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Per-Ola Håkansson & Jan Jacobsson, Nolato Gota

Social responsibility is 
increasingly important. 
We are now forming a 
CSR team and training 
staff in how to conduct 
evaluations.

How about a mobile 
phone made out of real 
wood? Or, would you 
prefer one with a uni-
que appearance, struc-
ture, feeling and depth?

Nolato Magazine
CSR team and training

A wooden mobile phone?

Long relations with Nonin

High speed for medical

Fundamentally lean

Long-term relation-
ships are built on trust, 
and give and take. This 
also applies between 
customer and supplier.

The expertise we have 
built up in automated 
high-speed assembly  
for over ten years is  
now being put to use  
in medical technology.
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   It’s easy to be Lean:
Only do what creates customer value.
For Nolato, this is one key to success.
Like at Nolato Gota, which received an 
Award of Excellence from Volvo Car for 
its product ivity-oriented work.
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In competition with all of Volvo Car Corpo -
ration's suppliers, with "# nominations in 
four different categories, Nolato Gota has 
received the Award of Excellence Cost Com-
petitiveness. 
 The motivation for the award was: “For 
the establihment of a joint competitive cost 

model and development and execution of a 
solid strategy for Chinese tooling.”
 ÒI see this as con$rmation of the custom-
er's appreciation of the solid productivity-
enhancing work done by Nolato Gota's staff 
for many years,Ó comments MD of Nolato 
Gota, Peter Holterberg. ÒWe can see that our 

work with Lean, combined with a proactive 
approach to our working relationships with 
customers, is generating results.Ó
 The award was presented by President and 
CEO of Volvo CC Stefan Jacobi, and Senior 
Vice President Purchasing Bernt Ejbyfeldt at 
a ceremony in Gothenburg on " October. 

Nolato Hertila is now going back to being 
a separate company after forming part of 
Nolato Polymer since !##%. 
 Nolato Hertila has Scandinavia's broadest 
range of plugs and caps. Thanks to far-reach-
ing production standardisation, it has suc-
ceeded in developing unique runs of prod-
ucts at highly competitive prices. The stand-
ard range comprises around &,### articles, 
and about '# million components are sold 
in a year. Nolato Hertila also manufactures a 
large number of customer-speci$c plugs.
 ÒThe operations have performed well, but 
we believe an even greater emphasis on this 
business can be achieved if the operations 
are run as a separate company,Ó says Hans 
Porat, CEO of Nolato.
 HŒkan Hillqvist has been appointed new 
MD of Nolato Hertila. His previous posi -
tions include that of MD of Nolato Alpha.

Participants at the ceremony in Gothenburg included Klas Persson, Sales Manager of Nolato Gota, Stefan Jacobi, CEO of Volvo Car Corp., 
Hans Porat, CEO of Nolato, Peter Holterberg, MD of Nolato Gota and Bernt Ejbyfeldt, Senior Vice President Purchasing at Volvo Car Corp.

Nolato Gota gets VolvoÕs Award of Excellence

Nolato Hertila to be a separate company again



&

Nolato Magazine is produced for our customers, shareholders and employees, and anyone  
else with an interest in the Group. Editor: Mats HŒkanson. Printing: Ljungbergs, Klippan.

Nolato AB, SE-269 04 Torekov �t tel +46431 442290  
fax +46431 442291 �t e-mail info@nolato.se  
website www.nolato.com

You are holding the latest edition of Nolato Magazine, which 
I trust will make for informative reading.

In this issue on page ' is an article about Lean, a concept that 
is important to us at Nolato. In simpli$ed terms, it means 
that we are to spend our time on creating customer value that 
means the customer is satis$ed and sees our offering as $nan-
cially bene$cial.
 This is extremely important for our success as a supplier. 
We always need to have our customersÕ best interests at heart, 
just as we must always be one step ahead in terms of improv-
ing our working method.
 I see the article about the award here to the left as evidence 
of our success in this respect. This year, Volvo Car Corpora-
tion presented its most prestigious supplier award, ÒAward 
of ExcellenceÓ, to Nolato Gota for its productivity and cost-
ef$ciency initiatives. We are of course delighted and proud to 
have received the award.
 Volvo CarÕs motivation also includes the word ÒmutualÓ 
Ð a concept that is extremely important to us in our working 
relationships with customers. The article about long-term cus-
tomer relationships on page ( addresses this very topic.
 It takes two to tango Ð not least when we want to create 
solid, long-term relationships.
 Happy reading!

  Hans Porat
 President and CEO

Hans Porat, President and CEO of Nolato.

Dear customers, shareholders, employees
and other readers of Nolato Magazine

About ten years ago, Nolato Silikonteknik invented its unique dispens-
ing technology with the brand name Trishield, and has had a great 
journey with it. Until now, Trishield has been widely used throughout 
the telecom industry by the leading players in the market.
 With the trend of developing the )G/LTE mobile phone network, 
the demand for shielding gaskets is intensyfying. To be able to meet the 
new challenge, Nolato Silikonteknik needs to take one more step for-
ward, and that is Trishield Soft  ÔLong Term EvolutionaryÕ dispensing 
technology.
 Trishield Soft is a modi$ed version of the traditional dispensed 
Trishield gasket. It is co-dispensed with conductive material as the out-
er layer and non-conductive material as the inner layer. The small mod-
i$cation makes a big difference.
 It is an extremely soft and very narrow gasket with the same shield-
ing properties as the traditional Trishield. It reduces the screws on the 
cover and saves space on PCB so that more components can be added.

New dispensed gasket with 
excellent properties for 4G/LTE

In the nine-month interim report Nolato reports good growth for 
Nolato Medical and Nolato Industrial, while Nolato Telecom contin -
ues to record weak volumes. The EBITA margin for the third quarter 
was ".*%, whilst the return on capital employed was +*%. These $g-
ures are almost on a par with the long-term pro$tability targets of '% 
and +*% respectively. The GroupÕs sales amounted to SEK "+' million 
(''"), operating income EBITA to SEK *) million ((") and earnings 
per share to SEK +.&" (+."').
 Nolato Medical increased its sales by %% to SEK !!# million (!#!). 
The operating income EBITA was SEK !* million (!*). Volumes 
remained good during the quarter and in line with market growth.
 Nolato TelecomÕs sales halved to SEK !!# million ()))), including 
the resale of touch screens of approx. SEK * million ((#). Operating 
income was SEK " million (&!). Demand for the existing product port -
folio within the mobile phone sector remained weak.
 Nolato IndustrialÕs sales rose by +(% to SEK !"% million (!)+), and 
the operating income EBITA increased by !)% to SEK !( million (!+). 
Demand has remained strong and has increased within most customer 
segments.
 NolatoÕs $nancial position remains strong. At the end of the third 
quarter, net debt was SEK (( million (+%%), and the equity/assets ratio 
was *!% ()'). Cash ,ow for the $rst nine months of !#++ amounted 
to SEK +!& million ("*, excluding acquisitions). 

Good growth for two out of three
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Corporate social responsibility (CSR) is 
a crucial area for companies today. Our 
increasingly globalised world places new 
demands on our actions in terms of taking 
social responsibility with staff, customers, 
suppliers and society at large.
 ÒThis is a very hot topic today,Ó explains 
Kristina Sandberg, Business Area Manager 
at SIS, the Swedish Standards Institute. She is 
Project Manager of a newly published stand-
ard, ISO !(###, which provides guidance in 
social responsibility. 

ÒThe intention is that the standard will help 
companies in responsibility, transparency 
and human rights,Ó explains Kristina Sand-
berg. ISO !(### has seven basic areas that 
cover corporate governance, labour legisla-
tion and more.

Cornerstone for Nolato
Nolato is in the process of evaluating the 
standard and using it as a checklist for the 
areas of our business to which particular 
attention should be given. 
 ÒSustainability and social responsibility 
are highly important to us. We have been cer-
ti$ed according to environmental manage-
ment standard ISO +)##+ for many years,Ó 
says NolatoÕs CEO Hans Porat. ÒResponsi-
bility is one of the cornerstones of our corpo-
rate culture, as well as being one of our Basic 
Principles. Issues relating to the environ-
ment, working environment, social respon-
sibility and ethics have therefore been nat-
ural aspects of our business activities for a 
long time.
 Recently, we have also noticed a growing 
interest in sustainability and social respon-
sibility from investors and customers alike. 
We work closely with them to meet todayÕs 
requirements, and they give us high scores 
in their evaluations. We aim to keep manag-

ing these matters proactively, so that we can 
remain at the cutting edge. 
 NolatoÕs Basic Principles and Code of 
Conduct are a good compass for us,Ó contin-
ues Hans Porat.  

Ethical auditing
CustomersÕ interest in CSR, and using it to 
further enhance the business, is also evident 
across the Group companies.
 ÒOne of our customers announced their 
plan to conduct an ethical audit on our busi-
ness, so beforehand, we carried out a prelim-
inary audit ourselves,Ó explains Glenn Sved-
berg, MD of Nolato Cerbo, which manufac -
tures pharmaceutical packaging. ÒA number 
of important issues came to light, which led 
to the implementation of several improve-
ments in our systems in terms of the envi-
ronment, quality, working environment and 
social responsibility.
 One area that we really addressed proper-
ly was the development of methods to eval-
uate our sub-suppliers. They have to con-
form to our sustainability and ethical rules 
Ð other wise, no deal.Ó

CSR projects in China
In China, focus on corporate social respon-
sibility has been intense in the last few years, 

Social responsibility – CSR – is becoming increasingly 

important in corporate operations. For Nolato, it feels 

natural and is part of the down-to-earth, ethical and pro-

fessional philosophy that has characterised our business 

ever since the company was founded in 1938.

Responsibility is one of the cornerstones of our corporate culture

CSR team and training 
in auditing of suppliers

“CSR is a very hot topic today,” says
Kristina Sandberg, Project Manager at SIS.
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and we have followed the criticism directed 
at certain major sub-suppliers to the mobile 
phone industry there with great interest. In 
light of this, we have carried out a thorough 
analysis of our own strengths and weaknesses.
 ÒWe came to the conclusion that most of 
what we do is done well and to a high inter-
national standard,Ó says Hans Porat. ÒHow-
ever, there are of course certain areas where 
further improvements are needed.Ó
 A while ago, Nolato Beijing was certi$ed 
according to the international occupational 
health and safety standard (OHSAS +'##+).

Customers help us along
Working closely alongside customers on 
these matters helps us in the process. For 
example, at Nolato Telecom, which has 
extensive operations in China, a major CSR 
project has been conducted alongside Sony 
Ericsson. 
 ÒSony Ericsson is running an ambitious 
project to implement its code of conduct 
among suppliers worldwide, and conducts 
recurring evaluations of us,Ó says Jšrgen 
Karlsson, President of Nolato Telecom. 
 ÒThese evaluations are challenging, but 
also constructive,Ó he continues. ÒWe start-
ed out from a decent level, but it was clear 
that certain aspects needed more attention. 
So far, four evaluations have been carried 
out and we feel that we are making constant 
progress.Ó 

Training staff
As an effect of the evaluations, Nolato Bei-
jing has formed a special CSR team. At the 
same time, it has improved the manage-
ment system and implements practical meas-
ures in the working environment, safety and 
more. In addition, a number of employees 
have been trained alongside the customer in 
how to conduct CSR evaluations.
 ÒOur intention is to become increasingly 
skilled in addressing these issues, including 
in our evaluations and audits of sub-suppli-
ers,Ó says Jšrgen Karlsson. ÒWork relating to 
CSR has to cover all the links in the chain if 
it is to generate really positive effects. Other-
wise, failure is easy. And that would not be 
good.Ó

   Go to www.nolato.se for more infor-
mation about sustainable development 
at Nolato. There, you can read about 
our Basic Principles, Code of Conduct 
and other policies. Our latest sustaina-
bility report is also available on the site.
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Building up long-term customer relation-
ships has many similarities with a good mar-
riage: It takes two to make it work. 
 When a decision is made, it needs to ben-
e+t both. When input is provided by one, the 
other must be willing to listen. When $nan-
cial implications exist, they need to be nego-
tiated and agreed upon. If trust is violated, 
it can be a very dif$cult thing to earn back. 
 If these simple rules are followed, things 
usually work quite well. Both in marriage 
and in business. Take, for example, the rela-
tionship between Nonin and Nolato. 

Working together for 14 years
Nonin Medical is a Nolato Medical cus -
tomer in the US. The company is located in 
Plymoth, Minnesota. For over !# years it has 
developed solutions for monitoring the cur-
rent condition of patients, for example oxy-
gen saturation. Their expertise lies in the are-

as of pulse oximetry, regional oximetry and 
capnography.
 The working relationship between Non-
in and Nolato Medical started +) years 
ago, and the relationship has increasingly 
strengthened over time.
 Unfortunately, this is not always the case 
in the current climate of short-term thinking, 
price pressure and one-sided optimisation.
 LetÕs explore why this relationship has 
worked for so long, and look at the rules for 
marriage described above:

Mutual beneÞts
It has to bene$t both. Nonin and Nolato 
Medical have developed a real working 
relationship between engineering, purchas-
ing and management. Engineers and quali-
ty folks at both ends talk directly with each 
other to seek new opportunities and provide 
input that bene$t everyone involved in the 

projects. Purchasing functions review cost 
and delivery information in a real time for-
mat that helps everyone stay informed as to 
where they stand. Management and custom-
er service representatives work hard to make 
sure that everyone is on the same page. It is 
truly a two-way street.
 When Nonin asks us to evaluate a new 
potential part or assembly, the sales and 
engineering staff evaluate the design and 
other considerations and provide feedback 
on what will make the product better and 
more cost effective in production. Nonin, in 
turn, does an incredible job of asking for the 
input and relying on the feedback to make 
the $nal decision.

Willingness to listen
Listening when the other has something to 
say. Providing input and listening are a regu-
lar aspect of the relationship. It does no one 

At Nolato, we have always strived for a combination 

of satisfaction and mutual bene+ts that emerge from 

long-term relationships between customer and supp-

lier. Relationships that are built on trust, and give and 

take. This is the story of such a working relationship in 

the US, but which could have happened at any location 

where Nolato has operations. 

Mutually beneÞcial and long-term
relationship with Nonin Medical

Many similarities with a marriage
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any good to talk about what needs to change 
in a part if the product development people 
are not willing to incorporate it. 
 Neither is it any good if such a change 
leads to other problems. It takes experience 
and trust to work together to $nd the proper 
balance that works for everyone in the chain.

Discussing Þnancial issues
Financial negotiations are a normal aspect 
of every business relationship. The common 
goal here for both customer and supplier has 
to be maintaining $nancial vitality in order 
to grow together. 
 This is why Nolato and Nonin regular -
ly address this openly. Take, for example, 
the sharp raw material price increases in 
the plastics industry over the last few years. 
Through the two organisations jointly eval-
uating ways to improve processes, change 
tooling alternatives and other potential solu-

tions to absorb costs, this has been managed 
in the best possible way. 
 Neither party believes that the other is 
doing anything with ill intent. This makes 
for good, sound discussions, which results in 
the best that can be for all parties.

Trust and a long-term approach
Trust is the end result of it all. Working 
together over time, learning about each oth-
erÕs needs and being consistent in decisions 
and actions bring the working relationship 
to a higher level. And what are the rewards? 
 For Nolato, it is the opportunity to build 
for the future and take a long-term view of 
all the solutions we propose to the customer. 
We always need to be fully competitive, but 
also always know clearly where we stand and 
understand the customerÕs decision process. 
 For Nonin, the rewards are a supplier 
that they always can count onÉ a supplier 

that will respond quickly and fairly to their 
requests and needs, and who thinks with a 
long-term approach.

Desire for improvements
Those who are unaccustomed to our degree 
of commitment to the customerÕs product 
might consider us demanding. However, 
this boils down our desire to achieve a better 
holistic solution through a business relation-
ship that bene$ts both.
 It is this level of collaboration and trust 
that we strive for when we enter a new cus-
tomer relationship. And, this will always be 
the case as long as there are customers with 
the same mindset as Nonin, who know that 
it takes two to make it work.

Nonin Medical is a customer to Nolato 
Contour in Baldwin, Wisconsin, a US com-
pany that Nolato Medical acquired in 2010.

Nonin’s Onxy II product line of +ngertip pulse oximeters 
involves a myriad of operations including In-Mould-Labels, 
multi-shot insert moulding and soft touch over-moulding.  
The eight tools that were required in this assembly were 
developed in six weeks to initial trial.
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Lean is today a fundamental concept in 
modern industry. Although the concept itself 
is quite new Ð it was used for the $rst time 
in a scienti$c article in +%'' Ð the thoughts 
regarding a smooth production process with 
no unnecessary stages and disruptions were 
formalised during the Henry Ford era, in the 
infancy of mass production.
 In reality though, successful entrepreneurs 
throughout the ages have probably always 
lived with Lean in mind. Because, the basic 
principle is simple: We are to spend time on 
what creates customer value, and therefore 
what the customer is ultimately willing to 
pay for. Everything else has to go. 

CanÕt afford extravagances
ÒAs a subcontractor, we at Nolato canÕt 
afford to allow ourselves any extravagances 
Ð anything that does not ultimately bene$t 
our customers must be eradicated early on in 
the process,Ó says Bo Norlin, MD of Nolato 
Sunne. ÒLean is therefore a crucial factor in 
our success.Ó
 Bo Norlin has longstanding practical 
experience of Lean from various indus-
tries. He knows, however, that getting these 

thoughts embedded throughout the entire 
company is not so easy.
 Lean is swathed in lots of special concepts. 
A lot of them are Japanese, for example kai-
zen, jidoka, poka yoke, muda and heijunka, 
which doesn't make it any easier.

Get everybody on board
It's not very strange that Lean includes a lot 
of Japanese concepts, because the thoughts 
were, in many respects, born out of Japa-
nese industry, with Toyota at the forefront. 
The Japanese worked in a very goal-oriented 
manner in streamlining their production in 
the expansion era of the +%%#s. In this pro-
cess, they created an array of theories, pro-
cesses and methods that are still very impor-
tant today.
 ÒHowever, work relating to Lean is main-
ly based on getting everyone on board,Ó 
says Bo Norlin. ÒFor example, if all types 
of employees across the company arenÕt 
involved in the processes, it doesn't matter 
how great the projects are that we launch. 
It's a matter of a coordinated effort through-
out the entire company and getting Lean 
into everyday work.Ó

Bo Norlin also believes it is crucial that the 
company's management is involved in the 
projects. 
 ÒManagement must take charge of and get 
involved in the work process change. It's also 
important not to use all the tools in the Lean 
toolkit at the same time, but rather focus on 
the areas that have the best improvement 
potential.Ó 

Permanent foundation
Anna Celsing, Plant Manager at Nolato 
Medi  Tech in Lomma, attaches great impor-
tance to channelling the improvement work 
and giving it substance.
 ÒEven though Lean should be present in 
everything we do, it is important that we 
work in a structured way with each process, 
so that we gain a permanent basis for con-
stant improvements.Ó 
 Nolato MediTech has an overall steering 
group consisting of company management. 
At each factory, there is then a Lean coor-
dinator who pursues the improvement tasks 
alongside local management. 
 ÒManagement's commitment is crucial,Ó 
says Anna Celsing. ÒNot only in theory, but 

Reduce waste

We put customer needs +rst 
– both internal & external

Short lead times

Keeping our commitments

Visible ,ows

We work as a team – because no 
one person alone can perform what 
the customer wants

We learn from each other

5S

The basic principle of Lean is simple: 
Only do what creates customer value. Eliminate waste and 
all unnecessary processes. Create orderliness and constantly 
improve. However, it takes a lot of work for this to form  
a natural part of the business.

Get rid of waste 
and constantly improve

Lean is the model:
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Improvement groups are the hub 
for continuous improvements

Reduce waste

Short lead times

Keeping our commitments

We work as a team – because no 
one person alone can perform what 

Right from me

We show each other appreciation

We measure and steer rather  
than check and discard

Stop production rather than deliver 
defective products to the customer

Clear rules for deviations

We agree about the best work method 
and want to improve

Strong visibilityPreventive maintenance

Dare to ask why 
Customer focus

Continuous improvements

Enthusiasm  
&  team spirit

Pull-driven 
production

Quality in 
every step

Standardised work methods & stability

also in practice. This is why we have our 
morning meetings standing infront of the 
factory's planning boards next to the pro-
duction, and not hidden away in a confer-
ence room. All staff at the factory will also 
be involved in one or more of the improve-
ment groups present in the different sections 
of production and at the of$ces.
 We attach great importance to ensuring 
that all staff are involved in the work process 
change, and have full access to information 
so that they understand and can take respon-
sibility for what they do.Ó 

Project with Novo Nordisk
A current and successful example of Lean 
in practice is a project that involved not 
only the staff of Lomma, but also the cus-
tomer. The project, which related to the 
production of a medical device for Novo 
Nordisk, reduced scrap, shortened lead 
times, increased delivery security and also 
enhanced staff commitment.
 The project was run with the full support 
and active participation of the customer, 
which gave the processes a push in the right 
direction. 

ÒFrom a Novo Nordisk point of view a 
signi$cant impact relates to the relation-
ship between supplier and customer,Ó says 
 Mikkel Sandorff, Senior Manager, Sourcing 
Operations at Novo Nordisk. 
 ÒOur ambition is to strive for partnerships 
as opposed to supplier/customer orientation. 
Joint efforts and projects enhance this part-
nership further and engage both parts of the 
supply chain to improve.Ó

Challenges from customers are positive
ÒIf we can capitalise on customersÕ experi-
ences and gain their support, then we have 
achieved a lot,Ó says Glenn Svedberg, MD 
of Nolato Cerbo. ÒOur shared goal has to 
be constant customer satisfaction. Custom-
ers who believe they are getting good service 
and products, with correct quality and func-
tion, at a reasonable price and who still keep 
us pro$table.
 Since we have professional, demanding 
customers, they constantly challenge us with 
new and tougher requirements. If we take on 
these demands correctly, and use the tools 
offered by Lean, they also help us develop 
and become an even better supplier.Ó

Glossary for non- 
Japanese speakers: 

Kaizen: 
Term for constant improvements 

Jidoka: 
Principle aimed at realising consist-
ent quality without checks 

Poka yoke: 
A method to prevent risks of defects 

Muda: 
Work that does not create value  

Heijunka: 
Method to reduce muda
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How about a mobile phone made out of real wood?
Or one with a unique appearance, structure, feeling and depth?
With Nolato Telecom’s design technologies, anything is possible.

How about an aluminium phone with real wood? Or one where you can swap between different types of real wood?

TodayÕs smartphones are almost all iden-
tical. They might come in different colours 
and sizes, but they basically consist of a large 
screen at the front and a more or less ,at and 
smooth back. Not even their functions vary 
much because the technology comes from 
just a few developers, mainly AppleÕs iOS 
and GoogleÕs Android. 
 Creative uniqueness in terms of choice of 
material and cosmetic effects are therefore 
crucial for success on the market.
 This is where Nolato Telecom comes into 
the picture. 
 ÓWith the help of our design technologies, 
a mobile phone manufacturer can differenti-
ate itself and give the phones an appearance 
that follows trends and enables unconven-
tionality,Ó says Johan Falk, Marketing and 

Sales Manager at Nolato Telecom in Asia. 
ÒItÕs about a combination of cosmetic and 
tactile solutions; in other words effects that 
are visual and those that appeal to the touch.Ó

Appealing to the eye and to the touch
ÒThe appearance of mobile phones is of 
course very important, but for a product 
made to be hand-held, its touch appeal is at 
least equally signi$cant,Ó comments Johan 
Falk. ÒIs the surface matte or shiny, rough 
or smooth, hard or soft? We can create the 
very feeling that the mobile phone manufac-
turer wants to achieve, and provide support 
throughout the entire process to the $nished 
product.Ó 
 This is why Nolato Telecom works close-
ly with its customersÕ designers and endeav-

ours to translate their thoughts and ideas 
into a practically feasible production pro-
cess. 
 The ideas are often taken from completely 
different product areas. For example, fash-
ion trends within footwear and watches 
can quickly make the transition to mobile 
phones. So can general trends in the world 
around us, such as an increased interest in 
natural materials like wood and ceramics.

Trendspotting
ÒWe monitor trends in-house and proactive-
ly present ideas to the mobile phone manu-
facturers with the help our industrial design-
ers. They also approach us often with a con-
cept portfolio and questions about what can 
be done with it,Ó continues Johan Falk. 

Is it really possible to make 
a mobile phone from wood?
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NOLATO IMAGETECH

NOLATO SURFACETECH
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NOLATO CLEARTECH

NOLATO CLEARTECH

Nolato SurfaceTech

Nolato ImageTech

Nolato LogoTech

Nolato ClearTech

ÒWe test the ideas in reality and help to vis-
ualise them by producing concrete samples. 
Is this what it is supposed to look like? Is 
this how it is supposed to feel? And, can it be 
produced in such a way that it meets the cus-
tomersÕ requirements in terms of the envi-
ronment, wear and tear, surface quality, sus-
tainability, and so on?Ó

Unique technologies
To meet its customersÕ wishes, Nolato Tele-
com has built up a portfolio of tailored and, in 
many cases, unique production technologies. 
 ÒWe focus mainly on the upper segment 
of the mobile phone market, and differen-
tiate ourselves through offering customers 
technological cutting-edge expertise in the 
manufacture of painted and decorated plas-

tic components with strict demands on cos-
metic appearance,Ó says Johan Falk. 
 ÒFor example, this relates to front and 
back sections, display windows and other 
visible mobile phone components.Ó

Real wood in the phone
But itÕs not just about plastic; natural materi-
als such as real wood, are projected to be the 
next trend. 
 ÒPerhaps not an entire phone will be made 
from wood, but components such as the bat-
tery cover or other parts not covered by the 
screen can look good if they are made out of 
real wood.
 Our major challenge is not coming up with 
the ideas, but developing methods that ena-
ble economical and competitive production, 

while maintaining consistently high quality 
in every single component produced.Ó 
 How do you go about manufacturing a 
real wooden component for a mobile phone?
ÓThatÕs our secret,Ó laughs Johan Falk. ÓBut 
we can basically do it in two different ways: 
Either, cut out thin inlays that are then lami-
nated onto a carrier plate, made out of plas-
tic, for example. Or we can mill the compo-
nent from a solid wooden block. Then, of 
course, it has to undergo polishing and after-
treatment in different ways to give it a sur-
face that is appealing both to the eye and to 
the touch. Ó
 So who knows? Maybe in future mobile 
phones will be sold with a little bottle of 
wood oil so that the users can perform their 
own maintenance.

Or one where you can swap between different types of real wood?

Developing tailored technologies within Nolato Telecom

With Nolato SurfaceTech, the surfaces 
of mobile phones can be given complex 
structures, optical effects, texture and 
depth. 

Smaller runs of mobile phones can be 
given a unique appearance, for example 
for special campaigns, applying an oper-
atorÕs brand, or colours and patterns to 
match a companyÕs pro$ling.

Nolato LogoTech offers new and exciting 
opportunities for innovative, decorative, 
environmentally friendly and cost-effec-
tive solutions for applying logos.

Nolato ClearTech creates mobile phone 
windows with outstanding mechanical 
and optical properties. These windows 
feature $rst-rate functionality, and are 
highly resistant to mechanical damage.



+!

In the north-west Hungarian town of 
Mosonmagyar—v‡r, not far from the Aus-
trian border, Nolato Hungary has exten-
sive production of high-quality plastic com-
ponents. The factory is split into two sepa-
rate ,ows; one for medical technology and 
one for hygiene and industrial products. The 
medical technology capacity is now under-
going expansion.
 ÓMarket growth in the area of medical 
technology is fairly constant at between *% 
and +#%,Ó states Christer Wahlqvist, Pres-

ident of Nolato Medical. ÒWe have a con-
stant in,ow of new products and in a year 
or so our Hungarian unit will have reached 
its capacity limits. So, we are now making 
further investments and expanding our clean 
room capacity.Ó

New clean room
In the expansion process, Nolato Hungary is 
extending its factory at Mosonmagyar—v‡r 
by a further &,*## square metres. The expan-
sion comprises a new clean room for pro-

In the autumn of 2011, construction kicked off for 
further capacity expansion for business area Nolato 
Medical – This time in Hungary.

ducing medical devices, and a new high bay 
storage area.
 ÓThe new clean room is being built 
according to ISO +)())-+ class 'd, and will 
be used for injection moulding of plastic 
components for medical devices,Ó explains 
Bard Nolden, Production Manager of 
Nolato Hungary. 

Optimal production
The new warehouse will have interior height 
of over nine metres. It will be equipped with 
automated guided fork-lift trucks controlled 
by inductive wires in the ,oor and bar code 
scanners for cost-ef$cient goods handling.
 ÓOur production unit will be optimal, cre -
ating further opportunities for rational and 
secure handling of our customersÕ products,Ó 

Nolato MedicalÕs expansion continues
New clean room in Hungary

Nolato Hungary is being extended by 3,500 square metres, the two buildings to the right, to include a new clean room, for instance.
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ÒOur operations have shown extreme-
ly strong growth in recent years,Ó explains 
Christer Wahlquist, President of Nolato 
Medical. ÒWe are now investing so that we 
can continue to offer our medical technol-
ogy and pharmaceutical customers excellent 
resources for major system projects.Ó

A leader in liquid silicone
The Hšrby facility became part of Nolato 
through the acquisition of Medical Rubber 
in !##(, and since then has been the centre 
for Nolato MedicalÕs liquid silicone injection 
moulding operations.
 ÒWe are one of the world leaders in this 
area, and the expansion will create signi$-
cant opportunities for continued strong 
growth. 
 But our investment in Hšrby also means 
we can broaden the operations there with 

other production technologies and product 
assembly,Ó says Christer Wahlquist.
 The business areaÕs project and market 
resources are $nally gathered under one roof 
thanks to the extension.

Doubled area
With the &,"## m- extension, Nolato Medi -
Tech has doubled its area in Hšrby, gaining, 
for example, much more clean room capac-
ity.
 ÒThis creates excellent conditions for the 
rational continuation of our expansion,Ó 
says Johan Iveberg, MD of Nolato Medi-
Tech. 
 ÒWithout the extension, we would have 
reached our capacity ceiling, and would not 
have been able to keep growing at the rate 
our customers wanted us to.Ó

Heidi Laine Lundgren and Lars Ahlkvist of Hörby Municipality cut the ribbon to the ex-
tension in Hörby, Sweden, with Christer Wahlquist and Johan Iveberg, Nolato Medical.

On 15 September, around 60 customers, construction 
workers, suppliers and municipal representatives gathered 
to inaugurate Nolato Medical’s extension of production 
capacity at Nolato MediTech in Hörby, Sweden.

Ceremonious ribbon-cutting

says Bart Nolden. The expansion process 
will be completed during !#+! so that pro -
duction can commence in !#+&. 
 The investment cost is estimated at around 
EUR &.!( million.

Footnote:
A clean room is, as the name suggests, very 
clean and is used for the production of 
sensitive medical devices. It is completely 
sealed off from other areas at the factory, 
and the environment inside the clean room 
is strictly controlled in terms of air ,ow, air 
particles and atmospheric humidity. Strict 
restrictions are also in place regarding staff 
access, clothing and actions in the clean 
room. 

Nolato MedicalÕs expansion continues
New clean room in Hungary

Nolato Hungary is being extended by 3,500 square metres, the two buildings to the right, to include a new clean room, for instance.
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One of the more common questions we 
receive from customers is how we are able 
to launch new tools into the system so quick-
ly. This article will share a few highlights of 
some of the tips and techniques that we use 
to help us do just that. WeÕll take a look at 
two paths: Theoretical Beliefs and Practical 
Applications.

Theoretical beliefs
I believe that in any successful venture, you 
have to start with some positive and yet fun-
damental assumptions that set the stage for 
all of the work in front of you. Here are just 
a few:

– People support what they help create
Involving others in planning and imple-
menting is crucial to success. People that are 
allowed to play an important part in a pro -
ject whether it is a lead or supporting role 
will provide more real Òbuy-inÓ and owner-
ship to the tasks in front of you. Set the stage, 
ask the questions, listen to the answers/input 
and allow them to be successful!

– People working together achieve more
You canÕt launch a tool or project on your 
own. You need the support of a wide range 
of associates. This includes management 
support, co-workers, suppliers and your cus-
tomer. Pull together a logical cross section of 
people that can make a difference. Trying to 
be a lone hero is usually a recipe for failure.

– Everyone wants to be successful
No one gets up in the morning and heads off 
for work with the intention of doing a bad 
job. People love to be recognised for a job 
well done, so assume the best! Know that 
people on your team want to achieve good 
things for the organisation. This positive 
view of their intentions will keep progress 
going in the right direction. Often times if 
you assume negative intentions, youÕll actu-
ally breed that into your organisation.

– Time goes by whether you use it or not
Time is the great equaliser. It is the same for 
everyone. The difference between success 
and failure in utilising time to your advan -
tage can be as simple as using it! Move for-
ward and have a sense of urgency in all that 
you doÉespecially as time relates to success-
ful project or product launch. Doing nothing 
only ensures a late start.

– Faith without works is dead.
Some of the most incredible feats in our 
world have been accomplished because 
someone didnÕt know they couldnÕt be done. 
The faith of a child can be a miraculous 
thing. That said, believing and doing noth-
ing about it gets you exactly thatÉnothing!  
You need to have a good mix of belief and 
action. It is an incredible combination.

Practical application
Now that weÕre mentally ready to go, here 

are some practical processes and tools that 
can be used to put successful launches into 
motion. 
 We start by using the Òstrategic planning 
wheelÓ that breaks down any project into 
six different elements. This tool is frequently 
used throughout the business planning pro-
cess. LetÕs take a look at each element in a lit-
tle more detail:
 
– Where are we?
This is really the initial concept or design 
phase of any project. This step can be as sim-
ple as a Ònapkin sketchÓ or as detailed as a 
multi-page assembly speci$cation. Spending 
some formal time reviewing this alone or in a 
group is a great exercise in making sure you 
have a good handle on the starting point. In 
simple terms, thinking about and formalis-
ing this will lend clarity to the next steps.

– Where do we want to go?
This is a key step in determining what the 
ÒsuccessÓ of the project will be. What are the 
deadlines? What are some of the key dates? 
You need to identify these if you want to 
measure progress throughout the process. If 
you begin the project without a clear goal, 
the potential to fail or at least FEEL like you 
failed is high.

– How will we get there?
What is the means to the end? There could 
be several manufacturing steps required 

At this year’s Nolato Medical Camp held i Malmö in 

mid-September, Pete Koenig, Technical Manager at 

Nolato Contour, gave a highly appreciated speech about 

how to achieve a successful production launch. Those 

of you who could not attend can read here about Peter’s 

thoughts regarding the basics of good planning.

Good planning starts off on a posi-
tive note and ends where it starts
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to achieve your $nal launch. For example, 
injection moulding, metal stamping, elec-
tronic development, etc., may all be required 
in the $nal product. You need to under-
stand all of the roadways required and plan 
accordingly. 
 Make sure you provide some level of 
ÒmarginÓ in this area. I am not referring to 
$nancial margin here, but rather some ele-
ment of time margin. If you plan too close to 
the edges, there will be no room for unfore-
seen issues. While all of this planning sug-
gests that we should ÒseeÓ what could hap-
pen, the reality of unforeseen hurdles cannot 
be ignored. Give yourself some logical room 
in the planning process.
 This is also the time to utilise proven 
checklists for each of the tasks that get devel-
oped. You will never ask too many ques-
tions in this area. Even in processes that you 
are expert in, asking questions so as not to 
miss fundamental details will pay back big 
rewards in not doing things over. It can be all 
too easy to forget to do things that are cus-
tomary and redundant to the industry we are 
in. Use a checklist!

– Who will do it?
What does your team look like? Who is the 

How much will it cost? Where are we?

Where do we want to go?When will it get done?

Who will do it? How will we get there?

leader? Every group has one, and certain-
ly needs one! Who are your key players? A 
good cross section of people from through-
out your organisation will assure good input 
from all areas.
 RememberÉpeople support what they 
help create so take advantage of that truth to 
assure your success in this area.

– When will it get done?
Establish key, yet simple milestones. Utilis-
ing detailed project timelines is one meth-
od, but I would encourage not getting so 
detailed that it is impossible to follow. I have 
seen project timelines that look like a New 
York City street map! Every task has a begin-
ning and an endÉlet the details of what is in 
between be up to the people assigned to the 
task. Track things that have real impact.
 To that point, it is also important to keep 
current with regular updates as to where 
progress is on each task. A few suggestions 
here are to offer weekly formal updates to 
all the key players. In addition to that, pro-

active conference calls that are short, concise 
and to the point can be bene$cial to stay-
ing on track. The project leader can take the 
responsibility of making sure that these calls 
stay on task. If this important phase is done 
well, there should be minimal or no surprises.

– How much will it cost?
Everything in business is driven by cost, so 
you better know it early. Understanding 
your cost drivers is critical to establishing 
accurate budgets to meeting the costs in the 
long term.  

Keep on asking
As you can see, weÕve stepped through each 
phase of the strategy planning wheel. Since it 
is an on-going circle, it leads you to believe 
that you can continue asking the questionsÉ
and that is just what you should do. 
 Throughout the project, continue to ask 
the questions and re$ne the answers until 
your project is off the ground and success-
fully implemented!

Pete Koenig’s strategic planning wheel



When mobile phone casings were manu-
factured in Sweden at the beginning of the 
!###s, automated high-speed assembly 
was an important feature of the production 
structure and Nolato developed into a lead-
er in the $eld. This expertise remains of vital 
importance today, but now medical devices 
are in focus.

Medicalisation of expertise
Allan Nyborg is an assembly engineer who 
has worked with assembly and automation 
for over !* years. After being involved in 
developing assembly technology at Nolato 
Telecom, he has now been at Nolato Medi-
calÕs Technical Design Center for the last few 
years.
 ÒThe step towards medical devices isnÕt 
a very big one,Ó he says. ÒWe have brought 
with us the expertise we built up over the 
years, and it $ts into medical technology 
production very well indeed.
 This ÔmedicalisationÕ of our existing 
knowledge and experience comes in handy 

now that medical devices have become more 
and more sophisticated and require increas-
ingly complicated assembly, both of the 
components that we manufacture and pur-
chased ones.Ó

Get it right from the start!
ÒI have always been passionate about get-
ting it right from the start. DFM and DFA 
(Design for Manufacturing and Design for 
Assembly) are concepts that are as crucial 
and pro$table in medical technology as they 
were in the mobile phone industry.
 If we can in,uence the design of the prod-
uct early on Ð in the development stage Ð 
so that it works more simply and secure-
ly in production, a lot of ground has been 
gained.Ó
 This mentality is also present in Allan 
NyborgÕs and his colleaguesÕ way of work-
ing in assembly projects. 
 ÒI usually say that the groundwork for 
future success is laid in the product devel-
opment phase,Ó he says. ÒOur goal is for 

the production itself to work from day one, 
which is why we spend so much time on 
experimenting with different solutions early 
on in the development phase. 
 We establish tactics, carry out a dry run 
of the entire process, and put our theories 
into practice by building small models of the 
envisaged equipment. In this process, we $nd 
out whether what we want to achieve can 
actually be done in reality, and ensure that 
we donÕt encounter any major pitfalls when 
we set off for real. This also facilitates qual-
ity assurance in the project.Ó

Goal achieved
ÒFor example, we have just started up high-
volume production for one of our custom-
ers. The goal was for each assembly cycle 
to take one second. The project was classed 
as dif$cult Ð if not almost impossible. But, 
thanks to careful testing and veri$cation, we 
were able to prove that our theories were 
viable, and after $ve months production was 
launched.Ó

Nolato has longstanding experience of automated high-speed assembly. The expertise it 
started to build up to meet demands for quick deliveries and large volumes in the mobile 
phone sector at the end of the 1990s has continued to develop ever since. Now, however, 
focus has turned to medical devices.

”If we can ensure that the product works more securely in production early on in the development phase,  
we have gained a lot of ground,” says Allan Nyborg.

Expertise within automated high-speed 
assembly has been medicalised 


