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PRIORITIES

What does innovation mean
to you? 

When it comes to innovation, we im-
mediately tend to think of new products.  
But when you look at our company, ev-
ery employee can contribute to inno-
vation. It can be in the way we interact 
with customers, the way we provide 
service, do accounting, follow up on 
our business. But of course the core of 
innovation is to develop new products, 
creating better productivity for our cus-
tomers. It’s ultimately about making life 
easier for the customer by providing a 
better product or service. 

What are some historic 
examples of innovative products? 

Atlas Copco has done so many great 
innovations over the years. For example, 
how we moved our power tools business 
from air-powered to electrical tools. Or 
take drilling: how we went from the so-
called ‘Swedish method’ of one man, one 
machine – which was a great leap for-
ward in the 1950s – to today’s Boomers 
that allow for safe and effective remote 
drilling. Another big development was 
going from a fi xed-speed compressor to a 
variable-speed compressor with an inte-
grated dryer. In hindsight it always looks 
easy and simple, but at the time these de-
velopments were real breakthroughs. 

ity. We are getting equipped and  
better organized so that we can  
execute service in an effi cient way   
for our customers.

How else does innovation play 
a role in service? 

Innovation in service is really about 
integrating a lot of processes so that 
we can follow the whole operation 
closely and ensure that service is be-
ing provided quickly and accurately. 
An innovative, cutting-edge service 
organization depends on having com-
petent and trained service engineers 
who have the tools they need to ac-
complish their mission. It’s crucial 

Atlas Copco’s President and CEO Ronnie Leten 
explains how the continued importance of 
innovation touches every aspect of the company. 
TEXT ATLAS COPCO  PHOTO TORE MARKLUND

Is there an innovation that 
doesn’t exist yet that you 
would like to see?

There are many opportunities. We 
can, for example, still improve service 
to construction companies. There are 
many opportunities there to increase 
customer productivity. For the time 
being we are still not servicing all the 
equipment we have sold to custom-
ers. We need to be innovative when it 
comes to convincing the equipment 
owner to let us do the service, because 
we can do it much better than anyone 
else. No one knows our products bet-
ter than we do. Servicing more equip-
ment means taking more responsibil-

Investing in
INNOVATION
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that our service engineers get the 
resources they need. The other side 
of the coin is that service helps us be 
more innovative in the development 
of new products. Our service men and 
women see fi rsthand how the ma-
chines perform out in the fi eld and get 
to know our customers’ needs. Cap-
turing and leveraging that knowledge 
helps us develop more equipment that 
increases customers’ productivity.  

In 2012, Atlas Copco 
invested 24% more in product 
development than in 2011. Will 
you continue to boost research 
and development resources? 

Yes, we have to. If we don’t invest 
in the development of our products 
and organization, we will stand still. 
It’s a constant race. If an athlete stops 
training, he or she will not improve. 
It’s the same when it comes to our de-
sign and R&D. We need to invest in 
the development of our resources, get 
more effi cient and, last but not least, 
reduce the time to market.

How do you see the future for 
Atlas Copco’s development 
and design centers?  

It’s best when these centers are close 
to customers in our largest markets. 
Over the past three years we have 

strengthened our research in Asia, 
specifi cally in India and China. They 
are still in the start-up phase in R&D, 
so for the time being Asia will be the 
priority when it comes to new innova-
tion centers. But we will invest where 
needed in our centers; we are not hold-
ing back. If you ask how it will be in 
10 years, Atlas Copco will defi nitely 
have design and development clusters 
in Europe and Asia, but also in North 
and South America. There’s a battle in 
our industry to be fi rst with innovation. 
A global company like us will have an 
advantage through this closeness to 
customers. 

How do you foster a culture 
of innovation? 

It’s key that employees trust their 
environment, trust the future. They 
should feel that together we can win, 
we can grow. We can only truly have 
a culture of innovation if we believe 
in the future together. People want to 
join a winning team, and Atlas Copco 
is a growth project. We must have a 
constant drive to improve competence 
– to always get more knowledge, never 
be pleased with what we have.  We are 
always hungry to improve. Be happy, 
but not satisfi ed. 

“We are always hungry 
to improve. Be happy, 
but not satisfi ed.”
Ronnie Leten,    
President and CEO of Atlas Copco
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NewTech DrilliNg 
ProDucTs

 Develops and manu-
factures drilling products 
with a focus on rotary 
PDc (polycrystalline 
diamond compact) drill 
bits, primarily for oil and 
gas drilling

 20 employees
 Based in salt lake city,  

utah, u.s.
 Acquired in september 

2012

growth strategy
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While many agree that the best way for a company 
to grow is organically, acquisitions of established 
companies can mean faster growth. Atlas Copco 
acquires companies strategically in an attempt to 

make one plus one equal three.
TEXT MICHAEL MILLER  PHOTOS GETTY IMAGES & ATLAS COPCO

Accelerated 
GROWTH

ATLAS COPCO’S Rock Drilling Tools 
was enjoying good business supplying 
equipment to the surface and under-
ground mining industry. But when it 
took a close look at the U.S. market, 
the division realized it could rapidly in-
crease its sales to oil and gas drillers by 
providing a specialized type of drill bit. 

“We’re mining people, but we weren’t 
as knowledgeable about oil and gas,” 
says Johan Halling, President of the 
Mining and Rock Excavation Technique 
business area. In 2012 Atlas Copco 
bought NewTech Drilling Products, a 
Salt Lake City, Utah-based maker of 
polycrystalline diamond compact (PDC) 
drill bits for oil and gas producers. 

“My personal view is that organic 

growth is always better, but we gained 
time,” Halling says. “We could have 
developed this product ourselves, but it 
would have taken a number of years.”

While organic growth is Atlas 
Copco’s primary growth strategy, 
acquiring companies that have an es-
tablished presence in the marketplace 
is an important plan for bringing in 
new products, technology, markets and 
skilled personnel. 

“Atlas Copco’s acquisitions are 
generally aimed at either entering a 
new geographic market or offering a 
new product,” says Bob Fassl, former     
Senior Vice Pesident of the Mining 
and Rock Excavation Technique busi-
ness area. 

13APB1_06_10_aquisition_7523.indd   7 2013-12-12   18:28:08



acquisitions

fassl continues: “People ask, 
‘Why don’t you develop this product 
and sell it?’ But you need the application 
knowledge to be able to design certain 
types of equipment.”

That knowledge can come from the 
people at the company that is being ac-
quired, but it’s important to make sure 
they are willing to work under a new 
owner. Fassl recalls Atlas Copco’s 2004 
purchase of Ingersoll Rand Drilling So-
lutions, a Texas-based manufacturer and 
distributor of drilling equipment for sur-
face mining and construction.

“Ingersoll Rand had decided that it 
wanted to focus less on engineering and 
more on the mass market,” Fassl says. 
“So from a personnel point of view, that 
unit was ready to be sold to someone 
who was investing in the industry.” 

The lesson from that experience, he 
says, is that a company should try to get 
a feel for how receptive the employees 
will be toward being acquired. Among 
the questions that managers should ask: 
Does this company want to be bought? 
Is it a good fit? Will the employees like 
being part of another company?

Atlas Copco has had a generally 
successful track record when it comes 
to bringing acquired companies into 
the fold. Experience has shown the 
importance of careful planning before 
taking on large numbers of employees 
and assets that need to be managed, 
and before entering new and unfamil-
iar areas of the marketplace.

“We tend to be selective in our in-
tegration efforts, especially when the 
companies we want to acquire are 
running in a stable way,” says Norbert 
Paprocki, President of Atlas Copco 
Portable Energy. “You see some mul-
tinationals that just go in and turn an 
acquired company upside down. But 
we take a more focused approach to 
integrate fast in areas where it really 

matters, while keeping stability in 
other areas.”

Portable Energy was involved in  
Atlas Copco’s 2011 acquisition of  
Gesan, a Spanish manufacturer of diesel 
and gasoline generators used for prima-
ry power supply and standby purposes. 
Gesan’s generators ranged in sizes up to 
nearly twice of what Atlas Copco was 
offering at the time. 

The division, which had initially fo-
cused on portable compressors, decided 
some years ago to expand into genera-
tors.

The Spanish generator maker had a 
good brand, a broad product portfolio, a 
solid management structure and strong 
knowledge of the generator business. 
“We saw good synergies and some fu-

seti-tec’s line of advanced 
assembly tools are geared 
specifically towards the 
aerospace industry. 

 Makes industrial screw com-
pressors for industries such as 
metalwork, textiles and manu-
facturing

 around 160 employees
 Headquarters in istanbul, 

manufacturing in edirne, turkey
 sales and service operations 

in Germany and Russia
 acquired in august 2012

ekoMak GRoup

 produces assembly equip-
ment for the aerospace industry

 20 employees
 Based lognes near paris, 

france
 acquired in november 2011

seti-tec

8 | achieve
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ture growth areas,” Paprocki says.
Gesan’s competency in the fi eld of 

generators is so strong that Atlas Copco 
has decided to move its generator re-
search and development from Belgium, 
where Paprocki is based, to Zaragoza, 
Spain, the site of Gesan’s production and 
assembly facility.

The desire to gain a quick foothold 
in an expanding market was also be-
hind Atlas Copco’s acquisition in 2011 
of German adhesive equipment manu-
facturer SCA Schucker, now called 
simply SCA. Carmakers are looking to 
make their cars lighter in an effort to 
lower fuel costs and reduce emissions. 
They are working with a range of ma-
terials lighter than steel, such as alu-
minum and plastics, and they are using 

lightweight adhesives instead of steel 
bolts to fasten the pieces together.

Atlas Copco was already supplying 
equipment to the auto industry, such 
as fi nal assembly and powertrain – 
engines, transmissions and drivetrains 
– but the company wanted to expand 
into the growing area of adhesive-

application equipment. SCA, which 
supplied equipment to carmakers, 
looked like an attractive potential ac-
quisition.

“The company had a dominant market 
share in their specifi c subsegment, which 
was adhesive-dispensing equipment,” 
says Tobias Hahn, President of Atlas 
Copco Motor Vehicle Industry Tools and 
Assembly Systems. “Atlas Copco was 
already supplying carmakers with power 
tools to tighten nuts and bolts, but this 
was an attempt to get a much broader 
presence in the assembly process.”

Paprocki agrees that one of the main 
advantages of making an acquisition is 
being able to offer new products quick-
ly. “It takes years of R&D efforts to en-
ter into a new product market,” he says. 

Occasionally an acquisition can be a 
defensive move. “Other companies are 
trying to get into our markets by ac-
quiring dealers or smaller companies,” 
Paprocki says. In these cases, acquir-
ing another company can 
be a way to protect market 
share.

 Designs, markets and service 
systems that upgrade biogas to 
natural gas, a sustainable form 
of renewable energy that can be 
supplied to the natural gas grid or 
used as transport fuel

 42 employees
 Headquarters in Apeldoorn, 

The Netherlands
 Acquired in October 2010

CIRMAC INTERNATIONAL

achieve | 9     
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When making an acqui-
sition, Atlas Copco tries not 
to stray too far from what it 
knows. Paprocki says, “The 
general approach of the 
Group is to not jump into 
a completely new thing.” 
He points to the acquisi-
tion of Gesan’s diesel-driv-
en generators, which were 
not a huge leap from Atlas 
Copco’s existing diesel 
compressors. “It’s a comple-
mentary product,” he says. 
“Other companies some-
times just grow in order to grow, but 
we like to have a strategic fit.” 

Hahn says, “We want to develop or-
ganically if we can,” but he adds that 
a well-executed acquisition can be a 
win-win situation for both sides. The 
acquirer gets the new products, mar-
kets and skilled personnel, while the 
acquired company gains access to new 
capital and infrastructure.  

Under Atlas Copco’s ownership, 
Hahn says, SCA plans to expand into 
areas such as aerospace, electronics 
and “white goods” – heavy consumer 
durables such as refrigerators. “The 
drivers are the same,” he says. “Com-

 makes adhesive and sealant 
equipment for the automotive 
and other industries 
 more than 400 employees 
 headquarters and manufac-

turing in Bretten, germany 
 Sales and service operations 

in england, Spain, the U.S.,  
Brazil, mexico, korea, Japan 
and China 

 acquired in October 2011

SCa

panies want to save time in the produc-
tion process and save weight.” 

Making an acquisition involves a 
lot of complex financial analysis, but  
Paprocki likes to keep in mind an 
equation that won’t be found in any 
mathematics textbook. “It’s difficult 
to see sometimes that one plus one can 
be three,” he says. “If we acquire a 
company, it’s not good enough to say 
that one plus one is two, because that 
way we don’t grow financially. We 
should reach an extra synergy so we 
can outperform the price we paid for 
the company.”

The equation underscores the impor-

tance of not going too far afield from 
the core business. “If we stay close to 
home, it’s easier to reach that ‘three’ 
because we know the market,” Pap-
rocki says. 

geSan
 makes diesel and gasoline gener-

ators for primary power supply and 
standby purposes

 about 160 employees
 Distributor network reaches more 

than 85 countries 
 Based in Zaragoza, Spain
 acquired in July 2011

hOUStOn ServiCe inDUStrieS
 makes low-pressure blowers and 

vacuum pumps for the wastewater 
treatment and industrial process 
sectors

 123 employees
 Based in houston, texas, USa
 acquired in January 2012

atlaS COpCO gia aB    
(underground operations only)

 makes underground mining 
equipment, including electric mine 
trucks, continuous loaders, locomo-
tives and shuttle cars, utility vehi-
cles and ventilation fans and ducting

 113 employees
 Based in grängesberg, Sweden
 acquired in December 2011 

atlaS COpCO meYCO ag
 makes mobile equipment 

for applying sprayed concrete 
(shotcrete) in underground 
construction projects 

 about 40 employees
 Based in Winterthur, Switzerland

 acquired in march 2013

rapiD-tOrC 
 Develops and markets hydraulic 

torque wrenches 
 30 employees 
 Based in houston, texas, USa 

and Brussels, Belgium 
 acquired in april, 2013 

atlaS COpCO StOneteC
 manufactures drilling and cutting 

equipment, such as diamond wire 
saws for quarries that produce raw 
stone blocks

 43 employees
 Based in Bagnolo, italy
 acquired in January 2012

an aCqUireD taSte
Some notable recent additions to the Atlas Copco family:

10 | achieve
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Tools of the
TRADE

EVERY BUSINESS wants an innova-
tion that makes customers more satisfi ed 
and internal organization more effi cient; 
one that reduces costs and promotes 
growth. The Atlas Copco Industrial 
Technique Service organization intro-
duced just such an innovation in 2010. 
It came from trying to answer a simple 
question in a simpler way.

The Where’s My Tool project started 
when Joe Meloche, Business Line Man-
ager at Atlas Copco Tools and Assembly 
Systems in Michigan, U.S., asked Soft-
ware Coordinator Tom Heathfi eld for a 
way to improve the effi ciency of the ser-
vice support. Meloche noticed that 90% 

of customers calling service support 
were asking the same question: where 
their tools were in the service process. If 
the customers could fi nd out that infor-
mation for themselves, it would free up 
a lot of resources.

The solution lay in opening up the 
organization’s service management da-
tabase, which had been created to man-
age repaired equipment. With the help 
of Atlas Copco’s IT organization, the 
database was connected to the business 
system, and WheresMyTool.com was 
created. 

WheresMyTool.com offers customers 
an instant view of all tools and their sta-

INNOVATION

tus on a password-protected web page. 
It has the ability to track tools and to 
create reports in Excel. Salespeople and 
distributors make fewer phone calls to 
check on the status of their repairs, and 
the service sales force can focus on sell-
ing more services. Customers can also 
make notes, issue a purchase order or 
approve a repair online. 

Regional Sales Manager Service Amy 
Shi’s daily work includes visiting custom-
ers and walking their production lines to 
fi nd the best tool management solutions 
for their operations. “Many customers run 
tools to failure without preventive mainte-
nance, and don’t have a reasonable spare 
tools inventory,” says Shi.

“WheresMyTool.com is good for cus-
tomers to track their tools’ status. Cus-
tomers can also download quotations, 
repair and calibration reports and ship-
ping documents.”

The combination of the Service Man-
agement Database and WheresMyTool.
com has helped the U.S. service orga-
nization grow to eight times its original 
size in less than fi ve years. 

WheresMyTool.com 
helps customers 
keep track of their 
tools’ location.

The service website 
WheresMyTool.com 

provides an instant view of 
all tools and their status.

TEXT ATLAS COPCO PHOTO JENNY UNNEGÅRD
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uses and releases high amounts of en-
ergy during production. The company 
wanted to improve its systems and 
reuse that energy in order to achieve 
a more effi cient, more sustainable and 
more environmentally sound solution. 

“Our team prepared a feasibil-
ity study in 2010 for four heat recov-
ery systems, the latest in our product 
range,” says Tim Last, General Man-
ager, Atlas Copco Turkey. “After an 
elaborate process involving detailed 
evaluation, several technical meetings 
and visits to other plants, Elif approved 
our quotation.”

WITH THE SYSTEM in place, Elif 
was able to recover the excess heat ema-
nating from the compressors and reuse 
the energy in the production cycle. The 
new system, the largest energy recovery 
system in the world, reduces the total 
energy consumption at the production 
facility by 35% per month on average 
compared with last year.

“We chose Atlas Copco with this 
heat recovery project because at Elif 
we only use quality suppliers,” says 

ESTABLISHED IN 1972, Turkish 
company Elif is a global supplier of 
fl exible packaging solutions, serving 
industries such as food and bever-
age, personal care, household cleaning 
products and consumer tissue. In 2004 
the company opened a 110 000-square-
meter plant in Istanbul, consolidating 
three previously separate facilities.  

Elif is always looking to institute 
sustainability practices at its state-of-
the-art facility, and has implemented 
these types of activities in a variety 
of ways, such as energy-saving dry-
ing units; a modifi ed roof system that 
maximizes air circulation and mini-
mizes energy use; environmentally 
sound cooling and drying systems; 
and much more. Also, in 2012 Elif 
signed the United Nations Global 
Compact for businesses committed 
to coordinating their operations with 
principles relating to human rights, 
labor, anti-corruption and the environ-
ment. 

Another strategic decision taken by 
Elif in 2010 was to purchase a heat re-
covery system from Atlas Copco. Elif 

Packaging specialists Elif installed a huge 
heat recovery system at its facility in Turkey. 
The system, the fi rst of its kind, drastically 
reduces fuel usage and energy consumption.
TEXT JEAN-PAUL SMALL  PHOTOS ATLAS COPCO

THE ROAD 
TO RECOVERY

Elif’s gigantic, cutting-edge 
facility in Istanbul has a variety 
of sustainable features, including 
the heat recovery system. One of 
Elif’s customers, Coca-Cola, has 
recognized the plastics company 
as a Green Supplier – Energy 
Management, thanks to the Atlas 
Copco energy recovery solution.

12 | achieve

ENERGY EFFICIENCY

13APB1_12_13_sustainability_oil_free_air_7525.indd   12 2013-12-12   18:29:17



HEAT RECOVERY SYSTEM’S 
10-YEAR SAVINGS PROJECTION 

 Fuel savings: 
3 million cubic meters
  Cost savings: 
USD 1.8 million
  Investment for the project:  
USD 72 222

The heat recovery system will reduce 
carbon dioxide emissions by around 
3 500 metric tons over 10 years. 

Ayham Yuksel, Elif Mechanical Engi-
neer. 

As a result, Elif has deactivated one 
of its hot water boiler systems, shorten-
ing the return on investment time on 
this project to less than one year. It is 
estimated that the recovery system will 
reduce carbon dioxide emissions by 
3 500 metric tons over 10 years. 

“We chose Atlas Copco for this heat 
recovery project because at Elif 
we only use quality suppliers.”

Ayham Yuksel, Elif Mechanical Engineer

achieve | 13     
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CHINA’S ECONOMIC growth has 
been making headlines for years, as 
one record after another has been 
surpassed. The country experienced 
a general slowdown in 2012, but de-
mand is expected to stabilize towards 
the end of 2013 as coal mining and 
infrastructure investments pick up 
again.

According to both Mark Lee and 
Derrick Liu, General Managers at 
Atlas Copco (Shenyang) Construc-
tion & Mining Equipment Ltd., a 
number of market changes are ex-
pected after the 2012 appointment of 
a new government.

“The new government is shifting 
from a developing mode to more sus-

tainability and urbanization,” Lee says.
Liu adds: “Previously, the main driv-

er for China was the export market, but 
now the government is more focused on 
domestic demand and urbanization.”

Urbanization is in full swing in 
China, where the share of people liv-
ing in large cities has increased from 
36% to nearly 50% over the past 10 
years. If this trend holds, China’s 
urban population will expand from 
about 570 million in 2005 to 925 mil-
lion in 2025.

The country’s growing middle 
class, whose members live mainly in 
urban areas, is expected to account 
for two-thirds of the world’s middle 
class by 2030. In addition to address-

ing urbanization, the new government 
will focus its efforts on anti-corrup-
tion, a fairer distribution of wealth 
and salaries, and fi ghting pollution.

Sustainable growth is on the agen-
da, says Lee, a shift from the policy 
of the previous government that fo-
cused on GDP and profi tability. He 
sees a trend for dealers to gravitate 
towards companies that focus on sus-
tainability. This is especially true in 
the mid-level and premium product 
segments. However, cost is still a 
main driver for Chinese consumers, 
and they expect attractive prices as 
well as high quality. Local manufac-
turers are quickly improving on de-
livering this valuable combination.

CHINÁ S GOT 

TALENT
As China enters a new stage of development, 

Atlas Copco is adapting its practices to seize new 
opportunities and recruit extraordinary talent. 

TEXT CARI SIMMONS  PHOTOS GETTY IMAGES & ATLAS COPCO

14 | achieve
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Career development   
opportunities at 

Atlas Copco make it an 
attractive employer in 

talent-rich China.

achieve | 15     
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THE NEW GOVERNMENT wants 
to increase incomes in China and help 
stimulate demand for domestic con-
sumption. Salary increases are gener-
ally targeted at 10% year to year, but are 
higher in places such as Shenyang due 
to an abundance of manufacturing com-
panies and stiff competition for staff.

Liu notes that higher salaries are 
not the only factor in attracting young 
people. “Job candidates expect a better 
work environment, too,” he says. Last 
year, for example, Atlas Copco moved 
to premises with plenty of coffee areas 
and meeting rooms, plants, ergonomic 
chairs and tables. “If you want fi rst-
class talent today you have to do that,” 
Liu says, adding that unemployment is 
quite low. 

Because of its reputation, Atlas 
Copco has an easier time hiring than 
many other companies. However, fi nd-
ing people with certain skills, such as 
management, remains diffi cult. Liu says 
that engineering is less attractive to the 
younger generation. “They want to talk 
to others more, to be more communica-
tive and not sit at their desks so much.”

Jenny Hong, General Manager of the 
Shanghai-based Customer Center for 
Atlas Copco’s Liuzhou Tech Machin-
ery, says it’s important to provide young 
people with a sense of belonging and 
clear, target-oriented objectives.

Mark Lee, Atlas Copco (Shenyang) 

Construction & Mining Equipment Ltd. 

Customer Center

“Atlas Copco’s decision to invest in 
China and make a commitment to the 
market is appealing for young people,” 
she says. “Another big attraction is that 
there is room for career development, 
with a variety of job openings within 
the Group. This not only attracts qual-
ity people, but also helps us retain them 
because there is room for growth and 
ambition.”

Hong says that the company doesn’t 
offer the industry’s highest salaries, but it 
is still able to attract talent by treating its 
employees well, providing care and com-
pensation, and offering many internal 
opportunities. She herself joined 
Atlas Copco through an acquisition eight 
years ago and says she has stayed be-
cause of “trust, respect and a very clear 
sense of direction” from the company. 

Hong expects to see increased de-
mand for managers and high-level 
professionals as the Chinese economy 
develops. Today, one-quarter of the 
population of Shanghai has a college 
degree. Hong says this means compa-
nies now have a larger pool of talent 
from which to choose. At the same time, 
she doesn’t rule out the need to eventu-
ally hire foreign nationals to fi ll some 
of the employment gaps. “There will be 
demand for company-specifi c techni-
cal managers to help young engineers 
in China,” she says. “They can help to 
develop local products to be on par with 
international ones.” 

Overview of presence 
in Greater China

Mark Lee (left) and Derrick Liu, General 
Managers at Atlas Copco (Shenyang) 
Construction & Mining Equipment Ltd.

“Now the government is more focused

on domestic demand and urbanization.”
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A PERFECT FITA PERFECT FIT

When the world’s leading mobile-phone 
manufacturer looked for a screwdriver partner 
to produce its handsets, Atlas Copco won the 
business based on quality, price and support.
TEXT DANIEL DASEY  PHOTO SAMSUNG

IF YOU’VE RECENTLY purchased 
an Android smartphone, there’s a good 
chance it was produced using Atlas 
Copco equipment.

Samsung, the world’s leading smart- 
and feature-phone manufacturer, relies 
on Atlas Copco control systems and 
screwdrivers to assemble its popular 
Galaxy handsets, as well as other mobile 
phones in its range. Under an agreement 
reached in February 2012 Atlas Cop-
co supplied some 2 500, MicroTorque 
screwdriver units to Samsung, and orders 
are coming in on a continuous basis.

The screwdrivers are used in Sam-
sung’s plants in South Korea, China, In-
dia, Brazil and Vietnam, where they help 
produce handsets. Samsung currently 
supplies nearly one quarter of the world’s 
mobile phones and the company sold 
more than 380 million units in 2012, ac-
cording to the research fi rm Gartner.

ChangWon Oh from Samsung’s 
Global Manufacturing support team, 
Mobile Division, says the company is 
very pleased with Atlas Copco’s global 
support capacity.

“Samsung mobile division has in-

tensively invested into the smart phone 
business over the last four to fi ve years 
and always focused on increased pro-
ductivity and quality improvement,” he 
says. “Atlas Copco was fi nally selected 
by Samsung as our business partner, 
satisfying requirements for quality, 
price, delivery and global support.”

Atlas Copco’s Kyungwook (Kenny) 
Jang, General Manager, Industrial 
Technique in Korea, says the deal with 
Samsung came after Atlas Copco was 
invited to participate in a develop-
ment project with two other suppliers 
in 2011.

“Through a series of tests including 
reliability, durability, global presence 
and support capability, Atlas Copco won 
the project and started supplying prod-
uct to Samsung globally,” Jang says.

Jang says Atlas Copco’s strengths 
in the region include its ability to meet 
specifi c customer requirements, its 
quick response to customer requests, 
its global presence and its reputation.  

ChangWon Oh says he is looking for-
ward to Samsung and Atlas Copco work-
ing closely together on future projects. 

“ Atlas Copco was selected by Samsung

as our business partner, satisfying requirements 

for quality, price, delivery and global support.”

ChangWon Oh from Samsung’s Global Manufacturing support team

Samsung Galaxy S4

achieve | 17     
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INNOVATION

Achieve brought four Atlas Copco R&D experts 
together to discuss what contributes to the Group’s 
innovative culture, and what it takes for an idea 
to become a market success. 
TEXT CARI SIMMONS  ILLUSTRATION GETTY IMAGES

How does Atlas Copco promote 
and encourage innovation?
Wim: My fi rst reaction is that maybe 
we don’t need to promote innovation so 
much internally because being innova-
tive is in our genes at Atlas Copco.
Petra: I agree. We always believe that we 
can do things in a better way, and we are 
allowed to test new things, be creative 
and get credit for being innovative.
Mats: I’m fairly new to Atlas Copco, and 
I really felt that culture when I arrived. 
Petra:  One way to promote innovation 
is through pre-development projects that 
allow engineers to take higher risks and 
test new ideas, without sharp deadlines 
to meet. Innovation is also a lot about 
communication. It’s not just one person 
who has an idea; it’s the combination of 
ideas that will make innovative solutions. 

Mats: We run projects across the divi-
sions with participants from different 
functions and divisions, normally with 
external partners, and when you add a 
lot of different people you create differ-
ent types of thinking.

What do you believe contributes 
to this culture of innovation?
Petra: Although Atlas Copco is a big 
company, it feels like a smaller one 
with a lot of entrepreneurship.
Wim: We also have a general under-
standing that we need to change and 
innovate continuously. The drawback 
is that often we are not proud enough 
of what we can do. Like Petra said, we 
always look at what we can improve. 
Guy: There is no complacency. It’s 
in our mindset that there is always a 

INVENTIVE 
MINDS

Wim Bouwen, 
Vice President R&D and 
Shared Engineering Services, 
Compressor Technique

Petra Kastensson, 
Program Manager 
Pre-Development, 
Industrial Technique

Mats Källman, 
Vice President Engineering 
Services, Mining and Rock 
Excavation Technique

Guy Laps, 
Technology and Innovation 
Manager, Construction 
Technique

ROUNDTABLE 
PARTICIPANTS

“We have a process 
that helps us decide 

which ideas to 
follow up on.”

“Innovation
is a lot about

communication.”
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better way. We have key performance 
indicators asserting that a certain 
amount of the business should be 
generated from new products, and we 
measure that and give attention to in-
novation. 

What do engineers like about 
working at Atlas Copco? 
Guy: While we have the structure of a 
big organization and are a large multina-
tional company, we are divisionalized, 
working in rather small organizations 
that contain all the functions in one 

building, from marketing to engineering 
to manufacturing. That closeness of the 
functions is something you don’t have in 
many big companies, and I think it is a 
big advantage. 
Petra: Engineers also have the chance 
to follow a product or solution through 
the whole process, from the idea stage 
to when it is being used by the customer, 
and that is very inspiring for engineers.

When do you know that a 
product should be developed? 
Mats: A good sign is having a very 

strong and passionate ambassador be-
hind the innovation, either a customer 
or an employee. But of course there are 
many other criteria as well.
Petra: Customer need is the most im-
portant criterion. We have to know that 
it fi lls customers’ needs or that it trans-
forms the customer. 
Wim: Another very strong signal is the 
customer’s willingness to pay for the in-
novation. Many people have needs but 
aren’t prepared to pay for 
something that meets those 
needs. 

“We have to know 
that it fills 

customers’ needs 
or that it transforms 

the customer.” 

“It’s not just one person 
who has an idea; it’s 

the combination of ideas 
that make innovative 

solutions.”
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Guy Laps, 
Technology and Innovation Manager 

“The time when you could 

develop everything yourself 

is defi nitely over.”

PERSONAL FAVORITES 

 Guy: The Hard Hat protec-
tive cover is my favorite inno-
vation. With input from rental 
customers, we changed the 
canopy material to rotomold-
ed polyethylene, which made 
the whole product sturdier 
and more attractive, improv-
ing its resale value.  

 Wim: I still 
really like 
the oil-in-
jected and 
oil-free 
screw com-
pressors. It is fantastic to see 
what innovation did for these 
over many decades.  

 Mats: For mining we 
have the Coprod, which is 
a combination of the high 
penetration rate from the 
top hammer and the hole 
quality from the down-the-

hole hammer. With this 
innovation, you 

don’t have to 
make a choice 
between 
these two 

main customer 
benefits. 

 Petra: My favorite product 
is Tensor Revo, an assembly 
tool with a pistol grip and high 
torque. The innovation is that 
we used core technologies in a 
new way; for example, by put-
ting the motor 
and gears into 
new positions 
and chang-
ing the torque 
measurement 
and housing 
material. 

pressors. It is fantastic to see 
what innovation did for these 
over many decades.  

 For mining we 

How do you select innovative 
ideas? 
Wim: We have come up with a process 
that deals specifi cally with ideas and 
helps us decide which ones to follow up 
on. This process has helped us get bet-
ter at selecting innovations. 
Guy: With ideas focused in the same 
direction, you immediately sense 
which ideas are good and can priori-
tize. We have what we call the ‘push’ 
innovation ideas from the internal 
organization, but we also have ‘pull’ 
innovation ideas from customers, sup-
pliers, universities and others outside 
the organization.

Why does Atlas Copco work 
with external partners in R&D?
Guy: You cannot do everything your-
self and be an expert in all fi elds. Today 
the world is changing so quickly that 
you have to rely on the outside world, 
have your antennae on and pick up the 
new information and technology from 
outside partners. The time when you 
could develop everything yourself is 
defi nitely over.
Petra: We need to work with organi-
zations and people that have the best 
cutting-edge technology. 

How do you get external part-
ners to contribute ideas? 
Petra: One way of getting these ideas 

is through technology 
seminars, where we invite 

universities or suppli-
ers to present their lat-
est technologies and 

trends. 
Guy: We also have the innovation 
section on the Atlas Copco website, 

with an idea submission page, which is 
good for start-ups and others who are 
not working in the university network. 
Mats: Yes, if you don’t know how to 
enter that world – whom to call and so 
on – it’s very good to check this web-
site. It’s one way to reach Atlas Copco 
and know you will get a response.

Why should external people 
bring their ideas to Atlas Copco?
Mats: We can take the innovation to 
market faster.
Petra: We can spread the product all 
over the world with our global sales 
channels. We also have the customer 
contacts and can test a new technol-
ogy with our customers early on.  
Wim: Inventors tend to overestimate 
the value of the idea, and underestimate 
what needs to be done to bring an idea 
to market. At Atlas Copco we under-
stand what it takes, not only from a 
technical viewpoint, but also in dimen-
sions such as design, testing, manufac-
turing, marketing, sales and service. We 
can provide a multidimensional appre-
ciation of their idea – something they 
cannot do alone, for the most part.

For example, we have launched a se-
ries of turbo compressors that are more 
compact, supplies air and is more en-
ergy effi cient. We started with this in-
novation by investing in fl uid dynamics 
over a long period of time. Because of 
this, today we can build machines that 
perform much better. 
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By collaborating with external partners with 
specialized skills, Atlas Copco pushes the 
boundaries of what is possible.
TEXT CARI SIMMONS  ILLUSTRATION ISTOCKPHOTO PHOTOS ATLAS COPCO

WHEN DEVELOPING a product or 
solution, Atlas Copco’s R&D and indus-
trial design teams frequently collaborate 
with external players to ensure that lead-
ing-edge technologies and applications, 
along with the best know-how, contrib-
ute to the fi nal result. These partners can 
be suppliers, universities, researchers, 
customers or others. 

One such case involved the new high-
end portable energy controllers, devel-
oped in collaboration with development 

COLLABORATION

partner DEIF and Design-people, a 
user-experience design company. The 
goal was to create a leading high-end 
controller for the portable compressor 
market that could withstand harsh en-
vironments and offer simple, intuitive 
user interaction.

“We wanted to give real added value 
to the user in terms of ease of use, diag-
nostic performance, confi gurability and 
connectivity,” says Marnix Doms, Co-
ordinator Controllers, Technology and 

Innovation Department, Atlas Copco 
Portable Energy. 

For hardware and software develop-
ment, Atlas Copco turned to partner 
DEIF. The relationship goes back to 
2002, with their fi rst joint development of 
controllers. Since then, the two compa-
nies have created many different types of 
controllers and applications together. 

“One of the major advantages of 
working with other companies is 
knowledge sharing and utilization of 
the competences in both companies,” 
says Anders H. Odgaard, Key Account 
Manager Business Support and Key 
Account, DEIF. “The vision is broad-
ened. Both companies have achieved 
new technology and applications during 
the project that we wouldn’t 
have acquired without a 
trusted partnership.”

OFFSPRING
Inspiration’s
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The Xc3003 
controller was 
developed with 
two external 
partners.

Xxxxxxxxxxxxxxx
xxxxxxxxxxxxxxx
xxxxxxxxxxxxxxx
xxxxx

DESIGN-PEOPLE was brought into 
the collaboration to enhance the user in-
teraction of the controller’s new screen 
display and to help make the controller 
operate as intuitively as possible. 

“The very simple interaction concept 
gives the user the feeling of a sturdy and 
trustworthy machine,” says Design-peo-
ple’s Klaus Schroeder, Strategy Direc-
tor, CEO and industrial designer. 

After about 16 months of develop-
ment, including various workshops 
to help the partners learn more about 
Atlas Copco applications, the vision 
of a new series of high-end compres-
sor controllers became a reality. The 
controllers combine user-friendli-
ness and advanced technology with 
improved reliability and a higher 
resistance to harsh environments, 
withstanding heat and cold, high vi-
brations and shock, along with other 
improved features.

Among Atlas Copco’s other collabo-
rations with external partners are the 
assembly drill innovations with Daimler 
Chrysler in Germany and a collabora-
tion with Boeing to develop a positive 
feed drill. 

As many new products are generated 
from a specifi c customer need, interac-
tion with customers often begins at an 
early stage, so that all requirements are 
met. Atlas Copco’s development team 
visited Boeing technicians on several 
occasions to discuss aerospace industry 
needs and have them test the product 
while it was under development. 

The resulting tool has a modular de-
sign that eliminates the need for a backup 
drill each time the tool is serviced. Con-
sultations with Boeing ensured the de-
sign of a product that matches aerospace 
needs. Boeing has purchased a large 
number of the drills, and new models are 
in the works. 

XxxxxxxxxxxxxxxXxxxxxxxxxxxxxxXxxxxxxxxxxxxxxXxxxxxxxxxxxxxxXxxxxxxxxxxxxxxXxxxxxxxxxxxxxxXxxxxxxxxxxxxxx
xxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxx
xxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxx
xxxxxxxxxxxxxxxxxxxx

SERVICE 
COLLABORATION

 In addition to working with 
customers to develop new 
products, Atlas Copco also 
collaborates with customers 
in the service area. In the U.S. 
for example, the company has 
been working with some of the 
country’s largest construction 
equipment fl eet owners to 
develop service products. 

Atlas Copco refurbishes 
the customers’ compressors, 
generators and hydraulic at-
tachments in a process that 
involves inspection, cleaning, 
painting and rebuilding compo-
nents, among other services.

“The process of determining 
the correct scope for these re-
furbishments depends on a sig-
nifi cant amount of interaction 
with the customer,” says Matt 
Cadnum, Vice President, Atlas 
Copco Construction Service. 

Working closely together to 
match fl eet owners’ require-
ments has not only solidifi ed 
the relationship between the 
partners, but also generated 
an innovative service program 
that can be offered to other 
large fl eet owners.

13APB1_21_22_collaboration_7528.indd   22 2013-12-12   18:34:12



Leave nothing  
to waste

Atlas Copco fi ltration 
solutions help FCC turn 
Nottingham’s waste into energy
TEXT JEAN-PAUL SMALL  PHOTOS GETTY IMAGES & ATLAS COPCO

ENERGY EFFICIENCY
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FCC ENVIRONMENT, one of the 
UK’s leading recycling and waste man-
agement companies, is using the latest 
energy-effi cient compressor and fi ltra-
tion solutions from Atlas Copco to help 
turn waste into energy at its Notting-
ham waste processing site. 

The energy from the company’s 
facility produces heat and steam to 
generate power without using fos-
sil fuels. Since the facility opened 39 
years ago, it has reduced the amount 
of waste going to landfi ll sites by 5 
million tonnes.

At FCC’s facility air quality is ex-
tremely important, since any contami-
nants in the air supply would affect the 
instrumentation that is vital to fl ue gas 
monitoring and risk non-compliance 
with the company’s Environmental 
Licence stipulations.

This requirement for high quality 
standards is the principal reason FCC 
turned to Atlas Copco to meet its com-
pressed air needs. Equipment installed 
at the site includes two screw compres-
sors − one fi xed speed and the other a 
VSD machine, capable of matching out-
put to user demand for optimum energy 
savings. The system was augmented 
with three vertical air receivers, and to 
ensure fi rst class dry air at the point of 
use, three BD desiccant dryers with a 
guaranteed dew point of -70 degrees C. 
These were then fi tted and connected 
to Atlas Copco’s latest particulate and 
coalescent fi lters. Environmental pro-

tection was also ensured with the in-
stallation’s EWD condensate man-

agement system that prevents 
any possible drainage contami-

nation.
 FCC was one of the fi rst 

compressor customers to 
have Atlas Copco’s new 
fi lter range units installed. 
The design of these in-
novative fi lters ensures 
a pressure drop of only 
half of that associated with 

conventional coalescing or 
particulate fi lters. This trans-

lates into signifi cant energy savings.
“When we sat down to discuss po-

tential requirements, life cycle costs 
and energy effi ciency was at the fore-
front of everyone’s mind,” says Alan 
Burkill, Atlas Copco Compressor 
Technique Service Sales Engineer. 
“Our proposal was a solution that de-
livered the lowest life cycle cost to our 
customer and energy-effi cient fi ltration 
was an integral and indispensable part 
of the installation.” 

FCC’S EASTCROFT PLANT 
generates steam used by many public 
buildings in Nottingham, such as the 
National Ice Centre. In addition, it keeps 
5 000 families warm while keeping 
the climate a little cooler. Atlas Copco 
was seen to be on the same page in an 

Atlas Copco provided a full system 
solution to FCC, including air com-
pressors, air receivers, fi lters and 
much more. 
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UNDERSTANDING ATLAS COPCO FILTERS

 Filters are an essential part of Atlas Copco’s 
innovative energy-saving solutions. 

Waste-generat-
ed steam sup-
plies electricity 
to many homes 
and business-
es in the area, 
such as the 
National Ice 
Centre.

endeavor to make sure that no energy is 
wasted. “I have known Atlas Copco for 
over 23 years and have always had a good 
quality service from them in all respects,” 
says Philip Eyre, FCC Environment’s 
Maintenance Manager. “The quality of 
their products defi nitely fi ts with what 
FCC requires in this facility.” 

Watch an informative 
video on Atlas Copco 
fi lters by scanning the 
QR code.

“I have known Atlas 
Copco for over 23 years 
and have always had 
a good quality service 
from them.”
Philip Eyre, FCC Environment  
Maintenance Manager.

Today’s fi lters 
have six layers 
of fi lter media 
to guarantee 
performance.

Internal ribs pro-
tect the element 
from damage and 
facilitate the route 
of the oil drops. 

High-effi ciency head 
design results in a 
reduced pressure 
drop which means 
lower running costs.
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AUTOMATION 
TODAY – and 
TOMORROW

Increased automation in technology is reducing 
investment costs, lengthening the life of equipment 
and increasing safety, fuel effi ciency and reliability.

Automation underground
UNDERGROUND MINING can be 
a dangerous business. It’s also hard for 
managers to keep track of what all the 
miners and machines are doing down in 
the mine. To help its customers address 
both of these challenges, Atlas Copco is 
working on products and systems in the 
fi elds of automation and integration.

Automation technology allows com-
panies to remove machine operators 
away from high-risk areas, says Julian 

Reynolds, Atlas Copco’s Product Line 
Manager for Automation in the Under-
ground Rock Excavation area.

Atlas Copco is partnering with the 
Swiss-based multinational ABB in a 
project called Underground Mobile 
Equipment Integration. ABB has an 
automation development platform that 
allows Atlas Copco to bring in a vari-
ety of different functions into the mine 
and onto one platform to monitor and 

control miners and machines. ABB is 
involved the process control aspect of 
the project, while Atlas Copco will fo-
cus on collecting and transferring data 
from the machines.

For customers, the ultimate benefi ts 
of automation and integration are that 
miners are exposed to fewer hazards 
while managers operate more effi cient-
ly and gain more timely information 
about what’s going on underground. 

AUTOMATION 

control miners and machines. ABB is 
involved the process control aspect of 
the project, while Atlas Copco will fo-
cus on collecting and transferring data 
from the machines.

For customers, the ultimate benefi ts 
of automation and integration are that 
miners are exposed to fewer hazards 
while managers operate more effi cient-
ly and gain more timely information 

TEXT MICHAEL MILLER & ULF WIMAN PHOTOS & ILLUSTRATIONS ATLAS COPCO
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Remote-controlled mining equipment increases mining productivity 
and removes operators from harm’s way.
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Turkish power

Compressor 
data goes mobile

A HYDROELECTRIC power plant 
under construction in northern Turkey 
aims to generate 470 Gigawatt-hours a 
year, enough to power about 150 000 
homes. Norway’s Statkraft, Europe’s 
largest generator of renewable energy, 
is the prime contractor for the Kargi 
hydropower plant, while Turkish 
construction company Gülermak is 
responsible for the drilling and tun-
neling at the site, some 200 kilometers 
northeast of the capital Ankara. 

After experiencing some diffi culties 
with its tunnel-boring machines, Gül-
ermak turned to Atlas Copco for a fully 
automated computerized drill rig.

“The most important reason to 
choose Atlas Copco is the experience,” 
says Ömer Yeni, Chief Geological 
Engineer for Gülermak. “We believe 
that Atlas Copco Turkey has the best 
service coverage compared with its 
competitors.”

Gülermak is using Atlas Copco’s 

IMAGINE BEING able to monitor an 
Atlas Copco compressor or dryer’s opera-
tions anywhere, anytime, from a smart-
phone or a tablet computer. Actually, no 
imagination is necessary, since that capa-
bility is already here. 

The Elektronikon® App, Atlas 
Copco’s fi rst mobile app for the com-
pressor market, links directly to the 
controllers in Atlas Copco’s compres-
sors and dryers. Previously, compressor 
operators could monitor their instal-
lations’ performance over the intranet 
thanks to the Elektronikon Mk 5 con-
troller. With the app, users can moni-
tor an installation’s real-time status, 
such as running hours, analog inputs 
and running or stopped status. Both the 
Elektronikon controller and the app are 
available in 32 languages. 

The Elektronikon App is designed for 
Apple and Android mobile devices and 
can be downloaded for free from iTunes 
or Google Play. Customers with an ex-
isting Atlas Copco compressor with an 
Mk5 Elektronikon controller can use 
the app after updating their software. 

The Elektronikon App monitors 

installations in real time.

Documented improvement

The results of the compaction are 
shown directly on the screen of 
the portable compaction analyzer 
unit. The recorded data can 
easily be transferred to a desktop 
computer using a memory card.
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Turkish power

Atlas Copco’s fully automated 

computerized drill rig is exca
vating 

an 11-kilometer-long tunnel.

boomer face drilling rigs to excavate an 
11-kilometer-long tunnel with a face of 
104 square meters, the largest ever in 
Turkey. “Considering these harsh and 
critical operations, you have to buy the 
best machine,” Yeni says.

“When the machines arrived at the 
construction site, eight Atlas Copco 
personnel were ready to train our 
engineers, technicians, supervisors 
and of course our operators,” he says. 
“That impressed us.” 

Documented improvement

A STRUCTURE IS ONLY as strong 
as the foundation upon which it is 
built. This applies fi guratively to 
most things in life and literally to 
things such as buildings and roads. 

Soil compaction must be per-
formed in the right way in order to 
guarantee the quality of road con-
struction. But as a report from the 
Swedish National Road and Trans-
port Research Institute notes, the 
documentation on compaction per-
formed needs to be improved. 

Computerized documentation 
systems can help. One example is 
Atlas Copco’s Compaction Analyzer 
(DCA) system, which uses the roller 
as a measuring instrument to check 
the compaction results, number of 
passes and other information vital to 
the process and document the data. 
By using GPS information for posi-
tioning, the results can also be pre-
sented on a map or drawing.

Knowing the number of passes 
for each individual project is a major 
advantage for contractors. Too few 
passes can lead to poor quality, and 

– in the worst-case scenario – expen-
sive claims for damages. Performing 
more passes than required is a waste 
of time, money and fuel, and causes 
unnecessary wear to the equipment.

Vassbakk & Stol AS, one of the 
leading earthwork companies in 
Vestlandet in southwest Norway, has 
seen the benefi ts of using the DCA 
system.

“Offering project documentation 
has helped us win several prestigious 
projects,” says Jon-Aage Ødegaard, 
training coordinator at the compa-
ny’s headquarters in Kopervik.

The DCA systems can also be used 
both for feasibility studies and on a 
running basis to control effi ciency 
and quality throughout the project. 
The system provides operators with a 
full overview of the compacted area. 
The DCA system makes the overall 
job easier by displaying the loca-
tion of the roller at all times, as well 
as where previous passes have been 
made, making it an invaluable com-
paction tool even in projects where 
documentation is not required. 

The compaction meter measures 
the bearing strength of the surface.

The drum accelero meter 
measures the stiffness of 
the compacted surface. 

The roller is positioned 
using satellite navigation 
systems.
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A fi rst-class supplier works to become so familiar with its 
customers’ business that it comes to be seen as a strategic 

resource. Atlas Copco’s relationship with a division of 
Ford Motor Company shows how this can be done.

TEXT MICHAEL MILLER  PHOTOS ATLAS COPCO & FORD

First in mind

The engine is just part of a 
group of components that 

make up the powertrain, gen-
erating power for the vehicle. 
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Process teams and Core Controls Engi-
neering teams, we have helped Ford de-
velop deeper layers of standardization,” 
says Tabor. “We have focused not only 
on creating best-in-class station fi xtur-

ing and fastening equipment 
but also embedded control 
standards that assure program-
ming and interfacing of our 
equipment is done the same 
way on any Ford Powertrain 
line everywhere in the world. 
This effort has increased 
equipment quality, reduced 
time to launch and cut costs.”

TABOR AND HIS TEAM of 
regional key account manag-
ers work with Atlas Copco’s 

application engineers, product manag-
ers, product marketing specialists and 
service teams. 
“If a Ford engineer has a fastening con-
cern while developing a new product, is 
in need of simultaneous 
engineering assis-
tance to help develop 
a fastening process 
or needs to improve 
the ergonomics of an 
existing system, we 
want them to think 
‘Atlas Copco’ fi rst,” 
Tabor says. And 
that is where any 
forward-thinking 
supplier wants 
to be. 

SELLING PRODUCTS to customers 
who know what they want is one thing. 
Understanding the customers’ needs 
well enough to provide them with solu-
tions that take their business forward in 
new ways is far more challenging.

This second skill is one that Atlas 
Copco strives for every day. Paul Tabor 
is Atlas Copco’s Global Key Account 
Manager for Ford Powertrain, the divi-
sion of Ford Motor Company that builds 
engines, transmissions and axles for 
cars and trucks. Atlas Copco’s Tools 
and Assembly Systems focuses on pro-
viding fastening equipment 
to industry – everything from 
simple pneumatic hand tools 
to fully automated fastening 
equipment for assembly lines.

The challenge for Atlas 
Copco when working with any 
customer is to understand a 
customer’s business and pro-
cesses thoroughly. “Custom-
ers’ needs tend to be layered 
and complex, especially when 
working globally,” Tabor says. 
“You have to understand how 
their business works and the obstacles 
they face before you can determine how 
you can help them meet their objectives.

“We’ve been doing this for years 
on a regional basis, but our key ac-
counts now tend to be global. Typically, 
what Ford does well in one region, the 
company wants to emulate in another 
region.” Atlas Copco works to provide 
standardized solutions to Ford  that 
can be applied in manufacturing plants 
around the world.

Mark Ayres is the Vice President of 
Atlas Copco Global Projects, with re-
gional Application Centers in Europe, 
North America, China, India and South 
America. “Our strategy is be consistent 
within the application centers, working 
with global teams allows us to provide 
the same solutions with the same qual-
ity everywhere,” says Ayres. “This is 
signifi cant when working globally with 
customers like Ford.”

“Working together with Ford Pow-
ertrain’s Manufacturing Engineering 

Multi-spindle 
station helps 
Ford maintain 
a consistent 
global fastening 
process.

Paul Tabor is Atlas 
Copco’s Global Key 
Account Manager 

for Ford Powertrain

Paul Tabor, Atlas Copco

cern while developing a new product, is 
in need of simultaneous 
engineering assis-
tance to help develop 
a fastening process 
or needs to improve 
the ergonomics of an 
existing system, we 
want them to think 
‘Atlas Copco’ fi rst,” 
Tabor says. And 
that is where any 
forward-thinking 
supplier wants 

Multi-spindle 
station helps 
Ford maintain 
a consistent 
global fastening 

“We have helped Ford 
develop deeper levels of 

standardization.”
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IN CHILE, MINE SAFETY has moved to the 
top of the agenda. After a series of fatalities in 
2007, a new mining inspectorate responsible for 
regulating safety in the mining industry was 
created within the National Service of Geology 
and Mining. Safety standards were not the is-
sue, as Chile has a rigorous set of standards for 
large-scale mining. The challenge was enforce-
ment, particularly in small to medium-sized 
mining operations.

For Javier Aramayo, Atlas Copco’s Senior 
Safety Health Offi cer at the Radomiro Tomic 
opencast mine in northern Chile, safety is a pas-
sion. “If you want to see the person ultimately re-
sponsible for your safety,” he says, “look in 
the mirror.” 
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PROFILE

Chile has a strong set of safety 
standards for large-scale mining, but 
enforcement can be a challenge. For 
Javier Aramayo, Atlas Copco’s Senior 
Safety Health Offi cer at the Radomiro 
Tomic opencast mine, safety is a passion.
TEXT RICHARD SURMAN  PHOTOS NICOLAS WORMULL

BETTER 
SAFE 
THAN 
SORRY
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“No safety strategy is going to work 
unless everyone understands why 

they have to comply with standards.”

 Current position: Senior 
Safety Health Offi cer at the 
Atlas Copco Radomiro Tomic 
Project, Chile

 Born: 1972

 Family: Married, with two 
daughters and a son

 Hobbies: Enjoys family 
holidays in  southern Chile

 Favorite music: Latin rock 
and English pop from the 80s 
and 90s

 Favorite books: Crime 
fi ction and Harry Potter

 Aspirations: For his children 
to be decent people and 
successful professionals

JAVIER ARAMAYO 

Javier Aramayo, Senior Safety Health Offi cer
at the Atlas Copco Radomiro Tomic Project
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Senior safety 
offi cer Javier 
Aramayo stresses 
the importance 
of vigilance to his 
fellow workers.

VERIFIED SAFETY

 Atlas Copco Group companies have a 
Safety, Health and Environment system 
verified to Occupational Health and 
Safety Assessment Series 18001 and 
ISO 14001.

All Atlas Copco Group companies 
provide relevant training in safety and 
health awareness. Supervisors and 
workers are required to maintain ma-
chinery and equipment to the highest 
standards and to ensure compliance 
with all safe work practices as stated in 
the company’s policies.

All workers receive adequate train-
ing in relation to their specific areas of 
work, and the Group companies are 
committed to ensuring that all safety 
and health measures and procedures 
are fully implemented in the workplace.

THE MINE IS SITUATED in Chile’s Atacama 
desert, 3 000 meters above sea level in the An-
des mountains. This is where Aramayo oversees 
the safety of the employees working on drilling 
contracts for Codelco, the National Copper Cor-
poration of Chile – the world’s largest copper-
producing company. Although he stresses the 
importance of individual responsibility in safety 
and health at work, Aramayo says that this can 
only be achieved when there is an underlying 
safety and health culture.

Aramayo is a stocky, no-nonsense presence who 
is known throughout the mine, constantly bustling 
around observing every level of activity that in-
volves Atlas Copco workers. 

“We have to appreciate that the work we do is 
inherently dangerous,” he says. “I need to know 
that our people go home to their families safe 
and sound,”

His mission is to see that the 77 people on the 
Atlas Copco team take to heart the challenges 
of risk prevention and safety. With personnel 
distributed through administration, engineering 
maintenance, logistics and operations, and the 
risk prevention unit itself, Aramayo’s responsi-
bilities are wide-ranging. He stresses that good 
practice has an impact on all site personnel, not 
just the Atlas Copco team. 

“Everyone’s safety is interrelated in a hazard-
ous environment, and I think that our example 

has infl uenced safety standards throughout the 
mine,” he says. “A good safety policy is one that 
everyone takes to heart and acts on. The real risk 
is that people don’t think it applies to them. 

“No safety strategy is going to work unless 
everyone understands why they have to comply 
with safety standards and takes responsibility for 
themselves and their fellow workers,” he says. 
“If we can achieve that, and we back it up with 
the best possible maintenance of machinery and 
equipment, then we have made this tough work-
ing environment as safe as we can.” 
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140 years of trust and loyalty

Jobba med utmaningar i världsklass

Hur skulle du förenkla styrningen av en gruvlastare?
I Diavik, Kanada, är tusen personer i arbete – oavsett tid på dygnet. Systemet för fjärrstyrning gör att fler av 
dem kan arbeta från kontor på ytan, istället för att befinna sig på plats flera hundra meter – ibland kilometer  
– under jord. Tidigare system krävde att man var tvungen att ha viss sikt och översyn nere i själva gruvan, 
men med det nya systemet kan många moment köras helt utan mänsklig inblandning. Det har bland annat 
medfört att man kan gå från gruvdrift i form av dagbrott till underjordsutvinning. Tekniken gör det med 
andra ord möjligt att styra Scooptram-lastarna, som byggs i Örebro, från valfri plats och de kan köras helt 
automatiskt i de flesta moment. Det är också ett led i skapandet av framtidens gruvor. Det här är bara ett 
exempel på en utmaning inom gruvdrift som vi inom Atlas Copco-gruppen arbetar med.

Förutom teknik i världsklass och ett världsomspännande företag, erbjuder vi spännande utmaningar för dig 
med rätt driv. Du skapar själv din karriär och har stora möjligheter att få arbeta med det du vill – kanske rent  
av i ett annat land? Du får snabbt stort eget ansvar och får chansen att visa vad du går för. Samtidigt som 
vi gör vad vi kan för att hjälpa dig hålla balansen mellan arbete och fritid. För du vill ju inte bara ha ett bra 
jobb, du vill väl skapa dig ett bra liv? Läs mer om oss på www.atlascopco.se.

Atlas Copco owes its successful history to 
customers in more than 170 countries who 
have challenged and inspired us to innovate 
and improve our products and services, year 
after year. We would like to thank you for your 
loyalty and trust, as well as your cooperation.

You can rely on your local Atlas Copco team 
to continue doing everything we can to ensure 
your sustainable productivity. For at least the 
next 140 years. That’s a promise.

Download a QR 
reader and scan the 
code to learn more 
about innovation at 

Atlas Copco.
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PREPARATION
When Air Liquide undertakes preventive maintenance 

measures, every single little detail is carefully 
coordinated, checked and then rechecked.

TEXT ATLAS COPCO  PHOTOS ATLAS COPCO & GETTY IMAGES

is everything
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PREVENTIVE MAINTENANCE

ABOUT AIR LIQUIDE

 Founded in 1902, Air Liquide pro-
duces industrial gases used in the 
medical, chemical, and electronics 
industries. Oxygen, nitrogen, and hy-
drogen are Air Liquide’s primary gas 
products. After production, the com-
pany packages and distributes the 
gases for use by customers. 

Headquartered in Paris, France, Air 
Liquide employs more than 46 000 
people in more than 80 countries. In 
2011, the company generated more 
than EUR 14 billion in revenue. 

Air Liquide Portugal was estab-
lished in 1923 and currently serves 
over 35 000 customers. 
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IT’S A CHILLY, QUIET November 
afternoon in the Portuguese munici-
pality of Estarreja, but the local Air 
Liquide chemical plant is buzzing with 
activity. Plant Manager Luis Ferreira 
and his team are undertaking preven-
tive maintenance – or, as they call it, 
a “turnaround.” The process involves 
shutting down the plant for 33 days, but 
it ensures that one of its most essential 
machines, a centrifugal gas compressor 
supplied by Atlas Copco, keeps operat-
ing smoothly. 

Smooth operation is key in any indus-
try, but Air Liquide Portugal is a special 
case. The company has been operating 
in Estarreja on North Portugal’s Silver 
Coast since 1923. It shares the site with 
facilities from domestic chemicals mak-
er Companhia União Fabril (CUF) and 
global giant Dow Chemical. 

The three companies aren’t merely 
neighbors – they’re business partners. In 
2009, Air Liquide started a third Estar-
reja chemical plant, home of the Atlas 
Copco gas compressor, after a major 
deal that committed all three companies 
to expanding their operations.

Air Liquide’s Estarreja chemical 
plants produce carbon monoxide (CO) 
and hydrogen, which CUF and Dow 
then process to produce a variety of 
chemicals. The slightest technical prob-
lem or downtime in Air Liquide’s opera-
tions would impact its neighbors, who 
depend on the company’s gas products. 

Atlas Copco’s compressor at the heart 
of the plant is one of the most essen-
tial links in the long production chain. 
With the compressor’s support, Air 
Liquide supplies CO for Dow Chemi-
cal’s production of methylene diphenyl 
diisocyanate, better known as MDI. 
This organic compound is then used to 

make polyurethane, a substance used in 
everything from glues, fl ooring and car 
seats to skateboard wheels. 

The main feedstock for MDI is the 
compound aniline, which CUF creates 
using hydrogen from Air Liquide. 

For this complex interplay of produc-
tion processes to work perfectly, preven-
tive maintenance has to be scheduled 
carefully. A turnaround is performed 
about every two years, and the one that 
Ferreira and his team conducted in late 
2011 was the fi rst at this plant.

During the preparation time, spare 
parts are ordered and delivered, and 
every detail of the turnaround schedule 
is coordinated, checked, and rechecked. 
If a single part or detail is missing, it 
means a huge loss of time – and money 
– for Air Liquide and its customers.

THE EQUIPMENT THAT was shut 
down for inspection and maintenance 
included the Atlas Copco compressor. 
For three weeks, the Atlas Copco team 
disassembled its dry seals, inspected in-
let and outlet piping, and checked safety 
valves – all essential measures because 
CO is a hazardous gas that can’t be re-
leased into the atmosphere. 

Although the actual turnaround 
process only lasts about a month, the 
months beforehand are even busier for 
Ferreira. “The turnaround means about 
six months of planning and prepara-
tion,” Ferreira says. “In preparation for 
this maintenance initiative, we had a 
very good and close collaboration with 
Atlas Copco’s team.” 

“The Atlas Copco team integrated 
very well into our team, performed 
all its work on time, and brought great 
experience to the table,” Ferreira says. 
“We are very satisfi ed.” 

Luis Ferreira, Air Liquide Plant Manager

Air Liquide supplies 
carbon monoxide for 

production of MDI. This is 
used to make polyurethane, 

a substance used in 
everything from glues, 

fl ooring and car seats to 
skateboard wheels.

“In preparation for this maintenance 

initiative, we had a very good and close 

collaboration with Atlas Copco.” 
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QUALIFIED TECHNICIANS are the  
key to providing excellent customer 
service and keeping a competitive edge 
in the industry. Their development is a 
priority for Atlas Copco and one of the 
motivations behind the creation of the 
Academy in South Africa.

“At present 73 apprentices participate 
in the program,” says Bernie Hanaray, 
Vice President Atlas Copco Holdings 
South Africa. “The Academy has given 
us a base of internally trained employ-
ees, and it gives us an opportunity to de-
velop and promote previously disadvan-
taged individuals.”

While the Apprenticeship and Train-
ing in Africa program remains the core, 
the Academy also offers training in 
management and leadership; company 
culture; safety, health, environment and 
quality; general skills and job-specifi c 
skills. The Academy also hosts product-
specifi c training for external customers.

In South Africa every business has to 
comply with Black Economic Empow-
erment legislation, a program aimed at 
redressing inequalities of the past. Skills 
development is one of its pillars, and the 
Academy plays an important role in ful-
fi lling these requirements.  

Hanaray is certain that the Academy 
also plays a part in making Atlas Copco 
an attractive employer, as the training 
and development offered creates good 
career opportunities. The number of ap-
plications speaks for itself. 

“The Graduate Development Pro-
gram, aimed at recent graduates mainly 
with engineering qualifi cations, attracts 
numerous applicants for a limited num-
ber of positions,” says Trishanta Persad, 
the Academy Manager. “Since its in-
ception the program has attracted very 
many applications, requiring thorough 
screening and selection.” 

IN 2014 THE ACADEMY will be 
relocating to much larger premises, 
at the new Atlas Copco House South 
Africa, situated east of Johannes-
burg, containing lecture rooms, a 
computer/e-learning room, an admin-
istration offi ce area for training man-
agers, 20 full-time mining and rock 
excavation trainers and other Academy 
employees. 

“The Academy will have easy ac-
cess to workshops and simulators 
for operator and practical training, 
thereby catering to all the needs of our 

    

Atlas Copco’s Academy in South Africa provides 
local apprentices and employees with a variety of 
training programs to enhance competence on the 
job and ensure customers get highly skilled service. 
TEXT GÖRREL ESPELUND  PHOTOS ANDREAS KARLSSON

The path to 
EXCELLENCE

38 | achieve

TRAINING

13APB1_38_39_academy_southafrica_7542.indd   38 2013-12-12   18:48:16



Bernie Hanaray, Vice President 
Atlas Copco Holdings South Africa

“It gives us an oppor-
tunity to develop and 
promote previously dis-
advantaged individuals.”

employees and our customers,” Persad 
says. 

One of Atlas Copco’s biggest clients 
is the South African mining company 
Goldfi elds. 

“All our employees undergo an 
initial training with the objective of 
teaching them the theoretical and prac-
tical component of our machines,” says 
Eddie Stonehouse, Superintendent of 
Education Training and Development 
at Goldfi elds. “We use Atlas Copco in-
tensively for the provision of this train-
ing. It consists of operator, engineer-
ing and on-the-job training.” 

Hannes van Deventer, Technical 
Training Manager at the Academy, 
gives an example of how the training 
can benefi t individual employees. 

“Khaya Ngqeza started training un-
der me, from the smallest machines to 
the more advanced machines,” he says. 
“We then sent him to Sweden for six 
weeks of extensive training, and when 
he came back he moved on to become 
part of Goldfi elds’ training department 
on the technical side. This shows that 
the training gives the technicians op-
portunities to further their careers in 
the direction they choose.” 

Trainee Adama 
Abubakar (top) 
from Ghana.

Simulators provide  
a safe and cost-
effi cient way to 
train operators.
Elias Mokoena, 
Surface Drilling 
Equipment Op-
erator Trainer (left) 
and Ben DeBeer, 
Product Specialist 
(right).

EXCELLENCE
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EACH YEAR ATLAS COPCO runs 
countless customer training courses and 
seminars. Skilled trainers help thou-
sands of people become safer and more 
profi table at work. Increasingly, pro-
gressive teaching techniques, such as 
e-learning and YouTube videos, are also 
being used.

There are good reasons for the com-
pany’s investment in education: Customer 
training helps build relationships, ensures 
equipment is used correctly and increases 
customer safety, satisfaction, effi ciency 
and productivity.

From intensive sessions conducted in service 
centers to safety videos on YouTube, Atlas Copco 
invests heavily in all forms of customer training. 
The approach helps build relationships and also 
increases clients’ effi ciency and profi tability. 

TEXT DANIEL DASEY PHOTOS ATLAS COPCO & GETTY IMAGES

TRAINING
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LEARN, 
IMPROVE 
AND THRIVE
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Customer training helps build 
relationships and increases 
customer safety, satisfaction, 
effi ciency and productivity. 

our knowledge for the benefi t of the 
customers.”    

Kozlovskiy cites the example of 
Poland, where more than 1 600 peo-
ple from about 1 100 companies have 
participated in training over the past 
three years.

He says his current team offers we-
binars and e-learning to help custom-
ers fi nd time for the training.

Stefan Ischi is Global Training 
Manager within Atlas Copco’s Mining 
and Rock Excavation business area.

 The area oversees equipment such 
as drilling rigs. Ischi says his business 
area’s service division conducted 687 
training sessions for customers glob-
ally in 2012, with 3 998 individuals 
taking part.

 The Mining and Rock Excavation 
area has commercialized its training 
and now actively sells it to customers.

“We believe the potential of the 
training market is enormous and 
we’re confi dent of growing in this 
area over the next three years,” Is-
chi says.

 Ischi explains the growth 
means more trainers are re-
quired and a program is un-
der way to meet the demand.

“In every single opera-
tion we have capable people 
with a lot of knowledge and 
experience with the ma-
chines, but they’re not yet 
specialist trainers,” he says. 
“The program is built on 
identifying capable people 
with a certain knowledge 

and experience level and developing 
them into trainers.”

OTHER, SIMILAR initiatives 
within the company include the 
production of safety fi lms – relat-
ing to nutrunners, or grinder safety, 
for example – to be placed on You-
Tube. Meanwhile in the Industrial 
Technique business area, internal 
and external participants are be-
ing schooled in Lean techniques for 
improved effi ciency. The three-day 
courses are hands-on and part of a 
Lean package, which include con-
sultancy, auditing and networking 
support. (See page 54 in this issue 
of Achieve for more information.) 

Matt Cadnum
Vice President, 
Construction 
Equipment

Service 

relationships and increases 
customer safety, satisfaction, 
effi ciency and productivity. 

relationships and increases 
customer safety, satisfaction, 
effi ciency and productivity. 

as drilling rigs. Ischi says his business 
area’s service division conducted 687 
training sessions for customers glob-
ally in 2012, with 3 998 individuals 
taking part.

 The Mining and Rock Excavation “A lot of problems never develop if 
customers understand how to operate 
equipment and avoid service issues.” 
says Matt Cadnum, Vice President, Af-
termarket, Atlas Copco Construction 
Equipment. 

Cadnum’s focus is on the United 
States, where about 60% of busi-
ness operations in his area 
involve companies that rent 
Atlas Copco equipment to 
third parties.

The equipment ranges 
from small hydraulic break-
ers to large compressors, 
road construction pavers and 
mills.

 “Just having an overview 
of how our equipment is de-
signed and why it’s designed 
that way is the majority of 
the technical training,” he says.

Vladimir Kozlovskiy, General 
Manager for the Compressor Tech-
nique Scandinavia customer center, 
says training in his business area 
focuses on “sharing best practices on 
reducing compressed air consump-
tion and waste, re-using heat from 
compressors, and managing air qual-
ity at lower costs.”

 He has had extensive experience 
with Atlas Copco across Europe and 
Russia and says that training pro-
grams are adapted to suit the particu-
lar needs of each region.

“Training is never about market-
ing our products, but about methods 
and processes,” he says. “We share 

KNOWLEDGE 
MANUALS

 Atlas Copco has 
published a range of 
manuals that share the 
Group’s engineering and 
application expertise with 
universities, distributors, 
customers and prospects.

They are available through 
the Atlas Copco website and 
in several languages.

• Compressed Air Manual
• Power Tool Ergonomics
• Compaction and Paving 
• Milling Manual 
•  Operator Safety and 

Comfort Manual 
• Compaction Concepts
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Through their   

EYES    
What happens when 39 113 Atlas Copco 

employees are asked to send photos 
showing their everyday lives? 

TEXT & PHOTOS ATLAS COPCO
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One sunny day, one step to freedom. Performers from left to right: 
Sergey Rytikov, Yakov Egorshev and Sergey Fomenko. The text on 

fl ag: Atlas Copco - 140 years on the top! Continue the fl ight!
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As Atlas Copco celebrates 140 years of business, 
the company’s employees the world over were 
asked to upload photos to The World of Atlas 
Copco photo site. They didn’t disappoint: the site 
received  more than 3 500 photos from 58 coun-
tries. Together, the images give us a picture of 
Atlas Copco today – a truly global company rich 
in diversity, passion and pride. To see all of the 
photos go to: www.atlascopco.com/ourworld

You get this ...
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With Atlas Copco Sunshine School Students, Xichang, China
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Ladislav Michalek, Andrej Jelenik, Pavla Vejrova and David Jirak, all employees of the service 
center in Prague, had a great trip

 at the 

Slovakian ski resort Malino Brdo.
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Inspecting a sample in the core shack, Canada.

GTG 40 turbine grinders are amongst the strongest handheld 

grinders available. 
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RELIABILITY

TO THE LIMIT
All around the world, Atlas Copco customers need products and 
services that can handle the toughest environmental conditions. 
Here are some examples of how the company’s offerings get put 
to the test.
TEXT MICHAEL MILLER & SUSANNA LINDGREN  PHOTOS TOBIAS OHLS & GETTY IMAGES
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IN LAND-LOCKED ETHIOPIA, sur-
face water is scarce. The country must 
get its water from underground sources, 
but wells are few and far between in the 
diffi cult rocky soil. A recent trend to-
ward urbanization has been shifting the 
nation’s water demands onto overbur-
dened municipal wells, while agricul-
tural demand continues to rise as the 

“ Our country needs groundwater because we 

are very limited in reservoirs and lakes.”

African women and 

children often walk long 

distances to bring home 

heavy containers of water.

Water for 
Ethiopia

country’s farms strive to feed its 80 mil-
lion-plus people. On all fronts, Ethiopia 
is urgently pursuing ways to increase its 
water supply.

“Our country needs groundwater be-
cause we are very limited in reservoirs 
and lakes,” says Ourgie Zeleke, Opera-
tions Manager for KLR Ethio Water 
Well Drilling Plc, which uses two Atlas 
Copco drill rigs. “The need will only 
increase.”

Experts regard accessing groundwa-
ter as the best way, and sometimes the 
only way, to meet the demand for water. 
This means Ethiopia needs dependable 
equipment to tap aquifers in what are of-
ten challenging drilling locations. Atlas 
Copco rigs and drilling tools provide a 
reliable solution, helping more women 
and children to end their daily ritual of 
collecting water far from home.

Atlas Cocpo drill rigs are hammer-
ing out what tend to be diffi cult wells in 
fractured rock conditions.

Zeleke is happy with the operation of 
the Atlas Copco rigs.“In all the holes 
we’ve drilled we’ve not had a problem 
with the Atlas Copco rigs,” he says. 

Ourgie Zeleke, KLR Ethio Water Well Drilling Plc
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Lárus Elíasson, Atlas Copco Geothermal Competence Center

Geothermal 
resources have 
been an energy 

source in Iceland 
for a long time.

Getting into 
HOT WATER

“It was only after World War II and the oil 

crisis that geothermal energy emerged as the least 

expensive and most effective source of energy.”

GEOTHERMAL ENERGY is a prom-
ising renewable energy source that 
generates heat and power by harness-
ing high-temperature fl uids beneath the 
Earth’s crust.

Lá rus Elíasson, of the Atlas Copco 
Geothermal Competence Center (GCC), 
says Icelanders have been harnessing 
geothermal resources for a long time. 
“People have known for 15 or 20 years 
that doing so is considered ‘green.’ It 
was only after World War II and the oil 
crisis that geothermal energy emerged 
as the least expensive and most effective 
energy source.”

The GCC’s team is located in three 
different parts of the world: Reykjavik 
in Iceland, with its snowy hills shaped 
by former volcanoes; Atlas Copco Gas 
and Process’s headquarters in Cologne, 
Germany; and sunny Santa Maria, Cali-
fornia, where Atlas Copco Mafi -Trench 
produces the effi cient turboexpanders 
that geothermal projects require.

Because the GCC brings together people 
from different backgrounds, it can capital-
ize on Atlas Copco’s international presence 
and expertise in other sectors of the energy 
industry as well as on its core members’ 
specialized geothermal know-how.

“Seventy-fi ve percent of innovation 
is not about inventing new things but 
adapting established processes to differ-
ent areas of technology,” Elíasson says.

He has his eye on several potential 
markets around the world. “As far as 
the availability of geothermal resources 
is concerned, Indonesia is the leader,” 
he says. “We are also targeting the Phil-
ippines and New Zealand, in addition 
to our existing active markets: Turkey, 
Germany and the Americas. Howev-
er, as a worldwide organization with 
a global sales force, we can build geo-
thermal plants anywhere.” 

RELIABILITY
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THE BELGIAN FIRST Aid & Sup-
port Team (B-FAST) was created after 
devastating earthquakes ravaged Turkey 
in 1999. To the Belgian government, Tur-
key’s tragedy highlighted the need for a 
rapid response unit to provide emergency 
aid to countries hit by disasters, both natu-
ral and man-made. Since then B-FAST has 
provided assistance in countries such as 
Albania, Haiti, Peru, the Philippines, Ro-
mania and Thailand. Each time, the team 
mobilizes within 12 hours of the decision 
to intervene and stays for a maximum of 
10 days.

“A reliable source of electricity is es-
sential for our rescue and support efforts 
in the fi eld,” says B-FAST’s Dimitri Defre. 
“Without contact with the command post 
and our teams as well as those from other 
countries, our efforts wouldn’t be fully co-
ordinated, which could have serious impli-
cations for human safety and health.” 

Because disasters usually involve a host 
of challenges, portability is an important 
requirement for B-FAST’s generator. “We 
needed a powerful generator that was easy 
to maneuver over rugged terrain,” says 
Defre. “The solution we found was an At-
las Copco generator with a trailer, which 
is light enough to be handled by just a few 
team members. It is big enough to power 
our command post and recharge all ap-
pliances, including our satellite phones, 
camp lighting, water heaters and the radio 
system. 

“Overall, I’d say it’s an essential part of 
our equipment.” 

The 
rescuers

ONE OF THE LARGEST private 
nature reserves in South Africa, 
Komsberg Wilderness Nature Re-
serve covers 125 square kilometers of 
mountainous terrain. The reserve was 
established in 2002 by the Wildlife 
For All Trust to restore a number of 
species, including kudu, springbok, 
Burchell’s zebra, black wildebeest and 
the endangered Cape mountain zebra. 
In mid-2012, reserve staff were busy 
upgrading the reserve’s fencing in the 
eastern portion when unprecedented 
winter storms brought down 35 kilo-
meters of fence.

The reserve is operated by unpaid 
professionals, and it relies on busi-
nesses for material donations. Wussy 
Gardner and Vicky de las Heras, two 
Komsberg staff members, were able to 

temporarily prop up the huge length of 
fencing in  just four days. The reserve 
needed a more durable solution. 

An even stronger fence would require 
an additional 2 000 metal Y-posts and 
380 wooden posts, all dug down into 
rocky terrain. This work would require 
a rock drill and a breaker, along with an 
accompanying generator. However, the 
reserve does not maintain vehicle access 
to the fence, so all equipment and fenc-
ing materials would have to be carried 
long distances by hand. 

The ideal solution was found in an    
Atlas Copco portable combination rock 
drill and breaker with a built-in gaso-
line tank. Atlas Copco in South Africa 
donated the necessary equipment and 
sent a trainer from Johannesburg to 
teach the staff how to use it properly. 

On themend

Atlas Copco donated 
essential equipment 
to fence in Komsberg 
Nature Reserve after 
winter storms. 
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MAINTAINING MINING and rock 
excavation equipment is a real challenge 
in Russia. Most parts of the country are 
covered with permafrost, and the tem-
peratures can go below minus 60 degrees 
Celsius. Considering the extreme remote-
ness of the regions where the equipment 
is operated it becomes clear why custom-
ers demand high equipment quality, reli-
ability and productivity.

However, maintenance of equipment 
can be a challenge in such remote areas if 
delivery of spare parts is delayed for any 
reason. The equipment must not stand 
idle waiting for spare parts and service – 
this is true for customers anywhere, but 
in frozen, remote regions a delay can be 
even more costly and problematic.

Atlas Copco’s goal is timely preventive 
maintenance, troubleshooting, service, 
repair and available spare parts. For At-
las Copco in Russia achieving this goal 
means being as close as possible to the 
customer. The ‘service net’ now covers all 
eight time zones and service centers have 
been built near key customer sites for 24/7 
support and spare parts availability.

The fi rst service center in Russia was 
opened in Norilsk at the Norilsk Nickel 
mines in 2000, with six Atlas Copco 
service engineers stationed there. Today 
it is the biggest service center in Russia, 
with more than 60 service engineers and 
technicians. Their scope is larger today, 
to make sure that all 200 Atlas Copco 
units operate effectively.

There are approximately 20 ware-
houses in the vast territory of Russia, to 
ensure effective and fast service almost 
everywhere. Additional service centers 
are in development in Apatity, Mirny 
and Aykhal. 

One of the most interesting projects 
in the Russian service center chain is in 
the hard-to-reach Magadan region, at a 
site 459 km away from the coastal port 
city of Magadan. At the end of 2010 the 
Polyus Gold Company started develop-
ing the Natalkinskoe deposit, believed 
to be the world’s third largest gold de-
posit. Matrosov mine has the challenge 
of extracting the ore from completely 
frozen earth. The only possible method is 
drilling and blasting, so Atlas Copco de-

ARCTIC 
CHALLENGE
Service in Russia
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Deep-freeze conditions
IT’S ALL ABOUT THE WEATHER. 
Sydvaranger Gruve is situated in ex-
treme northeastern Norway, 400 kilo-
meters above the Arctic Circle. Despite 
winter temperatures reaching minus 25 
degrees Celsius, the weather challenge is 
no match for Atlas Copco equipment.

The 35-square-kilometer iron ore 
mining concession is located on the 
slopes near the small town of Kirkenes. 
The nearest city is Murmansk, in Rus-
sia, and the Bjørnevatn open pit mine 
is only a few hundred meters from the 
border. Decline in demand and falling 
ore prices led to the mine’s closing in the 
late 1990s, but it was reopened in 2009 
by Australian-listed Northern Iron Ltd.

The conditions at Sydvaranger Gruve 
pose a challenge for all types of equip-
ment, says Rune Mjørud Hansen, District 
Manager for Atlas Copco Compressor 
Technique Scandinavia. His group has 
delivered air dryers, oil-injected rotary 
screw compressors and oil-free compres-
sors to the reopened mine.

“Sydvaranger Gruve chose dryers 
for their plant that give them clean, dry 
air with a guaranteed dew point of at 
least minus 40 degrees Celsius,” Hansen 
says. “Compressed air is the heart of the 
production. If the air freezes, production 
comes to a halt.” 

Energy effi ciency has also been a 
strong selling point. “Compressors may 
not be the biggest energy users, but the 
shortest route to superior productivity is 
to minimize operational cost,” Hansen 
says. “Low pressure drop and dynam-
ic control with dew-point-dependent 
switching was essential. By choos-
ing our frequency-controlled oil-free 
compressor, which can provide precise 
pressure control, it’s not unusual to have 
energy savings up to 35%.” 

Atlas Copco has also de-
livered several different 
types of drills and top-
hammer rigs as well as 
lighting sets to Sydva-
ranger. 

If the air freezes, production 

comes to a halt.”
Rune Mjørud Hansen, Atlas Copco Compressor 

Technique Scandinavia

Atlas Copco’s service net 
in Russia covers eight 

time zones, and service 
support is prepared to 

help all year round. 

Having the right 
equipment is vital 
for productivity in 
remote areas.

livered 24 rigs that are all equipped 
with an “Arctic package”. This 
includes special hydraulic hoses, 
a diesel engine heating option and 
preheated compressor valves.  
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TRAINING

A new Atlas Copco approach helps customers and 
its own operations become more productive.
TEXT DANIEL DASEY  PHOTOS TOBIAS OHLS

BUSINESSES ARE ALWAYS look-
ing for ways to increase effi ciency. 
Sometimes, though, the people in a 
position to make a difference are so in-
volved in running operations that they 
can’t see the bigger picture. 

According to Thomas Glasow, Se-
nior Consultant in Production Trans-
formation, the solution for many busi-
nesses is to think “Lean.”

The Lean approach was originally 
developed for the automotive industry, 
but Glasow, who heads up the Lean 
service offering, says its principles of 
identifying and reducing waste make 
it ideal for improving effi ciency within 
any business.

“It applies to every process and ev-
ery industry,” he says. “Companies 
that have started their Lean journey 
are more fl exible and more responsive 
to their customers.”

Japanese carmaker Toyota is cred-
ited with fi rst introducing the concept. 
The system encourages businesses to 
take a step back from operations and 

ask important questions: How can fl ow 
be improved and inventory reduced? 
How can waste be reduced or even 
eliminated? How do the different parts 
of the business work together?

Atlas Copco has long adhered to 
similar principles throughout its opera-
tions and is well positioned to instruct 
others in the system.

“In the future this will be something 
everybody applies in their processes,” 
Glasow says.

The Atlas Copco Lean Package is 
made up of four elements:

First, customers can attend the Lean 
Academy at Atlas Copco’s headquar-
ters in Nacka, Sweden, and receive 
comprehensive hands-on training. Sec-
ond, customers can use Lean Consul-
tancy services, in which Atlas Copco 
staff members travel to the customer’s 
facility to provide intensive on-site ad-
vice in implementing Lean.

Third is an offer of Lean Auditing 
and Certifi cation for businesses that 
have started on the Lean journey and 

BECOME A “LEAN” 
BUSINESS MACHINE

want their compliance levels assessed. 
Fourth, a Lean Network and Com-

munity offering allows businesses that 
have received Atlas Copco training in 
Lean to stay in touch and learn from 
one another.

The training at the Lean Academy is 
designed to be memorable, says Peter 
Karlström, an Atlas Copco Training 
Professional. 

Sessions are held over three days in 
a series of rooms, including one with a 
working production line. Attendees are 
presented with practical problems that 
they must then solve together.

“We have our own production facil-
ity,” Karlström says. “Lean is present-
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BUSINESS MACHINE
LEAN ACADEMY

 Lean training courses are held 
monthly throughout the year.

 Each course runs for three 
days and has room for 12 partici-
pants.

 Participants have come from 
China, India, Sweden, Germany 
and Bulgaria.

 Each day’s course work is a 
blend of theory and practical 
work.

 Places are available to both 
internal and external partici-
pants.

Participants undergo training 
at the Atlas Copco House in 
Sweden.

ed to participants, and then they go out 
and see it in real life and experience 
the difference.”

THE LEAN ACADEMY was launched 
in November 2012 and, after a series of 
pilot workshops, began full operation 
in January 2013. It will provide training 
to Atlas Copco employees and external 
companies on a monthly basis. 

Karlström says interest in the acad-
emy has been strong, with bookings 
stretching fi ve months in advance. Feed-
back from those who already attended 
the course has been positive.

“One of the participants said, ‘This is 
the best course we’ve ever done at Atlas 
Copco,’ and we’re very proud of that,” he 
says. “We see that this works. I can go 
home and tidy up my garage according to 
these principles. It’s very down-to-earth.”

Glasow says he expects to see more 
“lightbulb” moments as the program 
goes forward, with people realizing 
how things could be done better at their 
operations. 
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KAVITA MATHUR LIVES in the heart 
of New Delhi and used to spend three 
hours commuting every day because of 
heavy traffi c in the Indian capital.

Now, thanks to the launch of the Met-
ro Rail rapid transit system, her travel 
time has been halved. Her employer, 
Chicago Pneumatic, is helping millions 
of commuters travel comfortably and 
safely every day.

Delhi Metro is now seen as an exam-
ple for other Asian countries interested 
in making similar investments in trans-
port infrastructure.

An Atlas Copco Group company, 
Chicago Pneumatic became the exclu-
sive compressed air system supplier in 
2005 for the Delhi Metro tunnel ventila-

tion damper system through the efforts 
of an expert team and a dedicated deal-
er, the Oriental Pneumatic Company. 

Compressed air operates pneumatic 
actuators that control the opening and 
closing of dampers controlling the air-
fl ow in forced ventilation. This also en-
ables the rapid removal 
of smoke and heat in 
an emergency, such as 
a fi re. 

The capacity and 
pressure of an air 

compressor are scientifi cally cho-
sen depending on the distance of the 
dampers from the main station and the 
length of the tunnel.  

Impressed by the quality and reliabil-
ity of Chicago Pneumatic products and 
the distributor’s services, Delhi Metro 
placed an order for 42 more compres-
sors at 21 stations. “We have used Chi-
cago Pneumatic screw compressors for 
the last seven years and we are very sat-
isfi ed with the performance and servic-
es offered by CP,” says Rajesh Kumar, 
General Manager, Samsung India.

With its strong presence and perfor-
mance in New Delhi, the brand 

easily won orders from the cit-
ies of Jaipur and Mumbai.  

“We are proud of our 
Metro Rail and that it is 
supported by the Chi-
cago Pneumatic brand,” 
says Vijay Kumar Aw-
asthy, Managing Direc-
tor, Oriental Pneumatic 
Company. 

mance in New Delhi, the brand 
easily won orders from the cit-

ies of Jaipur and Mumbai.  

Chicago Pneumatic’s 
compressors help 
control airfl ow in the
Delhi Metro’s tunnels. 
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New Delhi’s advanced rapid-transit system, the 
Metro Rail, relies on compressed air systems to 
keep travelers moving across the nation’s capital.
TEXT & PHOTOS ATLAS COPCO

INFRASTRUCTURE

DELHI
Express
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Reliably 
     sweet

Switzerland is known for its chocolate, 
watches and snow-capped mountains. 
The country’s sole sugar producer has 
plans to sweeten that list.
TexT AtlAs CopCo phoToS IstoCkphoto & AtlAs CopCo

energy efficency
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ENERGY EFFICENCY

SITUATED IN THE SWISS cities of 
Aarberg and Frauenfeld, sugar producer 
Zuckerfabriken Aarberg und Frauenfeld 
(ZAF) makes more than 250 000 tonnes 
of sugar every year; an amount  that 
would fi ll a train spanning nearly four 
times the 175 kilometers between the 
two cities.

At the heart of the process is an Atlas 
Copco single stage vapor compressor 
that’s been running for almost 30 years. 
The machine is vital to the Aarberg 
plant’s operation of turning sugar beets 
into white sugar.

“The entire factory wouldn’t work 
without the mechanical vapor compres-
sor,” Plant Manager Thomas Franken-
feld says.

The main sugar-producing season 
runs from September to Christmas. 
Over the course of the season, farmers 
from all over Switzerland deliver about 
10 000 tonnes of sugar beets a day on 
their tractors or trucks, and then the 
sugar-making process can begin.

First, the beets are washed and sliced 
open. The evaporator removes water 
from the beet until a sugar concentra-
tion of about 65% is achieved. More 
water is removed as the resulting syrup 
goes through a crystallizer, and sugar 
crystals slowly start to form. The crys-
tals are then dissolved, fi ltered, and re-
crystallized until white sugar emerges. 

Things haven’t always worked this 
smoothly. Around 2000, ZAF faced a 
major challenge due to signifi cant gaps 
in sugar prices in different regions of 
the world. Brazil, which then could pro-
duce sugar very cheaply, controlled the 
international market price. To combat 
this problem, ZAF moved to streamline 
its production processes.

“Facing the pressure at the time, we im-
proved our operations,” Frankenfeld says.

The Aarberg plant has cut its energy 
consumption by 30% in the past de-
cade, and it now uses less energy than 
any other sugar factory in the world. It 
achieved this status in large part by us-

More than 10 000 tonnes 
of sugar beets are delivered 
daily to ZAF’s facilities during 
the sugar producing season. 
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“Maintenance of the machine is 
very important to ensure overall 

effi ciency and reliability.” 

ing waste heat to drive the production of 
crystallized sugar.

“We have developed ways to con-
stantly reuse thermal energy,” Franken-
feld says. “To us, waste heat is every-
thing below 40 degrees Celsius.”

The process requires less steam than 
comparable procedures, and that boosts 
effi ciency. But because steam also acts 
as a provider of energy in the process, 
the Aarberg facility uses too little of 
it to supply enough power to produce 
syrup (which eventually becomes sugar) 
at the desired concentration. That’s 
where Atlas Copco’s vapor compressor 
comes in.

The machine increases the pres-
sure and the temperature of the steam 
in the system, which can then serve as 
the heating medium for the liquid be-
ing formed by the existing vapor. That 
liquid, once cooled, turns into crystal-
lized sugar.

“The low need for fuel consumption 
is directly related to the function of the 
mechanical vapor compressor,” Fran-
kenfeld says.

After the season is over, the rest of 
the year is dedicated to maintenance. 
That includes the Atlas Copco compres-
sor, which undergoes regularly sched-
uled preventive maintenance checks by 
Atlas Copco engineers.

“Maintenance of the machine is very 
important to ensure overall effi ciency 
and reliability,” Frankenfeld says.

He calls the vapor compressor a 
“triple-A machine.” It has been running 
since 1985, and its roar will resound at 
the Aarberg plant again as soon as Sep-
tember rolls around. 

TECHNICAL PROFILE

 Zuckerfabrik 
Aarberg uses a single 
stage Atlas Copco 
vapor compressor to 
increase steam pres-
sure and temperature 
in its system. The 
heated steam can 
then heat the liquid 
that later becomes 
crystallized sugar.

Thomas Frankenfeld, Plant Manager
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 More than a
Amidst Scania’s truck assembly plant in the 

Netherlands sits an Atlas Copco workshop that 
carries out preventive maintenance, tool repair and 

offers timely solutions.
TEXT SCANIA  PHOTOS HEIKO WENKE & SCANIA

SWEDISH TRUCK AND BUS manu-
facturer Scania uses all kinds of tool-
ing and equipment at its plant in Zwolle, 
the Netherlands, and much of it comes 
from Atlas Copco. Setting up a perma-
nent workshop for performing preventive 
maintenance and repair work on the Atlas 
Copco equipment was a logical next step, 
and is now saving Scania money and sup-
porting Atlas Copco’s promise of sustain-
able productivity.

The workshop employs three Atlas 
Copco staff members as full-time ser-
vice technicians for industrial tools and 
equipment: Richard Leusink, Gerhard 
Busz and Gerjan van Wijhe. Leusink 
says both maintenance and repairs are 

carried out from the workshop. “This 
offers the advantage that, if there is 
something wrong with tooling and 
equipment, we can fi x it on site with an 
average throughput time of one day,” 
he says. “So this material never has to 
leave the factory. The amount of work 
we have to do fully justifi es having an 
Atlas Copco workshop at the Scania 
production site.”  

Busz came up with the cable rout-
ing innovation. He noticed the 15-meter 
cables for electronic tools were at risk 
of breaking as they hung on a single 
tie-wrap. He designed and produced an 
automatic coiling system that arranges 
the cables. The result is cables that no 

QUICK FIX

PREVENTIVE MAINTENANCE

Tailor-made connection hoses for air tools 
are just one of the innovations provided by 
the Atlas Copco team.

John Diender, Head of Maintenance, 
Scania Production Zwolle B.V.
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longer dangle, don’t break as often, and 
that staff can’t trip over them. “If en-

gineers need to use the tool, they 
can easily pull the rolled-up 

cable out again,” Busz says. 
Atlas Copco has also 

placed plastic covers over 
almost all the tools, pre-
venting damage and un-

necessary costs. The techni-
cians also watch out for air 

leaks in pneumatic tools to re-
duce power losses, and are working 

on a clear visualization of the familiar 
stacklights.

SUSTAINABILITY IS A HIGH prior-
ity for Atlas Copco, which is currently 
ranked among the top 10 sustainable 
companies worldwide. As a result of its 
positive experience with Atlas Copco at 
Zwolle, Scania has been able to improve 
its own level of sustainability. Tools 
never have to leave the plant, saving on 
time and transport, and regular checks of 
the air tools for leakage help Scania save 
energy and work more effi ciently. “We 
have had positive experiences with our 
service from Atlas Copco,” says John 
Diender, Head of Maintenance at Scania 
Production Zwolle. “Knowledge is devel-
oped together on a continuous basis and 
is applied directly. This in turn generates 
more good ideas, to the benefi t of both 
Scania and Atlas Copco. Scania appreci-
ates the added value of this partnership. 
In terms of the employees’ commitment, 
they provide good support for Scania and 
this is super.” 

Service technicians in Zwolle. 
From left to right: Gerhard Busz, 
Richard Leusink and Wieger Riphagen.

As a result of its 
positive experience 
with Atlas Copco, 
Scania has been 

able to improve its 
productivity levels.
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SERVICE

GOOD
AS GOLD
Brazilian mining company Mineração Caraíba 
is enjoying high fl eet-availability levels thanks 
to an investment in Atlas Copco equipment and 
service contracts.
TEXT ATLAS COPCO PHOTOS GETTY IMAGES & ATLAS COPCO
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BRAZILIAN MINING company Min-
eração Caraíba S/A is based in the town 
of Jaguari, in the northeastern state of 
Bahia. The area, known as the Curaçá 
Valley, is rich in copper and other met-
als. Initially state-owned, the company 
was privatized in 1994 and its under-
ground mine now produces 25 000 tons 
of contained copper and 4 500 tons of 
copper cathode a year. The company 
directly employs about 1 200 people. 

In recent years, the company has ex-
panded with projects throughout north-
ern and northeastern Brazil. The Araés 
goldmine, opened in 2002 in the town 
of Nova Xavantina in the western state 
of Mato Grosso, is a showcase of pro-
ductivity through innovative technolo-
gies and a proactive service agreement.

Sidney Fraguas Junior, General Man-
ager of the mine in Nova Xavantina, 
says Atlas Copco mining machines 
share several features that increase pro-
ductivity: They are versatile and easy 
to maneuver, allowing faster movement  
and operation in a wider range of situ-
ations than rivals; they consume less 
fuel; and they require only minor main-
tenance from the company. 

The high availability 
of the equipment is 
guaranteed through 

the preventive main-
tenance program, 
with Atlas Copco 

service technicians.

DIGGIN’ IT

 Mineração Caraíba S/A opened its 
Araés goldmine in 2002 in the town 
of Nova Xavantina, in the state of 
Mato Grosso. The mine is a showcase 
of productivity and uses a range of 
Atlas Copco equipment: the Jumbo 
Boomer 282, Simba H1253, Scaler 
Breakers, and Diamec 232. 

In processes that require 
compressed air, the mine uses 
four Atlas Copco variable speed 
drive compressors.

 “In the last six months, the fl eet 
availability index has been at 88%, well 
above the goal of 70%,” he says.

Mineração Caraíba’s mining services 
contracts with Atlas Copco are anoth-
er factor that helps it maintain stable 
productivity levels. The company takes 
advantage of Atlas Copco’s decades of 
experience maintaining underground 
equipment and drilling equipment.

“The underground equipment is sub-
ject to lot of stress, and its availability 
is essential for productivity,” Fraguas 
says. “That’s why, besides investing 
in equipment, we decided to also hire 
maintenance in a scheduled manner. 
These contracts include detailed inspec-
tion protocols, highly specialized labor 
and extended guarantees, which maxi-
mize availability and productivity. This 

way we have time to focus on our busi-
ness, without the need to worry about 
unpleasant surprises regarding unsched-
uled downtime and unexpected costs.”

THE MINE USES four Atlas Copco air 
compressors. These provide a contribu-
tion to productivity through energy sav-
ings. The variable speed drive technol-
ogy of the compressors reduces energy 
consumption by producing only the re-
quired volume of compressed air.

Satisfi ed with what Atlas Copco is 
supplying, Fraguas confi rms that the 
partnership will continue to grow. “We 
are beginning our production in a proj-
ect with a shelf life of over 12 years,” 
he says. “We will always seek solutions 
that increase productivity with mini-
mal environmental impact.” 

Sidney Fraguas Junior, General Manager of the Araés gold mine.

“This way we have time to focus on our 
business, without the need to worry about 

unpleasant surprises regarding unscheduled 
downtime and unexpected costs.”
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When agricultural equipment 
manufacturer AGCO needed a 
system to help workers handle 
heavy-duty tractor assembly 
tools, Atlas Copco delivered. 
TEXT & PHOTOS: ATLAS COPCO

AS AN INDUSTRY LEADER in agricultural 
equipment, AGCO manufactures its products with 
farmers in mind. The company produces an array 
of equipment in a variety of sizes, including a line 
of huge tractors from its Fendt brand. 

The tractors’ large size means increased as-
sembly requirements for AGCO. For one thing, 
the screw connections need to be tightened with 
high levels of torque. AGCO’s Marktoberdorf as-
sembly plant in Bavaria uses screw systems from 
Atlas Copco. Since the tools are heavy, they are 
attached to special handling arms that give work-
ers considerable freedom of movement.

“In order to absorb the dead weight and support 
the high reaction torques, we have fi xed them to 
the handling arms,” says Stefan Böhm, Assem-
bly Planner and Screw Technology Specialist at 
AGCO in Marktoberdorf. “This takes pressure 
off our employees without restricting freedom 

Light tools for 
HEAVY 
 TRACTORS

of movement.” The handling arms are fi xed to a 
track system above the assembly line and only 
need a small amount of space at the workstation.

‘Articulated arms’ is the name that Atlas Cop-
co has given these large handling arms, which 
are designed for torques of up to 1 500 Newton 
meters (Nm). The arms were designed by Atlas 
Copco’s Application Center in Essen, Germany. 
The standard range includes three versions for 
torques of 250 to 2 000 Nm. With the appropriate 
accessories, it is possible to affi x either individual 
hand tools or multiple screw units weighing up to 
160 kilograms. The freely movable boom makes 
the tool weightless and able to rotate in all direc-
tions. 

AGCO’S NEW FENDT 900 TRACTOR series 
required an increase in torque from 295 Nm to 580 
Nm. The necessary tools were much heavier, which 
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TIGHTER TORQUES

 Based in Georgia, U.S., 
AGCO makes a full line of 
farm equipment, including 
tractors, combines and hay 
balers. These are sold in 
over 140 countries through 
the following brands:    
Challenger, Fendt, Massey 
Ferguson, and Valtra.

AGCO’s Fendt 900 Vario 
tractor series is the most powerful standard tractor, with a 
maximum output of 360 hp. To assemble the series, AGCO 
uses Atlas Copco’s articulated arms to hold the tools, which 
are designed for torques of up to 1 500 Newton metres (Nm). 
The standard range includes three versions for torques of 250 
to 2 000 Nm. 

As AGCO expects tightening torques to continue to in-
crease in future, it decided on electronically controlled screw 
spindles from Atlas Copco with the appropriate geared offset 
heads, which tighten to a maximum of 700 Nm or 1 500 Nm, 
depending on the application. 

could have increased the level of stress on work-
ers. “We didn’t just want to ensure that the high 
torques could be managed ergonomically,” Böhm 
says. “We also wanted to do away with the impact 
screwdrivers with joint sockets that had been used 
previously.”

Böhm says the Marktoberdorf plant was initially 
considering a system with a telescopic mount for the 
tools. “But once Atlas Copco presented the articu-
lated arms to us, which were new at that point, we 
quickly changed the order,” he says. The telescopic 
stations would have had restrictions on their ability 
to reach the different screw positions, while the ar-
ticulated arms offer much more fl exibility. 

An added feature of the Atlas Copco tools is that 
all the screw data from the manufacturing process 
can be automatically saved to the vehicle by using 
its chassis number, and traced back 
if required. 

AGCO agriculture 
equipment is sold through 

the brands Challenger, 
Fendt, Massey Ferguson 

and Valtra. 
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At the Singer plant in Brazil, 180 
million sewing needles are produced 
per year. Atlas Copco plays a key role 
in the manufacturing process.
TEXT ATLAS COPCO PHOTOS ATLAS COPCO & ISTOCKPHOTO

FOR THE PAST CENTURY and a 
half, Singer has been known around 
the world for its sewing machines. The 
U.S.-based company has been operat-
ing in Brazil since 1858, when it be-
came the fi rst multinational to set up 
shop in the South American country.

 Singer’s factory in the Brazilian city 
of Indaiatuba is strategically important 
for the company, as it produces some 
180 million needles a year that are ex-
ported to Singer plants in several other 
countries, including one in Shanghai, 
China. 

In the manufacturing process, car-
bon steel needles pass through an 
oven heated to 800 degrees Celsius 
(1 470 Fahrenheit). The heat treatment, 
called tempering, strengthens the steel. 
Oxygen is removed from the oven and 
replaced with nitrogen to produce an 
inert atmosphere.

“If even a small amount of oxygen 
gets in touch with carbon steel in a 

successSewing up 

such a high temperature, corrosion af-
fects the material immediately,” says 
Reginaldo Fernandes, a Production Su-
pervisor at the Singer plant.

In the past, the Singer factory in 
Indaiatuba had to buy liquid nitrogen, 
transport it to the plant and store it on 
site. But the company recently intro-
duced new technology that allows the 
plant to produce its own nitrogen.

The factory had been using Atlas 
Copco compressed air systems for 
more than 25 years, so naturally it 
turned to the same supplier when it was 
looking for nitrogen generators. Be-
sides having a reputation for reliability 
over time, Atlas Copco was also able to 
guarantee a purity greater than 99.99% 
for the gas. The purity helped to reduce 
the amount of product that had to be 
discarded, Fernandes says.

Next, Singer plans to install 
Atlas Copco air compressors 
with variable speed drives 

PRODUCTIVITY

Singer chose  
Atlas Copco to 
supply nitrogen 
generators to its 
facility in Brazil 
because of their 
reliability and 
guaranteed 
nitrogen purity.

throughout the factory to reduce its 
consumption of electricity by as much 
as 35%.

“Beyond the competitiveness and 
productivity gains that these solutions 
provide, we are also very pleased to be 
able to increase sustainability, make 
better use of natural resources 
and reduce our production of 
greenhouse gases,” Fer-
nandes says. 
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 Founded in 1851, Singer is a 
world-renowned sewing machine 
brand. Inventors of the world’s fi rst 
zig-zag and electronic sewing ma-
chines, Singer continues innovat-
ing to this day, producing one of 
the world’s most advanced home 
sewing and embroidery machines 
on the market. The company is 
owned by SVP Worldwide, which 
also makes Pfaff and Husqvarna 
Viking sewing machines.

SINGER
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Automation technology 
allows companies to 
move operators away 
from high-risk areas.
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