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Forward Looking Statement Disclaimer


This presentation (and oral statements regarding the subjects of this presentation) includes forward‐
looking statements intended to qualify under the “safe harbor” from liability established by the Private
Securities Litigation Reform Act of 1995. These forward‐looking statements include any statements
reflecting Quanta's expectations, intentions, strategies, assumptions or beliefs about future events or
performance or that do not solely relate to historical or current facts. Forward‐looking statements involve
certain risks, uncertainties and assumptions that are difficult to predict or are beyond Quanta's control,
and actual results may differ materially from those expected or implied as forward‐looking statements.
For additional information concerning some of the risks, uncertainties and assumptions that could affect
our forward‐looking statements, please refer to Quanta’s documents filed with the Securities and
Exchange Commission as well as to the risks, uncertainties and assumptions identified at the end of this
presentation. Management cautions that you should not place undue reliance on Quanta’s forward‐
looking statements, which are current only as of the date of this presentation, and Quanta does not
undertake any obligation to update any forward‐looking statement to reflect events or circumstances after
the date of this presentation or otherwise.
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Key Takeaways
 North America is in the early stages of a multiyear infrastructure
investment cycle, particularly for electric and pipeline infrastructure
 End‐market trends and record backlog provide Quanta with
improved near‐ and long‐term growth opportunities
 Quanta is experiencing momentum across all four of its business
segments
 Quanta is the best positioned specialty infrastructure contractor to
capitalize on these opportunities
 Financial strength and diversity of the company’s service offerings
are the foundation that enables Quanta to execute on its strategy
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Company Overview
Today, Quanta Services …







Is the leading specialty contractor providing comprehensive infrastructure solutions
to the electric and gas utility, pipeline and telecommunications industries
Has scope and scale in its core businesses with deep customer relationships
Is the preferred employer in the industries it serves
Leads the industry in safety performance
Has industry leading balance sheet and financial strength
Has an entrepreneurial business model and culture
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Company Overview
Diverse Revenue Composition is a Strength
Estimated Revenue by Contract Type

Consolidated Revenue = $4.6 Billion

Cost
Plus
20%

Fixed
Price
40%

Revenue by Type of Work*
Natural Gas &
Pipeline
22%

Unit
Price
40%

Estimated Revenue by Project Type
Electric Power
66%

Telecom.
10%
Fiber Optic
Licensing
2%

Maint.
&
Repair
11%

MSA
30%

* Revenues, as reported, by type of work, based on revenues of $4,624 million for the twelve months ended Dec. 31, 2011. Revenue by
type of contract and project type are also based on revenues for the same period.
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Engine
Engineering
ering
2%

New
Cnstr.
57%

Company Overview
Blue Chip Customer Base & Low Customer Concentration


No single customer accounted
for more than 10% of revenues
for the full year of 2011



The 10 largest customers
accounted for approximately
36% of revenues in 2011



Strong relationships with the
majority of U.S. investor‐
owned utilities and Canadian
utilities in North America –
many going back for decades
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Company Overview
Local Service, Extensive Reach



Service Territory

Headquarters
8

Offices

Strategic locations
throughout the United States,
Canada and in select
international markets positions
Quanta to respond quickly to
customer needs

Company Overview
Experienced Management
Years Experience

John Colson
Executive Chairman

40

Jim O’Neil
President & Chief Executive Officer

32

James Haddox
Chief Financial Officer

40

Ken Trawick

40

32

40

37
President, Telecommunications & Power Generation Divisions

37

Duke Austin

22

22

President, Electric Power & Natural Gas & Pipeline Divisions
Operating unit executives have an average of > 25 years of experience
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Company Overview
Challenges Subsiding – Momentum Building
2011 – Transition to Growth










2012 – Why We Are Excited



Big‐pipeline market challenged
Electric distribution gradually
improves
Record electric transmission
awards
Project delays in all segments
Choppy renewables market
Strategic shift to shale gathering
systems
Electric transmission projects
ramp‐up in 2H11
Telecom projects ramp‐up in
2H11
Pipeline environment improves in
4Q11
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Record backlog
10+ large electric transmission
projects in construction
Robust electric transmission
opportunities
Electric distribution gradually
improving
Pipeline business improving
Shales and oil sands active
Telecom ramping‐up
Fiber licensing business growing

Company Overview
Why We Are In the Pipeline Business
Drivers for Pipeline Infrastructure Development
Natural Gas






Shales have increased domestic natural
gas supply to more than 100 years at
current usage rates
Abundant gas supply at economically
attractive prices will drive increased
demand
–

–
–
–



Oil & Natural Gas Liquids (NGLs)






FERC predicts nine of the next ten fossil
fuel power plants built will be natural gas
plants
Increase in natural gas vehicles
To provide base load power to offset
renewables intermittency
Natural gas is cleanest burning fossil fuel

Low natural gas prices will increase
demand, which requires more
pipelines
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Pipeline development for oil and NGLs
is active
Current activity driven by high
commodity prices for both oil and
NGLs
Shales active for oil and NGLs
Canadian oil sands active

Company Overview
Why We Are In the Pipeline Business
Natural Gas & Pipeline:
As Reported

Natural Gas & Pipeline:
Pro Forma with Pipeline Acquisitions

($ in millions)

($ in millions)

$1,403

$2,275
$2,052
$1,025

$880
$453

8.7%

$1,418

$785
8.0%

8.5%

14.5%

$1,042
8.6%

4.4%
2007

13.6%

‐4.5%
2008

Revs.

2009

2010

‐4.2%

2011*

2008

Op. Inc. Margin

2009

Revs.

* Excludes a $32.6 million charge to cost of services
related to a pension plan withdrawal liability.

2010

2011*

Op. Inc. Margin

* Excludes a $32.6 million charge to cost of services
related to a pension plan withdrawal liability.
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Company Overview
Understanding the Long‐Haul Pipeline Business

Revenue
Backlog

3Q

Q 4Q Q

2 2Q Q

1Q

3Q

Q 4Q Q
4Q

Typical Bidding Season
Bidding Season & Backlog





Bidding season for long haul work starts
midway into 4Q and runs through the
following May
Projects are bid and awarded during the
bidding season for work to be done that year
Backlog builds during bidding season and
burns as projects begin and progress to
completion the following 3Q/4Q

Bidding Season
Begins Again
Project & Revenue Ramp






With the exception of Canada, generally not
working on long haul projects in 1Q
Projects begin and revenues begin to build in
the later part of 2Q and are in full gear in 3Q
3Q is typically the largest revenue quarter for
long haul work
Projects typically complete in 4Q
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Company Overview
Understanding the Long‐Haul Pipeline Business


Increased revenue contribution from shale gathering system, pipeline integrity and gas
distribution projects should provide diversity to mitigate some of the cyclicality of the long‐
haul business



These efforts provide steady growth with attractive margins
Intended Effect of
Revenue Diversity

Revenue from
Diversified Services

Long‐Haul
Revenue

1Q

2 2Q Q

3Q

Q 4Q Q

1Q

4Q
Typical Bidding Season

Bidding Season
In Process
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Strategies for Differentiation & Growth

Strategies for Differentiation & Growth
Key Differentiators Support Our Growth Strategies


Safety Record – Industry leading and a core
value



Industry Diversity – Allows Quanta to capitalize
on multiple growth opportunities



Technology – Energized services, automatic
welding, Q‐Trench Solution, intelligent pigging,
micropiles



Scope and Scale – Provides complete
infrastructure solution on any size project for
customers



Financial Strength – Allows for acquisitions,
bonding capacity, EPC projects and selective
project financing to facilitate construction
revenue



Reputation – For getting even the most
complicated project completed on time and on
budget
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Strategies for Differentiation & Growth
Initiatives to Grow the Business Over the Next Five Years
 Leverage existing leadership position in core services to expand in current
markets and penetrate new ones
Acquisitions have played a significant role in our strategic growth
and will continue to do so
Strategic Criteria

Recent Acquisition Example



Company brings leadership position in new
geography or enhances capabilities in an existing
geography




Valard Construction ‐ Canada
Coe Drilling ‐ Australia



Company brings unique service or technology
that Quanta can leverage to further differentiate
its turnkey solution offering




UtiliMap
Crux Subsurface



Company brings leadership position in new end
market



Price Gregory
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Strategies for Differentiation & Growth
Initiatives to Grow the Business Over the Next Five Years
 Leverage existing leadership position in core services to expand in current
markets and penetrate new ones


Acquisition of several leading T&D
contractors in Canada: 2010 & 2011



EPC Solar

Electric

Electric







Establish local presence for midstream
gathering work in key shales: 2011

Pipeline






Acquisition of proprietary inline
inspection technology (pigging)

Pipeline






Development of Micro‐Trenching (Q‐
Trench Solution) technology and
equipment

Telecom
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Huge midstream infrastructure need in shales –
growth
Recurring‐like revenue stream – better
predictability
Significant pipeline integrity testing growth
opportunity
Adding pigging solution allows Quanta to be a full‐
service pipeline inspection and rehab company
Reduces underground fiber installation costs
significantly
Minimally invasive to right‐of‐way and
environment
Ideal solution for urban areas

Rationale

Example



Become market leader in Canadian T&D
Be positioned to capitalize on significant
multiyear growth opportunities
Leverage North American presence and electric
power leadership into EPC solar
Focus on balance of system costs

Strategies for Differentiation & Growth
Initiatives to Grow the Business Over the Next Five Years
 Create additional platforms to continue profitable growth for the
long‐term
International Opportunity




Significant infrastructure needs and
development opportunities
Many emerging market countries
do not have capabilities
Large opportunities for our core
competencies

Attractive Market Characteristics





Abundant natural resources
Emerging middle class
Politically stable and U.S. friendly
A political or other event causing a
focus on infrastructure spending
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Strategies for Differentiation & Growth
Initiatives to Grow the Business Over the Next Five Years
 Establish programs to continuously improve safety and operational
performance standards and results
OSHA Frequency Rates by Calendar Year
As of 12/31/11

6
4

5.80

5.90

2.30

5.00
3.94

4.00

3.90

2.51

2.32

3.33
2.35

1.90

2008

2009

2010

2011



Quanta’s focus on safety
has resulted in a
continuous
improvement in OSHA
frequency rates



Safety is engrained in
Quanta’s culture

1.60
1.50

0.94

0.73

0.73

0.68
0.66

0
2007

Customers are
increasingly focused on
safety

2.20

2

2
0



2007

2008

2009

2010

2011

Industry Total Injury & Illness Rate

Industry Lost Time Incident Rate

Quanta Total Injury & Illness Rate

Quanta Lost Time Incident Rate
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Summary
Well Positioned for Profitable Growth
 The vision for creating Quanta is being realized and the inflection
point to a multiyear growth cycle is here
 Quanta is pursuing a multi‐pronged strategy to differentiate it from
specialty contractor and E&C peers
 Quanta is executing on a comprehensive strategy that will allow the
company to grow significantly over the near‐ and long‐term
 We look forward to all of our stakeholders sharing in our success

21

Questions

Appendix
Reconciliation of Pre‐Acquisition Natural Gas & Pipeline Segment Combined Operating
Margin
($ in thousands)
Years Ended December 31,
2009
2010

2008
Calculation of NG&P Pro Forma Combined Operating Margins
Revenues ‐ As Reported
Pre‐Acquisition Revenues
Revenues ‐ Pro Forma Combined

$
$

Operating Income Before Amortization ‐ As Reported
Impact of Multi‐employer Withdrawal Liability
Pre‐Acquisition Operating Income Before Amortization ‐ Pro Forma
Pro Forma Combined Operating Income before Amortization

$

$

As Reported Operating Margin for the NG&P Segment
Pro Forma Combined Operating Margin for the NG&P Segment

879,541
1,395,787
2,275,328
76,169
‐
233,049
309,218
8.7%
13.6%
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$
$
$

$

784,657
1,267,574
2,052,231
62,663
‐
234,965
297,628
8.0%
14.5%

$
$
$

$

1,403,250
15,106
1,418,356
119,175
‐
3,400
122,575
8.5%
8.6%

2011
$
$
$

$

1,024,833
16,927
1,041,760
(78,543)
32,600
2,411
(43,532)
‐7.7%
‐4.2%

Forward‐Looking Statement Disclaimer
Applies to all of the presentations & comments made today
This presentation (and oral statements regarding the subject matter of this presentation) includes forward‐looking statements reflecting assumptions, expectations,
projections, intentions or beliefs about future events that are intended to qualify for the "safe harbor" from liability established by the Private Securities Litigation Reform
Act of 1995. You can identify these statements by the fact that they do not relate strictly to historical or current facts. They use words such as "anticipate," "estimate,"
"project," "forecast," "may," "will," "should," "could," "expect," "believe," "plan," "intend" and other words of similar meaning. In particular, these include, but are not
limited to, statements relating to the following:
 Projected revenues, earnings per share, other operating or financial results and capital expenditures;
 Expectations regarding our business outlook, growth or opportunities in particular markets;
 The expected value of contracts or intended contracts with customers;
 The scope, services, term and results of any projects awarded or expected to be awarded for services to be provided by Quanta;
 Expectations relating to Quanta’s participation in the TransCanada Keystone XL project, including TransCanada’s ability to obtain required approvals for the project and
the parties’ intentions to enter into definitive documentation regarding the project and the related joint venture;
 Potential opportunities that may be indicated by bidding activity;
 The potential benefit from acquisitions;
 Estimates regarding Quanta’s partial withdrawal liability and factors that may affect the amount of liability in the future;
 Statements relating to the business plans or financial condition of our customers;
 The impact of renewable energy initiatives, including mandated state renewable portfolio standards, the economic stimulus package and other existing or potential
legislative action on future spending by customers and Quanta’s strategies and plans, as well as statements reflecting expectations, intentions, assumptions or beliefs
about future events, and other statements that do not relate strictly to historical or current facts;
These forward‐looking statements are not guarantees of future performance and involve or rely on a number of risks, uncertainties, and assumptions that are difficult to
predict or beyond our control. These forward‐looking statements reflect our beliefs and assumptions based on information available to our management at the time the
statements are made. We caution you that actual outcomes and results may differ materially from what is expressed, implied or forecasted by our forward‐looking
statements and that any or all of our forward‐looking statements may turn out to be wrong. Those statements can be affected by inaccurate assumptions and by known or
unknown risks and uncertainties, including the following:
 Quarterly variations in our operating results, including as a result of weather, site conditions, project schedules, and regulatory and environmental restrictions;
 Adverse economic and financial conditions, including weakness in the capital markets;
 Trends and growth opportunities in relevant markets;
 Delays, reductions in scope or cancellations of anticipated, existing or pending projects, including as a result of weather, regulatory or environmental processes, or our
customers' capital constraints;
 The successful negotiation, execution, performance and completion of anticipated, pending and existing contracts;
 The ability to obtain awards of projects on which we bid;
 The ability to attract skilled labor and retain key personnel and qualified employees;
 Potential shortage of skilled employees;
 Our dependence on fixed price contracts and the potential to incur losses with respect to these contracts;
 Estimates relating to our use of percentage‐of‐completion accounting;
 Our ability to generate internal growth;
 Our ability to effectively compete for new projects and market share;
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Forward‐Looking Statement Disclaimer
Applies to all of the presentations & comments made today
 The potential adverse impact resulting from uncertainty surrounding
acquisitions, including the ability to retain key personnel from the acquired
businesses and the potential increase in risks already existing in our operations;
 The adverse impact of goodwill or other intangible asset impairments;
 The adverse impact of impairments of investments in third parties;
 Our growth outpacing our decentralized management infrastructure;
 Requirements relating to governmental regulation and changes thereto;
 Inability to enforce our intellectual property rights or the obsolescence of such
rights;
 Risks related to the implementation of an information technology solution;
 The impact of our unionized workforce on our operations and on our ability to
complete future acquisitions;
 Potential liabilities relating to occupational health and safety matters;
 Our dependence on suppliers, subcontractors or equipment manufacturers;
 Risks associated with our fiber optic licensing business, including regulatory
changes and the potential inability to realize a return on our capital
investments;
 Beliefs and assumptions about the collectability of receivables;
 The cost of borrowing, availability of credit, fluctuations in the price and trading
volume of our common stock, debt covenant compliance, interest rate
fluctuations and other factors affecting our financing and investment activities;
 The ability to access sufficient funding to finance desired growth and
operations;
 Our ability to obtain performance bonds;
 Potential exposure to environmental liabilities;
 Our ability to continue to meet the requirements of the Sarbanes‐Oxley Act of
2002;
 Rapid technological and structural changes that could reduce the demand for
services;
 The impact of increased healthcare costs arising from healthcare reform
legislation; and
 The other risks and uncertainties as are described elsewhere herein and under
Item 1A. "Risk Factors" in our Annual Report on Form 10‐K for the year ended
December 31, 2011 and as may be detailed from time to time in our other
public filings with the SEC.

 Potential failure of renewable energy initiatives, the economic stimulus package or other
existing or potential legislative actions to result in increased demand for our services;
 Liabilities associated with multiemployer pension plans, including underfunding of
liabilities and termination or withdrawal liabilities;
 The possibility of an increase in the liability associated with Quanta’s partial withdrawal
in the fourth quarter of 2011 from a multiemployer pension plan, including as a result of
successful legal challenges by the pension plan;
 Unexpected costs or liabilities that may arise from lawsuits or indemnity claims asserted
against us;
 Liabilities for claims that are self‐insured or not insured;
 Risks relating to the potential unavailability or cancellation of third party insurance;
 Cancellation provisions within our contracts and the risk that contracts expire and are
not renewed or are replaced on less favorable terms;
 The potential that participation in joint ventures exposes us to liability and/or harm to
our reputation for acts or omissions by our partners;
 The failure of the TransCanada project to proceed or Quanta to be a participant,
including as a result of TransCanada’s inability to obtain all necessary approvals or the
failure of the parties to reach final terms on the contract with TransCanada or on the
joint venture arrangements;
 Our inability or failure to comply with the terms of our contracts, which may result in
unexcused delays, warranty claims, damages or contract terminations;
 The effect of natural gas and oil prices on our operations and growth opportunities;
 The inability of our customers to pay for services;
 The failure to recover on payment claims or customer‐requested change orders;
 The failure of our customers to comply with regulatory requirements applicable to their
projects, including those related to stimulus funds, potentially resulting in project delays
or cancellations;
 Budgetary or other constraints that may reduce or eliminate government funding of
projects, including stimulus projects, which may result in project delays or cancellations;
 Estimates and assumptions in determining our financial results and backlog;
 Our ability to realize our backlog;
 Risks associated with expanding our business in international markets, including
instability of foreign governments, currency fluctuations, and compliance with foreign
laws and the FCPA;
 Our ability to successfully identify, complete, integrate and realize synergies from
acquisitions;

All of our forward‐looking statements, whether written or oral, are expressly
qualified by these cautionary statements and any other cautionary statements
that may accompany such forward‐looking statements or that are otherwise
included in this report. In addition, we do not undertake and expressly disclaim
any obligation to update or revise any forward‐
looking statements to reflect events or circumstances after the
date of this report or otherwise.
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