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VALUE ADDING TECH PROVIDER

Addtech is a technology trading group where business acumen is combined with competen-
ce at the cutting edge. Based on high-technology industrial components and systems, Add-
tech together with its customers and suppliers creates solutions that lead to better products
as well as optimized production processes.

Operations are conducted in three business areas:

PRODUCTION SYSTEMS

Supplies system solutions primarily

for production processes in the elec-
tronics, engineering and automotive
industries.

TRANSMISSION SYSTEMS

Markets transmission components,
mechanical components and auto-
mation systems for the manufactur-
ing industry and after-market. In-
house production operations primar-
ily involve chains, gaskets and me-
chanical components.

COMPONENT SYSTEMS

Develops and markets niche compo-
nent solutions for the manufacturing
industry and after-market.
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IMPORTANT DATES

Final datefor sharetrading in Bergman & Beving AB with rightsto the sharedistributionin AddtechAB
Sharesin Bergman & Beving AB will belisted ex-rightsto the distribution of sharesin Addtech AB as of
Record date at VPC AB for receipt of Addtech AB shares

Initial listing date for the Addtech share on the O-list of Stockholm Stock Exchange (Stockholmsbdrsen AB)

August 27, 2001
August 28, 2001
August 30, 2001
September 3, 2001

DATES FOR FINANCIAL
INFORMATION

Interim report for the period April 1 — September 30, 2001
Interim report for the period April 1 —December 31, 2001

November 13, 2001
February 5, 2002

Year-end report, 2001/02 May 14, 2002
Annual Report 2000/02 End of July 2002
Annual General Meeting August 2002

DEFINITIONS

Theterms“Addtech”, “the Company” or the“Group” refer to Addtech AB (publ) or the group in which Addtech isthe parent company
unless otherwise indicated by the context. Theterms“Bergman & Beving” and “ Bergman & Beving Group” refer to Bergman & Beving
AB (publ) and subsidiaries unless otherwise indicated by the context.



ADDTECH IN BRIEF

OPERATIONS

Addtech offers high-tech solutions based
onindustrial componentsand systems.
Operations have adistinctive nicheorien-
tation, with leading positionsin several
product aress.

Addtech can offer optimal solutions
by providing acombination of customi-
zed solutions, niche production, services
and standard products. The potential for
identifying optimal solutionsfor custo-
mersisimproved asaresult of the close
development and cooperation pursued by
Addtech with customersand suppliers.
Addtech actsasaprocessing link between
these parties.

Customersarefound primarily in
Nordic manufacturing industry and af -
ter-market and include multinational
manufacturing companiesaswell as
their suppliers. The most important cus-

tomer segments are the mechanical
engineering, telecommunications, auto-
motive and el ectronicsindustries.

Addtech hasatradition of long-term
cooperation with supplierswho focuson
R& D and areleading playersin their par-
ticular market niches. Addtech’ssuppliers
arelocated in Europe, Asiaand North
America. Cooperationwith several sup-
pliers has continued for morethan 20
years.

Addtech’soperationsaredivided into
threeareas: Production Systems, Trans-
mission Systemsand Component Sys-
tems.

The organization isdecentralized and
operationsare conducted in anumber of
subsidiarieswith strong market positions
in well-defined niches. The combination
of theflexibility, personal touch and en-
trepreneurial spirit of the small company

OVERVIEW OF GROUP OPERATIONS
Thetable below presentsan overview of the operational focus and product offeringsin Addtech’sthree business areas.

PRODUCTION SYSTEMS

TRANSMISSION SYSTEMS

withthefinancial strength, networksand
guaranteed continuity of alarge company
giveAddtech substantial competitive ad-
vantagesin the market. Each subsidiary
worksindependently and controlsits ope-
rationsinlinewith explicit margin and
profitability targets.

(T e =

BUSINESS CONCEPT
“ValueAdding Tech Provider” —
Addtech shall offer high-tech industrial
componentsand systemstoindustrial
companies. Through its competence and
know-how in well-defined niches, Add-
tech creates customer-specific solutions.

COMPONENT SYSTEMS

Supplies system solutions primarily
for production processes in the elec-
tronics, engineering and automotive

Markets transmission components,
mechanical components and auto-
mation systems for the manufactu-

Develops and markets niche compo-
nent solutions for the manufacturing
industry and after-market.

OPERATIONAL
FOCUS

e Machinery: Production equip-
ment, environmental technology
systems

e Testing systems: Function-test-

tures, balance and coordinate
gauging machinery

e Materials: Electrostatic protec-
tion, consumable materials

PRODUCTS AND SERVICES

Services

System solutions
System optimization
Process development
Adaptation

Training

Consulting services
Service and maintenance

systems, optical test systems, fix-

e Mechanical transmission: Belt and

chain transmission

Electromechanical transmission:

Engine/gear transmission, actua-

tors, linear axles

Mechanical components: Gaskets,

seals, linear and roller bearings

e Hydraulics: Hydraulic compo-
nents, hydraulic systems

Services

e Design

e System construction
e Assembly

e Trials and testing

industries. ring industry and after-market. In-
house production operations prima-
rily involve chains, gaskets and
mechanical components.
Products Products Products

e FElectronics: Industrial systems,
electronic components
Electro-mechanics: Compact mo-
tors, connection technology, swit-
ches, regulators, measurement &
testing, specialty materials.
e Power supply: Batteries, transfor-
mers, contactors

Services

- Access to a network of expertise in
e Project management

Design

Prototype building

Assembly

Quality assurance



OBJECTIVES AND STRATEGIES
Addtech’sobjectiveisto attain profit
growth —expressed as profit after financial
items—of at least 15 percent annually. The
objectivefor thereturn on shareholders
equity isto attain at least 25 percent.
Internally, the Group workswith apro-
fitability ratio—return on working capital
(PIWC)». Theaimisto reach an PPWC of
45 percent for each established business
unit.
Addtech pursuesthefollowing strate-
giesto attainitsobjectives:
* Create market-leading positions
» Growth
* Businessand organizational develop-
ment

MARKET

Addtech operatesin the market for high-
techindustrial components and systems.
Customersare active primarily inthe
Nordic manufacturing industry. Because
of itsdiversity, the size of the market for
Addtech’s products and servicesisdiffi-
cult to delineate. Addtech’s strategy isto
attain leading positionsin defined niches
and steadily devel op operationstowards
adjacent segments. Addtech’s current and
potential market isthus not static but in-
stead changes continually over time. The
conclusion isthat the market does not
present any limitation to Addtech’s future
growth.

' Working capital is defined as accounts receivable plus inventories less accounts payable.

FINANCIAL OVERVIEW, PRO FORMA FIGURES"

Consolidated data (MSEK) 1998/99 1999/00 2000/01
Net revenues 1725 2023 2502
Operating income 153 161 214
Operating income,

excluding items affecting comparability? 153 161 201
Net income 151
Revenue growth, % 30 17 24
Operating income growth, % 18 5 33
Operating income growth, %

excluding items affecting comparability? 18 5 25
Operating margin, % 8.9 8.0 8.6
Operating margin, %

excluding items affecting comparability? 8.9 8.0 8.0
Balance sheet total 1217
Capital employed 573
Shareholders’ equity 400
Return on shareholders’ equity, % 38
Return on shareholders’ equity, %

excluding items affecting comparability? 35
Return on capital employed, % 39
Return on capital employed, %

excluding items affecting comparability? 37
Equity/assets ratio, % 33

Y See page 30 for a description of the pro forma accounting principles and page 37 for definitions.
2 Items affecting comparability consist primarily of a refund of SPP pension contributions.

REVENUES BY CUSTOMER
SEGMENT, 2000/01 (PRO FORMA)

Engineering
Other industry
10% 35%
Electronics
15%
Telecom-
Automotive munications

15%

REVENUES BY BUSINESS AREA,
2000/01 (PRO FORMA)

Component
Systems
39%

Production
Systems
32%

Transmission
Systems
29%

Oneway of measuring the underlying
growth for Addtech’'smarket isviasales
growth in Addtech’s most important cus-
tomer segments. In the Swedish market,
which accountsfor 50 percent of Add-
tech’srevenues, there are considerable
growth variationsin the different market
segments. During the past decade, annual
growth amounted to about zero percent
for the engineering industry, about 3 per-
cent for the electromechanical industry,
amost 10 percent for the automotivein-
dustry and a little more than 11 percent
for the telecommunicationsindustry.

In the case of Addtech’s second lar-
gest market, Finland, which accountsfor
24 percent of revenues, overall growthis
higher for the corresponding period. This
isprimarily attributableto sharp growth
in the tel ecommuni cations segment.

NET REVENUES AND OPERATING
INCOME 1998/99-2000/01
(PRO FORMA)

MSEK MSEK
3000 300
2 500 250
2000 4'> 200
1500 150

1000 100

500 50

98/99 99/00 00/01
M Net revenues

Operating income

REVENUES BY GEOGRAPHICAL
MARKET, 2000/01 (PRO FORMA)
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DISTRIBUTION OF THE SHARES
IN ADDTECH AB

TheAnnua General Meeting of shareholdersin Bergman & Beving on August 22, 2001 approved the spin-off of subsidiaries
Addtech AB (“Addtech”) and Lagercrantz Group AB (Lagercrantz Group) to the shareholders. The companies correspond to for-
mer business areas Industry and Electronics/ Lagercrantz Group in Bergman & Beving.

External tax expertsand Bergman & Beving'sauditorsbelievethat Lex Aseais applicableto the spin-offs. Thismeansthat the
shareholdersreceive the sharesin Addtech and L agercrantz Group as atax-exempt distribution and that the distribution does not
giveriseto withdrawal taxation for Bergman & Beving.

The background to the proposal by the Board of Directors of Bergman & Beving to spin off Addtech and Lagercrantz Groupis
that the business areasin question in Bergman & Beving have achieved such size and profitability that they are judged to have bet-
ter prospectsfor continuing growth asindependent and publicly listed companies. In addition, less diversified operations are ex-
pected to create conditionsfor greater transparency in each respective company.

Addtech’'sBoardispositiveinitsview of Addtech’sfuture as an independent company. In addition to the reasons presented
above, aspin-off and listing offer greater publicity and facilitates Addtech’s effortsto attract theinterest of the stock market and
mediain atotally different manner than asabusiness areain alisted company. Direct accessto the capital market will raisethe
potential for Addtech to conduct acquisitions and actively participatein restructuring dealsin the company’s markets.

August 30, 2001 istherecord date for the distribution of the Addtech shares. Asof August 28, 2001, Bergman & Beving's sha-
reswill betraded ex-rightsto distribution. August 27, 2001 isthelast date for trading including rightsto distribution of the shares.
Thedistribution meansthat for each classA and classB held in Bergman & Beving, shareholderswill receive oneAddtech share
of the same class. Addtech hasapplied tolist its class B shares on the O-list of the Stockholm Stock Exchange (Stockholmsbdrsen
AB). Trading in the shares on the Stockholm Stock Exchange (Stockholmsbérsen AB) is expected to commence on September 3,
2001.

This prospectus has been prepared by the Board of Directors of Addtech in connection with the pending listing of sharesin Add-
tech on the O-list of the Sockholm Stock Exchange (Stockholmsbdrsen AB) and the Board of Directorsisresponsible for the
content of the prospectus. Assuranceis hereby given that, to the best of the knowl edge of the Board of Directors, theinformation
in the prospectus conformsto actual conditions and that nothing of material importance has been omitted that could affect the
image of Addtech created by the prospectus.

Stockholm, August 22, 2001
ADDTECH AB (PUBL)
Board of Directors

Emergence of Addtech

2000s
Independent listed companies
1990s
Business areas
1980s
Divisions

1970s
Subsidiaries

1960s
Sales departments

The stock exchange listing of Addtech isa natural
step in the continual development in Bergman &
Beving.

Business unitswith good growth potential emer-

ged during the 1960s. These units were exposed in

profit centers. Therewas, for example, a profit cen-
ter for Industrial Components and one for Measu-

ring & Testing, both of which expanded to become

significant parts of Addtech.

During the 1970s, strong individual unitsor
groups of profit centerswere spun off to formindi-
vidual companiesin an effort to create greater fo-
cusand growth potential. For example, the Indus-
trial Components Division was spun off to formthe

subsidiary Beving Elektronik. Another exampleis
KonTest, which was a profit center in the function
testing area.

By permitting subsidiariesto acquire companies
with complementary operations, divisions emerged
during the 1980s.

Inline with more ambitious growth require-
ments, major acquisitions occurred in the 1990s.
The most recent major acquisition wasthelisted
company FB Industri at the end of 2000. A platform
for growth was created through the organization
of businessareas.

Business area Bergman & Beving Industry was
established in 1997.



INFORMATION ABOUT THE DISTRIBUTION

DISTRIBUTION DECISION
TheAnnua General Meeting of Berg-
man & Beving held on August 22, 2001
resolved to distribute all shares outstan-
dinginAddtech to Bergman & Beving's
shareholdersin proportion to their hol-
dings of Bergman & Beving shares. For
each Bergman & Beving classA and
class B share held, shareholderswill re-
ceive one Addtech classA and classB
share, respectively.

RECORD DATE

August 30, 2001 istherecord date at
VPCAB (“VPC”) to receive Addtech
shares. Bergman & Beving shareswill
be traded excluding rightsto the distri-
bution of Addtech shares beginning Au-
gust 28, 2001. August 27, 2001 isthefi-
nal day for trading in sharesincluding
rightsto participate in the distribution.

100 shares in
Bergman & Beving

RECEIPT OF SHARES
Shareholderswho on therecord date,
August 30, 2001, arerecorded in the
shareregister, or inthe special list main-
tained in connection with the Bergman
& Beving shareregister, asentitled to
dividends, will receive Addtech shares
without any further action on their part.

Addtech shareswill beavailablein
shareholders’ securities (VP) accounts,
or in the securities accounts for those
who are otherwise entitled to shares
from the distribution, on or about Sep-
tember 3, 2001. Subsequently, VPC will
send aV P notice with information con-
cerning the number of sharesregistered
intheV P account.

100 shares in
Addtech

100 shares in
Lagercrantz
Group

SHARES REGISTERED IN THE
NAME OF A TRUSTEE

Bergman & Beving shareholderswhose
holdings are registered in the name of a
trustee will not receive any accounting
fromVPC. Instead, the accounting will
be handled in accordance with each
trustee’s procedures.

RIGHT TO DIVIDEND
Thedistributed Addtech shares carry
rightsto dividends with effect from
financial year 2001/02. Payment of divi-
dendswill be handled by VPC.

PUBLIC LISTING

Addtech hasapplied tolistitsclassB
shareson the O-list of the Stockholm
Stock Exchange (Stockholmsbérsen
AB). Thefirst trading day is expected
to be September 3, 2001. Thetrading
lot will be 200 shares.

Listing on
the O-list

Continued listing
on the A-list

Listing on
the O-list

Example: A shareholder owns 100 class B sharesin Bergman & Beving.



PRESIDENT’S STATEMENT

Thepubliclisting of Addtechisalogica
stepin the consi stent devel opment display-
ed by Bergman & Beving and, of course, by
Addtech. We have devel oped from aniche
profit center inthe 1960sto abusinessarea
that isnow sufficiently matureto progress
onitsown through astock exchangelisting,
and thusgain new growth potential.

Thereisaplethoraof productsavailable
on the market, most of which can be copied.
Consequently, successrequires something
unique. We bdlieve that we have something
unique—acompany that is permeated by an
entrepreneuria spirit and business acumen.
The creation of acorporate culturein which
each employeeisaculture carrier cannot be
accomplished overnight, neither isit easy to
emulate. For thesereasons, our cultureis
worth preserving and strengthening and it
will bethetrump cardin our effortstore-
main successful.

Niche focus
For us, nicheentailsastrict definition of a
busi ness concept, meaning the answer to
questionsregarding towhomwe sell, what
wesell and how we sdll. Accurate answers
provide adelineated concept that iseasy for
customers, suppliersand employeesto un-
derstand.

Weare striving for market dominance.
By demarcating priority nichesin themar-
ket, we can createastrong positionin each
segment. Naturally, thisrequiresthat each
market niche has acceptable sizeand growth
potential to ensure satisfactory profitability.

Onceabusinessunit hasattained the
appropriate conditionsfor growth, itisspun
off to function asan independent profit cen-
ter or anindividua subsidiary. Incorpora-
tionisthusagrowth strategy inwhich com-
mitted employees—enthusiasts—focuson
their concept and drive devel opment.

Our strong corporate culture
represents a formula for success

Similarly, development isfueled by
corporate acquisitions. Areas and segments
with growth potential are defined. Whenwe
ourselves do not havetheembryo or the
conditionsfor such aventure, corporate ac-
quisitionsbecomean alternative. Thisisa
faster way of attaining an attractive market
position. Also, there are frequently parts of
an existing organization that can be coordi-
nated with the acquired units, thereby pro-
viding additional impetusfor development.
Normally, however, significant portions of
theacquired company’suniquenessarere-
tained. Development, enlargement and
growth are conducted with sensitivity so
that the strong points of the acquired com-
pany areretained in an optimal manner.

Development and renewal
Far-reaching decentralization entails consi-
derablefreedom and major responsibility.
Thepositive aspect isthat several new busi-
ness opportunities are devel oped by enthu-
siagtic employees. Thisalso meansthat a
number of misguided ventures, which do
not show acceptable development, areadso
undertaken. We believeit isequally impor-
tant to terminate projects, asitisto com-
mencethem. Thisinvolvesthe ability to
apply the brakesand accel erate at the same
time. Addtech continually reviewsits pro-
duct and service offerings. Thisreview is
crucia for staying at the forefront of tech-
nica devel opment.

Growth

Growth stemsfrom the entrepreneuria spi-
rit. Most development projects derivewith-
in the organization by permitting commit-
ted employeeswho take and are encoura-
gedtotaketheinitiativesin developing new
idess. In our company, we have considera-
ble scopefor initiative and apremium s put
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oneffort. Perhaps, wearewillingto darea
little more than “normal companies’. Add-
tech shall beacompany for “intrapre-
neurs’, with adefiniteincentivefor perso-
nal initiativesfor business conceptsand
projects. In caseswhere other companies
earmark fundsfor R& D, weallocate re-
sourcesfor development projectsof various
types. My role and that of Group manage-
ment isto coordinate and appraisethevia-
bility of these projects.

Know-how and commitment
Know-how and commitment are key fac-
tors. We at Addtech give priority to eager-
nessrather than know-how. Thismay per-
haps be misinterpreted, but what we mean
isthat employeeswith theright attitude and
customer focus can also acquirethe know-
how required to solve aproblem. There-
sponsihility felt by employeeswhen they
feel they are“in charge” of their customers
or their tasks produces solutionsto most
questions. Asaresult, our employeesaso
assume responsibility for their pledgesand
are humbled when faced by customer requi-
rements. It isimportant not to promise more
than you can deliver. Thisisthe sort of qua-
lity appreciated by customersand thetype
that creates|ong-term customer relations.

Customer and sales focus
Historically, the company has had astrong
salestradition. Combined with the custo-
mer focusthat has always distinguished our
operétions, thishas been and will remain
oneof our successfactors, Our customer
focus has always been at amore personal
level than what isgenerally meant by the
concept of customer focus. Theterm
“market-oriented” has been of lesssignifi-
cancefor us. Persond salesand asophisti-
cated customer strategy haveled ustoform



considerably deeper customer relations
than many of our competitors have suc-
ceeded in achieving. Weregard thisasa
partnershipintherea sense of theword.

Processing link between
customers and suppliers

By acting asaprocessing link between our
customersand suppliersand through atten-
tion to customer demands and desires, we
can attempt to adapt the supplier’soffering
or combinethe offerings of anumber of
suppliersto shapethe optimal customer so-
Iution. Naturally, thisinteraction requires
good relationsand mutud trust, which can
only be achieved through responsible, con-
scientiousand long-term cooperation —
whichisyet again aform of partnership.
Our conscious strategy isto work with cus-
tomersand supplierswho areleadersin
their particular areas. By being aleader, we
can dso create value, which inturn provi-
desthe basisfor better marginsfor Add-
tech, too. Customerswith leading positions
and good growth offer usthe conditionsto
grow intandem with them, both locally and
globaly. These customersarefrequently in
theforefront interms of product devel op-
ment and technology. Thisimposes major
demandson usand stimulates usto deve-
lop and enhance our expertise and offering.

Customized solutions

Like others, our customers are seeking to
increase their competitive advantages
with their products. Many have seen op-
portunitiesin cooperating with us. This
may mean that apparently standardized
components and systems are adapted for
superior deployment and offer precisely
the dight edge that makes our customers’
offeringsabit sharper. Thisisreally what
customer valueisall about. Everybody is
awinner thanksto what we call Added
Value. A lifein symbiosis!

Strategic business partner
Apart from delivering products, beinga
strategic business partner meansthat we

participatein someformor other inthefu-
ture development plans of our customers
and certain suppliers. Our ultimateaimis
to help our partners create an even stronger
positionwith their products. In practicethis
meansthat we frequently participatein
product development with aview to long-
term commercial success. Thisagain requi-
resconfidence and arelationship. Natural -
ly, having astrong financial baseisan ad-
vantage since such effortsmay only pay off
inthelonger term. We believethat thisgi-
vesAddtech alower operating risk over
time and thus better prospectsfor stable,
long-term profitably.

Larger geographic coverage
Many of our customersare global players
and conduct production and salesin many
countries. R& D and the design and selec-
tion of production systems, however, are
frequently based in the home market inthe
Nordic region. Asaconsi quence hereof,
we play animportant rolesincewetakean
active part in the sel ection processon
“homeground” at an early stage. Insight,
responsibility and understanding are requi-
red to ensure that the solution functionsin
the customer applicationsand production
plantsfar from the home market. In other
words, customers seek responsible partners
who can guarantee thefunctionsor charac-
teristicsthat have been developedjointly,
irrespective of wherein the world manu-
facturing isconducted. Some of our custo-
mers use the expression “Onefactory, ten
locations’, meaning that aprocessor pro-
duct developed in Sweden, for example,
must be capable of being duplicated in se-
verd locationsworldwideand provide si-
milar results.

Favorable long-term financial
position

Modern businessrelationsarebased ona
win/win situation. This meanswe must
create offeringsthat are attractivefromll
viewpoints. Our underlying systems—such
asinventory management, I T functions,
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and support —must contributeto holistic
businesstransactions. Along with our cus-
tomersand suppliers, wewill attain afavo-
rable, long-term financial position and pro-
fitability.

My vision

Addtech isnow movinginto anew phase
asan independent listed company with the
opportunitiesand demandsthat thisimpo-
seson our organization. | believethat the
platform we have built up over theyears
around our business acumen, expertiseand
partnerships hasexcel lent potential to achi-
eveour operationa targets. The potential
and conditionsfor increasing the degree of
AddedVauein our offeringislimited only
by our own creativity. Thefact that we have
succeeded with our concept inthe Nordic
Region further convincesmethat wewill
also be successful in applying our approach
and our strong businessconcept in aninter-
national context. Thisdevelopment will be
the next major challengefor Addtech. We
have commenced thisjourney by moving
with our major customersinto theinterna-
tional market in connection with their este-
blishment of apresence abroad. In the past
year, we have established operationsin the
Baltic States, Poland, United Kingdom,
Germany and Austriathrough acquisitions
and our own presence. By thismeanswe
have created aspringboard for the continu-
ing internationalization of Addtech. | belie-
vethat Addtech’scurrent platform —comb-
ined with clearly defined targetsfor profi-
tability and devel opment and aunique cor-
porate culture—will providethe conditions
for an exciting journey for Addtech’sem-
ployeesand shareholdersalike.

Stockholm, August, 2001

Roger Bergquist
President and CEO



ADDTECH

GROUP OVERVIEW

ADDTECH

Production

Systems

Transmission
Systems

Addtech offers high-tech solutionsin
industrial components and systems.
Operations are distinguished by their
niche-focus, with leading positionsina
number of product areas. Customersare
active primarily in the Nordic manufac-
turing industry. The Group is made up
of three business areas. Production Sys-
tems, Transmissions Systems and Com-
ponent Systems.

BUSINESS CONCEPT
“ValueAdding Tech Provider” —
Addtech offers high-tech industrial
components and systems used by indus-
trial companies. Based onitsexpertise
and knowledge in well-defined niches,
Addtech creates customer-specific solu-
tions.

The business concept isbased on a
number of key cornerstones:

Y Working capital is defined as accounts receivable,
plus inventories, less accounts payable.

» Added value: Addtech provides cus-
tomerswith technical and financial
added value. Thisisdone by identify-
ing requirementsin close cooperation
with customers and offering optimal
solutions.

L eading-edge expertise: Addtech
provides solid expertise in well-defi-
ned niches.

Total approach: Addtech offerstotal
solutions comprising components/
systems, service and maintenance as
well asinstallation assistance, custo-
mer training and technical support.

Partnership: Responsibility for cus-
tomers and suppliersisdecentralized
to the companiesin the Group with
the greatest know-how. Through close
development and cooperation with
customers and suppliers, Addtech acts
asaprocessing link between these
two parties.

» Businessacumen: The decentralized
organization encourages all employ-
eesto assumeresponsibility for the
company’stransactions and business
relations. Addtech seeksto createa
corporate environment in which each
individual isinterested inthe Group's
overall success.

OBJECTIVES
Addtech’sobjectiveisto attain earnings
growth —expressed asincome after fi-
nancial items—of at least 15 percent an-
nually over abusinesscycle. The ob-
jectivefor the return on shareholders
equity isto attain at least 25 percent.

Internally, the Group uses aprofita-
bility benchmark, namely, the return on
working capital (PP\WC)?. Theaimis
that P/WC shall amount to 45 percent
for each established business unit.



STRATEGIES

To attain its objectives, Addtech utilizes

thefollowing strategies:

* Create market-leading positions

» Growth

« Business and organizational develop-
ment

Create market-leading
positions

Addtech shall attain market-leading po-
sitions by refining and devel oping exis-
ting operations. This processinvolves
theidentification and devel opment of
profitable business conceptsin specific
operating niches. The most profitable
niches and those that offer the potential
to attain aleading position will be deve-
loped and subsequently expanded
through corporate acquisitions. To at-
tain leading positions, Addtech shall fo-
Ccus on proposing customized solutions
and satisfying customers’ growing de-
mands for service, support and system
expertise.

Growth
Addtechisto have adistinct growth
profile, continuously eval uating oppor-
tunitiesto expand geographically, orga-
nically and through complementary ac-
quisitions. Expansion shall occur within
the framework of our established busi-
nessfocus and with an explicit focuson
profitability.

Addtech shall also continueto move
with customersinto international mar-
ketsin linewith the ongoing globaliza-

tion and changesin Nordic manufactu-
ring industry. Addtech will build up
operationsthat support customersinter-
nationally and thus geographically fur-
ther broaden its operations. Thismay be
done viathe establishment of service
offices and though personnel from the
Nordic organization temporarily work-
ing among customersin connection
withinstallation, for example. Subsidia-
riesmay also be established in new mar-
kets.

Corporate acquisitionsrepresent a
natural and significant aspect of Add-
tech’soperations. Addtech will also
continue to conduct minor complemen-
tary acquisitionsto strengthen its mar-
ket position in certain nichesaswell as
major structural acquisitionsto estab-
lish apresencein new areas. During the
past five years, Addtech has conducted
some 25 acquisitions.

Growth isgenerated through larger
sales based on the existing structure, a
continuing development towards greater
knowledge-content in Addtech’s pro-
ductsand services, and alarger share of
after-market sales. Deeper customer re-
lations and increased added valuefor
customers provide the conditions for
raising marginsin Addtech’soverall
business operations.

Business and organizational
development

Addtech’s organization isto be charac-
terized by itsability to adapt and its
willingnessto changein order to satisfy

customers' needs and to use the compa-
ny’sresourcesin an optimal manner.
The products offered are to be changed
continuously.

Business and organizational deve-
lopment will take place at several levels
in an effort to devel op Addtech’sbusi-
nessinternally and through continual
work to utilize synergismin respect of
dynamic effects and pure cost syner-
gism.

Addtech’s culture will be marked by
an entrepreneurial spirit, meaning that
within the company there will be scope
for and definiteincentivesfor “intrapre-
neurs’ who can independently drive
their own business concepts and pro-
jectsin an effort to supplement, enhance
and develop the Group's products and
services. Thiscreates dynamism and
makesAddtech an attractive employer.

Theguiding principleisagility,
which entailsthe continual review of
the Group structurein an effort to iden-
tify synergistic advantages, aswell as
optimal combinations of unitsinthe
Addtech Group. Thisapproach entails
the utilization of synergism. Synergism
isattained by coordinating investments,
increasing negotiating power vis-&-vis
suppliersbut also by utilizing existing
customer relationsto generate cross-sel-
ling among companies.



ADDTECH

DESCRIPTION OF
OPERATIONS

Theentire Group isbased on thefollo-
wing joint, fundamental business con-

cept:

e Who are Addtech’s
customers?

Customersare primarily companies

involved in the manufacturing in-

dustry and therel ated after-market.

e What does Addtech sell?
High-tech sol utions based on indus-
trial componentsand systems

in which Addtech provides added
value.

o How does Addtech sell?
By focusing on persond sales,
combined with close, long-term
relationswith leading suppliers
and customers.

NET REVENUES BY
CUSTOMER SEGMENT
2000/01 (PRO FORMA)

Engineering
Other industry
10% 35%
Electronics
15%
Telecom-
Automotive munications

15%

Who are Addtech’s
customers?

Addtech’s customers are represented
primarily of the Nordic manufacturing
industry, many of whom are globally
activeintermsof salesaswell aspro-
duction. The engineering, telecommuni-
cations, automotive and electronicsin-
dustries represent the most important
customer segments. Other customers
are activein medical technology, de-
fense, education and public institutions.
Businessrelationswith severa Nordic
companiesin these segments have ex-
tended over alengthy period.

Industrial customersinclude ABB,
MAN B& W, Siemens Elema, Sandvik,
Saab, Ericsson, Nokia, Atlet, Volvo,
Scania, TetraPak, BT Industries,
Grundfosand GN Nettest.

Sub-suppliersto the manufacturing
industry include Flextronics, Elcoteq,

NET REVENUES BY
PRODUCT AREA 2000/01
(PRO FORMA)

Production
8%

Services c "
6%4\ omponents

Accessories
Consumables
10%

Machinery
19%
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Autoliv, Konstruktionsbakelit and
Allgon.

Addtech isnot dependent on asing-
le or afew customers. During asingle
year, theten largest customers account
for lessthan 20 percent of salesand no
customer represents more than 5 per-
cent of revenues.

Addtech conducts operations prima-
rily inthe Nordic region, aswell asin
Austria, Germany, Poland, the Baltic
States and the UK. Sweden isthe largest
single market but development is mov-
ing towards ever-larger salesoutside
Sweden. Addtech has considerable po-
tential to move abroad with customers,
since many customerswith internatio-
nal operationsrequireasimilar solution
for al their production plants.

What does Addtech sell?
Addtech markets high-tech solutions
based on industrial componentsand sys-

NET REVENUES BY
MARKET (PRO FORMA)
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tems. The solutionsare frequently com-
plex and include a substantia technolo-
gy content, which meansitishighly im-
portant to also offer technical support,
software and install ation assistance.

By providing combinations of :

* customized solutions
* niche production

* services

* standard products

Addtech’s market and product positioning

The market axis shows the market’s volume require-
ments. Addtech’s sales are aimed primarily at global
companiesinvolved in the manufacture of small or

mid-sized series. The product axis showsthe degree

of complexity of the product offering, whichinclu-

Addtech is capable of offering optimal
solutions. Customized solutions, niche
production and services account for
about 40 percent of revenues.

desthe basic product’stechnical complexity and the
level of know-how and services provided by Add-
tech. For Addtech, the center of gravity isat ahigh
level of complexity in the product offering.

A :
. 1
High Complex : Customer-specific
system ! component
solutions solutions
Complexity of
the product [[=~--"=- - ~ - - =~~~
offering
:
1
1
' Volume
Low | Unit goods sales ! sales
L -
Small Market’s volume Large

requirement

11
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Customized solutions
In collaboration with suppliers, Addtech
combines, adapts and devel ops products
and systemsto match customer require-
ments. Through tailoring and processing,
many standard components and systems
can add greater added valueto customers
final products. These customer-specific
solutions are devel oped in close coopera-
tion with customers and impose consider-
able demands on good insight into custo-
mer operations.

The accompanying illustration pre-
sents an exampl e of acustomized solu-
tion.

Niche production

In-house manufacturing isimportant from
the competitive viewpoint and represents
agrowing share of revenues.

Niche productionis conducted when
specific requirements areimposed on pro-
ducts or when the product is of strategic
significance.

Products may be of strategic impor-
tancein technical and commercia terms.
Commercially critical productsare pri-

NICHE PRODUCTION

Advanced text fixtures for various
testing systems were devel oped for
electronics customers. These sys-
tems safeguard and control the
quality of the customers’ products
manufactured in-house.

CUSTOMIZED SOLUTIONS

Fiber welding equipment from Ericsson is an examplein which several Addtech
companies participated in development and supplied components. One Addtech
company devel oped a camera solution for monitoring of fiber splicing, another sup-
plies stepping motors and a third company DC-motorsfor positioning of thefiber.
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SERVICES

Devel opment and i mpl ementati on of new process sol utions for el ectronics manu-
facturers, for example, iscarried out in close cooperation with customers.

marily associated with market access.
High volume producers seldom opt to
produce thistype of product since de-
mand is highly limited. Thisrepresents
a business opportunity for Addtech.
Manufacturing is conducted in Swe-
den, Finland and Denmark. Theillustra-
tion on the preceding page showsasam-
ple of aproduct manufactured in-house.

Services

Services such as software solutions, sys-
temintegration, technical serviceand
production optimization are key features
of the customer offering.

Customer training, advice and just-
in-time deliveries of consumablesand
accessories are of major importance.

The accompanyingillustration
shows an example of aservice.

Standard products

Addtech provides standard products as
part of itseffortsto offer complete solu-
tions. These products are purchased ex-
clusively from leading suppliers. The
illustration below shows examples of
standard products.

STANDARD PRODUCTS

A selection of standard components
is provided through the various com-
panieswithin Addtech. Such pro-
ducts as micro-switches, connectors,
temperature transmitters, drive-belt
gears, bearingsand seals, areinclud-
edintherange. These are delivered
by leading suppliersand heldinin-
ventory in close proximity to the cus-
tomer in each respective market.
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How does Addtech sell?

The processing link between
suppliers and customers

Viaclose development and collabora-
tion with customersand suppliers, Add-
tech functionsasaprocessing link be-
tween these parties. Based on its aware-
ness of customer demands and wishes,
Addtech’sroleisto adapt and combine
products from various suppliersto offer
optimal solutions.

Addtech’s customer contacts usual-
ly commence at an early stage—frequ-
ently at the blueprint stage at the custo-
mer’s devel opment department. Thanks
toits proximity to anetwork of suppli-
ers, Addtech gainsinsightsinto their
R& D programsand can thus contribute
proposalsfor product modificationsand
enhancementsthat benefit customers
and suppliersalike.

SUPPLIERS

Long-term relations with leading
suppliers

Addtech has atradition of long-term
cooperation with supplierswho focus
on R&D and areleading playersintheir
particular market niche. Relationswith
anumber of key suppliers stretch back
over 20 years, which haveled to the de-
velopment of aform of in-depth coope-
ration that ismost accurately described
asapartnership.

To crestean optimal offeringineach
individual transaction, it isimportant for
Addtechto be ableto offer themost favor-
able product combination from various
suppliers. Consequently, Addtech coope-
rateswith alarge number of suppliersin
Europe, Asiaand NorthAmerica.

Addtech isnot dependent onany in-
dividual supplier since no supplier re-
presents morethan 5 percent of overall
purchases. Suppliersinclude Exide,
THK, Saia-Burgess, Sony and Toshiba.

products

ADDTECH

Processing link

Coordinator

Requiremen
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Personal sales and business
acumen

Salespersonnel in each project have ul-
timate procurement and salesresponsi-
bility. Thisfactor, combined with key
account management, isan effective
working model, sincethe seller hasthe
best knowledge of the customer’s needs
and also has responsibility and far-
reaching authority to make decisions.

Utilization of new technology
Addtech usesthe Internet to communi-
cate easily and promptly with suppliers
and customersand circulateinformation
such astechnical specificationsand
blueprints. For example, Addtech has
created anumber of I T solutions such
as extranet in an effort to improve and
facilitate relations and permit interac-
tive contact in important customer pro-
jects.

PRODUCT PROCUREMENT
BY COUNTRY OF ORIGIN, 2000/01
(PRO FORMA)

North America
25%




DECENTRALIZED ORGANIZA-
TION FOCUSING ON GROWTH
Addtech Group operations are conduc-
ted in anumber of subsidiarieswith
strong market positionsin well-defined
niches. These subsidiaries are organized
indivisions, which inturn make up
three business areas.

Each business areais managed by
an operating manager who —along with
two representatives from group mana-
gement —isamember of the business
areaboard. Divisionsare headed by di-
vision managers, who are members of
the division board along with the busi-
ness area manager and representatives
from Group management. Each sub-
sidiary, inturn, is managed by the sub-
sidiary’s managing director, whoisa
member of the subsidiary board along
with the division manager and other
appropriateindividuals.

Thisorganization permitsahigh le-
vel of freedom and flexibility in the sub-
sidiaries, while simultaneously facilita-
ting theidentification of synergiesand
coordination. Short decision-making
and reporting channels create favorable
conditionsfor adjustment to customer
and market requirements.

Subsidiariesareresponsiblefor
their earnings aswell asfor operational
functions such as marketing, sales, se-
lection of dealerships, procurement and
administration. Therearejoint group
functionsfor IT, finance and adminis-
tration—areasin which synergism can
be most obvioudly attained. Group ma-
nagement is also responsible for setting
objectives and strategies, aswell asfor
control and follow-up.

Focus on profitability

The subsidiarieswork independently
and control their operationsin accor-
dancewith explicit objectivesin the
form of key financial datasuch asmar-

gin and profitability benchmarks. The
profit center in each subsidiary isap-
praised on the basis of itsimpact on the-
sekey data. Each customer projectisas-
sessed on the basis of two key data, na-
mely, incomein relation to revenues,
and incomein relation to working capi-
tal. All parametersin these key datamay
be influenced by each profit center/sub-
sidiary and, combined, they providea
comprehensive indication of the compa-
ny’s profitability. Internal benchmark-
ing among companiesisakey factor for
Ssuccess.

Entrepreneurial spirit

The subsidiaries are distinguished by
their considerable entrepreneuria spirit.
All subsidiarieswork under their own
names, which encourages personal
commitment and deeper customer rela-
tions, and facilitates the further deve-
lopment of the specialist skillsof each
company. The entrepreneurial climate
also facilitatestheintegration of ac-
quired companies.

The combination of the flexibility,
personality and entrepreneurial sprit of
the small company with thefinancial
strength, networks ad guarantee of con-
tinuity offered by alarge company gives
Addtech amajor competitive advantage
inthe market.

NUMBER OF EMPLOYEES BY FUNCTION
MARCH 31, 2001, (PRO FORMA)

Inventory, purchases
11%

Management,
sales
42%

Technical service,
support,

design

12%

Administration,
Accounting/
finance
12%

Production
23%
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Employees

The ability to attract and retain compe-
tent and committed employeesisfunda-
mental for Addtech. Consistent skills
enhancement isof crucial importance
for Addtech and theindividua employ-
ee. Skill development takesthe form of
internal and external training. Asearly
asinthe 1960s, aninternal training pro-
gram was undertaken — The Business
School —which conducted training in
salestechniques, business skillsand
management. A large number of skills
development programs are al so conduc-
ted through the close cooperation with
leading technology suppliers.

Many of Addtech’skey personnel
have become Group employeesasare-
sult of corporate acquisitions. The suc-
cess of an acquisition largely hingeson
the successin retaining key personnel
in the acquired company. Addtech has
succeeded well in thisrespect, which
can be attributed to the decentralized
corporate culture that ismarked by
accountability and freedom and which
stimulates personal devel opment.

Followingitslisting, Addtechin-
tendsto introduce a stock-rel ated incen-
tive program for senior management.

The number of employeeswas
1 162 on March 31, 2001. During 2000/
01, personnel turnover was 15 percent.

AVERAGE NUMBER OF EMPLOYEES
BY GENDER 2001/01
(PRO FORMA)

Women
25%




ADDTECH PRODUCTION SYSTEMS

SerV|C|ng/Serwces/System integration

FINANCIAL KEY RATIOS (PRO FORMA)"

PERCENTAGE OF ADDTECH’S

NET REVENUES, 2000/01

MSEK 1998/99 1999/00 2000/01
Net revenues 563 619

Operating income 46 44

Revenue growth, % 10

Operating income

growth, % -3

Operating margin, % 8.1 7.2

Average number of

employees 191 199

(PRO FORMA)
805

60
30

Production
Systems
32%

35
7.5

250

1 See page 30 for a description of the pro forma account-

ing principles and page 37 for definitions.

Production Systems provides
system solutions primarily for
production processes in the
electronics, engineering and
automotive industries.

Operations
Thebusinessmissionisto offer products
and servicesin dl production phases—
from R&D tofinal testing—in closecol-

laboration with customers. Operations
focusonindustrial manufacturing custo-
mersin theelectronics, engineering and
automotiveindustries. In-house services,
servicing and maintenance, along with
productsfrom leading global suppliers
comprise, the basisfor operations. Con-
sulting services, in-house manufacturing
of niche products, in-house specialty
products and materials satisfy customer

NET REVENUES AND OPERATING
INCOME, 1998/99-2000/01
(PRO FORMA)
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needsfor an overall solution. The combi-
nation of solid know-how and an under-
standing of theimplications of aan over-
all solution mean that Production Sys-
temshasa customer offering that can
optimize production processes.
Production Systems endeavorsto get
involved asearly asthe product devel op-
ment stage, sincethe systems selected —
and customized in certain cases—deter-
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SELECTION OF PRODUCTS AND SERVICES

Products

Description

Machinery
Production equipment For example, components and circuit board assembly for the
electronics industry for the manufacture of complete electro-
nic boards in telecom equipment.

Cleaning, tumbling and air-blasting plants for the engineer-
ing industry.

Industrial plants and ultra-filters for cleaning and recycling of
oil and metal-containing processes/liquids. Centrifuges for
separation of particles during tumbling for example. Plants

Environmental technology systems

mine the choice of production and testing
systemsfor actual production. Production
Systems can then function asapartner
throughout the entire chain from R&D,
manufacturing, assembly, testing to trai-
ning of production personnel. By provi-
ding adviceregarding entire solutions,
Production Systems can influence deci-
sionsinthe next stage and add services,
machinery and materialsat al stages.

Production Systems’ operationsare
characterized by ahigh knowledge con-
tent, which impaoses considerable require-
mentsintermsof being abletoingtall, in-
tegrate and service systems. In the areaof
testing systems, thetrendisincreasingly
towardsahigher level of integration
during the production process, thereby
reducing therisk of errorsinfinal testing
of theproduction process. Thisisinline
with Production Systems' total approach
aspart of itscustomer offering.

for the recycling of industrial detergents.

Testing systems
Function testing

Optical testing systems
Fixtures

Balancing and coordinating
machinery

Control and fault-searching of mounted circuit boards and
their electronic functionality.

For the control of component location, connections and
soldering quality of circuit boards.

Customer-specific fixtures for various types of testing
systems for checking circuit boards.

Mounting and measurement of chassis components.

Materials
Electrostatic protection

Consumables

Various types of protection for the electronics manufacturing
industry, including ESD packagings and ESD-secure work-
place equipment.

Various types of production materials and cleaning chemicals
after mechanical processing and for electronic production.

Services

services and service and maintenance.

System solutions, system optimization, process development, adjustment, training, consulting

Production Systemsactsasthelink
between the customer’ s units, thereby of -
fering therequisite overview and potenti-
al to design optimal system solutionsfor
individual unitsand for productionasa
whole. Production Systems maintains
closerdationswith suppliersand thus
also functions asaval ue-creating partner
for customersand suppliers. The business
area'stotal view facilitatestheidentifica-
tion of suppliers who can offer the added
value demanded by customers.

Service and support agreements, as
well assupplier agreements covering pro-
duction materials arefrequently conclu-
ded in connection with systems sales.
Production Systemsalso oftenimple-
ments modifications and continual opti-
mization of installed systems. Inthisway,
continuity iscreated in customer relaions
aswell asamore stable revenueflow.
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Market

Production Systems’ customersare ac-
tive primarily in the Nordic manufactur-
ing industry in the areas of electronics,
engineering and automotives. Custom-
ersinclude Elcoteqg, Ericsson, Flextro-
nics, Nokia, Scaniaand Volvo. Capital
spending-related sales are driven by
such factorsastheindustrial business
cycle, which affects customers' capacity
requirements, and by increasingly rapid
technological shiftsand more stringent
environmental requirements. Certain
sub-segments, such astelecommunica-
tions, are generally marked by good
long-term growth prospects. Growth is
also driven by underlying trends such as
outsourcing. Many companies are op-
ting to focus on their core skills, which
meansthey areincreasingly buying turn-
key systemsand solutionsfor testing
equipment and production solutions.



ADDTECH PRODUCTION SYSTEMS

NET REVENUE DISTRIBUTION TREND
(PRO FORMA)
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Since Production Systemsfrequently
deliverstesting equipment and produc-
tion systemstothefinal customer, this
business areahas a so becomeamore at-
tractive partner for other sub-suppliersin
order to ensure that the sub-supplier’'s
production processaso matchestheend
customer’srequirements.

Nordic competitors are represented
primarily by ElektronikGruppen, Agilent,
OEM International, Wikman & Mam-
kjell, Beijer Industri and Mitutoyo. Add-
tech believes, however, that none of these
can currently offer customersthe holistic
concept provided by Production Systems.
Thisisregarded asakey competitive ad-
vantage, especially inview of thetrend
towardsrising demand for holistic solu-
tions.

The market ischaracterized by acer-
tain amount of price pressurefor machin-
ery and systems of acapital investment
character. However, acombined shift to-
wardsahigher proportion of services,
supplementary servicesand materials
sales—on which marginsare better —
meansthat the businessarea soverall
margin has only been dightly affected.
Thesalesincreasein 2001/02 isprimarily
atributableto corporate acquisitionsand
agtrong trend in the telecommunications
segment in Finland. The diagram below
showstheincomedistribution trend for
salesduring the past three-year period.

Outlook

Production Systemswill continueto seek
closer customer relations, greater know-
ledge-content in servicesand devel op &f-
ter-market activitiesas part of itsefforts
toimprovethe businessarea smargins
and reduceitscyclica dependence. Paral-
lel withthis, effortsarecontinualy in
progressto coordinate the organization of
the Nordic baseto strengthen cost effecti-
venessand, in particular, toidentify cus-
tomer synergism among the various com-



paniesinthebusinessunit. The organiza-
tionishallmarked by continua business
development aimed at enhancing its
holistic approach and effortsto become
involved at even earlier stagesthe custo-
mer’s production devel opment phase.

An ever-larger number of Nordic ex-
port companiesare moving production to
low-cost countries outsidethe Nordic re-
gion. However, their R& D basesremain
primarily intheNordic area, whichisthe
market for Production Systems’ services
and products. Whenever required, apre-
sence can be established in countriesin
which acustomer’s productionislocated,
sincethisfacilitatesthe sale of service,
support and material ssupplies.

Many of Production Systems’ custo-
mershave aleading technology statusin
thegloba market. Production Systems
close partnership with these customers
has generated technically advanced solu-
tions, which can be duplicated inthefu-
ture. Production Systemsintendsto utilize
thistechnical lead to creste geographic
expansionwith salesamong sub-suppliers
and end customersoutsidethe Nordic
region. Thiswould reduce the business
area sgeographical dependenceand si-
multaneoudly offer good potential for vol-
ume expansion and economiesof scale,

NET REVENUES BY PRODUCT AREA,
2000/01 (PRO FORMA)

NET REVENUES BY MARKET,
2000/01 (PRO FORMA)

Other countries
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Materials Machinery
33%

Testing
systems
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NET REVENUES BY CUSTOMER
SEGMENT, 2000/01 (PRO FORMA)
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ADDTECH TRANSMISSION SYSTEMS
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FINANCIAL KEY RATIOS (PRO FORMA)"

PERCENTAGE OF ADDTECH’S

NET REVENUES, 2000/01

MSEK 1998/99 1999/00 2000/01
(PRO FORMA)

Net revenues 517 584 729
Operating income 45 51 53
Revenue growth, % 13 25
Operating income .

Transmission
growth, % 14 Systems
Operating margin, % 8.7 8.8 7.3 29%
Average number of
employees 293 331 406

1 See page 30 for a description of the pro forma account-

ing principles and page 37 for definitions.

Transmission Systems markets
transmission components, ma-
chine parts and automation
systems for the manufacturing
industry and after-market. In-
house manufacturing is con-
ducted primarily in the case of
chains, gaskets and machine
parts.

Operations

The products are largely supplied di-
rectly from leading producersin each
product and market niche on theworld
market. In-house manufacturing invol-
ves productswith ahigher added value
than volume products. Transmission
Systems seeks ahalistic view of the

customer operations, whichinturn
leadsto deliveries of systemsand auto-
mation solutions.

Added valueiscreated through
closerelationswith customers and sup-
pliers, which areimperative for attain-
ing optimal technical solutions. Partici-
pating in the manufacture of a product
that is designed to function smoothly
for acustomer and satisfy requirements
—and which can also be readily manu-
factured by asupplier —requiresin-
depth technical expertise and insight
into the supplier’s circumstances.

Added valuetransactions, which
consist of niche components, customer-
specific products and system sol utions,
account for about 50 percent of revenues.
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NET REVENUES AND OPERATING
INCOME, 1998/99-2000/01
(PRO FORMA)
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Market

Thebusinessarea’s productsare sold to
alarge number of industries. Asaresult,
the businesstrend generally tracksthe
industrial business cycle but acertain
degree of stahilization isgained through
the varying business cycles of the diffe-
rent industries. Significant industries
are machine and equipment manufactu-
rers, the engineering, automotive, wood
products and paper pulp, and medical
industries, and the ergonomics area.
The business area’s contact among cus-
tomersisfrequently the design depart-
ment. Customersinclude BT Industries,
MAN B&W, Siemens Elema, Tamrock
and Tetra Pak.



SELECTION OF PRODUCTS AND SERVICES

Products

Description

Mechanical transmission
Belt transmission

Chain transmission

Precision power transmission for printer applications,
for example.

Power transmission for lift applications on trucks, for
example.

Electromechanical transmission
Motor/gear transmission
Linear actuators

Linear axles

Tool gear operation for magazines in tool machines.
Damper control in, for example, ventilation or silo
applications.

For handling applications.

Machine parts

Gaskets

Seals

Linear and roller bearings

For diesel engines.

In hydraulic applications.

Linear bearings for fast and precise linear move-
ments in assembly applications.

Hydraulics
Hydraulic components
Hydraulic systems

Special cylinders for rototilts.
Systems for lifting trucks.

Services

Design, system construction, assembly, trials and testing.

Thetrend towards product in-design  gistics and sales channel solutions. In
in close cooperation with customersis addition, customersareincreasingly re-
gaining significance and complete or quiring fewer suppliersto deliver alar-
sub-function solutionsare being offered  ger share of the product range.
more frequently. The standard product Themain competitorsin the Nordic
linerequiresincreasingly efficient lo- region arealarge number of small and

mid-sized playersin the various sub-seg-
ments of Transmission Systems market.
Themajor competitorsare SKS, Br. Klee,
JensS and partsof OEM International.
Transmission Systems hasamajor
competitive advantage insofar asits

NET REVENUE DISTRIBUTION TREND (PRO FORMA)
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ADDTECH TRANSMISSION SYSTEMS

share of in-house production and pro-
cessing ishigher than among competi-
tors. Transmission Systemsisawell es-
tablished name on the market and its
own brands such as FB Industri are an
additional strength.
Therevenueincreasein 2000/01is
primarily attributableto the acquisition
of FB Industri. The declinein operating
margin in 2000/01 was dueto restructur-
ing measuresin one business segment
and to alesser degreeto thefact that ac-
quired unitshad aslightly lower margin.
No significant restructuring measures
areenvisaged for 2001/02.

Outlook

Steadily increasing demandsfrom cus-
tomersfor added valueiswell suited to
Transmission Systems. The growing
share of added value serviceswill offset




pressure on marginsin the case of more
basic products and services.

Thebusiness area’ s many and leng-
thy customer relations makeit possible
to offer customersincreasingly efficient
business channelsand | ogi stics solu-
tionsthrough internal coordination and
thereby gain agreater share of customer
business.

Cooperation with customersand
supplierswill continue to prompt Trans-
mission Systemsto steadily add new,
related products and services.

Theacquisition of FB Industri has
provided a European platform from
which the business areacan morerapid-
ly penetrate the European market. This
factor, combined with the experience
that Transmission Systems has gained
from serving successful customersinthe
Nordicregion, leadsit to expect anin-
creasein the share of Non-Nordic sales.

NET REVENUES BY PRODUCT AREA,
2000/01 (PRO FORMA)

Mechanical
transmission
25%

Hydraulics
15%
Machine
parts

47%

Electromechanical
transmission
13%

NET REVENUES BY MARKET, 2000/01

(PRO FORMA)

Other countries
6%
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3%
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20%
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26%
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45%
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NET REVENUES BY CUSTOMER
SEGMENT, 2000/01 (PRO FORMA)
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ADDTECH COMPONENT SYSTEMS

Electro-mechanics

Customer-specific sub-systems

KEY FINANCIAL RATIOS (PRO FORMA)"

PERCENTAGE OF ADDTECH’S

NET REVENUES, 2000/01

(PRO FORMA)

MSEK 1998/99 1999/00 2000/01
Net revenues 649 826 971
Operating income 59 68 91
Revenue growth, % 27 17
Operating income

growth, % 14 35

Operating margin, % 9.1 8.2

Average number of
employees

234 274

Component
Systems
9.4 39%

278

1 See page 30 for a description of the pro forma account-

ing principles and page 37 for definitions.

Component Systems develops
and markets niche component
solutions for the manufacturing
industry and the after-market.

Operations
Component Systems marketsawide
range of components, which arelargely
customer-tailored. To be ableto offer a
holistic approach and satisfy customer
requirements promptly and cost effect-
ively, the company has devel oped local
and global networks and supply sys-
tems. Thiswell-functioning network
structureis based on expertisein project
management, design, prototype deve-
lopment, assembly, quality assurance
and other factors.

The devel opment of solutionsis
conducted largely in partnership with
customers. This meansthat Component
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NET REVENUES AND OPERATING
INCOME, 1998/99-2000/01
(PRO FORMA)

MSEK MSEK
1000 100

800 4' 80
600 60
400 40
200 20
0 0

98/99 99/00 00/01
B Net revenues

Operating income

Systemsfrequently participatesin cus-
tomers’ product development work at
their design and devel opment depart-
ments. In addition to confidence and
loyalty, this close collaboration and the
complexity of the solution requires
leading-edge expertise.
Operationsfocuson high-tech pro-
ducts offering good profitability. Compa-
niesin the business areaadapt and assem-
bletheir own products based on standard
components supplied by supplierswith
leading market positionsand strong
brands. In addition, the business areasup-
pliesstandard componentsin an effort to
offer the market full service solutions.

-



Market
The Nordic manufacturing industry and
after-market comprisethe primary cus-
tomer group. The most important indus-
tries are the engineering, telecommuni-
cations and automotives. Customers use
the products and solutions as compo-
nentsin their production equipment and
asinput goodsin the products they
manufacture. CustomersincludeAll-
gon, Atlet, BT Industries, Ericsson, GN
Nettest and Volvo.
Growthisdrivenlargely by thein-
dustrial businesscycleand industrial ca-
pital spending. In an effort to counteract
cyclical fluctuations, Component Sys-

SELECTION OF PRODUCTS AND SERVICES

Products

Description

Electronics

Industrial control systems

Electronic components

Industrial computers for monitoring telephone networks, for exam-
ple. Touch panels/displays for ticket and cash dispensers, etc.
Crystals, HF and opto-components used in satellite and marine
communications equipment.

Electro-mechanics
Compact motors

Connection technology
Switches
Controls
Measuring and testing

Specialty materials

DC motors for the positioning of fiber in fiber welding. Step motors
for controlling ventilation in cars. Synchronous motors for heating
and ventilation in buildings. Brushless servomotors for controlling
laser instruments.

Contactors and cables for use in environments imposing high
demands such as wind-power plants and drilling rigs.

Micro-switches and push-buttons on control panels in lift functions
and white-goods, status indication in doors and hatches, for example.
Joy-sticks for controlling construction equipment and industrial
applications.

Camera solutions for monitoring fiber joining. Measuring instru-
ments for electric power applications.

Metals for high temperatures, such as in cooling components for elec-
tronic applications. Permanent magnets for engine ignition systems.

Power supply

Batteries Special batteries for applications in electric trucks, vehicles for the
disabled and work platforms.

Transformers Transformer for electronic energy measurements and other appli-
cations.

Contactors Contactors for base stations, for example.

Services

Project management, design, prototype construction, assembly, and quality assurance.

temsisfocusing increasingly on offer-
ing added val ue solutions and sub-
systems.

Themarket ischaracterized by ris-
ing pressure on prices, especialy for
standard components and standardized
solutions. By focusing on the devel op-
ment of sub-systems—meaning the de-
velopment of solutionsto complex pro-
blemsin collaboration with customers
— Component Systems has been ableto
offset pressure on margins. Thistarget-
ed strategy isaimed at raising the con-
tent and level of added value in the pro-
duct offering to ensure the maximiza-
tion of customer value. Thediagram on
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page 26 showsthe sales distribution
trend among sub-systems and standard
components. In 2000/01, the operating
margin returned to normal levels after
having been negatively impacted by
volume growth asaresult of acquisi-
tionsayear earlier.

Competitionisprimarily at the pro-
duct level. Inthe Nordic market, Com-
ponent Systems competes with OEM
International and ElektronikGruppen.
Beijer Electronicsisacompetitor in the
areas of industrial solutionsand indus-
trial computers.



ADDTECH COMPONENT SYSTEMS

NET REVENUES DISTRIBUTION TREND
(PRO FORMA)

%
0 —  —

80 — N NI BN

Outlook

Component Systemswill continueto fo-
cuson offering ahigher level of customiz-
ed products and tail ored solutionsfor
which priceisnot thedecisivefactor. The
shift from component supplier to asuppli-
er of sub-systems offers superior margins.

Theimportance of selecting custo-
mersand projectsisemphasized, asisthe
importance of devel oping partnerships
with customersand suppliersdike. The
primary reason for thisisthat customers
areincreasingly demanding fewer suppli-
ersat the sametime asthey are outsour-
cing alarger shareof their operations.
Thisimposesdemandson thesupplierin
theform of solid know-how and greater
responsi bility for the customer’s product
development.

Component Systemsintendsto as-
sumeagresater role among customersand
suppliers. Thismay occur in manufactu-
ring, for example, in which Component
Systems can become apartner for ama-
nufacturer or manufacture certain niche
componentsitself. Another possibility is
to offer servicesto agreater degreein, for
example, project management, design
and quality assurance. Component Sys-
temswill continueto seek continual ex-
pansion and improveits networksin or-
der to offer holistic solutionsthat match
the customer’s specific needs.

60 — — — — Sub-systems comprise an increasing portion of the
businessarea’stotal net sales, which has contributed

40 —

98/99 99/00 00/01
W Sub-systems
Standard components
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NET REVENUES BY PRODUCT AREA,
2000/01 (PRO FORMA)
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MARKET OVERVIEW

MARKET
Addtech operatesin the market for high-
tech industrial components and systems.
Customersarelocated primarily inthe
Nordic manufacturing industry. Asare-
sult of itsvariety, the size of the market
for Addtech’s products and servicesis
difficult to delineate and estimate.
Addtech’s strategy isto attain lead-
ing positionsin defined niches and stead-
ily expand operationsinto adjoining
segments. Addtech’s existing and poten-
tial market isthusnot static but instead
evolvescontinually over time. The
conclusionisthat the market does not
present arestriction on Addtech’sfuture
growth.

MARKET GROWTH

One approach to measuring the underly-
ing growth for Addtech’smarket isto
look at the salesgrowth in Addtech’s
most important customer segments.

In the Swedish market, which ac-
countsfor about 50 percent of Addtech’s
sales, therearemajor variationsin
growth in the various market segments.
During the past decade, annual growth
was about zero percent for the enginee-
ring industry, alittle morethan 3 percent
for the electronicsindustry, just short of
10 percent for the automotiveindustry
and dightly morethan 11 percent for
telecommunicationsindustry.

In Addtech’s second largest market,
Finland, which accountsfor 24 percent
of sales, thetotal growth ishigher for

the corresponding period. Thisisprima-
rily attributable to strong growthin the
telecommuni cations segment.

DRIVING FORCES

Economic conditions

The most important underlying growth
factor istheindustrial businesscycle,
sincethisgoverns customer require-
mentsfor capacity and capital spending.
Theindustrial businesscycle primarily
affectsAddtech’s sales of machinery and
production equipment. Addtech iswork-
ing actively to reduce cyclical depen-
dence by increasing the share of services
and after-market sales. Certain seg-
ments, such asthe telecommunications
and energy sector, areregarded asbeing
less affected by the underlying econo-
mic conditions and to ahigher degree

by long-term underlying strong growth.

Technical development
Increasingly fast technical development
isanimportant growth factor. Morerapid
technology shiftsand shorter investment
cyclesgenerate higher salesratesfor
Addtech’sproducts and services. Paliti-
ca decisionsa so affect technological
progress. Decisionsregarding major in-
frastructureinvestmentsfrequently mean
protracted capital spending programsthat
continueirrespective of economic condi-
tions. More stringent environmental le-
gidation can also require upgrading or re-
placement of production equipment and
create other businessopportunities.
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Integration between supplier
and customer

The market is characterized by the ever-
greater integration of supplier and cus-
tomer. Integration involves products as
well as services. Thisimposesagreater
need for ahoalistic approach by suppli-
ers, thereby generating the conditions
for devel oping added valuefor custo-
mers. InAddtech’s case, such added
value can consist of system solutions,
customer-specific products, service
and logistics.

Consolidation

Market consolidation isoccurring at
threelevels—among customers, suppli-
ersand competitors. Thisfactor, comb-
ined with the trend towards outsourcing
—meaning that sub-suppliersto the ma-
nufacturing industry take over alarger
share of the output of industrial compa-
nies—isgiving riseto continual change
in customer structure and market condi-
tions.

Playersdevel op primarily through
acquisitions, a broadening of the pro-
duct offering and through internationa-
lization. Globalization requiresinterna-
tionally active playersat all stages.

Focus on core operations
Anincreasing number of companiesare
opting to focus on their core operations.
Thismeans agreater need for more de-
veloped sub-systems and systems for
testing and quality assurance, whichis



line with Addtech’s halistic perspective
in customer relations.

Pressure on prices

The market for investment-rel ated pro-
ducts and standard componentsis mar-
ked by pressure on prices. Also, the
trend towards outsourcing isleading to
price pressure since thisentails asharp-
er focus on production costs. In an effort
to counteract price pressure, demands
areimposed on Addtech to increaseits
added valuefor customers and suppliers
over time by increasing the knowledge
and service content of itsoffering.
When aniche developsto becomea
volume business, Addtech will review,
redefine or eventually retreat from the
segment and, instead, focus on devel op-
ing leading positionsin adjoining or
other niches.

Electronic communication
E-commerceisgaining greater applica-
tion among volume distributors of stan-
dard components. E-commerce offers
advantages primarily in respect of logis-
tics, ordering, forecast management and
customer communications. For these
players, e-commerceisregarded asa
key competitive factor, especialy in
terms of cost advantages.
Addtechisactivein niche segments
and frequently participatesin the early
stage of the customer’s product deve-
lopment, for which each customer is
unique and customized solutions are
created. Addtech uses el ectronic com-

municationsin cooperation with custo-
mers and suppliersin an effort to increa-
sethelevel of service, simplify routines
or in some other manner create added
valuefor Addtech’s business partners.
This development representsamoreim-
portant competitive factor for Addtech
than direct ordering viae-commerce.

COMPETITIVE SITUATION

The playersactivein themarket may be
divided into three main categories. volu-
me distributors, producersthat conduct
their own sales, and small and mid-sized
dedlers. Addtech isacombination of all
three categories. Addtech holds anumber
of agencies and also conductsin-house
production. Thismeansthat Addtech
competeswith playersin all these cate-
gories. Addtech’sfocusisto work with
well-defined nichesin al three categori-
es, thereby limiting competition from vo-
lume distributors. Addtech’slengthy tra-
dition asaprocessing link between the
customer and supplier isanother factor
that distinguishesAddtech from other
players. OEM International and Elektro-
nikGruppen are examples of competitors
who are most comparable to Addtech.

Volume distributors

A number of mgjor playersareactivein
the Nordic Region. A common feature
of theseisthat they work with abroader
product range. The degree of product
customization to match specific custo-
mer requirements varies among these
companieshbut isgenerally low.
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Therange of volume products, logis-
ticsand low pricesareimportant compe-
titivefactorsfor distributors. Thetrend
towardsincreasingly standardized pro-
ductsand systems meansthat added
value, in the form of support and service,
isbecoming a moreimportant means of
competition. Examplesof volumedistri-
butorsareArrow, Avnet and Wrth.

Producers

Manufacturerswho conduct their own
sales arefrequently global companies
with local subsidiaries. These players
usually sell only their own products,
which entailsarelatively narrow pro-
duct range. In addition, in most cases
they offer only standard solutions. Ex-
amplesof such producersareAgilent,
Amp and Bosch.

It isimportant for producersto cre-
ate large volumes among individual
customers since solutions are often
standardized and sold with lower mar-
gins. Consequently, these playersfrequ-
ently target large customers.

Small and mid-sized dealers

A large number of distributorsare small
and mid-sized dealersfrequently repre-
senting manufacturers and suppliers.
These companies operationsarefre-
quently limited to aniche or ageograph-
ic area. The primary strength of these
playersistheir closenessto customers.
Examples of such distributors are Oster-
grens, SKSand Gycom.



FINANCIAL REVIEW

FORMATION OF THE GROUP
Addtech AB wasformerly adormant
company within the Bergman & Beving
Group. In March 2001, equity totaling
MSEK 400 was provided to Addtech
AB through anew shareissueinan
amount of MSEK 56 and an unconditio-
nal shareholder contribution of MSEK
344.

On March 31, 2001 Addtech AB ac-
quired all of the sharesin Bergman &
Beving Industry AB from Bergman &
Beving AB. The purchase price of
MSEK 347 corresponded to the book
value of the acquired sharesin Bergman
& Beving AB’saccounts.

PRO FORMA ACCOUNTS

The pro formaaccounts show conden-
sed income statements, balance sheets
and cash flow statementsfor the new
Group for the 1998/99, 1999/00 and
2000/01 financial years. Thereason for
providing pro formaaccountsistoillus-
trate the Addtech Group’sfinancial
trend, assuming that the new Group had
been formed on March 31, 1998.

The pro formaaccounts are based
on the structure of the Addtech Group
on March 31, 2001. Operationsthat
werenot included in the Addtech Group
on March 31, 2001, but which were pre-
vioudly part of Bergman & Beving'sIn-
dustry business area, have been removed
asof March 31, 1998. Operations acqui-
red from/sold to other companiesinthe
Bergman & Beving Group during the
period March 31, 1998to March 31,
2001 have beenincluded inthe profor-
maaccounts based on the assumption
that the operations were acquired/sold
on March 31, 1998. Operations acquired
from companiesthat are not part of the
Bergman & Beving Group and which
arecurrently part of the Addtech Group
areincluded in the accounts as of the
date of acquisition.

The pro formaaccountsfor Addtech
AB have been prepared on the basis of
the purchase price of MSEK 347 paid to
Bergman & Beving AB for Bergman &
Beving Industry AB. The purchase price
correspondsto the reported value of all
identifiable assetsand liabilitiesin the
group inwhich Bergman & Beving In-
dustry AB isthe parent company. Since
the reported goodwill in the Industry
group isnot an identifiable asset, this
item isnot included in the new Group.

Thehistorical capital structure of
the Industry business areadiffersfrom
that of the current Addtech Group.
Against thisbackground, it was con-
cluded that it would be meaninglessto
includefinancial itemsand taxesin the
historical income statements. The pro
formaincome statementsfor the
1998/99 and 1999/00 financial years
only include operating items, which
meansthey only go down asfar asthe
level for operating income before finan-
cial items. A complete pro formain-
come statement is provided for the
2000/01 financial year.

The above consideration al so ap-
pliesto the balance sheets. A complete
balance sheet is provided for the year
ended March 31, 2001.

Inview of this, the cash flow state-
mentsfor the 1998/99 to 2000/01 finan-
cia years comprise operating cash flow
and investing activities excluding the
effects of corporate acquisitions.

Thekey figuresfor Addtech’sfinan-
cia performance are based on the pro
formaaccounts. Asaresult, certain key
figures have been omitted for the 1998/
99 and 1999/00 financia years.

Thefollowing adjustments have
been madein relation to the manner in
which the Industry business areawas
reported in the official annual report of
Bergman & Beving AB.
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* At theend of the 2000/01 financial
year, goodwill inthe Bergman & Be-
ving Group attributable to the Indus-
try business areatotaled MSEK 292.
Goodwill in the Addtech Group on
March 31, 2001 was zero.

Since amortization of this goodwill
will not be charged against Addtech’s
incomein thefuture, historical good-
will amortization reported in Bergman
& Beving AB hasbeen eliminated in
the pro formaaccounts. The effect of
thisisthat goodwill amortization de-
creased by MSEK 32 in 2000/01 com-
pared with the amount reported in
Bergman & Beving'sannual report.
Asof March 31, 2001, Addtech wasca-
pitalized through anew shareissueand
ashareholder contribution, which were
utilized mainly for theacquisition of In-
dustry. Inthe pro formaaccountsfor
2000/01, thishas been taken into ac-
count through an entry of interestin-
come based on the assumption that
capitalization, reduced by the amount
needed for the acquisition of Industry,
was effected at the beginning of thefi-
nancid year. | nterest was computed at
arate of 4 percent.

In the pro formaaccounts, the acquisi-
tion of Vactek from Bergman & Be-
ving MediTech at March 31, 2001 is
reported asif the acquisition became
effectiveonApril 1, 1998.

Sinceal of thereceivablesfromand
liabilitiesto other companiesin the
Bergman & Beving Group will belig-
uidated ahead of Addtech’s exchange
listing, these items have been reported
net in the pro formabalance sheet as
of March 31, 2001, under theitemlig-
uid funds.

Group contributionsreceived from/ren-
dered to other companiesinthe Berg-
man & Beving Group have been trested
in accordance with astatement from the
Financia Accounting Standards Coun-
cil’sUrgent I ssues Committee.



Thetables bel ow show the effects on income statements and bal ance sheets for the 2000/01 financia year.?

STATEMENT OF INCOME

Industry business

area according to

Bergman & Beving’s  Acquisition Goodwill Capitaliza- Addtech

2000/01, MSEK annual report of Vactek adjustment tion Pro forma
Net revenues 2471 31 2502
Operating income before depreciation 234 6 240
Depreciation -70 -1 32 -39
Items affecting comparability 13 13
Operating profit 177 5 32 1] 214
Financial income and expense -8 1 -7
Income after financial items 169 5 32 1 207
Taxes -55 -1 -56
Minority interest 0
Net income for the year 114 4 32 1 151
BALANCE SHEET

Industry business

area according to

Bergman & Beving’s  Acquisition Goodwill Capitaliza- Addtech

March 31, 2001, MSEK annual report of Vactek adjustment tion Pro forma
Intangible fixed assets 278 14 -292 0
Tangible fixed assets 200 11 211
Financial assets 6 1 7
Other current assets 825 23 848
Liquid funds 84 14 53 151
Total assets 1393 63 -292 53 1217
Shareholders’ equity 636 3 -292 53 400
Minority interest 4 2 6
Interest-bearing liabilities and provisions 164 3 167
Non-interest-bearing liabilities and provisions 589 55 644
Total shareholders’ equity and liabilities 1393 63 -292 53 1217

) The accounting principles are presented on page 58.
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FINANCIAL REVIEW IN SUMMARY

STATEMENT OF INCOME, PRO FORMA

KEY DATA, PRO FORMA?

MSEK 1998/99 1999/00 2000/01 1998/99 1999/00 2000/01
Net revenues 1725 2023 2502 Revenue growth, % 30 17 24
Operating income Growth in operating income, % 18 5 33
before depreciation 186 194 240 Growth in operating income, excluding
o items affecting comparability, %" 18 5 25
DeprematlorT . -33 -33 -39 Operating margin, % 8.9 8.0 8.6
Items affectllng comparability 13 Operating margin, %,
Operating income 153 161 214 excluding items affecting comparability” 8.9 8.0 8.0
X N
Financial income and expense -7 Profit margin, % 8.3
Income after financial items 207
Return on shareholders’ equity, % 38
Taxes -56 Return on shareholders’ equity, %,
Minority interest 0 excluding items affecting comparability” 35
NET INCOME FOR THE YEAR 151 Return on capital employed, % 39
Return on capital employed, %,
excluding items affecting comparability® 37
Percentage of risk-bearing capital 38
2)
BALANCE SHEET, PRO FORMA Equity ratio, % 33
Debt/equity ratio, times 0.4
March31 March31 March31 Int / t:Cy ! Rati 12.8
nterest Coverage Ratio .
MSEK 1999 2000 2001 _ gerare
Net interest-bearing liabilities, MSEK 16
Tangible fixed assets 183 167 211
Financial assets 7 8 7 Number of employees at year-end 758 823 1162
Other current assets 521 613 848 Average number of employees 723 811 940
Liquid funds 151 Salaries and remuneration, including
Total assets 1217 social benefits, MSEK 308 347 420
Sales outside Sweden, % 45 51 51
Shareholders’ equity 400
Minority interest 6
Interest-bearing liabilities and provisions 167
Non-interest-bearing liabilities PER-SHARE DATA,PRO FORMA?
and provisions 329 395 644
Total shareholders’ equity and 1998/99 1999/00 2000/01
liabilities 1217 Number of shares outstanding
Canital loved 573 at year-end 27 864 232
apital employe Operating income per share, SEK 5.51 5.78 7.69
Pledged assets and contingent liabilities 82 Operating income per share, excluding
items affecting comparability, SEK" 5.51 5.78 7.22
Earnings per share, SEK 5.43
Earnings per share, excluding
2 items affecting comparability, SEK 5.09
STATEMENT OF CASH FLOW, PRO FORMA? _
Operating cash flow per share, SEK 3.04 5.36 7.62
MSEK 1998/99 1999/00 2000/01 Shareholders’ equity per share, SEK 14.35
Operating income 153 161 214
Adjustment for items
affecting comparability” -13
Adjustment for items
not included in cash flow 39 37 43
Change in working capital® -60 -30 -7
Cash flow before
capital expenditures 132 168 237
Capital expenditures excluding
corporate acquisitions -47 -19 -25
Operating cash flow 85 149 212
Y Items affecting comparability consist mainly of a refund of SPP pension
Net capital expenditures in contributions.
corporate acquisitions -90 -34 -195 % See page 37 for definitions.
Operating cash flow after capital
expenditures in corporate acquisitions -5 115 17 % Exchange-rate changes have only been considered for 2000/01.
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FINANCIAL STATEMENTS 2000/01, PRO FORMA

CONSOLIDATED STATEMENT OF INCOME

PRO FORMA

MSEK 2000/01
Net revenues Note 1 2502
Cost of goods sold -1773
Gross income 729
Selling costs -396
Administration costs -145
Items affecting comparability 13
Other operating revenues and expenses Note 3 13
Operating income Note 1 214
Financial income and expense Note 4 -7
Income after financial items 207
Taxes Note 5 -56
Minority share of income 0
Net income for the year 151

CONSOLIDATED STATEMENT OF CASH FLOW,

PRO FORMA

MSEK 2000/01
Income after financial items 207
Adjustment for items affecting comparability -13
Adjustment for items not included in cash flow Note 17 43
Current taxes -7
Cash flow from continuing operations

before change in working capital 230
Changes in working capital

Change in inventories -4
Change in current receivables -44
Change in current liabilities 41
Cash flow from continuing operations 223
Acquisition of companies -195
Acquisition of tangible fixed assets -43
Sale of tangible fixed assets 18
Cash flow from investing activities -220
Cash flow from continuing operations

and investing activities 3

33

CONSOLIDATED BALANCE SHEET

PRO FORMA

MSEK March 31, 2001

ASSETS

Fixed assets

Tangible fixed assets Note 6 211

Financial fixed assets Note 7 7
218

Current assets

Inventories Note 8 376

Current receivables Note 9 472

Short-term investments 0

Cash and bank balances 151
999

Total assets 1217

SHAREHOLDERS' EQUITY AND LIABILITIES

Shareholders’ equity Note 10

Restricted equity

Share capital Note 11 56

Restricted reserves -

Unrestricted equity

Unrestricted reserves 193

Income for the year 151
400

Minority interest 6

Provisions

Interest-bearing provisions

Pensions and similar provisions Note 12 64

Non-interest-bearing provisions

Deferred tax 64

Other provisions 1
129

Long-term liabilities

Interest-bearing liabilities

Liabilities to credit institutions Note 13 86

Other liabilities 10

Non-interest-bearing liabilities

Other liabilities 0

96

Current liabilities

Interest-bearing liabilities

Liabilities to credit institutions 6

Other liabilities 1

Non-interest-bearing liabilities

Operating liabilities Note 14 579
586

Total shareholders’ equity and liabilities 1217

Assets pledged Note 15 74

Contingent liabilities Note 15 8



NOTES

NOTE 1 Net revenues and operating income by
business area and geographic market

NOTE 3 Other operating revenues
and expenses

Net revenues Operating income Group
2000/01 2000/01 2000/01
By business area Other operating revenues 15.0
Component Systems 971 91 Other operating expenses -1.6
Production Systems 805 60 134
Transmission Systems 729 53
Parent Company/consolidation elimination -3 -3
Items affecting comparability 13 NOTE 4 Financial income and expense
2502 214
By geographic market Group
Sweden 1217.3 2000/01
Finland 605.9 Interest income 10.9
Denmark 428.4 Interest expense -17.6
Norway 61.8 6.7
Germany 37.2
Other countries 151.5
28021 NOTE 5 Taxes
.. . . Group
NOTE 2 Depreciation of tangible fixed assets 2000/01
by function Taxes paid -49.4
Deferred tax -6.8
Group -56.2
2000/01
Cost of goods sold -11.5
Selling expenses -14.0
Administration expenses -10.9
Other operating expenses -2.3
-38.7
NOTE 6 Tangible fixed assets
Buildings Leasehold
Group and land improvements Machinery Equipment Total
Accumulated cost
At beginning of year 105.1 5.6 50.3 157.9 318.9
Capital expanditures 1.8 2.3 14.3 25.0 43.4
Acquisition of subsidiaries 30.6 0.1 64.5 17.9 113.1
Sales and disposals -4.8 0.0 -1.5 -35.9 -42.2
Translation differences for the year 4.4 0.6 4.7 5.1 14.8
At year-end 137.1 8.6 132.3 170.0 448.0
Accumulated depreciation according to plan
At beginning of year -18.4 -4.4 -32.1 -98.0 -152.9
Depreciation according to plan -2.2 -0.8 -8.7 -24.2 -35.9
Acquisition of subsidiaries -10.0 -46.5 -11.1 -67.6
Sales and disposals 2.0 0.0 1.6 23.2 26.8
Translation differences for the year -1.0 -0.2 -3.5 -3.3 -8.0
At year-end -29.6 -5.4 -89.2 -113.4 -237.6
Accumulated write-ups
At beginning of year 0.0 0.0
Acquisition of subsidiaries 1.0 1.0
At year-end 1.0 1.0
Accumulated depreciation of write-ups
At beginning of year 0.0 0.0
Acquisition of subsidiaries -0,6 -0,6
At year-end -0,6 0.0 0.0 0.0 -0,6
Residual value at year-end 107.9 3.2 43.1 56.6 210.8
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Note 6 continued NOTE 8 Inventories

Buildings Group
Group and land March 31, 2001
Tax assessment value, Swedish properties Raw materials and supplies 22.8
Buildings 62.6 Goods in production 13.6
Land 10.7 Finished products and goods for resale 333.6
Advance payments to suppliers 5.7
Leasing fees" 375.7
Leasing fees paid during the financial year 8.2
Future payments become due by following amounts per year:
Year 1 after current financial year 11.1 NOTE 9 Current receiva bles
Year 2 after current financial year 8.6
Year 3 after current f?nanc?al year 3.9 Group
Year 4 after current financial year 0.5 March 31, 2001
Year 5 after current financial year 0.0
Accounts receivable 423.5
b . . .
Pertains mainly to equipment Other receivables 30.2
Prepaid expenses and accrued income 18.5
472.2
NOTE 7 Financial fixed assets
Group
March 31, 2001
Other shares 5.4
Other long-term receivables 1.7
7.1
NOTE 10 Shareholders’ equity
Restricted Unrestricted
Group Share capital reserves equity Total
Opening balance 0.1 0.1
New share issue 55.6 55.6
Shareholder contribution 344.3 344.3
Amount at year-end 55.7 0.0 344.3 400.0

NOTE 11 Share capital

NOTE 12 Pensions and similar commitments

The share capital consists of 1 843 744 class A shares with a par value of SEK
2 carrying ten votes each and 26 021 416 of class B shares, with a par value of

SEK 2 carrying one vote each.

Group

March 31, 2001

Provision for pensions, PRI 62.1
Provision for pensions, other 1.9
64.0
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NOTES

NOTE 13 Long-term liabilities to credit

institutions

Group
March 31, 2001

Committed credit

NOTE 16 Employees and personnel costs

2000/01
Men Women Total

Average number of employees by country

Sweden
Approved credit limit 106.4 Parent Company 4 2 6
Unutilized portion -42.6 Other Swedish companies 385 120 505
Credit facility utilization 63.8 Denmark 132 53 185
Finland 160 56 216
Liabilities to credit institutions Norway 14 2 16
Maturing earlier than 2 years 6.1 Other countries 8 4 12
Maturing earlier than 3 years 2.1 703 237 940
Maturing earlier than 4 years 2.5
Maturing earlier than 5 years 1.8 2000/01
Maturing later than 5 years 9.6
321 Board of of
85'9 Directorsand  which
’ president bonus Others
Salaries and other
. - TITR] renumeration by counti
NOTE 14 Operating liabilities v countty
Sweden
Parent Compan 3.3 0.8 2.9
Group Other S ed'psh Zom anies 20.8 4.1 138.2
rSwW | I . . .
March 31, 2001 P
Denmark 10.9 0.5 66.9
Advance payments from customers 4.3 Finland 6.5 1.1 61.5
Accounts payable 282.4 Norway 1.4 0.4 5.2
Tax liabilities 49.8 Other countries 0.8 - 2.4
Other liabilities, non-interest-bearing 128.0 43.7 6.9 277.1
Accrued expenses and prepaid income 114.6
579.1 2000/01
Social Of which
A Wages and security pension
NOTE 15 Pledged assets and contingent salaries  benefits costs
liabilities Wages and salaries and
social benefits
Group Parent Company 6.2 4.1 2.1
March 31, 2001 Subsidiaries 314.6 94.8 27.3
320.8 98.9 29.4

Pledged assets for liabilities to credit institutions

Real estate mortgages 17.3
Corporate mortgages 56.6

73.9
Contingent liabilities 8.0
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NOTE 17 Adjustment for items not included in

cash flow
Group
2000/01
Depreciation according to plan 38.7
Gain on sales of companies and fixed assets -2.2
Change in pension commitments 6.4
Other 0.3
43.2



Definitions

Average number of employees
Average number of full-time employ-
eesduring theyear.

Capital employed
Balance sheet total |ess non-interest-
bearing provisions and liabilities.

Debt/equity ratio

Interest-bearing liabilitiesin relation
to shareholders’ equity plus minority
interest.

Equity ratio

Shareholders' equity, plus minority
interest as a percentage of the balance
sheet total.

Interest-coverage ratio

Income after financial items, plus
interest expense plus/lesstrandation
differences, inrelation to interest
expense, plus/lesstranslation diffe-
rences.

Net debt equity ratio

Net interest-bearing liabilitiesin rela-
tion to shareholders’ equity plus mi-
nority interest.

Net earnings per share

Net incomefor theyear inrelation to
the number of shares outstanding at
year-end.

Net interest-bearing liabilities
Interest-bearing liabilities, lessliquid
assets and short-term investments.

Operating cash flow

Cash flow from continuing opera-
tions, excluding any constituent
interest items, taxes or dividends,
and cash flow related to investments
in production resources.

Operating margin
Operating income as a percentage of
net revenues.

Profit margin

Income after financial itemsasa
percentage of net revenues.
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Proportion of risk-bearing capital
Sum total of shareholders’ equity, mi-
nority interest and deferred taxesasa
percentage of the balance sheet total.

Return on capital employed
Income after financial items, plus
interest expense, plus/lesstrand ation
differences as a percentage of balance
sheet total at year-end, lessnon-
interest-bearing provisions and liabil-
ities.

Return on shareholders’ equity
Income after taxes as a percentage of
shareholders’ equity at year-end.

Revenue growth

Increasein net revenues as apercen-
tage of net revenuesin the preceding
yedr.

Shareholders’ equity per share
Shareholders’ equity divided by the
number of shares outstanding at year-
end.



COMMENTS ON THE FINANCIAL OVERVIEW

The commentsbelow are based onthe pro
formaincome statementsand balance
sheetsand the condensed cash flow state-
ment for the 1998/99, 1999/00 and
2000/01 financia years. Theproformaac-
counting is described on page 30.

REVENUES

Between the 1998/99 and 2000/01 financia
years, the Group showed average growthiin
net revenues of dightly morethan 20 per-
cent per year. High growth wasreportedin
all three of Addtech’sbusiness aress. Be-
tween the 1998/99 and 2000/01 financial
years, average growth in net salesby busi-
ness areawas approximately 20 percent per
year for Production Systems, about 19 per-
cent for Transmission Systemsand dightly
morethan 22 percent for Component Sys-
tems.

Sweden, the Group’slargest individual
market, accounted for approximately 49
percent of net revenues during the 2000/01
financid year. Thecurrent trend isthat
markets outs de Sweden areincreasing
their share of total Group revenues. During
the past three years, the proportion of reve-
nues outsi de Sweden hasrisen from ap-
proximately 45 percent to about 51 percent
of the Group'stotal net revenues.

2000/01

The Group’s net revenues during 2000/01
totaled M SEK 2 502, equivalent to growth
of approximately 24 percent compared
withthe preceding year. Addtech acquired
seven companiesduring the year for atotal
of MSEK 195", of which theacquisition of
FB Industri, which amounted to M SEK
94", wasthelargest individual item. The
acquired companies accounted for atotal

Net revenues, MSEK 1998/99 1999/00 2000/01
Production Systems 563 619 805
Transmission Systems 517 584 729
Component Systems 649 826 971
Parent Company/Consolidation eliminations -4 -6 -3
Group total 1725 2023 2502
Operating income, MSEK 1998/99 1999/00 2000/01
Production Systems 46 44 60
Transmission Systems 45 51 53
Component Systems 59 68 91
Parent Company/Consolidation eliminations 3 -2 -3
Group total 153 161 201

NET REVENUES BY BUSINESS
AREA (PRO FORMA)

MSEK
1000

800

600 —

400 — -

200 — -

Production Transmission Component
Systems Systems Systems

98/99 99/00 M 00/01

NET REVENUES BY MARKET
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%
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of MSEK 174, or approximately 9 percent-
age points, of revenue growth during the
year. The proportion of revenuesoutside
Sweden was 51 percent, unchanged com-
pared with the preceding year.

Theoverall demand trend wasfavora-
ble during thefinancia year, although
signsof aweaker trend becameincreasing-
ly noticeable during the third quarter.

TheProduction Systemsbusinessarea
reported net revenues of MSEK 805, up 30
percent. Companies acquired during the
year accounted for atotal of MSEK 102,
or approximately 16 percentage points, of
therevenueincrease. Salesof systemsde-
veloped favorably in general. Of total sales
of systems, equipment for electronic pro-
duction showed the greatest revenue
growth.

Transmission Systemsreported net
revenues of MSEK 729, an increase of
approximately 25 percent. Companiesac-
quired during the year accounted for atotal
of MSEK 71, or approximately 12 percen-
tage points, of therevenueincrease. The
percentage of niche production and rev-
enuesoutsidethe Nordic Regionrose
following the acquisition of FB Industri.

Component Systemsreported net rev-
enuesof MSEK 971, anincrease of ap-
proximately 17 percent. Sales of com-
ponents continued to devel op favorably
and sales of electronic, mechanica and
electromechanica components showed
high growth figures.

Acquisitions

In March 2001, the Component Systems
business areaacquired Nordic Battery
Power, which has net sales of approxi-
mately MSEK 27 on an annual basis. Also
in March, Tufvassons Transformator, with
annual net sales of approximately MSEK
60, was acquired. Tufvassons Transforma-
tor ispart of the Component Systemsbusi-
nessarea. Asaresult of theacquisition, the
business areaiincreased its production of

¥ Purchase consideration less acquired liquid funds



complete power supply solutions. Tufvas-
sons conducts proprietary production ope-
rationsin Sweden and Poland.

Theacquisition of Harring Industri, a
Danish company with annual salesof
MSEK 20, enhanced the Component Sys-
temsbusinessarea spositionin the Danish
power supply market.

FB Industri, apublicly traded company
with annual net salesof MSEK 230, was
acquired in December 2000. Since FB In-
dustri hasoperationsin several European
countries, it providesthe Addtech Group
withaplatformfor continued growthinthe
European market. FB Industri is part of the
Transmission Systemsbusinessarea.

In September, ESD-Center, with annu-
a net salesof approximately MSEK 60,
was acquired. In July, the Group acquired
Vilokan, with annual net sales of about
MSEK 35. K.M.C.Y tbehandling, with an-
nual net sales of approximately MSEK 35,
wasacquired inApril. All three of these
companiesare part of the Production Sys-
temshbusinessarea

1999/00
The Group’snet revenues during 1999/00
roseby 17 percent to MSEK 2 023. Three
companieswereacquired during the year
for atotal of MSEK 34%. Thethreeac-
quired companies accounted for atotal of
MSEK 94, or approximately 5 percentage
points, of revenue growth during the year.
Market demand trend wasfavorable
during thefinancial year, assignsof a
broadly based economic upswing became
noticeable. Capital spending propensity in
theindustrial sector increased steadily dur-
ing theyear, yielding favorable effectson
ordersreceived by Addtech. However, a
weak trend was noted for capital-intensive
investment productsfor the automotive
and mechanical engineeringindustries.
The proportion of salesoutside Sweden
rosefrom 45 percent to 51 percent, mainly
asaresult of favorabledemandin Finland

and the acquisition of companiesin Fin-
land and Denmark.

Production Systems' revenuesrose by
about 10 percent to MSEK 619.

Transmission Systemsreported net
revenues of MSEK 584, up approximately
13 percent.

Component Systemswasthebusiness
areathat showed thelargest revenuein-
crease, reporting revenues of MSEK 826, a
rise of dightly morethan 27 percent com-
pared with the preceding year. Theincrease
inrevenueswas mainly attributableto com-
pany acquisitions combined with astrong
trend for sdlesof industrial components.

Acquisitions

In October 1999, the Transmission Sys-
temsbusinessareaacquired Movetec,
aFinnish company with net sales of ap-
proximately MSEK 15 onanannual basis.
In June, Transmission Systems completed
acomplementary acquisition through the
purchase of UN Hydraulik, with annual
saesof about MSEK 15. InApril, Com-
ponent Systemsacquired Eltech, with net
salesof approximately MSEK 75onan
annua basis.

1998/99

The Group’s net revenues rose by 30 per-
cent in 1998/99 compared with the preced-
ing year, to MSEK 1 725.

The Group acquired three companies
during theyear for atotal of MSEK 90°.
The acquired companies accounted for
MSEK 140, or approximately 11 percent-
age points, of net revenue growth during
theyear.

In the manufacturing industry, demand
trend for industrial componentswasfavor-
ableduring thefinancia year. Although a
wesker demand trend was noted for sales
of systemsduring theearly part of thefi-
nancia year, astabilization occurred to-
wardsthe end. The proportion of salesout-
side Sweden was 45 percent.
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Acquisitions

Insmat Akku, aFinnish company with
annual net sales of approximately M SEK
70, was acquired in October 1998. The
acquired company is part of the Compo-
nent Systems business area.

Another Finnish company, Kraftmek,
and Laserstans of Sweden were acquired
in June. Both of these companies—which
have annual salesof about MSEK 85and
MSEK 40, respectively —are part of the
Transmission Systemsbusinessarea.

OPERATING PROFIT AND
OPERATING MARGIN

Between 1998/99 and 2000/01, Addtech’s
operatingincomerose by an average of 18
percent per year including itemsaffecting
comparability. The operating margin was
relatively stable during the period, ranging
from 8.0 percent to 8.9 percent. Thein-
creasein operating incomewasmainly at-
tributable to higher revenues, athough
cost-saving messuresimplemented during
the period also made acontribution. The
pricesituation wasrelatively stable, but
some price pressure was noted for sales of
machinery and components. However, this
wasoffset in part by agradual increasein
the proportion of salesof services, niche
productsand systems, which yield more
favorable margins.

By business area, the operating mar-
ginranged from 7.2 percent to 8.1 per-
cent for Production Systems, 7.3 percent
to 8.8 percent for Transmission Systems
and 8.2 percent to 9.4 percent for Com-
ponent Systems.

Payroll expenses account for the
largest single portion of Addtech’s operat-
ing expenses, corresponding to approxi-
mately 15 percent of the Group’snet rev-
enues and some 60 percent of operating
expenses. Depreciation accountsfor about
5 percent of operating expenses.

1 Purchase consideration less acquired liquid funds



COMMENTS ON THE FINANCIAL OVERVIEW

2000/01

During the 2000/01 financia yesr,
operatingincome, including items affect-
ing comparability?, amounted to M SEK
214, up 33 percent. Operating income
corresponded to an operating margin of
approximately 8.6 percent, representing
anincrease of 0.6 of one percentage point
compared with the preceding year. Ex-
cluding itemsaffecting comparability?,
operatingincomerose 25 percent to
MSEK 201, corresponding to an operat-
ing margin of 8.0 percent.

Production Systems’ operating profit
rose by 35 percent to MSEK 60, corre-
sponding to an operating margin of 7.5
percent. Theincreasein operating income
wasmainly attributableto astrong trend
inthetelecommunications segmentin
Finland.

Operating incomeinthe Transmis-
sion Systemsbusinessarearose by only
3 percent to MSEK 53, corresponding to
an operating margin of 7.3 percent (pre-
ceding year: 8.8 percent). Thereduced
margin was due mainly to structural
measures.

OPERATING INCOME AND
OPERATING MARGIN (PRO FORMA)

MSEK %
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M Operating income,
including items
affecting
comparability*

Operating margin,
including items
affecting
comparability*

Component Systems' operatingin-
comerose by 35 percent to MSEK 91,
corresponding to an operating margin of
9.4 percent (preceding year: 8.2 percent).
Thisrepresented anormalization of the
operating margin compared with the pre-
ceding year, when the margin was adver-
sdly affected by volume growth resulting
fromacquisitions.

Income &fter financial itemsfor
2000/01 amounted to MSEK 207, cor-
responding to aprofit margin of 8.3 per-
cent.

1999/00
During the 1999/00 financia year,
operating income amounted to M SEK
161, up 5 percent. The operating margin
was 8.0 percent, corresponding to ade-
clineof 0.9 of one percentage point com-
pared with the preceding year.
Production Systems’ operatingin-
comefell by 3 percent to MSEK 44, cor-
responding to an operating margin of 7.2
percent (preceding year: 8.1 percent). The
lower margin wastheresult of ashiftin
the product mix, intheform of anin-

OPERATING INCOME BY
BUSINESS AREA (PRO FORMA)
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* Excluding items affecting comparability, operating in-
come amounted to MSEK 201 during 2000/01 and the
operating margin was 8.0 percent. Theitems affecting
comparability consist mainly of a refund of pension con-

tributions from SPP.
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creased share of machinery compared
withthe preceding year. Thedropin
operatingincomewas due mainly to
weak salesto segments of the automo-
tive industry.

Operating profitinthe Transmission
Systemsbusinessarearose by 14 percent
to MSEK 51. Theoperating marginin-
creased marginally to 8.8 percent (preced-
ing year: 8.7 percent).

Component Systems' operating in-
comerose by 14 percent to M SEK 68.
The operating margin declined to 8.2 per-
cent (preceding year: 9.1 percent). The
lower margin wastheresult of acquisi-
tionsand structural measures.

1998/99

During the 1998/99 financia year, opera-
ting income rose 18 percent to MSEK
153, representing an operating margin of
8.9 percent.

Production Systems’ operatingin-
come amounted to MSEK 46, corre-
sponding to an operating margin of 8.1
percent.

Transmission Systems' operating
incometotaled MSEK 45, equal toan
operating margin of 8.7 percent.

Component Systemsreported operat-
ingincomeof MSEK 59, corresponding
to an operating margin of 9.1 percent.

BALANCE SHEET TREND

The Group'stotal assetson March 31,
2001 amountedto MSEK 1217. The
retio of tangiblefixed assetsto net rev-
enueswas 8.4 percent. Theincrease com-
pared with the preceding year wasdue
mainly to the acquisition of FB Industri.
Measured in the same manner, capital

Y Consists mainly of a refund of SPP pension
contributions.



tied upin current assetsranged from 30
to 34 percent and consisted mainly of ac-
countsreceivable and inventories. The
average credit period for accountsrecei-
vablewas approximately 40 days. Non-
interest-bearing liabilitiesand provisions
rose sharply during 2000/01 compared
with the preceding year, dueto nonrecur-
ring effectsresulting from acquisitions
made at theend of thefinancial year.
Another reason isthat the accountsdo not
includefull-year salesfiguresfor major
acquisitionsduring theyear, at the same
time asthe effect on the balance sheet
wasincludedinfull.

CAPITAL EXPENDITURES AND
CASH FLOW

Investmentsin tangible fixed assetsdu-
ring the past threefinancial yearstotaled
MSEK 129, a the sametime asdeprecia-
tion of tangiblefixed assetstotaled

MSEK 105. Capital expendituresin com-
pany acquisitionsduring the same period
amounted to MSEK 319.

The operating cash flow wasM SEK
85in1998/99, MSEK 149in 1999/00
and MSEK 212in2000/01. Themain
reason for the positivetrend wasanin-
creasein operating income, supported by
thefact that therisein revenueswas
achieved whilelimiting theresultingin-
creaseinworking capital. During the past
two years, the Group hasimplemented
action programsaimed at reducing funds
tiedin of working capital.

PROFITABILITY

TheAddtech Group showed healthy
profitability throughout the period un-
der review. Thereturn on equity in
2000/01 was 38 percent (35 percent, ex-
cluding items affecting comparability)®.
Thereturn on capital employed was 39

Percentage of net revenues 1998/99 1999/00 2000/01
Tangible fixed assets 10.6% 8.3% 8.4%
Current assets 30.2% 30.3% 33.9%
Non-interest-bearing liabilities and provisions 19.1% 19.5% 25.8%
Distribution of investments

by category and as a

percentage of net revenues 1998/99 1999/00 2000/01
Investments in tangible fixed assets 57 29 43
Proportion of net revenues 3.3% 1.4% 1.7%
Investments in corporate acquisitions 90 34 195
Proportion of net revenues 5.2% 0.9% 7.8%
Sales of tangible fixed assets 10 10 18

Proportion of net revenues

0.6% 0.5% 0.7%

The Group'’sinterest-bearing liabilities and provisions are distributed as

follows by currency:

SEK DKK NOK FIM GBP Total
Local currency (thousands) 97 843 50923 1561 2242 94
SEK (thousands) 97 843 62457 1780 3452 1394 166926
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percent during 2000/01 (37 percent, ex-
cluding items affecting comparability)®.
Inthe past year, a Group-wide action
program implemented in order to re-
ducetied-up capital and increasethe
operating margin has had afavorable
impact on profitability.

FINANCIAL POSITION AND
LIQUIDITY

At theend of thefinancia year, meaning
March 31, 2001, liquid assets and short-
terminvestmentstotaled MSEK 151. In-
terest-bearing liabilitiesand provisions
amounted to MSEK 167. Accordingly,
Addtech had net interest-bearing liabili-
tiesof MSEK 16, corresponding to anet
debt/equity multiple of 0.04. During
2000/01, financial expensesamounted to
MSEK 18. Theinterest-coverageratio
was 13.

The accompanying table showsthe
distribution of the Group’sinterest-bear-
ing liabilitiesand provisions.

Pension provisions account for
MSEK 64 of interest-bearing provisions.
OnMarch 31, 2001, the Group’s
shareholders equity amounted to M SEK

400 and the equity ratio was 33 percent.

TAX SITUATION
The Group’saveragetax rate during
2000/01 was 27 percent. Addtech’'s
reported tax expense during the period
were MSEK 56. Addtech hasunutilized
tax loss carryforwards of MSEK 8.
Addtech conducts most of itsopera
tionsinthe Nordic Region, which ac-
countsfor most of the Group’stax obliga-
tions. Thenomind tax rates are 28 per-
cent in Sweden and Norway, 30 percent
in Denmark and 29 percent in Finland.

Y Consists mainly of a refund of SPP pension
contributions.



FINANCIAL OBJECTIVES, OUTLOOK
AND DIVIDEND POLICY

FINANCIAL OBJECTIVES
Addtech’sobjective over abusinesscycle
isto achieveincome growth, expressed as
income after financial items, of at least 15
percent per year. Theobjectivefor there-
turn on shareholders’ equity isto attain at
least 25 percent.

Internally, the Group applies profitabil -
ity targets based on the return onworking
capital (P/WC)». Theobjectiveisthat each
established business unit achievesaP/WC
of 45 percent.

DIVIDEND POLICY

TheBoard of Directors’ intention isthat
Addtech distribute adividend correspond-
ing to 30-50 percent of the Group'savera
geincomeafter taxes over abusinesscy-
cle. However, the Group'slong-term
financing requirementsand growth plans
must always be taken into account.

FINANCE POLICY

Thefinance policy definesthefinancia
risksto whichthe Group’soperationsare
exposed —namely, currency, interest and
credit risks. The policy expressestheaim
of limiting or eliminating theserisksand
assignsresponsibility and authority for risk
management.

Y Working capital is defined as accounts receiv-
able plus inventories less accounts payable.

SENSITIVITY ANALYSIS
Addtech’searnings are affected by a
number of factors, the principal of
which are shown in the accompanying
table. The reported effects should be
viewed solely asan indication and do
not include the consequences of off-
setting measures the Group may take
in such situations. The sensitivity ana-
lysis should be viewed with caution,
since changesin the various parame-
ters often correlate.

Liquid fundsthat arenot tied upin cur-
rent operations shall, pending their usefor
the Group’sexpansion, beinvested infi-
nancial instrumentswith at |east the same
rating asthe Kingdom of Sweden or with
well-established Swedish banks.

In addition to the estimated capital
requirementsfor the year ahead, an addi-
tional 20 percent must be secured through
availableliquid funds or committed credit
facilities.

CURRENCY POLICY

The currency risk towhichthe Groupis
primarily exposed pertainsto exchange-
rate changes affecting future payment
flows. The Group’smain flowsresult from
importsfrom Europe, Asiaand North
America. During 2000/01, importsac-
counted for more than 90 percent of the
Group's purchases. The principal curren-
ciesareEUR, USD, JPY, GBPand CHF.
The Group dso hasinvoicingin USD,
EUR, JPY, GBP and CHF. Addtech’s cur-
rency policy stipulatesthat the effects of
exchange-rate changes should be &liminat-
edtotheextent possible. Thisisachieved
through the use of currency clausesin cus-
tomer contracts, salesin the same currency
aspurchasesand forward contractsin

caseswhereitisconcluded that it isnot
possibleto offset anegative currency effect
by adjusting pricesto customers. Group
exportsamount to approximately 5 percent
of net revenues.

The accountsare al so affected by the
trandation of the earningsof foreign sub-
sidiariesand net assetsinto SEK. These ex-
change-raterisksare not hedged at present.

Net currency flows 2000/01, MSEK*

EUR -280
JPY -70
CHF -50
GBP -40
usD -5
* “”-”denotes a negative cash flow. The information

refers to flows in non-Nordic currencies.

FUTURE INVESTMENT LEVEL
During the past three years, investmentsin
tangiblefixed assetshave totaled M SEK
129 (proforma). Theseinvestments per-
tained mainly to I'T equipment, machinery
and equipment.

During the same period, capital expen-
dituresin corporate acquisitionstotaled
MSEK 319.

On thewhole, thismeansthat the pace
at which the Group implements corporate
acquisitionswill havethe greatest effect on
thefuture capital spending level.

Factor Change Impact on operating income, MSEK
Sales volume +/-5% +10/-30
Payroll costs +3% -15
Exchange-rate effects on purchases

and sales

- EUR +/-5% -15/+15
-JPY +/-5% -3/+3
- CHF +/-5% -2/+2
- GBP +/-5% -2/4+2
- USD +/-5% -0/+0
Translation effects

- FIM +/-5% +3/-3
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SEASONAL VARIATIONS
Toalimited extent, Addtech’soperations
are affected by seasond variations. The
Group'soperationsnormally follow the
seasonal pattern of manufacturing industri-
es, which resultsin lower salesduring the
summer. Based on the historical pattern,
approximately 45 percent of incomeis
generated during thetwo first quarters,
meaning April—September, and 55 percent
during thetwofind quartersof Addtech’s
financia year, meaning October—March.
Significant deviationsfrom this pattern
could occur in connection with rapid chan-
gesin business conditions during afinan-
cid year.

OUTLOOK

Addtech, which consists primarily of the
Bergman & Beving Group’sformer Indus-
try businessareg, hasatrack record of
forceful growth combined with hedlthy
profitability. Sincetheunderlying growth
ratein Addtech’smarket islimited, growth
must be achieved through successful
acquisitionsand in-house businessdevel -
opment. Asaresult of aselectiveacquisi-
tion strategy, in which each acquisitionis
intended to provide Addtech with aniche
competency inanew segment or asegment

A minor addition to the business
volume of the Group’s various opera-
tions may be expected to have afavora-
ble effect on operating profit, corres-
ponding to the particular unit’s gross
margin. Following acertain increase,
however, the operationsreach such ale-
vel of resource utilization that resour-
ces haveto be expanded. Thisresultsin
astepped effect, which tendsto reduce
the favorabl e earnings effect of additio-

with closelinksto existing operations,
Addtech has devel oped into ahigh-growth
company. Frequently, acquired companies
or parts of acquired companiesare com-
bined with existing operations, whereby
new combinations generate the prerequi-
sitesfor higher total growth.
Despiteacertain degree of pricepres-
sure affecting some of the segmentsin
which Addtechisactive, the Group has
managed to keep the operating margin re-
latively intact. Thishas been achieved
through acontinuous and, to date, success-
ful focus on constantly increasing added
valueto customers, thereby justifying a
higher margin. Thisadded value appliesto
both niche production and an increased
knowledge content in customer offerings.
In order to achievethe established growth
and profitability targetsin thefuture, how-
ever, acquisitionswill continueto bere-
quired. According to Addtech, the poten-
tial for such acquisitionsisfavorable. By
acquiring new profitable nichesthat com-
plement existing operations, the Group
will evolveinto amore complete partner
to customerswho are frequently market
leadersin termsof technol ogy. Onefeature
of Addtech’s strategy isto use partnerships
with such customersasaplatformfor in-

nal volumeto alevel corresponding to
the operating margin.

In the event of declining volume, it
may be assumed that the adverseim-
pact on operating profit would exceed
the corresponding favorabl e effect of
increased volume. Active measures
would berequired to offset the negative
effects, with the aim of reducing them
tothelevel of the operating marginina
slightly longer term.
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ternationa expansion, based on the con-
cept applied successfully intheNordic re-
gion.

Sincemost of the customersare active
in the Nordic manufacturing industry,
Addtechisalso feeling the consequences
of the current economic slowdown. Thisis
reducing capacity requirementsinindus-
try, which ishaving anegativeimpact on
capital expenditurelevels. However, Add-
tech’s sensitivity to economic cycleshas
been reduced through conscious effortsto
increasethe portion of salesthat isnot
capital-spending related —for example,
service, support and product devel opment,
which continueto be required during pe-
riods of economic slowdown. Asaresult
of Addtech’sholistic approach and part-
nership strategy, the Group isbecoming
increasingly involved asearly asat the
product devel opment stage and, during
later stages of the value chain, asasuppli-
er of accessories, service and support for
production activities.

It should also be noted that the
Group’svarious operations are subject
to different underlying conditionsin
terms of effects on grossmargin and re-
source utilization, for example. Thisre-
sultsin different opportunitiesto ab-
sorb avolume increase within the fram-
ework of existing operations, or conver-
sely, to reduce resourcesif businessvo-
lumes decline.



INTERIM REPORT FOR THE THREE MONTHS
ENDED JUNE 30, 2001

e Net revenues increased by 16
percent to MSEK 636 (550)

e Operating income amounted
to MSEK 41 (46)

e Income after financial items
amounted to MSEK 40 (45)

e The equity ratio increased to
37 percent (34)

e As previously announced, the
Board of Directors of Addtech’s
owner, Bergman & Beving AB,
has decided to propose to the
regularly scheduled Annual
General Meeting to be held
August 22 to distribute Add-
tech to Bergman & Beving’s
shareholders. The first day
for listing is expected to be
September 3.

All comparative data are pro forma pursuant to

assumptions set forth in Information to the share-

holders of Bergman & Beving AB regarding distri-
bution of subsidiaries Addtech AB and Lagercrantz

Group AB. Comparative data for prior years have

been adjusted for the effect of applying recom-

mendation RR9 on income taxes of the Swedish
Financial Accounting Standards Council.

NET REVENUES AND INCOME
Net revenuesfor thefirst three months
of thefinancial year increased by 16
percent to M SEK 636 (550). Thein-
creaseisexplained by added business
volumein units acquired during the past
operating year.

The genera economy has gradually
weakened during the spring in several
of the Group’s markets, which has af-
fected operations. Especially hard hit
has been machinery and equipment of
an investment character. For several of
the Group’simportant markets, such as
the electronics and telecom markets, it
is uncertain when an economic turn-
around can be expected.

Targeted actionin theform of exten-
sve cogt-cutting and organi zational
changeshasbeeninitiated to counteract
the effects of thewesker businessclimate.

Operating income amounted to
MSEK 41 (46), which isequivalent
to an operating margin of 6.4 percent.
The deteriorating margin isexplained
by additional salesvolumewith limited
profit contribution from acquired com-
panies during the period.

Income after financial itemsde-
clined to MSEK 40 (45).

Income after taxes amounted to
MSEK 28 (32), or SEK 0.98 per share
(1.13). The corresponding valuesfor the
most recent past 12-month period were
MSEK 145 and SEK 5.21, respectively,
as compared with the preceding operat-
ing year, MSEK 149 and SEK 5.36,
respectively.

MSEK April-June Change
2001 2000 %

Net revenues 636 550 16
Operating income 41 46 -11
- in % of net

revenues 6.4 8.3
Income after
financial items 40 45 -11
- in % of

net revenues 6.2 8.1
Earnings
per share, SEK 0.98 1.13 -13
BUSINESS AREAS

Production Systems

offers system solutions, primarly for the
production processes of the el ectronics,
engineering and automotiveindustries.
Net revenuesincreased by 8 percent to
MSEK 183 (170). Operating income
declinedto MSEK 9 (11).

Production Systems, where produc-
tion equipment for the electronics and
telecom industry isan essential part of
the business, was the unit in the Group
hardest hit by the economic slowdown.
The business situation isweaker than at
thistime one year ago. The decline ap-
pliesto al countries, but is especially
marked in Finland, where productionin
the electronics and telecom industries
has declined during the spring.
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While investment equipment has
dropped, sales of production material is
stable. Demand for solutionsfor sys-
temsintegration have increased.

The business area’ s units focused
on mechanical industry and the auto-
motiveindustry have been brought
together in anew division, TestPoint,
during the period. TestPoint has entered
into several major contractsfor delivery
of measuring and testing systemsfor
the auto industry with delivery over the
coming 12-month period.

Transmission Systems

mar kets transmi ssion components, ma-
chining elements and automation sys-
temsfor the manufacturing industry and
the aftermarket. Chains, gashetsand
machinery elements are mainly manu-
factured in-house.

Net revenuesincreased by 41 percent
to MSEK 225 (160). Theincreasein
continuing operationsis 5 percent.
Operating incomeincreased to M SEK
14 (13).

The combination of sales of compo-
nentsto producing customersin engi-
neering and the aftermarket has resulted
in astable market situation with good
demand.

Proprietary production of chains,
transmissions and machinery elements
has seen afavorable devel opment. Mar-
ket coveragein theareaof hydraulics
has been strengthened during the peri-
od. Ordersfrom truck manufacturers
totaling MSEK 80 for delivery over the
next two years have al so been won.

Component Systems

devel ops and markets component solu-
tionsfor the manufacturing industry and
the aftermarket.

Net revenuesincreased by 4 percent to
MSEK 229 (221). Operating income
declined to MSEK 18 (23).



The market situation has been
affected by the slowdown in the elec-
tronics and telecom industry, with
resultant weaker demand for compo-
nents and systems.

Among major orders during the
period can be noted agreementsfor
delivery of system solutionsintegrating
contactors and leads valued at M SEK
20. The applicationisfor base stations
and shipments commenced during the
month of July.

PROFITABILITY

Thereturn on capital employed for the
past 12-month period was 36 percent,
compared to 38 percent for the preced-
ing financial year. The corresponding
numbersfor return on equity were 34
percent and 36 percent, respectively.

FINANCIAL POSITION AND
CASH FLOW

Addtech’s equity ratio was 37 percent at
the end of the period, as compared with
34 percent at the beginning of the finan-
cial year. Shareholder’s equity per share
amounted to SEK 15.95, as compared
with SEK 14.90 at the beginning of the
financial year.

The Group’s net debt amounted to
MSEK 52 at the end of the period,
whichisanincrease of MSEK 36 com-
pared to the situation at the beginning of
thefinancia year. The primary reasons
for theincreaseisan increasein work-
ing capital and final settlement of pur-
chase money for companies acquired
during the preceding year.

The Group’sstrong financia posi-
tion, with low leverage and low net
debt, makesfor good opportunitiesfor
expansion by acquisition.

) The Addtech Group was capitalized March 31,
2001. Some data therefore omitted.

Cash flow from current operations
amounted to M SEK 5 during the period.
Investmentsin fixed assets amounted to
MSEK 6, and disposalsweremadein an
amount of MSEK 4.

Summary statement

of cash flow

MSEK Apr-Jun Full year
2001 2000/01

Income after financial items 40 207

Adjustment for items

affecting comparability - -13

Adjustment for items

not included in cash flow 9 43

Taxes paid -7 -7

Change in working capital -37 -7

Cash flow from

current operations 5 223

Net investment in

fixed assets -2 -25

Acquisitions and

divestitures of subsidiaries 0 -195

Financing operations -13 -

Cash flow for the period -10 3

Liquid funds at

beginning of period 151 =N

Translation diff. in liquid funds 1 =n

Liquid funds at end of period 142 151

CORPORATE ACQUISITIONS
No corporate acquisitionswere made
during the period. Integration of compa-
nies acquired during the preceding year
continued.

EMPLOYEES

The number of employeesat the end of
the period was 1 197, as compared with
1162 at the beginning of the period.

PERSONNEL OPTIONS

The Board of Directorsintendsto offer
members of senior management in the
Addtech Group so-called synthetic
options.
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ACCOUNTING PRINCIPLES
Thisinterim report has been compiledin
accordance with recommendation RR20
Interim Reporting of the Swedish Finan-
cia Accounting Standards Council.

The Swedish Financial Accounting
Standards Council’s recommendation
RR9 Incometaxesis being applied
starting with thisinterim report. Com-
parative datafor prior years have there-
fore been adjusted. Asaresult thereof,
equity hasincreased by MSEK 15.

Inall other respectsthe same ac-
counting principlesand basesfor form-
ing ajudgement as presented in Berg-
man & Beving'sAnnual Report for
2000/2001 have been applied. A state-
ment on accounting principles applied
isincluded in thelisting prospectusto
be available shortly by reason of Add-
tech’simpending listing on the O-list
of the Stockholm Stock Exchange
(Stockholmsbérsen AB).

PARENT COMPANY

The Parent Company’s net revenues
amounted to MSEK 6 (-) and income
after financial itemswas MSEK 0 ().

FUTURE OUTLOOK

The weakened economic activity with lo-
wer production and declining capital
spending has had anegative effect on the
Group'soperations. The market situation
has become gradual ly weaker and the ne-
gativetrend isevident inthe parts of the
Group dependent on the telecom and
electronicindustry. Thereisuncertainty
astowhen aturnaround in the economy
can be expected.



BUSINESS AREAS
Net revenues by business area

3 months ending 12 months ending

MSEK Jun. 30, 2001 Jun. 30, 2000 Jun. 30, 2001 Mar. 31, 2001
Production Systems 183 170 818 805
Transmission Systems 225 160 794 729
Component Systems 229 221 979 971
Parent Company and

consolidation eliminations -1 -1 -3 -3
Addtech Group 636 550 2588 2502

2001/02 2000/01

MSEK (quarterly data) Q1 Q4 Q3 Q2 Q1
Production Systems 183 227 229 179 170
Transmission Systems 225 232 186 151 160
Component Systems 229 260 269 221 221
Parent Company and

consolidation eliminations -1 -1 -1 0 -1
Addtech Group 636 718 683 551 550

Income by business area

3 months ending 12 months ending

MSEK Jun. 30, 2001 Jun. 30, 2000 Jun. 30, 2001 Mar. 31, 2001
Production Systems 9 11 58 60
Transmission Systems 14 13 54 53
Component Systems 18 23 86 91
Parent Company and

consolidation eliminations 0 -1 -2 -3
Operating income 41 46 196 201
- in % of net revenues 6.4 8.3 7.6 8.0
Financial income and expense -1 -1 -7 -7
Income after financial items 40 45 189 194
- in % of net revenues 6.2 8.1 7.3 7.8

Income data are before items affecting comparability.

2001/02 2000/01

MSEK (quarterly data) Q1 Q4 Q3 Q2 Q1
Production Systems 9 18 20 11 11
Transmission Systems 14 13 14 13 13
Component Systems 18 22 24 22 23
Parent Company and

consolidation eliminations 0 -1 -1 0 -1
Operating income 41 52 57 46 46
- in % of net revenues 6.4 7.3 8.4 8.4 8.3
Financial income and expense -1 -4 -1 -1 -1
Income after financial items 40 48 56 45 45
- in % of net revenues 6.2 6.7 8.3 8.2 8.1

Income data are before items affecting comparability.
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THE GROUP IN BRIEF

The Addtech Group was capitalized March 31, 2001. Certain values depending on capitalization have

therefore been omitted for periods and points in time prior to March 31, 2001.

Statement of income

3 months ending

12 months ending

Change in shareholder’s equity

MSEK Jun. 30, 2001 Jun. 30,2000 Jun. 30,2001 Mar. 31, 2001 Apr-Jun
MSEK 2001
Net revenues 636 550 2588 2502 -
Operating expenses -595 -504 -2392 -2301  Opening balance 400
Of which depreciation -10 -8 -41 -39 Effect of change in accounting principle 15
Items affecting comparability - - 13 13 Opening balance adjusted for new principle 415
Operating income 41 46 209 214 Translation difference for the period 1
- in % of net revenues 6.4 8.3 8.1 8.6 -

. T Income for the period 28
Financial income and expense -1 -1 -7 -7 Closing balance 444
Income after financial items 40 45 202 207
- in % of net revenues 6.2 8.1 7.8 8.3

? Effect of changed
Taxes 2 o -7 % accounting principles - RR 9
Minority interest -0 - -0 -0 gp p
Result for the period 28 32 145 149 Pro forma Adjusted
MSEK 2000/01 Adjustment pro forma
Earnings per share, SEK 0.98 1.13 5.21 5.36 / J Ld
Earnings per share not including I_ncom.e a.fter
items affecting comparability, SEK 0.98 1.13 4.87 5.02 financial items 207 207
Average number of shares Taxes -56 -2 -58
outstanding ('000) 27 864 27 864 27 864 27 864 Income for
Number of shares outstanding the period 151 -2 149
at end of period (‘000) 27 864 27 864 27 864 27 864 Fixed assets 218 218
Current assets 999 999
Balance sheet Total
assets 1217 1217
MSEK Jun. 30, 2001 Mar. 31, 2001 Shareholder’s
equit 400 15 415
Tangible fixed assets 205 211 q y

) . Liabilities and
Financial assets 8 7 provisions 817 -15 802
Inventories 395 376 Total
Short-term receivables 444 472 shareholder’s
Liquid funds 142 151 equity, 4

provisions an
Total assets 1194 1217 fiabilities 1217 0 1217
Shareholder’s equity 444 415
Minority interest 6 6 Stockholm, August 20, 2001
Interest-bearing liabilities and provisions 194 167
Non-interest-bearing Roger Bergqvist
liabilities and provisions 550 629 President and CEO
Total shareholder’s equity,
provisions and liabilities 1194 1217

Key figures

3 months ending

12 months ending
Jun. 30, 2001 Jun. 30, 2000 Jun. 30,2001 Mar. 31, 2001

Return on capital employed, % 36 38
Same not including items affecting comparability 34 36
Return on equity, % 34 36
Same not including items affecting comparability 32 34
Average number of employees
during the period 1177 823 1018 940
Number of employees at end of period 1197 832 1197 1162
Shareholder’s equity per share, SEK 15.95 14.90
Debt equity ratio 0.4 0.4
Equity ratio, % 37 34
All measurements of return computed based on average equity since March 31, 2001.
Acquisitions and divestitures since April 1, 2000
Date Acquisition Business Revenues Number of
(divestiture) area (MSEK)* employees*
2000/01 Q4 Tufvassons Transformator AB Component Systems 60 68
2000/01 Q4 Nordic Battery Power AB Component Systems 25 4
2000/01 Q4 Harring Industri A/S Component Systems 20 13
2000/01 Q3 FB Industri Holding AB  Transmission Systems 230 173
2000/01 Q2 ESD-Center AB Production Systems 60 20
2000/01 Q2 Vilokan Sweden AB Production Systems 35 12
2000/01 Q1 KMC Ytbehandling AB Production Systems 35 13

* Annual revenues and number of employees at time of acquisition.
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Auditor’s Review Report
We have reviewed this interim report in
accordance with Swedish generally accepted
standards for such reviews.

A review is significantly less in scope than an
examination in accordance with generally
accepted auditing standards.

During our review nothing came to our attention
to indicate that the interim report does not comply
with the requirements of the Act governing Securi-
ties Exchanges and Clearing Operations and the
Annual Accounts Act.

Stockholm, August 20, 2001

George Pettersson Thomas Thiel
Authorized Authorized
Public Accountant Public Accountant

Interim report for the period April 1,
2001-September 30, 2001 will be presented
November 13, 2001.

Addtech AB (publ), P.O. Box 508,
Parkvagen 2 A, SE-169 29 Solna, Sweden
Telephone +46-8-470 49 00,

Fax +46-8-470 49 01,
info@addtechab.com,
www. addtechab.com
Organization number 556302-9726



RISK FACTORS

A number of factors beyond
Addtech’s control affect the
Group’s earnings and financial
position, as do several factors
that the Group can affect
through independent action.
In an assessment of Addtech’s
future prospects, it is essential
that risk factors be taken into
account, in addition to opportu-
nities for profit improvements.

Thefactors noted below arejudged to be
thosethat will have the greatest impact
onAddtech’sfuture performance. Itis
important to note that the risks are not
ranked in order of importance and that
no claim ismadethat thelistiscom-
plete. A balanced assessment must also
include the other information provided
inthis prospectusand ageneral assess-
ment of business and market conditions.

ECONOMIC CYCLES
Addtechisactivein amature market in
which the businesstrend largely tracks
the general businesstrend for industrial
companies, in that demand for the Com-
pany’s products and servicesfluctuates
in accordance with industrial capital
spending. During periodswhen thein-
dustrial economy slows down, compa-
niesin the sector tend to reduce their
capital spending. Similarly, demand for
components from the OEM market also
variesin linewith thetrend of industrial
production.

By being activein several different
niches, and by actively developing new
niche segments, Addtech is striving to

reduceits sensitivity to economic cy-
cles. In addition, some of the nichesin
which the Company is active show an
opposite correlation with the general
economic trend. By offering ancillary
servicesin theform of technical service
and support, aswell as consumables,
and combining thiswith aflexibleand
agile organization, Addtech will be able
to further reduceits sensitivity to econo-
mic cycles.

COMPETITION
Asaresult of acontinuous decreasein
the number of playersin the market, and
thefact that those that remain are be-
coming larger, competition and price
pressure areintensifying. At the same
time, thisismaking it more difficult for
new playersto enter the market, since
cost considerations constitute abarrier.
Addtech aimsto participate actively
in the future consolidation of the sector.
The Group will also continueits quest
to secureleading market positionswith-
in specific niches and thus be ableto of -
fer products, services and tailor-made
solutionsin which priceis not the deter-
mining factor.

PRODUCT LIABILITY

Some of the products marketed by Add-
tech could, in the event of production
defectsor handling errors, resultin
damage/injury or production disrup-
tionsfor customersand thus giveriseto
arisk that claimsfor damages befiled
against Addtech. Since Addtech applies
customary termsand conditionsto all
itssales, the Group'sliability islimited.
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CONSOLIDATION AT CUSTO-
MER LEVEL

As consolidation among customersin-
creases, suppliers are meeting increas-
ing demandsfor being ableto accept
larger commitments. Asaresult, Add-
techisfacing demandsin termsof its
own financial strength and of its offe-
ring of products and services. If Add-
tech failsto satisfy these demands, this
could result in reduced sales.

CONTRACT MANUFACTURING
When acustomer outsourcesits produc-
tion to acontract manufacturer, thereis
therisk that the contract manufacturer
chooses asupplier other than the one
previoudly used by the customer. The
outsourcing trend could weaken cus-
tomer relations. At the sametime, the
increasing amount of contract manu-
facturing also creates new business op-
portunities.

ESTABLISHMENT IN NEW
MARKETS
The establishment of operationsin new
markets always entails certain risk, due
to inadequate experience of, and the
lack of an established customer basein,
thelocal market. During the establish-
ment stage, the costs for building up an
organization, including recruitment and
marketing expenses, can be consider-
able, at the sametime asfuture revenue
flowsare uncertain.

Addtech intendsto increaseits pre-
sencein markets other than Swedenin
thefuture.



GENERAL INFORMATION

INSURANCE

Addtech has concluded that all Group
companies have sufficient insurance
coverage, considering the risksthat
arisefrom its business operations.
Insurance coverage includes product
liability and business-disruption (con-
sequential loss) policiesand isreviewed
annually.

DISPUTES

In one case, awholly owned subsidairy
of theAddtech Group hasreceived a
claim regarding aleged faultsin com-
pleted deliveries. Theclaim has been
rejected. If, nonetheless, thismatter is
pursued and resultsin litigation, an
adverseruling could result in the sub-
sidiary concerned having to pay signi-
ficant damages. In such an event, a
corresponding claim will befiled against
thesubsidiary’s supplier. To date, how-
ever, no quantified claimsfor damages
have been received.

IMPORTANT AGREEMENTS
Companieswithin the Addtech Group
have concluded purchase and sales
agreements with suppliers and custo-
mers. Repurchase agreements have
been reached in connection with sales
of certain items of equipment.

Other agreementsin forceinclude
rental contracts, transport contracts,
leasing agreements for equipment and
acquisition agreements. None of these
agreements, or any other agreements,
areregarded as being unusual consider-
ing the type of operationsinvolved or to

have been concluded on non-com-
mercial terms.

AGREEMENT CONCERNING
SUPPLEMENTARY PURCHASE
MONEY

Addtech has concluded agreements
concerning supplementary purchase
money in four companies. These could
result in the payment of amaximum of
MSEK 10.5. The agreements pertain to:
Nordic Battery Power AB, with amaxi-
mum supplementary purchase con-
sideration of MSEK 1 and afinal date of
payment of February 28, 2002; Tufvas-
sons Transformator AB, with amaxi-
mum supplementary purchase con-
sideration of MSEK 5 and afinal date of
payment of March 31, 2002; Harring
Industri A/S, with amaximum supple-
mentary purchase consideration of
MDKK 2 and afina date of payment of
April 30, 2004; and ESD-Center AB
with amaximum supplementary pur-
chase consideration of MSEK 2 and a
final date of payment of September 30,
2001.

LEGAL FORM OF BUSINESS
ACTIVITY

Addtechisalimited liability company
that was regi stered with the Swedish
Patents and Registration Office on July
27,1987 under corporate registration
number 556302-9726. The Company
has conducted its current operations
sinceApril 1, 2001. The Company’s
form of association isgoverned by the
Swedish CompaniesAct (1975:1385).
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RELATIONSHIP WITH BERG-
MAN & BEVING AB

The business relationship between Add-
tech and the Bergman & Beving Group
has been and continuesto belimited. As
of September 1, 2001, however, there
will be no remaining businessrelation-
ships between the two groups and Add-
tech’sbusiness operationswill in no
way be dependent on Bergman &
Beving; nor doesAddtech turnto Berg-
man & Beving for any services.

PROPERTIES

Addtech |eases most of the premisesin
which the Group conductsits opera-
tions. Addtech owns 14 properties, of
which eight arein Sweden, four in Den-
mark, onein Finland and onein Poland.
Properties owned are used for produc-
tion, warehouse and administration pur-
poses. The properties contain atotal of
approximately 45 000 square meters

of floor space, of which 28 percentis
leased to external tenants. The properti-
esarein good condition, with no signifi-
cant capital spending requirements. At
the end of the 2000/01 financial year,
properties owned had abook value of
MSEK 108. In accordance with inde-
pendent valuations, the market value ex-
ceedsthe book value by approximately
MSEK 30.



GENERAL INFORMATION

RULES OF PROCEDURE FOR
THE BOARD OF DIRECTORS
AND INSTRUCTIONS FOR THE
PRESIDENT

Addtech hasformulated rules of proce-
dureregarding the division of responsi-
bilities and financial reporting in accord-
ance with the Swedish CompaniesAct.
Theserulesof procedure cover such
matters as Board meetings, the distribu-
tion of duties among the members of the
Board of Directors and the type of mat-
tersto be addressed by the Board of Di-
rectors. The Board of Directors hasalso
formulated instructionsfor the Compa-
ny’s President, which cover such mat-
tersasthe President’s duties and report-
ing obligationsin relation to the Board
of Directors. The Board of Directors has
also appointed a nomination committee,
aremuneration committee and an audit
committee.

BONUS PROGRAMS

Senior Group executives are entitled to
abonusthat may amount to amaximum
of 40 percent of their salary. The bonus
isbased on the earnings growth and pro-
fitability of the profit center in question.
Addtech intendsto introduce ashare-re-
lated incentive program for senior exec-
utives when the Company’s shares have
beenlisted.

QUALITY POLICY
Quiality issues have always constituted
an important feature of Addtech’s op-
erationsand they aregaining in signifi-
cancein pacewith theincreasing de-
mands being imposed by customers.
Quiality assurance work isacontinu-
ous processthat is conducted both in-
house, involving participation by em-
ployeesat al levelsof the organization,
and in cooperation with customers and
suppliers. To facilitate thiswork, SO
9000 has been implemented asaquality
management system by many Addtech
companies. Since many customers de-
mand that their suppliers establish such
asystem, it isbecoming atangible com-
petitivetool.

ENVIRONMENT
The Group’s operationsfocus predomi-
nantly on the purchase and sale of sys-
tems and components. Accordingly,
transportation and packaging materials
areitsmost immediate environmental
issues. The main environmental impact
of the Group’s manufacturing unitsre-
sults from dependence on input materi-
alsin the production process.
Environmental mattersare an inte-
gral part of each company’snormal ope-
rations. Theaimisto monitor the envi-
ronmental impact of aproduct through-
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out the value chain, from production to
final use. About ten Group companies
have received | SO 14001 environmental
certification.

Environmental policy
Addtech’senvironmental policy isan
expression of the Group’sdesireto ac-
cept its share of responsibility for im-
proving the environment and contribut-
ing to sustai nable economic devel op-
ment. Eco-cyclethinking and conserva-
tion of natural resources constitute an
important basisfor the Group’s business
operations.

Environmental work isto be con-
ducted within theframework of Add-
tech’sbusiness concept and shall befirm-
ly integrated in operationd activities. By
utilizing the considerable competencies
of employeesand by continuously im-
proving knowledge of environmental ef-
fects, Addtechisableto adopt aholistic
view of environmental matters.

Totheextent technically possible,
financidly feasible and environmentally
warranted, environmental measuresareto
beimplemented. Theresponsibility for
day-to-day environmental mattersrests
with each individual Group company.



SHARE CAPITAL AND OWNERSHIP

SHARE CAPITAL

Addtech’s share capital amountsto SEK
55728 464, represented by 1 840 286
classA sharesand 26 023 946 class B
shares, each with apar value of SEK 2.
ClassA sharescarry 10 votes each and
class B shares carry one vote each. All
shares carry equal rightsto dividends.

OWNERSHIP STRUCTURE

Since Addtech shares are to be spun off
to Bergman & Beving'sshareholdersin
proportion to the shareholders' holdings
in Bergman & Beving, theinitial owner-
ship structure will beidentical to that of
Bergman & Beving. The accompanying
tables are based on Bergman &
Beving's shareregister asof July 31,
2001 and on dataregarding trustee-re-
gistered sharesasof July 31, 2001. The
tables have al so been adjusted to take
into account shares repurchased® by
Bergman & Beving and non-distribut-
ablefractional rights representing stock
dividend shares?.

Y 765 200 class B shares.
? 928 class B shares.

SHAREHOLDER LIST AS OF JuLY 31, 2001 AFTER SPIN-OFF

Number of % of
Name class A shares class B shares Capital Votes
Jan Wallanders och
Tom Hedelius Stiftelse 835152 3.0 18.8
Robur 4786 257 17.2 10.8
P&r Stenberg 279 152 1049922 4.8 8.6
Anders Borjesson (family) 293 000 20500 1.1 6.6
Tom Hedelius 278 000 5400 1.0 6.3
Handelsbankens Pensionsstiftelse 1900 000 6.8 4.3
Handelsbanken 1697 541 6.1 3.8
Alecta 1407 440 5.1 3.2
Carl T Save 30 000 973 982 3.6 2.9
Fjérde AP-Fonden 1075775 3.9 2.4
Skandia 1002 900 3.6 2.2
Other shareholders 124 982 12 104 229 43.8 30.1
Total number of shares 1840 286 26 023 946 100.0 100.0
THE SHARE CAPITAL WAS DISTRIBUTED AS FOLLOWS

Number of % of

Class of share shares votes Capital Votes
Class A 1840 286 18 402 860 6.6 41.4
Class B 26 023 946 26 023 946 93.4 58.6
Total 27 864 232 44 426 806 100.0 100.0
OWNERSHIP STRUCTURE, JuLy 31, 2001

Number of Number of
Size of holding shareholders % shares %
1-500 2245 64.1 380 466 1.4
501-1 000 579 16.5 463018 1.7
1001-5000 449 12.8 998 442 3.6
5001-10 000 85 2.4 664 121 2.4
10 001-50 000 86 2.5 1795038 6.4
50 001-100 000 13 0.4 949 628 3.4
100 001~ 45 1.3 22613519 81.1
Total 3502 100.0 27 864 232 100.0
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ARTICLES OF ASSOCIATION

ARTICLES OF ASSOCIATION
OF ADDTECH AB

§1

Theregistered name of the Company is
Addtech Aktiebolag. Addtechisapu-
blic company (publ).

§2

The object of the Company’s operations
isto engage—directly or indirectly
through subsidiaries—intradingand in
production of primarily electronic, elec-
tro-technical and electromechanical
equipment and products, and to conduct
other operationsrelated to the above.

§3
Theregistered office of the Board of Di-
rectors shall bein Stockholm, Sweden.

§4

The Company’s share capital shall
amount to not lessthan fifty million
Swedish kronor (SEK 50 000 000) and
not more than two hundred million
Swedish kronor (SEK 200 000 000).

§5
Each share shall have apar value of two
Swedish kronor (SEK 2).

§6
The sharesmay beissued in two classes,
designated classA and classB. Each
classA sharecarriesten votes and each
class B share carries one vote at general
meetings of shareholders.

All shares carry equal entitlement to
participation in the Company’s assets
and profit.

ClassA sharesmay beissuedina
number corresponding to amaximum of
100 percent of Company shares. Class
B shares may beissued in anumber cor-
responding to amaximum of 100 per-
cent of Company shares.

If the Company decidesto issue new
classA or B sharesthrough acashissue,
ownersof classA and classB shares
shall have preferential rightsto the sub-
scription of new shares of the sametype
in relation to the number of sharesarea-
dy held (primary preferential right).
Shares not subscribed for on the basis of
primary preferential rights shall be offer-
ed for subscription to al shareholders
(subsidiary preferential right). If the
number of shares offered in this manner
isinsufficient for subscription based on
subsidiary preferential rights, the shares
shall bedistributed in relation to the
number of sharesalready held and, to
the extent that thisis not possible, by
lottery.

If the Company decidesthat new
shares of either classA or classB alone
shall beissued through acashissue, al
shareholders, irrespective of whether
they own classA and class B shares,
shall have preferential rightsto the sub-
scription of new sharesinrelationto the
number of sharesaready held.

The aforementioned stipulation
shall not constitute any infringement on
the possibility to make adecision regard-
ing acash issuein which the preferenti-
al rights of shareholders are waived.

If the share capital isincreased
through a stock dividend, new shares of
each classshall beissued inrelation to
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the number of shares of the same class
aready held. In such cases, sharesof a
specific class carry entitlement to new
shares of the same class. The af oremen-
tioned stipulation shall not constitute
any infringement on the possibility, fol-
lowing the requisite amendment of the
Articles of Association, to issues shares
of anew classthrough astock dividend.

§7

At therequest of ownersof classA
shares, it shall be possiblefor classA
sharesto be converted into class B
shares. A written request regarding con-
version shall be submitted to the Com-
pany’s Board of Directors. The request
shall stipulate the number of sharesto
be converted. The Board of Directorsis
obliged to address the matter of conver-
sion of classA into class B shareswith-
infour months of receipt of suchare-
quest from an owner of classA shares.

§8

TheBoard of Directors shall consist of
not fewer than three and not more than
nine members, with not more than three
alternates. Directorsand alternates are
elected annually at theregularly sched-
uled Annual General Meeting for the
period extending to the close of the
following regularly scheduled Annual
General Meeting of Shareholders.

§9

Authorization to sign on behalf of the
Company accruesto the person/those
persons assigned for this purpose by the
Board of Directors.



§10

For the purpose of examining the Com-
pany’sannual report and financial ac-
counts, aswell asthe management of
the Board of Directorsand the Presi-
dent, two auditors and two deputies are
to be elected at the regularly scheduled
Annual General Meeting for the period
extending to the close of theregularly
scheduled Annual General Meeting held
during the fourth financial year follow-
ing the election of auditors. All auditors
and deputy auditors must be authorized
public accountants.

§11
8§The Company’sfinancial year shall
extend from April 1to March 31.

§12

Theregularly scheduled Annual Gene-

ral Meeting shall be held not later than

during the month of September.
Thefollowing items of business

shall be addressed at the Annual Gene-

ra Mesting:

1. Election of Chairman of the
Meeting.

2. Preparation and approval of the
list of shareholdersentitled to vote
at the Meeting.

3. Approval of the agenda proposed
by the Board of Directors.

4. Electionof oneor two personsto
approve the minutes.

5. Determination of whether the
Meeting has been duly convened.

6. Presentation of the annual report
and the auditors’ report and, where

applicable, of the consolidated fi-

nancial accounts and the auditors

report on the consolidated financi-

a accounts.

7. Motionsconcerning

a) adoption of theincome state-
ment and bal ance sheet and,
where applicable, of the conso-
lidated income statement and
consolidated balance sheet.

b) dlocation of the Company’s
profit or lossasshownin the
bal ance sheet adopted by the
Meeting.

¢) discharge of the members of
the Board of Directorsand of
the President from personal
liability for thefinancia year.

8. Determination of the number of
Directorsand alternates.
9. Determination of thefeesto be
paid to the Board of Directors.
10. Electionof Directorsand alterna-
tesand, where applicable, election
of auditors and deputy auditors.
11. Other businessto be addressed by
the Meeting in accordance with
the Swedish CompaniesAct and
the article of association.
At ageneral meeting of shareholders,
each person isentitled to exercise unlim-
ited voting rightsfor the full number of
sharesthat are owned or represented.

§13

Notice of the regularly scheduled Annu-
al General Meeting and of extraordinary
general meetings convened to address
amendmentsto theArticles of Associa-
tion shall beissued not earlier than six
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weeks and not later than four weeks
prior to such meeting. Notice of other
general meetings of shareholders shall
beissued not earlier than six weeks and
not later than two weeks prior to such
meeting. Notices shall be madeinthe
form of an announcement in an adver-
tisement in the Official Gazette (Post &
Inrikes Tidningar), and in Svenska Dag-
bladet or another national Swedish daily
newspaper.

Shareholders wishing to participate
inthe proceedings of ageneral meeting
of shareholders must notify the Compa-
ny of their intention to attend such mee-
ting alone, or accompanied by not more
than two assistants, not later than 3 p.m.
on the day stipulated in the notice con-
vening such general meeting of share-
holders. Thelatter mentioned day must
not be a Sunday, any other public holi-
day, a Saturday, Midsummer’s Eve,
Christmas Eve or New Year’'sEveand
must not be more than five weekdays
before the general meeting of share-
holders.

§ 14

Those personsregistered inthe sharere-
gister, or thetype of list specifiedin
Chapter 3, § 12 of the Swedish Compa-
niesAct, on the stipulated record date
shall be deemed to be entitled to receive
dividends, subscription right certificates
and, in connection with stock dividend,
certificates of entitlement to new shares.



BOARD OF DIRECTORS,
SENIOR EXECUTIVES AND AUDITORS

«Ih

BOARD OF DIRECTORS
Anders Borjesson, born 1948.
Chairman since 2001.

Other assignments: Vice Chairman of
Bergman & Beving AB. Former
President and CEO of Bergman &
Beving AB. Chairman of Boomerang
AB, CibenonAB,

ExertusAB and Lagercrantz Group AB.
Director of Bergman & Beving AB.
Shareholding (family): 293 000 classA
shares, 20 500 class B shares.

Tom Hedelius, born 1939.

Vice Chairman since 2001.

Doctor of Economy h.c. Honorary
Chairman of Svenska Handel shanken.
Other assignments. Chairman of Berg-
man & Beving AB,

REMUNERATION TO THE
BOARD, SENIOR EXECUTIVES
AND AUDITORS
Addtech’sAnnua General Meeting held
June 13, 2001 approved the payment of
directors feestotaling SEK 800 000, of
which the Chairman of the Board will
receive SEK 250 000, the Deputy Chair-
man SEK 200 000 and other members
who are not Addtech employees SEK
150 000 each for the period up to the
2002 Annual General Mesting.
Remuneration and other benefits
payableto the President asof April 2001

'

Fromleft to right: AndersBorjesson, Tom Hedelius, Urban Jansson, Lars Spongberg

Anders Sandrews Stiftelse and Svenska
le Carbone. Vice Chairman of Telefon-
aktiebolaget LM Ericsson, AB Industri-
varden, Jan Wallanders och Tom Hede-
lius stiftelse and Lagercrantz Group AB.
Director of SCA AB and AB Volvo.
Member of SASAssembly of Represent-
atives.

Shareholding: 278 000 classA shares,
5400 classB shares.

Urban Jansson, born 1945.
Director since 2001.

Other assignments. Chairman of
Proffice AB and others. Director of
Ahlstrom Corp.,

C TechnologiesAB, Pyrosequencing
AB, SASAB and SEB AB and others.
Shareholding: 5000 class B shares.

will amount to SEK 1913 000 per year.
Pension corresponding to Sweden’s

ITP planwill be paid. The periods of
employment-termination notice are 12
monthsif noticeis served by the Compa-
ny and six monthsif served by the Presi-
dent. If noticeis served by the Company,
the President isentitled to severance pay
correspondingto oneyear'ssalary in
addition to salary during the period of
notice. No severance payment will be
provided if employment isterminated

at therequest of the executive.

54

Lars Spongberg, born 1945,
Director since 2001.

Other assignments:. Director of Aero-
crineAB, CibenonAB, GyrosAB, KOI
AB, MuntersAB, ProvexaAB, Allgon
AB, SkywaysHolding AB andin port-
folio companiesin Nordic Capital.
Shareholding: 0

Roger Bergqvist, born 1948.
Director since 2001.

President of Addtech AB.
Shareholding: 9 000 class B shares.

Remuneration and other benefits
payableto other senior executives as of
April 2001 will total SEK 3 557 000 per
year. Pensions corresponding to Swe-
den’sITP planwill be paid. The periods
of employment-termination notice for
members of executive management are
12 monthsif noticeis served by the
Company and six monthsif served by
the executive. Severance pay correspon-
ding to amaximum of oneyear’ssaary
will be provided. No severance pay will
be provided if employment isterminat-
ed at the request of the executive.



From eft to right: Roger Bergquist, Kennet Géransson, Johnny Ohman, Anders Claeson

SENIOR MANAGEMENT
Roger Bergqvist, born 1948.
President of Addtech AB.

Employed in Bergman & Beving since
1973.

Shareholding: 9 000 class B shares.

Kennet Goransson, born 1963.
Chief Financial Officer and Executive
Vice President of Addtech AB.
Employed in Bergman & Beving since
1995.

Shareholding: 1 700 class B shares.

Theretirement agefor the President
and other members of executive man-
agement is 65 years. In addition to fixed
salaries, the president and other corpo-
rate executives may receive avariable
bonus based on achieved earningslevels
of amaximum of 30% of thefixed sala-
ry. Moreover, an additional bonus pre-
mium of 20% of the bonus received may
be paid to be used in the acquisition of
sharesin Addtech AB.

Remuneration to auditorsfor audit
work on behalf of the Group totaled

Johnny OGhman, born 1939.
Executive Vice President of Addtech
AB.

Employed in Bergman & Beving since
1971

Shareholding: 1 000 class B shares.

Anders Claeson, born 1956.
ExecutiveVice President of Addtech
AB.

Employed in Bergman & Beving since
1982.

Shareholding: 3300 classB shares.

SEK 2 613 000 during 2000/01, of
which KPM G accounted for SEK
1837 000. In addition, feeswere paid
for assignments other than audits.

BUSINESS TRANSACTIONS
Addtech has not granted any loans, guar-
antees or suretiesfor the benefit of di-
rectors, senior executives or auditors
of the Group.

No director, senior executive or au-
ditor of the Group hasindependently, or
through companiesor closely related
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AUDITORS

George Pettersson, born 1964.
Authorized Public Accountant , KPMG
Auditor of Addtech AB since 1997.

Thomas Thiel, born 1947.
Authorized Public Accountant , KPMG
Auditor of Addtech AB since 2001.

DEPUTY AUDITORS

Bjorn Sande, born 1960.
Authorized Public Accountant , KPMG
Auditor of Addtech AB since 2001.

Joakim Thilstedt, born 1967.
Authorized Public Accountant , KPMG
Auditor of Addtech AB since 2001.

persons, participated directly or indi-
rectly in any businesstransaction with
the Company that is or was of an un-
usual character with respect to theterms
and conditions and which occurred dur-
ing the current or preceding year, or
during aprior financia year, and which
remains unsettled or incompletein any
respect.



TAX CONSIDERATIONS

The following summary of the
tax consequences of the distri-
bution, sale, holding and plan-
ned listing of the Addtech sha-
res on the O-list of the Stock-
holm Stock Exchange (Stock-
holmsbérsen AB) has been
compiled by external tax ex-
perts and is based on currently
applicable Swedish regulations
and is intended only as general
information. The treatment of
shareholders for purposes of
taxation depends in part on the
shareholders’ special situation.
Special tax consequences that
are not described below may
arise for certain categories of
taxpayers. Each shareholder
should consult a tax advisor for
information on the special tax
consequences that the Offering
may involve.

The presentation does not cover casesin
which shares held constitute acurrent
asset inabusiness or are held by apart-
nership. The Offering involvesthefol-
lowing tax consequencesfor physical
personsand legal entities.

DISTRIBUTION OF THE
SHARES OF ADDTECH
Thedistribution isjudged to be govern-
ed by the provisions of Chapter 42, § 16
of the Income Tax Act (1999:1229), the
so-called Lex Asea. In accordance with
Lex Asea, adistribution of sharesunder
certain conditionsis exempt from taxa-
tion for therecipient of shares.

The acquisition cost of the distribut-
ed shares shall be considered to be the
percentage of the distribution-recipi-
ent’saverage acquisition cost for the
Bergman & Beving sharesthat isequal
to the change in market value of these
sharesasaresult of thedistribution. The
distribution-recipient’s average acquisi-
tion cost of Bergman & Beving shares
shall be reduced by acorresponding
amount.

The National Tax Board will be
asked for so-called General adviceon
the distribution of the original acquisi-
tion cost of the Bergman & Beving
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shares between Bergman & Beving
shares, and those of Addtech. The con-
tent of the National Tax Board'sde-
cision will be announced through ad-
vertising inthedaily press.

CAPITAL GAIN/LOSS

A capital gain or capital lossonthesale
of shares consists of the difference be-
tween the sales price (less sales costs)
and the acquisition cost.

Theacquisition cost iscalculated in
thefirst placein accordance with the so-
called average method. With this meth-
od, the acquisition cost per shareiscon-
sidered to be the average acquisition
cost of al shares of the sametypeand
class, calculated taking changein the
holding into account.

Alternatively, the acquisition cost of
publicly listed shares may be determin-
ed to be 20 percent of the salesprice
after deduction of sales costs (the stand-
ard method).

Physical persons

Capital gainsand dividends of physical
persons domiciled in Sweden (and the
estates of deceased Swedes) aretaxed at
anationa incometax rate of 30 percent.
When dividends are paid to physical



persons, apreliminary tax of 30 percent
of thedividend iswithheld. Swedish Se-
curities Register Centre (VPC) or the
nominee, when sharesareregisteredin
the name of anominee, normally with-
holdsthetax. Capital losses are deduct-
ible against income from capital. Cap-
ital losseson publicly listed sharesand
other securitiestaxed as sharesarefully
deductible against capital gainsinthe
sameyear on other such publicly listed
securities. Such capital lossesare aso
fully deductible against capital gainson
unlisted shares. Seventy percent of the
lossisdeductiblein the case of acapital
lossthat isnot netted in this manner.

If adeficit arisesinincomefrom
capital, areduction of the tax onincome
from employment and business, aswell
asthereal estatetax, isallowed. Thetax
reduction amountsto 30 percent of ade-
ficit that does not exceed SEK 100 000,
and 21 percent of adeficit in excess of
SEK 100 000. A deficit may not be car-
ried forward to alater tax year.

Legal entities

Capital gainsof legal entitiessuch as
corporations are taxed asincome from
businessat arate of 28 percent. A de-
duction for acapital losson the sale of

shares and other securitiestaxed as
shares and which are held asa short-
term investment isallowed in the same
year or alater year only against acapital
gain on the sale of shares or other secu-
ritiestaxed as shares.

Dividends aretaxed asincomefrom
business at arate of 28 percent. If the
shares are considered to be businessre-
lated, thedividend is normally exempt
fromtax.

Special tax rules apply for certain
special categories of companies such as
investment companies and management
companies.

WEALTH TAX

Bergman & Beving sharesarelisted on
A-list of the Stockholm Stock Exchange
(Stockholmsbérsen AB). These shares
are stated at 80 percent of market value
for purposes of calculating the wealth
tax. Addtech sharesto belisted on the
O-list are exempt from wealth tax.

TAXATION OF FOREIGN
SHAREHOLDERS

In the case of shareholdersdomiciled
outside Sweden, acoupon tax is nor-
mally imposed on dividends declared in
Sweden. The coupon tax is 30 percent.
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Thistax rateisgenerally reduced
through treaties with other countries
that are designed to avoid doubl e taxa-
tion. In Sweden, VPC or —in the case of
sharesregistered in the name of anomi-
nee —the nominee normally withholds
the coupon tax. However, coupontaxis
not levied on dividends declared in ac-
cordance with the so-called Lex Asea.

A shareholder who for purposes of
taxation isdomiciled outside Swedenis
normally not subject to taxation in Swe-
denfor capital gainson shares. How-
ever, personswho haveresided in Swe-
den at any timeduring theten yearsim-
mediately preceding the saleareliable
for taxation in Sweden on capital gains
on Swedish shares. Thistax liability
may be reduced through atax treaty
with the country in which the share-
holder has his/her domicile.

Taxation in the home country of a
dividend received, and of acapital gain,
iseffected in accordance with therules
that apply in each home country.



PARENT COMPANY FINANCIAL STATEMENTS

TheAddtech Group wasformed on
March 31, 2001 through AddtechAB’s
acquisition of al sharesoutstandingin
Bergman & Beving Industry AB. Since
the formation of the Group was complet-
edinApril 2001, the below balance
sheetsfor 1999/00 and 2000/01 pertain
solely to the Parent Company, Addtech
AB. Addtech AB did not conduct any
operationsduring thefinancial year.

ACCOUNTING PRINCIPLES
TheAddtech Group followsthe recom-
mendations of the Swedish Financial Ac-
counting Standards Council.

The accounting principlesconform
with those applied by Bergman & Beving
and congtitute the basisfor the pro forma
accounts.

Consolidated accounts

The consolidated financial statementsin-
clude the Parent Company and all compa-
niesinwhich the Parent Company, direct-
ly or indirectly, owns morethan 50 per-
cent of thevoting rights.

The consolidated financia statements
have been prepared in accordance with
the Swedish Financial Accounting Stan-
dards Council’srecommendation
(RR1:96) regarding consolidated accoun-
ting, and by applying the purchase meth-
od of accounting. The use of thismethod
meansthat the assetsand liabilities of ac-
quired subsidiaries arereported at market
valuein accordance with an established
acquisition analysis. If thecost of the
sharesin asubsidiary exceedsthe
estimated market value of that company’s
net assets according to the acquisition
anaysis, thedifferenceisentered as
goodwill in the consolidated balance
sheet. If considered necessary, aprovi-
sionisposted in connection with the ac-
quisition analysisfor future costsfor per-

sonnel reductionsand reorgani zation
(aso-cdled restructuring reserve.)

Consolidated equity includesthe Pa-
rent Company’s equity and the portion of
equity in subsidiariesearned after the
time of acquisition.

Companies acquired during the year
areincluded in the consolidated income
statement in amounts pertaining to the
time after the acquisition.

Companies sold during theyear are
included for the period during which they
have been part of the Group.

Appropriations and untaxed
reserves

The consolidated income statement and
the consolidated balance sheet arereport-
ed without year-end appropriationsand
untaxed reserves.

Year-end appropriationsinindividual
companieshave been dlocatedin sucha
way that thetax portionisincludedinthe
Group'stax expense, whiletheremaining
portionisincluded in consolidated net in-
come.

Untaxed reserves have been allocated
insuch away that the deferred tax liabili-
ty isreported asapart of long-term provi-
sions, whiletheremaining portionisre-
ported among restricted reserves.

Thedeferred tax liability hasbeen
estimated individually for each compa-
ny, asaruleusing the applicableloca
tax ratefor thefollowing year. If the tax
rate ischanged, the differenceintax lia-
bility isreported asapart of theyear’'s
tax expense.

Translation of foreign
subsidiaries

In preparing the consolidated financial
statements, the accounts of foreign subsi-
diariesare converted in accordancewith
the current rate method. Thismeansthat
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assetsand liabilitiesare converted using
theyear-end rate of exchange, whileall
itemsin theincome statement are con-
verted using the average exchangerate
for theyear. Trandation differencesare
entered directly in shareholders' equity
without affectingincomefor theyear.

Receivables and liabilities in
foreign currency

Receivablesand liabilitiesin foreign
currencies are valued at the year-end ex-
changerate. Exchange-rate differences
on operating receivables and operating
liabilitiesareincluded in operating pro-
fit, while differencesrelating to financi-
al receivablesand liabilities are reported
among financial items.

To the extent receivables and liabili-
tiesin foreign currencies have been
hedged, they aretrandated at thefor-
ward rate.

Translation differences
Trandation differencesattributableto
loansinforeign currency raised to hedge
the net assets of subsidiariesarereported,
after adeduction for taxes, directly
againgt shareholders’ equity, wherethe
corresponding trandation differenceis
alsoreported.

Trandation differenceson long-term
loanstoforeign subsidiaries, which are
regarded asan additiona investmentin
thesubsidiaries, areaccounted forina
similar manner.

Revenue recognition
Salesrevenues are recogni zed upon deli-
very of productsand servicesin accor-
dance with theterms and conditions of
each particular customer contract andin
an amount corresponding to thesales
amount lessvalue added tax, returned
goods and discounts.



Revenuefrom projectsin progressis
reported successively asaproject accrues
overtime. If the cost of completing such
contractsis expected to exceed remaining
revenue, aprovisionisset asidefor esti-
mated |osses.

Depreciation and amortization
Depreciation of tangible assetsand
amortization of intangible fixed assets
are based on the acquisition cost of the

assets and their estimated economic life.

Thefollowing economic life spansare
applied:

Machinery and equipment 3-5years
Buildings 15-100 years
Land improvements 20 years
Agency rights and goodwill 5-20 years

Goodwill iscapitalized and then amor-
tized over itsestimated economiclife. In

thenormal case, goodwill isamortized
over 50r 10 years. Inthe case of particu-
larly significant acquisitions, an econo-
mic life of 20 yearsmay bewarranted.

Inventories

Inventories are valued at the lower of
cost and market, and thefirst-in-first-
out principleisapplied. Therisk of ob-
solescence has been taken into account.
The cost of semi-manufactured goods
and finished goods manufactured in-
house consists of direct manufacturing
costs, plus areasonable mark-up for in-
direct manufacturing costs.

Deferred taxes

Deferred taxes are computed on the ba-
sisof the difference between valuesre-

ported in the Group and residual values
for tax purposes. The calculation is per-

BALANCE SHEETS FOR THE PARENT COMPANY ADDTECH AB

formed without discounting to present
value and the current tax ratein each re-
spective country isapplied. The value of
tax loss carryforwardsistaken into ac-
count to the extent it is considered pro-
bablethat the carryforwardswill result
inlower tax paymentsin thefuture.

Leasing

Significant financia leasing contracts
are reported in the consolidated balance
sheet asfixed assetsand liabilities. Inthe
income statement, theleasing cost is di-
vided into operating cost (depreciation)
and interest. Other leasing commitments
arereported in accordancewith therules
for operational leases, which meansno
reporting in the balance sheet and the
entire cost being treated asan operating
expense. At present, the Group hasno
significant financial |easing contracts.

Amounts in SEK 000s Note March 31, 2001 March 31, 2000

ASSETS

Fixed assets

Financial assets

Shares in Group companies 1 347 344 -

Due from Group companies 2 52 654 98

Total fixed assets 399 998 98

TOTAL ASSETS 399 998 98

SHAREHOLDERS' EQUITY AND LIABILITIES

Shareholders’ equity 3

Restricted equity

Share capital (27 865 160 shares) 55730 100

55730 100

Unrestricted equity

Profit/loss brought forward 344 268 -2

Total shareholders’ equity 344 268 -2
399 998 98

Current liabilities

Tax liabilities - 0

0

TOTAL SHAREHOLDERS’ EQUITY AND LIABILITIES 399 998 98

PLEDGED ASSETS AND CONTINGENT LIABILITIES

Pledged assets None None

Contingent liabilities None None
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FINANCIAL STATEMENTS

NOTES TO THE FINANCIAL STATEMENTS

(Amounts in SEK thousand unless otherwise indicated)

NOTE 1 Shares in Group companies

Accumulated
acquisition value March 31, 2001 March 31, 2000

Opening balance - -
Acquisition of shares in

Group companies 347 344 -

Closing balance 347 344 -
Number of Par Book Percentage

shares Currency value value holding

Bergman & Beving

Industry AB,

556546-3469,

Stockholm 500 000 SEK 100 347 344 100%

NOTE 2 Due from Group companies

Accumulated

acquisition value March 31, 2001 March 31, 2000
Opening balance 98 98
Change in other receivables

from Group companies 52 556 -
Closing balance 52 654 98

NOTE 3 Shareholders’ equity

Share Statutory Unrestricted

capital reserve equity Total
Opening balance 100 - -2 98
New share issue 55630 55630
Shareholder contribution 344 270 344270
Closing balance 55730 - 344 268 399 998

The share capital on March 31, 2001 comprised 1 843 744 class A shares, with
a par value of SEK 2 and carrying ten votes each, and 26 021 416 class B
shares, with a par value of SEK 2 carrying one vote each.
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AUDITORS’ STATEMENT

In our capacity asauditors of Addtech AB, we have reviewed this prospectus. Thereview was carried out in accordance with the
recommendation issued by FAR.

The pro formaaccountsincluded in the prospectus were prepared on the basi s of the assumptions stated on page 30. Thein-
formation in the prospectus taken from thefinancial accountsis reproduced correctly.

The annual reportsfor the 1997/98, 1998/99 and 1999/00 financia years were audited by George Pettersson and Carina
Héaggkvist without comment. The Annual Report for 2000/01 has been audited and the interim for the three months ended June
30, 2001 has been reviewed by George Pettersson and Thomas Thiel without comment. Theinformation taken from the annual
reportsisreproduced correctly.

Nothing has cometo our attention that causes usto believe that the prospectus does not comply with the requirements of the
Securitiesand Clearing OperationsAct, whose rules have been used as guidelinesin the making of this prospectus.

Stockholm, August 22, 2001

George Pettersson ThomasThiel
Authorized Public Accountant Authorized Public Accountant

61



GLOSSARY OF TECHNICAL TERMS

Base station
Unit used for linking mobile communi-
cations.

Blasting facility

Machine used for surface processing
and cleaning, whereby compressed air
isused to blow sand, grains of steel or
other grain-like material against the
surface.

Brushless servo motor

Motor with exact settingsthat enables
electric current commutation without a
mechanical brush system.

Connector
Connection for joining leadsfor power
metering or signals.

DC motor
Motor powered by direct current.

Electro-static protection
Materialsand products designed to pro-
vide protection from electric charges.

ESD (Electro Static Discharge)
Materialsand products designed to pro-
vide protection from electric charges.

Evaporation facility

Processfacility withwhich asolutionis
concentrated through evaporation of the
solvent.

Fixture

Test rig for testing the functional perfor-
mance of circuit cards, pattern cards and
electronic systems.

HF components
Components, such asrelays, designed
for high-frequency operations.

In-design

When Addtech works at the customer’s
premisesin order to provide assistance
inthe design and layout of customer
products.

Inductive components
Componentsinwhich electro-motoric
power isgenerated by changing the
magnetic field around an electric con-
ductor.

Joystick
Lever for maneuvering or controlling
machines, processes or systems.

Micro-switch
Miniature switch.

OEM (Original Equipment
Manufacturer)

Large-series producer of proprietary
origina products and/or systems.
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Opto-components

Componentsthat combinelight sources,
light conductorsor light receiverswith
electronic circuits.

Permanent magnet
A material that after magnetization re-
tains most of its magnetization intensity.

Synchronous motors

Alternating current motorsin which the
current is conveyed to stator coiling,
which generates arotating magnetic
field and which pullstherotor with the
synchronous revolution.

Transformer

Electric device used to change the vol -
tage or current in an electric alternating
current system.

Tumbler

Machine used in the engineering indus-
try to remove sharp edges, gradients or
surface defects, and for rounding details
invarious materials.

Ultrafilter

Fine porous membrane used to separate
colloidal particlesfrom each other or
from dispersants.



LEGAL AND OPERATIONAL STRUCTURE

ADDTECH

PRODUCTION SYSTEMS TRANSMISSION SYSTEMS COMPONENT SYSTEMS

EnvoControl FB Industri Nordic Energy
JA Teknik (SE) FB Transmission (SE) Batteriunion (SE)
Karlemarks (SE) FB Kedjor (SE) CellTech (SE)
K.M.C. Ytbehandling (SE) FB Kaeder (DK) Nordic Battery Power (SE)
Vilokan (SE) FB Ketjutekniikka (FI) CellTech (DK)
Skeer-Teknik (DK) FB Kjeder (NO) Insmat (FI)

FB Ketten (AT)Y CellTech (NO)
Teleinstrument Nordic FB Chain (GB)
Columbia (SE) ICM Inductive Com-
ESD-Center (SE) Betech Seals etz el
KonTest (SE) Laserstans (SE) VAR (EE)
Tecono (SE) Teknikprodukter (SE) Tufvassons (SE)
Teleinstrument (DK) Betech Seals (DK) vactek (DK)

Matronic (FI)
Tecono (FI)

Teleinstrument (NO) MotionComp Adiator

Aratron (SE) Beving Compotech (SE)
TestPoint Automationsfabriken (SE) Rtz CompenEnE (2h)
Alvetec (SE) Tube Control (SE) Beving Eltech (DK)
NC-Point (FI) Bondy (DK) Stig Wahlstrém (FI)

Tube Hydraulik (DK) .

Kraftmek (FI) Bevinggruppen

Movetec (FI) Beving Elektronik (SE)

Multielektro (FI) CHeETOES)

Tekno Optik (SE)

SE = Sweden, NO = Norway, DK = Denmark, FI = Finland, GB = United Kingdom, AT = Austria, PL = Poland

Betech Seals (AT)

Multihydra (FI)
Aratron (NO)

Y The group holds 51 percent of the shares in the company.
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Breve-Tufvassons (PL)"

Tesch System (SE)



ADDRESSES

Addtech AB

PO Box 508
Parkvégen 2A, 15tr
SE-169 29 SOLNA
SWEDEN

Addtech Production Systems
Fakturavégen 6

SE-17562 JARFALLA

SWEDEN

EnvoControl
Fakturavagen 6
SE-17562 JARFALLA
SWEDEN

Teleinstrument Nordic
Fakturavagen 6
SE-17562 JARFALLA
SWEDEN

TestPoint
Fakturavégen 6
SE-17562 JARFALLA
SWEDEN

Addtech Transmission

Systems

P.O. Box 508
Parkvégen 2A,15tr
SE-16929 SOLNA
SWEDEN

FB Industri
Flygplansgatan 1-3
SE-21239 MALMO
SWEDEN

Betech Seals
Vesterlundvej 4
DK-2730 HERLEV
DENMARK

MotionComp
P.O. Box 23045
S:t Eriksgatan 117

SE-104 35 STOCKHOLM

SWEDEN
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Addtech Component Systems
P.O. Box 23045

S:t Eriksgatan 117

SE-104 35 STOCKHOLM

SWEDEN

Nordic Energy
Tedenborgsvégen 16
SE-294 35 SOLVESBORG
SWEDEN

ICM Inductive Component
& Material

Turebergsvégen 5

SE-19147 SOLLENTUNA
SWEDEN

Adiator

P.O. Box 23045

S:t Eriksgatan 117

SE-104 35 STOCKHOLM
SWEDEN

Bevinggruppen

P.O. Box 5530
JagerhornsVég 8
SE-141 05 HUDDINGE
SWEDEN



Austria/Germany
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United Kingdom

O Head Office

@® Subsidiaries
Addtech also has operations
in the Baltic States, the UK,
Poland, Germany and Austria.




ADDTECH AB
PARKVAGEN 2A

P.O. BOX 508

SE-169 29 SOLNA
TEL: +46 8 470 49 00
FAX: +46 8 470 49 01

www.addtechab.com

info@addtechab.com
Organization number: 556302-9726




