-
tional markets and the opportunities
to come as a result of continued
economic growth and improved
standards of living.

Structures

“Overall, we've benefited from
broad-based opportunities in our
international markets,” said Grizzle.

“We had a strong year in structures.
In China, we experienced solid
growth across all infrastructure

markets—lighting, communications and
utility. In particular, we saw strength

in China’s communication structures
market as the country continues to
build out its wireless infrastructure to
support the dramatic increase in the
number of mobile phones.

“Over the past year, we also expe-
rienced growth in Europe. The
economies in Europe were strong,”
said Grizzle, “and that stimulated
investment in infrastructure, particu-
larly in the lighting markets in France,
Holland, Poland, and Eastern Europe.”

Contributing to Valmont's international
success in 2007 was the addition

of Tehomet to the Valmont family.
Tehomet is Scandinavia’s largest
manufacturer of decorative street
lighting poles. “Tehomet’s innova-

tive market designs combined with
Valmont's global reach allows us to
better serve our European customers,”’
says Grizzle.

Another area of opportunity for
Valmont's structures business,
according to Grizzle, was North Africa.
“Our facility in Morocco experienced a
double-digit increase in sales,” he said.

INTERNATIONAL DIVISION

“We are pleased with the international opportunities and our team’s efforts to meet

customer needs in both existing markets and new markets around the world’’

\
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In 2007, China was—and continues
to be—a substantial area of focus for
Valmont’s International Division. “In
China, there is a tremendous amount
of investment in energy generation,”
said Grizzle, “and there is a need for
transmission and distribution struc-
tures to deliver that energy to homes
and businesses.

“In Eastern Europe,” Grizzle says,

“Poland, the Ukraine and Russia are
also upgrading their transmission
grid systems. Demand in Eastern
Europe has created opportunities for
us. We experienced growth in that
region during 2007. While it’s a small
base, the growth we’ve experienced
in Eastern Europe is an indication of
continuing opportunities for Valmont.”

To meet these growing international
demands, says Grizzle, Valmont
leverages its engineering, manufactur-
ing and distribution resources across
borders and continents. “Our interna-
tional facilities and our plants in North
America provide support to each
other,” he said. “This allows us to be
responsive to the unique needs of

our clients, anywhere in the world”

Irrigation

“In our international irrigation markets;’

said Grizzle, “higher commodity
prices and overall improving farm

incomes drove strong demand for our

mechanized irrigation products. We
experienced strong demand in the
Middle Eastern markets, in Asia, as
well as in our core markets of South
America and South Africa”

Valmont continues to leverage its
agricultural experience of over 50
years and its global footprint to bring
a unique value to customers well
beyond the irrigation equipment the
company provides.“Partnering with
our customers to bring this value is
clearly being recognized by custom-

ers in emerging market regions,” says
Grizzle.“And, we will be working hard
to continue to meet these needs of our

international customers?”

Higher energy prices and increasing
standards of living are allowing many
emerging economies to diversify and
strengthen their agricultural sectors.
Valmont's irrigation technology aids
these efforts through modernization
of the application and efficient use

of scarce water resources. “Now,
together with the emergence of bio-
fuels, additional land with available

water resources will need to come
into production, creating additional
opportunities for our mechanized
irrigation products;’ says Grizzle.

Looking Forward

While Valmont has experienced
growth in international markets,
Grizzle believes ample opportunities
will continue in both developed and
emerging markets around the world.

“| think that we have a very strong
lighting business in Europe, and |
see us getting stronger in the utility
and telecommunication structures
markets;” said Grizzle.

“Our international utilities group sees
new market opportunities moving into
Eastern Europe. We also envision con-
tinuing opportunities in Asia, as well as
the Middle East, where countries are
investing in infrastructure.

“As successful as Valmont has been
in the past internationally,” continues
Grizzle, “I'm particularly optimistic
about the future. Increasing popula-
tions, rapid urbanization in developing
countries and improved standards of
living will continue to drive Valmont's
growth. | believe we have our best
opportunities ahead of us”
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28 USA

Bay Minette, Alabama, USA
Concrete Poles

Tuscaloosa, Alabama, USA
Concrete Poles

Barstow, California, USA
Concrete and Steel Poles

Long Beach, California, USA
Galvanizing

Los Angeles, California, USA
Anodizing and Powder Coating

Aurora, Colorado, USA
Composite Poles

Bartow, Florida, USA
Concrete Poles

Claxton, Georgia, USA
Concrete Poles

Elkhart, Indiana, USA
Steel and Aluminum Poles

Plymouth, Indiana, USA
Wireless Communication
Structures, Components and
Specialty Structures

Chicago, lllinois, USA
Galvanizing

Sioux City, lowa, USA
Galvanizing

El Dorado, Kansas, USA
Steel Poles

Salina, Kansas, USA
Galvanizing

Farmington, Minnesota, USA
Aluminum Poles

Minneapolis, Minnesota, USA
Powder Coating and E-Coating

McCook, Nebraska, USA
Irrigation Equipment

Omaha, Nebraska, USA
Corporate Headquarters
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USA

Valley, Nebraska, USA
Irrigation Equipment, Steel Poles,
Tubing and Galvanizing

West Point, Nebraska, USA
Galvanizing

Tulsa, Oklahoma, USA
Steel Poles and Galvanizing

Tualatin, Oregon, USA
Galvanizing

Salem, Oregon, USA
Wireless Communication Structures,
Components and Specialty Structures

Hazleton, Pennsylvania, USA
Steel Poles

Jasper, Tennessee, USA
Steel Poles

Bellville, Texas, USA
Concrete Poles

Brenham, Texas, USA
Steel Poles

Mansfield, Texas, USA
Steel Poles

Lindon, Utah, USA
Galvanizing and Powder Coating

Ferndale, Washington, USA
Steel Poles

ICATION

CANADA

Delta, BC, Canada
Steel Poles

Winnipeg, MB, Canada
Steel Poles

Barrie, ON, Canada
Steel Poles

St. Julie, QC, Canada
Steel and Aluminum Poles

Monterrey, Mexico

Steel Poles

L4 SOUTH AMERICA

Uberaba, Brazil
Irrigation Equipment

Throughout the world, our dedicated employees strive

to make a difference. A difference at work, at home

and in their communities.




EUROPE

Kiiu, Estonia
Steel Poles

Kangasniemi, Finland
Steel and Wood Poles

Charmeil, France
Steel Poles

Rive-de-Gier, France
Aluminum Poles

Gelsenkirchen, Germany
Steel Poles

Siedlce, Poland
Steel Poles

Madrid, Spain
Irrigation Equipment

Maarheeze, The Netherlands
Steel Poles

Jebel Ali, U.A.E.

Irrigation Equipment

Berrechid, Morocco
Steel Poles

Johannesburg, South Africa
Irrigation Equipment

Guangzhou, China
Steel Poles

Shanghai, China
Steel Poles

SIIYLSNANI LNOWIVA

>
=
=}
=
()
P
@
Rl
o
=
=
N
=}
o
~



VALMONT INDUSTRIES | Annual Report ZOO7|

BOARD

Mogens C. Bay
Chairman and

Chief Executive Officer
Valmont Industries, Inc.
Director Since 1993

Thomas F. Madison
Lead Director
President

MLM Partners
Director Since 1987

Glen A. Barton

Retired Chairman and
Chief Executive Officer
Caterpillar, Inc.
Director Since 2004

Kaj den Daas

Executive Vice President
Philips Lighting, B.V.

and Chairman of its North
American Lighting Operations
Director Since 2004

IRECTORS

JohnE. Jones

Retired Chairman,
President and

Chief Executive Officer
CBI Industries, Inc.
Director Since 1993

Dr. Stephen R. Lewis, Jr.
President Emeritus and
Professor of Economics
Carleton College
Director Since 2002

Daniel P. Neary
Chairman and

Chief Executive Officer
Mutual of Omaha
Director Since 2005

Walter Scott, Jr.
Chairman

Level 3 Communications, Inc.

Director Since 1981

Kenneth E. Stinson
Chairman

Peter Kiewit Sons’, Inc.
Director Since 1996

Audit Committee

Walter Scott, Jr., Chairman
John E. Jones

Daniel P. Neary

Compensation Committee
Thomas F. Madison, Chairman
Glen A. Barton

Dr. Stephen R. Lewis, Jr.
Kenneth E. Stinson

Governance and

Nominating Committee
Thomas F. Madison, Chairman
Kaj den Daas

Dr. Stephen R. Lewis, Jr.

Top row, from left to right: Mogens C. Bay,
Thomas F. Madison, Glen A. Barton and

Kaj den Daas.

Second row, from left to right: John E. Jones,

Dr. Stephen R. Lewis, Jr. and Daniel P. Neary.

Bottom row, from left to right: Walter Scott, Jr.

and Kenneth E. Stinson, Jr.
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BUSINESS UNITS

Corporate Officers
Mogens C. Bay
Chairman and

Chief Executive Officer

Terry J. McClain
Senior Vice President and
Chief Financial Officer

E. Robert Meaney
Senior Vice President and
Corporate Secretary

Steven G. Branscombe
Vice President
Information Technology

Mark C. Jaksich
Vice President
Corporate Controller

Walter P. Pasko
Vice President
Procurement

John G. Graboski
Vice President
Human Resources

Infrastructure

Thomas D. Spears

Group President

North American Structures
and Coatings

Mark E. Treinen
Group Vice President
Business Development

Richard S. Cornish
Vice President and
General Manager
Galvanizing Services

Joseph A. Kerner
Vice President and
General Manager
Specialty Structures

Thomas F. Sanderson

Vice President

Sales and Marketing

North American Structures

Thomas J. Sutko

Vice President

Operations

North American Structures

Utility Support
Structures Division
Earl Foust
President

Steven A. Schmid
Vice President Operations

James P. Ruddy
Vice President
Steel Business Units

Douglas C. Sherman
Vice President
Market Development

Irrigation and Tubing
Leonard M. Adams
Group President

North American Irrigation
and Tubing

James L. Brown

Vice President

North American Sales
Irrigation

Stephen B. LeGrand
Vice President
Operations
Irrigation

Craig Malsam
Vice President
Engineering
Irrigation

International

Victor D. Grizzle
Group President
Valmont International

Michael Banat

Vice President
International Structure
Sales and Marketing

Klavs Guldager
Vice President
Operations

Bernhard L. Kiep

Vice President and
General Manager
International Irrigation

Stéphane Devulder
General Manager
Southern Europe

Huang Xiao Yong
General Manager
China
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CORPOR

STOCK INFORMATION

Corporate Headquarters

Valmont Industries, Inc.

One Valmont Plaza

Omaha, Nebraska 68154-5215 USA
Tel 1-402-963-1000

Fax 1-402-963-1198

Online valmont.com

Independent Public Accountants
Deloitte & Touche LLP
Omaha, Nebraska USA

Legal Counsel
McGrath North Mullin & Kratz, PC LLO
Omaha, Nebraska USA

Stock Transfer Agent and Registrar
Address Shareholder Inquiries to:
BNY Mellon Shareowner Services
480 Washington Boulevard

New Jersey, NJ 07310-1900 USA
1-866-886-9962

Send Certificates for Transfer
and Address Changes to:

BNY Mellon Shareowner Services
480 Washington Boulevard

New Jersey, NJ 07310-1900 USA

Shareholder and Investor Relations
Valmont’s common stock trades on the
New York Stock Exchange (NYSE)
under the symbol VMI.

<
=

NYSE

We make available, free of charge
through our Internet Web site at
www.valmont.com, our annual report
on Form 10-K, quarterly reports

on Form 10-Q, current reports on
Form 8-K, and amendments to those
reports filed or furnished pursuant to
Section 13(a) or 15(d) of the Securities
Exchange Act of 1934, as soon as
reasonably practicable after such
material is electronically filed with

or furnished to the Securities and
Exchange Commission.

Annual Meeting

The annual meeting of Valmont’s
shareholders will be held at 2:00
p.m. on Monday, April 28, 2008,

at the Joslyn Art Museum in Omaha,
Nebraska USA.

Valmont has filed the Chief Executive
Officer and Chief Financial Officer
certifications required by Section 302
of the Sarbanes-Oxley Act of 2002

as exhibits with the company’s annual
report or Form 10-K for the fiscal year
ended December 29, 2007.

We have also posted on our Web

site our (1) Corporate Governance
Principles, (2) Charters for the

Audit Committee, Compensation
Committee, and Governance and
Nominating Committee of the Board,
(3) Code of Business Conduct, and
(4) Code of Ethics for Senior Officers
applicable to the Chief Executive
Officer, Chief Financial Officer and
Controller. Valmont shareholders may
also obtain copies of these items at
no charge by writing to:

Jeffrey S. Laudin

Investor Relations Department
Valmont Industries, Inc.

One Valmont Plaza

Omaha, NE 68154 USA

Tel 1-402-963-1000

Fax 1-402-963-1198
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Conserving Resources. Improving Life.




