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30 NIBE COUNTRIES MEET IN MARKARYD

Solar panels 
PERFECT PARTNER FOR 
HEAT PUMPS

PRICE 
or 
PERFORMANCE?

NIBE INVESTS IN THE FUTURE: 
MAJOR INVESTMENT 
TO ENHANCE SALES 
ORGANISATION

CREATE THE PERFECT PACK-
AGE FOR YOUR CUSTOMER
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THE LATEST FROM NIBE ENERGY SYSTEMS IN MARKARYD

WITH RENEWED 
ENERGY
THE 2014 NORDBYGG TRADE SHOW WAS THE SUCCESS we were 
hoping for. We received strong acknowledgement that our new 
products meet top quality standards and are creating considera-
ble interest among installers, planners, consultants, wholesalers 
and other stakeholders. It was a hectic but wonderful week filled 
with rewarding meetings. Thanks to all of you who visited NIBE's 
booths!

The trade show in Stockholm was followed by a major inter-
national gathering in Markaryd in May with the theme "Going-
4Growth". The focus here was on our new, enhanced product 
portfolio which will be used throughout Europe. Some sixty visitors 
represented NIBE's presence in thirty different countries, their 
subsidiaries and local partners. It goes without saying that we will 
continue to focus on international expansion.

NIBE's initiative to enhance its sales and support force in the 
domestic Swedish market has taken a huge step forward. We have 
expanded our capabilities in the area of property where several of 
our experienced employees have established a specialist team. The 
property segment has enormous potential and we are now much 
better equipped in terms of products and personnel. The enhance-
ment of our sales force is significant and we are now able to meet 
your needs to an even greater extent than before. We would like 
to offer a particularly warm welcome to Niklas Rönnäng, our new 
head of sales in Sweden. He and his team will be kept busy with 
interesting tasks this autumn, dealing with increasing numbers of 
satisfied customers, and enjoying further growth and increasing 
market share.

ALTHOUGH EUROPE HOLDS great future potential for our sector, 
the time is right to enter the North American market in earnest. 

The intention to acquire the market-leading manufacturer of heat 
pumps for single-family homes in the USA and Canada is absolutely 
the correct strategy. We expect to have completed the acquisition 
of the listed company WaterFurnace within a few months. The 
intention with this historically important merger of the market 
leaders in two of the world's key continents is to form a strong 
Swedish-American constellation with significant opportunities for 
future growth and success.

THE FIRST SIX MONTHS OF THE YEAR HAVE DEFINITELY PROVIDED A 

STRONG BASE for a prosperous autumn with increased business.  
The fact that the Swedish heat pump market is also showing stable 
growth is an excellent reason for us to tackle the challenges ahead 
with renewed energy.

Have a wonderful summer and good luck in the autumn!

NIBE ENERGY SYSTEMS

Sales 

Customer support 

Marketing communication 

Tel: +46 (0)433-73 000

NORTHERN NORRLAND

Lars-Göran Andersson

UMEÅ

Tel: +46 (0)433-27 34 54 

Text: +46 (0)70-209 73 02

CENTRAL NORRLAND

Patrik Åhman

DOMSJÖ

Tel: +46 (0)433-27 34 62 

Text: +46 (0)70-190 04 79

SOUTHERN NORRLAND

Tommy Landin

HUDIKSVALL

Tel: +46 (0)433-27 34 65 

Text: +46 (0)70-213 69 19

STOCKHOLM

Peter Eriksson*

SOLLENTUNA

Tel: +46 (0)433-27 34 64

Text: +46 (0)70-655 45 05

Per Johansson

SOLLENTUNA

Tel: +46 (0)433-27 34 63

Text: +46 (0)70-751 74 09

Håkan Berntsson

SOLLENTUNA

Tel: +46 (0)433-27 34 86

Text: +46 (0)70-573 98 03

WEST

Mikael Albo

FALKÖPING

Tel: +46 (0)433-27 34 60 

Text: +46 (0)70-699 55 80

Christer Svensson*

GOTHENBURG

Tel: +46 (0)433-27 34 56 

Text: +46 (0)70-209 06 11

Magnus Ström

KUNGÄLV

Tel: +46 (0)433-27 35 06

Text: +46 (0)70-590 35 06

SOUTHWEST

Arne Gustafsson

HALMSTAD

Tel: +46 (0)433-27 34 55

Text: +46 (0)70-942 91 50

EAST

Magnus Lindberg*

KUMLA

Tel: +46 (0)433-27 34 91 

Text: +46 (0)70-590 11 91

Tord Beurling

MJÖLBY

Tel: +46 (0)433-27 35 20

Text: +46 (0)72-239 03 90

SOUTH

Fredrik Steiner

HÖLLVIKEN 

Tel: +46 (0)433-27 34 58 

Text: +46 (0)70-516 39 86

Markaryd

Fredrik Snygg*

VITTSJÖ

Tel: +46 (0)433-27 34 57 

Text: +46 (0)70-190 03 16

* Regional Manager commercial buildings.
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A NEW SALES MANAGER, THREE NEW DISTRICT MANAGERS, TWO 

NEW INTERNAL SALES REPS and a new sales team comprising four 
members with a focus on commercial properties.

"The interest from the market has been, and still is, tre-
mendous," says Staffan Fritiofsson, who built up the new sales 
organisation at NIBE.

"A major investment was therefore essential to enable us to 
provide quality service and support to all installers."

We have appointed two new district managers, Tord Beurling 
in Mjölby and Magnus Ström in Kungälv. Fredrik Bäckman in 
Markaryd, who was previously an internal sales rep, is now a dis-
trict manager, based in Markaryd. We have also expanded our 
internal sales team by hiring Andreas Johannesson and Patrik 
Kristoffersson

NIBE has also formed a completely new sales team that will be 

focusing on commercial properties.
Staffan explains, "A commercial property project often 

requires a greater level of involvement from the installers and 
NIBE's sales staff.

This can slow the pace of day-to-day sales activities and 
cause the processes to get out of alignment". 

To mitigate this risk, NIBE has now put together a new 
sales team of four specialists who will be focusing solely on 
commercial properties: Fredrik Snygg, Christer Svensson, 
Magnus Lindberg and Peter Eriksson.

"They are highly experienced salespeople with a strong back-
ground in large-scale projects. We are fully confident that they 
will be a valuable resource for all installers when it comes to 
installations of this magnitude."

NIBE invests 
heavily in sales!
Interest in heat pumps and various kinds 
of renewable energy is currently at a re-
cord level. NIBE is responding to this by 
making its most concerted sales efforts 
ever in Sweden.

Niklas Rönnäng is a critical link 
in NIBE's new sales strategy.  
Niklas took over as Sales  
Manager in June.

NIKLAS RÖNNÄNG
New Sales Manager 
at NIBE

Fredrik Bäckman, Niklas Rönnäng, Andreas Johannesson and Patrik 
Kristoffersson

Niklas, who lives in 
the Swedish town of 

Värnamo with his wife and 
three daughters, has 16 
years of sales experience 
from the packaging industry. 
His last post was as Head of 
Sales for DS Smith's (former 
SCA Packaging) Swedish op-
erations with responsibility 
for sales and development.  

Why have you decided to 
switch to heat pumps? 

"I knew that if I didn't make 
a move now, I'd be in the 
packaging industry for the 
rest of my life. And although 
I enjoyed my work tremen-
dously, I feel that NIBE is in 
a sector that makes a real 
difference. There's more to 
it than just products and 
money.
NIBE is actually one of DS 
Smith's major customers and 

I've heard many good things 
said about the company. It is 
founded on common sense 
and the classic engineering 
approach and I really appre-
ciate its culture of reliability 
and honesty." Sound values. 
It was NIBE the company 
that caught my interest 
when I was contacted about 
the job.
 
An outsider might find it 
difficult to see any simi-
larities between the two 
industries. 
How do you view it?

"Although they are two 
completely different in-
dustries, there are greater 
similarities between the sales 
processes than you might 
realise. We worked exclu-
sively with bespoke products 
at DS Smith. There were no 
off-the-shelf products. It was 

all about selling solutions 
and not products. NIBE sells 
products, of course, but 
I see it as our job to help 
the installers to solve their 
customers' problems, which 
means we're providing 
tailored solutions."

 
What do you plan to do 
now?

"Things can always evolve, 
of course, but I feel that I've 
moved to a highly effi-
cient organisation. My first 
priority is to get to know the 
company, its products and 
the industry. Then I'll be able 
to determine what we can 
do to further improve our 
service so that we live up to 
customer expectations or 
preferably exceed them. So 
I'll have to get back to you 
on that one!" ■

N
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– GOOD FOR BBR 
CALCULATIONS

Smart control of 
solar panels and 
heat pump

THE ENERGY CONSUMPTION CALCULATIONS TAKE NOT only the 
solar panels themselves into account, but how their energy is 
used too. Mikael Johansson in Markaryd is currently putting this 
to the test.

Solar panels are installed almost exclusively in newly-built 
houses. Mikael Johansson's house in Markaryd was built in the 
1980s and is being used to conduct tests on different ways of 
managing the energy produced by the solar panels.

"The BBR calculations are extremely precise," says Richard 
Carlholmer at NIBE.

"They only take the calculated values into account and not 
the actual numbers.

A NIBE SOLAR PANEL PACKAGE produces about 3,000 
kWh a year, but only 500-600 (17-18%) may be taken into 
account in the energy calculations, as this is what is meant is 
produced when the heat pump needs it. This means that if the 
floor space of a house is 150 m2, you are allowed to calculate 
that the solar panels reduce consumption by about 4 kWh/
m2. Despite the fact that it is several times that amount on the 
electricity bill.

The reason for this is that the BBR calculation does not de-
duct the sold electricity from the house's energy consumption. 
And since the solar panels produce most energy when elec-
tricity for heating is least needed, it means that a considerable 

There is a growing trend to install solar panels on newly-built houses. Obviously 
part of the reason is to reduce the cost of purchased energy. Another is to meet 
the BBR (national building code) energy requirements for heating in new buildings.
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amount of electricity is actually sold. This 
is a financial saving for the home owner, 
but it doesn't mean that heating energy 
consumption is directly reduced. 

"In other words, we have access to 
free electricity when it is not needed for 
heating," says Richard.

"Is there some way in which we can 
move that energy to where we need it?

Yes, there is," Richard tells us. You 
can control the heat pump operation by 
letting it sense whether it is being run on 
purchased or self-produced electricity.

Normally, on a warm autumn day, 
there may be no reason to produce hot 
water or have the underfloor heating 

turned on – it is probably inefficient. But, 
if you are getting free electricity from the 
sun on a day like that, it might be a very 
smart idea to generate heat that can be 
stored away.

"By programming the heat pump ac-
cording to the type of electricity it is being 
fed, we can obtain figures that put the 

savings into an entirely different category. 
We believe that we are looking at 20-
25% which can be taken into account in 
the energy calculation."

"If that's the case, we can get below 
the consumption levels at which some 
local authorities offer additional incen-
tives. Some offer a 50% building permit 
fee reduction for houses that consume 
less than 30 kWh/m2, and that alone can 
add up to a saving of SEK 20,000. 

TESTS TO PRODUCE THE METRICS ARE 

CURRENTLY in full swing, but everything 
suggests that we'll arrive at the figures 
we're looking for. Programming the heat 
pump and solar panels.

   GOOD  Sell solar electricity

  BETTER  Heat hot water   
 and heating for "storage"
 

    BEST Use solar energy for   
 normal operation of   
 the heat pump and/or  
 household electricity.

"Not only does it lower the overall cost of 

home ownership for our customers, it also 

enhances our environmental profile," says Mikael 

R Olsson, Head of Sales at Hjältevadshus. The 

company has been focusing strongly on its 

environmental practices for a number of years. 

For instance, it is the only Swedish single-fam-

ily housing manufacturer to be a member of 

Sweden Green Building Council, an organisation 

whose mission is to develop a sustainable prop-

erty industry.

"Houses are lasting longer and this means 

that your choice of house will contribute more 

than most other choices you make in life to your 

overall footprint," says Mikael R Olsson.

"This is something that homebuyers take into 

consideration a lot these days and is also receiv-

ing increasing attention from local authorities 

and other organisations."

 According to Mikael, a strong environmental 

image is important when a housebuilder is look-

ing to buy land and create a good relationship 

with the local authorities.

 "The better our environmental practices and 

performance, the easier it is to establish a good 

dialogue and good terms with the authorities."

 Hjältevadshus started using NIBE heat pumps 

back in the early 80s. Today, the NIBE F750 is 

installed as standard in all its houses.

"We occasionally sell some houses with 

ground-source heating. All our houses are built 

indoors in our factory and are designed to 

withstand the harshest climates in Sweden, even 

if they are destined for the very south of the 

country.

It means that the higher cost of geothermal 

installation is unnecessary in most cases."

 

SOLAR PANELS
Hjältevadshus will be offering solar cell panels 

as an optional feature in all the houses it sells as 

from this summer. According to the Swedish Na-

tional Board of Housing (Boverket), they improve 

the energy efficiency ratio and, above all, reduce 

the total cost of home ownership, since the home 

becomes a producer of energy.

"Although there's a power deficit in the win-

ter, when there is less sunshine and your heating 

needs are high, there is a surplus of power in the 

summer, when there's plenty of sunshine and 

your heating needs are low. When you work it 

out over a twelve month period, you'll find you're 

purchasing far less electricity from the grid. And 

it has a big impact on your overall cost of living."

 According to NIBE's calculations (based 

on current energy prices without subsidies or 

grants), a solar panel package will have paid for 

itself in about 15 years. After that, the panels are 

money-makers for perhaps 15 years. Hjältevad-

shus estimates that 20% of all their homebuyers 

will choose solar panels as an optional feature. 

Not just to save money, but also because it feels 

good to know you are actually contributing with 

electricity that does not have any impact on the 

environment.

 Mikael says, "We had been thinking along 

these lines before.

However, the players on the market were 

unknown and we do not want to take any risks 

since it's us who have the overall responsibility for 

the guarantee for the house".

"Then NIBE entered the market and we 

decided almost immediately to venture ahead. 

We know each other well and we know that NIBE 

always takes full responsibility for its products 

and projections. It delivers what it promises and 

we want to do the same."

Hjältevadshus, the Swedish, single-family housing manu-
facturer, will be first to offer NIBE solar panels as a com-
plement to heat pumps as from this summer.

ECO-INVESTS IN 
NIBE SOLAR PANELS. 

HJÄLTEVADSHUS
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NIBE has grown increasingly stronger in the air/water heat pump market in 
recent years. New models of both indoor and outdoor units with greatly im-
proved efficiencies have been launched successively. Today, there are three 
different outdoor units and as many indoor units. 
Although this means there are lots of possible combinations, it's all really quite 
simple! says Jonas Thörnqvist at NIBE.

PRICE or PERFORMANCE?

We actually have two solu-
tions. One for those who pri-
oritise performance, and one 

for those who prioritise price. Other than 
that, you need the correct size for the 
right output.

Performance package
The NIBE F2030 and NIBE F2300 are ideal 
for customers looking for optimal perfor-
mance. They're two of the most efficient 
air/water heat pumps in the market. 
They have the same technical design but 
are different sizes. The NIBE F2030 is for 

up to 9 kW and the NIBE F2300 for up 
to 14 kW.

It is mainly the output of the heat pump 
that determines the choice of indoor unit. 
The smaller F2030 works with both the 
VVM 310 and VVM 500 while the F2300 
requires the VVM500 with its larger vol-
ume.

Price package
The cost of purchase is important to many 
customers as they wish to keep their over-
all investment down. It is usually best to 
offer these customers a solution that is 

PERFORMANCE PACKAGE
OUTDOOR UNIT INDOOR UNIT

NIBE F2030 (7 kW, 9 kW) NIBE VVM310

NIBE F2300 (14 kW, 20 kW) NIBE VVM500

PRICE PACKAGE
OUTDOOR UNIT INDOOR UNIT

NIBE F2040 NIBE VVM320

good – but not necessarily optimal.
A state-of-the-art solution is the NIBE 

F2040 in combination with the NIBE VVM 
320. This delivers superior quality perfor-
mance while keeping the overall cost of 
purchase down for the customer.

E
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NIBE'S PRODUCT TRAINING COURSES at Markaryd have been 
appreciated for many years. Hundreds of installers have learned 
how to install and manage all kinds of heat pumps on these cours-
es.

As from this autumn, we'll be holding courses in Stockholm too. 
This will make it easier for even more installers to learn everything 
there is to know about NIBE's products.

"We'll be holding product courses to cover ground-source, air/
water and exhaust air heat pumps for houses," says NIBE's Training 
Manager Staffan Fritiofsson.

"There'll be heat pumps and accessories there in Stockholm and 
the only difference is that we won't expose them to extreme op-
erating conditions. We'll be simulating those using computers in-
stead."

Planning of the courses is well under way and the complete pro-
gramme will be available for viewing at:

www.nibe.se/Partners/NIBE-Training/

COURSES NOW 
 IN STOCKHOLM

AT THE END OF MAY, Markaryd was more international 
than usual! 60 people from 30 countries gathered here for 
NIBE's three-day "Going 4 Growth" congress. The focus was 
on how NIBE will be expanding in the international arena and 
the whole event was created in true NIBE style in our own 
premises by our highly skilled staff. The highlight? When the 
host Peje Johansson persuaded Gerteric Lindkvist to favour 
the audience with a song.

SUCCESS AT NORDBYGG!
OUR booth has never before been so well attended as at this year's 
Nordbygg trade fair. It was packed with products and visitors. 
Our entire product range was on display, giving many visitors the 
chance to examine and discuss products they don't see every day.

We're already looking forward to 2016!

EVEN MORE 
NIBE IN THE WORLD!

1. WITH SOLAR PANELS and the NIBE F1255 installed, a 
house can PRODUCE more energy than it uses.

2. WITH SOLAR PANELS to complement a heat pump, 
energy consumption can be reduced without having to 
replace windows and climate shell.

3. AN INVESTMENT OF SEK 60,000 in solar panels pro-
duces about 3,000 kWh a year. At today's electricity prices, 
that is a return of at least 5%.

4. SOLAR PANELS PRODUCE FREE electricity throughout 
the summer. Perfect for pool owners.

5. SOLAR PANELS SUPPLY electricity without hassle or 
cost for 20 to 30 years. No matter how expensive electrici-
ty becomes.

FIVE HOT ITEMS OF NEWS FROM 
NIBE ABOUT SOLAR PANELS



nIBe energy systems
BoX 14, 285 21 markaryd, sWeden
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OBS: Energy Systems finns även i Japan, Schulthess Group AG finns även i USA 
men det visar ej denna karta. 

heat PumPs mean reneWaBle energy!

the 20/20/20 european directive imposes compulsory targets 

on the eu’s 27 member states, specifying that 20% of energy 

consumption must be met by renewable sources by 2020. since 

ground source heat pumps are now classified as a renewable 

energy source their installation will help member states reach this 

ambitious target. and in many cases, local or regional authorities 

are offering home owners subsidies to switch their existing.

todAy NiBE is A MAjor player in 
the heating industry with an annual 
turnover of some € 900 million and 
more than 6,000 employees on three 
continents.

A large part of this is the result of the 
success of ground source heat pumps. 
With the aid of a ground source heat 
pump, solar energy stored in the ground 
can be collected and used to heat homes 
and commercial buildings.

Warmth builds up underground from 

the first days of spring when the surface 
of the earth starts to thaw, to high sum-
mer, when the rays of the midday sun 
penetrate deep down into the ground. 
By the time the autumn leaves are fall-
ing, there’s enough energy stored in the 
ground to heat up any house through-
out the coldest winter. A heat pump 
collects and upgrades this naturally 
occurring warmth. 

even a wet and cool summer can still 
provide enough energy to maintain a 

comfortable indoor temperature in the 
coming winter.

if at any point it gets too hot inside 
the house, the same system can be used 
for cooling.

drawing on the lower temperature 
underground (between 4 and 12 c° ) 
passive cooling also exploits nature’s 
own resources – simply for cooling 
instead of heating.

it’s amazing, but true. 

three kInds of heat PumPs

heat pumps is a word with many different meanings. 

today nIBe produces three kinds of heat pumps.

Exhaust air heat pumps
an exhaust air heat pump ventilates the building and re-

covers the energy in the warm air, reusing it to warm up 

your sanitary water and fuel a central heating system. 

Ideal for heating domestic premises and tap water.

ground source heat pumps. 
drawing heat from surface soil, bedrock or the water in 

a nearby lake, this is a great option for heating houses, 

multiple-unit properties and other larger buildings. avail-

able with or without an integrated  water heater.

Air/water heat pumps
these pumps extract heat from the ambient outside air. 

In contrast to simpler types of air-to-air heat pumps, they 

are connected to the building’s heating system and are 

able to produce both heat and hot water.

there’s so muCh heat out there…
– Just waiting to be collected

some 30 years ago the swedish company nIBe started to manufacture ground source heat 
pumps. What was then seen as a novelty is today the primary source of heating in new 
houses in large parts of scandinavia. heat pumps has also played a major part in sweden 
reducing its dependency of fossil fuels for heating by close to 80%.
and as someone said – if it can heat a house in scandinavia, it can heat a house anywhere!
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