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U.S. PPP Status Report

• Financial close in 2012: $11 billion
• RFPs in 2012: $11 billion
• RFPs in 2013-14: $22 billion
• Opening in 2012: three projects, $3.4 billion

(Public Works Financing es�mates)

Financial close intended in 2012 Total $11 billion Risk

Virginia—Midtown Tunnel $2.1 billion demand
California—Presidio Parkway $480 million availability
Virginia—I-95 HOT lanes $940 million demand
Virginia—US 460 toll road $1.7 billion availability
Texas—North Tarrant HOT lanes, ph. 2 $2.7 billion demand
No. Carolina—Mid-Currituck Bridge $700 miillion availability
Ohio—Ohio State Univ. parking $375 million demand
Puerto Rico—airport lease $1 billion demand
California—Carlsbad desalination $800 million availability
Pennsylvania—Harrisburg water na availability
N.J.—Bayonne water-wastewater na availability

RFPs expected in 2012 $11 billion Risk

New York—LaGuardia terminal $3.6 billion availability
New York—Goethals Bridge $1.6 billion availability
Indiana—East End Bridge $1.45 billion availability
Alaska—Knik Arm Bridge $1.1 billion availablity
New Jersey—NJ Transit parking $750 million demand
New York—Yonkers schools $700 million availability
Ohio—Portsmouth Bypass $600 million availability
Nevada—Boulder City Bypass $400 million na
Pennsylvania—Scudder Falls Bridge $300 million na
North Carolina—I-77 HOT lanes $200 million demand
Texas—MoPac managed lanes $200 million demand
California—Woodland-Davis wwtr DBO $400 million availability
Rhode Island—Woonsocket wwtr DBO $100 million availability

RFPs likely in 2013-2014 $22 billion Risk

Florida—I-75 HOT lanes $420 million availability
Florida—I-4 HOT lanes $2.15 billion demand
Colorado—US 36 $140 million na
California—I-710 gap closure $3 billion availability
California—I-710 freight corridor $6 billion availability
California—Sepulveda Pass multimodal tunnel $10 billion availability

Brownfield leases possible in 2012-2014 Risk

Missouri I-70 na demand
North Carolina I-95 na demand
Ohio Turnpike $2.4 billion demand
Virginia I-95 na demand

Project Opening Dates Risk

7/12 Virginia—Jordan Bridge $100 million demand
8/12 Maryland—Seagirt terminal $340 million demand
10/12 Virginia—495 HOT lanes $1.9 billion demand
11/12 Texas—SH-130 $1.4 billion demand
12/13 Florida—I-595 HOT lanes $1.8 billion availability
5/14 Florida—POMT $1.1 billion availability

Optimism On PPP Deal Flow

After a long drought, people with money
are cheering again for P3s. Developers of
about $11 billion worth of greenfield high-
way and water deals intend to close by year
end, according to PWF’s major projects
database (see chart). RFPs for 13 projects
with estimated costs of $11 billion have
been issued or announced. And three P3
projects will go into service by year end.

“We’re seeing a nice rebound,”
Meridiam Infrastructure partner Joseph
Aiello told an audience at an upbeat TFI
News P3 conference this month. “We
expect 2012-13 to be like 2010, when there
were a lot of deals in the market.”

“P3 is not a four-letter word anymore,”
says Greg Carey, co-head of infrastructure
finance at Goldman Sachs, which issued the
$552 million private activity bonds in 2008
for the 495 Express Lanes project. “I’m
very optimistic about the next four years,”
he says.

For new projects, there is little investor
appetite for traffic risk—“It is impossible to
predict revenues,” saysAnne Hird Rabin, of
Hochtief P3 Solutions.

So the focus is on politically strong pro-
jects in creditworthy states that are willing
to appropriate funds for availability pay-
ments. Of the 13 projects expected to issue
RFPs this year, eight are planned as avail-
ability pay deals. That pleases U.S. design-
build contractors, who prefer not to com-

See p. 24 for PWF’s
Annual Water Partnerships

Report



pete against Spanish concession-
aires who are more comfortable
with traffic risk.

Florida DOT, advised by Jeffrey
A. Parker Associates, led the move
to an availability pay model with the
financial close in 2009 of the Port of
Miami Tunnel and I-595 managed
lanes, together worth almost $3 bil-
lion. Ananth Prasad, Florida DOT
Secretary, says the state has com-
mitted annual availability payments
of $250 million for those projects,
which, he notes, is a smart invest-
ment of funds from FDOT’s $8 bil-
lion annual budget.

Indiana is following suit with an
availability pay financing set for
late this year for the $1.45-billion
East End toll bridge over the Ohio
River north of Louisville, Ky. Gov.
Mitch Daniels, whose term ends in
2013, supports the dedication of
state funds for the project, which is
being procured by the Indiana
Finance Authority. Qualifications
are due Apr. 9

Two other large availability
pay P3s appear to be moving
toward RFPs, after long delays.
The three finalists for the
Goethals Bridge were given a
draft RFP this month for the
$1.6-billion DBM+F conces-
sion. And the Alaska legislature
adjourns Apr. 20, creating a go-
no go situation this year for the
Knik Arm Bridge P3 in
Anchorage.

The bridge sponsors have asked
the legislature to create a special
state account capitalized with $150
million as a reserve fund for avail-
ability payments while toll revenues
ramp up on its proposed $1.1-billion
bridge. Both projects are seeking
TIFIA loans which will determine
the pace of their financial close.

The Cycle of Cynicism

The startup late this year of the
495 Express Lanes project just out-
side of Washington, D.C., the
Jordan Bridge in Virginia, the Sea
Girt marine terminal in Baltimore,
and SH 130 in Texas will “break the
cycle of cynicism” about P3s’ bene-
fits, says Christopher Ward, a senior
vice president at Dragados USA,
and formerly executive director of
the Port Authority of New York and
New Jersey.

Macquarie’s D.J. Gribbin fears
those successes will go unnoticed
without a P3 trade association to
promote P3s. Ward disagrees, not-
ing that government officials are not
swayed by promoters. “People fear
smart alecs,” he says.

Presidential politics is not likely
to affect the pace of P3s, says John
Dionisio, Corporate & Finance
Manager, Investment Director at
Meridiam. If provisions contained
in both the Senate and House trans-
portation bills for a $1-billion TIFIA
program are adopted, “I don’t think
it matters who’s elected president,”
he says.

Carey says the current focus in
Washington on sustainability has
translated into a preference for tran-
sit-related investments in the stimulus
and TIGER grants programs. “You
now need steel wheels to get any
money from [President] Obama,” he
says. If the Senate goes to the GOP,
“the strings on the dollars will be dif-
ferent,” he says. “I think you’ll see
more highways and P3s.”

It’s About Deal Flow

Leases of existing assets, the
focus of most infrastructure equity
funds, can’t be financed with TIFIA
debt. So a steady stream of green-
field projects will be required to
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maintain political support for the loan program.

Without a credible project pipeline, unspent TIFIA
funds will be pulled back quickly, says James O’Keefe, a
transportation staffer to Sen. James M. Inhofe, the ranking
Republican on the Senate Environment and Public Works
Committee.

One danger with playing “shovel-ready” P3 politics in
Washington, says Dale Bonner, is that the promised jobs
won’t appear. “There’s a chance you can strain people’s
credibility by pushing the jobs message too far,” says
Bonner, a principal at Cal-Infra Advisors, and former
Secretary of Business, Transportation and Housing for
Gov. Arnold Schwarzenegger in California.

A shortage of equity for greenfield projects could slow
the pace of deals. Infrared, Meridiam, Spanish contractor-
investors and Macquarie compete for projects involving
new construction. But those investors are maxed out at
about $120 million per deal, says a competing developer:
“There’s going to be a big shortage of equity if we’re real-
ly going to get these projects done.”

Asian builder-investors, Samsung and SK Group of
South Korea, for example, are teaming with U.S. partners to
pursue P3 projects. They bring cheap money and expertise,
especially on cable-stayed bridges. But they and otherAsian
deep pockets have not yet had a P3 success in the U.S.

The prospect of greater deal flow in the U.S. has drawn
in a number of U.K. law firms with broad international
experience in P3 projects. These include SNR Denton,
which drafted the UK Government’s model DBFO roads
contract; Hogan Lovells, which acquired Hogan & Hartson
in 2010, and is advising on the U.S. 36 HOT lanes project
in Colorado; Allen & Overy, which is advising the Port
Authority on the Goethals Bridge P3; and Freshfields,
which advised Denver RTD on its Eagle P3 rail concession.

Water Optimism

Harrisburg, Pa. and Nassau County, N.Y., are rushing
now to raise money from long-term concessions of their
utility systems, and Detroit may be close behind. Both
ongoing procurements seem to be aimed at producing
indicative prices that can be used to build political support.
The governments’ need for capital is great, however, so
leasing their utility assets may be possible, although it has
not been done successfully in any of a half dozen other
attempts in the past few years.

In New Jersey, United Water is teamed with investor

KKR in late-stage discussions with Bayonne, N.J.’s
municipal utility authority for a long-term concession to
manage the city’s underground infrastructure and cus-
tomer services, as well as to provide long-term investment
in the utility system from KKR’s debt and equity funds.

The city has bulk water and sewage treatment contracts
with regional public providers, but operates its own collec-
tion and distribution systems. The amount of the invest-
ment would be well below KKR’s typical deal size. But
there are hopes that Bayonne could become part of a
regional strategy involving Hoboken and Jersey City, both
of which are long-term clients of United Water.

In California, Poseidon Resources and San Diego
County Water Authority began negotiating financial terms
of a long-term water purchase contract this month for a 50-
mgd seawater desalination plant in Carlsbad, Calif.
Poseidon won an allocation of $780 million in private
activity bonds (PABs) from the state last October. Kiewit,
Shea Construction and IDE Technologies were competi-
tively selected as the EPC last fall. Barclays Capital is
managing the bond financing, which is expected to be
completed later this year.
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Social Infrastructure Slump

Social infrastructure has not proven to be much of a market
in the U.S. After the Long Beach, Calif., courthouse deal in
2010, “We were hoping for a domino effect, and it didn’t hap-
pen,” says Dionisio. The real estate component of that deal is
what made it interesting to Meridiam, he says.

Investors are waiting to see whether there will be a real
estate play on the proposed Travis County Courthouse P3 in
Austin, Tex. Ernst & Young and Hawkins Delafield &Wood,
both of which advised on Long Beach, will issue a report in
a few weeks on the feasibility of a P3 in Austin. A political
champion has yet to emerge for that $300-million project,
without which a P3 is doubtful, says a close observer.

In Yonkers, N.Y., Ernst &Young and Hawkins Delafield &
Wood are among eight advisory groups waiting to hear from
the schools district on a wide-ranging mandate to procure
$700 million in capital projects as P3s. The key to the deal
will be creation of a structure that ensures borrowing will be
appropriation risk obligations, not debt of the school district.

U.S. bankers and P3 advisors may begin to sign up work in
Canada. Canadian availability pay deals until now have been
very straightforward, says Edward Fanter, director infrastruc-
ture banking for BMO Capital Markets in New York. That has
given Canadian bank and bond markets—and advisors—a near
monopoly on their home turf. That may be coming to an end,
he says, as Canadian provinces move into more complex deals.

“We have a large breadth of experience in getting difficult
deals done in the U.S.,” Fanter says. “We’re flexible. We don’t
have to do cookie-cutter deals.”

SSttaattee  PP33  RReeppoorrttss

Ohio: “Great Vision and
Support”

There is “great vision and support” for
Ohio’s new P3 program, says James Riley, a
former Halcrow executive who was recently
hired to head ODOT’s new Division of
Innovative Delivery. A review of all ODOT
projects is underway to identify potential P3s.
At this point, Riley says, ODOT has identified
$1.6 billion in shovel-ready projects and has
$10 billion more under development.

Value-for-money analyses will be complet-
ed by July for two projects: a $600-million,
16-mile bypass of Portsmouth, now seen as

an availability pay project; and a $2.4-billion Ohio River
bridge south of Cincinnati to carry 160,000 (vpd) between
Ohio and Kentucky. P3 and tolling authority would have to be
approved in Kentucky for the project to move forward.

Two teams of consultants will be hired soon and individ-
ual projects will have their own advisors, including a major
naming-rights initiative. KPMG leads a consulting team that
will complete a study by year-end for leveraging options for
the Ohio Turnpike, which reports $232 million in annual toll
revenues. Riley says a long-term lease is “a political hot pota-
to.”

Because it connects to the Indiana toll road and Chicago
Skyway, both of which are operated by Cintra, a concession of
the Ohio Turnpike would result in private control of about half
of the turnpike miles from Chicago to the major east coast ports.

Virginia: $5 Billion in P3s to Close This
Year

Transportation Secretary Sean T. Connaughton says VDOT
expects to announce a P3 project pipeline by the end of April.
It will show that Virginia will close $5 billion worth of deals
this year, he predicts:

• Midtown Tunnel in early April

• I-95 HOT lanes

• U.S. 460 availability pay

IRIDIUM CONCESIONES 
DE INFRAESTRUCTURAS, S.A.
(F l D d C i d I f t t S A)
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• Traffic operations outsourcing contract

Farther out, Connaughton said VDOT is studying these
projects:

• Hampton Roads Third Crossing

• Hampton Roads Bridge Tunnel

• Route 53

• I-95 tolling

• I-66 HOV conversion west of Washington, D.C. 

• I-64 Chesapeake to I-264 Virginia Beach

VDOT also expects to hire advisors soon to evaluate
naming rights on its facilities, mainly rest stops, he says.

Florida: Availability Pay Leader
Ananth Prasad, Florida DOT Secretary, says that since

2007, Florida has completed two long-term availability pay
procurements—I-595 and the Port of Miami Tunnel—six
DBF projects, and two BFs, for a total of $4 billion. FDOT
has three DBFs in procurement now, from $80 million to
$120 million, and one more planned. Prasad says FDOT
expects to sign the gap-financing contracts this summer. 

(Prasad said FDOT’s contract letting rate had dropped to
$2.7 billion a year in 2012 and 2013, below the 2007 level
of $3 billion. Gap financing via DBFs will help make up that
difference until revenues recover, he says.

Construction prices in Florida have dropped 40%, to
2007 levels, says Prasad, making DBF projects feasible.
Oppenheimer Funds and a number of banks have expressed
interest in the DBF projects, which are drawing 6-7 bidders
each. In one case, a local county is exploring issuing bonds
to support an FDOT project. So far, no large contractors or
P3 developers have shown interest. The big issue, Prasad
says, is the assignment of payments to banks.)

The legislature this month redirected $250 million from
the general fund back into the highway trust fund, and broad-
ened the use of tolling. All new Interstate capacity in Florida
will be express toll lanes, says Prasad, who is building a
regional managed lanes system in south Florida. Projects
under consideration as either public projects, demand risk or
availability pay, are:

• I-75 managed lanes, a $420-million project, extending the
I-595 Express Lanes into Miami Dade County.

• I-4 managed lanes, a 19.5-mile, $2.15 billion project, near
Orlando. An industry conference is planned for July and
an RFP could be issued late next year. Prasad says FDOT
has more than $800 million to contribute to the $2-billion
HOT lanes project on I-4, the state’s most congested high-
way.

Prasad says FDOT will announce this month a passenger
rail project that will require the private operator to take full
traffic risk. “That’s what will drive this project,” he says.
“If that model doesn’t work, then frankly we’re not inter-
ested.”

Taking advantage of favorable subcontractor prices,
I-595 is moving quickly, at $20 million a month, and
will be completed three months ahead of schedule, by
the end of 2013.  When that happens, Prasad says, “It
will be a game-changer in south Florida.”

InfraConsult
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North Carolina: Waiting for Mid-
Currituck

Eugene A. Conti, North Carolina DOT Secretary, says a
record of decision (ROD) is expected this spring for North
Carolina’s first P3 project, the $600 million to $700 million
Mid-Currituck Bridge, being procured under a predevelop-
ment agreement with Iridium, the concessions arm of
Dragados. 

Negotiations on the design, construction, financing, oper-
ations, and maintenance of the project will be completed in
“the next few weeks or months,” says Conti. Annual appro-
priations have been committed to support toll revenue
financing and construction will start late this year or early
next, either as a design-build or DBFOM.

A shortlist will be published March 30 for a $200-million
DBFOM project to convert the I-77 HOV lanes to managed
lanes north of Charlotte to tolled express lanes. Four teams
submitted qualifications, including ACS, Cintra, OHL and
Vinci. A southern segment will be considered as a P3 after
responses are reviewed.

The proposal to improve and toll I-95 from border to bor-

der as a P3 is drawing a lot of fire. “We’re meeting a lot of
political opposition,” says Conti, “and it’s growing every
day” as a decision by FHWA on the proposed pilot project
gets closer. Tolling of the improved segments would not
begin until about half-way through the 20-year project, he
says.

NCDOT expects to hire an advisor in July for a mixed-use
development/rail project on land NCDOT owns in down-
town Charlotte near the Gateway rail station.

Colorado: Unsolicited Proposals
Colorado DOT solicited statements of interest on March

16 and wants responses on April 23 from firms “interested in
submitting a co-development proposal to assist CDOT in
providing a long-term solution to the congestion and mobili-
ty issues on the I-70 Mountain Corridor through a program
of highway, transit and other improvements. This would also
include helping CDOT to secure a Public-Private Partnership
for financing, designing, building, and operating the I-70
improvements through a long-term concession agreement.”

The RFI is in response to an unsolicited proposal by
Parsons last July for a contract to manage phased improve-
ments in the corridor, including HOT lanes and future rail
work. Its proposal was made to the High Performance
Transportation Enterprise.

CDOT expects to complete an FEIS soon for the I-70 East
Viaduct project, costing as much as $2 billion, and is consid-
ering delivery options now, says Trey Rogers, chair of the
Transportation Commission. 

Meanwhile, the Regional Transportation District (RTD) n
Denver on Mar. 13 received an unsolicited proposal from
Kiewit Infrastructure Co. to accelerate completion of its I-
225 Light Rail line, estimated at $750 million. No details
were made public on the development approach offered by
Kiewit.

This is the second unsolicited proposal RTD has gotten
since it closed a $2.1-billion DBFOM concession financing
in 2010 for its Eagle 3 project with Fluor Enterprises and
Balfour Beatty Rail as design-builders. The low equity
requirement in the availability pay financing—$55 million at
completion—is attractive to design-builders.

Fluor and Balfour Beatty submitted a proposal last
September for developing a $900-million segment of the
North Metro corridor, but it was rejected by RTD.
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RTD is in trouble. Schedules are slipping badly and
costs are almost double estimates in 2004 when RTD won
a 0.4 percent sales tax to build its FasTraks system. RTD is
weighing a referendum this year seeking an additional 0.4
percent tax. If voters reject it, the system-wide completion
schedule slips to 2042.

“We’ve been encouraging the industry to think outside
the box and come up with innovative ways to invest in our
projects and get them done sooner rather than later,” said
RTD Board Chair Lee Kemp.

If the Kiewit proposal is accepted, a request for compet-
ing proposals will be made in a few months. 

Texas: Unfriendly to P3s
Control over project delivery decisions in Texas has

shifted in the past year from Texas DOT to so-called
Section 1420 local stakeholders’ groups, working with
regional planning organizations. Adding another layer of
local control to transportation decisions has resulted in
design-build being favored over P3 delivery on two key
projects—the Grand Parkway toll road in Houston last
month, and, on March 26, I-35 East in Dallas. 

P3 teams were assembled over a year ago, and the unan-
imous decision on I-35E was made three days after quali-
fications were submitted. 

The next test is the SH 183 managed lanes project which
connects to Cintra-Meridiam’s North Tarrant Express man-

aged lanes project in Dallas. Thirteen groups responded to
the RFI on Feb. 29, and sources say a decision on DB vs.
a demand risk or availability pay P3 will be made in April.
Construction costs are estimated by TxDOT at $940 mil-
lion.

P3 Financing Leverages State Funds
Public Financing P3 Project Financing

($ millions) ($ millions)

State Grant* TIFIA ** PABs Bank Sr. Debt Private Equity TOTAL

SSRR 9911 EExxpprreessss LLaanneess $0 $0 $0 $100 $30 $130
DDuulllleess GGrreeeennwwaayy 0 0 0 298 80 378
SSRR 112255,, SSoo.. BBaayy EExxpprreessss 0 140 0 400 160 700
II--449955 HHOOTT llaanneess 409 589 589 0 350 1,937
SSHH 113300 sseegg.. 55++66 0 430 0 686 210 1,326
II--559955 (avail. pay) 0 603 0 781 208 1,592
PPOOMMTTuunnnneell (avail. pay) 100*** 341 0 342 80 863
NNoorrtthh TTaarrrraanntt EExxpprreessss 573 650 398 0 426 2,047
II--663355 LLBBJJ EExxpprreesssswwaayy 490 850 606 0 672 2,618
JJoorrddaann BBrriiddggee 0 0 0 0 100 100

Total $1,572 $3,603 $1,593 $2,607 $2,316 $11,691

* excludes public development costs     ** excludes capitalized interest     *** milestone payment

Source: Public Works Financing, May 2011
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Michael Morris, transportation director for the North
Central Texas Council of Governments, cautions conces-
sion bidders not to despair: “People should not read into this
where we’re going on 183. It’s a very different corridor.” 

For the Grand Parkway and I-35E projects, TxDOT had
long favored leveraging its dollars in a private toll conces-
sions. In response, five teams comprising 13 members and
other consultants were assembled to bid for Grand Parkway.
Four teams were formed to bid a concession for I-35E. The
same four plus one more submitted qualifications for a DB
approach, with public financing.

The 1420 committee reviewing I-35E initially seemed to
be in favor of an in-depth review of the options, says a bid-
der. A key benefit of a concession, he says, would have been
the ability to deliver more highway in less time, which
would have meant more work for the DB member of the P3
team. 

In retrospect, he says, the decision to select design-build
procurement on I-35E seemed a foregone conclusion.
“Michael Morris had the cake baked,” he says.

RFQs don’t contain any financing details to inform the
local stakeholder groups’ decisions, so he attributes the

move away from P3s to other factors. It’s partly political—
large contractors and entrenched public toll road operators
are protecting their turf.

But it’s also because local stakeholder groups and plan-
ning agencies aren’t convinced of the need to leverage their
own funds or their allocations from TxDOT. That’s espe-
cially true now because of a recent estimate by TxDOT that
it has a extra $2 billion to earmark to those agencies. Dallas-
Ft. Worth’s share of the total is over 30%, which does not
bode well for a decision next month favoring a P3 on SH
183, some believe.

So, the Texas P3 market seems to be moving backwards
to when only “bad” projects were offered for private financ-
ing. If so, Texas will lose the ability to leverage public funds
and accelerate delivery of critical transportation assets that
it will need to keep up with growth. 

P3 bidders left Texas after the SH 121 fiasco in 2008, in
which a concession was taken away from Cintra and con-
ferred on a regional toll authority. If, like Grand Parkway
and 35E, the SH 183 project gets a summary judgment in
favor of DB, it will be difficult to get competitive bids for
future projects.

“The next time they cry wolf, nobody is going to show
up,” says a P3 bidder.

. . . U.S. News

� LaGuardia P3 A Long Flight
Fifteen firms submitted conceptual P3 proposals to the Port
Authority last month for replacing LaGuardia Airport’s
main terminal, a $3.6-billion project for which the agency
will have no funding for at least 10 years. 

The RFQ begins the process of discovering the right bal-
ance between aviation revenue, parking and concessions
and to determine whether a stand-alone debt-equity financ-
ing is possible. That model was tried in 2001 by developer
ELCOR for Terminal 4 at JFK. It failed after 9/11, leaving
a bad taste in the airport group at the Port Authority. 

It’s not likely to work at LaGuardia either, says one of
the proposers, so alternative financing, possibly availability
payments with some mix of airport revenues, may come
into play. He believes it will take two years for the Port
Authority to collect the data and make a decision.

The Port Authority also is preparing a similar public-pri-
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vate partnership process to replace the outdated Terminal A
at Newark Liberty International Airport and is seeking to
issue a similar request for information from potential part-
ners for that project by year’s end. 

� Port Authority An Unhappy Family
Churning continues at the Port Authority of New York and
New Jersey as Gov. Andrew Cuomo’s appointed Executive
Director Patrick Foye tries to reshape an agency under
attack for being big, complicated and slow to fund and
deliver the projects its political overseers want.

The outcome is important for P3s—the Goethals Bridge,
LaGuardia airport’s main terminal, and Terminal A at
Newark Airport are targeted as private deals. If done well,
there is an expectation that other large infrastructure agen-
cies in the U.S. will follow suit.

A high-ranking bureaucrat at the Port Authority says
senior executives—CFO, COO, CAO, capital planning
director, among them—have been told their annual con-
tracts won’t be renewed at the authority’s board meeting in
April. It is rumored that Goldman Sachs bankers will fill
those slots, he says.

Lower down the ranks, the source predicts there will be
an exodus of veteran bureaucrats, who now can keep their
free medical coverage if they retire, but will have to con-
tribute $8,000 a year if they stay. That, combined with lost
vacation time, elimination of free EZPass privileges, and no
raises in the past three years, amounts to a substantial
reduction in compensation, he says—about $25,000 for an
employee making $150,00 per year. Given that, a $60,000
pension and free medical insurance for retirees may be
attractive, he says.

Unhappiness in the ranks is not good for change in any
large public agency. “A lot of bureaucratic hard work needs
to be done” to make a public-private partnership, says Chris
Ward, former executive director of the Port Authority.

� Correction
In an article on shovel-ready projects last month (PWF
January 2012, P. 10), we mistakenly reported that difficul-
ties being experienced on the East Side Access tunneling
project in New York City are due to estimating mistakes
made by Judlau Contracting in bidding the project in 2006.

The Construction Joint Venture (70% Dragados USA-
30% Judlau Contracting) has asked PWF to clarify that all
decisions related to the CJV were adopted by the CJV itself
and not by any one member alone.

� Mighty OMERS Lands In New York
OMERS, one of Canada’s largest public pension funds,
moved quietly into New York City last fall, opening an
office with 30 people at 320 Park Avenue. There is great
hope that the Canadians, with $53 billion in net assets, will
find a role in the U.S. P3 market. But it’s not likely, given
the complexity of U.S. deals and a mismatch between
OMERS’s goals and the need for greenfield equity in the
U.S.

“This office will advance our strategic growth plans
across all asset classes,” said Michael Nobrega, OMERS
President and CEO. “The opening of this office underscores
our commitment to expand in those regions where we
invest and where we have developed strategic relation-
ships.”

There is speculation in New York, for example, that
some large institutional investor might lease the completed
Tappan Zee replacement bridge, as was done by Canada’s
Pension Plan Investment Board with Highway 407 in
Toronto. But that doesn’t solve the more immediate prob-
lem of how to get projects built.

OMERS has had limited involvement with Canadian
P3s, largely because of the small size of the equity invest-
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ment opportunities. Some big U.S. transportation projects
may be worth the costly due-diligence effort. But it remains
to be seen whether OMERS’s infrastructure investment arm,
Borealis, will take a direct role in greenfield projects, which
is where the demand is in the U.S.

It hasn’t so far. Borealis has managed investments in four
brownfield transportation assets, starting with the Detroit
River Rail Tunnel in 2001, which is its only U.S. project.
OMERS’s requirement for a utility-like rate structure as
inflation protection rules out most projects. There have been
few secondary equity transactions in the U.S. P3 market, so
it has not warranted much attention.

Unlike public funds in the U.S., OMERS has developed
the capability to perform its own due diligence and manage
its assets internally, creating large savings. Further, its inter-
ests as a long-term equity investor are aligned with bond-
holders—and with governments, who prefer a publicly
owned investor. Finally, OMERS’s infrastructure invest-
ments returned 8.8% last year, higher than any other asset
class.

A long-term horizon is key. Most equity funds focusing
on the P3 market in the U.S. have only a limited appetite for
projects funded with TIFIA debt, for example. Major pro-
jects can take four or five years to complete and TIFIA locks

up equity for five more years while the TIFIA debt service
is deferred. Investors in a 10-year fund logically are unwill-
ing to wait eight years for a return.

OMERS has $10 billion invested in the United States, in
both public and private markets. As well as holdings in U.S.
public companies, significant private investments include
Oncor (electricity transmission), U.S. Infrastructure Corp.,
and a joint venture with Related Properties for the 12 million
square foot Hudson Yards redevelopment project.

� New Jersey Transit’s Parking Iditerod
New Jersey Transit’s (NJT) plans for competing the world’s
first full privatization of a major transit agency’s parking
assets stalled last year when it “ran into governance chal-
lenges” with local municipal parking operators, says
Executive Director James Weinstein. The agency now is
debating whether to continue with its privatization procure-
ment or to compete a comprehensive management contract
using a well-tested NJT contract. 

Weinstein’s preference, after 20 months of study, is the
long-term lease of most of NJT’s 162 stations, for which
five investor-operator groups were prequalified 14 months
ago. “Hopefully, it [the procurement] will get going before
the end of the Spring,” he says.

Excluding the contested assets, NJT’s advisors, Public
Financial Management and law firm Wolff & Samson, fig-
ure the deal still is worth $750 million, says Weinstein. That
includes an up-front fee plus the present value of 10-15% of
the private operator’s revenues over the term of the lease.

At many of NJT’s parking lots now, passengers fold dol-
lar bills and stuff them into slots in a metal cash box. In
some cases NJT has agreements with operators that have
been in effect for 25 years without a price increase. 

NJT and the federal government spent $500 million to
build the Frank R. Lautenberg rail station, about a 20-minute
drive from Manhattan, but “we didn’t include a parking lot,”
says Weinstein. Jerry Gottesman, Chairman of Edison
Properties, did—on private land next to the station. Prices
started at $5 a day and are now $23 and “the lot is always
full,” says Weinstein. 

“Parking is not our core business,” says Weinstein.

The immediate problem, Weinstein says, is that NJT
doesn’t have a discrete enterprise to privatize, like the
Chicago Skyway or the four parking garages at Millenium
Park that were leased for $560 million by Chicago.
Chicago’s parking leases have been “incredibly successful,”
says Weinstein.
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In addition to the parking privatization, NJT’s Peter J.
Garino, chief of capital programming and administration,
expects to procure a number of rail and station construction
projects in the $250-million range as P3s. These would use
an availability-pay model funded with efficiency savings,
he says.

Weinstein’s son, David, has been leading the efforts in
the governor’s office to implement Gov. Chris Christie’s
privatization program, the centerpiece of which is
NJTransit’s parking lease. An NJT windfall would be a
bureaucratic breakthrough for NJT and a triumph for the
governor.

Meanwhile, New York Gov. Andrew Cuomo has
announced a major program of public-private partnerships,
and the Port Authority of New York and New Jersey is
attempting to procure the Goethals Bridge replacement and
the main terminal at LaGuardia Airport using some form of
a P3. Both projects are moving ahead now under orders
from Patrick J. Foye, Cuomo’s pick as the Port Authority’s
executive director.

Weinstein has overseen the development of the regional
road and transit systems from the top of nearly every public
transportation agency in the state. 

“Once the dominoes start falling in the Northeast,” says
Weinstein, it will move quickly across the country. “The
Robert Moses days are gone. It’s time we got started with
these kinds of ideas.”

The dominoes don’t fall easily, however. “A lot of
bureaucratic hard work needs to be done” to make these
projects happen, says Christopher Ward, former executive
director of the Port Authority, and the inspiration for the
Goethals Bridge P3. 

In other parking lease P3s:

• Ohio State University required its trustees to sign off on
its parking privatization procurement before seeking
qualifications last fall. As expected, faculty recently
voted against the administration’s plan this month.
Interviews with the seven investor-operator groups that
responded are going ahead anyway and a financial close
could come as soon as late May. OSU advisors Morgan
Stanley and Jones Day and Desman Associates, figure a
50-year lease could net $375 million after defeasing $80
million in debt. 

• Eleven investor-operator groups were prequalified by
Sacramento, Calif., this month to submit proposals this
summer for a long-term lease of its on-street and garage

parking facilities. The city aims to net at least $245 mil-
lion to cover most of its promised contribution for a new
stadium for the Sacramento Kings.

Sacramento is advised by Walker Parking Consultants
and Siebert Brandford Shank. The city’s system includes
7,200 garage spaces and 5,500 on-street spaces in the
center city.

� Tappan Zee Bridge: Where’s The Beef?
The private sector advisors and bidders on the $5.2-billion
Tappan Zee Bridge (TZB) replacement project are losing
confidence that a financeable project will emerge from the
rushed procurement started by Gov. Andrew Cuomo last
fall. The four design-build bidders are comprised of some of
the largest contractors in America who are spending heavi-
ly to prepare fixed-priced bids on a very short schedule to
deliver a critical asset championed by both President Obama
and Gov. Andrew Cuomo. But, three months into the pro-
curement, they still don’t know how Gov. Cuomo plans to
pay for it, and they’re nervous.

“I hope I’m wrong but it looks like this whole thing is
about a photo op,” says one of the bidders, who has exten-
sive experience in New York State. “They want to show pri-
vate sector drawings and a picture of [President] Obama and
Cuomo in September. This is all about Cuomo [as a presi-
dential candidate] in 2016.”
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Now that the Senate has approved its
surface transportation bill, the action
moves to the House. Because the clock
was running out on the current law as of
March 31, the House faced a choice
between either rubber-stamping the
Senate measure or bringing about anoth-
er several-month extension. Fortunately
for the future of PPPs, the House opted
for an extension.

Were the Senate’s S.1813 to be adopt-
ed, the growth of transportation PPPs
would likely be stopped in its tracks.
That’s because S.1813 includes several
provisions intended by their author (Sen.
Jeffrey Bingaman, D, NM) to make PPPs
unattractive. One would forbid the use of
accelerated depreciation on PPP projects;
another would forbid the use of tax-
exempt private activity bonds (PABs) for

such projects; and a third would penalize
states that embrace PPPs by excluding
the miles of privatized highway from the
calculation of the state’s federal highway
funds. The first two aim at making PPPs
less attractive to investors; the third,
added as an amendment at the last
minute, is intended to make them less
attractive to states.

In addition, the Senate failed to pass
the bipartisan Carper/Kirk/Warner amend-
ment that would have expanded states’
access to tolling, by removing the numer-
ical limits from four tolling and pricing
pilot programs enacted as part of previ-
ous reauthorization measures. In a last-
minute deal, proponents of Sen.
Hutchison’s (R, TX) anti-tolling amend-
ment agreed to withdraw it in exchange
for the withdrawal of pro-tolling

Carper/Kirk/Warner. If the final bill goes
forward without broadening these pilot
programs, no additional states besides
Missouri, North Carolina, and Virginia
may use toll financing to reconstruct and
modernize a worn-out Interstate highway,
since they now hold the only three slots in
this pilot program. And there is currently
no House counterpart of
Carper/Kirk/Warner.

Hence, advocates of tolling and PPPs
need to concentrate their efforts on the
House, and especially on members of the
Transportation & Infrastructure
Committee, which is drafting the House
reauthorization bill. Expanding states’
options to use toll finance for Interstate
reconstruction should be the number one
priority on the revenue side, and main-
streaming the existing pilot programs

Transportation Policy
Review

TIME TO DEFEND TRANSPORTATION PPPS
by Robert W. Poole, Jr.
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(which were debated and approved by
previous Congresses) is the best way for-
ward on that issue.

As for PPPs, the real focus of
Bingaman’s several Senate provisions is
brown-field leases, such as that of the
Indiana Turnpike. Since there have been
only three major leases (Chicago Skyway,
PR 22, and Indiana), some PPP advo-
cates may be tempted to go along with
Bingaman’s restrictions, seeing brown-
field leases as a niche market, compared
with the “real” action in new lanes and
new toll roads. That would be a big mis-
take, for several reasons.

First, even if not a single other city or
state planned to lease any existing toll
road, what about the need to rescue failing
toll projects? Here in the United States, we
have seen four PPP toll projects file
Chapter 11 bankruptcies, due to toll rev-
enues coming in far below projections. In
two of these cases (Camino Columbia in
Texas and South Bay Expressway in
California), a government agency pur-
chased the assets and continues to oper-
ate the toll roads. But in the other two
cases (Pocahontas Parkway in Virginia
and Northwest Parkway in Colorado), pri-
vate concessionaires stepped in and res-
cued the failing projects via long-term
leases. Do we want to exclude this kind of
valuable investment? Tolled mega-pro-
jects are inherently risky, as we have seen
with the bankruptcy and subsequent pri-
vate sector rescue of three toll tunnels in
Australia. Rescuing struggling start-up
toll projects—whether government or pri-
vate--should not be overlooked as an
important category of brown-field lease.

Second, the political backlash against
brown-field leases rests on the premise
that this kind of transaction is about noth-
ing but money—a greedy government
conspiring with greedy investors to sock
it to the hapless motorist and trucker. It’s
a version of the trucking industry charac-
terization that Interstate tolling is nothing
more than “erecting toll booths on the
Interstate.” By that phrase, opponents

imply that the only
result of a brown-field
lease is to charge cap-
tive customers a lot
more to use the same
old highway.

Yet that claim is fal-
sified by the very nature
of a long-term lease (50
years, 75 years, and
sometimes longer).
Under any realistic sce-
nario, during that long a
period of time, the con-
cessionaire will have
make very significant
investments on (1) lane
additions due to contin-
ued economic growth,
(2) adding interchanges
and/or on and off-
ramps as development
occurs, and (3) com-
plete reconstruction of worn-out sections
(which over 50 or more years likely means
all of it). Thus, the only difference between
a greenfield PPP and a brownfield PPP is
the timing of the large capital investments.

Third, if PPP advocates fail to defend
brown-field transactions, they will be
handing opponents a victory that those
people will use in the future to argue
against greenfield transactions.
Underlying the opposition by groups
such as the Public Interest Research
Group, trucking organizations, and public
employee unions is the premise that it is
wrong for companies and investors to be
making a profit by providing high-quality
highway infrastructure. In fact, there is a
powerful case that limited-access high-
ways are and ought to be seen as a kind
of network utility. And most such network
utilities in this country are investor-
owned and operated (electricity, gas, tele-
phone, cable, and some water). Hardly
anyone argues that investor-owned elec-
tric utilities are wrong in principle
because it’s just not right that someone
should make a profit by delivering such a
vital service.

My friends on Capitol Hill are worried
that tolling and “privatization” could easi-
ly be demonized to freshman members of
Congress, especially Tea-Party
Republicans. It would be foolish to
assume that because those Congress
members support free markets and limit-
ed government, they will obviously sup-
port tolling and PPPs. By mis-characteriz-
ing tolls as “taxes” and PPPs as profiteer-
ing, opponents will appeal to the populist
streak among Tea Party advocates.

Getting strong tolling and PPP provi-
sions into the House bill is the only hope
we have for this year’s reauthorization to
at least preserve the status quo on these
issues. With strong educational efforts,
the House bill could be made toll-friendly
and PPP-friendly. If such a bill passes,
then everything will hinge on preserving
those gains during the House-Senate
conference committee.
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Given that level of skepticism, bidders may not be sharp-
ening their pencils as aggressively as they might. Tappan
Zee is the biggest project being bid in the U.S. so it can’t be
ignored by large contractors. But there are well over a
dozen megaprojects also in the market right now. They
include roughly $15 billion worth of design-build projects,
about twice the new business opportunities available at this
time last year. RFPs for over $10 billion worth of P3 pro-
jects are expected by the end of 2012, according to PWF’s
database (p.1). 

“We could be embarrassed” by the bid prices, says a
state project advisor.

Funding Options

“We’re keeping all options open,” says Matthew Wing,
the governor’s press spokesman on the TZB replacement
project.

Not being considered, he says, is a private concession or
availability-pay development approach. A Bloomberg
News article on Mar. 22 confused an effort to pass broad P3

legislation in New York with the ongoing design-build pro-
curement which will be publicly funded, he says.

The final RFP for a design-build project was issued
March 9. It’s close to a month late, so the due date for pro-
posals has been extended to July, says one of the bidders.
That delays a contract award until September, which is a
month after Gov. Cuomo has said a contract must be
signed. 

Ideally, all of the pieces will come together by then, most
importantly a bid well below the estimate and a realistic
plan of finance. (The Thruway Authority has applied for a
$2-billion TIFIA loan, which depends on a huge expansion
of USDOT’s current loan program as proposed in the high-
way reauthorization bill.)

Also possible, two worried bidders say, is either the pro-
curement is cancelled because of a missed political dead-
line, or a contract is awarded and a notice to proceed is
delayed because funds are not available. 

Both have consequences. A cancelled procurement could
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One reason raising $5 billion for a
new Tappan Zee Bridge is so difficult is
that as construction costs have sky-
rocketed, decisions about transporta-
tion have  become politically super-
charged in New York and most other
states.

Fomer Lt. Gov. Richard Ravitch
described the result of past inaction in
a report to  former Gov. David A.
Paterson on Nov. 17, 2010.  

Summary: New York State currently
lacks the revenues necessary to main-
tain its transportation system in a state
of good repair, and the State has no
credible strategy for meeting future
needs. Simply maintaining the State’s
existing physical assets will take bil-
lions of dollars annually. Expansion of
the transportation network to facilitate
economic growth, meet population
increases, and improve quality of life
will take billions more.

But the resources required to cover
these needs are in short supply. In part,
the lack of adequate funds is due to the
current recession, declining State rev-
enues, and federal funding uncertainty.
But it also reflects the fact that New
York has long failed to secure enough
revenues to meet both the operating
expenses and the capital requirements
of its transportation system.

Long term bonds are the proper
financing mechanism for capital invest-
ment because they allow for the amor-
tization of such investment over the
years of the lives of the people who will
benefit from the projects. Borrowing
for operating expenses, however, is
universally recognized to be permissi-
ble only in emergencies or for transi-
tional purposes. 

Borrowing for operating expenses
can be disastrous because it constricts
borrowing capacity by driving up debt
service costs. New York’s recurring

revenues to support its transportation
related debt are not increasing at any-
where near the rate at which the debt
itself is increasing. As a result, the
State confronts a crippling debt-service
crisis.

Right now, neither the MTA nor DOT
has adequate resources to cover both
its operating expenses and the level of
new borrowing demanded by its pro-
posed capital program. New York,
therefore, faces a choice: significantly
higher taxes, fees, fares, and tolls or a
drastically diminished transportation
program that could jeopardize safety
and economic well-being. This
unpleasant choice is not unique to the
field of transportation infrastructure. It
also confronts the State in the areas of
energy, drinking water, and waste and
sewer water treatment systems. But
the field of transportation powerfully
illustrates the scope and gravity of the
challenge. 

N.Y. TRANSPORTATION SYSTEM AT RISK OF FAILURE



result in bidders not being paid the promised stipend of $2.5
million each for preparing acceptable bids. A delayed notice
to proceed leaves the winner carrying its bidding costs for
an indefinite time. 

In both cases, they say, Gov. Cuomo will have lost the
confidence of many of the largest contractors in the U.S. He
will also have wasted many millions of state and federal
dollars spent on consultants and squandered the goodwill of
his own project staff. 

Bidding In the Dark

Bidders are still awaiting an interim plan of finance from
Thruway Authority consultant Jeffrey A. Parker Associates.
It is scheduled to be released after a Record of Decision is
signed by FHWA, now scheduled in August. Trepidation
grows, however, as time passes without any indication of
how Gov. Andrew Cuomo plans to pay for the bridge. 

“It’s a design-build project now,” says Anthony Cerullo,
who is directing the study for the Thruway Authority.
“Hopefully, we’ll have a realistic way to pay for it and start
construction this summer.” 

None of the bidders have been shown an updated traffic
and revenue study. And there has been no public disussion
of a toll increase. Just the opposite—Howard Milstein,
Cuomo’s Thruway Authority Chairman, is telling users
there will be no toll increases on the bridge or the rest of the
560-mile system. 

BANs—To Roll, Or Not to Roll

An important variable in the bridge financing will be
addressed in April when the Thruway Authority is expected
to declare whether $868 million in one-year bond anticipa-
tion notes (BANS) will be rolled over for a third time or
converted to long-term debt. Taking on close to $1 billion
in new debt will require a toll increase. Even if the BANs
are rolled again, says a bond banker, the rating agencies still
will insist on a toll increase to cover what is obviously a
long-term obligation.

Rating agencies also will play a major role in the
Thruway Authority’s application for a $2-billion TIFIA
loan. Tolls, sales taxes, fees and other funding sources
(except federal highway funds) can be pledged. But rating
agencies must deem the debt to be investment grade before
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Tappan Zee Bridge (TZB)
replacement proponents hope a
traffic study being done by Jacobs
will show a large enough increment
in toll revenue to help support a
revenue-bond financing. Traffic
engineers familiar with the corri-
dor, which has been studied for 20
years, don’t believe there will be
any increment, however.

As planned, they say, improve-
ments in the level of service on the
replacement TZB will be limited,
especially at peak travel. Much of
the congestion now is due to
capacity constraints on the
approaches, and neither approach
road will be expanded in this first
phase of the project. Likewise, the
number of lanes open at peak trav-
el periods on the new bridge will

be the same as on the existing
bridge.

The large differential in tolls
now between the TZB and the
George Washington Bridge, 25
miles to the south, means that
truck traffic has been maximized on
the TZB. Any reduction in the dif-
ferential through a toll increase on
the TZB without substantial time
savings would result in a loss of
some truck traffic. Tolls are largely
nonreimbursable to truckers, who
operate on very thin margins, so
they are highly price sensitive.

A toll increase tied to improved
levels of service would have to be
relatively small. So a major increase
bringing the TZB and GWB into par-
ity when the replacement bridge

opens in four years would have to
be a political leap taken by Gov.
Andrew Cuomo.

Truck tolls on the competing
Newburgh Beacon Bridge of the
NYS Bridge Authority are also rele-
vant to traffic and revenue levels
on the TZB. “So the governor must
make sure that toll policies of three
agencies [Thruway Authority—TZB,
Port Authority—GWB, and NYS
Bridge Authority—Beacon] are
known and consistent,” says one of
the traffic engineers.

“An investment-grade forecast
is no better than the identification,
implementation and continued
enforceability of key inputs such as
toll rates, discounts, planned
improvements, etc. So commit-
ments are needed now for an
investment-grade study, and that
probably will not happen,” he says.

TZB  APPROACHES WILL SQUEEZE REVENUE
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U.S. DOT can approve the loan application. 

The amount being sought by the Thruway Authority is
far beyond the capacity of the TIFIA loan program now,
although the highway reauthorization bill is likely to
increase the lending limit significantly. 

Gov. Cuomo could tap other sources of funds beside
tolls. Federal grants are an obvious source. “Hopefully,
our delegation in the Senate and the House will help to
alleviate the pain for the users,” says Andrew O’Rourke,
Thruway Authority spokesman. Other than a small TIGER
grant, there is no apparent movement on that front.

New York State will spend $133 billion in this year’s
budget. Cuomo might be able to fund part of the TZB pro-
ject from within that pot of money, but he isn’t likely to
try, say political observers.

Canadian Infrastructure Finance

� 407 East Extension Winner
The Ontario government on March 22 named the incum-
bent operator of the Highway 407 concession in Toronto
the preferred bidder for a 30-year availability-pay DBFM
contract to design and build a 20-km eastern extension of
their highly lucrative toll road.

Negotiations over the  407 East concession are being
held with  Cintra and SNC-Lavalin, who are equal partners
in 407 East Development Group.  Both of the companies
are also equity holders, with Canada Pension Plan
Investment Board (CPPIB), in the existing Highway 407
ETR concession.  

Last month, Cintra was awarded a 10-year contract (with
two 10-year options) to provide toll collection, administra-
tion and customer service on the eastern extension.

CPPIB, a 40% equity partner in 407 ETR, had been part
of the 407 East Development Group team. It backed out
without saying why.

A possible explanation is a change in the method of
regulating tolls. The original Highway 407 concession in
1999 allows tolls to be set at market rates, which provides
inflation protection to investors. Tolls on the eastern
extension will be closely regulated by the Ontario govern-
ment. Elected officials in Ontario have been under pres-
sure for over 10 years to roll back the aggressive Highway
407 toll increases, which are set contractually to assure a
free flow of traffic. 

Political control of toll rates can be unattractive to long-
term institutional investors. 

Also competing were OHL/Global Via, and Bilfinger
Berger/Macquarie/AECON/FengateCapital. The extension
will require a total of 148 lane-km with either six or four
lanes, and a 10-km freeway linking 407 with the existing
free Highway 401 to the south.

Infrastructure Ontario and the Ministry of
Transportation expect to conclude negotiations in May.
BMO Capital Markets and Desjardins Securities are finan-
cial advisors to 407 East Development Group.

� Winner Soon for Alberta Water
Alberta is expected to announce the winner of the Cdn
$40-million Evan-Thomas park water and wastewater
treatment plant in May. Three consortiums bidding for the
proposed design, build, 10-year operation and mainte-
nance, and partial financing have been issued an RFP.

The province hopes the project will become a model for
municipal water and wastewater P3s, although there have
been no P3 proposals launched since the Evans-Thomas
project was announced in September. 

The shortlisted teams are Epcor (the municipal utility
owned by the Alberta city of Edmonton), Plenary
Environment, and SNC Lavalin with U.S. infrastructure
developer Black & Veatch. PPP Canada, the federal P3
agency, is providing up to Cdn $10 million. 

Evans-Thomas is a recreation area located about 90 km
west of Calgary in the Rocky Mountains.

TZB NOT POSSIBLE AS A P3

An equity investor with broad experience with
U.S. transportation projects says a P3 would not
work on the TZB project anyway. An availability-
pay financing with a large upfront contribution
from the state is the only conceivable option. But
there isn’t enough equity willing to take on such a
large greenfield project in the U.S., he says.

“If it’s a net $3-billion financing, you’ll need
three finalist teams to demonstrate they can
commit $700 million-plus of equity each,” he
says. “I don’t see that kind of equity out there.
And don’t forget we are also seeing lots of deal
flow” on more feasible projects.
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� RFQ For BC’s John Hart Hydro 
The British Columbia government has issued an RFQ for
upgrading a hydro generating station, the first P3 deal for
provincially owned BC Hydro. The winning proponent of
the Cdn $1.35-billion project at the John Hart Generating
Station in the City of Campbell River on Vancouver Island
will design, build, partly finance and maintain a new sta-
tion and equipment such as turbines and generators. The
government will set an affordability ceiling in the RFP and
only review proposals under the ceiling. 

The proponent will get about 40 percent of the construc-
tion costs while building the plant, and availability pay-
ments over the 15-year contract. 

The actual work includes replacing three 1.8-km wood-
en pipelines with a 2.1-km tunnel through bedrock, build-
ing a new generating station while the existing plant con-
tinues to operate, constructing a replacement water intake
at the dam upstream of the plant, and building a bypass for
water around the new plant. No new or replacement dams
are involved with the project. The new plant is intended to
improve the efficiency of the plant in Campbell River, be
earthquake resistant, and improve fish habitat.

Operating since 1947, the plant’s six generating units
are increasingly inefficient. While capacity is 126 MW,
they are only producing 118 MW and that is falling. The
new plant will produce 138 MW. The existing plant has no
way to release water when the generators are down, so any
outage causes the river to drop and harm salmon grounds.
The bypass will ensure water levels don’t fall. 

Western B.C. sits on a major fault line and the govern-
ment has been upgrading infrastructure to protect against a
major quake.

If all regulatory approvals are received, construction
could start as early as summer 2013, with full completion
by the end of 2018.

. . . Latin American News

� Colombia Awards El Bello Wastewater 
Colombian public multi-utility Aguas Nacionales EPC de
Medellín (EPC) this month selected a Korean-Spanish con-
sortium as preferred bidder for a US$350-million design,
build, operate and maintain contract covering the Bello
wastewater treatment plant in Medellín. The plant serves 3
million people.

The successful consortium beat 11 other international
bidders by submitting the lowest price for similar technical
scorings. Hyundai Engineering & Construction Co. holds

65% of the consortium and Acciona Agua, S.A. holds the
balance. Rival bidders included Veolia, Spain’s Tecnicas
Reunidas, Acqualia and Cadagua, Brazil’s Odebrecht and
Camargo Correa, Mexico’s ICA, and Korea’s Daewoo and
Samsung. 

The plant will initially receive around 120,000 tons a
day of industrial, commercial and organic waste which,
after treatment to international standards, will be returned
to the Medellín River. Construction is due to begin in the
next few months and be completed in 2015. The project is
the first in Colombia for both Acciona Agua and Hyundai.

The 430,000 tons per day plant is part of a US$478-mil-
lion sanitation plan covering the Medellín River, which is
substantially funded by a US$450-million loan from the
Inter-American Development Bank.

� Chile Steps Up Desal Deal Flow 
International firms are turning their attention to northern
Chile, where a chronic water shortage is spawning new
seawater desalination projects. The city of Antafogasta is
procuring a project to cover the 40% of its 300,000 resi-
dents now relying on scarce natural water sources. At the
same time, more desalination deals for mining companies
are going ahead.

Grupo Luksic, using a special purpose company Aguas
de Antafogasta, S.A. that provides water to the city of
Antofagasta, has begun prequalifying interested bidders for
the Antafogasta Sur reverse osmosis project. Construction
is due to start later this year on the estimated US$120-mil-
lion reverse osmosis project, which will be rated at up to
1,000 litres per sec. The existing La Chimba desalter cur-
rently supplies over half the city with water.

In the mining sector, Valoriza Agua, part of Spain’s
Sacyr, will build for Anglo American a Euro 45-million
(US$60 million) plant in the Copepod Valley. Initially rated
at 300 liters per sec, the plant will be served by a 40-km
supply line to the Mantoverde copper mine. At the same
time, Acciona Agua, S.A. is building a Euro 45-million
(US$60 million) plant for Grupo CAP at Punto Totoraltillo
in Copiapó Valley. Acciona’s design/build contract
includes 20 years operations, starting in 2014. 

� Brazil Unveils New O&M Scheme
Brazil’s government has picked stretches of the BR 242
and BR 364 highways in Mato Grosse and Paraná states to
pilot a new highway O&M concession plan that mixes fee
payments to the contractors with direct tolling. The scheme
will cover some 10,000 km of low-grade highways all over
Brazil that are unable to generate adequate toll revenues.



18 PWFinancing/March 2012

The transportation ministry plans to roll out a batch of
these 10-year O&M concessions starting with the two
pilot deals later this year. Bids for the schemes will be
evaluated on the fee required to top up toll revenues. The
new procurement scheme is forecast to be worth Reais 5.2
billion (US$2.8 billion) over 10 years.

� Atlantia Expands in Latin America  
Italy’s toll road holding company Atlantia S.p.A. has fur-
ther boosted its Latin America operations by acquiring
full control of its Chilean affiliate Autostrade Sud
America S.r.L. (ASA). Atlantia previously agreed on a
joint venture with Brazil’s Bergin Group to pool their
Brazilian assets of over 1,000 km of toll roads.

Chile’s ASA is the 100%-owner of Grupo Costanera,
S.A., the concessionaire-operator of 178 km of toll motor-
ways serving Santiago. The motorways are: a 10-km
tolled access road to Santiago’s international airport;
Costanera Norte, a 43-km long toll road bisecting
Santiago east-west; Vespucio Sur, a 24-km segment of the
Vespucio beltway around Santiago; and two routes that
link with Costanera Norte from the south (79-km
Autopista Central) and the north (2-km Autopista
Nororiente). Atlantia aims to sell 49% of the concession-
aire and has raised interest from a number of internation-
al pension and sovereign wealth funds, according to the
company. 

Grupo Costanera reported a 2011 Ebitda of Euro 147
million (US$196 million) and net debt of Euro 997 mil-
lion (US$1.3 billion), to be consolidated into Atlantia’s
2012 accounts. Including ASA in its portfolio will raise
the share of Atlantia’s Ebitda earned abroad to 30% in
three years, says a company spokesman.

To increase its interest in ASA to 100%, Atlantia struck
a complicated cash and share swap deal in which it
acquired the 45.76% of ASA owned by Grupo Gavio and
the 8.47% owned by Mediabanca. The transaction
involved the transfer of shares indirectly owned by
Atlantia in the Impregilo S.p.A. giving Grupo Gavio con-
trol of Italy’s largest contractor. Gavio also got an option
to buy the 131-km toll road for Euro 223 million (US$300
million) Autostrade Torino-Savona. 

. . . European News

� Spain To Privatize Water Suppliers 
Spain’s leading water suppliers serving the autonomous
regions of Madrid and Barcelona are to be partially priva-

tized in a plan to raise cash for improvements and debt
payments. Madrid aims to sell 49% of its Canal de Isabel
II, while the whole of Catalonia’s Aguas Ter-Llobregat
(ATLL) will go on the block. Canal’s founding charter
restricts a sale to 49% of its shares.

Unable to raise more debt, the two regions look to
change their public ownership model to attract large-scale
private investments from pension and sovereign wealth
funds. The privatized water companies would agree on
investment plans and performance targets with the state
regulator.

Canal de Isabel II provides water and wastewater ser-
vices to the Madrid region’s five million residents, includ-
ing four million living in Madrid city. The utility has an
estimated enterprise value of Euro 2.7 billion (US$3.6 bil-
lion) and carries Euro 1.6 billion (US$ 2.1 billion) of debt.
179 municipalities own pieces of Canal de Isabel II.

The Madrid government this month asked Canal to
suggest ways that the many municipal owners will redis-
tribute their shares after the privatization, since the small-
er owners’ shares will be cut to an irrelevant amount if
49% is sold off. In 2010, the last published full-year earn-
ings, Canal reported Euro 750 million (US$1 billion)
sales and Euro 104 million (US$140 million) profit.

Catalonia’s Aguas Ter-Llobregat has been given a ten-
tative Euro 600-million (US$800 million) sales price. The
company provides bulk supplies to municipal distributors
serving some five million consumers, 80% of them in the
Barcelona area. ATLL also operates the Prat seawater
desalination plant, which supplies some 20% of
Barcelona needs. 

� UK Probes Highways Privatization
U.K. Prime Minister David Cameron this month ordered
the Treasury and the Department for Transport to do a fea-
sibility study by this fall into new models of ownership
and financing for the national highways to augment
increasingly impoverished public budgets. The need to
attract financing from sovereign wealth funds, pension
funds and other private sources was now urgent, he said.
While ruling out charges for existing highways, he
opened the door for tolling of “new capacity.”

In a major speech on infrastructure this month
Cameron asked why utilities were privately financed
while highways still relied on the state. Financing infra-
structure should be “ripe for a non-governmental
approach,” believes Cameron. Investment in infrastruc-
ture produces “real, tangible assets that can earn a return.”
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Cameron cited the privatization of the U.K. water sec-
tor as a successful model for private sector involvement in
infrastructure. State owned water authorities were priva-
tized in the 1980s through share sales. The utilities are
now either listed on the stock exchange or absorbed into
larger, generally foreign, corporations. In the absence of
real competition, a regulator controls water companies’
tariffs. 

Richard Threlfall, KPMG’s head for infrastructure, build-
ing and construction, notes that the words “public-private
partnership” were absent from Cameron’s comments.
Nevertheless, the PPP concept “was alive and kicking in
every word of the Prime Minister’s statement,” he says. 

Cameron’s coalition government has rejected the
PPP model developed by the previous administration.
Last November, the government launched a fundamen-
tal review of project financing, due to report this sum-
mer. At the same time, the government started talks with
the National Association of Pension Funds and the
Pension Protection Fund over their potential contribu-
tion.

This month, Cameron announced that the pension
funds would commit £2 billion (US$3.2 billion) for infra-
structure investment starting early next year. That sum
would be minute compared to the country’s infrastructure
investment needs, says Threlfall. But, used as equity, it
could leverage “at least” 10 times that amount of invest-
ment, he adds.

� Vinci Wins UK Road Maintain Deal
The borough of Hounslow, west London, has named a
Vinci consortium as preferred bidder for a 25-year con-
tract to improve and maintain over 430 km of highways
and equipment along with 760 km of sidewalks. Financial
close on the forecasted £800-million (US$1.3 billion) deal
is due this summer for work to start in January.

The consortium will finance an initial £100-million
(US$160 million) phase of upgrade work largely with
non-recourse debt. It will recover its investment and oper-
ating costs with performance-linked fees. The Department
for Transport will grant the council £14 million (US$22
million) a year towards fee costs. 

Some 200 council staff will transfer to the consortium,
retaining pension and other employment benefits. The
consortium includes Vinci Concessions and its construc-
tion affiliate Eurovia. The council’s financial adviser is
Grant Thornton, its lawyer is Eversheds, and its engineer-
ing consultant is Mouchel.

� Croatian Airport Selection Made
The government of Croatia, in former Yugoslavia, has
named a preferred bidder for a contract to finance, design
and build a new terminal at Zagreb and operate the whole
airport for 30 years. The winner, Zagreb Airport
International Company, is owned by the French compa-
nies Aéroports de Paris Management and Bouygues
Battement, and Croatia’s Viadukt d.d. The whole life cost
of the project is put at Euro 324 million (US$430 million),
including Euro 236 million (US$315 million) for design
and construction. The new terminal would handle 5 mil-
lion passengers a year.

. . . More World News

� First Muni Water Deal for India
Franco-India joint venture, Orange City Water, recently
signed a 25-year operations, maintenance and finance
water supply contract serving 2.7-million people in one of
India’s largest cities, Nagpur, Maharashtra state. The con-
tract, including the city’s numerous slum dwellers, is said
to represent India’s first 100% outsourcing of municipal
water services. The current operator, Nagpur Municipal
Corporation, will transfer over 400 staff to the joint ven-
ture.

Orange City Water will invest nearly a third of the fore-
cast total investment of about Rs. 3.9 billion (US$78 mil-
lion) during the first five years. The Indian government’s
Jawaharlal Nehru National Urban Renewal Mission and
Maharashtra State are providing 70% of the funding.
Orange City Water is owned by Veolia India and
Vishvaraj Environment Pvt. Ltd., part of Nagpur-based
Vishvaraj Infrastructure Ltd.

One of the goals of the contract is to provide 100%
coverage with continuous supply, up from the current sup-
ply of two to 12 hours a day. That will involve raising
water supply flows per person by over 40%, to 130 liters
a day, boosting the total flow to 750 million liters a day. It
also means ultimately cutting by half the amount of unac-
counted-for water from about 60% now. Work will
include installing up to 8,000 water meters a month dur-
ing the five-year initial phase, refurbishing the city’s six
water production plants, and repairing 2,500 km of pipes. 

The Nagpur deal is one of over 50 PPPs in operation
across India in water infrastructure development and main-
tenance, industrial supply, wastewater and desalination,
according to a report by Infrastructure Development
Finance Company. The new contract follows a five-year,
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publicly funded pilot now being undertaken by Veolia in
Nagpur covering over 150,000 people, including 10 slums. 

� Delhi Plans Water Supply PPPs
The water authority serving the Indian capital of Delhi is
developing plans for three pilot water supply PPPs covering
the Anglo treatment plant, as well as the areas served by the
Malviyanagar and Vacant Kunj underground reservoirs. The
project aims to cut water losses from the current 45% to
20% and improve supply continuity to 24 hours from, in
some cases, as little as 2.5 hours.

Delhi Jal Board, the authority, is broadly aiming to pro-
cure medium-length, performance-based, fee-earning man-
agement and services contracts involving contractor financ-
ing. The smallest, 10-year contract, calls for some Rs. 180
million (US$3.5 million) of investment in water infrastruc-
ture; 60% of the operator’s fee would be fixed and the rest
would be linked to negotiated milestones. The contractor
would also be eligible for bonuses or penalties linked to
capital and operating cost savings or overruns.

For one of the larger projects, to improve supplies in the
Malvinas Nagar reservoir area, the contractor would con-
tribute 30% of the cost, estimated at Rs. 1.4-billion (US$28
million), earning around 15% internal rate of return.
Revenues during the 12-year contract are forecast at Rs 3.8
billion (US$75 million), with nearly 60% going to the oper-
ator in performance-linked fees. Delhi Jal Board would in
all cases retain ownership of the assets. The board serves
some 16 million people through a 9,000-km supply system. 

� India Launches Infra Debt Fund
The Indian government this month signed a memorandum
of understanding with financial institutions to launch its
innovative Infrastructure Debt Fund with an initial invest-
ment of Rs. 80 billion (US$1.6 billion). To be operated as
non-banking finance company issuing bonds, the fund aims
to attract long-term infrastructure investment from foreign
pension and insurance funds for PPPs with at least one year
of operational track record. 

The government plans to secure private sector financing
for about half of the funding needed for infrastructure
investment outlined in its 2012-2017 five-year plan. This
month finance minister Shri Pranab Mukherjee proposed a
total allocation of Rs. 50 trillion (US$980 billion) towards
infrastructure investment in the plan period. 

Under this month’s memorandum of understanding,
CICI Bank will hold 31% of the new company handling the
Infrastructure Debt Fund. Other participants are Bank of
Baroda (30%), Citi (29%) and Life Insurance Corporation
of India (10%). As a further incentive for foreign investors,
the government has undertaken to reduce withholding tax
on interest payments from 20% to 5%.

The government’s initiative follows the recent creation
by state-owned India Infrastructure Finance Company
Limited (IIFCL) of a credit enhancement scheme to
reduce borrowing costs for viable infrastructure PPPs. The
scheme guarantees part of the senior debt, raising the cred-
it rating to allow bond financing and refinancing of bank
debt. �
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Spain has been held up as an example of how the devel-
opment of a high-speed rail (HSRail) network would be good
for California. Spain and California have similar surface areas
(505,645 and 423,970 sq km), relatively similar population
(47 million and 38 million) and population densities (93 and
92 inhabitants per sq km), and the same distance (430 miles)
between their main metropolitan areas: Los Angeles and
San Francisco in California and Madrid and Barcelona in
Spain. 

Reading about the U.S. debate on California HSRail from
abroad, the core question from where I sit in Barcelona
appears to be: If Spain can make it work, why can’t
California? Of course, the answer is “Yes, California Can.”
California is wealthier than Spain. The only thing it needs to
develop HSRail is to increase taxes or increase public debt
(or both), as Spain did extravagantly—when we were rich.

The international HSRail story from Japan and France to
Germany, Spain and Italy, and more recently to China, Korea
and Taiwan consistently contains a bitter lesson: What
might have been a good idea (under extremely high transit
density and moderate construction costs) has turned into a
taxpayer’s nightmare. This is so because most HRail systems
have been initiated and expanded for political reasons with-
out sufficient regard for ridership demand, capital expenses
or O&M costs.

Let us be clear: HSRail has been a good idea in some
places. The Tokyo-Osaka Shinkansen line manages 140 mil-
lion passengers per year and, is a great financial and eco-
nomic success, in spite of high construction and operating
costs. So too is the Paris-Lyons Train à Grande Vitesse (TGV);
it carries “only” 25 million passengers per year, but moder-
ate construction costs allow it to be successful.  

HSRail is fast, reliable, and comfortable. It is more envi-
ronmentally friendly than its natural competitor, the airline
industry. But it is not as environmentally friendly as com-
monly thought due to the large taking of land, high noise,
visual disruption, air pollution and high electricity consump-
tion. Also, because in lines with low to moderate HSRail rid-
ership, replacement of air transit will never compensate for
pollution emissions during the HSRail construction phase.

HSRail needs a huge transit density to deliver positive
economic and social returns (not to mention financial
returns). Tokyo-Osaka was a good idea, for example, but the
senseless extension of the Shinkansen network in the 1970s
and 80’s brought Japanese Railways to bankruptcy, leading
to its privatization in 1987. Only 30% of the debt could be
transferred to the private investors.

Spanish Nation Building

Certainly, Spain provides good lessons, if taken as a case
study. We have the second longest network of HSRail (155
mph) in the world, behind China. There are more lines under
construction in Spain (1,043 miles) than in all the other
European Union countries combined. The Spanish govern-
ment announced on February 9 that US$33 billion will be
spent until 2020 to keep HSRail extensions alive. One third
of it (US$11 billion) will be used to finish the central segment
of the 400-mile line linking Madrid and the northwest (total
cost over US$25 billion). It is worth noting that that line is
expected to handle between one and two million passen-
gers per year in the central segments. 

The newly appointed Spanish Secretary for
Transportation (Ana Pastor, Conservative) has put it clearly:
all Spaniards have an equal right to access HSRail. This is the
same view held by the former Secretary of Transportation
(José Blanco, Socialist). And perhaps by the next Secretary of
Transportation, whoever it is.

Unfortunately, Spain has the lowest ratio of passengers
per HSRail-km in the world, about 10,000; that is six times
less than Germany and France. This is not a final compari-
son: our ratio will be much lower by 2020, dropping to about
6,000 passengers per km, as the government’s plans for
extending the network are implemented. 

However, transporting people and fulfilling mobility
needs (that is, social welfare considerations) have not been
a major factor in HSRail development in Spain. As was explic-
itly stated by former Prime Minister J. M. Aznar on 25 April
2000, the main rationale for HSRail in Spain is making
Madrid, the political capital, equally accessible to all
Spaniards by means of HSRail.

INFRASTRUCTURE ADVOCATE

When We Were Rich: High Speed Rail and Taxpayers
Throughout The World

Prof. Germá Bel
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Demand considerations? Available alternatives? Costs?
Territorial effects? Actual environmental effects? These
questions did not enter the decision equation, which was
based on just one variable: nation building.

On one side we have been lucky. Average construction
costs in Spain have been relatively moderate (but are
increasing): about US$40 million per mile in 2011. They are
much lower than costs in other countries, and especially
lower than in Italy, the EU leader, with costs of up to 2011
US$150 million per mile (and more) on its most expensive
lines.

All of the HSRail investment in Spain has been funded
with government budget subsidies (Spanish Treasury or EU
payments) and debt. But the level of demand cannot sustain
even the operating costs (when properly accounted for).
And the situation will get worse as new, very low-demand
lines open in the future. Demand will be much higher for
California HSRail, but costs will get close to the upper band
in Italy, if the full project is finally implemented.

Opportunity Cost

Well, Spain is not as rich as it used to be just a few years
ago. Because of this, Spanish families and firms are trying
hard to reduce private debt, and we are cutting down pub-
lic spending in schools, hospitals and other areas to contain
(not yet to reduce) government debt. At the same time, bil-
lions of Euros will be wasted in economically and socially

senseless HSRail lines. 

More and more Spaniards are wondering about the
opportunity costs of HSRail. What could have we done with
so many billions invested in low-ridership HSRail? Perhaps a
much less expensive modernization of conventional rail?
Maybe a much more aggressive investment policy on infor-
mation technology extension—where we are behind the EU
average standards? To maintain and improve our invest-
ment in education, so improving our future productivity and
well-being? Money is a limited resource, and by choosing
senseless HSRail lines we gave up those much better alter-
natives. This, by far, is the main lesson from Spain.
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The market: The
total water utility
outsourcing market
shared by the six largest contract services firms in 2011 was
$1.645 billion (see p. 25), up 4% from 2010.  The “total
market” represents fees paid by 1319 municipal clients for
the operation, maintenance and/or management of 1659
water and wastewater facilities, plus fees paid by 128 indus-
trial clients with 157 facilities.

New business: New business reported by four firms in
2011 totaled $23.5 million in first-year revenues, while total
revenues over the life of the 14 new contracts grew to
$642.4 million from $304.7 last year (see p. 28).  Four firms
reported 147 contracts (811 mgd) up for renewal last year.
Of those, 27 contracts representing 105 mgd reverted to
municipal operations and 25 (for 78 mgd) were lost for other
reasons (see p. 30).

Growth: Total reported industry revenues in 2011
increased 4% from 2010 (see p. 25). Two of the companies
surveyed reported revenue growth from contract services in
2011 (see p. 26). CH2M Hill reported an increase in rev-
enues of 15% and United Water reported an increase of
17%.  Veolia revenues were flat and Severn Trent reported a
decline of 7%. 

O&M fees: The municipal contract operations compo-
nent of the outsourcing market has grown in each of the last
four years, albeit slightly.  The year-to-year growth rate was
1.8% in 2011, just slightly ahead of 2010’s (see p. 32).
Industrial O&M revenues were down slightly from the year
before to $198 million for the four firms reporting in 2011.

Backlogs: In aggregate, the four firms that report back-
logs recorded a slight year-to-year decrease of 1.9% to $8.2
billion by the end of 2011 (see p. 26).

Renewal rates: Companies exited unprofitable govern-
ment contracts last year.  The industry renewal rate
dropped significantly to an all-time low of 65% (see p.
30).  The four companies reporting contract renewals this
year kept just 56% of their 147 contracts that were con-
tested for renewal in 2011 (compared to 74% in 2010).
8% of these total contracts up for renewal were lost to
competitors (compared to 3% the year before) and 18%
reverted to municipalities (compared to 8% in 2010).
17% of the contracts up for renewal ended for other rea-
sons in 2011, about the same percent as in 2010.

Design-build-operate: Design-build-operate fees for

government projects
increased sharply in
2011 by 60% to $140

million from $88 million in 2010 (see p. 32).  All companies
reporting showed significant increases in DBO fees earned
from governments. The industrial market for design-build-
operate contracts has disappeared (see p. 33).

Organic growth: In the 12 years from 1999 to 2011,
PWF has recorded 387 new business contracts for operation,
maintenance and/or management of municipal, state or fed-
eral water/wastewater facilities (see p. 31).  Those contracts
were worth $5.2 billion over the full life of the operating
agreements.  There were 27 DBO contracts signed in that
period worth $2.1 billion in capital and operating fees. �

www.veoliawaterna.com

It’s what you expect from the 
global water industry leader.         

www.veoliawaterna.com

It’s what you expect from the 
global water industry leader.         

PWF’s 16th Annual Water Partnerships Report

U.S. Water Outsourcing Market Facts
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A year ago, we were anxious to share what we believed
might be the “next big thing” for the water industry. I’m
pleased to report that we’ve since delivered what might be
three “next big things.” 

The first is a new approach, a new model, for the municipal
market that features integrated public and private-sector par-
ticipation with performance-based metrics. This model has
come to fruition in two substantial new landmark contracts
with New York City and Winnipeg, Manitoba (pop. 800,000),
in a manner that clearly recognizes the value of best practices
and private-sector expertise. 

In New York, we are helping the Dept. of Environmental
Services save $100 million or more on a $1.1 billion operating

budget through an integrated, world-class team of DEP and
Veolia managers. In Winnipeg, the city selected us for a unique
30-year agreement to collaborate on capital improvements and
on strategic advice and guidance on design, construction, tech-
nology and operational needs for three wastewater treatment
and biosolids facilities. This effort also reflects integration of
public-sector employees and managers with Veolia specialists. 

A second “big thing” includes new agreements in the indus-
trial market that have set the stage for a promising future as
water resources are increasingly challenged and industrial
companies embrace sustainable approaches and new technolo-
gies. This new model is focused on treating produced water
market for the oil and gas industry and on resource recovery in
a variety of different industries. 

One example includes a new design-build-operate con-
tract with Plains Exploration and Production for a Produced

Total Outsourcing Market 2003-2011
Gov’t and Industrial Contract O&M plus Design-Build-Operate Fees

($ millions)

2003 2004 2005 2006 2007 2008 2009 2010 2011

Total O&M Revenue $1,211 $1,221 $1,292 $1,356 $1,339 $1,388 $1,447 $1,487 $1,505

Government O&M Revenue 1,050 1,062 1,139 1,194 1,168 1,210 1,278 1,284 1,307

Industrial O&M Revenue 1 161 160 153 162 171 177 169 203 198

Total Design-Build Revenue 2 $222 $118 $218 $172 $117 $130 $153 $88 $140

Government Design-Build
Revenue 172 92 217 167 112 129 152 88 140

Industrial Design-Build Revenue 50 25 1 5 5 1 1 0 0

Total Reported Revenue $1,433 $1,339 $1,509 $1,528 $1,456 $1,518 $1,600 $1,575 $1,645

Annual Change -8% -7% 15% 1% -4% +4% +5% -2% +4%

Add 15% for small operators
revenue 3

215 201 226 229 218 227

240

236 247

Total Market $1,648 $1,540 $1,735 $1,757 $1,674 $1,741 $1,839 $1,811 $1,892

1 Veolia Water North America adjusted its industrial revenue data for 2003 and 2004 to reflect $220 million in reduced revenues resulting from Veolia Environment’s
sale of USFilter’s industrial process water contract operations business to Siemens in mid-2004. 
2 Design-build fees only as part of DBO contracts.
3 PWF estimate of the portion of the total U.S. O&M market held by small operators not surveyed by PWF

Veolia: Big Things Ahead, 
Even As Challenges Increase
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Water Reclamation Facility at their San Luis Obispo County,
California oil-producing facility that will generate a very
high-quality recycled water from oilfield process water. It
pushes the sustainability button in many ways, returning
highly treated water to nature while helping increase the
field’s production rate. In the area of resource recovery,
we’re designing, building and soon operating a new state-of-
the-art mine water treatment system for CONSOL Energy
that will feature a Zero Liquid Waste Discharge system. 

The third item perhaps does not qualify as a “big thing” per
se but developing the project was “big work” and we believe
that increasing public awareness about the importance and
value of water resources is indeed a worthy goal. In beginning
that journey last summer, we introduced
www.GrowingBlue.com to provide a new data-driven resource
designed to help municipalities, businesses and consumers gain
a better understanding of global and local water challenges and
best practices. Numerous parties have signed on to support

Water Operators Ranked by 2011 Revenues

(Gov’t/Industrial O&M and Design-Build-Operate Fees)
($ millions)

Company
(market share)

Total Revenues Backlog No. of Signed
Contracts

Average Contract
Term (yrs.)

Renewal Rate (%)

2011 2010 2011 2010 2011 2010 2011 2010 2011 2010

Veolia Water No. Am. (40%) $653
--

$660 $2,900 $3,100 300 302 10 10 94 92

United Water  (23%)
(+ Utility Service Co.)

385
+17%

328 1,292 1,294 100 202 4.5 5.0 80 80

CH2M Hill OMI (14%) 233
+15%

202 958 912 165 155 5.5 8.0 94 86

Severn Trent Services (9%) 153
-7%

164 * * 393 390 4.8 3.6 68 61

American Water 1+2 (7%) 111
--

111 3,000 3,000 * * * * * *

Southwest Water 2 (7%) 110 110 50 50 550 550 3 3 90 90

Totals 
(% chg. 2009-2010)

$1,645
-+4.4%

$1,575 $8,200
-1.9%

$8,356 1,508 1,599

* not reported

Governmental projects include private contract operation, mainte-
nance & asset management; design-build-operate contracts and financ-
ing services for water or wastewater facilities or components serving
municipal, regional, state and federal clients. Not included is revenue for
hazardous waste/brownfield remediation, groundwater cleanup or landfill
services for government or industrial clients. Also excluded is revenue
from water/wastewater services performed for affiliated, corporate enti-
ties, such as service division contracts with investor-owned parent utility
companies.

1 American Water’s backlog includes 50-year military utility privatization contracts
which are subject to redeterination every three years.

2 PWF estimates
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Growing Blue including the Earth Institute at Columbia
University, The Nature Conservancy, the CleanWater America
Alliance, the World Business Council for Sustainable
Development, the United Nations Global Compact CEO Water
Mandate, Global Water Intelligence, Cardno Entrix and the
International Food Policy Research Institute.  

The Indianapolis Water contract was smoothly transitioned
allowing the city to do what it viewed was in the best interests of
its citizens. We were able to replace this revenue loss with new
contracts, contract renewals and exceptional account manage-
ment and scope expansions. Some of these successes included
renewals in New Orleans, Oklahoma City and Atlanta-Fulton
County and at other projects noted in this year’s survey.
Similarly, we were very successful with our industrial customer
base and are optimistic about new resource recovery projects and
potential geographical expansions into Latin and South America. 

I also want to note innovative work by Veolia Water globally.
In Brussels, we are turning wastewater into a resource to produce
bioplastics. Following the terrible earthquake in Japan, we were
able to deliver truly superior technical and operational expertise
that safely treated highly radioactive wastewater from the
Fukushima nuclear plant, avoiding a major release of radioactive
pollution into the sea. And we just announced a major agreement

in Nagpur, India, where we are the first company to take on the
challenge of delivering 24/7 drinking water services at an afford-
able cost, when most of the 2.7 million people there have only a
2-to-10 hour supply each day. 

Compared to some other industries – for instance, information
technology or aviation – the water sector’s history has unfolded
somewhat slowly. This pace has been rapidly accelerating and it
is now a particularly exciting time as water supply issues impact
both cities and companies, and as new business models and the
application of best practices take root. 

Public awareness, better resource management and innova-
tive thinking are now absolutely critical to shaping human
progress, and I’m convinced Veolia will pioneer many major
contributions in the years ahead.  Behind our three recent “big
things” in North America is a real desire by Veolia employees to
offer more innovation – tools, technologies, ideas – that will help
advance our industry and, more importantly, help improve the
quality of life for millions of people, even as the challenges grow
in number and complexity. 

Laurent Auguste, President and CEO, Veolia Water
Americas 

Contract Operators Ranked by Design Flow of Gov’t Facilities in 2011

Total mgd No. of Wwtr Facilities Design mgd No. of Water Faciities Design mgd No. of Clients 1

2011 2010 2011 2010 2011 2010 2011 2010 2011 2010 2011 2010

Veolia Water No.
America 2,357 2,526 196 200 1,643 1,641 83 100 714 885 163 165

United Water 1,588 1,830 84 127 1,218 1,205 46 70 370 625 98 149

CH2M HILL OMI 1,289 1,227 122 118 764 714 48 46 517 513 117 112

American Water
(PWF est. for 2011) 686 686 49 49 198 198 41 41 488 488 60 60

SouthWest Water * * 310 310 * * 310 310 * * 500 est. 500 est. 

Severn Trent
Services 442 594 178 199 279 299 192 192 264 295 381 372

Totals 
(% chg. 2009-2010)

6,362 mgd
-7.3%

6,863 mgd 939
-6.4%

1,003 4,102
+1.1% 4,057 720

-5.0%
759 2,353

-16.1%
2,806 1,319

-2.9%
1,358

1 Many firms have more than one facility with the same government client.

* not reported



At this time last year, United Water was cautiously opti-
mistic about the water and wastewater services marketplace.
Since then we have seen robust interest in outsourcing oppor-
tunities and an increase in the issuance of requests for quali-
fications/proposals. As a result our prospects for new business
have grown extensively and we signed new 5-year contracts
in Pontiac, MI and Poughkeepsie, NY in 2011.

Through acquisitions made over the past few years United
Water has also strengthened its platform for water and waste-
water operations in several regions of the US. While those
acquisitions have provided the basis for additional business
development activity, United Water also saw an opportunity
to review its expanded portfolio of contracts with an eye
toward optimizing and choosing not to renew those that did
not meet the company’s specific criteria for success. Over
2011 United Water made significant progress in rationalizing
its portfolio and sold over 40 of its contracts to interested buy-
ers.  Most of these contracts were small and so their sale has
little impact on United Water’s future revenues.

In fact, the company’s strategy across business lines has
continued a double-digit compounded growth rate in revenue
during the past five years. We expect that trend to continue
and, through our business development efforts over the past
year, have seen some dramatic changes in the market.  Many
of our current and prospective clients are showing greater
interest in the types of contracts or public private partnerships
that require a more comprehensive set of services such as
DBOs, long-term leases, and concession agreements. From a
technical standpoint, we see a change from the simple O&M
projects of the past to projects with more opportunity for us to
add value through expertise in biosolids management,
advanced treatment, and energy optimization in particular.

Although there is often hesitation in an outright transfer of
wastewater/water facilities through a sale of assets, commu-
nity leaders seem to be interested in meeting a variety of these
operational and infrastructure funding challenges by turning
to United Water.   In some situations United Water is prepared
to enter into these more complex transactions on its own and
in others it makes sense for United Water to team with other
firms.
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Firm Size ($000 Annual Term Total Revs.*
Projects Scope Selected O&M Revenue*) (Years) ($000)

Winnipeg, MB Capitalz + op. assistance Veolia Water NA na 4 $370,000
New York City DEP, NY op. assistance Veolia Water na 10 est. 36,000
Greater Ouachita Water Co., LA O&M Wtr/Wwtr Veolia Water $3,000 5+options 30,000
E. Alabama Valley, AL O&M Veolia Water 600 5 3,000
Fort Monroe, VA O&M Wtr/Wwtr Veolia Water 1,200 10 12,000
White River-Lake Tapps, WA O&M of reservoir Veolia Water 1,000 5 5,000

$5,800 $456,000

Pontiac, MI O&M Wtr/Wwtr United Water $8,200 5 $41,000
Poughkeepsie, NY O&M/DBO Wwtr United Water 1,300 5 6,500

$9,500 $47,500

City of Wilsonville, OR DBO Wwtr CH2M HILL OMI $2,100 20 $41,000
West Melbourne, FL Wwtr TP + collections CH2M HILL OMI 1,260 5 6,300
Pima County, AZ DBO Wwtr TP CH2M HILL OMI 4,000 23 91,600

$7,360 $138,900

Northeast US O&M WTP/WwTP Severn Trent Services 24 na na
West US O&M WwTP Severn Trent 518 na na
Southeast US O&M WwTP Severn Trent 212 na na
27 others O&M WTP/WwTP Severn Trent 72 evergreen na

$826

Total U.S. 2011
$23,486 $642,400

*Not reporting new business data: Southwest Water, American Water

Competitive Summary: Government Outsourcing 

New Contracts Signed in Calendar 2011

United Water: Double-Digit Annual
Growth Over Five Years
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We believe that the heightened interest
in more complex transactions can be
explained by our clients’ (and prospective
clients’) need to address some severe eco-
nomic and technical challenges.  The need
for technical expertise is driven primarily
by more stringent regulatory requirements
and a trend toward finding more sustain-
able environmental solutions.
Meanwhile, as a result of the “economic
crisis” many of the communities we serve
are facing a level of austerity not seen
since the depression in the 1930s. As we
mentioned last year, the US Conference of
Mayors released a report showing that
capital spending for water and wastewater
systems increased dramatically from $1.3
billion/year in 1956 to nearly $32 billion/year in 2008. The
well-documented underinvestment in water/ wastewater infra-
structure and need for capital improvements is creating a “dou-
ble whammy” effect for local government.  We continue to
believe that these investment requirements will accelerate in the
coming years as the nation prepares to repair and replace old
infrastructure.

As a professional operator and manager of water assets,
United Water can help meet these challenges by 1) improving
the performance of existing facilities and finding cost savings,
2) identifying appropriate technology to meet new environ-
mental/regulatory needs and requirements, 3) finding lower
cost approaches for designing, building, and operating new
infrastructure, and in some situations - 4) opening the door to
alternative sources of funding.

Patrick Cairo, Executive Vice President

2011 was a challenging year for our U.S. contract opera-
tions. The lagging effects of the recession resulted in a tougher
competitive market. Contract renewals—ours and our com-
petitors’s—were under attack, which drove margins down and
in some instances, resulted in the competitive loss of contracts.
Additionally, there was one municipal reversion. 

We have focused our business development efforts accord-
ingly and are optimistic about 2012. All of the basic market
drivers for public-private partnerships remain strong-—regula-
tory compliance, cost control necessitated by shrinking munic-
ipal budgets, human resources management, infrastructure

investment requirements, need for technical resources, transfer
of risk, and safety concerns. 

Severn Trent Services strategy continues to focus on the
small to medium projects.

Dana Kaas, Vice President, Contract Operations

U.S. WATER NEWS 

� Woonsocket DBO Bids Due April 23
Proposals are due April 23 from an anticipated three  DBO
teams for a 20-year contract estimated at $100 million to
upgrade a 16-mgd secondary wastewater treatment plant in
Woonsocket, R.I. for nutrient removal requirements estab-
lished by Rhode Island Department Environmental
Management (RIDEM). 

Financing for the $30-million to $40-million capital compo-
nent has been arranged through the state revolving fund. The
annual O&M fee, after enhancing nutrient removal, is estimat-
ed at $3 million.

In addition to incumbent Veolia Water, CH2M Hill, and
United Water appear to be preparing guaranteed maximum
price bids for construction costs and also guarantee perfor-
mance (regulatory compliance and annual operating costs), as
required by Mayor Leo T. Fontaine. 

The city, whose unemployment rate is almost 13%, lost a
fight with regulators over the nutrient standards and signed a

Severn Trent: Contract Renewals
Under Attack

Water is essential to life.

United Water is essential to  
clean, safe water.

For 140 years, we’ve been adding  
quality to the communities we serve.  
United Water, together with global  
leader SUEZ ENVIRONNEMENT, is  
dedicated to preserving and protecting  
water. Our new look is the symbol of our  
commitment to bringing you the clean, safe  

water you need—for drinking, for living, forever.

For more information, visit unitedwater.com
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consent decree with the state to meet strict nitrogen and phos-
phorus removal standards. By poundage, the new standards
create a situation where the city, at current flows and loadings,
will be discharging roughly half its allowable nutrient
poundage  to the Blackstone River so as to meet the concentra-
tion limits imposed by RIDEM (nitrogen = 3.0 mgl and phos-
phorous = 0.1 mgl during summer months).

Prior to the initiation of the DBO procurement, the City of
Woonsocket had  negotiated a sole-source, open-book, cost-
plus contract with Veolia last year that extended its existing
O&M contract by 10 years and required payment of a $1-mil-
lion concession fee. 

Subsequently, in late 2011, Mayor Fontaine, who is in his
second, two-year term, opted to terminate that agreement, com-
pete the contract, and repay Veolia its $1 million before the end
of the current fiscal year. The DBO procurement provides the
City with cost and regulatory guarantees that were not obtained
in the Veolia contract extension. 

The DBO procurement is designed to meet these  goals and
objectives. Proposers are being asked to accept all terms of a
draft service agreement or list modifications and explain how
each proposed change benefits the city. A second criteria is how
well responses advance the city’s goal of completing negotia-
tions quickly. 

CDM advised the city on its regulatory dispute with RIDEM
in the 2008 – 2010 timeframe. Eisenhardt Group, Inc. (EGI) is

DBO procurement manager, including RFP development, pro-
posal evaluations, and contract negotiations. The Providence
office of Burns & Levinson is providing legal counsel, contract
development, regulatory interfacing, and contract negotiations.
Weston & Sampson is providing technical and engineering exper-
tise for the DBO procurement, proposal evaluations, and contract
negotiations. 

EGI and Burns & Levinson have worked together on DBO’s
for Pawtucket, R.I. water, Woonsocket wastewater (the origi-
nal DBO that brought USFilter, now Veolia to Woonsocket in
1999), Woonsocket hydro, Richmond, Calif., wastewater, and
a Synagro sludge incinerator DBO project for Woonsocket. 

� United Water Untangles Camden
United Water and the City of Camden, NJ, in mid-March
reached an out-of-court settlement of a lawsuit in which the
distressed city sought damages of over $17 million due to lost
or unbilled water, broken hydrants and other violations of a 20-
year contract Camden originally signed with U.S. Water in
1999.

United Water agree to create a $1.5-million fund specifical-
ly designated for the maintenance and repair of the City’s infra-
structure. Camden will be paid a $700,000 annual concession
fee, indexed to inflation, until 2015. And the City will pay
United Water a fixed annual fee of $10.8 million for manage-
ment and operation of the water and wastewater system. It is
comprised of two water treatment plants, 18 mgd and 3 mgd,
and the wastewater collection system.

Renewals vs. Lost Gov’t. Contracts 2001-2011

2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011

No. of firms reporting 12 6 7 7 6 5 5 4 4 4 4

±No. of contracts contested
(design mgd)

123
(457 mgd)

529 
(458 mgd)

776
*

510
(717 mgd) 758 833 788 117 127

(721 mgd)
151
(640)

147
(811)

Renewed by Incumbent 99
(305 mgd)

496 
(434 mgd)

732
*

484
(612 mgd) 695 741 741 105 96

(576 mgd)
111
(467)

83
(589)

By Negotiation 83
(267 mgd)

51
*

296
*

43 
(518 mgd) 354 * * 89 77 97

(263)
64

(485)

By Competition 16
(38 mgd)

445 3

*
436 3
*

441 3
(197 mgd) 341 * * 16 19 14

(204)
19

(104)

Not Renewed by Incumbent 24
(139 mgd)

33
(24 mgd)

44
*

26
(105 mgd) 63 92 39 12 31 40

(173)
64

(222)

Lost to Private
Competitor 

8
(123 mgd)

18
*

17
*

8
(57 mgd) 10 22 22 6 12 5

(50)
12
(39)

Reverted to
Municipality

17
(16 mgd)

10
*

15
*

9
(46 mgd) 14 15 15 6 10

(54 mgd)
12
(57)

27
(105)

Other —
—

5
*

12
*

9
(2 mgd) 39 55 2 0 9

(9)
23
(66)

25
(78)

Industry Renewal Rate 87% 97% 96%

97%
93% 92% 98% 95%

885% 77% 65%
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New England

CT 10 $200.7 0 $0.0
MA 12 142.2 2 182.0
NH 5 5.3 0 0.0
RI 7 141.8 3 134.3
other 1 na

Total New England 35 $490.0 5 $316.3

Mid-Atlantic

DL 1 $1.0 0 $0.0
NJ 5 282.9 0 0.0
NY 13 149.7 2 45.0
PA 5 35.7 0 0.0
VA 2 18.3 0 0.0

Total Mid-Atlantic 26 $487.6 2 $45.0

South

AL 8 $50.0 1 $2.5
FL 32 348.6 2 521.8
GA 16 170.4 5 297.3
KY 5 194.5 1 29.7
LA 4 393.4 1 10.0
MS 7 65.5 0 0.0
NC 5 20.2 0 0.0
SC 1 9.5 0 0.0
TN 2 14.8 0 0.0
TX 49 508.4 0 0.0
WV 3 1.0 0 0.0
Other (MUD’s)   50            2.3    0 0.0

Total South 182 $1,778.6 10 $861.3

Midwest

IA 1 $0.2 1 $90.0
IL 3 22.8 1 139.6
IN 3 1,444.5 0 0.0
KS 0 0 1 40.0
MI 14 72.0 1 2.5
MN 3 2.5 0 0.0
MO 5 7.1 0 0.0
NE 1 0.4 0 0.0
OH 7 164.2 0 0.0
OK 8 216.6 0 0.0
WI 1 1.0 0 0.0
Other (MUD’s)   26 6.2
Total Midwest 72 $1,937.5 4 $271.1

West

AZ 9 $37.1 1 $91.6
CA 37 316.1 3 117.0
CO 1 2.5 0 0.0
HI 1 2.7 0 0.0
ID 2 5.8 0 0.0
MT 1 9.5 0 0.0
NM 8 36.8 0 0.0
OR 8 41.4 1 41.0
WA 4 14.4 1 357.0
other 1 na

Total West 72 $466.3 6 $606.6

Grand Total 387 $5,160 27 $2,101

O&M DBO
Region no. $amt. no. $amt.
State contracts mlns contracts mlns

O&M DBO
Region no. $amt. no. $amt.
State contracts mlns contracts mlns

U. S. New Business 1999 – 2011*

* Does not include renewals of existing contracts.
Source: As reported annually to PWF 1999-2011 by market leaders in the water contract services industry.

United would not say whether that fee is more or less than it’s
being paid now.

A 2009 audit of the Camden contract by the N.J. Office of the
State Comptroller (OSC) asserted that $18.8 million of the city’s
claimed damages were the result of the state’s investigation. The
audit also made 23 recommendations to Camden for improving its
contract management and said “OSC would follow up to ensure
they were implemented.”

The Camden contract committed the city to spend $40 million
on its utility infrastructure as part of the public-private effort to
upgrade services. Neither the OSC follow-up nor the capital pro-
gram were implemented.

Camden was originally represented by DeCotiis, Fitzpatrick &
Gluck, which drafted the original service agreement. Bizownt &
Connery advised on the lawsuit.

United Water assumed the contract in 2002 when its then chair-
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man, gas utility executive Michael Chesser, bought U.S. Water
from Bechtel Group for $40 million. The New Jersey-based
company’s two largest contracts were Camden and a DBO
wastewater plant in Springfield, Mass. 

The settlement of the two-year-old lawsuit includes modifi-
cation of the existing water service agreement, retroactive to
July 1, 2011. The new contract will expire on January 31,
2015, four years earlier than the original contract.

United Water also has agreed to maintain, repair and
replace the City’s fire hydrants and will use the annual repair
fund to help perform the work. United Water will also be
undertaking a leak detection program.

� A Florida PPP Water Challenge
Rural Nassau County, Florida, northeast of Jacksonville,
issued RFIs this month seeking both a P3 advisor and ideas
from private operators on how to parlay a 20-year service con-
tract into utility investments needed to support locally planned
growth on 22,000 acres of developable land.

A private operator would get exclu-
sive rights to provide utility service to
future commercial development,
resorts, residential and other uses of the
land, which is owned by Rayonair tim-
ber company’s REIT, TerraPointe.

Tallahassee attorney Robert Nabors
of Nabors, Giblin & Nickerson, is rep-
resenting the county in discussions
with private operator-investors.

(A copy of the RFI is available from
cyoung@nassaucountyfl.org)

“Any substantial increase in devel-
opment in the county will be dependant
on the availability of high-quality
water and wastewater services, at rea-
sonable rates,” states the RFI, which
was drafted by County Attorney David
Hallman.

Cutting a deal with a private opera-
tor would first require Nassau to break
its 30-year franchise agreement with
the Jacksonville Electric Association
(JEA), a nonregulated city agency gov-
erned by mayoral appointees, that sells
electric, water and wastewater services
to 750,000 accounts in northern
Florida. Nassau County, pop. 74,000,

pays JEA a franchise fee of about $280,000 per year, accord-
ing to Shanea Jones, budget director. 

JEA recently advanced Nassau County $2.8 million for the
next 10 years, money that would have to be repaid in a private
takeout.

Most of Nassau County is on septic systems and all of its
water is from artesian wells operated by JEA. The authority
has been aggressively raising rates, with a 17% increase
planned in 2013. Nassau County is concerned that most of
those higher rates will pay for capital improvements in the
faster-growing counties served by JEA.

The county’s 1992 agreement with JEA calls for the two
sides to true up the revenue accounting every 10 years. Those
talks are going on now. Nassau hopes to improve the contract
or possibly break the agreement if it can reach better terms
with another operator. A larger neighbor, St. Johns County, is
pursuing a mediated settlement with JEA on the same ques-
tion, and that will form the basis for Nassau’s negotiations. 

Company
(market share)

Total Government
Revenues O&M Design-Build Fees

2011 2010 2011 2010 2011 2010

Veolia Water No. Am.
(34%)

$491
-2% $501 $432 $457 $59 $44

United Water  (27%)
(+ Utility Service Co.)

385
+18% 325 354 321 31 4

CH2M Hill OMI (14%) 201
+18% 170 151 130 50 40

Severn Trent Services
(10%) 149

-4% 155 149 155 0 0

American Water 1 (7.5%)
(PWF estimate for 2011)

111 111 111 111 0 0

Southwest Water 2 (7.5%) 110 110 110 110 0 0

Totals 
(% chg. 2010-2011)

$1,447
+5.5% $1,372 $1,307

+1.8% $1,284 $140
+5.9% $88

2011 Governmental Outsourcing Revenues
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Severn Trent Services has worked in north Florida. So has
U.S. Water Services/Wade Trim of North Port Richey, Fla. It
operates three systems owned by a nonprofit, FGUA, that was
created about 10 years ago by Nabors to buy private water sys-
tems in the north Florida region.

JEA also is seen as a competitor by Nassau County. By con-
trolling the county’s water, Jacksonville is involved with deci-
sions on new development which presents a potential conflict
in the intensifying regional competition for ratables and
growth.

“It’s like the Yankees hiring the Red Sox to do their recruit-
ing for them,” says Patrick Keogh, an advisor to the county on
the water RFI.

WATER NEWS BRIEFS

Veolia Water

� Cascade Water: Veolia Water North America - West, LLC
was selected in February by the Cascade Water Alliance
(Cascade) to operate and maintain the White River-Lake
Tapps Reservoir Project in Washington’s Central Puget
Sound area. Under the agreement, Veolia will provide opera-
tions, maintenance and other related services geared toward
maintaining specified minimum flows in the White River and
keeping Lake Tapps Reservoir’s water at established target
levels throughout the year.

� Japanese Water O&M: Veolia Water has won its first
Japanese municipal water supply O&M contract, covering
some 515,000 people in Matsuyama, Shikoku Island. The
company also secured extensions of four and three years to
wastewater treatment O&M contracts in Hiroshima and
Kyoto respectively. The three contracts cover a total popula-
tion of some 1.2 million people and are forecast to generate
total revenues equivalent to Euro 49 million (US$65 million).

� CONSOL Energy: CONSOL Energy Inc. in June, 2011
selected Veolia Water to design, build and operate a new
mine water treatment system to be located near Mannington,
W. Va. Construction of the Zero Liquid Waste Discharge sys-
tem was slated to begin in July.

The agreement includes a 10-year operating partnership
with CONSOL, plus additional 5-year options to operate the
facility. Full operation of the treatment facility is expected to
commence by May 2013.

� Tampa Bay Water: DBO manager Veolia Water complet-
ed a new 120-mgd water treatment plant in June, 2011 for
Tampa Bay Water in Florida, on time and under budget. The
cost savings from the project’s first phase was $80 million,
on what was originally projected to be a $200-million budget
by Tampa Bay Water’s advisors.

� NYC DEP shared savings: Working with Veolia Water,
the New York City Department of Environmental Protection
(DEP) in November 2011 began a six-month effort to identi-
fy up to $200 million in annual savings in its $1.2-billion
water/wastewater O&M budget.

Industrial Outsourcing Revenues/Facilities in 2011

Company

Total Revenue 
($ millions)

Design-Build Fees 
($ millions) Total Clients

# Wwtr Projects
(design flow mgd)

# Water Projects 
(design flow mgd)

2011 2010 2011 2010 2011 2010 2011 2010 2010 2010

Veolia Water North America   $162 $159 $0 $0 69 64 69
(87)

69
(90)

22
(245)

22
(245)

CH2M Hill  OMI 32 32 0 0 45 43 44
(43)

40
(38)

5
(10)

5
(10)

Severn Trent 4 9 0 0 12 18 14
(7)

19
(12)

1
(3)

1
(3)

United Water 0.2 3 0 0 2 53 1.05
(6)

34
(6)

0
0

13
(1)

Totals $198 $203 $0 $0 128 178 129
(138)

162
(146)

28

(258)

41

(259)
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If realized during a four-year implementation period, the
savings would be shared with DEP and Veolia’s team, which
includes Arcadis and McKinsey & Co. Under its open-book
contract, Veolia will integrate its 10 full-time O&M consulting
staff with DEP’s managers and fly in consultants for specific
assignments as needed, says Laurent Auguste, president and
CEO of Veolia Water Americas.

� Winnipeg: Ten months after selecting Veolia Water to
negotiate a contract, the City of Winnipeg signed a 30-year
agreement with VWNA Winnipeg, Inc. in April 2011 under
which Veolia and the city will collaborate on capital
improvements and work together to provide ongoing strategic
advice and guidance on design, construction, technology and
operational needs for three Winnipeg wastewater treatment
and biosolids facilities.

The contract commits Veolia to meet negotiated perfor-
mance targets for delivering the city’s Cdn $660-million capi-
tal program. It also sets long-term cost savings targets for the
operation and maintenance of the upgraded facilities, which
will be done by city workers and supervisors.

Winnipeg is facing fines of Cdn $1 million a day unless it
meets deadlines imposed by the province for upgrading treat-
ment at two wastewater plants by 2012 and 2014. Energy and
chemical costs for operating those plants could cost as much
Cdn$1 million a month. Avoiding or reducing those costs is the
main goal of the agreement.

� Arroyo Grande oilfield: Veolia Water Solutions &
Technologies signed a design-build-operate contract in April
2011 with Plains Exploration & Production Company (PXP)
for a Produced Water Reclamation Facility at its Arroyo
Grande Oilfield in San Luis Obispo County, Calif. The treat-
ment system will incorporate Veolia Water’s OPUS® II tech-
nology to generate high-quality water.

Veolia Water will design, build, and operate the 45,000-bpd
(barrels per day) facility under a 12-year performance contract
on a fixed-fee basis to ensure design performance and high-
quality recycled water.

United Water

� Bayonne, N.J.: United Water is teamed with investor
KKR in late-stage discussions with Bayonne’s municipal util-
ity authority for a long-term concession to manage the city’s
underground infrastructure and customer services, as well as
to provide long-term investment in the utility system from
KKR’s debt and equity funds. 

The city has bulk water and sewage treatment contracts with region-
al public providers, but operates its own collection and distribution sys-

tems. The amount of the investment would be well below KKR’s typ-
ical deal size. But there are hopes that Bayonne could become part of a
regional strategy involving Hoboken and Jersey City, both long-term
clients of United Water.

The pace of the discussions is typical of water deals. “Much
information has changed hands and we are close to arriving at
a recommendation,” said Stephen J. Gallo, Executive Director
for the Bayonne M.U.A, last November.

� Poughkeepsie NY: United Water reached an agreement in
August 2011 with the town of Poughkeepsie, N.Y., for a five-
year contract to operate, maintain and manage its Arlington
and Country Club wastewater treatment facilities. The agree-
ment calls for reduced operating costs, improved operational
efficiencies, facility upgrades and stronger environmental
compliance. The contract is valued at about $6.5 million over
the five-year term.

Among other things, United Water will stop all sludge
incineration which will significantly reduce electrical and fos-
sil fuel use as well as the carbon footprint of the facility. The
wastewater facilities serve about 15,000 residents. The
Arlington facility has an average dry weather daily flow of 2.5
mgd and a design capacity of 4 mgd. 

� Pontiac, Mich.: United signed a five-year contract in July
2011 for operations, maintenance and management of the
water and wastewater systems with the city of Pontiac, Mich.
United Water will manage the city’s water and sewer utilities
division, which is responsible for the operation and mainte-
nance of the water distribution system, two wastewater treat-
ment plants, and storm and sanitary sewer systems.

The contract, valued at about $8 million annually, will save
the city of Pontiac approximately $2.8 million in its current
annual operating budget. The company will employ 52 local
people and bring an increased focus on employee training and
development and environmental compliance.

� East Providence, R.I.: United Water started work in June
2011 on a $52.5-million DBO upgrade to the city’s wastewater
collection and treatment facilities. The agreement is expected
to save the city an estimated $13 million over what was bud-
geted to be spent under a traditional project delivery approach.
The design and construction project is expected to take
approximately three years to complete. The new plant design
includes scalable technologies which will allow for future
modifications to meet increasingly stringent regulations.

CH2M HILL

� Spokane DBO: The Spokane County Water Reclamation
Facility design-build-operate project in Washington began its
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20-year operations phase in December 2011, six months
ahead of schedule and $1 million under budget. The new
facility uses state-of-the-art membrane filtration technology
to achieve treatment levels for nutrients that are among the
nation’s most stringent. It has initial capacity to treat up to 8
mgd of wastewater, with the capability to expand up to 24
mgd.

� Dodge City, Kan.: CH2M HILL in November 2011
secured a 10-year contract extension of its wastewater
O&M contract with Dodge City, Kan. along with an expan-
sion in the scope of work. The scope of services includes an
effluent reuse program, computerized maintenance manage-
ment, training and safety programs, farm soil analysis and
limited capital improvement financing. The new scope
includes O&M services to the city’s new water reclamation
facility.

� Michigan: Western Township Utilities Authority, which
includes the Michigan townships of Canton, Plymouth and
Northville, gave unanimous early approval to a contract
extension in December, 2011. CH2M HILL’s services for the
authority include operations and maintenance for 30 miles of
collection system, interceptors, 17 miles of force mains, a 60-
mgd wastewater pumping station, a 120-mgd wastewater
pumping station and two smaller pumping stations, and 12
equalization basins with a storage capacity of 19.8 million
gallons. CH2M HILL and the WTUA have been partners
since 1994.

� Halcrow: CH2M HILL paid $356 million in December
2011 to acquire Halcrow, one of the oldest engineering con-
sulting firms in the world. The UK-based firm has delivered
such projects as the Channel Tunnel Rail Link, the Chongzun
Expressway in China and Yas Island in Abu Dhabi. The addi-
tion of Halcrow’s 6,000 employees will increase CH2M
HILL’s total global workforce to almost 30,000, including
almost 11,000 outside the United States.

� Wilsonville, Ore.: CH2M HILL in October 2011 began
operating the City of Wilsonville, Oregon’s sewage treatment
plant, part of a $41.8 million upgrade and expansion project
in which the company will design, build and operate the
plant for at least 15 years. CH2M HILL will operate the plant
for about six months before beginning construction, which is
expected to be completed in 2014.

� University of Kansas: CH2M HILL announced in
September 2011 that it would partner with the University of
Kansas’s School of Public Affairs and Administration in a
partnership aimed at transforming the education of govern-
ment leaders, including a focus on effective outsourcing of
local government services or securing outside expertise to
provide cost-effective solutions through public-private part-

nerships. CH2M HILL will fund competitive grants for facul-
ty research projects, an educational workshop, an internship in
city and county leadership for a student in the KU master’s of
public administration program and webinars for current KU
students as well as the university’s extensive alumni network.

� Pima County, Ariz.: The Pima County Regional
Wastewater Reclamation Department and CH2M HILL broke
ground in June 2011 on a 32-mgd advanced wastewater treat-
ment plant. CH2M HILL, with subcontractor Archer Western,
will design and build the $172-million plant and then operate
the facility for 15 years with an optional 5-year extension.
The new plant is part of a Regional Optimization Master Plan
budgeted at $215 million to upgrade sewage treatment opera-
tions by 2014.

� Atlanta’s airport: CH2M HILL in January 2011 was
awarded a multi-year contract to provide facilities mainte-
nance and operations services for Hartsfield-Jackson Atlanta
International airport, which handles more than 88 million
passengers annually. A 76-person team will service the air-
port’s 5.6-million-sq-ft Central Passenger Terminal Complex,
which comprises the landside terminal building, six con-
courses, mechanical plants, train tunnels and passenger mall;
Delta Air Lines ground support equipment; and all related
building systems. CH2M HILL also will provide mainte-
nance and operations services for the new 1.2 million-square-
foot Maynard Holbrook Jackson International Terminal. 

American Water 

� Latrobe brewery: American Water in March 2012
announced that its Contract Services Group has been award-
ed a contract from CBC Latrobe, LLC (City Brewery) to
manage start-up and operations for the wastewater pre-treat-
ment plant at City Brewery in Latrobe, Pa. The plant will
pre-treat up to 590,000 gallons a day of wastewater from the
brewery operations before being discharged to the local
municipal wastewater plant. American Water’s
Environmental Management Corp. will assist design consul-
tants to provide operational input into the design of the
wastewater pre-treatment plant. 

� EPCOR sale: American Water Works Company, Inc. in
January 2012 announced the financial close of its sale of reg-
ulated operations in Arizona and New Mexico to EPCOR
USA. The agreement of sale was announced on January 24,
2011, at a purchase price of $470 million. The pre-tax gain
on sale, prior to allocation of a portion of the goodwill from
the parent company, is approximately $50 million. After allo-
cation of the goodwill, the pre-tax gain and its impact on net
income is expected to be minimal. 
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CANADIAN PUBLIC-PRIVATE SERVICES DIRECTORY

KPMG’s Global Infrastructure professionals in the US and
Canada provide specialist Advisory, Tax, Audit, Accounting
and Compliance related assistance throughout the life cycle
of infrastructure projects and programs. Our teams have
extensive local and global experience advising government
organizations, infrastructure contractors, operators and
investors. We help clients ask the right questions and find strate-
gies tailored to meet the specific objectives set for their busi-
nesses. KPMG can help set a solid foundation at the outset and
combine the various aspects of infrastructure projects or pro-
grams – from strategy, to execution, to end-of-life or hand-
back. Contact Andy Garbutt, Practice leader for KPMG’s US
team, at +1-512 501 5329 and Brad Watson, Practice leader for
KPMG’s Canadian team, at +1- 416 777 8142, or e-mail: infra-
structure@kpmg.com or www.kpmg.com/infrastructure.com

Osler, Hoskin & Harcourt LLP has one of the leading public-pri-
vate partnership (P3) legal practices in Canada. Osler has
extensive experience in all types of P3 arrangements including
concessions, outsourcing of services, and privatizations of vari-
ous government agencies, crown corporations and service
providers. We have advised on a broad spectrum of P3 pro-
jects including major transportation (highways and airports),
public transit, hospitals, schools, prisons, police stations, casi-
nos, waste, water treatment, power generation and transmis-
sion facilities and other infrastructure projects. We represent
public and private sector participants including developers,
contractors, consortiums, service providers, governmental
agencies, consultants and financial institutions. Please contact
Bob Beaumont at (416) 862-5861 (e-mail: rbeau-
mont@osler.com), Lorne Carson at (403) 260-7083 (e-mail: lcar-
son@osler.com), Tobor Emakpor at (416) 862-4268 (e-mail:
temakpor@osler.com) or Rocco Sebastiano at (416) 862-5859
(e-mail: rsebastiano@osler.com).

Raymond Tillman, P.E. has been a widely recognized toll road
expert for over 35 years. Services he provides to a broad range
of public and private sector clients throughout the US and Latin
America include: traffic and revenue forecasts (back-of-the-
envelope through investment grade); quantified risk and prob-
ability assessments; internal and external peer reviews; P3 advi-
sory services (former president of the ARTBA/P3 Division); pro-
ject development consulting, including viability assessments
and implementation strategies; and toll road advisory services.
He has worked closely with toll agencies, underwriters, lending
institutions, rating agencies, “greenfield” facility investors and
developers, and equity participants. Reports prepared under
his direction have supported over $30 billion worth of bonds,
and his credibility in the financial community reflects this record.
Contact information is: (917)328-2265 (cell) or (212)315-3566, or
raymond.tillman@lmstone.com 
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Wilbur Smith Associates is an internationally recognized toll
road expert, providing financial, procurement, operations
and construction support for public agencies and private
clients on hundreds of toll facilities worldwide. For more
than 50 years, WSA has worked with investment bankers,
debt holders, rating agencies, and equity partners to place
$65 billion of revenue based financings, providing us with
unparalleled credibility in today’s financial markets. We pro-
vide services that help define a public-private partnership
and ensure that our clients are able to design a procure-
ment to maximize their objectives. Notable projects include
91 Express Lanes (California), 407 ETR (Ontario), Melbourne
CityLink, President George Bush Turnpike (Texas), and South
Bay Expressway (California). Contact Ed Regan (203) 865-
2191, Kamran Khan (630) 434-8111, or Grant Holland (770)
936-8650, or visit us at www.WilburSmith.com.

As part of SUEZ ENVIRONNEMENT, United Water provides
water, wastewater and asset management services to
7.3 million people in 25 states through the dedication of
its 2,600 employees. In addition to owning and operat-
ing 20 regulated utilities, United Water operates 200
municipal and industrial systems through public-private
partnerships and contract agreements. Founded in
1869, the company’s core expertise in providing safe,
clean drinking water has evolved into providing a full
range of services, from technical assistance to total
asset ownership. We assist communities improve service,
reduce costs, comply with environmental regulations,
manage labor relations and provide excellent customer
service. For more information visit unitedwater.com or
contact Gary Albertson at 201-767-9300 or at
BD@UnitedWater.com.

PUBLIC-PRIVATE SERVICES DIRECTORY

Veolia Water North America is the leading provider of
comprehensive water and wastewater services to municipal
and industrial customers, providing
services to approximately 14 million people in more than 600
communities. Our services include designing, building and
operating water and wastewater treatment facilities and
systems. We operate the nation’s largest public-private part-
nership for water services in Indianapolis, where we serve 1
million people, as well as the country’s very first partnership
established in 1972 with Burlingame, Calif., an 
ongoing customer now for more than 30 years. The compa-
ny is part of Veolia Water, the No. 1 water company in the
world, serving more than 110 million customers. Veolia Water
is the water division of Veolia Environnement (NYSE:VE and
Paris Bourse: VIE), the largest environmental services compa-
ny in the world, with more than 252,000 employees in more
than 80 countries and annual revenues of approximately
$30 billion. Visit the North American web site at
www.veoliawaterna.com or call (800) 522-4774.
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Parsons Brinckerhoff provides a total package of consulting
services for infrastructure projects worldwide. We advise
senior decision-makers of private firms, public agencies
and financial institutions in all aspects of assessing, devel-
oping and delivering projects and programs. With a world
class strategic advisory group within our leading interna-
tional engineering and construction management firm, we
draw on over a century of successful experience with chal-
lenging and complex projects to provide cutting-edge
strategic advice. From initial assessment of project feasibili-
ty to procurement or bid development and on through pro-
ject delivery, we work side by side with our clients to make
you successful. Our senior team has successfully helped our
clients close international transactions through our Program
Management, Procurement Advisory, Due
Diligence/Owner’s Engineer, and P3/Concession Advisory
services. Contact David Earley, Director of Strategic
Consulting, (202) 661-5310 earleyd@pbworld.com or
Matthew Bieschke, Investor Advisory Services Manager,
(202) 661-5311 bieschke@pbworld.com 
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Scully Capital is a specialized investment banking and finan-
cial services firm providing a broad range of project finance
and mergers and acquisitions expertise to clients in the envi-
ronmental and infrastructure industries. The firm serves public
sector entities and private developers in water, wastewater,
biosolids management, solid and hazardous wastes disposal,
power generation, transportation and infrastructure devel-
opment. Scully Capital brings a unique combination of
industry knowledge and financial expertise to help your pub-
lic-private partnership reach a successful closing. The firm is
active in structuring senior debt, mezzanine financing and
equity capital through the bank and private equity markets.
Please contact Brian T. Oakley or John G. Ravis, 1133 15th St.
NW, Washington, D.C. 20005, ph. (202) 775-3434, fax (202)
775-6049.

With over $4 billion in P3 projects, Raba Kistner Infrastructure
(RKI) has established its reputation as a leader in quality
management programs. We are a national company that
provides professional consulting and engineering services
in the areas of Right of Way (ROW) Management and
Acquisition, Program Management Plus (PM+) TM, Design
and Construction Quality Management, Independent
Engineer and Owner’s Verification and Testing, and
Construction Quality Control/Quality Acceptance
Programs to government and industry. Our expertise in
quality programs goes beyond satisfying the fundamentals.
We ensure that quality programs address the unforeseen
challenges that arise in Design and Construction QC/QA
programs. Our award winning data management and
document control program, ELVIS, provides real time man-
agement information to assist in making time-critical deci-
sions. Contact Gary Raba at graba@rkci.com or by calling
1-866-722-2547.

OHL Concesiones, SL OHL Concesiones, SL is one of the
world’s leading private developers of transportation infra-
structure, being active in all its modes: highways, railways,
airports and seaports. The company, founded as a sub-
sidiary of the OHL Group, provides expertise and state of
the art technology for developing under concession all
types of infrastructure in any part of the world. Currently
participating in 24 concessions comprising 2,737 miles in
the highway sector, the corporation is also active in urban
and suburban train lines, airports and commercial ports
and marinas. In contrast to other groups in the sector, OHL
Concesiones holds control stakes in practically all of the
concessions comprising its portfolio, guaranteeing the
best quality service. For more information please contact:
Roberto Hombrados 34 (91) 348 47 58 rhombra-
dos@ohlconcesiones.com; or visit
www.ohlconcesiones.com.
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O. R. Colan Associates (ORC) provides a full range of real
estate services related to the appraisal, acquisition and relo-
cation phase of design-build highway projects. With more
than 30 offices in 18 states nationwide, the company is
broadly recognized as a leader in providing real estate solu-
tions for public works projects. ORC provided the right of way
acquisition and relocation assistance for the following suc-
cessful design-build highway projects: Segments 1-6 of SH
130 in Texas; the Pocahontas Parkway in Virginia; Route 3
North in Massachusetts; I-64 in Missouri; and portions of the
Indiana Toll Road in Indiana. Currently ORC is in the final
stages of providing program management for the right-of-
way acquisition phase of I-69 in Indiana and the DFW
Connector project in Texas. Time is money on a design-build
project. ORC has the proven ability to deliver the right of way
in time for construction on fast-paced projects while meeting
all state and federal requirements. Contact Steve Toth, COO,
at stoth@orcolan.com or visit us at www.orcolan.com

Jacobs is one of the world’s largest and most diverse providers
of professional technical consulting services. As a full-spec-
trum lifecycle solutions provider we focus on developing
close strategic partnerships with our clients over the life cycle
of their projects. Jacobs provides a distinctive range of com-
prehensive planning, design and management expertise in
almost every industry—public and private. We are often
called upon by government agencies to provide program
advisory services related to public-private partnerships (P3)
including financial and economic feasibility, procurement
and other related services. As project funding decreases,
public-sector clients are partnering with Jacobs to identify
and implement P3 programs tailored to meet their
project delivery and financing challenges. 
For more information, please contact Katie Nees at (214)

801-8822 or Pamela Bailey-Campbell at (303) 968-7897.

With more than 40 years of experience, IRIDIUM Concesiones
(formerly Dragados Concesiones) is the ACS Group company
that promotes, develops and operates concession projects
worldwide. With over 100 projects developed in 21 countries,
including 4,397 miles of highways, 1,107 miles of railroads, 16
airports, 17 ports and several social structure concession pro-
jects, IRIDIUM Concesiones is the world leader in this field. We
are proud to have global presence with local commitment.
ACS Group companies apply their unsurpassed technical skills
to the planning, design, construction, operation and mainte-
nance of infrastructures, using the latest technologies in any
area and providing the highest level of excellence through-
out. A solid financial capability combined with an innovative
approach allows IRIDIUM Concesiones to structure the neces-
sary financial resources for any project. Contact Salvador
Myro (smyroc@iridium-acs.com) at +(34) 91 703 85 48 or visit
www.iridiumconcesiones.com or www.grupoacs.com for fur-
ther details.
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Ferrovial Agroman is a leader in the global construction mar-
ket. In addition to Spain, the company has significant activity
in eight other countries: Poland, USA, Greece, United Kingdom,
Chile, Puerto Rico, Ireland and Portugal. Wholly owned by the
same parent company as CINTRA, the world’s largest trans-
portation developer by invested capital, Ferrovial Agroman
has 80 years of construction experience in DBB, DB, and P3 pro-
jects in all types of infrastructure assets. These decades of
experience result in 2,300 mi highway concessions; 9,400 mi
new roads; 16,700 mi rehab of roads; 250 mi tunnels; 2,500 mi
canals; 3,800 mi water pipelines; 2,200 mi gas and oil pipelines;
25 hydroelectric power stations; 145 dams; 215 water treat-
ment plants; 17 mi wharfs and ports; 35 airports; 20 stadiums;
and 2,550 mi railways including 440 mi HSR. Contact Daniel
Filer, VP of Business Development for North America at +1-512-
637-8587.
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With more than 2,000 staff across North America, Lochner
MMM Group combines the respected transportation engi-
neering and planning reputation of H.W. Lochner Inc. with
the extensive global P3 experience of MMM Group Limited.
The firms’ project portfolios feature major award-winning
transportation assignments in the U.S. and Canada, includ-
ing many P3s. Lochner MMM Group has proven working
relationships with leading constructors and transportation
infrastructure investors. Its project implementation know-
how and access to private capital and concessions exper-
tise allow governments to achieve their infrastructure goals
more quickly and at a lower cost.
Besides transportation planning and engineering, Lochner

MMM Group’s core services include process consulting, pro-
ject management, and investment and due diligence adviso-
ry services for large P3 transportation undertakings. With over
35 North American office locations, Lochner MMM Group is a
partner of choice for U.S. P3 transportation projects. 

Contact: Tom Stoner, PE, tel. (727) 572-7111; tston-
er@hwlochner.com, or Dave Jull, P.Eng., tel. 905-882-7203; e-
mail: JullD@mmm.ca

Nossaman LLP, a U.S. law firm dedicated to representing
government agencies, is widely acknowledged to possess
the broadest and deepest practice in the world focused
on U.S. transportation infrastructure, specializing in the
effective deployment of P3s and other forms of innovative
project delivery, finance, operations and maintenance.
Recently we helped our clients achieve significant mile-
stones:
• California DOT $1.1B Presidio Parkway Project –
Availability Payment Contract – Commercial Close,
January 2011 
• Texas DOT $2.8B LBJ Express Project – Toll Concession –
Financial Close, June 2010
• Texas DOT $2.02B North Tarrant Express Managed
Lanes Project – Toll Concession – Financial Close,
December 2009 
• Utah DOT $1.1B I-15 Corridor Expansion – Design-Build
Contract – Proposer Selected, December 2009 
• Florida DOT $900M Port of Miami Tunnel Project – 
Availability Payment Contract – Financial Close, -
October 2009
• Texas DOT $1.02B DFW Connector – Design-Build
Contract – Notice to Proceed, October 2009
• Texas DOT $2.68B LBJ-635 Expansion – Toll Concession 
– Commercial Close, September 2009
• Florida DOT $1.8B I-595 Managed Lanes Project – 

Availability Payment Contract – Financial Close, March 
2009

Contact Geoffrey S. Yarema at gyarema@nossaman.com
/ 213.612.7842, Patrick Harder at pdhard-
er@nossaman.com / 213.612.7859, or Simon Santiago at
ssantiago@nossaman.com / 202.887.1472. On the web at
www.nossaman.com and www.InfraInsightBlog.com
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Herzog Contracting/Herzog Railroad Services Inc. – Design-
build/CMGC for highway / heavy construction and railroad
mass transit. North America’s largest rail and commuter rail
construction and maintenance contractor, provides rail mass
transit operations and dispatching in North America and rail-
road expertise worldwide, delivering state-of-the-art technolo-
gy for Hi Speed Rail Flaw Detection and railcar and railroad
equipment leasing, ballast distribution, rail re-laying and railcar
unloading, railways systems and signals. Also, development
and operation of municipal and industrial solid waste facilities.

� At (816) 233-9001, fax (816) 233-9881, or 600 S. Riverside Rd.,
P.O. Box 1089, St. Joseph, MO 64507-1089, please contact:
Joe Kneib, Sr. VP Market Development
joekneib@herzog.com; 
Tim Francis, VP Marketing, Herzog Rail Technologies
tfrancis@hrsi.com 
Ray Lanman, VP Corp. Development, Herzog Transit
rvlanman@htsi.com; 
Scott Norman, V.P. Estimating/Project Development, snor-
man@herzog.com at (816) 233-9001

EXPERIENCE SUCCESS
InfraConsult LLC is an infrastructure consultancy whose
professional staff provides advisory services in strategic
planning, program management, project delivery, infra-
structure financing, governmental funding strategies, and
public-private partnerships.  Our staff includes more than
50 industry-renown advisors, strategists, planners and engi-
neers with world-class reputations and experience on a
variety of infrastructure projects spanning urban transit,
intercity and high speed rail, intermodal facilities, high-
ways and toll roads, managed lane programs, freight and
goods movement, and ports and aviation.  As a smaller,
specialized consultancy, InfraConsult provides the ultimate
in objectivity and credibility in developing strategy, bring-
ing projects to market, and assuring that project owners
and sponsors have viable programs for developing,
improving and expanding public infrastructure.  

Major clients include the Metropolitan Transportation
Authority (MTA) and Long Island Rail Road (LIRR) in New
York, LACMTA (Metro) in Los Angeles, San Diego Council of
Governments (SANDAG),  Honolulu Authority for Rapid
Transportation (HART), and Arizona DOT.  For further infor-
mation – and to experience success – contact Michael
Schneider, Managing Partner in Los Angeles at
213.312.9400, or at Schneider@InfraConsultLLC.com

Infrastructure Management Group, Inc. (IMG) is a results-dri-
ven, full-service advisory firm specializing in improving the
management, financing and operations of utilities, airports,
transportation and other public-use infrastructure. IMG helps
infrastructure owners and operators provide more and per-
form better through innovation, performance management
technology, creative finance solutions, and public-private
partnerships. IMG identifies and implements pragmatic
approaches and bold initiatives for superior customer service
delivery and efficient operations. From San Diego to Boston
and from Detroit to Miami, our innovations have saved clients
billions of dollars in operating costs and capital investment.
Our corporate motto, “bringing business to government”, is a
testament to both the demands of our times and IMG’s com-
mitment to our clients’ public service goals. For more informa-
tion, contact Steve Steckler at (301) 907-2900, fax (301) 907-
2906, or at 4733 Bethesda Avenue, Suite 600; Bethesda, MD
20814.

Designing and building infrastructure has been the
core of HDR’s business for nearly 100 years. An employee-
owned firm, HDR ranks among the best in every market
sector we serve, including water, wastewater, transporta-
tion, environmental services and power. As your partner, we
help you achieve exceptional results on large capital
improvement projects through the use of alternative pro-
ject delivery. We adopt your goals and vision for the pro-
ject and then work to foster an integrated and collabora-
tive environment by establishing the right mix of people,
systems and tools for success. And our application of value-
driven services such as risk management, cost estimating,
scheduling and value engineering results in greater value
throughout the project life cycle.

What makes us different? We bring added leadership
to a project, backed by multidisciplinary expertise, proven
innovation and superior performance to help accomplish
your goals. 

When you need a partner to deliver your vision, call
HDR: 185 Offices Worldwide, 7,800 employees: 

• Mel Placilla (Mel.Placilla@hdrinc.com) at 714-730-2300
for transportation or 

• Andy Shea (Andy.Shea@hdrinc.com) at 484-612-1102 for
water.

InfraConsult



Elias Group LLP provides legal and consulting services to gov-
ernment and industry. We are a boutique law firm internation-
ally recognized for our expertise in project finance, pub-
lic/private partnerships, industrial outsourcing, joint ventures
and strategic alliances, and M&A of regulated and non-regu-
lated entities. The firm’s unique accomplishments include the
first 20-year concession agreement executed in the U.S. for the
rehabilitation and operation of a municipal wastewater treat-
ment facility. Our skills and practical experience are evident in
the multitude of transactions successfully completed. 
Contact: Dan Elias or Michael Siegel at 411 Theodore Fremd

Avenue, Rye, NY 10580; tel: (914) 925-0000; fax: (914) 925-9344;
or visit our web site: www.eliasgroup.com

Egis Projects has unrivaled experience in most types of infra-
structure P3 and concessions: motorways, bridges, tunnels,
urban infrastructures, and, more recently, airports. We are
experienced with all types of remuneration (real toll, shadow
toll or availability schemes). Egis Projects relies on the spe-
cialized skills of its shareholders: Groupe Egis, a leader in
infrastructure engineering, and Caisse des Dépôts, a AAA
financial institution. Egis Projects acts as promoter, develop-
er and investor in concession/P3 projects, as turnkey equip-
ment integrator, as operator and manager of airports, and,
via its wholly owned subsidiary Egis Road Operation, as oper-
ator of roads and motorways. Egis Projects has also extend-
ed its activities to electronic toll collection, toll network inter-
operability, and safety enforcement, as well as associated
services for road users under the Easytrip brand.
Egis Projects has financially closed 22 infrastructure projects

for a total value of Euro 12 bn. Egis Road Operation is oper-
ating 27 motorways totalling 1,840 km in 15 countries. 
Contact: Alain Poliakoff in Paris, France at (33) 1 30 48 48 09,

fax (33) 1 30 48 48 91 or alain.poliakoff@egis.fr or visit
http://www.egis-projects.com
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Hawkins Delafield & Wood LLP has the largest specialized pub-
lic contract and finance legal practice in the United States. We
have successfully negotiated and closed major infrastructure
transactions in every state. Our clients consist exclusively of gov-
ernmental, non-profit and financial institutions. In the water sec-
tor, Hawkins has served as special planning, procurement and
negotiating counsel to local governments on more than 75
public-private partnership projects. In the transportation sec-
tor, we are consistently ranked by Thompson Securities Data
as the leading finance counsel nationally. 
For over 30 years Hawkins has pioneered highly successful
alternative delivery approaches to public works develop-
ment and implementation using design-build, design-build-
operate, and design-build-finance-operate contracts, fran-
chise and concession agreements, project financings and pri-
vate activity bonds. The breadth and depth of our contract
and finance practices provide a unique foundation for the
firm’s practical and creative counsel and strategic advice to
clients seeking solutions to infrastructure challenges in the
water, transportation, solid waste and power sectors. Contact:
Eric Petersen at (212) 820- 9401 or Ron Grosser (212) 820-9423 in
New York, or Rick Sapir at (973) 642-1188 in Newark, or through
our website at www.hawkins.com

Global challenges. Real solutions.
Established in 1868, Halcrow specializes in planning design
and management services for infrastructure development
worldwide. We offer expertise in virtually all areas related
to the built environment. Our teams are also specialists in
a number of innovative areas, leading the way in markets
like public-private partnerships. Our expert strategic trans-
action advice helps clients harness the potential of P3’s in
infrastructure delivery through:
• Strategic procurement
• Due diligence
• Risk management
• Asset management
At Halcrow, we’ve developed an unparalled track

record of public-private partnerships. Our ability to lis-
ten and our detailed understanding of P3 transactions
have led to strong relationships with a range of clients
including public agencies, project promoters, conces-
sionaires and financiers. For information on how we’re
solving some of our clients’ greatest challenges, visit
halcrow.com or email P3info@halcrow.com.



Successful project finance requires the development and integra-
tion of marketing, engineering and environmental strategies into
the overall financial framework. The Louis Berger Group, Inc. has
a proven track record and an
established practice in all three
areas and has developed innov-
ative tools creating a seamless
web between the technical and
the financial design of projects.
This has resulted in the successful
financing and execution of pro-
jects in the United States, Europe
and the World. With offices in over 90 countries, the Group
brings in-depth local understanding and an unequaled abil-
ity to respond rapidly to clients’ needs. Contact: Nicholas
Masucci (973) 407-1000, nmasucci@louisberger.com

For nearly a century, HNTB has helped create infrastructure
that best meets the unique demands of its environment
and exceeds client expectations. With client relationships
spanning decades, we understand infrastructure life cycles
and have the perspective to solve technical challenges
with clarity and imagination. Using a highly collaborative
approach, we see and help address far-reaching issues of
financing, legislation, design, construction, community out-
reach and ongoing operations. As employee-owners com-
mitted to the highest levels of performance, we enable
clients to achieve their goals and inspiring visions. 
Contact Keith Rosbury at (972) 661-5614 or visit hntb.com.
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Formed in 1922, Granite Construction Incorporated is today
one of the largest heavy civil contractors in the United
States. It is positioned in all the major U.S. markets with
offices located throughout the country serving over private
and public clients. Over the past 88 years, Granite has
earned a nationwide reputation as the preeminent builder
of quality projects in a timely manner. Always progressive,
Granite has developed into one of the top Design-Build
contractors in the U.S. and has recently enacted an
Environmental Affairs Policy to take a leading role in the
construction industry in protecting the environment and
our natural resources. Through our corporate Sustainability
Plan, we actively engage in industry, and direct efforts at
the local, state, and federal levels to advocate for adequate
and sustainable public infrastructure funding to
maintain and improve America’s transportation system.
Granite is nationally recognized for its expertise in the
majority of construction sectors including tunnels, highways
and roadways, dams, bridges, railroads marine, airports,
heavy and light mass transit, and have become
renowned design-build and mega project constructors.
Granite leads the market in the design-build turn-key
delivery of complex fast paced transportation projects.
Contact Robert Leonetti, 831-728-7580, or 585 West Beach St.

Watsonville, CA 95077-5085 www.graniteconstruction.com

Global Via Infrastructure Globalvia was founded in 2007,
being its shareholders (50:50) the construction and environ-
mental services company Fomento de Construcciones y
Contratas S.A. and Spanish savings bank Bankia. Globalvia,
the world’s second largest transport infrastructure developer
by number of concessions, is specialized in DBFOM and
DBFM projects. Globalvia has the financial capability to
accelerate delivery of projects, as well as the construction
and operational expertise to meet the highest standards for
the life of a project. We take pride in working with local con-
tractors, employing area business and individuals during
operation and incorporating community feedback to deliv-
er the best possible public service. Currently, the company
manages more than 41 PPP projects world wide including
roads, railways, ports, airports and hospitals although its
objective for the near future is focused on road and railway
concessions (78% of its portfolio). Contact Michael Lapolla at
(212) 618-6310 or mlapolla@globalvia.com.
www.globalvia.com.

PUBLIC-PRIVATE SERVICES DIRECTORY

PWFinancing / March 2012 43



Cintra plays a leading role in transport infrastructure development
throughout the world, with nearly 2,000 miles of managed high-
ways worldwide. This represents a total global investment in traffic
congestion improvements of more than US $25 billion. Cintra has a
portfolio of 25 concessions in seven countries distributed among
Spain, Canada, United States, Portugal, Ireland, Greece and Chile.
Cintra was recently selected for two projects in Dallas, the LBJ
Express and North Tarrant Express. The Cintra-Ferrovial merger in
2009 created one of the world's largest private operators of trans-
portation infrastructure and a leading services provider. It currently
generates net revenues of more than $16 billion a year, has oper-
ations in 49 countries and assets totaling approximately $59 billion.
Ferrovial's business model is focused on end-to-end infrastructure
management, design, construction, financing, operation and
maintenance. To this end, the company is active in complemen-
tary sectors, such as airport and toll road construction and opera-
tion, as well as services. Contact: Carlos Ugarte
(cugarte@cintra.us.com) (512) 637-8545. More information:
www.cintra.es
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China Construction America (CCA) is a wholly-owned subsidiary
of China State Construction Engineering Corporation Limited, a
Fortune Global 500 company publicly listed in China, with core
businesses in construction, real estate and infrastructure devel-
opment. CCA has undergone a long process of success in local
construction and real estate markets in America. CCA has at
present more than $2.5b building and infrastructure work includ-
ing bridge and underground structures, and is looking for P3
opportunities. We have the financial capability to accelerate
the delivery of infrastructure projects. Our team has the local
and international expertise for any size project. We will continue
to work with local authorities and professionals to ensure achiev-
ing the highest possible standard for the projects. Contact Jietai
Huang at (201) 876- 2788 or huang_jietai@chinaconstruction.us


