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Celebrating 10 years in China. 

throughout our 180 year history, our products and services have been based  
on a single guiding principle: customer satisfaction. from the way we design, 
test and build our construction equipment to the way we interact with our 
customers, our dealers and each other.

as our company has grown, we have taken this principle around the  
world with us. 

In 2002 Volvo Ce setup its first office in shanghai, China. Now, 10 years  
later China is a ‘home market’ for Volvo Ce and the company has become  
a leading player in the Chinese construction industry. 

our products are winning awards in China, most recently honored in the 
China Construction Machinery top 50 list and in 2012 we were named  
‘best employer in the Chinese Construction equipment Industry’. but this 
hasn’t happened overnight. heavy investments in local product development 
and manufacturing, strengthening our dealer networks, training local talent 
and engaging in the community through corporate social responsibility 
initiatives, have all been part of the process. 

but this is also just the beginning for Volvo Ce in China and despite the 
ongoing global economic turmoil, Volvo Ce is committed to long-term 
development in the country. In this edition of spirit we take a closer look  
at what is on the horizon for Volvo Ce in China. We interview our head of 
sales region China, lawrence luo, about the future challenges for Volvo Ce 
in China and we take a look at the brand new l105 wheel loader,  

developed specifically for Chinese customers.

to reinforce that our commitment to our customers 
remains global, we also visit germany, finland and  
the us to find out how our machines and services  
are continuing to help customers around the world. 

our measure of quality has always been customer 
satisfaction. this was our principle 180 years ago,  
and it remains the case today.

Clare Gittins editor in Chief

Volvo Spirit Magazine App is now  
available from the Apple itunes store.
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the volvo workwear collection

safety requires

At all times. 

Volvo machines operate under extreme 
conditions and safety should always be a 
top priority. This is why Volvo has created 
a complete product range together with a 
recognised workwear developer.

Durable, comfortable and highly visible, the 
Volvo workwear range performs as well as 
it looks.

To see the entire collection and place your 
order please visit:

www.volvomerchandise.com

quality

http://www.volvomerchandise.com
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The Dealer,  
the Customer  
and the Employee:

A view from China

Mr Duan Zhijun, President Henan 
Wotong (HNWT)

Qu Li, Assistant President of CITIC

Selinda Li, Sales Director at  
Volvo CE, Shanghai. 
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The global recession has been just that – global. Even the 
world’s most powerful economies, China included, are 

feeling the strain as international demand slows. Confidence 
in the strongest brands and most powerful companies, 
though, remains. Quality counts. Many customers, indeed, 
take a longer-term view of their costs when business 
conditions get tough. That, in turn, can lead to them trading 
up rather than down in difficult times. In this sense, Volvo 
Construction Equipment (Volvo CE) remains in a good 
position in both developed and emerging markets.

To give an idea of where Volvo CE stands in China, 
Spirit Magazine spoke to three people from different areas of the 
construction business in China to gauge their views. What do they 
think of the economy? What do they think of the construction 
industry? And what do they really think of Volvo CE?

THE DEALER
Mr Duan Zhijun is President of 

Henan Wotong (HNWT), the appointed 
dealer in the Henan province and the biggest 
dealer of Volvo Construction Equipment 
in China to the mine, road, river, water and 
building industries. HNWT has dealerships 
in four provinces and employs more than 
1,000 people. To put into perspective how 
quickly the company has grown, in seven years 
HNWT has increased its sales 18-fold. 

Mr Duan Zhijun’s company first 
started working with Volvo in 2003 and they 
have forged a very strong partnership. “Volvo 
CE is an internationally renowned brand,” he 
says. “We can learn from their international 
management knowledge and improve our 
popularity. It stands for first class products and 
management, and environmental protection.

“We know we can create more 
value for the customer with Volvo. We are 
working hard together to further promote 
the reputation and customer satisfaction of 
the Volvo brand in the territory, and make 
the product the first choice among Chinese 
customers.”

“We know we can create  
more value for the customers 
with Volvo.”
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THE CUSTOMER
CITIC Construction Co. is a thriving contractor that 

owes much of its achievements to Volvo CE. Alongside China, 
they have major construction projects underway in Algeria, Angola 
and Venezuela.  In some of these remote places, service and 
after-sales support can be a challenge, so it is essential that the 
machines are reliable, dependable and fuel efficient, which is why 
CITIC turned to Volvo.

“We use Volvo equipment in housing projects in 
Algeria and Angola. After more than 10,000 hours service, 
the equipment is still in good working condition,” says Qu Li, 
Assistant President of CITIC. 

“In particular, in quarries, Volvo excavators are 
equipped with breakers. After more than 6,000 hours of service, 
the excavators are still very efficient in crushing. In this year’s 
housing project in Angola, we unanimously asked for Volvo 
excavators to be purchased. It is hoped that Volvo equipment will 
continue to provide good performance and first-class quality, so 
helping us win new projects.”

The operator team leader at CITIC says his operators 
appreciate the all-round visibility from the cab and the responsive 
controls of Volvo machines. “Our operators all want Volvo 
equipment. They say it is easy to operate, and it improves their 
efficiency.”

“Volvo’s care is ubiquitous.” he adds. “We will maintain 
deep cooperation with Volvo CE on a long-term basis.”

“Our operators all want Volvo 
equipment. They say it is easy 
to operate, and improves their 
efficiency.”
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THE EMPLOYEE
Selinda Li is sales director at Volvo CE based 

in Shanghai with responsibility for sales in South China. 
She started her first job in sales in 2004, and joined 
Volvo CE in 2010. 

What attracted her to Volvo? “The culture, 
energy, passion and respect – attracts me a lot. I enjoy the 
working environment and I like how I can grow with the 
company.  Volvo CE has grown dramatically during the 
last few years in China.”

For Selinda, Volvo stands for ‘quality’, 
‘innovation’ and ‘care’ and she has a real appreciation for 
its rich and varied history.  Then there’s the way she can 
offer her customers care and consideration throughout the 
life cycle of the machine, pre and after sales.  Being able 
to give the customer what they want is very satisfying,  
she says. 

“It is the Volvo belief that employee 
satisfaction will lead to customer satisfaction. I am very 
satisfied with my current job. I get the support and 
guidance from our management team and leaders. As an 
employee, I get the clear strategy about the company and 
business development and I have good cooperation with 
team members. It is great that we work together, realize 
our common vision and make our customers happy with 
quality products.”

What future does she see for Volvo CE in 
China? “The Chinese market will continue to grow in the 
near future with the development of urbanization and 
mechanization. In the premium sector Volvo will expand 
their market share along with customer maturity. More 
customers will choose the brands with good quality and 
performance. 

“I believe Volvo will have a bright future  
in China.”

Text: Dan Waddell
Photography: Julian Cornish Trestrail 

“More customers will choose  
the brands with good quality  
and performance.”



laWreNCe luo

Why China’s demand for quality puts Volvo in a strong position.
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“I would argue that the Chinese 
construction equipment market is moving towards us, 
it’s moving Volvo’s way,” says Lawrence Luo, Volvo 
Construction Equipment’s President of sales  
region China.

“As trading conditions have gotten tougher, 
the premium segment has held up well. Our mature 
customers have consolidated or even grown their 
businesses by continuing to demand quality, not just in 
terms of machines but in terms of customer solutions” 
continues Luo. 

“Our customers are looking for and 
demanding more. And at the same time we’re 
committed to making our after-sales services the best 
in the country. For them – and for us – it’s all about 
the total cost of ownership.”

A UNIQUE POSITION
The Volvo Group opened its first office in Beijing in 1992 – although 

its first truck was sold in the country way back in the mid 1930s – and Volvo CE 
followed 10 years later. By 2006, Volvo CE had formed a joint venture with SDLG 
(Shandong Lingong Construction Machinery Co. Ltd), already a major player in the 
Chinese market. 

ot eVeN aN eCoNoMIC poWer- 

house lIKe ChINa, It seeMs, Is 

IMMuNe to the global fINaNCIal CrIsIs.  

deMaNd IN ChINa’s CoNstruCtIoN 

eQuIpMeNt INdustrY fell bY soMe 

26% IN 2012 aNd Is foreCast to  

reCoVer oNlY ModeratelY IN 2013.  

but VolVo Ce’s MarKet share rose oVer  

that saMe perIod, WhIle Its sales fIgures  

held fIrM.

N

“our Mature CustoMers haVe CoNsolIdated or eVeN groWN theIr busINesses bY CoNtINuINg 

to deMaNd QualItY.”

Lawrence Luo, Volvo CE President, sales region China.



SPIRIT11

Number 1 in the excavator and wheel loader market in China, together with SDLG

“there used to be a lot less ChoICe IN terMs 

of CoNstruCtIoN eQuIpMeNt MaChINerY IN 

ChINa but thINgs are ChaNgINg fast.” 

Together with SDLG, Volvo CE has led its rivals in 
excavator and wheel loader sales in the first three quarters of 
2012 (and still at the time of writing), retaining its number 1 
position in China for these products combined – and the company 
also dominates the articulated hauler market.

“I would argue that this puts us in a unique position 
here in China, in that we are present right across the market,” says 
Luo. “And both Volvo CE and SDLG are performing well despite 
the current climate.” Volvo CE’s emphasis on providing total 
solutions for its customers, through products and comprehensive 
customer service, will be fundamental in setting the company 
apart from its competition in the future, according to Luo.

“There used to be a lot less choice in terms of 
construction equipment machinery in China but things are 
changing fast. Until recently, 21-tonne excavators made up over 
50% of the entire excavator market. That has now dropped to 
32%. Owners are now asking for the right machine to suit the job. 
Take the market for our largest excavator, the EC700. That is now 
growing.”

SERVICE LEADERSHIP
Customers are also beginning to ask for world-class 

support. “Service leadership is built on three cornerstones,” says 
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Luo. “Firstly, it’s about machine uptime. You have to respond to 
your customers’ requirements faster than your competitors  
and your engineers have to solve problems more quickly.

“Then there’s the total cost of ownership, with 
customers now asking questions about productivity, quality and 
reliability. It’s not just about machine price, it’s about machine 
value.

“And finally there’s customer experience. Every one 
of our service employees out in the field represents the company 
– he or she is the face of Volvo. We are a premium brand and, 
equally, our service must be of premium quality. Great after-sales 
service depends on great regional coverage and well-trained staff.

TRAINING AS A PRIORITY
Volvo CE works through independent dealers in China, 

working closely together with them to ensure that there are 
enough service points as well as a good ratio between mechanics 
and the number of vehicles they support. Similarly, there is a 
classification system for mechanics, with training programs to help 
their development. “Training and dealer competence is one of our 
priorities,” says Luo.

The approach is clearly working well. An independent 
survey commissioned by Volvo CE last year showed that the 
company headed its rivals in terms of providing customer 
satisfaction across the board. Flexibility – and speed of reaction – 
are also key.

“I think Volvo CE has improved a lot here,” says Luo. 
“Take the EC80 crawler excavator. It was launched specifically 
because of demand in China and the lead time to get it to market 
was one of the quickest ever.

LISTENING TO CUSTOMERS
“Our newest wheel loader to be launched in China, 

the new L105, is another example. We’re not changing the basic 
concept or design of our machines, but we are tailoring them. It’s 
all about listening to customers and what they really want.”

Similarly, environmental concerns are increasingly 
important in China, says Luo. “More and more Chinese citizens 
are travelling abroad, coming home and asking questions on things 
like air quality. As environmental care is one of Volvo’s core 
values, together with quality and safety, this is an issue that is  
high on the agenda for all Volvo CE’s products and plants – as 
seen by the recent agreement we signed with the WWF*. 

“INCreasINglY, ChINa’s eCoNoMY Is  

MoVINg froM a QuaNtItY-drIVeN to a  

QualItY-drIVeN Model.”

“Increasingly, China’s economy is moving from a 
quantity-driven to a quality-driven model. It’s about domestic 
consumption now rather than exports. But there is still a lot of 
construction to be done, even if economic growth slows a little. 
There are still villages just outside Chinese cities which do not 
have such infrastructure as asphalt roads. So there is still plenty  
of work for us to do.” 

Text: Tony Lawrence
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Meet four Volvo employees who swapped regions!
East meets West
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Travelling to the other side 
of the world on holiday is complicated 
enough for most people. Living and 
working there is a different challenge.

It’s a challenge, though, that 
Volvo Construction Equipment’s (Volvo 
CE) Alex Pajari and Tiffany Cheng have 
undertaken, Pajari moving 7,900km (4,900 
miles) east while Cheng has travelled even 
further – around 9,000km (5,500 miles) – 
in the opposite direction.

Pajari is Director Technical 
Support and Training in Shanghai, China. 
You know immediately that his decision to 
leave his comfort zone was the right one 
from the first: “How are you? “Brilliant,” 
the Swede replies. “Just brilliant.”

DIVERSITY AND INCLUSIVENESS
Pajari is based in Shanghai with 

his wife and young daughter. He was born 
and raised in Eskilstuna but his previous 
job saw him travel widely, including a 
three-month stay in China last year. Then 
Volvo CE offered him another chance 
of capitalizing on its policy of diversity 
and inclusiveness by taking up a full-time 
foreign posting.

 “When I was offered my 
current job I was thrilled,” he says. “I 
hadn’t been expecting it. My wife also 
worked for Volvo CE in Eskilstuna 
and had just gone back after having our 
daughter, so there were a lot of discussions  
– but there was no doubt we both wanted 
to go.”

Cheng also thought hard before 
accepting the post of Global Director 
Internal Communications in Brussels. 
“My previous job with Volvo in Shanghai 
was the best I’d ever had. But I realized 
that the new position would give me a 
global view, it would mean having new 
experiences abroad and, of course, it was a 
promotion!”

Both have acclimatized quickly, 
even if everyday situations in a foreign 
language – be it in Mandarin, French or 
Flemish – still pose problems. 

“Volvo Construction Equipment,  
it seems, speaks with the same  
voice right across the world.”

Alex Pajari, Director Technical Support & Training, China.
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Tiffany Cheng, Global Director Internal Communications.

TO CHINA... BY TAXI!
“In our offices, English is 

the official language, but outside it’s a 
different matter! There was the time 
I looked up the address of a shop on 
the internet for my wife to show to 
the taxi driver,” recalls Pajari. “It turns 
out I’d written down ‘China’...” Cheng, 
meanwhile, adds: “I’ve got back from the 
supermarket a few times and opened up 
a bottle or packet and found it was not 
quite what I had been expecting to eat 
that evening!”

One language and culture, 
however, has provided them with a 
constant source of reassurance. Volvo CE, 
it seems, speaks with the same voice right 
across the world.

“My first challenge was to 
get used to my new position and the 
structure of the office,” says Pajari. “In 
a way, it was like starting all over again. 
I’ve been with Volvo CE since 2003, so 
I thought I knew everything about the 
company. Here, it’s different. There’s the 
personal side of things – I find that I have 
to be very careful in what I say, it’s easy 
to think people have understood when 
they haven’t – and the work processes are 
a bit different too. 

“But the atmosphere is still 
very much Volvo. It’s very recognizable  
as the same company. That’s made life  
a lot easier.”

‘YOU KNOW WHAT VOLVO  
STANDS FOR’

Cheng agrees. “My Brussels 
office is much more diverse, with people 
from all over Europe and other parts of 
the world, and I’ve noticed how projects 
in China tend to be carried out much 
faster, with one clear project leader, while 
in Europe they’re more inclusive and 
detailed.

“But a lot of things are exactly 
the same. You don’t get surprised by 
things, you know what things stand for – 
that has to be a good thing!”

Richard Million, Vice President 
Sales Support for China, is also a long way 
from home. Originating from Goderich in 
Ontario, Canada, he has been working  

Richard Million, Vice President Sales Support, China.
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in Shanghai for almost a year. He has lived 
in many places before though, including 
Hungary, Poland and the US.

“It was a fairly easy transition 
– I knew my boss Lawrence Luo before 
I came, and my father worked for Volvo 
and was even based in Shanghai for 
a while. Sure, you miss certain things, 
starting with friends and family, but I 
really wanted to come to this region,  
it’s a huge opportunity,” he says.  
“Shanghai is an international city but, once 
you get outside, you quickly  
come across the real China.”

IT’S ALL IN THE ETIQUETTE
Million offers fascinating 

insights into differences in social and 
professional etiquette.

“Here, for instance, your 
business card is very important, how you 
present it to people and how you accept 
theirs. Many westerners don’t realize this 
but it’s appreciated if you make the effort. 
Also, if you clink glasses with someone 
who is senior to you, you should always 
have your glass lower than theirs.

“Working for this company 
has made things easier, though. I certainly 
think the Volvo culture is important and 
plays a significant part in the type of 
people who go to live and work in other 
parts of the world.”

As Million and Pajari agree, 
China is already changing them. “My wife 
says I’m more patient nowadays,” Pajari 
laughs. Cheng is also changing. One month 
into her adventure and she’s discovered 
a new hobby – Belgian chocolates 
and Belgian waffles, “with cream and 
strawberries!”

AN INTERNATIONAL CITIZEN
The final word goes to William 

Gu, Vice President Global Commercial 
Management – born in China, educated 
in Switzerland and the US and moving 
around the world ever since. Today he, 
too, is in Brussels (after recruiting Pajari to 
his new job in Shanghai). 

 “To be honest, I see myself as 
a bit of an international citizen today – 
I’ve passed the stage of identity crisis,” he 
laughs. 

“I’d agree that the Volvo 
culture is a very strong one, regardless 
of where you work. It’s just as strong 
externally – everyone in the world knows 
Volvo and the company values.

“If someone asked me for 
advice about whether to go abroad, I’d 
strongly recommend it. My travelling has 
shaped me. It’s given me an open mind 
and an ability to see things from different 
perspectives. The world is so connected 
today. What do I miss about home? 
Which home do you mean?”

William Gu, Vice President Global Commercial Management.

“I’ve got back from the 
supermarket a few times  
and opened up a bottle or  
packet and found it was not  
quite what I had been expecting 
to eat that evening!”
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Why Volvo Construction Equipment quality goes hand in hand with satisfied customers.

SPOT lIght
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“Quality control was about checking that 
things were assembled with precision and according 
to tight specifications. Tightening nuts and bolts is still 
an important dimension, of course, but quality is now 
interpreted very differently. You could say it’s been 
translated to mean customer satisfaction. That in turn 
means it has become a focus for everyone, throughout 
every part of our business.”

Quality now means focusing on customer 
needs right from the start. It begins with the 
conception and design of new products, continues 
with getting the details right during development 
and manufacturing and culminates in creating good 
relationships when machines are sold and distributed. 
Quality also means earning customer trust through 
excellent after-sales support.

‘THE VOICE OF THE CUSTOMER’
“Get all of this right and you create real quality – as well as a satisfied 

customer. My job is to work with the separate parts of Volvo Construction Equipment 
(Volvo CE) so that we work together towards that goal in a co-ordinated fashion. In 
a sense, I see myself as the voice of the customer within the organization.”One man 
Deleryd works closely with is Ulf Hasselgren, Director of Operational Management 
System and Continuous Improvement. 

o baCK 30 or 40 Years aNd QualItY 

seeMed to be all about Nuts 

aNd bolts. todaY, It’s seeN IN a MuCh WIder  

CoNtext, WIth CustoMers at Its VerY heart. 

“baCK theN, MaNY people thought QualItY  

Was a produCtIoN lINe Issue,” saYs  

Mats delerYd, seNIor VICe presIdeNt, QualItY 

deVelopMeNt aNd Core Value MaNageMeNt.

g

“QualItY has beeN traNslated to MeaN CustoMer satIsfaCtIoN.”

Quality is a focus for everyone in the business.
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Hasselgren’s role is to ensure that the company 
manages itself in a unified and integrated way, whether the office, 
production plant or engineering site is situated in Sweden or 
Brazil, the US or China.

 “We’ve been working hard for several years, though, on 
producing an integrated management system which is transparent 
and which everybody understands,” says Hasselgren. “It’s about 
working better as a team, so that different functions and regions 
interact more efficiently and quickly. And if we operate better, 
that feeds through to customers and stakeholders.”

This focus on the company’s internal processes and 
management culminated in Volvo CE being certified, on a global, 
company-wide scale, to the standards of ISO (International 
Organization for Standardization) 9001 (Quality), ISO 14001 
(Environmental Care) and OHSAS 18001 (Occupational Health 
and Safety). This was the result of independent audits of all of the 
23 Volvo CE sites globally.

Focusing on our customer needs.

“QualItY NoW MeaNs foCusINg oN CustoMer 

Needs rIght froM the start.”
 “That does not mean we all work identically 

everywhere,” stresses Hasselgren. “We do things differently when 
it makes sense, or when there are different legal requirements. But 
when we place an order with a supplier, do we need to do that in 
15 different ways? Probably not.”

TWO SIDES TO MACHINE AVAILABILITY
For Yngve Rosen, Vice President Product Availability, 

quality is all about answering two all-important customer 
questions: “Is my machine working? And if not, when will it be?”

“We’ve been focusing hard on machine availability.  
For customers, it’s what matters. Downtime equals lost production 
– and lost revenue. “There are two parts to the equation; a 
machine’s failure frequency, which we’ve always measured,  
and how long it takes to get it up and running again after  
such a failure. We’re now looking at this second leg much  
more closely.” 

“Just by measuring how long it takes us to deal with 
breakdowns – diagnosing the problem, supplying spare parts and 
getting technicians on site – we’ve seen improvements. People 
start to think about how they can contribute. Wherever I go, 
whether it is Eskilstuna or Bangalore, people come up with 
valuable suggestions on how to improve repair times.”
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ERROR-PROOFING PRODUCTION
For Jay Davis, quality is centered around the Volvo 

Production System (VPS). Davis is Volvo CE’s Vice President 
of Volvo Production System and Core Values. “VPS maps out 
how we should do things in our production plants,” says Davis. 
“It’s about leadership, teamwork, taking care of health and safety, 
about building in quality and how we set up our assembly and 
production lines.

“Yes, there’s a focus on quality control and catching 
errors internally. We’re currently introducing a new inspection 
process called ‘First Time Through’, with more inspection stations 
to speed up the feedback to our operators if an error occurs. But 
we also look at error-proofing the way we work, to eliminate the 
risk of a defect occurring again.”

And the customer remains central. “Errors or poor 
processes mean delays and costs going up, so everything we do 
relates to customers,” says Davis. “Our production staff visit 
dealerships regularly so as not to lose that focus.”

CUSTOMER SOLUTIONS, CUSTOMER PEACE OF MIND
As for Mats Andersson, he only has to look up his 

job title – Global Director, Strategy and Business Development, 
Customer Solutions – to be reminded of who really matters.

“I deal with customer services or solutions – in rough 
terms, that means everything that’s beside the machine itself, 
from finance, spare parts and hose services, customer support 
agreements, attachments and our telematics system CareTrack.

“Maximizing and enhancing our services gives 
customers peace of mind that they will be fully supported during 
and after their purchase.  They know that their dealer, through 
such things as telematics data, can work pro-actively rather than 
re-actively and contact them when things need doing.  That makes 
for a great working relationship.

“Our emphasis on customer solutions has been 
transformed in recent years and that is continuing.”

So for quality, read customer satisfaction. Sometimes, 
indeed, quality products and services can help customers in  
ways they don’t at first appreciate. “Of course we appreciate  
our customers’ needs but we must also be up to date with the 
latest technologies that we can integrate into our products,” 
concludes Deleryd.

“our eMphasIs oN CustoMer solutIoNs has 

beeN traNsforMed IN reCeNt Years aNd 

that Is CoNtINuINg.”

“Twenty years ago, most of us didn’t know anything 
about mobile phones. We didn’t recognize a need for them. Let’s 
come back to CareTrack. It’s been the same thing there. A few 
years ago, people thought they did not need it. But we still 
introduced it. And today, more and more customers rely on it to 
maximize the efficiency of their machines.”

Text: Tony Lawrence
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TAILOR-MADE WHEEL 
LOADER FOR CHINA

VOLVO UNVEILS
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As Richard Million, Vice President Sales Support for China, 
explains, this new model aims to create a whole new market 
segment in China that did not even exist before.

“This is a machine that has been designed specifically 
for the Chinese market,” says Million. “It is tailor-made and it’s 
the first time we have ever done this,” he says. “Over the last 
three to four years, we’ve been moving towards targeting specific 
customers and markets, rather than following a ‘one-size-fits-all’ 
approach. It’s all about being more flexible and not presuming 
that Chinese customers want the same as, say, our Indian and 
Swedish customers. “We believe the L105 has the potential to 
revolutionize the Chinese market – and we’re very excited about 
that,” continues Million.

A ‘GAME-CHANGER’
The L105 is a 5-tonne* wheel loader designed to 

perform on a range of applications including mining and port 
handling. But to understand why this new machine is so special, 
you have to understand the Chinese market.

In unit terms, China represents the largest market in 
the world for wheel loader sales. And so far, Volvo CE and its 
joint-venture partner SDLG (Shandong Lingong Construction 
Machinery Co. Ltd) have led the Chinese market in combined 
excavator and wheel loader sales – retaining a number 1 market 
position for the first three quarters of 2012 (and this is still the 
case at the time of writing).

But the Chinese market is also segregated into 
premium machines and value models, with no real alternatives in 
between. The Volvo L105 is designed to fill that void.

CUSTOMERS ARE DEMANDING MORE
The other major difference with the L105 is it is 

designed specifically for the Chinese customer, by listening more 
intently to what the Chinese customer wants. A third-party review 
of the construction industry in China, commissioned by Volvo CE, 
confirmed that customers are demanding more and more from 
their machines, they want durability and reliability. The L105 
has been designed as a direct answer to this customer demand – 
designed and manufactured by Volvo CE, in China. 

The launch of the new Volvo L105 wheel loader 
at Bauma China in Shanghai this November was 
extra-special. Although the L105 might still  
look, sound, feel and operate like previous  
Volvo Construction Equipment (Volvo CE)  
wheel loaders, this new model is revolutionary  
for the Chinese market.

* The machine weight is 17,2 tonne. The loading capacity is 5 tonne.  
(The machine can take 5 tonne in the bucket. Load capacity is the way machine  
sizes are categorized in China).

The L105 has been designed specifically for the Chinese customer.  
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“We believe the L105 has the 
potential to revolutionize the 
Chinese market.”
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SURPASSING EXPECTATIONS  
ON ALL FRONTS AT BAUMA CHINA

Bauma China 2012 was always going to be a big  
event for Volvo Construction Equipment (Volvo CE).  
The construction equipment trade fair, however, surpassed 
expectations on all fronts.

It came as no surprise that Volvo CE’s display of 
machines, fronted by the new and revolutionary, China-
specific L105 wheel loader, made a major impact at 
Shanghai’s new International Expo Centre on  
November 27-30.

The L105 appeared alongside the Volvo A40F articulated 
hauler – winner of a prestigious ‘red dot: best of the best’ 
design award – and Volvo CE’s new D-Series excavators, 
represented by the EC80D. Next came the ABG6820 
asphalt paver which featured in the ‘2011 China 
Construction Machinery Top 50 Products’. 

Just as noteworthy and as exciting as the products was 
the strong interest in Volvo CE’s after-sales services, 
confirming just how rapidly the Chinese construction 
equipment market is maturing. Chinese customers at the 
show were increasingly focused on operating efficiency, 
back-up and the long-term cost of ownership. 

Tailored and graduated Customer Support Agreements, for 
instance, ranging from spare part coverage to guaranteeing 
superior maintenance from Volvo CE trained technicians, 
drew greater levels of interest than ever before. The 
company’s extensive range of aftermarket products 
showcased in Shanghai also included remanufactured 
parts, meeting customer needs with the same quality 
standard and warranty clause but at a lower cost.

VOLVO DURABILITY
“We’ve listened to local customers and dealers and to 

what it is they want from their machines,” says Mats Sköldberg, 
Vice-President of Technology and Head of Technology Centre 
in Jinan, China. “One of the biggest requests was for durability as 
well as fuel efficiency – they saw that the drivelines of some local 
brands wore out after 5,000 hours of operation, rather than the 
10,000 hours that customers require.

“The initial feedback  shows that operators are 
appreciating features such as the L105’s cab comfort and the 
automatic gear shifting which they don’t experience on domestic 
value-end models.

“I’ve tried the L105 out myself too and it’s reliable, 
durable and safe. As with all our products, it’s a machine built  
on Volvo’s core values: quality, safety and environmental care.”

RESPONDING TO THE MARKET
What’s more, the L105 project may have wider 

ramifications for the future.

“We will certainly take what we have learnt during this 
development process and carry it forward,” says Million. “This new 
L105 shows that we continue to put the customer at the center 
of our business, and we are starting to design our products 
specifically for each market by listening and responding to each 
individual customer’s needs. This is the most important part –  
that we continue to give real value for our customers.” 

Text: Tony Lawrence

“We’ve listened to local 
customers and dealers and 
to what it is they want from 
their machines.”



xINjIaNg, ChINa

Reliability in remote regions.

GLOBEtrottINg
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Spanning over 1.6 million square 
kilometers (17.2 million ft²), roughly five 
times the size of Germany, Xinjiang is the 
largest Chinese administrative division, 
making up about one fifth of the country’s 
territory. Flanked by Russia, Mongolia, 
Kazakhstan, Afghanistan, Pakistan, India, 
Kyrgyzstan and Tajikistan, the scenery of 
this sparsely populated area is as spectacular 
as it is diverse. The east-west chain of the 
steepling Tian Shan Mountains separate the 
dry steppe of Dzungaria in the north from 
the Tarim Basin, an oasis-fringed desert, in 
the south. 

OUTSTANDING
Below the beautiful landscape, 

lies an abundance of oil, gas and coal 
– and thanks to its mineral riches, the 
economy of this once agricultural region 
has grown rapidly in recent years. Oil and 
petrochemicals account for roughly 60 per 

cent of its GDP while Xinjiang’s immense, largely untapped, coal resources would be 
able to meet global demand for another 360 years at the current rate of consumption.

INjIaNg MaY be oNe of the Most 

reMote plaCes oN the plaNet, but Its 

burgeoNINg eCoNoMY has plaCed It fIrMlY oN the 

eCoNoMIC Map. WIthIN the borders of thIs IMMeNse 

autoNoMous regIoN lIes the Most reMote poINt  

of laNd oN earth froM the sea (2,647 KM / 

1645 MIles). sItuated IN NorthWest ChINa aNd  

borderINg eIght CouNtrIes, Its CoNNeCtIoN to the 

World beYoNd CaN be traCed baCK oVer 2,000 

Years WheN traders oN the sIlK road passed 

through eN route to the West.

x

“the CurreNt VolVo Wheel loaders haVe operated for oVer three Years, WIth NearlY  

20,000 WorKINg hours WIthout serIous breaKdoWN.”

Ma Haibin,  Mine Managing Director, Heishan Coal Mine
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The Volvo L108G wheel loader has outstanding loading efficiency.

“the VolVo MaChINes are easY to operate 

aNd to MaINtaIN, WhICh greatlY reduCes 

our labor INteNsItY.”

As coal resources in eastern China are rapidly depleting, 
Xinjiang is fast becoming an important part of China’s sustainable 
development strategy. A company there, has proved to be one 
of the most innovative and enterprising coal mining enterprises. 
Its production of coal is increasing rapidly, and is on course to 
top four million tons this year, twice the levels of 2011. The 
improvement in productivity and efficiency has coincided with the 
recent arrival of a Volvo L180G high-lift wheel loader on site.

“Volvo is a brand new choice for us,” explains 
production manager Ye Jianwei. “The Volvo L180G high-lift 
wheel loader has outstanding loading efficiency.”

HIGH PERFORMANCE
The unique design of the Volvo L180G wheel loader, 

complete with special bucket-tipping device, enables the operator 
to move the load rapidly to a higher position. The maximum 
dumping height of the Volvo L180G is 4,700mm (185 inches) 
and the lifting height – when the bucket remains at the horizontal 
level – reaches 5,290mm (208 inches). Its torque-parallel linkage 
combines the advantages of parallel and Z-bar linkages, featuring 
high breakout force, very high excavation torque and parallel 
operation throughout the entire lifting process. As a result, the 
L180G can load 30 to 40 tons of coal in six to eight minutes.
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The new Volvo equipment has increased efficiency 
on site and operators have adapted quickly to the new machines. 
“I appreciate the Volvo features such as low fuel consumption, 
environmental protection, high productivity and improved 
visibility,” says operator Gong Wanfeng.

Dust storms are a frequent problem in the area, 
affecting the operator’s visibility and this has resulted in the 
frequent replacement of filter cartridges in the past. But the 
new Volvo loader has proved to be far more durable than other 
branded machines they’ve had on the site. Ye, who has worked 
in coal mining for over 30 years and dealt with equipment for 
over 20, adds: “The Volvo machines are easy to operate and to 
maintain, which greatly reduces our labor intensity.”

Volvo’s partnership with the company is a new 
one, but its cooperation with Xinjiang’s Heishan open-pit mine 
company goes back 10 years. Today Heishan coal mine has 
four Volvo L180F wheel loaders and one Volvo 180G high-lift 
wheel loader on its books.  Since buying its first Volvo machine 
in 2002, Heishan coal mine has been carrying out an equipment 
replacement program in order to improve productivity and 
maximize its profits. 

HIGHLY RELIABLE
“Our Volvo loaders will be replaced or refurbished 

after a certain service period, so as to ensure efficient work up to 
a consistent standard,” says managing director Ma Haibin. “and 
overhaul. You can say that Volvo machines are very reliable!”

Located in a mountainous area, winter temperatures 
at Heishan coal mine can plunge to 30 ºC below zero (-22 ºF). 
These are conditions that other equipment they have used has  
not been able to tolerate. The Volvo machines, however, have 
been able to withstand this. 

“Volvo is the first ‘foreign brand’ that I have worked 
with,” says operator Han Gang. “Even in winter, you need not 
worry about the cold start. The cab is very comfortable due to  
its air-conditioning system and excellent isolation from the cold.”

Behind the scenes at both the company and Heishan, 
a dedicated team at Xinjiang SVO Machinery Engineering, Volvo 

“the Cab Is VerY CoMfortable due to Its 

aIr-CoNdItIoNINg sYsteM aNd exCelleNt 

IsolatIoN froM the Cold.”

Han Gang, Operator, Heishan Coal Mine

Construction Equipment’s dealer in Xinjiang, ensures the smooth 
running of the equipment. SVO has a special service station at 
both mines, helping users to solve all problems on site. 

Just a decade ago, the suggestion that SVO would be 
selling construction equipment in one of the most remote regions 
on earth would have seemed fanciful. But today, thanks to its 
partnership with Volvo CE – which provides machines that can 
withstand the harsh conditions – that improbable notion has 
become a reality – with great benefit to the customers and 
operators. 



VolVo CoNstruCtIoN eQuIpMeNt (VolVo Ce) ChINa Is fosterINg 

a NeW geNeratIoN of teChNICIaNs aNd sales persoNNel 

through aN INNoVatIVe eduCatIoNal prograM that aIMs 

to fIll the deMaNd Created bY the CouNtrY’s booM IN the 

CoNstruCtIoN MaChINerY INdustrY.

VolVo Ce  
Nurtures YouNg 
taleNt IN ChINa
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the nationwide initiative, launched in 2010,  is already 
starting to reap benefits as the first wave of graduates 
prepares to take up employment and apprenticeship 

positions at Volvo dealerships across China.

Volvo CE’s successful performance in the region in 
recent years has advanced in step with the phenomenal expansion 
of the Chinese construction machinery market, which has become 
the largest in the world.

The galloping pace of the country’s urbanization has 
created a wealth of opportunities in the contstruction industry  
and turned China into the world’s biggest manufacturing base  
of construction machinery – as well as its largest market. 

But machines don’t operate or service themselves; 
highly skilled people are needed. As its dealership network 
continues to expand, Volvo CE has acted quickly and 
imaginatively to fill the vacuum and in doing so, it is  
empowering a new generation of young Chinese.

RAPID EXPANSION
To meet the demand for specialist personnel, 

Volvo CE has established a network of so-called Competence 
Development Centers, providing first-rate training for bright young 
talents seeking industry experience.

“The construction equipment market in China has 
been increasing very, very fast since 2009,” says Jackey Cheng, 
Competence Development Manager in Volvo CE’s Aftermarket 
& Customer Solution department. “The bare statistics speak 
for themselves. Machine sales in the last three years are greater 
than in the previous ten years. As a consequence, demand for 
technicians and sales people has trebled.”
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Volvo is providing first rate training for bright young talent.



 Working in conjunction with local colleges and 
dealers, Volvo CE aims to nurture the sustainable development of 
the Chinese construction machinery industry while supporting the 
young local community in China. The colleges will become the 
main sources of recruitment for Volvo CE’s dealer network.

“The schools are normal schools in all respects and 
the only difference is that they now offer a major in construction 
equipment as one of their courses,” adds Cheng. “These courses 
vary in length and type from school to school.”

there is no point in  
training the students if  
there is no job for them  
to go to afterwards.

 THE VOLVO WAY
Students in the colleges chosen for the initiative 

continue with the standard curriculum, but also receive lectures 
about Volvo CE’s culture, core values, products and business 
skills, as well as practical training in machinery skills or sales. 
Comprehensive training is also provided for college teachers, who 
can learn more about the industry, products, applications, business 
etiquette, communications, marketing and sales. 

“We profile and then choose the colleges that we 
think are suitable for the program,” explains Cheng. “One of the 
most important criteria is that the college is located near a major 
dealership, which has the capacity to recruit a large number of 
graduates. There is no point in training the students if there is no 
job for them to go to afterwards.

“After signing the agreement with the college, Volvo 
and the dealer invest in the school by funding the teaching and 
providing the practical materials,” adds Cheng. “The colleges need 
a lot of investment not just in financial outlay but in terms of 
time, resources and effort. But it is very much worth it, as Volvo 
and our dealers are going to benefit greatly in the years to come.”

There will be eight Competence Development Centers 
in all. Since 2010, Volvo has opened up five centres: for the 
Northwest Region in Urumqi, Xinjiang, the Northeast Region in 
Shenyang, Liaoning, the Northern Region in Zhengzhou, Henan, 
the Central China Region in Wuhan, Hubei and the Southeast 
Region in Fuzhou, Fujian. A further three – for South China, 
Southwest and East China are scheduled to be opened at the  
end 2012 or beginning of 2013.
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WIN-WIN-WIN
The initiative is a three-way partnership between 

Volvo CE, the colleges and the dealers. By the agreement, each is 
bound to guarantee a series of commitments and each stands to 
benefit from the co-operation. The feeder system is a win-win-win 
situation for all parties.

Volvo will provide training materials, training facilities, 
specialist tools and lectures to both teachers and students as well 
as instruction in the ‘Volvo Way’, with emphasis on the company’s 
core values of safety, quality and care for the environment. 

For their part, the dealers provide sales, markets,  
after-sales workshops and onsite service as internship bases  
for winter and summer vacations and they bear the related  
costs. They will also provide machines and parts for the  
trainee technicians.

On the day they graduate, the young trainees will be 
ready to step straight into employment in apprenticeship positions 
with the local dealer who has played a part in their education.

“We need many people to fill positions with us and 
our dealerships,” says Cheng. “It’s difficult to find that number of 
people in the construction equipment industry through the normal 
recruitment routes.

“The Competence Development Centers are a very 
good solution to the problem, providing a very good source of 
bright, well-trained graduates already educated in the Volvo way 
of doing business. The initiative is still in the early stages but it’s 
definitely moving in the right direction.”

Text: Niall Edworthy

VolVo Ce Voted best plaCe 
to WorK IN the ChINese 

CoNstruCtIoN INdustrY!

Volvo Construction Equipment (Volvo CE) has been 
named the best employer in China’s construction 
industry following a survey involving 100,000 people.

The company won the 2012 award after employees 
right across the industry were asked to rate their 
places of work. An expert panel, including the Human 
Resources Association of China, reviewed the poll 
results before announcing its decision in September.

“At Volvo CE, we strive to offer our employees 
much more than just a job,” said a delighted Inge 
Zhou, Vice President of Corporate Communications 
in China. “We offer an inclusive management style, 
a caring and empathetic company culture and 
progressive philosophy.

“This award signifies that our employees in China 
genuinely appreciate the lengths we go to as an 
employer to keep them engaged. ‘The Volvo Way’ 
– a unique philosophy that promotes diversity 
and inclusiveness within the company – our well-
respected brand image and our supportive attitude 
towards progression is what attracts workers to us – 
and what ultimately makes them stay with us.”

Volvo CE expects to recruit 250 of China’s best young 
talent annually through the Competence Development 
program which offers world-class technical and sales 
training from a world class employer. 

Volvo CE facilities across the world have also been 
recognized for their popularity as an employer 
with Volvo do Brasil appearing in Brazil’s Top 10 
Employers list every year since it began, and reaching 
the top spot twice, and Volvo CE’s UK division 
appearing in the prestigious 100 Best Companies to 
Work For 2012, run by the Sunday Times newspaper.
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Bright graduates educated in the Volvo way of doing business.
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Volvo Construction Equipment’s (Volvo CE) Tech Center in Jinan, China, has been 
quick to start commanding headlines.

VOLVO CE’S FIRST TECH CENTER IN CHINA: 

A SUCCESS STORY 
IN THE MAKING
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I
t will not be fully operational until the middle of 2013, while 
construction work is yet to be completed on the five-storey  
building that will house up to 400 staff, including a full complement 
of 200 engineers. Yet the center has been destined for success  

ever since the company announced its plans for the 270 million Swedish 
Krona (45 million US Dollars), 50,000-square-metre (538,000 sq ft)  
site in early 2010.

“Being here is crucial, in understanding 

the Chinese market and being able to 

develop quality products suited not 

only to China but also to other emerging 

markets such as Brazil, Russia, India  

and Indonesia.”



It is Volvo CE’s first such center in China, designed  
to not only strengthen the company’s global top quality 
engineering base and capacity for innovation but also to give  
it an important presence in the largest construction equipment 
market in the world.

UNDERSTANDING CHINA
“Being here is crucial, in understanding the Chinese 

market and being able to develop quality products suited not only 
to China but also to other emerging markets such as Brazil, Russia, 
India and Indonesia,” says Mats Sköldberg, Vice President of 
Technology for Volvo CE’s new Technology Center.

If anyone appreciates the advantages of such a close 
proximity it must be Sköldberg. He began 2012 working for 
Volvo CE in its offices in Eskilstuna, Sweden, some 6,700kms 
(4163 miles) away from China. Now, he looks directly out on to 
Jinan, the capital city of the eastern coastal province of Shandong.

He has also been overseeing another success story – 
the launch of the first Volvo CE machine ever to be specifically 
designed for the Chinese market: the 5-tonne L105 wheel 
loader. The L105 was developed at the Jinan Technology Center 
and officially launched at the Bauma international trade fair in 
Shanghai in November. 

“Often, when companies set up technology centers, 
they start slowly by working on existing technologies from other 
parts of their organizations or they are given ‘work packages’,” says 
Sköldberg. “We, though, were given a real project right from the 
start. We were asked to develop a new machine to fit in between 
the premium and value segments of the wheel loader market in 
China. It was a huge and very exciting challenge.
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The L105 wheel loader was developed at the Jinan Technology Center.

“The Tech Center, when 

fully finished, will  

have capacity for  

400 employees.”

* The machine weight is 17,2 tonne. The loading capacity is 5 tonne.  

(The machine can take 5 tonne in the bucket. Load capacity is the  

way machine sizes are categorized in China).
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Jinan City view from Hero’s Mountain. 

A REAL MILESTONE
That energy and enthusiasm was seen at the unveiling 

of the new L105 at Bauma China.

 “It represented a real milestone for us,” says Sköldberg. 
“To produce a new machine, and one with so much potential to 
have an impact on the Chinese market, is so impressive. “How 
proud are we? Well, everyone here talks about the L105 as if it 
was their baby – that’s how proud we are.”  

Text: Tony Lawrence

A GOOD LOCATION
 “We received some engineering support at the start, 

while we were building up our staff, but all the work was driven 
from here.” 

The Tech Center now has around 120 engineers 
working in temporary offices. By the end of 2013, that figure will 
have risen to 200, supported by other employees in departments 
like purchasing and IT. The center, when fully finished, will have 
the capacity for 400 employees in all.

Jinan was chosen as its location for several reasons. 
The Shandong region has a good industrial foundation and is also 
the home of Volvo CE’s joint venture partner, SDLG (Shandong 
Lingong Construction Machinery Co. Ltd), based in Linyi.

A BIG POOL OF TALENT
Jinan also offers a big pool of talent, produced by its 

universities and engineering-focused industries – and Volvo CE’s 
initial recruits are already making their mark.

“We began by recruiting young people with top 
engineering qualifications as well as good English skills,” says 
Sköldberg. “Our new engineers have quickly created a good team 
spirit. Their competence levels are very high –and they’re very 
eager to learn.”

“It’s a very positive atmosphere to work in. There are  
a lot of similarities between the Swedish and Chinese approach  
to work –  and there is a mutual respect”

“Jinan offers a big pool 
of talent, produced by 
its universities and 
engineering-focused 
industries.”



WIth reNeWed foCus aNd VIgor, VolVo Ce 

dealer stroNgCo Is eNjoYINg suCCess bY 

INVestINg IN Its busINess aCross CaNada 

aNd IN the uNIted states.
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To see the film go to:  
YouTube@http://www.youtube.com/user/GlobalVolvoCE

http://www.youtube.com/watch?v=b0l1m2kkh1Q


of Maine-based Volvo dealership Chadwick-BaRoss. Not only did 
this significantly increase the size of its coverage,  
it also gave Strongco a five branch presence in the US,  
its first footprint in the country. 

CLOSER TO OUR CUSTOMERS
Canada’s large geographical area and extreme climate 

creates a big challenge for Strongco as it continues to put customers 
at the center of its business. Covering such a giant territory is no 
small feat and it is being achieved thanks to the company’s 26 
branch network. The challenges don’t end there, customer needs 
can vary as much as the weather, as Dryburgh explains.  
“Our customers are different from each other – a customer  
in Quebec is different from a customer in Alberta or Ontario,”  
he says. “Luckily, our regional general managers and their teams 
know their customer better than anyone. This is essential –  
you have to be attuned and sensitive to different styles of  
business and needs.”

t was only a few years ago when the future of Volvo CE’s 
dealer Strongco didn’t look so bright. Despite having roots that 
date back to the 1940s, by 2008 the publicly-traded company 

found itself in a financial crisis. In order to survive, a change of 
leadership and direction were needed. Both of these changes 
came in the form of new CEO and President Bob Dryburgh. 
His mission was not just to save the company, he had to rebuild 
it into a viable company – one that would be profitable and 
successful for years to come. 

Even with a good plan you still need an element 
of luck – and Dryburgh’s luck didn’t last long, with the 2008 
economic crisis arriving just two months after he took hold of 
Strongco’s reins. Fortunately, Canada didn’t experience the crash 
quite as deeply as its neighbor to the south, the United States. 
Strongco came out of the downturn lean, fit and ready for growth. 
This growth came most dramatically in 2011 with the acquisition 
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The Strongco Team
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service, more technicians and more coverage,” says Dryburgh. This 
is evident in the impressive number of machines the company 
has registered with Volvo CE’s telematics system, CareTrack. 
The system, fitted to the machine, monitors the machine’s every 
move and can alert the customer and dealer to potential parts and 
service issues.

PULLING IN THE SAME DIRECTION
When Dryburgh first became CEO and began the 

tough job of turning the company around it didn’t take long 
before he saw the potential of the relationship with Volvo CE. 
This partnership continued to work well throughout the downturn 
and Dryburgh and his team have built upon that relationship 
further during times of growth.

“Volvo CE today is a very significant element of our 
business,” says Dryburgh. “Volvo is our single largest supplier and 
biggest contributor to sales. We have a growth plan that is just as 
ambitious as Volvo’s. I can go to my board and say we are going 
to build another branch for Volvo and the question they are going 
to ask is – are you building this new branch on the foundation of 
a strong relationship? My answer is ‘yes’.“We have an unbelievably 
exciting future,” concludes Dryburgh. “So exciting in fact that our 
biggest challenge now is to sort out the opportunities before us – 
prioritizing them and executing them well.” 

Text & photographs: Diana Henry

Stocking and selling the full range of products, Strongco 
is active in a number of industrial applications, including quarrying 
& aggregates, infrastructure/home construction, waste management 
and oil and gas. Geography plays a big role in determining industry 
– and this has an impact on machine selection. “We sell a lot of 
articulated haulers in Alberta for example to support the oil and 
gas segment,” says Dryburgh. 

Strongco recognizes that it needs to be where its 
customers are and is investing where it matters: opening branches 
in key areas and getting closer to its customers. “You need to be 
where the work is being done to truly show your commitment 
to the customer and their needs,” states Dryburgh. Despite the 
enormous size of the country, the company’s goal is to have a 
technician to a customer within four hours of a service call. In 
the northern reaches of Alberta, Strongco’s newest branch in 
Edmonton and future branch in Fort McMurray (due to open in 
late 2013) are good examples of the ‘be where your customers 
are’ mindset.  In just over 12 months Strongco will have invested 
over 40 million Canadian dollars in its Albertan branch network. 

Strongco has good reason to make those investments. 
Alberta is a major center for oil and gas production. The remote 
region ranks third, behind Saudi Arabia and Venezuela, in terms of 
proven global crude oil reserves at nearly 171 billion barrels,  
or 12% of the total global oil reserves. 

Strongco’s commitment is to be a 
market leader and provide unrivalled service. 
Dryburgh and his team have set themselves the 
goal to double the size of the company.  
“I feel growing the business is good but it’s even 
better to focus on customer triggers like better 

SPIRIT40



leadINg laNd deVelopMeNt 

plaYer CON-DRAIN aNd VOLVO 

at the heart of the aCtIoN
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Things are moving fast in Brampton, in the Greater Toronto 
Area of Ontario. As one of Canada’s fastest-growing cities, 
the place is a hive of activity. Land is being developed, 

new businesses are being set up, homes are being built. And 
everywhere, ConDrain seems to be at the heart of the action.

Con-Drain, incorporated in Toronto in 1954,  
began life as a small, family-run concrete and drain company. 
Today it’s much more than that, having steadily expanded into  
a major player within the land development industry while  
setting up affiliated companies and branching out into a series  
of related fields. It has also branched out into the neighboring 
United States of America.

In Brampton, you don’t have to go far to find Con-
Drain or one of its ‘sister’ organizations hard at work. At two 
neighboring greenfield sites in the city, the company has been 
using Volvo Construction Equipment to prepare the ground for a 
new housing development.

Four Volvo A35D and A35E articulated haulers and two 
excavators, an EC460B and an EC480D, have been working on  
cut-and-fill duties at the sites, situated about a mile from each other.

Things here, too, have been moving fast. The ground 
has been lowered around 1.2 meters (4ft) at the one site, with 
the earth then transported to the other and used as fill material 
to raise the surface level. Twenty-five acres will then be further 
developed to hold 500 new homes and townhouses.

FROM A TWO MAN COMPANY TO A MAJOR PLAYER
Con-Drain was started by brothers Fred and Angelo 

DeGasperis following their arrival from Italy. Soon they would 
be joined by their brother Tony. They were young men then, 
with only big dreams for the company. They began work in the 
bungalow where they lived. Today, they employ more than 600 
people and the next generation Jim and Romeo DeGasperis have 
taken over the reins and Con-Drain has become one of the largest 
sewer and water main installation companies in Canada.

“theY are CoNtINuINg to add to theIr 

groWINg fleet... theIr hauler fleet Is  

100% VolVo.”

They also run a fleet of more than 300 pieces of 
heavy equipment. The Volvo equipment has been part of their 
fleet for a number of years, says Daniel Hili, territory manager for 
Volvo Construction Equipment (Volvo CE) dealer Strongco, one 
of Canada’s largest construction equipment distributors with an 
extensive network of branches across the country and in the north 
east of the US.

“Con-Drain to date, has purchased 40 Volvo machines, 
ranging from motor graders, excavators and articulated haulers, and 
they are continuing to add to their growing fleet,” says Hili. “Their 
hauler fleet is 100% Volvo.”
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KNOWING WHAT IT TAKES TO GET THE JOB DONE
“Con-Drain is a great customer and held in high  

regard in the industry,” he adds. “The people at Con-Drain bring an 
abundance of experience and know what it takes to get a job done. 
If they buy Volvo equipment, the industry will be sure to follow.”

And there will certainly be lots more work for the 
industry to complete in the region in the years to come.

Canada is the second most spacious country on the 
globe behind Russia, covering 9.98 million square kilometers  
(3.85 million square miles). Due to the rugged landscape, 
however, the extreme winters and the importance of Canada’s 
trade with the US, more than half of the 35m population is 
clustered in a 1,150km (710 mile) stretch of land in the south of 
the country.

“soMe of theIr MaChINes are eQuIpped WIth 

the VolVo Ce teleMatICs sYsteM... We are 

thrIlled that theY are seeINg the beNefIts 

of haVINg VolVo Ce oN theIr job sItes.”

Known as ‘the corridor’, it includes three of Canada’s four 
largest cities, including Toronto, located on the north-western shore 
of Lake Ontario and the country’s commercial and financial capital.

Decades of migration into Canada has continued  
to boost the demand for housing. Toronto and the surrounding 
region are no different. Half of the Toronto population comes 
from outside Canada, while almost a third of Brampton’s 
inhabitants come from south Asia. 

GOOD NEWS FOR CON-DRAIN, GOOD NEWS FOR VOLVO
So, as world house prices have come under pressure  

in recent years, those in Canada have bucked the trend by 
remaining strong.

All of which must spell good news for Con-Drain.  
And all of which must spell good news for Volvo CE as well. 

Perhaps most exciting for Hili is Con-Drain’s 
willingness to continue testing the full range of what Volvo CE 
has to offer, whether that be new models, new features or  
after-sales products and support.

“Some of their machines are equipped with the 
Volvo CE telematics system, CareTrack, to help them monitor 
where they are, how they are performing and how they are being 
operated, so we are thrilled that they are seeing the benefits of 
having Volvo CE on their job sites,” he says.

Things, it seems, are moving fast in Brampton, with 
Con-Drain – and Volvo – at the heart of the action. 



THE 70,000-HOUR 
VOLVO MACHINE  
THAT’S STILL  
GOING STRONG...

A 67-year-old man, driving a 1996 wheel 
loader down a tree-lined track, close to a 
sun-sparkling lake in Finland. It makes for 
a rather quaint, sentimental picture.

Except there’s not a sentimental bone in Raimo 
Tuomainen’s body. He’s as tough as the timber his 
successful business is based on and expects his 34 
full-time employees – including his two sons – to work 
as hard as he does.
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THE 70,000-HOUR 
VOLVO MACHINE  
THAT’S STILL  
GOING STRONG...
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And, of course, he demands exactly the same 
from his Volvo machines. With no exceptions. Tuomainen 
runs Kuljetus Raimo Tuomainen Oy, a company 
specializing in hauling and handling materials for timber 
and paper mills near the town of Varkaus in the south east 
of Finland. The area, around 300 kilometers (200 miles) 
north of Helsinki and close to the border with Russia, is 

made up of a patchwork of lakes and forests.

Tuomainen has come a long way since he started the 
company in 1968 with a single truck. For 20 years he operated as 
a one-man company, carefully building up his fleet to five trucks 
before buying his first Volvo wheel loader.

EXTRAORDINARY MACHINE, EXCEPTIONAL QUALITY
Today, he has 11 of them – including the 16-year-

old L70C wheel loader. The other 10 machines were bought 
new. The L70C, though, was decidedly second hand when it was 
acquired at the end of 2008. At the time, it had 58,000 hours 
on its working clock. Today it has an extraordinary 69,000 hours 
– and this is still rising.So why did he risk buying a second-hand 
machine?  And why has he not replaced it yet? Tuomainen smiles 
cheerfully, as if he’s being asked a stupid question. 

“My clients don’t know how old the machine is,” he 
says. “They just know it does the job. You could say this machine 
is special, but that is normal for Volvo quality. With proper care, 
it’ll do at least 100,000 hours.” He bought the L70C on trust. 
Lasse Huhtanen, the regional Volvo CE salesman, told him it was 
a good machine and so he bought it.
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Huhtanen had himself first sold it when it was brand 
new, to a paper mill, where it had operated mainly under cover, 
shifting old paper and wood chips. Yes, it had been worked hard; 
operating around 16-20 hours a day for its first four years, but 
it had been fully maintained, serviced and overhauled by expert 
Volvo technicians. It had also been given a new transmission.

A RELATIONSHIP BUILT ON TRUST
Tuomainen and Huhtanen have known each other for 

more than 20 years. They have become firm friends, to the point 
that they don’t bother wasting time with negotiations when the 
time comes for a new Volvo to join the company fleet.

“Lasse specifies a machine and offers me a good price 
from the beginning and that’s that,” says Tuomainen. “It’s pain 
free. Huhtanen has sold all 25 of the Volvo CE machines that 
Tuomainen has owned. Another new one is on order and due 
for delivery at any moment. “We could trade in the L70C as part 
of that purchase but we may keep it – I think there’s a job for it at 
a local wood recycling centre,” says Tuomainen. 

HEAD RATHER THAN HEART
Again, that decision will be taken with the head, not 

the heart. One man who would certainly like to get his hands on it 
is Volvo Construction Equipment Finland sales manager 
Jan-Peter Nybäck. “I have my own personal 1989 L70 Volvo 
wheel loader – with only 51,000 hours – but I’d happily take this 
1996 machine,” he says.

Mikko Tuomainen, who along with transport manager 
Sami works for their father in the family business, might also be 
interested. As a mechanic, he enjoys working on all sorts of old 
vehicles, American cars in particular (he owns a yellow Chevrolet 
BelAir and is currently rebuilding a 1935 Chevrolet Coupe as a 
hot-rod).

The business, with 27 machine operators on its books, 
has machines located all across southern Finland, from Russia right 
across to the west coast.

RELYING ON QUALITY VOLVO SERVICE
They are serviced by Volvo CE’s extensive network of 

technicians in the country – “We rely on them. One phone call 
is all we need to get support,” says Tuomainen – except for those 
working nearby, which are looked after by Mikko, using quality 
Volvo parts, filters and oils, in the company workshop.

The company also owns 10 trucks. None of them are 
Volvo trucks , although that is about to change after Tuomainen 
was invited to a Volvo Trucks launch event. He liked the look of 
them and, basing his decision upon his experience with Volvo CE, 
has ordered two new vehicles .

In the meantime, Raimo Tuomainen shows no 
sign of slowing down. And nor does his L70C wheel loader. 
Retirement, for man or machine, is not discussed. It’s been 
a good relationship, Tuomainen says, concluding: 
“Volvo on paras” - “Volvo is the best.”

Text: Tony Lawrence
Photography: Julian Cornish Trestrail

“YOU COULD SAY THIS MACHINE IS SPECIAL, BUT 
THAT IS NORMAL FOR VOLVO QUALITY.”
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Lasse Huhtanen and Raimo Tuomainen with the L70C wheel loader



SPIRIT48

No stone left  
unturned  
in Bavarian  
cleanup

The German state of Bavaria has prospered from its industrial 
prowess for hundreds of years. A common side effect of such 
success is contaminated soil, which is now present in parts of 
Bavaria. Now it’s time to clean up – and one innovative company is 
using sustainable methods to clean soil and is working to protect 
the environment, even down to the Volvo Construction Equipment 
machinery it uses.



Blue skies, rolling foothills and crystal-clear lakes 
have made Bavaria the number one tourist destination in 
Germany – and its local residents and government want 
to keep it that way. Environmental care is a big deal in the 
region and one local company is using innovative techniques 
to clean contaminated soil organically. Bodenrecycling Allgäu 
(BORAG) GmbH, a subsidiary of Hubert Schmid GmbH, 
was the first soil bioremediation plant in south Germany. Its 
mission is simple – to ensure no stone is left unturned in the 
big clean-up of contaminated soil.

The city of Munich, south-east Germany, has 
the strongest economy in Europe’s richest country and its 
surrounding region of Bavaria has been fortunate enough to 
support a thriving machine-engineering industry for many 
years. BORAG cleans the contaminated soil and stones 
using bioremediation, while its sister-company, 
Hubert Schmid Recycling, washes the soil that has been 
contaminated by inorganic pollutants such as polychlorinated 
biphenyl (PCB) from coolant fluids and pentachlorophenol 
(PCP) used in pesticides. 

“Our aim is to protect the environment in a 
sustainable way to ensure it’s safe for future generations,” 
says Hubert Schmid, chief executive of the parent company 
Hubert Schmid GmbH. “This is at the heart of everything we 
do in the energy, recycling and civil engineering sectors – and 
this is consistent in the machinery we use. Volvo Construction 
Equipment (Volvo CE) machines boast low fuel consumption 
and efficiency – caring for the environment just as we do.”

AN ORGANIC APPROACH TO CLEANING
BORAG carries out ex-situ bioremediation, 

meaning that the contaminated soil is excavated from the site 
– using Volvo excavators – and transported to the treatment 
facility. That’s when the micro-organism metabolism gets to 
work – mixing with the soil to break down the hydrocarbons. 
Inside the warehouse, the air is drawn upwards into a vacuum 
that passes the length of the facility – creating an eerie mist. 
The air then travels through a washer, generating fog, and the 
wet air is cleaned by a biological filter and cycled back through 
to the main facility.

Reinhard Mayer, part of the managing board 
Recycling-Umweltschutz GmbH, machine maintenance 
manager, explains: “We move 80,000 tons of biological 
material and 40,000 tons of stone each year, so having a 
reliable machine and durable bucket to get the job done is 
very important.” In fact, the site has just one machine to rely 
on – a Volvo L180F wheel loader – that is in operation for 
10 hours per day, five days a week. The company has fitted 
a Genuine Volvo Parts bucket to the wheel loader for 
maximum performance and quality – and after two years and 
3,440 operational hours, the machine and its bucket are still 
going strong.
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“Our aim is to protect the 
environment in a sustainable 
way to ensure it’s safe for 
future generations.”

The L180F unloads materials that come from 
construction sites, disused fuel stations, railway tracks, 
manufacturing plants and oil spillages, and moves it into a 
separator. Depending on the particle size of the contaminated 
material, it is either transported into the treatment plant or 
recycled directly. Once the bioremediation process is complete, 
the material is loaded back onto trucks and reused.

 “Decontamination can take between four weeks and 
six months,” says Reinhard. “It all depends on the size of the 
hydrocarbons and how long it takes to break them down.” To 
avoid the broken-down pollutants seeping back into the ground, 
the facility has been specially built – its design is similar to that of 
an urban waste depot but with an additional layer of oil-resistant 
asphalt on top.

ULTRACLEAN SOIL
Pollutants that cannot be broken down organically 

(such as PCB and PCP) are taken to the second Hubert Schmid 
facility just across the road. This plant uses two Volvo wheel 
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loaders – an L150E to load the material into the washer, and a 
15-year-old L90C to move the cleaned material. The plant is in 
operation 24 hours per day, six days a week.

“The working conditions here are almost non-stop,” 
says Reinhard. “But even after 15 years, our wheel loader is still 
going strong. It has almost 20,000 operational hours on the clock 
and we’re still happy with its performance and fuel efficiency.” 
The plant processes 20 tons of soil every hour through its 
automated sorting and washing facility.

A LONG-TERM RELATIONSHIP
Hubert has purchased Volvo CE machines ever since 

he and his wife founded the company in 1968. “We have been 
working with our local Volvo dealer – Robert Aebi – for the last 
10 years and they’ve helped us to source equipment to match the 
application, lead time and price we’re looking for,” says Hubert. 
“The environmental impact of a machine is very important to 
us and is the main criteria upon which we base our purchasing 
decisions. Our fleet of Volvo CE crawler and wheeled excavators 
and wheel loaders are impressive in terms of their efficiency, low 
fuel consumption and power.”

Safety is also a key consideration on all of Hubert’s 
sites – and it’s also at the heart of Volvo CE’s product designs. 
One of the site operators, Bolkart Luggi, says: “I spend up to  
10 hours per day operating the L180F wheel loader, and the 
comfort of the cab is far superior to anything I’ve operated before. 
The controls are simple and the climate control ensures I’m never 
too hot or too cold. But the best thing is the visibility – I can see 
all around me with ease.”

Inside the bioremediation site the Volvo CE L180F wheel loader keeps the soil moving.

Hubert Schmid and his recycling team.

“Volvo CE’s core values are very much in line with our 
own,” says Hubert. “That’s why, I think, the relationship between 
us has been so successful. So as long as Volvo CE is making the 
most environmentally-friendly machines on the market – we’ll be 
buying them.” 

Text: Holly Brace

“The environmental  
impact of a machine is  
very important to us and  
is the main criteria 
upon which we base our 
purchasing decisions.             ”
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