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South Tyler Asphalt Plant

In delivering
a successful
first half to
2014”

LEADERSHIP

REMARKS

by Nathan Creech

Thanl-:a for taking a moment to read our
re-launched quarterly publication for the
Oldcastle Materials Texas Region. The new
format is more of a magazing than a
newsletter but the intent is still the same, to
highlight the great things we are doing in the
region and to acknowledge our people that
make everything happen. In addition, we
wanted to use the new format as a way to
convey information on how the region is
performing, showcase our sites and jobs,
share what our expectations are of our
businesses and outline where we are
headed.

Everyone likes to be on a winning téam and
in Texas we are no different. Although the
region is divided up into three operating
companies, we all work together to deliver
superior performance in: safety, customer
service, financial results, executing our
strategy, community involvement, and
employee engagement. This magazing is
designed around these core elements.

In order to make this magazine happen, we
asked several people within our region to
write articles or be interviewed, thanks to
everyone who participated. This is meant to
be interactive and not just informative. If you
have a topic or would like to write an article
please let us know. In addition, this
magazine s designed to be read by al
employees and thesr families. We realize a
significant portion of our intended readers
prefer Spanish over English. As a result, the
full magazine is published in both languages.

[COWTINLIELT)



Oldcastle Materials

Texas Region

This edition also corresponds with the end
of the first half of 2014. Despite
unseasonably poor weather in the first half,
the Texas Region had strong performance
overall. Most of our companies were at or
above budget and last year. Our thanks to
everyone for your hard work and constant
focus on safely delivering value for our
customers! Our sales are up over 5% and
profits are up S0% over last year. Our
safety performance has improved as well.
For the region in the first half, we have
worked over 1M man hours with zero lost
time accidents, 2 recordable injuries, and 2
fleet incidents. We continue to execute our
growth strategy with new acquisitions,
building new plants and starting new
businesses. In the first half of the year, we
have acquired a new rail based quarry and
two rail yards in Austin, built a new asphalt
plant in Terrell and launched a commercial
paving company called Oldcastle Pavement
Solutions in Dallas Fort Worth.

Even though we are having a good year we
still have a long way to go. Over two thirds
of our profits are generated in the second
half of the year and with increased work
comes increased risk. We all need to
remain extremely focused on safety as the
Texas heat starts to inch up over 100
degrees duning the day and our quantity of
night work increases. Please remember to
not only look out for yourself, but also for
those around you. We each have a
responsibility that if we “See sometfing fo
Stop and Do something.”

NATHAN CREECH

VICE PRESIDENT, CDO
TEXAS REGION

In closing, from the entire regional leadership team thanks
again for a great first half. We know each of you will work
hard to ensure our second half performance continues to be
strong and exceeds expectations. | hope you wall find the
nformation in this magazine informative and enjoy the
articles about our businesses and team members.

Best wishes and be safe.

TEXAS REGION
apac]

TEXAS

BITULITHIC
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SAFETY

NEWS

with Ken Dalton

Sm‘ety at its core is about the basic human
element of compassion and doing what is right.
It's about each of us kooking out for one another
and remembering the fundamental bond that
brings us all ogether a5 a community. I is not
about company targets or goals baut rather abaout
doing what we all know is right. Sometimes
with al the programs, templates and
spreadsheets we can lose sight of this fact.

Whan | was asked to write this articls, | started
with the usual review of the region’s statistics
and accomplishment. It's true we have had a
tremendous safety year and with hard work we
can end the year with our best regional salety
performance to date. Everyone should be proud
of our performance and encouraged 1o continue
it going forward., The problem with that kind of
article is that it i informing but not impactiul
and definitely will not start a dialogue or cause a
change in anyone's behavior. My challenge with
this article s to comped you to action. To that
end, | have recounted a real life experience |
have used often in coaching. As you read this,
my challenge to you is to ask yourself what
would you do. Would you stop and do
something. ..

Years 200, | was mvited 1o a fundraiser dinner for

a school that serves leaming-disabled childran.
The father of one of the students delivered a
speech about his son Shay. During the speech
the father told a story 1o llustrate the importance
of the school, the waork they perform and how
one moment can make a lifelong difference. He
said, “! befeve that when a chid ke Shay,
physically and mentally handicapped comes
imto the world, an opporfunity fo realze e
fwarnan nalure presents itself, and i comes n
tie way other people freal that chilg.”

Then he told the following story:

Shay and his father had walked past a park where some boys
Shay knew were playing bhaseball. Shay asked, “Do you think
they let me play?* Shay's father knew that most of the boys
would not want Shay on their feam, but the father also
inderstood that if his son were aowed fo play, it would give him
& much-needed sense of befonging and some confidence fo be
accepled by others in spite of his: handicaps.

Shay's father approached one of the boys on the field and askad
{not expecting much) if Shay could play. The boy looked around
for guwidance and said, “We're lasing by six runs and the game is
in the eighth innmg. | guess he can be on ow team and we'll Iry
o put hirm in to bat in the minth fening,*

Shay struggled over to the team's bench and, with a broad smile,
Jjoined the team. His father walched with a smal tear in his eye
and warmnth in his hearl. The boys saw the father's joy af his son
being accepted. in the botfom of the eighth inning, Shay's team
scored a few runs but was still behind by three, In the top of the
nintf inming, Shay put on a glove and played in the right field,
Even though mo hits came his way...

(CONTINUED)

EH&S MANAGER

KEN DALTON

WHEELER COMPANIES
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IF YOU SEE SOMETHING.
STOP. DO SOMETHING.

e was ecstalic jus! lo be in the game and on the eld, grinnmg
from ear to ear as his father waved fo him from the stands. in the
baottorm of the nintf inming, Shay's leam scored again. Now, wilh
Iwo outs and the bases loaded, the potential winnmg ria was on
baze and Shay was scheduled fo be next al bat

Al s point, do they fel Shay bal and give away their chance o
win the game? Suprisingly, Shay was given the bal everyone
knew that a hit was all but impossible because Shay didn't even
know how o hold the bal properly. much less conmect wilth ihe
bai

Howsever, as Shay stepped up lo e plale, the pitcher,
recognizing that the other feam was putiing winming aaide for this
moment in Shay's life, moved in & few steps fo fob the ball in
softly 50 Shay could af keas! make contact The first pifch came
and Shay swung chemsily and missed. The pitcher fook a few
steps forward fo toss the bal softy. As the pitch came in, Shay
swung al the balf and il a grournd ball right back ko e picher.

The game woud mow be over, The picher picked up the
grounder and could have easily thrown the ball Io the firsi
bazeman. Shay would have been out and that would have been
Ihe end of the game.

Instead, the pifcher threw the ball right over the frst baseman's
head, out of reach of &l leammales. Everyone from the stamds
and bolh learns starled yeling, "Run fo lrslf Run o frst™ Never
in fis life had Shay ever run that &, but he made i fo first base.
He scampered down the baseling, wide-eped and startled,

Everyone yelled, "Hun fo second, run fo second™ Galching his
breath, Shay awkwardly ran fowards second, gleaming and
strugohng Io make # Io the base.

By he Birne Shay rounded lowards second base, the right helder
had the ball. The smallest guy on their feam who now had his
first chance o be the hero for his team.

He cowtd have hrown the ball to the second-baseman for the g,
but he understood the pitcher’s infenfions so he, oo, mentionaly
Mrew the ball hiph and far over the third-base man's head. Shay
ran foward third base deliiously as the nnners ahead of him
circled the bases loward home.

Az Shay rounded third, the boys fom bolh feams, and the
speciafors, were on therr feel screaming, Tium home! Hum
home!™ Shay ran fo home, slepped on the plale, and was
cheered as the hero who hit the grand slam and won the game
for his team.

"That day”, said the father softly with fears now roling down his
face, “the boys frovi both feams helped img a pece of ug fove
and hurnanily into his word”,

Shay didnt make i fo another summer. He died thal winter,
having never forgolten being the hero and making s father 50
prowd?

If you were there that day whal would you do? Would you be
engaged? We would all fike fo say we would do the mght thing,
bt an thatt morment it is & iougher call. The message in this story
holds true for salely. The Itbe fngs malter, each moment
matters and at s core it's about doing what's nght &t its most
basic level One decision can have & huge impact on e lives of
those people around you. Thal is the basis for owr safely
message “When | see something, 'V slop and do something”.

The next moment could be yours, whal will you do?



THE
ROAD

FORWARD

with Nathan Creech

In order for any business to maximize its success it neads
to occasionally step back, take stock in where it's at,
determine where it wants to go and then figure out how it's
going to get there. For our region, we spent the last twelve
muonths doing just that process. The result is a roadmap and
a strategic direction we call Texas 2020. The goal of the
Texas 2020 plan is that together by 2020, we will create a
yvertically integrated building materials company with market
leading positions throughout the State; Providing exceptional
salety, quality and service with a commatment to our
communities 5o that customers want to buy from us, people
want to work with us, and shareholders want o invest in us.

Said another way, it means empowering our companies and
people to deliver value for each olher, our customers, our
shareholders and our communities, all of whorm Will in turm
support our growth. At its cora the Texas 2020 plan strives
to Empower, Deliver, and Graw.

LEGEND

To accomplish this strategy we have four focus areas:
Employees, Customers, Shareholders & our Community.
To be successiul we must address our actions in each of
these areas.

Employees
& GREAT PLACE TD'WORK

As a leadership team, we want our business to be a great
place to work, That means ensuring we have a safe
working environment and a culture of 2ero incidents. We
have to have a skilled workforce dedicaled to improving
everyone's capabilities, We nead to engage our teams and
provide greater transparency in how our business is
performing and where we are headed. We need to provide
opportunities for people to achieve their personal goals,
garmn advancement, and development their careers. Our
business was built by combining successful entreprenaurial
companies through acquisition. We need 1o not lose sight
of what made us successful and maintain that
entrepreneurial can-do spiril. In short, we need 1o work to
develop a culture of trust, commitment, and accountability
at every level in the organization. Going forward we will be
launching programs, implementing change and developing
fraining to achievi this objective, starting with an employes
job satisfaction survey later this year.

N, ] Customers
‘9’? DELIVERING VALUE

Our business conbnues to exist because we prowide
sustainable value to our customers. That is not to say that
the customers cant somebmes gel lost in the daily
demands of our onganization. We nead o refocus on
gnsuring we are a customer-cantric company and that we
gam the loyalty of our customers. To do that, we must
always deliver innovative high qualty products and
services. Our quality control departments and production
laciities are second to none in the state. 'We must ensure
we maintain those facilities and that they are located where
our customers meed them. ARhough, just having quality
products and services are nol enough, we must also be
easy to do business with. That means a customer should
be able to easdy place an order or commit 10 a project, get
on time delivery, comect imigicing and transparent error
correction. To achieve this, we need: great team work, solid
processes, advanced systems and dedicabon by everyone
in the organization. We have already made considerable
investrments in new systems and training to help achieve
this goal, but we ¢an always improve. We will continue to
ook for new opporlunities and provide training, but
customer service is the responsibility of everyone and it
starts and ends with youL




Simply put, to be successful long term we
must be better than our competitors.

M Shareholders
il

'} PERFORMAMNCE & GREOWTH

Whether you are part of a family company or a large
organization the primary drivers always include
delivering a return on the investment and profitably
growing the businesses. For us, it's no different
Although each one of our businesses has its unique
investment our regional goal is to generate a long term
return of 15%. Currently, we produce a return of
approximately 10% which means in order to hit our
poal by 2020 we need to deliver better performance.
This means we have to ensure we have: great people,
well maintained plants, leading markst positions in
high growth markets, a strong focus on continuous
improvement initiatives. in both operations and sales,
high levels of vertical integration, and proactive cash
flow and asset management.

As for profitably growing the business, we are
fortunate to be in one of the fastest growing states in
the country. The overall growth in the state will drive
organic expansion, but we will also continue to grow
through acquisition. The ragion itself was formed
predominatety through acquisition dating back to the
APAC transaction in 2006 and most recently with the
expansion into rail based aggregates with the Capitol
acquisition in May of this year. We will also look at
adding plants and businesses by building them from
scratch. A balanced approach of both organic and
acquisition based growth will allow us to meet our
objectives while working 1o achieve our goal of an
investment return of 15%. Growth is exciting, but
poses its fair share of challenges to our teams,
customers and new employees coming on board.
These challenges can only be overcome though the
hard work each of you provide.

WMTEXAS

™

EMPOWER. GROW. DELIVER.

Community

& GOOD HEIGHBOR

In recent years a large insurance company has leveraged the
idea of being a good neighbor into a very successful ad
campaign. The research behind that idea has shown that most
people believe being a good neighbor is an important part of
being in a community. For our industry, being a good neighbor
is not just a good idea it is critical to our survival. Most of our
operations are not the kind of business that average citizens
want in their backyard. Thay include quarries, asphalt plants,
and ready mix plants; and most people do not ke to be held up
by road construction. In addition over 60% of our work Is
related to public infrastructure projects funded by the local,
state and federal governments.

We understand these challanges and need to do everything we
can to be a positive and contributing member of the
community. Thal includes invalvement in local organizations
and charities, actively engaging in the political process through
grass root initiatives and our employes PAC, advocating for the
funding of infrastructure projects and being a good steward of
our brands and messages in the community. The more people
we have involved, the more successful we are going to be.
Going forward you will start to receive information on how to
participate. We encourage everyone fo play a rola and to work
together to find new ways to be a good neighbor.

The Texas 2020 plan is ambitious and results will not happen
overnight. I is a long term plan that targets specific actions
and overarching ideas to guide our region forward. In the end,
the Texas 2020 plan is just words on a page unless all of us
join together to do our part in achieving our goals. As we move
forward ask yourself do you feel empowered? Have you
delivered the best you can? Have we grown? If you can
answer yes to all three questions, then our stralegy will be a
SUCCASS,




couldn’t he more _
pleased with

the project” .
- Mike Jah son

- Jose Botello
WHEELER COMPANIES
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Draughon-Miller Central Texas
Regional Airport

Temple, TX
CUSTOMER: James Construction Group

The saying, “You never gel a second chance fo
make a first impression” can be applied to many
areas of life, that includes in the asphalt business,

The Texas Department of Transporiation Avialion
Division, in cooperation with the City of Temple,
recently completed a large reconstruction and
overlay project at the Draughon-Milker Central
Texas Regional Airport and the Wheeler
Companies played a key role in its timely
completion and success.

Constructed in 1942 as tha Temple Army Airfield,
Draughon-Miller has served the region as a key
general aviation faciity, since being turned over to
the City of Temple at the end of the war in 1945.
Due to increased air traffic in recent years, along
with the opportunity for future growth,
Draughon-Miller became a prime candidate for a
needed face-lift and upgrade.

In June of 2013, James Construction Group was
awarded the project and called on Wheeler fo
provide and install hot mix asphalt. Whealer's
Central Texas operation was able to service the
$6.9M project, which included 32,000 tons of

sophisticatad, and highly specialized FAA Specified
P-401 mix, from its Belton plant location.

“From the inception of the project, if was very
imporiant to the City of Temple thal the annual
alrshow be able lo fake place as planned”, said
Richard Cone of Wheeler. According to Ben Arnold
of James Construction, who served as Project
Manager, “the project got off fo a rocky slart
because of some lemperalre ssies, the cooler
temps gave the paving operations fits with the strict
FAA mix”. QC personnel from Wheeler immedialely
jumped in, working in cooperation with Jamas
Construction Group and project engineers to design
a mix that would not only perform well, but that
cold also be successfully placed at cooler
temperatures during winter months.

CUSTOMER

FOCUS

by Ryan Lindsey

Working through the winter was a key factor in
meeting the owner's objective of having the field
open for the Temple Air Show in May 2014,

“Rictard Cone (Wheeler Project Manager) and
Amado Ledesma (Wheeler General Paving

Superintendent) reafly furned the project
arownd”, said Amold. Further adding that, “the
femple Airport is extremely pleased with the
project, which TeDOT Aviation calfled one of the
most successiul projects the awalion division
has ever seen. There were no punch-list fflems,
and the necessary run way and laxi-ways were
open in ime for the air show; the project was a
huge success and Wheeler played a huge role
in that success”.

Mike Johnson, Maintenance Technickan for the
City of Temple, says, “the Cily of Temple
coukdrd be move pleased with the project™.
When asked what he will remember about the
project, and what he will think of when he hears
the name Wheeler, Johnson said, “f wa think
guatty. | wil afso Ihink about the handest
working amd mast courteous person [ have ever
met, José Botello (Wheeler Paving Foreman). |
have never been around a persan that worked
as harg, cared more about fis wark, white being
as cowrteous”. "Wheeler wil always be my first
chowee for asphalt paving ™, Johnson added.

Thanks to the entire Wheeler team that worked
on this project. This is a great example of the
quality and service we strive to deliver every
day. It's also a graat example how the actions of
a few can have such a lasting impact on the way
our organization is viewed in the market.

@ Cidoastie CompaTy



FINANCIAL

NEWS

with Rich Bythewood

YEAR-TO-DATE RESULTS
Congratulations on a great first half of
2014! Because of each of your efforts,
2014 is shaping up to be a strong year for
the Texas Region. Half-year results through
June 2014 show us essentially at budgeted
profit year-to-date and 50% better than the
same period last year. This is particularly
noteworthy given that weather-related
issues and a slow start from TxDOT had us
at just 50% of budgeted profit at the end of
March. Gross sales for the first six months
finished shightly above $248M which is
over 312M ahead of last year, but $2M
behind budget. The increased sales relative
to last year is fueled by strong pricing in all
product lines and increased volume in
angregates and ready mix concrete offset
by lower volume in asphalt. Despite lower
sales than budgeted, profit remained at
target due in large part to strong
construction performance, a continual
focus on cost control, and performance
from our newly acquired aggregate
operations.

+90%

PROFIT IMPROVEMENT
IN 2014 VS 2013

$248M

2014 YTD GROSS SALES

OUTLOOK FOR 2014

As we look towards the second half of the year, we are poised
to have a record year for both sales and eamings. To achieve
this goal it will require everyone’'s continued focus, strong
performance and of course good weather. The Texas Region
historically eamns about 60% of its profits from July through
December, so we still have considerable work to do. We must
ensure that our efforts to grow margins through both price
increases and cost containment are sustained.




Our margins across the state have come under
considerable pressure in the first half with the ready
mix concrete and asphalt product ines down from last
year whie aggregates and construction have
improved. Cost containment remains a challenge. We
must minimize the impact of raw matenal and
transportation cost increases on our  business,
Regardiess of your role in the organization, we all can
contribute to improving our margins. | ask each of you
to talk amongst your work groups to determine what
you can do in the second half of the year.

$13M+

YEARLY EQUIPMENT REPLACEMENT

Our businesses are capital intensive.
In Texas, each year we invest over
$13M in replacing equipment and
expanding our capabilities with
operational improvement projects. In
addition, we invest capital for
acquisitions that allow us to grow
strategically. 2014 is no different. In
the first half of the year, we have
committed $10M to fund capex
projects and considerably more for
acquisitions.

Although our business is strong and
growing, our capial is allocated by
Oldcastle, who has to fund businesses
around the country. That can
sometimes mean difficult decisions are
made on which businesses get funded.
As a result, it is imperative that we
demaonstrate that our projects and our
region should receive the capital.

We can do that through defivering consistent strong
performance in profits and returns. Therefore, we
must keep any resuiting operating cost increases
sternming from lack of capital funding to a minimum.

Finally, as mentioned earlier, we are committed to
strategically growing our businesses in the region
though acquisitions and organic growth. These
projects take considerable effort and require focus
from all levels of the organization. If successiul,
these investments pr::un:re a catalyst fur grnwﬂ'l in

Texas Heg:un will result In a '.I'El'jl' successiul 2014,
Thanks in advance fuL your hard work, and be safe!

Texas Bitulithic

New Terrell Asphalt Plant




GOVERNMENT

AFFAIRS

with Ryan Lindsey

RYAN LINDSEY

VF, GOVERNMENT AFFAIRS
TEXAS REGION

ENGAGE.
EDUCATE.

“IMPACT.

gl

\
Congressman Bill Flores pictured wilh
Trotti & Thomson President Kal Kincaid

|n today's ever-changing political environment, there has
never been a more important time for us as citizens, as
employees, and as a business to be involved in the
policy-making process. As we know, Texas continues to
experience rapid economic and population growth. This
growth brings with it tremendous opportunity for us and
our business, as well as tremendous responsibility to plan
for the future, and to create a business environment that will
help sustain long-term economic growth.

Infrastructure funding and development play a key role in
the success of Oldcastle Materials, as well as the long-term
success of the state of Texas. It is no surprise that over
60% of (ldcastle Materials’ business in Texas is generated
by public funded projects. Consequently, it is crucial that
we become engaged with the state and local officials that
are not only charged with generating the funds for these
projects, but who also determine, once generated, where
and how those funds are spent. We have a strong voice in
our state, our communities, and in our industry. We must
step out and utilize that voice.

To give our collective voice a platform to engage our
politicians we are launching an employee driven grass roots
program called The Texas Transporiation and Growth
initiative. The mission of Oldcastle via the Texas
Transportation and Growth program is to work with our
employees and other stakeholders to educate and engage
with local, state, and federal officials to positively impact
decisions, policies and programs in order to maintain a
strong transportation infrastructure and sustain overall long
term economic growth in Texas.

HOW DO WE MAKE A DIFFERENCE?

By taking an active role to ensure that funding for our industry remains strong and
that dollars are distributed to areas of the state in which we work.

14




ENGAGE

The first step is 10 engage ourselves in the process. Developing long and meaningful retationships with policy makers tha
affect the future of owr industry is paramount. An excellent avenue for this engagement is the Texas Transportation and
Growth PAC. Cur Texas Political Action Committee (PAC) is comprised of contributions from Oldcastle employees across
the state. Funds are invested in the campaigns of candidates as well as sitting officials that are pro-transportation and pro
economic growth for Texas. This is legally required to be 100% employee funded, 5o | ask that each of you be on the look-out
for opportunities to sign-up for the PAC. Please contact me at ryan.lindsey@oldcastiemalerials.com or call 254-379-6778,
for more information.

EDUCATE

It is important that we become educated on issues that affect our industry, x

and ultimately our jobs, This knowledge will empower us to not only vole

responsibly, hutahnluamasiﬁmmmmmwm‘khﬂﬂm T, .- e PORTATIO
policy at all levels of state and local government, while expanding our | "':]"";m.r )
circles of influnce in our own Communities. R [;RUVY TH i
IMPACT

We beliov that through corsister
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May 6th 2014, Oldcastle Materials
acquired a rail based aggregate quarry in
Marble Falls, Texas along with two rail yards
in the Austin area from Capitol Aggregates.
The transaction marked a significant increase
in aggregates for the company in Texas
Marble Falls is located in the heart of the
Texas hill country on the Colorado River. For
the operations manager, Brett Ballard, most
sunrises (and sunsets for that matter) are
from the same view point; the cab of a pickup
driving around the newly acquired Oldcastle
limestone quarry.

The sound of locomotives and the screech of
rail cars awaiting their next shipment of rock
break the morning silence. For a rock quarry,
these are everyday sounds. Instead of a fax
machine, you hear the back-up alarm of a
loader. Instead of the din of office chatter, you
hear hundreds of feet of conveyor belts
humming. It's peaceful if you know what to
listen for.

new future:==

It's amazing to think it was only July 2007
when the quarry was commissioned from our
great state. Luckily for Capitol Aggregate (and
now Qldcastie) Brett Ballard was the person
they called to take the helm as operations
manager. With decades of experience there
was no wonder why his leadership and
wisdom helped make the quarry and rail
terminal a key acquisition target for Oldcastle
ME R P

The acquisition of the Marble Falls quarry
served as not only the largest quarry
acquisttion for Oldcastie Matenals in Texas,
but also as the largest individual quarry
acquisition in the history of the company with
annual production above 4.5M tons. The
quarry pnmarnly moves aggregate via rail to
various parts of Texas including new markets
in Houston and East Texas. It also provides a
great opportunity to supply aggregate to our
asphalt, ready mix and constructon
businesses in central Texas, greater Austin,
central Texas and Beaumont




Since closing the deal, spirits have been high
and confidence booms after only 2 months.

“We were really excited about the acquisition.
We were running the plant well before
(Ndcastle came, Dut now with thewr
((Nacastle's) distnbufion, infrastructure, and
reputation, we can move matenals not only
gifectvely, but continue the hngh quanty”,
said Ballard.

S0 what has changed? Well, for Ballard and
his team in Marble Falls, the only consistent
answer was their excitement. One employee
mentioned, "We didnt sxp a beat
Management had the same faces. The only
thing that really changed was the customer
base skyrocketed.”

That was true. With its own rail spur filling
cars constantly, the Marble Falls quarry sees
roughly 80% of its finished products moved
through the rail system with room to grow,
while trucks can been seen on US 281 on
their way to various projects and plants.

Ballard continued, “Normally with a large

acquisitron  His  extensive, there 15 an
mevitabie fag in production or even a stall i
gfficiency. But you didnt know there was
gvern an exchange, nothing stopped. Ifvee
critical things happened. People got paid on
time, sales deparfment kept selfing, and
production kept aigging. That'’s wial it's all
about.”

Behind the scenes an entire team of people
from all over the region and the U.S. worked
tirelessly to ensure the integration was
seamiless.

The Gapitol transaction was a great example
of a strong integration team working together
with a new operating team to deliver a great
on-boarding experience for our employees
and custormers. We are proud of the teams
and what they accomplished in such a short
tme®, said Joe Maivar, President Wheeler
Companies

At Oldcastle, it's about our people, our
customers, and our product. Thankfully in
that order. And that is something a native
Texan like Ballard can hang his hat on.
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DID YOU
KNOW?

TEXAS
BRANDS
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ROOFING
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qu:l you know that the Texas Region is
part of the Oldcastle family of
businesses? We are the nation's largest

manufacture of building products and
materials with over $128 in annual sales
at over 2000 locations and 37,000
employees, Oldcastle is divided up into

VAULTS

o= o

PRECAST

SIDING

WHEELER ﬂ’ stin
pYINEELER =am " AHngqﬁ!m

PIPE

5 main areas; Materials, Building
Envelope, Architectural, Precast and
Alied distnbution. Texas plays a key role
in the success of Oldcastle.
Collectively, the five areas of Oldcastle
sell over $1.28 in products and services
annually from over 200 locations though

m L1 Oldcastie

EFFINITI Bariman

BRIDGES

0O g

PAVING

STRUCTURES

OUR PRODUCTS ARE EVERYWHERE




the hard work of over 4,000 employess.
As Oldcastle’s single largest stale, our
performance has a real impact on the

company’s overall results. Whether you're
in Texas or most of the other 49 statas,
Oldcastle is the only company that can
supply all the modern building materials

needed 10 build our communities.

Despite being part of a large company
we are focused on having local
businesses with local idenfities. This
can create a challenge knowing what
companies and brands are part of
Okdcastle, bul we believe that a local

approach that values the importance of our
teams and those local relationships gives us
the best opportunity to succeed.

llustrated below are our Texas brands and
the products and services that Oldcastle
provides to help buld our communites.

OR25%, Opeemte, Domeme L Y omemne (P gcmse () customorete

. .
Gas O @
DRAINAGE WASTEWATER
PRODUCTS SYSTEMS

° @

PAVERS RETAINING

WALLS

YOU GO, LIVE, & WORK. Qowcastc

ot]

WINDOWS

. =2
A e -
0/
Wi 3 e
-

SKYLIGHTS/

CURTAIN WALL

o [l

FENCING

O |y

DRYWALL

CEILING TlLES."'E RIDS/
STEEL STUDS

CONTINUED
ON NEXT PAGE



37000+

employees

2,000+
locations In
all 50 states

ill o

Oidcastla Materials is the
l=ading vertcally
integrated supplier of
aggregates, asphalt,
ready-mixed concrale
and paving and
COnSruChon services.
The company is the
number 1 asphalt
producer, the number 2
ready-mieed concrate
producer, and the numbser
& aggregales producer in
the Linited States.

#1,

ASPHALT
PAVING

Markets Served

(Mdcastie BuildngEnvelope
is the leading Morth
Amencan supplier of
products specified bo close
the bulding emvelope,
Inchuing CUslom
engineered curtain wall and
window wall, architechra
windaws, storetront
SYSIBME, doors, skyhghls,
and architectural glass.

TARGET

INFRASTRUCTURE 4§90/,

RESIDENTIAL 3 Ul:yu
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Oidcastle Architectural is

the North American leader
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a -\.-.l-\.-.-||:. L

produce brands you Know
such as Helgard® and
ValestonsE Naniscapes
and Sakrete® and
ProSpec® package
Cerment moes, Ve are akso
one of the [angest suppliers
of steel, wood, and PVC

fence systams

#1

PATIO PAVERS
& MASONRY
PRODUCTS
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Oidcasile Precast s the
legding MNorth Armerican
manufacturer of concrele
and poymer Dased
products for lhe
tedecomimunication, emerngy,
and siodrmsiater
infrastruciure markets and
the leading manifacturer of
shrctural precast alameants
prirnarily for transportation
appéications and modular
buildng systems. We also
are a beading supplier of
concrefe construclion
BCCESS0MES.

Brands You Can Trust

Allied Building Products
is thiz leading building
PrOQUCES CeSErDUL T
SPeCIEy coniractons m
rasafential and
commercial construction
We deliver roofing
materials, siding,
windows, dryaall, stes
studs, and acoustical
celing syslems to ooty
WNEre owr customers

#3

ROOFING/SIDING
DISTRIBUTOR &
WALLBOARD/
ACOUSTICAL
CEILINGS
DISTRIBUTOR

'BELGARD |



Baaumnn't Texas in 1973 was very different than it is in 2014, Today, with S P Ec IA L
the expansion of ol and Gas refineries on the Gulf coast and the Texas INTEHEST
gconomy healthier than ever, business is booming. But when Becky Rutiedge

started working at the HMA plant of Keawn Supply in the early 70s, litle did

she know that she was on a pathway that would lead to 2 corporate STO RY

acquisitions, 5 ditferent promolions and an influence of many,

A lifelong resident of Bridge City, TX only 13 miles toward the coast from Beaumont, Backy is an avid tennis player and has served
on the schoaol board for 16 years. “I have always been passionate about our school sysfems and [ have been fortunate to see kids
grow up and become successiul in Bridge City. ™

Becky's warm-hearted attitude and diligent work has been a staple in south Texas for more than 30 years. In fact, her first boss
after the acquisition to APAC was now, Oldcastle Texas Region President Raymond Lane, and Raymond saw Becky's valug from
the start, “When we acquired the Keown Supply asphalt plant in 1988, Troti & Thomson was nol in the hot mix produchion
busmess. We were forfumate to have Becky come with ihe plant.  We refocaled the plant across the Bayou af the same location as
we are now. Becky was the person wiho ran our asphall plant operations from day one. She did a greal job of handling sales,
purchasing and scheduting of production. She was also the first female manager in operations for Trotli & Thomson. Becky was
invaluabie in establishing Troti & Thomson as the preferred asphalt producer in fhe area”, and not much has changed. Serving
clients with the same Texas hospitality and appreciation that has kept the Trotti & Tomson division going strong.

When we sat down with Becky during a busy Thursday morming this July, we asked whal had and hadn't changed in her 30 years.
“Technology has definitely changed. It used to lake me a fufl day fo meel with 5-& clienfs. Today, | can communicale with Hundreds
from my pocket!" she laughs haolding up her iphone. “but what hasn't changed is the people. It's still about relationships. It's still
about making promises and keeping them.”

Fortunate for Oldcastie as well as the municipalities and businesses of southeast Texas Becky Rutledge is here to stay, and that
promise will never change.

“It's still about
RELATIONSHIPS.

It's still about
MAKING PROMISES
& keeping them.”

SENIOR SALES REP & SALES MANAGER
TROTTI & THOMSON



NEWS
& NOTES

ON THE
MOVE...

Eric Bailey

GM OF QUARRY AND TERMINAL OPERATIONS
(LOCASTLE MATERIALS TEXAS

Eric mowes into his new and expanded
roke after serving as an Operafions

Manager for the Wheeler Comipanies.
Joshua Clairfield Dustin Fagile
TRANSPORTATION MANAGER GENERAL CONSTRUCTION SUPERMNTENDENT
TEXAS BITULITHIC FOR CENTRAL TEXAS AREA
Josh iz new to the Texas Bit team, and WHEELER COMPAMES
will be counted on ko lead the Duwstin previously served as a Project

transportation side of the business.

Foreman for Wheeler and Texas Bit.

Andrew Goebel

PAVING FOREMAN
WHEELER COMPANIES

Andrew previously served Wheeler
85 a Quality Control Technician.

Yadira ‘Yadi’ Gonzalez
CREDNT MANAGER

TEXAS BITULITHIG

Yadi joins Texas Bit to provide leadership
in the area of credit management and to
foster customer relationships,

Sabina Kearse
SCHEDULER AND WSIOE SALES
TEXAS BITULITHIC

Sabina takes on a new role alter having
served previously as an administrative
assistant to the sales departrent.

Anthony Langston

CUSTOMER SERVICE MANAGER
TEXAS COMCRETE

Anthomy moves inte his new role after
harving senved &5 a Scheduler and
Assistant Manager for Texas Concrele.

Ben Liggett

WACD AREA MANAGER

WHEELER COMPAMNIES

Prior to oversesing construction and
asphalt paving operations in 'Waco,
Temple, and Killeen markets, Ben served
as an Operations Manager for Whieeler,

Russell Lindsey

VICE PRESIDENT AND GM
OLOCASTLE PAVEMENT SOLUTIONS

Prior o launching Pavement Solutions,
Russell most recently served as VP of
Dperations for Texas Bitulithic.




C UNGHATS EMPLUYEES OF THE GUAHTEH !
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Brian Mangus

GRADING FOREMAN

TEXAS BITULITHIC

Brian joins the Texas Bt team to help
strengthen its construction and
site-work departmant,

Christopher Michael
DFW AREA MANAGER

TEXAS BITULITHIC

Previously, Chris has served Texas
Bitulithic a5 an Acccount Manager
and most recently as Sales Manager,

Lance Phillips

EAST TEXAS AREA MANAGER

TEXAS BITULITHIC

Having served as Tyler Area Manager
for Texas Bit, Lance now serves as
manager for East Texas.

Rachel Sackett

CLUSTOMER REFRESENTATTVE MANAGER
OLDCASTLE FAVEMENT SOLUTIONS

Rachel joins the Pavement Solutions
growp from a successful sales and
networking background.

2 3 5700 gt eard 3= yaour for i
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Stephen McConathy

SALES MANAGER

TEXAS BITULITHIC

Steve has served Texas Bit as an
estimator, and most recenthy as an
Account Manager for the DFW sales team.

Kevin 0°Connell

AUSTIN AREA MAINTENANCE MANAGER
WHEELER COMPAMIES

Kevin previowsly worked as an
Dperafions Manager for Whesler in
Central Texas.

John Reid

TRANSPORTATION MANAGER
MLDCASTLE MATERIALS TEXAS

John now assists with terminal and
quarry operations, after having served
miost recently as production manager.

David Young

EQNPMENT MANAGER

OLDCASTLE MATERIALE TEXAS REGION

We welcome David and his farnily io Texas
to serve as Equipment Manager for the
Texas Region, after having served as the
Equipment Manager for APAC-Memphis,

ANEWER:




ENGAGE. EDUCATE. IMPACT.

-_— PAC ™z pumuy NN |
) - o ppey $75 $15 W

Exclusive PAC Hard Hat Sticker 4/

Mention in publications and on website J

PAC Recognition Gift

LA R AN

Access to VIP receptions with Elected Officials

PAC Golf Shirt

ANRNENENENER

Exclusive meet & greet with elected officials

A NENERNANEGLENAN

Dinner with Oldcastle Executives

*Please nofe the above comtribution amounts are designafed for Weekly & Bi-weekly pay periods.

* Plaate complete fhe following E—  —— p—
SIGN-UP No form authorizing @ payroff dedoction. Shirt size: | S MI L XL |

Name: Phone:
WHEELER TEXAS TROTTI & .
COMPANIES BITULITHIC THOMSOM Job Title:
Home Address: City/State/Zip:
Personal Email: Business Email:
. | I I I]THEH |
Rﬂﬁ:rd:wl-;ﬂm w PLATIRUM DIAMOND Armount s

. Weekly . Bi-weekly One-fime donation.

*Chack made payabie fo Texss Trossporialion & Grow,. an OMoasile FAC

PLEASE RETURN FORM

BY EMAIL

Signature: Date:

Ryan.Lindsey@OldcastieMaterials.com
Plrarpe bt mifvinid B! e Lpevirlind oo g Pog Trw Treosripeetefiam ged Crow ™ PRC o Clalay e AL el e paed b i That

OR BY MAIL w8 pod b o Shosdrontege cvpe B renen of P o of Babre coreibafion o P dehion nof B conlibeln . Al F-H'.I\.I-th“u-uu-r
yolpeiary. Baw rrop oF oop Feer rirdlr an euhesiagl e Fér ool dederSin by defivirin] 0wy recwes® B B nifers Sdderia Sy oa BH k.
- - o H I pT e B Fou o uraiir re abiigafion | cormlribule Bo e PAC aad pou hewre Mee dghl o dedine o porficipste withse! feor 2 ooy sl & reibalion rom B
Texas Transportation & Growth PAC company TH Broseos b co~isude 4 vrely on rebvugl Soson ord 4 sl o 00 FFocl o beosing onary Falvdunt'n ond ng mSn e compony.
Ci0 Q-r-un Lindsey Tmon vy e regrem, poifopd cor et b v P b Hory i aoliec? ond repor B fall reres ond i e principal corupaion o ok R, o
3 = - fil rare o T praioper of edyviveh v comivbdliom el of eaoeed B e O mepaeie peviod. Moo -coniec] Dedceafio Liow of 1-800-141-FE4

Jm 5. L-:-I:-.':-_i-il'J f w2 herm ey g eiern regercing P form o Tee PAC b gerarei

Waco, Texas 76704

Confributiess fo the Texes Transpariotien and Growih FAC are nol fax-deduciible.



