Use these links to rapidly review the document
TABLE OF CONTENTS

VALMONT INDUSTRIES, INC. AND SUBSIDIARIES

(Mark one)

UNITED STATES
SECURITIES AND EXCHANGE COMMISSION

Washington, D.C. 20549

FORM 10-K

ANNUAL REPORT PURSUANT TO SECTION 13 OR 15(d) OF THE SECURITIES EXCHANGE ACT OF 1934
For the fiscal year ended December 29, 2001
OR

TRANSITION REPORT PURSUANT TO SECTION 13 OR 15(d) OF THE SECURITIES EXCHANGE ACT OF 1934

For the transition period from to

Commision file number 0-3701

VALMONT INDUSTRIES, INC.

(Exact name of registrant as specified in its charter)

Delaware
(State or other jurisdiction of
Incorporation or Organization)

47-0351813
(L.R.S. Employer
Identification No.)

One Valmont Plaza,
Omaha, Nebraska

68154-5215
(Address of Principal Executive Offices)

(Zip Code)
Registrant's telephone number, including area code: (402) 963-1000
Securities registered pursuant to Section 12(b) of the Act: None
Securities registered pursuant to Section 12(g) of the Act:

Common Stock; $1.00 par value
Preferred Share Purchase Rights

Indicate by check mark whether the Registrant (1) has filed all reports required to be filed by Sections 13 or 15(d) of the Securities Exchange Act of 1934 during the preceding 12 months (or for
such shorter period that the Registrant was required to file such reports), and (2) has been subject to such filing requirements for the past 90 days. Yes /x/ No//

Indicate by check mark if disclosure of delinquent filers pursuant to Item 405 of Regulation S-K is not contained herein, and will not be contained, to the best of registrant's knowledge, in
definitive proxy or information statements incorporated by reference in Part III of this Form 10-K or any amendment to this Form 10-K. Yes /x/ No//

was $272,985,000.

At March 11, 2002 there were outstanding 24,032,860 common shares of the Company. The aggregate market value of the voting stock held by non-affiliates of the Company on March 11, 2002

DOCUMENTS INCORPORATED BY REFERENCE

Portions of the Company's annual report to shareholders for the fiscal year ended December 29, 2001 (the "Annual Report") are incorporated by reference in Parts I and II, and portions of the
Company's proxy statement for its annual meeting of shareholders to be held on April 29, 2002 (the "Proxy Statement") are incorporated by reference in Part IIIL.

Index to Exhibits, Page 16

PART I
Item 1.
Item 2.
Item 3.
Item 4.

PART II
Item 5.

VALMONT INDUSTRIES, INC.
Annual Report Pursuant to Section 13 or 15(d)
of the Securities and Exchange Act of 1934
For the Fiscal Year Ended December 29, 2001

TABLE OF CONTENTS

Page
Business 3
Properties 7
Legal Proceedings 9
Submission of Matters to a Vote of Security Holders 9

Market for Registrant's Common Equity and Related Stockholder Matters 10



Item 6. Selected Financial Data 10

Item 7. Management's Discussion and Analysis of Financial Condition and Results of Operations 10
Item 7A. Quantitative and Qualitative Disclosures About Market Risk 10
Item 8. Financial Statements and Supplementary Data 10
Item 9. Changes in and Disagreements with Accountants on Accounting and Financial Disclosure 10
PART III

Item 10. Directors and Executive Officers of the Registrant 11
Item 11. Executive Compensation 11
Item 12. Security Ownership of Certain Beneficial Owners and Management 11
Item 13. Certain Relationships and Related Transactions 11
PART IV

Item 14. Exhibits, Financial Statement Schedules, and Reports on Form 8-K 11

2
PART I

ITEM 1. BUSINESS.
(a) General Description of Business

Valmont Industries, Inc., a Delaware Corporation, was incorporated on March 8, 1946 and together with its subsidiaries (the "Company" or "Valmont") is engaged in the Poles, Wireless
Communication, Coatings, Irrigation, and Tubing businesses. The description of Valmont's businesses set forth on pages 8 through 31 of the Annual Report is incorporated herein by reference. The
Company entered the Irrigation and Tubing market in 1953 from its manufacturing location in Valley, Nebraska. The Poles segment began producing and marketing engineered metal structures in the
early 1960's. The Wireless Communication segment began in 1995 with the purchase of Microflect in Salem, Oregon. The Coatings segment began as a separate division in 1997 with the first stand-
alone coatings plant in West Point, Nebraska.

‘Valmont has grown internally and by acquisition and has also divested certain businesses. Valmont's business expansions during the past five years include:

Year
1997 +  Construction of a new Coatings segment plant in West Point, Nebraska;
*  Formed a 70% owned joint venture with a Brazilian manufacturer of mechanized irrigation equipment.
1998 *  Acquisition of Coatings segment facilities in Tualatin, Oregon; Lindon, Utah; Long Beach, California and Tulsa, Oklahoma;
+  Expansion of the Poles segment facility in Siedlce, Poland;
*  Acquisition of Cascade Earth Sciences, Ltd., a firm providing consulting services for environmental and wastewater management
projects headquartered in Albany, Oregon.
1999 *  Acquisition of two retail irrigation outlets during 1999 in California and Colorado;
» Investment in an irrigation manufacturing facility in McCook, Nebraska;
+  Formation of a 60% owned irrigation manufacturing and distribution joint venture in the Republic of South Africa.
2000 *  Acquisitions of four coatings facilities in Minneapolis, Minnesota; Chicago, Illinois; Los Angeles, California; and Sioux City, lowa;
*  Acquisition of an aluminum pole manufacturing plant in Minneapolis, Minnesota;
*  Acquisition of a Tubing business in Waverly, Nebraska;
+  Formation of a 49% owned Poles segment manufacturing facility in Monterrey, Mexico;
*  Acquisition of minority interests in irrigation dealers and distributors in Kansas and Argentina;
* Investment in a pole manufacturing facility in Jasper, Tennessee;
+ Investment in aluminum extrusion equipment for making aluminum poles in Elkhart, Indiana.
2001 *  Acquisition of PiRod Holdings, Inc. and subsidiary (PiRod), a manufacturer of wireless communication towers, components and poles

located in Plymouth, Indiana.

Divestitures during the past five years include the January 1997 cash sale of the stock of Valmont Electric, Inc., a lighting ballast manufacturing business, the 1999 sale of stock of an investment
in an irrigation technology development business, and the 2000 divestiture of a rolled cylinder business in Tulsa, Oklahoma and a composite pole plant in Gunnison, Utah.

(b) Operating Segments
Beginning with the third quarter of fiscal 2001, the Company reports its businesses as five reportable segments organized on a worldwide product basis:
Poles: This segment consists of the manufacture of engineered metal structures for the lighting and traffic and utility industries; and
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Wireless Communication: ~ This segment consists of the manufacture of tower and pole structures and components for the wireless telephone industry; and
Coatings: This segment consists of coatings services for industrial customers; and

Irrigation:  This segment consists of the manufacture of irrigation equipment and related parts and services to agricultural customers; and

Tubing: This segment consists of the manufacture of tubular products for industrial customers.

In addition to these five reportable segments, the Company has other businesses that individually are not more than 10% of consolidated sales. Amounts of revenues, operating income and total
assets attributable to each Segment information for each of the last three years is set forth on pages 63—64 of the Annual Report and incorporated herein by reference.

(c) Narrative Description of Business
Principal Products Produced and Services Rendered.
The information called for by this item is incorporated by reference to pages 8 through 31 in the Annual Report.
Suppliers and Availability of Raw Materials.

Hot rolled steel coil, zinc and other carbon steel products are the primary raw materials utilized in the manufacture of finished products for all segments. These essential items are purchased from
steel mills, zinc producers and steel service centers and are readily available. It is not likely that key raw materials would be unavailable for extended periods.

Patents, Licenses, Franchises and Concessions.



Valmont has a number of patents for its manufacturing machinery, poles and irrigation designs. The Company also has a number of registered trademarks. Management believes the loss of any
individual patent would not have a material adverse effect on the financial condition of the Company.

Seasonal Factors in Business.

Sales can be somewhat seasonal based upon the agricultural growing season and the infrastructure construction season. Sales of mechanized irrigation equipment and tubing to farmers are
traditionally higher during the spring and fall and lower in the summer. Sales of infrastructure products are traditionally higher during prime construction seasons and lower in the winter.

Customers.

The Company is not dependent for a material part of its business upon a single customer, or upon very few customers. The loss of any one customer would not have a material adverse effect on
the financial condition of the Company.

Backlog.

The backlog of orders for the principal products manufactured and marketed was approximately $167.8 million at the end of the 2001 fiscal year and $150.5 million at the close of the 2000 fiscal
year.

It is anticipated that most of the backlog of orders will be filled during fiscal year 2002. At year-end, the backlog by segment was as follows (dollar amounts in millions):

Dec. 29 Dec. 30,
2001 2000
Poles $ 120.7 $ 102.7
Wireless Communication 16.6 18.7
Coatings 0.0 0.0
Irrigation 25.2 22.6
Tubing 5.2 6.4
Other 1 1
$ 167.8 $ 150.5

Competitive Conditions.

In the Poles segment, Valmont is a major manufacturer and supplier of engineered metal structures to the lighting and traffic and utility industries worldwide. In the Wireless Communication
segment, Valmont designs and manufactures monopoles, towers and other structures for all sectors within the global wireless communication industry as well as providing the components which
attach to these structures, such as antennas, cables and hardware. The Coatings segment supplies custom coating services for a variety of products across several markets. The Irrigation segment
involves the development, manufacture and distribution of mechanized irrigation equipment both domestically and internationally. The Tubing segment provides tubular steel products and related
products for both the U.S. and international markets. The Company also manufactures and distributes machine tool accessories and industrial fasteners. The Company has significant competitors in
each of its industry segments. The key competitive strategy used by the Company in each segment is one of high quality and service.

Research Activities.
The information called for by this item is incorporated by reference to the "Research and Development" on page 61 in the Annual Report.
Environmental Disclosure.

The Company is subject to various federal, state and local laws and regulations pertaining to environmental protection and the discharge of materials into the environment. Although the
Company continues to incur expenses and to make capital expenditures related to environmental protection, it does not anticipate that future expenditures will materially impact the financial
condition of the Company.

Number of Employees.
At December 29, 2001, the Company had 5,342 employees.

Geographic Areas.

Valmont's international sales activity encompasses over one hundred foreign countries. The information called for by this item is incorporated by reference to "Summary by Geographical Area"
on page 65 in the Annual Report.

Risk Factors

In addition to the factors discussed elsewhere in this report and in Management's Discussion and Analysis in the Annual Report, the following risk factors describe various risks that may affect
Valmont's business, financial condition and operations.

Increase in steel prices and reduced availability of steel will increase our operating costs and likely reduce our profitability.
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Hot rolled steel coil and other carbon steel products constitute approximately one-third of the cost of manufacturing our products. The price of steel that we use in our manufacturing processes is
highly competitive and sometimes volatile. The following factors increase the cost and availability of steel for us:

. increased demand for steel which occurs when other industries purchase greater quantities of steel at times when we require more steel for manufacturing, which can result in higher
prices and lengthen the time it takes to receive material from suppliers;

. increased freight costs, because our manufacturing sites are usually not located near the major steel manufacturers;
. financial difficulties for our major steel suppliers could lead to reduced overall steel supply and result in higher costs for us and increased lead times to acquire material;
. lower inventory levels at steel mills and steel service centers when major steel users, such as the automobile manufacturers, increase their steel orders, thereby reducing available

inventory to meet our requirements;
* international trade disputes, import duties and quotas because we import some steel for our domestic and foreign manufacturing facilities; and

. greater potential for labor disputes because we purchase steel from several steel manufacturers and suppliers in the United States and in other countries.



Increases in the prices of our products may not fully recover our additional steel costs and generally lag behind increases in steel prices. Consequently, an increase in steel prices will increase our
operating costs and likely reduce our profitability. The U.S. steel market was volatile in 2001, resulting in a number of major U.S. steel mills either going out of business or operating under
bankruptcy. Also, recent U.S. government trade and tariff actions have reduced the availability and increased the cost of steel imported from outside the U.S. These actions could result in reduced
overall supplies of steel in the market, extend lead times to acquire steel and increase our purchase cost of steel.

Increase in energy prices will increase our operating costs and likely reduce our profitability.

We use energy to manufacture our products. Our operating costs increase if energy costs rise, which occurred in 2001 because of additional energy usage caused by severe winter weather
conditions and higher oil and natural gas prices. During periods of higher energy costs, we may not be able to recover our operating cost increases through price increases without reducing demand
for our products. As a result, increases in energy prices will increase our operating costs and likely reduce our profitability.

Downturns in the agricultural industry result in a slower, and possibly a negative, rate of growth in irrigation equipment and tubing sales.

The end-users of our mechanized irrigation equipment and a substantial portion of our tubing are farmers, and, as a result, sales of those products are affected by economic changes in the
agriculture industry. Farm income decreases when commodity prices, acreage planted, crop yields, government subsidies and export levels decrease. Furthermore, uncertainty as to future government
agricultural policies causes indecision on the part of farmers. These factors may cause farmers to delay capital expenditures for farm equipment. Consequently, downturns in the agricultural industry
result in a slower, and possibly a negative, rate of growth in irrigation equipment and tubing sales.

Construction activity declines in the lighting, utility and wireless communications industries results in reduced product sales.

We manufacture and distribute engineered metal structures for the lighting, utility and wireless communications industries. Our Coatings segment serves construction-related industries. Because
our products primarily are used in infrastructure construction, sales in these businesses are strongly influenced by construction activity, which historically has been cyclical. Construction activity by

our private and government customers is strongly affected by and can decline because of:

. weakness in the general economy, reducing funds available for construction;

a decrease in government spending as a consequence of budget changes or lower tax receipts;
. interest rate increases increasing the cost of construction financing; and
. adverse weather conditions slowing construction activity.
Construction activity declines in the lighting, utility and wireless communications industries results in reduced product sales.
Increase in our indebtedness requires use of more of our cash flow for debt payments and increases the risk of non-compliance with our loan covenants.

We have funded most of our acquisitions either through operating cash flows or borrowing additional funds. For example, when we acquired PiRod, Inc. on March 30, 2001, we paid
$33.4 million to retire PiRod's long-term debt. As a result, we have become more leveraged in the past few years. Increased leverage:

* requires the dedication of a portion of our expected cash flow to service our indebtedness, thereby reducing the amount of our expected cash flow available for business operations and
new opportunities; and

. increases our vulnerability to changes in economic and industry conditions which would require more funds for business operations at a time when our cash flow has been reduced.
Increased leverage could also make compliance with certain covenants in our debt agreements more difficult. For example, we may need to borrow more money in the future. However, the
covenants in our debt agreements may limit our ability to do so. If we breach the covenants in our debt agreements, our lenders could declare the amounts we owe immediately due and payable,
which would significantly reduce the cash available for business operations.
We may lose some of our foreign investment or our foreign sales and profits may be reduced because of risks of doing business in foreign markets.
We are an international manufacturing company with operations around the world. At December 29, 2001, we operated 31 manufacturing plants, located on five continents, and sold our products

in more than 100 countries. In 2001, international sales accounted for approximately 20% of our total sales. We expect that international sales will continue to account for a significant percentage of
our net sales into the foreseeable future. Accordingly, our foreign business operations and our foreign sales and profits are subject to the following potential risks:

. political and economic instability where we have foreign business operations resulting in the reduction of the value of, or the loss of, our investment;
. recessions in economies of countries in which we have business operations decreasing our international sales;

. difficulties and costs of staffing and managing our foreign operations increasing our foreign operating costs and decreasing profits;

. difficulties in enforcing our rights outside the U.S. for a number of our patents on our manufacturing machinery, poles and irrigation design; and

. increases in tariffs, export controls, taxes and other trade barriers reducing our international sales and our profit on these sales.

As a result, we may lose some of our foreign investment or our foreign sales and profits may be reduced because of risks of doing business in foreign markets.

ITEM 2. PROPERTIES.

The Company's corporate headquarters are located in a leased facility in Omaha, Nebraska, under a lease expiring October, 2003. Further discussion of this lease may be found on page 45 of the
Annual Report. The headquarters of the Company's operating segments are located in Valley, Nebraska, except for Wireless Communication, which are located in Salem, Oregon and Plymouth,
Indiana. The principal

operating locations of the Company are listed below. A map depicting 31 plants can be found on pages 32 and 33 in the Annual Report.

Owned,

Leased Principal Activities
Poles Segment Locations
Berrechid, Morocco Owned Manufacture of steel poles for lighting and traffic
Brenham, Texas Owned Manufacture of steel poles for lighting and traffic and utility
Charmeil, France Owned Manufacture of steel poles for lighting and traffic and utility
Elkhart, Indiana Owned Manufacture of steel and aluminum poles for lighting and traffic
Farmington, Minnesota Owned Manufacture of aluminum poles for lighting and traffic

Gelsenkirchen, Germany Leased Manufacture of steel poles for lighting and traffic



Jasper, Tennessee Leased Manufacture of steel poles for lighting and traffic and utility

Maarheeze, The Netherlands Owned Manufacture of steel poles for lighting and traffic
Monterrey, Mexico Owned Manufacture of steel poles for lighting and traffic and utility
Rive-de-Gier, France Owned Manufacture of aluminum poles

Shanghai, China Leased Manufacture of steel poles for lighting and traffic and utility
Siedlce, Poland Leased Manufacture of steel poles

St. Julie, Quebec, Canada Leased Manufacture of aluminum poles

Tulsa, Oklahoma Owned Manufacture of steel poles for lighting and traffic and utility
Valley, Nebraska Owned Manufacture of steel poles for lighting and traffic and utility

Wireless Communication Segment Locations

Brenham, Texas Owned Manufacture of steel poles for wireless communication

Charmeil, France Owned Manufacture of steel poles for wireless communication

Jasper, Tennessee Leased Manufacture of steel poles for wireless communication

Monterrey, Mexico Owned Manufacture of steel poles for wireless communication

Plymouth, Indiana Owned Manufacture of wireless communication structures and components
Salem, Oregon Leased Manufacture of wireless communication structures and components
Shanghai, China Leased Manufacture of steel poles for wireless communication

Valley, Nebraska Owned Manufacture of steel poles for wireless communication structures

Coatings Segment Locations

Chicago, Illinois Owned Galvanizing services
Lindon, Utah Leased Galvanizing services
Long Beach, California Leased Galvanizing services
Los Angeles, California Owned Anodizing services
Minneapolis, Minnesota Owned Painting and anodizing services
Sioux City, Iowa Owned Galvanizing services
Tualatin, Oregon Leased Galvanizing services
Tulsa, Oklahoma Leased Galvanizing services
Valley, Nebraska Owned Galvanizing services
West Point, Nebraska Owned Galvanizing services
8

Irrigation Segment Locations

Albany, Oregon Leased ‘Water and soil management services
Johannesburg, South Africa Leased Manufacture of irrigation equipment
Madrid, Spain Owned Manufacture of irrigation equipment
McCook, Nebraska Owned Manufacture of irrigation equipment
Uberaba, Brazil Owned Manufacture of irrigation equipment
Valley, Nebraska Owned Manufacture of irrigation equipment

Tubing Segment Locations
Valley, Nebraska Owned Manufacture of steel tubing
Waverly, Nebraska Owned Manufacture of steel tubing

ITEM 3. LEGAL PROCEEDINGS.

The Company is not a party to, nor is any of its property subject to, any material legal proceedings. The Company is from time to time engaged in routine litigation incidental to the business.

ITEM 4. SUBMISSION OF MATTERS TO A VOTE OF SECURITY HOLDERS.
No matters were submitted to a vote of stockholders during the fourth quarter of 2001.
Executive Officers of the Company
The executive officers of the Company at December 29, 2001, their ages, positions held, and the business experience of each during the past five years are, as follows:
Mogens C. Bay, age 53, Chairman and Chief Executive Officer of the Company since January 1997 and Director of the Company since October 1993.
Terry J. McClain, age 54, Senior Vice President and Chief Financial Officer of the Company since January 1997.

E. Robert Meaney, age 54, Senior Vice President-International of the Company since September 1998. President and Chief Operating Officer-Valmont International from February 1994
to September 1998.

Ann F. Ashford, age 41, Vice President-Human Resources of the Company since December 1999. Vice President-Human Resources, PKS Information Services, Inc., from January 1998
to December 1999. Director-Human Resources, MFS Communications Company, Inc., from January 1995 to September 1997.

Mark C. Jaksich, age 44, Vice President and Controller of the Company since February 2000. Director of Corporate Accounting of the Company from April 1998 to February 2000.
Controller-Valmont International from July 1994 to April 1998.

P. Thomas Pogge, age 53, Vice President, General Counsel and Secretary of the Company since May 2001. Attorney in private practice from January 2000 to April 2001. Executive Vice
President, General Counsel and Secretary, Transgenomic, Inc. from July 1997 to December 1999. Prior to July 1997, attorney with Kutak Rock law firm.

Mark E. Treinen, age 46, Vice President-Business Development since January 1994.

PART II

ITEM 5. MARKET FOR THE REGISTRANT'S COMMON EQUITY AND RELATED STOCKHOLDER MATTERS.

ITEM 6. SELECTED FINANCIAL DATA.



ITEM 7. MANAGEMENT'S DISCUSSION AND ANALYSIS OF FINANCIAL CONDITION AND RESULTS OF OPERATIONS.

The information called for by items 5, 6 and 7 is incorporated by reference to the following captioned paragraphs (at the pages indicated) in the Annual Report:

Page(s) in
Item Caption in Annual Report Annual Report
5 Shareholder and Investor Relations 68
5 Stock Price and Dividends Declared 66
5  Approximate Number of Shareholders 48 -49
5&6  Selected Eleven-Year Financial Data 48 - 49
7  Management's Discussion and Analysis 38-47

ITEM 7A. QUANTITATIVE AND QUALITATIVE DISCLOSURES ABOUT MARKET RISK.

The information called for by item 7A is incorporated by reference to the captioned paragraph, "Risk Management", in the Annual Report on Page 46.

ITEM 8. FINANCIAL STATEMENTS AND SUPPLEMENTARY DATA.

The financial statements called for by this item are incorporated by reference to the Annual Report as set forth on pages 50 through 65, together with the independent auditors' report on page 67.
The supplemental quarterly financial information is incorporated herein by reference to page 66 of the Annual Report.
ITEM 9. CHANGES IN AND DISAGREEMENTS WITH ACCOUNTANTS ON ACCOUNTING AND FINANCIAL DISCLOSURE.

None.
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PART III

ITEM 10. DIRECTORS AND EXECUTIVE OFFICERS OF THE REGISTRANT.

ITEM 11. EXECUTIVE COMPENSATION.

ITEM 12. SECURITY OWNERSHIP OF CERTAIN BENEFICIAL OWNERS AND MANAGEMENT.

ITEM 13. CERTAIN RELATIONSHIPS AND RELATED TRANSACTIONS.
Except for the information relating to the executive officers of the Company set forth in Part I of this 10-K Report, the information called for by items 10, 11, 12 and 13 is incorporated by

reference to the sections entitled "Certain Shareholders", "Election of Directors", "Summary Compensation Table", "Stock Option Grants in Fiscal Year 2001", "Options Exercised in Fiscal Year 2001
and Fiscal Year End Values", and "Long-Term Incentive Plans-Awards in Fiscal Year 2001" in the Proxy Statement.

PART IV

ITEM 14. EXHIBITS, FINANCIAL STATEMENT SCHEDULES AND REPORTS ON FORM 8-K.

@M2) Financial Statements and Schedules.
See index to financial statements and schedule on page F-1.

@A) Exhibits.
Index to Exhibits, Page 13

(b) Reports on Form 8-K.
The Company filed no reports on Form 8-K during the fiscal quarter ended December 29, 2001.
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VALMONT INDUSTRIES, INC. AND SUBSIDIARIES
Index to Consolidated Financial Statements and Consolidated Financial Statement Schedule
Consolidated Financial Statements

The following consolidated financial statements of Valmont Industries, Inc. and subsidiaries have been incorporated by reference to pages 50 to 65 of the Company's Annual Report to Shareholders
for the year ended December 29, 2001:

Independent Auditors' Report—Page 67 of the annual report

Consolidated Balance Sheets—December 29, 2001 and December 30, 2000

Consolidated Statements of Operations—Three-Year Period Ended December 29, 2001
Consolidated Statements of Shareholders' Equity—Three-Year Period Ended December 29, 2001
Consolidated Statements of Cash Flows—Three-Year Period Ended December 29, 2001

Notes to Consolidated Financial Statements—Three-Year Period Ended December 29, 2001

Page



Consolidated Financial Statement Schedule Supporting Consolidated Financial Statement
Independent Auditors' Report on Financial Statement Schedule F-2
SCHEDULE II—Valuation and Qualifying Accounts F-3

All other schedules have been omitted as the required information is inapplicable or the information is included in the consolidated financial statements or related notes.
Separate financial statements of the registrant have been omitted because the registrant meets the requirements which permit omission.

F-1

INDEPENDENT AUDITORS' REPORT ON FINANCIAL STATEMENT SCHEDULE
To the Board of Directors and Shareholders of Valmont Industries, Inc.

We have audited the consolidated financial statements of Valmont Industries, Inc. and Subsidiaries (the Company) as of December 29, 2001 and December 30, 2000, and for each of the three
years in the period ended December 29, 2001, and have issued our report thereon dated February 8, 2002; such financial statements and report are included in your 2001 Annual Report to
Shareholders and are incorporated herein by reference. Our audits also included the financial statement schedule of the Company listed in Item 14 of this Form 10-K. This financial statement
schedule is the responsibility of the Company's management. Our responsibility is to express an opinion based on our audits. In our opinion, such financial statement schedule, when considered in
relation to the basic consolidated financial statements taken as a whole, presents fairly in all material respects the information set forth therein.

DELOITTE & TOUCHE LLP

Omaha, Nebraska
February 8, 2002

F-2

Schedule IT

VALMONT INDUSTRIES, INC. AND SUBSIDIARIES
Valuation and Qualifying Accounts
(Dollars in thousands)

Balance at Charged to Deductions Balance at
beginning of profit and from close of
period loss reserves* period
Fifty-two weeks ended December 29, 2001
Reserve deducted in balance sheet from the asset to which it applies
Allowance for doubtful receivables $ 3,505 3,700 2,363 4,842
Fifty-three weeks ended December 30, 2000
Reserve deducted in balance sheet from the asset to which it applies
Allowance for doubtful receivables $ 3,203 1,887 1,585 3,505
Fifty-two weeks ended December 25, 1999
Reserve deducted in balance sheet from the asset to which it applies
Allowance for doubtful receivables $ 3,421 1,136 1,354 3,203
* The deductions from reserves are net of recoveries.
F-3
SIGNATURES

Pursuant to the requirements of Section 13 or 15(d) of the Securities Exchange Act of 1934, the registrant has duly caused this report to be signed on its behalf by the undersigned, thereunto duly
authorized, on the 21st day of March, 2002.

VALMONT INDUSTRIES, INC.

By: /s/ MOGENS C. BAY

Mogens C. Bay
Chief Executive Officer

Pursuant to the requirements of the Securities Exchange Act of 1934, this report has been signed below by the following persons on behalf of the registrant and in the capacities indicated on the
dates indicated.

/s/ MOGENS C. BAY Director, President and Chief Executive Officer 3/21/02
(Principal Executive Officer)
Mogens C. Bay Date
/s/ TERRY J. MCCLAIN Senior Vice President and Chief Financial Officer 3/21/02
(Principal Financial Officer)
Terry J. McClain Date
/s/ MARK C. JAKSICH Vice President and Controller (Principal 3/21/02
Accounting Officer)
Mark C. Jaksich Date
Robert B. Daugherty* John E. Jones*
Walter Scott, Jr.* Kenneth E. Stinson*
Thomas F. Madison* Bruce Rohde*

Charles D. Peebler, Jr.*



* Mogens C. Bay, by signing his name hereto, signs the Annual Report on behalf of each of the directors indicated on this 21st day of March, 2002. A Power of Attorney authorizing Mogens C.
Bay to sign the Annual Report of Form 10-K on behalf of each of the indicated directors of Valmont Industries, Inc. has been filed herein as Exhibit 24.

By: /s/ MOGENS C. BAY

Mogens C. Bay
Attorney-in-Fact
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Exhibit 3(i)
Exhibit 3(ii)

Exhibit 4(i)

Exhibit 4(ii)

Exhibit 4(iii)

Exhibit 10(i)

Exhibit 10(ii)
Exhibit 10(iii)
Exhibit 10(iv)
Exhibit 10(v)
Exhibit 13*
Exhibit 21*

Exhibit 23*
Exhibit 24*

INDEX TO EXHIBITS

The Company's Certificate of Incorporation, as amended. This document was filed as Exhibit 3 to the Company's
Quarterly Report on Form 10-Q for the quarter ended March 28, 1998 and is incorporated herein by reference.

The Company's By-Laws, as amended. This document was filed as Exhibit 3(ii) to the Company's Annual Report on
Form 10-K for the fiscal year ended December 26, 1998 and is incorporated herein by reference.

Rights Agreement dated as of December 19, 1995 between the Company and First National Bank of Omaha as
Rights Agent, with Certificate of Adjustment. This document was filed as Exhibit 4(i) to the Company's Annual
Report on Form 10-K for the year ended December 25, 1999 and is incorporated herein by this reference.

The Company's Amended and Restated Credit Agreement with The Bank of New York dated August 21, 2001. This
document was filed as Exhibit 4.1 on Form 8-K dated September 19, 2001 and is incorporated herein by reference.
The Company's Credit Agreement with Prudential Insurance Company of America dated September 10, 1999. This
document was filed as Exhibit 4(iii) to the Company's Annual Report on Form 10-K for the year ended December
25, 1999 and is incorporated here in by this reference.

The Company's 1988 Stock Plan and certain amendments. This document was filed as Exhibit 10(a) with the
Company's Annual Report on Form 10-K for fiscal year ended December 27, 1997 and is incorporated herein by
reference.

The Company's 1996 Stock Plan. This document was filed as Exhibit 10(ii) to the Company's Annual Report on
Form 10-K for the year ended December 25, 1999 and is incorporated herein by this reference.

The Company's 1999 Stock Plan. This document was filed as Exhibit 10.1 to the Company's Quarterly Report on
Form 10-Q for the quarter ended March 27, 1999 and is incorporated herein by reference.

The Valmont Executive Incentive Plan, as amended. This document was filed as Exhibit 10(iv) to the Company's
Annual Report on Form 10-K for the year ended December 30, 2000 and is incorporated herein by this reference.
The Amended Unfunded Deferred Compensation Plan for Nonemployee Directors. This document was filed as
Exhibit 10.1 to the Company's Quarterly Report on Form 10-Q for the quarter ended September 28, 1998 and is
incorporated herein by reference.

The Company's Annual Report to Shareholders for its fiscal year ended December 29, 2001.

Subsidiaries of the Company.

Consent of Deloitte and Touche LLP.

Power of Attorney.

Pursuant to Item 601(b)(4) of Regulation S-K, certain instruments with respect to the registrant's long-term debt are not filed with this Form 10-K. Valmont will furnish a copy of such long-term
debt agreements to the Securities and Exchange Commission upon request.

Except for those portions of Valmont Industries, Inc.'s Annual Report to Stockholders for its fiscal year ended December 29, 2001 (such portions filed hereto as Exhibit 13) specifically
incorporated by reference in this report of Form 10-K, such annual report is furnished solely for the information of the Securities and Exchange Commission and is not deemed "filed" as part of this

filing.

Management contracts and compensatory plans are set forth as exhibits 10(i) through 10(v).

* Filed herewith.
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CORPORATE VISION

Valmont is recognized throughout the world as an industry leader in engineered
support structures and services for infrastructure, and water management for
agriculture. We grow our businesses by leveraging our existing products, markets
and processes. We recognize that our growth will only create shareholder value
if, at the same time, we exceed our cost of capital. Essential to our success is
a company-wide commitment to customer service and innovation, and the ability to
be the best cost producer for all products and services we provide. Recognizing
that our employees are the cornerstone of our accomplishments, we pride
ourselves on being people of passion and integrity who excel and deliver
results.



FINANCIAL HIGHLIGHTS

2001
2001 2000 1999

Operating Results

Net sales $ 872.4 $ 846.1 $ 639.9

operating income 5.0 7.3 50.2

Net earnings 6.7 .4 26.4

Diluted earnings per share 100 128 1.08

Dividends per share 0.26 0.26 0.26

Total value Impact (Tvi) o5 9.0 4.5
Financial Position

Shareholders' equity $ 225.8 $ 191.9 $ 170.5

Shareholders' equity per share 0.3 8.23 7.30

Long-term debt as a % of invested capital e a2.8% 33.8%
Operating Ratios

Gross profit as a % of net sales 24.9% 25.0% 27.0%

Operating income as a % of net sales 7% 7.9% 7.8%

Net earnings as a % of net sales sa% s.e% 4.1%

Return on beginning equity 13.9% 178 15. 0%

Return on invested capital 8.6% 10.0% 9.8%
Year-End Data

Shares outstanding(000) 24,477 23,320 23,354

Approximate number of shareholders 5,500 5,500 5,500

Number of employees 5,302 5,503 3,948

[CHART OF NET SALES]

97 $ 623
98 631
99 640
00 846
01 872

[CHART OF OPERATING INCOME]

97 $ 62.0
98 47.8
99 50.2
00 67.3
01 65.0

[CHART OF DILUTED EARNINGS PER SHARE]

97 $ 1.33
98 1.02
99 1.08
00 1.28

01 1.09



LETTER TO
FELLOW SHAREHOLDERS

[PHOTO OF MOGENS C. BAY]

MOGENS C. BAY
CHAIRMAN AND CHIEF EXECUTIVE OFFICER

"As usual, the people at Valmont worked as a team, made the necessary
adjustments, accelerated cost reduction programs, improved productivity and
safety, and pursued new business opportunities. They deserve our gratitude."



The year 2001 was a year of rapid change in a number of our markets. This is
nothing new for Valmont. We grew up in the agricultural industry, where we
learned early on to deal with cyclicality and unpredictability.

How did we do this year? In total, I would say we performed quite well when
evaluated in the context of a severe economic slowdown in the United States.
Operating income was down 3% and net earnings were down 12% on a 3% increase in
sales. The leverage gained in our Poles segment didn't totally offset the
difficulties we experienced in the segments where markets were weak.

As usual, the people at Valmont worked as a team, made the necessary
adjustments, accelerated cost reduction programs, improved productivity and
safety, and pursued new business opportunities. They deserve our gratitude.

Our POLES SEGMENT had record performance. Operating income increased 57% on 14%
revenue growth. We benefited from robust utility, transportation and lighting
markets and did an excellent job of scheduling our manufacturing facilities and
leveraging our global network. Falling raw material prices were also helpful. We
are seeing the benefits of having a wide geographic presence across several
continents, combined with a broad product line serving several industries. This
diversity gives us great flexibility.

The IRRIGATION SEGMENT ran into headwinds early in the year, both in the United
States and South America. Here at home, our largest market, challenges included
high input costs for farmers, low commodity prices and uncertainty over farm
legislation. In Brazil the government put restrictions on electricity and water
use, and the economy of Argentina continued to deteriorate. Bright spots
included the Middle East, Africa and Australia. Despite difficult domestic
market conditions, the Irrigation division improved gross profit margins,
reduced inventories significantly, and achieved record on-time and complete
delivery performance.

In our WIRELESS COMMUNICATIONS SEGMENT, the market for structures softened in
2001 and at an accelerating pace as the year progressed. The general collapse
of telecommunications stocks brought with it a sharply curtailed appetite for
capital spending. However, component sales to this industry remained fairly
steady as our customers added additional antennas to existing structures.

A highlight for us this year was the addition of PiRod, a leader in the wireless
communication industry, to our business. In addition to their unmatched
reputation for customer service, PiRod's product line and geographic coverage
complements ours at Valmont-Microflect. Myron Noble and his team have built an
outstanding business and we are pleased they decided to join us. At the time of
the acquisition, we knew that the prior robust growth rate of this industry was
not sustainable, but we did not expect business conditions to worsen as rapidly
as they did. I am pleased to report, though, that PiRod was accretive to our
earnings in 2001. We believe that the wireless communication industry will
rebound. The move toward more voice and data transfer by wireless means is
irreversible.



"One thing I can say for certain:

We have strong positions in good businesses, great people, and whatever the
external environment, we will make the appropriate adjustments to maximize our
performance."

Our COATINGS SEGMENT suffered through high energy costs early in the year only
to be followed by the challenge of a slowing economy during the second half.
They did a good job maintaining productivity levels and had some success in
expanding their customer base.

Our TUBING SEGMENT saw a drop in revenue and experienced unfavorable absorption
of fixed costs. Even so, they delivered double digit operating income as a
percent of sales and an excellent return on invested capital.

Over the past four years, we have made substantial investments in our
businesses. We believe that these investments will serve us well going forward.
Our Coatings division was built through greenfield startups and acquisitions.

In our Pole business we added substantial capacity and the timing was excellent.
We could not have availed ourselves of the opportunities in the marketplace and
delivered the financial performance in Poles without these investments.

In the Irrigation business, we completed a brand new and highly automated
manufacturing facility in McCook, Nebraska. Here the timing was less than
perfect. The facility has delivered everything we expected regarding increased
productivity and lower costs, but it will really have a positive impact on the
bottom line only when market conditions for irrigation equipment improve. At
that time, the profit impact is expected to be dramatic.

I mentioned in last year's letter that we would focus on our balance sheet in
2001. We did. Since the PiRod acquisition at the end of the first quarter, we
have reduced our debt by more than $70 million and our total debt is now at a
more comfortable level.

Our businesses have great cash flow characteristics. They should not require
major capital investments for some time, and, as we drive internal growth, they
will need only modest investments in working capital.



We have four priorities for the free cash flow we generate:
1 Fund internal growth.

2 Reduce debt until we are comfortably under our self-imposed ratio of long
term debt to total capital of 40% (at the end of 2001, it was slightly less
than 42%).

3 Pursue "click" acquisitions, i.e., businesses that build on our strengths and
fit neatly into our existing businesses.

4 Return money to you in the form of stock repurchases or dividends.

The amount of cash flow directed to each of the above is less important than the
priority with which we allocate capital.

It is also important for you to know that we will not acquire a business just
for the sake of growth. We will maintain a focused, disciplined approach to
growth. We will grow by leveraging one of our strengths-a market position, a
product line, or a skill set.

As 2001 came to a close, confidence in U.S. financial markets was shaken by
incidents of improper accounting and business practices. I am fortunate to have
worked 23 years for a company built on a solid foundation of sound ethical
behavior and a straightforward, conservative financial philosophy. Terry
McClain, our Chief Financial Officer, and a 28-year veteran at Valmont, wouldn't
hesitate for a second to go to our Board of Directors if he felt he was being
lobbied to put an aggressive spin on our numbers. That is the kind of Chief
Financial Officer we and you want.

2002

It is not easy to predict how we will fare in 2002, but my belief is our
company will see improved earnings as our Pole business should stay strong and
our Coatings business should benefit from an eventual economic recovery as
should our Wireless Communication businesses.

Regarding the Irrigation business, there is presently some optimism in the U.S.
agricultural market. However, absent improved commodity prices I believe the
signing of a new farm bill this spring is necessary to sustain such optimism.
Farmers need and deserve to know what the rules are going to be.

Uncertainties include the current precarious financial state of the U.S. steel
industry, as well as very limited visibility in the wireless communication
industry.

One thing I can say for certain: We have strong positions in good businesses,
great people, and whatever the external environment, we will make the
appropriate adjustments to maximize our performance.

I thank you for your continued support.

Sincerely,

/s/ Mogens C. Bay

MOGENS C. BAY
CHAIRMAN AND CHIEF EXECUTIVE OFFICER



WHAT DO WE DO
AT VALMONT?

At Valmont, we do more than just manufacture products.
We design and build products that make life better for
people around the world. Our lighting and traffic poles
illuminate and beautify the world's roadways and help
ensure the smooth, safe flow of traffic. Our utility
poles help transmit and distribute power to millions of
homes and businesses worldwide. Our communication
poles, towers and components support the communication
demands of millions of wireless telephone users. Our
irrigation and water management products efficiently
deliver fresh water to crops and land-when and where it
is needed most. Our tubing products are key elements of
a variety of everyday products, everywhere. And our
coating services add the final touch, extending product
life and quality.

That's what we do at Valmont. We provide long-lasting,
highly engineered products-products that are engineered
for life.

WE IMPROVE
PEOPLE'S LIVES.



[PHOTO]



HOW ARE
OUR PRODUCTS USED?

AT A GLANCE

Our focus is on two key markets worldwide: highly engineered
structures and coatings for infrastructure, and water
management for agriculture. Our expertise in design and
engineering, combined with our worldwide manufacturing
network, enables us to competitively deliver superior
products that enhance the quality of life for people around
the world.



LIGHTING AND TRAFFIC POLES
ILLUMINATING YOUR LIFE
[GRAPHIC]

On-the-go lifestyles require products that enable activity any time of day or
night. >> Around the world, Valmont brightens the night with poles that support
sports lighting for arenas and stadiums, area lighting for parking lots and
public areas, and decorative lighting that illuminate city streets and tourist
venues.

GUIDING THE WAY
[GRAPHIC]

On today's streets, improved safety and congestion relief are important for
travelers and commuters. Valmont provides poles for street and area lighting,
traffic control, signage, and mass transit lines to help travelers get quickly
and safely from one point to another. >> The world is there to be traveled, and
Valmont poles are there with you, helping to safely guide the way.

UTILITY POLES
ENERGIZING YOUR LIFE
[GRAPHIC]

How does electricity get from the power plant to your outlet? >> Across wires
connected to Valmont transmission and distribution poles. >> Valmont also
designs and manufactures structures for substations where high voltage is
transformed to lower voltage for distribution. >> Around the world, Valmont
provides the poles and structures that move electricity from the power plant to
where it is needed the most.



WIRELESS COMMUNICATION
CONNECTING PEOPLE
[GRAPHIC]

If you communicate with a cellular phone, chances are that Valmont products are
involved. >> We design, manufacture and deliver monopoles, towers and other
structures for cellular, PCS, broadcast, microwave and two-way communications.
>> Valmont is an innovator in minimum visual impact structures-poles and cell
sites that look like trees, church steeples, flagpoles or other environmentally
camouflaged structures, so sometimes you see them and sometimes you don't. >> We
also provide the components used to attach antennas, cables and hardware to
poles, towers and rooftops.

COATINGS
EXTENDING PRODUCT LIFE
[GRAPHIC]
Would you like a blue flashlight, a red light pole or a custom design on your
skateboard? >> Valmont's Coatings business gives you such distinctive choices.
>> We apply galvanizing, anodizing, powder coatings and integrated graphics that
make products last longer and look better. >> We custom coat items for

manufacturers who want to increase the appeal, appearance and longevity of their
products, as well as our own poles, irrigation equipment and other structures.
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IRRIGATION
FEEDING PEOPLE
[GRAPHIC]

Valmont is the undisputed world leader in mechanized irrigation equipment, which
helps agricultural producers apply water more efficiently and effectively. >>
Through our global plant network and worldwide dealer organization, we
manufacture, deliver and service the world's most innovative, high-quality
irrigation equipment and services-from center pivots and corner extensions for
large fields to linear machines for long or narrow fields to machines
specifically designed for smaller fields. >> We offer the most complete
integrated controls products in the industry-easy to use and highly reliable-
and last year we introduced Accu-Pulse, the first precision chemical applicator
mounted to irrigation equipment. >> Where there is ground to be irrigated,
Valmont has it covered.

TUBING
SHAPING EVERYDAY LIFE
[GRAPHIC]
From small tubing for sprinkler systems to large-diameter tubing for grain
augers, Valmont is dedicated to designing and manufacturing the unique products
our customers need. >> We provide a wide range of tubular steel products in a
variety of shapes and finishes for many applications. >> We are also known for

crafting custom shapes for customers-because we believe that customer service
shapes our success.
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INFRASTRUCTURE

ENGINEERED TO MEET
GLOBAL DEMAND.

While you may not notice them, Valmont poles and structures
are all around you. They deliver electricity, light your way
at night on highways and city streets, and enable your
wireless phone call. Our coatings processes provide visual
appeal and extend product life. Every day, our
infrastructure products impact the lives of people around
the world. We take that very seriously-so every day we
continually develop forward-looking products like our new
wind energy structure, to ensure the quality of life for
future generations.

12
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POLES
LIGHTING AND TRAFFIC
LIGHTING: ILLUMINATING YOUR LIFE

It's a simple fact: Better lighting enhances safety. People want and need safer
roads and community areas such as parks, stadiums, shopping centers and parking
lots. So it is not surprising that even in times of economic downturn such as
2001, Valmont's lighting and traffic business was strong.

In addition to safety, people want products that look good. As in many
industries today, Valmont's municipal, industrial and commercial customers
are concerned not only with function and durability but also with aesthetics.
Valmont's engineers often collaborate with architects and city planners to
design structures that achieve just the right feel and appearance.

[GRAPHIC]
VALMONT'S DECORATIVE POLES ENHANCE STREETSCAPES, WALKWAYS AND OTHER OUTDOOR
LIGHTED ENVIRONMENTS.

In Europe, Valmont has long been a leader in lining historic streets with
visually pleasing poles that facilitate city beautification. To leverage this
success, we launched a line of new European-style decorative poles in the U.S.,
which has been enthusiastically received. Our success with this product line in
Europe leads us to believe these

0.1 MANAGEMENT PERSPECTIVE:
POLES DIVISION

"Our products, while HIGHLY ENGINEERED for complex applications, often
appear to be quite simple on the surface-poles for street and area
lighting, traffic signals, wireless communication and utility lines. Yet
ALL AROUND THE WORLD, these poles are used to light the way, deliver
electricity, increase connectivity and highway safety-OUR PRODUCTS IMPACT
PEOPLE'S LIVES, so we take our position as an industry leader very
seriously.

[PHOTO OF MARK RICHARDS]

MARK RICHARDS
DIVISION PRESIDENT
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and other high-quality, custom-designed lighting poles will be a growing global
source of sales revenue for Valmont in the future.

Visually appealing lighting poles are also in demand in China, where
urbanization efforts and infrastructure investments remain high. Because of our
in-country design, manufacturing and delivery capabilities, Valmont is able to
provide high-quality pole products in China. Our experience in manufacturing
basic, lower-cost poles also works in our favor in developing countries where
the demand for attractive lighting must also fit within budget constraints.

[PHOTO]
CUSTOM-DESIGNED LIGHTING POLES ARE A GROWING MARKET FOR VALMONT.

BRIGHTER DAYS AHEAD

We expect our lighting business to benefit as the overall global economy
recovers. Developed countries continually upgrade their infrastructures, while
developing countries seek to increase trade opportunities and exports through
investing in airport, marine port and roadway facilities that require extensive
lighting. All around the world, more active lifestyles drive the need for
improved lighting for roads, parks and recreation areas for nighttime
activities.

[PHOTO]
Light

[CHART OF NET SALES]

DOLLARS IN MILLIONS

99 $ 251
00 310
01 354

[CHART OF OPERATING INCOME]

DOLLARS IN MILLIONS

99 $ 15.3
00 21.7
01 34.1
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[CHART OF GOVERNMENT FUNDING FOR HIGHWAY CONSTRUCTION LEADS TO INCREASED DEMAND
FOR VALMONT'S PRODUCTS]

Dollars in Billions

95 $ 36.7
96 39.1
97 42.4
98 45.3
99 51.1
00 51.8
01 57.7

Source: U.S. Department of Commerce. Construction put-in-place. Seasonally
adjusted annual rate in current dollars.

TRAFFIC: GUIDING THE WAY

How often have you felt frustrated waiting in traffic? The continual need to
reduce congestion and improve safe traffic flow is a key driver of Valmont's
traffic structures business.

In most areas of the world, government spending on national, state and local
levels generally funds this industry. In the United States, for example, federal
spending on highway infrastructure has increased in the range of three to five
percent per year.

Government spending on infrastructure continues to be a very significant driver
for the growth of Valmont's pole products for traffic and highway lighting. We
believe opportunity for growth also exists in other areas of the world

where improving road and highway infrastructure promotes trade and facilitates
the movement of goods to market.

"There are approximately FOUR MILLION MILES OF PUBLIC ROADWAYS in the U.S., of
which 24 percent carry over 80 percent of the traffic. Because of this, the NEED
TO INCREASE EFFICIENCY by using traffic controls, sign structures, intelligent
message systems and lighting is a top priority for most communities. With our
eight pole plants in North America, we believe we are well positioned to help
MEET MANY OF THESE NEEDS."

Safe
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UTILITY
ENERGIZING YOUR LIFE

Industrial growth and deregulation is driving growth in our utility poles
business. The electrical transmission grid in the U.S. already operates near its
capacity in several areas due to increasing electricity consumption. We expect
substantial investments will be necessary to accommodate the level of
reliability that users have come to demand. Over the next 10 years it is
projected that $500 billion in new electricity generation capacity could come
online around the world. The United States alone is expected to increase
generating capacity by approximately 20 percent during this time frame. In both
the U.S. and Europe, the move toward deregulation and the resulting
consolidation of utilities continues to create demand for our transmission,
substation and distribution products to complete grid systems and interconnect
regions.

[CHART OF GROWING DEMAND FOR ELECTRICITY INCREASES THE DEMAND
FOR VALMONT'S UTILITY POLES AND SUBSTATION PRODUCTS]

(Twh)
00 3,378
01 3,463
02 3,549
03 3,638
04 3,729
05 3,822

Source: Edison Electric Institute, DOE, Electric Power Monthly, NERC, Banc of
America Securities LLC estimates.

In developing countries, too, privatization efforts may result from the
difficulties governments face keeping pace with the demands placed upon existing
generation and transmission systems. Often, power is generated at the fuel
source-farther away from consumers than in industrialized nations-this means
there is an increased need for structures to transport power to the user.

Asia, the Middle East and Latin America are projected to be the top three
fastest-growing markets for future electricity consumption, due to rapidly
growing populations.

"We must keep FOCUSED ON OUR CUSTOMERS' NEEDS. We must continue to leverage our
global production capabilities and distribution channels. Our COMMITMENT TO
CONTINUOUS IMPROVEMENT will enable us to provide even better products and
services to our customers and IMPROVE PEOPLE'S LIVES."

Power

[PHOTO]
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China alone has committed more than $200 billion for infrastructure
improvements, especially in the previously undeveloped western region. In each
of these regions, the growing global demand for electricity is driven by
population growth, industrialization, urbanization of cities and infrastructure
improvement. Products like ours are essential to future development, and because
of our global design, production and delivery capabilities, we believe we are
positioned to serve this growing demand.

2001 REVIEW

To better serve our customers, this year we organized our utility, commercial
lighting and transportation groups into 'Centers of Excellence,' each supported
by a dedicated team focused only on serving its single market.

[PHOTO]

MORE AND MORE UTILITIES ARE FINDING IT COST-EFFECTIVE TO SWITCH FROM
WOOD POLES TO MORE RELIABLE STEEL POLES.

One of the tasks for each team is to apply an 'outside in' perspective to help
us better define our customers' wants and needs. As a result of this process, we
have already begun to see increased customer service levels.

Investments made to expand manufacturing capacity in 2000 helped us achieve
record sales and reinforce our leadership position in the industry in 2001. In
Europe, demand was strong early due to mayoral elections in France but slowed
during the second half of the year, during which time we focused on streamlining
business processes. In China, we are broadening our product offerings,

expanding export sales and continuing to grow our core domestic operations.

In each individual market, Valmont expects to build upon its leadership position
by focusing and coordinating our global sales and manufacturing activities, and
by further investing in process improvements.

"Our long-term vision is built upon five critical success factors. We must FOCUS
ON OUR CUSTOMERS and provide them with the BEST POSSIBLE PRODUCTS AND SERVICES.
We must be TECHNOLOGY DRIVEN and highly COMMITTED TO REDUCING COSTS AND
IMPROVING QUALITY. And we must always THINK GLOBALLY AND ACT LOCALLY. In 2001,
we measured and tracked our progress in these areas- and we have already seen
great improvement. By continuing to focus on these factors, WE CAN MAKE OUR
VISION A REALITY."

[PHOTO]
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WIRELESS
COMMUNICATION

CONNECTING PEOPLE

The wireless communication industry, while relatively young, is here to stay. It
is an industry currently experiencing consolidation, pricing pressures and a
demanding customer base. It is also an industry that we expect will continue to
grow. Growth will be driven by attractive calling plans, new services and
applications, and the desire to quickly and effectively communicate anytime
anywhere through wireless devices. To remain competitive, we are focused on
improving our products, enhancing manufacturing efficiency, and providing faster
delivery times.

[CHART OF PROJECTED CELL SITE GROWTH]

01 128,082
02 155,124
03 185, 387
04 218,738
05 254,939
06 293, 638

Source: CTIA

Long-term growth will be driven by a combination of ongoing subscriber growth,
increased usage, as well as the introduction of new technologies such as 3G,
the third generation of wireless technology. It is projected that 3G technology
will require three to four times as many transmission sites as are currently
used by existing technology. Additionally, the increased need for better
emergency response systems will drive demand for structures and components.

0.2 MANAGEMENT PERSPECTIVE:
WIRELESS COMMUNICATION DIVISION

[PHOTO]
Talk

[CHART OF NET SALES]

DOLLARS IN MILLIONS

99 $ 68
00 93
01 122

[CHART OF OPERATING INCOME]

DOLLARS IN MILLIONS

99 $ (1.8)
00 2.3
01 (1.6)
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2001 REVIEW

The downturn in the telecommunication industry during 2001 was worsened by an
excess of uninstalled inventory owned by carriers and tower rental companies. We
responded by downsizing our division, which better aligned our cost structure to
current market conditions.

Despite a difficult business environment, the wireless communication division
moved forward with several product and service innovations. The engineering and
development of our new flagpole cell silo is a strong addition to our minimum
visual impact (MVI) product line.

[PHOTO]

VALMONT'S BROAD LINE OF COMPONENTS ENABLES ANTENNAS AND CABLES TO BE ATTACHED TO
WIRELESS COMMUNICATION STRUCTURES.

MVI products help overcome many zoning issues with structures designed to blend
into the surrounding environment. To improve customer service, we fully
implemented a new integrated manufacturing resource planning (MRP) computer
system, which enables us to better control product scheduling, manufacturing and
delivery. The benefits include a lower investment in inventory, shorter lead
times for our customers and higher levels of customer service.

"Because of the STRONG GROWTH of wireless communication around the world,
Valmont's structures and component products have become an important part of the
everyday fabric of NEWLY MOBILE AND CONNECTED SOCIETIES. We take great pride in
this. It is gratifying to see the positive ways our products improve lifestyles.
It boils down to the fact that OUR PRODUCTS ALLOW PEOPLE TO COMMUNICATE in a
mobile mode -- vitally important in today's more complicated society."

Listen
MYRON NOBLE
PIROD PRESIDENT
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THE PIROD PURCHASE

In 2001, Valmont purchased and integrated PiRod, Inc. into its wireless
communication business. PiRod, which has an outstanding reputation for customer
service, engineering and manufacturing tower structures and components,
strengthened our industry position as a leader in the wireless communication
business. By integrating the tower, monopole and components business of
Microflect and PiRod, we can streamline production and achieve further economies
of scale.

During the past year, PiRod received certification by the Canadian Welding
Bureau, which now opens the Canadian market for PiRod's products, such as our
highly engineered equipment-mounting platforms.

In the area of wireless component products-used to attach antennas, cables
and hardware to poles, towers and rooftops-demand was steady in 2001. To
increase our opportunities in this area, Valmont plans to build on the strong
Microflect and PiRod brands and service reputations and continually develop
new products.

CONCLUSION

Although our market prospects for 2002 are guarded, we believe the wireless
communication industry will recover. As the number of new wireless subscribers
grows, and usage rates increase, so should the sales of our products-and at a
fairly strong rate. We believe the acquisition of PiRod better positions Valmont
for the future.

"The purchase of PiRod complements Valmont's wireless communication business
with its GREAT REPUTATION FOR CUSTOMER SERVICE and design capabilities.
Additionally, it broadens our tower and component product lines, and
importantly, OUR CUSTOMER BASE."

[PHOTO]
DOUG KOCHENDERFER

VALMONT MICROFLECT
VICE PRESIDENT AND GENERAL MANAGER
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COATINGS

EXTENDING PRODUCT LIFE

Simply put, we add finishes-galvanizing, anodizing, and powder coatings-to a
wide variety of products. We coat products for a wide variety of customers who
have come to rely on our processes to add value to their products by making them
look uniquely better and last longer. We also coat our own Valmont
infrastructure and irrigation products.

[PHOTO]

HOT DIP GALVANIZING MAKES STEEL PRODUCTS LAST LONGER.

Galvanizing, a process that protects steel with a zinc coating that is bonded to
the product surface to inhibit rust and corrosion, forms the largest part of our
coatings business. This year we continued to benefit from strong infrastructure
spending. The demand for galvanizing guardrails, bridge sections, poles and
other infrastructure products helped us weather the general economic downturn as
well as higher prices for electricity and natural gas-two important costs of
galvanizing.

0.3 MANAGEMENT PERSPECTIVE: COATINGS DIVISION

[CHART OF NET SALES]

DOLLARS IN MILLIONS

99 $ 37
00 94
01 99

[CHART OF OPERATING INCOME]

DOLLARS IN MILLIONS
99 $ 7.
00 13.
01 9.

NG No)

"For a relatively modest cost, we take a plain product and put a finish on it
that allows our customer to sell it at a HIGHER VALUE. For the end user, that
means more choices in the colors and patterns they want and a LONGER-LASTING
PRODUCT. For our customer, we are adding value to their products at a reasonable
price. EVERYONE WINS."

Protect
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Anodizing and powder coating provide protective and decorative coatings for
aluminum and other metal and non-metal products- from flashlights and computer
components to baseball bats and cellular phones. While this business was off
slightly in 2001 due to the impact of the economic downturn in the technology
industry, the outlook for 2002 is improved.

To help counteract flat sales in our coatings business in 2001-due to current
economic conditions and higher energy input prices-we acted quickly by adjusting
employment levels commensurate with the business activity. Meanwhile, we are
pleased to report that recent acquisitions have enabled us to make considerable
progress in attracting new customers during the past year.

[PHOTO]

VALMONT'S PROPRIETARY TECHNOLOGIES ALLOW CUSTOM-DESIGNED FINISHES TO BE APPLIED
TO ALUMINUM PRODUCTS, GIVING CUSTOMERS MORE FINISH CHOICES.

Valmont's Coatings business is service-based. The services we provide are
essential to a diverse customer base, and increased demand for customization of
colors and textures bodes well for further sales growth opportunities in the
future. While galvanizing is a capital-intensive business, inventory
requirements are low and our operating efficiencies allow good margins and solid
operating cash flows. Also, if business conditions warrant it, we can adjust
employment levels up and down to match market demands.

In 2002 we look forward to an improved economy and improved margins from lower
input costs. As we grow, we will continue to refine our administrative processes
to find ways of further improving our results.

"Valmont is the LEADING CUSTOM GALVANIZER in North America. We achieved this
position by working in partnership with our customers. By recognizing and
FULFILLING THEIR NEEDS, we have been able to create opportunities that might not
have been attained otherwise. The ability to leverage our business this way is a
direct result of our focus on processes and EXCELLENT CUSTOMER SERVICE."

[PHOTO OF JEFFREY BRIGGS]
JEFFREY BRIGGS
DIVISION PRESIDENT
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IMPACTING LIVES
THROUGH INCREASED FOOD PRODUCTION
AND SAFER, MORE PLENTIFUL WATER SUPPLIES

Irrigation

Conserving water saves money. The result? More plentiful
food supplies and lower prices. Valmont's Valley -Registered
Trademark- irrigation business is the largest supplier of
mechanized irrigation equipment and services in the world.
We have a global manufacturing presence and a
well-established worldwide dealer network. Because we
provide top-quality irrigation products in nearly every
agricultural market around the world, farmers and consumers
for generations to come will have access to modern,
efficient water management and increased food production.
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IRRIGATION
FEEDING PEOPLE

Irrigation has a tremendous impact on our quality of life. In much of the world,
we are close to the limits of arable land availability. As world population and
food needs grow, we will all become even more dependent on increased food
production from existing farmland.

Meeting increasing production demand will mean using water in smarter ways.
Valley-Registered Trademark-mechanized irrigation products put the priority on
more efficient water use-on getting 'more crops per drop.' By putting more water
near the root zone where crops can actually use it, while simultaneously
reducing runoff, Valley equipment and technology can improve water application
efficiency from 40 to 90 percent compared with traditional irrigation methods.
USABLE WATER SUPPLY IS LIMITED

[GRAPHIC]

Oof the total Worldwide water supply, 3% is freshwater;

[GRAPHIC]

of this 3%, two-thirds is trapped in polar ice caps and one-third is usable
freshwater;

[GRAPHIC]

today, of this one-third of usable freshwater, 65% is used by agriculture,
leaving 35% for other use.

0.4 MANAGEMENT PERSPECTIVE:
IRRIGATION DIVISION

"Our products lead to more EFFICIENT FOOD PRODUCTION at lower costs - food
that often feeds the poorest part of the world's population. And our
products HELP FARMERS MAKE MONEY, which benefits global economies. But
what's under-appreciated is that mechanized irrigation REDUCES THE BURDEN
ON THE WORLD'S FRESH WATER SUPPLY by helping to keep it cleaner and more
available for other uses and for future generations."

Water
[PHOTO OF TOM SPEARS]
TOM SPEARS

DIVISION PRESIDENT
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Reduced runoff also improves water quality in nearby streams and rivers that

are the source of fresh water for wildlife and human consumption. Valley
irrigation products and services help farmers produce better crops, improve
yields and reduce labor costs while at the same time providing real conservation
and social benefits.

Valmont is the recognized leader in the design and manufacturing of automated
irrigation equipment. Since the 1950s, we have manufactured more than 100,000
systems, most of which are still operating today. Our products are known for
durability-it is not uncommon for Valley equipment to last 25 to 30 years.
Agricultural producers have come to rely on this kind of quality and on the
unparalleled service provided through our Valley dealer network.

[PHOTO]

REMOTE PROGRAMMING-A FEATURE OF VALLEY IRRIGATION EQUIPMENT -ENABLES PRECISE
CONTROL OF WATER AND CHEMICAL APPLICATION TIMING, RATES AND DEPTH.

We are also innovators in the area of wastewater re-use, and we continue to
explore business opportunities in which our products are instrumental in
conserving fresh water resources. During the past year, we have worked within
the energy sector-particularly the coal bed methane recovery industry - to
recover, clean and re-use wastewater for agricultural applications. We believe
these types of projects demonstrate the versatility of our equipment and the
wide range of growth opportunities available for us in the future.

[CHART OF NET SALES]

DOLLARS IN MILLIONS

99 $ 228
00 284
01 239

[CHART OF OPERATING INCOME]

DOLLARS IN MILLIONS

99 $ 24.1
00 21.2
01 15.5

"OUR INTERNATIONAL BUSINESS-only slightly down last year despite globally
depressed crop prices-will benefit from a HUGE OPPORTUNITY that is just now
being tapped: only four percent of agriculture outside the U.S. is mechanically
irrigated. And within the U.S., history shows that agriculture moves in cycles,
and upward cycles RELEASE SIGNIFICANT PENT-UP DEMAND for new equipment and
technologies.
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2001 REVIEW

During 2001, we took steps to improve our service levels to our dealers and
customers. By the end of the year we had shipped 99.6 percent of our domestic
systems on time, and 94 percent of our orders were shipped and received without
problems. We improved our production planning processes to enable us to operate
with much lower inventories-extremely important in fluctuating markets.

[PHOTO]

OUR ADVANCED IRRIGATION AND WATER MANAGEMENT EQUIPMENT IS DESIGNED TO CONSERVE
WATER AND INCREASE FOOD PRODUCTION.

This year was also one of continued Valley innovation. For smaller fields in
developing markets, we introduced the mechanical 'Spinner' that does not use
electricity, running only on pressurized water. We also introduced a new
universal linear machine and, along with other innovations like smaller diameter
(5 and 6-inch) pipe, we are expanding our product offerings to meet the
different needs of different customers around the world. All of these
innovations and improvements during 2001 help ensure that Valley remains 'The
Most Trusted Name in Irrigation.'-TM-.

[PHOTO]

"Valley dealers FOCUS ON SERVING CUSTOMERS, whether that means keeping equipment
running during the dry, hot growing seasons or providing the one-on-one training
and advice that comes from personal experience. Many of our dealerships are
FAMILY OPERATIONS, now in their second or third generations, and you would be
hard pressed to find anyone who better understands the best way to irrigate
local crops. That's a true Valley advantage - HOMETOWN EXPERIENCE AND
DEDICATION."

Food
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TUBING

SHAPING EVERYDAY LIFE

Valmont's tubing division is solidly profitable, with many of our products

used in ways that are not always readily apparent. Our tubing products are used,
for example, in pneumatic tube delivery systems within the health care industry,
in fire protection systems in office buildings and warehouses, and within the
recreation industry by exercise equipment producers. Customers often come to
Valmont with a request for a special part or product and because of our
engineering and design expertise we are able to build it for them.

Our tubing products business is strongly impacted by the steel industry and
steel prices. During 2001, raw steel prices fell to 20-year lows. As a result,
more than 25 steel producers sought some form of bankruptcy protection-putting
tremendous pressure on selling prices for tubular products. We have responded by
keeping our prices competitive, monitoring inventory levels, and focusing on
cost-reduction initiatives. Most importantly, we have maintained close
relationships with our customers and suppliers during these difficult times.

THIS YEAR WE IMPLEMENTED AND INTRODUCED A SUCCESSFUL NEW PRODUCT LINE.
Motorcycle enthusiasts appreciate that one of the most integral parts of a
motorcycle -and one of the most important design elements-is its muffler. The
cosmetic specifications for this product are arduous, with the final step in
fabrication being chrome plating. During 2001 we worked closely with one of our
customers to develop a motorcycle muffler case component that we believe will
allow our customer to streamline production and reduce costs.

Also in 2001 we created a distinct brand identity for Valmont tubular products,
introduced via a new Web site-an important vehicle for customer contact and
marketing promotions. We expect our Internet marketing and communications
presence will be increasingly important as we introduce new tubing product
lines and applications.

OUR PROSPECTS FOR 2002

General economic conditions and the current health of the steel industry are
concerns. We expect that steel prices will increase in 2002. Since inventories
throughout the supply chain appear very low, an increase in demand in 2002 will
require a quick response. Our production capabilities position us well for that.

0.5 MANAGEMENT PERSPECTIVE:
TUBING DIVISION

[CHART OF NET SALES]

DOLLARS IN MILLIONS

99 $ 29
00 43
01 42

[CHART OF OPERATING INCOME]

DOLLARS IN MILLIONS

99 $ 4.6
00 7.6
01 5.8

"Because of falling steel prices and a slowdown in the economy, our 2001
financial performance was below that of 2000. Even so, we maintained a STRONG
MARKET POSITION while dealing with these difficulties. We are ready for growth
and excited about our prospects for the future."

[PHOTO OF LEONARD ADAMS]
LEONARD ADAMS
VICE PRESIDENT AND GENERAL MANAGER
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VALMONT INDUSTRIES, INC.
GLOBAL PRESENCE.

TULSA, OKLAHOMA, USA
Steel Poles and Galvanizing

TUALATIN, OREGON, USA
Galvanizing

SALEM, OREGON, USA
Wireless Communication Structures
and Components

ALBANY, OREGON, USA
Cascade Earth Sciences

LINDON, UTAH, USA
Galvanizing and Powder Coating

LOS ANGELES, CALIFORNIA, USA
Anodizing and Powder Coating

LONG BEACH, CALIFORNIA, USA
Galvanizing

SIOUX CITY,IOWA, USA
Galvanizing

WEST POINT, NEBRASKA, USA
Galvanizing

McCOOK, NEBRASKA, USA
Irrigation Equipment

OMAHA, NEBRASKA, USA
Corporate Headquarters

WAVERLY, NEBRASKA, USA
Steel Tubing

VALLEY, NEBRASKA, USA

Irrigation Equipment, Steel Poles,
Wireless Communication Towers,
Tubing and Galvanizing

BRENHAM, TEXAS, USA
Steel Poles

MONTERREY, MEXICO
Steel Poles

[GRAPHIC]

MINNEAPOLIS,

MINNESOTA, USA
Anodizing, Powder Coating
and E-Coating

FARMINGTON,
MINNESOTA, USA
Aluminum Poles

ST.JULIE, QUEBEC, CANADA
Steel and Aluminum Poles

ELKHART, INDIANA, USA
Steel and Aluminum Poles

PLYMOUTH, INDIANA, USA
Wireless Communication Structures and Components

JASPER, TENNESSEE, USA
Steel Poles

CHICAGO, ILLINOIS, USA
Galvanizing

UBERABA, BRAZIL

Irrigation Equipment and
Communication Towers
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[GRAPHIC]

MAARHEEZE, THE NETHERLANDS
Steel Poles

GELSENKIRCHEN, GERMANY
Steel Poles

SIEDLCE, POLAND
Steel Poles

SHANGHAI, CHINA
Steel Poles

CHARMEIL, FRANCE
Steel Poles

CREUZIER-LE-NEUF, FRANCE
Industrial Covers and Conveyers

RIVE-DE-GIER, FRANCE
Aluminum Poles

MADRID, SPAIN
Irrigation Equipment

BERRECHID, MOROCCO
Steel Poles

JOHANNESBURG, SOUTH AFRICA
Irrigation Equipment

[GRAPHIC]
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THE VALUE OF OUR
GLOBAL INVESTMENT

[PHOTO OF BOB MEANEY]

BOB MEANEY
SENIOR VICE PRESIDENT INTERNATIONAL

"By developing and providing innovative products based on local demands, our
opportunities for growth will continue."

ONE WORLD

The advent of technology-telephones, fax machines, the Internet, wireless
communication devices-has brought us all closer together and made doing
business globally both easier and essential to our success. Through
international commerce, we develop understandings and partnerships that serve
to make the world a better place.

OUR PRODUCTS IMPROVE THE QUALITY OF PEOPLE'S LIVES AROUND THE WORLD-and we
strive to get them to market as quickly and efficiently as possible-always
maintaining our high standards for quality. Central to this approach is our
global manufacturing strategy. With production facilities in strategic
locations worldwide and through global procurement, we are able to compete
better, deliver faster and maintain lower costs. We can provide exemplary
on-site customer service and customize our products to best meet the needs of
each market. And, by hiring local employees, we contribute to and participate
in local economies and communities.

OUR INFRASTRUCTURE PRODUCTS HELP MAKE THE WORLD A SAFER PLACE. With an
increasing population comes the need for safer highways and city streets,
recreation areas and other public places. Additional electricity transmission
and distribution capacity is also needed. Our strategy of manufacturing locally
is key to our success in growing global markets where our lighting and traffic,
and utility structures are indispensable. Cellular phones and other wireless
devices help keep people safer and more connected at work, on the road and at
home. Again, our products are essential to this technology.

OUR IRRIGATION PRODUCTS HELP FEED THE WORLD. The need to conserve, re-use and
maintain the quality of fresh water while increasing crop yields will drive the
adoption of mechanized irrigation in almost every region of the world.

In many of our markets, governments are enacting policies that require
progressive water quality improvements and conservation efforts. We work
directly with these governments and with development and aid agencies to
emphasize and promote the advantages of mechanized irrigation. By developing
and providing innovative products based on local demands, our opportunities for
growth will continue.

IN CONCLUSION

Global markets are critical to our growth and success. Individual markets evolve
at different rates, and our strategy of producing locally pays off on many
levels. We are insulated from the pressures of competing in a single market, and
as one market ebbs, another may be expanding. By having production facilities in
many areas of the world, we can reach any area quickly and cost effectively -a
distinct advantage for our customers and our shareholders.
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TVI: ALIGNING MANAGEMENT PERFORMANCE WITH
SHAREHOLDERS' GOALS

[PHOTO OF TERRY MCCLAIN]

TERRY MCCLAIN
SENIOR VICE PRESIDENT AND CHIEF FINANCIAL OFFICER

At Valmont, we never lose sight of the fact that our shareholders are our owners
and deserve an excellent return on their investment. Our job is to manage the
capital they invest with us through a delicate balance of risk and reasonable
reward. We must invest our capital in opportunities that will allow our company
to prosper, outpace our competition and earn a good return for our

shareholders. To motivate our managers to think and act with shareholder
interests in mind we apply the concept and performance measurement tool of

Total Value Impact (TVI).

HOW DOES TVI WORK? TVI is a return on invested capital measure. From our income
statement, we measure after-tax operating profit. From our balance sheet, we
measure average invested capital-essentially the difference between assets and
non-interest bearing liabilities.

We then determine what it costs us to use the debt and equity of the company to
finance that invested capital. Next, we subtract the cost of the capital, which
for valmont is 8.5%, from the after-tax operating profit. That leaves a
residual, which we call TVI. From an accounting perspective there is no TVI
account, but from a financial perspective, TVI is a measure of the dollars
returned above normal expectations on our productive assets.

WHAT DO WE DO WITH TVI? At Valmont we use TVI to measure and reward performance.
If the results of an investment, project or division do not grow TVI, we are not
creating value for our shareholders. When this happens, we believe it is time to
reassess the value, strategy or management of that investment, project or
division. We want TVI to be positive and grow.

As an incentive tool for our managers at Valmont, we prefer the TVI measure of
performance, with compensation directly tied to results. It's a good way to
encourage thinking about both the short-term and long-term effects of management
decisions. Our managers understand that they must not only increase sales and
earnings, but they must also make wise investment decisions.

SIMPLIFIED EXAMPLE OF TVI SHOWS HOW
AN INVESTMENT CAN CREATE OR DESTROY VALUE
IN THIS EXAMPLE, THE TVI CREATED IN THE FIRST YEAR IS INVESTED IN A MACHINE

YEAR 1 YEAR 2 INVESTMENT YEAR 2 INVESTMENT
CREATES NO SALES CREATES $3 SALES
INCREASE INCREASE
Sales $ 50.00 $ 50.00 53.00
Expenses (40.00) (40.00) (40.00)
Operating Profit 10.00 10.00 13.00
Tax at 35% (3.50) (3.50) (4.55)
Operating Profit after Tax (NOPAT) 6.50 6.50 8.45
Assets 50.00 55.65 55.65
Non-Interest Bearing Liabilities 40.00 40.00 40.00
Average Invested Capital 10.00 15.65 15.65
Cost of Capital 8.5% 8.5% 8.5%
Cost of Capital Dollars 0.85 1.33 1.33
TVI (NOPAT-cost of capital $) 5.65 5.17 7.12
Value Created (Lost)
from Capital Investment - $ (0.48) 1.47
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FINANCIAL
OBJECTIVES We measure our performance against many standards.

Financially, we have selected three principal factors that
tell just how well we are managing the Company and the money
invested in it. We have deliberately made investments in our
businesses in recent years. This is reflected in the
downtrend of our TVI and return on invested capital graphs.
We believe these metrics should improve as we realize the
benefits of these investments. The goals we have established
for growth, return on invested capital and long term debt
leverage are appropriate for the industries in which we
participate,yet challenging enough to demand the very best
talents and performance of our management teams. We have
replaced our earnings per share growth goal with a goal to
grow TVI,which we believe is a more meaningful measure
of shareholder value creation.

[CHART OF TOTAL VALUE IMPACT]

OBJECTIVE
Grow TVI from year-to-year

DOLLARS IN MILLIONS

97 $ 17.7
98 5.3
99 4.5
00 9.0
01 0.5

[CHART OF RETURN ON INVESTED CAPITAL]

OBJECTIVE
Achieve a minimum 10% after tax return on invested capital

97 % 15.4
98 10.3
99 9.8
00 10.9
01 8.6

[CHART OF LONG-TERM DEBT AS A PERCENT OF INVESTED CAPITAL]

OBJECTIVE
Maintain long-term debt as a percent of invested capital at less than 40%

97 % 10.4
98 30.3
99 33.8
00 42.8
01 41.9
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MANAGEMENT'S DISCUSSION AND ANALYSIS
OF FINANCIAL CONDITION AND RESULTS OF OPERATIONS

The following discussion and analysis provides information which management
believes is relevant to an assessment and understanding of the Company's
consolidated results of operations and financial position. This discussion
should be read in conjunction with the Consolidated Financial Statements and
related Notes.

(DOLLARS IN MILLIONS)

CHANGE CHANGE
1999 2000 2000-1999 2001 2001-2000
NET SALES:
" Infrastructure busimesses:
©eoles s 2510 s 31000 a3 s 340 10.2%
" uireless Communication s es.2 s 926 .8 s 1216 31.3%
" coatings s soe s oa1 154.3% s 992 5.4%
Total Infrastructure businesses $ 356.2 $ 496.7 39.4% $ 574.8 15.7%
Agricultural businesses:
©trrigation s 282 s 2836 a3 s 2386 15.9%
©tuping s 204 s a3.3 ars s a2.a 2.1%
Total Agricultural businesses $ 257.6 $ 326.9 26.9% $ 281.0 -14.1%
Other $ 26.1 $ 22.5 -13.5% $ 16.6 -26.1%
Net Sales $ 639.9 $ 846.1 32.2% $ 872.4 3.1%
OPERATING INCOME:
" Infrastructure busimesses:
©poles s 15.3 s a7 a.a% s sa.1 57.4%
*wireless Communication s (18 s 23 woo s 1.6) 167.5%
" coatings s 70 s 135 o1.ew s 0.4 -30.3%
Total Infrastructure businesses $ 20.5 $ 37.5 82.5% $ 41.9 12.0%
Agricultural businesses:

" Irrigation s 241 s 212 12.1% s 155 27.2%
©Tubing s a6 s 76 6a.7% s s.8 “23.4%
Total Agricultural businesses $ 28.7 $ 28.8 0.2% $ 21.3 -26.3%
Other $ 1.0 $ 1.0 9.6% $ 1.8 77.4%

Operating Income $ 50.2 $ 67.3 34.0% $ 65.0 -3.3%
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RESULTS OF OPERATIONS
FISCAL 2001 COMPARED WITH FISCAL 2000
CONSOLIDATED

Net sales in 2001 increased 3.1% over 2000 to $872.4 million. The sales increase
was due to sales increases in the Infrastructure businesses, offset by sales
decreases in the Agricultural businesses. The increase in Wireless Communication
segment sales was attributable to the PiRod acquisition, which was completed on
March 30, 2001.

In 2001, gross profit as a percent of sales was virtually unchanged from 2000.
Higher margins in the Poles segment essentially offset lower margins in the
other segments. Selling, general and administrative expenses (SG&A) as a percent
of sales increased in 2001 due to lower sales in the Irrigation, and Wireless
Communication segments. While expenses were reduced in these segments, sales
decreased more than expenses. Operating income decreased 3.3% as compared with
2000. Improved profits in the Poles segment partially offset profitability
decreases in the other segments.

Net interest expense was essentially unchanged between 2001 and 2000. While
interest-bearing debt was reduced in 2001, average borrowing levels were higher
than in 2000. The effect on interest expense from these higher borrowing levels
was offset by declining interest rates throughout most of 2001 on the Company's
variable interest rate debt. Declining interest rates resulted in a positive
impact on interest expense of $2.5 million in 2001.

The Company's effective tax rate increased from 36.0% in 2000 to 36.9% in 2001.
The rate increase was mainly associated with taxes related to distributions from
foreign entities and increased goodwill amortization expenses that were not
tax-deductible.

Losses in nonconsolidated subsidiaries increased in 2001 due to unprofitable
operations in the Company's Mexican joint venture and a write down of $1 million
in an investment in an irrigation distributor in Argentina. The Mexico
performance related to poor local market demand for pole products in the second
half of 2001 and start-up production inefficiencies. The Argentina write down
was prompted by the recent difficulties encountered in the Argentine economy.

Net earnings decreased 12% to $26.7 million in 2001 from $30.4 million in 2000.
Diluted earnings per share decreased 15% from $1.28 to $1.09.The percentage drop
in earnings per share was more than the decrease in net earnings due to the
additional shares outstanding in 2001 related to the shares issued as part of
the PiRod acquisition.

POLES SEGMENT

The improvement in sales and operating profit was attributable to strong
performance in North America. North American sales in lighting and traffic
products were up due to government funding for the U.S. highway program, where
the emphasis on safety and traffic control drove demand for the Company's
street, area and highway lighting products as well as traffic poles and sign
structures. Sales in the commercial lighting market improved slightly over 2000,
as increased alliances with lighting fixture OEM's helped maintain order rates
despite a slowdown in commercial construction activity. Utility product sales
also improved substantially over 2000. As electric utility companies and
independent power producers have been adding new capacity, the Company's
transmission, substation and distribution poles are needed to bring this newly
generated electricity from the generation source to users. The operating profit
improvement in North America was in part due to the improved sales volumes as
well as margin enhancements associated with improved manufacturing productivity,
stable material prices and effective utilization of capacity expansions. The
Company closed its composite pole facility in late 2000, which contributed to
the 2001 operating profit improvement. This facility recorded a loss of $1.7
million in 2000.

[CHART OF GROSS PROFIT AS A PERCENT OF NET SALES]

99 % 27.0
00 25.0
01 24.9

[CHART OF SEGMENT SALES]

DOLLARS IN MILLIONS

99 00

POLES 251.0 310.0
IRRIGATION 228.2 283.6
WIRELESS COMMUNICATION 68.2 92.6
COATING 37.0 94.1°
TUBING 29.4 43.3
OTHER 26.1 22.6

$ 639.9 846.2
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In Europe, lighting sales were down 6% as compared with 2000. Preparations for
local elections in France increased sales early in the year, but the European
economy weakened throughout the remainder of 2001, lowering market demand for
lighting structures. Despite the lower sales, operating profit was slightly
improved, the result of factory and SG&A expense control and improved
operations. Sales and profits in China were similar to 2000.

WIRELESS COMMUNICATION SEGMENT

The sales and operating profit of the Wireless Communication segment for 2001
include the operations of PiRod after its acquisition at the end of the first
quarter. If PiRod's sales are excluded from 2001, worldwide sales would have
been down 12%. Sales in North America (without PiRod) were down 18% from 2000,
with market demand slowing more dramatically as 2001 progressed. This was due to
the general slowdown of the economy and particularly the slumping
telecommunications industry, which hampered our customers' ability to sustain
funding of their strong network buildout of 2000. Furthermore, the installation
of many of the structures sold in 2000 was delayed, which also reduced demand
for new structures. Sales of components, which are parts that attach antennas to
structures such as poles, towers and buildings, were relatively stable.
Components were used to support subscriber growth and bandwidth demand by
allowing more antennas to be installed on existing structures.This reduction in
market demand for structures (especially towers) resulted in a drop in gross
profit margins and operating income in 2001. Unfavorable manufacturing fixed
cost coverage in the Company's Nebraska and Oregon plants due to the lower
production volumes reduced 2001 operating profit by approximately $3 million.
The Company elected in the fourth quarter to eliminate some overlapping product
lines between the PiRod and Valmont/Microflect brands, resulting in a pretax
$1.5 million inventory valuation charge. PiRod was accretive to net income and
neutral to earnings per share in 2001. Sales of communication poles in China
improved over 2000, as a continuing wireless network buildout drove increased
demand.

COATINGS SEGMENT

The sales increase in the Coatings segment related to a significant sales
improvement at one location, where the Company is providing coating and assembly
services to a large customer. Aside from this location, sales were down 12%.
Furthermore, galvanizing services provided to the Irrigation segment were down
from 2000, due to lower production levels in that segment and further transfer
of Irrigation production to its McCook, Nebraska facility, which galvanizes its
own production. The reduction in operating income in 2001 mainly related to
reduced fixed cost coverage due to the generally lower production levels, an
operating income reduction of approximately $4 million. Higher energy prices
also negatively impacted 2001 profitability by approximately $1 million.

IRRIGATION SEGMENT

Sales in the Irrigation segment were lower, both in North American and
International markets. Weak commodity prices, high input costs for farmers
related to energy prices and uncertainty over future U.S. farm policy all
contributed to weaker market conditions in North America. As a result,
management reduced employment and planned spending levels in early 2001. North
American operating profit was down as compared with 2000, but improved pricing
discipline, customer service improvements and the spending reductions taken
early in the year resulted in an improved operating profit percentage.

Sales and profits in international markets were lower in 2001, mainly due to
poor market conditions in Brazil. Government imposed electricity and water
restrictions brought about by drought reduced farmers' ability to obtain permits
to irrigate, which reduced demand for irrigation machines. The combined impact
on operating profit of lower sales and margin was $3 million. Sales and profits
in other international markets in total were similar to 2000. The Company's
strategy of local manufacturing and distribution in international markets has
enabled it to remain competitive, despite the continued strength of the U.S.
dollar.

TUBING SEGMENT

The Tubing segment recorded slightly lower sales than in 2000, due to a weaker
U.S. economy. Sales to the Irrigation segment fell, due to lower Irrigation
sales and transfer of production to its McCook facility, which produces its own
tubing. These lower production levels resulted in unfavorable manufacturing
fixed cost coverage, estimated at $1 million. Pricing competition due to a
weakening U.S. economy and falling steel prices resulted in further margin
pressure. SG&A spending was reduced in light of weaker sales and margins to
mitigate the impact of lower margins on operating profit.

[CHART OF SG&A EXPENSE AS A PERCENT OF NET SALES]

99 % 19.2
00 17.1
01 17.5
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FISCAL 2000 COMPARED WITH FISCAL 1999

CONSOLIDATED

Net sales increased significantly over 1999, due to acquisitions completed in
2000 (contributing $83 million in sales) and growth in the Company's base
businesses. All segments in the Infrastructure and Agricultural businesses
contributed to the sales growth.

Gross profit as a percent of sales fell from 27.0% in 1999 to 25.0% in 2000. As
a group, acquisitions made in 2000 (four in the Coatings segment, one in the
Tubing segment and one in the Poles segment) experienced lower gross profit and
SG&A expenses as a percent of sales than the Company's base manufacturing
businesses. Operating profits of these businesses as a percent of sales are
similar to the remainder of the Company's operations. The impact of acquisitions
on gross profit and SG&A as a percent of sales was 0.7%. Otherwise, gross profit
percentages were lower in all segments, except the Poles segment, where gross
profit margins were unchanged from 1999. Raw material price volatility early in
the year and increased natural gas prices late in the year also negatively
impacted gross profit margins. Aside from the impact from acquisitions, the
Company realized SG&A leverage as sales grew faster than spending in the base
businesses. Operating income increased slightly faster than sales. A decrease in
operating income in the Irrigation segment was offset by improved profits in the
other segments.

Net interest expense was $16.0 million in 2000, compared with $7.1 million in
1999. The higher interest expense was attributable to higher average borrowings
resulting from acquisitions and capital expenditures. Interest expense was also
impacted by rising U.S. interest rates in 2000 by an estimated $3 million.

The effective tax rate was 36.0% in 2000, compared with 36.9% in 1999. The lower
tax rate in 2000 resulted primarily from increased utilization of operating loss
and tax credit carryforwards.

Net earnings increased 15.3% to $30.4 million and diluted earnings per share
increased 18.5% to $1.28. The percentage difference in earnings per share as
compared with net earnings was attributable to the Company's repurchase of
shares during 1999.

POLES SEGMENT

North American lighting and traffic sales were strong in both the commercial and
lighting and traffic markets. Lighting and traffic market conditions were good
due to continued government funding of the highway program and other government
spending programs. Rising interest rates during 2000 impacted real estate
development and the general construction economy, which slowed the growth in the
commercial lighting market later in the year. Utility structure sales grew as
utility companies continue to invest in transmission and distribution
infrastructure to meet growing electricity needs. This strong sales activity and
the effect of ongoing cost reduction and productivity programs resulted in
profitability growth in North America.

In Europe, lighting sales increased in local currency terms, as general economic
conditions in Europe were favorable. Substantial raw material price increases
and very competitive market conditions hampered profitability in Europe. In
China, lighting and utility sales were up as the Company continued to penetrate
local markets. In 2000, the Company invested in a pole manufacturing joint
venture with Grupo IMSA (a large diversified manufacturer based in Mexico) in
Monterrey, Mexico. The Company owns 49% of the joint venture and its financial
results are reported on the equity method.

WIRELESS COMMUNICATION SEGMENT

The sales increase was driven primarily by strong U.S. market conditions in
2000. Carriers and build to suit companies were very active in building out
their networks, which caused the increase in demand for structures and
components. This improved sales activity led to improved profitability, although
margins diminished due to unfavorable sales mix. In China, communication poles
sales and profitability were improved over 1999. In 1999, the Company incurred a
$1.9 million impairment charge related to a communication tower facility in
Europe.

COATINGS SEGMENT

Sales and profitability grew due to acquisitions completed in the year 2000
(which contributed $51.4 million in sales) and volume growth at existing
facilities. Strong economic conditions in the U.S. during 2000 helped drive the
increase in sales. Operating profit increased substantially in 2000, driven
mainly by volume increases, acquisitions and operating leverage. Operating
profit grew at a slower rate than sales due to production difficulties at one
location throughout much of 2000 and a sharp increase in energy prices in the
fourth quarter of 2000.
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IRRIGATION SEGMENT

Sales increased both in North American and International markets. In North
America, sales benefited from dry weather conditions early in the year, the
effect of government support programs on net farm income, continued conversion
of flood irrigation to center pivots and the full year impact from acquisitions
completed in 1999. International sales were at record levels with increased
profitability, despite a very strong U.S. dollar. Part of the international
sales increase came from large project sales to markets in the Middle East.
Operating income in 1999 included a $2.8 million gain on the sale on an
investment. Otherwise, operating income was virtually unchanged from 1999.
Profitability did not grow as fast as sales due to lower gross profit margin as
a percent of sales. Gross profit margins were impacted by start up and fixed
costs in the Company's new facility in McCook, Nebraska, project sales to the
Middle East which were at relatively low gross profit margins ($1.3 million
gross margin impact), sharp increases in raw material prices in the first half
of the year of approximately $2.2 million and competitive pricing conditions in
North America. Good SG&A expense control helped to offset some of the impacts of
lower gross profit margins.

TUBING SEGMENT

Tubing sales increased over 1999, due to an acquisition made during 2000 (which
contributed $6.6 million in sales) and good market conditions driven by a strong
U.S. economy. This strong sales performance likewise resulted in the increase in
operating income.

CRITICAL ACCOUNTING POLICIES

The following accounting policies involve judgments and estimates used in
preparation of the consolidated financial statements. There is a substantial
amount of management judgment used in preparing financial statements. We must
make estimates on a number of items, such as provisions for bad debts,
warranties, contingencies, impairments of long-lived assets, and inventory
obsolescence. We base our estimates on our experience and on other assumptions
that we believe are reasonable under the circumstances. Further, we re-evaluate
our estimates from time to time and as circumstances change. Actual results may
differ under different assumptions or conditions.

ALLOWANCE FOR DOUBTFUL ACCOUNTS

In determining an allowance for receivables that will not ultimately be
collected in full, we consider:

> age of the accounts receivable

> customer credit history

> customer financial information, and

> reasons for non-payment (product, service or billing issues).

If our customers' financial condition were to deteriorate, resulting in a
reduction in their ability to make payment, additional allowances may be
required.

WARRANTIES

We rely on historical product data to estimate the cost of product warranties at
the time revenue is recognized. In determining the accrual for the estimated
cost of warranty claims, we consider our experience with:

> costs to correct the product problem in the field, including labor costs,
> costs for replacement parts,

> other direct costs associated with warranty claims, and

> the number of product units subject to warranty claims.

If our cost to repair a product or the number of products subject to warranty

claims is greater than we estimated, we would have to increase our accrued cost
for warranty claims.
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INVENTORIES

We use the last-in first-out (LIFO) method to determine the value of the
majority of our inventory. The remainder of our inventory is valued on a
first-in first out (FIFO) basis. In periods of rising costs to produce
inventory, the LIFO method will result in lower profits than FIFO, because
higher more recent costs are recorded to cost of goods sold than under the FIFO
method. Conversely, in periods of falling costs to produce inventory, the LIFO
method will result in higher profits than the FIFO method.

In 2001, the Company experienced generally lower costs to produce inventory than
in 2000, due in part to our lower costs for steel and other commodities. This
resulted in a reduction in the cost of goods sold of $1.4 million, and profits
reported in our financial statements in 2001 were higher than would otherwise
have been reported had all the Company's inventories been valued on the FIFO
method.

We write down slow-moving and obsolete inventory by the difference between the
value of the inventory and our estimate of the reduced value based on potential
future uses, the likelihood that overstocked inventory will be sold and the
expected selling prices of the inventory. If our ability to realize value on
slow-moving or obsolete inventory is less favorable than assumed, additional
write-downs of the inventory may be required.

DEPRECIATION AND AMORTIZATION OF LONG-LIVED ASSETS

The Company's long-lived assets consist primarily of property, plant and
equipment and goodwill and intangible assets that were acquired in business
acquisitions. We believe the useful lives we assigned to these assets, which
range from 3 to 40 years, are reasonable. If our assumptions about these assets
change as a result of events or circumstances, and we believe the assets may
have declined in value, then we may record impairment charges, resulting in
lower profits. For example, in 2001 we determined through this process that the
company's investment in an Argentine irrigation distributor was impaired, due to
recent difficulties in Argentina's economy, and we wrote down the value of the
investment by $1 million.

STOCK OPTIONS

Employees of the Company are periodically granted stock options by the
Compensation Committee of the Board of Directors. As allowed under generally
accepted accounting principles (GAAP), the Company does not record any
compensation expense on the income statement with respect to options granted to
employees. Alternatively, under GAAP, the Company could have recorded a
compensation expense based on the fair value of employee stock options. As
described in Note 7 in the Consolidated Financial Statements, had the Company
recorded a fair value-based compensation expense for stock options, earnings per
share would have been $0.08 to $0.10 less than what was reported for the 1999,
2000 and 2001 fiscal years.

INCOME TAXES

The Company records a valuation allowance to reduce its deferred tax assets to
an amount that is more likely than not to be realized. While future taxable
income and tax-planning strategies are considered in assessing the need for the
valuation allowance, if a deferred tax asset was estimated to be not fully
realizable in the future, a valuation allowance to the deferred tax asset would
decrease net income in the period the determination was made. Likewise, should
the Company subsequently determine that it would be able to realize more than
the net deferred tax asset in the future, an adjustment reducing the valuation
allowance would increase net earnings in the period such determination was made.
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LIQUIDITY AND CAPITAL RESOURCES

Net working capital was $145.6 million at fiscal year-end 2001, or virtually
unchanged from year-end 2000. The ratio of current assets to current
liabilities was 2.05:1 as of December 29, 2001, as compared with 1.87:1

at December 30, 2000. Operating cash flow was $109.8 million in 2001, as
compared with $11.0 million in 2000. The strong operating cash

flow improvement was attributed to better working capital management this year.
Inventories were reduced steadily throughout the year in all segments,
particularly in the Irrigation and Wireless Communication segments.

Capital spending was $25.7 million in 2001, a sharp decrease from the $46.5
million that was spent in 2000. The major capital projects this year included:

> POLES SEGMENT-large pole capacity expansion, aluminum extruder and business
software;

AND
> TIRRIGATION SEGMENT-manufacturing facility in the United Arab Emirates.

In addition, $33.4 million cash was expended as part of the PiRod acquisition,
which was completed on March 30, 2001.

The stronger operational cash flow, combined with lower capital spending and
reduced cash for acquisitions, enabled the Company to reduce its
interest-bearing debt from $248.9 million at December 30, 2000 to $209.3
million at December 29, 2001.

The Company has historically funded its growth, capital spending and
acquisitions by a combination of operating cash flows and debt

financing. The Company's long-term objective is to maintain long-term debt as a
percent of capital below 40%. The Company has temporarily exceeded its
self-imposed objective for major strategic purposes, such as acquisitions. At
year-end 2001, long-term debt was 41.9% of invested capital, down from 42.8% at
year-end 2000. While long-term debt as a percent of capital was above the
Company's stated objective, debt levels have been reduced in 2001 and the
Company plans to meet this financial objective in 2002, barring significant
acquisition activity.

The Company's debt financing consists of a combination of short-term credit
facilities and long-term debt. The short-term credit facilities are with various
banks and amounted to $36.0 million at the end of 2001 as compared with $55.4
million at the end of 2000. On December 29, 2001, $29.5 million of these credit
facilities were unused.

The major components of long-term debt include a 2001 revolving credit agreement
with a group of banks and a long-term unsecured credit facility with an
insurance company. Under the revolving credit agreement, the Company may borrow
up to $150 million in multiple currencies. The facility is unsecured and any
outstanding principal balance is due in August 2006. The outstanding balance may
be paid down at any time and additional funds may be borrowed up to the $150
million maximum. At December 29, 2001, the outstanding principal balance was
$77.5 million, compared with $90.0 million at the end of fiscal 2000. The
Company's borrowings under the unsecured facility with an insurance company are
$100 million, the maximum under the agreement. The annual principal payments due
under this facility are in varying amounts starting in 2002 and ending in 2012.
The principal may be prepaid at any time, subject to applicable yield
maintenance provisions. The Company also has certain minor long-term borrowings,
including capital lease arrangements. Debt covenants under the revolving credit
agreement and the unsecured facility with an insurance company require the
Company to maintain certain leverage and fixed charge coverage ratios for the
duration of the agreements. At the end of fiscal 2001, the Company was in
compliance with all debt covenants.

[CHART OF TOTAL ASSETS]

DOLLARS IN MILLIONS

99 419
00 600
01 589
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In December 2001, the Board of Directors authorized the repurchase of up to 1.5
million shares of the Company's common stock. This authorization replaced the
authorization made in 1998. As of December 29, 2001, no shares had been
repurchased under this authorization.

The Company's priorities in use of future free cash flows are as follows:
> Fund internal growth initiatives in core businesses;
> Pay down interest-bearing debt;

> 1Invest in acquisitions clearly connected to the Company's core businesses;
and

> Complete authorized common stock repurchases.

In the event of a sharp decrease in demand for the Company's products,
resulting profitability reductions would reduce its operating cash flows and
affect its ability to grow. Likewise, low profitability or operating losses
could impact the Company's compliance with key long-term debt covenants.
These factors could come from a number of sources, such as a prolonged
depression in the U.S. farm economy, a substantial reduction in government
(including state and local) funding of the federal highway program and a
prolonged U.S. economic recession.

[CHART OF CAPITAL EXPENDITURES]

DOLLARS IN MILLIONS

99 $ 37.8
00 46.5
01 25.7

[CHART OF WORKING CAPITAL]

DOLLARS IN MILLIONS

99 $ 98.6
00 145.6
01 145.6

FINANCIAL OBLIGATIONS AND COMMERCIAL COMMITMENTS

The Company has future financial obligations related to (1) payment of principal
and interest on interest-bearing debt, including capital lease obligations, (2)
various operating leases and (3) purchase obligations. These obligations are
summarized as follows, in millions of dollars:

CONTRACTUAL OBLIGATIONS TOTAL 2002 2003-2004 2005-2006 THEREAFTER
Long-term debt and capital leases $ 198.0 $ 11.1 $ 29.9 $ 107.0  $ 50.0
Operating leases 34.9 7.7 11.6 6.8 $ 8.8
Unconditional purchase obligations 14.7 14.7 - - -
Total contractual cash obligations $ 247.6 $ 33.5 $ 41.5 $ 113.8  $ 58.8

Long-term debt principally consists of the revolving credit agreement and the
unsecured credit facility with an insurance company. Obligations under these
agreements could be accelerated in event of non-compliance with loan covenants.

The Company's operating leases relate to obligations associated with outside
parties on leases of certain production and office facilities and equipment.
These leases are in the normal course of business and generally contain no
substantial obligations for the Company at the end of the lease contracts. The
most significant operating lease is the corporate office building in Omaha,
Nebraska, which is a lease with a U.S. bank. The Company makes lease payments on
the entire office complex and sub-leases approximately 75% of the total office
space to outside parties. Substantially all of the office space (95%) is
occupied either by the Company or outside lessees. The current lease obligation
is through 2003, at which time the Company may elect to 1) renew the lease at a
negotiated rate and duration; 2) purchase the facility from the bank for $35
million; or 3) terminate the lease. In the event that the Company terminates the
lease and the facility is sold for less than $35 million, the Company is
obligated to pay the difference between the sales price and $35 million to the
bank.
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Unconditional purchase obligations relate to purchase orders for aluminum,
natural gas and zinc for periods up to one year. The quantities under contract
are reasonable in light of normal fluctuations in business levels, so the
Company expects to use the commodities under contract during the contract
period.

The Company also has certain commercial commitments related to contingent events
that could create a financial obligation for the Company, which contingent
financial obligations do not meet the requirements for balance sheet
recognition. These commitments at December 29, 2001 are as follows (in millions
of dollars):

OTHER COMMERCIAL TOTAL AMOUNTS COMMITMENT
COMMITMENTS COMMITTED EXPIRATION PERIOD

2002
Standby Lines of Credit $ 4.4 $ 4.4
Guarantees 2.0 2.0
Total commercial commitments $ 6.4 $ 6.4

The above commitments include $4.2 in loan guarantees of non-consolidated
subsidiaries in Argentina and Mexico and are in proportion to the Company's
ownership percentage in these companies. The Company also maintains standby
letters of credit for contract performance on certain sales contracts. As the
likelihood of nonperformance under these commitments was not considered to be
probable, they are not recognized on the balance sheet at December 29, 2001.

RISK MANAGEMENT

MARKET RISK -The principal market risks affecting the Company are exposure to
interest rates and foreign currency exchange rates. The Company's use of
derivative financial instruments to hedge these exposures is not material. The
Company does not use derivatives for trading purposes.

INTEREST RATES-The Company manages interest expense using a mix of fixed and
variable rate debt. Assuming average interest rates and borrowings on variable
rate debt, a hypothetical 10% change in interest rates would have an impact on
interest expense of $618 thousand in 2001 and $859 thousand in 2000.

FOREIGN EXCHANGE-Exposure to transactions denominated in a currency other than
the entity's functional currency is not material, and therefore the potential
exchange losses in future earnings, fair value and cash flows from these
transactions are immaterial.

The Company manages its investment risk in foreign operations by borrowing in
the functional currencies of the foreign entities where appropriate. The
following table indicates the change in the recorded value of the Company's
investment at year-end assuming a hypothetical 10% change in the value of the
U.S. Dollar.

(IN THOUSANDS) 2001 2000
Europe $ 2,719 $ 2,555
South America 334 672
Asia 466 532
South Africa 198 308
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OUTLOOK FOR 2002

In the Poles segment, we expect continued sales and earnings growth. Backlogs
are strong and the revenue drivers in North America (U.S. government funding for
the highway program and capacity additions for electricity generation) remain
favorable for 2002. We expect the Wireless Communication segment to remain weak
in 2002. The key market drivers in wireless technology (subscriber growth,
network buildout to improve service and technological advances such as 3G)
remain positive in the long-term. However, it is not clear when wireless
carriers and build-to-suit companies will resume their buildout plans. In the
meantime, we are focusing on integrating the Valmont/Microflect and PiRod
products and organizations to maximize the synergies as the result of the PiRod
acquisition. We expect the Coatings segment will show improved sales and profits
as the U.S. economy improves.

In the Irrigation segment, we are not expecting a substantial change in the
North American market in 2002. The uncertain status of the U.S. farm program,
and agricultural markets that have been weak since 1998, likely will keep the
market from growing much in the coming year. However, if the market does
improve, we believe we are well positioned to take advantage of the opportunity.
Our cost structure is in line with the size of the business, and our inventory
levels are much lower than at this time last year. Our international irrigation
business is geographically diversified and our strategy of local manufacturing
and distribution in key markets allows us to be competitive despite the current
strength of the U.S. dollar. We expect improvement in the sales and
profitability of the Tubing segment when the U.S. economy gains strength.

We expect to continue to generate positive cash flow and reduce interest-bearing
debt, thereby reducing our financial leverage and positioning ourselves for
growth as opportunities arise.

In summary, our outlook toward 2002 is optimistic. The Poles segment should
remain strong and if the U.S. economy strengthens we expect that our Coatings
and Tubing segments will show improved sales and earnings. Barring a further
weakening of the agricultural or telecommunications markets, we believe the
Company is positioned for improved earnings in 2002.

MANAGEMENT'S DISCUSSION AND ANALYSIS, AND OTHER SECTIONS OF THIS ANNUAL REPORT,
CONTAIN FORWARD-LOOKING STATEMENTS WITHIN THE MEANING OF THE PRIVATE SECURITIES
LITIGATION REFORM ACT OF 1995. THESE STATEMENTS ARE BASED ON MANAGEMENT'S
CURRENT EXPECTATIONS AND ARE SUBJECT TO UNCERTAINTY AND CHANGES IN
CIRCUMSTANCES. FUTURE ECONOMIC AND MARKET CIRCUMSTANCES, INDUSTRY CONDITIONS,
COMPANY PERFORMANCE AND FINANCIAL RESULTS, OPERATING EFFICIENCIES, AVAILABILITY
AND PRICE OF RAW MATERIALS, AVAILABILITY AND MARKET ACCEPTANCE OF NEW PRODUCTS,
PRODUCT PRICING, DOMESTIC AND INTERNATIONAL COMPETITIVE ENVIRONMENTS, ACTIONS
AND POLICY CHANGES OF DOMESTIC AND FOREIGN GOVERNMENTS AND OTHER RISKS DESCRIBED
FROM TIME TO TIME IN THE COMPANY'S REPORTS TO THE SECURITIES AND EXCHANGE
COMMISSION ARE EXAMPLES OF FACTORS, AMONG OTHERS, THAT COULD CAUSE RESULTS TO
DIFFER MATERIALLY FROM THOSE DESCRIBED IN THE FORWARD-LOOKING STATEMENTS.
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2001 SELECTED
11-YEAR FINANCIAL DATA

(DOLLARS IN THOUSANDS, EXCEPT PER SHARE AMOUNTS)

2001 2000* 1999* 1998*
OPERATING DATA
et sales $ 872,380 846,120 630,869 630,858
" Earnings (loss) from continuing operations 26,603 30,400 26,367 27,636
" Earnings from discontinued operations - S S .
" Cumulative effect of accounting change - S S .
Net earnings (loss) $ 26,693 30,400 26,367 27,636
Depreciation and amortization $ 36,324 30,270 21,949 19,843
 capital expenditures 25,652 46,45 s7,783 20,667
PER SHARE DATA
CEARNINGS (LOSS):
Basic s 110 13 100 100
biluted 100 128 108 100
" cash dividends 0.26 0.26 0.26 0.5
" shareholders' equity 9.3 8.23 7.3 712
FINANCIAL POSITION
" working capital $ 145,550 145,575 08,588 09,266
" Property, plant and equipment, net 200,580 208,272 173,90 157,447
" Total assets 588,807 600,135 a19,335 406,957
" Long-term debt, including current installments 198,008 205,472 108,622 06,218
" shareholders' equity 225,811 191,011 170,488 175,913
" Invested capital 472,229 479,609 321,006 317,708
KEY FINANCIAL MEASURES
" Return on beginning shareholders' equity 1B.0% 7.8 5.0 13.3%
" Return on invested capital 8.6% 0.9% o.8% 10.3%
" Long-term debt as a percent of invested capital e a2.8% s3.8% s0.3%
YEAR END DATA
" shares outstanding (600) 24,477 23,320 23,384 24,721
" Approximate number of shareholders 5,500 5,500 5,500 5,500
" Number of employees 5,302 5,503 3,008 3,860

PER SHARE AMOUNTS AND NUMBER OF SHARES REFLECT THE TWO-FOR-ONE STOCK SPLIT 1997.

*IN 2000, 1999, AND 1998, FREIGHT COSTS HAVE BEEN RECLASSIFIED TO COST OF GOODS
SOLD.
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1997 1996 1995 1994

OPERATING DATA

Net sales 622,506 644,531 544,642 501, 740
" Earnings (loss) from continuing operations a7,544 21,248 24,759 18,887
" Earnings from discontinued operations S S S -
" Cumulative effect of accounting change S S S -
Net earnings (loss) 37,544 21,248 24,759 18,887
Depreciation and amortization 16,437 14,832 12,361 11,018
" capital expenditures 7 39,115 35,55 sa,772 23,535

PER SHARE DATA

CBasic 13 078 002 0.70
biluted 133 0.76 000 0.69
Ccash dividends 022 019 015 0.15
 shareholders' equity 7.0 6.a1 s.87 5.10

FINANCIAL POSITION

Working capital 94,416 81,403 80,993 88,278
" property, plant and equipment, met 140,834 120,579 113,532 89,201
" Total assets 368,052 341,648 308,710 283,443
" Long-term debt, including current installments 28,060 20,573 36,687 43,242
" shareholders' equity 207,102 175,231 150,256 137,582
" Invested capital T 270,400 243,005 215,318 197,501

KEY FINANCIAL MEASURES

Return on beginning shareholders' equity 21.4% 13.3% 18.0% 15.5%
Return on invested capital 15.4% 10.3% 13.0% 10.7%
Long-term debt as a percent of invested capital 10.4% 12.1% 17.0% 21.9%

YEAR END DATA

Shares outstanding (000) 27,641 27,330 27,120 26,990
Approximate number of shareholders 5,400 4,400 3,900 3,800
Number of employees 3,751 4,868 4,166 3,946

1993 1992 1991
OPERATING DATA
et sales asa, 214 aas,a81 446,543
" Earnings (loss) from continuing operations 7,581 1,610 (8,822)
" Earnings from discontinued operations a637 3,560 2,134
" Cumulative effect of accounting change (4,000 . -
Net earnings (loss) 7,278 15,235 (6,688)
Depreciation and amortization 10,907 12,585 11,285
" capital expenditures 17,80 8,33 11,53

PER SHARE DATA



Diluted 0.27 0.56 (0.25)

Shareholders' equity 4,52 4.43 4.06

FINANCIAL POSITION

Cworking capital 87,793 68,551 69,143
" Property, plant and equipment, net 75,501 78,10 84,144
CTotal assets 261,275 286,076 201,041
" Long-term debt, including current installments aa076 69,735 81,608
 shareholders' equity 121,841 118,428 108,142
Invested capital 180,961 200,501 205,618
KEY FINANCIAL MEASURES

" Return on beginning shareholders' equity 6% s (5.7%)
" Return on invested capital s.o% T (1.9%)
" Long-term debt as a percent of invested capital a8 sa% 39.7%
YEAR END DATA

shares outstanding (000) 26,972 26,750 26,620
_ Approximate number of shareholders 3,80 3,500 3,500
* Number of employees 4152 a532 4,478
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CONSOLIDATED STATEMENTS OF
OPERATIONS THREE-YEAR PERIOD ENDED DECEMBER 29, 2001

(DOLLARS IN THOUSANDS, EXCEPT PER SHARE AMOUNTS)

2001 2000 1999
Net sales $ 872,380 $ 846,129 $ 639,869
Cost of sales 654,750 634,246 467,123
Gross profit 217,621 211,883 172,746
selling, general and
administrative expenses 152,600 144,627 122,570
Operating income 65,021 67,256 50,176
Other income (deductions):
" Interest expense 0 (17,080) (17,306) (8,052)
" Interest income 1,050 1,3%6 013
" Miscellaneous T sy (1,198) (306)
(16,554) (17,218) (7,445)
Earnings before income taxes, minority
interest and equity in earnings (losses)
of nonconsolidated subsidiaries 48,467 50,038 42,731
Income tax expense (benefit):
Ccurrent 12,073 17,500 16,700
Cpeferred 3,827 so0 (900)
17,900 18,000 15,800
Earnings before minority interest and equity
in earnings (losses) of nonconsolidated subsidiaries 30,567 32,038 26,931
Minority interest (after tax) (se9) (1,221 (624)
Equity in earnings (losses) of nonconsolidated
subsidiaries (after tax) (3,365) (417) 60
" Net earnings $ 26,603  $ 30,400  $ 26,367
Earnings per share:
CBasic s 110 s 131 s 1.09
Diluted $ 1.09 $ 1.28 $ 1.08
Cash dividends per share $ 0.26 $ 0.26 $ 0.26

SEE ACCOMPANYING NOTES TO CONSOLIDATED FINANCIAL STATEMENTS.
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CONSOLIDATED
BALANCE SHEETS DECEMBER 29, 2001 AND DECEMBER 30, 2000

(DOLLARS IN THOUSANDS, EXCEPT PER SHARE AMOUNTS)

2001 2000
ASSETS
Current assets:
" cash and cash equivalents s 24,522 8 23,176
" Receivables, less allowance for doubtful
receivables of $4,842 in 2001 and
$3,505 in 2000 134,632 140,396
CInventories 108,062 130,682
 Prepaid expenses 4763 5,814
* Refundable and deferred income taxes 11,700 12,901
Total current assets 284,598 313,059
Property, plant and equipment, at cost 404,559 384,686
 Less accumulated depreciation and amortization 104,079 176,414
Net property, plant and equipment 209,580 208,272
Goodwill and other assets oa, 719 78,800
Total assets $ 588,897 $ 600,135
LIABILITIES AND SHAREHOLDERS' EQUITY
Current liabilities:
" Current installments of long-term debt $ 11,062 § 3,49
" Notes payable to banks 11,310 43,262
" Accounts payable 57,001 63,005
" Accrued expenses 58,002 56,005
" Dividends payable 1,508 1,516
Total current liabilities 139, 048 167,484
Deferred income taxes 15,065 15,419
Long-term debt, excluding current installments 186,946 201,976
Other noncurrent liabilities 15,047 16,612
Minority interest in consolidated subsidiaries 6,080 6,733
shareholders' equity:
" preferred stock of $1 par value.
Authorized 500,000 shares; none issued - -
" Common stock of §1 par value.
Authorized 75,000,000 shares;
issued 27,900,000 shares 27,900 27,900
© Additional paid-in capital - a1
 Retained earnings 264,854 244,858
© Accumulated other comprehensive income (11,987 (6,948)
280, 797 266,281
LESS:
" Cost of common shares in treasury-
3,422,166 shares in 2001 (4,579,894 shares in 2000) 54,986 74,357
 Unearned restricted stock - 13
Total shareholders' equity 225,811 191,911
Total liabilities and shareholders' equity $ 588,897 $ 600,135

SEE ACCOMPANYING NOTES TO CONSOLIDATED FINANCIAL STATEMENTS.
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CONSOLIDATED STATEMENTS OF
CASH FLOWS THREE-YEAR PERIOD ENDED DECEMBER 29, 2001

(DOLLARS IN THOUSANDS)

2001 2000 1999
CASH FLOWS FROM OPERATIONS:
CNet earnings $ 26,603  $ 30,400  $ 26,367
© Adjustments to reconcile net earnings to met cash
flows from operations:
" bepreciation and amortization 36,324 0,270 21,949
" other adjustments 370) 2,30 (2,198)
" Equity in (earnings) losses in nonconsolidated subsidiaries 3,35 a7 (60)
" Minority interest in net earnings of consolidated subsidiaries se9 1,200 624
" Changes in assets and liabilities:
©Receivables 10,238 (26,503) 5,567
© 7 mventories 35,714 (40,890) (8,473)
Prepaid expenses S (667) (48)
©accounts payable (12,513) 13,800 4,300
©Accrued expenses (1,160) 2,632 9,007
" other noncurrent liabilities (s86) (a11) 1,205
©mncome taxes 10,683 (1,501) 5,635
Net cash flows from operations 109, 839 10,984 63,935
CASH FLOWS FROM INVESTING ACTIVITIES:
" purchase of property, plant and equipment (25,652) (46,456) (37,783)
" Acquisitions, net of cash acquired (3a,079) (63,173) (2,854)
" Proceeds from sale of property and equipment s a6 114
" Proceeds from sale of investment s a9 8,200
" Proceeds from investments by minority shareholders (105) S 1,374
Cother, met (2,288) (7s9) (1,285)
Net cash flows from investing activities (61,720) (109,793) (32,140)
CASH FLOWS FROM FINANCING ACTIVITIES:
" Net borrowings (repayments) under short-term agreements (26,416) 23,811 (9,312)
" Proceeds from long-term borrowings 30,216 105,961 75,060
" Principal payments on long-term obligations (42,718) (14,472) (60,863)
* Dividends paid (6,308) (6,056) (6,337)
" Proceeds from exercises under stock plans 1,286 2,573 637
" Purchase of common treasury shares:
©stock repurchase program (1,373 (2,322) (22,210)
" stock plan exercises (188) (1,647 (588)
Net cash flows from financing activities (45,529) 107,908 (23,613)
Effect of exchange rate changes on cash and cash equivalents (1,244) (859) (826)
Net change in cash and cash equivalents 1,346 8,240 7,356
" Cash and cash equivalents-beginning of year 23,176 14,086 7,580
Cash and cash equivalents-end of year $ 24,522 $ 23,176 $ 14,936

SEE ACCOMPANYING NOTES TO CONSOLIDATED FINANCIAL STATEMENTS.
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CONSOLIDATED STATEMENTS OF
SHAREHOLDER'S EQUITY THREE-YEAR PERIOD ENDED DECEMBER 29, 2001

(DOLLARS IN THOUSANDS, EXCEPT PER SHARE AMOUNTS)

Accumulated
Additional other Unearned Total
Common paid-in Retained comprehensive Treasury restricted shareholders'
stock capital earnings income stock stock equity

BALANCE AT DECEMBER 26, 1998 27,900 $ 1,280 $ 200,393 $ (1,423) $ (52,235) $  (2) $ 175,913
Comprehensive income:
" Net earnings S - 26,367 S . S 26,367
" currency translation adjustment S . S (3,600) . S (3,690)

Total comprehensive income - - - - - - 22,677
Cash dividends ($0.26 per share) S - (e2sa) S S S (6,254)
purchase of treasury shares:
" Stock repurchase program, 1,406,200 shares S S S - (22,2100 . (22,210)
" Stock plan exercises, 35,982 shares S S S S (s88) . (588)
stock options exercised;
" 56,181 shares issued S (400) S S o1 S 5a7
Tax benefit from exercise of stock options S m S S . S 111
Stock awards; 19,125 shares issued . s S S o7 (s8) 292

BALANCE AT DECEMBER 25, 1999 27,900 $ 1,043 $ 220,506 $ (5,113) $ (73,808) $  (40) $ 170,488
Comprehensive income:
" Net earnings S - 3,400 S - - 30,400
" currency translation adjustment S S - (1,83) - - (1,835)

Total comprehensive income - - - - - - 28,565
Cash dividends ($0.26 per share) S - (e,048) S - - (6,048)
Purchase of treasury shares:
* Stock repurchase program, 149,200 shares . S . S (2822) - (2,322)
" Stock plan exercises, 83,927 shares . S . S ey - (1,647)
stock options exercised;
" 175,536 shares issued S (1,130) . - 3,188 . 2,058
Tax benefit from exercise of stock options S s16 . S S - 516
Stock awards; 14,000 shares issued S 2 S S 232 a7 301

BALANCE AT DECEMBER 30, 2000 27,900 $ 471 $ 244,858 $ (6,948) $ (74,357) $ (13) $ 191,911
Comprehensive income:
et earnings - - 26,603 S . - 26,603
" Currency translation adjustment - S - (5,009) . - (5,009)

Total comprehensive income - - - - - - 21,684
Cash dividends ($0.26 per share) - - (e,383) S . - (6,383)
Issuance of 1,215,333 shares in connection
©with PiRod acquisition - - (o8 T S - 10,283
Purchase of treasury shares:
* Stock repurchase program, 103,500 shares - . - R O - (1,373)
© Stock plan exercises, 11,326 shares - . - S (107 - (197)
stock options exercised;
" 38,734 shares issued . (543) 764 - 268 - 489
Tax benefit from exercise of stock options S v S S S S 67



BALANCE AT DECEMBER 29, 2001 27,900 $ - $ 264,854 $ (11,957) $ (54,986) $ - $ 225,811

SEE ACCOMPANYING NOTES TO CONSOLIDATED FINANCIAL STATEMENTS.
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NOTES
TO CONSOLIDATED FINANCIAL
STATEMENTS THREE-YEAR PERIOD ENDED DECEMBER 29, 2001

(DOLLARS IN THOUSANDS, EXCEPT PER SHARE AMOUNTS)

(1) SUMMARY OF SIGNIFICANT ACCOUNTING POLICIES

PRINCIPLES OF CONSOLIDATION

The consolidated financial statements include the accounts of Valmont
Industries, Inc. and its wholly and majority-owned subsidiaries (the Company).
Investments in 20% to 50% owned affiliates are accounted for by the equity
method and investments in less than 20% owned affiliates are accounted for by
the cost method. All significant intercompany items have been eliminated.
Certain 2000 items have been reclassified to conform with 2001 presentation.

OPERATING SEGMENTS
- - POLES: This segment consists of the manufacture of engineered metal structures
for the lighting and traffic and utility industries

- - WIRELESS COMMUNICATION: This segment consists of the manufacture of tower and
pole structures and components for the wireless telephone industry

- - COATINGS: This segment consists of coatings services for industrial customers

- - IRRIGATION: This segment consists of the manufacture of irrigation equipment
and related parts and services to agricultural customers

- - TUBING: This segment consists of the manufacture of tubular products for
industrial customers

FISCAL YEAR

The Company operates on 52/53 week fiscal years with each year ending on the
last Saturday in December. Accordingly, the Company's fiscal years ended
December 29, 2001 and December 25, 1999 consisted of 52 weeks. The Company's
fiscal year ended December 30, 2000 consisted of 53 weeks.

INVENTORIES

At December 29, 2001, approximately 55% of inventory is valued at the lower of
cost, determined on the last-in, first-out (LIFO) method, or market. All other
inventory is valued at the lower of cost, determined on the first-in, first-out
(FIFO) method or market. The excess of replacement cost of inventories over the
LIFO value is approximately $7,000 and $8,400 at December 29, 2001 and December
30, 2000, respectively.

LONG-LIVED ASSETS

Property, plant and equipment are recorded at historical cost. The Company uses
the straight-line method in computing depreciation and amortization for
financial reporting purposes and generally uses accelerated methods for income
tax purposes. The annual provisions for depreciation and amortization have been
computed principally in accordance with the following ranges of asset lives:
buildings 15 to 40 years, machinery and equipment 3 to 12 years, and intangible
assets 3 to 40 years.

An impairment loss is recognized if the carrying amount of an asset may not be
recoverable and exceeds estimated future undiscounted cash flows of the asset. A
recognized impairment loss reduces the carrying amount of the asset to its fair
value. In fiscal 2001, the Company recognized an impairment loss of $1.0 million
related to its nonconsolidated investment in Argentina.

INCOME TAXES

The Company uses the asset and liability method to calculate deferred income
taxes. Deferred tax assets and liabilities are recognized on temporary
differences between financial statement and tax basis of assets and liabilities
using enacted tax rates. The effect of tax rate changes on deferred tax assets
and liabilities is recognized in income during the period that includes the
enactment date.
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FOREIGN CURRENCY TRANSLATIONS

Results of operations for foreign subsidiaries are translated using the average
exchange rates during the period. Assets and liabilities are translated at the
exchange rates in effect on the balance sheet dates. Cumulative translation
adjustments are included as a separate component of accumulated other
comprehensive income. These translation adjustments are the Company's only
component of other comprehensive income.

REVENUE RECOGNITION
Revenue is generally recognized upon shipment of the product or delivery of the
service to the customer.

USE OF ESTIMATES

Management of the Company has made a number of estimates and assumptions
relating to the reporting of assets and liabilities and the disclosure of
contingent assets and liabilities to prepare these financial statements in
conformity with generally accepted accounting principles. Actual results could
differ from those estimates.

DERIVATIVE INSTRUMENTS

The Company adopted Statement of Financial Accounting Standard ("SFAS") No. 133,
Accounting for Derivative Instruments and Hedging Activities (as amended) in the
first quarter of 2001. Due to the Company's limited use of derivative
instruments, the impact of implementing this Statement was insignificant.

STOCK OPTIONS

The Company accounts for employee stock options under APB 25. Since all options
are granted at option prices equal to the market price on the date of grant, no
compensation expense is recorded on the Statement of Earnings. Note 7 to the
Consolidated Financial Statements provides a detailed discussion of the
Company's stock option plans.

RECENTLY ISSUED ACCOUNTING PRONOUNCEMENTS

In June 2001, the Financial Accounting Standards Board ("FASB") issued SFAS No.
141, Business Combinations, and SFAS No. 142, Goodwill and Other Intangible
Assets. In October 2001, the FASB approved the issuance of SFAS No. 144,
Accounting for the Impairment or Disposal of Long-Lived Assets. SFAS No. 141
requires all business combinations entered into subsequent to June 30, 2001 be
accounted for using the purchase method of accounting. SFAS No. 142 provides
that goodwill and other intangible assets with indefinite lives will not be
amortized, but will be tested for impairment on an annual basis. SFAS No. 144
addresses the accounting and reporting for impairment of long-lived assets.
These standards are effective for fiscal years beginning after December 15,
2001. The Company has not quantified the impact resulting from the adoption of
these standards.

(2) CASH FLOW SUPPLEMENTARY INFORMATION

The Company considers all highly liquid temporary cash investments purchased
with a maturity of three months or less at the time of purchase to be cash
equivalents. Cash payments for interest and income taxes (net of refunds) were
as follows:

2001 2000 1999
Interest $ 18,263 $ 16,020 $ 7,596
Income taxes $ 8,020 $ 18,560 $ 9,718

(3) PROPERTY, PLANT AND EQUIPMENT
Property, plant and equipment, at cost, consists of the following:

2001 2000

Land and improvements $ 20,499 $ 20,068
Buildings and improvements 104,06 96,796
Machinery and equipment 206,880 104,539
Transportation equipment 6,132 6,023
office furniture and equipment 42,884 38,211
Construction in progress 23,609 29,049

$ 404,559 $ 384,686

The Company leases certain facilities, machinery, computer equipment and
transportation equipment under operating leases with unexpired terms ranging
from one to nine years. Rental expense for operating leases amounted to $11,912,
$11,301 and $8,855 for fiscal 2001, 2000 and 1999, respectively.
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Minimum lease payments under operating leases expiring subsequent to December
29, 2001 are:

FISCAL YEAR ENDING

2002 $ 7,682
C o sees 7,184
C o seea 4,450
©aees 3,750
Caees 3,058
 subsequent 8,787
Total minimum lease payments $ 34,915

Operating leases include the office complex at the Company's headquarters in
Omaha, Nebraska, which is a lease with a U.S. bank. The Company makes lease
payments on the entire office complex and leases other office space in the
complex to outside parties. The current lease obligation is through 2003, at
which time the Company may elect to 1) renew the lease at a negotiated rate and
duration; 2) purchase the facility from the bank for $35 million; or 3)
terminate the lease. In the event that the Company terminates the lease and the
facility is sold for less than $35 million, the Company is obligated to pay the
difference between the sales price and the $35 million to the bank.

(4) BANK CREDIT ARRANGEMENTS

The Company maintains various lines of credit for short-term borrowings totaling
$36,014. The interest rates charged on these lines of credit vary in relation to
the banks' costs of funds. The unused borrowings under the lines of credit were
$29,455 at December 29, 2001. The lines of credit can be modified at any time at
the option of the banks. The Company pays no fees in connection with the lines
of credit. In addition to the lines of credit, the Company also maintains other
short-term bank loans. The weighted average interest rate on short-term
borrowings was 4.8% at December 29, 2001 and 6.5% at December 30, 2000.

(5) INCOME TAXES
Income tax expense (benefit) consists of:

2001 2000 1999

CURRENT:

" Federal s o684 $ 12,061  $ 11,989

Cstate 1,082 1,24 027

" Foreign 7 3,307 3,265 3,784
$ 14,073 $ 17,500 $ 16,700

DEFERRED:

" Federat s 4,326 $ 1,424 $  (168)

state 24 s (29)

" Foreign 7 (713) (999)  (703)
$ 3,827 $ 500 $ (900)
$ 17,900 $ 18,000 $ 15,800

The reconciliations of the statutory Federal income tax rate and the effective
tax rate follows:

2001 2000 1999
Statutory Federal income tax rate 35.0% 35.0% 35.0%
state income taxes, net of Federal benefit 2.2%  2.6%  2.2%
carryforwards, credits and
changes in valuation allowances (2.1%) (2.4%) (0.7%)
other 1.8%  0.8%  0.5%
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Deferred income taxes reflect the net tax effects of (a) temporary differences
between the carrying amounts of assets and liabilities for financial reporting
purposes and the amounts used for income tax purposes, and (b) operating loss
and tax credit carryforwards. The tax effects of significant items comprising
the Company's net deferred income tax liabilities are as follows:

2001 2000
DEFERRED INCOME TAX ASSETS:
" Accrued expenses and allowances s 21,860 s 17,523
" operating loss and tax credit carryforwards 1,721 1,580
" Inventory capitalization 1,726 2,025
Gross deferred income tax assets 25,313 21,128
" valuation allowance S (900)
Total deferred income tax assets $ 25,313 $ 20,228
DEFERRED INCOME TAX LIABILITIES:
" Property, plant and equipment 10,817 12,763
" Lease transactions 4006 3,673
" other liabilities 12,805 7,314
Total deferred income tax liabilities 28,658 23,750
Net deferred income tax liabilities $ 3,345 $ 3,522

At December 29, 2001, and at December 30, 2000, management of the Company
reviewed recent operating results and projected future operating results. The
Company's belief that realization of its net deferred tax assets is more likely
than not is based on, among other factors, changes in operations that have
occurred in recent years, as well as available tax planning strategies. If the
Company is unable to generate sufficient taxable income in the future through
operating results, increases in the valuation allowance may be required through
a charge to income. The currency translation adjustments in accumulated other
comprehensive income are not adjusted for income taxes as they relate to
indefinite investments in non-US subsidiaries.

(6) LONG-TERM DEBT

2001 2000
9.40% promissory note, unsecured $ - $ 2,250
6.80% to 8.08% promissory notes, unsecured (a) 100,000 95,000
Revolving credit agreement (b) 77,500 90,500
IR Bonds (¢) 8,500 8,500
3.0% to 6.50% notes 12,008 9,222
Total long-term debt 198,008 205,472
Less current installments of long-term debt 11,002 3,496
Long-term debt, excluding current installments $ 186,946 $ 201,976

(a) THE UNSECURED PROMISSORY NOTES ARE ADVANCES UNDER A FACILITY OF $100,000.
THESE NOTES PAYABLE ARE DUE IN VARYING ANNUAL PRINCIPAL INSTALLMENTS
THROUGH 2012. THE NOTES ARE SUBJECT TO PREPAYMENT IN WHOLE OR IN PART WITH
OR WITHOUT PREMIUM AS SPECIFIED IN THE AGREEMENT.

(b) THE REVOLVING CREDIT AGREEMENT IS AN UNSECURED FACILITY WITH A GROUP OF
BANKS FOR A MAXIMUM OF $150,000. THE FACILITY HAS A TERMINATION DATE OF
AUGUST 21, 2006. THE FUNDS BORROWED MAY BE REPAID AT ANY TIME WITHOUT
PENALTY, OR ADDITIONAL FUNDS MAY BE BORROWED UP TO THE FACILITY LIMIT. THE
COMPANY MAY CHOOSE FROM THE FOLLOWING THREE INTEREST RATE ALTERNATIVES: THE
HIGHER OF PRIME RATE OR FEDERAL FUNDS RATE PLUS 0.5%, THE APPLICABLE
EURODOLLAR RATE PLUS A LEVERAGE RATIO-BASED SPREAD (WHICH AT DECEMBER 29,
2001 WAS 0.75%) OR UP TO $60,000 AT A RATE DETERMINED THROUGH A COMPETITIVE
BID PROCESS. THE EFFECTIVE INTEREST RATE AT DECEMBER 29, 2001 WAS 2.68% AND
AT DECEMBER 30, 2000 WAS 7.28%.

(c) THE INDUSTRIAL DEVELOPMENT REVENUE BONDS WERE ISSUED TO FINANCE THE
CONSTRUCTION OF A MANUFACTURING FACILITY IN JASPER, TENNESSEE. VARIABLE
INTEREST IS PAYABLE UNTIL FINAL MATURITY JUNE 1, 2025. THE EFFECTIVE



INTEREST RATE AT DECEMBER 29, 2001 WAS 1.70%.
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The lending agreements place certain restrictions on working capital, capital
expenditures, payment of dividends, purchase of Company stock and additional
borrowings. Under the most restrictive covenants of the agreements, the Company
may purchase 777,640 shares of Company common stock authorized for repurchase by
the Board of Directors in 1998 and in addition make payments of cash dividends
and purchases of the Company's capital stock of $12,000 in any fiscal year. The
Company is in compliance with all debt covenants.

The minimum aggregate maturities of long-term debt for each of the four years
following 2002 are: $15,541, $14,320, $15,202 and $91,774.

(7) STOCK PLANS

The Company maintains stock-based compensation plans approved by the
shareholders, which provide that the Compensation Committee of the Board of
Directors may grant incentive stock options, nonqualified stock options, stock
appreciation rights, restricted stock awards and bonuses of common stock. At
December 29, 2001, 517,922 shares of common stock remained available for
issuance under the plans. Shares and options issued and available are subject to
changes in capitalization.

Under the plans, the exercise price of each option equals the market price at
the time of the grant. Options vest beginning on the first anniversary of the
grant in equal amounts over three to six years or on the fifth anniversary of
the grant. Expiration of grants is from six to ten years from the date of grant.

The Company applies APB Opinion 25 in accounting for its fixed stock
compensation plans. Accordingly, no compensation cost has been recognized for
the fixed plans in 2001, 2000 or 1999. Had compensation cost been determined on
the basis of fair value pursuant to Statement of Financial Accounting Standards
No. 123, net earnings and earnings per share would have been reduced as follows:

2001 2000 1999
NET EARNINGS

As reported $ 26,693 $ 30,400 $ 26,367
Pro forma $ 23,981 $ 27,939 $ 24,441

EARNINGS PER SHARE
As reported: Basic $ 1.10 $ 1.31 8 1.09
Diluted $ 1.09 $ 1.28 $ 1.08
Pro forma: Basic $ 0.99 $ 1.20  $ 1.01
Diluted $ 0.98 $ 1.18 $ 1.00

The fair value of each option grant commencing with grants made in 1996 was
estimated as of the date of grant using the Black-Scholes option-pricing model
with the following weighted-average assumptions used for grants in 2001, 2000
and 1999:

2001 2000 1999
Expected volatility 50% 46% 41%
Risk-free interest rate 3.84% 4.,81% 6.43%
Expected life from vesting date 2.6yrs 2.6yrs 2.6yrs
Dividend yield 1.54% 1.46% 1.36%
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Following is a summary of the activity of the stock plans during 1999, 2000 and
2001:

WEIGHTED
AVERAGE
NUMBER EXERCISE
OF SHARES PRICE
Outstanding at December 27, 1998 2,180,096 $ 15.52
Granted 870,047 16.37
Exercised (96,181) (9.89)
Forfeited (22,046) (19.09)
Outstanding at December 25, 1999 2,931,916 $ 15.93
Options exercisable at December 25, 1999 1,348,234 $ 14.91
Weighted average fair value of options granted during 1999 $ 6.48
WEIGHTED
AVERAGE
NUMBER EXERCISE
OF SHARES PRICE
Outstanding at December 25, 1999 2,931,916 $ 15.93
Granted 620,376 19.44
Exercised (175,536) (11.52)
Forfeited (251, 410) (18.04)
Outstanding at December 30, 2000 3,125,346 $ 16.70
Options exercisable at December 30, 2000 1,536,263 $ 15.76
Weighted average fair value of options granted during 2000 $ 7.54
WEIGHTED
AVERAGE
NUMBER EXERCISE
OF SHARES PRICE
Outstanding at December 30, 2000 3,125, 346 $ 16.70
Granted 533,800 14.70
Exercised (38,734) (12.26)
Forfeited (155,568) (18.35)
Outstanding at December 29, 2001 3,464,844 $ 16.37
Options exercisable at December 29, 2001 2,089,299 $ 16.41
Weighted average fair value of options granted during 2001 $ 5.92
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Following is a summary of the status of stock options outstanding at December
29, 2001:

OUTSTANDING AND EXERCISABLE BY PRICE RANGE

OPTIONS OUTSTANDING OPTIONS EXERCISABLE
WEIGHTED
AVERAGE WEIGHTED WEIGHTED
REMAINING AVERAGE AVERAGE
EXERCISE CONTRACTUAL  EXERCISE EXERCISE
PRICE RANGE NUMBER LIFE PRICE NUMBER PRICE
$ 6.00-13.91 988,147 6.06 years $ 11.79 536,014 $ 10.35
14.87-16.69 1,112,792 7.26 years 16.25 662,191 16.23
17.28-19.97 1,003, 480 7.47 years 19.07 540,669 19.17
20.32-23.00 360,425 5,46 years 21.79 350, 425 21.76
3,464,844 2,089,299

(8) EARNINGS PER SHARE
The following table provides a reconciliation between Basic and Diluted earnings
per share (EPS).

DILUTIVE EFFECT OF DILUTED
BASIC EPS STOCK OPTIONS EPS

2001:

" Net earnings s 26603 -~ s 26,603
 shares outstanding 24,20 200 24,524
" per share amount s 110 S s 109
2000:

" Net earnings $ 0,40 -~ s 30,400
 shares outstanding 23,276 a8 23,774
" per share amount s 1m0 S s 18
1999:

" Net earnings s 26,37 S s 26,367
 shares outstanding 24,18 285 24,413
" per share amount s 1e S s 18

(9) TREASURY STOCK

During 1998, the Board of Directors authorized management to repurchase up to
5.4 million shares of the Company's common stock. Repurchased shares are
recorded as "Treasury Stock" and result in a reduction of "Shareholders'
Equity." When treasury shares are reissued, the Company uses the last-in,
first-out method, and the difference between the repurchase cost and reissuance
price is charged or credited to "Additional Paid-In Capital." As of December 29,
2001, a total of 4.8 million shares had been purchased for $79,160 including
103,500 shares purchased during 2001 at a cost of $1,373.

In December of 2001, the Company's Board of Directors cancelled the above
authorization and reauthorized management to repurchase 1.5 million shares of
the Company's common stock. At December 29, 2001, no shares had been repurchased
under this authorization.
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(10) EMPLOYEE RETIREMENT SAVINGS PLAN

Established under Internal Revenue Code Section 401(k), the Valmont Employee
Retirement Savings Plan ("VERSP") is available to all eligible employees.
Participants can elect to contribute up to 15% of annual pay, on a pretax and/or
after-tax basis. The Company may also make basic, matching and/or supplemental
contributions to the Plan. In 2001, the defined contribution plan covering the
employees of Microflect was merged into the VERSP plan. In addition, the Company
has a money purchase pension plan and a profit sharing plan covering the
employees of PiRod, Inc.; contributions under these plans are based primarily on
the performance of the business unit and employee compensation. The 2001, 2000
and 1999 Company contributions to these plans amounted to approximately $6, 200,
$6,300 and $5,100, respectively.

The Company also offers a fully-funded, non-qualified deferred contribution plan
for certain Company executives who otherwise would be limited in making pretax
contributions into VERSP under Internal Revenue Service regulations. The
invested assets and related liabilities to these participants were $11.0 million
and $12.0 million at December 29, 2001 and December 30, 2000, respectively. Such
amounts are included in "Goodwill and other assets" and "Other noncurrent
liabilities" on the Consolidated Balance Sheets.

(11) RESEARCH AND DEVELOPMENT

Research and development costs are charged to operations in the year incurred.
Research and development expenses were approximately $3,900 in 2001, $4,400 in
2000, and $2,500 in 1999.

(12) DISCLOSURES ABOUT THE FAIR VALUE OF FINANCIAL INSTRUMENTS

The carrying amount of cash and cash equivalents, receivables, accounts payable,
notes payable to banks and accrued expenses approximate fair value because of
the short maturity of these instruments. The fair values of each of the
Company's long-term debt instruments are based on the amount of future cash
flows associated with each instrument discounted using the Company's current
borrowing rate for similar debt instruments of comparable maturity. The fair
value estimates are made at a specific point in time and the underlying
assumptions are subject to change based on market conditions. At December 29,
2001, the carrying amount of the Company's long-term debt was $198,008 with an
estimated fair value of approximately $200,818.

(13) STOCKHOLDERS' RIGHT PLAN

Each share of common stock carries with it one half preferred stock purchase
right ("Right"). The Right becomes exercisable ten days after a person (other
than Robert B. Daugherty and his related persons and entities) acquires or
commences a tender offer for 15% or more of the Company's common stock. Each
Right entitles the holder to purchase one one-thousandth of a share of a new
series of preferred stock at an exercise price of $100, subject to adjustment.
The Right expires on December 19, 2005 and may be redeemed at the option of the
Company at $.01 per Right, subject to adjustment. Under certain circumstances,
if (i) any person becomes an Acquiring Person or (ii) the Company is acquired in
a merger or other business combination, each holder of a Right (other than the
Acquiring Person) will have the right to receive, upon exercise of the Right,
shares of common stock (of the Company under (i) and of the acquiring company
under (ii) having a value of twice the exercise price of the Right.

(14) ACQUISITIONS AND DIVESTITURE

On March 30, 2001, the Company's Wireless Communication segment acquired all the
outstanding shares of PiRod Holdings, Inc. and subsidiary (PiRod), a
manufacturer of towers, components and poles located in Plymouth, Indiana. The
Company issued 1.2 million shares of Company common stock and $33.4 million of
cash was paid to retire PiRod long-term debt. The excess of purchase price over
fair value of net assets acquired was $6.5 million and was recorded as
goodwill. The purchase price allocation will be completed upon finalization of
asset and liability valuations. Goodwill and other intangible assets arising
from the transaction are being amortized over their estimated useful lives. The
Company's summary proforma results of operations for the fifty-two and
fifty-three week periods ended December 29, 2001 and December 30, 2000,
respectively, assuming the transaction occurred at the beginning of the periods
presented are as follows:

FIFTY-TWO AND FIFTY-THREE WEEKS ENDED

DECEMBER 29, 2001 DECEMBER 30, 2000
Net sales $887,508 $929, 906
Net earnings 27,676 36,436
Earnings per share-diluted 1.11 1.46
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During 2000 the Company's Irrigation segment invested $6.6 million cash in the
investment in a new irrigation equipment manufacturing plant in the United Arab
Emirates; a majority ownership in an irrigation products distribution joint
venture located in China; and in minority positions in an irrigation dealership
located in Kansas and an irrigation products distribution operation in
Argentina. The Coatings segment invested $40.8 million in facilities located in
Illinois, Minnesota, California and Iowa. The Poles segment invested $12.7
million in an aluminum pole manufacturer in Minnesota and a minority interest in
a joint venture in Mexico. The Tubing segment invested $3.1 in a tubing business
in Nebraska. The excess of purchase price over fair value of net assets acquired
in 2000 was $33 million.

During 1999 the Company's Irrigation segment invested $2.9 million cash in two
irrigation retail outlets. The excess of purchase price over fair value of the
net assets acquired has been recorded as goodwill and is being amortized over
the estimated useful life. During March of 1999, the Company sold a
nonconsolidated investment in an irrigation-related business for $8.3 million
and realized a gain of $2.8 million.

All acquisitions have been accounted for under the purchase method, and the
excess of purchase price over net assets acquired is being amortized on a
straight-line basis with lives ranging from 10-40 years. The results of
operations of the acquired businesses are included in the consolidated financial
statements from the dates of acquisition.

(15) BUSINESS SEGMENTS
Beginning in 2001, the Company has aggregated its businesses into five
reportable segments:

- - POLES: This segment consists of the manufacture of engineered metal structures
for the lighting and traffic and utility industries; and

- - WIRELESS COMMUNICATION: This segment consists of the manufacture of tower and
pole structures and components for the wireless telephone industry; and

- - COATINGS: This segment consists of coatings services for industrial customers;
and

- - IRRIGATION: This segment consists of the manufacture of irrigation equipment
and related parts and services to agricultural customers; and

- - TUBING: This segment consists of the manufacture of tubular products for
industrial customers.

In addition to these five reportable segments, the Company has other businesses
that individually are not more than 10% of consolidated sales. These businesses,
which include pressure vessels, machine tool accessories and industrial
fasteners, are reported in the "Other" category. Prior period information is
presented in accordance with the current reportable segment structure.

The accounting policies of the reportable segments are the same as those
described in Note 1. The Company evaluates the performance of its business
segments based upon operating income and invested capital. The Company does not
allocate interest expense, non-operating income and deductions or income taxes
to its business segments. All Corporate expenses and assets are allocated to the
business segments. Intersegment sales prices are both cost and market based.

Included in Selling, General and Administrative Expenses in 1999 is a charge of
$1,915 to write-down assets of a French communication tower facility to fair
value and to provide for other related costs including employee severance.
Management determined that this charge was appropriate after reviewing the
decline in the European communication tower market and the operating performance
of this facility.
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BUSINESS SEGMENT INFORMATION

SUMMARY BY BUSINESS SEGMENTS

2001 2000 1999
SALES
S Poles:
S Lighting & Traffic $ 218,122  § 211,374  $ 182,352
S vtiliey 135,876 08,677 68,679
Poles segment 353,998 310,051 251,031
Wireless Communication:
S structures go,451 63,300 49,965
S Components a,107 209,180 18,218
Wireless Communication segment 121,558 92,579 68,183
Coatings segment 116, 245 116,115 54,963
Irrigation segment 238,657 291,148 228,564
Tubing segment 51,881 58,515 42,770
other 20,153 27,130 28,719
Total $ 902,492 $ 895,538 $ 674,230
INTERSEGMENT SALES:
S Poles-Lighting S n -
S Coatings 17,008 21,068 17,943
S Trrigation s 7,588 ags
S Tubing 9,513 15,218 13,408
S other 3,413 as69 2,624
Total $ 30,112 $ 49, 409 $ 34,361
NET SALES:
- Poles segment:
S Lighting & Traffic 218,122 211,303 182,352
S vtiliey 135,876 08,677 68,679
Poles segment 353,998 309,980 251,031
Wireless Communication segment:
- structures go,451 63,300 49,965
- Components a,107 209,180 18,218
Wireless Communication segment 121,558 92,579 68,183
Coatings segment 99,197 94,147 37,020
Irrigation segment 238,579 283,565 228,178
Tubing segment 42,368 43,297 29,362
other 16, 680 22,561 26,095
Total $ 872,380 $ 846,129 $ 639, 869
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BUSINESS SEGMENT INFORMATION (CONTINUED)

SUMMARY BY BUSINESS SEGMENTS

2001 2000 1999
OPERATING INCOME:
S Poles segment $ 34,005  $ 21,657  $ 15311
Wireless Communication segment (1,553) 2,301 87
S Impairment charge S S (1,915)
Total Wireless Communication segment (1,553) 2,301 (1,828)
Coatings segment 9,391 13,466 7,020
Irrigation segment 15,452 21,218 21,305
S Gain on sale of investment S . 2,823
Total Irrigation segment 15,452 21,218 24,128
Tubing segment 5,800 7,579 4,601
Other 1,836 1,035 944
Total $ 65,021 $ 67,256 $ 50,176
S Interest expense, net (16,030) (16,020) (7,139)
S Miscellaneous (524) (1,198) (306)
Earnings before income taxes, minority interest,
and equity in earnings (losses) of
nonconsolidated subsidiaries $ 48,467 $ 50,038 $ 42,731
TOTAL ASSETS:
S Poles § 202,933 § 210,525  $ 166,310
S Wireless Communication 102,591 62,487 48,836
S Coatings 104,675 105,060 39,460
I Irrigation 140,527 177,581 139,759
S Tubing 20,070 31,522 10,541
S other 90,242 12,001 14,429
Total $ 588,897 $ 600,135 $ 419,335
CAPITAL EXPENDITURES:
S Poles $ 14,678  § 24,864  $ 7,739
S wireless Communication 1,776 1,01 1,155
S Coatings 2,063 4,260 4,208
S Irrigation 4721 14,853 23,587
S Tubing 2,288 a2 310
S other 11 136 694
Total $ 25,652 $ 46,456 $ 37,783
DEPRECIATION AND AMORTIZATION:
S Poles $ 12,33  $ 10,012  $ 9,436
S wireless Communication 4,35 820 1,386
S Coatings 7,800 7,60 3,553
S Irrigation 9,806 90,141 6,367
S Tubing 2,054 1,07 509
S other 6 a1 698
Total $ 36,324 $ 30,270 $ 21,949
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BUSINESS SEGMENT INFORMATION (CONTINUED)

SUMMARY BY BUSINESS SEGMENTS

2001 2000 1999
SUMMARY BY GEOGRAPHICAL AREA BY LOCATION OF VALMONT FACILITIES:
NET SALES:
S United Sstates $ 725643  $ 689,353  $ 502,545
S France 52,503 55,379 56,580
S other 04,144 101,307 80,744
Total $ 872,380 $ 846,129 $ 639, 869
OPERATING INCOME:
- United States $ 54,610 $ 56,648 $ 41,630
- France 2,851 320 1,066
S other 7,80 7,320 7,480
Total $ 65,021 $ 67,256 $ 50,176
LONG-LIVED ASSETS:
S United States $ 274,501  $ 258,384  $ 167,081
S France T 11,806 13,443 14,724
S other 17,002 15,249 17,407
Total $ 304,299 $ 287,076 $ 199,302

NO SINGLE CUSTOMER ACCOUNTED FOR MORE THAN 10% OF NET SALES IN 2001, 2000, OR
1999. NET SALES BY GEOGRAPHICAL AREA ARE BASED ON THE LOCATION OF THE FACILITY
PRODUCING THE SALES.

OPERATING INCOME BY BUSINESS SEGMENT AND GEOGRAPHICAL AREAS ARE BASED ON NET
SALES LESS IDENTIFIABLE OPERATING EXPENSES AND ALLOCATIONS.

LONG-LIVED ASSETS CONSIST OF PROPERTY, PLANT AND EQUIPMENT, NET OF DEPRECIATION,

GOODWILL AND OTHER ASSETS. LONG-LIVED ASSETS BY GEOGRAPHICAL AREA ARE BASED ON
LOCATION OF FACILITIES.
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QUARTERLY FINANCIAL DATA (UNAUDITED)

(DOLLARS IN THOUSANDS, EXCEPT PER SHARE AMOUNTS)

NET EARNINGS

NET GROSS PER SHARE STOCK PRICE DIVIDENDS
SALES PROFIT AMOUNT BASIC DILUTED HIGH Low DECLARED

2001

CERirst $204,267 $ 49,738 § 4,791 $ 0.20  § 0.20  $20.69 $ 14.50 § 0.065
Csecond 232,889 59,232 8,468 0.3 0.3¢  18.30 1412 0.065
Cthird 209,287 53,134 6,950 0.28 0.28  18.16 1212 0.065
CFourth 205,937 55,517 6,483 0.26 0.26  16.38  12.51 0.065
vear $872,330 $217,621 § 26,693 $ 1.10  § 1.0  $20.69 $ 12.12 §  0.26
2000

CERirst $196,838 $ 49,901 § 7,520 $ 0.32  § 0.32 $20.25 $ 14.50 § 0.065
S second 204,876 57,041 0,065 0.39 0.38  20.00  15.94 0.065
Cthird 201,676 51,075 6,885 0.30 0.20 2169  17.13 0.065
CFourth 222,739 53,666 6,020 0.30 0.20  21.69  13.88 0.065
vear $346,120 $211,883 § 30,400 $ 1.31  § 1.28 $21.69 $ 13.88 §  0.26
1999

CRiest $160,729 $ 40,398 $ 5761 $ 0.23  $ 0.23 $14.75 § 11.25 $ 0.065
Csecond 169,457 43,594 6,902 0.28 0.28  18.25  13.31 0.065
Cthird 144,766 40,003 5,602 0.24 0.23  17.25  14.75 0.065
CFourth 164,917 48,751 8012 0.34 0.33  17.88  13.13 0.065
Year $639,860 $172,746 § 26,367 $ 1.9  $ 1.08 $18.25 $ 11.25 $  0.26

EARNINGS PER SHARE ARE COMPUTED INDEPENDENTLY FOR EACH OF THE QUARTERS.
THEREFORE, THE SUM OF THE QUARTERLY EARNINGS PER SHARE MAY NOT EQUAL THE TOTAL
FOR THE YEAR.
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INDEPENDENT AUDITORS' REPORT
TO THE BOARD OF DIRECTORS AND SHAREHOLDERS OF VALMONT INDUSTRIES, INC.
VALLEY, NEBRASKA

We have audited the accompanying consolidated balance sheets of Valmont
Industries, Inc. and subsidiaries as of December 29, 2001 and December 30, 2000,
and the related consolidated statements of operations, shareholders' equity and
cash flows for each of the three years in the period ended December 29, 2001.
These financial statements are the responsibility of the Company's management.
Our responsibility is to express an opinion on these financial statements based
on our audits.

We conducted our audits in accordance with auditing standards generally accepted
in the United States of America. Those standards require that we plan and
perform the audit to obtain reasonable assurance about whether the financial
statements are free of material misstatement. An audit includes examining, on a
test basis, evidence supporting the amounts and disclosures in the financial
statements. An audit also includes assessing the accounting principles used and
significant estimates made by management, as well as evaluating the overall
financial statement presentation. We believe that our audits provide a
reasonable basis for our opinion.

In our opinion, such consolidated financial statements present fairly, in all
material respects, the financial position of Valmont Industries, Inc. and
subsidiaries as of December 29, 2001 and December 30, 2000, and the results of
their operations and their cash flows for each of the three years in the period
ended December 29, 2001 in conformity with accounting principles generally
accepted in the United States of America.

/s/ Deloitte & Touche LLP

DELOITTE & TOUCHE LLP
OMAHA, NEBRASKA
FEBRUARY 8, 2002

REPORT OF MANAGEMENT

The consolidated financial statements of Valmont Industries, Inc. and
subsidiaries and the other information contained in the Annual Report were
prepared by and are the responsibility of management. The statements have been
prepared in accordance with generally accepted accounting principles and
necessarily include amounts based on management's best estimates and judgements.

In fulfilling its responsibilities, management relies on a system of internal
controls which provide reasonable assurance that the financial records are
reliable for preparing financial statements and maintaining accountability of
assets. Internal controls are designed to reduce the risk that material errors
or irregularities in the financial statements may occur and not be timely
detected. These systems are augmented by written policies, careful selection and
training of qualified personnel, an organizational structure providing for the
division of responsibilities and a program of financial, operational and systems
audits. The Company also has a business ethics policy which requires employees
to maintain high ethical standards in the conduct of Company business.

The Audit Committee, composed of non-employee directors, is responsible for
recommending to the Board of Directors, subject to ratification of shareholders,
the independent accounting firm to be retained each year. The Audit Committee
meets regularly, and when appropriate separately, with the independent certified
public accountants, management and the internal auditors to review the financial
statements of the Company, the independence and performance of the Company's
independent auditors, and the compliance by the Company with legal and
regulatory requirements. The independent certified public accountants, internal
auditors, and the Audit Committee have unrestricted access to each other in the
discharge of their responsibilities.

/s/ Mogens C. Bay /s/ Terry J. McClain
MOGENS C. BAY TERRY J. MCCLAIN
CHAIRMAN AND CHIEF EXECUTIVE OFFICER SENIOR VICE PRESIDENT AND CHIEF

FINANCIAL OFFICER
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OFFICERS AND
MANAGEMENT

CORPORATE HEADQUARTERS

VALMONT INDUSTRIES, INC.

ONE VALMONT PLAZA

OMAHA, NEBRASKA 68154-5215 USA
402.963.1000

INDEPENDENT PUBLIC ACCOUNTANTS
DELOITTE & TOUCHE LLP
OMAHA, NEBRASKA USA

LEGAL COUNSEL
MCGRATH, NORTH, MULLIN & KRATZ, P.C.
OMAHA, NEBRASKA USA

STOCK TRANSFER AGENT AND REGISTRAR
FIRST NATIONAL BANK OF OMAHA

TRUST DEPARTMENT

ONE FIRST NATIONAL CENTER

OMAHA, NEBRASKA 68102-1596 USA
402.633.3465

NOTICES REGARDING CHANGES OF ADDRESS AND
INQUIRIES REGARDING LOST OR STOLEN CERTIFICATES
AND TRANSFERS OF STOCK SHOULD BE DIRECTED TO
THE TRANSFER AGENT.

ANNUAL MEETING

THE ANNUAL MEETING OF VALMONT'S
SHAREHOLDERS WILL BE HELD AT 2:00 P.M.
ON MONDAY, APRIL 29, 2002, AT THE JOSLYN
ART MUSEUM IN OMAHA, NEBRASKA USA.

SHAREHOLDER AND INVESTOR RELATIONS
VALMONT'S COMMON STOCK TRADES ON
THE NASDAQ NATIONAL MARKET UNDER
THE SYMBOL VALM.

VALMONT'S MOST RECENT QUARTERLY NEWS
RELEASES ARE AVAILABLE ON THE INTERNET AT
www.valmont.com UNDER THE HEADING

"THE COMPANY."

VALMONT MAINTAINS AN ACTIVE INVESTOR
RELATIONS PROGRAM AND MAILING LIST TO KEEP
SHAREHOLDERS AND POTENTIAL INVESTORS
INFORMED ABOUT THE COMPANY. COMMENTS

AND INQUIRIES ARE WELCOMED AND SHOULD

BE DIRECTED TO INVESTOR RELATIONS.

A COPY OF VALMONT'S 2001 ANNUAL REPORT
ON FORM 10-K MAY BE OBTAINED BY CALLING
OR WRITING INVESTOR RELATIONS:

JEFFREY S. LAUDIN

INVESTOR RELATIONS DEPARTMENT
VALMONT INDUSTRIES, INC.

ONE VALMONT PLAZA

OMAHA, NEBRASKA 68154-5215 USA
PHONE: 402.963.1000

FAX: 402.963.1198

CORPORATE AND STAFF OFFICERS

MOGENS C. BAY
CHAIRMAN AND
CHIEF EXECUTIVE OFFICER

TERRY J. MCCLAIN
SENIOR VICE PRESIDENT AND
CHIEF FINANCIAL OFFICER

E. ROBERT MEANEY
SENIOR VICE PRESIDENT
INTERNATIONAL

ANN F. ASHFORD
VICE PRESIDENT
HUMAN RESOURCES

STEVEN G. BRANSCOMBE
VICE PRESIDENT
INFORMATION SYSTEMS

MARK C. JAKSICH
VICE PRESIDENT
CORPORATE CONTROLLER

P. THOMAS POGGE
VICE PRESIDENT
GENERAL COUNSEL AND SECRETARY

MARK E. TREINEN
VICE PRESIDENT
BUSINESS DEVELOPMENT



POLES DIVISION

MARK R. RICHARDS
PRESIDENT

KEITH A. HUFFMAN
VICE PRESIDENT
GLOBAL OPERATIONS

RICHARD M. SAMPSON
VICE PRESIDENT AND GENERAL MANAGER
UTILITY PRODUCTS AND SERVICES

THOMAS F. SANDERSON
VICE PRESIDENT
GLOBAL MARKETING AND PRODUCT DEVELOPMENT

THOMAS J. SUTKO

VICE PRESIDENT AND GENERAL MANAGER
COMMERCIAL LIGHTING AND TRANSPORTATION
PRODUCTS AND SERVICES

PHILIPPE GUIDEZ
PRESIDENT
EUROPE/MIDDLE EAST/AFRICA

LIONEL BRENAC
VICE PRESIDENT
OPERATIONS EUROPE/MIDDLE EAST/AFRICA

KLAVS GULDAGER
GENERAL MANAGER
CHINA/ASIA/PACIFIC

WIRELESS COMMUNICATION DIVISION

MYRON NOBLE
PRESIDENT
PIROD

DOUG KOCHENDERFER
VICE PRESIDENT
GENERAL MANAGER
VALMONT MICROFLECT

COATINGS DIVISION

JEFFREY BRIGGS
PRESIDENT

RICHARD S. CORNISH
VICE PRESIDENT
OPERATIONS

IRRIGATION DIVISION

THOMAS D. SPEARS
PRESIDENT

DUANE BIER
VICE PRESIDENT
OPERATIONS

JAMES L. BROWN
DIRECTOR
NORTH AMERICAN SALES

WILLIAM G. LOUGHMAN III
VICE PRESIDENT

PARTS AND SERVICE
TERRY RAHE

PRESIDENT

CASCADE EARTH SCIENCES
TUBING DIVISION

LEONARD M. ADAMS
VICE PRESIDENT AND GENERAL MANAGER

MARKET MAKERS

THE FOLLOWING MAKE A MARKET IN VALMONT INDUSTRIES, INC. COMMON STOCK AS OF
FEBRUARY 2002:

DAIN RAUSCHER INC., HERZOG, HEINE, GEDULD, INC., KNIGHT SECURITIES, L.P., SPEAR,
LEEDS & KELLOGG, SHERWOOD SECURITIES, JEFFRIES & CO., FAHNSTOCK & CO., INC.

Visit Valmont's Website: www.valmont.com
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The Board of Directors
[PHOTO]
From left to right:

Thomas F. Madison
Mogens C. Bay

Kenneth E. Stinson
Robert B. Daugherty
John E. Jones

walter Scott, Jr.
Charles D. Peebler, Jr.
Bruce Rohde

MOGENS C. BAY

Chairman and Chief Executive Officer
Valmont Industries, Inc.

Director since 1993

ROBERT B. DAUGHERTY

Founder and Chairman Emeritus
Valmont Industries, Inc.
Director since 1947

JOHN E. JONES

Retired Chairman,

President and Chief Executive Officer
CBI Industries, Inc.

Director since 1993

THOMAS F. MADISON

President, MLM Partners
Chairman of the Board
Communications Holdings, Inc.
Director since 1987

CHARLES D. PEEBLER, JR.
Chairman Emeritus

True North Communications, Inc.
Director since 1999

BRUCE ROHDE

Chairman and Chief Executive Officer
ConAgra Foods, Inc.

Director since 1999

WALTER SCOTT, JR.

Chairman

Level 3 Communications, Inc.
Director since 1981

KENNETH E. STINSON

Chairman and Chief Executive Officer
Peter Kiewit Sons, Inc.

Director Since 1996

AUDIT COMMITTEE

walter Scott, Jr., Chairman
John E. Jones

Charles D. Peebler, Jr.

COMPENSATION COMMITTEE

Thomas F. Madison, Chairman
Charles D. Peebler, Jr.
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[VALMONT LOGO]

One Valmont Plaza

Omaha, Nebraska 68154-5215 USA
Phone 402.963.1000

Fax 402.963.1198

www.valmont.com
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Exhibit 21

SUBSIDIARIES OF VALMONT INDUSTRIES, INC.

State or Country
of Incorporation

Name of Subsidiary

Best-All Electric, Inc. Nebraska
Cascade Earth Sciences, Ltd. Oregon
Cleanwater International, Inc. Oregon
Gate City Steel Corporation Delaware
George Industries, Inc. California
Golden State Irrigation, Inc. California
Lampadaires Feralux, Inc. Canada
Masstock Ltd. Zambia
Neuvalco S.A. France
Neuvalco GmbH Germany
Oregon Pacific Group, LLC Oregon

PH, Inc. Indiana
PiRod, 1Inc. Indiana
Sermeto S.A. France
Sermeto Iberica S.A. Spain
Shanghai valmont Special Steel Tube Co., Ltd. China
Societe Morocaine des Pivots O'irrigation Valmont Morocco
Teeter Irrigation, Inc. Kansas
TelecCentre, S.A. France
Tubalco S.A. France
Valley Irrigation South Africa, PTY. South Africa
Valmont California Irrigation, Inc. California
Valmont Coatings, Inc. Delaware
Valmont Composites, LLC Utah
Valmont de Mexico, S.R.L. de C.V. Mexico
Valmont Formet de S.R.L. de C.V. Mexico
Valmont Mastbau, KG Germany
Valmont S.A. Spain
Valmont Industria e Comercio, Ltda. Brazil
Valmont Industries de Argentina S.A. Argentina
Valmont Industries Holland B.V. The Netherlands
Valmont International, L.L.C. Delaware
Valmont International Corp. Texas

Valmont International Inc.
Valmont Investimentos Ltda.
Valmont Middle East FZE
Valmont Nederlands B.V.

U. S. Virgin Islands

Brazil

United Arab Emirates

The Netherlands

Valmont Northwest, Inc. Nebraska
Valmont Polska Sp. sp.zoo Poland
Valmont Sarl Morocco
Valmont Service Centers, Inc. Nebraska

Valmont (UK) Limited
Xinjiang Valley Suntime Irrigation, Ltd.

United Kingdom
China



Exhibit 23

INDEPENDENT AUDITORS' CONSENT

We consent to incorporation by reference in Registration Statements No.
33-21680, 33-57117, 333-02785, 333-64170, 333-78017, and 333-83251 of Valmont
Industries, Inc. on Form S-8 and Registration Statement No. 333-59912 of Valmont
Industries', Inc. on Form S-3 of our reports dated February 8, 2002, appearing
in or incorporated by reference in the Annual Report on Form 10-K of Valmont
Industries, Inc. for the year ended December 29, 2001.

DELOITTE & TOUCHE LLP

Omaha, Nebraska
March 21, 2002



POWER OF ATTORNEY

Exhibit 24

The undersigned Directors of Valmont Industries, Inc., a Delaware

corporation, hereby constitute and appoint Mogens C. Bay as
attorney-in-fact in their name,

place and stead to execute Valmont's

Annual Report on Form 10-K for the fiscal year ended December 29, 2001,
together with any and all subsequent amendments thereof in their
capacity as Chairman of the Board and hereby ratify all that said
attorney-in-fact may do by virtue thereof.

DATED this 25th day of February, 2002.

/s/Robert B.Daugherty

Robert B. Daugherty, Director

/s/Kenneth E. Stinson

Kenneth E. Stinson, Director

/s/John E. Jones

/s/Thomas F. Madison

Thomas F. Madison, Director

/s/Charles D. Peebler, Jr.

Charles D. Peebler, Jr.

/s/Bruce Rohde

Bruce Rohde, Director

/s/Walter Scott, Jr.

wWalter Scott, Jr., Director



