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Hello, all friends of NIBE!

As you read this, you are about to put yet another busy 
autumn and a profitable year behind you. It will soon be 
time to relax for the upcoming Christmas holiday.

At NIBE, this is a hectic time. Environmental discussions 
have never been so high on every political agenda as 
they are today, and this is increasing the demand for our 
products. Many European countries have recognised their 
responsibility and have set demanding environmental 
targets, and it is high time for this. We ourselves have the 
benefit of manufacturing products with reduced environ-
mental impact and lay the foundations for countries to 
achieve their environmental targets. But as a global com-
pany, we ourselves bear a great responsibility for ensuring 
that our own factories and premises have as little environ-
mental impact as possible, as our Head of Sustainability, 

Kenneth Magnus-
son, describes in this 
edition.  

An important part 
of any replacement 
is, of course, the 
corrosion protection. 

If it goes wrong, it is devastating for the end customer. So 
it is clearly important to determine how well the corrosion 
protection has performed and to recommend the same if 

SMART IS SUSTAINABLE

they have been satisfied, according to Harald, who also 
looks into the beneficial properties of copper.

The launch of our S series is in full swing, and we are 
seeing a steady migration from the F to the S series. Nat-
urally, we have interviewed a few S customers to find out 
about the switch to the heat pump of the future. You can 
also accompany us to the Cantine Gemma vineyard in the 
Piedmont region of Italy, which has reduced its CO2 emis-
sions to zero, meet Simon at Norrtech, who reveals the 
secret behind the success, and find out how a roof surface 
in Haninge can bring in a profit thanks to solar cells. And 
much more.

Last but not least, we at NIBE would like to wish you all a 
really MERRY CHRISTMAS AND A HAPPY NEW YEAR!

Niklas Rönnäng 
Sales Manager, NIBE Energy Systems

RECORD NUMBER OF VISITS TO WEBSITE 
Launch campaign for NIBE S series in Sweden breaks record. The S series, which is 
our smartest product yet, has been featured in all media channels since the start of 
the campaign in week 38. TV is the main medium and we have so far attracted more 
individual visitors than ever to our website. The main aim is to communicate the 
smartness that makes everyday life easier, with the focus on connectivity, economi-
sation and sustainability. 

EDITORIAL

Do we practise 
what we preach? 
Read about our sustain-
ability work on page 14.



SERVICE & QUALITY MEETING
On 16-17 October, After Sales hosted an annual 
meeting with our international partners and  
colleagues. Items on the agenda included an intro- 
duction to the NIBE S series, talks and discussions 
about quality, products and procedures ... as well as a 
spot of socialising in a convivial atmosphere.  
Around 50 participants contributed with great  
interest and curiosity.

DO YOU WANT TO BECOME SMARTER? 
Or at least gain more understanding, be more prepared, feel more confident, 
get tips and try out troubleshooting without an inquisitive, stressed-out custom-
er looking over your shoulder? Or maybe just learn more about our products? 
Why not take one of our training courses at NIBE? We run both theoretical and 
practical training courses, primarily in Markaryd but also at other locations and 
by distance training. At NIBE, it’s easy to be smart! 
Read more and register at proffs.nibe.se

THE FIRST HEAT PUMPS

IN THE NIBE S SERIES IN PLACE. 

Read about ground source heat-

ing in Lidhult on pages 4-5 and 

air/water in Gimo on pages 6-7

MEETING ON A SUSTAINABLE BOSNIA & HERZEGOVINA
On 6 November, the Swedish Embassy in Sarajevo organised a 
meeting on sustainability in the region, something which is sup-
ported by the UN and the EU. The background was the UN's 
Agenda 2030 agreement, and the aim was to discuss and share 
Sweden's experiences and what it has to offer. NIBE is regarded as 
an important international environmental stakeholder. We have had 
a presence in Bosnia and Herzegovina for a number of years and 
already collaborate with a local distributor for installing sustainable, 
efficient-energy solutions in homes, universities, office buildings etc. 
Those present included ministers from the countries concerned, 
the Swedish Crown Princess and Prince, the UN, companies and 
organisations able to make a contribution and, from NIBE, Seved 
Demberg, Regional Manager, Martin Forsén, Director of  
International Business, and Niklas Rönnäng, Sales Manager.

NIBE has taken  
service to a new level. 
Read about our first 
NIBE Service  
Centre on page

Happy new 2020! 
Read Martin Forsén's tips and 
trends for a better future on 
page 10.

NEWS
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CASE STUDY: THE S SERIES

The chestnut leaves lie like a fluffy brown 
carpet on the grass outside the Rehn fami-
ly's house in Lidhult. Today will see the final 
touches put to the installation and we're 
going to have a demonstration. Lina Rehn 
takes us down into the cellar and shows us 
the new heat pump.

“The old one couldn't cope with the 
winter,” Lina tells us. “We used to shut 
ourselves in the TV room and switch on 
the electric stove so that we didn't freeze. 
When we were away, we had to employ a 
caretaker to come and switch it on again. 
The worst thing was being woken up by 
“beep beep” every night. Last winter the 
alarm went off all the time! And we had 
terrible electricity bills.”

The house was built around the turn of the 
century and has a total area of 400 square 
metres. There were two 170-metre drilled 
holes and a separate hot water tank from 
before. It was Klas Nilsson at Lidhults Rör 
who replaced the pump with a NIBE S1155, 
one of the first to be installed in Sweden 
and the first for Lidhults Rör.

Connectivity was a requirement.

It was when the frost set in at the end 
of September that the pump finally gave 
up the ghost. Klas had recently found 
out about the new S series from André 
Hansson, NIBE's district salesperson. Lina's 
husband, Andreas, and Klas already knew 
each other, and they naturally got into a 

discussion.
“Andreas loves technology, and want-

ed to have the latest,” says Klas. I did 
everything to get the new model quickly. 
Connectivity was a requirement, to find out 
the status by phone and to receive alarms 
and messages.”

While they were waiting for the launch of 
the new model, the family used an immer-
sion heater. After a few weeks the delivery 
came and the replacement was carried out.

“It was quick and simple to do. Out with 
the old, in with the new, and then the new 
brine pipes,” Klas goes on.

“It's never been so warm in the house,” 
says a relieved Lina. 

Now the pump has been running for a few 
days, and it's time to go through how easily 
the family will be able to control and moni-
tor the heat pump in the pump's display and 
by mobile phone. Lina listens with interest 
as André talks about weather control and 
holiday settings.

“So I can turn it down a few degrees 
when we go away, and turn it up again 
when we come back home?”

Lidhults Rör already monitors a number of 
heat pumps they have installed, but the 
new app has a much simpler interface, both 
for the customer and for the installer. 

“The more customers that connect to 
myUplink, the better it is for the installers to 

have myUplink PRO,” André explains to his 
colleagues at Lidhults Rör. “It means that 
you work more pro-actively and it gives you 
a sense of security.”

“It was quick to download the app, which 
is really clear and simple,” Klas thinks. 

Several smart functions

Lina downloads the app and André 
connects the heat pump to the family's 
network. They set Smart Price Adaption 
and activate weather forecast control.

“Now the heat pump knows it should 
build up a buffer at night, when the price of 
electricity is at its lowest. That can save you 
20 per cent, but you need to have a variable 
electricity contract,” André explains. “Wire-
less room sensors and smart thermostats 
on the radiators are coming, then you can set 
different temperatures in different rooms, for 
example a bit cooler in the bedrooms.” 

“That's great – when our friends from 
Stockholm ring and say they're coming, we 
can just turn it up,” says a happy Lina. 

“If you decide to add solar cells, they 
communicate with the heat pump,” André 
explains. “Then it can ask which system 
to send electricity to – maybe you want it 
to start the smart washing machine, for 
example. In the same way, you can connect 
it to your smart home system and control it 
by voice from there.”

“This seems really great, exciting – and 
it's handy to have you guys in the village!”

When the autumn frosts came, the Rehn family's old ground source heat pump gave up the ghost. 
It was time to replace it with a new one, in the 400 square metre house dating from the turn of the 
century. The timing could not have been better. “It's never been so warm in the house,” says a relieved 
Lina Rehn.

Smart heating replaces  
broken-down heat pump

UP & RUNNING IN LIDHULT



This is the home of Lina and Andreas 
Rehn and their children Tuva, aged 6, 
and Fenix, 4. 
Professions: Retailers and firemen.
House: Approx. 400m2, triple glazing 
Replacement: From 16-year-old ground 
source heat pump to new NIBE S1155.
Heating solution: Ground source heat-
ing, two 170 m. boreholes. Separate hot 
water tank. Air/air in garage. Direct- 
acting electricity in outhouse.
Installation: Klas Nilsson, Lidhults Rör.

CASE STUDY: THE S SERIES



CASE STUDY: THE S SERIES

This is the home of Christoffer Larsson, 
part-owner of Gimo Rörmontage, with his 
partner Sanna Vähäkoupus, office coordina-
tor in a travel company, and Tjabo the cat.
House: In Gimo, Roslagen, 105 square metres, 
additional insulation and triple glazing. 
Replacement: From air/water heat pump solu-
tion to new NIBE VVM S320 and NIBE F2120 
Installation: Gimo Rörmontage
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The little community of Gimo has barely 
three thousand inhabitants. If the name 
nevertheless sounds familiar, this may be 
because one of the world's biggest facto-
ries for hard metal cutting inserts, Sandvik 
Coromant, is located here. Or perhaps be-
cause of Knutmasso, a mid-winter festival 
celebrated on St. Knut's day (13 January), 
which attracts several thousand visitors. 
On this day everyone gets dressed up in 
memory of the poor folk who used to go 
round the farms begging for leftovers after 
Christmas. 

Christoffer and Sanna's house is in an area 
of detached houses built in the 1970s. 
There are a number of “gems” just like it 
along the street. Their house has had new 
grey wooden panelling since last summer.

“When we bought the house four years 
ago it was newly renovated,” says Christof-
fer. “But it wasn't really our style, so we're 
gradually working our way through and 
we've just finished with the living room. In 
the spring we're going to fix the front and 
the porch, lay wooden decking and some 
tiles.”

Well equipped

From an energy point of view, the house is 
well equipped. It is a single-storey house 
with additional insulation on the inside and 
a heat exchanger in the loft. Most of the 
windows have been replaced and there is 
underfloor heating throughout the house. 

“I don't think we have any habits that 
put particular demands on the heating 
solution,” says Christoffer. “It's probably 
pretty standard. We work out, come home, 
shower, Sanna a little longer than me, and 
we've got a bathtub, but we don't use it”.

Replacement of an unknown make 

There was an air/water heat pump when 
they bought the house, but it was difficult 
to maintain, and of an unknown make.

“The interface was beyond criticism,” 
Christoffer explains. “I read the manual but 
couldn't understand it, Still, I kept on with 
it for ten years. They claimed there was an 
outdoor temperature sensor, but I couldn't 
read off the outdoor temperature. You were 
supposed to set automatic or manual mode, 
and I just had to hope for the best. And it 
got cold. 

“Now I operate it with both indoor and 
outdoor sensors and it stays at 22 degrees, 
which is nice.”

With the old pump, there were a lot of mi-
nor faults, which were sometimes difficult 
to trace.

“For example there was a built-in 
reversing valve that played up a bit from 
time to time, and triggered the alarm. The 
return temperature was too high, but I don't 
know why, so I had to restart it and then it 
worked again.”

Because the pump wasn't so old, Christ-
offer doesn't think it had much effect on his 

electricity bills.
“In any case there was nothing wrong 

with the compressor, but we'll have to 
see – we haven't had the first electricity bill 
yet.”

 

Tidied up a little

As the winter approached, they decided it 
would be worth investing in a new heating 
solution.

“When Per Mollstedt at NIBE mentioned 
that you were going to launch this new 
model, it seemed like an obvious choice. 
We have a high opinion of NIBE and I know 
they have good stuff, good service and so 
on.”

Christoffer had just replaced the wooden 
panelling on the house, and took the oppor-
tunity to tidy things up a little.

“I put the new outdoor unit on the side 
of the garage facing our neighbour – the old 
one was on the front. And the old indoor 
unit was big and bulky, and took up loads of 
space in the laundry room. Now it's in the 
garage, and it looks neat and designed.”

The installation went very smoothly except 
that Christoffer managed to download the 
old app. He appreciates the new design and 
interface. It's a huge difference compared 
with the old pump.

“I'm not familiar with all the smart 
features yet, but I have a look at the app 
sometimes. The weather control feature, 
for example, sounds really smart.” 

The previous air/water heat pump was unreliable and hard to maintain. When Christoffer and Sanna heard 
about NIBE's new smart S series, they decided it was for them. With new grey wooden panelling on the 
house and a relocation of the heating solution, what they now have is both smarter and better-looking.

“When Per said you were  
going to launch a new model, 
it was an obvious choice.”

UP & RUNNING IN GIMO

CASE STUDY: THE S SERIES
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TRENDSPOTTING

TRENDSPOTTING

SMART WITH FASTER WI-FI  
The next generation of 
wi-fi systems is called 
Mesh, and gives even 
better internet. With 
a domain name and a 

password, you communicate seamlessly 
with a network of routers distributed around 
the home. 

VOICE CONTROL 
To take advantage of 
the full potential of 
the S series and the 
possibilities of voice 
assistants you need, as 

well as myUplink, a smart loudspeaker with 
voice control from Google Home. Then you 
can connect the two units and voice-control 
your heat pump by saying “Hello Google! 
Lower the temperature in the bedroom.” 

IFTTT = IF THIS THEN THAT
Connect your online NIBE heat pump with 
the IFTTT platform. There you can find 
ready-made applets for myUplink that you 
can use with other smart home compo-
nents. If you use the digital Google calendar 
together with myUplink, for example, the 
heat pump drops into away mode if you 
have entered the dates when you are on 
holiday. Or why not connect the online 
NetAtmo weather station with your online 
heat pump!

A new decade is coming soon, and we are curious to know what's waiting round the corner. Martin 
Forsén, from International Business at NIBE, takes out his binoculars, and prepares us for the world of 
heating to become smarter and smarter, and more and more sustainable. 

FOUR HOT TRENDS 

IN SMART HOMES ALREADY
Customers who have the NIBE S series 
can already control heating, cooling and 
ventilation for a more individually custom-
ised, greener and more comfortable indoor 
climate. 
-Set home and away modes.

-Use weather forecast control.
- Set party mode by increasing the  
ventilation.

- Monitor the heating system and receive 
push notifications if anything happens.

- Upgrade the software in the heat pump  
by wi-fi.

1. Tougher environmental  
requirements
The technical development of heat 
pumps is proceeding at a fast pace. It is 
driven partly by tougher environmental 
and efficiency requirements set by the 
EU and partly by the competition that 
exists between the manufacturers. 

2. More digitisation
Heat pumps will be increasingly  
connected so that they can communi-
cate with the electricity grid and with the 
internal energy systems of households, 
to optimise operation and to be a part of 
the smart home with voice control and 
IFTTT.

3. Remote control
Developments in IT will enable increas-
ingly sophisticated control systems and 
monitoring functions. It will be possible 
to carry out many adjustments and 
minor fault repairs without the installer 
being on site. This will result in even 
more efficient systems and even better 
reliability, and will contribute to a more 
sustainable society with fewer journeys 
and site visits.

4. Sustainable refrigerants
We are also going to see a major shift 
in the use of refrigerants, where many 
manufacturers are today trying out more 
environmentally-friendly alternatives.



TIPS Generally speaking, copper works 
very well with municipal water. • Order a 
water analysis if you are uncertain. • NIBE has 
lengthy experience and is a reliable supplier. 

EXPERT NEWS             9

On the market today you often see 
cheaper and simpler materials in hot water 
products, where the focus on manufactur-
ing costs takes precedence over choosing 
the right corrosion protection for the 
customer. 

“Most Swedish heat pump manufac-
turers traditionally used copper, but no 
longer do so,” Harald tells us. “Stainless 
steel has become the norm, but not at 
NIBE. We see the need to offer three 
different types of corrosion protection: 
copper, stainless steel and enamel in our 
products, and we choose to focus on 
what the customer needs.”

Copper is usually best 
Today, NIBE is the only manufacturer 
where copper is standard. The reason 
is that it has generally good corrosion 
properties and gives the products a long 
service life with the right water quality. 
Copper also has antimicrobial properties, 
which reduce the risk of legionella bacte-
ria. Harald thinks that if customers have 
been satisfied with their copper water 
heaters, they should stick with copper. 

“We've been using copper as corrosion 
protection since we got hot water comfort 
in our homes in the 1950s. It was well 
suited to the water quality we generally 
had in Sweden.” 

Copper-lined heaters have been used 
above all in municipal water supplies, 
which have historically had stable quality 
and well-balanced water. This is why cop-
per is still the most common material in our 
Swedish water heaters today. 

Water quality is decisive
What determines the quality and corrosion 

“Copper is classic.”

COPPER

The use of copper as corrosion protection in water heaters has dominated in Sweden since the early 
1950s. “When it's time to replace your old heat pump, you should pay attention to the choice of corro-
sion protection in your new heat pump,” says Harald Källstrand, responsible for water heaters at NIBE.

properties of water is the balance between 
pH value, alkalinity, chloride content and 
hardness. When water is analysed, all 
these parameters are weighed against one 
another.

“It's the relationship between them that 
determines the corrosion properties and 

which material you should choose.”
If you have your own well and your own 

water, you should always analyse the water. 
“Sometimes, for example, the chloride 

content might be too high, in which case the 
corrosion process goes really fast and the 
heater might break down in a few years.” 

If there is any uncertainty, NIBE can supply 
a water analysis. The customer orders a 
water-testing kit, which is then sent back to 
NIBE. After the water sample has been anal-
ysed, a reply is sent with a recommendation 
concerning which type of corrosion protection 
the customer should choose.

“But bear in mind that we only analyse 
corrosion properties, and not taste, smell or 
usefulness,” Harald adds.

60 years' experience
NIBE has been here right from the start and 
has substantial experience of hot water heat-
ing – so good that certain heat pump manufac-
turers decided early on to cooperate with us. 
Up until today we have produced more than 
two million water heaters. 

“It's not unusual for us to get calls about 
heaters that are really old. We still sell a lot of 
spare parts for heaters from the seventies and 
eighties, sometimes even from the sixties, 
which have worked perfectly for many years. 
On the really old heaters it's usually the im-
mersion heater that needs replacing. 

“With the right heater in the right place, 
there's no reason why it shouldn't last 20 
years, or even longer,” Harald concludes.
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CASE STUDY: LEJE FASTIGHETER | NORTHPOWER 

When LEJE Fastigheter wanted to find revenue on the rooftop, they decided, along with NIBE and 
Northpower Stålhallar, to carry out a pilot project with solar cells. “Our hope is that we'll be able to 
reuse the model in all our properties,” says Niklas Granström, owner of LEJE Fastigheter.

LEJE Fastigheter is a property company 
that constructs, owns and manages indus-
trial properties.

“We own a total roof area of about 
25,000 square metres,” says Niklas.  
“We've been thinking for a long time about 
finding a source of revenue from the roof 
area and we finally hit on solar cells, which 
also give a green profile to our property 
portfolio. We decided to carry out the pilot 
project on a property rented by Northpower 
Stålhallar.” 

Learning and cooperation
The solar cell project started in spring 2018. 
Northpower was already one of NIBE's 
customers, and uses our products in all its 
construction projects, so there was already 
a well-established cooperation between 
the property owner, the tenant and Mikael 
Andersson, district manager at NIBE. 

“We wanted to find a cost-effective 
solution based on doing the installation 
ourselves. We needed a little knowledge, 
but we were willing to learn. Then we saw 
the advantages of being able to connect 
the solar cell installation with NIBE Uplink, 
integrate solar with the existing heat pump 
and also being able to read off electricity 
production in the same place.

The property, situated in Albyberg/Haninge 
near Stockholm, consists of 3,000 square 
metres over two storeys, and already had a 
60 kW NIBE ground source heat pump.

“We knew that Northpower's annual 
consumption was around 180,000 kWh and 
we wanted to find a solar cell installation 
that would be able to supply about 50 per 
cent of the consumption, so we decided to 
build a 96 kWp plant. We also looked at the 
solution of investing in energy storage, but 
it wouldn't have been worthwhile, because 
the payback time is too long. But that's 
where we want to get to, then it'll be really 
good.” 

Six months from decision to start
570 square metres of roof surface, of a total 
of 2,200, were to be covered with solar 
cells. All parties contributed their skills. 
The dimensioning was done with the aid of 
data simulations by NIBE's technicians, and 
LEJE did the 3D modelling. Sven Hallbeck is 
product manager for solar cells at NIBE:

“I was really impressed by their design, 
which was done entirely in 3D in SketchUp. 
It was a fun challenge to develop models 
and documentation that could be used in 
their 3D model.”

LEJE purchased all the material NIBE 
needed, and their regular electrical company 
installed the plant. Now a year has gone by, 
and Niklas is involved in the evaluation.

“Our roof is basically flat, with a slight 
slope towards the west. A roof with more 
of a slope towards the south would have 
given us around 96 MWh per year, but our 
calculations showed 79 MWh, so that was 

what we had to reckon with. The first year's 
production ended up as 80 MWh, which 
corresponded very well with the calculation 
and even exceeded it. But we know that 
the production varies from year to year, 
so it'll be three years before we can draw 
more exact conclusions.”

A win-win deal
The final cost of the plant was SEK 
864,000, after a grant of 30 per cent. 

“It was SEK 900 per kW when all costs 
are taken into account: planning, material, 
installation, everything. These are interest-
ing key ratios for us property owners. In or-
der to be able to scale it up, we need to find 
a business model where both we and the 
tenant make a profit. The complexity lies 
above all in the different arrangements in 
the properties, where the tenants have their 
own electricity contracts, different needs, 
different levels of consumption, different 
times of the day, and so on. But in any case 
we can see that we should end up with an 
8–9 per cent return on the investment, and 
the costs of electricity for the tenants will 
be overall 8–10 per cent lower than if the 
electricity was bought on the market.” 

The aim is to soon have a plan to install 
solar cells on the entire property portfolio. 

“It's looking good both for us as property 
owners and for the tenant, a win-win deal,” 
Niklas Granström concludes. 

“We wanted to have solar 
cells accounting for 50% of our 
energy consumption.”

PILOT PROJECT SOLAR & GROUND SOURCE HEAT



CASE STUDY: LEJE FASTIGHETER | NORTH-

“It was really fun to work with LEJE Fastigheter and to have the  
opportunity to implement system solutions with solar cells, cooling and 
heat production in properties of this calibre. NIBE today is so much more 

than just home heating.”

Mikael Andersson, district manager at NIBE

Names: Niklas Granström and Dan Jonsson. Property owner: LEJE Fastigheter AB | Tenant:  
Northpower Stålhallar AB | Business: Designs, manufactures and assembles large steel warehouses for 
commercial use | Employees: About 50 | Turnover: About SEK 270 million | Pilot project: Property: 3,000  
sq m  | Energy solution: NIBE 60 kW F1345 ground source heat pump supplemented by 96 kWp solar  
cell installation. | Total cost: SEK 864,000 or SEK 900 per kW | Revenue for property owner: 8–9%  
return on investment | Revenue for tenant: 8–10% lower electricity costs

570 square metres of roof surface are 
used for energy production.
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Norrtech VVS & Industri AB, Umeå
Name: Simon Sandström, age 33, owner 
and CEO
Education: HVAC programme in Umeå
Starting year: 2014
Employees: 17  
Turnover: About SEK 35 million in 2019
Home: Detached house in Tavelsjö, Umeå.
Family: Anna (33), Elliot (8) and Oliver (5).
Interests: Scooters, mountains and fast 
cars.

Norrtech's operations extend throughout the whole of 
Västerbotten, and cover everything from small service 
assignments to turnkey contracts.
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Five years have passed since Simon Sandström and Marcus Hermansson founded Norrtech. Since then 
they have installed heat pumps in northern Sweden almost daily, and more than trebled their turnover.

Norrtech believes in good relations

This year, the first snow arrived as early as 
October.  
Day by day, the beautiful countryside is 
ever more shrouded in darkness. But the 
winter solstice is only a few weeks away, 
and the days will begin to lengthen again. 

“It's cold in winter – you need to dimen-
sion for at least minus twenty-five, and 
the heat pumps have to be of really good 
quality,” says Simon Sandström, owner and 
CEO of Norrtech in Umeå. “Another challenge 
is that it's sometimes a long way to the 
rock, and that in parts of Umeå there's a 
big water protection area where we aren't 
allowed to drill.” 

Simon and Marcus are part-owners of  
Norrtech, and began cooperating with NIBE 
in 2014. Simon deals with the adminis-
tration, development and finances, while 
Marcus is the supervisor out in the field. 
Norrtech also has a project manager for the 
bigger projects and a project manager for 
energy optimisations, licence welding and 
replacement of sub-centres. 

“The best thing about the partnership 
with NIBE is that there are so many activi-
ties and training courses,” says Simon. 

“I think it's really nice, and I'm getting 
to know some people. There's a sort of 
familiar feeling everywhere in NIBE. A good 
range as well, the customers associate it 
with quality, a true premium product.”
 
Large replacement market
Norrtech's operations extend throughout 
the whole of Västerbotten, and cover ev-

erything from small service assignments to 
turnkey contracts. This region today has a 
large replacement market. People installed 
heat pumps in houses and other properties 
from an early stage. 

“More than half the jobs are replace-
ments, both air/water and ground source. 
A quarter are new pumps for existing build-
ings and a quarter for new buildings.”
 
Good relations 
The company has developed smoothly 
since it was started, and this year has an 
estimated turnover of SEK 35 million. Part 
of the explanation is that they are known in 
the region.

“Many of the people we work with know 
who we are – we went to school together. 
They're carpenters, and some of them have 
gone on to start their own businesses, 
or they're supervisors or managers. They 
know that we keep our promises and do 
what we're supposed to do.” 

But there is also an exceptionally strong 
sense of community at Norrtech, some-
thing Simon attaches particular importance 
to.

“We do everything together – it's not 
”them in the office” and ”the fitters”. We 
go out for lunch together every Friday, go 
on company trips and have parties together. 
A few weeks ago we were in Cracow.” 

Norrtech's plans are to continue to broaden 
its operations and grow.

“We're going to work more with total 
solutions and cooperate with construction 

firms and other customers.” 
 
Great potential savings
The majority of the commissions are heat 
pumps for houses, but also some property 
projects. 

“At the moment we're working on an  
animal clinic, two tenant-owner cooperatives 
and a group home. The challenge with the 
animal clinic is that it's forty metres down 
to the rock, and with the group home it's 
supplying heating while the replacement is 
under way.”

Two years ago, they carried out a ventilation 
recycling project. It was intended as a 
supplementary contribution to the district 
heating that supplied seven apartment 
blocks. The dimensioning was assisted by 
the technical department at NIBE. Two NIBE 
1345-40s would do the rough work.

“We wanted to make use of the exhaust air 
using liquid batteries, and we had to feed the 
pipe system to the heat pump through culverts 
that linked the buildings together.” They 
achieved a saving of 475,000 kWh per year. 
 
High season now
At this time of year, operations are in full 
swing, with many projects under way.

“Business is trickling in for 2020 and 
beginning to fall into place. But now it's the 
holiday period. This evening we're driving 
up to the mountain hut at Kittelfjäll. I've got 
a bit of work up there as well. My friends 
are renovating the kitchen, and I'm going to 
help them install a new mixer.”

“There's a familiar 
feeling everywhere 

in NIBE.”

EXPERT PROFILE
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The fundamental importance of sustainabil-
ity for NIBE is evident not least in NIBE's 
long-term strategy: To offer sustainable 
world-class energy solutions. The fact that 
we also do business globally and have sales 
and production operations in many different 
countries gives us a good basis for con-
tributing to the transition which is actually 
needed.

“During the past ten years, we've worked 
more systematically on sustainability, 
something that we know is of benefit to the 
business,” says Kenneth.

He thinks that business is an important 
requirement for the necessary transition to 
a sustainable world. One sign of progress 
in the right direction is that sustainable 
products account for an increasingly large 
proportion of the company's turnover. At 
NIBE we have products in widely different 
areas that fit well in the ongoing and coming 
transition. 

“We're seeing a clear demand for these 
sort of products, especially among the 
younger generation,” Kenneth explains. 

Supporting the global goals
NIBE has set a number of sustainability 
targets. We support the UN's Agenda 2030 
and we are working on several of the global 
goals. We have also signed UNGC (United 
Nations Global Impact), the UN's principles 
for more sustainable development.

DO WE PRACTISE WHAT WE 
PREACH?

SUSTAINABILITY

“One example of such a target is that 55 
per cent of the company's turnover should 
come from products that reduce the fossil 
carbon dioxide footprint. So far, we've 
reached 53 per cent. When we achieve the 
target, we'll probably adjust it upwards.”

Sustainable product portfolio
The products are designed with the aim 
that they should be sustainable and as 
gentle on the environment as possible. They 
operate with renewable energy and help 
the customers to phase out fossil heating 
and thereby reduce their carbon footprint. 
Heat pumps are a good solution when it 
comes to reducing energy consumption and 
reducing environmental impact. Because 
they are highly energy-efficient and use a 
large amount of renewable energy from the 
ground and air, they can also produce a sav-
ing of about 80 per cent of the direct energy 
requirement. Compared with conventional 
heating systems, they are therefore an excel-
lent alternative.

“Our products supply homes and work-
places with heating, cooling, ventilation and 
hot water, which makes it possible to create 
an ideal indoor climate with good ventilation 
and a stable, even temperature. At the same 
time, they help enable us to achieve the 
global sustainability goals.”

With the support of digitisation and new 

technology, we are working with life cycle 
analyses and similar tools.

“The new technology also means that our 
heat pumps may, in the long term, be able to 
optimise themselves in accordance with the 
customers' consumption, so that they can 
become even more energy-efficient.”

Requirements for suppliers
NIBE also cooperates with both customers 
and suppliers in the field of sustainability. 
Many customers, especially B2B companies, 
set quality, environmental and sustainability 
requirements, which NIBE complies with. 
As a part of its work, NIBE sets the same 
requirements for its own suppliers.

“It's a question of things like human 
rights, employees' working environment and 
anti-corruption. We have suppliers in many 
different countries, which we evaluate and 
visit to ensure that they are following our 
code of conduct and that they are supplying 
components and products that are good for 
our customers to use in various areas.

“We also use system support to adapt 
ourselves to all the regulations concerning 
chemicals and contents in products. The 
work with the suppliers enables us to ensure 
that our products fulfil the requirements, 
including those that relate to sustainability.”  

 
Continued on page 16. 

For NIBE, sustainability is much more than just a trend; it's a justification for existing. But what are 
we doing to reduce our climate and environmental impact? Meet Kenneth Magnusson, NIBE's Head of 
Sustainability, and gain insight into our extensive award-winning work.



Kenneth Magnusson in NIBE's heater factory in Markaryd.
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SUSTAINABILITY

SUPPORTING AGENDA 2030 
NIBE Industrier works actively to support 
the UN's goals for sustainable development 
and Agenda 2030. NIBE supports these 
goals, but has in its own work, for example, 
set two of its own targets: the product port-
folio will consist of 55% LCE (Low Carbon 
Economy) classified products and the energy 
intensity will be reduced by 30% from 2013 
to 2020.

2019'S SUSTAINABILITY  
COMPANY OF THE YEAR 
The NIBE Group won Carnegie's sustain-
ability award “Sustainability Company of 
the Year 2019 Large Cap”. The motivation 
was that “NIBE has a strong position in the 
market shift towards fossil-free heating. The 
company is innovative, and pursues active 
development and environmental work with 
the purpose of continuously developing 
more energy-efficient products which lower 
the customers' operating costs and climate 
impact”.

AT THE TOP OF DI'S CLIMATE 
INDEX 
NIBE Industrier comes at the top when the 
newsmedia “Dagens Industri” publishes its 
climate index of 124 listed companies.

“In the past few years 
we have reduced our 
carbon footprint from 
the units in Markaryd 
by about 65%. 
At the same time, we 
have reduced our direct 
energy requirements 
and thereby raised our 
energy efficiency by 
about 30%.”



SUSTAINABILITYSUSTAINABILITY

“We are, and are 
regarded as, a sustain-

able company.”

Ventilation recycling and three ground source 
heat pumps supply fossil-free energy to the 

heat pump factory in Markaryd.

Energy optimisation of the  
factories
In its own factories, too, NIBE is working 
to improve energy efficiency and reduce its 
carbon footprint, partly by eliminating fossil 
fuel (oil) in its production units and partly by 
heating with heat pump solutions to achieve 
energy optimisation and reduce energy con-
sumption and carbon dioxide emissions.

“We currently have around 60 ground 
source and air/water heat pumps and other 
system components installed in Markaryd, 
and we're continuing to convert at a fast 
pace. We're very proud of our plants here, 
and we show them as good examples.”

We also use heat pump applications in our 
production processes, for example for paint-
ing and degreasing. We also reuse energy 
from heat furnaces or pre-treatment stages 
with the aid of heat pumps. We thereby sup-
ply renewable energy to our processes.

Continuous improvement work
Energy audits take place regularly in many 
of our operations. This gives a good basis 
for becoming more energy-efficient and for 
using our own products. 

“Our own mapping has generated great 
energy savings, such as switching to LED 
lighting, reduced idling losses in processes 
and adjustments of energy flows throughout 
HVAC systems. This has also led to optimi-
sations in ventilation recycling, which have 
taken place partly in our own units, such as  
NIBE AirSite in Kungsbacka.”

By working systematically, NIBE has 
in the past few years reduced its carbon 

dioxide footprint from the units in Markaryd by 
about 65 per cent. 

“At the same time, we've reduced our direct 
energy requirements and thereby raised our 
energy efficiency by about 30 per cent. We're 
not satisfied with this, though, and we're 
continuing our energy efficiency work. Among 
other things, we'll be reducing our use of 
district heating and gas in favour of heat pumps 
and renewable energy. We may also use solar 
panels at some of our plants.”

At NIBE, the employees are an important part 
of the sustainability work.

“We need to keep on our toes to attract the 
new generation of employees. Together with 
them, we will develop the company and ensure 
that we have satisfied customers in the future, 
too,” Kenneth Magnusson concludes.
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A product that takes care of everything 

and a supplier that gives valuable back-

up. These are among the advantages of 

choosing NIBE's ventilation for a NIBE 

heat pump. 

“The best thing for the end customer is 

that the ventilation is a part of the smart, 

energy-efficient home,” says Richard 

Carlholmer, KAM and responsible for small 

house manufacturers at NIBE. 

Today, at NIBE, we are a long way ahead when 

it comes to smart, sustainable total solutions 

for heating, hot water, cooling and ventilation. 

This makes us unique, and is something we 

should think about even when we sell ventila-

tion accessories for our heat pumps. 

“The nice thing is that these units are 

electrically connected with the heat pumps,” 

Richard says. Everything fits together and can 

be controlled from the same central point: 

heating, hot water, cooling and ventilation, just 

as in the exhaust air heat pump, where every-

thing belongs together from the start. And you 

control it from one single place.”

Smart functions save more 
The nice thing about being able to control and 

monitor the system is that you can fine-tune 

your indoor climate and get even better com-

fort and even lower energy consumption.

“There's potential here,” Richard thinks. 

“We need to teach our end customers about 

the benefits that digitisation brings. For 

example, you can schedule scenarios that 

affect your home energy consumption. Maybe 

you shower more and do more washing-up 

at certain times and on certain days, and you 

can make sure there's more hot water then. 

When it comes to ventilation, why should 

you exchange the air every hour, Monday to 

Friday, from 8 a.m. to 3 p.m., for example, if 

there's only the cat at home? Instead of that, 

you can schedule a lower ventilation speed at 

those times. And if the house is full of visitors 

on a Saturday evening, with a simple push of 

a button you can speed up the ventilation and 

set party mode to reduce the carbon dioxide 

content in the air. All it takes is a push of a 

button on the heat pump's control panel, or 

in the app that you control from your mobile, 

tablet or Google Home.” 

Take smartness to a new level 
If you want to go a step further, you can let 

your energy solution and ventilation become 

a part of your smart home solution. Thanks to 

our heat pump's API protocol, it can communi-

cate with various smart home solutions such 

as Compare-IT or NIKO home control. Then 

you can create various scenarios with com-

mands between different apps and devices.

“If you have a superior home system, it's 

the system's possibilities that determine what 

you can do. For example, the system can 

know when there's no one at home, and send 

a signal to the ventilation to slow down. And 

in the same way, it can know when there's a 

birthday party and speed up the ventilation.” 

Security for you 
Having NIBE as a supplier of the entire climate 

solution makes things simple and secure for 

you as an installer. Of course we know there 

are problems sometimes, but the question is 

how we solve them. 

“Obviously, it's really practical to have just 

one supplier to turn to, where there's technical 

back-up and after-sales service, compared 

with piecing together products from different 

suppliers. When there's ONE supplier and 

ONE counterpart, neither can blame the other. 

You never run the risk of getting into trouble 

between the customer on one side and a num-

ber of suppliers on the other. Here, we take on 

the whole responsibility and support you the 

whole way.” 

ACCESSORIES

Invest in smart venti-
lation accessories

NEW! DESIGN LIFT FOR 
NIBE FTX

The stand-alone FTX unit GV HR 
110 is to be upgraded to GV HR 

120 and given an eagerly-awaited 
design lift to the same high stan-

dard as the ERS series.

THE ERS SERIES – PART 
OF THE HOME'S SMART 

ENERGY SOLUTION 
It's connected with the heat 

pump and can be controlled from 
your mobile. Suitable for both 
S series and F series. ERS S10 

goes in the living area, ERS 30 in 
the loft.

FOR DIY-ERS
With one DVC 10, or more, you 

solve a problem quickly and sim-
ply. There's no need for ducting, 
the customer can even do the 
installation himself and get a 

completely different air quality 
immediately. Ideal for the cellar, 

recreation room or holiday home, 
or as a supplement for a house 

with natural ventilation.

“I see the ventilation 
accessories as part of 

our service.”
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Bengt Hilmersson, owner and CEO of 
Hilmersson Elservice in Kristianstad, has 
taken this step, along with his staff, to grow 
and profile the company more closely with 
NIBE. 

“The entire staff were involved in mapping 
the future,” says Bengt. “We want to grow 
and become the largest heating technology 
service company in the area.”

Reaching this point has been a joint process 
with Berry Christensson at NIBE. 

“We've been a service representative 
for a long time, and given a lot of thought 
to how we can develop the company with 
NIBE, set different goals with training, how 
we should be perceived, how we should 
act. When Berry asked me, there was no 
need for a lot of talk. We looked at what 
was required, and could see that we were 
really close to achieving it. When I talked 
about it at the staff meeting, they shouted 
YES!”

Now you get even better service. 
And so do your customers.

Becoming a NIBE Service Centre is a step 
for Hilmersson Elservice in creating a closer 
relationship with installers in the area. 

“Part of our service work is replacements 
with new machines, but we're doing less of 
that now,” Bengt explains. “We don't em-
ploy any heat pump sales staff, only service 
sales staff.”

A clearer identity
He sees the change as a clear marker that 
adds value and status to the company's 
services.

“It's a clear stamp of quality for the 
company to show customers, partners and 
installers: ”this is what you can expect from 
us”. It gives us a clearer identity, but it isn't 
just something we gain – it also means we 
have to deliver more.” 

It will entail a lot of practical changes.
“It'll be more structured when we  

receive orders. There are procedures for 

planning and customer contact, and pro-
cedures for good stock-keeping and spare 
parts. This means, among other things, that 
we'll have an on-call service, better stand-
by, longer opening hours, clearer documen-
tation, more reporting and staffing.”

Now Bengt is planning to invite the in-
stallers in the region, jointly with NIBE, to 
present the new concept and what we can 
do to help them. 

“We need to explain that now we've 
got something new that's good for you to 
use. We're going to meet here, tell them all 
about it and have a good time. Reaching our 
end customers takes longer. There we use 
social media and have to proceed slowly 
and methodically,” Bengt explains before 
standing up and offering a piece of cake in 
honour of the occasion.

NIBE has taken service to a new level. Berry Christensson, service manager at NIBE, was there and 
handed over the new glass sign to Bengt Hilmersson, owner and CEO of Hilmersson in Kristianstad. 
There was celebration with cake and happy faces on the 25th of October.

WHY ARE WE STARTING NIBE SERVICE CENTRES?
Berry Christensson, service manager at NIBE. “As we grow, the service market grows and so 
do the customers' expectations. At the same time, our Service Representatives have asked 
for more tools in order to grow. For these reasons, we are now establishing Service Centres. 
We put higher demands on them, which means that we can promise more, better and faster 
service, to the benefit of both installers and end customers. In exchange, the Service Centres 
get help in advance, they get more profile material and we highlight them on NIBE's website. 
Now they can offer higher availability and thereby get more commissions from the market we 
have all built up together over the past 20 years.” 

FIRST NIBE SERVICE CENTRE OPENED

NIBE SERVICE CENTRE



“This is a statement from 
us. Now we're putting it 

into practice.” 
– Bengt Hilmersson

NIBE SERVICE CENTRE
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Wine has always been produced on the fer-
tile, rolling hills of the Piedmont region. This 
is where you will find the Cantine Gemma 
Vineyard, established in 1978. 

“We export 90 per cent of our products, 
mainly to Great Britain and the USA, and in 
smaller quantities to Denmark, Sweden and 
Finland,” says Giorgio Barbero, business 
partner and technical manager at Cantine 
Gemma.

 
Since he joined the company, he has been 
responsible for developing and expanding 
the business.

“From the very beginning we knew we 
wanted a facility that would have very little 
impact on the environment and the best 
output for energy production,” Giorgio 
continues. The goal was to achieve lower 
production costs, increased value on the 
building and to attract customers who 
appreciate modern technology paired with a 
long tradition of wine production.

He came into contact with NIBE’s represen-
tatives at a trade fair in Turin.

“Our impression of NIBE’s products 
is that they are reliable, sustainable and 
top-notch. Geonovis gave examples of 
what others have done.” We have great 
confidence in the extensive experience de-
signing solutions that can handle extreme 
challenges in the Nordic climate.

“Impeccable care for our wines 
and respect for the environment 
are vital for our sensitive  
customers.”

NIBE OUT IN THE WORLD 

100% fossil-free

Cantine Gemma’s owner was given in-
depth information on ecological building, 
solar energy and systems for ground-source 
heat pumps. Giorgio goes on:

“We chose solutions that could make our 
new facilities entirely emission-free. We 
actually became ISO-certified in 2013 (TS 
14067 Carbon Footprint Certificate of Emis-
sions, from the Vineyard to the Consumed 
Bottle). 

The results are in line with expectations and 
the system is working without a hitch.

“Very little maintenance is needed 
and NIBE Uplink allows us to constantly 
monitor the indoor temperature. Compared 
to alternative solutions, such as using 
methane gas, the results are beneficial 
both financially and ecologically. We emit 
25 tonnes of carbon dioxide less per year, 
which corresponds to the annual emissions 
of 20 cars.”  

Temperature is vital

The system ensures an optimal tempera-
ture in the wine cellar, which is absolutely 
vital for wines such as Barolo and Barbares-
co.

“Excessive variations can jeopardise the 
aromas, consistency and sensory qualities 
of our wines,” Giorgio explains. “The out-
door temperature must be constant for the 

natural stabilisation of the grapes and their 
qualities, and the indoor climate has to be 
continuously controlled during the manufac-
turing process.” 

Greener agricultural sector

Our solutions are in line with the Agenda 
2030 UN global sustainability targets. New 
buildings must have a certain amount of 
renewable energy. This leads to an in-
creased demand and NIBE is strong among 
competitors. At the moment we are looking 
extra carefully into how we can be of help in 
reducing the emissions of companies in the 
agricultural sector and the food industry. 
DomusGaia SRL, our Italian distributor, has 
already supplied equipment to a number 
of vineyards. Geonovis, NIBE's distribu-
tor in the region, installed the solution at 
Cantine Gemma and has seen an increase 
in interest.

“There is a great deal of competition 
when it comes to heat pumps themselves, 
but not when you take into consideration 
quality, good partnership, the holistic solu-
tion, sustainability and how quiet it is,” says 
Anna Maria Bongianino at Geonovis. 

“Thanks to this project, we have another 
vineyard lined up and we have just finished 
installing a heat pump system to make a 
green hotel in the Champoluc ski resort even 
greener,” Anna Maria concludes.

When it comes to fine wines, temperature is a delicate issue. But sustainability and health 
are just as critical, especially when you are in the business of ecotourism in a location that 
UNESCO has deemed a world heritage site. Four years ago, the Cantine Gemma Vineyard in 
the Italian Piedmont took the great leap from fossil-fuelled energy to renewable energy.



NIBE OUT IN THE WORLD

“Ecotourism is part of our business and our estates are visited 
by people from all over the world,” says Giorgio Barbero, part 

owner of Cantine Gemma. 

Vineyards: Area 39.5 hectares | Production: 300,000 bottles 
per year | Exports: 90% exports, including to Sweden. | 
Installation: Two NIBE F1345-40 ground source heat pumps, 
integrated with solar energy and NIBE Uplink. | Boreholes: 
12 x 150 m, totalling 1,800 m. | Use: Heating and cooling | 
Construction: 3,712 m2 underfloor heating + air convectors. | 
NIBE's distributor: DomusGaia SRL | Installer: Geonovis Energia 
Geotermica Srl | Annual savings: Approximately EUR 30,000 
compared to gas.

The ultra-modern and fossil-free heating/cooling system is 
proudly displayed to customers during tours of the vineyard.

“Using renewable energy is an  
important part of our ecological and 

green commitment.” 



1.

2.

3.

4.

5.

myUplink PRO is a tool for those 
of you who work with the S se-
ries. Here you can get help with 
downloading the app and tips 
about smart functions that make 
the job simpler and quicker for 
you.

5 STEPS TO MYUPLINK PRO

Start by downloading the myUplink
PRO app. Follow the directions in the app 
and fill in the details required.

 Now go to the customer's S series 
installation and into the menu 5.10.1 
under Main menu and Connection.

 Select Tools and there you will see 
Direct connection, which you should

activate. This means that the installation 
will lose contact with its current wi-fi. 
That's OK, because when you are finished, 
you close Direct connection and it goes 
back to its usual network.

 Now take your mobile phone and go 
to wi-fi settings. You'll see a network

called nibe series number. Select this 
network. This means you will also lose 
contact with your mobile phone wi-fi if it is 
connected.

 Now start the myUplink app, and on 
the tab Local you'll see a plus sign.

Click on this and you'll now see the nibe 
series number of the installation you are 
connected to. Click on this.
 
DONE!

What do you want to read 
about?

Please let us know!

marknad@nibe.se
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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. 

•  You can see Values and Information 
about the installation in real time. 

•    You can find Settings and Start 
Guide under the tab Installation. 

•  There is also something called 
Built-in Software. If you download 
this in advance, you can easily up-
date the installation with the latest 
software.

•  There is also a component called 
Cloud. With this, you can access 
the customer's installation, even 
remotely.

•  With the app, you have the dis-
play with you. You'll find that it's 
incredibly handy, for both installing 
and servicing the installation. You'll 
appreciate this particularly if you're 
working on an air/water pump and 
you're standing on the outside 

but want to change 
settings without 
having to run back and 
forth. 

So, we've now 
touched briefly on 
what you can do and how to do it.  
And don't forget to try out the cloud 
component that I mentioned in  
passing. As part of the launch of our  
S series, we are offering the cloud 
component for a limited period. See 
further information in the app.

 

HERE ARE SOME OF THE ADVANTAGES

What would you like me to write 
about next time? Email me at 

maxa@nibe.se

MAXIMISE  
WITHMARKO



WITH NIBE 
IT’S EASY 
TO BE SMART

The S-Series from NIBE are our smartest heat pumps do date. With integrated wireless 
connectivity, they are easier than ever to install and maintain. Give your customers a 
solution that is a natural part of the connected home and make your workday easier at 
the same time. With a heat pump from NIBE, it is easy to be smart.

NIBE.EUIT’S IN OUR NATURE



NIBE.SEIT’S IN OUR NATURE

SIMPLE FOR YOU 
– AND FOR YOUR 
CUSTOMERS

MYUPLINK | REMOTE CONTROL AND MONITORING
With the new myUplink apps, it's simpler than ever for you to interact with your 
customers. A wealth of smart functions help you during both installation and operation 
and make your working day flow more smoothly. Give your customers a solution that is a 
natural part of their connected home while making your working day simpler. With a heat 
pump from NIBE, it’s easy to be smart. 


