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A world leading 
provider of industrial 
productivity solutions
Atlas Copco is a world leading provider of industrial productivity solutions. The 
products and services range from compressed air and gas equipment, generators, 
construction and mining equipment, industrial tools and assembly systems, to 
related aftermarket and rental. 

In close cooperation with customers and business partners, and with 135 years 
of experience, Atlas Copco innovates for superior productivity.

Headquartered in Stockholm, Sweden, the Group’s global reach spans more than 
160 markets. In 2007, Atlas Copco had revenues of BSEK 63 (BEUR 6.7) and 33 000 
employees. 

Learn more at www.atlascopco.com
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Further 
improvements in 2007
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 IN A DDI T ION, we carried out and decided on substan-
tial investments to increase our production capacity, 
increasing both productivity and quality.

Product development remains a key area in order to 
continue living up to our promise of innovation, and we 
increased our investments during the year.

We have an ambition to be First in Mind—First in Choice®
among our customers. To achieve this vision, we must 
become an even more customer-centric organization, truly 
hearing the voice of the customer.

To this end, we have started the rollout of customer loy-
alty measurements in all business areas. Strong brands 
must live up to high standards and results indicate we still 
have a way to go before we can claim to fully meet our cus-
tomers’ high expectations. We look forward to seeing the 
development as yearly surveys track our performance.

Widening the offering
Compressor Technique

Compressor Technique continued to introduce products 
that increase productivity and energy efficiency compared 
to their predecessors. 

The business area has a strong focus on the aftermarket 
and as of 2008 it has merged some of its service and spare 
parts operations into a dedicated service division. This will 
provide all service of compressors needed by Atlas Copco 
customers, with an extended range of aftermarket offers.

The acquisition of ABAC, an Italian manufacturer and 
distributor of small and medium-sized piston and screw 
compressors, was completed. We also acquired GreenField 

of Switzerland, which adds a range of prod-
ucts for compressed natural gas, and Mafi-
Trench in the United States, a supplier of tur-
boexpanders for the oil and gas industry. Both 
acquisitions will help Compressor Technique 

meet increasing demand for energy saving 
and environmentally friendly solutions. 

On January 1, 2007, the new Specialty 
Rental division was formed, with a focus 

During 2007, Atlas Copco invested in strengthening its sales and 

service organizations, and the number of “feet in the street” is now

almost a quarter of the total workforce.

on supplying oil-free and high pressure air for industrial 
applications. The division became the first rental company 
in the world to receive a triple certification for living up to 
international standards for quality, environmental and 
health and safety management systems.

Construction and Mining Technique

The most signific event in 2007 for Construction and Mining 
Technique was the acquisition of Dynapac, a lead-
ing maker of pavers and compactors for road 
development. 

The strategic fit with Atlas Copco is 
excellent, providing customers and dis-
tributors in the infrastructure industry 
with an even wider range of products. 

The business area’s aftermarket 
business has developed very well 
during the year and several large ser-
vice contracts have been awarded to Atlas Copco. This will 
guarantee the highest productivity and quality of delivered 
equipment when in use.

Product launches included a small face drilling rig for 
mining applications, an improved and faster rock drill 
used in both mining and construction, and a 10 ton 
hydraulic breaker, which is the largest volume-produced 
hydraulic breaker in the world. 

Industrial Technique

Industrial Technique continued the reorganization of 
its product development and production structure and 
increased the customer focus following the split of the 
business area into five separate divisions in 2006, com-
pared to the previous two. 

We have now transferred some of Industrial Technique’s 
assembly operations in Great Britain to a newly established 
factory in Hungary, which both lowers the cost base and 
brings us closer to our customers in 
eastern Europe. 

The CP Vehicle Service 
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division carried out two acquisitions in 2007. The purchase 
of the Rodcraft Group gives an opportunity to expand 
with new products and the smaller acquisition of KTS in 
Japan strengthens our presence in a market that has the 
second-largest car park in the world. 

A new generation of the successful Tensor series of elec-
tric nutrunners was added to the range of advanced assem-
bly tools offering full traceability, which is an important 
requirement for the motor vehicle industry. 

Environmental improvement 
and social commitment
In addition to creating value for our customers and share-
holders, we strive for Atlas Copco to be a good citizen and 
employer in all countries where we operate. The most 
severe and pressing challenge we face in this respect is the 
environmental impact generated by our activities in trying 
to achieve growth. 

To ensure we continuously reduce our environmental 
impact we have now defi ned even more concrete targets 
and requirements for the Group and all of its companies. 
As of 2008, we have added concrete targets to reduce CO2

emissions from our sites and from transportation.
But our possibly biggest opportunity lies in reducing the 

life-cycle cost of our products and services, meaning they 
shall have the best environmental performance and energy 

effi ciency in the industry during their entire time of usage. 
We are proud of the cooperation between Atlas Copco 

and our employees around the world—from supporting 
orphanages in India to engaging in HIV/AIDS projects in 
southern Africa and donating money to the Water for All
organization, which over the years has helped provide 
hundreds of thousands of people with clean drinking water. 

It is also encouraging that our efforts in this area were 
recognized externally during 2007, when we were listed as 
one of the world’s 100 most sustainable companies at the 
World Economic Forum and selected as a new member of 
the Dow Jones Sustainability Indexes.

We thank all our stakeholders for your support and look 
forward to our cooperation in meeting the challenge of 
delivering yet another record year.

Gunnar Brock, President and CEO

Stockholm, Sweden, February 4, 2008
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Doing business 
for a cleaner world
Concern about the effects of global warming has led to mounting 

pressure on companies like Atlas Copco to reduce pollution and 

increase their focus on sustainable development. But Atlas Copco’s 

possibly biggest contribution to a cleaner world is actually being 

driven by a business opportunity—growing demand for more 

energy-effi cient compressors. 

 FACED W I T H R ISI NG ELEC T R ICI T Y COSTS, custom-
ers are turning to Atlas Copco to help reduce the 
energy consumption of their compressors, which on 

average represents about 10% of their power bill and some-
times as much as 40%. In the best case scenario, Atlas Copco 
can cut the energy consumption of a compressed air instal-
lation by as much as 50%. 

The most dramatic improvement became possible about 
10 years ago with the introduction of the Variable Speed 
Drive, a technology for running the compressor at minimum 
power at any given moment. This alone can reduce energy 
consumption by as much as 35%, but there are many other 
improvements to be had. 

Scan the system
Do you think air is free? Think again. Leaks can waste as 
much as 30% of a compressor’s output. With that in mind, 
Atlas Copco offers the AirScanTM, an audit of the customer’s 
compressed air system that identifi es opportunities for sav-
ings. Customers can also sign up for the AirOptimizerTM

service agreement, providing a continuous control that 
keeps the system as effi cient as possible. 

In addition to the reduction in energy consumption, 
Atlas Copco offers energy recovery systems, which help 
customers reuse excess heat from the compressors to heat 
their factories. At the Group’s own plant in Tierp, Sweden, 
this has reduced the water-heating costs by two thirds.

What does this development mean for the bigger picture? 
Thanks to continuous product development and an increas-
ing share of sales of Variable Speed Drive compressors, 
Atlas Copco’s compressors are on average becoming 1% 
more energy effi cient each year. That may not sound like a 
lot, but looking over the past 10 years, it adds up. If there 
had been no improvements in energy effi ciency over that 
time period, the stationary compressors Atlas Copco sold 
in 2007 would have used around 2 000 gigawatt hours more 
of electricity than they actually did.

A challenging future
The market potential, and the opportunity to help the 
environment, is even greater. Variable Speed Drive com-
pressors account for less than a quarter of the total sales, 
whereas customer audits show it would be justifi ed from a 
cost perspective to use them in 70% of all applications. 
The challenge is to educate purchasers on the benefi t of 
considering the entire life-cycle cost of the compressor, 
rather than just the initial investment. Replacing an old 
compressor can reduce the share of energy in the life-cycle 
cost from 70% to 50%.

Increasing interest in the emerging markets, both for 
energy efficiency and for environmental issues in their 
own right, indicate this will remain a growth industry. 
Atlas Copco is poised to take advantage of this—and doing 
a great deal of good for the environment in the process!

E NV I R O N M E N T A L C A R E
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Saving Energy 
in Paradise
All across the world, 
Atlas Copco helps 
customers conserve 
energy. This testimo-
nial came from 
Société Le Froid in 
Noumea, New 
Caledonia, located in 
the Pacifi c Ocean 
between Australia 
and Fiji.

To whom it may concern,

story of our achievement:
In 1996, we owned two PET bottle blow moulders, and two standard 40 bar air 

we wanted to achieve: Greater bottle production output; optimal low and high 

pressure compressors!

Loic Le DoussalIndustrial Manager
Société Le Froid

E NV I R O N M E N T A L C A R E
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 TH IS R A IL LI N K 
will, it is believed, 
relieve the traffi c 

congestion between Johan-
nesburg and Pretoria, as 
well as offering commuters 
a viable alternative to road, 
as Johannesburg has a lim-
ited public transport infra-
structure. This project is 
also seen as a showpiece for 
the comparatively new 
South African democracy. 

The Bombela Consortium 
has been chosen to build the high-speed rail system during 
a four-and-a-half year construction period. Between Marl-
boro, a suburb in the north of Johannesburg to the centre 
of Pretoria, the drilling and blasting of the deep cuttings 
and the cut-and-cover sections is being carried out by Eire 
Contractors.

On site, Rajen Govender is contract manager for Eire 
Contractors, which began work on the Gautrain site in 
March last year. 

Govender has been with Eire Contractors for some ten 

 South Africa

Swift and silent at 
South Africa’s Gautrain
In South Africa, a topic of hot debate for the past few years has been 

Gautrain. This 80-kilometers mass rapid transit railway system is 

currently under construction in Gauteng Province. It will ultimately 

link Johannesburg, Pretoria, and OR Tambo International Airport. 

E NV I R O N M E N T A L C A R E

years. He explains that its owner and MD, John Moffatt, 
started the company in 1988 as a specialist drill and blast 
operation. The company has its headquarters in New Ger-
many, but carries out work throughout Southern Africa. 
In the past 20 years, the company has grown steadily, from 
having two machines and one contract, to a fl eet of 30 drill 
rigs and associated ancillary equipment such as rock 
breakers and emulsion trucks.

The Rapid Rail Link is scheduled for completion by 
2010. This is when a massive infl ux of soccer fans is 
expected into South Africa with the staging of the 2010 
World Cup in this country. With less than two years to 
completion, the pressure is on the various contractors to 
also deliver peak performance.

For Eire Contractors, the challenge in drilling and blast-
ing lies in the fact that the rail route goes through busy sub-
urban and industrial areas, where the constant noise of 
rock drilling would not be acceptable.

To complete the work on time, Eire is required to work 
two shifts. These are from 6 A.M. to 2 P.M. and from 2 P.M. 
to 10 P.M., as there is a ban on work outside these hours. 
What is more, there are limits on the amount of noise inter-
ference the contractors are allowed to emit. 

The answer for Eire lay in the Atlas Copco SmartRig 

8 A T L A S  C O P C O  2 0 0 7

“ With the Silenced SmartRig, 
the surrounding community 
is not aware of any noise 
when we are working. ”

  Rajen Govender, contract manager, 

Eire Contractors

Hatfi eld

Pretoria Station

Centurion

TSHWANE

Midrand

Marlboro

Sandton
Rhodesfi eld

Rosebank
OR Tambo
International
Station

Johannesburg
Park Station

JOHANNESBURG
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ROC D7 C Silenced drill rig, where the drill is encased in 
a sound-deadening shroud. In action, this rig emits a scant 
80 decibels (db) in comparison to the very much higher 
levels of unsilenced units. 

When Atlas Copco’s reporter visited the site, the Smart-
Rig ROC D7 C was working a scant 60 meters from a nearby 
office park.

“With the Silenced SmartRig, the surrounding commu-
nity is not aware of any noise when we are working,” says 
Govender.

The Eire team is drilling 12 to 13 meters benches with a 
2.5 meters by 2.5 meters blast burden. The drill mainly has 
to penetrate granite and some sandstone. Because of vibra-
tion constraints, the bit size has been limited to 89 millime-
ters. Hole depths vary from three to 17 meters.

Eire began work on the Gautrain contract in March 2007 
and took delivery of the SmartRig in August 2007. Since then 
the machine has been tested daily by a demanding work cycle.

“So far, I have been very happy with this Atlas Copco 
machine,” says Govender.

The silencing shroud is designed so that it does not affect 
the ease-of-maintenance for which Atlas Copco machines 
are renowned.

“It took some adaptation of operating technique as, of 
course, it is not possible to see the drill rod driving into the 
ground,” says Govender explaining that the two operators 
quickly became used to this way of working.

Smoother drilling
“I also like that the drilling function is automated,” explains 
Govender. “This means that over-drilling is now something 
of the past,” he adds.

The operator enters the required hole depth into the 
machine’s computerized RCS Rig Control System, and the 
machine with its rod carousel does the rest, even withdrawing 

the 7.14 meters rods at the end of the cycle. The RCS system 
adjusts the impact and the feed to match the rock conditions. 
This gives smoother drilling and less wear on the drill string 
and the operator is free to carry on with other duties, such 
as sharpening drill bits, on the onboard drill bit sharpener.

Another factor that weighs in favour of the machine is 
that it has a comparatively rapid penetration rate, combined 
with moderate drill steel usage. The machine is fitted with 
an Atlas Copco screw compressor, which gives a maximum 
working pressure of 10.5 bar and 270 cubic feet a minute (cfm).

The 168 kW water-cooled diesel engine is Stage 3/Tier III 
a factor that also contributes to the absence of intrusive 
noise and emissions.

The Eire technician, who will have maintenance respon-
sibility for the machine, has recently returned from Sweden 
where he was trained specifically on the rig.

Atlas Copco took the opportunity to speak to one of Eire’s 
SmartRig operators, Herbert Gwabeni. He has been with 
Eire for 19 years, and has wide experience of Atlas Copco 
and other makes of drilling machines.

“This is possibly the best machine I have ever worked with. 
It is easy to operate, and the comfortable well laid-out cab 
make shifts less tiring,” he says.

The visibility from the cab is excellent. The joystick con-
trols and the programmable drilling control allow for greater 
precision in drilling. And from an operator’s point of view, 
he enjoys the comparative quiet of the rig.

John Moffatt is also pleased with the performance of the 
new rig: “Atlas Copco researches exactly what an operator 
needs when carrying out this type of work. I like this atten-
tion to detail,” he concludes.
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 China 

 Water-well drill 
powers geothermal  
 air conditioning

E NV I R O N M E N T A L C A R E

10 A T L A S  C O P C O  2 0 0 7

In Beijing, real estate developers can get subsidies from the 
government for buildings equipped with geothermal systems.
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 IN LI AON I NG PROV I NCE, Northern China, boiler heat 
supply projects have been banned since January 2007, 
and the alternative is geothermal technology. In Beijing, 

real estate developers can get subsidies from the government 
for buildings equipped with geothermal systems.

In recent years, geothermal air conditioning has been 
used increasingly in China, with successful examples in 
Shandong and other provinces. 

A leader in this implementation is the Fourth Prospect-
ing Team of Shandong Coal Geology Bureau, Weifang, a 
professional organization that specializes in survey, explo-
ration, and research of coal, coal bed methane, and other 
mineral resources. It manages four core businesses: coal 
field geological survey, geotechnical operation, machinery 
manufacture, and geothermal air conditioning.

Ten drill rigs
The Fourth Team started developing geothermal technology 
in 2004. As part of the geothermal air conditioning project 
the Fourth Team has bought ten Atlas Copco multipurpose 
water-well drills for drilling in geothermal projects. These 
drills play a very important role in the promotion of geother-
mal air conditioning projects. “With the powerful support 
of Atlas Copco, the Fourth Team is now one of the top three 
geothermal project providers in China,” says Liu Zhigang, 

Vice Manager of Weifang Lumei Geotechnical Engineering 
and Survey Institute.

Efficiency
For all water-well drilling, the Fourth Team now uses Atlas 
Copco drills. The Team also owns dozens of domestically 
manufactured small drills for the drilling of soft soil and 
breathable layers.

“The technical service personnel of Atlas Copco are strict 
and enthusiastic about their work and can satisfy our needs,” 
says Liu. “Previously, we used rotary drills. But they were 
not effective and cannot work at all in some layers. After 
trial use and tests, we found that Atlas Copco’s products 
have very high rates of efficiency. To us, high efficiency 
means high profits.”

E NV I R O N M E N T A L C A R E

As environmental protection becomes an increasingly important 

issue, the Chinese government has in recent years implemented 

various energy-saving and emission reduction measures. Likewise, 

Atlas Copco is active in supporting the needs of Chinese customers 

with environmental protection and energy-saving equipment.
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Liu Zhigang,  
Vice Manager, 
Weifang Lumei 
Geotechnical 
Engineering and  
Survey Institute.

Ground source heat 
Ground-source heat is an emerging 
source of energy. It utilizes the 
recyclable energy stored in the 
constant temperature layer of the 
ground to help with heating in 
winter and cooling in summer. 
Geothermal air conditioning is  
a green and environmentally-
friendly technology with great 
market prospects. 

COLD

WARM

HOT

COOLxx–xxx meters
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 Holland

Let it Grow

It can be bad for the environment and dangerous for humans, 

and yet it’s so incredibly important for plants and life on this 

planet: Carbon dioxide (CO2) is “food” for plants, they need 

this gas. It fuels the photosynthesis process, which produces 

the oxygen that humans breathe.
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 IN A COU N T RY such as the Netherlands, with 10 000 
total hectares of horticulture, the demand for the CO2

is particularly great. The problem? Supplying Dutch 
greenhouses with sufficient 
amounts of CO2 and doing so 
at a reasonable cost. 

Linde Gas Benelux and its part-
ners have taken the lead in an ambi-
tious project that’s not only cost-
effective for greenhouse farmers 
but also ecologically sound. 

In the so-called “greenhouse” 
project, carbon dioxide (CO2) that 
normally would be blasted into the 
air is now recycled and put to use in 
greenhouses, feeding roses, toma-
toes, or salad, for example. In real-
izing the Greenhouse project, Linde Gas Benelux, teamed 
up with Dutch construction company VolkerWessels to 
form the OCAP consortium. The enterprise buys CO2 gas 
produced by the Shell refinery and chemical plant in Pernis 
(in the first stage, 170 000 tons per year), just outside of 
Rotterdam. 

“The idea behind it was: ‘Every hour, every day, a lot of 
carbon dioxide from Shell goes into the air. We need to find 
a way to do something with that CO2,” explains Piet van 
Heteren, Manager External Projects at Linde Gas Benelux.

More than 200 kilometers of pipelines
Via a long and complex distribution network of pipelines, 
the carbon dioxide is delivered to the greenhouses in two of 
the Netherlands’ key horticultural areas. So far, about a 
500 greenhouse farmers are connected to the distribution 
network, which spans a total of 210 kilometers—nearly all 
of it underground.

The idea of supplying CO2 this way had been floating 

around for a while, but the idea didn’t come to fruition until 
VolkerWessels and Linde Gas Benelux took the lead in 
2004 and decided to shoulder the substantial investment 
required for the project. 

Van Heteren says Greenhouse required an in-depth 
planning and preparation phase. “How many greenhouses 
must be connected to make it a feasible project? And how 
much CO2 do we need to make this happen?”

Each and every centimeter of an existing former oil pipe-
line—85 kilometers long and with a 26-inch diameter—has 
been tested and examined. The pipeline serves as the main 
supply artery, and also includes a buffer to account for the 
vastly fluctuating demand of CO2. In the greenhouses, peak 
times for CO2 use are during the day, between 6 A.M. and 
6 P.M., but no CO2 is needed at night. 

Turning down the heat
Greenhouse provides a host of advantages, both ecological 
and economical. First, this new method offers substantial 
environmental benefits because the farmers no longer have 
to burn natural gas to produce the food for their plants. 
Emissions are also drastically reduced because Shell Pernis 
no longer emits tons of CO2 from their hydrogen production: 
the gas is now recycled.

Then there are the financial benefits: In the past, many 
farmers had to resort to heating in the middle of summer 
and scorching heat—just to feed their plants. Now they 
procure the CO2 cost efficiently, and adjust their demand 
flexibly. In the winter, they can still use CO2 generated 
during heating. But in the summers, they can obtain their 
CO2 cost-efficiently through OCAP. 

“In the past, they had to burn, burn, burn. Now they just 
open the faucet and have CO2 available when they want it,” 
says van Heteren. In all, 95 million cubic meters of natural 
gas per year are saved thanks to the new approach.

But Greenhouse also improves product yield and product 
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Piet van Heteren, 
Manager External 
Projects at Linde Gas 
Benelux.
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quality. Some rose cultivators in the region have reported 
yield increases of 40% after Greenhouse went online. 

Working hand in hand the entire way
In the OCAP project, Linde Gas Benelux is responsible for 
gas treatment and transportation. “In essence, we handle 
everything that has to do with the gas compression,” says 
van Heteren. To equip its compressor station, located just 
next door to Shell Pernis, Linde Gas Benelux opted for 
three Atlas Copco compressors (three four-stage GT050). 
Operating in a pressure range of 11 to 21 bar, they are 

responsible for compressing the CO2 that’s fed into the pipe-
lines and routed to the greenhouses. 

A future source of CO2 supply
Following the initial success of the Greenhouse project, 
OCAP is exploring similar projects, for now in other parts 
of the Netherlands. A prime candidate is the main horti-
cultural region south of Amsterdam’s Schiphol airport. 

“No doubt, there will be similar projects in the future, at 
least ones on a smaller scale. But you keep getting back to 
the crux of the matter: where’s your CO2 source?”

Linde Gas Benelux at a glance
In 1907, a company called Hoek began its operations in the 
Dutch city of Schiedam with the production of small loco-
motives for mines. Less than a century later, now named 
Linde Gas Benelux, it is part of one of the largest multina-
tionals in the field of technical and medical gas supplies 
(Linde AG). With 700 employees in Benelux the company 
undertakes the production and delivery of 200 gases and 
gas mixtures in any desired quantity and purity.
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New compact generating sets 
designed for the rental sector
ATLAS COPCO’S GENERATING SETS are recognized for 
their low noise operation, quieter than the limits fi xed 
by the European sound regulations. Now Atlas Copco 
introduces four small ranges of generating sets for the 
rental sector. All engines are electronic controlled as 
standard and comply with the latest emission legislation.

Smaller and more environmental friendlySmaller and more environmental friendly
The new range is housed in a very compact and robust 
enclosure up to 40% smaller than previous models. 
Nevertheless, it has been designed to deliver the same 
accurate and stable power regardless of the conditions, 
providing 100% power in ambient temperatures up to 
45 °Celsius and to an altitude of 1 000 meters.

The correct sizing of  the generators, together with 
an upgraded air fi lter system, allows 500 hours service 
intervals, ensuring the engine oil in good conditions all 
the time. In order to have effi cient preventive and curative 
maintenance actions, all service points are easy reachable 
via the door or removable panel. The various drain points 
and manual oil drain pump are included as standard on 
these new models.

New grinders
THE NEW GRINDERS FROM ATLAS COPCO are not only 
powerful but with a lubricant-free motor, they provide 
the same top power output day in, day out. In addition 
to this, operators get maximum rpm even when they push 
these grinders thanks to a built-in speed governor.

The grinders are the same weight and size as their 
predecessors, but deliver almost double the power—500 
watts, for example—from a machine weighing just 0.5 kg. 
Despite the boost in power, there’s no increase in air 
consumption, or noise levels.

New angle headNew angle head
The series hosts a new system that overcomes tempera-
ture and leakage problems commonly associated with 
angle head tools. The solution is two-fold: a specially 
designed seal, plus a patent-
pending cooling system, 
backed-up with a fi ve year 
guarantee.

Despite the high power 
of the new grinders, they are 
surprisingly quiet. Noise has 
been minimized in three ways. 
First, an all-new, patented motor design has 
resulted in a signifi cant reduction. Noise levels 
have been further reduced by leading exhaust air 
through a silencer at the back of the tool. And fi nally, 
exhaust air is piped away in a hose, reducing noise still 
further.
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Major order for American 
geothermal industry 
ATLAS COPCO’S NEWLY ACQUIRED U.S. sub-
sidiary Mafi -Trench has won a multi-million 
dollar order for six turboexpander generators 
from Enel North America, Inc. The generators 
will help drive environment-friendly geother-
mal power plants, producing enough energy to 
power a medium-sized city. 

The order is the largest ever for Mafi -Trench 
Company LLC. “We see great potential in 
Mafi -Trench’s products for customers in the 
renewable energy markets, and for the geo-
thermal industry in particular,” says Ronnie 
Leten, President Compressor Technique 
Business Area. The machines are going to be 
used at the Stillwater and Salt Wells geothermal 
power plants in Nevada, the United States.
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 China

 Water needed 
 for all life

More than a billion people lack access to 

clean drinking water. Every day, diseases 

that could be prevented by better water 

quality kill thousands of children, most of 

them below the age of 5. But there are sev-

eral programs to deal with this global crisis, 

and one of them originated at Atlas Copco.
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 TH E U N I T ED NAT IONS has proclaimed 2005–2015  
to be the international Water for Life decade, with 
measures planned to improve water quality and 

supply around the world. The World Health Organization 
estimates that better water, sanitation, and hygiene could 
reduce diarrhoeal diseases such as cholera and dysentery 
by between a quarter and a third. 

Employee-run organization
More than two decades before the Water for Life decade, 
however, employees of Atlas Copco launched an initiative 
of their own, called Water for All. Since the organization was 
founded in 1984, it has helped provide close to one million 
people with steady access to clean drinking water.

Water for All cooperates with non-political aid organiza-
tions, funding different kinds of water projects. In Tibet,  
it works with the Swedish Tibetan Society for School and 
Culture. The group’s main aim is to improve the educational 
opportunities for children in Tibet, but with Water for All 

as a sponsor, it has also installed wells with drinking water 
at three schools, which are used by the children as well as 
by thousands of villagers in the vicinity.

The first project was initiated after two Atlas Copco 
employees witnessed a drought disaster in Peru. The organi-
zation has since helped bring clean water to countries such 
as Kenya, Sudan, Burkina Faso, India, and Afghanistan. 

Water for All now has more than 1 000 members, which on 
average contribute about EUR 5 (SEK 50) per month from 
their salaries. Each employee donation is matched by the 
Atlas Copco Group. 

All projects are closely monitored by the organization’s 
board to make sure the money of its members is well spent.

Most Water for All members are from Sweden, but chap-
ters of the organization have been opened in Great Britain 
and Belgium, and other countries will soon join in. 
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Mankind may not live on bread alone, but bread plays an important 

role in our diet. Not surprisingly, baking bread has grown to become 

a major, round-the-clock operation for commercial bakeries that 

supply restaurants, institutions, and homes with an enormous 

assortment of breads and rolls.

 The United States

Good bread, less energy
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 EV EN AS ECONOMIES of 
scale enter the picture, 
one major commercial 

baker remembers to keep the 
big picture in mind. “At 
Pepperidge Farm, we think 
of ourselves as bakers, not 
manufacturers,” says Noel 
Skwiot. “We just bake a lot 
of bread.” 

Noel Skwiot, Project Engineer 
at the Pepperidge Farm bakery in Bloomfi eld, 
Connecticut USA, works to ensure that the 
baking operation runs smoothly and effi ciently. 
“I work with everything from environmental and safety 
issues to specifying new equipment to any project that 
comes in the door, really,” he explains. Among his respon-
sibilities is the facility’s compressed air system. “Our com-
pressed air is a utility, just like electricity or natural gas. 
We need air to run, and we need a good robust system that 
works reliably. For example, we have a system of fl our con-
veyors that move fl our from silos outside to various mixers. 
Giant diverter valves, the size of a fi ve-gallon pail, open to 
allow fl our to fl ow to the appropriate mixer. These diverter 
valves are powered by compressed air pilot valves. We also 
have a lot of cylinders that use compressed air to move 
mechanical linkages for the different bakery machinery, 
such as conveyors and packaging equipment.” 

Impressive sight
Nationwide, Pepperidge Farm has eight main baking facil-
ities producing bread, cookies and cracker products, and 
frozen goods. The bread plants are designed for regional 
distribution. 

The bread-baking facility in Bloomfi eld is an impressive 
sight to visitors. “We produce nearly one million loaves of 
bread a week,” according to Noel. “We operate two bread 
lines and one roll line. Our fastest line makes rye bread and 
swirl varieties. It’s truly state-of-the-art bread baking, and 
our plant has won the bakery plant of the year award.” 
A facility of this size and scope has signifi cant energy needs, 
so improving energy effi ciency is an ongoing concern. 
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The Pepperidge Farm facility in Bloomfi eld, 
Connecticut, the United States, is a major supplier 
of many types of breads for the Northeast. 
As the seasons change, the types of 
product change too. For example, as 
the outdoor grilling season shifts 
into high gear, the bakery shifts 
production to supply more 
hot dog and hamburger 
rolls to support the 
region’s outings.

combined in a report that outlines any recommendations 
for equipment or operational changes,” Marlon says. 

In response to the question ‘How likely is it that you will 
recommend Atlas Copco equipment to a friend or a colleague?’

Skwiot replies: “Highly likely. We use Atlas Copco’s 
compressors pretty much exclusively throughout 
the Pepperidge Farm environment. We have good 
service whenever there’s an issue. Should the 
compressor system ever go off line, we have it 

plumbed to the outside so that an Atlas Copco 
mobile unit can just hook up and get us going.” 

Though we may not live on bread alone, Noel Skwiot and 
the people of Pepperidge Farm continue to ensure that 
good, fresh bread is available, whenever it’s on our menu. 

C L O S E C U S T O M E R R E L A T I O N S
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Currently, Noel is communicating with Connecticut Light 
and Power (CL&P) and lighting vendors as Pepperidge Farm 
works on an energy-effi cient lighting project. Pepperidge 
Farm is also working with Atlas Copco Compressors to 
focus on reducing energy costs for com-
pressed air systems. 

“We are conducting an energy audit at 
Pepperidge Farm’s Bloomfi eld facility,” 
says Marlon Contreras, Sales Engineer 
with Atlas Copco New England Compres-
sor Center. “We are evaluating the entire 
compressed air system, from measuring and 
recording electrical usage to identifying air leaks through-
out the plant that waste energy. All this information gets 

Trusting Atlas Copco’s capacity
  The air compressors in use at Pepperidge Farm bakeries 
nationwide are all Atlas Copco. At the Bloomfi eld facility, 
there are two ZR110 oil-free water-cooled air compres-
sors, each with its own FD refrigerated dryer, and one 
ZR45 oil-free water-cooled air compressor with an FD 
refrigerated dryer. “We generally run all compressors 
when there’s high demand,” says Noel Skwiot. “Energy 
savings is something Pepperidge Farm always look into, 
and we are currently looking into the potential energy 
savings a variable speed drive (VSD) compressor could 
provide.”
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Slovakia

 Equipping one of the world’s  
 most productive car plants
There’s a new car maker in Europe: Kia. Soon they will be producing 

300 000 cars a year at a greenfi eld plant in Slovakia. To help optimize 

quality and productivity, the Korean management chose Atlas Copco.
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 BU T W H Y CHO OSE a Swedish company to equip a 
Korean factory in Slovakia? With customer centers 
cooperating across continents, Atlas Copco has 

been able to provide Kia with a trusted key accounts man-
ager from Korea, plus a strong local organization.

JinWoo Park has not turned off his mobile phone for two 
years. That’s how long he has been on loan from Atlas Copco 
Korea. When the Hyundai-Kia Group selected Atlas Copco 
to equip their fi rst European production plant, they wanted 
someone who understood car assembly lines, was well 
acquainted with the company, and was fl uent in Korean. 
JinWoo fi t the bill perfectly. 

The site, in Žilina, 200 kilometers northeast of the capital 
Bratislava, is vast, stretching one kilometer in one direction 
and two kilometers in the other. Once it has reached full 
capacity, it will be turning out one car per minute, or 300 000 
per year. Kia is ambitious: It expects its European operation 
to become the most productive in the world, producing up 
to 100 cars per employee per year.

A problem solver
Sang-Ho Moon, Kia’s Vice President Production in Slovakia, 
explains “the advantage of having JinWoo Park here is that 
he has been a great help in solving problems.” The Atlas 
Copco representative has been there from the beginning, 
equipping the assembly line, selecting the right tools for 
different stations and organizing the assembly line in the 
best possible way.

Kia has far-reaching quality goals. Quality is inspected 
during the entire production process, from delivery of parts 
to a fi nal vehicle audit. “It’s my ambition to provide knowl-
edge, not just tools,” JinWoo explains. “At fi rst Kia was 
mainly interested in pneumatic tools and was not fully 
aware of the difference electric tools could make.” So the 
local Atlas Copco company customer center arranged 
demonstrations and set up test installations. The change-
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been able to offer a high level of service by arranging for an 
Atlas Copco service technician to be on-site, full-time, to 
deal with calibration 
and preventive main-
tenance. 

However, their 
work is far from com-
pleted. Across the 
border in the Czech 
Republic, the Korean 
car maker is in the 
process of building a 
second European 
manufacturing plant. 
It will be producing 
cars of the Hyundai 
brand and will have 
the same capacity as 
the Kia plant. Due to 
the good cooperation 
in Slovakia, Hyundai has already placed a fi rst order for 
450 Atlas Copco tools. 

It does not look like JinWoo will be turning off his 
mobile phone for a good while yet.

over has exceeded expectations: not only has quality been 
raised, but even operator ergonomics has been improved.

Total solutions give added value
However, Atlas Copco’s work wasn’t fi nished when all the 
tools were in place: fi ne-tuning a factory of this size takes 
time. Trial production started up June 2006, but it was not 
until December that the fi rst fi nished products starting 
rolling off the line. However, that was just the beginning. 
It took another two months before the plant was ready to 
gear up to a second shift. And the plant will not reach full 
capacity for another year or so. JinWoo repeatedly walks 
the line together with the customer suggesting improvements 
here and better technical solutions there. His aim is always 
to add value by providing total solutions. “It is a challenge 
to persuade customers to try new, better solutions. But it’s 
very rewarding when my advice leads to higher productivity 
or improved ergonomics.”

Working in close co-operation with Radim Němeček, 
Business Line Manager Motor Vehicle Industry, from the 
local Atlas Copco company that covers the Eastern Europe, 
JinWoo feels that he is part of the team. Atlas Copco has 
supplied more than 500 tools to the fi nal assembly line and 
thanks to a strong local organization, Atlas Copco has 

C L O S E C U S T O M E R R E L A T I O N S

The Hyundai-Kia Automotive Group is ranked sixth among the 
world’s car manufacturers and sold more than 3.7 million cars 
in 2006. They are aiming to climb to fi fth position before 2010.

Kia is a brand within the Hyundai Group and one of the fast-
est growing brands in Europe. In 2006, they established a plant 
in Žilina, Slovakia for the production of two car models. By 2010, 
the Slovakian plant will be employing approximately 3 000 
personnel and be producing 300 000 cars annually. 

The Slovakian plant is one of the most modern in the world. 
The long-term goal is to improve quality. A number of dis-
tinctions—including the J. D. Powers’ customer survey which 
ranked Hyundai in third place just below Lexus and Porsche—
suggest that the company is well on its way. 

Kia has seven manufacturing and assembly plants world-
wide; Hyundai has doubled that number. Atlas Copco are 
supplying tools and productivity solutions to them all. 

Supporting one of the fastest growing car brands
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JinWoo Park, Sales Engineer, Atlas Copco 
Korea, together with Il Kwon Heu, Senior 
Manager Final Assembly, and Sang-Ho 
Moon, Vice President, Kia Slovakia.

POLAND

HUNGARY

CZECH REP.

SLOVAKIA

Žilina

Bratislava
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Natural gas pipelines running from Canada to the United States have to 

cross mixed terrain, the latest to be commissioned includes a 25.7 kilo-

meters sub-sea run into Boston, Massachusetts.

 SU B-SEA PI PELI N ES are an integral part of natural 
gas networks across the globe, but that should not 
be confused with the assumption that they all pose 

a similar set of installation and commissioning demands. 
This is well illustrated by the offshore pipeline that has 
recently been installed to bring natural gas from Canada 
into Boston. Connected to an offshore hub, the 61 centimeters 
pipeline runs along the seabed at depths of up to 88.4 meters. 
Located in an environmentally sensitive marine habitat, 
strict environmental concerns demanded that the pipe was 
installed with minimal impact.

Inspected under water
Before gas could flow, the pipe had to be cleaned and de-
watered. This is a well established process that employs a 
compressed air propelled cleaning Pipeline Inspection 
Gauge (PIG) passing along the pipe. In this case, cleaning 
was followed by an inspection that checked the pipes internal 
structure for any faults. 

The problem facing the pipeline contractor, the Houston 

based Weatherford International, was that this particular 
pipe required de-watering with nitrogen (N2) to make the 
line inert prior to chemical treating and commissioning. 
Additionally the pipeline, which traversed the seabed for 
25.7 kilometers, was entirely sub-sea. Pushing multiple PIG 
trains along that length with N2 would take some serious 
air pressure and flow. And not just compressed air. It had 
to be clean, 100% oil-free air. 

Atlas Copco Prime Energy, part of the Specialty Rental 
Division, was called in by Weatherford International to 
provide the technical support and compressed air infra-
structure to do what proved to be a complex job. For starters, 
the pipeline had to be cleaned from the offshore end of the 
pipe. This meant the compressors to do the job would have 
to be floated out to sea on a barge big enough to accommo-
date all the units together. 

To meet this demand, it took eleven portable diesel driven 
compressors to deliver enough air. Apart from having the 
right technical specification to deliver 100% oil-free air, 
these units had another advantage; each is mounted within 

 The United States

Sub-sea pipe  
 cleaned and 
 inspected using 
air power
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a spill-free frame. If there was a leak from the engine or 
compressor unit, any spill would be contained and not 
released into the environment. This was an important con-

sideration for units working in the Boston-
area protected marine environment.

Tight schedule
Atlas Copco Prime Energy, owning the largest 
oil-free air rental fl eet in the world, had to 
complete the project within a tight two-week 
schedule, so the logistics had to be thoroughly 
in place before the compressor loaded barge 
could be towed out to sea. Not only was it 
necessary to ensure the compressors were all 
in Boston Harbor ready for loading, it was 
also important that the Weatherford Inter-
national personnel responsible for doing the 
work were able to carry out all the routine 

maintenance the compressors would need whilst out at sea. 
“A great deal of forward planning has to go into a project 

such as this,” says Vince Catanzaro, District Manager 
North East, Atlas Copco Prime Energy. “Working off-
shore is more demanding because it adds extra health and 
safety requirements and tough environmental protection 
procedures. Logistics have to be perfect too. Forget to 
include a simple coupling or maintenance part and the 
whole project can be delayed for half a day.”

The project was completed on time and, equally impor-
tantly, to the customer’s complete satisfaction. 

C L O S E C U S T O M E R R E L A T I O N S
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Vince Catanzaro, 
District Manager 
North East, 
Atlas Copco Prime 
Energy.

25.7 km 
sub-sea pipeline

The Atlantic Ocean
Boston
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 PAV LOVO P OSA D is located in a 
town with the same name, a 
two-hour drive from Moscow. 

Founded in 1795, it is the oldest fac-
tory in the world making woolen 
shawls. Pavlovo Posad is not only 
proud of its history but also to have 
one of its founders declared a saint, 
because of his extensive and much-
needed charity work. With roughly 
2 000 different shawl designs, 
Pavlovo Posad makes them all in-
house. Usually inspired by nature, 
professional artists continually 
work to create new attractive 
patterns. The designs are 

drawn by hand on paper, and since they are symmetric, 
only a quarter of the design is made and then copied to 
make the pattern complete. When ready, the pattern is 
transferred to silk screens, one screen per color. 

Says Vyacheslav G. Dolgov, Deputy General Director, 
“The patterns vary over time; often old traditional patterns 
come back.”

The raw wool is sourced from Russia, Australia, and 
New Zealand. The silk comes from China. Everything else 
is made in-house, from the spinning and the weaving to the 
fi nal tightening of the knots. 

Environmental friendly approach
The shawls produced with the modern technique have nine 
to 25 colors. There is also a more exclusive range, produced in 
a less mechanical way, which can have up to 40 or 50 colors. 

Russia

A proud history 
and a bright future

Russian shawls are well known all over the world for their bright colors and 

beautiful patterns. Women of all ages use them for a variety of occasions—

not only to keep warm. Two-hundred-year-old Pavlovo Posad is proud to 

be the only shawl producer that survived the Russian Revolution.

C L O S E C U S T O M E R R E L A T I O N S
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“We use computers to pick up the various colors for the 
designs of our shawls. Otherwise it is diffi cult to keep con-
sistent colors over time. We are also very selective in our 
choice of paint, to make sure that it will not do any harm 
to nature.”

In 1995, the modernization of the factory began, both to 
increase production capacity and to ensure a more ecologi-
cal production. The old printing machines were replaced 
with new modern ones from Italian producer Reggiani. 

Because of the good cooperation between the two com-
panies, Reggiani recommended Atlas Copco’s compressor 
with a Variable Speed Drive (VSD) motor to provide the 
airpower energy. The VSD compressors consume up to 35% 
less energy than a traditional compressor, which favorably 

suits Pavlovo Posad’s 
environmentally friendly 
profi le. But before decid-
ing, Pavlovo Posad also 
performed its own inves-
tigation. The director of 
innovation and develop-
ment of the company, 
Pavel B. Emelyanov, is 
pleased with his choice. 

“Service is one of the real reasons 
where Atlas Copco beat other com-
pressor companies. We are happy to 
recommend them to other companies.”

Today, Pavlovo Posad employs 
more than 600 people and has a 
capacity to produce up to 150 000 
shawls per month in a variety of pat-
terns, a dramatic increase compared 
to the past.

Exclusive gift
The main customer group consists 
of women between 20 and 70 years 
old who wear the shawls on their 
heads or over their coats to keep 
warm. Shawls are also presented 
as precious gifts. 

Visitors to Russia often bring shawls home as exclusive 
gifts. Outside Russia, the shawls are particularly popular 
in Southern Europe: Spain, Italy, and France. “Today we 
export shawls to around 30 countries, a business that is 
growing. But the big part of the production is still sold in 
Russia,” says Vyacheslav G. Dolgov.

The shawls are painted 
on the famous Russian 
wooden dolls.

Pavel B. Emelyanov, director of innova-
tion and development, Pavlovo Posad.
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Atlas Copco has its heart in Sweden, where it was founded 135 years ago. 

 From the 1870s, the Swedish engineering industry enjoyed a period of 

expansion unmatched in the country’s history. Engineering companies 

were hugely successful and the inventors—the engineers—became heroes 

of the age. With a small domestic market, major Swedish companies were 

forced right from the start to invest in exporting to customers worldwide. 

In many cases, this early globalization is regarded as having given Swedish 

companies a leg up in international competition—one reason why Sweden 

today has an extremely large number of multinational corporations and 

brands for its modest population. Atlas Copco, Volvo, H&M, IKEA, Ericsson, 

SKF, Scania, Saab, Tetra Pak, and Alfa Laval are only a few of these Swedish-

rooted companies and brands.

With Swedish roots

F O C U S O N S W E D E N
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 WOR K ON T H E NORT HERN LI N K underground 
bypass, that will go around the northern edge 
of the Swedish capital, Stockholm, is well under 

way. Construction commenced in 2006 and involves the 
excavation of 11 kilometers of tunnels. Several contractors 
have been selected for the construction of individual sections 
of the project, including Norway’s Veidekke. 

The company has been working to excavate access tunnels 
using an Atlas Copco Boomer XE3 C drill rig, used to drill 
blast holes, equipped with a recent innovation—the mech-
anized rod handling system. The system adds drill rods from 
a carousel as the rig drills deeper into the rock—a task that 
was previously performed manually from a raised service 
basket.

“The great advantage with the rod handling system is 
that we need just one operator for the drilling and we don’t 
need to put someone in what can be a noisy and potentially 
hazardous working environment,” says Anders Östberg, 
Veidekke’s Machine Manager.

“Since we started drilling with the new drill rig, equipped 
with the rod handling system in mid-September, we have 
not needed anyone in the service basket. The system allows 
for a safer working cycle. The operators have reacted pos-
itively to the technology and have been drilling well.” 

Exceeding expectations
Veidekke has experience from other projects of using an 
Atlas Copco drill rig manned by two operators and calcu-
lates that the new confi guration with one operator and a 

Boomer XE3 fi tted with the rod handling system is sub-
stantially faster. 

“With the new drill rig, we drill more than 15% more 
meters per hour, which we can attribute to the COP 3038 
rock drill and the automated rod handling system. So far 
the system has exceeded our expectations,” says Östberg. 
“We want to lead the fi eld in terms of productivity and it is 
innovations like this that help us to achieve that goal.”

This, and other Atlas Copco innovations, have a real 
impact on the productivity of contractors, whose primary 
goals are to complete projects on time and to budget. 
Another example of industry leading technology offered 
by Atlas Copco includes the Unigrout—an automated 
grouting unit, used to inject grout into rock to reduce water 
infl ow in tunnels. 

Veidekke recently chose the Atlas Copco Unigrout system 
for use on the Northern Link project after successfully com-
peting for a new contract. The company has chosen the larg-
est unit of its type—an indication of it’s commitment to use 
the best and most productive equipment the market can offer. 

Konstantin Spinos, Veidekke’s Tunnelling Director for 
Sweden, confi rms the company’s philosophy and its motiva-
tion for selecting Atlas Copco equipment: “Our ambition is 
not to be the biggest contractor in the market, but the best. 
We will achieve this by recruiting the very best people and 
giving them the most productive tools to do their job. This 
means investing in the latest, most technologically advanced 
equipment available. It’s the reason we choose Atlas Copco.”

F O C U S O N S W E D E N

The Norwegian construction contractor, Veidekke has a clear philosophy 

when it comes to selecting the equipment it uses. Productivity and the 

latest technology go hand-in-hand and their brand of choice for construc-

tion equipment is Atlas Copco.

Productivity delivered

1873
AB Atlas was founded with the 

mission to manufacture and sell 

railway equipment. It was the 

largest manufacturing company 

in Sweden. 

1890 
Atlas went into liquidation, 

but was immediately restarted 

under the new name Nya AB 

Atlas (New Atlas Company). 
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Anders Östberg, 

Machine Manager, 

Veidekke.

1901
The fi rst sale of riveting hammers and 

drills, 1904—the fi rst piston compres-

sor, 1905—the fi rst rock drill and the 

fi rst portable compressor. 

1915
A Russian sales 

offi ce was formed.
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Konstantin 

Spinos, Veidekke’s 

Tunnelling Director 

for Sweden.

Achieve07_English_080312.indd   31 08-03-14   11.27.25



Conventional shock absorbers for everyday use are one thing. Effective 

damping for premier championship racing is something entirely different, 

because aggressive, high-speed driving demands sophisticated, reliable 

design. Welcome to Öhlins Racing—an innovative manufacturer of shock 

absorbers used by the best racing teams in the world. 

 Sweden

Advanced shock absorbers 
 for world class racing 

ÖHLI NS R ACI NG was established by Kenth Öhlin in 
1976 while he was racing motocross. Kenth began 
creating his own shock absorbers in his father’s 

machine shop, since he 
was dissatisfied with 
existing absorbers.

It didn’t take long 
before his reputation 
spread and his fellow 
motocross riders asked 
Kenth to build their 
dampers as well. Kenth 
eventually stopped 
racing to focus entirely 
on design and manu-
facture.

And that’s how it all 
began. The product 
range has gradually 
expanded—and after 
30 years, Öhlins Racing 

has the widest selection of shock absorbers on the market.
“We supply products for everything from snowmobiles 

to rally cars,” says Henrik Johansson, Vice President of 
operations. “Dampers for speedway, motocross, enduro 
bikes—pretty much for any conceivable fast-moving vehicle.”

1 000 unique shock absorbers
Öhlins Racing’s headquarters and manufacturing facilities 
are located in Upplands Väsby just outside of Stockholm, 
Sweden. 190 of the company’s 225 employees work there. 
The company also has offi ces in Jönköping, Sweden, and 
in Germany, as well as a subsidiary in the United States.

Öhlins manufactures 120 000 shock absorbers annually. 
This translates into about 1 000 individual products, each 
built using Öhlins Racing’s 10 000 custom-designed compo-
nents. Components are manufactured by 150 meticulously 
selected suppliers. 

Half of production consists of custom dampers for motor-
cycle manufacturers around the world. The other half is for 
the aftermarket, and is sold through Öhlins’ own distribution 
network in more than 60 countries.

Tensor tightening systems play an important role
Öhlins Racing is a high-tech company that focuses on R&D. 
Two of its key values are quality and safety. In addition, 

Kenth Öhlin, founder of Öhlins 
Racing.

F O C U S O N S W E D E N
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1917
AB Atlas merged with AB Diesel Motorer, 

becoming AB Atlas Diesel, with the mis-

sion of refi ning the diesel engine. Atlas 

delivered its 174th and last locomotive. 
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1946
The launch of the Swedish method, where one man could 

operate one drill machine, led to rapid expansion. The 

method combined a light rock drill with a pusher leg and 

an integral drill rod with a tungsten carbide chisel insert. 

Many new sales companies were established to market 

the method worldwide.

customer demands on durability and reliability are con-
stantly increasing.

Öhlins Racing uses several different Tensor systems from 
Atlas Copco to mount its advanced shock absorbers.

“The tightening systems are vital for us,” declares Henrik 
Johansson. “The potential consequences if pieces don’t 
hold together at 300 km/h are awful.”

Investments in unique technical solutions and thorough 
quality assurance have paid off. Öhlins Racing today is a 
strong brand, mostly due to racing. In the road-racing 
championship MotoGP, which is motorcycling’s answer to 
the car racing’s Formula 1, teams like Kawasaki, Suzuki, 
Yamaha and Ducati—the 2007 World Champions—use 
shock absorbers from Öhlins.

And in ChampCar, previously CART and Indycar, the 
rulebook requires cars to be equipped with Öhlins’ shocks.

What does the future hold?
“Looking forward, we believe products will contain 
more electronics and have more advanced controls,” says 
Johansson. “While environmental demands are increasing, 
we already work with lighter materials. We are also consid-
ering if we should continue with oil, or begin to use other 

more environmentally friendly mediums in our products.”
Partners like Atlas Copco will continue to be important. 

For instance, Atlas Copco will soon help Öhlins Racing to 
network all of its Tensor tightening systems. Collecting all of 
the mounting data allows the company to check all tight-
ening afterwards. Traceability is one specifi c requirement 
that more and more customers request.

Atlas Copco machines impress
Bengt Ohlsson, Area Manager for Marketing and Sales, 
stresses the importance of having the right partners.

“We look for partners that think like we do. Companies 
that don’t compete primarily on price, but on a certain 
technology level—that is, on high quality. Atlas Copco is 
one of those companies. Like us, Atlas Copco doesn’t sell 
products—it sells long-term solutions,” Ohlsson says, and 
concludes, “Öhlins Racing is a recognized brand, but 
Atlas Copco is much better known than we are. When cus-
tomers visit our machine shop, it’s important to show them 
the highest quality machinery. Major car manufacturers 
notice these things immediately and their fi rst thought is 
‘Here’s a company that knows what it’s doing!’”
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 LEN KO WAS FOU N DED in 1955. The company has 
manufactured snowmaking equipment since 1980 
and is one of the largest suppliers in the industry. 

Their snowguns and snow facilities are spread worldwide. 
The company’s headquarters, R&D, and production facili-
ties are in Östersund, Sweden, with employees also in the 
Alpes. Lenko has sales reps and agents in several countries, 
like Poland, Germany, Russia, Finland and Norway. 

At the beginning of the 1980s, Lenko first used Atlas 
Copco’s piston compressors in their snowguns. The com-
pressor became a central component in Lenko’s snowguns 
and over the years thousands of piston compressors have 
been assembled in their snowguns. The largest installed 
system consisting of 180 snowguns is in Austria. 

Growing market 
The effects of climate changes have become a more focal 
issue for snowmakers. While the need for snow is on the 
rise, the number of days during which snow production is 
possible is dropping. It has become increasingly more 
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1956
Change of the company’s name to Atlas Copco. 

“Copco” stands for Compagnie Pneumatique 

Commerciale. New production companies were 

added, the biggest a Belgian compressor manu-

facturer.

1948
The diesel busi-

ness was sold.

important to be able to make snow at temperatures around 
0 °Celsius. This becomes a decisive factor for ski resorts 
since snow reliability guarantees more guests and can be 
critical for the resort’s turnover. 

Lenko’s snowguns are already designed to make high-
quality snow from marginal temperatures down to low 
temperatures. Now, a new generation of snowguns has 
been developed, focusing on producing snow even more 
effective at marginal temperatures around 0 °Celsius. Lenko 
has also developed a new snowmaking lance. An oil-free 
LF piston compressor is mounted on the lance, and it is now 
more effective at marginal temperatures than earlier. 

Snowmaking lances and snowguns are used in 
different ways. The mobile snowguns rotate and 
distribute the snow over vast areas. The 
lances are used on steeper and narrower 
areas and where the spray needs to be 
more concentrated. These can also be 
connected to a central air system. 

The modern snow-blowing 

As the climate becomes warmer the need for snow production is 

on the rise. Ski resorts must make snow at temperatures around 

0 °Celsius. Lenko is investing in technology that satisfi es the grow-

ing need for snow while reducing the impact on our mountains. 

Sweden

Long-standing 
partnership that focuses 
on the environment 
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system from Lenko is automatic and controlled from 
weather stations using modern IT technology. With these 
systems, the guns start operating at set temperatures and 
humidity levels and all guns are operating within 15 min-
utes. “This is a big improvement compared to the manual 
systems that takes considerably longer time to start. Snow-
blowing has to be as quick as possible and the ambition is 
usually to cover an entire slope in 40–60 hours,” says Lars-
Åke Svensson, Market Manager at Lenko.

Active environmental efforts 
Lenko was the fi rst in its industry with a pronounced envi-
ronmental focus. One of the company’s most prominent goals 
is to actively contribute to reducing environmental impact. 
For example, they use no chemical additives in their pro-
duction process and they work with recyclable materials. 
“We look at the whole picture and focus both on the snow-
gun system’s function and its environmental impact. We 
are determined to meet the ISO 14001 and ISO 9001 stan-
dards in conjunction with our FR2000 certifi cation,” says 
Lenko’s CEO Per Knutas. 

An important decision in the environmental aspect is 
to incorporate Atlas Copco’s oil-free LF compressors as 
a standard component. The LF compressor guarantees 
100% oil-free air pressure. 

“Using LF gives us an oil-free compressor that is more 
effective, requires less maintenance and is better for the 
environment. Making snow with the new compressor also 
means that power consumption is reduced even more,” 
says Örjan Sjöström, Sales Engineer at Atlas Copco 
Compressor AB.

“We have work closely with Lenko for many years and it 
is very satisfying to continue at a time when snowmaking is 
becoming more important. It is also fun to be part of devel-
oping the new lance and helping them to develop their 
business concept,” comments Gunnar Hindrum, President 
of Atlas Copco Compressor AB.

“We focus both on 
snowgun systems’ 

function and its 
environmental 

impact.”
Per Knutas, CEO of Lenko
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1968
Three business areas

 were formed.

1987
CP Chicago Pneumatic was acquired. 

It was followed by several acquisitions.
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The Swedish zinc mine Zinkgruvan is celebrat-

ing 150 years of continuous mining. The mine 

has witnessed the transition from hand-oper-

ated mining to today’s high-tech equipment. 

Throughout, the focus has always remained the 

same: effi cient and even production. A unique 

agreement was signed in 2007 between 

Zinkgruvan and Atlas Copco to support this 

ambition. 

 TH E ST RUC T U R E OF T H E C ON T R AC T is unusual for 
underground mining and involves 
Atlas Copco repurchasing drill rigs 

plus peripheral equipment and instead 
leasing the equipment to the mine along 
with backup, service, and maintenance. 
Production drilling equipment as well as 
drill rigs and loaders are covered in this 
agreement. 

“We signed the first agreement with 
Atlas Copco in 2002 when they took over 
drilling equipment maintenance. Our 
relationship with Atlas Copco has been 
excellent ever since, which infl uenced our 
decision to sign a long-term agreement,” 
explains Stefan Romedahl, CEO for 
Zinkgruvan.

Constant backup
In the future, Zinkgruvan will only supply machine opera-
tors, while Atlas Copco will handle ownership and mainte-

 Sweden 

Closer 
cooperation 
 for greater 
customer 
profi tability
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Stefan Romedahl, 
CEO Zinkgruvan.

1997
Expansion into the rental 

business. Several acquisi-

tions in the U.S. rental 

business followed. A major 

part was divested in 2006.

1992
Production of drill rigs moved 

from Stockholm to Örebro, 

Sweden.
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nance. According to the terms of the agreement, the equip-
ment will be replaced after eight years, a standard life span 
for this type of machinery. The purpose of the new agreement 
is foremost to supply Zinkgruvan with better access to a 
modern equipment fl eet. 

“Atlas Copco knows its equipment,” says Stefan Romedahl. 
“It takes expert knowledge to provide the best equipment 
maintenance. This agreement gives us constant backup 
from Atlas Copco. For example, we can have a reserve rig 
on site instantly in the event of a breakdown so that we 
don’t have to shut down production. Instead, under this 
agreement we can focus on keeping production running 
and perfecting maintenance instead of getting bogged 
down in talks about contractual obligations.” 

Everyone’s a winner
Zinkgruvan and Atlas Copco have an “open books” policy. 
This means that all bookkeeping related to the contract is 
open for inspection. The structure of the contract is unique 
from yet another angle: Zinkgruvan gets a share of the 

profi t if Atlas Copco streamlines mainte-
nance, while Atlas Copco is guaranteed a 
fixed profit level. The result; a win-win 
situation.

“As service supplier, we now have the 
chance to take greater responsibility for 
the mine’s production targets. This will 
intensify the demand for top access and 
effi ciency but will also, in the long term, 
give us a greater appreciation for Zink-
gruvan’s business operations,” comments 
Andreas Malmberg, General Manager of 
Atlas Copco CMT Sweden.

Financing as a natural part of the solution
Atlas Copco Customer Finance provides fi nancing for all 
equipment, consumables, and services sold by the Atlas 
Copco Group. Atlas Copco Customer Finance has concluded 
thousands of fi nancing transactions in more than 60 markets 
and the demand for its products and services continues to 
grow rapidly. With a good understanding of the equipment 
produced by Atlas Copco, and the way the customers work, 
Customer Finance can create fi nancing structures and pay-
ment plans that fi t its customers’ unique business needs.

 “There are very good reasons why businesses turn to us for 
fi nancing,” says Maria Mattsson, Area Sales Manager at Atlas 
Copco Customer Finance South Africa. “Surprisingly, we do not 
necessarily give more credit than banks. Our real value lies in a 

better understanding of our customers’ business. This allows 
us to adapt the fi nancing to 
match the cash fl ow that their 
investment will generate. In 
addition, we are faster (fi nancing 
is typically completed within 
two days) and easier than banks. 
Although our interest rates are 
generally on the same level as 
the banks, we can for example 
offer skipped payments during 
months that are normally slow 
for the customer.” 
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2004
Acquisition of 

Drilling Solutions.

2007
Acquisition of 

Dynapac.

Andreas Malmberg, 
General Manager of 
Atlas Copco CMT 
Sweden.

In addition to zinc, Zinkgruvan primarily mines lead and silver. 
The mine has underground mining and its total ore produc-
tion is expected to escalate during 2008 from 850 000 to 
900 000 ton. Its largest customers are in Belgium, Germany, 
and Finland. Zinkgruvan is one of Sweden’s largest producers 
of zinc and has been part of Lundin Mining since 2004.
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Several brands to satisfy 
customer demands
To be able to satisfy different customer groups’ special requirements, 

the Atlas Copco Group has decided to apply a multi-brand strategy to 

its product portfolio. Owning more than 30 brands, Atlas Copco is likely 

to be able to satisfy several customer segments’ specific needs.

TO SAT ISF Y CUSTOMER segments need the best way, 
Atlas Copco has for a number of years applied a 
multi-brand strategy to its product portfolio. Some 

brands, like the Atlas Copco brand, are in the top segment, 
always in the forefront of technical developments. Other brands 
use more proven technology or focus on niche markets. 

Some of the brands have been owned by the Group for 
many years, like CP Chicago Pneumatic, while others were 
recently acquired. In 2007, Atlas Copco bought the road 
construction equipment company Dynapac, and added one 
more brand to its portfolio. One year earlier, the medical 
gas equipment company BeaconMedæs, was acquired. 
Being very strong in its niche segment, it will continue 
operating under its well-known brand. 

Each brand strives to have a clear, unique, attractive 

image and position in its target market segment: a mission, 
a brand promise, a specific focus, and a role. The visual 
identity and its consistent use play a vital role in positioning 
a brand and should be the same throughout the world.

Atlas Copco’s brand promise is “We are committed to your 
superior productivity through interaction and innovation.” 
During 2007, people at Atlas Copco worked hard to strengthen 
the brand internally—to make people aware of what the 
Atlas Copco brand stands for in every aspect, from techni-
cal development, to service offerings, and how people are 
met in the reception area. The Swedish newspaper, Dagens 
Industri, ranked Atlas Copco among the top ten brands in 
Sweden, giving special attention to the efforts to strengthen 
the brand internally.

B R A N D I N G
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Australia 

 Buses run on 
 compressed natural gas
Intermech, a Compressed Natural Gas (CNG) compressor manu-

facturer from Auckland, New Zealand, was selected by the APA 

Group to supply CNG refueling station equipment to enable the 

contract with Western Australia’s Public Transport Authority (PTA). 

 THE P TA H AS TA K EN a lead in Australia by pro-
viding an environmentally friendly transport 
fl eet and plans to continue developing their 

energy management with environmental-friendly 
options. 

From 1999, the PTA has been replacing their buses 
with Euro 2 diesel buses and has a policy to upgrade 
approximately 50% of their 1 100 bus fl eet to Compressed 
Natural Gas (CNG). The CNG buses operate on clean, 
locally produced Western Australian natural gas. Each 
bus saves over 8.53 tonnes of greenhouse gas emissions 
per year compared to a regular diesel engine. By 2011 a 
total of 549 CNG buses will be introduced into its fl eet. 
The CNG project was initiated in 2004 and to date there 
are seven CNG bus refueling stations in the West Austra-
lian metropolitan network with 19 Intermech Rhino 
compressors, associated dispensers and fi ll panels. Each 
station also has standby Atlas Copco generators and air 
compressors. At least one further station is being planned. 

Public Transport in Western Australia
The services provided in Western Australia by the PTA 
includes TransPerth train, bus and ferry services in the 
metropolitan area with approximately 100 million people 
a year travelling with TransPerth.

The PTA also runs TransWA train and road coach 
services bus services in regional cities and school buses.

In addition to these transport services, the PTA is 
responsible for designing and building transport infra-
structure. 

TransPerth and TransWA have the most modern and 
environmentally friendly fl eet of trains, buses and ferries 
of any urban transit system in Australia.

Compressors for 
natural gas (CNG)
The Atlas Copco Group acquired Intermech of New 
Zealand in 2005. The acquisition allowed the Group 
to enter the rapidly growing market for CNG for 
vehicles and Atlas Copco’s worldwide presence was 
an advantage for Intermech’s global expansion.
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India

 Increased output
Every third minute, the line moves on. The interval is planned with 

precision, and every torque has been calibrated into perfection for 

around 20 days before production was started at the line. 

B R A N D I N G
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 AT EV ERY N EW STAT ION, a skillful worker takes 
the dark-red electrical nutrunner in his hands and 
tightens some more nuts and bolts. Some 48 stations 

later, around 200 parts have been assembled, and after a 
little more than 90 minutes, the new engine is ready to be 
loaded on a colorful truck and transported another 45 
kilometers up in the Indian mountains, to Mahindra & 
Mahindra’s Nashik plant, where the engine will be the 
heart of an Indian vehicle.

Mahindra & Mahindra’s double-certifi ed top-of-the-line 
Igatpuri plant produces 800 engines a day, an output that 
was a rise from 350 before the new two lines were installed. 
An important contribution to this productivity increase is 
the new electrical tools installed on two of the lines.

Switch from pneumatic to electric
When building the new production lines, Mahindra & 
Mahindra changed from pneumatic to electric tools. 
“To us, ease of integration was important, and it is of 
course positive that noise levels are lower now, and that 
running costs are lower than before,” says Yogiraj Dhake,  

Deputy General Manager for Mahindra 
& Mahindra’s Igatpuri plant.

Changing from pneumatic to electric 
tools made it important to train all 
operators in using the new tools. All 
workers are graded in a four-step scale, 
and to be allowed to work on the new 
line means that the operators have 
taken the training and passed the test. 

Service counts
“In India, there are four major players 
selling electrical and pneumatic tools 
to car manufacturers,” says Yogiraj 
Dhake. “When we were going to equip 
our new lines, we sent a detailed descrip-

tion of what we needed, and some time later, we asked the 
tools producers to come back to us and show us in our 
training center what their tools could do to our plant.” He 
continues: “Every brand had a full day to show us their 
products, to show us the number of work stations needed, 
to talk about the ease of integration, to show how facts 
about safety-critical joints could be stored, how joints were 
tightened according to pre-set standards,” Dhake continues. 

Operators from the line could also test the ergonomics of 
the tools, and together with checking data and talking about 
how the line should be built to become as lean as possible, 
discussions were also about what service Mahindra & 
Mahindra could get.

“To us, a good service agreement is crucial. After our 
long history together, we had confi dence in Tushar S. Pawar, 
regional sales manager from CP Desoutter. When he 
promised us that a service engineer would always show up 
at our door step within a few hours after a call, we had no 
reasons not to believe him.” Avoiding down-time in the 
production is crucial in all production facilities, and when 
located in Igatpuri, a village on the expanding mountain 
road between Mumbai and Delhi, it might even be even 
more important to have a service engineer relatively close 
to the premises.

Tushar S. Pawar, regional sales manager, CP Desoutter,
visits Mahindra & Mahindra’s Igatpuri plant regularly.

Short facts on the Mahindra group
The BUSD 6 Mahindra Group is among the top 10 industrial 
houses in India. The Group has a leading presence in key 
sectors of the Indian economy, including the fi nancial ser-
vices, trade and logistics, automotive components, infor-
mation technology, and infrastructure development. 

The Group employs over 50 000 people and has several 
state-of-the-art facilities in India and overseas.

The Mahindra Group’s Automotive Sector is in the busi-
ness of manufacturing and marketing utility vehicles and 
light commercial vehicles, including three-wheelers. It is 
the market leader in utility vehicles in India since inception, 
and currently accounts for about half of India’s market for 
utility vehicles.

Products used on the new lines
The Mahindra Automotive Group installed 100 
electric tools branded CP Desoutter during 
2007. On the new lines, they installed 
Electric brushless portable nutrunners 
and Plug- and tighten tools.

Yogiraj Dhake, Deputy 
General Manager, 
Mahindra & Mahindra’s 
Igatpuri plant.
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Shanghai’s exciting new F1 racing circuit has an overall length of 5.5 

kilometers, seven left and seven right turns and standard widths 

ranging between 13 meters and 20 meters. Dynapac machines handled 

some 75000 tons of material to get the circuit’s paving and compaction 

job done.

China 

 Dynapac helped finish 
the Shanghai Formula 1 
racing circuit

ON TOP OF A 40 CEN T IMET ERS road base of crushed 
stone, the circuit has three layers of asphalt. The 
lowest is a 10 centimeters thick asphalt base course, 

the middle layer is made of a four centimeters thick binder 
course, and the top layer wearing course is a combination of 
fine and coarse aggregates and a mineral filler. The polymer-
modified bitumen is used in accordance with specifications 
set up by FIA, Fédération Internationale de l’Automobile, 
proven to provide an even surface with good grip, smooth-

ness, durability, withstanding extreme impacts and high 
temperature deformation. With speeds expected to reach 
320 km/h, constant acceleration/braking and going round 
bends mean that the stress on the track’s surface is extreme 
and far above that of ordinary roads.

The circuit has been designed by Herman Tilke GmbH in 
Germany, also responsible for the Sepang track in Malaysia 
and the Bahrain circuit. Contractor was Shanghai Road 
Construction Co. The entire project was brought to a success-

B R A N D I N G
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ful completion thanks to a close cooperation between the 
design company, the contractor and equipment suppliers 
such as Dynapac.

Good paving vital for surface evenness
In Formula 1, the top layer must be absolutely even. 
Dynapac therefore suggested that the contractor set in 
four tracked pavers with extended drive and drive units 
at the outer ends of the auger. The auger’s function is to 
distribute the asphalt mix as evenly and as continuously as 
possible in front of the screed thereby setting the scene for 
the operation of the screed. This gives the screed optimum 
operating conditions, which results in a top asphalt layer 
without material segregation and a better pre-compaction. 

Two roller types used
For the 10 centimeters asphalt base course using a 0–35 
millimeters crushed stone, Dynapac rollers were able to 
achieve a 98% density in just eight passes. For the top layer, 
a combination of crushed stone and binder material was 
choosen, that met demands for thoughness, colour and 

resistans to polishing—key factors stipulated by the F1 
Authority. The choice of binder ensured durability under 
the region’s hot climate.

Two tandem rollers from Dynapac were also used. 
These rollers can initially be set on a high amplitude/low 
frequency vibration mode to complete the compaction of 
the upper part of the thick layers and compact the over-
laying wearing course. The rollers are then switched to low 
amplitude/high frequency setting to complete the compac-
tion of the upper part of the thicker layers, and compact 
the fi nal overlaying top layer. A technique eliminating the 
tendency to over compact thinner layers.

  Throughout the paving of all three asphalt courses, the 
Dynapac rollers worked over a minimum pass length of 
50 meters with cooling times ranging from approximately 
40 minutes on the base course to 11–12 minutes on the 
wearing course.

Thousands of tons per day
Throughout paving, Shanghai Road Construction Co 
generally used two or three Dynapac trains led by the 
pavers. However, for the shortest U-bends of the race track, 
asphalting was undertaken using all four pavers. This allowed 
the contractor to achieve the specifi ed high quality fi nish 
across the track width by staggering the pavers over the 
extremely tight curve.

 “The contractor had paved up to 2 100 tons per day, ” 
says Jörg Knoblauch, Dynapac’s project manager.

105 km/h

100 km/h

265 km/h

90 km/h

250 km/h

285 km/h

180 km/h

305 km/h

90 km/h

VITESSE MAX 325 km/h

B R A N D I N G

Extending the scope
In 2007, the Atlas Copco Group aquired Dynapac, a leading 
supplier of compaction and paving equipment for the road 
construction market.
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A clear vision

Strategy
Atlas Copco has strong positions globally in most seg-
ments where it offers products and solutions. The Group 
concentrates on strengthening its position within segments 
where it has core competence. To reach its vision 
First in Mind—First in Choice®, the Group has three 
overall strategic directions:

Organic and acquired growth

Growth should primarily be organic, supported by selected 
acquisitions. Growth can be achieved by:
• geographic expansion, by opening additional customer 

centers
• deeper market penetration, by recruiting more service 

and sales personnel
• increase the scope of supply
• acquiring more channels to the market, for example 

more brands or more distributor channels
• continuously launching new products for existing 

applications
• finding new applications for existing products
• acquiring products for existing applications
• acquiring technology/expertise in related applications

Innovations and continuous improvements

To be a market leader demands continuous substantial 
investment in research and development. Customers should 
be offered products and solutions that increase their produc-
tivity and reduce their cost. New products and solutions 
should provide extra benefits for the customer compared 
to the existing products or to the competition.

Strengthened aftermarket

The aftermarket comprises accessories, consumables, parts, 
service, maintenance, and training. A strengthened after-
market offers the Group a stable revenue stream, high growth 
potential, and optimized business processes. In addition, 
the product development organization gets a better under-
standing of the customers’ needs and preferences.

Financial targets
Atlas Copco Group has defined financial targets that will 
create and continuously increase shareholder value. The 
overall objective is to grow while achieving a return on 
capital employed that always exceeds the Group’s average 
total cost of capital. The financial targets are
• to have an annual revenue growth of 8%,
• to reach an operating margin of 15%, and
• to challenge and continuously improve the efficiency of 

operating capital in terms of fixed assets, inventories, 
receivables, and rental-fleet utilization.

Non-financial objectives and targets
• All employees shall receive appropriate training in the 

Business Code of Practice, including human rights aspects.

Social

• Each employee shall be provided with an average of 
40 hours competence development per year.

• Each employee shall receive an annual personal 
performance appraisal.

• Internal mobility is encouraged with the aim to 
recruit 85% of managers internally.

• Zero tolerance for work related accidents.

Environmental

• All product companies/production sites shall be 
 ISO 14001 certified.

• All employees shall work in an Environmental 
Management System (EMS) certified environment.

• All divisions shall have measurable targets for main 
product categories to increase energy efficiency.

• All product companies/production sites aim to reduce 
their CO2 emissions, including transports to and from 
production sites.

Business partners

• Business partners shall be evaluated from an environ-
mental and social performance point of view in addition 
to general business objectives.

• Business partners shall be encouraged to implement an 
environmental system similar to Atlas Copco’s system.

A T L A S C O P C O G R O U P

The Atlas Copco Group’s vision is to become First in Mind—First in Choice ® 

of its customers and prospects, and of other key stakeholders.
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Hans Sandberg, Hans Ola Meyer, Fredrik Möller, Annika Berglund, Ronnie Leten, Gunnar Brock, Jeanette Livijn, and Björn Rosengren, 
in Atlas Copco’s mine in Stockholm, Sweden.

Group management

HANS SANDBERG 
Senior Vice President General Counsel. 

HANS OLA MEYER 
Senior Vice President Controlling and Finance.

FREDRIK MÖLLER
Senior Executive Vice President of Atlas Copco AB
and Business Area President Industrial Technique. 

ANNIKA BERGLUND 
Senior Vice President Corporate Communications.

RONNIE LETEN 
Business Area President Compressor Technique.

GUNNAR BROCK
President and Chief Executive Officer of the Atlas Copco Group. 

JEANETTE LIVIJN
Vice President Organizational Development and Human Resources.

BJÖRN ROSENGREN 
Senior Executive Vice President of Atlas Copco AB and Business Area 
President Construction and Mining Technique. 
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Compressor Technique

Construction and Mining Technique

Industrial Technique

Atlas Copco Group
Atlas Copco is a world leading provider of industrial 

productivity solutions. The products and services range 

from compressed air and gas equipment, generators, 

construction and mining equipment, industrial tools 

and assembly systems, to related aftermarket and 

rental. In close cooperation with customers and 

business partners, and with 135 years of experience, 

Atlas Copco innovates for superior productivity. 

Headquartered in Stockholm, Sweden, the Group’s 

global reach spans more than 160 markets. In 2007, 

Atlas Copco had revenues of BSEK 63 (BEUR 6.7) and 

33000 employees.

The Business Revenues and operating margin

The Compressor Technique business area 
develops, manufactures, markets, distributes, 
and services oil-free and oil-injected stationary 
air compressors, portable air compressors, gas 
and process compressors, turbo expanders, 
generators, air treatment equipment, and air 
management systems. 

The business area has in-house resources for 
basic development in its core technologies, and 
offers specialty rental services. Development, 
manufacturing, and assembly are concentrated 
in Belgium, with other units situated in Brazil, 
China, Czech Republic, France, Germany, India, 
Italy, New Zealand, Switzerland, and the United 
States.

The Construction and Mining Technique business 
area develops, manufactures, markets and ser-
vices rock drilling tools, underground rock drill-
ing rigs for tunneling and mining applications, 
surface drilling rigs, loading equipment, explo-
ration drilling equipment, construction tools and 
road construction equipment. 

The business area has its principal product 
development and manufacturing units in Sweden, 
Germany, and the United States, with other units 
in Australia, Austria, Brazil, Bulgaria, Canada, 
Chile, China, Finland, India, Japan, and South 
Africa.

The Industrial Technique business area develops, 
manufactures, and markets industrial power 
tools, assembly systems, and aftermarket prod-
ucts and services. It serves the needs of indus-
trial manufacturing, such as the automotive and 
aerospace industries, general industrial manu-
facturing, and maintenance and vehicle service. 

The business area has its product develop-
ment and manufacturing units in Sweden, China, 
France, Germany, Great Britain, Hungary, Italy, 
Japan, and the United States. The business area 
has also assembly system application centers in 
several markets.

1)Excluding the divested professional 

electric tools business.
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A world leading 
provider of industrial 
productivity solutions
Atlas Copco is a world leading provider of industrial productivity solutions. The 
products and services range from compressed air and gas equipment, generators, 
construction and mining equipment, industrial tools and assembly systems, to 
related aftermarket and rental. 

In close cooperation with customers and business partners, and with 135 years 
of experience, Atlas Copco innovates for superior productivity.

Headquartered in Stockholm, Sweden, the Group’s global reach spans more than 
160 markets. In 2007, Atlas Copco had revenues of BSEK 63 (BEUR 6.7) and 33 000 
employees. 

Learn more at www.atlascopco.com
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Addresses

Atlas Copco Group Center
Atlas Copco AB (publ)
SE-105 23 Stockholm, Sweden
Phone: +46 8 743 8000
Fax: +46 8 644 9045
atlascopco.com
Reg. No: 556014-2720

Atlas Copco 
Compressor Technique
Airpower n.v.
P O Box 100
BE-2610 Wilrijk, Belgium
Phone: +32 3 870 2111
Fax: +32 3 870 2443

Atlas Copco
Industrial Air 
P O Box 103
BE-2610 Wilrijk, Belgium
Phone: +32 3 870 2111
Fax: +32 3 870 2576

Atlas Copco
Oil-free Air 
P O Box 104
BE-2610 Wilrijk, Belgium
Phone: +32 3 870 2111
Fax: +32 3 870 2443

Atlas Copco
Portable Air 
P O Box 102
BE-2610 Wilrijk, Belgium
Phone: +32 3 870 2111
Fax: +32 3 870 2443

Atlas Copco 
Gas and Process 
Am Ziegelofen 2
DE-50999 Cologne, Germany
Phone: +49 2236 965 00
Fax: +49 2236 965 05 22

Atlas Copco
Specialty Rental
P O Box 107
BE-2610 Wilrijk, Belgium
Phone: +32 3 870 2111
Fax: +32 3 870 2443

Atlas Copco
Compressor Technique Service
P O Box 222
BE-2610 Wilrijk, Belgium
Phone: +32 3 870 2111
Fax: +32 3 450 62 00

Atlas Copco   
Airtec
P O Box 101
BE-2610 Wilrijk, Belgium
Phone: +32 3 870 2111
Fax: +32 3 870 2443

Atlas Copco Construction 
and Mining Technique
SE-105 23 Stockholm, Sweden
Phone: +46 8 743 8000
Fax: +46 8 644 9045

Atlas Copco
Underground Rock Excavation
SE-701 91 Örebro, Sweden
Phone: +46 19 670 7000
Fax: +46 19 670 7070

Atlas Copco
Surface Drilling Equipment 
SE-701 91 Örebro, Sweden
Phone: +46 19 670 7000
Fax: +46 19 670 7298

Atlas Copco 
Drilling Solutions
PO Box 462288
Garland TX 75046-2288, USA
Phone: +1 972 496 7400
Fax: +1 972 496 7425

Atlas Copco
Secoroc   
Box 521 
SE-737 25 Fagersta, Sweden
Phone: +46 223 461 00
Fax: +46 223 461 01

Atlas Copco
Construction Tools
SE-105 23 Stockholm, Sweden
Phone: +46 8 743 9600
Fax: +46 8 743 9650

Atlas Copco  
Geotechnical Drilling  
and Exploration
SE-195 82 Märsta, Sweden
Phone: +46 8 587 785 00
Fax: +46 8 591 187 82

Atlas Copco
Road Construction Equipment
SE-105 23 Stockholm, Sweden
Phone: +46 8 743 93 00
Fax: +46 8 743 83 90

Atlas Copco
Rocktec
SE-701 91 Örebro, Sweden
Phone: +46 19 670 7000
Fax: +46 19 670 7513

Atlas Copco 
Industrial Technique
SE-105 23 Stockholm, Sweden
Phone: +46 8 743 8000
Fax: +46 8 644 9045

Atlas Copco Tools and Assembly 
Systems Motor Vehicle Industry
SE-105 23 Stockholm, Sweden
Phone: +46 8 743 9500
Fax: +46 8 640 0546

Atlas Copco Tools and Assembly 
Systems General Industry
SE-105 23 Stockholm, Sweden
Phone: +46 8 743 9500
Fax: +46 8 640 0546

Chicago Pneumatic Industrial
ZAC de la Lorie
38, Rue Bobby Sands
BP 10273
FR-44818 Saint Herblain, France
Phone: +33 2 40 80 20 00
Fax: +33 2 40 33 27 07

Chicago Pneumatic 
Vehicle Service
ZAC de la Lorie
38, Rue Bobby Sands
BP 10273
44818 Saint Herblain, France
Phone: +33 2 40 33 20 00
Fax: +33 2 40 33 27 07

Atlas Copco
Tooltec
SE-105 23 Stockholm, Sweden
Phone: +46 8 743 9500
Fax: +46 8 640 0546

Algeria +213 (0)21 32 83 25
Argentina  +54 (0)11 47 17 22 00
Australia  +61 (0)2 96 21 99 99
Austria  +43 (0)1 76 01 20
Bahrain  +973 17 22 15 51
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Canada  +1 514 366 2626
Chile  +56 (0)2 442 36 00
China  +86 (0)21 22 08 48 00
Colombia  +57 (0)1 419 92 00
Congo, Democratic 
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France  +33 (0)1 39 09 30 00
Germany  +49 (0)201 217 70
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Hong Kong  +852 27 97 66 00
Hungary  +36 (0)23 80 36 00
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Indonesia  +62 (0)21 780 10 08
Iran  +98 (0)21 66 93 77 11
Ireland  +353 (0)1 450 59 78
Italy  +39 02 61 79 91
Japan  +81 (0)3 57 65 78 01
Kazakhstan  +7 (0)727 258 85 34
Kenya  +254 (0)20 660 50 00
Kuwait +965 398 79 60 61
Latvia +371 760 91 90

Lithuania +370 (0)37 22 88 61
Macedonia  +389 (0)2 311 23 83
Malaysia  +60 (0)3 51 23 88 88
Mexico  +52 (0)55 22 82 06 00
Mongolia + 976 (0)11 34 49 91
Morocco  +212 (0)22 60 00 40
Namibia  +264 (0)61 26 13 96
Netherlands  +31 (0)78 623 02 30
New Zealand  +64 (0)9 579 40 69
Norway  +47 64 86 08 60

Pakistan +92 (0)42 574 94 06
Peru  +51 (0)1 224 86 80
Philippines  +63 (0)2 843 05 35
Poland  +48 (0)22 572 68 00
Portugal  +351 214 16 85 00
Romania  +40 (0)21 352 36 23
Russia +7 495 933 60 27
Saudi Arabia  +966 (0)2 693 33 57
Serbia +381 (0)11 311 66 18
Singapore  +65 68 62 28 11

Slovakia  +421 (0)32 743 80 01
Slovenia +386 (0)1 560 07 10
South Africa  +27 (0)11 821 90 00
South Korea +82 (0)2 21 89 40 00
Spain  +34 91 627 91 00
Sweden  +46 (0)8 743 80 00
Switzerland  +41 (0)32 374 14 00
Taiwan +886 (0)3 479 68 38
Tanzania +255 (0)28 252 05 62
Thailand  +66 (0)38 56 29 00

Turkey  +90 (0)216 581 05 81
Ukraine  +380 (0)44 499 18 70
United Arab 
Emirates +971 (0)4 886 19 96
United States  +1 973 439 34 00
Uzbekistan +998 (0)711 20 47 64
Venezuela  +58 (0)212 256 23 11
Vietnam +84 (0)8 898 96 38
Zambia +260 (0)2 31 12 81
Zimbabwe  +263 (0)4 62 17 61

Atlas Copco Customer Centers Worldwide

Atlas Copco AB
SE-105 23 Stockholm, Sweden 

Phone: +46 8 743 8000
Reg. No: 556014-2720

www.atlascopco.com

9850 9622 01

A
chieve Atlas Copco’s M

agazine 2007/2008

Achieve07_English_cover.indd   1 08-03-12   18.29.28


