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SERVICE
A reactive undertaking no longer, each business 
area has proactive service operations address-
ing customer needs.

VACUUM SOLUTIONS
Vacuum technology enables modern  
production processes, and the need for  
vacuum continues to grow. 

INTERNAL JOB MARKET
An international posting provides unsurpassed 
opportunities to broaden your outlook.

WATER FOR ALL
Some 800 million people around the globe lack 
access to clean water. Our nonprofit organiza-
tion is working to change that.

SUSTAINABILITY
Saving energy and conserving natural resources  
increases prosperity both for the company and 
for its customers.

GOING MOBILE
Customers are demanding access to all kinds 
of information faster than ever before. A mobile 
app helps meet the need.

DINOSAUR DISCOVERY
A dinosaur species in Australia remained hidden  
for 100 million years. Atlas Copco equipment 
brought it to light. 
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As a Country  

Manager in 
Africa, Lina 

Jorheden 
oversees  14 
diverse and 
challenging  

countries.

“ Nairobi is now a tech city, and 
people are starting their own 
app companies.”  
 Lina Jorheden

PAGE 20
Vacuum are 

critical in a wide 
variety of 

applications in 
manufacturing 
and analytical 

processes.
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This is Atlas Copco 

ORDERS RECEIVED PER CUSTOMER CATEGORY REVENUE PER BUSINESS AREA

Manufacturing
34%

Services
5%

Mining
19%

Process industry
15%

Construction
19%

Others
8%

Welcome to the world of Atlas Copco. 
Our customers are located almost  
everywhere on the globe. To them, we  
are a local company; at the same time,  
the Atlas Copco Group is a global  
enterprise with worldwide resources. 

Compressor Technique
45%

Industrial Technique
14%

Construction Technique
15%

Mining and Rock 
Excavation Technique

26%

Being a good corporate citizen
Atlas Copco is perceived as an industry benchmark in many 
areas. The company has been selected as a member of the 
 FTSE4Good index, which includes world-leading companies 
that score well on environmental, social and governance 
practices, and was named a “Leader”. For the fifth year in a 
row, Atlas Copco was included in Dow Jones Sustainability 
Index for 2015/2016. Our brand promise is to  ensure reliable, 
lasting results with a responsible use of resources – human, 
natural and capital.

EMPLOYEES 6 300
REVENUE 24%

NORTH AMERICA

EMPLOYEES 3 100
REVENUE 8%

SOUTH AMERICA

We are
everywhere

Tesla Motors rely on  
Atlas Copco assembly tools. 
Read more on pages 28–29.

São Paulo is enduring a water 
shortage. A dentistry depart-
ment has invested in vacuum 
pumps and reduced water use.
Page 30.

Atlas Copco 
was founded 

in 1873.

Team up 
with Tesla

Reduce 
water use

�+�+�+��+�+	+
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 The Compressor 
 Technique business area 
provides industrial  
compressors, vacuum  
solutions, gas and  
process compressors and 
expanders, air and gas 
treatment equipment and 
air management systems. 
The business area has a 
global service network 
and  innovates for  
sustainable productivity 
in the manufacturing, oil 
and gas, and process  
industries.

 The Industrial Technique 
business area provides  
industrial power tools,  
assembly systems,  
quality assurance prod-
ucts, software and service 
through a global net-
work. The business area 
 innovates for sustainable 
productivity for customers 
in the automotive and  
aerospace industries,  
industrial manufacturing 
and maintenance, and in 
vehicle service. 

 The Mining and Rock 
Excavation Technique 
business area provides 
equipment for drilling and 
rock excavation. The  
business area innovates 
for sustainable productiv-
ity in surface and under-
ground mining, infrastruc-
ture, civil works, well 
drilling and geotechnical 
applications. 

 The Construction 
 Technique business area 
provides construction and 
demolition tools, portable 
compressors, pumps and 
generators, lighting  
towers, and compaction 
and paving equipment. 
The business area offers 
specialty rental and 
 provides service through 
a global network. 
Construction Technique 
innovates for sustainable 
productivity in infrastruc-
ture, civil works, oil and 
gas, energy, drilling and 
road construction projects. 

Compressor 
Technique

Industrial 
Technique

Mining and Rock 
Excavation Technique

Construction 
Technique

Global reach, spans more than 180 markets.  
Sales operations in 92 countries.

Over 43 000 employees.
Production facilities in 28 countries. 

Headquartered in Stockholm, Sweden.

102 BSEK
REVENUE IN 2015

ATLAS COPCO GROUP

EMPLOYEES 2 600
REVENUE 10%

AFRICA/MIDDLE EAST

EMPLOYEES 18 700
REVENUE 29%

EUROPE

EMPLOYEES 12 400
REVENUE 29%

ASIA/AUSTRALIA

Compressed air plays an 
important role in beer 
 production It is involved in 
every phase of the process. 
Read more on pages 31–33.

Meet Lina Jorheden, 
Country Manager, 
 responsible for Atlas 
Copco’s mining and rock 
excavation business in 
East Africa. 
Page 35–39.

 Booming 
Africa

Cheers!

This is 
what we do



At Volvo Car Group’s Chengdu plant in China, all assembly tools and software 
have been supplied – and are maintained on site – by Atlas Copco. 

TEXT ATLAS COPCO PHOTO ATLAS COPCO

PRODUCTIVITY
along the line

WHEN VOLVO CAR GROUP’S

-

-

-

The final assembly has 
more than 400 Atlas 

Copco electric and 
battery tools, fixtured 

nutrunners, controllers 
and software. Torque 
 accuracy and reliabil-

ity are critical in the 
assembly process, 

where every lost min-
ute on the production 
line means significant 

financial losses.
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A WORD FROM THE CEO

Innovation is key for Atlas 
Copco. How do you secure 
an innovative culture? 

An innovative culture re-
quires some key ingredients. 
First of all, every innovation 
should have a purpose – it 
should bring on a new, better 
solution. Our employees can 
better create this by moving 
around in the organization. 
Our internal job market plays 
a key role, making it easy for 
people to take on new cha l-
lenges. Diversity is also cru-
cial. Mixing people with dif-
ferent nationalities, gender, 
age, experience and education 
promotes a creative environ-
ment. Another key ingredient 
is giving people the tools to 
learn new things, speeding 
up their time to competence. 
We strongly believe there is 
always a better way. Last but 
not least, we live close to our 
customers and listen very 
carefully to their challenges 
and needs. 

What type of innovations 
can we expect from Atlas 
Copco in the coming years? 

INNOVATION
INNOVATION APPLIES NOT ONLY to new products, but also to  
service, logistics and customer relations. Atlas Copco CEO and  
President Ronnie Leten talks about the key ingredients of an  

TEXT ATLAS COPCO  PHOTO ATLAS COPCO

There can be innovation 
in lots of areas – obviously 
in products, but also in ser-
vice, processes, logistics, the 
supply chain and customer 
relations. The digital world is 
changing rapidly. Capabilities 
are improving dramatically, 
and the cost of new materials 
is becoming more attractive, 
which is creating new op-
portunities. Heat to power is 

will see new applications. It 

is consistent with the global 
-

ciency, and we will absolutely 
play a key role.  

Is Atlas Copco ambitious 
enough in its product de-
velopment when it comes to 

   
Well, there is always a bet-

ter way. We have achieved a 
great deal in this area, launch-
ing many products that are 

-
ciency. Our competence in 

Name: Ronnie 
Leten.

Lives: Stockholm, 
Sweden.

Family: Wife and 
two sons and two 

grandchildren.  
Spare time:  

Cycling.
In focus now: In 
our private lives, 
things are going 

the digital way at a 
rapid pace. This is 
also the trend for 

our business.  

A world of



  achieve  7     

“ You need a rock-solid organization 
that always looks after the customer 
and believes we can always do better.”
Ronnie Leten

this area is second to none. 
But of course we are pushing 
on. We are constantly scan-
ning the technology market 
to see what is out there and to 
make sure we do everything 
we can to provide the best so-
lutions.  

The Paris agreement in 
2015 to reduce emissions 
should be good for us and is 
consistent with our business 
idea. For example, our very 
successful variable speed 
compressors consume down 
to half the energy required by 
traditional compressors. The 
more units we install, the bet-
ter for the environment.  

What is Atlas Copco do-
ing to ensure it is in the fore-
front of the digital transfor-
mation?    

It is key we have the com-
petence to understand the po-

tential of digitization. Adapt-
ing to new ways of working is 
a day-to-day challenge, so we 
need to be ready for change. 
The easier we make the im-
plementation of the transfor-
mation, the faster it will be 
accepted. We will see many 
business processes changing 
in the years to come.

Looking at the service 
business, what are the chal-
lenges and opportunities?   

The service business must 
keep growing. We still do not 

service all our equipment that 
we have sold and installed. 
The biggest challenge is to 
convince the owner. We need 
to show that we can create 
much more value for him 
or her if we do the work. In-
novation is important also 
for service. For example, our 
SMARTLINK data monitor-
ing system lets us see exactly 
when a compressor needs 
service. This gives custom-
ers peace of mind and is a 
win-win for us and them. The 

installation will always run 
-

tained the right way.  
In 2015 Atlas Copco 

presented focused priori-
-

able growth – innovation, 
business ethics, safety and 

and competent teams. You 

pillars. What role do the 
priorities play?    

The priorities are a comple-
ment to our strategic pillars 
and will ensure that we stay 
competitive, innovative and 
ethically sound long into the 

growth one year may be easy. 
But to do this year after year 
you need a rock-solid organi-
zation that always looks after 
the customer and believes we 
can always do better. 

Lisa Lindberg, Embedded Human Interface programmer, is doing a tightening to demonstrate the future possibilities in integrating new 
technical products and innovations such as intelligent glasses in assembly solutions. 



CONSTRUCTION

The worst earthquake in Japanese history hit the country on March 11, 
2011. The tsunami that followed devastated Eastern Japan, and many 
lives were lost. Tens of thousands of people had to leave their homes to 

 
the region is making a remarkable recovery. 
TEXT ANNA GULLERS  PHOTO ROBERT GILHOOLY

RECONSTRUCTION 

TSUNAMI
after a
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THE TOWN OF Rikuzentakata is one example of the 
recovery process after it was destroyed by the earth-
quake and the tsunami that followed. Today, a com-
pletely new community is under construction on the 
site, including schools, hospitals, a railway station, 
commercial center and reinforced sea defenses. The 
former residents who have been living in temporary 
prefabricated shelters now have hopes of returning 
home by 2018.

On top of this, more than 90 hectares of land is 
being  elevated by seven to 11 meters to accommo-
date new housing projects.

The rockfill required for these new coastal embank-
ments is being extracted from the hills. It is a huge 
task, involving an unprecedented amount of drilling, 
blasting and haulage.

The work is being carried out by a joint venture con-
sisting of Japan Rock Engineering and Japan Blasting 
Technics. Between them, these companies are using 
a fleet of seven Atlas Copco tophammer drill rigs, all 
PowerROC T35 and T45 models.

Japan and the world are watching this job site,” 
said Takashi Sasada, Japan Rock’s site manager.  
“We cannot delay the time necessary for completion. 
We are very satisfied with the machines which  
have stabilized production in these tough ground  
conditions.”

A new town
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Atlas Copco is 
helping customers 

know when service is 
needed and how  

service can extend  
operating life and 

equipment  
efficiency.
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WHEN NICO DELVAUX, President of 
Atlas Copco’s Compressor Technique 
Business Area, began the company’s 
Compressor Technique Service division 
in 2008, he was sailing into uncharted 
waters. Creation of that division began 
the transformation of service within  
Atlas Copco from a reactive to a proac-
tive business that could not only increase 
customer satisfaction but also contribute 
to the company’s overall bottom line.

“It must be that we did something 
right, because we decided to create dedi-
cated service divisions in the other busi-
ness areas as well,” Delvaux says. “To-
day, every business area has a dedicated 
service division.”

That commitment to service ex-
tends around the globe, from the Atlas 

in Shanghai that began operations as a 
separate business unit in 2014, to the in-
dustrial technique service division in the 
UK which helps monitor auto industry 
customers, to the planned production of 
mining and excavation equipment with 
built-in remote monitoring equipment to 

A reactive undertaking no longer, service today is one of Atlas 
 

business area has a proactive service division to address customer 
needs. TEXT JOHN FRANK  PHOTO THRON ULLBERG AND ATLAS COPCO

Indeed, connectivity and data analysis 
are new frontiers of service that Atlas 
Copco is pioneering, helping customers 
know in advance when service is needed 
and how proper service can extend oper-

helping customer bottom lines and the 
environment.

“The importance of our service busi-
ness has increased tremendously,” 
Delvaux says. “Today, service is one of 

growth.”

DELVAUX RECALLS THAT when he was 

2008, he recruited people from through-
out the company, creating a blueprint 
others would follow. “There was no his-
tory” within the company of how to build 
a service unit, so “we just created his-
tory,” he recalls.

“We created a common service strat-
egy for the business area,” he explains. 
“We started then to really create aware-
ness that service is important, not only 

SERVICE

SERVICE
At your

Nico Delvaux began in 2008 the trans-
formation of Atlas Copco´s compressor 
service from a reactive to a proactive 
business that could increase customer 
satisfaction and also contribute to the 
company’s overall bottom line.
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from a customer satisfaction point of 
view but also from a business generation 
point of view.”

Delvaux’s division took a tactical ma-
trix view of service. What that meant was 
looking at the company’s market penetra-
tion in a given country, region or territory 
and then seeing how many of its com-
pressor customers were receiving ser-
vice from the company as well. If Atlas 
Copco had 100 compressors in a region, 
for example, and only 50 were serviced 
by Atlas Copco, the penetration rate for 
that market was 50%. The goal became to 
dramatically increase penetration rates, 
with the ultimate goal to service every 
compressor put in the market.

THAT APPROACH ALLOWED the ser-
vice division to see where it had oppor-
tunities to market its services. Doing that 
meant using dedicated service sales staff, 
something that didn’t exist before the ser-
vice division came into being, Delvaux 
explains. 

The typical compressed-air installa-
tion customer spends around 10% to 15% 
of total costs on the initial investment, 
10% to 15% on maintenance and 70% to 
80% on energy use, Delvaux says. Ser-

vice sales people could explain that regu-
lar maintenance of compressor equip-
ment could help save on the 80% that 
went to energy costs by allowing equip-
ment to consistently run at more energy-

for preventive service would be recouped 
by lower energy costs, not to mention the 

-
ment and overall sustainability.

CUSTOMERS BEGAN GETTING the 
message early on. The service division 
started seeing results, in terms of in-

six months, Delvaux recalls. Customer 
satisfaction surveys also produced posi-
tive customer feedback, another sign the 
new proactive approach to service was 
connecting with the customer base.

Today, when Atlas Copco goes after 
compressor service business, it takes a 
holistic approach. “If we service some-
thing in a compressor room, we want 
to service everything in a compressor 
room,” Delvaux says. ” The company  
also strives to explain to customers that 
installations with service agreements 
have higher uptime than those with just 
ad hoc maintenance, he says. “We can 

“ The importance of our service business has  
increased tremendously.”  
Nico Delvaux 

SERVICE

+� of Atlas Copco’s
employees work
in service.
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prove to a customer that he will have 
higher uptime and lower total cost of 
ownership for an installation if he gives 
the business to us,” Delvaux says. “We 
strive that customers see us as a partner 
that gives them peace of mind.”

WHEN MARKKU TERÄSVASARA be-
came President of the Atlas Copco Min-
ing and Rock Excavation Service  
division at the start of 2014, it had been 

since January 2012. While the division 

out by the compressor service division, 
it had different challenges to manage in 

mining and rock excavation, Teräsvasara 
notes. 

Customers often do their own mainte-

Local competitors for service were an-
other concern. Regarding such com-
petitors, Teräsvasara says, “We need to 
be the most competitive supplier on the 
market.” 

The division decided to focus on ser-
vice areas where it could add value rather 

Atlas Copco´s proactive service includes full  
audits of compressed air installations.

Markku Teräsvasara, President 
 Mining and Rock Excavation 
 Service division, is focused on 
fleet management. 

“ You must know where 

under what conditions 
and how it is utilized.” 
Markku Teräsvasara 
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than be just another me-too competitor 
across a broad service spectrum. That 
meant focusing service on core compo-
nents of mining and excavation equip-
ment such as rock drills and rotation 
units, control systems, hydraulic compo-
nents, booms and feeds, and drivelines. 

When it comes to convincing custom-
ers who are doing their own maintenance 
to switch to Atlas Copco, Teräsvasara 
says, “The only way to convince them is 

and we can deliver value.” 
Teräsvasara’s division has focused 

where your equipment is and under what 
conditions and how it is utilized,” he 
explains. Because it is not economically 
viable to have service division person-
nel at all customer sites at all times, the 
service division needed to develop rou-
tines, systems and backup procedures 
that allow for remote monitoring. That 
has meant making regular contact with 
customers and making regular visits to 

twice a year.

BEGINNING IN 2016, technology will 
play an increasing role in such remote 
monitoring. New Atlas Copco equipment 
is being produced with built-in remote 
monitoring capabilities. Efforts also 

monitoring gear on existing equipment 

where it makes sense, Teräsvasara says.
Remote monitoring shows the grow-

ing connectivity between Atlas Copco 
and its service customers. More data will 
be coming into the service divisions, data 
that will need to be monitored and ana-
lyzed to see when service is needed and 
when proactive service can save custom-
ers time and money in the long run.

With more data streaming in,  

“ This design for service 
is an important priority 
today.”  Nico Delvaux

management by service personnel. “The 
people are available, and they need to be 
trained and allocated for this proactive 

Teräsvasara’s division has been doing 
annual customer satisfaction surveys, but 
that too is changing as the division seeks 
a more complete picture of what customers 
think about its efforts. 

“We’d like to know even more up-to-
date how we are performing,” Teräs vasara 

The typical compressed-air installation 
customer spends around 10% – 15% of total 
costs on the initial investment, 10% – 15% on 
maintenance and 70% – 80% on energy use.�+�+� 10—15%

Maintenance

Initial investments
10—15%

Total costs
70 —80%
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Nico Delvaux, President of Atlas Copco’s 
Compressor Technique Business Area.

“ We strive that customers see 
us as a partner that gives them 
peace of mind.”   
Nico Delvaux

says. So new transactional customer  
surveys will be put into place. “That will 
give us much more up-to-date data on 
customer satisfaction” he says.

The compressor service division asks 

service every six months based on the net 
promoter score concept. It also measures 
how customers see the effectiveness of 

-

A diversity program
addresses the issue
of achieving better  
gender balance in  

service.

 

Atlas Copco ś new Shanghai distribution 
center provides logistics services for the 

technique business areas across the 

distribution center manager in Shanghai. 
“We need to be sure all customer needs 

Tao says. The center supports eight local 

 Connectivity is a term that 
will become increasingly 
 common in the future for Atlas 
Copco service divisions. The 
more connected the divisions 
are with customer equipment, 
the more efficiently they can 
provide  
service. 

Nico Delvaux, President of  
Atlas Copco’s  Compressor  
Technique Business Area, 
gives this example. 

“The typical compressor 
 requires maintenance every  
4 000 hours of operation. 
Today,  that compressor can 
issue a warning that main-
tenance is due. But precious 
time is lost waiting for a cus-
tomer to call to schedule such 
maintenance.”

Over the life cycle of that 
compressor, such delays add 
up and impact the overall  
operating efficiency of the 
compressor. Connect that 
compressor to the service divi-
sion, however, and you can  
anticipate interventions and 
do the service on time. 

The Case for 
Connectivity

44%
Service as a share 
of Atlas Copco’s 

revenue.

�+�

and more than 20 Southeast Asian 
customer centers and six major brands.

When the Shanghai distribution cen-
ter surveyed customers to see how they 

kept surfacing: keeping track of order 
-

mented a more complete order tracking 

order online from the moment the cus-
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tomer center books an order. Custom-
ers can see estimated delivery time and 
other relevant information until proof of 
delivery.  With the new tracking system 
online as part of second-stage function-
ality for the center’s website, customer 
satisfaction has increased, Tao says.

The Shanghai center has the usual key 
performance indicators in place to gauge 
its activities, and it is working to imple-
ment a new one that customers have said 
is critically important to them – on-time, 
in-full order delivery. In other words, is 
every component of a given order deliv-
ered as promised.

Environmental concerns, important 
to Atlas Copco, also matter to customers 
across Asia. So the distribution center 
measures CO2 emissions from opera-
tions and transportation, working with 

 customers to consolidate shipments and 
use sea transport for goods from Europe 
rather than last-minute air transport 
whenever possible. Within China, truck 
service is preferable to air transport, 
again because of environmental con-
cerns. So that means planning ahead and 
aligning internal operations with cus-
tomer expectations to avoid last-minute 
rush shipments, Tao says.

WHAT DOES THE FUTURE hold for  
Atlas Copco service operations? A con-
tinuation of the journey begun back in 
2008, Delvaux says. He sees the move 
into service as one of  “continuous im-
provement and continuous development.”

The drive to increase customer share 
‘climb the service ladder’ with existing 
customers will continue. It likely will 

“ We must be sure all customer needs are addressed 
and priorities are aligned.” Lydia Tao

Lydia Tao, Shanghai Distribution Center 
Manager.

The Shangai service 
center is an important 
hub, serving custom-
ers in the Chinese and 

Southeast Asian  
markets.

16  achieve
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be increasingly driven by connectivity 
with those customers. While Teräsvasara 
speaks of equipment with remote moni-
toring equipment, Delvaux also looks to 
connectivity. 

IN HIS BUSINESS AREA, Delvaux sees 
the impact of service being felt in the 
design process for new equipment. Such 
compressor equipment is being designed 
with an eye toward ease of service to-
day, a change from the past, he explains. 

EMILY PIENIAK, a Service Engineer and 
the Solihull Team Leader at Atlas Copco 
Tools in the UK, interacts with auto  
manufacturer customers on a daily basis. 
She says her team keeps production  
running and helps customers meet their 
daily targets. It does this by providing 
daily reports on equipment performance. 

“The customer can see where there are 
issues happening the most,” perhaps in a 

-
tomers also can access a seven-day dash-
board to see where problems are arising in 
their manufacturing process, whether in 
software or in the actual manufacturing 
process. They also can see weekly loss  
reports that help to reduce line stoppages. 

Pieniak’s team liaises with customer 
management in weekly meetings. Such 
meetings promote good customer sup-
port and good customer interaction that 
supports that relationship, Pieniak says.

“As a team, I provide daily customer 
service,” she says, a great example of the 
proactive service environment that Atlas 
Copco champions. 

ONE STEP 
AHEAD

Emily Pieniak, Service Engineer at Atlas Copco Tools in the UK, interacts with auto 
manufacturer customers on a daily basis. Customers can access a seven-day dash-
board and can get reports on equipment performance.

“This design for service is an important 
priority today,” he says.

Connecting with major compressor 
installations will mean that a continu-
ous loop of information is fed to service, 
which in turn can feed it to design so 
that future offerings can be even more 

predicts. “A long-term vision could be 
that compressors really do more self-
diagnostics, and when a compressor has 
a problem it will try to solve that problem 

Keeping 
customers

on its own and eventually ask another 
compressor in the same room to take 
over, or automatically order a service job 
and we will automatically send a service 
technician,” he says. 

That’s a long way from those start-up 
days in 2008, but it’s a future Delvaux fully 
expects Atlas Copco to embrace and lead 

when it comes to service business, and we 
are also a trendsetter when it comes to new 
service strategies,” he says.  
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FASTEN YOUR  
AXLES, please
THE GERMAN axle producer Gigant 
Trenkamp & Gehle GmbH relies heavily 
on fastening expertise and process know-
how from Atlas Copco when setting up 
and maintaining its production of indus-
trial axles.

Through close cooperation involv-
ing simulation tests in the development 
phase and an interactive tool selection 
process, Gigant has succeeded in adapt-
ing production processes quickly and 

new challenges.
Tobias Krieg is team leader for dev-

elopment and testing at Gigant in  
Dinklage, Germany. With his team he is 
leading new product developments, from 

research, testing and process valida-
tion to proof of concepts, securing that 
promises are met and requirements are 

 “Today we have a deep understanding 
of fastening technology and process opti-
mization,” he says. “To a great extent we 
have acquired this knowledge through 
close dialogue and constant exchange 
of know-how with the experts at Atlas 
Copco.”

The world market is demanding reli-
able axle fastening solutions that require 
little or no maintenance, Krieg explains. 

New developments happen at very 
high speeds today, he says. Even when 
a production process has already been 

implemented and a new product put 
into line production, the engineers 
must be able to react quickly if initial 
malfunctions appear, despite the best 
preparations. 

Gigant Trenkamp  
 Gehle GmbH 

  Located in Dinklage, Germany.
  More than 500 service-bases  
in Europe.
  Founded in 1953, part of the  
Krone Group since 2013.

Atlas Copco´s process optimizer 
Wilfried Kampen discusses tightening 
techniques with Gigant engineer 
Tobias Krieg.

SERVICE



The intelligent Atlas Copco iACCESS System improves 
machine up-time, security and safety for rental 
customers by remotely monitoring fleet performance. 

 
The iACCESS remote monitoring  
modules help track assets, plan main-
tenance and customize usage alerts. 
iACCESS monitors and reports for 
example temperature, pressure, fuel 
level and engine load and hours.

iACCESS instantly 
 delivers information to 
the service engineer.

The system provides 24/7 reliability 
in any location. Whenever a watched 
parameter moves outside of the 
specified range an alert is generated. IL
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Remote montoring 
improves fleet productivity
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SERVICE

iACCESS is short for 
Intelligent Atlas Copco 

Equipment Satellite 
System.



VACUUM TECHNOLOGY IS essential 
for manufacturing many of the modern 
world’s most important products. From 
mobile phones to laptops, from medi-
cines and chemicals to cars, all kinds of 
things rely on some form of vacuum in 
their production.

Put simply, vacuum are created by 
extracting air and other gases from a con-
tained environment. This achieves the 
twin goals of removing impurities and 
creating a low-pressure workspace that 
is ideal for a range of manufacturing and 
industrial processes. 

The semiconductors used in most of 
today’s electronic devices depend on 
vacuum in their production to ensure the 

the low-pressure environments created 
by vacuum pumps are used from every-
thing from wrapping products to pro-

cessing petrochemicals, degassing met-
als and creating optical coatings on glass. 
The global vacuum market is worth about 
USD 6 billion.         

Atlas Copco has been developing state-
of-the art vacuum solutions for more than 
20 years. In 2013 the company substan-
tially increased its investment in this area 

Group, a technology and market leader in 
sophisticated vacuum products and abate-

-
dation, Atlas Copco established a new 
Vacuum Solutions Division in 2014, and 
since then it has substantially expanded 
the services it offers to customers. 

“We’ve made no secret of our intention 
to be at the forefront of the vacuum mar-
ket, and we have a strategy to achieve this 
both organically, by growing the existing 

-

  HIGH 

 Low 
pressure,

Since its start in 2014, Atlas Copco’s Vacuum  
Solutions Division has grown rapidly, and it now 
provides customers in a range of industries with 
outstanding products, parts and service.
 TEXT ATLAS COPCO  PHOTO ATLAS COPCO AND GETTY IMAGES
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Vacuum components are commonly 
used in analytical devices such  
as surface analyzers and electron  
microscopes.
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tions,” explains Geert Follens, President, 
Vacuum Solutions Division. 

One company that relies on the prod-
ucts supplied by the new Vacuum So-
lutions Division is Cook Medical, the 
world’s largest private medical device 
manufacturer. Cook Medical recently 
took delivery of nine motor-driven chemi-
cal dry pumps for its sterilization process. 
The new pumps sterilize all U.S.-man-
ufactured Cook products, in a process 
using ethylene oxide. The high volume 
of products processed each day means 
that high uptime is critical. Atlas Copco’s 

thorough application knowledge was also 
key to Cook Medical’s choice of partner. 
Ethylene oxide sterilization is an extreme-
ly dangerous process, and Edwards’s fully 

tested for safety and reliability.

ANOTHER ENGAGED CUSTOMER is 
the United Kingdom Atomic Energy Au-
thority, which Atlas Copco has supplied 
with more than 500 dry scroll vacuum 
pumps for use by the Science and Tech-
nology Facilities Council (STFC) and 
the Culham Centre for Fusion Energy. 

Vacuum are created by extracting air and 
other material from a contained environ-
ment. Vacuum are critical in a wide vari-
ety of applications in manufacturing and 
analytical processes of everyday products, 
such as car headlights, mobile  
devices and medicines. 

PHOTO: BØRTH AADNE SÆTRENES, GETTY IMAGES
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Edwards’s nXDS and XDS dry scroll 
pumps are installed on many applications 
across STFC’s laboratories, and they are 
also used for tailor-made applications. 

Atlas Copco has substantially ex-
panded the Vacuum Solutions Division 
since its start in 2014. The acquisition of 
the U.S. vacuum service company IVS 
in 2015 was aimed at bringing service 
closer to the customer, particularly in 
the industrial vacuum market. In Janu-
ary 2016 Atlas Copco acquired Capitol 
Vacuum Parts, a U.S. parts and service 
provider for vacuum pumps, allowing an 

 Being part of 
Atlas Copco
“The last two years have been 
wonderful! We’ve seen new prod-
ucts introduced, acquisitions and 
a new operating structuring. I’m 
looking forward to more wonderful 
years ahead as the recent restruc-
ture gives more responsibility to 
individuals with clear strategy.”

Sivabalan 
Alagar, 
Sales  
Manager, 
Chemical & 
Process, India

“On the Scientific OEM team, 
nothing has changed in our ap-
proach to our customers. What 
has changed is a more structural 
approach to development of the 
new technology. which is key if we 
want to win new business.”  

Iva 
Jungwirthová, 
Key Account 
Manager, 
Czech Republic

“It’s been quite exciting while 
challenging for me; a new orga-
nization, new position, new team, 
full of opportunities and dynam-
ics, lots of to learn!  I’m hoping 
for more synergies and commu-
nication with Atlas Copco glob-
ally to understand more about the 
business and people in order to 
have an integrated talent platform 
within the Group.”

Shirley Zhang, 
Head of Global 
Talent, 
Learning & 
Development, 
China 

enhanced parts offering to customers. 

Apsys provided Atlas Copco with ac-
cess to DC plasma technology, a solution 
popular with semiconductor manufactur-
ers in Asia. 

IN NOVEMBER 2015 Atlac Copco made 
an agreement to acquire Swiss Oerlikon 
Leybold Vacuum which has a very 
knowledgeable workforce with a long 
history and will strengthen Atlas Copco’s 
technology platform. The acquisition is 
expected to be completed in mid-2016. 

“ We’ve made no secret of our intention 
to be at the forefront of the vacuum 
market.”  
Geert Follens, President, Vacuum Solutions Division

“

PHOTO: WESTEND61, GETTY IMAGES
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The company’s solutions are used to cre-
ate clean, particle-free environments for 
applications such as automotive, met-
allurgy, coating of microchips and the 
manufacturing of analytical instruments. 

The combination of Atlas Copco’s 
existing deep knowledge of compres-
sors and its newly enhanced knowledge 
of vacuum has allowed for the produc-
tion of some highly effective cross-over 
products.

April 2015 saw the launch of an in-
novative oil-injected screw vacuum 
pump based on Atlas Copco’s compres-
sor technology and designed by vacuum 
engineers to deliver peak performance at 
operating pressures commonly found in 
industrial applications. This product has 
been used by companies including Val-

Atlas Copco has substantially expanded the Vacuum  
Solutions division since its start in 2014. 

entin Traiteur, a French food processing 
company that produces vacuum-sealed 
food. Replacing its existing pumps with 
a single vacuum pump has allowed the 
company to make energy savings of some 

A focus on the environment has helped 

sustainable solutions for customers. An 
abatement and vacuum pump were re-
cently installed in an R&D facility oper-
ated by the research organization IMEC, 
and the resulting utility savings from the 
green mode were data-logged. For abate-
ment (removing harmful by-products), a 
90% reduction in fuel gas consumption 

represented an overall facility fuel-gas 
saving of close to 20%. 

Atlas Copco Vacuum 
Solutions Division

  Established in 2014 following the  
acquisition of global vacuum  
technology leader Edwards.
  Based in Crawley in the United  
Kingdom.
  Grown through the acquisition  
of IVS (2015), Apsys (2015) and 
Capitol Vacuum Parts (2016).

Doing the job in rough industrial pro-
cesses: the GHS VSD+ vacuum pump. 
Today you can find this vacuum pump 
at a US aerospace manufacturer, an 
Algerian cheese packaging factory 
and a Brazilian glass bottling plant.
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AT ATLAS COPCO, talent and compe-
tence have no national borders. To be part 
of the Atlas Copco team is to be part of a 
company that values mutual experience 
and knowledge sharing. For gifted and 
motivated employees there is always a 
way open to discover new business areas, 
functions and countries. This resource 
allows all employe es to explore new  

 
the opportunity to work and live in other countries. Atlas Copco’s 
internal job market makes sure that every individual gets a chance 
to pursue a truly global work experience.
TEXT SUSANNA LINDGREN  PHOTO ATLAS COPCO

INTERNAL JOB MARKET

opportunities around the world and to  
apply for any position for which they 

role, a short-term assignment, a local  
position or an international assignment. 

Meet two co-workers who grabbed 

through the internal job market. 

 Expand your 
HORIZONS

Every job opportunity is 
available to any qualified  
employee worldwide.
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THROUGH THE Atlas Copco 
internal job market, Zhao 

-

in his native China when the 

“When a controller job in 
Rock Hill came up on the in-
ternal job market I applied and 
got the assignment,” Zhao ex-

UK where he is visiting a local 

A mix-up involving trains 
has delayed the interview 

time to get used to a new sys-
-

it to the UK,” he says 

Moving to the 
United States in 
2011 was a big 
challenge and an 
exciting experience, 

“I think the children, 4 and 
7 at the time, had the quickest 

-

the NFL team in Charlotte, 
North Carolina, where 

the US was very 

the culture he was 

booming Chinese eco-
nomy, working with a young 

-
ing the latest technology, 
South Carolina was some-

“ I would encourage anyone 
to do the same, to grab the 
unique opportunity the 

Zhao Yu

Coming to

“Here people still use paper 
checks – I had not expected 

technology was at hand, there 
was a quite conservative reluc-

At the same time, it was great 
to work in an organization that 

THE FACT THAT he recent-
ly renewed his assignment 
shows how much he enjoys 
getting to know and experi-

“I would encourage anyone 
to do the same, to grab the 
unique opportunity the inter-

-
tion, but even those with less 

through the Atlas Copco 

INTERNAL JOB MARKET

THE INTERNAL  
JOB MARKET

 THE IDEA of making 
every job opportunity 
within the group avail-
able for any qualified 
co-worker worldwide 
was challenging when 
it was introduced some 
20 years ago. Today it 
is a natural part of the 
company. The inter-
nal job market is much 
more than a bulletin 
board for available jobs. 
It is based on a strong 
belief in every employ-
ee’s personal drive to 
develop, and a convic-
tion that Atlas Copco 
benefits from support-
ing employees who 
wish to improve their 
job performance and 
themselves. 
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WHEN PETRA Grandinson 
joined the Atlas Copco team, 
she had many years of previ-
ous work experience in large 
companies as well as 
small ones. “I wanted 
to work for a global 
company and for a 
company that could 
offer me a chance to 
develop both myself 
and my work in an in-
ternational setting,” Grand-
inson says. “I also appreciate 
the Atlas Copco way of en-
couraging employees to take 
the initiative, as that encour-

ages development on both the 
personal and corporate level.”  

Her goal to work abroad was 
a conscious career choice, and 

the jobs she applied for 
through the internal 

job market should 

criteria. She was 
looking for a man-

agement job in pro-
duction or aftermarket, 

and she would prefer to work 
in a new business area, as she 
had several years’ experience 
with the Industrial Technique 
Business Area. And if possible 

she wanted it to be in China or 
India. The job in Nanjing ful-

MOVING ABROAD was a de-
cision that affected the entire 
family. China is far away from 
family and friends in Sweden. 
“But when the decision was 
made we were all positive,” 
Grandinson says. “The whole 
family is happy with life here, 
both my children and my 
husband, whose new role is to 
look after the family. It was a 
family decision to stay for one 
more period when I was of-

China calling
When Petra Grandinson joined Atlas Copco in 2006, in Sweden, one of 
her goals was to work abroad, and in 2012 she moved with her family 
to China. She recently accepted a new position as General Manager for 
the product company Atlas Copco (Nanjing) Construction and Mining 
Equipment Ltd., which means three more exciting years in Nanjing. 

“ I wanted to work for a global 
company and for a company that 
could offer me a chance to  
develop both myself and my 
work in an international setting.”
Petra Grandinson

China relates each year to an 
animal. For 2016 it is a monkey, 
and the personality is described 
as ambitious, adventurous and 
best suited for a career such as 
engineering. Just like these two 
colleagues. 

fered the promotion.”
It’s not unique for Atlas 

Copco to have an internal 
job market. But, Grandinson 
says, the way it works at Atlas  
Copco is unique.

“Most importantly, every 
job available at Atlas Copco 
is posted on the job market. 
Every application is handled 
in a professional manner. On 
every job I have applied for, 
including the ones I never 
got, I got fast feedback that 
encouraged me to try again. 
That’s what actually got me 
where I am today.” 
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TOOLING 
TESLA
If Tesla has a mission to accelerate the world’s transition 
to sustainable transportation, Atlas Copco’s mission  

 
installed with Atlas Copco tooling.
TEXT SUSANNA LINDGREN  PHOTO TESLA MOTORS

TESLA IS NOT LIKE MOST other Ameri-
-

duces electric cars. Second, these electric 
cars are not manufactured in or around 

-

-

 

gasoline combustion engine with 

the rotor. As a result,  the acceleration is 
instantaneous. 

“The Ludicrous Mode makes the 
Model S one of the fastest sedans in the 
market, going from zero to 60 miles per 

Jagat, who has been working with Tesla 

426 kilometers in the 85-kilowatt-hour 

California has little experience with car 

competing models. Since 2014  Atlas Copco 

 

“AS THERE IS NO combustion engine, 

units and all electronics that go into the 

TESLA MOTORS

-

strategic partner for un derstanding as-

-

phase of their manufacturing process, and 
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Falcon Wing 
doors allow easy 
access to second 

and third row 
seats from even 
a tight parking 

space.



 vehicle, from the 17-inch touchscreen to 
the wheels that keep the S on the road,” 
Jagat says. “Not to mention all circuit 
board connectors and for testing of all 
joints in the lab.”  

IN THE MOTOR vehicle industry, highly 
sophisticated electric tools are used for 
all class A-joints to control quality. An  
A-joint failure can affect the driver as 
well as other people or other vehicles 
surrounding  the car if they come apart, 
so the highest quality levels are needed.

“There are more than 200 critical 

joints that go into a car, and we ensure 
100% traceability on all of them,” Jagat 
says. “Information such as torque, angle 
and result as well as date and time stamps 
from all of our tooling systems are stored 
on our toolsNET system on all joints 
made by our Power Focus and Power Macs 
systems branding tools.” 

Including sales of the latest car,  
Model X, Tesla produced about 50 000 
cars in 2015. 

“Having Tesla as a partner is having 
a partner to grow with,” Jagat says. “We 
have followed Tesla from an annual 

About Tesla 
 Tesla Motors was founded 

in 2003 by a group of engi-
neers in Silicon Valley, 
in the US, who wanted 
to prove that electric 
cars could be better than 
gasoline-powered cars. 
The Tesla Roadster was the 
first fully electric sports 
car, and 2 400 roadsters 
were produced between 
2008 and 2012. Model S, 
the world’s first electric 
sedan, was launched in 
2012. Its flat battery pack 
is integrated into the 
chassis and sits below the 
occupant cabin, giving 
the car a low center of 
gravity that enables good 
road holding and handling 

while driving  426 kilo-
meters per charge. 

Model S has 
been followed 
by Model X, 
a crossover 
sport utility  
vehicle.

 production of 15 000 cars to 50 000. 
Atlas Copco is a global supplier, and 
wherever Tesla starts production we can 
provide the exact same solution, regard-
less of location or country. This is a part-
nership where we can grow with them in 
all our processes, including when Tesla 
goes from 50 000 to an annual production 
of 100 000 cars.” 

Tesla has plans to increase the current 
delivery of Model S and Model X vehicles 
as well as to introduce a new vehicle 
 intended to have a broader appeal for the 
general public. 
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“ There are more than 200 critical joints 
that go into a car, and we ensure 100% 
traceability on all of them.” 
Elvis Jagat

cars could be better than 
gasoline-powered cars. 
The Tesla TT Roadster was the 
first fully electric sports 
car, and 2 400 roadsters 
were produced between 
2008 and 2012. Model S, 
the world’s first electric
sedan, was launched in 
2012. Its flat battery pack 
is integrated into the 
chassis and sits below the 
occupant cabin, giving 
the car a low center of 
gravity that enables good 
road holding and handling 

while driving 426 kilo-
meters per charge. 

Model S has 
been followed 
by Model X,
a crossover 
sport utility 
vehicle.
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University of Taubaté São Paulo

DENTAL CLINIC 
TREATS WATER 
 SHORTAGE

As Brazil’s most populous state remains in the grip of a severe 
water shortage, a dental clinic decided to take action. Result: 
sharply lower water bills and less environmental pollution. 

TEXT BILL HINCHBERGER  PHOTO GETTY IMAGES

THE BRAZILIAN STATE of São Paulo 
is enduring a water shortage of historic 
proportions. In Taubaté, a city of 250 000 
about 150 kilometers northeast of the 
state capital (also called São Paulo), 
things have gotten so bad that some resi-
dents have begun sending regular clothes 

tanks of their washing machines at home. 
Poor rainfall gets some of the blame, 

but improved water management is es-
sential to any long-term solution. Public 
policy will need to play a huge role, but 
the dentistry department of the Universi-
ty of Taubaté (Unitau) decided there was 
no time to wait.

Unitau runs a dental clinic with 80 
fully equipped workstations where stu-

dents treat people from the local commu-
nity. With their old liquid ring pumps, the 
clinic was sending 4 000 liters of water 
down the drain each day. Wastwater was 
no longer in compliance with today’s 
tougher environmental standards. “We 
needed to take action,” says Valério  
Costa, coordinator of the dental clinic.

Unitau decided to take the plunge and 
install two vacuum pumps to replace the 
old hydraulic system.

Suddenly the clinic’s monthly water 
bill plummeted from over EUR 1 000 to 
less than EUR 100. The electric bill came 
in 30% cheaper. “You heard that right,” 
says Costa. ”We have the documents to 
prove it.”

Not only do the vacuum pumps trans-

late into less water use, they also help 
reduce environmental pollution, notably 
the risk of groundwater contamination, 
partly due to the lower bacterial content 
of the wastwater. “In addition to provid-
ing substantial savings, the Atlas Copco 
system helps to ensure sound waste 
management, thereby contributing to 
environmental preservation,” says José 
Carlos dos Santos, Sales Manager at  
Atlas Copco.

Unitau’s decision to work with Atlas 
Copco didn’t come out of the blue. The 
dentistry clinic installed an Atlas Copco 
air compressor two decades ago, and by 
all accounts it has consistently provided 

Copco brand,” Costa says.  

 Dentistry Department, 
University of Taubaté 
(Unitau) 
Location: Taubaté, Brazil, 
about 150 kilometers north-
east of the city of São Paulo. 
Established: 1973, in a 
merger of several local 
universities. 
Activity: Dental clinic 
where students treat mem-
bers of the local community. 
Equipment: Two Atlas 
 Copco vacuum pumps.
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THE BEST AIR  
for the best beer

AIR FOR BEER

TEXT ATLAS COPCO  PHOTO ATLAS COPCO AND GETTY IMAGES
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Compressed air plays an important role in beer production, in every phase of the process. Breweries all over the world, from 
small ones like Deep Ellum to giants like SABMiller, use equipment from Atlas Copco.

COMPRESSED AIR IS ONE OF indus-
try’s most important resources. It is also 
one of the largest consumers of energy, 
so any savings made in compressed air 

costs and on the environment. 
This has been demonstrated at the 

-
gest industrial brewery. It was founded 
in the early 17th century and is now part 

-
national brewing group SABMiller that 

In beer production, compressed air 
plays an important role. It is involved in 
every phase of the process, from aerat-
ing the wort and water to transporting 
the beer. A recent modernization of the 
compressor room in the Tychy brewery 
is a good example of how investing in 
new equipment can help the bottom line. 
The upgrade to a state-of-the art facil-
ity resulted in a 30% reduction in energy 
consumption and an award-winning 
solution. The concept consists of several 
groups of compressors, each of them 

matching the demand for compressed 
air in the various steps of the process. To 

also installed a system to recover the heat 
created in the air compression process, 

and warehouses.
For the founders of the microbrewery 

Deep Ellum Brewing Company, a craft 

it was not only energy consumption that 
was on the wish list. The small brewery 
also needed a small, quiet compressor.

“We have zero extra space, so the com-
pressor’s small footprint was extremely 
important,” says John Reardon, the com-

The compressor is whisper quiet. We put 
-

ing all the time. It’s small so it’s not in the 
way and it just hums right along. Nobody 
notices.”

Soon after starting operations in  
November 2011, the company bought an 
Atlas Copco scroll air compressor to sup-
ply oil-free air for its operation. “Without 

ENERGY  
SAVINGS AWARD

Browar Ksi cy in Tychy, 
Poland, recently joined the 
elite group of companies 
that have received en-
ergy savings certificates, 
the so-called White 
Certificates that are 
conferred by the Energy 
Regulatory Office. A 
modernization of Tychy 
Brewery in cooperation 
with Atlas Copco result-
ed in energy savings of 
almost 30%.
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compressed air we’re pretty much out of 
business,” Reardon says. “It needs to be 
oil-free air for all of our equipment, from 

the valves in the brewhouse to the valves 
in the canning line.”

 
Ellum’s three biggest requirements: that 
the compressor is compact, quiet and 
oil-free. Scroll compressors are more 

-
ventional compressors. They are also 
quiet, so they can be installed at the point 
of use rather than in a remotely located 
compressor room. And they are oil-free, 
an important consideration to avoid con-
tamination in food and beverage produc-
tion. And with so few moving parts, they 
are highly reliable and require minimal 
service interventions.

Staropramen has continuously invested in the latest technology.

Deep Ellum Brewing Company, located 
in the historic Deep Ellum neighborhood 
of East Dallas, chose the site with real 
purpose, as the area’s roller-coaster his-
tory fits well with the company’s loud, 
fun, dynamic attitude.

“ The latest technologies available on 
the market have been our criteria.” 
Vladimír Urban

In Prague, “the city of beer,” Staropra-
men registered its brand name 100 years 

means “old spring,” but the facility is 
anything but old. The company has con-
tinuously invested in the latest technol-
ogy and innovations. Pivovar Staro-
pramen is one of the Czech Republic’s 
largest beer producers, exporting to more 
than 35 countries, and Vladimír Urban, 
utilities supervisor at Staropramen, has 
many years of experience with Atlas 
Copco compressors. He is enthusiastic 
about the work the compressors do in the 
brewery. “The latest technologies avail-
able on the market have been our criteria 
for modernizing our pool of machin-
ery,” he says. “We’re following the latest 
developments in technology and plan to 
modernize more machines.”  
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Water for All South Africa

Our planet has enough fresh water for everyone. 
Still, around 800 million people don’t have access to 
clean water. The organization Water for All wants to 
change that. TEXT PETRA LODÉN  PHOTO ATLAS COPCO

FRESH WATER – FOR ALL

WATER FOR ALL, founded in 1984 by 
two Atlas Copco employees, is run by em-
ployees within the company with a mission 
of providing people in need with long-term 
access to clean drinking water. Through 
voluntary donations, boosted by the Atlas 

has so far provided clean drinking water to 
almost 2 million people in more than   
40 countries around the world.    

Atlas Copco partners with nonpoliti-

sure to involve the local community 

in implementing and maintaining the 
projects. This is also a way to ensure sus-
tainability. The aim is ultimately to help 
people help themselves. The projects 
can involve drilling or digging a well or 
protecting natural water resources. It can 
also be building a system to collect rain-
water, constructing basic water systems 
for villages or homes, or building sanita-
tion or sewer systems. 

To learn more about Water for All, visit 
www.water4all.org

A VISIT TO THE WELL
 Since 2012, Atlas Copco’s Water 

for All has financed the installation 
of infrastructure and facilities that 
provide clean drinking water in three 
schools in South  Africa, about 400 
 kilometers south of  Johannesburg. 
The  approximately 1 000 children in 
the three schools now get  reliable, 
clean drinking water. The water is also 
used to water vegetable gardens and 
cook school food. 

In November 2015 several  
Atlas Copco board members visited 
South Africa to learn more about 
the Group’s business in sub-Saharan 
Africa. In conjunction with this trip, 
some of them visited a Water for All 
project. The board members were 
clearly proud and touched by seeing 
how clean drinking water improves 
the lives of the schoolchildren. 

Peter Wallenberg Jr., an 
Atlas Copco board member, 

visited South Africa in  
November to learn more 

about the Group’s business 
and also visited a Water for 

All project in the region.

http://www.water4all.org/us/
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MARKET / AFRICA

In many ways, Africa is the next frontier for international 
companies. Swelling populations offer a vast untapped mar-
ket, development is improving, political stability is on the 

foreign investment. Atlas Copco’s Lina Jorheden is excited 
about the prospects.
TEXT CARI SIMMONS  PHOTO JOHANNA BERGLUND AND GETTY IMAGES

AFRICA
from the 
ground up
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Meet Lina Jorheden
Current home: Lives with her  
Swedish husband in an apartment 
near the center of Nairobi.
After work: Outdoor activities like 
tennis, biking, hiking, exploring 
the country or visiting one of the 
nearby safari parks on weekends. 
Tips for visitors: The Nairobi 
national park is close by and very 
special. You can even go there on 
your way to the office.
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WHEN LINA JORHEDEN heard that she 
had been given the Business Controller 
job in Tanzania, she was thrilled – and 

-
 

other challenges, but all the countries 

situation is stable, there are opportunities 

-

-

-

“A drill rig with a view! In 
Nakuru, three hours’ drive 
from Nairobi, meeting our 
customer who is using 
Atlas Copco Predator to 
drill for geothermal energy. 
Kenya was the first African 
country to build geother-
mal energy sources and is 
ranked the eighth-largest 
producer globally.”

“Back at the office in 
 Nairobi after some weeks of 
traveling. We just received a 
PowerRoc drilling for one of 
our Kenyan customers who 
will be using it to improve 
 productivity in a quarry.”

“ Things are really happening, and you get a lot of energy 
out of seeing other people take up the challenge and move 
the country in the right direction.”  

LINA JORHEDEN ON SITE

MARKET / AFRICA

Photos: Lina Jorheden
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that is needed for mining, and people are 
starting to dare to invest in these coun-
tries.” 

Jorheden started working in Atlas 
Copco’s treasury department in Sweden 
in 2006.  

After two years in the Stockholm of-

-
ness controller position in Tanzania, 

-
ing market. “The Tanzania operation was 
fairly new and there was a lot to get in 
place,” she says. 

It was a tremendous opportunity for 

get a social life at the same time that you 

into place.”
Atlas Copco has its own companies 

cover the rest of the vast territory. Inter-

“Visting Madagascar for 
the first time – beautiful 
country! Today’s agenda in-
cludes a site visit to one of 
our customers who is using 
two old but still very effi-
cient Atlas Copco drill rigs.”

“After hours and hours of 
driving through spectacular 
mountains and desert we 
finally arrived at our big-
gest customer in Eritrea. 
Now time to get out to the 
pit with the production 
manager to check how our 
machines are doing.“

national companies are not allowed to 
operate independently in many countries 
such as Ethiopia, where working through 

“A BIG PART OF MY JOB is to make sure 

a good way – in an Atlas Copco way,” 
Jorheden says. “We really try to make sure 
that they go to all the training we have, and 
that we treat the employees of that compa-
ny like Atlas Copco employees, with the 
same information and access to things, to 

“ Nairobi is now a tech city, and people are 
starting their own app companies.”

LINA JORHEDEN ON SITE
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really make the company an Atlas Copco 
company. The customer should not see a 
difference when they go to the Ethiopian 

Today many surface mines are prepar-
ing to go underground, something that 
has put pressure on Atlas Copco to make 
the same transition. With gold prices 
down, things are moving slower today 
than a few years ago, but Jorheden adds, 
“It’s still a better situation compared to 

Customers range from large interna-
tional mining houses to smaller Chi-
nese players and price-sensitive local 
contractors. “You really have to adjust 

Jorheden says.
Jorheden’s work in Africa has not gone 

unnoticed in the rest of the world. In 2015 
she received the Future Female Leader 
prize from Ledarna, Sweden’s organi-
zation for managers, for her ability to 
deepen customer relationships and create 
an inclusive corporate culture.  

like to challenge people and work together 
with them to reach goals, and I hope I can 

Atlas Copco in the region
 Atlas Copco has had a presence in East Africa since the 

1930s with operations in Kenya. In the early days, the compa-
ny drilled in addition to selling mining products. By the 1960s, 
as the task of covering newly independent nations grew in 
complexity, the company focused largely on Kenya. In 2009 a 
branch office in Tanzania became a full legal entity. Today At-
las Copco Eastern Africa is responsible for the sale, rental and 
aftermarket support for Atlas Copco products in Kenya,  
Uganda, Ethiopia, South Sudan, Somalia, Eritrea, Djibouti, 
Rwanda, Burundi, Mauritius, Madagascar and the Seychelles.  

In a relatively short time Lina Jorheden 
has seen a lot of changes in her region – 
everything from improved roads to other 
infrastructure improvements such as the 
introduction of broadband Internet.

Lina Jorheden’s desire to gain international experience led her to 
Africa.  “I really like what Atlas Copco is doing and its products, and 
how we contribute to society,” she says. 

MARKET / AFRICA
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Creating software for

In Örebro, Sweden, some 80 engineers work out what the 
future of mining will look like. The latest research project 
involves algorithms for autonomous surface drill rigs.
TEXT PETRA LODÉN  PHOTO ANDREAS HYLTÉN

humanless  
intervention 

Ola Pettersson leads three teams 
within the Rocktec division.

SOFTWARE DEVELOPMENT
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Software development
 At the Rocktec division in Örebro, about 80 software developers work on con-

trol systems, fleet management and telematics for mining equipment (drill rigs, 
loaders and trucks). The telematics system, named Certiq, makes it possible to 
monitor a machine wherever you are. At the same time, the machine can send 
data automatically, such as alarms via text message or an Excel report with 
production information.

WHEN OLA PETTERSSON started work 
at Atlas Copco in 2011, he was surprised 
there were so many colleagues work-
ing on software development. “I thought 
Atlas Copco was only a machinery com-
pany, but I was wrong,” says Pettersson, 
Group Manager LHD (Load Haul Dump) 
Applications within the Rocktec division 
in Örebro, Sweden. 

He is leading a group of software de-
velopers who develop the control system 
for mining equipment – the brain that 
tells the machine what to do. Some ma-
chines are equipped with sensors in such 
a manner that they can operate autono-
mously. 

Working as a software developer at 
Atlas Copco is slightly different than 
at other big industrial companies. “We 
get to try our algorithms and software 
in real life,” Pettersson says. “I like my 
job because it is really hands-on. We sit 

look closely you see dirty yellow coats 
hanging next to our desk, and we have 

boots tucked in under it. It takes no more 
than 20 minutes by car to drive to our test 
mine. It’s fascinating to think that our 
software can steer huge trucks or drill 
rigs. And at the same time it can be scary 
to think that if something is wrong in the 
software, it can cause big trouble with 
such heavy machines.”

Pettersson leads three teams, each 
with a slightly different focus: automa-
tion (loaders and trucks that run au-
tonomously, sometimes without human 
intervention); material handling (stan-
dard loaders and trucks with operators 
in the cabin) and telematics (small pods 
attached to the machines that gather in-

“ It’s fascinating to think that our software can  
steer huge trucks or drill rigs.”

Ola Pettersson
Title: Group Manager LHD  

Applications (Load Haul Dump), 
Rocktec division.

Lives: Örebro, Sweden.
Education: Ph.D. in computer  

science.
Career: Worked with  

underwater robots at Saab Defence 
and Security Group, rolling mill  

control at ABB, and robot research  
at Örebro University.

Dream project: A great challenge 
would be to dive into  
underwater mining.

formation and send it wirelessly to the 

that he also has a chance to do research. 
A project in conjunction with Örebro 
University develops new smart algo-
rithms for autonomous surface drill rigs. 
Here several drill rigs work together in 
a common drilling job of up to a thou-
sand holes. The system keeps track of 
what order the drilling should be done in, 
and if one machine needs maintenance 
the other needs to step in. “This is quite 

-
son says. His team has applied for some 
patents, and the product is close to being 
ready for production. 
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Did you know that?

The food and beverage 
industry has to comply 

with strict hygiene regu-
lations. Oil-free compres-
sors from Atlas Copco are 

used to process coffee* and 
meet the highest standards 

of air purity and energy 
efficiency.  

*Atlas Copco helps make 
mugs, too.

Atlas Copco designed the 
first fully Swedish diesel 

engine in 1901. The engines 
were small in relation to 

their power output and fuel 
consumption. However, de-
spite designing the world’s 
first reversible engine soon 
afterward – one of which 

was fitted to the polar ship 
Fram for Roald Amundsen’s 
South Pole expedition – the 
company decided to stop 

making diesel engines  
in 1948. 

In 1970, the 
 Italian mount aineer 

 Cesare Maestri 
used a gas-powered 
compressor to drill 
a bolt ladder into 

the southeast face 
of Cerro Torre in 

 Patagonia. He aban-
doned the climb 

100 meters from the 
summit, leaving the 
compressor tied to 
the last of the bolts 

on what is now 
known as the Com-

pressor Route.

Compressors ac-
count for one-tenth 
of industrial elec-
tricity consump-

tion worldwide and 
could have a big 

environmental im-
pact. Atlas Copco’s 

energy-efficient 
compressors are sig-
nificantly shrinking 
carbon emissions. 
For example, VSD+ 
compressors can 

reduce energy con-
sumption by 50%.

Coffee break

Ground-
breaking 

diesel engines

Drilling 
Mont Blanc 

When the Mont Blanc tun-
nel opened in 1965 it was 
the world’s longest at 11.6 

kilometers. Connecting 
Chamonix in France with 
Courmayeur in Italy, it cut 

the distance between Paris 
and Rome by 150 kilome-
ters. On the Italian side, 

work was carried out with 
Atlas Copco rock drills.

Walk the talk

50%
ENERGY 
SAVINGS

Bolts out 
of the blue

Atlas Copco recently carried out a 
 wellness survey among 2 200 staff 
worldwide. The results show that 
 almost 80% of respondents consider 
themselves to be in good shape.

Paul Van Den Bosch, one of Belgium’s 
best-known sports coaches and the 
mastermind behind the questionnaire. 
“Never stay seated for long,” he says. 
“It is very bad for your health. There is 
even research that claims that sitting   
is worse than smoking.”
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In the 1940s, lightweight 
rock drills equipped with 
pusher legs and hardened 
metal bits laid the foun-
dation for the Swedish 

Method and Atlas Copco’s 
international expansion. 
The lighter mobile equip-
ment reduced labor con-
siderably and meant that 

drilling could be conducted 
by one man with one ma-
chine. The company chose 
to sell the method through 
its own subsidiaries, which 
increased from five to 29 
in just ten years between 

1948 and 1958. Atlas Cop-
co was now well and truly 

on the world map.P
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A hydraulic breaker from 
Atlas Copco can pack a punch 

of about 530 tons, 
the  combined weight of 

130  elephants.

Hard 
hitting

Swedish 
Method 
drives  

international 
expansion

Hats off 
to HardHat

Atlas Copco’s  HardHat compressor range 
broke new ground in port able air compressor 
protection when it was launched 10 years 
ago. The HardHat canopy is made from linear 
medium-density polyethylene. Since its 
launch, in many markets, the HardHat has 
mostly replaced the industry standard metal 
canopy. With thousands sold over the last  
decade, Atlas Copco established a new 
benchmark for portable compressor canopies 
that are perfectly suited to the tough demands 
of the construction and rental markets.

In 2016, with the launch of the 8 series, the 
HardHat will see its first major design change 
in a decade. The 8 series rewrites the rules 
when it comes to efficiency, toughness and 
performance.
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SUSTAINABILITY

ATLAS COPCO has been 
recognized as a global leader 
in sustainability for more 
than a decade, earning high 
rankings in innovation from 
Forbes and making the Global 
100 list of most sustainable 
companies announced at the 
World Economic Forum.  
Atlas Copco’s customers 
around the world appreciate 

products as well as the strides 
that Atlas Copco’s energy- 

-
ward helping them meet gov-
ernment regulations to reduce 
CO2 emissions and increase 
conservation of natural 
 resources established by the 
United Nations Conferences 
of the Parties (COP). 

Atlas Copco invests in  
sustainability because  
saving energy and resources 
increases prosperity for both 

company and customers.
Atlas Copco has been 

building the equipment and 
tools needed to develop in-
frastructure and resource 
development since 1873, 
and it remains at the fore-
front of creating the founda-
tions of nations by providing 
state-of-the-art machinery to 
make possible such work as 
material extraction, paving 
roadways and building cities. 
A primary key to maintain-
ing such dedicated longevity 
is a reputation for under-
standing customers’ needs 
and responding with the best 
possible products to get their 
jobs done. In today’s world, 
with climate change at the 
forefront of concerns, Atlas 
Copco is committed to its 
goal of sustainable innovation 
by ensuring that the company 
and its customers achieve 

prosperity while meeting in-
creasingly ambitious govern-
ment regulations on energy 
usage and emissions. 

Now the Fortune 500 global 
company is taking its commit-
ment even further by expand-
ing sustainability innovation 
productivity goals. In addition 
to its established commitment 
to Corporate Social Responsi-
bility and the environment, it 

-
tainability of both company 
and customers. Atlas Copco 
addresses these needs through 
four main business areas: In-
dustrial Technique, Construc-
tion Technique, Mining and 
Rock Excavation Technique, 
and Compressor Technique. 

IN THE INDUSTRIAL Tech-
nique business area, Indus-
trial Assembly Solutions 
President Tobias Hahn puts 

these principles to use help-
ing auto manufacturers create 

are very innovative,” he says. 
 

design and produce cars so 
they can meet the current 
legislation. We help them 
use fewer resources, and we 
help them reduce the weight 
of cars, resulting in higher 

down fuel emissions. We 
can measure our level of in-
novation in the way we are 
succeeding in helping our 
customers meet current and 
future legislation.

-
ing environmental trends at 
the moment, and our indus-
trial solutions are applying 
systems that help make cars 
much lighter, driven by legi-
slation pushing for a decrease 
of CO2 emissions of private 

Sustainability  
ACROSS THE BOARD

Atlas Copco’s business areas are investing heavily in  

and reducing waste go straight to the customers’ bottom line.
TEXT TRISH RILEY  PHOTO ATLAS COPCO AND ISTOCKPHOTO

UK companies must report CO2 emissions
Britain was the first country to require companies to  
include emissions data for their entire organization. Since 
2013 all UK quoted companies have to report greenhouse 
gas emissions in their annual reports. The requirement  
affects all UK incorporated companies listed on the Main 
Market of the London Stock Exchange, such as those in 
the FTSE 100, or whose shares are traded on the New York 
Stock Exchange or Nasdaq. 

Did you know that....
.... Atlas Copco is again recognized as the 
world’s most sustainable machinery  
company by the prestigious annual Global 
100 list.
... The International Energy agency estimates 
that more than 3 trillion USD needs to be 
invested in renewables and energy  
efficiency to meet the pledges from COP21. 
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cars in particular,” Hahn says. 
“Our products are a result of 
that trend. The only way to 
be the premium product is to 
have the highest-quality prod-
uct and the highest customer 
value of the product. We need 
to have a very effective sup-
ply chain, and we don’t want 
our customers to have to scrap 
goods and metals – that’s a 
waste of energy, money and 
natural resources.” 

The Industrial Assembly 
Solutions division is the pre-
mier provider of special rive-
ting and adhesive-dispensing 
systems that enable this state-
of-the-art technology. “Our 
technology makes it possible 
for us to develop and sup ply 
to our customers systems that 
make it viable and technologi-
cally possible to join alumi-
num car parts together in a 
way that makes them less 
expensive to produce, much 

An example of this is the 
most popular car in the world, 
the Ford F-150 pickup truck. 
“Ford is one customer that 
fully utilizes our self-pierce 
riveting technology to be able 
to produce their F-150 light-
weight truck,” Hahn says.

parts of the world – and still 
meet energy and emission re-
quirements while increasing 
sustainable prosperity for his 
customers.

“We achieve this by focus-
ing not just on the product it-
self but on the complete value 
chain – suppliers, internal 
processes and customers – to 
meet our KPIs [Key Perfor-
mance Indicators] for innova-
tion in sustainable productiv-
ity,” he says. “We’re talking 
about big investments for 
our customers, and we have 
to be sure that our custom-
ers  receive a return on their 
investments in line with their 
expectations. We are the 
world leaders in tech nology 
along with the service we 
 provide at the work site, and 
we want to keep that posi-
tion.”

One challenge for Tapia 
is the diverse activities of 
his customers. His division 
designs, produces and sells 
equipment for exploration and 
surface drilling applications 
in the mining and construc-
tion industries. Some need to 
drill holes to blast with differ-
ent drilling techniques, while 
others need to drill very deep 

What is sustainable productivity?
Atlas Copco’s brand promise “Committed to 
sustainable productivity” means that all  
employees do everything they can to ensure 
reliable, lasting results with responsible
use of resources – we take into account  
people, planet and profit.

“ We help them 
use fewer 
resources, and 
we help them 
reduce the 
weight.”
Tobias Hahn

Atlas Copco helps make 

dispensing a lot of adhesive 
on these products,” he says. 
“The chemicals in these 
glues are quite expensive, so 
we are aiming to minimize 
the waste. It’s one example 
where we can work to make 
them more sustainable. If our 
end users can save 10% of 
adhesive, that can be a lot of 
money for them.  

“For us it’s about making a 
high-quality product. The more 
innovative we are, the faster 
they can implement new tech-
nologies, so there’s a higher 
probability they can meet the 
new regulations. The fewer  
resources used to produce it, 
the better in terms of the re-
source and environmental foot-
print, and the products are less 
costly to produce, so we meet 
our sustainability targets and 
we actually make our custom-

IN THE MINING and Rock 
Excavation business area, 
Victor Tapia, President Sur-
face and Exploration Drilling, 
has the challenge of produc-
ing machinery that can be 
relied on in the most remote 

Old in the game
Atlas Copco has been reporting sustainability perfor-
mance according to the Global Reporting Initiative (GRI) 
for 10 years. Check Atlas Copco’s KPIs (key performance 
indicators) in the reports at the GRI Sustainability Disclo-
sure Database. KPIs are about measuring the success of 
an organization or an activity. All Atlas Copco divisions 
apply well-defined and relevant KPIs.

What is
Atlas Cop
sustainab
employee
reliable, la
use of res
people, p

remote 

-
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SUSTAINABILITY

holes for mineral investiga-
tion. His division has a large 
portfolio of products to meet 
these needs. “We want to in-
crease our customers’ energy 

-
ment we provide in relation to 
the outcome, tons of mineral 

he says. “Every new piece of 

-

The drillrig SmartROC, 
launched in 2014, helps min-
ing and excavation crews limit 

of-the-art software technol-
ogy to locate materials and 
expend the energy to drill only 
where needed, reducing fuel 

he says. “Then we have energy 

of Tapia’s commitment to sus-

not looking at just the energy 

“We need to have very good 
performance of our machines 

when they are in operation 
-

vice at the work site. We train 
operators and technicians to 

sure they have the right parts 

very easy to maintain on site 
in remote places where it is 

replacement parts, so we de-
-

ment to have zero unplanned 
stops during the lifetime of the 

the functions of all the value 

Another challenge is to 
-

ments emerging worldwide 

“This is an opportunity as 

the companies also are look-

a competitive advantage for 

THE CONSTRUCTION Tech-

other players in the industry, 
has invested heavily in clean 

-
ness division President Paul 
Hense says Atlas Copco Road 
Construction went a step fur-
ther. “The newest generation 
of pavers is using new digital 
technology in operator as-
sist systems like our DYN@

-

to measure and improve the 

such enhance the lifetime of 

Axel Mooren, Design and 
Development Manager Pav-
ers, oversees the crew that 

can lay an asphalt mat up to 14 
meters wide in one go. “I am 

in class compared to our com-
petitors when it comes to ener-

Since the cost of the fuel 
over the lifetime of a paver is 

to the total cost of owner-

premium concern for custom-
ers. “Our premium pavers are  

-

“ Every new 
piece of 

we design 

the previous 

Victor Tapia

Sustainability reporting on the move
Swedish companies are among the best in the world on sustain-
ability reporting. Fully 87% of companies report sustainability 
activities in some form, and 82% do so in their annual reports, 
according to a survey of 250 of the world‘s biggest corporations. 
Four out of five businesses include information on carbon emis-
sions, but the nature and quality of this information vary greatly. 
Half reported targets for carbon reduction. Source: KPMG
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Paul Hense
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The introduction of the Efficiency Eccentrics system saves energy 
and fuel in Atlas Copco´s mid-size soil compactors. The eccentric 
elements require almost 11 kW less power to initiate the  
vibratory action, reducing energy consumption at start-up by up 
to 50%. The lower power requirement makes it possible to  
reduce fuel usage and smaller engines can be used, while still  
offering the same compaction performance.

Energy-efficient compaction
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SUSTAINABILITY

VSD compressors have a 
dedicated variable speed drive 
(VSD) motor that regulates 
the element speed to match 
the compressor’s output to ac-
tual demand. “Compare it to a 
car,” Ooms says. “An ‘idling 
compressor’ either drives 100 
kilometers per hour or not at all. 

load compressed air supply, but 
most applications don’t. They 

and that is where a VSD com-
pressor comes into the picture. 
A VSD compressor simply 
adjusts its motor and element 
speed to match the demand.”  

In 2013 Industrial Air 
launched the GA VSD+, with 

permanent magnet motor, 

50% on average compared 
-

sor. “A big improvement that 
comes with the new tech-
nology is that thanks to the 

level, the customer no longer 

the compressor,” Ooms says. 
“This reduces his or her total 

VSD+ technology not only 
lowers energy consumption, 

leading operating range.

AS ALL GOOD MANAGERS 

customers is the best way to 
-

with our innovations we give 
an answer to those needs,” 

oil-injected screw compres-
sors have always been the 

-

VSD. The rotary screw ele-
ments are particularly suit-
able to be VSD-controlled. 
However, some applications 

those we have other solutions 

tooth compressors ZT/ZR 
VSD, water-injected screws 

compressors Z VSD.”

global companies like Atlas 
Copco means that these busi-

-
 

“ Save on  
energy,  
because in 
the long run 
that gives 
the biggest 

Joeri Ooms

Atlas Copco is leading the 
way by ensuring that its busi-
ness practices and prod-

Atlas Copco leaders Hahn, 
Tapia, Mooren and Ooms, all 

or more, and Atlas Copco, 

years, demonstrates that this 
company clearly has a com-

Tapia says. “We’re good peo-
-

nies working with good com-

We need to really deliver 
 results, not just to our com-
pany but to our customers as 
well, because we are the lead-

us – not just because we are 
nice and good, but because we 
believe this is giving us a com-
petitive advantage. Things are 
going to be good.” 

An in-house designed motor achieves an 
efficiency corresponding to IE 4 (Super Pre-
mium Efficiency motor class). The motor and 
drivetrain share one drive shaft and are ver-
tically aligned to allow a smaller footprint, 
55% smaller than the standard range. The 

drivetrain is completely closed, and one oil 
circuit cools the motor and lubricates the 
element and bearings. The result is a quiet, 
reliable and compact compressor that saves 
space and energy – and lower the carbon 
footprint (CO2). 

Variable speed compressor GA VSD+
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XIONGLIANG YE is a construction project 
contractor whose current task is to move 
a mountain in Zhuhai, China. Once the 
mountain is removed, hotels, restaurants 
and a shopping mall will be built on the 
site, which offers an excellent view of the 
ocean.

for fast drilling and stability, as well as 
prompt service support, were all a must 
to meet the tight mountain-moving 
schedule and demands of the hard rock. 
“The machines we are using are power-

means I do not need to spend money on 

repairs,” Ye says of the Atlas Copco por-
table air compressors he purchased to 
power his drill rigs. “They help me save 
money on fuel consumption.”

per day, and a next step will be to use it 

annual service plan including parts and 

service. “Atlas Copco’s serviceman was 
skillful and could help me solve some prob-

-
chines regularly and give me good advice,” 
he says. “Good service and a service plan 
 protect my machines and my project.” 

Zhuhai China

An Atlas Copco customer in China is moving a 
4-million-cubic-meter mountain with the help of 
Atlas Copco portable air compressors. 
TEXT ATLAS COPCO PHOTO ATLAS COPCO

MOVING 
MOUNTAINS

The construction site is close to 
Macau, where a 50 kilometer-long 
cross-sea bridge is being built to 
connect Zhuhai, Macau and 
Hong Kong.

Customer Xiongliang Ye (in hard hat) with 
Atlas Copco Construction Technique  
officials (from left) Lyndon Shi, Adrian 
Ridge and Allan Wang.
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Meeting a need for 

SPEED

Internet-based innovations such as apps for mobile 
devices have made life easier for everyone from 
distributors to end users.   
TEXT ANNA GULLERS PHOTO ATLAS COPCO AND CARLOS S. PEREYRA / GETTY IMAGES
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“ You could say we go with our customers in their 
pockets wherever they go.”

Did you know that:
  71% of those who use the Construction app are returning users. This speaks 
to the engagement of users and the usefulness of the app (for comparison, 
20% of all apps are only used once).
  The user spends on average 4.75 minutes in the app and looks at 12 screens 
(pages).

PEOPLE IN INDUSTRY today have to 
keep track of a massive amount of infor-

products and updates. And the informa-
tion needs to reach users in the shortest 

For Atlas Copco’s customers, an app is 
the simplest way to stay informed. The app 
is a daily working tool that makes life sim-
pler for everyone involved in using, pur-
chasing or selling Atlas Copco equipment.

Atlas Copco’s Construction Technique 
Business Area has launched an app for 

smartphones. It’s an app for the entire 
construction market, and it streams all 
the various divisions’ offerings into the 

information and technical data on con-
struction equipment. Training videos, 

download.
“One app for all construction equip-

ment avoids confusion for the custom-
er,” says Daniel Egaña, Construction 

“This also shows our product width and 
depth in the catalog we have, and it shows 
the parts and service offerings.” 

The content is easily shared via e-mail 
or on social media networks such as 

-

out information to a targeted audience. 

remote construction site and still use it – a 
useful feature for the construction market.

in their language and localized to their 
-

paigns, useful information and so on,” 
Egaña says. “This allows constant com-
munication with our prospects, custom-
ers and dealers even if they are on the go. 
You could say we go with our customers 
in their pockets wherever they go.”

life easier for employees, dealers and 

INNOVATION/GOING MOBILE

-
ing tool. 

“I use the app whenever time is an  
issue and quick information is needed,” 
says Heiko Sterz, Sales Engineer Con-
struction Tools, Germany. “When I get 
inquiries from customers, it’s convenient 
to send out the information directly from 

the app, especially 
when I’m traveling.” 

After a year 
since its release, 
the Construction 

increasingly popu-
lar. People from 
130 countries have 
downloaded it so 
far, and it is cur-

nine languages.  

Mobile devices open 
up new possibilities for 
customers, sales staff 
and distributors.

Daniel Egaña, 
Construction 
Technique Web 
Manager. 
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DIGGING FOR
SCIENCE
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ATLASCOPCOSAURUS

DINOSAUR COVE IS located along the 
rugged coastline of southeastern Austra-
lia, an area that is constantly eroded by 
crushing waves and looks nothing like 
the habitat of the Atlascopcosaurus more 
than 100 million years ago. Back then, 
this was a green valley in the rift created 
by Australia and Antarctica drawing 
apart. In the springtime, melting snow 
from the surrounding mountains would 

-
banks and pick up mud, debris and bones. 
Over the millions of years that followed, 
the bones were fossilized in the layers 
of sand and clay and buried deep, com-
pressed into hard rock. 

“What we discovered in the 1980s in 
the rock was actually the garbage left by a 

says paleontologist Patricia Vickers-Rich.

the south coast of Australia were dis-
covered by William Fergusson in 1903. 

ago. But the story of this small, tough, plant-eating dinosaur 
was not known until paleontologists Thomas Rich and 

Patricia Vickers-Rich and their team discovered its remains. 
 

the excavation equipment.
TEXT SUSANNA LINDGREN  PHOTO TOBIAS OHLS

After that, not much happened until new 
discoveries came to light in 1978.

“Until then we didn’t really know what 

those found anywhere else in the world. 
With the new knowledge we prospected 
along the coast looking for rocks the same 
age, and in 1980 we walked into what later 

EXCAVATION BEGAN four years later 
with a crew primarily made up of volun-

coastline, famous for its shipwrecks, 
was hardly a dream location for excava-
tion. But the inhospitable environment 
was also the very reason that fossils were 
likely to be found as fossil-bearing rocks 
were exposed. Elsewhere the landscape 
was covered with forest. 

go underground. We had to cut a tunnel 
through the rock, to just above where we 

“ With large hind legs 
and short forelimbs it 
looked like a small  

 Thomas Rich

The Atlascopcosaurus loadsi.IL
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ATLASCOPCOSAURUS

 Bone of proof
 The largest dinosaur 

found in Australia to date 
has an esti mated length of 
30 meters and most likely 
weighed more than 30 tons, 
which in comparison 
makes the Atlascopcosau-
rus, with its approximate 
weight of 125 kilograms, 
seem very small. 

Bill Loads, manager at Atlas Copco in 
Victoria at the time, supported this excit-
ing project and gave the team access to the 
equipment needed to force the hard rock.

“Without the Atlas Copco drills, jack-
hammer and auxiliary equipment to sup-
port we would have got nowhere,” Rich 
says, adding that his favorite tool was the 
Panther drill. “It probably weighed 25 
to 30 kilos, but once you had it set up it 
would just go straight in.”

For every blast at least 36 holes needed 

wired. 

changed in character as we went deeper, 

ocean,” he explains. “The further in we 
got, the less penetration of salt in the 
rock. It made it hard to calculate. Some-
times we prepared a whole explosion and 
nothing happened. Next time we got a 
whole meter off.”

THE ATLASCOPCOSAURUS WAS part 
of an assemblage of many different kinds 
of animals dug up at the site in the 1980s. 

a row of teeth, which made it possible to 
classify the type.

“For Australians like us it’s easy to 
grasp what it looked like,” Rich says. 
“With large hind legs and short forelimbs 
it looked like a small kangaroo – with the 
difference that it had no external ears and 
no hair. And it didn’t hop. The individu-
als we know of probably stood a meter 
high, but we can’t tell if these are juve-
niles or grown ones, as we only have a 
few specimens.”

In appreciation of the support that  
Atlas Copco gave the project, the species 

 
Atlascopcosaurus loadsi (the last name af-
ter Bill Loads, the Atlas Copco manager).

“We thought this was an appropriate 
name to give a dinosaur that would not 
have been known to science or humanity 
if it weren’t for Atlas Copco,” Rich says.

and the other species discovered in 
 Dinosaur Cove is that none of them are 
common anywhere else in the world. 

species of these little herbivores, the hyp-
silophodontids,” says Patricia Vickers-
Rich. “We have found at least three, may-

“ To get what we were after we had to go  
underground. We had to cut a tunnel through 
the rock, to just above where we thought  
the fossil layer was.” 

Thomas Rich

were the only kind tough enough to sur-
vive the harsh, cold winters at the time. 
Most polar dinosaurs lived in areas that 
are still polar today, making it extremely 
expensive to excavate.” 

site nearby Dinosaur Cove may reveal 
more and new information.

“We have found a yield of skeleton that 
may be an Atlascopcosaurus, but unfor-
tunately that is not the part of the skeleton 
connected to the skull,” Vickers-Rich 
says. “To be sure we need a connection, 

just this year we found an upper jaw, 
which is promising.” 

“We used a Panther drill from Atlas Copco of this 
type,” Thomas Rich explains during a visit to the mine 
under the Atlas Copco head quarters in Nacka, Sweden.
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Construction Morocco

MOROCCAN 
MAKEOVER

The Hassan II 
Mosque, one of 

the world’s largest 
mosques, is located 

near the port in 
Casablanca.

CASABLANCA in Morocco has 
been a busy seaport for several 
centuries, and it is now the site of 
one of the largest manmade ports 
in the world. Accommodating up 
to 40 ships at a time, it features a 

and a marina, as well as facilities 
and infrastructure for launching 
and docking ships in shipyards.

Casablanca began its transition 

to a modern port in 1906, and in 
2015 it took an important step by 
starting construction of a larger 

-
ment from Atlas Copco. Upon 
completion, scheduled for January 
2017, the port will provide more 
than twice as much surface area as 
the existing facility.  

a special installation,” says  

Mustapha El Idrissi, Sales Engi-
neer at Atlas Copco Maroc. “The 
compressor and kit are manda-
tory to avoid serious damage. The 
underwater connector kit, with 

-
pressed air from the compressor to 
the breaker’s percussion chamber. 
This prevents water from entering 
the attachment and avoids prob-
lems of ‘water hammer’.” 

TEXT PETRA LODÉN  PHOTO GETTY IMAGES AND ATLAS COPCO

Portable compressors 
and hydraulic break-
ers from Atlas Copco 
helps enlarge Casa-
blanca’s fishing port.



  Dealing with the 
“NEVER” EVENT

LOSS OF MEDICAL GAS OR VACUUM is an 
event hospital staff should never experience 
– but it is always possible.  Traditionally, hos-
pital staff rely upon simple lights and buzzers 
to notify them of a medical gas problem, and 
patients are vulnerable if confusion and delays 
occur while staff tries to recall how to react to 
an event they have probably never encountered. 

-
tem from Atlas Copco’s Medical Gas Solutions 
division transforms these alarms into true par-
ticipants in the emergency action plan.   This 

world to provide hospital staff with customized 
alerts and instructions for action, to ensure 
fragile lives are never at risk. 

PHOTO: GETTY IMAGES

 MANY NEWBORN babies have 
been helped with pure medical, 
breathing air supplied by Atlas Copco.


