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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
has today approximately 650
employees in seven companies
all over the world.

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

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

—Welcome to our

World of Simplicity!
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The Rimaster Poland move to a
new factory in Borne Sulinowo
went flawless. Janusz Taracha
and his colleagues were soon
up to speed again.
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Rimaster Electrosystem AB
Industrivagen 14

SE-590 44 RIMFORSA
Sweden
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SE-826 40 Soéderhamn
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i China

! china@rimaster.com
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i Rimaster Poland S.P. Z.0.0.
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- France
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Tomas Stalnert:
— For 2016 1 can only promise one
thing, and that is that we will continue to
focus on our customers and their needs...
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A YEAR HAS 365 DAYS, and that’s quite a lot, but still - a year goes by so fast!

Now I've already been sitting in this chair, in my new role as CEO of Rimaster Group, for an
entire year. It has been challenging and exhausting, but most of all great fun!

What I find especially satisfying is what Pernilla Norman, our Vice President and CFO,
talks about a little later in this magazine, namely that now we are on the right track, having
taken another step in the right direction! It gives us stability and it gives us the muscles that
enable us to develop the business further, including allowing us to do some very important
long-term investments.

For me, as CEQ, it is obviously a source of joy with this positive development, and I am glad
that we may work so trustfully close with our customers. We have a good dialogue, with a
quick and clear feedback allows us to focus on what we can do, need to do in the form of
development opportunities.

From a market perspective, we have established a fair business in France, and we have already
initiated several highly interesting projects with well-known market leading companies. This
is also something we have seen in general; the market is there. For us reach more new custo-
mers, we have focused on various means to meet their requirements; i.e. with a focus on the
RFQ process. This has paid off, and we can see that in the Rimaster group as a whole, we have
a good performance with both new customers and additional business.

I find that our clients appreciate our broad skills and adaptive global presence. This means
we have the ability to offer more complete solutions, something that has always been in line
with our company motto - the ability to create simplicity. We know that many times we find
solutions that simplify processes and reduce costs for our customers, and this is how we want
it to be.

For 2016 I can only promise one thing, and that is that we will continue to focus on our
customers and their needs. This is for us to become even better acting as a seamless group,
where we will take the cooperation between our units to further heights, just to be the best
supplier with the most complete whole offering.

Finally I want to wish all of our employees, customers, suppliers and other partners a Merry
Christmas. Thanks for the good work and a good cooperation in 2015 and well met in 2016!
- =

——

Tomas Stélnert
CEO Rimaster Group
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A general agreement was signed in
2015 between Rimaster and Hau-
lotte. Mr Yann Dupuy, Purchasing
and Supply Chain Director for Hau-
lotte Group and Mr Tomas Stalnert,
CEO of Rimaster Group, were both
pleased.

Rimaster France:

— A growing market!

IN FRANCE, RIMASTER SEES a growing mar-
ket. Based in the booming Lyon area, Julien
Fambrini is head of Rimaster France, thus
responsible for sales and key accounts.

- We see the French market as very interes-
ting, says Julien.

- The collective Rimaster offering is very
well suited for a number of French companies;
especially those who as OEMs are building ad-
vanced special machinery for i.e. the building
industry and the farming industry.

‘What would you say are Rimaster’s compe-
titive advantages in France?

— Primarily the fact that we are based in
Europe, but offers seamless global presence for a
cost effective proximity of deliveries as well as
technical support.

— We are close to the customer, and from a
French horizon, my intention is to come even
closer to the French market with technical sup-

port, says Julien.

— This spring, we will expand Rimaster
France with a technical engineer, whose pri-
mary task will be to support our local French
customers.

In late 2015, a major general agreement
was signed with Haulotte, the premier
French manufacturer of i.e. lifting equip-
ment for people as well as material. Hau-
lotte, having operations all over the world
with deliveries from six plants in Europe
and China, have requested Rimaster to
propose a number of components, e.g. har-
nesses, based on current designs as well as
new ones. Basically it is an initiative to de-
velop new solutions for Haulotte, based on
Rimaster’s skills and experience in meeting
various customer requirements.

— The agreement we have with Haulotte is

for global support and with the thorough va-

lidation process that characterizes a premium

manufacturer, I am glad to say we have already

had a major audit in our Polish and Chinese

units, with the Swedish Soderhamn and Rim-

Jforsa units due early spring 2016, Julien says.

— We are very much looking forward to
start full-scale production for Haulottes sites in
France, Romania and China, and such a pro-
duction is now gearing up.

In addition, Rimaster France are in talks

{ with some new, very interesting customers,

with possible business openings for 2016.

— Yes, we have a number of new business

openings, so 2016 seems to bea very promising

 year for Rimaster France, Julien says.

— In addition to hiring additional staff;
we will be moving to new offices during this
spring and we are also planning for a further
enbanced local presence where prototyping or

low volume local manufacturing is an option,

- Julien Fambrini summarizes the status of

Rimaster France. |
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Rimaster’s new plant in Borne:

— Bright, modern and with
space for expansion

IN MID-NOVEMBER 2015, Rimaster Poland moved all of its produc-
tion in Borne Sulinowo from the original, rented facilities to the new
building that was bought this summer.

Thoroughly renovated, the new plant is more than double the
usable size of the older and offers ample space for current production
as well as a dedicated logistics and storage area.

As floor space in the production area also increases substantially,
the new plant will allow for a much needed increase in volume and
deliveries.

— This is what we have needed for a long time now, says Iwona Us-
zakiewicz, Managing Director for Rimaster Poland.

— We have somehow managed to keep production going at the prefer-
red rate but we really will benefit from this additional capability.

— The fact that we have invested heavily in new production facilities
is an important message that Rimaster has a strong belief in its Polish
business, summarizes Iwona.

All machinery was moved mid-November, and production is
gearing up to reach “full speed”, but some new equipment had yet to
be delivered at the time of the move. In addition, a new organization
of Rimaster Poland will see some production and logistics processes
moved from the Czaplinek unit to Borne in order to get an even
better production flow. [ |




work with full-scale production almost immediately.

The smooth move to Rimaster’s new Borne plant took placein ¥ D45 T 11 BIRFI RN E/RERMEF I, AnnaKumpa
November and Anna Kumpa and her colleagues could start to
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the first contacts were taken between then entrepreneur Norbert
Heib and Per Carlsson, owner of Rimaster around year’s end 2002.
Mr Heib then operated SET, System Elektro Technik, in the town
of Czaplinek, some 150 kms east of Szczecin in Pomerania.

SET was a cable harness manufacturer and the two companies
entered a joint venture from where today’s Rimaster Poland has de-
veloped. In 2003 Rimaster acquired 50% of this and in 2005 the

dependent entity.

RiMASTER POLAND can trace its roots back more than 15 years as |
- a second production unit was acquired, this time in neighbouring

remaining 50%. Rimaster Poland was then incorporated as an in- |

Rimaster Poland - Facts and Figures

In 2010, the operations had outgrown the initial factory, and

Borne Sulinowo. As business is flourishing, it was in 2014 obvious
that more workspace was needed, and new production unit was
found just some hundred metres from the old one in Borne Su-
linowo. The two production units are operated as one single entity,
with production divided between subcontracting for other units in
the Rimaster Group as well as producing directly for customers.
Rimaster Poland reached in 2015 an average of about 400 em-

. ployees.




Meet Hubert Walachowski, new
Sales Manager for Rimaster Poland

HuBerT WALACHOWSKI, who previously
was technical manager for Rimaster Poland,
has in the new organization accepted the
position as sales manager, thus responsible
for new sales as well as certain key accounts.

— I see there is a big market out there, and
my focus will be to address the right part of that
market, Hubert says.

— Our general customer offerings , our defi-
ned market segments, are well adapted fo this
booming market. Farming machinery is then
one very im‘eresz‘ing spe@fc market for new sa-
les, as we specialize in High Mix, Low Volume
production, which is ideally suited for speciali-
zed OEMs on our closest geographical market

areas, Germany and Poland.

What Rimaster Poland sees as one uni-

que selling point is a high-quality produc-
tion, that eliminates most, often all, separate
controls at late stages, thus avoiding third
party customer complaints.

Having an explicit ambition to have a
zero-fault level at any deliveries, Rimaster
claims to have a serious cost benefit compa-

red to many other companies.

= Yes, I say we have, as it is far more profi-
table to find the problems and faults at an early
stage, Hubert says.

— This is preferably before we enter final pro-

duction and customer deliveries, which makes us

very competitive, especially when it comes to se-
ries production with a need for flexibility.

— Actually, when meeting customers top

management, I am happy if they don't have a
clue of who we are. If so, then we have made it
all right, as it means we as a company is not a
topic that is frequently discussed at board mee-
tings, Hubert says with a smile. |

— 1o me, it is obvious we need to learn from others, says Rimaster
Poland Managing Director Iwona Uszakiewicz.

— Together with my Quality Manager Patrycja Heib, I have seen
a need fbr us to get an even better customer fbcux, and in doing so, we
really needed to break up some old structures that were very effective
underlying hinders.

— Working with a lean philosophy as a foundation brings an am~
bition to work with continuous improvements, which is very much
needed for us to move forward, Iwona says.

Rimaster Poland has joined the “Lean Movement” gradually
over the last 18 months, with lean education and training for key
team members. Most of the work has been done by Rimaster
Poland on its own, however with some support and improvement
audits by an outside lean expert.

— We have identified quite a few areas where we can improve,
says Iwona.

— We can’t do it all, but some key elements needs to be improved imme-
diately. First and foremost, we need to increase our general efficiency, and

to get rid of certain production deficiencies, stemming from i.e. irrational

processes but also from a not so optimized physical workflow.

Rimaster Poland - A continued Lean journey

In late 2016, a major reorganization was launched in Rimaster Poland.The reason
behind was to take another step, to further enable a more lean-oriented produc-
tion process, where some very visible development areas are highlighted.

— One measure we have taken is to move testing to production, to
have it as an integrated workflow function. Maybe not a major step, but
still very effective, ITwona says.

In all, the need for a new organization created a lot of frustra-
tion, so even if Rimaster Poland now has started to work with lean,
it will take some time before it is working like a fully lean company.

— If ever, as lean itself has a process of constant change built in,
Iwona says.

— To facilitate this, with some major structural changes coming,
reorganization process will be twofold, with the first step taken mid-
November 2015 and the next step in mid 2016.

— Still, we can already see that the new organization will bring ad-
ded value for the customer as where earlier each department had their
own goals and ways to achieve these, we now will have one common
goal, which in essence is an increased customer satisfaction.

— We need to even more listen to the customer’s views and adapt to
his needs in our everyday work, and we must all the time remember that
we are here because of the customer; Iwona Uszakiewicz firmly sum-

marizes the reorganization process.
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From the fields of eastern Europe to the Tokyo Opera House, Rimaster-built
electronic devices provide reliable control over anything from the continued

distribution of seeds to the lighting system in a major opera.

For MANY YEARS, electronics production was part of Rimaster
Soéderhamn’s customer offering but in a small scale. In recent years,
though, the ability to offer specialized electronics, such as tailor-ma-
de printed circuit boards in small series, has become an inseparable
part of the total market offering and as such, highly appreciated by
the customers. For years, the electronics production was also phy-
sically separated from the rest of Rimaster Soderhamn as they hade
their own production site, but some years ago, it was seen as a stra-
tegic asset and thus, production was moved to the modern Rimaster
Soderhamn factory.

A new focus on electronics production has raised awareness
of the electronics production potential, and consequently, a stra-
tegic planning for all production areas has highlighted electro-
nics as an area with a great future potential. Thus, a new business
plan found that customer demands will necessitate enhanced
production capabilities and as part of that, a brand new surface
mounting line was ordered, the state-of-the art Fuji Aimex II,
which will be on site and up-and-running in early 2016.

Having a vast experience in development, design and pro-
duction of i.e. printed circuit boards, PCBs, as well as fully finis-
hed and from scratch built various advanced products based on

For further information on Rimaster electronics
production, please contact UIf Almén
at ual@rimaster.com or phone +46 494 79532.

electronics, like operational computer based control devices, the Ri-
master Group has proven itself as a natural and cost-effective part-
ner for any low-volume, high quality specialized electronics needs.
The skills and competence Rimaster has collected in electronics
design over the years, resulted in the ability to see possible customer
applications based on advanced electronics, one such application is
the riFuse, an electronic electrical systems control box, designed and
developed in-house to cater for the needs of manufacturers of special

vehicles for demanding environments. |
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Late in 2013, Rimaster unveiled the riFuse, a unique Power Distribution Unit, which has since
been put into series production. Developed specifically to meet the needs of manufacturers of
heavy duty vehicles and special machinery, this Power Distribution Unit is being built to the
toughest standards and provides an intelligent power control for complex electrical systems.

— The target groups are mainly manufacturers who needs a trouble-
[free power supply with a self~monitoring fuse~/relaybox as the heart of a
heavy-duty electrical system. Customers will naturally be found among
manufacturers of heavy vehicles and special machines such as forestry
machinery, agricultural machinery, construction machinery and other spe-
cial vehicles, working in demanding environments, said UIf Almén, the
man behind riFuse, in an interview when riFuse presented.
So, Ulf, where will we find riFuse-modules today?

— About just where we predicted then. Most of the delivered units are
providing troulbefree power-control with manufacturers of various spe-
cial machines for agriculture and forestry, but not just there.

— Another, rather excitin g application where riFuse really comes proves
itself; is the control of individual lifting baskets, which sits on cranes for
work on, for example, power lines, says Ulf Almén.

— With riFuse installed, the basket can be precision manouvered and
controlled down to 1.57 mainly thanks to the ‘creeping function” wich al-
lows for a smooth movement.

— On AgriCab, Rimasters new generic cabin developed to suit the
needs of e.g. farming equipment, one or two riFuse modules are fitted as
a standard.

What would you say are the major benefits of riFuse, compared with
a traditional electrical system solution with relay and fuse boxes?

— One obvious advantage is that riFuse offers greater operator comfort,
while also providing increased redundancy and reliability, says Ulf.

— Since there is no need to have access to the module, and as it does not
require any supervision or maiintenance, it can be placed literally any-
where.

One of the fundamental ideas behind the development of riFuse
was that the customer will select riFuse to have a less costly, yet more
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robust electrical system. In comparison to traditional solutions, with
relay controlled power distribution boxes and traditional fuses, ri-
Fuse will provide a simpler functionality and a higher reliability.

— Less downtime for expensive equipment results in significantly lo-
wer maintenance cost, which is beneficial in itself, but I find it equally
important to emphasize that a riFuse-based electrical system also has a
development opportunity that traditional systems lacks, says Ulf.

— An installed riFuse module is easily reprogammable and can the-
refore, when needed, both alter functions as well as get totally new ones.
All riFuse modules are controlled via the vehicle control system and the
Sfunction is thus easy to customize. Such a flexibility is not possible with a

traditional electrical system, concludes Ulf Almén. [ |

The riFuse-module needs no maintenance and is fully wea-
ther protected, thus it can be placed literally anywhere in a
machine.

For further information about riFuse, please contact UIf
Almén; ual @rimaster.com or phone 0494-79532.
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Rimaster and the Future

— an interview with Pernilla Norman,

EVP and Finance Director

— Now we have taken another step towards the future
Rimaster, says Pernilla Norman, Rimaster’s CFO and
Executive Vice President.

— Although we have in general done well, we've been
in operation since 1982, it has been sometimes been a bit
buyoant. After the great recession of 2008-09, we saw a
strategic need fo get a long-term stability that will stand
even in difficult times, says Pernilla.

— 8o, two years ago approximately, we initiated a

Jfairly extensive organizational development programme,
and well, we can now see it works.

Can you describe what it is about, this conversion
work?

— 1t about a whole range of decisions we took, all with
a clear strategic focus. Among what we did was to clarify
the organization, and split the business in well defined
and thus precisely clear responsibilities, says Pernilla.

— This meant that every one easily could focus on their

own activities. This gave us an advantage, in that all |

concerned in a more direct way could see and decide in
matters that directly would affect their jobs.

‘What has come out of these strategic decisions? Can
you concretize?

— Very significant is that we now have a much clea-
rer focus on customer benefit, frankly because we see it as
something that has a direct impact on our profitability.

— And profitability in itself is one of our clear focus
areas, partly by business unit but also by any customer

down to the individual item level.

— We also have new reporting forms, which means
we have a better momentary overview - the risk that we
suddenly will "discover” large deviations that lies back in
time then becomes negligible.

Anything else, besides new reporting procedures?
— Equally important is that the “increased efficiency’-

| program, which we launched at the same time two years

ago, actually worked as it was supposed, says Pernilla.

—And to put it clear - it is certainly not so that every
individual has to run faster and faster. The idea is instead
that we work to constantly find ways to work smarter. To
improve the processes a little bit every day, as it is all the
small continuous steps that move us forward.

— There we have an ongoing program, which applies
throughout the Group, where we as part of a Lean mind-
set trying to take just that small step every day.

— This will eventually be natural for everyone invol-
ved, and yes, involved are all working on Rimaster. We
all have a responsibility to ensure that we can work a
little better, delivering a little more to the customer.

You began by saying that Rimaster has taken another
step. What do you mean by that?

— As far as we can see now, we will do a very good
result in 2015, which partly is a result precisely of the new
organizational structure.

— Of course, contributing to this is the fact that we
have a good relationship with both customers and suppli-
ers and certainly that we have skilled employees who are

Jfocused on the right things. (Y
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Rimaster is gearing up for the future, and this includes investments like the
new factory in Polish Borne Sulinowo, necessary to allow a continued growth.

Making a good profit is essential for any business, so what does it,
more specifically, do for Rimaster?

— 8o it is, but for us in particular it allows to to continue with a very
ambitious investment program. A good result gives us the muscles we need
to invest, and that is how use the money.

— For instance, we are currently installing a new assembly line for
surface mounting of PCBY in Soderhamn, which, together with a new
cable stripping machine, is an investment in the order of 6-7 MSEK
(600-700 KEUR). Last year we expanded our logistics section in the
Soderbamn plant, which will enable us to meet our customers’ growing
needs.

And on the market side, what is it like there?

— We still have most of our *old” customers, which in itself is an ack-
nowledgment that we do things right, but we have also had the privilege
in 2015 to welcome several new clients to us. We also have reason to be-
lieve that the widening of out customer base continues during in 2016.
So, where are the new customers, and in what areas?

— Customers are found in all our markets, but it is especially gratifying
to note that we found a whole new market in France, where we opened
our office under the direction of Julien Fambrini for just over a year ago.

— Looking on deliveries, we have had our prime focm on our core are-
as, which are electrical systems and harnesses for i.e. special vehicles, but

we see that the market for electrical cabinets increases strongly.
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— Our proprietary products - riFuse, the new, fully digital power
distribution center and AgriCab, the new generic cabin for agricultural
machinery and other special vebicles - also continue to take their place in
the market, and we can now say that these are successful ventures.

— Regarding riFuse you'll find it in more and more structures of vari-
ous kinds, ranging from forestry machines to advanced lifting platforms.
AgriCab took its first major order in last spring and we are meeting an
ever increasing interest from different manufacturers.

And what do you anticipate will happen on Rimaster’s markets for
the next few years?

—A new - or rather revived - focus area I would like to highlight is our
electronics manufacturing, which for some years was a bit languishing. We
have now by our customers been told that it is our ability to be complete
suppliers, including that we can deliver tailor-made electronics, which is
a major competitive advantage for us, says Pernilla.

— Now our electronics manufacmring is important to us on its own,
and I am very glad to be able to conclude that it is possible to profitably
produce qualified electronics in Sweden.

— We are competitive already if you look just at the price, and if you
look in addition to the proximity to customers and our ability to deliver
small series, our "High mix - Low volume’-concept, then I say that we are
second to none, probably unbeatable.

So the future looks bright for Rimaster?
Yes, says Pernilla Norman, he future looks very bright! Ml
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‘new CEO for leaster
Ele,(':i?osys,;tem !
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Mathias Nilsson is from the turn of the year 2015/16
the new Managing Director of Rimaster Electrosys-
tems AB and site manager in Rimforsa. Mathias,
who has a solid production background, comes from
packaging manufacturer Miljosdck AB in Norrkdping.
Miljosack is a company with about 70 employees who
primarily manufactures bags for stores, made of re-
cycled plastic materials, but the company also sells
plastic granules to other manufacturers.

Originally, Mathias started his career as an industrial

electrician working as for automotive component manufac-
. turer Ljunghills. Eventually he became production manager
for the whole company; two plants - one in Sweden and one
in the Czech Republic - with a total of approximately 700
employees. He moved to Miljésick as CEO in 2008 and

has always had a combined production and business focus.

From his time at Ljunghlls, Mathias has also an extensive
expertise in the field of automation.

—1 have for a long time been curious about Rimaster as a com-
pany, and I really look forwam’ to getting to know the business
thoroughly, says Mathias.

—Although I may not yet have detailed knowledge about what
we do and who our customers are, I have some general knowledge
and experience that I will bring with me from my previous jobs.

— We have been looking for a new CEQ with a suitable back-
ground, and I am now very happy that Mathias has decided to
Jjoin us, says Tomas Stilnert, CEO of Rimaster Group.

— Mathias has just the right combination of production know-
how and market experience we need, a knowledge that will help
us to continue to develop. He has also a genuine knowledge about
electrical systems as well as being obviously good at plastics, two

of our most important focus areas.



SR
S REIE D HET R
AJHFNIT S
Mathias Nilsson

20155k F120165E#], Mathias Nilssoni4 2 %
1 DHMF Electrosystems ABRIFERZIE, th2
= RimforsafJith2238, MathiassRBItEERIE%E
#HiEEMiljosack ABAHE, HEILELMESE
I, Miljosdcke—REEF/0ZRIM AR, £
ZEFREERNEER, TANSREIRER
M, (B2 28 e H i S 2R B,
=, MathiastEAREZEHHHIERLjung-
hallsfi—& TR T, FRERNAE, RE
R ATENABANETZEZE, BRI, o
BRI FImeainiEs, KALHF7008 5T, 2008
F, METEMIljosackiBERITEE, —EUE
 EARFETNEZE, MathiasZELjunghéllshl
FHERE, EENUREARFEARE T ZHE L
H.

- Mathiasiz, —EWMK, HEXWNwmIHHFL
AHRITFE, BENHFEBEETHRII L
al,

- BABREFEHINHBEZNOLZURE
P, BERETZRINIE, HRERE—LEAXM
IRFNZIAY,

- In DTS E F RIHIT B % Tomas  StlXI-
nertit, EMN—EEWE—IEEEERHNH
TER, HUEIFEESMathiasnEEMAFE
1il.

- Mathias B & £ = HAFHIFENE, XIE
2ENFEN, MAOENARIE B4 EH# T
FETE, ERSRZAZAFEMEEEMANR, B
FERERKERFAR, XBRENFANIEFTEEN
i

o

| -~



QMS/EMS

Group News « ££ [ 5]

— Rimaster installerar ett nytt kvalitets- och miljoledningssystem

IN THE SPRING OF 2015, a new joint Quality and Environmental
Management System (QMS/EMS) was installed and during the
late summer put in service for the Rimaster Group, apart from Ri-
master Poland who will come on-board in 2016. All mapping of
processes and conversion of connected documentation was done be-
fore the summer, and when the system was operationally released, it
was found to work well and be compliant with expectations.

'The new system includes virtually all governing documentation
that is not directly part of the production management systems
(Monitor), such as policies, processes, procedures, instructions and
templates.

— With the new system, we have significantly enhanced our control over
the quality and environmental processes, as our new tool allows us a much
better instant overview and access to all relevant data, says Peter Hag-

lund, who is Rimaster Group Quality Manager.

Compared to the previous system, the new system offers

— easy access directly from the intranet and viewed in a browser,

— graphical illustrations of business and operational processes,

— graphical symbols that link directly to relevant documentation,

— easy adding of new process maps or modifying existing ones and

—all administration of the system is done with the help of a userfriendly
underlying tool.

If you want to know more about the new Quality and
Environmental Management System, please contact
Peter Haglund at

pha@rimaster.com or +46 706 093 321.
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Project Update:

Group News « ££ [7] 3f |5

Aluminium Power Cable

Power Cables for i.e. warehouse trucks have for long been one of Rimaster’s major
products. In the spring of 2013, Rimaster was also awarded one of its largest ever
single orders for just power cables when a five-year agreement was signed with
BT Products in Mjolby, part of Toyota Material Handling AB.

THE CONTRACT COVERED development and
delivery of complete power cables of about
130 different variants in different thicknes-
ses and different. Today, the product range
has grown to more than 150 varieties. The
uniqueness of the order was the manufac-
turing method where the cables were ultra-
sonic welded.

With the large commitment to BT fol-
lowed also that Rimaster launched its own
research and development program within
power cable technology. The main differen-
ce from other types of cables such as signal
cables is that the power cables — charging
cables — allow for very small tolerances yet
come in rather large dimensions; cable sizes
are often in the range 10-95 mm2 and the

resulting large currents. The research and

development program brought a decision
that Rimaster should get suitable know-
how to produce the battery cables in alumi-
nium; a technology for the future with an
expected high demand.
Patric Thompsson, you are the project ma-
nager for aluminium cable project. How far
have you come right now, Patric?

— We have come quite far, I would say. We
now have both the skills and sufficient capabi-
lity to weld aluminium cable. However, as we

see that we still can refine the technique a bit

| further, we have not yet launched aluminium

cable commercially to customers.

— Still, there is a great demand in the mar-
ket, great and growing. There are many custo-
mers who want to take the step and buy a wel-

ded aluminium cable, says Patric.
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— Still, even if we are not yet quite ready

to deliver such cables, we are in fact ready for a

| pre=series production. We are now in close col-

laboration with the supplier of welding equip-
ment finalizing verification and validation of
cable variants, including appropriate welding
methods for these and defining relevant alloy
thickness of the contacts. This also involves ve-
rifying that the cables with their welded plates
have the necessary resistance to mechanical ab-
rasion as well as ability to withstand different
chemicals, such as salts and acids.

— "The last round of tests will probably be
early in 2016, and then we expect to be ready

Sor full-scale production, Patrick Thompsson

summarizes Rimaster’s Aluminium Cable

Program. ]




Project Update:

Injection-moulding

Group News « ££ [ 5]

In response to a customer request, Rimaster a few years ago began to offer injection
moulding of plastic parts, such as a strain relief to cable connectors. For the customer, it was

to a matter of both get an increase in quality but also an over all simplified process.

Initially, all plastic part production was the responsibility of Rimaster Poland, but following
an advanced customer request, Rimaster decided to set up a manufacturing line in Rimforsa
as to better serve local Swedish customers. Now, production is also about more complex

parts, the entire connector in plastic.

Patric Thomsson, you are, in addition to
aluminium cable production, also respon-
sible for this project. What is the current
status of the plastic part production?

— We are doing well with that, says Patric.

— A pre-production “zero” series of connec-
tors has been run on our behalf by a manufactu-
rer of injection-moulding machines. Now, the
test specimens have been sent fo the customer for
a first verification fest.

— Once the customer has accepted the design
and quality, Rimaster will have the injection-
moulding machine installed in Rimforsa.
When this is up and running, we will again
send test specimens for the customer to approve.

What is the time frame?

— We expect to take delivery of the machine
during the early spring, and then we can take
the next vital steps, including getting the con-
nectors approved to a CE certification.

Is there a market for this kind of products,
or is Rimaster doing this investment for
just a single customer?

— Well, of course there is a market, so no, we
are not at all doing this as a ‘one-off .

— Although we have a designated customer
who initiated this, and we are certainly very
happy to help him out, there is great general
market interest in this customer offering, says

Patric.
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— In addition, even if we know there is a
great demand for various moulded contactors,
the production is not limited fo it.

— As it is essentially a standard injection-
moulding machine, we can produce a wide va-
riety of other moulded plastic components.

— As always, our ambition is to meet as
many needs as possible for our customers, and
with our new plastic production capability, we
get a better opportunity to do so, summarizes

Patric. [ |
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Hubert Walachowski, Andreas Kronstrém, Jean-Pierre Vanheel, Bart Lowette,

Julien Fambrini, Patrik Andwester

IN MID-NOVEMBER 2015 the bi-annual ”Agritechnica” trade fair was
held in Hannover. Agritechnica is b y far the” trade fair to attend if

you are in the farming equipment business. This year, Rimaster had |

a major presence, having planned an ambitious program for its sales

force, with focus on meetings with customers, current and coming.

— This years Agritechnica was just as intense as it was rewarding,

says Hubert Walachowski, new Sales and Key Account Manager for

Rimaster Poland.

— We can see there is a great potential for Rimaster, out there on the
big pan-European market. We have the skills and the products that are

Just Spot-on’, including our traditional portfolio of products and services,

such as electrical systems design and harness and cabinet manufacturing.

In addition, we see that our new, in-house designs riFuse and AgriCab

really are what the market in many cases has been waiting for.

— With Rimaster’s very favourable adaptive customer setup, where top
quality is being offered throughout the delivery process at the right price to
meet the customer’s needs, the market is just there. Challenging as it might
be, 1 dare to say we have so far only reached very few of those we want to

meet, so we still have a lot of work to do.

— 8till, being at a trade fair like Agritechnica is very inspiring, and
a real confidence boost, says Hubert Walachowski, summarizing his

view of Agritechnica 2015. |
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AgriCab - Creating a huge interest

on the market

ANDERS JONLIDEN, you are Managing Director for Rimaster
Cab&Mechanics, and together with Bart Lowette in charge of de-
velopment of the AgriCab. Where is the project now, by year’s end
2015?

— The work is proceeding well and according fo plan, says Anders.

— The first cabin is now delivered to a customer and has been installed
on the machine for continued festing by the manufacturer.

— Further series deliveries are to be made during the spring, where
after the first series machines fitted with an AgriCab cabin are to be deli-
vered to their final customers, says Anders.

You were during the autumn of 2015 on a major "European Tour”
with a prototype cabin, and it was show to numerous customers.
‘What was the response?

— It was beyond all expectations, says Anders.

— The market interest is not only huge; it is genuine as well. We have
already got quite a few RFIS, for the cabin in its basic version as well as

with possible customer adaptions.
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The cabin is designed according to an “adaptable standard”. What
do you do when a customer request certain modifications?

— We listen to their requests and wishes, of course, and whenever pos-
sible, we will offer a client specific solution, Anders says.

— That is our basic philosophy with AgriCab; to have a generic, yet
very flexible cabin that opens for various customer-unique variants. This
might be doors, lighting, cabin comfort or even the sheer size of the cabin.
We will probably not be able to meet all requests or ideas, but surprisingly
many at a reasonable cost.

—AgriCab is designed fo be very flexible, and I am glad that we now
can prove it in reality as well, Anders Jonliden summarizes the current

status for Rimaster’s new, generic cabin.

When you like to know more about AgriCab, please don’t
hesitate to contact Anders Jonliden at
anders.jonliden @rimaster.com or +46 494 795 13.
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