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LIQUID ASSET: Third-generation water executive
Anton C. Garnier, president and CEO of Southwest
Water Company, has propelled the company from a
sleepy neighborhood water utility into its current role as
a diversified provider of multiple utility-related services
with impressive financial performance.
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combined and incorporated into
what became Southwest Water
Company.
When Camille Garnier died in
1968, management of the company passed to his son Anton,
better known as Tony.
Born on the family ranch,
Tony literally grew up in the
water business. Today, as head
of Southwest Water Company,
he has successfully continues to
build on the family legacy, providing a broad range of water,
wastewater and utility-related
services to more than 1.5 million “neighbors” in 29 states.
Well-versed in all aspects of
utility operation, as well as local
and national issues related to
the politics of water production
and distribution, Tony Garnier

The historic Garnier House, built in the late 1800s on what is now
Ventura Boulevard in Encino, California, just north of Los Angeles.
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operations to strengthen its business development efforts and
the efficiency of its administrative procedures. The company
redesigned its website (www.
mastertek-intl.com) to offer interactivity and online bill payment
capability.
Master Tek is well positioned within its industry.
Southwest Water anticipates not
only growth within Master Tek,
but also the possible acquisition
of other submetering firms.
In February 2000, Southwest
Water purchased the water dis-
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As the water industry
continues to evolve,
the opportunities for
Southwest Water
will multiply. Our
challenge will be to
seize and act upon
those opportunities
in ways that benefit
our shareholders, our
customers and our
employees.

~

—Anton Garnier, President,
CEO, Chairman of the Board
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the-art reverse osmosis water
treatment facility. For its work,
ECO Resources received one of
only five national awards given
for 2000 by the National Council
of Public and Private Partnerships.

In August 2001, ECO acquired OpTech, Inc., an Atlantabased water and wastewater
contract operations company.
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he facts and figures behind
Southwest Water’s achieve-

ments are not anomalies; instead,
they are the continuation of a
proven track record. In the five
years from 1996 to 2000, revenues
increased from $66 million to $105
million. Operating earnings per
share increased from $.24 to $.62
and return on equity from five to
12.2 percent.
The stock market has recognized the company’s impressive
financial performance—Southwest Water’s market capital-
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Southwest Water:
The next wave
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For more information about Southwest
Water Company, please visit our website
at www.southwestwater.com or call us at
(626) 915-1551.

Statements contained in this document that are not based on historical fact are “forward-looking statements” within the meaning of the Private Securities Litigation
Reform Act of 1995. (These statements are only predictions.) Actual events or results may differ materially from those expressed or implied by such forward-looking
statements as a result of known and unknown risks and uncertainties facing the Company. Although the Company believes that its expectations are based on reasonable assumptions, there can be no assurance that actual results will not differ materially from its expectations. Factors that could cause actual results to differ
from expectations include: (i) the ability to increase rates; (ii) the ability to renew existing contracts and enter into new contracts; (iii) contract terminations; (iv) the
ability to recover water quality maintenance expenses; (v) the effect of weather conditions on water conservation and the Company’s ability to perform billable work;
(vi) environmental regulations and contamination testing and removal requirements; (vii) capital expenditures and (viii) other factors referenced in Securities and
Exchange Commission filings of the Company.

