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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 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

"THE THEME OF THIS ISSUE of Riview is “Rimaster in
the world.” We are proud to have the ability to serve
our customers simple and straightforward, more or
less wherever they are in the world and whatever
needs they may have.

In this issue, we will briefly introduce primarily
our global harness- and cabinet production, making
it possible for us to live up to our motto of “Ability
to create simplicity”, while offering just simplicity
in a global proximity. In the autumn issue we will
continue to talk about Rimaster in the world, but
then more from a customer perspective.

I often talk about finances but I will not go there
this time, just conclude that just as major actions so-
metimes are necessary, just as important is the daily
quest for improvement.

What has been on our minds this spring is “sa-
fety awareness”. In early March, our Séderhamn
factory suffered a fire. Minor as it was, the incident
was a reminder for us about the importance of not
just having protocols for emergency preparedness,
but also to routinely test them.

When handling a crisis, it is at the end of the
day nothing but a leadership issue. While operations
in different locations requires a common understan-
ding of leadership, it is equally important to take into
account both geographical and cultural differences.

In close cooperation with the Linkdping Uni-
versity and Swedish research agency Vinnova, we
have invested heavily in developing our collective
ability to “lead” in a distributed yet resource-cons-
trained organization.

Wed love to have you join us in that work. Give
us your feedback, your ideas and your suggestions
on how we can develop ourselves and become even
better!

With that, I wi.
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Jan-Olof Andersson
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Rimaster Group Units

Rimaster Electrosystem AB
Industrivdgen 14

SE-590 44 RIMFORSA
Sweden

| Ul.Kolejowa 4

Poland

Broksmyravagen 31
SE-826 40 Soderhamn
Sweden

electrosystem@rimaster.com

| Poland

| Rimaster Poland S.P. Z.0.0.

' PL-78-550 Czaplinek

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

| poland@rimaster.com

i Rimaster Development AB
| Broksmyravagen 31

| SE-826 40 S6derhamn

- Sweden
development@rimaster.com

- Rimaster Benelux BVBA
i Halstraat 41

- BE-3550 Heusden-Zolder
| Belgium

Rimaster Cab & Mechanics AB Rimaster Ningbo Co., Ltd

Sweden

Phone: +46 494 795 00

Industrigatan 1
SE-590 42 Horn

- No.9 Jinxi Road, Zhenhai,
i Ningbo CN-3152 21

| belgium@rimaster.com

| Rimaster France

Sweden

E-mail: info@rimaster.com China

i china@rimaster.com

847 Route de Frans
i F-69400 Villefrance Sur Sdone
| France

| france@rimaster.com

cabmech@rimaster.com
WWwWw.rimaster.com
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Tomas Stalnert:
— Development,
not decommissioning/

- With production units on three sites in Sweden, two in Poland and one in China, Ri-
master has a distributed manufacturing organisation; see it as a system with different
orientations and different prerequisites.

Tomas Stalnert is vice president of the Rimaster Group and in charge of Sales & Sour-
cing as well as coordinating various production related issues. With a background
from i.e. Ericsson and Flextronics, where he was in charge of qualified high-end manu-
facturing in China, he joined Rimaster in March 2009.

Tomas, what are the advantages, as you see it, in having production in so many places?

—To begin with, that’s just what I see — advantages. I see a lot of benefits in the fact that
we with our own production are close to our customers. We can optimize our deliveries based
on each customer’s specific needs, such as lead-time and cost.

— T also dare to say that to many of our customers, in particular those who themselves have
a global or at least “multi-market” presence, us being close adds to their confidence. We have
this tagline — “Ability to create Simplicity” — and I really feel we do that for our customers.
Today Rimaster Poland, with its two units in Czaplinek and Borne Sulinowo, is by far the
largest production site within the Rimaster Group, and both Poland and China continues
to grow. What happens to the Swedish production when the expansion takes place abroad?

— First I want to say that we have, and we must have, production based on customer’s
demands. Anything else is out of the question. We cannot have production in a particular
place for historical reasons.

—That said, it is important to stress the fact that the production structure we have today, is
what I see that we will have for a foreseeable future. Rimforsa and S6derhamn have primarily
development and manufacturing of electrical systems; cabling, cabinets and some electronics
while in Horn, we have concentrated our “cabin competence” and other mechanical produc-
tion. This is an organizational structure that works well and there are no plans - and no reason
for - any major changes.



Contd:
Tomas Stalnert:

— Development, not decommissioning!

So from a cost standpoint, you can still have e.g, cable manufactur-
ing in both Rimforsa and S6derhamn?

— Yes, absolutely. We constantly try to increase simplicity for our
customers, and for many customers, a physical proximity is not only
appreciated but sometimes required, especially during development.

— In addition, when it comes to products with a high value of
materials in relation to manufacturing man-hours, it works just fine
with production at two locations in Sweden.

— Séderhamn and Rimforsa have partly a similar production,
where the basic idea is that Rimforsa will serve customers in south-
ern Sweden and Séderhamn in northern Sweden. This is in principal
— reality tells a somewhat different story and I am not confident that
we should even try to reach further. There are some subtle reasons for
the two units working differently, having somewhat different types
of customers and different volumes.

Talking about volumes, what are the differences between the vari-
ous units from a volume perspective?

—It’s pretty easy to answer that question. In Sweden we produce
mainly small and medium volumes of cabling, often more advanced
with variations between batches, living up to the motto "High Mix -
Low Volume ” that we have been talking about for many years.

—In Ningbo, we have a similar production philosophy as in Swe-
den, where we for local customers, primarily for lead-time reasons
produces quite a few cable harnesses and electrical cabinets, albeit in
relatively small volumes. There are exceptions, of course, as we also
have some manufacturing in China for customers in Europe, still
most of it is delivered to customers in the neighbouring area; mainly
Shanghai and Nanjing.

— When we are talking about Poland that is where we have our
major volume production, with a more or less tailor-made produc-
tion system where everything from logistics and preparation to final
assembly and deliveries are trimmed and fine-tuned regularly.

— In Poland, we are literally banging the walls now as all floor-
space is used to the limit. Hence, we see a need to plan for some
sort of physical expansion, which most likely will be some sort of an
extension of the existing plant in Czaplinek. Then, we will have even
better conditions for a rational high-volume production.

From a production point of view , what challenges do you see Ri-
master has to face, short and long term?

— It’s really the same challenges, regardless of time horizon. We
must continue to develop our production; constantly finding smarter
solutions and become even better at living up to customer expecta-
tions.

— It’s about quality, in deliveries and in production, but also to
constantly deepen cooperation with customers in order to find bet-
ter - smarter - and more cost effective solutions. Going from being a
“pure” supplier to more of a partner is always a challenge.

— I see, for instance, that we still have a bit to walk to do better in
local sourcing, especially in China. We want to be able to offer custo-
mers equivalent solutions mainly for various components at a better
price. Here we need to use our trading company, Rimaster Trading,
to focus on finding and qualitatively verify components, that despite
their “no-name” actually stands the test. Can we convince the major
customers’ central engineering departments that generics are just as
good, there is big money in it to save for them.

Once there were plans, or at least far-fetching ideas, to open ad-
ditional production in a new geographic area. Talks were about a
factory in North America. What are the plans today?

— They are shelved, as there are several reasons now not to plan
for production in North America. However, naturally we look all the
time on how our customers are moving as we do have a clear ambi-
tion to follow our customers. That means we need to have a latent
readiness to prepare for production in more places.

— What we see now - but it’s still only at the conceptual stage - is
a possible need for production in southern Europe or maybe even
North Africa, areas were cost still is beneficial while infrastructure is
good. From say Marseille or Genoa, shipments can reach customers
in central and northern Europe in maybe two, maximum three days.

— Finally, I would like to stress once again that the production or-
ganization we have today is tailored to our customer base and there-
fore, it is here to stay. Any changes, as I see it now, would be achieved
through development, not discontinuation. |

Rimaster Soderhamn

Rimaster Rimforsa
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Rimaster Poland:

— Production so that the walls crack...

dsybusiness is booming,
staff already works two, or
even three and up to four
shifts on certain stations
and there is a long-term

need to expand physically.

In the two West-Pomeranian cities of Czaplinek and Borne Sulinowo, Rimaster Poland
has their production units. As the cities are just about 25 kilometres apart, they fun-
ction practically as two units of the same site. With more than 330 employees, Rimas-
ter Poland is now by far the largest single production unit.

— From January, I have been constantly busy, Iwona Uszakiewicz, Rimaster Poland’s Ma-
naging Director, says.

— My vision is that Rimaster Poland shall be a streamlined, highly efficient part of the Ri-
master Group. Having been working here since 2002, being one of the very first employees, I
have, I have literally done everything, been in more or less every position, apart from cleaning.
However, having that background I see is an advantage. It allows me to let my staff to do their
work, as I know they can just perfect.

— I strive not to go too much into details, but sometimes it is difficult, Iwona says.

Iwona defines her role on a day-to-day basis as to coach and support, to look into the bu-
siness as a whole to continue to find cost improvements through organisational fine-tuning.

— Now, I put a lot of efforts into implementing a lean organisation, Iwona declares firmly.

— For a couple of years, I was quality manager, and I guess that still is part of “me”, having
a constant and natural focus on quality and performance, be it in manufacturing, sourcing
or deliveries.

— As I know that if the “quality” of an operation is not good enough for your customers
today, then it will not improve unless you put a focus on it. We are all responsible for quality,
every day in whatever we do, so it is essential we do our best all the time. We need a constant
strive to continuously find improvements on a daily basis, Iwona summarizes.

Rimaster Poland has reorganized its business thoroughly over the last few years, aiming
to have a much more “How-eflicient” production compared to earlier. A new floor-layout
in both units respectively allows for savings a lot of time in e.g. internal transports, and as a
side-effect, one has also experienced a higher direct qualify by getting less faults. There is now
a long-term plan to implement a thoroughly new organisation with a clear focus on looking
into the entire company, including logistics, technology, purchase and production.



— A good friend of mine is one of

Poland’s leading “lean experts”, Iwona says,
and he has helped me to look into the pro-
duction with un-biased eyes, which has
been very valuable.

— As Rimaster Poland has two separate
production units, one in Czaplinek and one
in Borne Sulinowo, it could easily be like a
giant logistics puzzle to optimise produc-
tion, but I dare to say that we now are very
happy with today’s solution. As we more or
less physically have outgrown our Czapli-
nek facility, we took a strategic decision to
have all machinery, most of our pre-produc-
tion and our laboratory located to Borne
Sulinowo, while finishing and customer de-
liveries are made from Czaplinek — it is just
about 25 kilometres in between.

Rimaster Poland has a firm dedication
to be an even more complete supplier in
the future. Last year, a plastic moulding

unit was installed and Rimaster is now pro-
ducing moulded connectors for different
customers. To further widen the offering,
there is a need to acquire additional machi-
nery, such as another braiding-line, which
will be their third. As business is booming,
staft already works two, or even three and up
to four shifts on certain stations and there is
a long-term need to expand physically.

— We just cannot expand only by hiring
more people, unless we organize more shifts
in more departments. When the day comes
for us to e.g. start building cabins — as we
have discussed — we need more floor space,
and I say we need that now already, Iwona
states firmly.

— We have done what we can to phy-
sically free floor space, e.g. reorganized the
“flow” through both the Czaplinek as well
as Borne Sulinowo facilities and we have
also made a very strict job-split; determined

Iwona Uszakiewicz was one of the very
first employees in Rimaster Poland. Now
she is site manager and CEO.

L

Last year a plastic moulding line was in-
stalled in Borne Sulinowo and now pro-
duction is well under way, producing
thousands and thouisands of weather-
tight connectors for various customers.

Piotr Szyrman is Key Account Manager
for Rimaster Poland.
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what we should do where; in Borne or in
Czaplinek to avoid duplication, minimize
standstill, unnecessary movements and uti-
lizing our resources, be it staff or machinery,
in the most optimized way.

— Now we cannot do more with our cur-
rent buildings, so we are seriously looking
into building an extension to our Czaplinek
factory. If I can get a board approval for
that, we have discussed various alternatives,
where the most interesting more or less will
double toady’s floor space, Iwona says.

Iwona has a clear ambition to let Rimas-
ter Poland reach the highest level of quality
as she sees it as a pre-requisite for long-term
success.

— Yes, I dare to say that it has been fru-
itful to work so hard with quality, be it in
deliveries as well as functionality.

— As our motto is “Ability to create sim-
plicity”, keeping promises makes you relia-
ble and having a reliable supplier makes life
just easy for the customer.

Asaichi Board

With right now a grand total of about 330
employees, approximately a third are wor-
king in Borne and the balance in Czaplinek.
For practical reasons administration has
been concentrated to Czaplinek, with a site
manager and a local engineer in Borne, but
the management travel rather frequently
between.

— Myself, I am in Borne regularly, Iwona
says.

— I guess that is something I carry with
me from my days a Q-manager — the con-
stant lookout for things to improve. We
have full staff meetings — all staff — every

third month and we have also improved and

turther developed our use of the “Asaichi
Board”.

— We started in a small scale to use the
“Asaichi Board” methodology for quality
improvements some 3-4 years ago. Howe-

ver, when Patrycja
Heib
firmly decided to im-

this  January

prove and to increase
visualization of the
method, we saw some
real benefits
along.

Every workday, at

come

1 pm, representatives
from each and every
department in Czap-
linek and Borne meet
in order to discuss
any current problem, either if it can be sol-
ved immediately or not. All problems — or
production and delivery disturbances — are
noted on a large board, an “Asaichi Board”
which is the term inherited from car manu-
facturer Toyota.

'The ambition is to find solutions, to get
rid of e.g. bottlenecks and other disturban-
ces to production, to quality and to delive-
ries. The purpose of this daily meeting is not
— which is very important — trying to find
a “who”, a scapegoat, but a “why” to find a
“what to do”.

When a problem is reported, the first
task is to find out which department is re-
sponsible, in order to let the representative
from that department then is tasked with
identifying the problem, describing it in
general terms and finally, to come up with
either a solution or, if the problem turns out
to be of a major kind, a suggested “quick-
fix” to be able to isolate and minimize how
it affects other departments. If the problem
is “major”, first next “level” is five days.

This system of meetings has been in full
operation since beginning of this year.

As the Asaichi Board is placed very
visible for each and everyone to see, it has
already turned out to be very effective in
boosting not only technical quality but also

— I see this as a great tool, as everyone’s

responsibility is highlighted, but primarily
as an individual member of a group.

— When working to enhance and deve-
lop quality it is never fruitful to try to find
who is “guilty” - hence our focus is to find a
lasting solution to the benefit of our custo-
mer. That is our view of quality development
and to us, quality and customer satisfaction
comes first, Iwona Uszakiewicz summarizes
the current status for Rimaster Poland. W

Top: lwona Uszakiewic and Edyta
Szczygtowska, Production Manager in
Borne, discuss a cutting result with Mak-
symiuk Andrze;j.

Below (left): Patrycja Heib is in charge
of the current use and further develop-
ment of the "Asaichi Board” quality assu-
rance method.

Below (right): Karol Waracki examines
samples that are tested routinely to en-
sure that all machines are calibrated cor-
rectly so that connectors and cable lugs
are fastened to the correct standards.

“morale”.
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Rimaster Ningbo:

A simple, global proXimity...

- We might have had a somewhat slow start, but over the last few years, Rimaster
Ningo has had a tremendous growth in turnover - from 11 MRMB in 2011 to a budget
___ of 43 MRMB 2014. Jonas says. .
Jonas Yong Shen is Managing Director for Rimaster Ningbo and has been with the
company as from Jan 2011, when Rimaster VP Tomas Stalnert, whom he had been
working with in Ericsson in Beijing, persuaded him to join the company.

?i&i‘ﬁ%%ﬁ%‘ﬁ%ﬁﬁﬂﬁ%}

Rimaster has since 2008 been operational
with its own production in China. Stra-
tegically located in the city of Ningbo,
> just some 200 kms south of Shanghai in
the business-booming “Yangtze Triangle”,
where a lot of high-tech global companies-
have their Chinese subsidiaries, Rimaster

EoREE ( i) BRAE

Rimaster Ningbo Co.itd

r Trading Co.Ltd
Ningbo Rimaster Trading

Ningbo is after a somewhat slow start now
well established as a supplier to a handful
of primarily blue-chip companies like Kone
Cranes.

Having built a full production line for
harnesses and cabinets, Rimaster Ningbo

has a hundred employees in their factory in
the “Nordic Industrial Park” (NIP), one of
the first foreign-owned and operated indu-

strial and business parks in China, since late

2013 belonging to the Chinese YinMao

Group.
Situated approx 35-40 minutes from

downtown Ningbo, NIP houses about 40
- foreign companies, most of them from the
~ Nordic countries (Sweden, Norway, Den-
mark and Finland), but companies from
Australia, Italy and USA are also present.
Most companies work primarily with tra-

Jonas Yong Shen is Managing Director
for Rimaster Ningbo.

The Nordic Industrial Park, NIP, in the
outskirts of Ningbo, is home for about
40 companies, most of them of Scandi-
navian origin.
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ding, light assembly and mechanical pro-
duction.

— To me, our over-all focus must be to
have satisfied customers, which is a reason
why we for the moment are a little less ac-
tive in searching for new ones, Jonas says.

— Still, we have got a few very interesting
prospects, so I see that in a not so distant fu-
ture we might have say 6-7 prime customers
— today we have 4 major and handful extra
that we repeatedly do business with albeit
in low volumes.

What are your priorities in this selective
way of working?

— Being very careful. Starting a new rela-
tion with a new major customer will take
efforts that might jeopardize the focus on
our current ones, Jonas says, which is why
we are selective.

Ms Qiong Feng and her col-
leagues are busy producing
wiring harnesses and cabi-
nets for Rimaster Ningbo's
customers.

How do you achieve that in your everyday
work?

— It comes quite natural, as our prime
target group is major international compa-
nies with a standardized global production
where quality is part of their brand.

— Our customers recognize that we offer
a higher degree of delivery precision as well
as functional quality and I dare to say that
at the end of the day, that’s what matters to
premium brands.

So quality is your real focus area?

— Yes, in order to have satisfied custo-
mers is. I dare to say we deliver an overall
very good quality, but we cannot rest but
have to continuously improve.

— However, there is another area where

we have devoted a lot of time and efforts

and that is safety, Jonas says.

Safety? What do you mean by that?

— Being safe and secure at work is im-
portant to us. Last year, there was a devas-
tating fire in a building next door to us, and
even if no one was hurt as far as I know, that
was a reminder for us as well.

— We have since then initiated safety
training for all our staff, administrators and
production staft as well. A fire could be
devastating from a personnel as well as a
production point of view; so we have regular
fire drills with our staff.

We also recently have had a revision of
our electrical system, to ensure it meets the
highest standards. To further enhance fire
prevention, we have also introduced a night
watch that physically is here all nights, not
only to prevent break-ins but also to be able
execute the first fire-fighting in the unlikely
event of an mishap.

— We just do not want a fire! Jonas em-
phasizes.

And what about the long-term future?

— From a competition point of view, it
would be beneficiary if we could expand
into a wider business scope. We just need
to convince our current and potentially new
customers that we have both skills and ca-
pacity.

— Actually, we have been asked if we
could set up a cabin production locally, in
order to save costs as well as lead times. I
am convinced that will come one day, but
in the mean time, we do the trading — the
import — of Swedish-made cabins for them
and even store them locally.
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— Still, it would be beneficiary if we
could expand into a wider business scope.
We just need to convince our current and
potentially new customers that we have
both skills and capacity.

— As it expensive to get more floor space
here in the Nordic Industrial Park, we will
have to look elsewhere for that. We now
have 1500 m? and that is what we need now
— when we need to expand, that will right
now be within current range of products,
meaning we can start using staft in 2-shifts,
Jonas summarizes.

Rimaster Trading

Steven Ding Shi is Rimaster Ningbo Engi-
neering Manager as well as in charge of Ri-
master Trading, which is a specifically set up
trading company, intended primarily to en-
hance local Chinese sourcing for the whole
Rimaster Group. Having followed a similar
path to Rimaster as Jonas, Steven has with
Rimaster Ningbo since Feb 2011.

— I was thrilled to be able to work for
a company that has a clear philosophy to
work with “High Mix - Low Volume”, as I
see small series customer adapted gear such
as harnesses and cabinets being the future
trend” Steven says.

— In addition, I like to work with To-

mas Stilnert whom I know well and having
lived in Beijing, I also see that the greater
Shanghai region, where Ningbo is a part, is
an economic booming area.
Rimaster Ningbo has from the begin-
ning focused on offering local customers
Rimaster’s global competence, yet with the
proximity of being “just ‘round the corner”.
How does that affect production in Ning-
bo?

—To the customer, there must be a seam-
less connection, meaning that he deals all

and in charge of Rimaster Trading.

the time with the Rimaster Group, yet his
deliveries normally come from within dri-
ving distance, says Steven.

— This gives us the unique ability to be
highly adaptive, in reality living up to our
offering “High Mix — Low Volume” that we
are very proud of.

Rimaster Ningbo is primarily a produc-
tion unit, but has to a certain extent also
the ability to support with engineering and
tailor-made solutions.

— We are not yet a volume producer, as
we do not have the production organisa-
tion for that. Our business idea is to offer
a “High Mix — Low Volume” production to
care for our local customer’s needs.

— As we now have an entirely local team,
we can deal locally with our local customers,
something we see have improved our rela-
tions with them, as we not only speak the
same language, we share the same culture.

Still, despite we are rather independent,
we have the great support from the rest of
the Rimaster Group which is good from
many aspects; financially, technically and

branding.

and her colleagues.
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In 2012, Rimaster organized a new com-
pany within its Chinese business; Rimaster
Trading Co. Steven Din Shi is manager for
the trading business.

What are the proceedings of Rimaster Tra-
ding?

— So far, Trading is still in its start-up
phase, meaning that even if we already are
doing business, we are in general still wor-
king on identifying potential local suppliers,
for our own production as well as for the
whole Rimaster Group.

— In parallel, we are sort of struggling
with some our customers to have them
accept a “new component” from a lesser
known manufacturer, a component that of-
fers the same or maybe even better perfor-
mance for a better price, Steven says.

— Sometimes a rather strict specification
prevents this, meaning that a new design
must be formally approved, which may take
a lot of time. For single components, some
companies will not even bother. There, we
still have a long way to go.

How come? It sounds like a “win-win” si-
tuation.

— Well, sometimes the customer might
have had a bad experience previously with
locally purchased components, sometimes a
rather strict specification prevents a change,
meaning that a new design must be formal-
ly approved, which may take a lot of time,
Steven says.

— For single components, some compa-
nies will not even bother. There, we still have
a long way to go, to tackle that challenge,
Steven Ding Shi concludes. |

Every cabinet is tested by Ms Lifen Cai
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® Paris

® Lyon

Rimasterexpands:
—Bienvenue, France!

This spring, Rimaster opened an office in Lyon, France. The new

office is a strategic move in Rimaster’s continued build-up of

a global presence. It will serve current customers in France, as
well as targeting new customers in the region.

Mr. Julien Fambrini, who has a vast sales and engineering
background in connectors and electronics manufacturing, a

key area for the Rimaster Group, has been appointed manager

for Rimaster France and head of the new office.

— In front of customers I can clearly feel they have an interest where

our global structure and capabilities going far beyond simple harnes-
sing, is a clear advantage, Julien Fambrini says.
—'The Rimaster Group of companies has the perfect profile to be-

come a very interesting partner for OEMs in various business areas. |

Rimaster is not just subcontractor, but also a partner in qualified

design and development, and I see there are many companies herein

France that we can serve, thus establishing a win-win relation.

— Already this spring, I have met with quite a few prospective

customers and I see there are numerous openings for the whole of

the Rimaster Group, be it cable harnesses, cabinets or other manu-

facturing support for OEMs. One company in particular has already

prepared a supplier audit, meaning that we are rather close to the

next step, which I see is formal contract negotiations

— In addition, there are of course also French branches of global

companies that Rimaster already works with that would be “natu-

ral” partners for the future as well as maybe some manufacturers of
Special Vehicles in areas where Rimaster traditionally not has been |

active, Julien Fambrini states.

— For Rimaster in general, the new office is a natural landmark

step, in line with the decision to open a sales and customer liaison

office in Belgium in 2010. Rimaster is a global company and need

to be where our customers are, Jan-Olof Andersson, President and |

CEO of the Rimaster Group, adds.

— With an excellent manufacturing organisation, having our own

production units in Poland, Sweden and China, we open this office

to be able to be even better serve our customers in what we see isa |

very interesting and expansive region.
— We simply see this as a natural step towards a seamless custo-

mer service, Jan-Olof Andersson summarizes. |
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Rimaster jokes in their marketing,
saying that you can forget where you
put your riFuse modules. "Lost” is it
probably not by Malwa’s designers,
but as one of the two sits on the bulk-
head, the other is "... somewhere in the
cab, I think,” as Magnus Wallin, CEO of
Malwa says. An interview with Magnus |
Wallin will come in the next "Riview".

RimasterE EfH R ALK R 1 A 4= 12 THE B 2 WriFuse
BHRBWET ., "B ABEFEMalwasErigithy, B2
ANER— N EEREMEME... EERENREL, &
18, Magnus Wallin, MalwofJCEOQijii&. & ¥*Magnus Wal-
linf93% 17147 T HARiview .

riFuse - already in service!

It is only a little less than two years ago since Rimaster presented the
first ideas on what today is riFuse, Rimaster’s new digital Power Dist-
ribution Unit, PDU. Already this spring it is in commercial use, its first
application being the new generation forest forwarder Malwa 560.

— We are happy to state that we have experienced a very good cooperation
with Malwa, not only regarding riFuse, says Ulf Almén at Rimaster Develop-

ment, who is project manager for riFuse.

The first batch of the first series modules has now been in operation for

a while. For the near future, Rimaster’s focus will be on deliveries, avoiding
changes and alterations so that commercial deliveries will allow for some “pay-
vback” of the quite substantial development cost.

— We have seen great interest in riFuse in several areas of special machines, &, Ulfif, {84t fbriFuser R EHEH “X %

— Even though riFuse in general is a generic PDU-module, the whole sys-
tem should be adapted to the new technology in order obtain best performan-

 BBEEER R, URGREMER. X EH

ce. This customization is often preferably done when the rest of the machine is

says Ulf, but to optimize riFuse, it’s not just as simple as "deliver and install”.

being updated in some way, say when a new engine is selected.

master see a good future potential use. This includes France, where Rimaster’s -

AT Rimasterh A A AR WA &, B

new country manager Julien Fambrini already has begun marketing riFuse.

All modules are manufactured in batches at Rimaster’s factory in Soder-
hamn with the clear ambition that a customer should never have to wait for

deliveries.
— We see that the future of riFuse will continue to be here in S6derhamn,

mén.

variants of the baseline version as well as whole new generations.

possible electric motor applications.

—The ambition is that riFuse in all installations shall work as a full-fledged
CBEAERETIE, BEANRMNEER, — LB SRHER

PDU, Power Distribution Unit, and as we see that several electric panel mo- |

R T Grifuse X R BA EETH EE, REA

dules using a similar concept that riFuse are being launched on the market, I ‘
 RABRANZEEHNRE, THEATAXMHKE
—The market is clearly ready for this type of product, and we are now on the B RS R B, I H & A1IAE & SriFusest 7 B R B £

cutting edge with riFuse , Ulf Almén concludes. | s, Ulf Alm én& 4, u

think it is obvious that we are on the right track.

19

riFuse - EZTERS
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 ERBABLAR, ENE—EAREATH
- —RE9FEMIIEMalwa 560,

RNAE XL, ML EMalwaZE
T RAF 18, FAUK TriFuse, Ulf Almén

#t, Rimaster®f &£ /A7, iFusely T H &,
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Business-wise, riFuse is now being launched on several markets where Ri-

Bty f k%, riFuse B B/ LR,

, 7E7I B Rimaster#y # 1 X £, % 22 Julien Fambrini
B % JF 4544 EriFuse.
BT A A S #0- HAE Rimasterzai & W T &

P WU AR P AT AR,

both in terms of further development as well as of manufacture, says UIf Al-

~-  &MF3|, rifusek X¥%SETEE, Tk

 RFEALZEF, UlfAlménik.

— From a development point of view, we see that the current generation |
will continue to be manufactured unchanged, but later we can anticipate both

 BEHBTRN R, EETRANT AT £ L
AR R, AR — AT RS A

An example of this is a version that governs the new generation electric = * ="~ ) . AR .
sliding door in our new cabin, Ag-riCab. It would be difficult to supervise that '%?i' i}é ?’ Ag—r;gflbj\: ?j - gj; %fﬁb /; ng I F]}E [;T]L\ F ;&‘ ?ﬂ
function unless riFuse had not been available. In addition, we see several other | RitAriFuse, LB BZAA . K, I
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The two first Ag-riCab prototypes in
final assembly at Rimaster Cab Centre
in Horn, some 300 kms south of Stock-
holm

A-riCab today:
First prototype is finished!

Early last year, Ag-riCab, Rimaster’s generic, standardized cab for primarily farming
“special vehicles” was unveiled. Later in last autumn, work on the first prototypes be-
gan with the intention to have a working cab fitted to a vehicle for field tests. The plan
was viable, and by mid-June 2014, the first prototype/pre-series cabin was ready for
field testing.

Bart Lowette, you are project manager for Rimaster’s Ag-riCab — where are you now?

— We are doing good progress with the first prototype, and we anticipate it will be ready
for a second audit by the customer by end of June. It will then be delivered to one of the
Agri-Group members; to be installed on a machine where after it will begin field tests later
this summer.

—The second prototype, which will be retained for “showroom” use, will then be finished
at our cab development centre in Horn, some 300 kms south of Stockholm.

Will there be a third working prototype?

— Not necessarily. We did actually build a third frame that we keep as a back-up and for
engineering. This frame can easily be finished into a fully functional cab. Should we get a
quick response to the launch of our new cab, we can then arrange for a rapid delivery of the
first cab.

So, where are you according to the original time frame?

— One could argue for us being a bit behind schedule, but I disagree. We are actually
more or less on time, when you take into account that we decided to integrate some of the
customer’s comments and suggestions already in the first prototype to make it better suited
for full scale testing. So, one could say that the first prototype is more of a “pre-series” cab.

— So the somewhat postponed release of the first prototype is a result of our ambition
to deliver Ag-riCab in a fully finished state; as the first modular, really customer oriented,
special vehicle cab. Our first functional prototype is a “customer oriented prototype”, this
reflects our flexibility, and modularity, even during prototype stage.

Earlier there was a mention of an “Ag-riCab Group” to actively support Rimaster by giving
feedback and users experience input during the development stage. What has happened to
that group?

— The “Ag-riCab Group” is still vital and we have had a
very active and, I would say, valuable support and help from
the companies in that group. It has been great to see how
companies that target more or less the same segment (special
vehicles for agricultural use) are so open to share knowledge
and user-experience in these group sessions

— 'This input has helped us a lot during development and
prototype stage, to push Ag-RiCab to a higher “user-friend-
s ly”level.

From a marketing point of view, how are sales of Ag-riCab
proceeding?

— Marketing works fine, as even though we have not so
far actively “sold” the cab, word is spreading and we have got
a few, very serious, requests for information and even quotes.
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— I expect the first public presentation of

the cab will boost sales. This “launch” will
probably take place in late summer or early
autumn, as the summer period usually is a
difficult period to organise such an event.

— In general, I think “Ag-riCab” is just
the right product for the targeted market,

and I am confident that when the results of

the first “field tests” prove to be positive, or-
ders will follow.

If you compare the first ideas and sketches
with the first prototype — or pre-series cab
— what differences do you see? Are there al-
ready any known major alterations for the
series cab compared to the prototype version?

— Well, the production cab at least will
be 90% like the prototype, but of course,
there will be an attention to details like
overall finish et cetera.

One asset we are extra proud of is our
new door, the “riMove” door, which brings
some fresh thinking “outside the box” into
agriculture equipment.

We have added extra comfort to getting
in and out of cabs, that most of the time are
placed high and not so easy to reach on the
targeted types of machines; e.g. harvesters
and sprayers).

— Furthermore, important will of course
be the "field-test” period that will give us
feedback on reliability, functionality and
overall layout.

The outcome of this field test will most
likely result in alterations that will be trans-
lated into the series production.

So, what is the next logical “step” in the fu-
ture development of Ag-riCab?

— Oh, we have plenty of ideas, and some
of them — again — stemming from the de-
dicated support we have got from our part-

ners in the reference group. I believe that

one next step in development, Ag-riCab

related, might be a “modular console” and
a “modular accessories bar”. We get a lot of |
questions for such a console. We are already
developing separately an accessories bar, |
where one can mount say LCD screens and

electronics, which quite natural could be
further developed into a modular bar.

— Development in the future will be
handled as we have done so far in this pro-

~ ject — customer oriented with flexibility and

modularity as key-words. These are values

- we want to add to our “ri-products”. [ |

Bart Lowette supervises the outer top
shell (“canopy”) being fixed to the first
prototype by Jimmy Board and a collea-
gue.

The Ag-riCab Project Team: Anders Jon-
liden, CEO Rimaster Development, Ka-
rin Hierton, Design Manager and Bart
Lowette, Project Manager. Ulf Almén,
Rimaster Development, is missing in the
picture.
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Welcome to oyr world

of simplicity

An excellent relationship

Tomas Stalnert, vice president, and Andras Kronstrom, Key
Account Manager, proudly displays the two prestigious
awards, "Certified Supplier” and "Achievement of the Year’,
which Rimaster received by the customer Vaderstadsverken.

—PTRIFHXE

8l STomas StalnertFAE &M 542 Andreas Kronstrom B 5
ME T WA IME RVaderstadsverkenF B BB E|HIFRE ‘A
BAENE" 1 EEARE .

Rimaster is observed for Good Corporate

This spring, Rimaster’s ambitious program to create jobs
for young people, was highlighted in the annual report pu-
blished by Swedbank, one of the leading banks in northern
Europe. Pernilla Norman, Rimaster’s CFO, was interviewed
about the program.

DRI ARRIFAEL QR
EBE—FRBRMRITEFERETLRT—RSEESE,
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&

Soderhamn:

More space to better serve the customers!

Now the warehouse expansion at Rimaster’s Soderhamn fa-
cilities is finished, with the internal re-organization comple-

ted. Included in the new building are a purpose-built space
for braiding, a functional parking and charging station for the
warehouse forklift'and a weather-protected cargo.and wa-

rehouse space. A total of approximately two million SEK has
been invested by the property owner Regenten‘Fastighets AB
in the 165 m2 extension.
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