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As a company Vimek is standing on a firm 
foundation with a history dating back 
more than 100 years ago. What started as 
a forge in Vindeln in 1912 has 
developed to become today’s 
market-leading manufacturer 
of small harvesters and for-
warders. The company’s first 
contact with the forest man-
agement sector took place in 
the 1930s when the company, then called 
Vindelns Mekaniska Verkstad, started 
manufacturing Vindel hooks – lifting 
hooks for woodworkers. Towards the end 
of the 1970s, the company focused even 
more on forest management and over the 
years that followed many innovative prod-
ucts for the private forest owner were de-
veloped, such as Vimek woods processors, 
wood splitting machines, the wood pro-

cessor Vimek G80 and a terrain vehicle. 
In 1982 the company changed its name to 
Vimek and moved to new premises in 

Lidbacken’s industrial zone in 
Vindeln. The rest is, as we used 
to say, history.

“Since the autumn of 2013 
Vimek is owned by Cranab AB 
and thereby member of the 
Cranab Group. This is a strong 

quality stamp,” Fredrik says.

Subsidiary in Brazil

The company’s product range currently 
consists of five machines in serial production. 
The company is constantly under technical 
development and is focused on getting 
established on new export markets. Today, 
Vimek’s machines are sold on 20 different 
markets and even more are coming up.

THE PAST TWO YEARS have undoubtedly been successful 

for us at Vimek. During this period we have experienced very 

positive market development, both in Sweden and on export 

market. More and more people notice the benefits of a Vimek 

machine – more low impact forestry without damage to the 

soil, easy operation, fuel efficiency, reliability and high quality.

OUR FUTURE PLANS for the company are long-term and as 

early as now, after the first quarter of 2015, we can see the 

results of our long-term market plans for positive development 

of new export markets. We will focus on the Scandinavian, 

Europe and South American markets in addition to the  

important Swedish market. On page 10 you can read an  

interview with Vimek’s first retail dealer in the USA, the well- 

established company Multitek. They talk about the need for 

small and considerate forest machines in the USA and how 

they decided to work with us in particular.

NOW THAT WE HAVE STARTED setting up our business in 

the USA. Canada is our next North American market to take 

over in 2015. In South America we and our owner, Cranab 

Group, concentrate our efforts on a joint company in southern 

Brazil. This is a venture that seems unbelievably exciting as it 

is something completely different from everything we have 

done so far, but where we also see an enormous demand for 

small-scale forest machines. We predict that we will distribute 

large volumes of our machines in Brazil and it is with delight 

that we take Vimek to new parts of the world! 

HERE ON HOME GROUND we have recently strengthened our 

organisation by employing Maria Öhman as new market  

manager for the Scandinavian markets. On page 5 you can get 

to know Maria a little better as she talks about who she is and 

what experience she brings to the company, when she’s now a 

member of our Dream Team. If everything goes as planned, 

we will continue to recruit new, skilled employees in the autumn.

WITH SOME FANTASTIC YEARS behind us, we look forward 

to an exciting future, to say the least. It is with pleasure that I 

go to work every day and this is so thanks to our committed and 

competent staff. And thanks to you, our fantastic customers, 

of course! 

Enjoy reading!

Fredrik Lundberg, CEO Vimek AB

Smaller and lighter machines are in line with the natural 
development of modern forest management. By offering 
this type of machines, which are also reliable, robust and 
fuel-efficient, Vimek has become the leading actor on the 
European market. 

“Vimek is a strong brand which stands for high Swedish 
quality,” says Fredrik Lundberg, CEO.

A trace on the 

market, not in 

the forest 

Maj Lindberg at the assembly line.

For modern forest 
management

DID YOU KNOW?
…there are no other harvesters of 

Vimek’s size? Vimek’s harvesters have 

a dual steering function, which means 

that they are controlled both at the 

middle and at the front axle. This helps 

achieve extremely high manoeuvrabili-

ty, which adapts the operation to the 

forest and not the other way round. 

You can even configure the machine 

so that the front and rear wheels do 

not go in the same groove, thanks to 

which the soil is protected even more.Roxx Communication Group
+46(0)492-793 00  |  www.roxx.se
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“We have a long-term plan to grow  
and establish ourselves on new markets. 
We have been received very well so far.  
An effective and easily operated forest  
machine which does not destroy the forest 
and important root systems where it goes is 
in demand in many countries. Our machines 
are also kind to both the environment and 
your wallet because their small but strong 
motors are fuel-efficient,” says Fredrik.

With a newly set turnover record and 
successful investments in both the USA and 
Canada, Vimek is set on trying the Brazilian 
market and is opening a subsidiary there.

“We will sell our own and Bracke Forest’s 
planting machines there.”

Bracke Forest is also part of the Cranab 
Group, which also includes the brand 
Slagkraft.

“This venture is possible thanks to the 
strong group that Cranab Group is. Our 
advantage is that we have a large organi-
sation of manufacturing companies with 
common interests and suppliers. We can get 
better conditions together,” says Fredrik 
and adds:

“We help each other out with product 
development and we complement each 
other’s competence.” 

Equality is a key issue 

25% of Vimek’s 20 employees are women, 
which stands out in an otherwise male- 
dominated business sector. 

“We work on equality a lot and we 
consider the fact that we have many women 
here with us definitely as an advantage. 
There are an enormous amount of female 
forest owners and they tend to be very 
know ledgeable and meticulous with how 
their forests are managed. We are ready to 
meet their requirements,” says Fredrik.

It is easy to see that the past few years 
have been very successful for Vimek. The 
demand for their machines, both in Sweden 
and in the rest of the world, has been high 
and Fredrik sees a bright future. 

“Our staff are exceptionally diligent 
and have enormous knowledge, this is our 
strongest suit. In addition, our machines 
are unique in many respects and they also 
have a high second-hand value. Not many 
can brag about that.  

“Our staff are exceptionally diligent and have enormous knowledge, 
this is our strongest suit”, says CEO Fredrik Lundberg.

Vimek’s product range currently consists of five machines.  Today the machines are sold on 20 different markets and even more are coming up.

of Vimek’s employees are women.
25%
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Maria’s latest job was marketing manager for a 
Norwegian company which established itself on 
the Swedish market in 2010.

“Since the company was relatively new when I 
started working there, I  had the opportunity to 
be part of building a sustainable and stable plat-
form for the Swedish company. Building some-
thing from scratch has really given me a solid 
foundation with numerous good and useful  
experiences which I bring along with me to 
Vimek,” says Maria.

She has also worked at Olofsfors AB for 12 years, 
both in sales and in marketing communication. 
She started with sales, but since marketing, com-
munication and participating in trade fairs and 
customer visits “where the action is” is what Maria 
has very much at heart, after a few years she took 
over all internal and external marketing commu-
nication at Olofsfors with everything in which 
this entails.

“Customer service is very important to me. It 
is always equally cool to be part of trade fairs and 
activities, and to listen to the customers’ know-
ledge and experience. There is usually always a 
mixture of praise and blame, but this is what 
strengthens and develops a company.

Belief in the products

As marketing manager for the Scandinavian  
market at Vimek, Maria will be responsible for 
both retail dealers and end-customers in order to 
additionally reinforce Vimek’s positions.

“We have retail dealers at twelve locations 
around the country and in many cases we work 
directly with the end-customer. Our customers 
range from forest companies and contractors to 
schools and private forest owners. I look forward 
to this variety!

Another thing she looks forward to is meeting 
retail dealers and customers.

“I bring along both, new faces and old con-
tacts,” she says and continues: 

“I like the challenge that lies ahead. My goal is, 
of course, to increase the sales, make Vimek stand 
out and prosper. If we look at today’s forestry, 
lighter and considerate machines are in fashion. 
All of them have as little an impact as possible in 
order to achieve sustainable long-term forestry, so 
Vimek’s machines are really on time. To me this 
is the obvious choice. 

With her experience and hunger for new chal-
lenges,  she hopes to be part of an even stronger 
Vimek in the future.

“This is an already well-established company, 
but I believe and hope that I can contribute with 
something that strengthens the company addi-
tionally!” 

Vimek’s latest reinforcement in 
sales is Maria Öhman. 

She steps in as market manager 
for the Scandinavian market and 
brings in her extensive experience 
from the construction and forest 
management sector. 

“It feels incredible to be back 
to the forest again,” Maria says 
with a big smile.

Maria Öhman 
new market manager with high objectives

PRESENTING MARIA
AGE: 36 

WORK TASKS: Market manager on the 

Scandinavian market.

PREVIOUS EXPERIENCE: Marketing 

manager at Tellefsdal, sales and market 

communication at Olofsfors AB.

LIVES: In Nordmaling.

FAMILY: Husband and two daughters aged 

11 and 13.

LEISURE TIME INTERESTS: I love exercise  

and I like training in all forms. I like trekking in 

woods and fields, picking berries and 

mushrooms. I like travelling to the mountains 

in the winter where skiing, snowmobiling and 

cooking on a muurikka are the best ever. 

Needless to say I spend a lot of time with my 

family as well. With two teenage daughters, 

homework and leisure time activities, the 

days are fully booked.

 

“If we look at today’s forestry, lighter and considerate machines are in fashion. All of them have as little an impact as 
possible in order to achieve sustainable long-term forestry, so Vimek’s machines are really on time”, says Maria Öhman. 
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“The simulator is 
used for educational 
purposes in order 
to acquire basic 
knowledge of how 
to drive Vimek’s 
machines in a virtual 
environment,” says 
Johannes Nilsson.

Vimek is the first in its business sector to 
have its own simulator, seeing the great 
benefits this investment would have for 
customers. 

“The simulator is used for educational 
purposes in order to acquire basic knowl-
edge of how to drive Vimek’s machines in 
a virtual environment. The simulator is 
realistically built with levers and everything 
you will find in an actual machine. It also 
has a complete value backing system, 
which makes the learning environment 
more realistic,” Johannes Nilsson, who is 
in charge of the project, says.

“The simulator also provides better op-
portunities to demonstrate to our custom-
ers how Vimek’s machines are designed 
and how the control system works. It will 
not replace training in the forest complete-
ly but it is an interesting complement.”

Shows the unique features

The Swedish University of Agricultural 
Sciences, SLU, and the School for Forest 
Management (Skogsmästarskolan) have 
prepared studies that measure and com-
pare pine trees thinned using Vimek’s 
machines and using strip-road-going ma-
chines. This data is stored in the simulator.

“This makes it possible to see the differ-
ences in the results achieved with one or 
the other type of machine and provides 
good basis for discussions,” says Johannes 
Nilsson. Our goal is to explain the differ-
ence and show the unique features of 
Vimek’s machines.

More technical news

Vimek is at the forefront when it comes 
to technology not just because of the new 
simulator. The smart parameter adjust-

ment of the electrical hydraulic crane valve 
is one new technical feature. 

“Using a “home page interface” you can 
make personalised adjustments of the 
crane speed and joystick. We can say that 
the machine gets a local “home page” 
which operators can browse using equip-
ment of their choice (computers, tablets, 
smartphones). The user-friendliness is the 
primary benefit customers get,” says  
Johannes Nilsson.

Simulator
puts Vimek at the leading edge
How do the results of thinning with the help of Vimek’s harvester 
compare to the results achieved when using a big, strip-road forest 
machine? You will see the results in Vimek’s simulator which now 
will be launched.

“This way you will clearly see the difference between using a big 
and a small machine for thinning,” says Johannes Nilsson, design 
and production manager at Vimek.

The simulator is realistically built with levers and everything you will find in an actual machine.
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2 
All customer 
orders are unique 
and there are 

several presets and 
equipment options that 
make the difference be-
tween orders. The chain 
starts when Vimek’s 
sales organization 
agree with a customer 
on how the customer’s 
forest machine is to be 
equipped. A sales order 
is created and stored in 
Vimek’s ERP system. 

5
The machine 
frame, motors, 
tanks, valves 

and machine cabins are 
installed during preas-
sembly. Then comes 
the final assembly of all 
other equipment and 
technology. The  
mechanics work in 
teams of two and build 
all machines from start 
to finish. Each machine 
consists of about 800 
different items and 
it takes about nine 
working days for an 
assembly team to build 
a complete machine.

1
Vimek’s designs constitute 
complete drawing basis for  
the subcontractors Vimek 
cooperate with. All sheet-metal 
components, chassis, cabins 
etc. are manufactured in 
cooperation with local 
companies. Vimek also designs 
electrical and hydraulic systems 
for the Vimek machines. 

By designing complete forest machines from start to finish, Vimek controls 
the entire production chain flow – from customer orders to assembly and 
delivery. Forest machines, harvesters and forwarders are manufactured  
exclusively as per customer orders.

Vimek has around 20 employees in Vindeln in Västerbotten, one quarter 
of whom are women, which is something unique for a traditionally male- 
dominated business sector. The company has many retail dealers all over 
Sweden and is represented in approx. 20 countries around the world. 

Vimek’s whole production is controlled by customer 
orders.

”Accessories is what makes our Vimek machines 
unique. These options can be different kind of 
crane tip equipments, chairs and differents kind of 
working lights which the customers select for their 
machines,” says Tord Nordin, production manager.

From order to delivery
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The warehouse staff place 
the items on a roller table, 
which is driven to the 
assembly unit. All 
equipment with a 
traceable manufacturing 
number is documented 
for the purpose of making 
it easier for the aftermar-
ket unit to obtain the right 
spare part in the future.

When a forest machine is fully 
assembled and approved, the order 
is picked up by Tord Nordin who 
stores, documents and checks 
whether the machine is complete  
in accordance with the customer’s 
requirements and requests.

3
The sales order is 
opened by Tord 
Nordin who sets 

up the order in the ERP 
system and calculates 
the delivery time. Several 
manufacturing orders 
that generate working 
orders and part lists are 
also created. The part 
lists contain all compo-
nents that will be used to 
build the machine. 

6
The mechanics 
test run all forest 
machines and 

prepare test protocols. 
Final adjustments and 
inspection of the technical 
functions then take place 
so as to guarantee that all 
machines leaving Vimek 
are quality-tested. All for-
warders for the Swedish 
market are inspected by 
Svensk Maskinprovning 
prior to registration and 
before delivery to the 
customer. This means that 
Vimek’s forwarders meet 
all requirements for use on 
public roads.

8
Upon dispatching Jonny Granström orders the shipping and makes sure 
that the delivery is made to the right address. The accessories that often 
accompany the machines are loaded here.

4

7
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USA, Canada, Asia and Brazil. 
Vimek, currently a leader on the 
Scandinavian market, makes 
long-anticipated launch invest-
ments in many continents other 
than Europe. The company’s first 
retail dealer in the USA is Multitek. 
A well-established company in 
this business sector and the first 
in the country to offer Vimek’s 
unique machines to its customers.

 
In his capacity as deputy sales and marketing man-
ager at Multitek, it is Marcus Steigerwaldt’s job 
to ensure the growth of the company and that its 
remaining at the forefront. This is achieved by 
constantly offering new, innovative products. Marcus 
visited his first Elmia Exhibition in 2009 and it was 
then that he first came into contact with Vimek. 

“Of all the products at the exhibition, this 
equipment was what attracted me the most. I went 
back to the USA and immediately launched  
an extensive market survey and realised that our 
customers find their machines tempting. There 
was a demand for this type of machine and this 
demand was not met,” says Marcus.

Great demand in the USA

Marcus says that there is a widespread perception in 
the USA that all forest machines should be very big.

“And in most cases this is true. I noticed that 
smaller machines started to take their place in 
other business sectors such as the building indus-
try, but I couldn’t find any smaller equipment for 
the professional forester.

He enquired amongst his contacts in this busi-
ness sector and got a confirmation. This type of 
product was in demand on the American market. 

–”I talked to Fredrik from Vimek over the tele-
phone many times and after a while Fredrik came 
here and we met. He flew over here this winter 
when it was 27 degrees below zero. We went into 
the Wisconsin forest and met a crew who were 
busy felling timber. It was really cold and I ex-
plained that we needed a versatile machine, which 
is able to handle tough climates, snow and steep 
terrains; and which is also robust. Fredrik said “no 
problem” and we started the distribution to the 
USA.”

“An endless relationship”

Multitek’s wood processing machines are leaders 
on the U.S. market and in order to expand by 
offering new products and tackling new challenges, 
Vimek’s products have been included in the com-
pany’s product range.

“Taking over a new market with a unique prod-
uct has its challenges but we noticed the need and 
wanted to be first. Now we are the first to offer 
this type of machines and get hold of this market,” 
he says and adds: 

“We have common customers from the past 
and when our customers purchase Vimek machines 
through us, we can assist with high-quality support, 
spare parts and staff with extensive experience as 
far as the machines are concerned. If we have cus-
tomers who request a product or a modification, 
Vimek listen to us. It is nice to work with Fredrik 
and Vimek. They listen to our needs and under-
stand the differences in our market as compared 
to the European market. We are looking forward to 
an endless relationship!

Multitek 

“Make it simple”, said Marcus to Fredrik when the two met and talked about Vimek’s machines. The machines are 
simple and will remain so even in the future, ensures Fredrik. 

PRESENTING MULTITEK
Multitek manufactures wood processing 

machinery intended for professional 

users. Multitek was founded in 1973 by 

Leo Heikkinen. Leo is well-known in the 

USA as one of the leading innovators in 

the forest industry. He has based his 

business model on the simple 

philosophy of “building things better 

than what they need to be”. Today 

Multitek distributes its equipment all 

over the world. Its core markets are in 

the USA and Canada, Australia and 

New Zealand, Great Britain and Ireland 

as well as South America and some 

regions in Asia. 

Vimek’s first retail dealer in the USA 
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North America

CANADA                

Silvana Import Trading Inc.                

www.silvanatrading.com

USA                        

Multitek, North America LLC                

www.multitekinc.com

Central America

PANAMA               

Ecotopia Teak                                

www.ecotopiateak.com

South America

BRAZIL                        

Cranab Fassi do Brasil S/A                

gsantos.engenharia@gmail.com 

Europe

BELARUS               

Renles                                        

www.belwood.by

BENELUX/FRANCE        

Clohse Group GmbH                        

www.clohse-group.com

CZECH REPUBLIC      

Lesnicka Obchodny s.r.o.                

www.lesos.cz

FINLAND                       

Powerforest OY                                

www.powerforest.fi

GERMANY                

Clohse Group GmbH                        

www.clohse-group.com

Forsttechnik Volker Koch                

www.forsttechnik-koch.de

Meier Land- und Forstmaschinen        

www.meier-forsttechnik.de

LATVIA                       

SIA Baltic FCS                                

www.balticfcs.lv

LITHUANIA                

UAB MMC Forest                        

www.mmc.lt

NORWAY                

AB Landbruk                                

www.ablandbruk.no

POLAND                     

Arcon Serwis Sp. z o.o.                        

www.arconserwis.pl

RUSSIA                       

Ecowood Company Limited                

www.reforestation.ru

UK/IRELAND               

Oakleaf Forestry                        

www.oakleafforestry.com

Asia

JAPAN                       

Sojitz Machinery Corporation                

www.sojitz-mac.com

Vimek’s foreign retailers
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Uråsa Maskinaffär and Carl Nilsson are 
two companies with their fine old tradi-
tions and long history. Last year Carl Nils-
son celebrated its 100-year anniversary, 
while Uråsa was founded in the 1940s.

The stores sell both forest and farming 
machines and Jonas thinks that Vimek’s 
machines are perfectly suited in our product 
range.

“Vimek’s forest machines are reliable 
and service-friendly, which is why they 
have their place in our product range,” says 
Jonas. We notice also that many people do 
not want big machines in thinning oper-
ations.. They would rather prefer some-
thing more small scale. 

“The machines are fun to work with and 
they are a bit unconventional. They do a 
great job in the forest and we have many 
customers who use them in their work 
professionally. Customers purchasing 

Vimek machines range from farmers and 
contractors to municipalities and owners of 
big, active forest farms. Both, beginners and 
professionals,” adds Carl-Martin Nilsson, 
salesman at the facility in Älmhult. 

Unique second-hand value

Jonas says that the customers appreciate 
the products mainly because they are flex-
ible, considerate, fuel-efficient and easy to 
operate, offering good second-hand value. 

“A used Vimek does not stay with us 
long. It is serviced before being immedi-
ately delivered to a new Vimek owner.” 

Long experience and excellent service 
are what Jonas considers to be Uråsa and 
Carl Nilsson’s greatest strengths and over 
the years it is precisely Carl Nilsson AB 
that has delivered the greatest number of 
Vimek machines in Sweden.

“Vimek offers good support and sends 

notifications fast, which is invaluable to 
us and to the customer. Another advantage 
is that Vimek is available in Sweden and 
has its manufacturing here,” he says and 
continues:

“We appreciate that this is a relatively 
small company with great flexibility where 
nothing is impossible. 

Carl-Martin agrees and says that both they 
and the customers see Vimek’s advantages.

“One of our customers has had seven 
Vimek machines. My feeling is that those 
who have owned a Vimek once, will often 
prefer to use a Vimek again.

It has its place in the product range
”Vimek machines are fun to work with”
Carl Nilsson AB in Älmhult, in the south of Sweden, which has been 
owned by Uråsa Maskinaffär AB in Ingelstad for a year, has had Vimek’s 
machines in its product range for many years.

“Vimek’s forest machines are reliable and service-friendly, which is why 
they have their place in our product range,” says Jonas Arvidsson, CEO.

Carl-Martin Nilsson, salesman at the facility in 
Älmhult. 

Vimek’s products have good second-hand value. “A used Vimek does not stay with us long. It is serviced before being immediately delivered to a new Vimek owner.”, says 
Jonas Arvidsson.

“Vimek’s forest 
machines are reliable 
and service-friendly, 
which is why they 
have their place in 
our product range,” 
says CEO Jonas  
Arvidsson.
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Bernt Jonsson has been managing Hassela 
Skogsentreprenad AB for 25 years now. The 
company offers forest management services, 
purchases felling rights, delivers timber 
and also transports machines.

“The company has grown little by little,” 
Bernt recounts. 

“We have about 30 employees, the  
majority of whom machine operators, and 
17 forest machines. A large machine fleet 
for both thick and thin timber. 

Hassela Skogsentreprenad operates in 
Central Sweden, primarily in Hälsingland 
and Medelpad, and is PEFC environmen-
tally certified. The services of the company 
are procured by both, forest companies 
and private forest owners. 

“What is your strength?”
“Great flexibility. We take on all kinds 

of assignments, big and small alike. 

Innovative thinking  

opens new markets

With the investment in Vimek’s biggest 
forwarder 610, and the harvester 404T5, 
Hassela Skogsentreprenad increases its 
flexibility even more.

“For the first time now I have had my 
eyes opened that these markets can be 
suitable for a professional business as well, 
and I see brand new opportunities and a 
new market opening,” says Bernt. 

“We have been to exhibitions and met a 
contractor who had been using them for 
many years with excellent results. We could 
well say that Vimek’s machines are modern 
Ardennes horses going on diesel instead of 
on oats.

Forest less sensitive to storms

On the day before Christmas Eve 2014 
Bernt ordered a customised forwarder and 
harvester from Vimek. 

“I wanted to have a harvester computer 
with value backing .installed. We also have 
GPS with maps of the areas we operate in, 
as well as a rear camera,” says Bernt.

The machines were delivered in February. 
The result so far has been very good. 

“During early thinning, big machines 
are often too big,” says Bernt. The greatest 
advantage of Vimek’s machines is the 
mindful thinning. You don’t have to make 
broad forest trails. You carry out the first 
thinning on forest terms instead, leaving 
the best trees. The machines leave almost 
no traces behind. At the same time, a 
smaller surface exposed to the wind results 
in a forest that is less sensitive to storms. 

Strong demand for jobs

Bernt encounters great interest amongst 
forest owners who thin using this method.

“We had a local demonstration in a small 
village where about 60 people gathered. 

Some booked a drive immediately. It is 
important that individual forest owners realise 
the importance of thinning in order to see 
the forest row and yield a good return in the 
long run,” says Bernt. He is already thinking 
about purchasing more Vimek machines.

“Given the strong demand for jobs, we 
also have to find keen machine operators. 
We currently have two machine operators 
burning with enthusiasm for this,” concludes 
Bernt Jonsson.

AN EFFECTIVE TEAM
Vimek 610 successfully combines 

motor and transmission to offer high 

efficiency, productivity, performance 

– and all this, combined with low fuel 

consumption, makes it a cost-effective 

machine.

Together with Vimek’s harvester, 

Vimek 404T5, they make the most 

effective team for modern, considerate, 

no-strip-road thinning. The harvester 

can be equipped with different additional 

equipment such as a clam shell 

bucket for ditch clearing or a clearing 

head for electric power line clearing.

Bernt Jonsson operates a 
large-scale forest manage-
ment company but sees a 
new market opening by 
using Vimek’s lightweight 
machines in his business.

“We have invested in a 
forwarder and a harvester 
from Vimek, which provide 
more smooth and traceless 
light thinning,” he says. 

New markets opens
thanks to Vimeks lightweight machines

“You don’t have to 
make broad forest 
trails. You carry out 
the first thinning on 
forest terms instead, 
leaving the best 
trees. The machines 
leave almost no 
traces behind,” says 
Bernt Jonsson.

Vimek´s machines increases Hassela’s flexibility. “For the first time now I have had my eyes opened that these markets can 
be suitable for a professional business as well, and I see brand new opportunities and a new market opening,” says Bernt. 
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In the Dream Team shop you will find 

designed, functional profile clothes 

from our Vimek collection. Here you 

can order everything from T-shirts, 

caps and hats to jackets and over-

alls for you, a friend or a colleague.

Visit us and become a member of 

our DreamTeam!

Become a part of 

Vimek Dream Team!

Vimek’s harvester number 

100 will be delivered in 

connection with the fair 

Skogs-Elmia 2015.

of Vimek’s forwarders are  
registered for operation on 
public roads. This sets Vimek 
apart from its competitors. 100 100%

– that long ago 

was the release of 

Vimek 606 with the 

current platform.

20 
years

VIMEK HAS DESIGNED a Vimek app for 

smartphones in order to raise the level of 

service and reinforce customer contact. A 

few customers have tested the application, 

which is now ready for release.

“Everyone interested in participating and 

helping us with product development by 

being part of our customer programme, 

please send an email to johannes.nilsson@

vimek.se. The number of vacancies is 

limited but there are still some left,” says 

Johannes Nilsson, who is in charge of 

Vimek’s app.

The objective is to get proposals and ideas 

from customers via the app. Valuable 

viewpoints for technicians working with 

Vimek’s product development to consider 

are important too.

“We know that our customers have got  

a lot of knowledge, resourcefulness and 

commitment. We want to make use of these 

and we see the opportunities of gaining a 

deeper insight into our customers’ needs,” 

says Johannes Nilsson. It is also important 

to receive reports about any operational 

disruptions on the  machines or whenever 

components with too short a service life are 

identified. This provides us with a good 

basis for making decisions in our product 

development and leads to even better 

solutions for our customers.

smart app
Vimek releases a 

so much (or so little) weighs 
our smallest machine, 
Vimek 630 Minimaster.

forwarder Vimek 610  
can carry in addition to 

its own weight. It can 
carry 5 tonnes but 

weighs only 4.7 tonnes. 

524 kg

5
TONNES
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FREDRIK LUNDBERG
Managing Director, 

Sales on new markets

+46(0)933-135 20, 

+46(0)70-399 22 86

fredrik.lundberg@vimek.se

URBAN LUNDSTRÖM
Sales Europe

+46(0)933-135 30, 

+46(0)72-245 99 80

urban.lundstrom@vimek.se

MARIA ÖHMAN
Sales Nordic countries

+46(0)933-135 16, 

+46(0)70-369 76 61

maria.ohman@vimek.se

JONNY GRANSTRÖM
Spare parts, Order reception, 

Warranty claims

+46(0)933-135 28

jonny.granstrom@vimek.se

ULF JOHANSSON
After Sales, Support, Product training

+46(0)933-135 23, 

+46(0)76-113 09 75

ulf.johansson@vimek.se

JOHANNES NILSSON
Design Engineer

+46(0)933-135 18, 

+46(0)70-234 95 34

johannes.nilsson@vimek.se

Contact us!
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VIMEK 610.2 
BIOCOMBI
•  Most effective 

machine on the market for harvest 

and transport of bio energy.

•  Powerful engine at 60 Hp 

from CAT and modern hydrostatic 

mechanical transmission from  

Bosch Rexroth.

•  Improved and reinforced 

new felling grapple saw with  

grease lubrication of the saw bar.

•  LED lights as option 

increased hydraulic effects and 

integrated WiFi module for crane  

and valve settings.

VIMEK 610.2
•  Loading capacity at 5 000 kg 

more than its own weight.

•  LED lights as option, 

increased hydraulic effects and integrated  

WiFi module for crane and valve settings.

•  Powerful engine at 60 Hp 

from CAT and modern hydrostatic mechanical 

transmission from Bosch Rexroth.

•  Member of our DreamTeam 

together with our harvester Vimek 404T6  

for modern, low impact and no branch  

road thinnings.

Vimek’s products
Vimek offers the marketing leading and complete product 

range of modern low-impact forestry. Tough, reliable, fuel- 

efficient and service-friendly machines that are easy and 

smooth in the forest.
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VIMEK 606TT
•  Loading capacity of 3 000 kg 

– more than its own weight.

•  Extremely low 

ground pressure  

and fuel consumption.

•  Air condition 

now as an option.

•  Wide range of options 

and extra accessories. Also 

available with different trailer 

lengths.

VIMEK 404T6
•  Markets most effective 

machine for no branch road thinnings.

•  Powerful engine at 60 Hp 

from CAT and modern hydrostatic  

transmission from Bosch Rexroth.

•  Member of our DreamTeam 

together with our forwarder Vimek 610.2  

for modern, low impact and no branch  

road thinnings.

•  80° turning angle 

thanks to its dual steering function.

•  Different crane tip 

attachments such as 

clam shell bucket for ditch cleaning or 

clearing head for electrical powerlines.

 

VIMEK 630  
MINIMASTER
•  Frame steering as option 

for unique maneuver and traction.

•   Extremely easy to maneuver 

8-wheel driven mini-forwarder with servo 

steering and wide tires as standard.

•  Wide range of options 

and extra accessories for different needs.

•  Ideal for the most extreme conditions 

with ground clearance of almost 400 mm 

and a well covered underside.



youtube.com/user/vimekab mynewsdesk.com/se/vimekinstagram.com/vimekab facebook.com/vimekab

Smaller and lighter is 
the natural development 

of modern forestry

Allan Jonssons väg 11, SE-922 31 Vindeln, Sweden
Tel: +46(0)933-135 15 | Fax: +46(0)933-710 56

E-mail: info@vimek.se | www.vimek.se


