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Jan-Olof Andersson
CEO Rimaster Group

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 approximately 600
employees in seven companies all
over the world.

We can support you with sales,
design, development and produc-
tion in Sweden, Poland, Belgium
and China.

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

— Welcome to our world of Simplicity!

Cover: Where old meets new. The
new Hammarby Sjostad residential
area in Stockholm is built in a former
industrial area. Rimaster is a partner
to many of the world’s leading
manufacturers of construction
equipment.

Rimaster AB
Industrivagen 14
SE-590 44 RIMFORSA
Sweden

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

www.rimaster.com

© Rimaster 2013
Print: LTAB, Linkoping, Sweden 2013

Rimaster today - Rimaster 2020
- Welcome to the Spring issue of Riview!

Now, as we are well into 2013 and may sum up
2012, we can probably see where 2013 is heading.
Last year we landed on sales of about 400 MSEK
(40 MEUR), which in general were consistent
with our revised budget. Now last year is histo-
ry which we cannot do much about in terms of
results, but what we can and must do is to learn
from how we were affected by events in the global
business environment. It is therefore essential that
inside Rimaster, we can learn from each other and
pass on knowledge and experience to each other.
‘We have this spring seen a need as well as a joy
in taking part of our global management on a tour
to visit our various facilities. We do this because
we want meet with all our staff around the world
to describe and discuss together how we see Ri-
master: today, tomorrow and in the future.
Rimaster today is a great company. We have
since humble beginnings over 30 years ago had
an amazing journey. Today we have an organiza-
tion and a set of values to work from that makes
us strong. We have a strategy for how to meet
the future, a plan for where Rimaster is to be in
2020. Then we’ll be a 100 MEUR company, then
we have the same basic focus in terms of custo-
mers and technology as we have today, then we
have climbed in the value chain and then we have
probably expanded into a third geographic market.
Rimaster 2020 is a stable and prosperous com-
pany, offering customers high quality, reliable de-
liveries and an advantageous cost structure, while
providing good conditions for the dedicated em-
ployee.
Rimaster 2020 is an exciting challenge.

- Welcome to join us on the jopirrey!
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Rimaster Electrosystem AB

Industrivagen 14
SE-590 44 Rimforsa
Sweden

Broksmyravdgen 31
SE-826 40 S6derhamn
Sweden

Rimaster Development AB
Ostra Storgatan 20

SE-553 21 J6nkoéping
Sweden

Broksmyravdgen 31
SE-826 40 Séderhamn
Sweden

Rimaster Cab & Mechanics AB

Klintvagen 3
SE-590 39 Kisa
Sweden

Industrigatan 1
SE-590 42 Horn
Sweden

Rimaster Poland S.P. Z.0.0.

Ul. Kolejowa 4
PL-78 - 550 Czaplinek
Poland

Ul. Poprzeczna 1
PL-78-449 Borne Sulinowo
Poland

Rimaster Ningbo Co., Ltd
Rimaster Trading Co., Ltd

No.9 Jinxi Road, Zhenhai,

Ningbo CN-3152 21
China

Rimaster Benelux BVBA

Halstraat 41
BE-3550 Heusden-Zolder
Belgium



-. ||

|II

||I|

|||I ||I
\'I'II i
||||I| |!|'-"'II
, il

I|| |
il
||‘ | | ||II I
‘ | :l i
1l
| IIl w
| I | il

||r i
\||\|||

Major order from

BT Products AB to Rimaster

— Battery cables at
a 20 MEUR order value

g - LEFA

JRIKIKE R !

SR EIBT:

FHREEITE

2T F R TR Z R

Rimaster has recently signed a
comprehensive cooperation agreement
with BT Products AB, part of Toyota Material
Handling, for the development and delivery
of battery cables for trucks. The contract

is over a five-year period worth about 200
MSEK (20 MEUR), with volume shipments to
commence after the summer. Following the
agreement with BT Products AB, Rimaster

is also investing about 3 MSEK (300 KEUR)
in a new production line at it's facility in
Rimforsa, Sweden.

One of Rimaster’s largest single contracts ever

— This is one of the most comprehensive supply
agreement we have ever signed, says Andreas
Kronstrom, Key Account Manager.

— The order has a value in the range of 175-
200 million SEK over a five year period, and we
commit ourselves to direct investments of about
three million SEK| so it is obvious that this is an
extremely important order.

— Apart from sheer order value, we also show
that we are a competitive partner for heavy duty
cables and battery cables, something we have
worked with briefly in the past but certainly not to
this extent, says Andreas Kronstrom.

(Contd. p.4=)

Lars Karlborg with one of the many special cables that
Rimaster now will manufacture for BT Products AB.

Lars Karlborg &R T AX B4F AL RE—H, ER
RimasterB[i% BT =H#,



What does this agreement comprise?

— Simply put, in the short term, it is a
straight production order. We will produce
both common battery cables as well as more
complex wiring, which have in common
that there are high quality requirements,
tight tolerances and rather large dimensions
of cable sizes ranging from 10 to 95 mm?

— We will produce a total of about 130
variants, in different thicknesses, lengths
and supplied either with standard terminals
or with a charger connection, depending on
cable and truck model.

— In the long run, it is far more in this
agreement, as we will work closely with BT
Products AB when it comes to electrical
environment development and the develop-
ment of various types of cabling. We have
previously worked with them on control
and signal cables and now we are taking the
step up to also work with heavy wiring and
large currents.

What makes this order special, apart
fromthat it is a large volume?

— Above all, it is the manufacturing met-
hod is more or less new to us, says Andreas
Kronstrom.

— Traditionally, cables use clamped lugs
to connect but now we will use ultrasoni-
cally welded wire, to get a better contact and
thus better conductivity. The technology
itself is not new to Rimaster, but we have
previously mainly used it to splice thinner
cables at maybe 0.5 mm?*

Why will this order be completed from
Rimforsa and not e.g. China?
— Basically because we already have the
customer contacts here, we have the exper-
tise and spare capacity and then there is the
cost aspect as well, says Andreas Kronstrom.
— A significant portion of the cost is for
materials and transport. BT Products AB
will pick-up finished cablings twice a week,
and then Rimforsa is rather convenient as
we are located just barely 60 kms from the
customer.

From an idea to a quote
to full productionin

less than six months.

— The schedule is tight, yes it is. But to act
fast, is a Rimaster hall-mark, as we've done
this before in various projects and we are
known to have a competitive strength in
it, so no, I'm not worried. Lars Karlborg,
responsible for the production set-up and
capacity build-up, has only a few months to
build a new production line.

What is it makes is so tight?

— First and foremost, it is about to rebuild
and furnish a new production hall, a facility
where we previously had more of a logis-
tics center. Then the order comprise a new
type of cabling, which will be manufactured
using a new method, ultrasonic welding.
New machines are to be installed and trim-
med, production flows to be optimized and
initial samples are to supplied on what in a
context is actually very short time.

— As we speak, mid-May, the first deli-
very of materials will take place end of May.
Then we have a few weeks available for us
to set up and fine-tune the production - by
the mid-August, we need to have reached
full series production and be able to com-
mence high volume shipments. As there are
a couple of months, it may sound like there
is plenty of time, but some components will
not reach us until the mid-July, which is in
right the middle of the Swedish summer
vacations.

Will you make it?

— Oh yeah, no doubt about that. We will,
but honestly, I do not really think so many
other companies have the potential for
such rapid production build-up, at least not
when it comes to such major commitments,
says Lars Karlborg rather emphasized. W
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Lars Karlborg overlooking the “Ice cube’; the hall where the new
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will be full production in two shifts.

- I'm not at all worried, he says. We will do it!
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Supplier Development
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— We want fewer but more com-
prehensive suppliers, and we are
now large enough to be able to skip
the distributor level and go directly
to the manufacturer or at least a
magor wholesaler.

Tomas Stilnert is in charge of Rimaster’s “Stra-
tegic Sourcing Development Program,” and has
since more than a year a clear focus on what is,
simply, called "supplier development”.

What is “supplier development” all about?

— Well, we want to reach a point where we have
a few but carefully selected suppliers, such as
product owners where we can go from contract
to the partnership program. We need to ensure
we are at the right level of technology so that
we jointly, with the supplier, can select the right
components in relation to our different require-
ments and product parameters. We also see that
through our program of supplier development
we can achieve better results with regard to our
“terms and conditions”, says Tomas Stalnert.

A cornerstone of this work is to continuously
“challenge” existing distributors by asking the
question: is this the right distributor, do we get
the right item and do we have the right price?

Why is this so important?

—Itis important for a lot of reasons, and we work
constantly to find the right suppliers, because in
relation to our customers, we need to have the
right components, with the right quality to the
right cost — obviously there is also money to be
saved in several stages, says Tomas Stélnert.

We can by having fewer suppliers get larger
volumes and thus become a major customer
which in turn allows us to set tougher require-
ments in terms of quality, delivery terms, and - of
course - even the price.

How is the work progressing?
— We have today, compared to a year ago, about
10 percent fewer suppliers. However, we have in-
creased from perhaps 280 to 300 vendors in total,
because we have more customers for whom we
manufacture several different products, such as
cabinets that we manufacture in small numbers
but with great variety - still, “High Mix - Low
Volume” remains a competitive advantage for us.
We also work to locate components from dif-
ferent manufacturers, i.e. more than 2,000 com-
ponents locally in China, and although we may
not succeed in finding them all, it’s a great tool
when it comes to putting pressure on our exis-
ting suppliers, Tomas Stilnert concludes. |
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Ningbo Trading

Tomas Stilnert, what is the idea behind Rimaster’s
fledgling Chinese trading company, Ningbo Tra-
ding?

— Basically, we will use of the trading company
when we anticipate major orders and vast delivery
volumes. Sometimes we might find an advantage
in switching components, or to alter a specification
to be able to use “equivalent” components in order
to create larger volumes. Hence, we will most likely
get a better price but also streamline inventories and
material flow,

But is it necessary to set up a separate company to
achieve this?

— By using Ningbo Trading, we can for example
buy directly from various manufacturers in China;
purely local but also Chinese subsidiaries of various
European and U.S. manufacturers. An illustrative
example is a connector that costs about 120 Euro
when we buy it in Sweden, through the Swedish
manufacturer’s subsidiaries and distributors.

'The same component costs about 80 Euro when
we buy it in Poland, from the same company’s Po-
lish subsidiary, but just over 50 Euro when we buy it
in China. The identical product from the same ma-
nufacturer... n

Ningbo Trading — Rimaster’s gateway to China

Finding qualified
local vendors who at a
comparably low price
can provide a suffi-
cient level of quality is
always a major chal-

lenge for us.

Ding’Steven’ Shi is Ningbo
Trading’s manager

— This year is the first year
that our trading company
is in operation, and for
sure, there are opportuni-
ties as well as challenges,
says Steven with confi-

dence.

\

— Initially, we see we Ding ‘Steven’sp]
have plenty of business opportunities, internally
from all of Rimaster Group and externally from our
customers, present and future.

Internally, the work and efforts from Ningbo
Trading are i.c. focused on the design and quality
improvements for the new LED fixture that Elec-
trosystem manufactures. It is a product with a lot
of potential and will see a continuous development.

— From external customers we anticipate a lot
of requests to assist with trading of “right” compo-
nents from abroad, either because they find it com-
plicated to import themselves, or because they want
to aggregate their purchases to get a better integra-
tion with their supplier.

When it comes to locally acquire parts and com-
ponents, the focus will be on getting the price-and-
quality equation in balance.

— Finding local vendors who at a comparably
low price can provide the right level of quality is an
ongoing challenge for us, says Steven. |



Ningbo Trading
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“Future Talents”

Peter Yngvesson:
— The desire to build a leadership

on trust and conﬁdence 1s obvious
throughout the organization and
1 intend to hold on to that!

- We are doing this as we want to find a model to
care for our own management recruitment, says
Peter Yngvesson, HR manager for Rimaster.

What he is talking about is “Future Talents’, the
internal leadership development program, which
started in the autumn of 2012 in Sweden.

— For practical reasons, we started with seven partici-
pants in Sweden. Seeing it as a pilot project, we now need
to have it evaluated.

— The focus is on recent, as well as aspiring, managers.
The participants include production managers and desig-
ners that we see have the potential to assume a manage-
ment responsibility, and I made the selection together with
both their immediate superiors as well as the head of the
respective companies.

The program started late 2012 and runs mainly during
the spring of 2013. An initial evaluation is planned for be-
fore the summer vacations. Participants attend primarily
group meetings, but everyone also has individual “coach-
ing” meetings - all have their own “development plan”. The
focus is on leadership in different situations where ele-
ments such as group dynamics are important features, like
the ability to give and take criticism or feedback.

Soft elements mixed with “hardware”

'The program also contains elements with more of a “hard-
ware” touch in the form of on-site education and training
in e.g. finance, like doing a budget and reading reports.
Some training in management positions is also included.
However, all is not set in stone, either in content or form
but the program is being developed continuously and in
close collaboration with the participants. This autumn, a
decision will be taken on how to continue with the next
round, probably with a further developed program.

- We will then look at whether we are going in the right
direction, and, more generally, if the ideas work and if the
right people get the right training, says Peter Yngvesson.

He is careful to emphasize that although the first train-
ing round for practical reasons ended up in Sweden, he
sees both needs and opportunities to implement similar
programs throughout the whole Rimaster Group.

— For the next round, we will select a new group of em-
ployees, and then I want to test a global group. It would be
very exciting to see how employees with different cultural
and historical backgrounds can come together in a com-
mon leadership.

— The basics for managers is the same whether you
work in Poland or Sweden, and I am also confident that
although we believe that China is “further away” from a
European management perspective, it is not necessarily so.

— China and the Chinese culture as we see it has much
in common with our own, and it shows in even how to
tackle management issues. China is much closer to us than
what geography might have us to believe. There is also
a “hunger”, a desire to move on and evolve all the time,
which is very evident in China, not only for us and our em-
ployees, but as I see it throughout the Chinese economy.

—The same feeling I get often in Poland, where there is
an underlying quest for development. The desire to build a
leadership on trust and confidence is obvious throughout
the organization and I intend to hold on to that!

— Nevertheless, there are of course differences in culture
and it is a what we have to address continuously, especially
in the area of HR, says Peter Yngvesson.

So, are you then guaranteed a head job if you participate in
the program, and you are just excluded from career if you
have not gone there?

Peter Yngvesson is clear that the answer is a straight “No!”
to both questions.

—To participate in the program is by no means a gua-
rantee that you will get a management position, but it is
clear that we will look at these candidates in the first place.

— When we need to appoint a manager, we will look at
those who have attended leadership training first,and then
have a discussion with the relevant managers. There may
of course be that a candidate may have shown good results
for a particular manager job requires a different profile and
then we broaden the search for appropriate managers; first
internally but when necessary, we are looking of course
outside our own organization as well, Peter Yngvesson
concludes. |



“Future Talents”

Peter Yngvesson:
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- From a singlehanded Rimaster pe
spective, we see how Dynapac, having
manufacturing facilities in our three home
markets, is a good example of the type
of customer we globally wish to work
with, Tomas Stalnert, Sales and Sourcing
Manager for Rimaster, says.

— Dynapac manufactures their movers and
other machinery in many places but in gene-
ral, the technology content is often more or
less the same. Sometimes the machines are
even built to the same specifications. For Dy-
napac, what we manufacture today includes
primarily various cablings and panels.

Earlier, Dynapac Germany had a global
design responsibility and therefore sourcing re-
sponsibilities so from the beginning of our re-
lationship, it was Rimaster Poland, who signed
the deal with Dynapac.

Now we are looking actively at the possibi-
lity of producing more cables of various types,
as it has become possible for each factory to
be responsible for their own sourcing against a
common standard. This means that we now de-
liver the same type of cabling directly to various
companies in the Dynapac Group.

When we started working with Dynapac
three years ago, we had just one order for a
pretty simple wiring. Today we are to be found
inside on a half-dozen lines of machines, most
recently including a vibratory roller and an asp-
halt paver.

— 'This illustrates in a good way our saying:
“No order is too small, lets grow with the custo-
mer,” Tomas Stilnert concludes. |

Rimaster & Dynapac

— Dynapac is a good example
of a type of customer that we
globally wish to work with!

Dynapac Single Drum Vibratory Roller CA6000

Photo: Dynapac AB

—Dynapac, part of the Atlas Copco Group,
has since two and a half years become an in-
creasingly important customer for Rimas-
ter Poland, says Piotr Szyrman, marketing
manager for Rimaster Poland.

— Our cooperation with the customer
has always worked very well and is, to my
view, constantly evolving. We feel that we in
our relationship with Dynapac meet a high
level of customer satisfaction.

We began working with just a single

project, and today it has grown so that we
¢

now produce equipment for four different
machines, soon to be six, says Piotr Szyr-
man.

Good cooperation between Rimaster in
Poland and in Dynapac Germany has also
resulted in an enhanced global partnership
between the two companies in Sweden and
China as well.

This spring, Dynapac has introduced
new versions of several of their machines,
where we hope to be a partner. Marketing-
wise, to enhance the relationship with pa-
rent company Atlas Copco, all Dynapac
machines will in future be painted in Atlas
Copco gray-yellow color scheme.

Rimaster key issues such as quality, deli-
very reliability and a deeper cooperation at
the development stage are also important
when it comes to find more work with other
customers in Western Europe.

— We see that not only Dynapac but all
of the Atlas Copco Group is an increasingly
important customer for us, and this year we
can expected to increase our cooperation
with an additional three new projects just

here in Poland, says Piotr Szyrman. |
Y,
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Now Rimaster has come together with its three different
business activities in Séderhamn under one roof

- We moved from the 1940s to the
1980s, so naturally it was good.

The voice from one of the work desks is clear.

— Yeah, that move was just as great as welcome!

Late spring 2011, Rimaster began the fairly extensive
process of concentrating their activities in Soderhamn,
Sweden to one physical facility. Previously ElectroSystem
and Rimaster Development was “living together’, while
the electronics manufacturing in the Electronics unit was
housed in another building complex, some kilometers away.
For several reasons, however, it was concluded that it was
now necessary to collocate them.

Rimaster Electronics had for a number of years had on their ope-
rations to the old Ericsson plant in central Séderhamn. The premises
were not optimal, daylight was for example only seen through some
skylights, so it was obvious there was a need to find new premises.

Most natural was to try to move operations to Electrosystems’
factory in the industrial area “Bjérndnge”, in the outskirts of S6-
derhamn. This factory was purpose built in the 1980’ to the most
modern standards and would be a real achievement.

However, the main question was - would that work? It was not
obvious that it would be the best solution, and voices were heard that
questioned whether it would “be fit”. (Contd on p. 14 = )
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Continued from page. 13: Could really such di-
verse activities as harness manufacturing and
advanced manufacturing of electronics co-exist
in the same space?

After a thorough analysis, a decision was ta-
ken, however, of a pre-planning study that then
became an implementation decision.

After an sometimes quite extensive re-
building and adaption, including logistics and
workflow, the move could take place over a
weekend in the autumn of 2011.

Now, almost two years later, most are very
positive of the outcome when the activities
came under the same roof.

- I'm happy with how it turned out, not least
because it is actually joyful that we are more pe-
ople in this house now. Once we were about a
hundred people working here, and it went well.
It’s fun when things are busy, says Annelie Gus-
tavsson, who works with cable production.

— Good. It was actually just fine, and most
amazing is that the long surface mount assem-
bly line actually fitted, says Yngve Hedestig
when asked about his opinion of the same move.

— Yes, of course it has become good in ge-
neral, I think this is really good. In the future,
when we get to expand the logistics centre as
well, then it will be even better, says Hasse Jons-
son showing the crowded warehouse, which
handles both incoming and outgoing goods.

— An expansion is scheduled and hopefully it
will become a reality this year, Mr Jonsson con-

cludes. [ |

New Surface Mounting Line

Yngve Hedestig
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— It proved to be a good solution,
but we need to expand our storage
facilities, says Hasse Olsson.

- XHREF, EBHENSE
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When in Ningbo, Rimaster chairman, Mr Per Carlson, handed
out hoodie-sweaters with Rimaster logo to the employees.

Rimaster 2020

— Picture Cavalcade from a roadshow

- During the spring, the management of Rimaster initiated a com-
prehensive program to map out the road to the future, "Rimaster
2020°. As part of the work, management embarked on a tour, with
the intention is to visit all the major sites. The aim is to describe
the view of the management and owners and how they look at the
future. This includes of what principled choices that you will have to
make the journey there, but there was also a wish to have a dialogue
with all employees about the present and future.
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The roadshow started in mid-March
when some representatives of Rimaster
Group, headed by the company’s founder
and owner Per Carlsson, visited Ningbo
and Rimaster China. Next stop was the two
Polish factories in Czaplinek and Borne,
who were visited in mid-April. During the
late spring the tour will continue to the
Swedish plants in S6derhamn, Rimforsa,

Kisa and Horn.
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In Poland, Rimaster has since a few years two production units. To
give as many people as possible a chance to participate and meet
the management held a briefing for members of Borne (above) and a
corresponding in Czaplinek (left).
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