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BELT CONVEYOR PROGRAM  ADDS AUTOMATIC 
DESIGN OF TRUSSES, BENT S AND TOWERS 

RECOGNIZING THAT STE EL STRUCTURE  USUALLY  
COMPRISES 70% OF COST! 

 
CREATIVE ENGINEERING 
USA WindowsÊ compatible 
Programs assist  users, vendors, 
engineers, maintenance 
departments etc. to quickly 
design belt conveyor systems 
that are safe , well designed  and 
economic.   
 
WINBELT .EXE or its legacy 
DOS version has been 
providing real time 
optimization of belt conveyors  
worldwide since 1985 .   Belt 
tension s under running, 

acceleration, deceleration and stopped belt  conditions are  applied directly to the 
efficient use, spillage control , failure reduction , specification and cost estimate  
of all  components including belt, idlers, pulleys, shafts, gear reducers and 
motors.  Prices for erected conveyors are displayed based on several types of 
support structure . 
 
ESTIMATE .EXE  and HAULPLAN .EXE,  business development Programs , 
enable rapid  feasibility studies,  estimat es  and  predict qualification  of proposed 
 material handling systems in terms of Internal Rate of Return  and Modified 
Internal Rate of Return  countering  uncertainty , assist ing  financing , avoiding  
òdead dogsó and identif ying  market  opportunities . 
  

NEW  TRUSS.EXE , BENT .EXE  and TOWER .EXE  Programs  have easy to use 

interface  enabl ing  job estimator s to real time optimize  and control  estimating  of 
entire project s.  This avoids the òtoo many fingers in the pie ó conundrum  that all 
too frequently results  in delays, ineffectual design and lost orders .  Losses that 
can easily top Millions.  
 
BELTHE LP.pdf , 125 page expanded help  instruction  explains new features  
While w ithin  WINBELT.EXE  keying  F1 function key provides immediate  help.  
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  A1A 

WINBELT INTRODUCTION         
 
Belt conveyor problems and litigation cost industry $Billions , families lose breadwinners.    
 

Every time  I  read of 
another coal mine fire I 
wonder  if  a  slipping belt  
 created  the  spark that 
set off  the widow -maker .   
 
 Place no blame on  the 
guy  who adjusted the 
screw take  up but rather 
on the guy  who specified 
them.   Prevention  is all 
about proper belt tension  
and  this is a design 
function.   It behooves all 
of  us to do the best we can  
design wise.   The 
challenge is  to provid e 
value at  the same time.  
 
 

While solving these problems in volves  complex dynamics  WINBELT has provid ed belt 
conveyor solutions worldwide  since 1985. 
 
PURPOSE:  WINBELT is  a suite of Programs  that worked together these assist and expedite 
the design of belt conveyors for planning, marketing and construction purposes.  Emphasis is 
given to cost estimating  and financial analysis to expedite both marketing and procurement.  
Recognizing that structural support systems usually comprise a larger cost than the belt 
conveyor components programs for  truss, bent and t ower  design are included to bridge this 
hurdle .   
 
The tension profile of a belt conveyor is determined  by natural forces  and not by this or any 
other computer program or method of calculation. The purpose of WINBELT is to predict 
tension profiles in a way so that intelligent construction can be made  with known costs.  The 
writers of CEMA Manuals 2nd to 5th Editions established  various configurations or Figures by 
which belt conveyors can be constructed.  Users by reading the Figure number at line 1 Title 6 
can assure themselves that their data entry  obtains a configuration obtainable  by natural 
forces.  The Program checks its accuracy against these Figures using example Problems in the 
CEMA Manuals  2 to 5. (files CBELT_PROB1 to CBELT_PROB6) . 
 
WINBELT recognizes forces  from  running, stopped, accele ration and deceleration conditions . 
These conditions are applied   to the design and /or  selection of components.  The litter of 
spillage, busted components and broken belts is  thereby reduced.  
 
Reduction in downtime  is continuing to save one  Nevada  user $Millions per year.  While short -
cut methods are a temptation excuses like "because the conveyor was only a hundred feet long" 
doesn't do widows or bank accounts any good.    Confidential settlements hide accumulative 
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losses in the  $Billions!  
 
The fin ancial and credit crisis of 2008 br ings home the realization that belt conveyors are  in 
reality a "capitalistic tool"!  They are never bought because they are pretty but rather because 
they provide a "return on investment"   WINBELT responds to this emphas is by rating belt 
conveyors in terms of their Internal Rate of Return and Modified Internal Rate of Return result. 
By applying t hese metrics belt conveyors  are better able to compete for investment .   Using 
these terms i nvestors, bankers, engineers, purch asing agents and marketers  speak a common 
language.   
 
In 1990 HAULPLAN was developed  to facilitate marketing to open pit mine s.  In 2009 this 
capability was added to WINBELT.  The in -seconds 5 input calculator enables both users and 
marketers to assess t he value of belt conveyors in terms bankers understand.  The process of 
marketing and procurement of belt conveyors benefits.  
 
AAL_WINBELT and AAD_WINBELT  Programs are License and demonstration versions of the 
same WINBELT belt conveyor design and estimat ing program.  Other Programs listed at the 
Table of Contents augment capabilities.   WINBELT borrows code from the original CREATIVE 
BELT CONVEYOR DESIGN & ESTIMATING PROGRAM in use worldwide since 1982.    
 
COMPATIBILITY -  Requires Microsoft XP Professio nal, Vista or   7  Home Premium  operating 
systems. All Program components must be located in a folder named C: \ WINBELT.  Determine 
functionality on your computer free with AAD_WINBELT.   Licensed version requires 
activation.  
 
End of Subject  
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A1B  

SEPARAT ING ò LIVEó  FROM òDEADó  DOGS  
 
Industry spends $Billions in planning , estimating and  chasing   specially engineered projects .  
Since most projects are never built this is a huge loss.  For vendors making offers in  a  crowded 
market place the success or " hits" ratio usually rates no better than a dismal "F".  If there are 10 
bidders on a project that means that 90% of  bidders are spinning their wheels  and that 
becomes 100% when the owner decides "its more money than I planned on spending" ,  "I can't 
get financing" ,  "the market has changed" or etc.   
 
Bringing reason to this morass  EST IMAT OR  works  to predict qualification  at the very 
beginning  rather than  weeks,  months and even  years  later.    When ever possible engage your  
client in a discussi on of how his business plan will justify investment in whatever it is he is 
asking for a price.   Asking for a price doesnõt cost him much but may cost you a months work 
and  lost opportunities.  
 
Set up your laptop computer on the hood of your pick up truc ks and ask him a few questions.  
 

1) Near upper left make 9 entries 
under INPUT DATA ð 1. 
 
2) Then based on previous  belt 
conveyor projects having a similar  
combination of  goods and services, but of 
different size and length, ESTIMAT OR  
uses statistica l techniques to  compute an 
estimate  seen under ESTIMATED 
INSTALLED PRICE  near lower  right.  
See  note (1) below. 
 
3) This estimate may  in itself  qualify 
the project.  
 
 
 
4) But  if  not,  using the same 
estimate within  the INTERNAL RATE 
OF RETURN (" IRR") "B" CALCULATOR 
  a  òReturn on  Investmentó  computation 
is  made  suitable for  sophisticated 
financial analysis requirements.  
 
5) In minutes you and the client  
BOTH   know  what  the qualification is!  

 
(1)  AAL_ESTIMATE -    Computes prices of belt  conveyors using an adaptation  of  AIME 
methods.    Program  available  from:  
 
End of Subject  
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A1C 

POWER MARKETING    
 
INVESTOR FEAR OF LOSING MONEY , chases customers away in droves.  Business losses are 
in the $Billions  while o rder books are running on empty.  
 
McGraw Hill counts 201  methods of computing return on investment. With uncertainty like that 
it is little wonder that investment is such a gamble or what The Wall Street Journal  refers to  
as widespread òbettingó.  
 
WINBUILD IT  TRUMPS  THESE FEARS  SIMPLY  BY ENABLING SALES PERSONS  AND 
OTHER  PROGRAM USERS TO SEEK, IDENTIFY, INITIATE AND QUALIFY 
OPPORTUNITIES USING RECOGNIZED  FINANCIAL ANALYTICAL TECHNIQUES  FOR 
FREE IN THE TIME IT TAKES FOR A COFFEE BREAK!  
 
FOR EXAMPLE:   An owner -operator recently asked a local truck dealer for the price of  a used  
truck  he needed to fulfill a  5 year contract.  Placing his laptop computer on the hood of his pick -
up  truck the salesman then entered the following data.    
1)  5  Contract duration number of years.  
2) 1  The selected truck  will be available in 1 month.  
3) $69000 The delivered price of the truck including fees and taxes,  
4) $40000 Owner -operatorõs  annual income after all expenses 
5)   $6900 Estimated salvage value of truck  at end of 5 years.  
Click  <APPLY ð 8> 
 

CALCULATOR "B"   responds  with   Internal Rate 
of Return  (òIRRó),  Modified Internal Rate of 
Return  (òMIRRó)  and CAPitalization  Rate  in 
seconds.  
 
 
< IRR 
             
 
 
< MIRR  
 

 
 ANALYSIS:  For profit withdrawn as income the MIRR rate of 26.96% applies.  This is 
greater than mutual funds, attractive as an investment and the 5 year contract should satisfy 
the  bankerõs risk concerns.  The owner-operatorõs business plan is viable.  Both owner-operator 
 and salesman un derstand the same logic for proceeding.     Obtaining credit is predictable.   

 
 CONCLUSION:    Salesman qualifies prospect as desirable .   
 
òGRAB THE BULL BY THE  HORNSó  AND  INITIATE òCOLD TURKEYó  SELLING 
STRATEGIES   In  1992 Creative Engineering  was ordered  to make a market survey for  an 
expensive mining  machine.  The  decision  was made that in order to distinguish between 
various $Million dollar price tags and  the  value of the machine as a profit producer a 
computer program was needed that coul d  quickly do this before being òshown the dooró.   The 
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program turned out to be HAULPLAN   (K2A).  Used during a òcold turkeyó foray to 12 
Northern Nevada Gold Mines the offer of a òfree mine plan feasibility studyó gained entry past 
guards to 11 successful calls on mine managers averaging  3 hours each.  2 likely prospects 
were identified but what the mine managers quickly discovered was they could also real -time 
optimize a mineõs plan to an INTERNAL RATE OF RETURN result which recognizes share-
holder valu e as the target .  Or, as one mine engineer put it; òThe Program did in 2 seconds 
what just took me 2 monthsó.  The foray definitely proved worthwhile.   The  marketing 
campaign took on defined objectives.    

 
Soon WINBUILDIT  was written to  address a   wid er market.  In addition to Internal Rate of 
Return (òIRRó),  Modified Internal Rate of Return (òMIRRó) and Capitalization Rate (òCap. 
Rateó)  were added.   This puts in the hands of a field sales person a tool by which he or she can 
predict  the likelihood of a sale  based on the economic advantage to the client and in terms 
banks understand.  Those of us who have spent months wishing for a crystal ball will 
understand that advantage.   
 
CONFIDENCE  IN METHOD IS ESSENTIAL .  WINBUILDIT  
A) Gives close attenti on to how the clientõs business plan justifies the investment.  
B) Uses feasibility methods acceptable to financial analysts.  
C) Uses return on investment methods acceptable to financial analysts.  
D) Single code enables real -time optimization to maximize client profitability.  
E) Solves credit problems at the very beginning in a way bankers understand.  
F) Simultaneous sharing of primary qualification data reduces òguessingó . 
G) Predicts management decisions frequently hidden by inept subordinates.  
H) Hel ps those managers incapabl e of making reasoned decisions.    

I)  I)  Interprets risk in terms of  IRR and MIRR ranges.  
  
 THE DOOR  DOOR OPENER  òfree mine plan feasibility studyó  got us in but the focus quickly changed to 

òoptimizing share-holder valueó   A door opener  expressing  IRR can be created by watching a 
firms operation from afar and then asking advice from the prospect on òhow to correct itó  will all 
of a sudden make you realize what the purpose of  your call really is.  This is the fun  of real -ti me 
optimization.  

 
 òHUSTLING BUSINESSó  may not be your forteõ and may even sound like a dirty word but 

bankruptcy is an ugly alternative.  You are now either a òroad warrioró or broke!   During the 
Great  Depression Henry J Kaiserõs admonished òFind a need and fill itó   But, to  keep your 
head above water you must apply imagination and initiative to identify and act on 
opportunities.  Do not expect clients to walk in through your front door.   Develop in your mind 
the outline of an idea that can benefit e ach prospect.  Use Winbuildit to attach value to it.  
Develop a short plausible explanation such as; òfree feasibility studyó to give purpose and value 
to your call and as a means of getting past  the front door .   A WINBUILDIT output will support  
your  pur pose.  Donõt forget,  clients need your help!  

 
APPLYING WINBUILDIT   directly with the client  begins with  an explanation of  the vision 
and business plan.  You then enter the details and then Click <Compute> and results similar to 
those above will be dis played. Out of this the client will know and the user should be able to 
predict what the qualification is by comparing IRR and MIRR interest rates to other  
investments, optimizations, or common stocks.   Real -time optimization finds the best result in 
seconds.    
 
ADDITIONAL INFORMATION on Internal Rate of Return  (òIRRó)  and Modified Internal Rate 
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of Return  (òMIRRó)  can be learned by Googling the underlined text on the internet.   This is a 
complex  subject but what WINBUILDIT does essentially is  to bri ng  financial methods used by 
 heavy, mine, oil and manufacturing industries to the street.  This paper presents only one of  
many capabilities.   Visit our web sites for more information.  
 
www.winbuildit.com   www.beltconveyor.com    www.suverkrop.com  
 
End of  Subject

http://www.winbuildit.com/
http://www.beltconveyor.com/
http://www.suverkrop.com/
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A1D 

WINBUILDIT 

 
WINBUILDITõS  SEVEN CALCULATORS  HELP  JUSTIFY  BELT 
CONVEYOR S  OR  ANY  OTHER   INVESTMENT.  

 
A/E/C firms  and clients waste $Billions on rejected building proposals and inefficient 
buildings.  One Architect explained; òit just takes a long time to straighten out the can of 
wormsó. That òlong timeó (of  iteration) prevents the real-time optimization needed to 
maximize feasibility, win the order, provide direction and cost control over subsequent 
finalization.   
 
WINBUILDIT combines planning, 
automatic structural design, estimating 
and the clients business plan . Real-time 
optimiz ation enables client s to model 
business plan s to find affordable 
qualification.  
  
INTERNAL RATE OF RETURN, 
MODIFIED INTERNAL RATE OF 
RETURN and CAPITALIZATION RATE 
establish feasibility in terms clients, 
managers, investors and banks 
understand. Estimating, bidding, project 
sorting and taking marketing initiatives 
follow in minutes.  
 
Structural feasibility comes first. The 3 -D 
image as seen to the right confirms data 
entry. Over -stressed members are in red. 
All major member sizes are tabulated.  
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WINBUILDIT  slashes these costs by in tegrating automatic structural design with the clients 
business plan and an ARSMeansJ  Square Foot Costs@ based relational data base .  This moves the 
end to the beginning and qualifies buildings  using internal rate of return  and modified internal 
rate of re turn   all in the time it takes for a coffee break.   

 
This  makes it possible to  ask the client at the very first meeting:  
 
"CONSIDERING RISKS DO  THESE DATA QUALIFY P ROJECT ?" 

 
In the time it takes for a coffee break client and an architectural  salesman 
sketch a building concept and  then enter basic parameters  plus  the clients 
business plan into WINBUILDIT.  

 
 

Click  compute and  WINBUILDIT    calculates and 
tabulates all steel structural  shapes.   The  cost of this  
item and  costs added  from a rela tional  data base 
compatible with  òRSMeanstm   Square Foot Costsó  
provides  a total price . 
 

Displayed data includes    
Internal Rate of Return    and 
Modified Internal       Rate of 
Return.  
 
 
 
 
 
 
 

These metrics  enable a client   and his  or her banker  to instantly  know what the qualification is 
by comparing interest rates and risk to that of common stocks, bonds, other investments or 
options  of the same  building concept !    The Program user with access to the same information is 
not left in the òdarkó  but can predict th e likelihood of qualification from the same data.  
 
1) Resolving qualification on day one separates "live" from "dead" prospects  at little cost  and 
provides a jump on competition.   Where zoning, environmental, financing, property rights or 
other restrictions may prevent construction the advantage is of limiting A/E/C costs until other 
issues are resolved.  In the case of speculative ventures avoiding financially unworthy projects is  
certainly advantageous. 
  
2) WINBUILDIT'S short executio n time enables the client  to be present during the  real -time -
optimization process.   Only he or she can decide if  and when the ònumbersó qualify.  After first 
display client will likely choose to edit for improved results  or lower cost .  At the other extr eme, 
where the client is "pushing" to place an order, then the user needs to have his or her facts 
straight to prevent losing his or her shirt.  
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3) Real-time optimization enables client/user not only to seek maximum benefit but to 
understand qualification  versus risks.   Risk concerns are a legitimate reason for hesitancy.  
Concern over occupancy, rental rates, inflation, maintenance cost and final sale price ("flipping")  
 can all be modeled in seconds and their   risk  impact seen in terms of an internal rat e of resutrn 
result.   The output enables the client's banker to determine financial qualification and the 
setting of loan rates.  
 
4) Resolve economics of alternatives.   For example, compare buildings of same rental area 
but of different number of floors, b ays, land cost etc.  
 
5) Program's what -if real -time in -seconds optimization is key to finding mix of features that 
best suits the client.   During finalization it is a target in order to maintain qualification.  
 
6) Making the decision to build is not an eas y decision.  Poor and incomplete information 
makes it difficult to counter what may appear to be uncertainty, procrastination, or excuses 
WINBUILDIT counters with an "over -kill"  of  information .  I f  indecision persists then  "bail 
out".  

 
WINBUILDIT  computes 
financial metrics for any 
business situation.   
Calculator  òCó  is  a 
universal calculator  
allowing variable cash flows 
and a time period  of up to 
100 years   
 
Calculator "E" provides for 
situations in which cost per 
square foot and total area are 
known for multi -usage 
buildings.   
 
 
 
 

 
End of Subject 
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A2D 

B ð ON-THE -SPOT CALCULATOR STIMULATES REAL 
ESTATE and EQUIPMENT SALES!  
 
Wavering clients frustrate sales.  
 
 simple entries in common everyday units make this the calculator to use to grab sales on -the-
fly.  Return on investment expressed in terms that banks prefer provides a powerful argument 
for asking -for-the-order. Certainly beats cogitating and kicking the rubber. Constant cash 
flows are assumed.  
 
In the example below a truck dealer is in conver sation with a truck owner -operator.   
 
The truck owner -operator has been offered an aggregate hauling contract by a local 
construction firm.  This contract will run for 5 years.  To perform this contract a dealer has 
offered to sell the owner operator a us ed Kenworth for $63,500 deliverable in 1 month.  The 
operator figures he will net after expenses $49,500 yearly. The dealer guarantees to buy back 
the truck at the end of the contract for $10,000.  
 

Entering these 5 pieces of data into IRR 
CALCULATOR òBó, and clicking APPLY, the 
dealer and his prospect see 3 different interest 
rates displayed: The òMIRRó rate takes into 
account that profit is being taken out 
continuously for living expenses rather than left 
in the business to  earn at the higher IRR rate. 
Since the contract does not start for another 
month and the salvage value is less than the 
purchase price the dealer ignores the 
capitalization rate because of its inaccuracy.  
 
The dealer knows from this rate that his 
financing arm will accept this deal and  that at 
the MIRR rate the owner operator will not walk 
away from it. It is a good deal for both parties.  

 
The transaction is agreed to.  
 
The CAPitalization rate is displayed only demonstrate how much in error it can be.  It fails to 
take into account the depreciated value of the truck and the delay in taking delivery.  
 
End of Subject  
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A3D 

C ð UNIVERSAL CALCULATOR CONVERTS ANY SET OF 
CASH FLOWS INTO MEANINGFUL METRICS.  
 
This universal calculator is for determining IRR and MIRR directly from monthly and /or 
yearly variable cash flows for  a period of  up to 100 years. This enables resolving any business 
situation to which the other calculators may not apply.   Automatic repeat functions make òCó 
surprisingly  easy to use.   
 

 
 
In one use this calculator accepted  cash flows from an oilfield development study, originally 
summarized in NPV values, and converted the results in a few minutes time to IRR and MIRR 
results.  The value of doing this is to provide results in a way more generally understood.  
 
OPTIMIZE, COM PARE, SELECT and SOURCE FINANCING.  
 
End of Subject  
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A4D 

D ð CALCULATOR, SINGLE USAGE BUILDINGS   D 
 
For building management purposes this calculator e nables rapid determination of of IRR and 
MIRR for a single usage building where the cost  or selling price  is already  known  and the net 
rent  is or can be estimated in terms of dollars per square foot  per month . 
 

 
 
An apartment building with similar rental rate throughout can be termed a single usage 
building and an application for this CALCULATOR.  
 
A user of the CALCULATOR would be interested in comparing the rates of return between 
two or more investment options.  
 
OPTIMIZE, COMPARE and SELECT OPPORTUNITIES!  
 
End of Subject  
 


