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Sapa and Alcoa, join the adventure
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Global leader

On 8 June 2007 the merger between 

Sapa and Alcoa Soft Alloy Extrusions 

became fact. 

	 A global market leader in aluminium 

profiles that has potential for further 

growth was created.  

	 Sapa Profiles today has 111 presses 

(1,040 – 7,300 tonnes) in 15 countries 

and more than 12,000 employees.

The magnificent challenge

Sapa is in the process of fulfilling a 

magnificent challenge, implementing a 

large-scale industrial project that has 

opened up a multitude of opportunities.

	 Two corporate cultures are in the 

process of being fused into one. Both 

companies’ unique strengths and assets 

are capitalized upon as the new com-

pany evolves. 

	 Diligent efforts have been invested in 

an integration process which has pro-

gressed both more quickly and smoothly 

than expected. Long-term plans have 

been devised for the development of 

the company, where the most important 

areas are customer intimacy, continuous 

operational improvements and safety.

Improved geographical spread

One evident benefit of the merger is the 

improved geographical spread result-

ing in both growing market shares and 

better penetration of important industry 

segments. 

	 The European market share is 19%. 

The North American market share 

increased from 3% to 20%. 

Economies of scale 

Sapa’s new structure will lead to 

certain economies of scale associated 

with costs, mainly through common 

procurement and administrative serv-

ices. Notwithstanding, it is decisive for 

long-term value creation that operat-

ing on a larger scale also offers more 

opportunities for in-house training with 

regard to equipment and process con-

trol and, at least equally importantly, 

with regard to organization and working 

methods. 

	 Sapa has tens of thousands of 

customers and hundreds of thousands 

of products. Sapa has a decentralized 

structure to accommodate its customer 

mix and meet its operational improve-

ment targets. This implies that each 

individual country/region bears full 

responsibility for production and sales 

in its area.
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Wherever you go, wherever you look, you will

find an aluminium profile. Sapa knows how

to honour high-flying ideas and turn them

into straightforward down-to-earth solutions.
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Aluminium profiles do not recognize 
borders; neither does Sapa
What is the difference between a German and a French aluminium profile, between a Polish and a Swedish designer 

using aluminium profiles, between a profile-based product manufactured 

in for example Italy, the Netherlands, Denmark or the UK?

	 Aluminium profiles do not recognize borders; neither does Sapa. 

This means that our combined production resources and expertise 

are available for any customer in any country.

	 Cross border problem solving. Cross border trading. As long as it 

serves the customer.
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Sapa Profiles:
Continuous improvement
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Sapa created four totally new profiles for this 
billboard, 10 x 5 metres, made by Prismaflex in 
Staffanstorp, Sweden. The whole project took 
just 10 weeks from start to finish.

Sapa Profiles uniquely combines pro-

duction of aluminium extrusions with 

extensive value-added operations, such 

as cutting, bending, CNC processing, 

hydroforming, fusion welding, Friction 

Stir Welding, anodizing and painting. 

	 Production takes place in 15 Euro-

pean countries, the US and China. 

Design solutions using aluminium 

profiles are used in almost all sectors. 

Sapa’s and Alcoa’s combined forces 

Mid-year Sapa and Alcoa Soft Alloy 

Extrusions formed a joint venture which 

brought Sapa to the number one posi-

tion in the industry. 

	 In particular the geographical spread 

was rebalanced by an increase of 

market share in North America from 3% 

to 20%. The European market share is 

19%.

	 Due to the increased size of the op-

erations and the geographical difference 

the profile business is divided into five 

business areas: North America, North 

Europe, Central Europe, South Europe 

and Asia.

Three strategic business segments

Within Profiles there are three strategic 

business segments, Sapa Automotive, 

Sapa Mass Transportation and Sapa 

Thermal Management. These gather 

the Group’s resources to meet the 

requirements of customers primarily in 

the vehicle, rail, marine and telecom 

industries. 

	 With the integration of Alcoa’s cor-

responding businesses, new opportuni-

ties have emerged, in particular in the 

Automotive segment. 

Demand slowed in Europe
and declined in the US 

The global market for extruded products 

was 11.4 million tons in 2007. A large 

share of the demand is related to the 

Western European and North American 

markets, which together comprise 39% 

of the total market. 

	 The Western European market, 

which showed a considerable growth 

in 2006 exceeding GDP, came to slow 

down substantially in 2007 while the 

North American market has declined 

significantly.  

China outperforms all

In terms of growth China has been 

outperforming the other markets for 

2007 and the Chinese demand now 

corresponds to 18% of global volume, 

which shows the importance of Sapa’s 

Chinese investments.

Adaption to changes

In Europe, the decision to close down the 

plants in Banbury, UK, and in Noblejas, 

Spain, was taken late in the year to 

better match capacity to the market 

demands

	 In the US, a restructuring programme 

for the southeast region has been 

launched to separate the bath en-

closure business from the extrusions 

and thereby focus both businesses to 

significantly grow the market share. 

A stable platform for 2008

Sapa Profiles has continued to strengthen 

the resources and production capacity 

to even further improve the ability do 

deliver value-added products. At the 

same time, in 2007 significant efforts 

were placed on integration issues to 

create a stable platform for the joint 

venture in 2008.

Sapa Profiles

Sapa offers customers distinct added value through the processing 

and surface-treatment of profiles. Cutting, bending, CNC processing, 

hydroforming, fusion welding, friction stir welding, anodizing and 

coating are examples of this. Sapa always has the ambition of 

becoming part of the customer’s own production chain.

	 Sapa Profiles has production and sales in Belgium, China, 

Denmark, France, Germany, Hungary, Italy, Lithuania, Mexico, the 

Netherlands, Poland, Portugal, Romania, Slovakia, Spain, Sweden, 

the United Kingdom and the United States, as well as a sales presence 

in a number of additional countries.

74% 81%

Profiles with 1.1 mm ultra-thin walls in a 
gyrocopter manufactured by AutoGyro in 
Hildesheim, Germany.

We must have the skills and resources to 
understand the customers’ industries 
and the technological and operational 
knowledge to transform this into cost-
effective manufacturing.

Net sales 
MSEK 22,432

Average number of employees 
8,843

Net sales for 2007, including Alcoa’s aluminium profile operations from 1 January, totals MSEK 32,158. Number of employees at year end was 11,198.
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Sapa Building System:
Continuous improvement

Riedijkshaven in Dordrecht, the Netherlands.
Architect: AGW architectengroep, Antwerp, Belgium.
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Sapa Building System supplies aluminium 

solutions to the European construction 

industry. Its products comprise of profi le 

systems used in windows and doors, 

advanced façade systems, glass roofs 

and sun protection systems. 

 In 2007 Sapa Building System suc-

cessfully developed a new generation of 

façade systems. 

System houses 

Sapa Building System is one of the 

leading suppliers of aluminium build-

ing systems in Europe and incorporates 

fi ve system houses with clear tasks and 

specialities. 

 In close cooperation with customers, 

the system houses develop the products 

and service offered to each market. 

Environmentally sound, energy effi cient 

Sapa Building System operates under 

the brand name Sapa and aims to be-

come Europe’s preferred supplier of en-

vironmentally sound and energy effi cient 

aluminium building system solutions. 

 Sapa Building System is recognised 

for its service, reliability, technology and 

innovation. 

Overall a good year

In 2007 the market situation was good 

in most of the European markets where 

Sapa Building System has a signifi cant 

presence (the Nordic region, Benelux, 

France, the UK and Portugal). During 

the year Sapa Building System per-

formed well and achieved improved 

results in most markets in spite of an 

ongoing market reposition.

 During 2007 the main market of 

France has been reorganized to be 

in line with the Sapa Building System 

structure. 

 The long term change process to 

expand the project business has taken 

a signifi cant step forward in most parts 

of the operation. 

Goals for the near future

The goal for 2008 is to further establish 

and develop the new mode of opera-

tion, enhance the competitiveness 

of the product offer and to expand 

presence in new markets. 

 The focus area for future technical 

development will be energy effi cient 

building solutions.

 The logistics system will be 

further developed to better meet the 

customer’s requirements in existing 

and new markets.

Net sales
MSEK 3,336

Average number of employees
1,144

11% 10%

The Regional Hospital of Limoges, 
France. Architect: Catherine Ardant 
for Atelier Ardant Architects.

Nursing home in Nordheim, Norway.  
Architect: Opus Arkitekter AS. 

Sapa Building System
Sapa’s building systems are based on aluminium profi les. The systems 

are used in windows, doors, façades and and for glass roofi ng. The 

range also includes solutions for homes, offi ces, industrial facilities 

and other commercial buildings. Sapa also supplies products for special 

applications, e.g. advanced sun screening. 

 The products are adapted to national regulations, local building 

customs and, to varying degrees, also to individual projects. This fl exibility 

can be provided in a cost-effective manner thanks to families of products 

with interchangeable components that can be individually adapted.

 Sapa Building System has development centres in fi ve

countries: Belgium, France, Portugal, the UK and Sweden and sales 

representation in 26 European countries in total.

The customer meets a local company that is backed up by the Sapa Group’s collective resources.
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Sapa Heat Transfer:
Continuous improvement
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Focus on the global automotive industry and focus on the entire value chain.

Sapa Heat Transfer develops and 

produces heat transfer strip, rolled 

aluminium products that are used by 

the automotive industry in various types 

of heat exchangers. For example, the 

product is tailored for use in radiators, 

evaporators, condensers, heaters, 

charge air coolers and oil coolers. 

Leading position 

All the main heat exchanger manufac-

turers, such as Denso, Calsonic, Behr, 

Delphi, Visteon, Modine, Showa, T-Rad 

and Valeo, are customers of Sapa. 

	 By supplying highly engineered 

products with superior quality to the 

main global heat exchanger producers 

Sapa Heat Transfer has cemented its 

position as the leading global supplier.

Strong growth in Asia 

In 2007 Sapa Heat Transfer achieved good 

profit growth and higher productivity. The 

strong growth in Asia continued and the 

development in Europe was also positive.  

	 Heat Transfer further strengthened its 

position as the world’s leading supplier 

due to a very strong growth of the Sapa 

footprint in Shanghai.

	 In late 2007 a decision was taken 

to invest an additional MSEK 430 in 

doubling the capacity in China. The new 

capacity will be available in 2010.

Developing promising segments 

A number of initiatives have been taken 

to develop the new promising segment 

for stationary air conditioning units based 

on our core competence.

	

Developing the Indian market

For the first time a two-day technical 

seminar was held in Mumbai, India for 

primarily Indian customers. The semi-

nar was well attended and Sapa Heat 

Transfer presented its new product port-

folio comprising rolled strips, welded 

and extruded tubes to this growing and 

for Sapa increasingly important market.

Investment in welded tubes 

A new factory for welded aluminium 

tubes started production in 2007. It 

supplies the automotive industry with 

tubes for heat exchangers.

 	 The factory is located in Shanghai, 

where the existing Heat Transfer and 

Profiles operations are located.  

Increased customer value 

In order to provide more value to 

the customers, Sapa Heat Transfer 

has considerably strengthened its 

organization globally, primarily in the 

areas of R&D, technical support and 

process development. This will 

contribute to further growth and an 

even stronger market position.

15% 9%

Sapa Heat Transfer

Sapa supplies heat exchanger solutions to the global heat transfer 
industries. Sapa Heat Transfer is the leading supplier in this industry 
and the only supplier that dedicates all its resources to solutions 
for brazed heat exchangers with unique opportunities to satisfy 
customer requirements.
	 Sapa has two plants that specialize in heat-exchanger strip
– one in Sweden and one in China.

Tubes for heat exchangers: Sapa Heat Transfer Tubes, with 
production in Germany and in China, specializes in welded tubes 
for automotive heat exchangers based on rolled aluminium strip. 
Within its niche, the company is one of the leading players globally. Net sales

MSEK 4,364
Average number of employees

991
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www.sapagroup.com Shaping the future


