











SWEP's certified dealers have access to a dedicated
DEALERSs portal on SWEP's eBusiness Website. This
allows them to place orders at any time online via a
secure and easy-to-use interface.

“The good thing for dealers is that they do not have to
keep heat exchangers in stock,” says Par Bjorkman,
Sales Manager Dealers at SWEP. “Orders placed before
11 am are shipped the same day and reach the customer
within 72 hours for most European countries. So, there is
no need to tie up capital, and no need for warehouse
space. Our certified dealers just use our simple web-
based ordering system. Of course, dealers can have
delivery to their own premises as well.”
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SWEP's eBusiness facility also provides a complete
overview of all outstanding orders and invoices. Dealers
link with SWEP's logistics solutions, keeping them
constantly informed about what is happening with
deliveries.

“It is easy to check stock levels and orders,” Bjorkman
says. “Moreover, all our heat-exchanger expertise is
available to dealers, in addition to training, support, dealer
events and a free listing on our website, so we can direct
enquiries to our certified dealers.

“SWEP offers its certified dealers dedicated online
support via a chat service,” he adds. “They can discuss
their own questions with SWEP's customer support and
be confident of getting answers relevant to their particular
situation.”

SWEP also offers helpful tools for everyday use, such
as a calculation program and marketing material to
support sales and give customers accurate answers
about CBEs. =

SWEP's 9-part plan for
boosting dealers' sales.

TOP BEST-SELLERS: A constantly updated list of the
best selling products for dealers' installers. Certified
dealers can always order those high-profile products.

INCREASE SALES: A complete package including
stickers, rollups, flags and SWEP's SSP software for
every SWEP Certified Dealer, making it easy to further
increase CBE sales.

HELPDESK: Free access to SWEP's online support
via our chat service. Quick and reliable answers to
dealers' questions.

PARTNER TRAINING: SWEP's extensive partner
training program will keep dealers up-to-date with the
latest information on products and marketing.

DESIGN TOOLS ON THE WEB: Dealers' certified staff
will have access to SWEP's website, with its easy-to-
use design facilities, such as a quick reference guide
and easy-select tool.

ACCESS TO SWEP CALCULATION SOFTWARE:
Certified dealers have access to free demo licenses
for SWEP's eBusiness concept and products, plus a
special dealer's version of SWEP's SSP calculation
software.

LISTING ON SWEP WEBSITE: Certified dealers will
have a listing on SWEP's public website, where
dealers' businesses are promoted.

ROAD SHOWS AND USER CONFERENCES:

SWEP presents regular events for certified dealers.
SWEP can also support dealers in stores and at their
own events with training in heat exchanger technology
and applications.

FREE SUBSCRIPTIONS: Certified dealers are entitled
to free subscriptions to eNews, press releases and
market information. Success stories can also be
provided to apply in dealers' own sales situations.
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Supporting customers

all over the world

In line with SWEP's overall goal of becoming a World Class Service company in every
respect, Customer Support can be reached easily worldwide.

“It is always easy to get in touch with our Customer
Support in Europe, North and South America and Asia,”
says Ulrika Nordqvist, Customer Support Manager.
As frontline employees, Customer Support is key to
SWEP’s aim of delivering World Class Service to its
customers.

“We have been given both more freedom and
responsibility to give our customers immediate support,”

Nordqvist says. “We should always be able to provide
correct and fast answers and we will have more authority
to take decisions than ever before.”

She also adds that the Customer Support group is vital
in enhancing the customer focus within the company.
“Our daily contact with our customers gives us realistic
feedback that is very valuable in the constant improvement
of our performance as a company.” m



Going ahead with ~_7
World Class Services

SWEP doesn’t want customers to be merely satisfied with the company's products and
services. It wants them to be delighted.

“We are empowering our staff to delight our customers by shipping, samples and prototypes, quotations and claims.
offering a constant high level of customer focus,” says “We have been listening carefully to our customers and
Ingemar Kristensson, WCS Project Manager at SWEP. we have learnt a lot from them,” Kristensson says. “Now is
“This is absolutely crucial to staying ahead of our the time to prove that we really are 'at your service', which
competitors.” The World Class Services (WCS) project is at the heart of SWEP's WCS initiative.” m

has identified a number of areas to be improved, such as

i

'

—




A1 O apinized evbetor
*esmned fop™
liexinie chillers




Henrik Bjerre, SWEP in Sweden, and
Alexander Bachler, SWEP in Switzerland,
measuring a DP300 prototype unit after
brazing to confirm the calculations and to
store data for future implementation of the
product in the plant

During the spring of 2009, SWEP will launch
the DP300, which is a dedicated R410A
evaporator for flexible chillers. Its high
performance will allow customers to develop
more efficient systems with high COPs.

“We have specifically designed a wide-capacity unit for R410A,
which is a relatively environmentally friendly refrigerant,” says
Henrik Bjerre, Project Manager for DP300 at SWEP. According to
Bjerre, world-leading compressor manufacturer Copeland has
scroll compressors that work well with R410A.

“In general, SWEP true duals can work on full or half load,” he
says. “When the DP300 is working on half load - with full
performance - one compressor rack is turned off, while the other
compressor rack is working with full power.”

Particularly interesting for chiller manufacturers is the fact that
the 50-300 kW capacity range enables them to develop standard
components more easily.

“For instance, the same frame size for a wide capacity range
enables the same piping design,” Bjerre says. “SWEP will also
release the DP300 with connections optimized for low, medium
and maximum loads to provide a broad spectrum of options for
customers.”

Bjerre highlights that the DP300 is an easy retrofit for SWEP's
existing D200 customers. “SWEP also aims to launch a version of
the DP300 in AlSI 304 steel, which provides more flexibility for
manufacturers with applications that do not require standard 316
materials,” he says.

The DP300 is in line with SWEP's concept of “less is more”,
which means that as little material as possible is doing as much
as possible.

“The DP300 utilizes less material per heat load, which
provides high kw per kg,” Bjerre says. “The unit plate pattern is
also specially designed for dealing with the high design pressures
that R410A systems require.”




Expect more

Expect change

We've been successfully providing some of the best
solutions for heat transfer and accompanying technologies
for 25 years now. And we’re building on that success by
offering you more of the same — that’s turning our satisfied
customers into delighted ones.

But not everything is the same. We have a new look,
together with new enthusiasm, and we’re working hard on
new solutions that are kinder to our environment, yet give
you even greater economies.

We’'re changing for the better.

Let us tell you how our solutions can make your world a
little better.

swep.net
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