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 WindowsE compa
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, estimates and predict qualification of proposed
material handling systems interms of Internal Rate of Return and Modified
Internal Rate of Return countering uncertainty , assisting financing , avoiding
0dead anhdidestibying market opportunities .

NEW TRUSS.EXE, BENT .EXE and TOWER .EXE Programs have easy to use
interface enabling job estimator s to real time optimize and control estimating of
entire project s. This avoids the doo many fingers in the pie 6 conundrum that all
too frequently results in delays, ineffectual design and lost orders. Lossesthat
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.
August 25, 2011
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WINBELT INTRODUCTION

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

— Every time | read of
another coal mine fire |
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

( —

An electrician was fatally injured when he was pulled into a conveyor belt tail pulley of us to do the best we can
The victim and another electrician were sant to check why the conveyor belt was not desi H h
_rrt:‘nnmgv It was disl,covered that a rock was wadged In the self-cleaning tail pulley esign wise. The

e system was locked out and the takeup pulleys were released. The victim i '
crawled onto the return side of the belt and attempted to knock the rock loose with a chal lenge s to pl’OYId N
siedgehammer. When the rock was disiodged, the tension on the load side of the value at the same time.

conveyor released and the victim was drawn into the tail pulley,

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 2to 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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SEPARATING 0

Industry spends $Billions in planning
Since most projects are never built this is a huge loss.

becomes 100% when the owner decides "its more money than | planned on spending"

LI VEGO

get financing” , "the market has changed" or etc.

FROM

ODEADOG

, estimating and chasing specially engineered projects .

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

Bringing reason to this morass EST IMAT OR works to predict qualification at the very
When ever possible engage your
client in a discussi on of how his business plan will justify investment in whatever it is he is
As ki

beginning rather than weeks, months and even years later.

asking for
and lost opportunities.

a price.

Set up your laptop computer on the hood of your pick up truc
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~INTERNAL RATE OF RETURN

"IRR®* CALCULATOR

L] s L —

{1-TOTAL PROJECT LIFE IN YEARS (INCLUDES 2 BELOW) |5

{2- CONSTRUCTION TIME IN MONTHS |7
{3-TOTAL INVESTMENT $ {1433149
{4 - ANNUAL RESULTING INCOME OR SAVINGS {700 000
|5 - SALVAGE VALUE AT END OF LIFE (AT 1) {200 000
|6~ INTERNAL RATE OF RETURN % |36.37

7 -NET PRESENT VALUE ["NPV") ERROR $ |-065

ng

for a price

1)
under INPUT DATA 0o 1.

2)

(1) AAL_ESTIMATE
methods.

End of Subject

conveyor projects having a similar
combination of goods and services, but of
different size and length, ESTIMAT OR

uses statistica | techniques to compute an
estimate seen under ESTIMATED

INSTALLED PRICE near lower right.

See note (1) below.

3)

the project.

4)

estimate within the

But if not, using the same

Near upper left make 9 entries

Then based on previous belt

, "l can't

doesnot

ks and ask him a few questions.

This estimate may in itself qualify

INTERNAL RATE

OF RETURN (" IRR") "B" CALCULATOR

a

is made suitable for sophisticated

OReturn on

financial analysis requirements.

5)

In minutes you and the client
BOTH know what the qualification is!

Computes prices of belt conveyors using an adaptation of AIME

Program available from:

nNvest me



ALC
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
aswi despread. obettingéo

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-oper ator 6s annual i ncome after all/l
5) $6900 Estimated salvage value of truck at end of 5 years.

Click <APPLY 0o 8>

IRR CALCULATOR "B" CALCULATOR "B" responds with Internal Rate
JU-TOTALYEARS INCLUDES:2) 15 of Return ( 0 | R Ri&dified Internal Rate of
/2 CONSTRUCTION MONTHS I Return ( 6 MI R R 6 QAPitalgatich Rate in
|3 - INVESTMENT $ {63000 seconds.
{4 - ANNUAL INCOME/ SAVINGS (RATE]  [40000
|5 - SALVAGE VALUE $ {6300
j@NPv$= |0011087 fIRR %= {54.07 <IRR
IMIRR % and RE-INVEST. RATE % (276 I10
APPLY .8 [CAP. RATE % [57.97
iDEMU 5YRS ONLY 1 [MIRR3 % = |26.96 < MIRR
i |
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 bankerds risk cowmnpermsor 0Bhduswmers s pl-oparatoi s Vi
and salesman un derstand the same logic for proceeding.  Obtaining credit is predictable.

CONCLUSION: Salesman gualifies prospect as desirable .

0GRAB THE BULL BY THE HORNSGO® AND | NI'TI ATE o6CO
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 guickly do this before bei:

-6-



program turned out to be HAULPLAN (K2A). Used during a o0cold turk
Northern Nevada Gold Mines the offer of a ofree
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 mineds plan to an | NTwiéNeBognizesssiaEe- OF RE
holder valu e as the target . Or, as one mine engineer put it,;
what just took me 2 monthso¢. TheTht onarleting def i ni t e

campaign took on defined objectives.

Soon WINBUILDIT _ was written to address a wider market. In addition to Internal Rate of

Return (0l RRO), Modi fied I nternal Rate of Retur
Rat em@rg 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) Givescloseattention t o how the clientds business plan
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
G) Predicts management decisions frequently hidden by inept subordinates.

H) Hel ps those managers incapabl e of making reasoned decisions.

)] Interprets risk in terms of IRR and MIRR ranges.

DOOROPENER 60 f ree mine plan feasibility studybo got
oopti mi z thnod dsehra rvedobroperer expressing IRR can be created by watching a

firms operation from afar and then asking advice
of a sudden make you realize what the purpose of your call really is. This is the fun of real-time
optimization.

OHUSTLI NG BUStHaNVEShSo6t be your forted and may even
bankruptcy is an ugly alternative. You are now
Great Depression Henry J Kad sandd sf ialdimointi & h e dB wtF,
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; 0
to your call and as a means of getting past  the front door . A WINBUILDIT output will support
your purpose. Dondt 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
seonds.

ADDITIONAL INFORMATION on  Internal Rate of Return ( 0 | R R 0 Modified Intérnal Rate
-7 -




of Return ( 6 MI RR¢) c a n Gdwoglinglthee andatlined text gn the internet. This is a
complex subject but what WINBUILDIT does essentially is to bring 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
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WINBUILDIT

WI NBUI LDI TG6 S SEVEN GEIPCAUITAY BHS
CONVEYOR S OR ANY OTHER INVESTMENT.

A/E/C firms and clients waste $Billions on rejected building proposals and inefficient
buildings. One Architect explained; O0it just

worms6. That ol ong ti med ( otifneoptimizationanéededt®) pr even

maximize feasibility, win the order, provide direction and cost control over subsequent
finalization.

WINBUILDIT combines planning, = Form46  BUILDING QUALIFICATION FACTS !
automatic structural design, estimating DURING A COFFEE BREAK REAL-TIME OPTIMIZE
. . - TO MAXIMIZE CLIENT VALUES AND FINANCING POTENTIAL -
and the clients business plan . Real-time DETERMINE QUALIFICATION BY SIMPLY ASKING CLIENT-
optimiz ation enables client s to model DO THESE FINANCIAL PREDICTIONS SATISFY YOUR GOALS?
business plans to find affordable BUILDING STRUCTURE FEASIBLE
PP STEEL $1.916.532.00
qualification. BUILDING REPLACEMENT COST  $8.321.544.00
MONTHLY REVENUE sss,sgn;nmsuu
INTERNAL RATE OF RETURN 3399 %
INTERNAL RATE OF RETURN, MODIFIED IRR 31.2 % RESULT
BUILDING VIBRATION PERIOD 055 secs.
MODIFIED INTERNAL RATE OF STRUCTURAL STEEL WEIGHT 1639 kips
RETURN and CAPITALIZATION RATE GROSS WEIGHT - 16391736 kips

. Crre x . GROSS FLOOR AREA
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.

ORDINARY BEAMX SEGMENTS

ORDINARY BEAMY SEGMENTS.

3272011 fos0es1  [CCOLSTIFF

ILEVEL = 4  BLACKIS NORMAL - RED INDICATES NO SOLUTION - BLUE INDICATES PROXY MULTIPLIER ACTIVATION
Sl 20 a0 40 50 60 70 ] a0 100 110 120
COLFUNCTIONS ~ STEEL STRUCTURAL SHAPES STIFFNESS COMBINED STRESS DEFLECTION
CoL SET  SECTC SECTBX SECTBY COL% BX% BY% COLI& BXI& BYl4 DEFBX DEFBY

4 COL414 YMB W2IXE0  W2IX4d ‘W24xed 96 108 087 05 08 17333 1/1164
4 COL41B YM  W24xES  W2dx62 W3k 73 156 095 063 09 1/3% 171937
4 COL41C YM  wadxes  WwadxB2 Wwalk3s 99 195 09 063 09 1/3%  1/19%7
4 COL41D YM  W24xE8  W2dxe2 W3k 95 195 095 063 03 1/3% 121937
4 COL41E YME ‘wW2dxed  W21Xd4 93 05 05 0 14398 170

4 COL424 XMB 'W24xE8  W3OX108 Wadxss 20 108 083 026 063 1/2126 17377
4 COL42B YES WI2X26  W24xX55 w24x55 092 07 063 1/366 14377

c
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WINBUILDIT slashes these costs by integrating 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
SL i T sketeh a building concept and - then enter basic parameters  plus the clients
| business plan into WINBUILDIT.

N PG 1 SR e s e Click compute and  WINBUILDIT calculates an_d

1 COL15B N W24xXB8  WIBX31  W24XE2 tabulates all steel structural shapes. The cost of this
VOENDIEE U WS e vema item and  costs added from a rela tional data base

1 COL12C N W24x68 WI1EX31 W24XE2 i i It q

1 SEOEEIE N W24xE8 W1EX35 W24XE8 co.mpat I bl e wi tth SqORsmea:ms)t
1 COL14C N wW24x68 W1EX31 W24X62 prOVIdeS a total price .

1 COL15C N W24X68 WI1EX31 W24XE2

1 ~hl1cr VvV ncv1a4 Yf2rnsan

Displayed data includes
Form9 - COMPUTE - A feasibility, estimating and planning tool for the Building Industry! play
ISMIC FACTOR = 01714371 GROUND WIND PSF = 23,8802 TOP LEVEL PSF = 3221 CABM\BEAM\DESC, 484 ENGEL W Internal Rate of Return and

IME = 2 - SECS. (CLICK RESET FIRST IF YOU WISH TO RECOMPUTE) Modified Internal Rate of
BUILDING STRUCTURE FEASIBLE =
BUILDING REPLACEMENT COST  $9.131,450.00 _lRetum-
MONTHLY REVENUE $93.590.88
INTERNAL RATE OF RETURN 331 % RESULT
MODIFIED IRR 31.2 % RESULT
STRUCTURE PERIOD 0.57 secs. =
FABRICATED STEEL WEIGHT 857 kips i3
BUILDING DESIGN WEIGHT 6630 kips
GROSS FLOOR AREA 52199.99 SqFt |127

010 STANDARD FOUNDATIONS, BUILDING AREA, S.F. GND oo 17400 S.F.Gnd 3

030 SLAB ON GRADE..... et 17400 S.F.SLAB =

010 BASEMENT EXCAVATION 17400 S.F.GND ex

These metrics enable a client and his or her banker toinstantly 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 | eft i butdampeedic tth @ ikddildood 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. |n the case of speculative ventures avoiding financially unworthy projects is
certainly advantageous.

2) WINBUILDIT'S short executio ntime enables the client to be present during the real-time -
optimization process. Onl y he or she can decide i f Aftarfirsk when
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.

-10 -



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 Yy 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 .

out".

e Form36 - “C° COMMERCIAL INTIANAL RATE OF RETURN CALCULATOR!

COMMNERCIAL INTERMAL RATE OF RETURN CALCULATDR

SECOND. CLIOC MONTH OF EACH CASH RLOW HEFE
fToTAlL L JER
MINTHS  REAR NONTH  [OASH RLOW
1 0 1 1$10 000 0Oy
2 0 8133
3 0 3 $5402
‘4 = a 2472
g 0 5 $54
s Q & =614
7 $56 85
8 0 { 90 58
3 0 9 o n
10 0 m e 0s
" 0 n e
12 ] 12
13 1 1
1 1 2
1 1 3
16 1 ]
' H 1 ]
8 1 &
19 1 7
| 1 8
21 1 3
2 1 e[}
= 1 n
) 1 2
S5 2 1
| %5 2 2
] 2 4
{29 ]
0 -

RETURN 1 [%f:__x.&» DLRELD - 18 MINNG / BUSNESS -
W5 - 8 | a
nF ST DURATIOM TFLATION ' Camias COST
YRR o EPLETION * ENTER
PROECT YEARS 0 »L‘.‘..‘E . ENIER
Gy el Y ENIER. o B
AODED MONTRS 2 [ {10 fam ] -
APPLY /REFRESH -2 HECY
CHECY m— s
- C ¢ r | A
[IOYELHONINS =S (= fo 7 R oo
THIRD. CLIOC MONTH AT LEFT THENENTER CASHPALOWS HERE

PREFDC OUT FLOWS WITH NEGATIVE ™ SiGN
OPTIDMAL SET BOX EELOW TO2ER0 | BIDSTH= [30

CASHFLOW APPLY CAGH FLDW

1010513
OPTIONAL REPEAT MONTHLY. INFLATION CORRECTED 1O END |

“OPTIDHAL FEPEAT ANNULALY. NALATION CORRECTED 10 END |

APFLYMEFRESH 10 | SHOAT DisPay -0 |
FOURTH AFTERALL CASH FLDW ENTHIES CUCE Calfulats

ARCAOUATE 7 | 1198 [§57T  Wewwes o 01
(N GOERTE ] 1199816 A0 [Reewes w CAP.CO5T)

IRV EROR s - [om ] CAPTET =AR- [0

[NOTES:- DENGUSE UNITED TO T20MONTHS DURATION! 017 |
[DISREGARD FESULTS M EVENT OF LARGE N2V ERROR - J
IDIVIDE MONETARY (NITS BY 1000 OR 1000000 ETC 121

FOR CONVENENCE

LEMELL

End of Subject
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If indecision persists then "bail

WINBUILDIT computes
financial metrics for any
business situation.

Cal cul ator
universal calculator
allowing variable cash flows
and a time period of up to
100 years

0CO

Calculator "E" provides for
situations in which cost per

square foot and total area are

kn own for multi -usage
buildings.
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B 8 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 saleson  -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.

IRR CALCULATOR "B"

11 - TOTAL YEARS (INCLUDES 2) |5

2 - CONSTRUCTION MONTHS 1

|3- INVESTMENT $

63500

4 - ANNUAL INCOME/ SAVINGS (RATE]  |49500

15 - SALVAGE VALUE $

10000

@NPY$= 0095968 fIRR %= |76.21

MIRR % and REANVEST. RATE % [336

CLEAR
-1

110

CAP. RATE % [77.95

IDEMD 5YRS ONLY1

MRR3I%=  [3313

The transaction is agreed to.

Entering these 5 pieces of data into IRR

CAL CUL AT ORandciking APPLY, the
dealer and his prospect see 3 different interest
rates di splayed: The 0MI
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 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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C 8 UNIVERSAL CALCULATOR CONVERTS ANY SET OF
CASH FLOWS INTO MEANINGFUL METRICS.

This universal calculator is for determining IRR and MIRR directly from monthly and lor

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 0 C6
surprisingly easy to use.

= Form36 - “C* COMMERCIAL INTERNAL RATE OF RETURN CALCULATOR!

- COMMERCIAL INTERNAL RATE OF RETURN CALCULATOR CEAR AR e
SECOND, CLICK MONTH OF EACH CASH FLOW HERE —— PE1ORN 1 “eigyg.g ‘ DIERELD 13 ‘ 21 ‘
ST BOX 1 FIRST, SET DURATION
—— LIST BOX 1
MONTHS  VEAR [MONTH [CASH FLOW [PROJECT YEARS |0 CAPI
1 0 1 ($10,000.00) |ADDED MONTHS -2 |31 INF
2 0 2 $83.33
3 0 3 $83.33 APPLY / REFRESH -2 |
4 0 4 $83.33
5 0 5 $83.33
2 0 2 by {TOTAL MONTHS |31
; 3 ; ggggg THIRD, CLICK MONTH AT LEFT THEN ENTER CASH FLOWS HERE
q 0 g $83.33 PREFIX OUT FLOWS WITH NEGATIVE "' SIGN
10 0 10 $83.33
11 0 1 $93.33 OPTIONAL SET BOX BELOW TDZERO | MONTH = 131
12 0 12 8333
13 1 1 $§3.33 [CASHFLOW  [10083.333 APPLY CASHFLOW -6 |
14 1 2 $83.33
15 1 3 $83.33 [$10,083.33
i ] : o OPTIONAL REPEAT MONTHLY, INFLATION CORRECTED TO END |
}g 1 g gggg OPTIONAL REPEAT ANNUALY, INFLATION CORRECTED TO END |
20 1 8 $683.33 APPLY/REFRESH -10 | SHORT DISPLAY - 20 |
21 1 9 8333 ‘
22 1 10 $sse:.33 FOURTH, &FTER &LL CASH FLOW ENTRIES CLICK CALCULATE.
23 1 11 $83.33
24 1 12 $83.33 IRR CALCULATE -7 | [1o.00008 [%/vr  [[Reinvest at IRR)
25 2 1 8333 ——— . .
o6 5 5 283.33 [(MIEECALCULATE =18 [10.00008 (%A [[Re-invest at CAP. COST)
27 2 3 $83.33 S e
£ g : S IRRNPY ERROR $ = [002 [$  [CAPCOST%/VR= |10
23 2 5 $83.33 o
30 2 B $83.33 RLTMIERS 110
3 2 7 $10,083.33
PRINTFORM-22 |
NOTES:  ID-12| D-17 | [ DEVELOPER

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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D 0 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
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