











ATLAS COPCO AS AN EMPLOYER

we are not going to talk about business, but somehow we
always do. I love working with my family. I'm proud to say
that I work together with them and that we all work for
Atlas Copco.”

Joellen works in Phoenix, Arizona, in parts sales. “We
all still work as a team, and at the end of the day we make
sure the job gets done. I have worked with these people for
six years and some of them I have known for 12 years.
We're like a family.”

Amy gives her dad a great deal of credit for the success
of all three sisters in their careers.

“My dad always drilled into my head, “You ought to
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work harder than anyone else; the focus is on you because
you're the boss’ kid.” I think we expect more from each
other than anyone else. Our dad taught us that no matter
what it takes, you have to get it done. When Atlas Copco
bought the company, that didn’t change. At this point it’s
not a family-owned business, but we have all the same peo-
ple we had before and we do our jobs the same way.”

Julie adds, “Ensuring excellence in the right configura-
tions, installations, function and maintenance of air com-
pressors is in our blood. We will not settle for anything less
for our customers.”



ORKING As afield service technician is an
independent and varied job. “You need to
know a lot about our products, but you also

need a good insight into our customers’ applications,” says
Kristensson. “I can solve most problems, but if there is one
I can’t solve, I have the entire Atlas Copco organization
behind me. In a company of this size, there is always some-
one who can answer difficult questions.”

Specialized know-how

Kristensson works primarily with applications using elec-
tric tools and fixtured systems that require advanced pro-
gramming, parameter setting and software service. This
know-how sometimes takes him to locations in other
parts of the Nordic region. “I have performed installa-
tions at SAS’s maintenance facility at Copenhagen’s inter-
national airport, Kastrup, and maintenance and installa-
tions at Valtra and Sisu Diesel in Finland. Next week I will
be doing a job at Scania’s truck plant, near Stockholm,”
he says.

COMMITMENT TO CUSTOMERS

Atlas Copco has four field service tech-
nicians serving Sweden'’s industrial tool
customers. Achieve paid a visit to
Ingemar Kristensson, who is based on
the West Coast and travels throughout
southern Sweden. With his specialist
knowledge of electric tightening tools
and software, Kristensson also assists
with installations and upgrades in the
other Nordic countries.

At the office Kristensson holds a short training session on
programming software for two Volvo technicians.
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COMMITMENT TO CUSTOMERS

On the day of Achieve’s visit, Kristensson is on his way to
Volvo Cars’ Torslanda plant near Gothenburg. During cer-
tain periods, such as production start-ups, Kristensson
spends several days a week at Volvo Cars.

The tool service workshop is manned by Giorgios Dia-
mantidis. “We have a very good working relationship with
Ingemar,” says Diamantidis. “We phone him whenever we
have problems we are unable to solve ourselves.” Kristens-
son spends 85-90% of his time in the field. “I learn a lot by
visiting different customers,” he says.

Advice from a specialist

How does Kristensson help Volvo optimize production?
“I examine each installation, give advice on how specific
joints can be tightened more efficiently, review safety

Ingemar Kristensson

e Joined Atlas Copco in 2003.

e Vocalist, keyboard and guitar playerin a nine-piece
band.

e Education: Technical college, various Atlas Copco
internal training courses.

¢ Previously worked for Scanrotor (now owned by
Atlas Copco).

aspects, and so on. Customers often ask me for suggestions
on how to improve production.” Kristensson also provides
training for customer production and maintenance per-
sonnel. Thisis particularly in demand when new Atlas
Copco products are installed.

On the spot fast

Anders Almgren is responsible for maintenance and produc-
tion optimization at Volvo Cars. His job is to analyze pro-
duction interruptions and take appropriate measures to
achieve an optimal production flow. “I appreciate Atlas
Copco’s know-how and close contact,” says Almgren.
“When we need Ingemar, he can be on the spot fast. This is
the kind of availability that Volvo expects from its suppliers.”

Volvo Cars

Gentin Belgium. Engines are builtin Skévde, Sweden, and
chassis components in Olofstrom, Sweden. Volvo has facto-
ries in China, Malaysia and Thailand handling component
assembly.

e Models produced at Volvo’s Torslanda plant include the S80,
V70, XC70 and XC90.

*Volvo builds cars at Torslanda and Uddevalla in Sweden, and
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SUPERIOR PRODUCTIVITY

Atlas Copco products
help set tunneling record

ORWEGIAN CONTRACTOR VEIDEKKE hasseta
N new record for drill and blast tunneling at the
AS Kjosnesfjorden Hydropower Project, close
to Norway’s west coast. The record of a weekly advance
of 175.8 meters was achieved in a 16-square-meter tunnel
between 27 October and 2 November 2008. This excep-
tional rate of progress is credited to motivated, skilled and
experienced crews, good preparation work and the equip-
ment used, says Ole-Morten Okkenhaug, Project Site
Manager, Veidekke.
This included an Atlas Copco drill rig and low-profile
loading and hauling trucks. “A more normal advance for
this size of tunnel using drill and blast would be 8085

meters per week,” says Okkenhaug. “Asitis, we are getting
an average of more than 100 meters per week.” In the record-
breaking week, the Atlas Copco rig drilled 39 rounds of 51
holes, 4.6 meters deep.

The achievement is accompanied by a strong safety
record. “We have not had a single injury,” says Okken-
haug, referring to the 375 000 man-hours recorded at the
site up to January 1, 2009. In total, the project requires
21 500 meters of tunnel construction with cross sections
varying from 16-37 square meters. Two other Atlas Copco
drill rigs, also equipped with Secoroc drill steel, have been
used at the site. The project is expected to be completed in
July 2010, ahead of schedule.
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ENERGY EFFICIENCY

From model engines to flight simulators, and from paint spraying to patterns of nature,
compressed air has many applications at the Science Museum in London. An Atlas
Copco Variable Speed Drive (VSD) compressor supplies the air needed to bring science

to life for its 200 000 monthly visitors. Compressed air is used in the museum’s

mechanical workshops and for cleaning and paint spraying. It also powers exhibits,

interactive displays and sculptures — activating them at the press of a button.

‘KINETIC ART’ DISPLAY of contemporary science
A and technology of the future uses compressed air.

These dangling exhibits move up and down and
blow jets of air onto the heads of people passing under-
neath. Air also powers the Pattern Pod, a hands-on gallery
created for 5- to 8-year-olds, forming shapes that represent
patterns occurring in nature.

Compressed air provides the power for the interactive
Energy Gallery’s thought-provoking games and exhibits,
including the braking system for giant spinning drums. Itis
essential for the state-of-the-art SimEx simulator ride, driv-
ing immersive air, water and seat vibration effects, and the
feel of a dinosaur’s breath on visitors’ necks.
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The Atlas Copco compressor is visible to the museum’s
visitors through a specially constructed door. They can see
both the compressed air installation and associated heat
recovery system that provides ‘green’ hot water (at 60°C)
for the Wellcome Wing basement toilets and the Deep Blue
restaurant. Heat is naturally generated as air is com-
pressed by the screw element of the unit. The heat
exchanger, located on the compressor, then takes the heat
out of the compressed air system but, instead of sending it
into the surrounding atmosphere, re-uses it to heat water,
saving the museum energy costs.

The VSD, together with Atlas Copco standard screw
compressors, supply all the museum’s compressed air



needs via a network of steel pipes more than one kilometer
long. The system also includes an Atlas Copco refrigerant
dryer and an air receiver. A dry air supply is important in
order to protect the valves in the interactive exhibits from
moisture.

A VSD compressor is an environmentally friendly solu-
tion, as it uses up to 35% less energy than a standard air com-

ENERGY EFFICIENCY

Gary Edgerton,
Mechanical Ser-
vices Manager.

The Pattern Pod (facing page) uses compressed air to show
the patterns that occurin nature.

Visitors learn through hands-on interaction with the muse-
um'’s exhibits.

pressor by running at different speeds to match demand.
Gary Edgerton, Mechanical Services Manager, com-
mented on the importance of the compressor installation
to the efficient operation of the exhibits. “I am very satis-
fied with the way the Atlas Copco VSD is running. Its
energy-saving capacity and heat recovery features fit well
with our environmental activities,” he says.
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SUPERIOR PRODUCTIVITY

T AP L e S e =

e

\ The sparkling taste of moments of joy; two
\ : \ centuries of prestigious vintages; a woman'’s
/ success story ... Welcome to the domain of
‘la Grande Dame de la Champagne.’

HE STORY OF THE MOST famous lady of cham-
T pagne is forever marked by the year 1805. As the
English were raising their glasses to the victory of
Trafalgar and the French celebrated the victory of Auster-
litz, a 27-year-old newly widowed woman, Nicole-Barbe
| Ponsardin, became a businesswoman with a noble ambi-
tion: to expand her late husband’s wine trade and make
her father-in-law’s business, founded in 1772, the best.

She quickly achieved her goals. Madame Clicquot’s
perception and tenacity commanded the admiration of
her contemporaries. As the very first woman in the
champagne world, and a young captain of industry, she

—= surrounded herself with the most competent people in
the field. As a talented innovator, her name became linked
= — T to a pioneering technique for wine clarity: the riddling
#: - - method. Clicquot created a device that enabled regular
8 p— small turns of the bottles, which resulted in separation of
the sediment from the wine. As a watchful manager, pay-
ing attention to her team’s morale, she knew how to moti-
vate, seize opportunities and mobilize all the House’s
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resources around a founding ambition: “Only one quality:
the finest.”

This became the motto of the Champagne House of
Veuve Clicquot Ponsardin. Today, ‘Grande Dame’ is a
famous vintage and Veuve Clicquot is a valuable asset in
the LVMH Group portfolio of exclusive brands. Another
talented woman, Cécile Bonnefond, now holds the reins of
the House, with the same sense of priorities: quality, but
also efficiency, sustainable development, as well as recog-
nition of exceptional business women.

Tradition and dynamism

But nothing is simple in the top-of-the-range business of
sparkling wine, and every era has its challenges. Competi-
tion has increased and the technology for producing spark-
ling wine is now available to all. Worldwide the number of
talented winemakers is on the increase, and with them new
challengers fighting for market share. In order to maintain
their position of exclusivity, the champagne producers had
to counter-attack with a new weapon: the Appellation
d’Origine Controélée.

What does this wine classification represent? A well-
defined geographical area; strictly controlled methods of
cultivation and manual picking; and a wine-making pro-
cess based on a unique equation: produce a champagne of
superior quality while preserving the style and tradition of
each House. In terms of French exports, wines carrying this
guarantee of origin represent the equivalent of 20 Airbus

jets. Every second, 10 corks pop somewhere in the world.
Every year, 500 000 tourists travel along the French wine
trails. And Veuve Clicquot is a preferred stop along the way.

Born from one of the very first vineyards, the brand
Veuve Clicquot is recognized for the winemakers’ skillful
blending of three favorite grapes: Pinot Noir, Chardonnay
and Pinot Meunier. Behind the famous bright yellow label,
a finely tuned system of production ensures excellence at
all levels: hygiene, traceability and environmental prac-
tices. In this quest for optimal efficiency, nothing is taken
for granted, especially compressed air.

A top-level air system

“Asimportant as water, steam, CO> and electricity, com-
pressed air is an element of production that cannot be
ignored,” explains Christophe Lopez, Project Manager.
“Even though compressed air is never in contact with the
champagne, it drives the pneumatic systems of machines
and equipment at every step of the process.” During the
harvest, it powers the wine presses. On the production site
at Reims, it is everywhere, from elaboration to shipping,
supplied by a centralized, cutting-edge, Atlas Copco instal-
lation. Five Atlas Copco compressors, four of them with
variable speed drive, deliver 2 000 cubic meters of oil-free
air per hour. Their dryers and filters remove the humidity
and dust from the air. The entire system is managed by a
control system that distributes the load and rotates usage
of the machines. Finally, a GPS alarm system ensures
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Inside the Veuve Clicquot cellars visitors can see the equipment and

techniques pioneered by the renowned champagne producer.

Oil-on-canvas portrait of Madame Clicquot, by Léon Cogniet, painted

between 1851 and 1861.

communication between the central controller and the ser-
vice provider in charge of the maintenance.

Two years ago the fine winemaker realized it needed to
invest in a new compressed air system. “The time had
come to modernize and rationalize our air system. The
solution provided by Atlas Copco met our sustainable pro-
duction objective,” Lopez says. Started in 2006, renova-
tion of the air system is now complete, and the results are
obvious. The cleanliness of the operation is reinforced by
the absence of oil in the compressed air. The variable

Christophe Lopez,
Project Manager
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speed drive reduces the useless consumption of energy
when the compressors are not needed at full power. In
addition, the compressors’ pressure stabilization has a
beneficial effect on the winemaking equipment’s most deli-
cate mechanical parts. Finally, when compressors are bet-
ter managed and monitored, their life cycle is longer, and
their maintenance cost lower.

Two centuries later, the House is still focused on pro-
ducing only the finest quality champagne — with every step
of the process marked by excellence.

The top 10 countries in champagne consump-
tion (number of bottles, 2007), after France,
which remains the top consumer:

United Kingdom 39052275
United States 21722220
Germany 12914 655
Italy 10 347 567
Belgium 9950579
Japan 9170 371
Switzerland 6067 859
Spain 4572467
Netherlands 4082358
Australia 3308978

For more information: www.veuveclicquot.com
www.maisons-champagne.com




Vision

The Atlas Copco Group’s vision is to become and remain
Firstin Mind—First in Choice® of its customers and pros-
pects, and of other key stakeholders.

Mission

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

Strategy
Atlas Copco has strong positions globally in most seg-
ments where it offers products and solutions. The Group
concentrates on strengthening its position within seg-
ments where it has core competence.

To reach its vision First in Mind—First in Choice®,
the Group has three overall strategic directions:

Organic and acquired growth

Growth should primarily be organic, supported by

selected acquisitions. Growth can be achieved by:

» geographic expansion, by opening additional customer
centers

» deeper market penetration, by intensified training for
service and sales personnel

* increasing the scope of supply

* acquiring more channels to the market, for example
more brands or more distributor channels

+ continuously launching new products for existing
applications

+ finding new applications for existing products

* acquiring products for existing applications

« acquiring technology/expertise in related applications

Innovations and continuous improvements

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

Strengthened aftermarket

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

Financial targets

Atlas Copco Group has defined financial targets that will
create and continuously increase shareholder value. The
overall objective is to grow while achieving a return on
capital employed that always exceeds the Group’s average
total cost of capital.

The financial targets are

* to have an annual revenue growth of 8%,

+ toreach an operating margin of 15%, and

+ tochallenge and continuously improve the efficiency of
operating capital in terms of fixed assets, inventories,
receivables, and rental-fleet utilization.

To reach these targets, all operative units within the
Group follow a proven development process: stability first,
then profitability, and finally growth.

Non-financial targets

General

» Allemployees shall receive appropriate training in the
Business Code of Practice, including human rights
aspects.

Social

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

+ Each employee shall receive an annual personal perfor-
mance appraisal.

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

* No work-related accidents.

Environmental

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

* Allemployees shall work in an Environmental Manage-
ment System (EMS) certified environment.

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

* All product companies/production sites shall reduce
their CO» emissions, including transport to and from
production sites.

Business partners

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

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

Compressor Technique

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

The business area has in-house resources for basic developmentinits core techno-
logies, and offers specialty rental services. Development, manufacturing, and assem-
bly are concentrated in Belgium, with other units situated in Brazil, China, Czech Repub-
lic, France, Germany, India, Italy, New Zealand, Switzerland, and the United States.

The Construction and Mining Technique business area develops, manufactures, mar-
kets and services rock drilling tools, underground rock drilling rigs for tunneling and
mining applications, surface drilling rigs, loading equipment, exploration drilling
equipment, construction tools and road construction equipment.

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

The Industrial Technique business area develops, manufactures, and markets high-
quality industrial power tools, assembly systems, and aftermarket products and ser-
vices. It serves the needs of industrial manufacturing, such as the automotive and aero-
space industries, general industrial manufacturing, and maintenance and vehicle
service.

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



Revenues by business area

Industrial Technique, 10%

Revenues by customer category

Other, 8% Construction, 22%

GROUP OVERVIEW

Revenues by geographic area

Asia/Australia, 23% North America, 19%

Compressor Technique, 48%

Construction and
’ Mining Technique, 42%

Service, 6% ‘ ‘

Mining, 26%

Process industry, 13% . ‘ Manufacturing, 25%

Share of Group revenues

Compressor Technique, 48%

Share of Group revenues

Construction and
Mining Technique, 42%

Share of Group revenues

Industrial Technique, 10%

Revenues by customer category

Other, 9% Construction, 14%

South
America, 8%

Europe, 39%

Africa/
Middle East, 1%

Revenues by geographic area

Asia/Australia, 25% North America, 15%

Service, 9% ‘ ‘
Mining, 6%

Process industry, 26% . ‘ Manufacturing, 36%

Revenues by customer category

Other, 5% Construction, 37%

South
_wl America, 7%

Europe, 44%

Africa/
Middle East, 9%

Revenues by geographic area

Asia/Australia, 20% North America, 22%

somes 2 I

Mining, 56%

Revenues by customer category

Other, 11% Construction, 1%

South
America, 10%

Europe, 32%

Africa/
Middle East, 16%

Revenues by geographic area

Asia/Australia, 15% North America, 22%

Service, 2% ‘ ‘

Process

industry, 2% ‘ Manufacturing, 84%

Africa/ ‘ ‘

Middle East, 2%

South
America, 5%

Europe, 56%
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Addresses

Atlas Copco Group Center

Atlas Copco AB

SE-105 23 Stockholm, Sweden
Visitors' address:

Sickla Industriv. 3, Nacka, Sweden
Phone: +46 8 743 80 00

Fax: +46 8 644 90 45

Reg. No.: 556014-2720

www.atlascopco.com

Atlas Copco

Atlas Copco
CompressorTechnique
Airpower n.v.

P O Box 100

BE-2610 Wilrijk, Belgium
Phone: +32387021 11
Fax: +32387024 43

Atlas Copco

Industrial Air

P O Box 103

BE-2610 Wilrijk, Belgium
Phone: +323 87021 11
Fax: +32 3870 25 76

Atlas Copco

Qil-free Air

P O Box 104

BE-2610 Wilrijk, Belgium
Phone: +32387021 11
Fax: +32387024 43

Atlas Copco

Portable Air

P O Box 102

BE-2610 Wilrijk, Belgium
Phone: +32387021 11
Fax: +32 387024 43

Atlas Copco

Gas and Process

Am Ziegelofen 2

DE-509 99 Cologne, Germany
Phone: +49 2236 965 00

Fax: +49 2236 965 08 76

Atlas Copco

Specialty Rental

P O Box 107

BE-2610 Wilrijk, Belgium
Phone: +32387021 11
Fax: +32 3450 62 80

Atlas Copco

Compressor Technique Service
P O Box 222

BE-2610 Wilrijk, Belgium
Phone: +32387021 11

Fax: +32 387029 16

Atlas Copco

Airtec

P O Box 101

BE-2610 Wilrijk, Belgium
Phone: +32387021 11
Fax: +32 387024 43

Atlas Copco

Construction and

Mining Technique

SE-105 23 Stockholm, Sweden
Phone: +46 8 743 80 00

Fax: +46 8 644 90 45

Atlas Copco

Underground Rock Excavation
SE-701 91 Orebro, Sweden
Phone: +46 19670 70 00

Fax: +46 19670 70 70

Atlas Copco

Surface Drilling Equipment
SE-701 91 Orebro, Sweden
Phone: +46 19670 70 00
Fax: +46 1967072 98

Atlas Copco

Drilling Solutions

P O Box 462288

Garland TX 75046-2288, USA
Phone: +1 972 496 74 00
Fax: +1 972 496 74 25

Atlas Copco

Secoroc

Box 521

SE-737 25 Fagersta, Sweden
Phone: +46 223 461 00

Fax: +46 223 461 01

Atlas Copco
ConstructionTools

SE-105 23 Stockholm, Sweden
Phone: +46 8 743 96 00

Fax: +46 8 743 96 50

Atlas Copco

Geotechnical Drilling

and Exploration

SE-195 82 Marsta, Sweden
Phone: +46 8 587 785 00
Fax: +46 8 591 187 82

Atlas Copco

Road Construction Equipment
SE-105 23 Stockholm, Sweden
Phone: +46 8 743 83 00

Fax: +46 8 743 83 90

Atlas Copco

Rocktec

SE-701 91 Orebro, Sweden
Phone: +46 19 670 70 00
Fax: +46 19670 75 13

Atlas Copco

Industrial Technique

SE-105 23 Stockholm, Sweden
Phone: +46 8 743 80 00

Fax: +46 8 644 90 45

Atlas Copco Tools and Assembly
Systems Motor Vehicle Industry
SE-105 23 Stockholm, Sweden
Phone: +46 8 743 95 00

Fax: +46 8 743 94 99

Atlas Copco Tools and Assembly
Systems General Industry
SE-105 23 Stockholm, Sweden
Phone: +46 8 743 95 00

Fax: +46 8 640 05 46

Chicago Pneumatic

ZAC de la Lorie

38, Rue Bobby Sands

BP 10273

FR-44818 Saint Herblain, France
Phone: +33 2 40 80 20 00

Fax: +33 240332707

Tooltec

SE-105 23 Stockholm, Sweden
Phone: +46 8 743 95 00

Fax: +46 8 640 05 46

Atlas Copco has hundreds of customer centers worldwide.
For contact information, please visit www.atlascopco.com

Atlas Copco AB

SE-105 23 Stockholm, Sweden

Phone: +46 8 743 80 00
Reg. No.: 556014-2720
www.atlascopco.com
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