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Welcome to Rimaster!

Rimaster is a leading supplier of
cable harnesses, electrical cabinets,
electronics and cabs for special
vehicles and industrial systems.

We are a global group with origin
and headquarters in Rimforsa,
Sweden. Rimaster have today
approximately 600 employees

in seven companies all over the
world.

We can support you with sales, de-
sign, development and production
in Sweden, Poland, China, Belgium
and France.

Our vision is to be a partner that
creates simplicity for our custom-
ers and set the standard in the
global industry.

— Welcome to our World of Simplicity!

Head Office:

Rimaster AB
Industrivagen 14
SE-590 44 RIMFORSA
Sweden

Phone: +46 494 795 00
E-mail: info@rimaster.com

www.rimaster.com

© Rimaster 2014
Tryck: Tellogruppen,
Soderkoping 2014

Content* H3%

o N KN W

Editorial « &% #1713 2048 3t R B9 X
Ag-riCab — A company milestone

% —fAgriCabB. 2 ER |

Malwa: What’s the problem...?

10. Malwal] EEHAT L & R E

12. “A passion for heavy lifttrucks”— A visit to Konecranes

14. *tKonecranes X Z 2\ & 8] — K 37 7]

16. Haulotte selects Rimaster

16. Haulotte — fozp i — 18 K 28

17. 'Tomas Stilnert, new CEO: Focus on performance

18. Tomas Stalnert: VW 5% & X 7F 8 4135,

19. Pernilla Norman, CFO: Everything must withstand scrutiny

20. - "VHEABARA TR, G HALAE PATE]
¥ 33 8 F 42 Pernilla Normanijt

22. Christmas in our “riWorld”

24. riWorld# By X4

26. Group News * S F#T1E

Rimaster Group Units

Rimaster Electrosystem AB
Industrivdgen 14

SE-590 44 RIMFORSA
Sweden

Broksmyravagen 31
SE-826 40 Soderhamn
Sweden
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Jan-Olof Andersson

THIS Is MY LAST EDITORIAL as Rimaster CEO.
I have been in charge of leading the Rimas-
ter Group since 2003, which is quite a long
period. It has been a joyful time, though with
days more enjoyable than other.

Over this time, Rimaster as a group of
companies has seen a lot of changes, where
one of the most significant ones must be the
transformation from a local actor to a global player. Rimaster in 2003

was not the same company as Rimaster is today. Yet, there is still so
much in common that to an outside on-looker, the differences in
everyday operations are small. Still, the fact that Rimaster today is
a truly global company with far more muscles and capabilities itself
is a sign of a living vision — we want to be able to create simplicity

for our customers, and we have never been better equipped to do so
than today.

What I will remember from my almost 12 years as CEO is that

Rimaster is a company, that is always in some sort of movement and

continuous development, always striving to adapt to our customers’

needs. That, I think, is the key to us still being here, if not always that

very prosperous, so at least over time in good health.
In this issue, we proudly present some of our clients. Despite dif-

ferences in size of the company and volume of their businesses, what
they have in common is that they are leaders in their respective field
of operations. If our customer is among the best, then we need to

follow and also be a leader in our field of operations. So far, I dare to

say, we have been successful.

Now, when we are looking forward to 2015, I am more than

Stllnert EEH R E, TomasFr {13

pleased to welcome Tomas Stélnert to take over my chair. Tomas
has been with us for quite some years now, and with his track-record,

not only from Rimaster but in previous positions as well, I am more

than confident Rimaster is in good hands. Tomas is a good leader

and skilled businessman, a combination that is just what we need to
take us forward.

« . »

I deliberately say “us”, as I might resign from the chair as CEO,

director’s, being in charge of business development and marketing

and I will also be acting deputy chairman.
Still, as I will no longer actively be on the bridge of this ship, I

wish to convey my warmest and most heart-felt “thank you”to all of

you who has been with me over the years, helping us to do what we
are best at — creating simplicity for our customers. An equally heart-
felt "Thank you” to all of you customers, partners and suppliers that I
have had the pleasure to meet in my role as CEO.

To Tomas I say, most welcome — my chair is your’s!

L7

Jan-Olof Andersson
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Another milestone achievement;

— First finished Ag-riCab on display!

At a customer event in Belgium in late October, Rimaster’s next CEO

Tomas Stalnert and project manager Bart Lowette presented the first
pre-series “Ag-riCab”. This is first finished unit to be made available for a
customer for advanced field-testing. Ag-riCab is the unique new generic
cabin for primarily agricultural machines that Rimaster has developed,
starting in 2012, with the support of a dedicated reference group of Eu-
ropean OEM'’s of agricultural machinery and vehicles.

—As we now proudly presents Ag-riCab, we have reached what best can be des-
cribed as a company milestone, says Tomas Stilnert, new CEO of the Rimaster
Group effective from January 1,2015.

— It not just another product, it is more of a proof of concept and capability

Jfor us. We have since long had the company motto ‘Ability to create simplicity’, and Ag-riCab

is just a proof of that, as we in the very true sense of that, creates simplicity for a whole new
group of customers.




Engineering group Rimaster has since long been a supplier of ca-
bins for e.g. mining vehicles, but Ag-riCab is the very first in-house
design, developed and built from scratch by Rimaster. The design
and development was done in close cooperation with a reference
group of European OEMs of primarily farming equipment such as
harvesters and sprayers.

— When we over the years have met with current and prospective

customers, we soon realized that beyond the obvious need for a good and

qualified cable harness and electrical systems supplier, many had also a
need for a supplier of versatile cabs, says Bart Lowette, Project Manager
at Rimasters Belgian office, who initiated the project in 2012 and also
acts as project manager for Ag-riCab.

— As we had the knowledge and the determination to support our
customers we set out to build the best generic cabin ever. Now, a two years
after we initiated the project, Ag-riCab is ready for pre-series, full-scale
commercial field tests. This has been made possible due to a very valuable
and open-minded support from the reference group of. Without their sup-
port, we would not have come this far in such a short time, Bart Lowette
concludes

Ag-riCab was designed in response to a firm market need, and
it is the first truly “generic” and highly adaptable cabin in its class.
The fundamental design idea was to build a modern, modular and
advanced cabin that already from start was highly flexible to suit the
various needs different OEMs might have.

Previously, in general the manufacturers either had to design a
cabin of their own or choose from a limited selection of standard
cabins. When the latter was chosen, it meant that normally the ca-
bins had to be heavily modified prior to installation. With Ag-riCab,
there is a lot of possible adaptions already from the beginning and
the equipment manufacturer can easily select what sort of configura-

tion he will need.

During the development of Ag-riCab, Rimaster could literally
start with a blank sheet of paper, meaning that there was no “inhe-
ritance”, limiting possibilities or narrowing thinking. The result is a
highly adaptable and very versatile standardized cabin where each
customer still can have “his” version built in even limited series, yet
at a very attractive unit cost.

Ag-riCab features a series of “fresh thinking ideas”, including the
novel “riMove door”, an electrically operated door that will be optio-
nal, a variety of available design selections such as an elongated roof,
a glass floor or various lighting arrangements. Ag-riCab will also as
a standard be equipped with the revolutionary riFuse PDU-module,
another current Rimaster product, developed with simplicity for the
customer in mind.

As Ag-riCab has been designed against the highest current Eu-
ropean norm for agricultural machine driver comfort, EN15695
Cat4, the driver enjoys an enhanced protection against substances
harmful to health such as dust, aerosols and vapours, making long
days in the fields less challenging

— We have a generic company philosophy to try to dig deep into the
needs of our customers and in Ag-riCab, being a true response to a
customer’s need, we have been able to integrate a lot of simplifying featu-
res to the benefit of the OEM, especially in response to his own customers,
Tomas Stalnert concludes.

Spring 2015 will see a series of exhausting field tests, in order to
have a “shake-down” of what needs to be further refined on Ag-ri-
Cab, where after full series production will commence. Preparations
for a swift production ramp-up are already under way at Rimaster’s
Cab Centre in Horn, some 250 kilometres south of Stockholm
where all construction work and final assembly is being done. Me-
anwhile, additional prototypes and a “demonstrator cabin” are being
built in order to show various design alternatives. |

Ag-riCab will be offered in various configurations; long-roof, short roof, see-through
floor or closed. Any customer can “customize”the standard cabin to suitindividual needs.
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Malwa challenges the forwarder industrj

— How hard can it be? Really...?

Magnus Wallin looks genuinely concerned when he asks the rhetoric question.

Magnus is the engineer who got fed up with endless meetings and wanted to get back to

engineering "hands on”. That’s why Malwa was started.

Malwa, situated in rural settings in Skene, some 60 kilometres east of Gothenburg on the

Swedish west coast, is the fresh thinking start-up that after just a few years has carved out

their very own niche in forest machinery with their series of forwarders.

“First baby born” was the Malwa 360, a mere proof-of-concept to prove that forwarders

could be small, lightweight and environmental friendly, yet having a load capacity that made

them economical to operate for the smaller forest owners.

— Dad was in the business of tower
cranes and mobile cranes, so I guess that’s
where I got my technical interest. It was like

heaven for a little boy, Magnus says smiling.

After graduation as an engineer, Magnus
was hired to oversee certification procedu-
res at the Swedish National Test Institute,
and soon he found himself as a manager.
After a couple of years in various manage-
ment positions, Magnus reached what he
himself calls “a turning point”in life.

— 1 do like technical stuff and came to
realize I had come a long way from the

hard-ware. My days were all too filled with

© meetings, and that made me uncomfortable.
- To cure this lack of technical “hands-on”
{ contact, Magnus started a company in his

spare time to import small garden tractors.

— Forests have always fascinated me, and

I often followed my father into the woods.

Since I was working with tractors and ac-

| cessories for them, it was natural to see what
{ we could do in the woods with our small | would look. With the first design as a basis,
.~ tractor. Surprisingly much, actually, had we

 just had the right accessories.

- To find such was not that easy, so

as early as 2007, I began to wonder if it was

not possible to do the opposite, to build a

forest tractor, a low key forwarder, from the

ground up based on the small garden tractor

technology. The target audience was clear —
forest farmers who wanted to manage their
forest itself, with an explicit ambition to do
so without harming the land any more than

necessary.

With the help of a mechanical workshop,
Magnus had a prototype built, but unfor-

tunately this was not very successful. The
frame was OK, but the selected drive train

was too weak and otherwise it was not the

right components — the small forest tractor

was simply not good enough.

— I would not say that the first tractor

was a complete failure. Even if it did not

meet our expectations, I learned a lot and
knew what it was we wanted and how it

I began to plan for a brand new machine.

— There, I guess, was formulated what
has become sort of a mantra for Malwa,
something we say to each other when we
encounter a problem: How hard can it be?



— Late in the winter of 2009, we had to
come so far that we know what a good little
forwarder could look like. We knew we
could build one, and then we decided — my
wife and I — that it may make or break. So
on April 6, 2009 we incorporated Malwa
AB, the name coming from the flower, and
not by my name, Magnus Wallin, although
similarities may lead many to believe it.

—The fixed goal was to build a prototype
that would be drivable and ready to show
at the fair “Elmia Wood” in June the same
year. The idea was still the same: to use pro-
ven components and known techniques to
build a new type of machine — an innovative
version of a traditional machine, if you like,
but in a small format. The engine was e.g. a
small Cummins diesel 37 horsepower.

In late March, they had come so far in the
design process that it was time to look at
the electrical and control systems.

—That skills T lacked and when Rimaster

was mentioned by someone who knew Ulf
Almén and his colleagues at Rimaster S6-
derhamn, I saw this as an opportunity and
gave them a ring.

—To make a long story short, I will not

refrain from saying that Ulf is our hero. This
was in the midst of the worst recession in
a long time and we were newly establis-
hed, unknown and more or less penniless.
However, something I said must have been
trustworthy as Rimaster and Ulf Almén
believed in us. He and his colleague Fred-
rik Larson saw our predicament with only
a few weeks to go. They went here directly,
sat down with us briefly and began to look
at the machine, requirements and functions.
They went home again and after a few

weeks, they had designed a complete and !

highly effective control system.
— On Monday, the very same week the
fair was to open on Thursday, Ulf and Fred-

rik came to us with a finished set of wirings

in the back their car. The cabling was swiftly
installed and then they started to help us

| with the programming of the entire machine.

Thursday came, Elmia Woods opened and

Malwa was there, according to plan. With
them was a fully working machine that
stood there, humming all day long. It had

taken less than ten weeks from first contact

3 between Malwa and Rimaster until the

machine was fully up-and-running.

— To make a long story
short, I will not refrain
from saying that Ulf is

our hero...!

— There is no doubt that when Ulf and
his colleagues at Rimaster so simple and

straightforward lined up for us, they count

for alarge part of Malwas success — and they |

still do. Without this support we would not
have gotten the Malwa 360 ready for the
fair, and if not, we would not have been

where we are today.

— Technically, Malwa 360 was a fully fi-

nished product, doing what it was designed |

to do, but, to be honest, it was too expensive
for the market so eventually we built only
three. Interestingly enough, already at the
same fair where we exhibited Malwa 360,

we also launched the successor, Malwa 460.

i We described as an established project, but,

honestly, most of it was still at the concep-
tual stage.

The first Malwa 460 was delivered in April
2010 and eventually a total of 42 machines
were built. However, along the way Malwa,

like many other start-ups and growing

companies, encountered some setbacks.

'The machine took longer and cost more to

develop than what was anticipated. Malwa
had sold 4-5 machines when the fall of 2010

ended in a credibility crisis - the money was
running out, and so was also the patience of
customers and some suppliers.

— It was a bit panicky for a while, but
I want to re-emphasize the support I got
from Rimaster, who, along with neighbou-
ring Berghems Mekaniska, has really been
there for us. Without that trust, we would
not have survived.

— However, we manage to sort things
out. We received some venture capital and
we got our deliveries structured. Today we
are established in a completely different way
than before. Things are going our way, and
we now have the successor to Malwa 460 in
production. It is of course called Malwa 560
and Rimaster is of course heavily involved.
Malwa 560 is built to the same basic idea of
a cost-effective lightweight forwarder, but
structurally it has taken some significant
steps forward. Today, the new forwarder is
built with a modular component approach,
which means that with relatively few basic
modules it is possible to “personalize” each
unit to suit the customer’s needs.

— I would say that we have found our
own market niche for the Malwa 560, not
only in Sweden but in more or less every
country that has a small-scale forestry.

— We are currently in an interesting ex-
pansion phase. Really, there are no similar
products on the market. Business is growing
and we have consolidated us financially with
a forecast of 70-75 MSEK in sales. I have
also handed over the operational responsi-
bilities to an externally recruited CEO, as I
think I'll better do what I'm good at, which
is more of being the guy with the ideas than
sitting in in endless meetings.

— How hard can it be? Magnus Wallin
summarizes smiling. ]
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Konecranes Lifttrucks.is building the same
range of lifttrucks as in Markaryd, Sweden.

"We make lifttrucks with heart”

So begins Konecranes Lift Truck business presentation, and that’s probably a good
summary of the company’s vision. Konecranes Lift Trucks is a company in the Finnish
Konecranes Group. The company manufactures and sells various types of forklifts,
mainly for industrial use, container trucks and “Reach Stackers", a special kind of lift
truck that can handle containers up to 45 metric tons weight both high - stacking -
and deep, with up to three rows of contalners in parallel.

The company, which in 2013 had sales
of almost 1.2 BnSEK, was founded in 1947
under the name Silverdalens Mekaniska
(SMV) in the village Silverdalen in the south
of Sweden. First forklifts were delivered in
1959 but it was not until 1994, in connection
with a major reorganization, as the business
started to grow.

the name to “Konecranes Lift Trucks”. Pa-
rent company Konecranes, with its world-
leading manufacture of large cranes and
harbor cranes, was a MBO spin-oft from
the large Finnish industrial group Kone. A
few years later, Konecranes Lift Trucks es-
tablished a parallel production in China and
in 2007 business was moved into a purpose-
built new factory in Lingang, an industrial
cluster in southern Shanghai. Still, the well-

now only as a product brand designation.

— It is S6derhamn, which is our entry-
point to Rimaster. We have worked with
each other for twenty years now, so I would
say that we know each other quite well, says

Conny Persson, Konecranes Lift Trucks’ Di-

rector Supply Operations Global.

Conny is one of those who had made the
company the world leader it is today. He has

been with the company throughout all the

"modern” era, as he came to what was then
SMYV already at the time of the reorganiza-

tion of the company in 1994.
Ten years later, in 2004, SMV was bought
by the Finnish Konecranes Group, changing

— I started as MA-director, with respon-
sibility for, among other things purchasing

- and logistics. Not going into details, one

could say that there was a lot to deal with.

We inherited a company with a good basic
- line of products, but with i.e. quality defi-

ciencies and lack of documentation as well
as given promises and unaccounted customer
commitments. We actually had to start the

very first day with creating a logistic founda-
~ tion for organizing activities in a logical and,
~ hopefully, more efficient and profitable way.

known name SMYV is used on the trucks, but

— The idea was - and still is - to design
and assemble our trucks, with components
and certain subsystems being purchased

from partners and other suppliers. ‘
~ —Igotin touch with Rimaster during my
first year at SMV. We needed someone who
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could help us to design a good electrical sys-
tem, and someone I knew had been doing
~ business with Rimaster and one thing lead to
another, and here we are, twenty years later,

- says Conny.

— For the most part it’s been a good, or

- maybe even really good, relationship. Rimas-
~ ter know us well by now and we know them.
The technical department at Rimaster have
~ engineers like Fredrik Larsson who have
~ been involved with us for a very long time —
 Fredrik from the very beginning — and they
really know our products.

— But, sure we have had our disagreements.

- However, we have always managed to get to-
- gether and find a way do move forward, to get
something fruitful out of it. I feel that there is
- willingness from the Rimaster side to focus
- on problem solving and to reach consensus,
- which I appreciate. That ability is very im-
portant in a relationship, says Conny Persson.

The first years were tough for SMV, but

~ already in 1996 the thorough restructuring
* bore fruit and the company was able to show
a modest profit. SMV, and later Konecranes
Lift Trucks as the company was renamed,
~ has thereafter proved to continuously show
“black figures”.

The factory had moved from Silverdalen

to Markaryd, and the premises in Markaryd

~ have been expanded several times. Today

about 200 people work in the big factory,

with an additional eighty are at the subsi-



diary in Lingang outside Shanghai. Along
with service personnel and other technical
support staff, a total of about 350 people
work at Konecranes Lift Trucks.

Through an ingenious modular design,
with a few "basic chassis” a wide and highly
varied range of different trucks can be offe-
red to suit customer demands. Most of these
are produced in parallel both in Markaryd
in Lingang. As a general rule, the untrai-
ned eye cannot see any difference between a
forklift, container lifter or a Reach Stacker
built in Lingang and one built in Markaryd.

— Right, and that’s the way it should
be, says Conny Persson with a smile. You
should not see any difference, and they will
do the same job for you.

— But, he continues, there are local dif-
ferences. Not so much in basic design and
function, but in the choice of local options
such as engine, cab design and more. The
trucks we build in Sweden are customized
for the European and North American
markets and the various requirements that
are in effect here, while the plant in Lingang
serves most of the markets in Asia, Africa
and Australia.

The largest single market area is Europe,
where about half of the production goes. As
the trucks are rather big units, the logistics
are not always easy and the need for reaso-

nable delivery times has also contributed to
how production is divided between factories.

This year, in 2014, Markaryd built about
500 units in total, spread over three diffe-
rent product families with lifting capacities
ranging from 10 metric tons "on the ground”
up to 45 tons to 16 meters. Every truck fa-
mily is available in different variants, and
every single version requires its own unique
cabling. In Lingang was in 2014 manufac-
tured approximately another 180 units.

— When it comes to design and deve-
lopment, everything is done in Markaryd.
We design, define produce all necessary
drawings. All production documentation is
sent from here, a system that also applies to
our partners and suppliers.

— Rimaster is responsible for all our
electrical system development and also
supplies all the cabling. The basis for the
design along with specific requirements are
sent from us to Rimaster Soderhamn, who
then return with a complete and functio-
nally tested electrical system. We accept and
then all design documentation is sent from
Rimaster Sweden to Rimaster in Ningbo,
China who then manufacture and deliver
the cable harnesses and other components
directly to our factory in Lingang.

— As we now are in the midst of a major
revision and redesign of our electrical sys-

tems, I am glad to say we get good support
from Rimaster.

Conny Persson is very clear with while
historical relationships are important, they
are all continuously tested, questioned and
subject to competition. The requirements
for a good partner to Konecranes include
that you have the right technical skills, de-
velopment skills and manufacturing capa-
bilities. Delivery precision and quality are
other necessary factors as well as, of course,
the right cost.

— We are ourselves at the focus of our
customers, which compare and measure
us against our competitors, and we have
to constantly prove that we are the right
choice. Then it is obvious that we have to
do the same with our suppliers, says Conny
Persson.

— Our suppliers and development part-
ners must pursue the same internal deve-
lopment work that we do, in order to always
be on the edge. This is not just about pri-
cing, but also about all the other factors that
are important to us.

— Rimaster is doing good, and have done
so for 20 years. That is an excellent track
record, but still, it’s history. Tomorrow is a
new day, and one has to be a leader then as
well, Conny Persson concludes. [ |

Therese, KAM: - We have been good for each other!

— Konecrane Lifttrucks is one of
our oldest customers, says There-
se Ekengren, who is Rimaster’s
Key Account Manager, KAM,
for Konecranes.
—They are of course a very im-
portant customer, or perhaps
more of a partner today. They
have had a terrific development
of their business, and I am
proud we have been with them as a development
partner for electrical systems more or less all the time. It is twenty
years now, and obviously you share a lot over such a long period.
Rimaster was part of the picture for Konecranes Lifttrucks already
when the company’s operations in Séderhamn were called Electro-
System. As a partner to Konecranes, Rimaster works fully integra-
ted and partly independent, being responsible for electrical systems
development for their extensive model range. This applies to the
trucks being built in Markaryd as well as those built in Lingang near
Shanghai in China.
— As I see it, we have an excellent relationship today, says Therese.
— From our side, it’s important not only to see the customer’s actual
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needs, but also his expectations. Can we live up to his needs, and
also meet the unspoken expectations by presenting improvements or
simply smarter solutions, then I think we are doing the right thing
for the customer.

— Still, if T may express a wish, it would be that we would be involved
even earlier in the design process. We have the knowledge and expe-
rience that allows us to see alternative solutions, which might result
in a better and often less costly solution for the customer.

In the Rimaster Group, it is Rimaster Development that is respon-
sible for all development and construction of electrical systems,
while the actual cabling production and deliveries of finished cable
assemblies, instrument panels and other things embodied is being
done by Rimaster Electrosystems.

— Today we have such an established and smooth cooperation pro-
cess that my role is merely to serve as coordinator, in the few cases
when a project is not performing, as expected, Therese says.

—The engineering staff at Konecranes Lifttrucks has since long their
own contact ways to our development department, and it is of course
exactly as it should be. Any major problems we often address in pro-
ject meetings we have every three months.

— I do not hesitate to say that we, Konecranes and Rimaster, have
been good for each other; we have been able to grow together. 1l
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As from autumn 2014, Rimaster is proud to announce a new
and exciting collaboration with the world renowned Haulotte
Group.

— You see their machines everywhere, so this is really exciting, says
Julien Fambrini, Marketing and Sales Manager for Rimaster France

— Haulotte is one of the world’s leading companies in the field of
equipment for people and material lifting, and I see the fact that we
are now to supply them with electrical systems as a great achievement.
Being selected by Haulotte is clearly a quality mark and an approval,
Julien concludes.

Haulotte can trace its history back to the earlyl9th century,
when Alexandre Pinguely started an engineering company that la-
ter merged with the "Ateliers de la construction A. Haulotte”. In
the 1930s the two companies designed and manufacterad a wide
range of mechanical diggers, later expanding to derricks and mobile
cranes. In 1979, the two companies start a close cooperation, in
1985 they merged and in 1998 they were noted on the Paris Stock
Exchange as "Pinguely-Haulotte”, a name changed in 2005 to just
"Haulotte”.

Today, Haulotte have a vast product range of people- and ma-

terial lifters, production at six factories and have more than 1500 |

employees. Annual sales are now close to EUR 400M.

— I am very glad that Rimaster have achieved an official supplier
status with Haulotte, says Tomas Stalnert, Rimaster’s next CEO.

— Rimaster’s philosophy is to be an attractive business partner for
leading global companies in the special vehicle segment, and I am
pleased this has attracted Haulotte, having a vast global organization.

— Haulotte is very thorough in choosing suppliers and partners,

so us being selected is a "stamp of approval” for our vision of creating
simplicity in a global market for our clients, Tomas Stalnert says.
Initially, Rimaster will provide Haulotte with a selected range of
components, including cables and control boxes but talks are al-
ready underway to expand that scope of deliveries.

— As it is Haulotte’s vision to primarily cooperate with global supp-
liers, I appreciate that Rimaster fits in their strategy, Julien Fambrini
says.

— With our ability to offer seamless deliveries from our produc-
tion units in China, Poland and Sweden, I am pleased and proud their
qualification process now enables us to support Haulotte’s growing

u aulotteL_T:%
0 W laun

| W MLIA

‘Haulotteys 3 '

business in Asia and the US as well as in Europe, Julien Fambrini

summarizes.

16

eYse|eGLs leaster

S ﬁﬁ*r

. o

| m—— ———

|
H2014EMF, HOHHREE
Haulotte £ B THHISIEX R,
- “RELHTUEIMATNNE, ZEZASAXE",
5 I Ak B N B B W 5 4 4 38 Julien Fambriniiit

— Haulotte £ A 5 5 4 2 7+ & 04 2 #7470 56 oy 2 7

MER S RMER

Z—, BREHNMNREET AR, ERERE-THEAHK
#o “#¥tiHaulottedt ¥, XEAR-MRERSE, HAR
FANWER" , Juliens )&t

Haulottety 7 & 7 & # 2| 19 £ 2, % AfAlexandre Pin-
guely L T —X THEAE, FEKRY “Ateliers de la construc-
tion A. Haulotte” &3, Z20#4L304£K, BEAFKITH#
HE T A BEN, R REHFEFH S AL ENT .

19795, ARAAFBET &%, FELT1985%
. 1998F, MEEZEKREXRZHNAR 4K
£ “Pinguely-Haulotte” , J&F20054 4 % “Haulotte” ,

b
AR, Haulotte#E A R fudfy b % 7+ % Eéﬁﬂ’céﬁf‘uwﬁl)’
Z, WHAKI) #115004 R T, H4HEHI4LEK

- “FAE w2t E D %k 45 Haulotte #y I 5\ Bt 7 BT 69
fr” , % LT T — £ 8 % 34T B Tomas Stalnertit,

WO HNAEEARRIFMEWTLAEN 25
A B SRR, AR E S AT X — A 64 % 5| Haulotte
EAEH AR K,

“HaulottefE £ BN Ffn A EktEmEH 2®, Hik
WL LERENRNELRTIANE A TEHLNEA
B HEZE 7, Tomas Stalnert #.

FFhbut, 2 I3 E ik 5 3 h Haulotte— BT 1, A4
B & Az 44, EELAEFIT ARXKEE.,

PRI
- “H yHaulotte#y B 47 & ML Fn a2k M B 5 B A 1E 4 =,
RAR R R B T B A & 1B Bk BE” |, Julien Fambriniiit.

- “HTHRNEGALTHE. KEZFmmas s =H 18
RN RERT, RREXMMATH BT ELTFERNE
#% X HaulotteE T M. *E, DAURKEN F BT K & db 448 4
Z#” , Julien Fambrini,ééu%o -



\ Tomas Stalnert, new CEO as of January 1, 2015:

— Focus on performance/

experience in production.

— Yes, I am sort of a production guy, Tomas
says smiling.

— I am convinced that at the end of the
day, the key to success lies in details, in the
fine-tuning of performance. When you
know the details, you will also have a better
understanding of the whole, of the aggre-
gated product, business or customer’s needs.

— I think it’s important to have the abi-
lity to move up and down in abstraction
levels
Jan-Olof Andersson, who has been Rimas-
ter CEQO since 2003, will remain on the
board and also actively support Tomas with
e.g. strategy development and marketing.

—Jan-Olof has taken us to where we are
today. We are a good compliment to each
other so I am very glad we can continue to
work together, Tomas says even if it will be
on less daily base.

Tomas is very clear with what strategy he
will adopt for the future.

— Yes, I know what path to follow, and
that is the one we already are moving along,
he says.

— We will i.e. pursue new business with
existing customers, simply because we now

have such a width in our customer offering

that we can support more of our customers’

needs.
Still, Rimaster will not stop looking for
new customers as well.

— No, of course not. We will continue to
develop our expansion in Europe and Chi-
na in our defined target segments.

— As we can simplify the sourcing and
procurement process, thereby allowing our
customers to reduce the number of supp-
liers and partners, and in addition increase
delivery quality, we see there is till much to
do for us.

— When we can do this for our cur-
rent customers, we can also do it for new
customers, which we are likely to find bu-
sinesswise within the same areas as where
we operate today; e.g. special vehicles and
industrial automation.

From a geographical standpoint, Tomas
sees no imminent expansion into new areas.

— We have our customer base in
Northern Europe, including France, Aus-
tria and Switzerland which is where we
now see any market expansion will take
place.

— However, one should never say ne-
ver as we have a tradition of following our
clients when they move or expand. Thus we
need to identify areas that our current and
coming customers prioritize.

Not wanting to be specific, Tomas sees an
increased market presence in China as one
potential field of development.

— True, and we also will look upon the
Chinese market from sort of a reversed
point of view — not only working with Eu-

ropean companies that wish to expand into

—This is great, and I am very much looking forward to my new role, says Tomas Stalnert, new Rimaster
CEO as from January 1, 2015.
— Rimaster has over the last few years developed into a truly global company, and that’s where I have part
of my heart, meeting customers with various needs on our defined markets.

Tomas Stélnert joined Rimaster in 2009, coming from a position as Managing Director for a company
specialized in hydraulics. With an extensive operational background in international telecom production,
originally being thoroughly schooled in Ericsson’s extensive trainee engineer program, Tomas has a vast

China, but with Chinese companies that
are targeting Europe as well.

— Still, in say five years I would be surpri-

sed if we don't have additional production
capacity in a new region, due to customer
needs or cost reduction, Tomas says.
When being asked to give his priorities for
the next say six months to a year, Tomas is
very clear that Rimaster’s general perfor-
mance is in focus.

— Yes, clearly. Continue improvements
of performance internally, how we use our
staff, production capacity and general abi-
lities will be my focus, no doubt, he says
firmly.

— Focusing on the sales development
and the supporting introduction process
which have good momentum for the mo-
ment and in addition increase usage of our
trading company to the benefit of our stra-
tegic partners.

— Rimaster already is a high quality
supplier and partner, and my job is to take

us even further, Tomas summarizes his role

as new CEQO. [ |

Jan-Olof Andersson (left) will remain on the Rimaster board, actively working with e.g.
business development and marketing. Tomas Stalnert (center) is new Rimaster Group
CEO from January 1, 2015 while majority owner Per Carlsson, long term CEO and Jan-Olof
Andersson’s predecessor, remain chairman of the board.
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Pernilla Norman, Exec. VP and CFO:

— E‘verytbin g we doin e‘verya’ay
life must be able to withstand scrutiny
ﬁom an economic perspective. /

- We must have a constant focus on our profitability, says Pernilla Norman, Rimaster's CFO

and Group Vice President.

- Everything we do in everyday life must be able to withstand scrutiny from an economic
perspective. If not, we do the wrong things. Our customers, our employees and our suppliers,
well more or less everyone, will appreciate that we are doing well, she continues.

What is your view of Rimaster’s current profitability?

— We are doing well, but concept wise, “profitability” is as rela-
tive as it is a momentarily state. Creating customer satisfaction, we
know how to do, largely because we do not see this work as a defined
project, but as an on-going process. Similarly, we need to see profita-
bility on the bottom line. That’s where we get the acknowledgment
that we are doing right, says Pernilla.

How will Rimaster act to get an increased focus on profitability?

— We have, like most large businesses, over the years looked at
the Group from a wider perspective, looking on the aggregated key
figures and not really analysed the details behind.

— We have now turned the other way round. Last year we initia-
ted a restructuring of the business from an organizational perspec-
tive, and this year we are taking the next, continuous step in this. In
parallel we implement new report structures for profitability measu-
rements at a2 more detailed level, so that we can act and react on an
on-going basis when necessary. This is a process where a number of
often minor daily actions and decisions will interact and ultimately
give us increased profitability
So, what level of profitability would you prefer Rimaster to have?

— We have a long-term ambition to increase and stabilize profi-
tability even more, and then we primarily benchmark against oursel-
ves. We, like many other businesses in Sweden, need constantly to
relate our performance to the global competition. We must seek im-
provements that will enable us to be competitive on a global market,
in parallel with a need to increase profitability. This is done in order
to stabilize our position, so that we even better can handle economic
fluctuations and still provide a healthy return for our shareholders
as well as having the ability to provide for investments and further
development of the Rimaster Group.

Rimaster has been in business for more than thirty years and has
weathered a number of storms along the way. What is so urgent now?

—There is nothing urgent or panicking, but as I've said, we must
constantly adapt to the market, to the changing business reality we

live in. I want Rimaster to be a solid company for another 30 years.
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Now, what will you do? What is going on?

— We have, as I mentioned earlier, started this project last year
and has now continued this year. It is a long-term and targeted work
in a constant process. A number of major improvement activities are
in the pipe-line.

Could you exemplify?

— Well, something that will be visible, but not really affect anyone
in everyday life, is that we reorganize our company structure. Now
we have a partial cross-ownership structure, that we will break up
structure each operating company as a direct reporting subsidiary to
parent company Rimaster AB.

—Doing so we get an easier chain of command, and a simpler sys-
tem of reporting where finances and results much easier than today
can be broken down to each reporting unit, says Pernilla.

‘What do you gain by that?

— Quite a lot, actually. Doing so we get an easier chain of com-
mand, and a simpler system of reporting where finances and results
much easier than today can be broken down to each reporting unit.

— Still, most obvious is that we can measure each unit against a
common and pre-defined vision.

Each organization will be closer to their key numbers and will
get a better understanding of these and can use it to make faster
decisions in everyday life.

— At the consolidated level, we will also measure the effectiveness
and performance against certain simple key figures, allowing us to
see how each unit is performing in relation to other units within the
Rimaster Group, but also compared to competing companies.

Is this a result of the competition being harsher?

— No, not directly as it has always been a tough market, but we
are now in a different way exposed to a global competition. Today
any quotation submitted must contain a combination of factors that
makes the customer choose us.

— It’s of course about price and different quality indicators but
also about what the customers see that we contribute in terms of
added value. &



Pernilla Norman:

— Everything must withstand scrutiny .

But in the same way you are now another type of competitor than
for, say ten years ago?

— Yes, of course we are. Globalization is a fact and Rimaster has
been historically good at adapting to new conditions in a changing
market.

— What I see as necessary now is that we broaden our views, that
we try to get a more sophisticated approach to customers and mar-
kets, still without leaving our heritage and track record.

And by that you mean?

— I mean that we must find new ways to present Rimaster’s com-
plete offer.

What we have, compared to many of our competitors, is rather

unique and not seen elsewhere in the market. Apart from the ob-

vious, that we produce the cabling, electrical systems, electronics and
mechanics, we do it such a way that the customer can define his price
intervals by selecting production in Sweden, Poland or China.

— In addition, we have a very skilled development department,
where we assist both in developing tailor-made new electrical sys-
tems as well as refining and fine-tuning existing ones. We have also
the ability to develop new products to support our customers, as we
recently have done with e.g. our unique PDU riFuse and the generic
cabin Ag-riCab.

— It is this, our broad experience and wide capability that is the
Rimaster Group’s strength. This is the message we need to convey;
this is how see we best will meet the future, Pernilla Norman sum-

marizes.
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Rimaster & Mecalac!

Mecalac, formerly known as Ahlmann, is a
long term Rimaster customer. Now, the sco-
pe of business is being both deepened and
further widened as it was agreed in the au-
tumn of 2014 that Rimaster will support Me-
calac with electrical systems and cablings for
additional excavator families.

Mecalac, VLET#RAAhImann2%s 5 Eiis
B—MKEER, BiE, HELESEER
HE—TH K, HIEFIEHMecalackyFh
IR ARTR .
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Christmas in “riwWorld”

As this is a winter issue of Riview, Christmas
is either imminent or has just passed.

Let's take a look on what Christmas traditions
we have throughot our “riWorld"...

Starting in Belgium, Kristel Olislager, who is Logistics and Quality Manager for

Rimaster Benelux talks about a typical Belgian Christmas:

—What I would say is typical in Belgium, is that the Christmas tree is already decorated
before Christmas. It is so cosy it is to see a nice Christmas tree when you arrive at home
after a working day, already dark outside but with nice lights in the tree!

— On Christmas Eve, we always spend it together with our families, ranging from
grandmother to children, sisters and parents. We meet, eat home-prepared food, either a
number of different small things like a buffet or like a whole menu.

— As 1 like to cook, the food is always prepared by me. It is very nice to have the families
together, eating and talking for a few hours with a good glass of wine to go with the meal.
After dinner, we talk and enjoy some Christmas music while we, of course, also we all give
each other Christmas gifts.

In some regions in Belgium, people go to the church at midnight on Christmas Eve, to
attend a Christmas mass.

— When I was a child we always did this, but in the region of Heusden-Zolder, where
I live now, it is not a common thing any more.

— On Christmas Day, we relax. We might go and visit some elderly relatives and then

we go home and watch a nice movie at home with the kids.

Poland

- In Poland, Christmas is a very special time, full of charm, especially when it is white
and snowy, says Sylwia tangowska, procurement specialist with Rimaster Poland.

— It is celebrated in very traditional and religious way, where the most important day
is Christmas Eve. In the morning 24 of December, we decorate our Christmas tree, with
lamps and colourful baubles. When the evening comes, we gather the family, to have a very
festive Christmas Eve supper. It begins with sharing a wafer, and wishes for each other.

Supper traditionally consists of twelve dishes that symbolize the twelve months of the
coming year. Each is supposed to taste each dish hoping that it will bring good luck for a
whole year. Among the dishes are carp, split peas and cabbage, herrings, dumplings with
cabbage and mushrooms.

A very specific dish, called “kutia” in Polish is also traditionally to be found on the
Christmas dinner table. Kutia is usually is prepared from wheat or pearl barley, poppy
seeds, honey, nuts and dried fruits. There is also a beautiful tradition of leaving an empty
place at the table, ready for an unexpected guest.

— After supper we usually sing some carols, and children open their presents, which
were put under the Christmas tree by Santa Claus. Very traditional is also a Midnight
Mass in church, which commemorates the expectation for new born Jesus.

— In essence, Christmas in Poland is a family and religious holiday, summarizes Sylwia
Eangowska.
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China

In China, where only about one percent
of people are Christians, most people
know only a few things about Christmas.
Because of this, Christmas is only often
celebrated in the major cities.

In these big cities there are Christmas
Trees, lights and other decorations on the
streets and in department stores. Santa
Claus is called "Shen Dan Lao Ren’ and has
grottos in shops like is Europe and America.

Only a few people celebrate Christmas.
If people do have a tree at home, it is nor-
mally a plastic one and might be decorated
with paper chains, paper flowers, and paper
lanterns (they might also call it a tree of
light). The Christmas Trees that most pe-
ople would see would be in shopping malls!

People who are Christians in China
go to special services. Going to Midnight
Mass services has become very popular.

A funny thing is that most of the world’s
plastic Christmas Trees and Christmas de-
corations are made in China, but a lot of the
people making them might not know what
they are for!

A tradition that’s becoming popular, on
Christmas Eve, is giving apples. Many sto-
res have apples wrapped up in colored paper
for sale. People give apples on Christmas
Eve because in Chinese Christmas Eve is
called Ping An Ye’ (which means quiet or
silent night) and the word for apple in Chi-
nese is 'Ping Guo which sounds similar.

J

—r7
y
s 1o P




Sweden
Around Christmas time in Sweden, one of the biggest celebrations is St. Lucia’s Day on
December 13th. Saint Lucia was a young Christian girl who was martyred, killed for her
faith. Saint Lucia’s Day is now celebrated by a girl dressing in a white dress with a red
sash round her waist and a crown of candles on her head. Lucias visit hospitals and old
people’s homes singing a song about St Lucia and handing out 'Pepparkakor, ginger
bread cookies.

Though, the main Christmas festivities take place on Christmas Eve when families meet at
home and the main Christmas meal — ‘julbord’— is eaten.

This is traditionally a buffet, with a lot of dishes, ranging from cold fish to roast beef, ham -
julskinka’ — meatballs and oven-roasted pork ribs. Vegetables such as potatoes and red cabbage
will also be served. There is also a tradition, at least among the elderly, to serve is bread that is
dipped in the juices that are left over after boiling the ham.

To the ‘julbord’is often served beer, or red wine, but a very traditional starter is ‘glogg’ which
is sweet mulled wine resembling the Austrian ‘glihwein’. In the afternoon, presents are normally
exchanged as they have been waiting under the Christmas tree for a few days.

In Sweden, presents are traditionally to be brought by Santa Claus —Jultomten’— and at least
the younger kids are always just as puzzled to why dad leaves home to go and buy an evening

paper just before Santa arrive, missing him every year. ..

France

In France, a crib is often used to help decorate the
house. As well as having the normal nativity figures
in them, French scenes also have figures such as a
Butcher, a Baker, a Policeman and a Priest.

Yule Logs made out of Cherry Wood are often
burned is French homes in certain regions. The log is
sprinkled with red wine to make it smell nice when it
is burning. There is a custom that the log and candles
are left burning all night with some food and drinks left
out in case Mary and the baby Jesus come past during
the night.

In France, Santa Claus is called Pére Noél — ‘Father
Christmas’. In eastern France he is accompanied by Le
Pere Fouettard, a man dressed in black.

He might be the same person as Zwarte Piet in
Holland.

In France as well, Christmas is a fiest with a focus on
good food. The main Christmas meal, called Réveillon,
is eaten on Christmas Eve or on Christmas morning
after people have returned from the midnight Church
Service. Dishes might include roast turkey with chest-
nuts or roast goose, oysters, foie gras, lobster, venison
and cheeses. For dessert, a chocolate sponge cake log

called a btche de Noél is normally eaten.

Despite not being a primarily Christian country, a
prestigious Christmas tree can be found in many of
China’s hotels and shopping malls, like this one that
the Rimaster Managing Group found in their hotel
in Ningbo.
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# “julbord” WHEF 2 LRERLLE, ERELHE-FHEFEANHATEHE, &
A “glogg” . EMTEMAE “glihwine” . THEFELHEA MM HE, XLAMTE
EERM TR THFILRT .

e, HRER, (R ZHEEEEZA (ultomten) #k, ED>HTFHTIANRNR,
NEwFWHE, IFL2EEREHNTE KGR, AFEFESZREAIRZINRER, ik
AT F HE AR

N

#HiEE, BEREZRDIERRIGET. BRTH
BRHZEAMLS, EENZRESEFTE
BR. mali. ERMMEAMSE,

*E WK ERE 2R AR 2 REE A,
EAELBEALE, RERKERTE. FhH—
Mg, EARMERER ¥R, FHEEET
— e Auil, B EEE AT e LA
BRVT Rb o B L

EEE, FHEABKY “Pere NoXI”,
WEEES, EEEER, FEZAZLH A
7| “Le Pere Fouettard” #[Ff, XZ—/NF#
ERMNET. M eefr 2 Zwarte Piet2 R
A

R RBHAME “Réveillon” , #EHETZ
B, MIANFERMHENREREF, SFEL
WA ERAE, ERTHEEEKGRET
BER. B, BFE. BT, RARE.
WREERTLAEEERE, FEHRE “biche

de Noél”

REFZ—ANURERERAENER, EPEH
W& EE R R RE LB E R 2R, B
BHOFNEEREMNETRNEERL
BLEIX —
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r Poland:

... business 1s booming in Poland! |

“WEMLSENFRAL, RIFE

Rimast

B-&RT"

- Business is booming in Poland, and again we need
to hire additional staff, Iwona Uszakiewicz, Managing
Director for Rimaster Poland, says.

—To cope with an increase in demand, we have had to

K=

- "HEZMVAEWAKE L,
RNFERE-LRT", I
Rk 2N HEELEEIwona Us
zakiewiczit..

- R T R K FKR, RA1#ECzaplinekfBornety £ = #18,
N Z B 5 A B

HTHREZHFANE R TNAFEFRARETT, IRFEHE
T RRMULEF, BMECHEN “BR” L~ RERTK
HIAX, T—FPHREIA “Ba” BLONABAELY, #HE
A “TTEIT

EHAFE, Rimsater ZAE BATHITHESET A TFREEH
ORIk &, G A PR B e T AR AT,

- TAAMER, RNEEFHERZ P NFITHE, XEF
i, HARMNEERLFNEHE, FHERINHITFFZ, Iwona
Uszakiewicz i 5 B #f 4% 0 2 A F IR BT B4, ]

go up to a full three-shift production in both our units,
Czaplinek and Borne as well.

High demand on production in both Polish units has
lead to a need to find new ways to organize production.
Plans are well advanced for a more “Lean’-adapted pro-
duction flow, while the next step will be to incorporate a
“Lean’-philosophy in all operations, from "door to door”.

On the technical side, Rimaster Poland has designed
and built in-house an infrared heating machine for shrin-
king tubes, to be built and sold to other Rimaster units as
well.

— For the near future, we are waiting for some custo-
mer audit reports. This is very interesting, as we are talking
with totally new customers and we are very hopeful, Iwona
Uszakiewicz summarizes the current status for Rimaster

Poland. [ |
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All units within the Rimaster group
are now certified towards 1SO 14001

Last spring, a project started at Rimaster in Soderhamn and
Horn with the goal to certify both units towards 1ISO 14001
during the fall. The certification audit took place in late Oc-
tober and passed.

Lars Lundberg, quality manager at Rimaster in Séderhamn, has
been the project leader:

— I am very satisfied with the result of the conducted audit and I
would especially like to thank to all the colleagues who have contribu-
ted to the project. It feels great that we now have showed that we are
working systematically with our environmental work at our units in
Soderhamn and Horn.

Peter Haglund, quality manager in Rimaster AB:

— 1t is of course extremely important for us to constantly work on
improvements in our operations and the area of environment is abso-
lutely no exception. That our units in Soderbamn and Horn now are
certified against 18O 14001, like all other units within Rimaster, is
very satisfying.

All units within Rimaster are since long certified against ISO
9001. Now, with the ISO 14001 certification of the units in S6-
derhamn and Horn, all production units are certified towards

both ISO 9001 and ISO 14001. [ |

FHEAE, i LdisF #SKderhamnfrHorn#y 2 &
B T —NeEEFRNHITEKFREILISO 14001AIEH
FH, NEWHEHAELION TH I, HTLE,

% B #i A £ Soderhamn il 8 £ # Lars  Lundbergii (£
AR

- R THATHERERHE, I EAE AT E
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hamn#eHorn# ¥ |7 2 4 #3047 % 303% Tk,

5 I i ¢ ABHY i & 4 2 Peter Haglundi.:
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