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2008 in brief

® Net sales rose from SEK 6.7 billion to SEK 10 billion.

¢ Earnings impacted strongly by economic decline during the fourth quarter.

¢ Advanced market positions within both industry and commerce.

e Acquisitions of Din Maskin in Sweden and SA-TO & Brandt Maskin in Norway.

¢ Investments for increased capacity in the industrial divisions.

“Largest private
dealer”
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Key ratios

2008 2007 2006 2005 2004
Net sales, SEK 000s 10,009,782 6,670,156 2,166,721 1,848,115 1,635,182
EBITDA, SEK 000s 287,942 338,923 187,648 153,824 136,333
Operating margin, %" 4.8 7.0 6.4 5.8 5.6
Profit after financial items, SEK 000s 131,385 224,324 119,512 94,21 77,523
Return on shareholders' equity, % 10.5 25.3 18.0 16.3 211
Return on capital employed, % 10.3 19.2 20.7 17.8 219
Equity/assets ratio, % 30 25 48 41 40
Average number of employees 1,313 1,247 623 524 524

Y Based on value added for Bare Wire and Winding Wire, instead of net sales.

Liliedahlsbolagen Annual Report 2008 1



This is the Liljedahl Group

The Liljedahl Group is an international industrial and commercial group with operations
in seven divisions: Bare Wire, Winding Wire, Steel Wire, Machine Tools, Trucks, Cars and
Real Estate.

All companies are favorably positioned, represent leading brands and enjoy major con-
fidence in their respective markets. The Group's different areas of business activity create
an excellent balance and risk diversification.

Liljedahlsbolagen AB conducts operations focused on business and strategy development
with a long-term perspective.

Liljedahlsbolagen AB

Industrial Commercial and Service Real Estate

]
Bare Wire Division Machine Tools Division Real Estate Division
]
Winding Wire Division Trucks Division

Steel Wire Division Cars Division

Net sales Operating earnings (EBITDA) Average number of employees

SEK10,010 M SEK 288 M 1,313

Share of Group's net sales Number of employees

B Bare Wire, 44%
Winding Wire, 29%
Steel Wire, 4%
Machine Tools, 9%
B Trucks, 12%

Cars, 2%

Il Bare Wire, 222
B Winding Wire, 391
B Steel Wire, 148
Machine Tools, 173
B Trucks, 313
Cars, 60
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Bare Wire

The division's largest unit, Elektrokoppar in Helsingborg, Sweden, produces
approximately 155,000 tons annually of copper wire rod for the electro-
technical industry and applications within telecommunications. A portion of
the wire rod is refined into drawn wire, submarin cable profiles, commutator
profiles and catenary wire for railway applications by Elektrokoppar and units
in Germany and China.

Winding Wire

The division produces enamelled round wire, enamelled flat wire and lapped
wire of copper and aluminum in Sweden, Germany and Poland. Winding wire
is used primarily in electric motors, transformers and generators. Most
deliveries are for industrial, construction and infrastructure applications.

Steel Wire

The division manufactures and markets low-carbon wire that is delivered from
its production units in Sweden and Slovakia. Horle Trad also produces finished,
flat wire components and develops tailor-made, flexible packaging and logistics
solutions for client companies.

Machine Tools

The division offers machines, tools, service and industrial supplies to the
engineering industry from Ravema (Sweden, Norway and Finland), Din Maskin
(Sweden) and SA-TO & Brandt (Norway). Ravema represents Mazak, the world's

leading manufacturer of machine tools for cutting applications, and the Hoffmann

Group, Europe’s leading supplier of quality tools. The division strengthened its
position in sheet-metal forming through acquisitions during the year.

Trucks

The division, through Finnvedens Lastvagnar, is Sweden's largest private

Volvo Truck dealer. The company is also a Renault truck and Volvo bus dealer.
Finnvedens Lastvagnar is a complete dealer offering customer-adapted
solutions for chassis, peripheral equipment and trailers. The division has sales
offices and workshops in 18 locations in Smaland, Blekinge, Vasterg6tland and
Gotland.

Cars

The division, via Finnvedens Bil, sells new and used cars and offers
full-service and body repair shops, spare parts and fuel, tire service
and car-rental to private and corporate customers. Finnvedens Bil
represents Volvo and Renault.

Real Estate

The division is responsible for the Group's supply of strategic properties.
The Liljedahl Group's property portfolio comprises 17 industrial, office and
sales properties in three countries, with a total surface area of 155,000
square meters.

Advanced product
development in
electricity supply for
high-speed trains.

Europe's second largest
producer of winding wire.

Advanced facility for
hot-dip galvanizing
opens European market
for land and sea cable.

Strategic acquisitions
strengthen Nordic
market positions.

Improving customer
logistics with new
service concepts.

Reduced sales in weak
market for new cars.

The significance of pro-
perties, both strategically
and in terms of value,

is growing within the
Liljedahl Group.
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Comments by the CEO

Long-term approach creates
opportunities despite economy

After the third quarter of 2008, Liljedahlsbolagen’s earnings were the best ever,
but fourth-quarter earnings were the worst in the company's history.

The sharp decline in the European economy in Septem-
ber impacted all divisions very strongly. Lower sales vol-
umes, increased customer losses, declining raw material
prices and substantial price shortfalls on inventories were
some of the reasons for the sharp decline in earnings
during the fourth quarter.

We are pleased to note, however, that our divisions
in most areas maintained and, in many cases, increased
their market shares during the year. Supported by our
strong market positions, we see strategic opportunities
under current economic conditions to further strengthen
our positions.

Programs are being implemented within all divisions to
adapt costs to the current market situation. These efforts
will gradually generate favorable effects during 2009.

Winning concept

Liljedahlsbolagen’s business philosophy is characterized
by a long-term perspective, business development and
active ownership. We have in-depth knowledge of each
division’s business processes and, in turn, the under-
standing and knowledge that create sustained success.
The long-term approach also enables us, in conjunction
with cost-cutting measures, to safeguard and retain per-
sonnel expertise during the interim period before the
economy starts to TeCover.

Our long-term approach characterizes the way in
which we work with customers and the communities
where we operate, and our actions with regard to ethical
issues and environmental questions. In the long-term per-
spective, we know from experience that it’s a winning
concept.

Strategic focus

Liljedahlsbolagen’s strategy is to consolidate our present
operations in industry and commerce, and strengthen
their leading market positions. Growth shall be achieved in
our existing areas. We will also increase our focus on
international business — in the Nordic region, Europe
and China.

To support the long-term development of all divisions,
the Group has formulated rolling strategies and business
plans. Working together, we have established goals and
developed the business processes. The work provides
direction and a driving force in our business activities
and capitalizes on the synergies between the divisions.
Within the framework for the recently established man-
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agement team, we are creating greater interaction
between the companies and learning from each other.
The team consists of the Liljedahl Group’s CEO and
CFO and the division managers in the Group.

Stronger organization

During 2008, we also strengthened the Group’s organi-
zational structure to accommodate our acquisition of
the Elektrokoppar Group in mid-2007. Our largest
acquisition ever has transformed Liljedahlsbolagen into
a European actor with twice as many employees as pre-
viously. The recruitment of two new division managers
has also provided the Group with valuable international
expertise.

The copper operations are organized in two divisions,
Bare Wire and Winding Wire. The divisions operate in
mature industries and our strategy is to move constantly
toward more refined and customer-adapted products,
and to increase our presence in the markets where our
products are needed, for example within wind-power,
infrastructure and the automotive industry. We believe
these segments offer good potential for business growth.

Development of industrial divisions

Bare Wire, with Elektrokoppar’s rolling mill in Helsing-
borg, in southern Sweden, is the heart of our copper
business activities. As one of seven actors in the Euro-
pean market, the division focuses on increasing its pro-
ductivity and volumes. Sophisticated technological
development is now in progress to further refine prod-
ucts such as contact wire for high-speed trains in Europe
and other parts of the world.

Winding Wire, which manufactures winding wire in
Sweden, Germany and Poland, has consolidated its
position as No. 2 in the European market and is now
striving to become the market leader in Central and
Eastern Europe. After recent investments in new
machinery, the production plant in Jonslund, Sweden,
is a world-class facility.

Steel Wire continued to upgrade its strategically criti-
cal hot-dip galvanizing plant for armored-cable wire in
Slovakia during the year. The production unit is now
able to offer products for both land and sea cable, which
creates opportunities for new business. The division’s
focus is to consolidate its strong position in the Nordic
market and become stronger in Central Europe.
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Success in the commercial divisions
Two strategic acquisitions were made in the Machine Tools
segment during 2008. Din Maskin i Virnamo in Sweden,
and SA-TO & Brandt Maskin in Norway, two leading com-
panies for sales and service of machines for sheet-metal
forming. In Finland, the division established a sales com-
pany for Hoffmann industrial supplies. The Machine Tools
Division has a strong position today in the Nordic markets
for cutting applications, sheet-metal forming and industrial
supplies.

The Trucks Division’s strategy is to develop its position as
a leading partner of Volvo Trucks in Sweden. The division’s
organization was completely restructured in mid-2008 to
enhance the efficiency of all processes and release more
time for the division’s customers. Demand is stimulated
through close dialogues with existing customers and inten-
sive sales work.

The Cars Division knows that a receptive and respectful
approach to each customer’s time is becoming an increas-
ingly important competitive advantage. Through efforts
focused on certified sales personnel and personal service
technicians, Finnvedens Bil has maintained its leading
market position as a dealer for Volvo and Renault cars.

Real Estate is a common strategic resource that owns,
manages and develops the Group’s growing property port-
folio. The division manages and develops 17 properties in
three countries.

Strong in all economic conditions

Liljedahlsbolagen has a favorably financial outlook. The
changes that inevitably take place during times of eco-
nomic recession have two dimensions — they impact the
company’s financial results but they also provide opportuni-
ties for structural changes and improvements in operating
efficiency.

Liljedahlsbolagen’s long-term approach to business deve
opment and profitability, and the Group’s secure economic
base, enables us to remain strong during an economic reces-"
sion. Leading technologies, partnerships with customers, a
very high degree of reinvested earnings and committed
employees make the Group successful.

eLecyt Qg b e Jate
Bengt Liljedahl
President and CEO

Liliedahlsbolagen

Annual Report 2008

5



Vision, business concept and strategy

Business development, long-term
perspective and active ownership

Liljedahlsbolagen is an international industrial and commercial group with
business activities in Scandinavia, Europe and China. All of the Group's com-
panies represent strong brands and have leading positions in their markets.

The subsidiaries are organized in seven divisions with a
combined total of 1,300 employees. The Group’s indus-
trial sector consists of the Bare Wire, Winding Wire and
Steel Wire divisions. Its commercial operations com-
prise Machine Tools, Trucks and Cars. The Real Estate
Division is a joint strategic resource that owns, manages
and develops the Group’s properties.

Liljedahlsbolagen is a family-owned company founded
in 1982 by Bengt Liljedahl. Since its inception, the
company has grown organically and through acquisi-
tions to a Group with annual sales of SEK 10 billion in
2008. The Group is owned by Bengt Liljedahl, Anna
Liljedahl and Fredrik Liljedahl.

Committed ownership

Liljedahlsbolagen’s business philosophy is characterized
by business development, a long-term perspective and
active ownership. Its philosophy is reflected clearly by
reinvestments in the company of more than 95 percent
of its profits.

The parent company’s role is to create an environment
for long-term development of the subsidiaries. The long-
term approach provides scope for strategic investments.
It also characterizes the Group’s customer relations, which
are often partnerships that are cultivated and sustained
over many years. Stable ownership, and its affiliation to
a large corporation, provides an important advantage in
business relations between the companies and their cus-
tomers, particularly in the international market.

The active ownership commitment provides a com-
prehensive understanding of each division’s business
operations. The strategic business development, accord-
ingly, is able to take place in close dialogues with the
divisions’ management groups.

The Parent Company’s general mission is to coordi-
nate strategic and business development of the divi-
sions, for example through market and business analy-
ses, development of the business processes, the pursuit
of established goals and risk management. The Parent
Company also creates conditions for an operative cohe-
sion through reporting and control systems and capital
management activities.
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Strategic main areas

During 2008, Liljedahlsbolagen focused on three strate-
gic main areas: integration of the Elektrokoppar Group
that was acquired in 2007, development of Group-wide
strategic and business plans and the Parent Company’s
organizational structure.

The copper operations now have a more clearly defined
organization through the separation of business activities
into two divisions, Bare Wire and Winding Wire, each
with a new division manager.

The Parent Company and the divisions have developed
rolling Group strategic and business plans to derive
greater benefits from common skills and synergy effects.

The Machine Tools Division implemented certain
parts of its strategic plan during the year through the
establishment of a subsidiary in Finland and acquisi-
tions in the sheet-metal forming sector. The division
holds an advanced position in terms of industrial pro-
cesses and is able to influence other industries in the
Group. Cars and Trucks have many years of experience
in customer cultivation and service processes that can
also benefit other area of business operations within
Liljedahlsbolagen.

Intensified customer relations

Liljedahlsbolagen’s overall business strategy is to develop
the Group’s existing divisions. The development may be
achieved through organic growth, acquisitions or strate-
gic alliances. To ensure its long-term independence, the
Group must maintain continued high financial solidity.

The Group’s companies continuously strive to inten-
sify and deepen their customer relations and become an
increasingly complete supplier. In all areas of customer
cooperation, Liljedahl Group companies strive to become
part of the customer’s production process and, accord-
ingly, account for a growing part of the value chain.

The companies are characterized by extremely high
product quality. The goal is always to offer the best tech-
nology, the best processes and the best products. This
strong focus on development also characterizes person-
nel recruiting and the skills development of Group
employees.



Vision
S10
Liljedahlsbolagen is regarded as one of the leading family-
owned companies in the Nordic region. The Group's divisions
hold market-leading positions within selected segments.
The Group is characterized by values that provide the
subsidiaries with a strong common identity. The divisions
collaborate, utilize and develop the combined expertise.
The Group generates strong growth through developing
the product and market offerings in the various divisions.
Development and renewal always occur in collaboration
with customers.

Focus of the Parent Company:

Strategic development

* Business intelligence
* Visions

* Business concepts

* Strategies

* Objectives

* Action plans

* Decision data
* Acquisitions

Operations development

* Analyses and follow-ups
* Process development

Business concept

Through active and long-term ownership, Liljedahlsbolagen
will contribute to strong development in subsidiaries within
well-defined product areas.

Strategy

Liljedahlsbolagen shall develop existing divisions, which will
occur organically through acquisition or strategic alliances.
To ensure long-term independence, the Group will secure
continued high financial solidity.

Operational integrity

e Instructions and guidelines

* Report and control systems

* Control of capital

* Planning

* Accounting

* Risk analysis and risk management

Liljedahlsbolagen Annual Report 2008 7



Vision, business concept and strategy

Driving force in the market

Demand for energy solutions

Increasing awareness of climate change is creating
strong forces in the marketplace that are providing ben-
efits for the Liljedahl Group companies — for both the
industrial divisions and commercial divisions. There is
a growing demand throughout the entire world today
for environmentally compatible power production and
transmission, and a strong focus on efficiency enhance-
ments of industrial processes, within production as well
as logistics.

The industrial divisions have products and solutions
that contribute to effective production and distribution
of environmentally sound forms of energy. One example
is substantial and growing deliveries to the wind-power
industry of winding wire and strip products that are
needed in wind-power plant generators.

More than 70 countries in different parts of the world
are now increasing their wind-power capacity. The
countries that have installed the most wind-power
plants so far are the US, Spain and China. The expan-
sion of wind power in Sweden shows record statistics.
During the autumn of 2008, there was a total of 17 TWh
wind power under final environmental testing, licensed
projects or plants under construction, according to the
trade organization Swedish Wind Energy. Total wind-
power electricity generated in Sweden today amounts

to 2 TWh.

Acquisition history

More efficient processes

Global climate changes are creating greater interest in
climate-neutral passenger and cargo transports by train.
In Europe and China, for example, comprehensive ex-
pansion of high-speed train lines are now in progress,
which is creating stronger demand for contact wire and
other products for power transmission, areas in which
the Group’s industrial divisions have high-quality prod-
uct offerings.

Europe and Asia have shown the strongest interest in
high-speed trains, but growing interest has also been
noted in South America and the US. Expansion in
Eastern Europe is also expected to gain greater momen-
tum. In Sweden, the government recently commis-
sioned a study to analyze the future expansion of high-
speed train lines.

The Group’s commercial divisions also offer solutions
that support enhanced efficiency in the industrial and
logistics processes of customers and end-customers. The
Machine Tools Division helps industry develop increas-
ingly cost-effective production flows. Another example
is the Trucks Division, which contributes to efficiency
enhancements in transports in the form of fuel-efficient
trucks and logistics solutions that lower the environ-
mental impact.

Since its inception in 1982 when Finnvedens Bil was acquired, Liljedahlsbolagen has grown strongly and is currently
an international industrial and commercial Group with 1,300 employees and net sales of SEK 10 billion.

Start for Finnvedens

Lastvagnar and acquisition
of five various truck opera-
tions in Smaland (Trucks)

Finnvedens Bil Ravema
(Cars) (Machine Tools)

Volvo Truck Center's
units in Blekinge
(Trucks)

Hérle Trad
(Steel Wire)

1982 1993
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Volvo Truck Center's units
in the Skaraborg county
(Trucks)

Eurofil s.r.o. (assets and lia-
bilities), Slovakia (now Hérle
Trad, Slovakia) (Steel Wire)

Copper was the first metal that man learned to refine. Today,
copper wire is used everywhere in our daily lives to conduct
electricity, in everything from mobile telephones, white goods,
elevators and trains to industrial robots, wind-power plants
and major plants for power transmission. Copper is 100%
recoverable, without losing any of its beneficial properties.

Elektrokoppar Group

with companies in Sweden,

Germany, Poland and China. Din Maskin i Virnamo AB SA-TO & Brandt Maskin AS,
(Bare Wire, Winding Wire) (Machine Tools) Norway (Machine Tools)

2006

2007 2008 2009
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Bare Wire Division

Advanced product development

opens new markets

The Bare Wire Division is the largest manufacturer of copper wire rod
in the Nordic region and one of the leading in Europe.

The Bare Wire Division refines copper and aluminum to
be used as conductors in the electro-technical industry
and applications within telecommunications. The Divi-
sion’s products are used in several electrical applications
since copper is unsurpassable as conductor of electricity.
Operations are located in Sweden, Germany and China.

The largest unit, Elektrokoppar in Helsingborg, pro-
duces approximately 155,000 tons annually of copper
wire rod, which is sold to European manufacturers of
power, telecommunication and installation cables and
to other companies within the Group.

At the plant in Helsingborg, there is also the produc-
tion of oxygen-free copper wire rod, both non-alloyed
and alloyed copper, for refining to various areas of appli-
cations. Major deliveries of refined wire profile products
are to large submarine cable projects in Europe.

Strategic position

A major competitive edge for the Division’s unit in
Helsingborg is its proximity to the harbor and European
highways. Another advantage is the Kopparpendeln
(copper commuter train), which contributes to efficient
deliveries of high-quality copper raw material six days
per week by train directly from the main supplier
Boliden in Ronnskir.

The units in Germany and China produce commuta-
tor profiles, which are part of the Division’s specialized
offering. Commutator profiles are a key component in
small electric engines, which are found in white goods,
cars and hand tools.

Facts Key ratios*

Production units
Elektrokoppar (Sweden), EKS Isodraht

Technology development

The Bare Wire Division is known as a stable and reliable
supplier, with major ability to meet customers’ require-
ments for products with high-standing technical proper-
ties.

The recent product development has resulted in
alloyed trolley wire, which is requested in the European
venture for high-speed trains. In a field test, the proper-
ties in the Division’s proprietary developed trolley wire
was compared with products developed by competitors
and was approved with high credits. The basic material
is oxygen-free copper wire alloyed with magnesium.

New market in Europe

The Division’s sales are strongly connected to copper
prices. The Division purchases and hedges copper on a
daily basis through brokers on the London Metal
Exchange.

Demand for wire rod and profiles declined during the
second half of the year as a result of the economic down-
turn. However, the Division estimates that future major
investments in the infrastructure in the Nordic region
and Europe will have a positive impact on the Division’s
development and provide opportunities to secure new
market shares.

(Germany) and EKS Isodraht Profiles (China) Volume. tons

Product areas Net sales, SEK M

Copper wire rod, OFC (oxygen-free copper

wire), profiles for submarine cables, bare other Divisions. SEK M

Of which, internal sales to

flat wire, bare wire, trolley wire, stranded

Share of Group sales, %

conductors, commutator profiles and
welding wire

No. of annual employees

Net sales*

SEK M
2008 2007 8,000
141,294 159,009

6,000
5,982 6,591

4,000
1,565 1,831 2,000 |
44.1 459

0
222 219

Division Manager
Leif Olsson
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"We see major opportunities for our
internally developed products.”

Photo: DBAG/Max Lautenschldger

New technology for high-speed train electricity supply

Interest in high-speed trains is continuously increasing, world-
wide - including China and Europe. The trains offer climate-
neutral and efficient transportation of passengers and goods.

Elektrokoppar in Helsingborg has developed new materials
for electricity supply to the absolute fastest trains, with top
speeds in excess of 300 km/h. Elektrokoppar's solution has
been tested and approved with the highest rating by one of
the companies involved in the electrification of high-speed
tracks for major governmental infrastructure purchasers.

“The results of our three-year development venture are a
new production technology for magnesium-alloyed copper
wire," says Bengt Jonason, Technical Manager at Elektrokoppar.

Contact wire and supporting cables become stronger and
more uniform and have better conducting properties. A further
added value is that the products can be made lighter, which
could save material and contribute to reducing costs in other
peripheral systems as well.

“We foresee major opportunities for our new materials for
electricity supply for trains in the global market. The largest
market is China, particularly with regard to wire for the real
high-speed trains," says Bengt Jonason. “Our newly developed
production technology means that we are now able to manu-
facture products with specific properties for all types of infra-
structure projects for railways."

Liliedahlsbolagen Annual Report 2008 11



Winding Wire Division

Major potential in the market

for winding wire

The Winding Wire Division has more than 60 years of experience manufacturing
winding wire. The Division is the second largest in the European market.

The Winding Wire Division manufactures and develops
enamelled round wire, and enamelled flat wire and lapped
wire of copper and aluminum for electric motors, gener-
ators and transformers. Winding wire is used in every-
thing from mobile telephones, white goods, elevators
and trains to industrial robots, wind-power plants and
infrastructure for power transmission.

The three production units in Sweden, Germany and
Poland deliver to local and global customers. Operations in
the Winding Wire and Bare Wire divisions jointly repre-
sent a complete production chain, from processing of raw
copper and ending with the customer's applications.

Delivery precision generates business

The brands in the Winding Wire Division — Dahrén-
trad, EKS Isodraht and EKS Slaska — are very good repu-
tations in terms of high quality, delivery precision and
proximity to the local market. Dahréntrad, which has
manufactured winding wire since 1945, has one of
Europe’s largest and most modern plants within its area
and is industry leading in environmental issues.

In terms of volume, 2008 was a good year for all three
units until the fourth quarter. In December, ABB renewed
its cooperation with Winding Wire. In major competition,
the Division was selected as primary supplier to ABB in
Europe for 2009 as well and with higher volumes. A key
argument for the transaction was the cooperation between
the Division’s three production units, which guarantees
volume and deliveries.

Facts Key ratios*

Production units
Dahréntrad (Sweden), EKS Isodraht

Alternative energy

There is major potential in the market for winding wire.
There are multiple driving forces. A reduction in carbon-
dioxide emissions requires that a larger portion of our
energy supply come from non-fossil energy sources.
Wind power is developing strongly as well as solar
energy and sea-wave power implies opportunities for
winding wire. The infrastructure for power transfer in
the Western world is now beginning to be obsolete, for
example, transformers with poor effectiveness, which
must be replaced. The third and largest driving force is
technology shift in the automotive industry with a
transfer to electric-driven or hybrid engines.

Optimize processes
During 2009, work continued on optimizing production
processes, by continuing developing joint systems for
production control in the Division’s three plants. The
objective is the highest possible quality for the customer,
the highest possible productivity and the least possible
amount of scrap. All Division employees will be involved
in this prioritized project, aimed at increasing profitability.

In the Division, there is already new efficient machin-
ery in place and in May 2009 a new large logistics center
for Dahréntréd will be opened, which will improve and
enhance the efficiency of inventories management and
deliveries.

The Division’s long-term strategy includes increasing
the total volume. The Division estimates that there are
possibilities to capture new market shares in Europe.

(Germany) and EKS Slaska (Poland) Volume. tons

Product areas Net sales, SEK M

Enamelled round wire, enamelled flat wire

and lapped wire of copper and aluminum other Divisions. SEK M

Of which, internal sales to

Division Manager

Share of Group sales, %

Johan Westberg

No. of annual employees

Net sales*
SEK M
2008 2007 4,000
73,341 68,085
3,000
2,902 3143
2,000
12 92 1,000 .
28.9 29.4
0
391 385

04 05 06 07 08

*Winding Wire Division is part of the Liljedahl Group from June 2007.
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“ABB's innevative propellers can be set in all direc-
tions for maximum maneuverability. Winding Wire
djelivers winding wire for the propeller's engine.”

ABB chooses delivery reliability

In strong competition, Winding Wire was able to sign an agree-
ment for the second time as principal supplier of winding wire
to ABB in Europe. ABB regards Winding Wire as a reliable part-
ner with high delivery ability.

The wire is used in engines, generators and transformers
needed in the expansion of infrastructure, such as high-speed
trains and power supply, for example, wind-power plants. The
Division's well-known high quality played a key role for ABB as
did the ability for overall commitment.

Winding Wire's three plants in Sweden, Germany and Poland
cooperate with orders and are thus able to supply locally, with

optimized delivery times and costs. With three plants, the
Division is able to always guarantee deliveries and if neces-
sary, increase volume.

“Itis important for us to eliminate potential delivery risks,"
says Giinter Reimer, Purchaser at ABB in Ziirich. Since Winding
Wire's three production plants have similar product offering,
deliveries can be guaranteed.

During 2009, Winding Wire will deliver 9,000 tons of lapped
wire, enamelled wire and enamelled flat wire to ABB's produc-
tion units in Europe.

Liliedahlsbolagen Annual Report 2008 13



Steel Wire Division

Stronger in the European market

Steel Wire Division is the leading producer of wire products in the Nordic region.
During the year, the Division has strengthened its position in Europe and increase
prerequisites to capture additional market shares by concentration of the operations.

The Steel Wire Division manufactures and markets low-
carbon wire for the manufacturing industry. The prod-
ucts are used for instance in the automotive and engi-
neering industries, power industry, recycling sector, in
shop and kitchen fittings as well as in furniture.

The Division differs from its Nordic competitors by
developing products and processes that are adapted to
and enhances the efficiency of customers’ production.
The steel, product and logistics can be entirely custom-
ized to the customer’s requirements. One example is the
cooperation with ABB, where galvanized armouring
wire for sea cables are delivered from Steel Wire directly
into the production process. Up to 2011, 5,000 tons of
armouring wire will be manufactured for power cables
for electricity transmission between the UK and The
Netherlands in the BritNed project.

The year 2008 was characterized with major varia-
tions in steel prices and by an unbalanced market. The
declining economy resulted in a significant reduction in
demand in the market.

Production concentration

During the year, the Division decided to concentrate
production of wire products to the two plants in Horle
and Nitra, Slovakia. The manufacture of cable-armouring
wire will be transferred from Gunnebo to the plant in
Slovakia, where the production process has been devel-
oped to meet the technical requirements. The change
means that the Division will be able to fully cultivate
the land and sea cable market in Europe, where Steel
Wire gained new customers during the year.

During the year, the Division broadened its range
of fine wire. Following the acquisition of a similar
operation, Sjotofta Traddrageri, the Division started
production of copper-drawn staple wire and other
copper-coated products.

The Bright product area, which is the Division’s
largest area in terms of volume and applications, has
developed further by increasing the rate of refining.

Continuous technical development

To guarantee the right material at the right price, the
Steel Wire Division maintains high technical expertise
through development work and testing in the company’s
laboratory. Customers’ designers may also be trained in
material technology, a cooperation that creates deeper
understanding for customers’ requirements. This joint
competency development is further prioritized in 2009.

New business opportunities

Long-term approach and customer focus generate busi-
ness, particularly during an economic downturn. There
is still surplus capacity in the sector as a whole, and in
pace with changes at weaker competitors, business
opportunities arise within production and distribution.
The Division’s long-term strategy also includes advance-
ment in the refining chain within all product areas. The
customer will then gain a more efficient and profitable
process.

Facts Key ratios Net sales
Production units SEKM
Horle Trad (Sweden), Horle Trad (Slovakia) 2008 2007 400
Product areas Volume, tons 43,670 40,374 300
Cable Armouring, Fine, Bright, Flat-rolled Net sales SEK M 404 323
and Baling wire 200 |
Share of Group sales, % 4.0 3.1
Division Manager No. of annual employees 148 157 00NN Eu == .
Ola Karlsson 0
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“Development of processes and products
paves the way for new business.”

i

E

High-quality production of armouring wire for land and sea cables

Customers within the land and sea cable sector are now able
to receive their deliveries from Horle Trad in Slovakia, stra-
tegically located in central Europe.

The Steel Wire Division has invested in optimizing the pro-
duction process for hot-dip galvanized wire, which functions
as protection around the copper core in a power cable and
must therefore have the correct strength and a uniform and
stable surface of zinc. Horle Trad has succeeded in developing
the process quality and product quality. Future investments
will add increased efficiency.

All the prerequisites for growth exist. Three land cable
customers have recently approved the product quality,

which paves the way for new business. In terms of sea cables,
synergies will be created when the production in Gunnebo is
moved to Slovakia.

“We will have better capacity utilization by combining the
manufacture of land and sea cables in the same plant,” says
Ola Karlsson, Division Manager of Steel Wire. “Demand for land
cable is relatively stable, while sea cable is a project-oriented
operation with irregular demand.”

Harle Trad in Slovakia, with 50 employees, is expected to
deliver 12,000 tons of wire in 2009. The plant has one of the
best and most modern treatment plants for removing metals
and oils from the process fluids.

Liljedahlsbolagen Annual Repc




Machine Tools Division

Growth in all markets

During the year, the Machine Tools Division has strengthened its leading position
as machine supplier in the Nordic market through strategic acquisitions of two
companies within sales and service of machinery for sheet-metal forming.

During 2008, Machine Tools grew in all its markets.
The Division now has strong market positions within all
segments and a comprehensive range of products within
metal cutting, sheet-metal forming, measuring, tools
and industrial supplies. Customers include major multi-
national companies as well as small mechanical work-
shops, operating in Sweden, Norway and Finland.

Machine Tools offers a partnership based on increas-
ing customers’ productivity and profitability, in all
phases: optimizing machines, choice of the best tools,
training machine operators and comprehensive service
in Sweden and Norway. Nearly 50 percent of the Divi-
sion’s employees are service and maintenance techni-
cians who can be on location within 24 hours.

Leading brands

Machine Tools represents a few selected suppliers, such
as Mazak, the world’s leading manufacturer of machines
for metal cutting and the Hoffmann Group, Europe’s
leading supplier of quality tools and industrial supplies.
By concentrating on a few brands, the Division’s techni-
cians can increase their knowledge on machine models
and technology development.

The Division’s specialists train more than 500 opera-
tors annually in customer companies with the aim that
customers may get the very most possible function from
their increasingly advanced machine tools.

Broadening in the Nordic region

The Division has developed its position within machines
for sheet-metal forming through the acquisition of Din
Maskin i Virnamo AB and SA-TO & Brandt Maskin
AS in Norway, both with highly favorable market posi-
tions and with such strong brands as Prima and Finn-
Power. Following the acquisitions, the Division reported
sales of approximately SEK 1 billion.

In Finland, the Division started a subsidiary, Ravema
Oy, to market Hoffmann’s products to the Finnish engi-
neering industry.

A record order during the year was the sale of Mazak
machines to the Norwegian Aarbakke Group for more
than NOK 100 M. The group is primarily focused on
the off-shore industry.

Focus on productivity

The final quarter of 2008, investment willingness
decreased significantly throughout the entire industry,
while the focus on productivity became stronger. The
Division will be investing further to be able to offer cus-
tomer companies solutions for increased automation
and increased productivity.

With effective market penetration, the venture will
continue to capture market shares, for instance within
sheet-metal forming. The Division’s overall offering
with partnership, world-leading products and a compre-
hensive service concept is a success factor, particularly
in a weak economy.

Facts Key ratios® Net sales*

Companies SEK M

Ravema (Sweden), Ravema (Norway), 2008 2007 1,000

Ravema (Finland), Din Maskin (Sweden),

SA-TO & Brandt Maskin (Norway) Net sales, SEKM 867 7E 750

Product areas Share of Group sales, % 8.7 7.2 —

Metal Cutting, Sheet-Metal Forming, Tooling/ No. of annual employees 173 7 N .

Measuring, Hoffmann and Service 20 .
0

Principal suppliers
Mazak, Hoffmann Group, Prima, Finn-Power

Division Manager
Hakan Larsson
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"You can produce almost any
product in a Mazak."

Partnership for best precision

Heka Mekaniska in Gothenburg is a company that thrives on
precision, down to the micro-millimeter level. Heka manu-
factures complicated prototypes and pre-series for engine
development in the automotive industry. The tools are eleven
advanced Mazak machines for metal cutting. In May, one
additional Mazak was delivered from Ravema in Vdrnamo
- amachine that will also increase productivity in short series.
"We always solve challenges jointly with Ravema. They under-
stand that the end customer must receive the right product on
time," says Magnus Carlstrom, who owns Heka Mekaniska
jointly with Thommy Ottosson.

Volvo Trucks called - flywheel needs adjusting. At lunchtime
the following day, the adjusted flywheel was returned by taxi
to Volvo's test rig.

"It is possible to produce almost any product in a Mazak.

The machines are only limited by the ingenuity of the operator.”

Heka Mekaniska is currently celebrating 50 years in an
industry that does not want to see any tolerance deviations.
Consequently, it is great that the subsidiary, Mylab, is able to
double check the extremely high precision of the products.
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Trucks Division

Strengthens customers’ competitiveness

The Trucks Division is Sweden's largest private Volvo Trucks dealer. A high service
level on customers' terms and strong brands make the Division successful.

The Trucks Division is, through Finnvedens Lastvagnar,
the dealer for Volvo and Renault trucks and Volvo buses.
The operations, with sales and authorized workshops,
are found in 18 locations in Sméland, Blekinge, Vister-
gotland and Gotland.

The Division is a complete dealer that offers custom-
ized solutions for chassis, peripheral equipment and
trailers. During the year, all used trade was centralized
to Viirnamo, where a Used Vehicle Center was opened
with sales to both Swedish and foreign customers.

Part of a customer's logistics
The Division’s business concept is based on developing
long-term customer relationships in all phases, from
purchasing to service, preventive maintenance and
financing. The catchwords for the operations are acces-
sibility and quality. The customer will always expect to
receive service when he/she needs it. For example, in
February 2009 a 24-hour-service was opened in Jénkdping
for staffed vehicle wash and lubrication. Several facili-
ties are already open in the evenings with high capacity.

It is crucial to customers’ competitiveness that their
trucks and buses can operate without disruptions. The
Division’s long-term service program prevents problems,
but if something unexpected was to occur, there is an
on-call operation via Volvo Action Service (VAS),
around the clock.

During 2008, the Division implemented an organiza-
tional change to release as much time as possible for
operations closely related to customers. New central

functions within the Division now have a joint respon-
sibility for properties, quality, environment, employees

and competency issues. The effort is supplemented by a
program for employee development with a focus on the
customer.

Strong in the service market

The number of truck registrations in Sweden decreased
significantly at the end of the year, but despite this
achieved the second highest level ever. The year 2008
was generally a good year for Finnvedens Lastvagnar
both in terms of service market, within new vehicle
sales and in the used-truck market. In spite of the eco-
nomic downturn towards the end of the year, the service
level was unchanged, while truck sales declined.

New opportunities

Finnvedens Lastvagnar is a very established name in the
market with an extensive service network and a strong
sales organization. Consequently, the Division estimates
that it is also possible to capture new market shares in a
strongly declining market. There is still an underlying
demand and possibilities for financing through Volvo-
finans Bank.

The Division’s conscientious improvement work con-
tinues. Based on customers’ references in 2008, all facili-
ties have local action programs to implement structured
work on the Division’s key objective: To continuously
release more time for customers.

Facts Key ratios Net sales
Fiveregions SEK M
Jonkoping, Skovde, Vaxjo, Kalmar, 2008 2007 1,200
Oskarshamn

Net sales, SEK M 1172 1,102 900
ProducF dICds . Share of Group sales, % 11.7 10.6
Sales, Financing, Service, Parts, 600 -
Truck rental No. of annual employees 313 306

30 .

Division Manager 0

Mikael Darius
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Night open to optimize customers' logistics

At Finnvedens Lastvagnar in J6nkdping, haulers now have

more efficient service. In the evenings, they leave their trucks new assignments.

at the region's only 24-hour staffed facility for washing and The concept is successful with customers. When the day-

lubricating and in the morning the trucks are ready for new time appointments were booked, two-shifts with evening

assignments. opening hours were introduced and when that was fully

booked, it was decided not to switch off the lights at all.
"My vision is that the lights shall remain on around the

lected at the terminal, washed and returned to be ready for

"We contribute to efficient logistics for customers and
customers' customers,” says Mats Norss, Service Market
Manager at Finnvedens Lastvagnar. “Cost efficiency can

clock, even in the workshop,” says Mats Norss. “Our company
hardly be better than this." uses the catchwords Accessibility and Quality and we shall live
Collection service in the evenings is a new service that up to them."

is utilized by Postakeriet and Schenker. The trucks are col-
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Cars Division

Safety and environment

top car sales

During 2008, the Cars Division with Finnvedens Bil was responsible for one fifth of the new
car deliveries in its area. The year's results was strongly impacted by the economic downturn,
which became noticeable throughout the industry and the Division reported negative results.

Finnvedens Bil sells Volvo — Sweden’s most popular car
brand. The company also represents Renault, one of
Europe’s largest car makes. The offering includes a com-
plete environment program with both ethanol and diesel.

Finnvedens Bil offers a market leading service concept.
The company’s business concept is a problem-free car
ownership with respect to the customer’s time. Recep-
tion and service quality are the focus and Finnvedens
Bil has invested in certified sellers and personal service
technicians.

All under the same roof

Anyone purchasing a new or used car has access to all
other car services: full service and body workshops, car
accessories, spare parts, fuel, environmental car wash,
tire storage, rental cars and authorized damage adjust-
ments. In addition, there is favorable financing, insur-
ance and Volvo card with VISA. Finnvedens Bil has
incorporated reliability into the used concept with up
to two years’ guarantee on cars and exchange rights.

Lower new car sales

New car sales in 2008 decreased significantly through-
out Sweden in connection with the strongly declining
economy.

New car sales in the Cars Division decreased by
slightly more than 25 percent, compared with 2007.
The Division adapts by reducing costs for inventories,
both in terms of new and used cars and demo cars.

Facts Key ratios

Market areas
Vérnamo and surrounding areas

The new website, which was launched at the begin-
ning of 2009, is a new cost-efficient sales channel, which
has a more important role compared with traditional
market work. The Division’s entire vehicle offering is
featured on the website.

Environment and safety

The year’s positive events include the strong increase in
sales of environmental and diesel cars both in terms of
number and market share. Today, eight of ten cars that
are sold by Finnvedens Bil are environmental or diesel
cars.

The launch of Volvo XC60 in the autumn received
major coverage from the media and customers. The car’s
advanced technology for preventing accidents makes it
the world’s safest car. During the year, the Volvo V70
which is Sweden’s most popular car, was also introduced
in the flexi-fuel with ethanol version.

Focus on development

The Division’s concept within service and sales is being
further developed. One example is that the Division has
responded to the increasing demand for tire storage with
a completely new tire storage unit in Gislaved and a
second tire storage unit in Virnamo.

The expectations are that a new promising product
program in 2009 including new extremely fuel-efficient
diesel and ethanol cars will contribute to recovery in
the market.

Operation areas Net sales, SEK M

Sales, Financing, Workshop,

Parts and Fuel

Division Manager
Lennart Rosén

Net sales
SEK'M
2008 2007 400
260 398 300
Share of Group sales, % 2.6 3.8
200
No. of annual employees 60 60 |
10 0
0
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Smooth service saves customer's time

Imagine being able to choose the time at the workshop and
have a personal service technician. When Finnvedens Bil
develops its service concept, the focus is on the customer.
It involves never wasting the customer's time.

"This is the work method of the future,” says Anders Lund,
Spare-parts Manager. “It is simple to book your own service
time on the website and have your own service technician.”

Service technicians at Finnvedens Bil are responsible for the
entire customer relation. Consequently, all internal and exter-
nal moments function smoothly and rapidly during contact
with workshop customers: booking, reception of customers,

I EVEIBIINIERCOMPIELE

e

contact during the day, when the vehicle is ready for collection
and through to invoicing.

Finnvedens Bil has analyzed and further developed its service
concept in a pilot project jointly with Volvo. The result for the
customer is distinct agreements, better information and
shorter waiting period. One example is that customers who
want to wait while their vehicles are being serviced will
receive a precise delivery time. Customers' appreciation of
the changes is shown in customer surveys.

"We continuously develop the complete, problem-free car
ownership," says Anders Lind.
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Real Estate Division

Strategic resource for the Group

The Real Estate Division is responsible for strategic local support in the Liljedahl Group,
with the task of providing optimal premises for every opportunity.

Through the Real Estate Division, Liljedahlsbolagen
owns, manages and develops 17 properties in three coun-
tries, with a total floor space of 155,000 square meters.
The premises are leased at market-competitive rents.

Liljedahlsbolagen’s property portfolio plays a key role
in the Group’s strategic development work. As owner of
properties, the Group is able to efficiently and flexibly
adapt the properties to the divisions’ requirements, both
in short and long term. The divisions can thus feel safe
knowing that their strategic plans are matched by func-
tional and efficient industrial, office and sales properties.

Most of the properties utilized for operations are
owned by the Group.

The Division’s task is also to ensure professional man-
agement of the properties. During 2008, slightly more

than SEK 5 M was invested in continuous maintenance.

Facts

Property portfolio
17 properties in Sweden, Germany and
Slovakia

Carrying amount, land and buildings 2008
SEK 386 M (326)

Division Manager
Torbjérn Persson
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New investments

During 2009, the Division will invest in new full-service
facilities in Nissjo for Finnvedens Lastvagnar, Trucks
Division. The facilities will have a strategic location for
customers along highway 31 directly connected to the
Hogland terminal and will be a model for the Division’s
facilities for truck service. The Nissjo facility is sched-
uled for occupancy in December.

At the Winding Wire Division’s plant in Jonslund, a
new logistics center is being built for efficient weighing,
inventory management and distribution of winding wire.

As aresult of the strategic decision to transfer produc-
tion of cable armouring wire from Gunnebo to the pro-
duction plant in Slovakia, this plant will be modernized
to facilitate increased production volume and better
logistics.

During the year, the Real Estate Division will make
energy investments in the Slovakian plant. The objective
is to reduce energy consumption in all Group properties
to save money and reduce the impact on the environ-
ment.



New logistics center for winding wire

In order to cope with increasing demand for winding wire,
the Liljedahl Group is investing in a new logistics center at
Dahréntrad in Jonslund.

The new 4,500-square-meter building is constructed in
direct connection to the Winding Wire Division's production
plant and will facilitate rational weighing in, inventories
management and distribution of winding wire.

Each week, about 35 trucks are loaded with a total of nearly
900 tons of winding wire. Managing the orders from local and
global customers will now become more efficient and safer

"Efficient and safe
distribution to local
and global customers.”

since manual warehouse systems will be digitized. Customers
will be guaranteed the right material in the right time since
each package or coil will have a unique identity that must
match the order sheet.

“The volumes have increased by about 30 percent in the past
five years. This increase is so significant that we must create
more efficient management in new, appropriate premises,”
says Torbjorn Persson, Manager of Real Estate Division.

The Division will invest approximately SEK 30 M in the new
logistics center, which will be opened in May 2009.
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Employees

Skills development

with a focus on customers

Liljedahlsbolagen's divisions strive for an increasingly more in-depth partnership
with customers. Employees' skills are crucial in this respect, regardless whether it
involves a long-term industrial cooperation or a car purchase.

The divisions in the Liljedahl Group operate within
industry, commercial and service. The Group’s compa-
nies are associated with high quality and excellent serv-
ice, with the customers’ requirements in focus. To meet
and surpass expectations require continuous skills
development and increasing knowledge of the custom-
ers’ processes.

Industry - continuous development

During the year, the Bare Wire Division invested exten-
sively in training based on an inventory of employees’
training requirements. Examples of implemented skills
development are quality courses, courses in teamwork,
wire drawing, training in cargo securing and courses for
better work environment and chemical health risks for
safety representatives.

The Winding Wire Division has initiated a compre-
hensive effort to increase quality and efficiency through-
out the production flow. The success factors are stable,
standardized processes and conscientious employees
who systematically work on continuous improvements.
The Division will continue to implement a work method
that is characterized by Lean Production methods.

The Steel Wire Division has been working for several
years on improving the collective skills in the company
to achieve long-term effects. One of the areas prioritized
is quality issues and resulted in the lowest number of
complaints ever in 2008.

Commercial - service for increased efficiency

The Machine Tools Division has conducted intensive
training in sales technique for all the Division’s sellers,
both for experienced sellers and new employees. Machine
Tools has also employed several professional service
technicians, who are skilled in the very advanced
machine tools in the Division’s range of products.
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The Trucks and Cars divisions are working on
enhancing the efficiency of all elements of their sales
and service processes. The objective is to save custom-
ers’ time and improve their logistics.

The Trucks Division will increase accessibility by
offering staffed wash and service evenings and nights
with three-shift staff. Warehouse and workshop employ-
ees are jointly responsible for customers in order to pro-
vide speedier service. The organizational changes
include job rotation aimed at distributing knowledge.
By transferring employees between the various districts
where the Trucks Division operates, best practice will be
distributed to all employees.

The Cars Division continues to develop its concept
with personal service technicians responsible for mak-
ing the customer’s workshop visit as time efficient as
possible. The Division has also further trained and
certified its sellers during the year.

Develop the Group's managers

The Parent Company continues to build a professional
organization that can support the companies’ business
processes. By recruiting two new Division Managers, the
Group contributed valuable international expertise.

Within the framework for the newly trained manage-
ment team, the Division Managers in the Liljedahl Group
will, jointly with Group Management, improve coopera-
tion pertaining to the Group’s comprehensive develop-
ment.

The Trucks Division conducts a skills development
program in management and business development for
about 40 managers or prospective managers. The objec-
tive is to provide Division Managers with confidence in
their professional endeavors and leadership.

















