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EXPERT NEWS

THE GULLMAR FJORD LENDS 
ENERGY TO PIONEER

FOCUS ON  
WATER HEATERS

EXCELLENT ENERGY EFFICIENCY WHEN BUILDINGS  
AND ROCK STORE ENERGY

NIBE’S ”FLYING CIRCUS” SPREADS HEAT AT A  
RECORD NUMBER OF FAIRS
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EDITORIAL

Now that spring is in full bloom, we 
would like to use the following expression 
to summarise the biggest industry fair 
of the year: Wonderfully inspiring! 

The ISH fair in Frankfurt was as 
exciting and valuable as we had hoped 
for. We had the pleasure of inviting 
industry partners, our friends and  
customers to our booth, which was 
jam packed with new things.

Our solutions and the products we 
presented were sharper than ever!

People from over thirty countries 
around the world met at our booth. 
Later in this edition of Expert News, 
you will have the opportunity to meet 
a few of these intriguing installers and 
distributors.

We experienced massive interest in 
our new technical platform and all the 
possibilities it offers. It is clear that our 
stakeholders find it important that their 
products are online and that they can 
be controlled and monitored remotely. 
They also expressed the importance 
that products can be connected to 
many other smart solutions, providing 
users with a better indoor climate and 
optimised energy consumption. Martin 
from Compare IT will tell us more 
about this later in the magazine.

Another important take-away from 
ISH is that many of the companies who 

ISH 2019 
Sharper than ever!

have staunchly advocated the superiority 
of gas boilers were now presenting a 
new innovation in their booths. Heat 
pumps! It would seem that even these 
companies have come to the conclu-
sion that it is no longer sustainable to 
heat buildings using fossil fuels. And 
not a minute too soon!

In the last edition of Expert News, 
I told you about our investments in 
commercial properties. In this edition, 
you will meet one of our new colleagues, 
Jonas Cronwik, an expert in the ventila-
tion and indoor climates of commercial 
properties. Welcome to the NIBE family, 
Jonas!

You will also meet a couple of 
installation companies who proudly 
tell the story of their companies and 
development. As always, we will give 
you a few examples of what we hope 
are inspiring installations and we will 
present a few of our lovely colleagues 
who will walk you through their day.

Lastly, I would like to encourage you 
to contact us regarding articles you 
would like to see in future Expert News 
magazines. This magazine is written for 
our readers so don’t hesitate to contact 
us with ideas.
Happy reading and have a nice spring!

Niklas Rönnäng 
Sales Manager, NIBE Energy Systems
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Ventilation and  
climatisation expert  
joins NIBE

Feb Mar Apr May Jun

Ground-source heat pumps for homes 6(S), 21(I) 10(S) 21(I)

Ground-source heat pumps for properties 21(S) 4(S)

Dimensioning and planning of heat 
pumps for properties 28* 17

Exhaust air heat pumps for homes 7(I) 7(S) 4(I) 23(S)

Cooling technology in NIBE heat pumps 20 12

Air-Air heat pumps for homes 26

Air-Water heat pumps for homes 5(I), 22(S) 9(I) 22(S)

Product training for homes 19*

Solar panel training 3

*=Stockholm  I=Installation, S=Service
Learn more and apply at nibe.se/nibetraining
Reservation for changes 

Training - Spring 2019
NIBE constantly offers training courses on each of 
our product groups. These courses are intended 
primarily for professionals in the HVAC sector, but 
some may also be of interest to other professions.

For further information, contact Elin Hagnestam 
on +46 (0)433-27 32 92 or email  
elin.hagnestam@nibe.se.
Learn more at nibe.se/nibetraining

Nobel Prize Museum and NIBE 
enter long collaboration 
NIBE has become the main partner of Nobel Prize Museum. Through this 
collaboration, a greater number of students will be able to partake in the 
discoveries and projects awarded with the Nobel Prize. This collaboration 
entails the Nobel Prize Museum exhibiting in Markaryd with a focus on 
schools. In addition, evening courses for teachers in the region will be 
organised. To read more: https://nobelprizemuseum.se/press/

The sun is setting once again!
Spring is finally here, and with it, peak season 
for solar panel installations. Though there are 
probably some people who are now hesitating 
as the government has recently lowered the 
grant to 20 percent.  But thanks to lowered 
world-market solar panel prices we have been 
able to combat this by lowering the price of 
our solar panel package to compensate for the 
lowered grant!

The net cost for anyone who purchases a 
solar panel package today with the 20 percent 
grant from the State will actually be lower than 
for those who purchased a solar panel package 
in 2018 when the grant was at 30 percent. 

So why wait? Apply for the grant, harness the 
energy from our nearest star and save money 
through solar power!

Thirty-two years in the fan and ventila-

tion business have made Jonas an expert 

on air. With deep-rooted expertise in 

the ventilation industry, he has enrolled 

in NIBE’s campaign to be on the cutting 

edge of climatisation. As of March 2019, 

customers in Halland and Skåne can 

meet the man from Ängelholm who has 

an eye for air and ventilation.

”I have been raving about energy recycling 
ventilation solutions for a long time now. I 
am thoroughly looking forward to providing 
NIBE’s commercial customers with the best 
solutions of the day and to enable them to 
maximise their energy efficiency,” says Jo-
nas Cronwik, who has been with the sales 
department since the first of March. 
 
Substantial history in...air

With his substantial history in the area of 
fans and ventilation, Jonas knows what 
he’s talking about. After having started his 
career in overalls in 1987 at Fläkt, he made 
the exchange to his first sales suit in 1990. If 
we fast-forward through his career, past Gea 
Exos Ventilation and ventilation specialist 
Swegon, we find ourselves at Jonas’ current 
transition to NIBE Energy Systems.

”I have been a long-time fan of NIBE’s 
culture, product portfolio and innovativeness 
and look forward to contributing to the invest-
ment in climatisation solutions. NIBE has, 
for example, made great strides with NIBE 
Airsite, strides I look forward to contributing 
to developing with my colleagues.” 
 
What is so exciting about ventilation 

solutions?

”Climatisation is vital. In the last twenty 
years, we have halved energy consumption 
in fan energy but new requirements are con-
stantly being made that mean we can never 
rest. When it comes to creating good work 
environments, air is the most critical issue. 
Just think of all the schools, hospitals, offices 
and industries that need energy-efficient 
solutions. The possibilities are endless,” 
Jonas Cronwik, salesperson in Skåne and 
Halland, concludes.
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”I love being able to say Hi 
to our fantastic customers 
through Expert News”

Anna Nilsson

Sales,  
order Sales Department

Hello Anna Nilsson!
What do you do in sales?
I handle questions and orders from 
wholesalers, installers and service rep-
resentatives. These questions can range 
from entire installations to a little venting 
screw. I also work with our residential 
builders. In addition to tangible tasks, 
my job is to care for relationships.

What’s the best thing about your job?
I like not ever really knowing what issues 
may crop up, but being able to find 
solutions nonetheless. And though there 
are hundreds of people calling in, I get 
to know our customers and have lots of 
pleasant discussions. Nice chats, really. 
Most people are very positive.

What’s the most common question 
you get?
The most common questions are about 
spare parts. I love when customers call 
and start shooting off numbers that 
prove to be item numbers that they 
have memorised. That really impresses 
me and I can’t help but appreciate the 
customer.

What’s it like to be back at work after 
your maternity leave?
It was great to see my colleagues and 
customers again. I miss my daughter 
Melina during the day, but fortunately, 
I live in Markaryd so it doesn’t take me 
long to get home to her.

Speaking of home – what’s your 
personal relationship to NIBE’s heat 
pumps?
We built our new house ourselves, and it 
was a given to choose the best possible 
energy solution. That is, a NIBE F750  
exhaust air heat pump for the house, 
and a NIBE F2040 and VVM for the  
garage and pool. So you can say I practise 
what I preach!
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SMART HOMES

Welcome to your 
SMART home

What is considered a smart home 

today?

The truth is, you will get 100 different 
answers from 100 different people. No 
one has really definitively defined what a 
smart home is. Our definition of a smart 
home is one that has technology running 
almost imperceptibly in the background that 
increases your security and comfort and 
that makes life easier. Smart homes should 
make like easier for us – not harder!

Just how smart are today’s smart 

homes?

Since home alarms have linked up security 
functions from our smart phones, digital 
technology is now seriously providing us 
with useful services, without being cumber-
some. Functionality is really starting to take 
form, such as controllable heating systems, 
online household appliances, media centres 
and ventilation, paired with AI, machine 
learning and Google Home assistants. 
Nowadays, you can make life easier by 
talking to your system, getting answers to 
your questions, starting tech and syncing 
your calendars with control functions such 
as home-away mode. It’s really happening 
now.

What should you consider if you’re 

thinking of having a smart home?

We suggest investing in a simple smart 
home that will be sustainable for anyone 
moving in after you. Technology can easily 
become TOO advanced. The smartest 
homes are those that can be tailored to 
meet the needs of the technically savvy as 
well as those who have barely used a smart 
phone. The secret is to embed basic house 
technology that allows itself to be tailored 
to meet today’s and future needs, using 
such technology as the cloud. And naturally, 
it’s a matter of what it may cost and how 
much you want to control yourself. It can 
get expensive to have total control, but if 
you have too little, it loses its value. So you 
have to make wise decisions. 

Can you give us some examples of 

functions that can be controlled in smart 

homes?

One of the most important is simple control 
of ”home-away” functionality that gives you 
full control over your power outlets, water, 
lights, alarm and heating. Since the house 
”is privy to” the family calendar and weather 
forecasts, and learns with time, your security, 
comfort and energy consumption can be 

maximally tweaked and you can save consid-
erable money. People are very interested in 
their heating and ventilation. Many want to 
control their heating, increase their comfort 
and save money. It’s a waste to unnecessarily 
heat an empty house when you’re away for 
the day or on holiday.

Wouldn’t it be great to always know what’s going on in your house? That you really did switch the 
stove off, that the alarm is on or that your heat pump is set to holiday mode when you’re off on a trip. 
All of this is now possible, and with voice control. But what exactly is a SMART home? Let’s hear 
what Compare IT’s Technical Manager Martin Strandqvist has to say.

A Lund-based tech company with sub-
stantial experience in building and home 
automation solutions, or ”smart homes”, 
Home Line™ is a complete control system 
developed to optimise smart home 
solutions. The system comes in a few 
configurations to meet the needs of small 
flats and large homes alike. 

Compare IT
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”Because the 16,000 square metres of 
property are heated and cooled through 
ventilation and not via radiators, it required 
a great deal of courage to invest in ground 
source heating and solar. But Diös Fastigheter 
had just that courage and it has become 
a wonderful example of attaining world-
class energy efficiency using ground source 
heating and system solutions,” says Tommy 
Landin, salesperson from NIBE Energy 
Systems.

Up until 2015, the Metropol building 
on Universitetsallén had its entire heating 
demand met by the local district heating grid. 
When the building was in need of cooling, 
their 200 kilowatt air conditioners needed 
to kick in. With its expressed sustainability 
profile and annual energy consumption re-
duction (a target of minus 3 percent in 2019), 
the listed property company Diös decided to 
start drilling. NIBE’s powerful F1345 ground 
source heat pumps and 940 solar panels 
were installed. Diös Fastigheter’s energy 
optimiser Fredrik Karlström claims that they 
now have very high energy efficiency.

”Following our responsible action 
framework, we optimise our properties to 
make energy consumption more efficient 
and to provide a good indoor climate for 
our tenants. We are also decreasing our 
environmental footprint and contributing to a 
more sustainable economy through efficient 
use of energy. As it is rather uncommon 
to have air heating and cooling in such a 

large building, we are very pleased with our 
investment. It is an excellent system solution 
that utilises the energy found in the rock for 
heating and cooling. The greatest benefit 
is all the passive cooling we get during the 
summer. We have been able to replace our 
previous cooling units,” says Fredrik Karlström, 
energy optimiser of Diös Fastigheter in 
Sundsvall.

Passive cooling appreciated
Air heating and cooling make for a good 
indoor climate. In the winter, energy is 
supplied to the building through the main 
ventilation and heating batteries that heat 
the supply air of each floor. In the summer, 
the supply air is cooled from passive cool-
ing from the rock. By ventilating the building 
through the floor, the construction itself is 
warmed and cooled. At the same time, the 
concrete building has a storage effect due 
to the inherent inertia and the rock it rests 
upon. Thanks to NIBE’s heat pumps and 
a cohesive ventilation and control system, 
it was possible to remove the old cooling 
units.

”Cooling units are expensive to operate 
and have a limited life span. We now charge 
the boreholes with cooling during the winter 
while we extract heat to then use the 
cooling during the summer. In the autumn 
the cycle starts again and we extract stored 
heat from the rock. An amazing cycle, thanks 
to the heat pumps. The accumulation effect 

really is valuable, sustainable and reliable,” 
says Fredrik Karlström.

Diös Fastigheter invests in  
responsible action
Diös wants to be part of creating cities in 
which companies wish to establish them-
selves and people want to live, work and 
socialise in for the long-term. Environmental 
certification is an assessment of how envi-
ronmentally sustainable a building is. From 
a certification system, buildings are awarded 
certificates that show environmental  
performance. The commercial Metropol 
building currently carries the BREEAM In-Use 
certification.

”Our environmental efforts are ongoing. 
In addition to installing ground source 
heat pumps, solar panels and exhaust air 
recycling, we have exchanged old heat and 
ventilation fans with new, efficient fans in 
order to reduce our total energy consumption. 
We have a great number of NIBE’s heat 
pumps in our ranks. Their function and 
energy efficiency are excellent, they are 
reliable and they play an important role in 
our long-term sustainability efforts. Our ex-
periences with NIBE’s air/water heat pumps 
are just as good and they are well suited in 
many projects, such as recycling extract air 
from ventilation units or as an alternative to 
ground-source heating,” Fredrik Karlström, 
energy optimiser of Diös Fastigheter in 
Sundsvall, concludes.

CASE STUDY: COMMERCIAL BUILDING METROPOL

There is feverish activity in the expansive commercial building Metropol located on Universitetsallén 
in Sundsvall. Entrepreneurs, students, associations and restaurant-goers meet in a welcoming, creative 
environment. A metropolis that enjoys energy efficiency above the standard with its air heating and 
cooling.

Enormous energy efficiency when buildings 
and rock store energy for the commercial 
Metropol building in Sundsvall
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CASE STUDY: COMMERCIAL BUILDING METROPOL

•  Commercial Metropol building, built in 1986, is on 
Campus. 

•  16,000 square metres and about 50 operations.
•  Owned by Diös Fastigheter, who invested in a new 

energy system in 2015. 
•  4 x NIBE F1345-60 kW. 26 bore holes. A solar panel 

installation of 940 panels and output of 132 kW.
•  BREEAM In-Use certificate.

Commercial Metropol building, Sundsvall

Diös Fastigheter’s 
energy optimiser Fredrik 

Karlström
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•  Activity hotel in the Gullmar fjord, holding the Nordic Swan Ecolabel. 
17,500 square metres, 160 rooms, eight heated pools. 57,500 guests 
per year.

•  Owned by Aspelin Ramm, who also converted Smögens Hafvsbad, 
replaced oil with ground-source heating from NIBE.

•  In 2016, made profound energy efficiency improvements with ground 
source heat pumps from NIBE, six NIBE F1345, new ventilation and 
exhaust air recycling. ROI in approximately six years.

• A high-voltage customer, they have reduced their electrical output  
 requirements by 30 percent in 2016, from 700 to 500 kW. 
•  NIBE’s heat pumps are an integral part of the energy solution. In 

2018, it was updated with 1,200 square metres of solar panels, which 
will provide 170,000 kilowatts per year.

• The ground source heat pumps are online via Uplink.

Vann Hotel & Spa

CASE STUDY: VANN HOTEL & SPA 

Image source:  
Vann Hotel & Spa

From the left, Jonas Gustafsson,  
Richard Skansberg and Roger Larsson
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Its beauty makes you tear up. Bohuslän’s Gullmar fjord is home to one of the ideally located hotels, spas and 
conference facilities in Sweden. And behind the beautiful surface, created by architect Gert Wingårdh, is 
an energy solution worthy of the moniker pioneer. In the last ten years, the new owner, Aspelin Ramm, has 
halved the energy consumption per hotel guest, while more people flock to the growing hotel spa. 

CASE STUDY: VANN HOTEL & SPA

The Gullmar fjord lends energy to the  
energy pioneer Vann Hotel and Spa

”As owners, we constantly strive to reduce 
the amount of purchased energy to operate 
the facilities.  Our long-term environmental 
thinking is spurred by reaching the maximum 
amount of locally produced energy to meet 
and exceed all environmental requirements. 
Aided by the water of the Gullmar fjord and 
NIBE’s excellent ground-source heat pumps, 
we have managed to tweak our facilities to 
a fantastic degree,” says Roger Larsson, 
property manager of Aspelin Ramm who has 
owned the facilities since 2008.

Energy ambitions were high as far back as 
the inauguration of the hotel and conference 
facilities back in 1984. At the time, it was 
owned by the Metall trade union. Metall 
built a Swedish energy pioneer that focused 
on sustainable energy supply. It was on the 
cutting edge in 1984 to capture the energy of 
the Gullmar fjord water with heat pumps and 
to save energy with exhaust air recycling. At 
the time, it was a very advanced and compli-
cated facility that provided its guests with hot 
water, heating and a heated pool.

”Metall was ahead of its time when 
it invested in renewable energy sources 
in 1984. Step by step, we have further 
developed it over the years. But the greatest 
developmental stride was made 10 years 
ago when our new owner made substantial 
investments in renovating and developing 
the hotel, says Vann’s property manager 
Richard Skansberg, whose father owned the 
facility until 2008.

Halved energy consumption per 
guest
Thirty-five years after inauguration, the 
hotel has a fully developed spa with eight 
indoor and outdoor heated pools. And it is 

a substantially energy-tweaked facility that, 
in 2016 and 2018, was equipped with a bat-
tery of ground-source heat pumps from NIBE, 
namely, six NIBE F1345. In 2019, another two 
NIBE pumps will be installed. This is a result 
of the latest project to gain more energy 
efficiency at Vann Hotel and Spa.

”In 2016, we did an energy analysis and 
reviewed how the system was built up. The 
result ended up being new ventilation units, 
new ground-source heat pumps, new control 
and monitoring systems and a decision to 
implement the largest (1,200 square metres) 
solar panel facility in Bohuslän. With this 
investment, we have reached a new level 
on the cutting edge of energy efficiency,” 
Richard Skansberg tells us.

And the figures say it all. Previously on 
a level of 85 kilowatts per overnight guest 
and day, the current consumption is 43 
kilowatt hours. In other words, a reduction 
by half! 

Energy comes from the fjord
In contrast to traditional ground source heating, 
Vann Hotel and Spa does not get its energy 
from bore holes, but from the beautiful water 
of the Gullmar fjord. Two 100-metre long pipes 
pump water from the bay to the engine house 
by the pier. There, the energy is transformed 
to brine via a heat exchanger. From there, 
the energy is pumped up to the large RTU 
under the hotel in which a total of eight ground 
source heat pumps transform the energy into 
heating and cooling for the 17,000 square 
metre facility. There are many advantages to 
extracting energy from the fjord, one of which 
is that the hotel did not need to drill an excess 
of 50 bore holes to reach the geoenergy. Hon-
oured with assembling all the new technology 

in 2016 was NIBE installer Jonas Gustavsson.
”It has really been an adventure, and I’ll 

admit that my head was sure spinning the 
first time I stepped into the old equipment 
room. It was a particularly ambitious and 
substantial project, but also complicated 
and difficult to manage. By investing in an 
entire system solution and taking a holistic 
approach, we modernised the facility and 
considerably simplified operations. And 
NIBE’s heat pumps have made significant 
contributions to the reduction of energy 
procurement, an effect that will be further 
enhanced by the two F1345s soon to 
be installed. The fact that I can monitor 
operations through NIBE Uplink gives highly 
valued security,” says Jonas Gustafsson of 
Jonas Rör AB in Kungshamn.

Proud... but not done yet
With the 850,000 kilowatt hours they have 
saved per year, property owner Aspelin 
Ramm is proud of the ”energy revolution” 
they have brought about in their hotel. But 
their ambitions do not stop there, Roger 
Larsson, property manager with Aspelin 
Ramm, tells us.

”We have brought consumption down 
to about 140 kilowatts of energy per square 
metre. Though this is a very low number for a 
large spa and conference facility, an excellent 
number in fact, our ambitions don’t stop 
there. We are competing against ourselves 
to improve. Our next initiative is to have the 
property classed as a Green Building, all while 
our hotel continues to attract a greater num-
ber of guests to our conferences, spa and 
beautiful surroundings. And that’s what we 
mean by sustainable growth,” Roger Larsson 
concludes.
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INSIDE THE WALLS OF NIBE

Head of NIBE’s customer services, Arne Gustafsson and 
sales manager Niklas Rönnäng.
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INSIDE THE WALLS OF NIBE

The year 2018 was a historical year for NIBE sales and record numbers of people were able to take 
advantage of the world-leading heat pump technology from Småland. And, 2018 was also the year 
when sales on the export market exceeded sales on the home market. NIBE will no longer differentiate 
between the markets and instead will merge the sales departments into one. 

The winds of change are blowing over 
NIBE’s sales department

Niklas – you are the new sales manager 

in Sweden and the export markets – 

what’s that like?

Great, and exciting. Having been responsible 
for sales in Sweden for five years, it is now 
an exciting challenge to unify all our sales 
from NIBE Energy Systems. Unification also 
means that we are merging our Swedish 
and export sales departments into one sales 
organisation. Hopefully, this will benefit and 
please our subsidiaries and distributors out 
in the world. 

Why is NIBE merging Sweden and export 

into one department?

We are preparing ourselves to manage 
continued substantial growth and to serve 
our customers better. By having a larger joint 
department, we become more flexible and 
less vulnerable. We strive to increase quality 
and to work smarter in order to make life 
easier, more fun and more effective for our 
companies, customers and employees. We 
will also be able to harness all our knowledge 
of indoor climates in Sweden and abroad. 

How will NIBE develop with this initiative?

We have a well-functioning organisation, so it 
is mostly about attending to, harnessing and 
refining what we already do today. Naturally, 
we need to develop and to create tools to 
help us to work smarter and more efficiently, 
using increasing digitisation and honed pro-
cesses. A long-term example is to implement 
e-commerce for spare parts and to refine 
leads generation. As we know, change offers 
opportunities for development. It is more 

efficient to cooperate as one department of 
experts than to separate the processes of 
Sweden and exports. I firmly believe this!

What’s your view on sales?

Twenty-eight years of sales in Sweden 
and abroad have taught me to never take 
anything for granted, to always listen to 
what the customer needs, to keep the long-
term in view, to understand that business is 
done between people and that business is 
conducted differently in different countries. 
I understand that markets are unique and 
cannot all be treated the same. Cultural 
differences often go deeper than what 
you see on the surface and it is important 
to conduct sales and marketing in coun-
try-specific ways. Local companies know 
their business best. My team needs to 
work to deliver our high-quality products at 
the right time and to offer the best possible 
support to facilitate for our partners.

What’s the first line of business in your 

new role?

We are investing in developing our organ-
isation. As such, we have recruited a new 
role, namely, Head of Customer Services, to 
head up a joint sales department for Sweden 
and exports. Arne Gustafsson, previously 
in regional sales at NIBE, has taken on the 
role. We will do more of what we currently 
do well, tweak what we can improve and not 
make changes just for the sake of making 
changes, only for development. I will be 
visiting our companies to talk with people, get 
to know them, their needs and possibilities 

and to understand how best to support them 
from Markaryd. As a player in the sales team 
with a target of doubling sales in four years, it 
is my great pleasure to see how nicely NIBE 
is developing together with our proficient 
installers and partners, in Sweden and in 
Europe.

Arne – you are the new head of customer 

services. How does it feel?

It feels great. And having worked as a 
regional salesman for properties in the 
western parts of Sweden, I feel prepared. I 
was employed in sales at NIBE in 2004, and 
now I have gone full circle.

You assumed the role on 1 April. What’s 

first on the agenda?

I have a lot to learn in my new role and will 
develop with the rest of the department. 
In the initial stages, I will familiarise myself 
with and understand the job from an internal 
perspective. We are also investing in boosting 
sales for properties on our home market. I am 
optimistic of the future and will fully focus on 
our customers and collaboration. Let’s give it 
our all!
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EXPERT PROFILE

•  Founded in 2001. Headquarters in Motala, operates in all of  
Östergötland with offices in Norrköping, Motala and Linköping.

•  Drills and installs approximately 300 ground-source heat pumps a year. 
•  Manages installation, service, cooling technology and has three drilling rigs.
•  13 employees – growing by three employees in Norrköping.
•  Turnkey operations for ground-source heat drilling - plans, drills, installs 

and performs energy inspections.
•  Turnover of over SEK 40 million per year.
•  Johan lives with his wife and two children outside Motala.
•  Background: installer and trained refrigeration technician.
•  Private interests: relaxes fully in his motor boat in the summer.

Johan Sköld of Vadstena Villavärme AB
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2019 to be an eventful year for one of 

Sweden’s largest installers of NIBE’s 

heat pumps. A new drilling rig, estab-

lishment in Norrköping and reinforce-

ment of the team as Johan’s wife Lina 

joins the expanding company. Now they 

just need to be able to install two heat 

pumps a day!

”We have had a good start to our business 
year and are investing in the future with a 
third drilling rig in conjunction with opening 
an office in Norrköping. Now that electricity 
prices are creeping up, we are seeing greater 
interest in our solutions and our customers 
appreciate that we take a holistic responsi-
bility for their installations,” says MD Johan 
Sköld, part-owner of the company since 
2007 and currently co-owner with Dennis 
Gustavsson.

After working as a car mechanic for a 
few years, Johan started as an installer at 
Vadstena Villavärme in 2005. In 2007, Johan, 
barely 30 years old, became a part-owner, 
only to take over the company in 2008 with 
a partner. And he hasn’t regretted it once. 
Since then, the company has grown steadily 
with good results, and most importantly, 
with a great number of satisfied customers in 
Östergötland.

Full focus on ground source heating
With his partner Dennis, Johan has focussed 
fully on NIBE throughout. And ground source 
heating. After collaborating with a few drill-
ing subcontractors for a few years, Vadstena 
Villavärme decided to invest in its own 
drilling rig, a Welldrill with caterpillar treads, 
which can work on housing plots and drill for 
energy at an excess of 300 metres.

”Nowadays, ninety percent of our business 
is in ground-source heating so you could say 
we’re specialists in Östergötland. We do a lot 
in Vadstena where we got our start, and in 
Motala, Linköping, Åtvidaberg and Norrköping. 

Vadstena Villavärme is investing in the 
future and for the great replacement

EXPERT PROFILE

In the beginning, we primarily installed 
NIBE F1215, but today, the best-seller is 
the speed-controlled NIBE F1255-12,” says 
Johan.

After having invested in their second 
drilling rig in 2005, it was again time for a third 
in 2018. It will come to good use considering 
their investment in Norrköping and the fact 
that the company has an average of two 
installations a day! Impressive success 
according to NIBE’s salesman Magnus 
Lindberg.

”It is inspiring to follow Vadstena Villavärme’s 
development. It is clear that their holistic 
offering, with drilling, service and cooling 
technology, is appreciated by their customers 
and contributes to their growth. They are very 
attentive to their customer relationships and 
really deserve their good reputation,” says 
Magnus Lindberg of NIBE Energy Systems.

Vital to have satisfied customers
In addition to Johan’s industrious sales 
efforts, their satisfied customers are their 
best salespeople. The company thrives on 
positive recommendations and customers 
who pass their name on to their neighbours. 
Receiving feedback from customers is one 
of Johan’s favourite parts of the job.

”Having satisfied customers is what gives 
me the most satisfaction. Quite often, cus-
tomers will call and tell me that they are in 
fact saving MORE than they thought, which 
is nice to hear. And it’s extra satisfying to 
go out and help them when something 
has gone wrong and give them back their 
heating. Seeing how happy they are that I 
was able to help is a highlight of my day,” 
says Johan.

Because it is not often you buy a heat 
pump, you have to manage your brand well 
and take care of your long-term relationships. 
If your installation is poor, customers tend to 
look for another supplier – but if it is good, 
the unit lasts longer and the customer is 

more willing to give Vadstena Villavärme 
renewed business when it is time for a 
replacement in 15-20 years.

”We take a long-term view of our rela-
tionships and notice how we are starting to 
get replacement work. In the coming five 
years, we are counting on more and more 
customers looking for a new machine and 
thus getting even better efficiency with 
NIBE’s heat pumps. Since we always drill 
a bit deeper than is necessary, it’s often 
enough to replace the machine. Sometimes 
we need to drill a new hole, but that’s not a 
problem,” says Johan.

Expansion and reinforcement of 
the team
With 55,000 km per year of sales trips 
throughout Östergötland, Johan is an expe-
rienced ambassador of NIBE’s heat pumps. 
His partner, Dennis, manages installations 
with a number of colleagues. As of 2019, 
Johan’s wife Lina has joined the team to 
work in the office. Increased investments in 
property heating, such as in industrial prop-
erties and multi-unit residential buildings, the 
company is getting more and larger projects. 
Johan is currently looking to hire three new 
colleagues to man operations in Norrköping 
and to do on-site drilling, installations and 
deliver service and cooling expertise. 2019 
promises to be an exciting year for Vadstena 
Villavärme.

”With two installations a day, it looks 
like this year will break records for us. It will 
be very satisfying to accomplish this with 
my competent colleagues. And we need 
to grow. We are constantly looking to hire 
proficient well drillers and cooling/heat pump 
technicians and can offer an exciting job in a 
very happy workplace, which happens to be 
one of Sweden’s largest installers of NIBE 
products,” Johan Sköld, MD of Vadstena 
Villavärme, concludes.
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What kind of interest do you see in 2019 

for hot water heaters?

Interest continues to be great as hot 
water heaters meet a number of different 
needs and provide a flexible, cost effective 
delivery of hot water, such as in houses 
with direct electrical radiators, summer 
homes and holiday homes or in houses that 
have been added to and the supply is no 
longer enough. In these cases, it’s easy to 
enhance existing hot water production with 
an extra heater connected in a series.

What should installers and consumers 

consider when choosing a heater?

First and foremost, you have to think ”the 
right hot water heater in the right place”. 
This entails choosing the right corrosion 
protection to ensure long, reliable service, 
and then to carefully consider your current 
and future hot water needs. Then you need 
to choose a high quality product!

What is so important about corrosion 

protection?

It is this protection that determines whether 
the heater lasts three or 30 years. So it’s 
crucial to select correctly from copper, 
stainless steel and enamel. The quality 
of water differs in different parts of the 
country and having your own well also plays 
a part. If you make the wrong choice, your 
nice heater may be ruined in just a couple 
of years. NIBE offers test kits and analyses 
if you’re not sure of what’s best. As long as 
you do the right footwork, going with NIBE 
should never be a mistake.

Is it right to assume you need to choose 

the right size?

Yes, there’s a considerable difference 
between the needs of a simple summer 
house with two people who shower quickly 
to a family with three teenagers in a per-
manent home. Small summer and holiday 
homes may only need a NIBE 15 litre 
Nibette for quick showers whereas families 
with teens may need a more advanced 
NIBE Compact SC with its 200 litre heater. 

How have hot water heaters developed 

technologically in the last few years?

In addition to having optimal insulation 
and constantly improved technology, NIBE 
Compact SC (smart control) has a smart 
thermostat that ”learns” and adapts to the 
residents’ needs for hot water. This means 
that the hot water heater consumes fewer 
resources and saves energy. And, heat loss 
between 55 and 100 litres is negligible, which 
we often have to remind our customers so 
they don’t choose an unnecessarily small 
heater.

And NIBE sells large hot water heaters, 

or accumulator tanks, to large properties. 

What’s important to consider here?

Pretty much the same thing we talked about, 
corrosion protection. But here, the dimen-
sions are perhaps even more important. Just 
consider having a hotel with 200 rooms and 
400 guests who want a hot shower at the 
same time in the morning. Then it’s a matter 
of dimensioning appropriately. Still, you don’t 

want to waste energy but use it wisely. The 
secret is in the perfect balance between 
having enough hot water and wasteful 
excess. This means optimising the amount 
of accumulated hot water based on needs 
and with the right output. In other words, 
a classic Swedish compromise – not too 
much, not too little.

In closing – what tips would you like 

to give installers and other parties 

that help end customers with their hot 

water heaters?

I’m sure they know best how to help their 
customers, but to answer the question, I 
would like to point out the importance of 
the right corrosion protection and how easy 
it is to get help from us in doing an analysis 
if necessary. And dimensioning the volume 
is important so the customer remains satis-
fied with NIBE’s product and our installer’s 
recommendations for decades to come. 
Satisfied customers are the best!

FOCUS ON WATER HEATERS

Vital to have the right hot water 
heater in the right place
Hot water is all about comfort and energy efficiency. From 5.5 litres to 300 litres. That’s how great 
NIBE’s product range is for hot water heaters for private residences. And when it comes to larger 
properties, accumulators of up to 1,000 litres are offered. These are connected in series for greater 
needs. So HOW should you choose a heater?  Expert News gets the answer from ”hot water expert” 
Harald Källstrand. 
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FOCUS WATER HEATERS
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25 YEARS WITH NIBE

•  Founder, MD and owner of Thimsfors VVS & Oljeservice since 26 June 1994.
•  Turnover 2018: SEK 66 million with ten percent growth.
•  Born in 1967 in Traryd.
•  Lives in Båstad since 2012 with his partner and two daughters, 17 and 18 

years old.
•  Interests: Hunting, skiing and horse riding. Likes hiking in the woods.

About Håkan Jonsson
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”I started the company as a 27-year-old during 
a challenging recession. And I’ve never 
regretted it. I am proud to have around 40 
proficient employees and a loyal customer 
base. Just think what you can accomplish 
if you only put your mind to it,” says Håkan 
Jonsson.

After growing up in Traryd and Strömsnäs-
bruk, Håkan received sheet metal and weld-
ing training during upper secondary school 
and got his first job at the age of 18 with NIBE 
in Markaryd. It was during the era when hot 
water and heat were primarily produced with 
oil and electricity. At NIBE, Håkan worked as 
a repairman and contributed in building up the 
new enamel plant. They were four nice years 
with good mates that made an impression. 
After NIBE, Håkan worked as a plumber until 
he rolled the dice at the age of 27. The 
boy from Traryd became an entrepreneur 
when he bought the Thuve Bernholts 
Rörledningsfirma company in Markaryd and 
Thimsfors VVS & Oljeservice was born.

Numerous milestones in 25 years
Today, Håkan’s company is one of Sweden’s 
largest installers of NIBE heat pumps. They 
install about 150 heat pumps a year. After 
gaining substantial momentum in ground 
source heat pump installations twenty 
years ago, the company bought its own 
drilling rig in August of 2014. They have 
cooling and gas certification, are licensed 
welders and NIBE service representatives.

”We are proud of establishing in the 
countryside with our headquarters in Timsfors. 

And, we have expanded organically and 
through acquisitions and are now also found 
in Älmhult, Båstad and Laholm. This means 
that we cover a substantial geographical 
region. This has been part of our successful 
growth journey and is not totally unlike 
NIBE’s journey, but on a smaller scale,” 
says Håkan with a chuckle.

Thimsfors VVS & Oljeservice started in 
a basement in Markaryd but graduated in 
1998 to their property in Timsfors. After 
purchasing Team Sportia’s old building, the 
offices, shop and warehouse have grown 
in stages and now house the headquarters. 
Half of the company’s staff was recruited 
from Kunskapscentrum’s HVAC programme 
in Markaryd and Håkan’s company has 
always generously brought in apprentices. 
Satisfied employees who stay.

”We have a low staff turnover. I have ex-
tremely competent, independent colleagues 
who I am proud to call family. Our ”Thimsfors 
spirit” and values are important and anything 
but fleeting. We have lived according to our 
4 main values, customer service, expertise, 
quality and friendship, for over 20 years,” 
says Håkan.

Growth through development and 
acquisitions
After a number of acquisitions through the 
years, such as of Mats VVS och oljeservice 
AB in Älmhult in 2014 and of Sydhallands 
VVS in 2017, 2018 became a year for con-
solidating. Focus was on getting the culture 
in place in all four offices and on preparing 

for the future. Nonetheless, the company 
broke their turnover record by 10 percent 
growth. In other words, muscling up for con-
tinued development of staff, in technology 
and in focussing on the customer.

”It is so much fun to be an entrepreneur. 
I’ve never been easily frightened and part of 
the joy of being an entrepreneur is investing 
in the future and trying to always be one step 
ahead in understanding what customers and 
the market will want. Development in heat 
pumps has been fantastic and it feels secure 
to collaborate with NIBE as they are always 
driven to improve technology and usefulness. 
And we are proud that NIBE has always 
listened to our feedback when developing new 
solutions. So we feel that we have been part 
of NIBE’s success,” says Håkan.

So what about oil as a fuel – ”oil” 
is still part of your company 
name?
”It’s almost comical that we are still called 
Oljeservice (oil service) but the truth is that 
we are occasionally called out to fix a boiler. 
There probably aren’t a whole lot of those 
left since heat pumps took over about 20 
years ago. And I really don’t miss the times 
that I was all dressed up on a Saturday for 
a party and a customer called because they 
were having problems with their oil boiler. 
It was just a matter of getting the machines 
going again, shirt and tie notwithstanding, 
since the customer always comes first. 
But that is fortunately just a past memory,” 
Håkan Jonsson concludes with a chuckle.

25 YEARS WITH NIBE

Håkan is celebrating his 25th anniversary 
with NIBE and Thimsfors VVS

The headquarters in Timsfors, just outside Markaryd, are bursting with activity. Customers and employees 
are constantly coming and going through the office, shop and warehouse. It’s bubbling with energy, and 
in the middle of it all is Håkan Jonsson, looking proudly at what he has accomplished. An established 
company that is celebrating 25 years of success in 2019. 
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INSIDE THE WALLS OF NIBE

”In the first half of 2019 alone we built and 
tore down at least ten booths in Sweden and 
abroad. Among them was our largest booth at 
729 square metres at the ISH fair in Frankfurt. 
It was a technological wonder that will be 
the model for our large fairs in Sweden and 
abroad,” says NIBE Energy System’s ’fair 
general’ Marcus Brelin.

Since 2011, Marcus has been working with 
developing NIBE’s fair presence with his col-
leagues Alexander Bäfwer and Dick Wester-
blad. The trio make up NIBE’s ”fair crew” and 
plan, build up and tear down booths in about 
23 large fairs and events through the year. 
They also help out with smaller booths in local 
companies. And fairs are important. In the last 
few years, the number of fairs has practically 
doubled for NIBE. To further sharpen their fair 
concept, Marcus and the marketing depart-
ment have developed a new, modern booth 
concept. This concept has been praised by 
visitors and competitors alike.

”Our marketing department has done an 
eminent job at developing the communications 
in our booths. And thereby, our booth system 
with its robust truss for suspending lighting, 
walls, screens and tech has really been an im-
provement. Even our competitors have come 
by to praise our booth. That’s when you know 
you’ve made something great,” says Marcus 
with a smile.

Massive teamwork
There is serious teamwork behind the 
creation of NIBE’s tech-ridden and inviting 
booth. To give an example, over 50 people 
are involved in planning the large-scale ISH 
fair in Frankfurt every other year. Planning 
takes eight months and the involvement of 

It’s enough just to look at the fair schedule to get your heart racing. The tempo of the NIBE fair team, 
that is, those who travel throughout Sweden and Europe to set up fair booths, is intense. But, they 
do it happily and invest heavily in creating the best fair experience in the industry for the benefit of 
partners and end customers. Expert News met with the ”fair general” Marcus Brelin.

colleagues from innovation, sales, marketing, 
etc. And providing the best possible experi-
ence in the 729 square metre booth requires 
quite a bit of elbow grease. Even the 
Nordbygg, Fastighetsmässan and a number 
of consumer and house and home fairs in 
Sweden require almost as much work. 

”We are involved from the inception, 
when the doors to the fair are opened, and 
until everything has been packed up in lorries 
for the next event. Naturally, what’s most 
important is that we display the right products. 
That’s the whole point of having a booth. It’s 
also important that our customers get the right 
impression of our brand and can find their way 
among our products and people on the floor. 
We know how important it is for our custom-
ers to be able to see and feel our machines 
and to have a bunch of alternatives. For the 
best possible experience, we work together 
with regional managers to get just the right 
feel in our booth and to display the machines 
that are of greatest interest to the market in 
question,” Marcus tells us.

A modern ”setting of the stage” 
As NIBE has managed to move up, Marcus 
has had the pleasure of being able to invest in 
a totally new booth system in 2017. The new 
system has magically removed the need for 
pillars and surrounding walls. With its ”rock 
concert-like” truss, lighting, walls and screens 
can be suspended from above and create an 
airy, inviting ”stage” for NIBE’s salespeople, 
machines and visitors.

”With the new, raised hardwood floor, 
we can freely furnish the booth. In 2019, we 
invested in additional technology that allows us 
to have two 150 square metre booths up and 

running simultaneously. This is a great stride 
for our fair capabilities,” says Marcus.

Regardless of whether the booth is 30 
square metres, the more ”normal” 150 or 729 
square metres, the thought is that visitors will 
recognise where they are. Unified, scalable 
communication that uses LED screens for 
exposure to a greater degree. In the case of 
the ISH fair, there are 20 LED screens covering 
a full 200 square metres!

On the road again
In the spring, Marcus’ department feels the 
pressure. They need to get through a total 
of ten fairs and events. Marcus, Alexander 
and Dick transform into ”roadies” for the 
travelling rockers who, when one fair closes, 
go to set up another booth in another 
country. A number of NIBE employees and 
pensioners experienced in building booths 
come to their aid. And the spring of 2019 
will be particularly busy.

”We spend a lot of weeks on the road with 
long days, long nights and eternal packing 
and unpacking,” says Marcus and continues. 
”But this is what it’s all about. Putting up our 
fantastic booths in which our staff and visitors 
love to work and do business in. And I guess 
you could say you get pretty good at using a 
screwdriver. It generally takes about three days 
to build a medium-sized booth. In the case of 
ISH, it takes a full week and 15 people. And 
then it’s just a matter of ripping it down and 
moving on like the ’roadies’ we are,” Marcus 
concludes with a chuckle.

NIBE’s ”Flying Circus” spreads heat at a 
record number of fairs 
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INSIDE THE WALLS OF NIBE

Week 5 -   Fair in Utrecht, Holland 
Week 6 -   Build at fair in Lyon, France
Week 7 -   Dismantling Lyon fair
Week 10 -  Build at Fastighetsmässan in Stockholm, Vil-

lamässan in Malmö and ISH in Frankfurt
Week 11 -  Dismantling these three fairs, move on to 

Birmingham and build a booth 
Week 13 - Build at fair in Budapest, Hungary
Week 14 -  Dismantling Birmingham and go to Tallinn for fair
Week 16 - Build at fair in Vilnius, Lithuania
Week 17 - Fair event in Stockholm
Week 19 - Prepare Annual General Meeting in Markaryd
Week 23 - Build at Elmia Wood in Jönköping
Week 24 - Dismantling Elmia Wood

Schedule spring 2019

From the left, Marcus Brelin,  
Dick Westerblad and Alexander Bäfwer
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Hi Alexey!
NIBE Expert News met with Alexey 
Kuzmin, NIBE heat pump manager at NIBE 
Evan Russia.

How’s it feel to be at ISH?
”It’s really nice to be here and to see my NIBE 
family. NIBE has brought about excellent 
development in heat pump technology and 
smart connections in heating and ventilation.”

Can you describe NIBE’s  
development in Russia? 
”We have sold over 1,000 heat pumps. 
Primarily ground-source heat pumps, but 
air/water heat pumps are on the move. In 
2018, 60 percent were ground source heat 
pumps and 40 percent air/water. Russian 
winters are cold, but because technology 
and refrigerants are becoming increasingly 

effective, our customers are choosing easily 
installed systems, such as air/water heat 
pumps from NIBE.” 

What type of project do you  
focus on? 
”In 2018, 85 percent of our customers 
were for residences and 15 percent were 
commercial. But in 2019 we will have about 
25 percent commercial projects. More and 
more customers are seeing the benefits of 
heat pumps in Russia though the price and 
cost still mean that many choose cheaper 
gas boilers. And because oil is becoming in-
creasingly expensive in our country, we are 
seeing a clear upswing in our future market. 
Especially with the fantastic new products 
from NIBE.”

The world meets at NIBE’s booth at ISH

NIBE OUT IN THE WORLD
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Hi Carolin Gralher from NIBE 
Germany. What do you think of 
NIBE’s booth?
”It’s brilliant. Spacious and modern. A per-
fect place for meeting customers. I’ve been 
in sales for three years and this is my first 
ISH fair. It was very exciting. I have learned 
so much from our international colleagues 
and naturally, from our visiting customers.”

pumps have a 15 percent market share in 
newly built Polish houses. So NIBE-BIAWAR 
really offers a sustainable energy solution in 
Poland, not to mention Ukraine, Belarus and 
Lithuania, where we also operate.” 

So what drives the interest in heat 
pumps in Poland? 
”I personally want to save the world by 
increasing the use of renewable energy 
through heat pumps. In Poland, we have a 
lot of air pollution problems as people still 
burn coal. Therefore, heat pumps play an 
important role in the ’green way’ forward. 
It’s extremely motivating!”

The energy pioneer who’s changing 
Lebanon
Mr. Maher Tabarra was one of many visitors 
to the NIBE booth during ISH 2019. With his 
distribution operations in the Albina company, 
Maher Tabarra is a pioneer of sustainable 
energy in the Middle East and his home 
country Lebanon. 

”We have a clear vision of making energy 
generation sustainable. Six years ago, I 
decided to give renewable energy my all. 
Today, I have a number of large projects 
concerning heat pumps, solar power, wind 
and biogas. The market is strong, and our 
collaboration with NIBE has enabled us to 
successfully deliver projects such as Medrar 
Medical Center outside Beirut in which 18 
heat pumps generate 1.1 megawatts,” says 
Maher Tabarra.

So what is driving you toward this 
”green vision”?
”We have to consider the world in 50 
years and take measures to make it a good 
world. I strive to change people to want to 
invest more in renewable energy sources 
and I see a strong interest in our solutions. 
Together with NIBE, we prove the power 
of heat pumps, project by project. Based 
on a number of very successful ground 
source heating installations, I see great 
potential for more air/water projects as well 
as increased interest for this technology in 
our part of the world,” says Maher Tabarra, 
energy pioneer and MD of Albina.

I want to save the planet! 
Those are the words of Małgorzata 
Smuczyńska, business unit manager for 
NIBE-BIAWAR in Poland and vice chair 
of the Polish organisation for developing 
heat pump technology. At her visit to ISH 
2019, she expresses pride in being part of 
NIBE’s success story. 

”We are market leaders in the sales of 
heat pumps in Poland. In 2018, we sold 
more than 2,000 heat pumps. This shift 
gives hope when compared to the days of 
heating only with fossil fuels. Three years 
ago, market interest in air/water heat pumps 
started to rise significantly. Today, heat 

NIBE OUT IN THE WORLD
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NIBE’s technical correspondent Marko Hietaharju gives us his smart tips on 
making life simpler, more fun and, in a nutshell, happier for NIBE’s installers. 

MAXIMISE  
WITHMARKO

Ask Marko

Do I need a NIBE heat pump to be 
able to use NIBE solar panels?
You can definitely use our solar panels 
without a heat pump. However, our 
heat pumps* can communicate with the 
solar panels, which is advantageous. 
If the heat pump detects that the sun 
is shining, it will generate hot water or 
heat using the sun rather than electricity 
from the grid.  

The inverter is usually off at night, 
why?
When it’s dark outside, the solar panels 
do not generate enough voltage for the 
inverter to be turned on. Even when it 
is light out, the voltage may be too low 
to start the inverter. So it is possible 
that it is off during the day as well, but 
that’s generally during the darker times 
of the year when it hardly gets light 
outside. Nor will it operate if there is 
too little light.

This time I thought I’d start out with 
a song that relates to what I want to 
write about. You can probably guess 
what that is when you hear the song 
is called ”You are my sunshine”. There 
are many versions of the song, but I 
chose Johnny Cash’s version. Scan the 
QR code to listen on Spotify.

EME 20 is the accessory I thought 
I’d write about. At first sight, it seems 
to be an insignificant, talentless little 
box. But, it can communicate with 
the sun, sort of. No, I don’t have sun 
stroke. This little box, just 8x8 cm, 
works as an interpreter between your 
NIBE heat pump and your NIBE solar 
panel installation. 

EME 20 enables your heat pump 
to know whether the sun is shining. 
When the sun is shining, your heat 
pump detects it and generates heat 
and hot water using electricity from 
your own solar panels, according to 
your settings. If you only want it to 
generate hot water, it will. If you also 
happen to have a pool, I have one thing 
to say: Jackpot! You can swim in the 
sun! Pools are the perfect place for 

storing the sun’s energy. We are talking 
locally produced! 

The best part is that EME 20 is part 
of our solar panel package. I know that 
it wasn’t NIBE’s solar panels Jimmie 
Davis was thinking about when he 
wrote ”You are my sunshine”. But 
when you have NIBE’s heat pump and 
solar panels, you have every reason to 
sing along - ”You are my sunshine, my 
only sunshine. You make me happy 
when skies are grey. You’ll never know 
dear how much I love you. Please don’t 
take my sunshine away”. 

*applies to heat pumps that can be connected to 

NIBE Uplink
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IT’S IN OUR NATURE NIBE.EU

Connectivity is 
in our nature

Nature is our greatest source of energy. It connects everything, and impacts 
our wellbeing in ways we don’t always acknowledge. With NIBE Uplink, your 
customers can control the entire climate system in their homes wherever they 
are – allowing them to maintain a balanced indoor climate with minimal impact on 
the environment. 



NIBE Energy Systems 
Box 14
285 21 Markaryd. 

IT’S IN OUR NATURE NIBE.EU

Put the
future on top

NIBE PV | ROOF MOUNTED SOLAR ENERGY

Deliver an efficient solar package that captures and transforms the sun’s energy.
NIBE PV can be installed on most roofs, creating optimal energy usage when
integrated with a heat pump. Solar power and smart technology helps your
customers reduce their energy costs and create a perfect indoor climate.


