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Business concept
Getinge Industrier is a medical-technical Group that provides complete solutions

to its customers in the health care, geriatric care and industry sectors. The Group's

products and services will contribute, in a tangible way, to quality enhancement

and the reduction of customers' costs.   

Financial objectives
• Profit growth, measured as the profit before tax, will be around 15% annually

over one business cycle, and this shall be attained through a combination of

organic growth and acquisitions.

• Growth through acquisitions averaging 8% per year will be mainly financed by

the Group's own cash flow. 

• The Group's return on capital employed will be a minimum of 25%.

Strategy
The Getinge Group strives to attain and maintain market-leading positions in the

markets in which it is active. Market-leading means being number one or two

globally. 

Organic growth will be the basis for the Group's expansion.

This means:

• focused efforts on sales of complete systems in which the breadth of the

Group's competence is of benefit to customers.

• active product development.

• strong focus on developing the aftermarket.

Getinge provides broad solutions comprising of products, product systems and

services such as consultation, training and after sales service in selected therapy

or problem areas. Actively offering solutions to customer's problems means cus-

tomers focus their attention on the return on their own investments.

Acquisition of related or complementary operations represents an important addi-

tion to organic growth. The focus will be on three areas:

• Geographic expansion of the product lines used in the health care segment

• Product acquisition as a complement to internal product development

• Acquisitions as a way of establishing completely new business areas that are

assessed as being of interest and which offer good synergies with existing oper-

ations.

Getinge Industrier AB   
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1999 IN BRIEF

Infection Control Business Area

• Stable health care and industry markets in Europe

• Considerable growth in the European geriatric care market

• Increased demand in the Far East and Latin America

• Weaker hospital market, but stronger industry market in the

US

• Integration of subsidiaries has gone according to plan

• Reduced costs in the Sterilisation product line

Geriatrics Business Area

• Positive trends in the most important European markets

• Sales up substantially in the developing markets

• Somewhat reduced sales volume in the US

• Considerably enhanced cost-effectiveness in the US

• Strengthened product range, new launches during the year

• Orders received totalled SEK 4,932 million (4,304) 

– a rise of 14.6%

• Invoiced sales totalled SEK 4,884.7 million (4,345.0) 

– an increase of 12.4%

• The operating profit before items affecting comparability was

up 6% to SEK 692.2 million (652.9) 

• The profit before tax rose by 5.6% to SEK 636.2 million (602.6)

• Cash flow from operations improved considerably

• Earnings per share after full tax was SEK 10.52 (10.50)

• Dividend per share proposal is SEK 3.50 (3.25)

Annual Report 1999



THE ANNUAL GENERAL MEETING
will be held on Wednesday, 26 April 2000 at 4 p.m. in Getingehallen

Notification
Shareholders wishing to participate at the Annual General Meeting

should be registered in the shareholders register kept by VPC AB, (the

Swedish Central Securities Depository), no later than Friday, 14 April

2000 and should notify Getinge Industrier's head office, at the address

below, of their intention to participate, no later than Wednesday, 19

April 2000. 

Getinge Industrier AB

Information Dept.

Box 69

S-310 44 Getinge

Tel: +46 35 - 15 55 00

Shareholders whose shares are registered in the name of a nominee

must have temporarily registered their shares in their own name with

VPC, to be able to participate at the Annual General Meeting, well in

advance of 14 April 2000.

Dividend
The Board of Directors and President propose that a dividend of SEK

3.50 (3.25) per share be paid for 1999, totalling SEK 159 million. The

proposed record date is 2 May 2000. VPC anticipates being able to for-

ward the dividend to shareholders on 5 May 2000.

Reports for 2000
Getinge Industrier AB will be publishing the following reports in

Swedish and English during the year:

• The 1st quarterly report for 2000 will be issued in conjunction with

the Annual General Meeting on 26 April 2000 in Getinge.

• Interim report for the first six months of 2000: August 2000

• 3rd quarterly report for 2000: October 2000

• Press release of the financial statements for 2000: January 2001

• Annual Report for 2000: April 2001

The reports can be ordered from:

Getinge Industrier AB

Information Dept.

Box 69

S-310 44 Getinge

Tel: +46 35 - 15 55 00

Information about this Annual Report
The Getinge Industrier Group is referred to in this Annual Report as

Getinge. Figures in brackets refer, unless otherwise specified, to 1998's

operations. Swedish krona is abbreviated (SEK) throughout this docu-

ment. Millions of kronor are written as SEK xx million. All amounts

are given in SEK million, unless otherwise specified.

This document is essentially a translation of the Swedish language ver-

sion. In the event of any discrepancies between this translation and the

original Swedish document, the latter shall be deemed correct.
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FIVE-YEAR SUMMARY

The Group 1995 1996 1997 1998 1999

Invoiced sales, SEK m 1) 2,813.0 2,961.2 3,661.0 4,345.0 4,884.7

of which overseas sales, % 1) 93.7% 93.8% 94.1% 94.5% 94.5%

Operating profit, SEK m 1) 365.3 497.2 547.9 652.9 692.2

Operating margin, % 1) 13.0% 16.8% 15.0% 15.0% 14.2%

Profit before tax, SEK m 388.9 497.1 501.5 602.6 636.2

Profit for the year, SEK m 321.4 392.8 401.3 476.7 477.7

Capital employed, SEK m 1,317.0 1,809.9 2,535.2 2,610.6 2,988.2

Shareholders' equity, 31 December, SEK m 801.8 1,093.0 1,372.8 1,221.0 1,560.8

Return on capital employed, % 30.1% 29.6% 23.4% 25.0% 23.2%

Return on equity, % 32.7% 42.3% 36.4% 39.1% 35.1%

Equity/assets ratio, % 29.4% 31.3% 36.5% 27.6% 35.7%

Interest cover, multiple 13.1 7.5 7.8 8.0 9.2

Cash flow from operations, SEK per share 6.44 3.53 2.67 –0.30 9.62

Net investments in fixed assets, SEK m 2) 74.2 103.3 126.2 131.8 167.4

No, of employees, 31 December 2,729 3,495 3,481 3,724 3,812

EPS after full tax, SEK 7.27 8.65 8.83 10.50 10.52

Shareholders' equity, SEK per share 17.65 24.06 30.22 26.88 34.36

Dividend, SEK per share 2.00 2.50 2.75 3.25 3.50

Market price, 31 December, SEK per share 101.00 134.50 126.00 122.00 96.00

Dividend yield, % 2.0% 1.9% 2.2% 2.7% 3.6%

1) This line of figures does not include the Distribution business area (Lifco) disposed of in 1998.
2) Excluding rental equipment.
3) As per the proposal by the Board and President.

DEFINITIONS
Operating margin

Net operating profit in relation to invoiced

sales.

Interest cover 

Profit after net financial items plus interest

costs in relation to interest expenses.

Capital employed 

Total assets, less liquid funds and non-interest-

bearing liabilities. Average calculated for the

year.

Return on capital employed

Net operating profit in relation to capital

employed.

Net debt

Interest-bearing liabilities, including pension

liabilities, less deduction for liquid funds.

Return on equity

Net profit for the year in relation to average

shareholders' equity.

Equity/assets ratio

Equity in relation to Balance Sheet total.

EPS after full tax

Net profit for the year divided by the number of

shares.

Dividend yield

Dividend in relation to the market share price

on 31 December. 

3)



THE GROUP 
is an expansive medical-technical Group

active in two areas; products and systems

for combating infection, and lifting and

hygiene products and accessories used in

caring for the elderly and disabled.

Together, the Sterilisation and Disinfection

product lines form the Infection Control

business area. The Hygiene Systems,

Patient Handling and Antidecubitus prod-

uct lines come under the Geriatrics busi-

ness area. 

Infection Control 
The business area supplies customers in

industry and the health care and geriatric

care sectors with complete solutions to

prevent the emergence and spread of

infections. Products are marketed under

the Getinge brand.

The business area serves three cus-

tomer segments:

Industry, which comprises the pharmaceu-

tical industry, medical-technical industry,

biotechnology and laboratories, as well as

the rest of industry

Health care, which mainly concerns acute

health care

Geriatric care, covering hospitals and

nursing homes, and care of the disabled.

Products sold to industry are adapted to

the customer's specific needs, whereas

products for health care and geriatric care

are more standardised. Distribution is car-

ried out mostly through the Group's own

sales companies, and the business area is

represented in over 100 countries.
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Geriatrics
The product lines Patient Handling and

Hygiene Systems offer product systems to

customers in the geriatric care sectors that

enable labour-saving lifting and more

comfortable hygiene care for people with

restricted mobility. 

Strain injuries are a widespread phe-

nomenon in geriatric care. Profits, in the

form of fewer strain injuries, reduced sick-

leave, lower staff turnover and increased

efficiency of care, mean that return on

investment periods are very short, often

less than six months. 

The business area also supplies prod-

ucts to prevent and treat pressure sores or

bedsores (hereafter called pressure sores)

which are one consequence of patients'

restricted mobility. Pressure sores cause

patients a lot of suffering and are a major

and expensive problem in health care and

elderly care. 

Geriatric care is the most important

customer category, but acute health care

has good growth potential, especially in

the Patient Handling and Antidecubitus

product lines.

The business area's products are sold to

customers in about 50 countries  under the

Arjo and Pegasus brands. Distribution is

mostly through the Group's own sales

companies. 

Organisation
Each product line manager has an overall

global responsibility for his operations.

The sales companies report to three

market managers. Outside North America,

the responsibility is divided between

Geriatrics and Infection Control. The

Group has chosen a joint geographic

organisation in North America, where cus-

tomers are often active in areas extending

from geriatric care to acute health care.

Today, Getinge has 80 operational units.

Decision-making in the organisation is

highly decentralised, and the managers of

individual companies maintain a strong

position. 

Production
The Getinge Group expanded consider-

ably in the 1990s through acquisitions.

Production is now carried out at 17 manu-

facturing facilities in eight countries. More

than ten production plants have been

closed in the last three years. The aim is

that each product line will have a "centre

of excellence", where production, product

development and product knowledge is

concentrated. 

Manufacturing of the product lines will

be oriented towards value-creating pro-

duction, and components that are not criti-

cal for cost and quality will be outsourced

to subcontractors. All product lines are

actively working towards the outsourcing

of non-critical production stages, and the

emphasis is shifting increasingly towards

development, design, assembly and quali-

ty assurance. The supplier base for the

Infection Control business area is mainly

in North and Central Europe, whereas the

Geriatrics business area already has a sig-

Hygiene Systems
17%

Antidecubitus
9%

Geriatrics

Disinfection
19%

Infection Control

Patient
handling 15%

Industry,
Laboratories,

Pharmaceuticals,
etc 15 %

Elderly 
Care 45 %

Acute Health
Care 40 %

Sterilisation
39%
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nificant and growing proportion of its sup-

pliers in the Far East.

Distribution
About 95% of the Group's sales are made

through its own sales companies, a con-

scious choice that is decisive for system

sales and which ensures that knowledge

and competence is maintained at a high

level, and that marketing takes on a more

long-term character. The direct servicing of

customer groups means that the profitable

aftermarket does not go to a third party. 

Product development
Product development is a cornerstone in the

Group's organic growth. Getinge does not

strive to run product development totally

single-handed, but instead co-operates with

competent external partners. Using this

approach, the Group gains access to new

and commercially sound technology.

External developments are continually

monitored in the pursuit of innovative

ideas, and a large number of potential prod-

ucts are evaluated every year. 

Acquisition is a complement to internal

product development. A number of com-

plementary product acquisitions have been

made in recent years. 

Future expansion
The business areas Infection Control and

Geriatrics are involved in the solution of

care sector problems that will be long-last-

ing and more extensive in the future.

Infection control is a neglected area, not

only in developing countries, but also in

the Western World, and we are constantly

reminded about new types of resistant bac-

teria by media reports. There is continual

development of new and more effective

drugs to cure a large number of diseases, a

trend that will continue indefinitely, and

this creates the basis for the Industry cus-

tomer segment's expansion. 

In geriatric care, there are other driving

forces. Most of us have expectations of

good quality care even in the final phase

of life and a need to be treated with a cer-

tain dignity. The requirements for patients

to finance an increasingly large part or

their geriatric care in a pressured pension

system creates space for both growth and

breadth in the geriatric care sector.

The political decision-makers will be

faced with demands from the growing eld-

erly segment of the population to allocate

greater resources to health care and elderly

care. 

Against this background, you could

with good reason say that Getinge is a sta-

ble growth company in two important and

interesting sectors. 

The basis of the Group's growth shall

be organic. This entails a continued focus

on sales of complete systems, active prod-

uct development and innovative marketing

programmes. 

Acquisitions, which were a prominent

feature in Getinge's expansion in the

1990s, shall be considered as an important

complement to organic growth. A continu-

al evaluation is made of a large number of

acquisition candidates, which fall into

three categories:

• Geographic expansion of the product

lines that have limited growth potential,

mainly within sterilisation and disinfec-

tion

• As a complement to internal product

development

• Acquisitions as a natural route for the

Group to establish totally new business

areas

Over the next two years, Getinge will

evaluate conditions for co-operation with

hospital customers or service providers to

run sterilisation centres in health care,

which represents an interesting forward

integration into the customer segment.

The Group's sales by geographic market: 1999 1998
Sweden 6% 6%
Rest of Scandinavia 3% 3%
Rest of Western Europe 44% 42%
Eastern Europe 1% 3%
North America 38% 38%
Asia, Australia 6% 6%
Africa 1% 1%
Total 100% 100%

GeriatricsInfection Control

President

Sterilisation Disinfection
Infection 
Control
Market

Americas
Market

Geriatrics
Market

Hygiene
Systems

Patient
handling

Anti-
decubitus



What are your comments on the
results for 1999?
"The Getinge Group reported an increase

in profit for the tenth year in a row. But,

the rate of increase was somewhat lower,

which was mainly due to reduced demand

in the North American health care market.

This, which accounts for 40% of Getinge's

total volume, was hit by cutbacks in the

federal health insurance system, Medicare.

These cuts, which primarily affected our

sales in the geriatric care sector, also

reduced sales in the acute health care sec-

tor to some extent. All in all, Getinge's

sales in the US were unchanged in volume

terms. However, as the US accounts for

such a large part of total sales, static sales

meant that the Group found it hard to

attain its organic growth target of 7%. We

did, however, foresee the reduced demand

situation early in the year and gradually

adjusted costs in line with diminishing

demand."

What about other trends? 
"Apart from the US, volume trends overall

have been good. Organic growth outside

the US in 1999 was 8%. It has gone well

for the Geriatrics business area in Europe,

and the Infection Control business area

has achieved stable growth. Trends have
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also been positive in the developing mar-

kets of the Far East and Latin America.

Volume trends in Africa, Eastern Europe

and the former Soviet Union were some-

what less positive.  

Corporate acquisitions implemented in

1998 have made a positive contribution,

both to profit and volumes. Notable suc-

cesses have been the Italian and Dutch

sterilizer companies and the US company,

MTP. The Danish company, Kemiterm,

had record orders received, which will

make 2000 a very good year."

Two overall business areas have
been formed. Why?
"This new form of presentation provides a

better reflection of how the Group serves

its customers. It also has the advantage of

clearly showing that products are market-

ed in integrated product systems, while

also enabling easier comparisons with

other companies."

How well did the individual product
lines perform? 
"In the Infection Control business area,

Disinfection has performed well, especial-

ly in sales to the pharmaceutical industry

and elderly care. Sales of the Sterilisation

product line have also improved gradually,

whereas sales on the industry side have

been lower than expected. 

In the Geriatrics business area, the

Patient Handling product line has reported

good results, with the exception of the US

where demand ebbed towards the end of

the year. The Hygiene Systems product

line had a weaker year, particularly in the

US."

Why do you place such a big empha-
sis on growth?
"I do for several reasons. Standing still is

the same as going backwards in a chang-

ing world. Growth has a value in itself by

creating dynamics and stimulation for

both the company and its personnel.

Besides that, it is totally decisive for a

company's continued success.

Getinge is a growth-oriented company.

Its foundation shall be strong positions in

profitable product segments. The underly-

ing market conditions are also good.

Demographic factors such as the explod-

ing elderly population in the industrialised

countries, growing calls for investment in

health care, increasing demand in develop-

ing markets, the trend towards privatisa-

tion in health care and geriatric care – all

these factors are favourable for Getinge,

both in the long and short term. 
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At present Getinge consists of two

business areas: Infection Control and

Geriatrics.

Infection Control has substantial built-

in potential; the production structure will

be improved in the next few years, which

will strengthen competitiveness. We con-

tinually examine which critical production

processes should be run internally and

which can be operated more effectively

and inexpensively by subcontractors.

Systemic thinking shall permeate the

entire sales organisation and the growing

aftermarket shall be focused on more

intensively. In the mature health care sec-

tor, organic growth is insufficient and

must be stimulated and complemented

with both geographic and volume-oriented

acquisitions. 

The Geriatrics business area has a bet-

ter long-term basis for growth, due partly

to the effects of the growing elderly seg-

ment of populations and a shrinking pool

of job-seekers looking for work in the

health care sector. 

Strategically, the business area is also

in a strong position with high market

shares and a broad, strong product line

and the introduction of several important

new products

The Antidecubitus product line, which

supplies therapeutic mattresses for the

treatment of pressure sores, is a prioritised

growth segment,  where we estimate that

our present distribution channels, together

with planned additions, shall have a posi-

tive effect on profit in the years to come."

Will Getinge's acquisition strategy
continue?
"Yes. Organic growth alone is not enough

for a company of our character. Getinge's

presence in Spain, Germany and Japan is

insufficient, and market shares in several

prioritised product segments must also be

increased. 

Pressure sore mattresses is such a seg-

ment, where critical mass has not been

attained, and a conscious acquisition poli-

cy is required to reach necessary volumes. 

Getinge's rapid development since its

stock market listing in 1993 would not

have been possible without an active

acquisition strategy. Several of our mar-

kets are relatively mature with moderate

growth, and you must buy market shares

in order to grow."

Will there be a new focus?
"Getinge is focusing more on system sales

that comprise not only of products, but

also servicing, contracts, consulting, etc,

for the whole or parts of the health care

sector. There is a growing trend towards

outsourcing within health care and elderly

care. Reduced expenditure and cost-con-

sciousness are leading to increased interest

in alternative, often private, solutions. For

example, it would be conceivable in the

future that Getinge will run sterilisation

centres for a hospital or set up and manage

a sterilisation centre serving several hospi-

tals, either in partnership with the hospi-

tals or in collaboration with a service com-

pany. We have the resources to create

attractive and value-creating systems in

interesting product segments where

Getinges’ various product lines can work

together. 

We also evaluate new fields of enter-

prise that are regarded as interesting addi-

tions to existing business areas. Intensive

and operation-related care are two such

areas within health care."

What is the outlook for this year?
"We think that demand in the US will be

better than in 1999 for acute health care.

In elderly care, we have planned for con-

tinuing tough market conditions, but fur-

ther funds will be pumped into the federal

health insurance system in 2000. Any

extra costs relating to the turn of the mil-

lennium are now behind us. Cost levels in

the US were reduced in 1999, and this

means that we were more competitive in

cost terms as we started 2000. 

Business conditions in the important

European markets are favourable. The

product line Sterilisation is being restruc-

tured, and is expected to generate a better

contribution to profit in 2000. All acquisi-

tions are now well integrated in the Group

and are making a positive contribution."

"Finally,
I would like to extend my thanks to all our

personnel for their excellent work and

efforts during a tough year. Many have

had to live through changes and made per-

sonal sacrifices due to rationalisations and

restructuring. Getinge is working in inter-

esting and expansive areas, and we have

an excellent market position. However, it's

only through competent and committed

personnel that we can drive progress in

our chosen direction."

Local shareholders’ clubs visit Geting from time to

time. This picture was taken during a presentation by

CEO Johan Malmquist.



The Infection Control business area supplies customers

in industry, health care and geriatric care with complete

solutions to prevent the onset and spread of infections.

Products are marketed under the Getinge brand name.

The business area consists of two product lines:

Sterilisation and Disinfection.
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Infection Control Business Area
Background
Many people die each year from "nosoco-

mial" infections – infections spread in

hospitals. More people die from nosoco-

mial infections than in road accidents. In

the US, 80,000 people die each year and it

is estimated that 4% of patients in acute

health care are struck by these infections,

which lead to extended, more expensive

care and, in the worst case, to the patient's

death. This is a major problem in the

industrialised countries and even more

severe in developing markets. There are a

number of contributory factors: greater

mobility among patients and nursing staff

within hospitals, resistant types of bacteria

and an increase in specialisation. 

An important element in preventing the

onset and spread of infections is to ensure

that proper routines are in place within

health care. Another important component

oxide or formaldehyde is used during ster-

ilisation, or a toxic liquid such as glu-

taraldehyde or peracetic acid in disinfec-

tion. A disinfector often has a built-in

cleaning phase that precedes disinfection.

For good sterilisation or disinfection

results, the articles must be thoroughly

clean. 

The Infection Control business area

mainly serves three customer segments:

Acute Health Care, Geriatric care and

Industry.

Acute Health Care customer segment

is the largest customer segment and

accounts for 60% of the business area's

sales. Getinge offers complete solutions

for combating infection in areas such as

operating departments, hospital wards,

hazardous waste handling, hospital phar-

macies and microbiological laboratories.

Most sterile goods are processed at hospi-

is the right equipment, and this is where

Getinge comes in. The basic building

blocks in Getinge's range are sterilisers

and disinfectors. Sterilisation is defined as

the elimination of all microorganisms such

as bacteria and viruses. Articles that come

in contact with blood circulation, i.e. enter

the human body, must be sterile.

Disinfection kills microorganisms that can

be spread by touch and contact between

people. The most common medium for

sterilisation and disinfection is water-

borne heat, a method that is inexpensive,

reliable and environmentally-friendly.

During sterilisation, articles are heated to

121°C, or 134°C, depending on exposure

time. During disinfection, the temperature

range is 85°C to 93°C. Certain articles that

require sterilisation or disinfection are

heat-sensitive and therefore steam sterilis-

ation or heat disinfection are not suitable.

In these cases, a toxic gas such as ethylene

INFECTION CONTROL 1996 1997 1998 1999
Orders received, SEK m 1,723.8 2,514.2 2,524.1 2,884.6
Invoiced sales 1,679.7 2,353.0 2,615.7 2,811.1
Gross profit 723.0 963.7 1,028.8 1,108.7
Gross margin, % 43.0% 41.0% 39.3% 39.4%
Operating costs, SEK m –457.2 –608.4 –665.8 –743.3
Operating profit 265.8 355.3 363.0 365.4
Operating margin, % 15.8% 15.1% 13.9% 13.0%
No, of employees 2,108 2,095 2,358 2,371 

Sterilisation 1996 1997 1998 1999
Orders received, SEK m 1,111.9 1,792.8 1,726.0 1,942.6
Invoiced sales 1,052.6 1,659.2 1,838.6 1,902.7
Disinfection 1996 1997 1998 1999
Orders received, SEK m 611.9 721.4 798.1 941.9
Invoiced sales 627.1 693.8 777.1 908.4

52.8%

57.5%

Percentage of operating profit

Percentage of sales

Microorganisms are not wanted in the

wrong place in this environment.
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The University Hospital in Lund, one of

Sweden's largest, is currently building a

new sterilisation centre on two floors to

supply the entire hospital with sterile arti-

cles.

The new sterilisation centre, which uses

only Getinge equipment, will be an impor-

tant reference facility when the new Öre-

sund Link opens for international visitors.

Batchmarking goods before sterilisation using Getinge's unique documentation system, T-Doc – specially developed for sterilisation

centres.

Getinge's service technicians train sterili-

sation centre personnel in the functions

and operation of the newly-installed cabi-

net washer machine for disinfecting con-

tainers and trolleys.
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tals' sterilisation centres.

These centres can be described as pro-

duction facilities for sterile articles. This is

where used articles from the hospital’s

various departments, especially the operat-

ing department, are processed. Used

instruments are transported from the oper-

ating department to the sterilisation centre.

First, the instruments are cleaned and dis-

infected, so that they are safe for the ster-

ilisation centre's staff to handle. Then the

instruments are inspected and batched in

different sets for specific surgical proce-

dures. The batched instruments are ster-

ilised and finally conveyed to a sterile

store, from where instruments can be

resupplied to the operating department.

Getinge can provide all the components

required to build up and run an efficient

sterilisation centre: sterilisers, disinfectors,

transport and logistics products, consum-

ables, information systems, etc, and last,

but not least, training and servicing. In

Acute Health Care, the most important

considerations today are running costs,

reliable operation and quality assurance.

Growth is limited in the developed health

care market, and a major part of demand

comprises of replacement investments. 

However, growth potential is consider-

able in developing markets, which amount

to 15-20% of the customer segment.

Disinfection is growing faster than sterili-

sation in all markets. Annual growth for

the customer segment as a whole is esti-

mated at 5-6%. Being able to offer main-

tenance and services is becoming a more

important part of sales to the health care

sector. At present, servicing and spare

parts add up to a significant and rising pro-

portion of sales, and growth is over 10%. 

Geriatric Care customer segment
Sales of infection control equipment to the

Geriatric Care customer segment consist

solely of disinfection products. The seg-

ment accounts for 15% of the business

area's sales.

The drive in Acute Health Care to

reduce the average care period per patient

has meant that geriatric care has received

an increased stream of patients with

greater care requirements. For Geriatric

Care, this increase has been accompanied

by a rise in infection problems. In general,

it is only the geriatric care markets in

Northern Europe that are fully-developed

in terms of disinfection, so there is great

potential to spread equipment use in the

rest of the world. Growth was consider-

able in the Geriatric Care segment in

1999.  The US  is a market with excellent

potential, where disposable articles are the

most common way of reducing infection

problems in long-term care. In the past

year, several reference facilities have been

established in the US with good results. 

Industry customer segment
consists of customers in the pharmaceuti-

cal industry, medical-technical industry,

private and state research facilities, uni-

Scanning basket tags before sterilisation

in an autoclave. Using T-Doc's bar codes

and scanners, everything that happens in

the sterilisation centre is documented and

checked, easily and rapidly.

Checking instruments against the T-Doc print-out checklist, which is always current and

contains instructions for users. This is an important part of the hospital's quality assur-

ance system.



versities, laboratories, etc. Industry cus-

tomers represent 25% of the business

area's sales. The most important customers

are among the world's pharmaceutical

companies, which account for 65% of the

segment's sales. Remaining sales mainly

stem from different types of laboratories.

Sterilizers are used in this segment either

for production or research purposes. The

pharmaceutical industry produces large

quantities of injectables, which must be

sterile before injection into the human

body. The same applies to the large num-

ber of medical devices such as implants

and catheters. Requirements differ widely

between customers, and each sterilizer is

designed according to the customer's spe-

cific needs. The principal task of research

autoclaves is to ensure that the environ-

ment where research is carried out is free

from unwanted bacteria and microorgan-

isms that could affect test results.

Disinfectors are sold to the pharmaceu-

tical industry mainly for cleaning the
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machine parts that are used in production.

In laboratories, disinfectors are used to

clean laboratory glassware. Sales to

Industry customers follow strict guidelines

from various authorities including the

most important, the Food and Drug

Administration (FDA). The Industry cus-

tomer segment shows better growth than

the Health Care segment, both in terms of

sterilisation and disinfection. Servicing

accounts for a relatively small share of

sales, 15%, but is growing well. Above

all, demand is increasing for different

types of validation and qualification serv-

ices. Since the acquisition of Kemiterm in

1998, the product line sold to Industry

customers has also included water treat-

ment, which is often sold in integrated

systems with sterilizers. 

Markets and trends
The world market for infection control

products amounts to SEK 8 billion, and is

growing at an annual rate of 5–7%.

The Disinfection product line shows

higher growth than the Sterilisation prod-

uct line. Servicing and the aftermarket

represent an increasingly important part of

the business area's sales and are growing

at a substantially faster rate than equip-

ment sales.

The market forces vary between the

different customer segments and, accord-

ingly, between the two product lines. 

In the Industry segment, demand is

mainly steered by developments in the

pharmaceutical industry, which is consid-

ered to have good, stable, long-term

growth prospects.  The consolidation in

the pharmaceutical and medical-technical

sectors, where several large companies

have merged in recent years, makes it dif-

ficult to forecast short-term demand. For

customers in industry, research laborato-

ries and the pharmaceutical industry, the

decision-making process is highly rational.

Performance is the main priority, even

though price is now more of an issue, as

In November, Getinge introduced a new automated handling system for animal cages. The product launch was at the annual AALAS

Show (American Association for Lab Animal Science) in Indianapolis, US. The new handling system, which is designed for the empty-

ing, cleaning and straw-filling of microisolators has a capacity that exceeds 3,000 isolators per 8-hour shift. A microisolator is a type

of cage used to house animals, such as mice, that are used in the research industry.

The system can also handle the water-bottles, lids with filters, and bars that are used in microisolators. The first installation of the

robotic automated handling system will be at the Baylor College of Medicine in Houston, Texas, during 2000.
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customers have become increasingly cost-

conscious.

The requirement for documentation,

which is being driven by authorities such

as the FDA, has increased substantially in

recent years and represents a significant

part of the product. A visible trend is that

customers in the Industry segment are

increasingly demanding more complete

solutions, which is linked to their own

focus on core competencies and results in

the outsourcing of a larger share of the

purely technical competence.  The food

side of the Industry customer segment,

which has traditionally opted for relatively

simple sterilisation solutions, is considered

to have interesting growth prospects.

Increasing demands for exactitude and

checking open up opportunities for suppli-

ers such as Getinge to play a role in this

sector. The laboratory market, which gen-

erally requires more basic equipment than,

for instance, the pharmaceutical industry,

has grown considerably over the last two

years, principally in the US, where there is

greater access to research funds. About

50% of the laboratory market is in the US. 

The industry market is technology-

driven, whereas the health care market in

industrialised countries is more mature

and cost-driven.  In the developing mar-

kets, on the other hand, there is a great

need to invest in basic health care, in

which infection control is one of the key

elements. Certain segments in health care

still have good growth potential. This

applies in general to disinfection. Another

prospective growth area is the disinfection

and sterilisation of flexible endoscopes. 

Health care in the US and Europe dif-

fers in the relative shares of the market

that are run privately or by the state. In the

US, the proportion of private health care is

far higher than in Europe. It is likely that

we will see a growing private health care

sector in Europe, a trend that will favour

the larger, broader international players.

Private ownership brings new condi-

tions, generally a concentration of owner-

ship that gives customers purchase advan-

tages, and a tendency for equipment to

replace personnel to a greater extent. The

combined effect of increased privatisation

for a supplier such as Getinge is therefore

fairly neutral, whereas smaller suppliers

risk being squeezed out of business. 

The creation of the common European

market has driven an intensive phase of

standardisation that applies to both sterili-

sation and disinfection equipment. The

result of this process is that there has been

a marked rise in requirements and stan-

dards for equipment. This work is of great

significance for large-volume players that

are active in many European markets, and

it has also speeded up the replacement of

older machines – a trend that is expected

to continue for several years in the EU. 

Geriatric care is an area with excellent

growth prospects. Awareness of infection

problems is rising in most markets. Today,

75% of the market is concentrated in

Scandinavia and the German-speaking

countries.  One evident trend is the

replacement of chemical-based disinfec-

Validation – documented evidence that equipment functions according to specifications –

is one of many services that Getinge offers its customers.

Water treatment plants, which use reverse

osmosis to produce pure water for use in

drug manufacturing, are an important part

of Getinge's product range. 

A new water purification product for phar-

maceutical applications has been developed

by Getinge-Kemiterm. A reverse osmosis

(RO) plant purifies water, possibly in combi-

nation with other equipment, to a quality

suitable for the manufacture of non-sterile

drugs. An RO plant is often used in combi-

nation with a distillation plant or steam gen-

erator, which opens up opportunities to sup-

ply complete water and steam systems. 



tion methods with heat disinfection. In the

US, the predominant method for handling

the problem has been the use of disposable

items such as plastic bedpans. This proce-

dure is both costly and ecologically inferi-

or compared with heat disinfection. The

business area, which has started to intro-

duce disinfectors for geriatric care in the

US, is optimistic about penetrating this

important market. 

Distribution and sales
Of the competitors active in infection con-

trol, none can match the geographic cover-

age of Getinge, which has distribution in

over 100 countries. Where the customer

base is sufficiently large, the aim is

always to sell directly to the end user

through the company's own qualified sales

force. This is the case in almost all of the

industrialised countries. As a complement

to its own sales companies, Getinge co-

operates with a network of distributors and

resellers, which receive technical and

commercial support from regional offices

localised in important regions of the Far

East, Middle East and Latin America. 
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For sales to the industry segment, cus-

tomers are also served by a large number

of product specialists, who help to meet

customer's needs with effective product

solutions. 

Competitors
In the Infection Control area, there is only

one company that can measure up to

Getinge in terms of size and range

breadth; the US company, Steris. The

company is the market leader in North

America  with 60% of the US  market

concerning health care customers. Market

share in the industry segment is similar to

Getinge's at around 35%. About 85% of

Steris' total sales are to customers in North

America.  Overall, Steris is number two in

the world in sales of infection control

equipment, but has larger sales of servic-

ing and consumables. Other competitors in

sterilisation are MMM in Germany,

Johnson & Johnson in the US, and Sakura

in Japan. The Italian company, Fedegari,

is the biggest competitor on the industry

side. In the Disinfection product line,

Miele and Meiko of Germany are the

biggest competitors, along with Steris. 

Risks
The business area's operations are directly

and indirectly dependent on public sector

financing. Customers in health care and

geriatric care, as well as in industry, are

affected by political decisions on care

financing. Even privately-run care is

financed to a large extent via public sector

funds. Disregarding the US, which repre-

sents 40% of the business area's volume,

sales are divided between a large number

of markets. This softens the effect of polit-

ical decisions affecting individual markets.

The pharmaceutical industry has gone

through an intensive consolidation phase

in the 1990s, a trend that has been accen-

tuated in the last two to three years. The

effect for a supplier such as Getinge is that

short-term demand is hard to foresee,

whereas long-term demand is not affected. 

Regarding technical development, the

potential threat of new, more efficient

methods of sterilisation and disinfection is

considered small. Customers put safety

first, and it takes a long time to introduce

new technology in a customer segment. 

Risks concerning payment can be con-

sidered as minimal because customers are

mainly public authorities or well-reputed

industrial companies. Business in develop-

ing markets is almost always safeguarded

by advances or letters of credit.

Objectives and strategies
The business area's objectives are:

• To be the leading supplier to Health

Care, Geriatric care and Industry of

complete Infection Control systems,

which in an active way contribute to

improve the customer's finances and

total quality. 

• Organic growth shall amount to 5-7%

over one business cycle.

Getinge's big seller, the Decomat 8666

washer disinfector, is a large washing

machine that can be used in a wide range

of applications due to flexible accessories

and instrument baskets.

Lund University Hospital's new sterili-

sation centre is equipped with five 8666

machines that offer automatic loading and

unloading for maximum utilisation of

capacity.
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• The operating margin shall be approx.

15%

• Market shares in prioritised product seg-

ments shall exceed 30%

The business area will utilize Getinge's

strong market positions and advantages of

scale, which permit the sector's lowest

manufacturing costs and lead to the devel-

opment of new products and services. This

will be particularly decisive in the technol-

ogy-driven segment, Industry.

Considerable cost reductions by utilizing

existing production and development

resources more efficiently, will improve

the competitiveness of sterilizers for

health care and certain industry customers. 

System sales will be the basis for com-

mercial activities. As no competitor, with

the exception of Steris, has the same prod-

uct breadth in both hardware and software,

this is an important competitive advantage

for Getinge, especially in Europe.  The

customer gains from lower running costs

with a complete and functioning infection

control system. Getinge's knowledge and

competence will be of a such a high stan-

dard that the company can run sterilisation

centres in co-operation with customers

and service producers – a possibility that

will be evaluated by the business area over

the next 18 months.

Maintenance and services are an

important strategic component for

Getinge. Demand for new services such as

validation and qualification are on the

increase. In the US, the service market is

well developed, whereas the European

market is developing fast.  The business

area will therefore intensify its work on

increasing sales of services to all customer

segments through a wider product line and

more aggressive marketing. 

Acquisitions will play an important

role in the continued expansion of the

health care market. There are three major

markets where the company is inadequate-

ly represented at the moment: Germany,

Japan and Spain. Acquisitions will also be

of significance as a complement to inter-

nal product development in all product

lines. 

The past year 
Market conditions have been extremely

variable and difficult to master over the

past year. In the largest customer segment,

Health Care, there was a poor start to the

year in all markets.  The situation

improved gradually so that the year as a

whole showed satisfactory organic growth,

despite stagnation in the North American

market, which accounts for over 40% of

sales. Western Europe overall has pro-

gressed well on the health care side.

Positive volume trends have been particu-

larly pleasing in the Italian and Dutch

markets, where two market-leading com-

panies were acquired at the end of 1998.

The UK, Germany, Scandinavia and

France have been stable in volume terms.

In the developing markets there has been a

marked improvement, above all in the Far

East and Latin America. 

Developments in the Industry markets

have been the opposite of the Health Care

markets – the year started well with high

orders received, only to become gradually

lower. There were numerous enquiries as

before, but many decisions on orders and

deliveries have been deferred. Growth in

the laboratory and research markets has

been excellent during the year, but weaker

in the pharmaceutical industry. Sales

trends have been good in Central Europe

and the US, whereas the other geographi-

cal regions underperformed in compari-

son. 

The Geriatric care market has been the

business area's best customer segment dur-

ing the year with very good volume

improvements in almost all regions, a

trend that is expected to continue in 2000.

Above all, performance has been good in

the Southern European markets where

market penetration is low. 

During the year, the Infection Control

business area has also started to establish

itself in the North American market.

With its modern, flexible production and a modular product line, Getinge is able to offer the market's most advanced range of sterilizers.
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Sterilisation

Closure Processing

System (CPS) at Astra

Södertälje.

The AGS (Air Glide System) is Getinge's

latest product development for loading the

D8666 washer disinfector. This space-

saving and modern solution frees up space

and increases productivity.

Disinfection

Automatic lateral moving loader (ASF) for

Getinge's GE2617 autoclave installed in

Lahtis, Finland. The department head,

Katharina Orrha, is one of Finland's most

important opinion-shapers, and therefore

a very demanding customer.
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Product development Sterilisation
Product development is an important com-

ponent in the product line's strategy. This

applies particularly to the Industry seg-

ment. Three main projects are being

worked on in 2000 for Industry customers:

development of a new control system that

is faster and adapted to today's communi-

cation solutions, increased modularisation

of the product line to shorten production

time and reduce production costs, and the

creating of a new design. 

Product development focused on the

Health Care customer segment is carried

out according to different variables.

Health care autoclaves are highly stan-

dardised products compared with auto-

claves for Industry customers. Product

parameters such as user-friendliness and

reliability in operation are important, but

price is the critical parameter. 

The product line is at present working

on the development of a totally new gen-

eration of health care autoclaves that are

produced from a common platform. The

project is intended to draw maximum ben-

efits from Getinge's size in terms of com-

ponent purchasing, production and pro-

duction costs. The product series will be

launched in late autumn and is expected to

boost profit by SEK 50-60 million from

2002.

One product segment of growing sig-

nificance is information services in the

sterilisation field. Documentation of steril-

isation processes is an important part of

health care's quality control system. The

checking of sterile instruments as well as

working instructions are important compo-

nents in Getinge's T-Doc system.

Sterilisation solutions for out-patient

surgery is another area of growing impor-

tance. Minimally-invasive surgery often

uses endoscopic instruments that are, by

their very nature, hard to sterilize as they

contain temperature-sensitive fibre optics.

These instruments also need to be highly

accessible for frequent use as they are so

expensive, which means the sterilisation

process should be as short as possible. At

present there are no superior product solu-

tions on the market, and the product line,

in collaboration with the Disinfection

product line, is working on the develop-

ment of suitable products. 

Product development Disinfection
There are three major trends driving

development of the Disinfection product

line: 

• new norms/regulations

• validation

• automation

New norms for washer disinfectors are

being drawn up both at EN (European

Norms) and ISO levels. The compliance

requirements of these new norms are driv-

ing product development. These directives

affect products' technical content and

microbiological performance. The norms

are intended to come into force in

2001/2002 and will cover flusher disinfec-

tors, washer disinfectors and endoscope

washer disinfectors. Products that comply

with these new norms were launched in

1999, and more products will be launched

in 2000.

Validation, a self-evident factor in ster-

ilisation, is now entering the disinfection

field as part of a complete infection con-

trol system that will apply not only to the

pharmaceutical customers, but also to

health care and laboratory customers. The

implication for the Disinfection product

line is that complete systems for monitor-

ing and control of process parameters will

be launched. 

Automation. The number and volume

of items for disinfection has risen consid-

erably in recent years in line with the

growing awareness of disinfection's

importance for infection control. Methods

for handling the increased workload have

become essential, which is why, in 1999,

Getinge launched the Air Glide System

(AGS), a totally new concept for fully

automated goods handling in sterilisation

centres. 

Endoscopy is another important seg-

ment for the Disinfection product line.  As

described in the Infection Control section,

the risk of nosocomial infections is high in

this area, as endoscopic instruments are

complicated to clean and disinfect. As

noted previously, there is a growing mar-

ket for the minimally- invasive procedures

that use these instruments. 

Last year, in addition to the above, the

product line developed a new concept for

the automated handling of animal cages. 

Outlook for 2000
In response to the past year's weak volume

trend, cost adjustments were carried out

continuously in 1999, particularly in the

North American market. All acquisitions

made within the business area in 1998 are

now fully integrated and make a positive

contribution to the Group's profit.

Looking at the business climate for 2000,

there are certain grounds for cautious opti-

mism.  The important North American

market can now move on from millenni-

um-related concerns. Business conditions

in most important European markets seem

set to improve, while the upward sales

trend of developing markets in both the

Far East and Latin America is expected to

continue.



The Geriatrics business area offers its customers in the

growing geriatric care sector, efficiency-enhancing prod-

uct systems for lifting and hygiene in the care of the eld-

erly and disabled, as well as special-purpose mattresses

for the treatment and prevention of pressure sores.The

business area comprises of three product lines: Hygiene

Systems, Patient Handling and Antidecubitus.
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Geriatrics Business Area
No other working environment reaps so

many victims as the care sector. Caring

for the elderly and disabled often entails

heavy lifting. It is not unusual that a nurse

is required to lift as much as five tons dur-

ing a normal working day. Therefore, it's

not surprising that sick leave and staff

turnover are high and costly. Although

Western Europe has significant unemploy-

ment, it has still been difficult to recruit

people into the long-term care sector,

largely due to the unattractive working

environment. As the over-65 segment of

the population is set to mushroom in the

next 25 years, it is plain that we face the

challenge of a diminishing number of car-

ers looking after an increasing number of

senior citizens. 

It is in this environment that the busi-

ness area can offer broad solutions to

improve the working environment, control

care efficiency and hopefully help patients

to grow old with dignity in elderly care. 

Getinge works on the basis of a simple

philosophy, "The Positive Eight", which

means that if you mobilise and activate

patients in elderly care, you can counteract

a number of conditions that result from

restricted mobility: osteoporosis, wasted

muscles, lung and breathing problems,

thrombosis, and not least, pressure sores.

A more active and alert patient requires

less assistance from nurses, which helps

prevent work-related injuries among the

staff. The triggers for activating ”The

Positive Eight” are that facilities for the

elderly are designed for the efficient use

of mechanical aids, that this equipment is

functional and integrated into the care

environment, and that the staff are trained

to use it. 

The business area consists of three product

lines:

• Hygiene Systems covers shower and

bath products that solve lifting problems

in connection with showering and

bathing. The product line also includes

hydrotherapy equipment.

• Patient Handling is concerned with more

general patient transfers, for example

from lying to standing positions, from

bed to toilet, etc. There are now exacting

demands being placed on care institu-

tions to actively drive rehabilitation,

which is also an increasingly important

part of the product line's purpose.

• Antidecubitus was added in 1998 and

supplies therapeutic special-purpose

mattresses for the treatment and preven-

tion of pressure sores. Around 10% of

patients in geriatric care suffer from, or

are vulnerable to, pressure sores. 

As well as the human suffering, the costs

for care facilities of treating pressure sores

are very high. Most pressure sores should

never arise and are preventable. The prob-

lem often occurs in cases where patients'

mobility is diminished.

Markets and trends
The market for lifting aids, excluding the

home care market, amounts to SEK 2,800

million, equally divided between Hygiene

Systems and Patient Handling. The market

is largely concentrated in the developed

markets of North America, Western

Europe and Japan, where the elderly are

increasingly cared for in institutions, and

where a good working environment is pri-

oritised. Four crucial driving forces mean

that good growth is expected for the fore-

seeable future:

• The demographic trend of populations

with growing elderly segments 

• A continued low degree of penetration

in most of the developed markets, par-

ticularly regarding patient handling.

Space, mechanical aids
and working techniques

GERIATRICS 1996 1997 1998 1999
Orders received, SEK m 1,207.7 1,253.6 1,714.1 1,981.7
Invoiced sales 1,208.5 1,234.4 1,663.0 2,007.7
Gross profit 634.3 624.0 888.7 1,051.9
Gross margin, % 52.5% 50.6% 53.4% 52.4%
Operating costs, SEK m –404.7 –433.1 –605.8 –731.6
Operating profit 229.6 190.9 282.9 320.3
Operating margin, % 19.0% 15.5% 17.0% 16.0%
No, of employees 1,010 962 1,306 1,383 

Hygiene Systems 1996 1997 1998 1999
Orders received, SEK m 686.3 681.3 797.0 790.3
Invoiced sales 669.7 661.9 760.1 814.4
Patient Handling 1996 1997 1998 1999
Orders received, SEK m 521.4 572.3 658.3 745.2
Invoiced sales 538.8 572.5 645.2 749.1
Antidecubitus 1996 1997 1998 1999
Orders received, SEK m – – 258.8 446.2
Invoiced sales – – 257.7 444.2

The Positive Eight

46.3%

41.1%

Percentage of operating profit

Percentage of sales
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The Miranti and Bathing System from Arjo enable one nurse to easily manage the otherwise heavy and resource-intensive work

involved in the bathing routine.

• The need to increase efficiency in care,

where a growing number of elderly peo-

ple will be cared for by fewer staff. 

• The increasing demand for quality care

is driving trends that give individual

patients more opportunities for privacy.

The implication is a shift from central

hygiene facilities to private, which

increases demand for equipment.

Estimated growth for lifting aids is

between 7-9%. 

The market for special-purpose mat-

tresses that prevent and treat pressure

sores follows the same pattern as for lift-

ing aids. Fewer nurses per bed means that

patients cannot be turned manually, which

increases the need for products that can

replace manual handling as a method of

preventing pressure sores. 

significant outside North America, as the

care processes in geriatric care are rela-

tively simple. With increased privatisation

comes an increased concentration of own-

ership in private chains, and that is

favourable for Getinge's organisation,

which has geographical reach, both

nationally and internationally.

Distribution and sales
The business area is represented in all

developed markets. In these markets, with

the exception of Japan, sales are through

Getinge's own sales companies. 

Sales are largely consultative, and in

total there is a company sales force of 300

around the world. Sales often begin with

an analysis of the customer's need for

ergonomic aids, a calculation of equip-

This market is mainly concentrated in

the US.  The US accounts for 50% of the

specialised mattress world market, which

amounts to SEK 8,000 million and has an

annual growth rate of 10%. In the US, this

market has been oriented towards the

treatment of existing pressure sores,

whereas other markets have concentrated

more on preventive care. The new benefit

system, PPS, introduced a year ago, makes

it probable that the preventive care market

will grow in the US.

The business area's customers are in

both the public and private sectors. In

North America, private customers make

up 70% of the total market, whereas in

other parts of the world the percentage is

around 30%. In the future, it is likely that

private care facilities will become more
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negatively in one market can be compen-

sated for by a positive decision concerning

another.

It should also be noted that the techni-

cal risk is limited at present. 

The business area's dominant market

position makes it possible to create entry

barriers in terms of costs and R&D.

Issues that affect product liability are

of great significance for the business area,

where lifting of elderly and weak patients

entails injury risks. The business area does

not rely solely on liability insurance and

actively works on continually introducing

improvements in products and routines in

order to minimize the risk of accidents. 

As in the Infection Control business

area, there is no supplier that is critical for

the business area, and no customer cur-

rently accounts for a significant part of the

business area's sales. 

Objectives and strategies
The business area intends to further

strengthen its position as the leading glob-

al supplier of products and systems for the

enhancement of quality, environment and

efficiency in the care of the elderly and

disabled. The business area shall:

• have an annual organic growth of 8-

10%

• have an operating margin of at least

15%.

• in the long-term, establish market shares

of at least 40% in the institutional seg-

ments and prioritised product segments.

The business area shall continue to be the

leading supplier by utilizing its strong and

partially unique competitive advantages:

• Strong, continually renewed product line

• Global distribution organisation of high-

ly qualified personnel

• Comprehensive product systems that

solve the customer's problems with an

emphasis on improved care quality,

working environment and cost-effective

care.

The potential markets for the business

area's products can be divided into three

major segments:

• Institutional customers, which comprise

of acute care hospitals with intensive

care departments and wards, and other

care facilities where patients have very

limited mobility and require constant

medical monitoring.

• Home care, where the patient is cared

for in their home environment by a rela-

tive or home care organisation. 

• Between these customer segments, there

is a very heterogeneous category of care

facilities where patients need assistance

with certain activities, but in general can

look after themselves. This category is

often called "assisted living". 

ment requirements and an estimate of the

cost-saving potential.  

Later in the sales process, the salesman

is required to be present to assist with

evaluation and training during the intro-

duction phase, often in several stages. In

the US, the business area co-operates with

insurance companies that can reduce the

care facility's work-related injury insur-

ance if they implement a programme for

safer lifting.

Sales of antidecubitus mattresses are

also mainly consultative. Around 75% of

the product line's sales are products that

are rented for periods ranging from a week

to a year.

Competitors
At present, Getinge is the dominant player

in the lifting aids market. Excluding the

home care market, in which the Group is

not active, Getinge's global market share

is 40%.  With the exception of Sunrise

Medical, which holds a 10% market share,

the competition is very fragmented, with

many small and local competitors that are

important in a regional context, but rarely

operate nationally or internationally. 

No competitor offers a product line that

encompasses hygiene systems as well as

patient handling. Most competitors rely on

external distributors for distribution,

which hinders sales of complete systems

as well as the possibility of supplying the

large care chains that make up the greater

part of the US market and a growing share

of the European market. 

In the Antidecubitus product line, mar-

ket shares are more modest, around 6-7%.

The leaders in this product segment are

the US's HillRom and Kinetics Concepts,

which have market shares of 25% and

20%, respectively.  

Risks 
The largest single risk for the business

area is political risk. Changes in the form

and extent of benefit systems affect indi-

vidual markets in the short term. Events

over the past year in the US are a case in

point. However, like the Infection Control

business area, sales are divided across a

large number of markets that are in vari-

ous stages of development. This means

that a decision affecting the business area

To maintain people's mobility is also to

maintain their dignity. Making resident

lifting and transfer routines easier also

safeguards the health of personnel.

The Freedom bath opens the door to inde-

pendent bathing for residents who would

normally require help with daily hygiene

routines.



There is a significant trend that patients

are moving away from institutional care to

other more economical forms of care such

as home care and assisted living.

However, demand and growth will remain

in the heaviest care segment, as patients

often finally reach a stage where only an

institution can provide them with the nec-

essary care. 

Some time ago, the business area

decided not to focus on the home care seg-

ment, where the prime competitive para-

meter is price, and distribution is handled

by independent distributors. This has

proved to be the right decision, as the

overall home care sector has had prof-

itability problems during most of the

1990s. Home care customers are served by

regional distributors that represent a very

wide range of products to meet all care

and adaptation needs in private residences.

This means that knowledge on individual

products is low. The actual expansion in

home care in recent years has largely dis-

appeared because of market pressure on
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prices.  The business area's focus has

therefore been on the institutional and

semi-institutional customers, which are

easy to identify and often organised in dif-

ferent types of chains. It is in these cus-

tomer segments that the business area's

competitive advantages come to the fore,

namely strong products in the premium

price segment, a wide range and a strong

international salesforce. 

Consolidation in the Hygiene Systems

product line has meant that manufacturing

has been concentrated at the main factory

in Eslöv, Sweden. In addition, the mature

product segments, such as baths, have

been cost-rationalised. Entry barriers have

been raised through a combination of

increased design-content in the products

and heavy investment in production tools.

An increased focus on shower products

has led to an emphasis on product devel-

opment in this area.

In the Patient Handling product line,

work has focused on increasing penetra-

tion of those geographic markets that have

not yet reached their potential, while

efforts are being intensified in the acute

health care segment, which offers excel-

lent growth prospects. 

For the past two years, efforts in the

semi-institutional customer segment have

focused on developing an attractive prod-

uct line adapted to the segment's needs,

partly through in-house developed prod-

ucts and partly through appropriate acqui-

sitions. The big difference between the

institutional and semi-institutional markets

is that in the latter, all patients have a pri-

vate bathroom  that needs to be equipped,

whereas institutions have a central, com-

munal room for bathing. The implication

is that sales potential calculated per bed in

semi-institutional care is considerably

higher than in the institutional market.

The Antidecubitus product line is

focused on institutional care, where long-

term care is the most important customer

category. Hospital intensive care depart-

ments also represent a significant market.

The Antidecubitis product line shall be

supported in its distribution by other prod-

uct lines within the business area. The

specialised mattresses marketed by the

business area are therapeutic products sold

with intensive clinical support.

The basis of the business shall be clini-

cally superior products, which at a lower

total cost than their competitors, eliminate

A new level of quality care is attained with

Carendo, both for patients and nursing

staff.

Encore is a new active lift with expanded applications.
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existing pressure sores and prevent the

onset of new ones. A number of clinical

outcomes research studies are being run at

present, including an extensive study in

the US.

Despite the substantial costs that chron-

ic sores of different types incur for the

health care sector each year, there are few,

if any, players in the market that can offer

complete solutions for sore care. The busi-

ness area's plans include an evaluation of

broadening the product line in order to

offer complete sore care solutions that

include not only other medical devices,

but also consumables. However, one con-

dition for active development of sore care

is that the business area achieves a broader

penetration for pressure sore mattresses in

Western Europe. 

The past year
The business area's volume growth has

been highly satisfactory, with the excep-

tion of the US market. Growth has been

especially good in southern Europe,

including France.  Trends in the UK and

Canada have been positive. Both Germany

and the Benelux countries have performed

well. Scandinavia has performed at the

same level as the previous year, and the

developing markets, which currently

account for only a small part of total sales,

have reported high growth. 

The year in the US market has been

very tough. The introduction of a new

benefit system – PPS (Prospective

Payment System) – at the start of the year

reduced benefit levels in the federal health

insurance scheme, Medicare. The effect

has been that many of the large geriatric

care chains are today struggling with

financial problems, and several are going

through financial reconstructions. Despite

the tough market climate, our sales vol-

ume in the US was at the same level as the

previous year. This is considerably better

than other players in the sector, where vol-

ume falls of 30% are not unusual. 

In the fourth quarter, there was a merg-

er of the pressure sore business with the

lifting aid operation, which up until the

third quarter was run separately.  Annual

savings from this measure amount to SEK

20 million. In November 1999, a decision

was made in the Senate to reallocate funds

to Medicare, as savings had exceeded

what was originally planned. The restoring

of funds will be in two stages, in April

and sometime in the autumn of 2000.

In terms of profit generation, the

Patient Handling and Antidecubitus prod-

uct lines have improved, whereas Hygiene

Systems' profit fell somewhat. In addition

to effects relating to changes in the US

benefit system, the Hygiene Systems prod-

uct line has had an unfavourable product

mix. All product lines have had a highly

ambitious product development pro-

gramme, which means that costs have

been higher than normal over the year.

Carendo, the hygiene chair with the

unique function for dressing and undress-

ing the patient while he or she is seated.

Hydrotherapy is recognised as an effective form of treatment for a number of conditions

and function problems. Last year, Arjo, which has more than 20 year's experience in the

area of active hydrotherapy, launched the Axona therapy pool, which combines the latest

in water treatment technology with advanced electronic controls, top-quality materials

and an attractive design.
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Hygiene
Systems

Arjo has now added a new dimension to

choosing a bathing system adapted to the

specified needs of the customer. A com-

prehensive selection of proven functions

and options has been brought together to

create the most flexible bathing systems

on the market.

Patient Handling

A commitment to care, both for nurses and

patients – during a working day, staff may

perform lifts corresponding to several

tons. Manual lifting entails stress factors

for patients and assisting staff.

Antidecubitus
ANTIDECUBITIS

Comfort 24-hours-a-day for vulnera-

ble patients – pressure sores can be

prevented.
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Product development Hygiene
Systems
Product development has had a central

role in the operation over the last three

years. Design and functionality are impor-

tant parameters.

During the year, a totally new range of

bathing systems was launched. The prod-

uct line is modular, and each customer can

choose from a large selection of options. It

is estimated that the new range will reduce

annual production costs by 15% and it will

also be easier to adapt price and perform-

ance according to customer-specified

requirements.

There is visible trend away from

bathing towards showering. To comple-

ment the product line's shower product

line, a new shower and toilet chair,

Carendo, was launched in the autumn.

From an ergonomic perspective, this chair

is far superior to existing products on the

market. The market, amounting to around

50,000 shower chairs per year, in various

basic-to- complex configurations, can now

be served better than before.

In the coming year, work on the prod-

uct line will be concentrated on achieving

increased product value for products

aimed at the institutional market, whereas

product development aimed at customers

in the semi-institutional market will be

more expansive.  A new product family

aiming to increase independence in the

private bathroom is planned for introduc-

tion in 2001. 

Product development Patient
Handling 
In strategy terms, product development

also plays a central role for the Patient

Handling product line. Competitive

parameters, apart from cost-effectiveness,

are functionality and design. In the past

year, two new active lifts were introduced,

Encore and Chorus, which enable the

patient to participate in the lifting proce-

dure. Through their unique designs, these

lifts can reach a broader patient base. 

A third product is planned in the active

lift range that will increase opportunities

to run rehabilitation, an increasingly

important task for long-term facilities in

the future. Much effort over the past year

has been devoted to developing a new

series of passive lifts for heavy institution-

al use. The launch of the new range is

planned for the start of 2001. In addition,

work on replacing the more basic patient

lifts will be initiated in 2000. These prod-

ucts are expected to be ready for launch in

2001.

Product development Antidecubitus
The product line develops, produces and

markets special-purpose mattresses for the

treatment and prevention of pressure

sores. The product line encompasses basic

products, which are placed over the

patient's existing mattress, products that

replace the entire mattress, and in certain

cases, specially designed beds. Dynamic

products can be divided in two categories:

"low air loss" and "alternating pressure."

Low air loss technology aims to create

as large a contact area as possible between

patient and mattress to maximize the

spread of pressure and optimise blood cir-

culation. Alternating pressure means that

the mattress is divided into several sepa-

rate air cells through which air is alter-

nately pumped in and out. This method

stimulates blood circulation, which speeds

the healing process.

The product line is involved with prod-

ucts for both therapy segments, but the

emphasis is on alternating pressure, which

is assessed as having better sore-healing

effects, especially for patients with severe-

ly reduced mobility. This field has a

decidedly more clinical character than the

Group's other product lines, and both large

and small-scale clinical studies are being

carried out. It is thought that in the future

it will be crucial to show products' effec-

tiveness, not only in terms of sore-healing,

but also in terms of cost-effectiveness.

With this in mind, an extensive outcomes

research study started in the US in 1999.

The results are expected to be presented

for commercial use in one to two years. 

Pressure sores can be divided into dif-

ferent categories according to severity. In

the past, the company has focused on the

worst cases. But now it is becoming more

widely accepted that most pressure sores

can be prevented and treated, and there-

fore more emphasis is being placed on

preventive products.  

Outlook for 2000
On the basis of defensive measures taken

in the US in the fourth quarter, and the

boost to geriatric care financing in 2000,

the profit level in the US should not fall

below 1999 results, even though volumes

are expected to be lower in 2000.

In other markets, it is expected that

good growth will be maintained. Several

important products were launched in the

autumn and will contribute positively to

profit.

A new marketing organisation for the

business area, based in Luxembourg, was

put in place at the start of the year. The

aim of the new organisation is to strength-

en the business area's brand as a problem-

solving supplier by co-ordinating market-

ing and sales of the three product lines.

The new organisation will also be respon-

sible for logistics and distribution, which

in time will mean deliveries to the end

customer direct from the factory, with a

minimum of administration.



Competence development – increas-
ingly important
The collective competence of Getinge's

personnel constitutes the Group's human

capital. Competence and commitment

among the management and staff are

important factors for Getinge's success

and growth. Competence-enhancing meas-

ures are being implemented at different

levels in the Group to meet the higher

standards demanded by customers. Care

for the environment, technical solutions,

servicing and quality are some of the

issues involved in this work. The majority

of staff development initiatives are carried

out by the personnel departments together

with the respective managers of the

Group's various divisions. 

The Group's philosophy is that every

manager with responsibility for staff will

ensure that personnel are provided with

the opportunity to develop in their job.
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The Group's leading-edge competence
Various projects have been initiated in

order to display the company's leading-

edge competence through various exhibi-

tions and activities. For example, active

participation and collaboration has begun

between Getinge and a scientific centre,

Korsvägen-Vetenskapscentrum AB.

Korsvägen has started to work on the

establishment of a national science centre,

which aims to increase public interest,

especially among children and young peo-

ple, in the natural sciences and technolo-

gy, as well as promote interest in studies

and career choices in scientific fields.

Korsvägen is aiming to create a science

centre that is a collective resource and

meeting point for research institutions and

individual researchers. 

Getinge has also contributed to the cre-

ation of the Academy of Halland, which

strives to unify the various interests of the

cultural sector and business community in

the county of Halland. 

Getinge's participation in these areas is

important for access to competence and

innovative thinking.

Various divisions of the Group have been

involved for many years in enabling young

people to participate in practical experi-

ence programmes in Europe and the US.

Getinge has devised a programme for

internal communications in which various

information channels are used to convey

news and work-related information. This

is a valuable contribution to competence-

enhancement among the entire staff.  The

various investments in IT systems have

also allowed increased opportunities to

improve internal communications.

A European corporate committee has

been set up in accordance with EU direc-

tives. 

The number of employees in the

Getinge Group on 31 December 1999 was

3,812 (3,724)  – a workforce comprising

of 751 women and 3,061 men. 

Within the Group there are various bonus

systems and share option schemes that are

adapted to local conditions (see note 21).

• Infection Control, 63%

• Geriatrics, 37%

Percentage of employees 
per business area

• Sweden, 21%

• Rest of Scandinavia, 2%

• Western Europe, 41%

• Eastern Europe, 1%

• North America, 32%

• Asia, Australia, 2%

• Africa, 1%

Average number of 
employees per region

Competence and commitment – important factors in Getinge's success.
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GETINGE'S SHARES
In 1999, Getinge's share price reached a

high of SEK 140 (26 April 1999) and a

low of SEK 81.50 (12 November 1999).

The final price paid for 1999 was SEK 96.

The number of shares traded during 1999

was 30,284,830 (21,415,283). 

There are approximately 16,000 share-

holders. The percentage of foreign-owned

shares amounts to 14% (22%). The per-

centage of Swedish institutional owner-

ship is 50% (51%), of which unit trusts

constitute 17.7% (22.6%).

Share capital and ownership struc-
ture
The share capital in Getinge is SEK

90,843,264, divided between 45,421,632

shares, each share having a nominal value

of SEK 2. All shares are unrestricted and

carry an equal right to dividends. Every

class A share carries ten votes and every

class B share carries one vote.

Dividend policy
Future dividends will be adjusted in keep-

ing with Getinge's profit level, financial

position and future development potential.

The aim of the Board is that dividends

will comprise in the long-term, approxi-

mately one third of the profit after finan-

cial items at a standard rate of 28% tax.

Analysts that follow Getinge include:
Alfred Berg Fondkommission

Aragon Fondkommission

D. Carnegie

Cheuvreux de Virieu Nordic

Danske Securities

Fleming Aros

Enskilda Securities

Erik Penser Fondkommission

Gudme Raaschou

Handelsbanken Markets

Matteus Fondkomission

Nordiska Fondkommission

Swedbank Markets

Warburg Dillon Read

The share capital breaks down as follows:
Number Number % of  % of

Type of share of shares of votes capital voting rights

A 3,037,986 30,379,860 6.7 41.8
B 42,383,646 42,383,646 93.3 58.2
Total 45,421,632 72,763,506 100.0 100.0

Evolution of share capital through issues
No, of shares Share capital after 

Year Transaction after transaction transaction. SEK

1990 Formation 500 50,000
1992 Split 50:1 25,000 50,000
1992 New issue 5,088,400 10,176,800
1993 New issue 6,928,400 13,856,800
1995 New issue 7,477,662 14,955,324
1995 New issue 15,140,544 30,281,088
1996 Bonus issue 45,421,632 90,843,264

Shareholder structure of Getinge Industrier AB, as at March 2000
% of capital % of voting rights

2000 1999 2000 1999
Swedish private individuals 
(incl. Carl Bennet companies) 36 27 60 54
Swedish institutions and funds 50 51 31 32
Foreign private individuals and 
owners through foreign nominees 14 22 9 14
Total 100 100 100 100

Shareholders in Getinge Industrier AB. as at March 2000
No. of No. of % of % of

Company class-A shares class-B shares capital voting rights

Carl Bennet Medicinteknik AB 3,037,986 3,035,400 13.4 45.9
Robur’s Unit Trusts 4,190,500 9.2 5.8
Nordbanken’s Unit Trusts 3,338,860 7.4 4.6
Swedish Pension Fund 4th Board 3,018,550 6.6 4.1
SPP+SPP’s Unit Trusts 2,101,350 4.6 2.9
Latour 1,400,000 3.1 1.9
Skandia 1,208,208 2.7 1.7
Swedish Pension Fund 5th Board 1,200,000 2.6 1.6
SE-Bank sphere 667,100 1.5 0.9
Tapiola Försäkring 497,400 1.1 0.7
Other shareholders 21,726,278 47.8 29.9
Total 3,037,986 42,383,646 100.0 100.0

Price movement of Getinge’s shares
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THE ENVIRONMENT
The strategy for important environ-
mental issues and the steps needed
to deal with these issues.

Environmental issues that Getinge’s Board

and Senior Group Management consider

to be important are dealt with according to

an environmental policy, which states that:

• All employees within the Getinge Group

must take personal responsibility for

health and the environment in their daily

work.

• The company’s development work with-

in industrial technology and product

development will lead to positive envi-

ronmental consequences.

• The company’s work will be charac-

terised by a holistic approach to prod-

ucts’ life-cycles. Environmental aspects

will always be considered, from the

choice of raw materials and manufactur-

ing  to their use and recycling.

• The company will work to ensure that

staff, products and manufacturing pro-

cesses comply with national laws and

high international environmental

demands.

Overall responsibility for environmental

issues within the Getinge Group lies with

each company’s President. Work is con-

tinuing throughout the Group to develop

new products with as much environmen-

tally-adapted materials as possible, and

with the help of as many energy-efficient

processes as possible. Product develop-

ment includes focusing on reduced energy

and water requirements for all processes.

Sorting at source is constantly being

adapted. Recycling stations for manufac-

turing-related waste products have been

installed at different factories. Surface

treatment processes are an area of top pri-

ority. Apart from the new surface treat-

ment system installed at the new factory in

Getinge, Lancer’s new surface treatment

hall will be brought into operation in

2000. 

Environmental Management System
The prudence concept underpins all work

regarding the internal and external envi-

ronments. Environmental routines, objec-

tives and aspects have been introduced at
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our factories and integrated into existing

ISO systems. The concentration on envi-

ronmental certification is continuing

according to plan.

A complete environmental manage-

ment system with organisations and rou-

tines has been set up and added to the

Group’s Intranet, where most employees

can access required information. 

We encourage all employees to active-

ly take part in environmental issues and

provide know-how about the environmen-

tal impact of the Group’s different activi-

ties. The Group is working systematically

to improve and raise competence levels to

carry out its environmental strategy and

achieve its environmental goals.

Licensing
Activities that require environmental

licensing are constantly reviewed to

ensure that we can easily meet by a wide

margin the standards that the authorities

set for the company. Existing laws and

conditions are regarded as minimum stan-

dards for operations.

Previous investments and future
costs
The previous investments in the main fac-

tory at Getinge have produced very posi-

tive environmental effects. Heavy trans-

port has been moved from the central area

of the community and the new green areas

of the factory have been welcomed. There

are no expected costs for the environmen-

tal cleansing of old operations. The exist-

ing costs of minimising emissions into the

air and water are insignificant.

The Group’s products are complex in

many respects and contain many different

materials and components. This environ-

mental challenge is at the forefront of our

thinking and the aim of our environmental

work is to contribute to better eco-cycle

awareness and better resource usage. The

demands for environmental awareness are

huge in today’s society and Getinge places

quality, and in certain cases environmen-

tal, requirements on its suppliers and

transport. Environmental work is run on a

long-term basis and both major and minor

changes are significant. 

GETINGE INVESTS IN IT
Getinge’s IT investments in 1999 mainly

concentrated on achieving a smooth trans-

fer into the new millennium without criti-

cal disruptions to business activities. This

transfer passed without incident.

Successful transfers also occurred in

adjusting  to the Euro, improving the

Group’s internal and external communica-

tion and launching a comprehensive

Group website. A lot of new business sys-

tem installations were carried out. 

IT related matters within the Group

were co-ordinated and monitored by

Getinge’s global IT organisation and all

decisions regarding strategy and new tech-

nology were made in this forum.

Projects already started or due to be car-

ried out in 2000  include:

• Creating internal operational centres for

better usage of IT resources.

• Continuing the standardisation of sys-

tems and software.

• Reducing ownership costs for IT.

• Increasing the usage of web technology.

The Getinge Group is today very technol-

ogy-intensive and will continue to

increase its utilisation of IT technology,

with the aim of manufacturing, marketing

and distributing the Group’s products

cost-effectively. In parallel with the differ-

ent electronic media that have been devel-

oped, the Getinge Group can provide its

customers with better information, acces-

sibility and service. This media will con-

tinue to be one of the Group’s competitive

tools in its efforts to be market leader in

its business sectors.
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THE GETINGE GROUP
The Getinge Group is active in two areas:

products and systems for combating infec-

tion,  and lifting and hygiene products and

accessories used in caring for the elderly

and disabled. The business will, from this

financial report onwards, be divided into

these two areas. Sterilisation and

Disinfection merge to form the Infection

Control business area. Those operations

oriented towards elderly care come under

the Geriatrics  business area. 

Sales and market overview
Orders received by the Getinge Group

rose by 14.6% to SEK 4,932.2 million

(4,304). Adjusted for acquisitions and

exchange rate fluctuations, orders received

were up by 4.4%.

Demand for the Group's products has

been good during the year, with the excep-

tion of the North American market. In the

Geriatrics business area, most markets in

Europe have significantly progressed,

above all in Southern Europe and the

important German and UK markets.

Volume growth has been particularly sub-

stantial in developing markets, although

these account for only a minor part of the

business area's sales. The Infection

Control business area reported a more sta-

ble sales trend in the Western European

industrial and hospital markets, whereas

the elderly care market expanded consid-

erably. Developing markets, which

account for 15% of the business area's

volumes, have performed well, and

demand has been particularly good in the

Far East and Latin America.  Excluding

North America, the Group's orders

received rose  by 19.6%. Adjusted for

acquisitions and exchange rate fluctua-

tions, the increase was 8.2%.

The North American market, which

accounts for 40% of the Group's sales, has

stagnated over the past year.  In the

Infection Control business area, a stronger

industrial market has compensated for a

weak hospital market. Demand in the

Geriatrics business area was somewhat

below the previous year's level. The

changes and cuts introduced in the federal

health insurance scheme, Medicare, had a

major impact on the year. Most suppliers

to the elderly care sector have experienced

severe drops in volume. In view of this, a

volume of orders received similar to the

previous year's should be considered as

satisfactory. 

Sales and results
Invoiced sales climbed by 12.4% to SEK

4,884.7 million (4,345). Adjusted for

acquisitions and exchange rate fluctua-

tions, invoiced sales rose by 2.7%.

The Getinge Group's operating profit

before items affecting comparability rose

6% to SEK 692.2 million (652.9), which

is equivalent to 14.2% (15%) of invoiced

sales. 

Net financial items totalled -SEK 55

million (-65), of which net interest items

made up -SEK 51.7 million (-62.7). The

Group's profit before tax rose by 5.6% to

SEK 636.2 million (602.6), corresponding

to 13 % (13.9%) of invoiced sales.

Tied-up capital
The total value of stocks at the end of

1999 was SEK 765.3 million (770.7),

equivalent to 15.7% (17.7%) of sales.

Accounts receivable  amounted to

SEK 1,344.5 million (1,322.7), correspon-

ding to  27.5% (30.4%) of sales. Capital

employed within the Group was SEK

2,988.2 million (2,610.6). The return on

capital employed was  23.2% (25%).

Goodwill totalled SEK 1,012.7 million (1,

034.2) at the end of the financial year.

Investments
Investments in machinery, equipment and

buildings, but excluding rental  equip-

ment, amounted to a net total of  SEK

167.4 million (131.8). The year's increase

is mainly due to investment in production

facilities, tools and IT.

Acquisitions
In September, Getinge Industrier acquired

25% of the shares  in the Danish compa-

ny, Lunatronic ApS, with an option to

acquire the remaining 75% within four

years. Lunatronic, which has sales of

DKK 15 million and employs 18 people in

Denmark, England and the US, is a con-

sulting firm  that supplies  IT solutions for

running sterilisation centres in the health

care sector. The acquisition boosts

Getinge's sales of  complete infection con-

trol systems for optimised running costs in

health care. 

All the shares in Ronny Olofssons

Service AB were acquired in November in

order to strengthen the service organisa-

tion in the Norrland (northern) region of

Sweden. 

Currency risks 
Most of the Getinge Group’s operations

are located outside Sweden. This situation

entails a significant exposure to risks in

connection with fluctuations in the

Swedish  kronor in relation to other cur-

rencies. These risks are principally linked

to the fact that purchasing and sales trans-

actions are often carried out in foreign

currencies (transaction risk) and that for-

eign subsidiaries’ operations in local cur-

rencies are converted to Swedish kronor in

the Consolidated Accounts (conversion

risk). The conversion risk is also

expressed in changes to the shareholders’

equity, which the Group has invested in

foreign subsidiaries, at conversion to new

year-end closing rates of exchange.

The Group has established central rou-

tines for hedging both capital invested and

anticipated future commercial net flows,

in order to limit this risk exposure. 

Net assets of the Group in foreign cur-

rencies are hedged, either fully or in part,

through loans and currency futures. On 31

December 1999, the Group had outstand-

ing future contracts of this kind totalling

SEK 1,579.3 million (1,945.3), including

loans. As the exchange rate effects are

entered as profits in the hedging company

in conjunction with the redemption of the

contract, and are then subject to taxation,

the size of the futures contract is adapted

so that after the fiscal effect, they corre-

spond to the shareholders’ equity in the

subsidiaries. 

The Group hedges anticipated future

commercial net flows to reduce the effect

of exchange rate fluctuations on revenues,

which on 31 December 1999 consisted

mainly of expected USD flows for 18

months. The balance between the futures

amount and retained liquid funds is hedged

in the accounts to the original contract rate

through the purchase and sale of the differ-

ence in foreign currencies. On the basis of

this principle, there was an asset item at

year-end of SEK 32.5 million (15.6).



Taxes
The Group’s total taxes amounted to SEK

158.5 million (125.9), corresponding to

24.9% (20.9%) of pre-tax profit. The fact

that the Group’s profit has, in part, been

generated by foreign subsidiaries with a

lower tax burden, and that the Group can

utilise loss deductions, explains why the

tax burden falls short of the level based on

the Swedish corporate tax rate of 28%

(see Note 6). 

Financial position  and equity/assets
ratio
Getinge has revised its financial structure

and in April 1999 signed an agreement

concerning a 5-year syndicated credit

facility for USD 200 million. The credit

facility increases Getinge's financial possi-

bilities and provides a better balance

between the Group's short and long-term

credits.  The facility has not been used

during the year. 

The Group’s net debt was SEK 1,514.9

million (1,722.4 ) and the  cash flow from

operations, totalling  SEK 437.1 million 

(-13.5), was a considerable improvement. 

Shareholders’ equity at year-end was

SEK 1,560.8 million  (1,221), giving an

equity/assets ratio of 35.7% (27.6%).

Product development
Product development has a central role in

strategy for the various product lines. In

1999, to make production more efficient,

the Group developed products with modu-

lar designs, and different products from  a

shared platform. This approach makes it

easier to adapt products to the customer's

specific needs. The ergonomic design of

products is also an important aspect for

customers.

Products are designed in materials that

are as environmentally-adapted as possi-

ble anduse processes that are as water and

energy-efficient as possible  in manufac-

turing and use. Information services are

becoming more important, and Getinge

has developed a documentation system for

checking sterilisation processes in health

care.

Environmental matters
Operations are constantly reviewed

regarding their effects on the internal and

external environment to ensure the Group

meets by a wide margin the standards

authorities set for its companies. 

Existing laws and conditions are

regarded as minimum standards for opera-

tions.

Personnel
There were  3,812 (3,724) employees on

31 December 1999, of whom 824 (794)

were employed in Sweden.

The work of the Board
At the Annual General Meeting in April

1999, six board members were elected and

no deputies. Before this, the board had

worked with five AGM-elected members.

The employees were represented by two

members with two deputies. The board

held five meetings in 1999 and one in

January 2000, at which the financial

results for 1999 were dealt with and sub-

sequently published.

Working procedures established in the

previous year continued to apply. The

board has also drawn up written instruc-

tions for the CEO on matters including

financial reporting and the position of the

Parent Company and Group. 

During the year the main shareholders

met and dealt with the Board’s composi-

tion and rules of procedure.

Millennium-related matters
The Getinge Group experienced no Y2K-

related disruptions and the changeover to

the new millennium has been problem-

free for the Group's own operations and

the products it manufactures.  

Expected  future trends 
Demand in the US acute health care seg-

ment is expected to be better than in 1999.

In elderly care, plans are in place for a

persisting highly competitive market, but

additional funds will be allocated to the

federal health care system in 2000. Any

extra costs for the health care sector relat-

ing to the Y2K problem, no longer apply.

The level of costs in the USA was reduced

in 1999, and this means that in cost terms,

the Group was more competitive going

into 2000. 

The business cycle in the major

European markets is on an upturn. The

Sterilisation product line has been restruc-

tured and a better contribution to profit in

2000 is predicted. All acquisitions are

now well-integrated into the Group and

are anticipated to make a positive contri-

bution.
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Proposed allocation of profits
The Group’s unrestricted shareholders’ equity, as per the Balance Sheet of the Group, totals SEK 821.9  million. 

The following Parent Company earnings are at the disposal of the Annual General Meeting:

Net profit for the year SEK 197.2 m

Profit carried forward SEK 138.1 m

Total SEK 335.3 m

The Board and the Chief Executive Officer propose that a dividend of SEK 3.50 per share should be 

distributed to shareholders SEK 159.0 m

that  the following sum should be carried forward SEK 176.3 m

Total SEK 335.3 m

With regard to the Group’s and the Parent Company’s profits and position in general, reference is made to the following Account doc-

uments.

Getinge, 10 March 2000

Carl Bennet

Chairman

Fredrik Arp Bo Damberg Anders Frick Roger Holtback

Thomas Esko Gert Klarén

Swedish Metal Workers’ Swedish Foremans’ and 

Union Representative Supervisors’ Representative

Johan Malmquist

President and CEO

Our Auditors Report was submitted on 15 March 2000

Mats Fredricson Torbjörn Svensson

Authorised Public Accountant Authorised Public Accountant



THE GROUP                                         PARENT COMPANY

SEK m Note 1999 1998 1999 1998
Net sales 1 4,884.7 4,345.0 – –
Cost of goods sold -2,702.8 -2,405.1 – –
Gross profit 2,181.9 1,939.9 – –

Selling expenses -936.1 -803.9 – –
Administrative expenses 22 -448.5 -391.1 -20.0 -27.7
Research and Development costs -102.4 -108.6 – –
Other operating income 16.0 22.5 – –
Other operating expenses -18.7 -5.9 – –
Items affecting comparability 23 – 15.9 – –
Operating profit/loss 1,2,20,21 692.2 668.8 -20.0 -27.7

Interest income 3 25.9 23.4 87.3 87.8
Interest expenses 3 -77.6 -86.1 -94.5 -107.4
Other financial items 4 -3.3 -2.3 226.0 301.9
Associated companies’ operating profit -1.0 -1.2 -1.0 -1.2
Profit before appropriations 636.2 602.6 197.8 253.4

Appropriations 5 – – 0.1 -0.1
Profit before tax 636.2 602.6 197.9 253.3

Taxes 6 -158.5 -125.9 -0.7 -45.1
Net profit for the year 477.7 476.7 197.2 208.2
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THE GROUP                                         PARENT COMPANY

SEK m Note 1999 1998 1999 1998
ASSETS 
Fixed assets 
Intangible fixed assets 2 1,012.7 1,034.2 – –
Tangible fixed assets 2,19 748.3 684.1 3.3 3.4
Shares in subsidiaries 7 – – 2,879.0 2,876.8
Shares in associated companies 8 3.7 4.2 3.7 4.2
Long-term receivables 15.5 8.4 7.9 –
Deferred tax liability 6 48.4 63.5 – –
Total fixed assets 1,828.6 1,794.4 2,893.9 2,884.4

Current assets
Stock-in-trade 9 765.3 770.7 – –
Advances to suppliers 1.9 1.1 – –
Short term receivables 10 1,622.9 1,663.9 2,097.0 2,366.1
Liquid funds 11,14 158.8 196.6 42.0 71.5
Total current assets 2,548.9 2,632.3 2,139.0 2,437.6
TOTAL ASSETS 4,377.5 4,426.7 5,032.9 5,322.0

SHAREHOLDERS’ EQUITY AND LIABILITIES
Shareholders’ equity
Share capital 12,13 90.8 90.8 90.8 90.8
Restricted reserves 648.1 785.4 2,044.7 2,044.7
Total restricted shareholders’ equity 12,13 738.9 876.2 2,135.5 2,135.5
Profit brought forward 344.2 -131.9 138.1 77.5
Net profit for the year 477.7 476.7 197.2 208.2
Total unrestricted shareholders’ equity 12,13 821.9 344.8 335.3 285.7
Total shareholders’ equity 1,560.8 1,221.0 2,470.8 2,421.2

Untaxed reserves – – 17.4 17.5
Provisions
Provisions for pensions. interest-bearing 14 26.7 27.8 – –
Provisions for deferred tax 6 – – 45.1 45.1
Restructuring reserves 15 54.5 154.3 – –
Other provisions 38.0 49.1 – –
Total provisions 119.2 231.2 45.1 45.1

Long-term liabilities
Interest-bearing long-term loans 14 15.5 50.2 – –
Other long-term liabilities 40.2 37.3 – –
Total long-term liabilities 55.7 87.5 – –

Current liabilities
Interest bearing short-term loans 14,16 1,631.5 1,841.0 2,484.0 2,807.6
Other short-term loans 6,17 1,010.3 1,046.0 15.6 30.6
Total short-term loans 2,641.8 2,887.0 2,499.6 2,838.2
TOTAL SHAREHOLDERS’ EQUITY AND LIABILITIES 4,377.5 4,426.7 5,032.9 5,322.0

Pledged assets 18 17.7 21.7 – –
Contingent liabilities 18 83.9 172.0 116.6 153.0



THE GROUP                                         PARENT COMPANY

SEK m 1999 1998 1999 1998
Operations
Operating profit/loss 692.2 668.8 -20.0 -27.7
Depreciation 188.2 149.7 0.1 0.2
Financial items -55.0 -65.0 218.8 282.2
Share in profits of associated companies -1.0 -1.2 -1.0 –
Taxes paid -100.3 -111.0 -0.7 –
Cash flow before changes to operating capital 724.1 641.3 197.2 254.7

Changes in operating capital
Stock-in-trade 7.8 -39.0 – –
Rental equipment -15.7 -9.6 – –
Current receivables 40.7 -337.5 10.4 -12.9
Current operating liabilities -33.6 -18.6 -15.0 17.8
Restructuring reserves utilised -118.8 -118.3 – –
Cash flow before investments 604.5 118.3 192.6 259.6

Direct net investments in machinery, fixtures & fittings and buildings -167.4 -131.8 -0.1
Operative cash flow 437.1 -13.5 192.6 259.5

Effects of company acquisitions and sales on activities -35.4 -579.6 -1.7 352.5
Disposal of Lifco excluding net liabilities – 622.5 – –
Change in long-term receivables 15.8 -1.3 -7.9 –
Change in deferred tax -43.2 -9.7 – –
Dividend paid. cash -147.6 -124.9 -147.6 -124.9
Dividend paid. Lifco – -510.5 – -536.1
Translation differences -19.2 -29.5 – –
Decrease + /Increase – of interest-bearing net debt 207.5 -646.5 35.4 -49.0
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Consolidated Accounts 
Getinge's accounts comprise the Parent

Company and all companies in which

Getinge Industrier AB directly owns more

than half of the shares’ voting rights.

Acquired companies are consolidated

in the Consolidated Accounts in accor-

dance with the acquisition method. Arjo is

reported from the 1995 merger in accor-

dance with the pooling method.

Companies acquired during the year

have been included in the Consolidated

Income Statement from the date of acqui-

sition. An assessment of deferred tax on

acquired untaxed reserves is made in con-

junction with the acquisition. Deferred tax

on the difference between the calculated

market values of assets and liabilities and

the fiscal residual value are further calcu-

lated to the extent that the difference is not

included in untaxed reserves.

When eliminating internal transactions,

the fiscal effect is also calculated on the

basis of rates of taxation then applicable in

the respective country.

Untaxed reserves earned after the

acquisition are, in the Consolidated

Balance Sheet, divided into deferred tax

liability and restricted shareholders’ equi-

ty, employing the effective rate of taxation

in the respective country.

Getinge employs the current method

when converting foreign subsidiary com-

panies' Balance Sheets and Income

Statements. This means that all assets and

liabilities in the subsidiaries are converted

at the closing day rate, whilst all items in

the Income Statements are converted at

the average rate. The translation differ-

ences arising in this context are an effect

both of the difference between the average

rates of the Income Statements and the

closing day rates, and of the fact that net

investments are converted at a different

rate at the end of the year than at the

beginning of the year. Translation differ-

ences are not carried forward in the

Income Statement and are instead carried

directly to equity.

The Parent Company, or Parent

Companies of Sub-Groups, raise loans, or

enter future contracts in foreign curren-

cies, as a balance against net investments

in foreign subsidiaries. The exchange rate

differences on these loans/futures, after

deductions for fiscal effects attributable

thereto, have been carried directly to equi-

ty in the Consolidated Balance Sheet to

the extent that they correspond to the

translation difference in the shareholders’

equity in the foreign subsidiaries hedged

in this fashion.

Revenue recognition
Income is included in the accounts princi-

pally when all risks and rights connected

with the ownership have been transferred

to the buyer, which usually occurs in con-

nection with delivery. For customer-spe-

cific orders where work in progress is

more than 90% complete and it is possible

to calculate remaining costs with full cer-

tainty, the total order value is included in

accrued income in the Balance Sheet and

provision is made for the remaining costs

under accrued costs. 

Foreign currencies
Receivables and liabilities in foreign cur-

rencies

Receivables and liabilities in foreign cur-

rencies are valued at the closing day rates

and unrealised exchange rate profits and

losses are included in the results. Future

hedged receivables and liabilities have

been valued at the valid futures rate.

Advances from customers are booked

at the exchange rates applying when each

advance was received, since a liability to

pay is not envisaged.

Exchange rate profits (losses) on oper-

ating-related receivables and liabilities are

reported as other operating income (oper-

ating costs). 

Exchange rate differences regarding

financial assets and liabilities are reported

under Other Financial Items. See also

above regarding translation differences,

etc. under "Consolidated Accounts".

Hedging of future flows

Futures contracts relating to the hedging

of future in and out payments in foreign

currency are not valued at closing day

rates. To safeguard the value of the

income from foreign hedging, the Group

assesses the future commercial net (cash)

flow. The difference between the future

contracts amount and the liquid amount

received is safeguarded in the accounts at

the original futures rate by buying and

selling the difference in foreign currency.

Tangible fixed assets
Tangible fixed assets, consisting of

machinery, equipment  and properties, are

reported at their acquisition value with

deductions for the accumulated deprecia-

tion according to plan. 

Depreciation according to plan
Depreciation according to plan is based on

the acquisition values of the assets and

their estimated economic lifespans.

Depreciation according to plan, %

Production machinery 7

Machines and equipment 7

Production tools 20

Vehicles 25

Computer equipment 33

Buildings 3

Land improvements 3

Land 0

Consolidated goodwill arising in conjunc-

tion with corporate acquisitions is depreci-

ated linearly according to the plan drawn

up for each acquisition over their antici-

pated economic life. For long-term strate-

gic corporate acquisitions, the depreciation

period can be extended to up to 20 years,

from the maximum 10- year period other-

wise applied. This is the case with the

goodwill item in most of the Group’s

acquisitions, when the companies referred

to are of a medical-technical nature with

base products that are deemed of strategic

importance for the Group.

Stock-in trade
Stock has been valued at whichever is the

lower of the acquisition value in accor-

dance with the first in/first out (FIFO)

principle, and true value. The stock-in-

trade includes a share of indirect costs that

is related to this. With regard to customer-

specific orders, see above under the head-

ing "Revenue Recognition".

Accounts receivable
Accounts receivable are reported net after

allocation for uncertain accounts receiv-

able. Allocations for uncertain accounts

receivable are based on individual assess-

ments of the accounts receivable, taking

expected customer losses into account.



Research and development
Research and development costs are carried

to operating costs directly when they arise.

Pensions
All pension commitments not taken over

by insurance companies, or otherwise

hedged through funding by an external

party, are reported under liabilities in the

Balance Sheet. 

Taxes
The Parent Company's taxes consist partly

of tax paid, when this is current, and partly

of deferred tax on transitional reserves

which are attributed to the company’s prof-

it on the transfer of shares in a subsidiary to

another company within the Group.
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Tax legislation in Sweden allows for

allocation to special reserves and funds.

Companies can thus, within certain limits,

dispose and retain reported operating prof-

its without being immediately taxed. The

untaxed reserves are subject to tax only

when they are dissolved for reasons other

than covering losses. Taxation of the tran-

sitional reserves for the transfer of shares

within the Group is current for the Parent

Company if, and when, the transferred

shares are sold out from a Sub-Group to a

new owner outside the Group.

Financial leasing
Properties, which are utilised under leasing

agreements on terms and conditions where-

by the Getinge Group enjoys benefits there-

of and bears the financial risk associated

with the use of the properties for the major-

ity of their economic life, are reported as

assets at the value of the minimum leasing

fees, and with deductions for the annual

depreciation, in the same manner as if the

asset was owned. Remaining payment lia-

bilities are reported under Liabilities. 

Surplus funds from SPP
A total of SEK 41.5 million of SPP's sur-

plus funds is available for future allocation

in the Group and has not been taken up as

revenue. Based on the current bonus vol-

ume and SPP's proposal on repayment of

the surplus, this corresponds to bonus

repayments over approximately 9 years.

NET SALES OPERATING PROFIT 1)

NOTE 1 Net sales and profit per division and geographic market 1999 1998 1999 1998

Geographic market 

Sweden 269.1 239.0 83.3 98.1

Nordic countries, other 139.8 125.0 17.9 23.0

Western Europe, other 2,144.5 1,826.0 365.6 307.8

Eastern Europe 70.4 156.5 3.6 8.1

USA & Canada 1,866.0 1,662.8 197.4 186.1

Asia, Australia, Africa, Middle East, 

Latin America 394.9 335.7 24.3 29.8

Total 4,884.7 4,345.0 692.2 652.9

Division

Infection Control 2,811.1 2,615.7 365.4 363.0

Geriatrics 2,007.7 1,663.0 320.3 282.9

Others 65.9 66.3 6.5 7.0

Total 4,884.7 4,345.0 692.2 652.9
1) 1998, before the disposal of the Distribution (Lifco) business area, SEK 15.9 million.

THE GROUP                                   THE PARENT COMPANY

NOTE 2 Acquisition values of fixed assets, etc. 1999 1998 1999 1998

Intangible fixed assets (goodwill)

Opening acquisition value 1,169.8 1,040.0 – –

Purchases incl. corporate acquisitions 33.6 575.1 – –

Disposals/scrapping -3.0 -484.8 – –

Translation difference 6.0 39.5 – –

Closing accumulated acquisition value 1,206.4 1,169.8 – –

Opening depreciation -135.6 -139.2 – –

Disposals/scrapping 2.5 51.8 – –

Depreciation for the year -60.7 -43.0 – –

Translation difference 0.1 -5.2 – –

Closing accumulated depreciation -193.7 -135.6 – –

Closing residual value according to plan 1,012.7 1,034.2 – –

Disposals/scrapping for 1998 refers entirely to the goodwill relating to the dividend in kind of Lifco.
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THE GROUP                                   THE PARENT COMPANY

NOTE 2 (cont.) 1999 1998 1999 1998

Tangible fixed assets, specification

Opening acquisition value 1,300.7 1,137.0 4.1 4.1

Purchases, incl. corporate acquisitions 273.6 440.5 – 0.1

Disposals/scrapping/reclassifications -87.1 -310.6 -0.1 -0.3

Translation difference 7.4 33.8 – –

Closing accumulated acquisition values 1,494.6 1,300.7 4.0 3.9

Opening depreciation -616.7 -547.2 -0.6 -0.6

In new companies on acquisition -26.0 -115.6 – –

Disposals/scrapping/reclassifications 29.4 170.1 – 0.3

Depreciation for the year -127.5 -106.8 -0.2 -0.2

Translation difference -5.5 -17.1 – –

Closing accumulated depreciation -746.3 -616.6 -0.8 -0.5

Closing residual value according to plan 748.3 684.1 3.2 3.4

Disposals/scrapping for 1998 refers entirely to the goodwill relating to the dividend in kind of Lifco of -SEK 73.7 million.

Buildings and land 

Opening acquisition value 507.7 482.3 3.4 3.4

Purchases, incl. corporate acquisitions 18.7 120.5 – –

Disposals/scrapping -18.8 -107.3 – –

Translation difference 0.1 12.2 – –

Closing accumulated acquisition values 507.7 507.7 3.4 3.4

Opening depreciation -138.8 -145.1 -0.3 -0.3

In new companies on acquisition – -6.0 – –

Disposals/scrapping 2.0 26.7 – –

Depreciation for the year -18.3 -11.4 -0.1 -0.1

Translation difference -0.4 -3.0 – –

Closing accumulated depreciation -155.5 -138.8 -0.4 -0.4

Closing residual value according to plan 352.2 368.9 3.0 3.0

Machinery and other technical equipment

Opening acquisition value 343.9 360.7 – –

Purchases incl. corporate acquisitions 74.4 46.4 – –

Disposals/scrapping -12.2 -70.0 – –

Translation difference 3.7 6.8 – –

Closing accumulated acquisition values 409.8 343.9 – –

Opening depreciation -208.2 -212.7 – –

In new companies on acquisition – -12.3 – –

Disposals/scrapping 9.9 50.3 – –

Depreciation for the year -36.3 -28.7 – –

Translation difference -3.0 -4.8 – –

Closing accumulated depreciation -237.6 -208.2 – –

Closing residual value according to plan 172.2 135.7 – –

Equipment tools and installations

Opening acquisition value 326.5 289.7 0.7 0.7

Purchases incl. corporate acquisitions 109.9 149.9 – 0.1

Reclassifications – – – –

Disposals/scrapping -51.5 -124.5 -0.1 -0.3

Translation difference -1.7 11.4 – –

Closing accumulated acquisition values 383.2 326.5 0.6 0.5

Opening depreciation -194.9 -189.6 -0.3 -0.3

In new companies on acquisition – -30.4 – –

Disposals/scrapping/reclassifications 18.7 88.8 – 0.3

Depreciation for the year -48.0 -56.3 -0.1 -0.1

Translation difference 2.0 -7.3 – –

Closing accumulated depreciation -222.2 -194.8 -0.4 -0.1

Closing residual value according to plan 161.0 131.7 0.2 0.4
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NOTE 2  (cont.) 1999 1998 1999 1998

Rental equipment

Opening acquisition value 107.0 – – –

Purchases incl. corporate acquisitions 56.5 111.0 – –

Disposals/scrapping/reclassifications 3.5 -7.3 – –

Translation difference 5.3 3.3 – –

Closing accumulated acquisition values 172.3 107.0 – –

Opening depreciation -74.8 – –

In new companies on acquisition -26.0 -66.8 – –

Disposals/scrapping/reclassifications -1.2 4.5 – –

Depreciation for the year -24.9 -10.3 – –

Translation difference -4.1 -2.2 – –

Closing accumulated depreciation -131.0 -74.8 – –

Closing residual value according to plan 41.3 32.2 – –

New work in progress

Opening acquisition value 1.3 0.7 – –

Purchases incl. corporate acquisitions 14.1 2.0 – –

Reclassification -1.1 -1.4 – –

Translation difference – – – –

Closing accumulated acquisition values 14.3 1.3 – –

Advances pertaining to tangible fixed assets

Opening acquisition value 14.3 3.6 – –

Reclassification -7.0 – – –

Purchases incl. corporate acquisitions – 10.7 – –

Closing accumulated acquisition values 7.3 14.3 – –

The total tax assessment value of the Group’s properties in Sweden was SEK 65.4 million (65.7 m), of which SEK 5.8 million (6.0 m) is for land.

Specification of depreciation for the year

Buildings and land -18.3 -11.4 – –

Machinery and other technical installations -36.3 -28.7 – –

Equipment, tools and installations -48.0 -56.3 -0.2 -0.1

Rental equipment -24.9 -10.3 – –

Total depreciation, tangible fixed assets -127.5 -106.7 -0.2 -0.1

Intangible assets (goodwill) -60.7 -51.6 – –

Total depreciation, fixed assets -188.2 -158.3 -0.2 -0.1

Depreciation is included in the operating profit’s sub-items.

THE GROUP                                   THE PARENT COMPANY

NOTE 3 Interest 1999 1998 1999 1998

Interest income from subsidiaries – – 83.3 82.0

Other interest income 25.9 23.4 4.0 5.8

Interest expenses, subsidiaries – – -17.3 -31.8

Other interest expenses -77.6 -86.1 -77.2 -75.6

Total interest -51.7 -62.7 -7.2 -19.6

THE GROUP                                   THE PARENT COMPANY

NOTE 4 Other financial items 1999 1998 1999 1998

Dividend from subsidiaries – – 189.7 104.0

Group contribution from subsidiaries – – 7.0 59.5

Profit on internal sales of shares in subsidiaries – – – 160.7

Currency gain/loss 4.1 2.8 32.1 -21.1

Other -7.4 -5.1 -2.8 -1.2

Total, other financial items -3.3 -2.3 226.0 301.9

The parent company has raised loans or entered into futures contracts in foreign currencies as a balance against the net assets in subsidiaries. SEK

22.3 million (-25.3 m) of the exchange rate differences on these loans/futures has been carried directly to shareholders’ equity in the Consolidated

Accounts during 1999. 
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THE PARENT COMPANY

NOTE 5 Appropriations 1999 1998

Changes in depreciation in excess of plan 0.1 -0.1

Total 0.1 -0.1

THE GROUP                                   THE PARENT COMPANY

NOTE 6 Taxes 1999 1998 1999 1998

Tax cost

Actual tax cost -100.3 -111.0 -0.7 –

Deferred tax -58.2 -14.9 – -45.1

Total tax cost -158.5 -125.9 -0.7 -45.1

Tax recoverables/liabilities

Current tax recoverables – – – –

Current tax liabilities -75.9 -52.4 -1.0 -0.6

Deferred tax recoverables 48.4 63.5 – –

Deferred tax liabilities – – -45.1 -45.1

Total net tax recoverables/liabilities -27.5 11.1 -46.1 -45.7

Full provision for tax has been made, which also covers ongoing disputes with the tax authorities. Fiscal deficits in separate countries which, when

utilised in full, correspond to an asset value of approximately SEK 130 million (59 m), are not included in the balance sheet, whilst SEK 170.8 million

(140.6 m) has been taken into the Balance Sheet.  

Unlike the Group accounts, the parent company’s accounts cannot take deferred tax on untaxed reserves into consideration. The deferred tax lia-

bility on untaxed reserves in the Parent company amounts to SEK 4.9 million (4.9 m); the deferred tax cost for the year was SEK 0.0 million (0.0 m).

Deferred tax on transitional reserves that relates to the parent company’s profit from inter Group share transfers of SEK 45.1 million has been

charged to the parent company equity but has been cancelled in the Group’s figures.

NOTE 7 Shares in subsidiaries

Registered Swedish company Number of Book value Book value

Parent company’s holding office reg. no. shares 1999 SEK m 1999 SEK m 1998

Arjo AB Eslöv 556473-1700 23,062,334 2 008.6 2 008.6

Axima Instrument AB Solna 556058-7809 2,500 3.5 3.5

Getinge AB Halmstad 556031-2687 50,000 452.2 452.2

Getinge Aeroplane AB Halmstad 556535-6317 100 0.1 0.1

Getinge Airship AB Halmstad 556535-6309 100 0.1 0.1

Getinge Disinfection AB Halmstad 556042-3393 25,000 117.7 117,7

Getinge Letting AB Göteborg 556495-6976 1,000 0.1 0.1

Getinge Skärhamn AB Tjörn 556412-3569 1.000 5.7 3.4 1)

LIC Audio AB Solna 556058-7460 1,000 5.6 5.6

Getinge Australia Pty Ltd Australia 39,500 8.6 8.6

Getinge D.S.E. NV Belgium 600 1.5 1.5

Getinge/Arjo A/S Denmark 508 1.5 1.5

OY Getinge AB Finland 15 0 0

Getinge/Arjo France SA France 150,250 216.3 216.3

Getinge/Castle International Ltd Greece 100 0.2 – 2)

Getinge Scientific KK Japan 10,000 0.6 0.6

Getinge Sterilizing Equipment Inc Canada 1,230,100 1.3 1.3

Getinge Industries Zhuhai (Ltd) China 1,000 1.1 1.1

Getinge/Arjo A/S Norway 4,500 5.0 5.0

Getinge Poland Sp Zoo Poland 500 12.7 12.7

Getinge Reinsurance AG Switzerland 2,000 12.7 12.7

NeuroMédica SA Spain 40,000 15.6 15.6

Getinge South Africa (Pty) Ltd South Africa 500 7.9 7.9

Arjo Holding Österreich GmbH Austria 500 0.4 0.4

Getinge Industrier GmbH Austria – – 0.3 3)

Total book value 2 879.0 2 876.8

The parent company’s holdings of shares in the subsidiaries constitutes the entire capital and voting rights of the respective company.
1)  Shareholders’ equity in Getinge Skärhamn AB has risen by SEK 2.3 million through shareholders’ contributions.
2)  The recently established company Getinge/Castle International Ltd has taken over the Greek operations, previously run by a sub-subsidiary.
3)  Getinge Industrier GmbH has been transferred to Arjo Holding Österreich GmbH.



Subsidiaries of sub-Groups: 

The Getinge Industrier Group, with its busi-

ness in many countries, is organised into sub-

Groups in several categories, and the legal

structure cannot therefore be reflected in a

tabular presentation.

The following is a list of the companies

which are part of Getinge Industrier’s sub-

Groups. The ownership interest is 100% in all

cases except that of Lequeux Algérie, where

the Group’s voting rights and share of the cap-

ital is 76%. The outstanding minority in

Lequeux Algérie is, from the point of view of

the Group, very small, and has not been

included as an item in the consolidated

accounts. Minority shareholdings of 5% and

20% exist in Getinge Kemiterm A/S and

Medibol Beheer BV, respectively, which, due to

the basis of the existing agreement, have been

taken up in the consolidated accounts as

Group associates, by having their future

redemption prices entered as liabilities.

Sweden: Arjo Finance Sweden AB, 556473-1718 Eslöv

Arjo Holding AB, 556402-6663 Eslöv

Arjo Hospital Equipment AB, 556090-4095 Eslöv

Arjo International AB, 556528-1440 Eslöv

Arjo Sverige AB, 556528-4600 Eslöv

Fjärrbilar Lastbils AB, 556496-6728 Göteborg

Getinge Development AB, 556004-5444 Halmstad

Getinge Fleet AB, 556467-9560 Halmstad

Getinge Hospital AB, 556547-8780 Halmstad

Getinge Leasing AB, 556495-2371 Göteborg

Getinge Rental AB, 556495-6935 Göteborg

Getinge Scientific AB, 556547-8798 Halmstad

Getinge Sverige AB, 556509-9511 Halmstad

Getinge Uthyrnings AB, 556495-2363 Göteborg

Ronny Olofssons Service AB, 556376-9495 Östersund

Wadhwant Invest AB, 556559-8074 Stockholm

Algeria Leqeuex Algérie

Australia Arjo Hosp Equipm Pty Ltd Australia

Austria Arjo SIC GmbH

Getinge Industrier GmbH

Getinge Medizin-Geräte Service GmbH

Belgium Arjo Hospital Equipment NV SA

Medibo NV

Medibol Holding NV

Brazil Getinge Brasil Ltda

Czech Republic Arjo Hospital Equipment sro

Denmark Getinge-Kemiterm A/S

France Arjo Equipm Hosp SA

Filance SA

Getinge Production France SAS

Lancer SNC

Lequeux SA

Peristel SA

Stérilisation Médical International SA

Stirn SA

Germany Arjo Holding Deutschland GmbH

Arjo Systeme GmbH

Arjo-ZK Hospital GmbH

Getinge Medizin-Geräte Service GmbH

Getinge Produktions GmbH

Getinge Van Dijk Medizintechnik GmbH

Lancer Industrie GmbH

Meditechnik GmbH

Hong Kong Arjo Ltd Hong Kong

Getinge/Castle Asia Ltd

Italy Arjo Italia Spa

Omasa Getinge S.p.A.

THE S.p.A.

Japan Arjo Japan KK

Canada Arjo Canada Inc

Getinge/Castle Canada Ltd

Luxembourg Getinge Finance Sàrl

Getinge Luxembourg Sàrl

Netherlands Arjo Nederland BV

Getinge/Arjo Holding Netherlands BV

Getinge Holding BV

Getinge Nederland BV

Lancer Holland B.V.

Linden Holding BV

Medibol Beheer BV

Medibol Medical Products BV

Royal Linden BV

Poland Arjo Poland Sp.z.o.o.

Switzerland Arjo Sic AG Switzerland

Spain Arjo Spain S.A.

Leqeuex Española SL

UK Arjo Ltd UK

Buchanan Leasing Ltd

Getinge Disinfection Ltd

Getinge Industrier Holding UK Ltd

James Industries Ltd UK

Pegasus Egerton Ltd

Rowan Leasing Ltd

The Sterilizing Equipment Co Ltd

USA Arjo Inc USA

Arjo Manufacturing Co

Arjo USA Inc.

Getinge Disinfection Inc

Getinge/Castle, Inc

Grand Traverse Technologies Inc

Lancer USA Inc

Pegasus Airwave Inc
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NOTE 8 Shares in associated companies Capital and voting rights 1999 1998

Lunatronic Aps 25% 3.7 –

Steritec GmbH, Germany – – 4.2

Total 3.7 4.2

THE GROUP                                   THE PARENT COMPANY

NOTE 9 Stock-in-trade 1999 1998 1999 1998

Raw materials 335.2 306.0 – –

Work in progress 74.2 79.2 – –

Finished products 355.9 385.5 – –

Total 765.3 770.7 – –

THE GROUP                                   THE PARENT COMPANY

NOTE 10 Current receivables 1999 1998 1999 1998

Receivables from subsidiaries – – 2,094.4 2,353.2

Accounts receivable 1,344.5 1,322.7 – –

Tax receivable – – – –

Pre-paid expenses and accrued income:

– Profit recognised customer orders 105.3 148.6 – –

– Accrued interest income 0.2 11.5 0.1 11.3

– Other pre-paid expenses and accrued income 93.2 83.1 2.5 1.4

Other current receivables 79.7 98.0 – 0.2

Total current receivables 1,622.9 1,663.9 2,097.0 2,366.1
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NOTE 11 Unutilised overdraft facilities

The granted, unutilised overdraft for the Group was SEK 4.5 million (0). In addition to this, on 31 December 1999, there were outstanding current

promissory notes of SEK 1,114.5 million and secured, unused promissory notes for long-term credit of USD 200 million, or SEK 1,705.5 million at the

closing rate of exchange.

Share Restricted Unrestricted

NOTE 12 The Group’s shareholders’ equity capital reserves reserves Total

Opening balance 1/1/99 90.8 785.4 344.8 1.221.0

Dividend -147.6 -147.6

Net profit for the year 477.7 477.7

Transfers between restricted and unrestricted equity -137.3 137.3 –

Translation difference 9.7 9.7

Closing balance, 31/12/99 90.8 648.1 821.9 1,560.8

The wholly-owned subsidiary Arjo AB 556473-1700 has been consolidated since 1995 according to the pooling method.

Share Restricted Unrestricted

NOTE 13 Parent company’s shareholders’ equity capital reserves reserves Total

Opening balance, 1/1/99 90.8 2,044.7 285.7 2,421.2

Dividend -147.6 -147.6

Net profit for the year 197.2 197.2

Closing balance 31/12/99 90.8 2,044.7 335.3 2,470.8

The nominal value of each share is SEK 2.00. The share capital breaks down into 3,037,986 class A shares with 10 voting rights each, and 42,383,646

class B shares with one voting right each. 

THE GROUP  

NOTE 14 The Group’s interest-bearing debt 1999 1998 Change

Current interest-bearing debt to credit institutions 1,631.5 1,841.0 -209.5

Long-term debts to credit institutions 15.5 50.2 -34.7

Allocated to pensions 26.7 27.8 -1.1

Less liquid funds -158.8 -196.6 37.8

Interest-bearing debt, net 1,514.9 1,722.4 -207.5

Of the long-term debt, SEK 2 million (2.1 m) is due for payment in five years or later. 

NOTE 15 Restructuring reserves 31/12/98 Provision Utilisation Exchange rate difference 31/12/99

In connection with corporate acquisitions 154.3 20.1 –118.8 –1.1 54.5

Total 154.3 20.1 –118.8 –1.1 54.5

THE GROUP                                   THE PARENT COMPANY

NOTE 16 Current interest-bearing loans 1999 1998 1999 1998

Debts to credit institutions 1,631.5 1,841.0 1,607.5 1,735.1

Debts to subsidiaries – – 876.5 1,072.5

Total current interest-bearing loans 1,631.5 1,841.0 2,484.0 2,807.6

THE GROUP                                   THE PARENT COMPANY

NOTE 17 Other current liabilities 1999 1998 1999 1998

Debts to subsidiaries – – – –

Accounts payable 375.4 348.7 2.4 1.2

Tax liability 75.9 52.4 1.0 0.6

Accrued costs and pre-paid costs:

– Salaries 81.3 72.7 2.2 1.8

– Payroll overheads 36.2 38.8 1.2 1.2

– Commission 21.7 27.7 – –

– Remaining costs from profit recognised customer orders 6.7 16.7 – –

– Interest expenses 5.7 5.7 5.4 5.3

– Other accrued costs and pre-paid income 212.1 271.3 1.7 19.9

Advances from customers 66.8 90.5 – –

Other current debts 128.5 121.5 1.7 0.6

Total, other current liabilities 1,010.3 1,046.0 15.6 30.6
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NOTE 18 Contingent liabilities and pledged assets 1999 1998 1999 1998

Contingent liabilities

Blocked bank assets – 0.6 – –

Assets burdened with retention of title 17.7 21.1 – –

Total 17.7 21.7 – –

Pledged assets

Guarantees and other contingent liabilities 83.9 172.0 116.6 153.0

Total 83.9 172.0 116.6 153.0

Those assets burdened with retention of title earn revenue as security for interest-bearing liabilities to credit institutions. Last year various bank funds

were blocked as security for possible commitments.

Paid Due

NOTE 19 Leasing 1999 2000 2001 2002 2003 2004 >=2005

Financial leasing

Long-term, interest-bearing liability 5.8 1.9 2.0 2.2 2.1

Current, interest-bearing liability 4.5 5.4

Total financial leasing 4.4 5.3 5.7 1.9 2.0 2.2 2.1

Undertakings for operational leasing 38.8 49.4 34.3 19.7 13.2 11.5 29.0

Buildings Machinery

Fixed assets owned through financial leasing and land and plant

Acquisition value 22.7 6.4

Accumulated depreciation -7.7 -3.7

Book value, net 15.0 2.7

1999 1998

NOTE 20  Average number of employees, The Group Male Female Total Male Female Total

Australia 59 9 68 59 7 66

Austria 17 2 19 17 2 19

Belgium 33 4 37 22 3 25

Canada 28 8 36 27 9 36

China 9 1 10 5 1 6

Czech Republic 7 2 9 7 2 9

Denmark 45 7 52 25 4 29

Finland 6 3 9 6 1 7

France 343 64 407 320 68 388

Germany 163 53 216 158 45 203

Greece 2 1 3 3 1 4

Holland 100 34 134 106 31 137

Hong Kong 6 4 10 6 4 10

Italy 73 19 92 32 12 44

Japan 2 – 2 2 – 2

Norway 14 3 17 14 3 17

Poland 12 3 15 10 3 13

South Africa 32 6 38 49 7 56

Spain 10 10 20 9 7 16

Sweden 697 110 807 680 111 791

Switzerland 12 5 17 14 4 18

UK 484 140 624 322 65 387

USA 911 263 1.174 824 169 993

Total 3,065 751 3,816 2,717 559 3,276

1999 1998

The Parent company Male Female Total Male Female Total

Sweden 5 2 7 6 2 8
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NOTE 21 Staff costs

Total salary costs 1999 1998

The Group Management Other Total Management Other Total

Salaries and remuneration 58.9 1,243.3 1,302.2 52.8 989.9 1,042.7

Social security costs 9.1 254.8 263.9 7.5 212.2 219.7

Pension costs 4.8 53.3 58.1 4.8 51.3 56.1

Total 72.8 1,551.4 1,624.2 65.1 1,253.4 1,318.5

Salaries and renumerations 1999 1998

per country of which of which

The Group Management bonus Other Totalt Management bonus Other Totalt

Australia 1.4 0.1 13.7 15.1 1.3 0.2 11.4 12.7

Austria – – 5.7 5.7 0.7 – 5.9 6.6

Belgium 1.9 0.2 9.1 11.0 1.5 0.1 3.3 4.8

Canada 1.3 0.3 14.4 15.7 1.3 0.3 7.0 8.3

China – – 1.1 1.1 – – 0.5 0.5

Czech Republic 0.3 0.1 0.5 0.8 0.3 0.1 0.5 0.8

Denmark 1.7 0.1 17.9 19.6 1.3 0.1 10.8 12.1

Finland 0.8 0.1 1.9 2.7 0.6 – 1.6 2.2

France 4.8 1.3 93.6 98.4 4.4 1.3 83.5 87.9

Greece – – 0.8 0.8 – – 1.0 1.0

Germany 10.3 2.2 82.8 93.1 8.7 1.8 71.0 79.7

Hong Kong 1.8 0.3 2.5 4.3 1.9 0.2 2.9 4.8

Italy 2.6 0.9 25.5 28.1 2.4 1.0 11.8 14.2

Japan – – 1.2 1.2 – – 1.8 1.8

Netherlands 3.0 0.8 39.8 42.8 3.0 0.5 38.0 41.0

Norway 0.7 – 6.5 7.2 0.6 – 5.8 6.4

Poland 0.4 – 2.1 2.5 0.3 – 1.8 2.1

South Africa 0.3 – 4.5 4.8 0.3 – 5.0 5.3

Spain 1.6 0.3 3.5 5.1 1.5 0.3 3.8 5.3

Sweden 9.7 2.5 211.9 221.6 7.4 1.2 204.4 211.8

Switzerland – – 9.5 9.5 1.3 0.2 8.4 9.7

UK 11.3 1.9 194.3 205.6 6.5 1.9 110.3 116.8

USA 5.0 1.2 500.5 505.5 7.5 2.0 399.4 406.9

Total 58.9 12.3 1,243.3 1,302.2 52.8 11.2 989.9 1,042.7

Total salary costs 1999 1998

The Parent company Management Other Total Management Other Total

Salaries and remuneration 3.5 3.8 7.3 3.5 3.4 6.9

Social security costs 1.2 1.6 2.8 1.2 1.1 2.3

Pension costs 0.3 1.3 1.6 0.2 1.8 2.0

Total 5.0 6.7 11.7 4.9 6.3 11.2

A director’s fee, totalling SEK 250,000 (250) has been paid to the Chairman of the Board. Salary, remuneration and benefits totalling SEK 3,770,000

(3,499,000) have been paid to the President & CEO. In addition, the company has taken out a pension plan for the President & CEO for a maximum

premium, which is deductible, to come into force at the age of 65. Upon termination of employment by the company, the President & CEO is entitled

to salary during a period of notice corresponding to one year. Fees to other directors, amounting to a total of SEK 500,000 (406,000) have been paid.

Salaries and car allowance have been paid to other persons at Group management level. Housing benefit has also been paid to some persons on the

Group management team. The usual pension undertakings within the framework of the general pension scheme also exist. Upon termination of

employment by the company, the person given notice has the right to salary during a period of notice of at least 6 months and at most one year.
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NOTE 21 (cont.)

In March 1998, the company's major shareholder issued a number of share options in Getinge Industrier AB to the Group management and staff in

management positions at the Group. For each option the purchaser has paid the sum of SEK 14.00 to the seller, with an expiry date of  March 2003

and an exercise price of SEK 211. The holders of these options in March 2000 were as follows:

Group management: Country Number of options

Stefan Bengtsson Sweden 30,000

Harald Castler Sweden 30,000

Ulf Grunander Sweden 30,000

Christophe  Hammer France 30,000

Albrecht  Knauf Germany 30,000

Sven Kristensson Sweden 30,000

Johan Malmquist Sweden 60,000

Bengt Sjöholm Sweden 30,000

Andrew Wozencroft UK 30,000

32 people in management positions in the subsidiaries 152,100

Total 452,100

After the end of the financial year, the US  subsidiary introduced an options scheme for its executive management. The scheme covers around 20

executives and totals 310,000 options. The scheme runs from 25 January 2000 to 25 January 2005. The options’ exercise price will be calculated as

the difference between the initial value of SEK 97.55 and the rate in force on the day of redemption. The options holder has the right to redeem a

fifth of the issued options for each full year of employment. The Getinge Group has drawn up an insurance contract that fully covers any possible

price surge during the options’ duration. The holders of these options in March 2000 were as follows:

Country Number of options

Creighton White, member of Getinge’s Group management USA 60,000

Executive management of American subsidiaries USA 250,000

310,000

NOTE 22 Auditors THE GROUP THE PARENT COMPANY

Arthur Andersen is the Company’s auditor 1999 1999

Fees and remuneration

Auditing assignments 4.7 0.4

Other assignments 15.3 2.1

Auditing assignments refer to auditing carried out in accordance with Generally Accepted Accounting Principles in Sweden (see Audit Report, page

45). All other work comes under other assignments.

NOTE 23 Items affecting comparability

An item of SEK 15.9 million in the income statement for 1998 refers to the operating profit in the Distribution business area (Lifco) up to and includ-

ing 30 April 1998.  The line of buisness was disposed of in its entirity through a dividend in kind to the shareholders of Getinge Industrier AB on this

date.
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To the general meeting of the shareholders of Getinge Industrier AB
Corporate identity number 556408-5032

We have audited the annual accounts, the consolidated accounts, the accounting records and the administration of the board of directors

and the managing director of Getinge Industrier AB for the year 1999.  These accounts and the administration of the company are the

responsibility of the board of directors and the managing director.  Our responsibility is to express an opinion on the annual accounts,

the consolidated accounts and the administration based on our audit.

We conducted our audit in accordance with generally accepted auditing standards in Sweden.  Those standards require that we plan and

perform the audit to obtain reasonable assurance that the annual accounts and the consolidated accounts are free of material misstate-

ment.  An audit includes examining, on a test basis, evidence supporting the amounts and disclosures in the accounts.  An audit also

includes assessing the accounting principles used and their application by the board of directors and the managing director, as well as

evaluating the overall presentation of information in the annual accounts and the consolidated accounts.  As a basis for our opinion con-

cerning discharge from liability, we examined significant decisions, actions taken and circumstances of the company in order to be able

to determine the liability, if any, to the company of any board member or the managing director.  We also examined whether any board

member or the managing director has, in any other way, acted in contravention of the Companies Act, the Annual Accounts Act or the

Articles of Association.  We believe that our audit provides a reasonable basis for our opinion set out below.

The annual accounts and the consolidated accounts have been prepared in accordance with the Annual Accounts Act and, thereby, give

a true and fair view of the company’s and the group’s financial position and results of operations in accordance with generally accepted

accounting principles in Sweden.

We recommend to the general meeting of shareholders that the income statements and balance sheets of the parent company and the

group be adopted, that the profit of the parent company be dealt with in accordance with the proposal in the administration report and

that the members of the board of directors and the managing director be discharged from liability for the financial year.

Getinge, 10 March 2000

Mats Fredricson Torbjörn Svensson

Authorised Public Accountant Authorised Public Accountant



The Board
Carl Bennet, born 1951. 

Chairman of the Board since

1997.

Chairman of Elanders AB,

Halmstad University, Lifco

AB, Scanrec AB and Sorb

Industri AB.

Member of the Board of Modo

Paper AB and Telia AB.

Holds 6,073,386 Getinge

shares via a privately-owned

company.

Fredrik Arp, born 1953

Member of the Board since

1998.

President and CEO of

Trelleborg AB. 

Member of the Board of

Industriförbundet and Perstorp

AB.

Holds 1,500 Getinge shares 

Bo Damberg, born 1937

Member of the Board since

1999.

Director of Svenska Handels-

banken. Chairman of the SHB

Pension Foundation and asso-

ciated boards and the Åhlens

Foundation.

Member of the Board of the

Swedish Securities Council,

Atle Företagskapital AB,

Isaberg Rapid AB, Sandrew-

Metronome AB and the

Sandrew Foundation.

Holds 2,000 Getinge shares

Anders Frick, born 1945.

Member of the Board since

1997.

Former President of Arjo AB.

Deputy Chairman of Lifco AB.

Member of the Board of AB

Fagerhult, Nordbanken Södra

Regionen, Securitas AB,

Prostalund AB and Sweco AB.

Holds 8,000 Getinge shares.

Roger Holtback, born 1945. 

Deputy Chairman of the Board

since 1998. Member of the

Board since 1990. 

President and CEO of

Investment AB Bure. Chairman

of Gunnebo AB , Nobel

Biocare AB, Scribona AB and

the Nordic Capital Review

Committee. Deputy Chairman

of SNS. Member of the Board

of Investment AB Bure, TBG,

Monaco and Svenska Mässan/

Hotell Gothia.

Holds 15,000 Getinge shares

Johan Malmquist, 
born 1961.

President and CEO.

Employed since 1990.

Holds 5,000 shares and 60,000

options in Getinge.

Appointed by the Employees

Thomas Esko, born 1957.

Representative Member of the

Board on behalf of the Swedish

Metalworkers’ Union since 1996.

Employed by Getinge AB.

Holds 300 Getinge shares.

Leif Holmgren, born 1947.

Deputy Representative

Member on behalf of the

Swedish Metalworkers’ Union

since 1989. Employed by

Getinge Disinfection AB.

Holds 0 Getinge shares.

Gert Klarén, born 1944. 

Representative Member on

behalf of the Swedish

Foremen's and Supervisors'

Association, Ledarna, since

1989. 

Employed by Getinge AB. 

Holds 300 Getinge shares.

Anders Rendell, born 1965. 

Deputy Representative

Member on behalf of the

Swedish Union of Clerical and

Technical Employees in

Industry, SIF, since 1999.

Employed by Getinge

Disinfection AB.

Holds 300 Getinge shares.
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Carl Bennet Fredrik Arp Bo Damberg Anders Frick Roger Holtback

Johan Malmquist Thomas Esko Leif Holmgren Gert Klarén Anders Rendell
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Auditors

Mats Fredricson, born 1944. 

Authorised Public Accountant.

Arthur Andersen AB.

Company’s auditor since

1989.

Torbjörn Svensson, 
born 1953. 

Authorised Public Accountant.

Arthur Andersen AB.

Company’s auditor since

1999.

Group Management
Johan Malmquist, 
born 1961.

President and CEO.

Employed since 1990.

Holds 5,000 shares and 60,000

options in Getinge.

Stefan Bengtsson, 
born 1953. 

Vice President of the Hygiene

Systems product line and

President of Arjo Hospital

Equipment.

Employed since 1994.

Holds 1,000 shares and 30,000

options in Getinge.

Harald Castler, born 1957. 

Sales and Marketing Director

of Infection Control. 

Employed since 1988. 

Holds 3,000 shares and 30,000

options in Getinge.

Ulf Grunander, born 1954. 

Chief Financial Officer.

Employed since 1993. 

Holds 5,000 shares and 30,000

options in Getinge.

Christophe Hammer, 
born 1958.

Vice President of the

Disinfection product line and

President of Lancer S.A.

Employed since 1992.

Holds 0 shares and 30,000

options in Getinge

Albrecht Knauf, born 1951.

Sales and Marketing Director

of  Arjo.

Employed since 1980.

Holds 3,000 shares and 30,000

options in Getinge

Sven Kristensson, 
born 1962.

Vice President of the

Sterilisation product line and

President of Getinge AB.

Employed since 1998.

Holds 200 shares and 30,000

options in Getinge

Creighton White, 
born 1957.

President of Getinge Americas

Group and President of

Getinge Castle Inc.

Employed since 1995.

Holds 0 shares and 30,000

options in Getinge

Andrew Wozencroft, 
born 1952.

Vice President of the Patient

Handling and Antidecubitus

product lines and President of

Arjo Ltd.

Employed since 1978.

Holds 7,260 shares and 30,000

options in Getinge.

Johan Malmquist Stefan Bengtsson Harald Castler Ulf Grunander Christophe Hammer

Albrecht Knauf Sven Kristensson Creighton White Andrew Wozencroft
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Getinge 
Industrier AB (publ)
Box 69

SE-310 44 Getinge

Tel +46-35155500

Fax +46-3554952

info@getinge.com

www.getinge.com

President and CEO Johan

Malmquist

Australia
Arjo Hospital 
Equipment (Pty) Ltd
154 Lytton Road

Bulimba Qld 4171

Tel +61-733956311

Fax +61-733956712

President P. McLaughlin

Getinge Australia 
Pty Ltd
154 Lytton Road

Bulimba Qld 4171

Tel +61-733956311

Fax +61-733956712

President P. McLaughlin

Austria 
Arjo SIC GmbH
Föhrenweg 5

AT-6065 Thaur

getinge.thaur@getinge.at

Tel +43-5223493350

Fax +43-522349335070

President A. Knauf

Getinge Medizin-Geräte
Service GmbH
Föhrenweg 5

AT-6065 Thaur

getinge.thaur@getinge.at

Tel +43-5223493360

Fax +43-3954302130

President A. Knauf

Belgium 
Arjo Hospital 
Equipment NV SA
Twaalf Apostelenstraat 14

BE-9051 Sint-Denijs-

Westrem

info@arjo.be

Tel +32-92428642

Fax +32-92428643

President F. Robeers

Getinge D.S.E. NV
Nijverheidsstraat 2

BE-2160 Wommelgem

getinge@g-net.be

Tel +32-33542865

Fax +32-33542864

President D. de Decker

Brazil 
Getinge Brasil Ltda
Av. Dr Chucri Zaidan 920

9 andar Morumbi

CEP-04583-904 

Sao Paolo 

getinge@uol.com.br

Tel +55-1130484008 

Fax +55-1130484099

President L. Boaventura

Canada 
Arjo Canada Inc
Unit 536535

Millcreek Drive

Mississauga Ontario

L4W 4X3

info@arjo.ca

Tel +19-058138088 

Fax +19-058138072

President R. Scavuzzo

Getinge/Castle 
Canada Ltd
2740 Matheson, 

Blvd East

Mississauga Ontario

L4W 4X3

info@getingecastle.ca

Tel +1-905629877

Fax +1-9056298875

President R. Scavuzzo

China 
Getinge AB 
(Guangzhou) Office

Rm 2212. 22/F, Guangzhou

Exchange Square, No. 268 

Dong Feng Zhong Road,

510030 Guangzhou

getinge@public.

guangzhou.gd.cn

Tel +86-2083511499

Fax +86-2083511501

President S. Luo

Getinge AB 
Beijing Office

Room 512, 

Jinru Business Bldg A

No 13 Fuwai

Beijingfang Dongli, 

Xicheng district

Beijing 100037

Tel +86-1068317523

Fax +86-1068317543

President S. Luo

Czech Republic
Arjo Hospital 
Equipment sro
Strmà 35

CZ-616 00 Brno

arjocz@sky.cz

Tel +42-05754252 

Fax +42-0541213550

President M. Sovadina

Denmark 
Getinge/Arjo A/S
Firskovvej 23

DK-2800 Lyngby

Tel +45-45932727

Fax +45-45934120 

President O. Mortensen

Getinge Kemiterm A/S
Industrivej 6

DK-3540 Lynge

info@kemiterm.com

Tel +45-48163333

Fax +45-48189104

President H. Herman

Finland
OY Getinge AB
Båtbyggarevägen 18

FI-00210 Helsinki

getinge@getinge.fi

Tel +358-96824120

Fax +358-968241222

President P. Axberg

France 
Arjo Equipements 
Hospitaliers SA
Central Parc 4

Allée du Sanglier

FR-93421

Villepinte Cedex

Tel +33-149634700 

Fax +33-148614142

President A. Sayag

Getinge Production
France SA
17 Rue de la Gaudrée B.P.

103

FR-91415 Dourdan

Tel +33-160818400

Fax +33-160818484

President A. Sayag

Lequeux SA
17 Rue de la 

Gaudrée B.P. 103

FR-91415 Dourdan

Tel +33-160818400

Fax +33-160818484

President A. Sayag

Stérilisation Médical
International SA (S.M.I.)
921, Rue de la 

Croix de Lavit

FR-34197 Montpellier

Cedex 5

Tel +33-467917200 

Fax +33-467411667

President A. Sayag

Peristel SA
33 bis Route de Chartres

FR-91400 Gometz 

La Ville

Tel +33-160127171 

Fax +33-160125347

President A. Sayag

Stirn SA
33 bis Route de Chartres

FR-91400 Gometz La Ville

Tel +33-160127175 

Fax +33-160127170

President A. Sayag

Lancer SNC
30 Bd de l’Industrie

FR-31170 Tournefeuille

Tel +33-561151111 

Fax +33-561151616

President C. Hammer

Germany 
Getinge 
Produktion GmbH
Schachtstrasse 17

DE-45739 

Oer-Erkenschwick

Tel +49-236869050

Fax +49-2368690599

President  A. Heider

Getinge Service GmbH
Schachtstrasse 17

DE-45739 

Oer-Erkenschwick

Tel +49-236869050

Fax +49-2368690599

President  A. Knauf

Arjo Systeme GmbH
Rudolf-Diesel-Strasse 5

DE-65719 Hofheim

Tel +49-61228040 

Fax +49-6122804160

President R. Deschler

Meditechnik GmbH
Schmalbeck 18

DE-35625 Hüttenberg/

Rechtenbach

Tel +49-644197810 

Fax +49-644175705

President D. Klas

Arjo- 
ZK Hospital GmbH
Schachtstrasse 17

DE-45739 Oer-Erkenschwick

Tel +49-612218040

Fax +49-61221804160

President R. Deschler

Getinge Van Dijk
Medizintechnik GmbH
Postfach 1125

DE-47628 Straelen

Tel +49-283491330 

Fax +49-2834913366

President H. van Dijk / A.

Bosch

Greece 
Getinge & Castle Ltd
Areos 101

GR-17562 Palaio Faliro

Tel +30-19853017

Fax +30-19889697

President B. Wedeman

Hong Kong
Arjo Far East Ltd
2703 Apec Plaza

49 Hoi Yuen Road

Kwun Tong Kowloon

Tel +85-225089553

Fax +85-225081416

President S. Wong

Getinge/Castle Asia Ltd
China Aerospace

Techn. Centre

Room 1104 11th Floor

143 Hoi Bun Road

Hong Kong

Tel +852-25728032

Fax +852-28384003

President D. Leff-Hallstein

Italy 
Arjo Italia S.p.A.
Via della Marcigliana 532

Cancello 9

IT-00139 Roma

logos@arjo.it

Tel +39-0687127023

Fax +39-0687120640

President S. Dinale

Omasa Getinge S.p.A.
Via Villafranca 17

IT-00040 Ariccia (RM)

omasarm@interbusiness.it

Tel +39-06934631

Fax +39-0693422913

President S. Dinale
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THE S.p.A.
Via Villafranca 17

IT-00040 Ariccia (RM)

Tel +39-06934631

Fax +39-0693422913

President S. Dinale

Japan
Getinge Scientific K.K.
1-16-15 Room 302

Toyama, Shinjuku-ku

Tokyo 162-0052

Tel +81-352923081

Fax +81-352923082

President M. Kaneko

Luxemburg
Arjo International 
Sàrl
9, route des trois Cantons

G.D.de Luxembourg

Tel +352-2630701

Fax +352-26307060

President A. Knauf

Netherlands
Arjo Nederland BV
De Blomboogerd 

84003 BX Tiel

Postbus 6116

NL-4000 HB Tiel

info@arjo.nl

Tel +31-344640800

Fax +31-344640885

President R. Burgers

Royal Linden BV
Fruitenierstraat 27

Postbus 1004

NL-3330 CA Zwijndrecht

lindenbv@cybercomm.nl

Tel +31-786102433

Fax +31-786101582

President R. van Franck

Lancer Holland B.V.
Postbus 33

NL-6659 ZG Wamel

Tel +31-487518088

Fax +31-487517978

President K. Rietveld -

Simons

Medibol Medical 
Products BV
Peperstraat 3-5

NL 554 EG Valkenswaal

medibol@wxs.nl

Tel +31-402044296

Fax +31-402019183

President J. Bollen

Norway 
Getinge/Arjo A/S
Ole Deviksvei 4

NO-0666 Oslo

gano@c2i.net

Tel +47-23051180

Fax +47-23051199

President A. Corneliussen/

S. Hansen

Poland
Arjo Poland Sp. Z.o.o.
Ul. Walecznych 44

PL 03-916 Warszawa

Tel +48-226162916

Fax +48-226177689

President A. Borowski

Getinge 
Poland Sp. Z.o.o
Ul. Walecznych 44

PL-03-916 Warszawa

Tel +48-226162916

Fax +48-226177689

President J. Bartos

South Africa
Getinge 
South Africa (Pty) Ltd
P O Box 48492

0030 Hercules

getinge@mweb.co.za

Tel +27-123721370

Fax +27-123720970

President L. Hallberg

Spain 
Arjo Spain S.A.
Vallespir 13, Sant Joan

Despi

ES-08970 Barcelona

Tel +34-934773733

Fax +34-934773732

President M. Valdeolivas

Lequeux 
Española S.A.
Avenida de Burgos 16E

ES-28036 Madrid

Tel +34-913832427

Fax +34-913832393

President A. Sayag

NeuroMédica SA
Avenida de Burgos 16E

ES-28036 Madrid

Tel +34-917663922

Fax +34-917663666

President Å. Öhrström

Sweden 
Arjo International AB
Box 61

SE-241 21 Eslöv

info@arjo.se

Tel +46-41364500

Fax +46-413555586

President K. Svensson

Arjo Hospital 
Equipment AB
Box 61

SE-241 21 Eslöv

info@arjo.se

Tel +46-41364500

Fax +46-41313876

President S. Bengtsson

Arjo Sverige AB
Box 61

SE-241 21 Eslöv

info@arjo.se

Tel +46-41364500

Fax +46-41364583

President M. Johansson

Getinge Disinfection AB
Box 1505

SE-351 15 Växjö

info@sevxo.getinge.com

Tel +46-470779800

Fax +46-47020832

President R. Karlsson

Getinge AB
Box 69

SE-310 44 Getinge

info@getinge.com

Tel +46-35155500

Fax +46-3554952

President S. Kristensson

Getinge Skärhamn AB
Industrivägen 5

SE-440 60 Skärhamn

info@seska.getinge.com

Tel +46-304600200

Fax +46-304600229

President G. Linder

Getinge Sverige AB
Box 69

SE-310 44 Getinge

info@getinge.com

Tel +46-35155500

Fax +46-3554952

President J. Hansson

LIC Audio AB
Box 603

SE-194 26 Upplands Väsby

info@sesth.licaudio.se

Tel +46-859000450

Fax +46-859000490 

President C. Lundh

Switzerland 
Arjo SIC AG
Wartenbergstrasse 15

Postfach

CH-4020 Basel

Tel +41-613119784

Fax +41-613119742

President A.Knauf

UK 
Arjo Ltd UK
St. Catherine Street

Gloucester GL 1 2SL

Tel +44-1452428200

Fax +44-1452428337

President A. Wozencroft

The Sterilizing 
Equipment Co Ltd
Orchard Way 

Calladine Park

Sutton-In-Ashfield

Notts NG 17 1JU

Tel +44-1623510033

Fax +44-1623440456

President S. Parrish

Pegasus Egerton Ltd
Pegasus House

Waterberry Drive

Waterlooville, Hampshire

PO7 7XX

Tel +44-1705784200

Fax +44-1705784250

President A. Wozencroft

USA
Grand Traverse 
Technologies Inc
1167 Hastings Street

Traverse City, 

MI 49686-4318

gtti@gtii.com

Tel +12-319412041

Fax +12-319412046

President S. Bengtsson

Arjo Inc.
50 N. Gary Ave.

Roselle, IL 60172

Tel +1-6303072756

Fax +1-6303076194

President R. Scavuzzo

Getinge/Castle Inc
1777 East Henrietta Road

Rochester

NY 14623-3133

info@getingecastle.com

Tel +1-7164751400

Fax +1-7162725033

President C. White

Lancer USA Inc.
705 W. State

RD 434 Longwood

FL.32750

Tel +14-073278488

Fax +14-073271229

President J. Fry

Pegasus Airwave Inc.
5300 Broken Sound Blvd

Boca Raton

FL 33 847

pegasus_hr@msn.com

Tel +18-004434325

Fax +15-619890818

President R. Scavuzzo
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GETINGE INDUSTRIER AB (publ)
P. O. Box 69, SE-310 44 Getinge 

Telephone +46 35 15 55 00  Telefax +46 35 549 52
www.getinge.com


