Happy people, happy
results. Meet Renata
Borovenova, Managing
Director of AxFlow
Czech Republic.
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Connecting the
dots from Gällivare
to Pretoria. Networking and knowledge
sharing within the
group have been in
focus in 2017.

COUNTRIES
OF
REPRESENTATION

Axel Johnson International

What a wonderful year! In 2017, we grew by 15 percent
and made nine acquisitions, welcoming no less than 13 new
companies to the group.
We formed a more agile organisation with shorter decision
paths. We launched a common digital platform to increase
knowledge-sharing and collaboration across all kinds of
borders. And we managed to further integrate and improve
the sustainability standards we have set for ourselves across
the group. The year’s achievments has made us more than
ready for anything 2018 has to offer.
For more insight into what being part of our group is all
about, read on. Welcome to Axel Johnson International’s
annual review.

We are
Axel Johnson
International

SALES
BY
MARKET
6%
Outside
Europe

Axel Johnson International is a privately owned Swedish
industrial group of more than 100 companies in 25 countries,
with combined annual sales of EUR 790 million.
We drive business development and growth through a
long-term approach to ownership in strategic niche markets,
primarily technical components and solutions for industrial
processes.
Axel Johnson International is organised in four business
groups: Fluid Handling Solutions, Industrial Solutions, Lifting
Solutions and Transport Solutions.

Being far-sighted. We drive sustainable change. We have
a preference for long-term commitments with the intention
of staying in and serving the market.
Making things happen. We have a passion for business;
we challenge, we take the initiative and we take on the
responsibility for delivering what we promise.
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Being good to work with. We inspire confidence through
a genuine respect for people and relationships.
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United by
strong values
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Connecting the
dots from Gällivare
to Pretoria. Networking and knowledge
sharing within the
group have been in
focus in 2017.
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DON’T MISS!

Page 40

Our reality
is changing rapidly
and marketing
needs to keep up.
The ability to offer effective social media marketing to consumers
helped vehicle components supplier Abkati land a significant deal
in 2017: Exclusive rights in Sweden to sell lighting from the premium
brand NBB. Abkati’s Marketing Manager Teresa Elvén (left) and
Marketing Coordinator Anja Örnberger led the way.
2
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Pages 6–27

DON’T MISS!

Same same,
but different
Same strong values, same farsightedness, but a new
strategy and a more agile organisation.

Pages 28–63

Seventeen
wonders
We’re proud of what all of our companies achieved in 2017.
Have a look at some of their accomplishments.

Page 56

Pages 64–68

From top
to bottom line

Learn how
Klätterteknik
reached
new heights
in 2017.
4
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Caroline Berg, Chairman of the Board at Axel Johnson AB,
says values drive success. The numbers prove her right.
Axel Johnson International

Axel Johnson International
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Guided by our long-standing values, we
moved to strengthen collaboration and
sustainabilty in a more agile organisation
with shorter decision paths.

Same same,
but different
6
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PRESIDENT’S SUMMARY

Winning together.
Increased teamwork
pays off in growth.

CFO Ola Karlsson (left) and
President and CEO Martin
Malmvik are on their feet,
creating a more agile and
future-ready organisation.
8
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PRESIDENT’S SUMMARY

Nothing
is more
rewarding
than seeing
people and
organisations grow.

10
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risk and for allowing our companies
to make their own decisions about their
businesses. Freedom with responsibility
is the model we believe in, and it pays off.”
Working in an environment of growth
is one thing; dealing with tough challeng
es and unpredictable events is another.
After several years in Axel Johnson Inter
national and other industrial groups,
Martin and Ola are used to taking deci
sions and thinking long term – even
when the market is weak. Being part of
a group with farsightedness as one of its
core values provides additional support.
“We have the benefit of investing in
difficult situations due to our owners’
trust and our strong financial position,
Good market conditions are partly re
sponsible for this year’s success, of course. and we have done so in companies affect
ed by the challenges in oil and gas, for
But for Martin and Ola, the result is also
example. Being able to adjust financial
proof that the decision to reorganise the
targets and prepare our companies for
group during the first quarter was the
market recovery is a rare luxury,” says Ola.
right one. Now, the companies with the
best opportunities for exchanging ideas
are gathered together in the same busi
Digitalisation and sustainability have
ness groups, and each of the four groups
been particularly important during the
has a clearer business focus than before.
year. A new IT and communication plat
At the same time, moving the head
form for the group and a new organisation
quarters created a more efficient organi
to optimise and quality assure import pro
sation, where decisions can be taken
cesses from Asia are two concrete results
immediately and cooperation between
of that work. Everything is in place for
the business groups and companies
continued business development and
comes more naturally.
continuous learning.
“As we grow, we take good care of our
people and give them new opportunities
The foundation is truly decentralised
to develop, as well as the ability to attract
management, where everyone can con
the new skills we need,” Ola concludes.
tribute to and influence outcomes, and
“With the support of our owners and with
where there are opportunities to bring
strong finances as the foundation, we
in new ideas.
know that in the coming year we can wel
“This year, we have grown sales by
come even more companies in industries
SEK 1 billion, half of which came from
we believe in for the long term. Every
our existing operations and half from
thing indicates that 2018 will be another
acquisitions,” Martin says. “I see it as a
record year.” n
reward for a healthy attitude towards
lose, open cooperation in and
between companies contributed to
a record year, according to Martin
Malmvik, President and CEO, and Ola
Karlsson, CFO.
Existing companies took new market
shares, the pace of acquisitions was higher
than ever, and overall growth of 15%
exceeded the growth target of 10%. By
the end of 2017, the group had grown
more than the market.
“Nothing is more rewarding than seeing
people and organisations grow, so for me,
2017 has been a wonderful year,” Martin
says.

Axel Johnson International

Axel Johnson International

annual review 2017

11

STRATEGIC SUSTAINABILITY

Sustainability: A winning value.
Axel Johnson International’s sustainability work
begins with the values of the owners. And it is
a key factor in beating the competition.

“

T

he courage to lead the way for cus
tomers is what it takes to make a
real difference,” says Lena Ekbom,
Sustainability Manager.
“We live and work in a time when sus
tainability encompasses some of humani
ty’s biggest challenges,” Lena says. “This
means that all businesses should see sus
tainability as a business-critical area and
evaluate risks and opportunities on a
regular basis. The only way to stay on
the market in ten years is to be working
with sustainability today.”
In recent years, Axel Johnson Inter

national has been integrating a common
framework for sustainability. This in
cludes handling sustainability as a busi
ness risk when evaluating existing com
panies within the group and is also an
important parameter when evaluating
potential acquisitions.
“We have a decentralised view of lead
ership. When it comes to sustainability,
however, all companies must implement
our common framework and include
sustainability KPIs in their financial
reporting process,” Lena says.
Since many of the companies have
limited resources to address complex
sustainability issues, Lena and her team
provide structure and support. “When
we get new companies into the group, for
12
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The only
way to stay
on the
market in
ten years
is to be
working
with sustainability
today.

example, the introduction of the common
framework is one of the steps in an inte
gration plan,” she says. “We can also sup
port the companies in implementation.”

A COMMON
SUSTAINABILITY
FRAMEWORK

To help do that, the sustainability team

n The Code of conduct ensures

was strengthened with Sustainability
Specialist Nelida Jocelyn Karlsson in 2017.
A complementary supply chain process was
developed to help the companies secure
sustainable procurement and the quality
of imports from the Far East. Actions like
these allow smaller companies to work
systematically with sustainability and de
velop in a more sustainable direction.
“This will mean a future edge, as we
are convinced that sustainability will be
a decisive factor in maintaining leading
positions on our markets,” Lena adds.
“Today, some of our customers are starting
to ask questions. It’s our responsibility to
engage in a dialogue with them, as well as
to lead the way for the ones who don’t yet
have sustainability on their agenda.”

that suppliers operate in accord
ance with internationally recog
nised minimum standards on
human rights, labour and the
environment.
n A Code of ethics covers rights

and responsibilities of all employ
ees in our group, including indi
vidual ethic and business policies.
n The web-based Whistleblowing

service encourages all employees
and partners to speak up if they
see anything out of line with val
ues or policy statements.
n Target-KPIs to quantify and

measure sustainability goals.
n Webtraining, introduction to

sustainability and a sustainable
business practice.

More follow-up and dialogue with suppli
Lena Ekbom, Sustainability Manager:
“If we choose suppliers that work
according to our
principles, our companies can focus on
their businesses.”

ers is planned. “If we choose suppliers that
work according to our principles, our
companies can focus on their businesses.
It’s a perfect example of how group initia
tives strengthen our companies’ competi
tiveness. “We face major challenges, but
the opportunities are even bigger.” n
Axel Johnson International

The whistleblowers’ code:
Use the QR
code to go
directly to the
Whistleblower
site.
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IT STRATEGY

IT is all about competitiveness.
A common platform that improves security
and collaboration for every company in the
group is now a reality.

“

W

e are building a new way of
working. Being able to meet
digitally, work from any device,
and share information securely will con
tribute to increased growth. I am sure
about that,” says Mårten Steen, CIO.
Mårten spent 2017 listening to the
companies’ needs, forming a new IT
organisation, developing an IT strategy
and establishing a new group-wide
IT platform. By the end of the year, he
and his team welcomed the first compa
nies to move into the new environment.
There, they met easy-to-use interfaces
that provide storage and data analysis
capabilities, among other things. There
is also a complete framework for building
a local intranet in any language.
“My experience is that many smaller
companies in our industries have neither
the time nor the resources to keep up with
digital developments,” he says. “My goal
is for all our companies to experience all
the creativity, energy, and new opportu
nities that IT can foster. It will give them
an edge over their competitors.”

Our com
panies will
feel completely safe
to come on
board.

The new platform also offers tools to

Mårten Steen, CIO:
“We will give them
all the support they
need. We are only
one phone call or
email away.”

securely share projects with customers,
colleagues and partners. The ability to
quickly and easily find all one’s colleagues
in the group and to make direct contact
14

annual review 2017

is one of the simplest features, but also
one of the most valuable.
“Collaboration is the essence of our
entire strategy,” Mårten says. “This is
where synergy effects exist. When com
panies with similar needs want a new
application, we can help in the evaluation
process or even assist in developing it for
them. Take e-commerce, for example.
Companies could collaborate around a
few platforms instead of having to start
from scratch every time.
And everything is happening in an
environment of drastically improved
cyber security, an important issue
for Axel Johnson International and
one of the most highly prioritised
areas of IT today. “Everything we
focus on today in IT has an aspect
of improved IT security,” Mårten
says. “In 2018, we will focus even
more on awareness of cyber security
and safe behaviour – what to do
when you receive an email from an
unknown sender, for example.”

THREE WINNING
EFFECTS OF
A COMMON
IT PLATFORM
A digital workspace for
collaboration
Any employees from any
business can form teams,
collaborate in projects, share
information and best prac
tices, solve problems, and
brainstorm new ideas.
Data on any device,
anywhere
When the new intranet
is implemented, every
employee will be able to
access relevant information
from any device, anywhere
in a safe and secure way.
Trust and security
Data will be stored in the cloud,
in Microsoft’s data centre. It will
be safely backed up, preventing it
from being lost as well as protect
ing it from hackers and malware.

The roll-out will continue throughout
2018. “Our companies will feel com
pletely safe to come on board,” he says.
“We will give them all the support they
need. We are only one phone call or email
away.” n
Axel Johnson International

Axel

Johnson International
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M&A STRATEGY

Using values to build value. Axel Johnson
International acquires companies it can develop
over the long term. And here, cultural values and
industrial fit need to meet. Hans Glemstedt,
Head of Group Strategy and M&A, explains.

What were the highlights for you in 2017?

“One was the significant pace of acquisi
tions we had. All in all, we completed nine
new transactions and signed another two
before the end of the year – adding new
companies to our portfolio is really creat
ing a lot of positive dynamics. Together,
these eleven acquisitions will add around
EUR 110 million in annual sales. We also
clarified and strengthened our operations
by realigning the organisation, creating
a more agile structure that will better
support our high growth rate. When 2018
takes off, we will be faster on our feet, be
even quicker in making decisions and
hopefully be able to keep up our high
pace of growth.”

We have
had a high
acquisition
rate for two
years, and
I do not
see that
slowing
down.

How do you look at acquisitions?

“I think M&A is all about vision and
strategic fit – which arenas to play in,
which investments and assets. We evalu
ate niche industries where we see that
it is possible to build something bigger
– and interesting for us to be involved
in for decades to come. It is natural that
we seek to acquire companies that fit
into our structure and complement our
existing offerings either product or ser
vice wise or geographically.”

Hans Glemstedt,
Head of Strategy
Where do Axel Johnson International’s
and M&A:
values fit into acquisitions?
“I think M&A is all
“One of our core values, to be far-sighted,  about vision and
fits well into this. We want to create long- strategic fit.”
16
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term, strong and sustainable businesses
which can be built into market leaders
for decades to come. As a family-owned
group, we can both invest in value crea
tion with a long-term horizon, as well as
work actively with sustainability.”
How do you enhance cooperation
between Axel Johnson International
companies?

“We build a structure where each com
pany has its own identity, but form
groups of companies operating in the
same industries, cooperating and sharing
knowledge. We call these groups ‘busi
ness platforms’ and are constantly look
ing for opportunities to broaden and
deepen them, so they can eventually
stand on their own as business groups.
Today, we have four business groups
comprised of seven different business
platforms.”

WHAT WE
VALUE

WHAT WE
LOOK FOR

WHAT WE
OFFER

n A strong market

n Technology distribu

n A corporate culture

n Expertise and support

position and superior
expertise

tors and industrial solu
tions providers

What is on the agenda for 2018?

n A solid track record

n Complementary acqui

focused on innovation,
development, growth and
adding customer value

“We have had a high acquisition rate for
two years, and I do not see that slowing
down unless external conditions force us
to. Our ambition is to build on the busi
ness platforms we have, adding comple
mentary services and products, as well as
broadening them geographically. We are
also looking for new business platforms
to invest in. Without ambitious growth
targets, we would stagnate and people
would not think it’s fun to work here!” n

and profitability

sitions to existing busi
nesses as well as step
ping stones for expansion
into new related industry
niches and geographies

n A strong financial plat

in areas key to developing
our businesses: sourcing,
supply chain, digitalisa
tion, sustainability, people
development

n Product companies

rate governance model
offering plenty of freedom
and responsibility for
ongoing growth and
development

Axel Johnson International

n Entrepreneurial drive
n Management inter

ested in staying on
n Growth and develop

ment ambitions
n Ethos and values in

tune with ours

Axel Johnson International

offering industrial niche
products with interna
tional market potential

form, providing room for
sustainable and farsighted expansion
n A decentralised corpo

n A group-wide network

with active knowledge
sharing and extensive
experience from a wide
range of industrial areas
n An inhouse Business

School programme for
people development and
skill building
annual review 2017
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ACQUISITIONS OF THE YEAR

CLASS OF 2017
pritchard tyrite

More secure cargo

jan 2017 With the acqui
sition of Pritchard Tyrite,
one of the UK’s leading
importers, manufacturers
and distributors of cargo
control equipment, we
gained opportunities for
synergies and market
and channel expansion.
The deal includes
Pritchard Tyrite’s sister
company TRS Motor
sport Equipment.
norbelt

Conveying more
in Norway
jul 2017 We added
high-quality products to
the mix of our industrial
transmission products
in Norway by acquiring
Norbelt, a niche provider
of conveyor belting prod

ucts with a focus on the
food processing industry.
town & county
engineering services

Beefing up in the
UK market
jul 2017 The acquisition
of Town & County
Engineering Services
resulted in a stronger
position as a supplier of
bearings, power trans
mission products, con
veyor belting, consuma
bles and related services
to the UK food and bever
age industry.
w. giertsen services

Services, a Norwegian
full-service manufacturer
and supplier of lifting
equipment and solutions.
sternhammar

Gearing up vehicle
components
sep 2017 Our position in
the Nordic vehicle com
ponents segment got
stronger with the acquisi
tion of distributor Stern
hammar. Established in
1938, Sternhammar has
long-term customer rela
tionships and growing
market share.

Norway gets a lift

ahd
aandrijftechniek

aug 2017 A stronger ser
vice offer for the profes
sional maritime, offshore,
subsea and onshore
industries resulted from
acquiring W. Giertsen

oct 2017 We increased
our market presence in
the Benelux power trans
mission segment through

Powering up in
Benelux

the acquisition of AHD
Aandrijftechniek B.V.
AHD sells, maintains
and services industrial
gearboxes, brakes, cou
plings and propeller
shafts, most notably to
Tata Steel.

Baltics in the flow

jan 2017 Acquiring rope access
specialist Klätterteknik added
skills and expertise to our service
offering within height safety and
industrial ropework for customers
in manufacturing, construction,
wind power and real estate.
“I can run the company as
before, but with the advantage of
having a board of experienced
people to discuss my ideas with,”
says Magnus Nordström, Manag
ing Director. Turn to page 56 for
more.

dec 2017 We entered the
fluid handling market in
the Baltics by acquiring
three well-established
companies with highly
skilled entrepreneurs:
Bahr Pump OU (Estonia),
Pumptechnique SIA (Lat
via) and Flow Technolo
gies UAB (Lithuania). The
companies provide fluid
handling equipment,
advanced systems, and
service.

2018
EARLY
ARRIVALS

DRIVELINES
GO EAST
sep 2017 We complemented our
driveline business in the Nordic
countries and Russia by acquiring
IOW, a leading Eastern European
distributor and service provider
of mobile drivetrain systems,
hydraulics, cooling systems and
filter technologies.

annual review 2017

SERVICE
CLIMBS UP

bahr pump
pumptechnique
flow technologies

iow
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klätterteknik

tmt.malinen

Body building build-up
jan 2018 We grew in the Finnish,
Swedish and Baltic markets for
commercial vehicle components
by acquiring Finland-based
TMT. Malinen.

Axel Johnson International

Axel Johnson International

rdc production

pumpen karrer

Stronger service
for AxFlow France

Extended service offer
in Germany

jan 2018 AxFlow France strength
ened its service capacity in the
French fluid handling market with
the acquisition of RDC Production.

feb 2018 AxFlow Germany’s
solution-provider strategy was
reinforced by acquiring Pumpen
Karrer, a repair and maintenance
specialist.

sks group

Accelerating in the Nordics

rotera

feb 2018 We strengthened our
mechanical power transmissions
business in the Nordics by adding
five companies from the Finnish
SKS Group.

feb 2018 We grew on the Swed
ish market for bearings, trans
missions and seals by buying
Rotera Kullager.

Swedish bearings roll

annual review 2017
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BUSINESS GROUP INSIGHTS

Fluid Handling Solutions
“We will be the best service provider
in all our markets.”

O

The Fluid Handling Solutions business
group is made up by the AxFlow group.
AxFlow companies supply pumps, valves,
equipment and know-how for reliable
transfer of everything liquid – from beer
to concrete.

le Weiner, Managing Director of
Fluid Handling Solutions and
CEO of AxFlow group, has a strat
egy for continued growth both inside and
outside Europe: offer advanced system
solutions, continue to improve customer
service and focus on acquisitions to ex
pand geographically.

AxFlow comprises 31 companies and has
a total of 700 employees.

How would you summarise 2017
for AxFlow?

“The market conditions in Europe devel
oped better than last year in several seg
ments. Oil & gas gradually improved dur
ing autumn, and both food and chemistry
did well. In short, we increased both in
sales and earnings! This also relates to
our strategy of investing in service and
selling entire system solutions, which
ranks with what the market is looking for
more and more. We have been focusing
on this for several years, and in 2017 we
continued to gain market shares. We also
added additional service and technical
expertise to our group through new
acquisitions.”
What opportunities do you see for your
companies in the future?

“With companies and services in all
European countries, we have the oppor
tunity to take care of our customers even
better than before. We will be the best
service provider in all our markets! The
demand for pumping solutions is increas
ing. How pump systems are designed and
built is crucial to energy consumption.
We have a great opportunity to become
a leader in this area – an opportunity
we will take advantage of.”
And what challenges do you have?

“Digitalisation is a challenge, but also a
20
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Axel Johnson International

Axel Johnson International

Ole Weiner,
Managing Director
Fluid Handling Solutions,
CEO AxFlow group

Digitalisation
is a challenge,
but also a big
opportunity
going forward.

big opportunity going forward. That’s
why it’s great that we are going to launch
a completly new website in 2018. It is
designed to be a one-stop-shop for every
one seeking fluid handling solutions for
their production processes. In connection
with this, we’re fine-tuning our processes
and IT solutions to enable our companies
to become even better partners with their
customers. As for actual operations, there
is demand for monitoring systems for
pumps, for example, and we have several
pilot projects running in this area.”
You now cover most of Europe. Will you
add more countries in 2018?

“We will surely make more acquisitions
in 2018 focusing on service companies
and geographical expansion. We’ve re
cently entered the Baltic markets, which
have been a white spot for us in Europe,
and through AQS Liquid Transfer in
South Africa we travelled outside Europe
last year. It’s a journey I see us continuing
on in 2018.” n
annual review 2017
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BUSINESS GROUP INSIGHTS

Industrial Solutions
“Excited to see growing demand
from our customers.”

I

ndustrial Solutions closed 2017 with
four completed acquisitions and more
in the pipeline. All a result of a new
strategic focus, clear goals, and a flatter
organisation, according to Ola Sjölin,
Managing Director.
How has Industrial Solutions developed
during the year, and why?

“Our group is more narrowly focused
now, but we are also searching widely to
create new platforms for growth. While
our primary goal is to develop the exist
ing companies, i.e. to create organic
growth and to acquire companies that
complement those we have, we shall also
find new platforms to grow within the
scope of Axel Johnson International. If
we succeed as we hope, we will soon have
new business segments that can stand on
their own and form new business groups
within Axel Johnson International.”

The Industrial Solutions business group
builds and develops business platforms
within strategically selected niche areas.
Its companies are experts and problem
solvers in three main business segments:
power transmissions, mobile drivelines
and industrial services.

How did you manage market-related
challenges?

“As markets for our product companies
have experienced strong growth, those
companies have seen a boom in order in
take. We have had to work hard to meet
our customers’ needs when several of our
suppliers have had difficulty adjusting
their capacity fast enough to meet grow
ing global demand. Meanwhile, we are
obviously excited to see growing demand
from our customers and pleased that we
continue to help solve technical challenges
and secure deliveries. Our service compa
nies, on the other hand, had a tougher
start of the year, especially those working
with the mining industry. However, we
are still convinced that there is a future in
mining as well as in oil & gas. We are com
mitted to these segments, and we see that

The group comprises 29 companies
and 750 employees.

22
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Axel Johnson International

Axel Johnson International

Ola Sjölin
Managing Director
Industrial Solutions

Our group is
more narrowly
focused now,
but we are
also searching
widely to
create new
platforms for
growth.

it is more important than ever to sustain
ably deliver high-quality services. Now
when commodity prices are recovering,
our long-term view on business is paying
off. Being part of a group that has created
value for industry for five generations and
continues to develop is a true privilege.”
The key to continued growth,
how do you define it?

“We have financially strong owners who
support our ambition to play an active
role in the consolidation of the European
technical distribution market. On top of
supporting existing businesses in their
long-term plans to create profitable
growth, we will keep looking for success
ful entrepreneurial companies to acquire.
With our new organisation, we can
make the right decisions even faster and
focus on what is really important for our
subsidiaries – how to serve our customers
even better. By focusing on our markets, I
am sure we can continue to grow together,
both organically and through acquisitions,
for a long time to come.” n
annual review 2017
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BUSINESS GROUP INSIGHTS

Lifting Solutions
“We are increasingly meeting
our customers online.”

G

rowth is created when people meet
and get the opportunity to exchange
ideas. Lifting Solutions companies
operate independently and are responsi
ble for their own future, but promoting
cooperation is crucial for development,
says Ralf Wiberg, Managing Director.
What characterised 2017 for
Lifting Solutions?

“Renewal and cooperation! We have
streamlined our group and brought
together companies that have a lot in
common, making it easier to create
opportunities that benefit everyone. It
has also made it easier to explain what
our companies do for customers and
suppliers. At the same time as a new
management team and organisation
came in place, our companies performed
well with good order intake and sales.
Of course, our companies with oil and
gas customers had a bit of adversity
during the year, but instead of waiting,
we have invested to be in a good position
for the recovery.”
You have also strengthened your
organisation in terms of purchasing
and digitalisation?

“Relationships with major suppliers are
extremely important to us. We want to
live up to our values with them by being
good to work with and farsighted, while
making the most of the extensive pur
chasing competence that we have in the
group. To further strengthen us here, we
have appointed an experienced strategic
sourcing director for the group, Erling
Haug, who headed Erling Haug AS for
many years. Another key person is Mar
keting Director Erik Lissola, who will
drive marketing and development of

The companies in the Lifting Solutions
business group supply safe and efficient
lifting and height safety solutions in the
energy, offshore and industrial sectors.
Lifting Solutions comprises 24 companies and 1300 employees.

24
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Axel Johnson International

Ralf Wiberg
Managing Director
Lifting Solutions

We want to
get all the
companies
up to speed
and inspired.

digital solutions that will help our com
panies meet their customers’ needs more
efficiently. We want to get all the compa
nies up to speed and inspired, with access
to the needed resources and support from
the group. This is important going for
ward, since we are increasingly meeting
our customers online.”
What is in pipeline for 2018?

“In February, SCM Citra, a long-needed,
group-wide supply chain set-up started
serving our companies. Over time, it will
handle the complete supply chain process
– with purchasing, auditing, quality con
trol and logistics – for private label and
non-branded products from throughout
the Far East and especially China. In
order to achieve our growth targets, we
will partly build on our offer where we
already exist and look for new acquisi
tions in new geographic markets. We are
interested in companies that have ideas
about how they want to develop their
business and how we could support them
in that work.” n
annual review 2017
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BUSINESS GROUP INSIGHTS

Transport Solutions
“Many great ideas that will lead
to exciting projects.”

F

inding ideas to solve complex prob
lems becomes easier in an organisa
tion with a broader focus and minimal
bureaucracy, according to Erik Eklöv,
Managing Director of Transport Solutions.
Sharing information and knowledge pro
vides a good basis for dealing with the
challenges the business faces.

What characterised 2017 for your
business group?

“The market developed very strongly, and
2017 was a really good year for our com
panies. When the industry and the trans
port sector are doing well, we do, too!
In addition, the truck market is cyclical,
and many companies are investing right
now. Our challenge has therefore not
been selling but being able to deliver.
Welcoming Sternhammar in Sweden and
Pritchard Tyrite in the UK into the family
were some of the year’s major events. Our
sustainability efforts had specific results,
such as phasing out products with hexa
valent chromium from our range, for ex
ample. We have also focused a lot on our
R&D work on cargo securing and started
selling some new products on the market,
like Xtradeck and Ergobar.
The Transport Solutions business group’s
companies operate in two business segments: providing a wide range of cargo
securing solutions for road, air and sea
transport and providing components for
heavy commercial vehicles.

What challenges are you facing?

“The challenge for our companies is to
develop sales, which usually goes with
entering new markets, adding new prod
ucts, and adding new expertise. But in
order to get more customers who are in
the habit of ‘buying what they’ve always
bought’ to choose our products, we must
take on the role of problem solver even
more than we do today. Identifying cus
tomer problems and delivering technical
advice are opportunities to reach custom
ers who purchase larger volumes.”

The business group has 19 companies
with a total of 500 employees.

26
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Erik Eklöv
Managing Director
Transport Solutions

Our sustainability efforts
had specific
results, such
as phasing out
products with
hexavalent
chromium.

How do you see 2018 developing?

“I’m really looking forward to a new year
together with our companies. Business
development is extremely satisfying and
there is so much we can accomplish to
gether. With the formation of the Trans
port Solutions business group, we have
a clear, united focus on delivering prod
ucts and know-how for safe transport.
Looking at transport as a whole provides
a solid framework for our companies
to work together. So I will put a lot of
resources into promoting cooperation
and making sure that we within the group
get to know each other and each other’s
companies. I think this will result in
many great ideas that will lead to exciting
projects in the coming year, not least in
R&D. Here, user friendliness and sus
tainability are two important parameters
to take into account in the future. We
will also continue to look for new acquisi
tions. We have quite a few active projects
we are working with and I hope we will
add some new, exciting companies to
our group.” n
annual review 2017
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All of the success stories from the
past year won’t fit on 68 pages. But
we can show you some of 2017’s
top achievments – our 17 wonders.

Seventeen
wonders
28
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1

AXFLOW
CZECH
REPUBLIC
HAPPY
PEOPLE,
HAPPY
RESULTS
30
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Renata Borovenova
built a new corporate
culture that helped
double sales in just
five years.
Axel Johnson International

Axel Johnson International
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In only five years, Renata Borovenova
has doubled sales at AxFlow Czech
Republic. The secret? A new company
culture that is in line with the group’s
values.

I

“ didn’t know anything about pumps.

But I like challenges, see things positively
and understood that AxFlow group
globally was a friendly company that
would give me room to grow and wel
come my unbiased perspective,” recalls
Renata Borovenova, Managing Director
of AxFlow Czech Republic, in explaining
her decision to join the company in 2012.
“I’m not just a boss. I’m a human.”
Renata was taking on the leadership of
a company where personality conflicts
sometimes got in the way of doing busi
ness. Convinced that the situation was not
the fault of the employees, she wanted to
create a new culture based on respect for
people’s differences and a willingness to
cooperate.

“For the first two years, I didn’t care
about the bottom line at all. I focused on
the people. If I could make them trust
one another and move in the same direc
tion, the results would follow. I knew I
had to take the lead and set an example,
and the culture of the company would
gradually start to change.”

AxFlow CZ
AxFlow Czech
Republic supplies
pumps, valves,
equipment and
know-how for safe,
cost-efficient fluid
handling solutions.
It serves customers in all kinds of
production, from
ethanol to candy.

“There is a clear
before and after
Renata,” says Tomas
Vais, Technical
Supervisor.

“We have a great team.
I’m so proud of them,” says
Renata Borovenova.
32
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Left: Retired
employees
visit now
and then to
transfer their
knowledge to
the younger
generation.

Happy faces in
the finance
department.
Sales rose from
CZK 70 million to
CZK140 million
in five years.

Filip Hemerka,
one of the first
students
recruited, is now
External Sales
Manager.

I have a sincere
interest in the people
I work with.
Renata Borovenova
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Employees who couldn’t cope with change left the
company one by one. One of those who stayed and
became a pillar of the company was Tomas Vais,
Technical Supervisor. Nowadays, open and trans
parent discussions are setting the company’s direc
tion and shaping its offer. “There is a clear before
and after Renata,” Tomas says.
AxFlow Czech Republic’s customers are active in
all kinds of production, from ethanol to candy, and
the company offers them the solutions they need to
create safe and reliable processes. AxFlow CZ has
Axel Johnson International

also decided to only sell the highest-quality prod
ucts, which last two-to-three times longer than
standard fluid handling products.
Adding to the challenge for AxFlow CZ is getting

paid for its knowledge. Often, the customers do not
realise how much engineering is needed to design a
system with hundreds of components, from stand
ard pumps to custom-made parts.
“We listen to customers’ expectations and then
decide if we are able to meet them or not,” Renata
Axel Johnson International

says. “We like to see customers as our partners and
think benefits should be in balance. If they are only
looking for the lowest price, for example, we proba
bly aren’t the right partner for them. Those kinds of
projects take too much time, and the benefit for us
is low.
“Good business is not only about earning a lot of
money; it is also about finding opportunities to
learn new things and gain new expertise.”
The focus on quality extends to the employees.
As AxFlow CZ’s offer evolved from the delivery
annual review 2017
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As the company’s offer has evolved from delivering pumps to engineering, designing and building entire systems, AxFlow Czech Republic
has hired more engineers. Below, a small part of its biggest order ever:
A system to precisely dose the ingredients of low-emission foam for
exclusive car seats.

To keep our employees
is the most important
thing.
Renata Borovenova
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of pumps to the design and construction of entire
systems, more engineers were required.
To recruit the best, Tomas turned to the University
of Prague and its programmes in process engineer
ing and electrical engineering. AxFlow CZ started
to offer students a chance to test their skills part
time at the company. They soon understood that
AxFlow CZ would help them grow their abilities,
gradually increasing their competence and respon
Axel Johnson International

sibility so that they could reach their goals. At the
same time, AxFlow CZ gained access to the latest
knowledge and the opportunity to shape and cap
ture the interest of dedicated employees.
The first students arrived five years ago. Since
then, AxFlow CZ has welcomed new students each
year. So far, all of these young and hungry people
have stayed on after graduation. “The fresh wind is
quite strong,” as Renata puts it.
AxFlow CZ has even opened new local offices for
Axel Johnson International

employees who prefer to live outside of Prague.
“To keep our employees is the most important
thing for us. We strive to be a modern company that
these well-educated and driven people like working
for, offering challenges and opportunities to grow.
I have a sincere interest in the people I work with,
and no management will hinder this. We put people
first, and I know that is something we share with
Axel Johnson International as a group,” Renata says
proudly. n
annual review 2017
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Per Englund,
Managing Director,
Forankra Sweden

2

3

NEW ERP
PAYS OFF
■■■ Forankra Sweden is driven
by the ambition to solve custom
ers’ problems, become their part
ner for safe transportation and
deliver complete solutions, not
just products. But it wasn’t always
like that.
“We have undergone an
extremely tough change process
over the past five years. Looking
beyond products to focus on cus
tomer needs has been a major
adjustment, but a good one. It has
deepened our staff’s knowledge
and involvement. Now we can give
our customers service they did not
know they needed and then can
not imagine being without,” says
Per Englund.
The journey from product sup
plier to service-minded partner for
safe transport solutions has been
a journey from manual organisation
to a company with integrated busi
ness systems. New routines were
created, the range updated, and
38
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SUSTAINABILITY
CREATING AN
EDGE

Johannes
Carlsson,
IT manager

new business systems chosen.
With support from Axel Johnson
International’s IT department,
Forankra got everything to fit
together, with changes down to
the level of individual item num
bers.
“It’s not easy to choose busi
ness systems, but we created our
target image early, which made it
easier to make the right decisions
throughout the process,” says
Johannes Carlsson, IT manager.
“Our vision was to get the whole
flow to run from suppliers to cus
tomers. And we have succeeded.”

■■■ As Nomo
Kullager’s customers
increasingly demand
sustainable business
practices, Axel Johnson
International is
lending a hand.
“Companies can always find a
cheaper supplier in China, but we
don’t want to play in that market,”
says Henrik Walter, Nomo’s Director
of sales and marketing.
For example, in 2017, Nomo suc
cessfully sold a new product to a
sub-contractor whose high-profile,
global customer has a rigorous sus
tainability programme. The product,
a deep-groove ball bearing, is sold
under Nomo’s private-label brand LBS.
Nomo’s customer could have
bought the bearings elsewhere for
20–30% less but were willing to pay
more for sustainability. “The decisive
factor was that we could prove to
them that we could pass a sustaina
bility audit by their customer.”
Being part of Axel Johnson Inter
national provided important support,
via Sustainability Specialist Nelida
Jocelyn Karlsson, who had the knowl
edge to go deeper into the sub-com
ponents of NOMO’s products.
“We’d been doing everything
according to our own processes and
had gone as far as we could by our
selves,” Henrik says. “But now we
have a deeper understanding and a
roadmap for improvements.”

Axel Johnson International

HERE’S TO
AXFLOW
FRANCE
■■■ The next time your nose is tickled by
the bubbles in your champagne, you might
want to raise your glass to AxFlow France,
which supplies the equipment to create
those bubbles to more than 80% of cham
pagne makers. And that percent is going
up lately, thanks to a major contract for a
sparkling wine dosing unit with a major
winery.
Every year, different amounts of sun
shine and rain fall on the grapes, affecting
the acid-sugar balance. So, to create con
sistency year after year and maintain the
winemaker’s reputation, the chemistry of
the grape juice has to be precisely cor
rected and prepared for the second fer
mentation. And that’s where AxFlow’s
equipment and expertise is making sure
exactly the right amount of sugar and yeast
goes into every bottle. Too little and the
champagne’s taste suffers. Too much and
the bottle breaks during fermentation.
The new contract is yet another testi
mony to AxFlow’s ability to deliver out
standing solutions to the champagne
industry. “It’s a traditional industry that
operates on trust and word of mouth,” says
Guillaume Chanay, Managing Director of
AxFlow France. “The winemakers all know
each other and who they want to work with.”

Axel Johnson International
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5

ABKATI
NEW LIGHT
ON
MARKETING

If you can’t be seen, you
don’t exist. A rule that
applies to marketing and
truck driving in the north
of Sweden.
40
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The ability to offer effective marketing to
end users helped vehicle components
supplier Abkati land a significant deal
in 2017: Exclusive rights in Sweden to
sell lighting from premium brand NBB.

T

he launch of the Polar Blue lamp
from NBB was the starting point
of a new way of thinking about
marketing for Abkati. For the first time,
the target group was the end user and the
majority of marketing was in social media
channels. Abkati’s Marketing Manager
Teresa Elvén and Marketing Coordinator
Anja Örnberger led the way.
“Our challenge was to reach end users
in an already saturated market,” Anja
explains. “Also, we wanted to send the
end-users to our resellers’ websites, not
to our own site.”
That meant the NBB brand would be
the ‘sender’ of the marketing communi
cations instead of Abkati. Fortunately,
NBB is well-known in the Swedish mar
ket, has a high reputation and plenty of
faithful fans.
Once the decision was made on what

route to take, things happened fast.
Within just a few weeks, preparations
were made for exhibitions, packaging
and point-of-sale materials were created,
and the lamp was launched. Based

Abkati
Abkati is one of
Sweden’s leading
importers and
distributors of
components and
accessories for
commercial trucks
and off-road vehicles.

A marketing
approach created
by Teresa Elvén
(left) and Anja Örnberger has helped
sales of the Polar
Blue lamp exceed
expectations.

In the darkest hour,
lighting from Abkati
will not let you down.
42
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For truck driver
Kim Sjödin, quality
lights are crucial.
Without them, he
wouldn’t stand a
chance of finding
his worksite – or
his way home when
work is done.

We want to sell
quality. We cannot
risk our customers’
being stuck in
the middle of the
forest in freezing
temperatures with
malfunctioning
lights.
on the principle of reaching the customers
where they spend time, social media sites
such as Facebook and Instagram were
used. Steps were also taken to ensure that
NBB and Polar Blue came up high in
Google search results.
Abkati also used an influencer strategy,
tying Swedish rally driver Dennis Råd
ström to NBB and Polar Blue, thereby
reaching his thousands of followers.
All of these methods drove traffic to
nbb-polarblue.se, where visitors found
contact information for retailers where
they could buy the lights.
“This has been a whole new way of
working for us,” Teresa says. “The results
have been fantastic, and yet this is just
44
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”The combination
of 24V and Abkati
can’t be beat,” says
Erik Olovsson,
founder of 24V.
Above, Teresa Elvén
and Anja Örnberger
from Abkati visit
Erik at the 24V workshop.

the beginning of how we will work in the
future.”
One of Abkati’s largest vehicle lighting
retailers is 24V in Sundsvall. The compa
nies have worked together for almost ten
years, and founder Erik Olovsson values 
the close relationship between 24V and
Abkati.
“We want to sell quality. We cannot risk
our customers’ being stuck in the middle
of the forest in freezing temperatures
with malfunctioning lights,” Erik says.
“I buy from Abkati mainly because they
only sell good stuff. I get exactly what
I want and I am very satisfied. We also
have an incredibly good business rela
tionship. We collaborate on everything
from product range to product develop
Axel Johnson International

ment, since I share my customers’ feed
back with them. The combination of 24V
and Abkati can’t be beat!”
24V also lends Abkati a hand with mar
keting. It photographs installations of the
lights and lets Abkati use the imagery in
its social media channels, driving traffic
back to 24V. And 24V, in turn, borrows
Abkati’s images for its channels and
e-commerce site.
Building on this success, Abkati plans to

keep marketing and brand building for
its customers as a high priority. “We are
working in a traditional industry – we still
receive faxes – but our reality is changing
rapidly and marketing needs to keep up,”
Anja says. “Management’s confidence is a
Axel Johnson International

Even for big trucks,
it’s all in the details.
Meet Polar Blue by
NBB.

lifesaver. At our pace, we sometimes have
to act first, discuss later. Had we not been
given the freedom to act, the Polar Blue
launch would not have been as success
ful, but we have exceeded expectations.”
ABL Lights, the owner of the NBB
brand, is happy with the results and look
ing forward to working with Abkati in
2018. “We have definitely noticed the im
pact on sales performance of the high-
quality, innovative marketing materials
created by the Abkati marketing depart
ment,” says Christophe Corvi, President
of ABL Lights. “Thanks to their great
work on Polar Blue, we reached an im
portant sales target in 2017. And there’s
no doubt our ambitious goals for 2018
will be achieved with their support.” n
annual review 2017
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■■■ Certex Denmark exceeded
all expectations in 2017 with its
successful launch of overhead
cranes with a new supplier. The
achievement was the result of
thorough preparations starting
three years ago and the courage
to invest in success.
A year ahead of the launch,
Certex Denmark recruited a sales
person to build up a whole new
crane department from top to
bottom. Spanish manufacturer GH
Cranes was carefully selected as
the crane supplier. The whole

management team then held an
all-day brainstorming session to
create marketing plans, which
they later presented in Spain to
persuade GH to make Certex their
distributor in Denmark.
“They were blown away by our
presentation,” reports Majbritt
Petersen, Managing Director of
Certex Denmark. “We had all the
details, what the messages should
be, what we would do to promote
GH.”
Marketing initiatives included a
monthly newsletter, videos, and a

FROM
SALESMAN
TO
DIRECTOR

Erik Lissola,
Marketing Director,
Lifting Solutions
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STRATEGIC
THINKING
LIFTS CRANES
IN DENMARK

7

new, co-branded web page just
for the cranes. Certex also sent
13 people to Spain for training in
how to sell and maintain the
cranes. The investment in people
and marketing paid off, with Cer
tex Denmark selling 23 cranes in
2017, compared to a target of 10.
And meant Certex needed to hire
another salesperson.
“We believed in this,” Majbritt
says. “And luckily, I was able to
convince our owners that this was
a good idea, because I had to
spend money that I didn’t have.”

■■■ Erik Lissola’s curiosity, hard
work and a desire to collaborate
were a perfect match for an organ
isation prepared to develop and
empower employees.
Starting off in sales in Certex
Sweden in May 2006, he became
Marketing Manager at the com
pany a year later. Since then, he
has had a variety of roles in mar
keting, sales and IT, often spend
ing time learning about things not
directly related to his role.
“I’m curious and I’m constantly
trying to learn,” he says. “Even if
it’s about learning more technical
information about our products, it
gives me a better business under
standing. More knowledge gives
you more of a chance to be
involved in new interesting
things.”

Axel Johnson International

Majbritt Petersen,
Managing Director,
Certex Denmark

Over the years, Erik has seen
things that needed to be done
and wanted to do them. And
Erik’s managers, as well as the
organisation as a whole, have
given him the opportunity to
grow.
In March 2017, the decision
was made to strengthen the
group marketing function. As a
result, Erik became the Lifting
Solution business group’s first
Marketing Director, and is now
working 100% on marketing and
digital development.
“I think you have to take initia
tive yourself and have an open
dialogue with the company so
they know your goals as well,”
Eric says. “You can’t sit and wait
for someone to promote you. It’s
a give and take.”

Axel Johnson International

AFRICAN
SUCCESS
DRIVEN
BY VALUES

■■■ AQS South Africa con
cluded 2017 by meeting its goal
of doubling sales in four years.
It is also ahead of schedule for its
2020 goal of having a firm foot
print in southern Africa, with sales
in 2017 already expanding to five
neighbouring countries plus both
countries within South Africa’s
borders: Lesotho and Swaziland.
Consistent, ongoing communi
cation and a strong emphasis on
values have been keys to success,
with meetings involving all 126
employees at nine locations held
every two weeks. Often in these
discussions, talk turns to values.
“We have made five values part
of our daily lives and promote them
constantly: attitude, quality, service,
loyalty, trust and integrity,” says
Diana Prinsloo, Director Support
services at AQS. “Values help peo
ple feel proud to be associated with
AQS. And I think it’s why custom
ers like doing business with us.”
As a part of this, AQS works with
about 25 charities, contributing to
programmes to feed the hungry

and care for children and the
elderly. It also works to conserve
water, making sure its expertise
come to use where society really
needs it. “We do a lot to help people
save water because South Africa
is a water-poor country,” she says.
“You have to conserve water wher
ever you can.”
Values were also a key determi
nant when joining AxFlow group
in 2016. “We felt that AQS’s values
and Axel Johnson International’s
values would fit together well,”
Diana says. “Ours are about basic
decency – the core values of life.
And I think Axel Johnson Interna
tional also stands for those.”

If I could use one
word to describe
how we work
together, it would
be communication.

Diana Prinsloo,
Director Support
Services,
AQS Liquid Transfer
annual review 2017
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JENS S
SUSTAINABILITY
ON DECK

From maritime to medicine:
Jens S transmission solutions
are designed for a wide variety
of applications.
48
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When TTS Marine, supplier of
cargo and passenger access
equipment, was looking for an
efficient and sustainable solution
for winches, it turned to Jens S.

W

orking closely with the custom
er, Jens S engineers delivered
its customised transmission
solutions for TTS’s electric winches in
November.
The winches, which replace hydraulic
winches, are used to raise and lower car
decks and ramps to maximise flexibility
of cargo space. Because they are electric,
they eliminate the risk of oil leaks, which
carry heavy fines from harbour masters.
Electric winches also increase energy effi
ciency on board, since they are powered
by surplus electricity generated by ship’s
engines.

Jens S
Jens S Transmissioner AB delivers
transmission solutions in cooperation with world
leading suppliers
in all of the Nordic
countries.
Products are
manufactured and
modified in their
own mechanical
workshop.

“Sustainability issues are increasingly

important for our customers,” says Marcus
Hagberg, Sales Manager for marine and
mobile at Jens S. “And this is somewhere
we can make a big difference right now.”
Dimensioning the winches to fit the
deck and comply with regulations re
garding the weight and capacity of the
winches meant a customised solution
was required. Fortunately, challenges
like this are nothing new for Jens S –
50% of its products are customised.
“The winch is not a unique solution in
itself, but we have managed to adapt it to
very specific requirements and measure
ments,” Marcus says.
Håkan Andersson, Strategic Purchaser
at TTS Marine AB, is content with the
work of Marcus and his team.
“Jens S is always a superb sounding
board for technical issues and together
we find solutions that meet our high
demands,” Håkan Andersson says.
Jens S works with customers from a
variety of industries, from pharma to
fishing. So who is a typical customer?
“A customer who has a problem.
50
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“Our technicians
develop solutions
together with the
customer,” says
Marcus Hagberg,
Sales Manager for
Marine and Mobile
at Jens S.

Flexible timing: Jens S
provides timing belts as
part of a complete solution
or as a component in various sizes and profiles.
Axel Johnson International
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Our technicians develop solutions to
gether with the customer,” Marcus says.
“It’s not about the product itself. We
have to think like our customers do and
assist with technical solutions for their
applications.”
Sometimes, the toughest thing is to
convince the customer that reality isn’t
always how it looks onscreen. “I believe
that when you do a project with the cus
tomer, you need to go hand in hand with
them all the way,” Marcus says.
That takes skilled staff, so to hire and
retain high-quality personnel, Jens S
works with universities in Jönköping and
Luleå, helping employees continue their
education.
“My main task is to develop the staff,” says

Johan Benzler, who became Managing
Director in 2016 after eight years with
the company. “They are all we have – our
most valuable resource. Period.”
Johan says his management style is to
delegate leadership, so he appreciates
how Axel Johnson International’s decen
tralised approach delegates much of the
running of its companies to the compa
nies’ management. “Drive comes from
within,” he says. “We need people who like

The beauty of having
your own mechanical
workshop is obvious.
52
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To hire and retain
high-quality personnel, Jens S works
with universities of
Jönköping and Luleå,
helping employees
continue their education.

change, know where we are going, dare to
have an opinion, and find the route them
selves within clear limits.”
The staff also work in a technologically
advanced workshop that is increasingly
automated to remove the most boring
tasks, which helps keep everyone engaged.
“No one else in our business has this com
bination of knowledge, skills, advanced
equipment and automation,” he adds.
That formula is paying off in more than
just winches. Jens S grew by 20% in 2017,
a record year. “We celebrate on a regular
basis,” Johan says. n

Drive
comes
from
within.
Johan Benzler,
Managing
Director
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■■■ In the three years since Axel Johnson
International’s Industrial Solutions business
group began building its new driveline solu
tions business, the platform has almost quad
rupled in size. Half of that growth came from
the September 2017 acquisition of IOW, a
provider of mobile drivetrain solutions in
Central and Eastern Europe.
The experience of Trans-Auto, a company
offering driveline solutions for mobile, marine
and industrial applications, and the first com
pany in the platform, was a key success factor
in the acquisition.
“When we joined the group, we already
had our own ideas about how we could bene
fit from being part of it,” says Jan Brattberg,
Managing Director of Trans-Auto.
With Axel Johnson International’s help,
Trans-Auto was able to immediately start put
ting those ideas into effect with the acquisition
of Progress Ingeniørfirma in Norway.
Jan says the fact that joining the group
had already helped Trans-Auto achieve
some of its plans was a plus in Axel Johnson
International’s discussions with IOW: “When
I showed what we had been able to do as part
of this group, they could see it was a good
place to be.”
Jan adds that he sees big opportunities
going forward: “I think we have a very good
chance to build on this platform, because
there are a lot of very nice, well-run compa
nies out there that could benefit from being
part of our group.”

FREEDOM
TO
DEFINE
A VISION

11

54

annual review 2017

Jan Brattberg,
Managing Director,
Trans-Auto

■■■ When the downturn in
the oil & gas industry hit in 2014,
AxFlow Norway’s sales in that
sector dropped by 50%. But while
other suppliers are still struggling, AxFlow Norway is doing
fine, thanks to diversifying long
ago into the municipal water and
wastewater treatment sector.
“The Norwegian Government
compensated for the downturn
with increased infrastructure
investments, and one of the areas
was the municipal sector,”

A NEW
PLATFORM
TAKES
SHAPE

10

■■■ Four years ago, when Maciej
Nowoswiecki joined Forankra Poland,
the company had just replaced its
managing director and was embark
ing on a journey from mainly being a
manufacturer for Forankra Sweden to
being an independent company with
its own business strategy.
A former consultant with experi
ence in lean manufacturing, Maciej,
joined the company with the ambition
to grow with the company. Together,
he and the managing director built
most of the operations from scratch.
“The best way for anyone to grow into
the Managing Director role is to start
with something small,” Maciej says.
Two years ago, when the managing
director who recruited him decided
to leave the company, Maciej was
ready, having been responsible for
sales and having learned a lot about

12

LONG-TERM
STRATEGY
AIDS IN CRISIS
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the other parts of the business.
Maciej says Axel Johnson Interna
tional’s decentralised approach has
allowed him to make his own vision a
reality. Smart move: the company has
grown from EUR 1 million in sales four
years ago to EUR 5 million in 2017.
“This is a business for visionaries.
If you have a vision and are willing to
work hard, you can move mountains,”
he says. “Of course, I have bosses but
I can define the vision and strategy
with my team. We decide our future.”

Axel Johnson International

explains Gunnar Ødegård,
Managing Director.
So, AxFlow Norway management moved resources to the
municipal water and wastewater
sector.
The diversification strategy
has also been supported by
AxFlow group, which had
strengthened Axflow Norway’s
position in the sector with the
acquisition of Norpump in 2011.
“You can’t wait for the crisis
and then jump into the municipal

segment because then everyone
else is also jumping in,” Gunnar
says.
The strategy has been extended
to newly acquired companies
Process Partner and OE Solutions
& Safe Supply which are primarily
supplying to the offshore industry.
AxFlow group’s well-established
brand and ability to share knowhow within the organisation have
helped the new companies enter
the municipal water and wastewater sector.

CROSSBORDER
PROFITS

■■■ In close cooperation and knowledge-sharing
between Certex companies in Denmark, the UK,
Germany and Mennens in the Netherlands have
strengthened the Lifting Solutions business group
and the individual companies in the wind market.
“There are no borders in the wind market, so we
benefit from working together,” says Jim Donelan,
Divisional Manager, Renewables, Certex UK.
Certex UK has been lending its experience in
turbines to Certex in Germany, where it is providing
training and support. The two companies are also
combining forces with Mennens Netherlands on
offshore wind farms. And in Denmark, UK products
are combined with Danish labour. The result has
been tripled sales in the UK and Europe.

Axel Johnson International
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KLÄTTERTEKNIK
TAKING FALL
PROTECTION TO
NEW HEIGHTS

14
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Certex manages the products,
while Klätterteknik’s sales team
runs the projects and increases
the expertise of the Certex sales
staff.

Axel Johnson International

Axel Johnson International
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As his company grew, it had farther
to fall. Magnus Nordström, founder
and sole owner of Klätterteknik,
welcomed the safety net of a strong
owner.

I

n early 2017, the Swedish rope access
company Klätterteknik became part of
Axel Johnson International. The deal
began with a relationship between the
small company with specialised knowhow and Certex Sweden, a specialist in
lifting solutions and already part of the
group. The fact that the two companies
worked together and could provide com
plementing offers increasingly led to
meetings and orders.
As Klätterteknik’s sole owner and
founder, Magnus Nordström was full of
vision, but had limited cash and a large
responsibility on his shoulders. He saw
selling the company as an opportunity to
continue developing it with less risk for
himself and his employees.

Klätterteknik
Klätterteknik offers
rope access solutions for working
in hard-to-reach
environments.
Operations also
include training for
work in fall hazard
environments,
installations of
fall protection
systems and
sales of related
products.

Magnus, who remains Managing Direc

tor of the company, explains that the last
years before the acquisition were tough,
with him working day and night. Day-today business took all his focus, and it was
difficult to be far-sighted.
New colleagues, security and support
within Axel Johnson International were
very welcome. “It’s hard to be a small pri
vate owner of a company of this size with
limited resources,” Magnus explains. “My
thought was that by selling my company,
I would increase the chances it could con
tinue to develop.”
He says that another goal was to
access Certex Sweden’s customers and
to create services that the two companies
could build together and benefit from.
“By becoming a part of Certex, which
has a solid industrial foundation and
large network of contacts, we would
open doors more quickly with customers
– especially with such a large, respected
group behind us,” Magnus says.
58
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After just a few
years in business,
former mountain
guide Magnus
Nordström stood on
the summit as Managing Director of a
company with about
50 employees.
Axel Johnson International

Axel Johnson International
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Knowledge
is worth
nothing
if you don’t
share it.

“It’s important to get people to
think about safety. We train
people, and then, with their
new skills, they can start a dialogue on improvements in their
workplace. That way, I’m saving
lives,” says Nigel Craig, Business Unit Manager.

How do you rescue
someone who has
broken his arm high
above ground?
Participants in
Klätterteknik’s
climbing course
know.

the window, and if all our service cars
were out on the road, I would think, yes,
the company is having a good day! Man
aging a growing company that is also part
of a group is a new world for me, a world
I probably never would have had access
to if I were still on my own.”
Magnus says there was never any ques

“We would no longer be seen as a small
company they hadn’t heard of.”
A fall protection system is needed in or
der to work safely high above ground, but
the systems in many environments are
not maintained or updated as necessary.
So, one of the first areas to focus on since
the acquisition is a new business called
height safety.
Certex knows lift products and can sell
systems but does not have the expertise
to install them or provide training and
maintenance. Klätterteknik helps Certex
60
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evaluate and choose the right system,
determine products, install the system,
train the customer’s staff and conduct
inspections. Joint service teams pull
the businesses even closer together and
use staff time more efficiently.
It is not just Klätterteknik as a compa
ny that has been positively affected by
being part of a bigger picture. Magnus
has also developed within his role. “I’ve
had to look at what a Managing Director
really does! I’m from the ground floor –
I have no experience at all in leading a
company,” he says. “Before, I looked out

tion about remaining as Managing Direc
tor after the acquisition, and he looks
forward to staying for many years. Now,
in 2018, Magnus is looking forward to
focusing on integrating the company,
getting back to core business and taking
care of the most important asset: The
staff.
“I have so much left to do! My ambition
is to keep my entrepreneurial spirit alive,
even as part of a group,” he says. “I can run
the company as before, but with the ad
vantage of having a board of competent
and experienced people to discuss my
ideas with. I also have the best team!” n

Right: Though
mostly desk bound
these days, business unit manager
Aleksandar Milosevic still makes sure
to keep his climbing
skills up to date.

Axel Johnson International
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CROSS-BORDER R&D
INCREASES SALES
■■■ Five years ago, a French
customer asked Forankra France
for a ratchet buckle for a baby seat
that could be unlatched with no
more than 1 kg of pressure. That
was the start of a leap into custom
ised solutions that has increased
margins and launched a cross-
border expansion of R&D within
the Forankra group.
Today, the customer-oriented
problem-solving process that
started with that one ratchet
buckle involves six R&D staff in
Spain, Poland, Sweden and France,
and new products account for
35% of Forankra’s French sales.
Being in a larger group means
Forankra France can take more
risks. And with R&D staff in four
countries, the different perspec
tives ensure that the product or
solution will work across Europe.
Today, innovative products
include a double-deck system
silent enough to allow pallets to be
unloaded in cities at night, which
won a 1st prize at the 2017 Solu
trans Fair in Lyon for its function,
62
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Securing singlehandedly with
Ergobar.

ergonomics, and recyclability.
Another product, Ergobar, a lash
ing system usable with one hand,
was also nominated for a top prize.
These ideas represent a change
in mindset. “We moved from look
ing at how to put a box in a truck to
how to secure it all the way from
loading to transport to unloading
– the whole chain of action, includ
ing recycling and ergonomics,”
says Philippe Plossu, Managing
Director of Forankra West Europe.

WORKING
TOGETHER
KEY TO
SUCCESS
WITH EXXON
■■■ A good working relationship with Exxon and multiple
partners was key to the delivery of a 15-ton BHT dosing
system for Exxon’s transmission fluid production in 2017.
“Cooperation starts before
you get the order because you
have to understand the problem and find solutions
together with the customer,”
says Robert Kok, Managing
Director of AxFlow Systems in
the Netherlands.
System solutions are often
complex and require close
cooperation, in this case, discussions involved 1 500 pages
of specifications. “Then you
get on site and find that a
round plug in the specification
is really a six-sided plug. So
you have to adapt and find
solutions on site that satisfy
both sides,” he adds.
The case is a success story
that’s leading to more business: Exxon has already given
AxFlow Netherlands another
order for pumps. “Good collaboration like this helps get
further orders, not just with
Exxon, but also with other
companies. They know we
solve problems and are good
listeners,” Robert says.

16
Axel Johnson International
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PASSION FOR
TECHNOLOGY
PAYS OFF
■■■ At Jens S, a company that deliv
ers custom industrial transmissions
solutions, a passion for technology
and the ability to develop and
deepen one’s personal interest
pays of both personally and for
the company.
That makes it the perfect
place for a technology-
oriented problem solver
like Martin Fransson. As
a product technician,
Martin’s job is to help
sales teams choose and
dimension products to
get the right function,
life expectancy and
more for their cus
tomers. He says
changes in industry
with increasing use of
robots mean new
problems have to be
solved all the time, pre
senting new challenges and
keeping him learning every day.
Thanks to Jens S’s team, he can
do that. “In everything you do, you
get drawn to those who are better than
you. We are all good at different things and
benefit from each other’s skills,” says Martin.
“My knowledge has deepened during my
11 years here, but I’m still a beginner com
pared with our technical boss!”

Axel Johnson International
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The numbers speak for themselves.
Values, a flatter organisation and faster
decision paths have paid off in a record
year for Axel Johnson International.

From top
to bottom line
64
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Family values in the flesh.
Caroline Berg is a member of the
fifth generation of the Axel Johnson
founding family and Chairman of
Axel Johnson AB’s board.
xel Johnson AB, of which Axel
Johnson International is a part, is
one of the Nordic region’s largest
providers of trade and services.

A

the world is rapidly changing. It’s im
possible to know what will happen in
a few years, but we know what direction
to take.”

Why do you think it is so important for
companies to be driven by strong values?

How does farsightedness play into
strategy and success?

“I’ve been brought up with the conviction
that business is one of the most impor
tant forces for change in society. What
we do affects many people – our custom
ers, employees and partners around the
world. To successfully build and develop
strong companies long term, sustainabil
ity and good values are crucial. This will
attract the best employees and create
business value. Sticking to our values 
allows us to be courageous leaders who
dare to make decisions in a time when

“The only way to succeed long term is
to change and develop at high speed.
In ten years, 50 percent of our sales will
come from activities that are not now
part of our business, such as new prod
ucts, services, markets, customers and
companies. This objective reflects both
our history and our growth rate moving
forward. I believe in persistence and
impatience, and in courageous leader
ship that continues to build strong
corporate cultures with a high rate of
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Caroline Berg
at the new head
office for Axel
Johnson International in Stockholm, Sweden.

change. Axel Johnson International is
a great example of this.”
Trade in industrial products laid the
foundation for Axel Johnson 145 years
ago. How do you see Axel Johnson International today?

“Axel Johnson International is important
to us as an owner family, as it represents
our origins in so many ways. We are pas
sionate about industrial trade and servic
es, and B2B is an area we want to grow in
– both in current and in new markets. We
have an incredibly strong and good plat
form to build on, and we have many op
portunities for continued growth in exist
ing companies and through acquisitions.
We want to link arms with more compa
nies and create value together!”

Axel Johnson International

Axel Johnson International

Sticking to
our values 
lets us be
courageous
leaders
who dare
to make
decisions
in a time
when the
world is
changing
rapidly.

You have visited many of Axel Johnson
International’s companies. What have
these visits meant to you personally?

“Business happens in the operations, close
to the customer. To get to know our many
high-quality companies, to hear about
their challenges and opportunities, to see
the workshops and, especially, to meet all
the committed people is very rewarding.
I’m deeply moved by the level of engage
ment I see. When we meet, it is clear how
much we have in common: The joy of
doing business, the determination to lis
ten to our customers and the goal of
building long-term relationships. Many
of the companies are also family busi
nesses that have been around for genera
tions, just like us. We know how hard
they fought to build up their life’s work.” n
annual review 2017
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SUMMARY FINANCIAL INFORMATION

Consolidated Income Statement

Consolidated Balance Sheet

MSEK

2017

2016

MSEK

Net sales

7 573

6 604

ASSETS

– 5 229

– 4 551

2 344

2 052

–1 457

–1 289

– 606

– 504

Financial fixed assets

23

31

Current assets

Other operating expenses

– 18

–9

Operating profit

286

281

40

25

Interest expense and similar charges

– 57

– 25

PROFIT AFTER FINANCIAL ITEMS

269

281

PROFITAX

416

378

Cost of goods sold
Gross profit
Selling expenses
Administrative expenses
Other operating income

Interest income and similar income

2017 12 31

2016 12 31

Intangible fixed assets

922

624

Tangible fixed assets

385

331

87

71

Inventories

1 268

1 065

Current receivables

1 439

1 261

308

199

4 409

3 551

1 767

1 661

Fixed assets

Cash and bank balances
TOTAL ASSETS
SHAREHOLDERS’ EQUITY AND LIABILITIES
Shareholders’ equity
Minority interests

121

94

Key figures

Provisions

300

270

906

371

MSEK

2017

2016

2015

2014

2013

Current liabilities

1 315

1 155

Sales

7 573

6 604

6 481

6 499

5 908

TOTAL SHAREHOLDERS’ EQUITY AND LIABILITIES

4 409

3 551

286

281

269

277

241

2017

2016

Long-term liabilities

Profit after financial items
Profit AX

416

378

362

392

358

Cashflow from operating activities

285

322

336

274

368

Return on capital employed %*

13

14

13

14

14

Average number of employees

3 282

2 944

2 655

2 637

2 511

*Excl. Effect on capital gains and loss

Sustainability KPIs

Consolidated Cash Flow Statement
MSEK
Cash from from operating activities
Profit after financial items

269

262

Adjustment for items affecting cash flow

231

255

500

517

Income taxes paid

–94

–89

Cash flow from operating activities before changes in working capital

406

428

2017

2016

Absentee rate (%) time away from work due to incapability of any kind

3.3

3.6

Cash flow from changes in working capital

Total number of work-related accidents per 100 000 working hours

1.2

1.1

Increase (–)/Decrease (+) in inventories

Share of women in leading positions (%)

18

16

Increase (–)/Decrease (+) in trade and other receivables

Total energy consumption per year (GWh)

21

21

Increase(+)/Decrease (–) in trade and other liabilities

Total energy consumption per year divided by net sales (Mwh/MSEK)

3.0

3.1

Cash flow from operating activities

Share of energy from renewable sources (%)

52

46

Sales and ProfitAX per business group
MSEK

Sales
2017

Sales
2016

Change
in %

ProfitAX
2017

ProfitAX
2016

Change
in %

Lifting Solutions

2 744

2 280

20.4

124

109

13.8

Transport Solutions

1 452

1 291

12.5

140

131

6.9

Fluid Handling Solutions

1 693

1 579

7.2

140

123

13.8

Industrial Solutions

1 700

1 458

16.6

80

67

19.4

– 16

–4

300.0

– 68

– 52

30.8

7 573

6 604

14.7

416

378

10.1

Parent company and eliminations
TOTAL
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–93

–20

–102

–52

75

–34

285

322

Cash flow from (or used in) investing activities

–477

–251

Cash flow from (or used in) financing activities

295

–128

Net change in cash and cash equivalents

103

–57

Cash and cash equivalents at beginning of year

199

252

Effects of exchange rate changes on cash and cash equivalents
CASH AND CASH EQUIVALENTS AT END OF PERIOD

6

4

308

199

The financial information is used for management reporting purposes and deviates in some respects from official reporting.

Profit AX is stated as profit after net financial items excluding goodwill amortisation, adjustments of contingent consideration,
items affecting comparability and discontinued operations. This method is used to facilitate comparability between Axel Johnson
Group companies and other listed companies outside the Group, and comparisons between years.
Axel Johnson International

annual review 2017

69

WE ARE AXEL JOHNSON INTERNATIONAL:

Executive
management
team
Martin Malmvik
President and CEO

Mårten Steen
CIO

Hans Glemstedt
Head of Group Strategy
and M&A

Ola Karlsson
CFO

Ole Weiner
Managing Director
Fluid Handling Solutions

Ola Sjölin
Managing Director
Industrial Solutions

Ralf Wiberg
Managing Director
Lifting Solutions

Board of
directors

Mia Brunell Livfors
Chairman of the Board
President and Chief Executive Officer, Axel Johnson AB

Erik Eklöv
Managing Director
Transport Solutions

Camilla Wideroth
Chief Financial Officer, Axel Johnson AB
Marie Ehrling
Chairman of Telia Company and Securitas.
Vice Chairman, Axel Johnson AB.
Marianne Brismar
Chairman of the Board at Familjen Knut & Ragnvi Jacobssons
Foundation and Board member of Almi Företagspartner Väst,
Concentric, Creades, JOAB, Semcon. Senior partner at Intercept AB.
Paul Schrotti
CEO of Lindéngruppen, Chairman of Becker Industrial Coatings
and Board member of Lindéngruppen, Höganäs and Colart Group.
Senior Advisor to Keyhaven Capital Partners.
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Fluid Handling Solutions
AQS Liquid Transfer Ltd, South Africa
AxFlow A/S, Denmark
AxFlow AB, Sweden
AxFlow AS, Norway
AxFlow B.V., The Netherlands
AxFlow EOOD, Bulgaria
AxFlow GesmbH, Austria
AxFlow GmbH, Germany
AxFlow Ida, Portugal
AxFlow KFT, Hungary
AxFlow Ltd, Irland
AxFlow Ltd, Great Britain
AxFlow OY, Finland
AxFlow S.A., Spain
AxFlow S.A.S., France
AxFlow S.R.L, Romania
AxFlow S.R.L., Italy
AxFlow S.R.O., Czech Republic
AxFlow Services KFT, Hungary
AxFlow Sp. Z O.O., Poland
AxFlow Systems B.V., The Netherlands
Bahr Pump OÜ, Estonia
Cinti S.R.L., Italy
Esspump AB, Sweden
Flow Technologies UAB, Lithuania
OE Solutions AS, Norway
Process Partner AS, Norway
Pumptechnique SIA, Latvia
RDC Production S.A.S., France
Safe Supply AS, Norway
W. Moser AG, Switzerland
Lifting Solutions
Cables Y Eslingas S.L., Spain
Certex Danmark A/S, Denmark
Certex Eesti OÜ, Estonia
Certex Finland OY, Finland
Certex Latvija SIA, Latvia
Certex Lietuva UAB, Lithuania
Certex Lifting & Service GmbH, Germany
Certex Lifting Ltd, Great Britain
Certex Norge AS, Norway
Certex Peter Harbo A/S, Denmark
Certex Rus ZAO, Russia
Certex Svenska AB, Sweden
Erling Haug AS, Norway
Haklift Baltic OÜ, Estonia
Haklift OY, Finland
Klätterteknik AB, Sweden
Mennens Amsterdam B.V., The Netherlands
Mennens Belgium N.V., Belgium
Mennens Dongen B.V., The Netherlands
Mennens Groningen B.V., The Netherlands
Mennens Hengelo B.V., The Netherlands
Mennens Schiedam B.V., The Netherlands
Safe Site B.V., The Netherlands
Traction Levage S.A.S., France
Axel Johnson International

Industrial Solutions
Acorn Industrial Services Ltd,
Great Britain
AHD Aandrijftechniek B.V.,
The Netherlands
Gerald Summers Ltd, Great Britain
GISAB AB, Sweden
IOW Bulgaria Ltd, Bulgaria
IOW Czech Republic S.R.O,
Czech Republic
IOW Service Sp. Z O.O., Poland
IOW Trade Sp. Z O.O., Poland
Jens S. A/S, Denmark
Jens S. AB, Sweden
Jens S. AS, Norway
Jens S. OY, Finland
Nomo Transmissioner A/S, Denmark
Nomo Kullager AB, Sweden
Norbelt AS, Norway
Porin Laakeri OY, Finland
Progress Ingeniørfirma AS, Norway
Rotera AB, Sweden
SKS Control OY, Finland
SKS Mechatronics OY, Finland
SKS Mekaniikka OY, Finland
SKS Sweden AB, Sweden
SKS Tehnika OÜ, Estonia
Spruit Transmissies B.V.,
The Netherlands
Sverull ElektroDynamo AB, Sweden
Town & County Engineering
Services Ltd, Great Britain
Trans-Auto AB, Sweden
Trans-Auto OOO, Russia
Trans-Auto OY, Finland

Transport Solutions
AB Karosseritillbehör, Sweden
ACK Forankra S.A.S., France
allsafe GmbH & Co KG, Germany
Eigenbrodt AB, Sweden
Forankra AB, Sweden
Forankra España S.L., Spain
Forankra Pol Sp. Z O.O., Poland
Forankra Pritchard Ltd, Great Britain
France Arrimage S. A.R.L., France
GPI S.A.S., France
Ro-Ro International AB, Sweden
Sternhammar AB, Sweden
TMT. Malinen Baltic OÜ, Estonia
TMT. Malinen OY, Finland
Trailerkomponenter AB, Sweden
TRS Motorsport Ltd, Great Britain
Verne AS, Norway
Widni Baltic OÜ, Estonia
Widni OY, Finland

Happy people, happy
results. Meet Renata
Borovenova, Managing
Director of AxFlow
Czech Republic.

Seventeen
wonders
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All successful companies are the result of brave decisions. They are
built by individuals who have had the courage to listen to their instincts,
transformed challenges into opportunities and risked a lot for the chance
to win everything. People who have had the drive to achieve something
greater than themselves, and have done exactly that.
When our founder, saddler’s son Axel Johnson, age 29, decided to
export iron and import coal, his vision was his only collateral. He broke
with tradition, took untried roads east and soon started a trading company. And when the existing infrastructure proved insufficient, he started
his own shipping line.
That was back in 1873. Five generations and many brave decisions
later, we know how fantastic it is when intuition becomes reality. When
strong values pay off. When necessary changes become longed-for new
beginnings. When optimism transforms into drive, so powerful that its
ripples affect many, many other people.
But we’re also aware of the opposite. To see dreams torn down. To live
under the demands of the family and the world around. To bear the
responsibility for employees, customers and suppliers. With defeat
breathing down your neck, to never be able to rest. And today, more than
ever, to always consider sustainability challenges, digitalisation needs
and global competition.
If the conviction of the feasibility of everything should suddenly run
out, we are there. We take on vital, healthy companies and ideally also
their innovation-driven owners. We lay the foundation for the company’s
values to live on, find new paths and carry on spreading good results
over people, the environment, society and industry.
This means a new boost forward, a chance to grow, and the security
to make even more, and perhaps even braver, decisions.
A warm welcome to our corporate family.

axinter.com

