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The key to success?
Commitment and  
competence!    
Welcome back! I hope you enjoyed your 
summer and recharged your batteries 
before the autumn. I also hope your autumn 
will be as eventful as Orbit One’s. You see, 
we have many projects in the pipeline. In 
both Russia and Poland, work is in progress 
to considerably expand production surface. 
In Russia, we will double it! And more excit-
ing projects await.

These are investments that require a flex-
ible and committed organisation, ready for 
challenges. We have that. We are incredibly 
proud to have employees characterised by 
excellent competence and great commit-
ment, who are always ready for new chal-
lenges. Our organisation has great client 
focus in both processes and in the daily con-
tacts with our clients and suppliers. Learn 
more about this on page 2. 
Another piece of happy news is that Orbit 
One was named number one in the “Cham-
pions League” in Poland, a competition 
where the 5S work of industrial businesses 

is reviewed by independent auditors. The 
fact that we won is proof that we work on 
continuous improvements in a positive man-
ner and that the key to efficient manufactur-
ing is about competence, knowledge, and 
commitment. Congratulations to our Polish 
colleagues!

Your product is our mission

Mats Johansson
CEO Orbit One

Orbit One in Ronneby grows under one roof

Orbit One tops Champions League!

Longer lead times for components!
We’re now seeing clear signals from 
component manufacturers that their 
lead times are increasing. Therefore, 
we want to alert to the fact that the 
component market will be tough for the 
next year, with reduced flexibility. What is 
causing this? 
– The industry is still performing well. 
Throughout the years, everyone has 
been working to reduce overall capacity 
in order to boost efficiency. There is, in 
other words, no overcapacity among 
manufacturers. As component manu-
facturers merge and consolidate their 
portfolios, capacity or alternative com-
ponents disappear, says Director Supply 
Chain, Marcus Gunnebrant. 

– We monitor the market daily, updating 
the systems with the latest information 
and sending forecasts to our suppli-
ers every week in order to keep them 
updated. There are indications that we 
are heading towards the same allocation 
situation as in the early 2000s. If we 
end up in allocation, forecasts do not 
help; all focus is on buying and stocking 
materials early. We appreciate that you, 
as a client, provide us with as accurate 
and long-term forecasts as possible. That 
facilitates our job in securing materials. 
However, if we want to be absolutely 
sure to have materials available, should 
we enter an allocation, we must have 
materials in stock. Together with you, we 
can discuss and come up with solutions. 
If you have any questions, please contact 
your Orbit One contact, concludes Mar-
cus Gunnebrant.

All operations at the Orbit One unit in Ronneby 
are now gathered under one roof. In addition, the 
premises have been further expanded by tak-
ing over empty premises adjacent to the existing 
ones. Total surface is now over 12,000 m2. Mainly 
advanced box build and manufacturing of medical 
technology take place in the new area, which also 
adjoins a cleaner room. 
– During a transitional period since the acquisi-

tion of Flex in Ronneby, we have had two premises. 
Now everything is gathered in one place in new 
modern premises. Our production has already 

improved and we can create more efficient flows 
in our manufacturing processes. It has also created 
several synergistic effects by, for example, enabling 
us to better optimise the use of our existing ma-
chinery, says Director Manufacturing Ulf Karlsson.
– It is our business acumen that controls in terms 

of technology and equipment. We have a large and 
extensive machine park, but it is the market that 
rules. We listen carefully to the needs of the market 
and adapt accordingly. What is necessary to solve 
the needs of the clients? What are the requirements 
of the clients? Based on this, we adapt and find so-
lutions that provide the best effectiveness through-
out the value chain, says Ulf Karlsson.
– Another positive effect is that we can now take 

on larger and more complex projects, something 
that has been noted in the increasing number of 
requests. Meanwhile, we can continue serving our 
smaller clients just as well as before, and, in addi-
tion, they can benefit from our increasing capacity, 
concludes Ulf Karlsson.

Would you like to know more?
Please contact Director Manufacturing 
Ulf Karlsson at +46 706-19 42 41, 
or email: ulf.karlsson@orbitone.se

The industrialised country of Poland is invest-
ing heavily in competence development in Lean 
Production, and results have been immediate. 
Today, Poland is one of Europe’s most 
competitive industrialised countries. It is 
therefore particularly pleasing that Orbit 
One now tops the Champions League in 
Poland. Champions League is a com-
petition for industrial businesses where 
around 90 industries compete on how to 
live up to 5S. All companies are assessed 
every other month by independent auditors 
who review every aspect of the 5S work, in 
both manufacturing and administration. 
– It is a tough league and competi-

tion is fierce. We are now in the 

lead. Last year we came in second, a Polish aircraft 
manufacturer came in first. A Polish aircraft manu-
facturer came in first. We also received a great prize 
in the form of a two-year training in Lean Produc-

tion for one employee, says Grzegorz Kohl, MD 
of Orbit One in Poland. 

– We are very proud and our colleagues 
in Poland have done an amazing job. But 
it is not just a fun competition. We will 

benefit greatly from this internally, but 
also at the other units. Now when we work 

with 5S in Orbit One, the unit in Poland is 
our benchmark. Other units can learn from 

the success of the Polish units and make their 
processes even more efficient, says Director 
Manufacturing Ulf Karlsson.

See you at the Evertiq 
Conference in Lund!
Lunch and coffee are included  
and Orbit One will be there.  
See you there!
Where: Ideon Medicon Village
When: 28 September
Opening hours: 09.00-16.00
Registration:  http://evertiq.se/tec/
lun2017_visit#Anmälan 

Book an appointment today! 
Please contact our Director of 
Sales & Marketing Micael Ny. 
Phone 0709-65 19 65  
or email: micael.ny@orbitone.se

http://evertiq.se/tec/lun2017_visit#Anm�lan
http://evertiq.se/tec/lun2017_visit#Anm�lan


About Orbit One AB
Orbit One is one of Scandinavia’s lead-
ing contract manufacturers of printed 
circuit boards, packaged electronics and 
electromechanics. Orbit One tailors efficient 
solutions throughout the value chain. From 
design, prototype, procuring, manufacture, 
and testing to logistics and aftermarket ser-
vices.The company is active internationally 
with four production units in Sweden, 

Russia, and Poland.The Ronneby and Stock-
holm units are located in Sweden. Orbit One 
currently has around 625 employees and 
sales of approximately SEK 1 billion. Orbit 
One is owned by members of the Group 
Management and the Board, providing short 
and rapid decision-making paths, which 
benefit the clients.

Orbit One AB
Ronneby Tel +46 457-742 00
Stockholm Tel +46 8-587 511 00
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Today, Orbit One is one of Scan-
dinavia’s leading contract manu-
facturers of printed circuit boards, 
packaged electronics, and electro-
mechanics. The four production 
units complement each other 
and through well thought-out 
production strategies, we utilise 
the specialities of the different 
units in an optimal manner for the 
client. But modern contract manu-
facturing requires more than that. 
It requires an organisation that is 
filled with commitment and com-
petence and quick and flexible 
enough to respond to the market’s 
increasing demands on delivery 
precision, cost effectiveness, 
quality, and short time-to-market. 
COO Mattias Lindhe is head of 
organisational development within 
Orbit One and explains further:

– In order to compete, an or-
ganisation must have focus on 
delivery precision, quality, and 
cost-effectiveness. We have proven 
to be very successful in this and 
we have three keywords that 
clarify the Group’s work forward: 
Standardisation, Team Spirit, and 
Business Acumen.

Standardisation involves creat-
ing and using the right processes 
throughout the Group. They must 
be simple, efficient processes that 
focus on creating added value for 
the client.
– This may seem to be a contra-
diction, but this is where what 
we call process-oriented entrepre-
neurship comes into the picture. 
All employees must be able to 
challenge patterns within the 
frame of their assignments and 
area of competence in order to 

continuously improve and sim-
plify our processes. Standardised 
and simple processes create great 
conditions to get it right from the 
start, which, in itself, is value-cre-
ating for our suppliers, our clients, 
and our employees.

Team Spirit within the group, at 
and between the production units 
and not least with clients and sup-
pliers is a must to maximise the 
value chain.
– Our values are important 
success factors. We have a flat 
organisation and never speak of 
hierarchies. Instead, focus is on 
collaboration and what I, in my 

role, can help my co-workers with. 
The amazing work in an F1 depot 
is a great metaphor for how work 
should be conducted. Everyone 
knows their role, everyone knows 
what to do and how the rest of 
the team works, and focus in the 
daily work is on creating value in 
their respective interface.

Business Acumen in relation to 
clients, suppliers, and the market 
is vital for creating the best solu-
tions in the market. 
– This is where many companies 
forget about the end customer. We 
therefore place extra emphasis on 
understanding the client’s market. 

What are the needs of the client’s 
customer? How do we create the 
best solution for the entire chain 
from development and manufac-
turing all the way to delivery and 
end customer? Without focusing 
on this, it is impossible to maxi-
mise the value chain, concludes 
Mattias Lindhe.

Would you like to know more?
Please contact COO Mattias Lindhe 
at +46 70-965 12 49, or email: 
mattias.lindhe@orbitone.se

Focus on added value for the client


