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Three core operations

Sapa Profiles is one of the
world’s leading producers of
extruded aluminium profiles
and maintains extensive
operations in the value-added
fabrication of profiles.

lllustration:

Aluminium profiles can be
made in virtually any shape
to serve almost any purpose.

Sapa Building System is one
of the three largest suppliers
of building systems based on
aluminium profiles in Europe.

Illustration:

Ares Tower, Vienna, Austria.
Architect: Neumann + Partner
- Architekten Ingenieuren.

Sapa Heat Transfer is the

only company in the world

that has focused its operations
on aluminium strip for heat
exchangers, primarily to

the automotive industry.

lllustration:
Fin material in a car radiator.



A positive 2006
and an exciting
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Sapa experienced a year of strong
growth in 2006, with sales rising 29% to
SEK 18.7 billion. High metal prices con-
tributed to the favourable sales develop-
ment during the year, but also continued
to exert pressure on margins.

The strong demand and several cost
reduction actions had positive effects on
profit development.

The operating profit for 2006 amount-
ed to MSEK 981, up 66% on 2005. The
operating margin was 5.2% (4.1%).

Higher capacity, increased automation
Several investments were implemented
during the year - including higher capac-
ity in the low-cost countries of Slovakia,
Poland and China.

The investment in a vertical anodizing
facility in Vetlanda, which totalled MSEK
200, is the largest investment in the
company'’s history and provides Sapa
with a technological edge in Europe.

The acquisition of the Slovakian com-
pany Sapa Profily (formerly Alufinal) was

finalized in January 2006. The integration

has been successful and strengthens

Sapa’s business focus in Central and
Eastern Europe.

Sapa Heat Transfer in Shanghai,
China, celebrated its 10th anniversary in
2006. During the past two years, MSEK
130 has been invested to increase
Sapa Heat Transfer's capacity. The plant
now has an annual production capacity
of 45,000 tonnes of rolled products for
the Asian automotive industry.

A new company
The most significant event of critical im-
portance to Sapa during 2006 was the
Letter of Intent that was made public
by Sapa and Alcoa on November 22,
which announced plans to merge the
aluminium profile operations of Sapa
and Alcoa.

The new company, will be owned
jointly by Sapa and Alcoa with Sapa as
the majority shareholder.
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Lennart Evrell
Executive Vice President
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If the merger becomes a reality,
Sapa will become the world’s largest
aluminium profile company, with
annual sales of SEK 35 billion and
15,000 employees.

It is a magnificent challenge and
a major industrial project that will
require extensive management
efforts. At the same time, it will also
create many opportunities for cus-
tomers and employees.

The new company will be charac-
terized by Sapa’s strengths — profiles
offering high added value combined
with close cooperation with custom-
ers, often in the form of partnerships.

We know that 2007 will be an
exciting year for Sapal
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Ole Enger ¥
President and CEO

Due to the plans to merge Sapa’s and Alcoa’s profile operations, Sapa’s management function has been strengthened. Ole Enger, former
Chairman of the Sapa Board of Directors, has been appointed President and CEO of Sapa, with Lennart Evrell as Executive Vice President

of the new company, once it is established.



2006 in brief

Heat Transfer
21% of sales

Building Transport
and and
Construction Automotive

40% 26%

Sapa is a subcontractor to a large number of customer groups whose activities follow different business cycles.

Major events in 2006

- Favourable demand in all markets.

— High metal price leads to increased
sales and decreased margins.

- Effects generated from profit
improvement programmes.

- New organization in place; focus
on accountability and delegation
within a framework.

- Major investment projects finalized
in Sweden, Poland and China.

- Letter of intent signed to combine
Sapa’s and Alcoa’s extrusion
activities into the largest extrusion
company in the world.

Sales up 29%

Sales increased by 29% during the
year to SEK 18.7 billion. Deliveries
amounted to 439,785 tonnes (383,815),
an increase of 15%. Operating profit
improved to MSEK 981, an increase of
66% from 2005.

Profiles
60% of sales
20%
11%

Home Engineering

Retailers

and Office industry
7%

9% 11%

The operating margin increased to
5.2% (4.1) but remains unsatisfatory.
The increase is a result of volume in-
crease and cost reduction actions. High
metal prices had a negative impact on
margins.

Successful efforts to increase
profitability

A weakening earnings trend led to the
introduction of thorough programmes
to improve profitability during 2006.

Comprehensive profit improvement
programmes in the operations of Sapa
Profiles in the UK, Portugal and Belgium
generated favourable results during
the year.

Sapa is working with the operational
system called Genesis, which focuses
on standardizing and increasing the
efficiency of working procedures and
improving the company’s internal flows.
Genesis has led to simpler decision-
making channels, higher quality and
improved delivery reliability. This will
provide Sapa with increased competi-
tive power.

North America 11%

Eastern Europe 10%‘

Western Europe, other 44%

Asia and RoW 7%

Scandinavia 17%

UK 11%

Sapa’s customers are distributed among a large number of geographic markets, which

contributes to a favourable spread of risk.



Roller skis from Combisport. Development work on the roller skis took Sapa only a couple of months, despite having to test several prototypes before
the final solution for processing the profile was found.

Strategic investments

Sapa is reaping the benefits of several
previously started investments that
were fully deployed during 2006. The
investments have increased produc-
tion capacity and enhanced production
technology.

The acquisition of the Slovakian
company Alufinal, now Sapa Profily, was
finalized in early 2006, providing addi-
tional capacity of about 20,000 tonnes
of aluminium profiles.

The acquired company is situated
close to high-growth markets and close
to large established markets in Central
Europe, thus further strengthening
Sapa’s presence in Eastern Europe. This
should be considered in the light of the
fact that capacity at Sapa’s facility in
Poland was also doubled to 24,000
tonnes through an investment in a third
press. Furthermore, both of these units
are also of strategic importance to
Sapa’s competitiveness in the important
German market.

Sapa'’s focus on adding value is

reflected in the investment of MSEK
200 in a vertical anodizing facility in
Vetlanda, Sweden. Automated produc-
tion at this facility will increase operat-
ing efficiency and improve the work
environment.

Sapa Heat Transfer in Shanghai
completed an extensive investment
programme, more than doubling
capacity during 2006 to 44,000 tonnes.
The investment is an important step
in Sapa’s continued drive to provide
global support to manufacturers of heat
exchangers for the automotive industry.

Focus in 2007

- Increased focus on productivity
and benchmarking in Profiles.

- Development of product offering
in Building System.

— Start-up of tube welding plant for
Heat Transfer in Shanghai, China.

- Increased focus on Health and
Safety.

- Continued focus on people manage-
ment, Genesis and benchmarking.

The year in figures, current structure pLolo])

Net sales per region, MSEK 18,737
Scandinavia 3,201
UK 2,079
Western Europe 8,286
Eastern Europe 1,913
North America 2,044
Asia 1,033
RoW 181
Operating profit, MSEK 981
EBIT, % 5.2
Delivered volumes, tonnes 439,785
Capital employed, MSEK 6,757
ROCE, % 14.3
Average number of employees 8,232

Change, %

29
19
19
27
74
18
74
12
66

2005

14,541
2,700
1,741
6,508
1,098
1,739
593
162
591
41
383,815
6,788
9.2
7925

2004

13,990
2,604
1,852
6,364
1,042
1,654
439
135
682
4.9
389,167
5,852
11.3
7904

2003

11,803
2,621
1,682
5,017
766
1,358
346
113
641
5.4
326,457
5,983
11.5
7229

21,000

Net sales, MSEK

18,000

15,000

12,000

9,000

6,000
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Operating profit, MSEK !
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4,970
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Operating margin, %

. Excluding non-recurring items

2001 2000

11,600 10,536
2,837 3,038
1,832 1,754
4,565 4,296

479 375
1,554 731
276 278

74 64

373 687

3.2 6.5
277653 288,163
5,714 5,470
6.4 15.3
6,891 6,481

1. Sapa, current structure



Sapa’s world

Sapa’s world is constantly growing, since
there is a constantly growing need for
aluminium solutions.

Sapa develops, produces and markets
value-added aluminium profiles, profile-
based building systems and aluminium
strip for heat exchangers.

We have operations in 26 countries,
with production units throughout Europe,
in China and the US, 9 000 employees
and annual sales of SEK 19 billion.

Sapa Profiles

Design solutions featuring aluminium
profiles are used in virtually all industries.
Sapa'’s profiles replace other materials
and design methods. Aluminium can

be a substitute for steel, copper, plastic
or wood. Extrusion can replace costly
techniques, such as forging and injection
moulding.

Sapa Profiles has extensive operations
for the processing of profiles. Cutting,
bending, CNC processing, hydroform-
ing, fusion welding, Friction Stir Welding,
anodizing, painting, etc.

Belgium China Denmark

Profile extrusion
Rolling

Tube welding
Anodizing

Powder coating

Fabrication
Remelting
Building systems

Sales

Sapa Building System

Sapa Building System develops building
systems based on aluminium profiles.
Solutions for homes, offices and industrial
buildings. Systems for windows, doors,
facades and glass roofs.

Close cooperation with architects
generates exciting opportunities. On top
of that, Sapa’s building systems facili-
tate efficient, high-quality construction
work. This leads to both lower building
costs and reduced operating expenses
throughout the entire life of the building.

France ~ Germany Lithuania  Netherlands

Poland Portugal

Sapa Heat Transfer

Sapa Heat Transfer is the only company
in the world to have concentrated its
operations on aluminium strip for heat
exchangers used in the automotive
industry.

Production is optimized for the
materials used in heat exchangers:
customer-specific solutions delivered
in the form of strip or plate for water
coolers, oil coolers, charge air coolers,
air-conditioning equipment and heaters.

Sweden Slovakia

Sales offices also in Austria, Canada, Czech Republic, Estonia, Finland, Italy, Latvia, Lebanon, Norway, South Korea, Spain, Switzerland and Turkey.



Sapa’s future

Shaping the future

Considering its stature as a global busi-
ness enterprise, Sapa is still a relatively
young company. Sapa was founded in
1963 by two entrepreneurs, and their
entrepreneurial spirit is still a strong
characteristic of the company.

We have learned what it takes to
create successful, close and mutually
profitable partnerships with customers.
One requirement is that every employee
must work professionally in his/her
occupational role.

We have the tools to shape an even
better future. Our core values represent
the continuity that has been — and will
continue to be - so important to our suc-
cess. But since core values are perish-
able goods, we must allocate resources
to continuously motivate and develop
our personnel.

Core values

Entrepreneurial spirit: To recognize the
opportunities in a business venture and
have the ability to make it profitable, while
recognizing the risk. Sapa supports and
encourages the entrepreneurial spirit of its
employees.

Innovative focus: To identify intelligent
solutions to problems and opportunities.
This innovative focus must be based on an
innovative and creative work environment.

Commitment: To provide all Sapa
employees support and tools to ensure
their constant commitment and willing-
ness to always be there.

Customer-orientation: To realize that
everything we do must be based on the

needs of the customer and the market. Only

by being customer-oriented will we obtain
true commercial value in our operations.

Business concept

To offer the market innovative, value-
enhancing solutions based on profiles
and strip in the lightweight material alu-
minium.

Goals

— To strengthen positions in Europe
and actively expand outside Europe.

- A combination of organic growth
and acquisitions will generate annual
growth of 10% over a business cycle.

— Individual targets for operating
companies for profit, capital and
sales growth to maximize the
Group’s value growth.

Strategy

Through innovation, business know-how
and cost-effective operations, Sapa
aims to be its customers’ most attractive
partner.

The company seeks to achieve profit-
able growth by developing new areas of
application in close cooperation with its
customers and by creating added value.

Sapa will ensure competitiveness by
focusing on cost and capital effectiveness
in all aspects of operations.

Good organic growth is complemented
by strategic acquisitions that further
strengthen our market position.

At the cutting edge
of technological development

Sapa Technology is the Group’s joint

\d

Research and development work should
result in more than just reports; it should
solve problems and accelerate business
development.

research and development centre.

This is where you will find specialists
with in-depth knowledge of the manu-
facture and use of aluminium. They focus
on everything from the control of alloy
content to changing production proc-
esses in order to satisfy customer prefer-
ences.

Stronger focus on environment,
health and safety

The environment, health and safety

are areas in which the interests of the
company and its personnel are the
same as the general interests in society.
Sapa’s policy is clear: our operations will
be conducted in a reliable manner, with
respect for the environment and respon-
sibility for personal health and safety.

Sapa’s policy: Respect for the environment and responsibility for the health and safety of people.



Sapa Profiles:
A year of continuous improvement

Gecco from Bla Station. Designers: Fredrik Matts nd Stefan Borselius.



Sapa offers customers more than just
extruded profiles. We strive to deliver
products and components hallmarked by
distinct added value. This requires close
cooperation in order to develop solutions
adapted to the customer’s market and
production.

The goal is to continuously strengthen,
intensify and broaden this cooperation.
Sapa offers the customers opportunities
to create end products characterized by
added value and possibilities to rational-
ize its production structure.

Internally, ongoing efforts to increase
productivity at our production plants
continued. Sapa focuses continuously on
benchmarking and the transfer of ideas
between different units in a seamless
exchange of experience and resources
between Group employees in different
countries. This ensures both high
customer quality and cost effectiveness.

Three business segments

Profiles includes separate key account
organizations for the three business
segments Sapa Automotive, Sapa Mass
Transportation and Sapa TeleCom.
These segments coordinate the Group’s
resources to optimally meet the require-
ments of customers in the automotive,
rail, marine and telecom industries.

Strong European market

The European market for aluminium
profiles was strong in 20086, increasing
by 5-10%.

The high price of aluminium continued
to put pressure on the margins. In com-
mon with 2005, Sapa experienced pres-
sure on costs due to gas, electricity and
billet premiums, although this was offset

Sapa Profiles

by profit-improvement programmes in
several companies.

The strong demand in the residential
building industry experienced in the
US in the beginning of 2006 slowed
down in the second half of the year.
The decline was partly offset by strong
demand in the commercial building
industry.

All'in all, growth for aluminium
profiles on the North American market
was 3% in 2006.

Successful restructuring
The restructuring programmes in the
UK and Portugal, which were initiated in
2005, were completed successfully in
2006 and improved profitability.

The market for Sapa’s products
in France was strong, with a positive
development for both Puget and Albi.
Sapa in Belgium began to note per-
formance improvements following an
extensive restructuring programme.

Important accomplishments
in Eastern Europe

Sapa’s drive in Eastern Europe is ex-
emplified by the successful integration
of Sapa Profily of Slovakia. The acquisi-
tion was completed in January 2006
and has significantly strengthened
Sapa’s position in Central Europe.

In May 20086, the third press and
the second anodizing line in Poland
were inaugurated, doubling capacity.
In a strong market, Sapa was able to
capitalize on the added capacity right
from the start.

Furthermore, the added value
activities in Poland increased by 50%,
serving the automotive and telecom
sectors.

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 plants in 13 countries: Belgium, China,
Denmark, France, Germany, Lithuania, the Netherlands,
Poland, Portugal, Slovakia, Sweden, the UK and the US.

Net sales
MSEK 11,991

Sapa’s added value activities are
also emphasized by the start-up of the
largest investment in the company’s
history. The MSEK 200 investment
in the new vertical anodizing line in
Sweden puts Sapa at the forefront of
anodizing technology in Europe.

The new vertical anodizing line in Vetlanda,
Sweden. Maximum profile length: 7 meters.

Average number of employees
5,370




Sapa Building System:
A year of Con_’g_i__r_l_u_ous Improvement
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Building systems are an expanding area
for aluminium profiles and Sapa Building
System is one of Europe’s largest suppli-
ers of aluminium building systems.

Under the Sapa brand, Sapa Building
System is active in many European mar-
kets and aims to be the preferred Europe-
an provider of environmentally sustainable
and energy-efficient aluminium building
systems solutions.

The individual companies are united
through research and development,
design, technology and best practice.

Service, reliability, technology
and innovation

Sapa’s building systems have been
developed in close cooperation with
architects and customers. Sapa provides
high technological content. This simplifies
and enhances the efficiency of building
operations, ensures high quality and helps
reduce the building’s operating costs.

Sapa Building System is recognized
for its service, reliability, technology and
innovation.

New market conditions
The building market has traditionally been
local. It was dominated by smaller play-
ers and controlled by local, regional and
national regulations and traditions. Sapa
had strong positions as a local supplier
of building systems in different markets.
Although Sapa’s strong local position
remains, the market situation is changing
rapidly and radically. With the harmoniza-
tion of construction regulations within the
EU, market players are now able to create
systems that complies with the demand
across national frontiers.

The coordination of development,
production, purchasing, logistics and
marketing has become critical for the total

Sapa Building System

What the customer meets is a locally active company that is supported by the combined resources
of the Sapa Group.

process. Sapa has the technical expertise
and production resources needed to take
a leading roll in the transition.

Complete solutions,
local implementation

A full-range product offering is becom-
ing increasingly important, and Sapa
is responding to the challenge. We are
strengthening our local competitive-
ness through central coordination. Our
customers are always met by local
companies that are backed by Sapa’s
collective resources.

Solid organic growth
In 2006, Sapa Building System expe-
rienced strong business conditions in
most of the European markets where it
has a significant presence; the Nordic
countries, Benelux, France, the UK and
Portugal.

Sapa Building System performed
well, with solid organic growth.

Notable among the business area’s
successful systems during the year
were solutions for event arenas and
solar shadings.

Sapa’s building systems are based on aluminium profiles.
The systems are used in windows, doors, fagades and glass
roofing systems. Sapa offers solutions for homes, offices,

industrial facilities and other commercial buildings.

Sapa Building System has development centres in five

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

The market for building systems is generally fragmented.
Sapa’s ambition is to coordinate its various operations under
a distinct brand.

Net sales
MSEK 3,557

Closer cooperation

During 2006, Sapa Building System intro-
duced a new organizational structure that
will support closer cooperation between
customers and Sapa.

2007: Increased competitiveness

The focus for 2007 is to make the
product offering more competitive and to
reduce the number of product versions.
Product development will focus on new
products with unique features for specific
areas, for example in energy, security and
fire-related applications. Building System
will enhance its logistics systems in order
to improve the service level provided to
customers and to become more cost

efficient.

Photo: Hans L Bonnevier

The Lakerol Arena, Gavle, Sweden.
Architect: Bergfjord & Ivarson Arkitekter.

Average number of employees
1,606



Sapa Heat Transfer:
A year of continuous improvement

— ‘. Hot rolling mill, Finspang.



Sapa Heat Transfer produces heat
transfer strip for various types of heat
exchangers used in the automotive
industry, such as radiators, oil coolers
and charge-air coolers.

During recent years, applications for
air-conditioning units have accounted
for an increasing share of the business.

With a global market share of 16%,
Sapa Heat Transfer continues to
strengthen its position as one of the
globally leading suppliers of aluminium
strip to the automotive heat-exchanger
market.

Specimen from "Corrosion Study of
Brazed Heat Exchangers in Cars after
Real Service Life” carried out by Sapa.

Sapa Heat Transfer's position is
based on ensuring that all of its opera-
tions, from research and development
to customer service, focus on aluminium
strip for the heat exchangers used in
the automotive industry.

The focused strategy provides Sapa
with unigue knowledge and resources.
Sapa Heat Transfer is equipped to
serve as a partner, and not just a
supplier. Customers are able to buy
products with clear added value.

Sapa Heat Transfer

With Sapa Heat Transfer as a partner,
products offering distinct added value are
generated.

In order to optimize the value
chain from raw materials to finished
heat exchangers, we have started to
recruit specialists from the customer
level with experience in the field of
heat exchangers.

Strong growth in Asia

In 2006, Sapa Heat Transfer experi-
enced good profitability and a strong
productivity development with contin-
ued robust growth in Asia and a
positive performance in Europe and
North America.

MSEK 130 investment in China

In September 2006, Sapa Heat
Transfer in Shanghai celebrated its
10" years anniversary.

Over the years, the company has
continuously invested in building up
its production capacity and compe-
tence to meet growing demand from

the market. During the past two years,

MSEK 130 has been invested in the
expansion of production capacity,
which currently amounts to 45,000
tonnes.

The new plant was inaugurated in
September 2006.

Sapa supplies heat exchanger strip to the global automotive
industry. Sapa Heat Transfer is the only supplier that focuses
on the entire value chain — from rolling to final processing

providing Sapa 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, specializes in welding tubes for vehicle
heat exchangers based on rolled tube strip. Within its niche,

the company is one of the leading players globally.

Net sales
MSEK 3,918

The ongoing challenge
In connection with the inauguration,
a two-day technical seminar for
200 Asian customers was held in
Shanghai. Sapa’s technical seminar
has developed into an important forum
for marketing technical solutions and
for updating the participants on various
areas of design and production of heat
exchangers.
For Sapa Heat Transfer, identify-
ing new and better alloys, increasing
strength and reducing material thick-
ness is an ongoing challenge.
Customers must always be aware
that Sapa is at the leading edge of
technology.

Further investments in China

In late 2006, Sapa decided to build a
plant in China for the manufacturing of
welded aluminium tubes for automotive
heat-exchanger applications.

The company will be located in
Shanghai, where Sapa Heat Transfer
and Sapa Profiles are already active.
Production in the new company is
scheduled to start mid-2007.

The aluminium strip slit to the width
specified by the customer.

Average number of employees
958



Close to the customers in the
endeavour for improved competitiveness




The door beam in Volvo’s new sports model, the C70, was too heavy and did not comply with safety
requirements. When Volvo contacted Sapa, the situation was urgent. In just over six months, a
hydro-formed aluminium profile beam was designed, tested and produced.

Profound understanding of
the customer’s business

Sapa always strives to establish close and
long-term relations with its customers.
More deeply rooted cooperation requires
a comprehensive understanding of the
customer’s business operations.

Sapa Heat Transfer is a good example
of how we operate. Sapa Heat Transfer’s
organization, management, production,
research and development, technical
support, marketing and logistics are all
concentrated on a single area — aluminium
strip for heat exchangers.

Different strategies are required in a
heterogeneous market such as that for
aluminium profiles. For this reason, we
have created Group-wide organizations that
are able to serve large international custom-
ers and meet their special demands.

Automotive, Mass Transportation
and TeleCom business segments

Our business segments meet customers
with exceptionally high demands for quality
and service. They expect support at all
levels. Sapa must be able to contribute its
knowledge of each customer’'s markets,
product development and production.
We must provide them with added value
and offer expertise that complements
their own. In many cases, we must also
be able to satisfy specific demands for
logistical solutions.

Automotive expanding and more
in-depth cooperation with car industry

Sapa has many of the leading car manu-
facturers as its customers, and coop-
eration with companies such as Volvo,
Renault and Scania is being developed
and intensified.

During the past year we initiated deliv-
eries of a new fuel pipe for Volvo. Sapa’s
undertaking also includes assembly of
injectors, a task previously handled by
an engine plant. The serial delivery of
hydro-formed components is currently a
commonplace service offered by Sapa,
facilitated by our assumption of more
responsibility for technical development.

During the year, Sapa completed
deliveries to the American automotive
industry, and our plant in Shanghai made
its first deliveries to the Chinese market.
Establishing a presence in China is a
key element in efforts to be a partner
with the Asian automotive industry.

Mass Transportation — a growth segment
where Sapa is a technology leader

Sapa’s custumers are the railway and
shipping industries in Europe. Rail traffic
is on the threshold of a renaissance.
Awareness of the global climate problem
is leading to, and will continue to lead
to, major investments in infrastructure,
particularly railways. Today, Sapa supplies
large profiles that form part of the struc-
ture of carriages - in the side panels,
for example. In this field, Sapa is among
the leaders in friction stir welding (FSW)
technology, which gives the company a
key competitive edge.

We have actively participated in
the process of transforming theory and
laboratory experiments into full-scale
production. FSW entails bonding met-
als together under high pressure using
powerful mechanical forces. The tech-
nology enables Sapa to supply panels
up to 14.5 meters long with tight joints
and high strength.

During 2006 demand was good and
we foresee a continued strong market.
Production capacity has been expanded
through the addition of an FSW plant in
Belgium.

Sapa enjoyed success in the ship-
ping sector during 2006. A number of new
orders, primarily for decks, resulted in a
healthy order book entering 2007.

FSW: A rotating tool is plunged into the
metal and generates friction heat. The
tool produces severe plastic deformation
under high pressure. The weld interfaces
are stirred together and a homogenous
structure is formed.

TeleCom - increased know-how
and increased sales

Sapa has extended its know-how in cool-
ing technology. The strong growth noted
during 2006 derived mainly from the area
of cooling profiles.

Sapa can offer cost-efficient solutions
as a result of its expertise in optimally
dimensioning the profiles. We can also
extrude thin, closely spaced fins to give
the maximum cooling effect. More than
half of production takes place in the low-
cost countries of Poland and China. Sapa
in China supplies the Asian market with
cooling profiles welded together using
FSW technology.

Production includes cabinets for base
stations for mobile telephony. TeleCom
has been a long-term partner with lead-
ing companies in the telecom sector.

Sapa can extrude thin, closely spaced
fins to give the maximum cooling effect.



Customer cases
from across the world

Sapa Heat Transfer material.

Light fittings with LEDs (light-emitting diodes) that
generate considerable heat. Sapa has developed
a tailor-made solution: profiles in tubular form
supplemented with a cooling profile. Design:
Roller Inventions, Estonia.

There is a clear trend toward bright offices,
open-plan solutions with plenty of glass. Close
cooperation between Sapa Building System
and architects leads to exciting possibilities.

The enormous cruise ship Queen Mary 2 is powered
by four engines producing a total of 157,000 horse-
power. The vessel can attain a top speed of 30 knots.

Sapa supplied building systems for Estadio Municipal de Aveiro. Aveiro, Portugal. Architect: Prof. Arch. Toméas Taveira.



Aluminium profile napkin holder from littala. Design by Pentagon
Design. Inspired by Alvar Aalto.

Wartsila of Finland is a leading supplier of complete marine drive
systems. Sapa supplies some 50 different profiles for various engine
parts, including a beam weighing 160 kg — an aluminium profile that
is drilled with 200 holes during processing.

Side panel for the heating boiler from

Bosch-owned Nefit. Profiles 500 mm wide
with a fine tolerance
requirement.

i

Sapa Profile production.
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Sapa supplied building systems for Hotel & Business Centre
“Kurs”, Moscow, Russia. Architect: Dmitry S. Podjapolsky.

Charge air cooler
. with aluminium strip
- and tubes from Sapa.

During 2006, Sapa delivered anodized profiles that were ready
for assembly into 60,000 Nexpresso espresso machines.




A long-term commitment
to continuous Improvement

Genesis ensures that employees’ skills and development drive are utilized.



Two entrepreneurs founded Sapa in
1963. They had the ability to inspire
their employees. They created an
environment in which the customer’s
needs were at the centre. The compa-
ny was characterized by impatience:
everything we do well today, we can
do even better tomorrow. This was
how the corporate culture, that has
become one of the company’s princi-
pal success factors, came into being.

Today we are 9,000 employees in
26 countries. Our aims remain the
same, and so we must constantly
encourage and develop employees.
And in an increasingly complex world
there is a need for structured new
solutions.

Priorities: Genesis, Benchmarking,
Health and Safety

Genesis: Genesis is quite simply
the way we work throughout the
Group, regardless of market, company
or position in the company. It embraces
everyone.

Benchmarking: Through bench-
marking we systematically utilise the
expertise and the lessons learned in
all 26 countries where we are present.

Health and Safety: Health and
Safety issues are mandatory to ad-
dress in all our work for continuous
improvement.

GENESIS

In Control

Make to use
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When processes are under control, it is
possible to eliminate waste and work on
demand driven production. A prerequisite
for success is that everyone is involved and
contributes to the process of change.

Today, Sapa works in accordance
with Genesis, which is the interpre-
tation and adaptation of the Toyota
Production System to suit Sapa’s
operations. Genesis affects all em-
ployees. Everyone has knowledge of
how operations can develop. Everyone

is expected to participate in the process
that leads to continuous improvement.
Genesis is about creating value. We
see the entire operation, from order to
delivery, as a chain of events in which
we add value at every stage.

Value for the customer

The customer shall be able to perceive
that our products and services repre-
sent a higher value than those offered
by our competitors.

Value for employees

A precondition for our continued suc-
cess is that all employees contribute to
continuous improvement efforts. Gen-
esis ensures that the employees’ skills
and development drive are utilized. This
means that every employee acquires a
more important role.

Issues relating to health, the environ-
ment and safety are always prioritized.
Genesis improves Sapa’s competitive-
ness.

We began working in accordance
with Genesis in 2004. Today, this work
method has been introduced in all
Group companies.

Shareholder value

Sustainable development demands
resources to invest in technology, mar-
kets, products and processes. Genesis
is about generating a profit, allowing
scope for aggressive initiatives and pro-
ducing a return on the capital invested.

Communicating vessels

Employees’ satisfaction, continuous
improvement, health, safety, profitability
- everything is part of the same whole.
Everything belongs together, like com-
municating vessels. A good example is
the Group’s work to improve safety.

Sapa aims to provide a good and
safe workplace for its employees. At
the same time, it is undoubtedly the
case that safety awareness also leads
to reduced costs and more competitive
products.

Sapa has a distinct safety culture
based on central coordination, with
rules and systems prescribing how work
is to be performed. Another key factor is
the continuous exchange of ideas and
experience between the different units.

Sapa has a network of safety

coordinators who work at the different
subsidiaries. Their role is to continuous-
ly ensure that safety is improved. This
function is an integral part of Genesis.

Measurable effects

The scope for improving health and
safety work remains considerable,
although the trend is positive. We
continuously perform measurements
that are compiled in a lost-time acci-
dents index (LTI) that shows in relative
figures how many injuries employees
have suffered.

Over the past five years, the LTI for
Sapa as a whole has been more than
halved. There is also a clear correlation
between Genesis and increased safety.

The companies that have made
the most progress show the largest
declines in accident statistics. The
development is positive, although the
objective remains distant.
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Spreading a unique corporate culture
Sapa has not only grown organically.
A series of acquisitions have posed

a challenge to our capacity to imple-
ment Sapa’s corporate culture in other
organizations.

Genesis provides a way of building a
corporate culture and creating a shared
platform. It will serve as our tool in the
future when we integrate new compa-
nies.

The two entrepreneurs who founded
Sapa in the early 1960s had an un-
derstanding of, and the right attitude
to, how business is done. This is still
reflected in our corporate culture — a
culture that helps us to gain a foothold
in new markets and new countries.
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