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YEAR 2007 IN BRIEF

Year 2007

= Net sales grew by one fifth and results improved.

= QOrder book grew 12%.

= Production capacity reached the 10 000 trucks a year level.
= Automated warehouse truck was launched in December.

= Tapio Rummukainen appointed CEO of Rocla from Jan 1, 2008.

Key figures 2007 Change, % 2006
Net sales, MEUR 124.9 19.6 104.4
Operating profit, MEUR 4.9 232.3 1.5
Order book, MEUR 24.2 -7.8 26.8
Year-end personnel 521 6.5 489
Balance sheet total, MEUR 85.5 3.9 82.3
Profit/share, EUR 0.57 714.3 0.07
Dividend/share, EUR * 0.25 25.0 0.20
Equity ratio, % 32.0 12.7 28.4

*) Board’s proposal
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ROCLA IN BRIEF

The intelligent way to move

Rocla is a Finnish listed company whose core
business is to provide intelligent materials
handling solutions and services. The com-
pany develops, manufactures and markets
warehouse trucks and automated guided
vehicle (AGV) systems and provides complete
services throughout their lifecycle. Customer-
driven service and continuous innovation and

improvement form the basis of its operations.

The company’s products - industrial trucks
and AGVs - and related services play a vital

role in logistics within trade and industry,
such as warehouse operations and production
processes.

Rocla faces global competition in its opera-
tions. The company’s main market area is
Europe. The company has reinforced its own
direct distribution channel in Finland, Estonia,
Denmark and Russia in recent years.

Rocla’s local markets
include Finland,
Estonia, Denmark
and Russia.

Rocla markets its
products through
a network of
partners in Europe.
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VISION, STRATEGY AND VALUES

Guiding principles

Vision Rocla is the way-maker in intelligent materials handling
solutions and services in 2010.
This is enabled by customers focus, top-quality product
development and inspiring co-operation.
Achieving this vision requires Rocla to create at least one
intelligent solution or service that changes market thinking.

Strategy Rocla improves customers’ logistics operations by developing
intelligent solutions based on its strong warehouse and auto-
mated quided vehicles know-how.

Rocla is growing at a rate above the market average. This
growth is based on expanding ODM (Original Design Manu-
facturer) partnership and the authorized Rocla distribution
network.

Rocla’s service sales grow as a result of new concepts
and wide service offering in the neighbouring market.

Values Innovation

In our business we are the bravest in renewing products,
services and operations

Responsibility
We do more than is expected of us, we care and we are fair.

Fast in action
In all our operations we are decisive and fast.

Focus on results
We attend to profitability and do the right thing.
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REVIEW BY THE PRESIDENT AND CEO

For Rocla, 2007 was a year of growth and improving profitability. Our net sales increased
by 20 per cent to EUR 125 million (EUR 104 million in 2006) and our operating profit

improved to EUR 4.9 million (EUR 1.5 million).

Increasing efficiency combined
with improved profitability

At the start of the year 2007 we faced many
challenges. Although our order book was at

a record level, our delivery lead times were
prolonged due to difficulties in materials
supply, amongst other reasons. Moreover, our
profitability was at an unsatisfactory level.
We continued with the enhancements to our
production operations, which had already
been initiated during the previous year, by
converting individual assembling cells to

an assembly line and by strengthening our
supply network. At the beginning of the year,
the backlog of deliveries was cleared with the
help of the restructuring of manufacturing
and automation of mast production. Shortag-
es in materials and components were largely
brought under control; delivery times were
shortened and our annual production capacity
increased to 10 000 trucks.

Market growth

In Rocla’s principal markets in Europe,
demand for forklifts remained exception-

ally strong during the first three quarters of
the financial period, in particular. In Western
Europe, annual market growth stood at circa
ten per cent, but in Russia and the new EU
countries growth was significantly stronger.
Rocla kept up with the market pace measured
by the order intake of warehouse trucks.
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Growth was generated from all our distribu-
tion channels, from service business for

the local markets, and from Rocla’s dealer
network and contract manufacturing partners
alike. Rocla’s net sales grew even faster than
the market growth.

Intelligent solutions

Our 2007 product launches were successful
and enhanced Rocla’s offering of intelligent
logistics solutions. The integration process
of Rocla’s warehouse and automated truck
operations was close to completion by the
end of the year. The order-to-delivery process
of the warehouse trucks was applied to the
automated trucks as well.

We expect increased demand for auto-
mation solutions in the next few years.
Increased automation improves the efficiency
of customers’ logistics, counter-balancing
rising staff and raw material costs and labour
shortages. Rocla launched in December 2007
a new automated warehouse truck, which is
used, for example, in moving pallets, paper
reels and other loads between a warehouse
and production or as a part of the production
process. Thanks to automation, loads move
accurately, safely and without interruption.



Enhancements in service business

Rocla will continue investing in the develop-
ment of its service products and processes.
The company has several significant long-
term service contracts in Finland. Comprehen-
sive contracts concluded earlier with Hart-
wall, DHL and Transpoint were followed by
Tokmanni deciding to acquire from Rocla an
entire truck fleet, approximately 150 forklifts,
for its new logistics centre to be built in Mant-
sdld. Rocla has increased its customer service
resources for its local markets, where market
growth is forecast to continue supported by
the growth of the Russian economy.

Promising year ahead

At the turn of the year, our orders stood at a
good level and our delivery times have short-
ened. The end of 2007 showed a levelling off
of the growth in the Western European forklift
market. In contrast, the Russian and Eastern
European markets continue to experience
strong growth, and it is in these areas that we
will be investing more heavily than before.
Our products are technologically of premium
quality, our brand is strong and we employ an
expert staff who achieve results.

In order to focus our marketing and
sales efforts correctly, we continue to make
enhancements to the smooth running of our
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distribution channels. Measures taken during
previous years to improve the profitability of
our product and service offering have proved
to be the right ones, and they will be pursued
further. During the course of the current year,
we will enhance our business processes in
order for them to better serve the achieve-
ment of our strategic goals.

| would like to extend my warmest thanks
to Rocla’s staff for a job well done as well as
to our partners and shareholders for the con-
fidence you have shown in our work. On both
my own and Rocla’s behalf, | would also like
to thank my predecessor Jussi Muikku for his
extensive contribution to the company, and to
wish him every success in his future career.

The year ahead has started full of promise,
although we are still faced with more opera-
tional efficiency measures. In 2008, Rocla’s
objective is to increase its net sales and to
improve its operating profit compared to the
previous year.

February 2008

Tapio Rummukainen



BUSINESS AND BUSINESS ENVIRONMENT 6

Rocla provides intelligent solutions and services aimed at enhancing its customers’ logistics
efficiency. Rocla’s main market area is Europe and the company offers products and services
through its own offices in its local markets - Finland, Estonia, Denmark and Russia - while
selling its products through dealers and partners elsewhere. Rocla serves a large number of

customers in the industrial, trade and logistics sectors.

Intelligent solutions for expanding markets

Most industrial truck suppliers prefer to sell
products through their own distribution
channels in order to be able to fulfil customer
wishes of buying all products and services
from a single partner throughout the truck’s
lifecycle. In 2007, the largest industry play-
ers continued their efforts to develop direct
distribution channels. Changes in distribution
channels provided Rocla with opportunities
to reinforce its dealer network. Outside of
its local markets Rocla’s strategic choice is
distribution through a dealer network as it
offers a cost-efficient channel for expanding
product sales.

Global industrial truck markets continued
to consolidate in 2007 when Nissan acquired
one of Rocla’s main competitors, Atlet of
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Global industrial truck markets are
characterised by a large number of
brands but consolidation process is

expected to continue.

Sweden. Then again, vigorously growing
production in China is increasing the number
of new brands especially for the counterbal-
ance truck market.

Sustained upward trend in Europe

Continuously increasing flow of goods sup-
ports the demand for forklift trucks. Other
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The popularity of
design covers for
trucks has been on
the increase over
the last few years.
Trucks featuring a
company logo and
colours will enhance
the customer’s
corporate image.



factors contributing to this trend are for
example the prospering economies of Russia
and Asian countries which lead to increasing
transportation of goods. This development on
the other hand sets requirements to increased
efficiency of intralogistics.

Global industrial truck markets have contin-
ued to grow vigorously for several years now,
due to world economic growth, the world
truck market growing by around 10 per cent
in 2007. In the same year, roughly 400 000
industrial trucks were sold in Europe, 230 000
in the Americas and 280 000 in Asia.

In Europe, Rocla’s main market area,
demand for industrial trucks remained
exceptionally strong throughout the first
half of 2007, due to growth in the logistics
sector. Eastern European markets showed
particularly vigorous growth of around 50
per cent, according to statistics. The industry
has experienced an unusually long upward
trend and there were already subtle signs of
a slowdown towards the year end. The local
market also continued expanding, the Finnish

Consolidated Net Sales
by market, Meur

Meur

Finland 28.9
Denmark 10.7
Other Europe 70.8
North and South America 10.2
Other 4.3
Total 124.9

Old-age dependency ratio forecast
in the European Union

Persons
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2000 2010 2020 2030 2040 2050 Year
The number of elderly persons of an age when they are
generally economically inactive (aged 65 and over) in pro-
portion to 100 persons of working age (from 15 to 64).

Source: EUROSTAT
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market growing by slightly over 10 per cent,
the Estonian market by around 30 per cent,
the Russian market by roughly 60 per cent
and the Danish market by approximately 15
per cent.

Growing need for automation

Growing goods flows and increasing require-
ments for more efficient materials handling
will shape the future market. In warehouse
logistics, the highest costs stem from labour.
The rapid decrease in the supply of labour
due to an ageing population will only exacer-
bate this situation. Statistics reveal that the
labour shortage will worsen within the next
five years, especially in Europe but in many
other regions too, creating pressures for
replacing employees with automation, where
feasible. Accordingly, the new automated
warehouse truck which Rocla launched in De-
cember constitutes a genuine response to this
imminent labour shortage and the product is
expected to appeal to an increasing number
of customers.

Consolidated Net Sales
by market, %

Denmark 8.6%

Other 3.4%
North and South
America 8.2%

Other Europe

56.7%
Finland 23.1%
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ROCLA IN ITS LOCAL MARKETS

Goods are stored in
increasingly higher
stacks. Thanks to its
structure, Rocla’s Integral
mast is extremely rigid.
This enables efficient lifts
together with reliable
and safe load handling,
particularly for high lifts.

Rocla offers intelligent solutions for materials handling in its local markets, consisting of
Finland, Russia, Estonia and Denmark. In addition to its own warehouse and automated lift
trucks, Rocla is the representative for Cat® counterbalance trucks. Rocla’s home market
strategy is based on the comprehensive offering of solutions and on the further development
of service concepts, in particular. The offering encompasses the customers’ requirements for
storage and retrieval systems, from equipment sales to comprehensive service packages,
where Rocla assumes responsibility for the performance of its customers’ entire truck fleets.

From selling equipment to providing
a complete range of services

In the local markets, Rocla’s business grew in
line with expectations. Demand for services
launched during the previous year showed

a positive development. The increase in de-
mand for services was met by recruiting new
staff, enhancing the service network, devel-
oping the modes of operation and investing
in a new service management system. The
new automated warehouse truck, launched in
December, was favourably received. Automa-
tion offers a good solution to the impending
labour shortages in the logistics business.
Modular automated trucks, developed by
Rocla, are easy to introduce and their pay-
back time is short, in shift work environments
in particular. The first deliveries were made in
January 2008 to a Finnish customer.

New services introduced in Finland

The Finnish forklift truck market grew by over
10% during the year. Rocla is a market leader
in warehouse trucks, and in counterbalance
trucks and services it is one of the leading
suppliers in Finland. The company strength-
ened its position as a service provider in
particular, and concluded significant new con-
tracts. In August, Transpoint, a haulage com-
pany specialising in parcelled goods trans-
port, concluded a long-term contract with
Rocla for the renewal of its machinery and for
the outsourcing of its servicing operations.

A contract with the national discount chain
Tokmanni was announced at the beginning of
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2008, which will encompass 150 trucks to be
delivered to the company’s logistics centre in
Mantsdld together with their servicing.

In the course of 2007, Rocla expanded its
offering of services and solutions by launch-
ing automated warehouse trucks, surveys on
the state of repair and safety of trucks as well
as audits for indoor logistics. In the latter,
the overall state of the customer’s warehouse
logistics is analysed and a complete solution
proposed, which enables the customer both
to reduce the costs of its materials handling
and improve its productivity. In a survey
on the state of repair and safety of trucks,
important aspects of the use and safety of the
equipment are covered and documented.

More sales and service professionals
for Russia

In Rocla’s Russian operations, year 2007
was characterised by business development
and organisational restructuring. The new
premises in St. Petersburg, housing sales,
servicing and spare parts functions, were
inaugurated in March. Special attention was
paid to the efficiency of service operations

Rocla strengthened its position as a
service provider in particular, and

concluded significant new contracts.



ROCLA IN ITS LOCAL MARKETS

There is also demand for sophisticated
solutions in Russia. Rocla delivered
an automation system to a significant

customer’s Moscow industrial plant.

and the enhancement of spare parts opera-
tions, resulting in positive progress in service
capability.

More sales staff were recruited during
the first half of the year. Investment in the
promotion of the service concept, and in
the development of the sales and service
organisation in particular, was reflected dur-
ing the latter part of the year in the growth
in the order book and the number of new
customers. In Russia, there is also demand for
sophisticated solutions, exemplified in 2007
by Rocla’s delivery of an automation system
to an important customer’s Moscow industrial
plant.

Maintenance service investments in
Estonia

In Estonia, the truck market saw strong
growth at the beginning of the year in
particular, as large construction and turnkey
logistics centre projects got underway. Rocla’s
emphasis was in expanding and enhancing
service operations and establishing long-term

Service concepts

customer relations. These efforts resulted in
significant service contracts showing custom-
ers’ trust in Rocla’s local organisation. Both
sales and service resources were strength-
ened. A service site was established in south-
ern Estonia. Even though most of the opera-
tions are centered in Tallinn, Rocla’s intention
is to build a country-wide service network
and strengthen Rocla’s image as a service
provider. The service concepts that have been
well received in Finland are included in the of-
fering to the Estonian customers already from
the beginning of the year 2008.

Growth in Denmark

In Denmark, Rocla’s operations developed
favourably during the course of 2007. Equip-
ment sales and rental business increased
according to plan and in excess of 1,000

new truck service contracts were concluded.
During the year, Rocla also established a new
dealership with VB Trucks A/S, increasing

the distribution coverage. In Denmark, the
year-end order book was the largest in Rocla’s
history.

Demand for automation is also currently
experiencing strong growth in Denmark.
Rocla’s automated warehouse trucks were
well received, and in December Rocla’s first
deal for the delivery of the new concept
automated warehouse trucks to a Danish
customer was concluded.

Premium

* k ok kK

Extended

* %k Kk ok

Basic

* % Kk

The right fleet of trucks
to meet the customer’s

requirements; maintenance
Safe fleet of trucks; costs known in advance;

regularly maintained
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Guaranteed performance
of fleet with a usability
guarantee; savings in the

overall cost of materials




Lenta is expanding strongly in Russia. The retail chain aims to be the most competitive operator, with prices an
average of 5 per cent lower than those of its competitors.

Lenta chose Rocla Extended contract

Lenta is a leading hypermarket operator

in Russia and the largest retail chain in the
Northwest region of the country. With

10 000 employees, it operates 26 hypermar-
kets throughout the country from St. Peters-
burg to Siberia. An additional eight hypermar-
kets are under construction. In February of
2007, Lenta opened a 20 600 square meter
distribution center in St. Petersburg. It handles
dry food and household goods for the chain
throughout Russia.

Co-operation between Rocla and Lenta
started already in 2002. Today, more than a
hundred Rocla reach trucks and pallet trucks
move in Lenta’s hypermarkets and ware-

Rocla defines the most effective
selection of vehicles for Lenta
while answering for the fleet’s

maintenance.
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houses. Lenta also rents Caterpillar counter-
balance trucks during season peaks. Lenta
has a Rocla Extended contract, which means
that Rocla defines the most effective selection
of vehicles for Lenta while answering for its
maintenance. Chief Engineer Stepan Rudyk is
responsible for the usage of trucks at Lenta.
‘Rocla is a reliable long-term partner for us’,
he says.

Rocla is one of the major players in the
warehouse truck market especially in the
Northwest region of Russia. During the last
year it renewed its service organization and
equipment and recruited new staff. At the
moment, there are already 20 persons in
maintenance services.

‘In addition to state-of-the-art equipment,
Rocla provides a professional service and
fast spare parts supply. We are looking for a
solution that can increase the efficiency of our
operations and decrease service costs. We are
also interested in Rocla’s internet based truck
diagnostic and management system, Abbot’,
Rudyk tells.



PARTNERSHIPS

One of the cornerstones of Rocla’s business is strong partnerships. The most significant
partners are Rocla’s dealer network, Mitsubishi Caterpillar Forklift Europe and Mitsubishi
Catervpillar Forklift America. Rocla sells its products in Europe and the USA through these
channels and, in addition, has an extensive network of national and international sub-con-

tractors as partners.

Growth together with the partners

In Europe, Rocla’s products are sold through
its authorised dealer network. This network
of independent dealers is made up of pro-
fessionally run equipment merchants and
reliable maintenance providers, which have
Rocla’s warehouse trucks as part of their
solutions portfolio. In the course of 2007,
the dealer network was strengthened and
expanded in Eastern Europe. Sales support
for the dealer network was brought closer to
customers by locating sales management in
France.

Versatile ODM partnership

Rocla’s ODM (QOriginal Design Manufacturer)
partner is the Mitsubishi Caterpillar group of
companies that is the fifth largest operator
in the forklift business. Mitsubishi Caterpil-
lar Forklift Europe and Mitsubishi Caterpillar
Forklift America act as distributors for the
Mitsubishi and Caterpillar branded ware-
house trucks, designed and manufactured by
Rocla, through their own dealer networks. In
addition, Rocla is the dealer of Cat® coun-
terbalance trucks in its home markets. The
companies also own a significant proportion
of Rocla.
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The dealer network was strengthened

and expanded in Eastern Europe.

This collaboration is of considerable
importance to Rocla, because it offers the
company a significant international distribu-
tion channel thus increasing also the compa-
ny’s importance when procuring materials.
Rocla additionally buys certain components
from Mitsubishi companies for use in its own
production. Close cooperation also extends
to selected product and technology develop-
ment projects.

A wide network

Rocla’s production is based on an extensive
sub-contractor network. Measures were taken
in 2007 to give direction to the network

and improve the reliability of deliveries and
delivery times. One of the most significant
measures was a sub-contractor training pro-
gramme, which focused on preparing for the
new order-delivery system.
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Product Manager Dean Drumev of the Bulgarian dealer Apex Service praises the features of Rocla’s trucks.

Apex Service Ltd. is Rocla’s dealer for forklifts

in Bulgaria

The Bulgarian forklift truck market is cur-
rently experiencing healthy growth. During
2007, sales of warehouse trucks doubled and,
for counterbalance trucks, growth was even
more vigorous. Since the beginning of 2007,
Bulgaria’s EU membership has had a highly
positive impact on the economy of this nation
of eight million people. Its high pace of priva-
tisation, stable political climate and economic
growth created fertile conditions for business
development. Since foreign investors’ interest
in the country is on the increase, economic
growth is predicted to continue strongly in
the near future.

Rocla’s dealer in Bulgaria is Apex Service
Ltd., a company established in 1990 with a
turnover of circa EUR 25 million. In addition
to warehouse and counterbalance trucks, its

Rocla’s top-quality products have

been well received in Bulgaria.
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product range consists of spare parts and
warehouse shelving systems. For warehouse
trucks, Apex Service acts as the representa-
tive for Rocla’s products, and the company
has a sales and service network covering the
whole of Bulgaria.

Collaboration between Rocla and Apex
Service has been intensive and successful.
‘Rocla’s top-quality products have been well
received in Bulgaria; customers particularly
value the performance and properties of the
new Humanic reach trucks,” comments Prod-
uct Manager Dean Drumev of Apex Service
Ltd. Rocla’s dealer has all the up-to-date in-
formation and necessary sales tools at its dis-
posal. Furthermore, Rocla supports its dealer
through ongoing training, by participating, as
and when required, in negotiations to create
new customer relationships and by organising
customer visits to its Jarvenpaa factory. In the
future, the sales function will be enhanced by
making it more pro-active, thus strengthening
the company’s market position in Bulgaria.
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PRODUCTS AND MANUFACTURE

The company develops and manufactures both warehouse trucks and automated trucks
under its own Rocla brand name. In addition, Rocla designs and manufactures warehouse
trucks for the Mitsubishi and Caterpillar brands. These products are manufactured at the

company’s Jdrvenpdd factory.

Warehouse and automated trucks

Rocla has a comprehensive range of indoor
warehouse trucks and automated trucks. In
addition to its comprehensive standard range,
the company aims to provide intelligent prod-
ucts and solutions that enhance customers’
materials handling. During 2007, a significant
proportion of the standard range was rede-
signed and the world’s first serially produced,
automated warehouse truck was launched,
based on the cutting-edge technology and
design used in Rocla’s reach trucks.
Automated warehouse trucks are as-
sembled from standard modules, allowing
highly competitive production with consider-
ably shorter manufacturing times. Previously,
Rocla’s automated trucks were designed
entirely as customised solutions. Now, the
truck’s tractor unit is always standard, and the
load handling module is selected according
to the customer’s requirements. As standard
products, they can be acquired through
leasing contracts, as and when required. This
lowers customers’ investment thresholds

Narrow-aisle trucks are an efficient tool for achieving
maximum space efficiency in the utilisation of ware-
houses. A narrow-aisle truck is capable of operating
efficiently even in an aisle only 1.5 metres wide and is
able to lift pallets up to heights of 13 metres.
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for acquiring automation and expands the
potential customer base.

The automated truck works without a
driver, through laser control. It transports
materials according to pre-determined routes
and instructions and allows the handling of
continuous and laborious materials transfers
reliably and cost-effectively. Automation
needs will grow as the availability of labour
diminishes and costs become higher, par-
ticularly in Europe. The level of interest in
automated warehouse trucks became appar-
ent immediately after their launch, the first
deliveries being made the beginning of 2008.

Busy year for Production

The company’s objective has been to increase
its annual production capacity to 10 000
trucks. This target was achieved in late 2007,
through investment, the restructuring of
production and increased automation. During
the course of the year, circa 8 200 trucks
were manufactured, an increase of 22% over
the previous year.

Truck manufacture capitalises on strong
supplier and sub-contractor networks. Mast
manufacture and the final assembly of ware-
house and automated trucks take place at the
Rocla Jarvenpaa factory. During 2007, produc-
tion continued with measures to increase
capacity, shorten delivery times and improve



PRODUCTS AND MANUFACTURE

The automated truck allows the
handling of continuous and laborious
materials transfers reliably and

cost-effectively.

competitiveness, assembly being changed
from cell manufacture to line production. The
new assembly line was inaugurated during
the summer and welding was automated
through the use of robots. Furthermore, more
staff were recruited and the scope for wage
compensation by results was widened.

Strong demand across the entire business
sector reduced the delivery capability of sub-
contractors. Only a part of the price increase
in materials was successfully passed on to
sales prices. During the course of the year, in-
vestment in the strengthening of the sub-con-
tractor network as well as in the development
of the system for forecasting order numbers
was continued.

At the beginning of 2008, order book lev-
els are good. The current year’s development
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activities will focus on the development of
procurement and sub-contractor collaboration
and the enhancement of production process-
es. Future challenges will lie in meeting the
rapid growth in this sector, by launching new
and innovative products, and in being able to
shorten product delivery times further.

Production times for the new automated trucks are
the shortest on the market. Standardised modules,
technology compatible with many warehouse
systems as well as well-honed assembly know-how
sets Rocla apart from its competitors.
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5 SORMAT

Rocla will provide Sormat with an automated truck with design covers. In February 2008, Logistics Manager Matti
Nuorela from Sormat familiarised himself with the new truck at the Rocla Jarvenpaa factory.

An automated truck flexibly through lease

Since March 2008, a single automated ware-
house truck (AWT) at Sormat Oy’s production
plant in Rusko will move finished products
from the production area to the storage area
and raw materials from the storage area to
the production area. The vehicle’s euro pallet
may contain, for example, sealing inserts,
metal anchors or facade anchors. Sormat has
an extensive range of solutions for various
fixing needs.

For Sormat, adopting this logistics solution
provided by Rocla was a natural decision.
Since the process stage at which the new
AWT operates is routine in nature, making
use of automation was the only thinkable
solution. Given that production at the plant
runs around the clock five days a week, the
AWT will bring major cost-savings. Sormat
concluded a six-year lease agreement for the
AWT, which means fixed monthly payments.
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The AWT’s appearance and colours were
designed to enhance Sormat’s corporate
visual identity. ‘Bearing in mind that a large
number of foreign customers visit our plant,
the AWT with its modern design in line with
our brand strengthens Sormat’s image as a
hi-tech company’, explains Matti Nuorela,
Sormat’s Logistics Manager. Rocla’s products
were not new to Sormat, since so many trucks
had arrived earlier at Rusko from Rocla’s
Jarvenpaa plant.

Sormat is a Finnish manufacturer of fixing
solutions, mainly for construction industry
needs. Its main market is Europe and Russia
and exports account for around 80 per cent
of all production. With a staff of 150, Sormat
posted a turnover of roughly 28 million euros
in 2007.






DEVELOPMENT OF PRODUCTS AND SERVICES 19

Rocla’s operations are based on the continual development of its products and services. The
company’s goal is to be in the vanguard of development for intelligent solutions and services
in its field. The basis for the development of products and services is to introduce intelligent
solutions to the market that provide efficiencies in customers’ materials handling. In prod-
uct development, 2007 was very active, since most of Rocla’s standard product range was

redesigned.

Way-maker in intelligent solutions and services

In 2007, Rocla’s investment in product devel-
opment amounted to 3.6% of the company’s
turnover. Its service development runs in
close cooperation with product development.
At the beginning of the year, product develop-
ment of automated systems was strengthened
by making it part of the company’s overall
product development. As a result of this amal-
gamation, in December 2007 Rocla launched
an automated warehouse truck, combin-

ing the company’s know-how in designing
modular warehouse trucks with the supply of
automation systems.

Customers, partners and experts from
Rocla’s production, sales and marketing
teams become involved, at the earliest stage
possible, in the product development process.
This operating mode is based on an inspiring
and innovative ethos throughout the entire
organisation. The modern tools available en-
able virtual prototypes to be sketched at the
early stages of product development, allow-
ing representatives of the various functions

In the design of the automated warehouse truck,
particular attention was paid to the user interface
between the operator and the equipment, for example
by using a touch screen and LED indicator lights,
explain designers Petteri Masalin and Kero Uusitalo.
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The modern tools available enable
virtual prototypes to be sketched at the

early stages of product development.

to express their opinions on the proposed fea-
tures of the product. Mathematical modelling
accelerates the development of new products.

Demand for automation on the increase

Rocla’s principal markets are in Europe, where
the logistics business is facing a labour
shortage. To a large extent, the automated
warehouse truck launched by Rocla is manu-
factured using standard warehouse truck
components. Previously, the manufacture of
automated trucks was based on client-specific
customisation, making deliveries slow and
expensive. The aim of Rocla’s development
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During the course of 2007, all tiller arms
were replaced with a more user-friendly ‘h2’
tiller arm.

work is to lower the customers’ threshold
for investing in the automation of materials
handling.

Automated warehouse trucks are used, for
example, in moving pallets, paper reels and
other loads between a warehouse and produc-
tion or as part of the production process.
Thanks to automation, loads move accord-
ing to pre-determined routes and schedules
accurately, safely and without interruption.
The first deliveries of Rocla’s automated
warehouse trucks were made at the beginning
of 2008. Automated trucks make the heaviest
and most laborious materials handling reli-
able and cost-effective.

Award-winning design
The importance of ergonomics and design is
emphasised by the hectic working environ-
ment of materials handling. Rocla’s know-how
in this field has been recognised by the Fen-
nia Grand Prix awarded for the company’s Hu-
manic truck at the Fennia Grand Prize design
awards competition in February 2007. Some
70 top Finnish design products competed for
the Grand Prix.

In 2007, a significant step forward was
taken in design through the development
of the new, particularly user-friendly ‘Rocla
h2’ tiller arm. This was developed based on
customer feedback and launched simultane-
ously in variations compatible with all trucks
operated by a tiller arm.

New services

An increasing proportion of Rocla’s develop-
ment activities are focused on service prod-
ucts. The objective of this is to launch highly
developed service offerings that support the
customers’ operations. The past year saw, for
example, the introduction of safety audits for,
and operational surveys of, indoor logistics.
Moreover, the company is continuing its
development work on remote diagnostics
systems.

ROCLA Annual Report 2007

The new ’h2’ tiller arm combines durable
aluminium with an easy-to-use arm.
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Production Director Pasi Muhonen of Transpoint ordered an entire new truck fleet for the company. A modern truck
fleet improves safety at work and job satisfaction.

Transpoint outsources its truck fleet to Rocla

Transpoint’s lorries are a familiar sight to all
Finns, considering that the carrier transports
almost three million shipments annually.
Specialising in bulk cargo handling and
ranking among the largest industry players in
Finland, in 2007 Transpoint reported sales of
€124 million and had 1 100 employees on its
payroll plus around 500 staff working for its
partner.

In 2007, Rocla won a contract through
competitive bidding by Transport to replace
the bidder’s truck fleet with Rocla’s solutions.
‘Rocla had really put time and effort into pre-
paring its tender and understood our needs
perfectly. We also entered into negotiations
in an open atmosphere’, says Pasi Muho-
nen, Transpoint’s Production Director. This
long-term agreement involves outsourcing
the maintenance of the truck fleet to Rocla.
During 2007, Transpoint received as many
as 60 new trucks and the near future will see
the replacement of all vehicles, or around 180
trucks comprising Rocla warehouse trucks
and Cat counterbalance trucks. The contract
is one of the largest rental and service agree-
ments Rocla has ever concluded.

This agreement with Rocla led to changes
in the operating methods of Transpoint’s
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terminal and warehouse logistics in many re-
spects. The vehicle fleet will become smaller
because trucks for specific use and their regu-
lar maintenance will reduce the number of
trucks actually needed. Previously, Transpoint
used vehicles from various manufacturers,
which is why purchasing, maintenance and
servicing practices differed. All terminals
currently use a uniform fleet of vehicles
maintained and serviced in the same way.
Therefore, truck operating costs are expected
to fall by 2009. ‘There is one person at Rocla
in charge of Transpoint, who is aware of the
overall situation. This service will reduce our
time spent on fleet management’, explains
Muhonen.

These new, uniform vehicles are also
expected to improve their users’ job satis-
faction, enhance safety at work and reduce
damage to vehicles, load space and goods.
The agreement includes training for truck
operators. In addition, the Abbot informa-
tion system provides data on the utilisation
rate and usage of trucks, which will be used
in the further development of Transpoint’s
processes.
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Rocla bases its business on its core values: Innovation, Responsibility, Fast in Action and
Focus on Results. As the industry’s trailblazer, the company aims to provide its customers
with intelligent solutions and services. Creating innovations requires extensive skills and
an unconventional approach while broad-based and intensive co-operation calls for flexibility
and shared responsibility. Rocla, the waymaker, must be more agile than its competitors.
Doing the right things ensures a good performance.

Balance through age management

In 2007, the number of Rocla’s employees
increased on average by 8 per cent, totalling
521 on 31 December, with new employees be-
ing hired in maintenance and sales services,
throughout neighbouring regions in particu-
lar. Rocla is a desired employer, continuing

to attract a large number of applications for
vacancies. Its employee turnover stood at

13 per cent (10 per cent in 2006), showing a
slight year-on-year rise due to a heated labour
market.

Shift to electronic reporting

During 2007, Rocla adopted a new, multifac-
eted payroll and HR management informa-
tion system on a Group-wide basis, enabling
every manager and supervisor to utilise

and maintain information on his or her own
department or unit. The system also enables
every employee to check his or her personal
information and update e.g. address informa-
tion, whenever necessary.

Well-balanced life

Employee wellbeing originates in meaningful
work, effective leadership and the work-life
balance. Rocla provides its employees with
the opportunity to enhance their skills and

Key personnel figures

Personnel, average 505
Personnel, year-end 521
Net sales/employee, EUR 1 000 247
Average age, years 40.9
Employee turnover, % 13
Training costs/personnel costs, % 1.1
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competencies and acquire new ones, while
supporting skill improvements by encourag-
ing staff reassignments within the Group.
Given that Rocla uses internal job postings as
a method of advertising all vacancies, a large
number of employees find a new job on an
internal re-assigment basis, creating a multi-
skilled staff and organisation.

Rocla has an open work organisation with
an informal corporate culture that encour-
ages dialogue across the board. The company
holds briefings and discussion forums for
its personnel to provide information on its
financial performance, goals and successes.
Product announcements represent events
gathering all personnel together. Rocla
encourages every manager and supervisor
to communicate openly and stresses the
importance of employee performance reviews
throughout the organisation. In 2007, the
company initiated a training programme for
middle management, supplementing the man-
agement training programme implemented
in recent years. Training covers all organisa-
tional levels and duties, according to business
plans and needs.

The work-life balance requires varying
measures for different age groups. Rocla has

Personnel average
2003-2007
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Markku Rouvinen has
been employed by
Rocla as a service en-
gineer for six years.
Working with differ-
ent customers and
equipment makes
working days varied
and meaningful.

invested in age management aimed at taking
account of people’s various needs throughout
their career. Flexible working hours, parental
leave, study leave and job alternation leave
(long service leave) make it possible to al-
leviate work-load pressures in order to strike
a balance. As part of its age management
scheme, Rocla launched a 55+ programme
aimed at promoting older employees’ working
capacity and enhancing cooperation and
teamwork between employees of different
ages. This programme involves all employees
aged 55 years or older. Mentoring is used to
share knowledge and skills based on a senior
employee’s past work experience.

The occupational health care service places
particular emphasis on measures that main-
tain employee working capacity and prevent
illnesses. Rocla pays special attention to
working conditions and improves them on the
basis of workplace surveys conducted by the
occupational health care service. In particular,
improving ergonomics at various worksites
has been high on the agenda, involving
personal onsite consultation. Rocla encour-
ages its staff to keep fit and take care of their
health, for instance by promoting sports,
exercise opportunities and leisure activities.

Innovative organisation

Being a waymaker requires creative individu-
als and an innovative organisation, which
convert ideas into marketable products and
services according to customer needs. Rocla
enhances competencies on a long-term and
goal-oriented basis. In this respect, in-depth
knowledge of customers’ business, coupled
with automation technology, represents
increasingly important aspects. Networking
and extensive cooperation form an integral
part of Rocla’s operating policy. Developing
interpersonal skills further and working with
people representing various cultures are also
presenting special challenges.

Motivating pay policy

Pay benchmark studies reveal that Rocla

has competitive and equal pay and reward
systems. The company’s results-based bonus
scheme determined annually covers all
personnel. In addition, Rocla applies incen-
tive schemes aimed at motivating individual
employees and teams to achieve key targets.

Great workplace

Since competition for skilled labour is
becoming fiercer, Rocla seeks to ensure the
future availability of employees by further
developing its activities as an employer. The
company has been co-operating with the
relevant schools and educational institutions
for many years. In recognition of this work,

in November 2007 it received a diploma for
educational cooperation from the Economic
Information Office. Rocla provides teenagers
with opportunities for job familiarisation and
students with on-the-job-training and the
opportunity to prepare theses/diplomas for
the company. Rocla also regards those leaving
the company as potential future employees,
bearing in mind that, after gaining more expe-
rience, many former employees have returned
to the company.

Years of employment

Over 30 years 3%
26-30 years 6%

Under 5 years 46%

21-25 years 7%

16-20 years 1 Z%w

11-15 years 4% 6-10 years 22%
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Shares and shareholders

Share capital and shares

Under Rocla Oyj’s Articles of Association, the
company’s minimum share capital is €3 600
000 and maximum share capital €14 400 000,
within which limits the share capital can be
increased or decreased without altering the
Articles of Association. The company has a
single share series and all shares entitle their
holders to equal dividends and votes. Each
share has a nominal value of one euro.

On 1 January 2007, Rocla Oyj’s fully paid-up
share capital entered in the share register
totalled €4 264 788 and the number of shares
4264 788.

New share subscriptions based on the
share option scheme

Between 10 April and 24 April 2007, new
subscriptions for 325 310 shares were made
based on share options associated with the
Rocla Oyj 1998 warrant bond. The subscrip-
tion price was €7.60 per share. As a result of
the subscriptions, the company’s share capital
increased by €325 310.00 and its premium
fund by €2 147 046.00. This increase in share
capital was registered in the Trade Register on
9 May 2007. The holders of the new shares
are entitled to the same rights as the hold-

ers of existing shares and trading in the new
shares, together with the old ones, began on
the Helsinki Stock Exchange on 10 May 2007.
Following this increase in Rocla’s share capital,

Share trading by month 2003-2007,
1 000 shares

200
150
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50

2003 2004 2005 2006 2007
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the company’s share capital stands at €4 264
788 and the number of shares at 4 264 788.

After the expiry of the subscription period
for the 1998 scheme, Rocla has no valid share
option schemes.

Listing of Rocla’s shares

Rocla’s shares are quoted in the Industri-
als sector, Small Cap, on the Helsinki Stock
Exchange. Trading in the company’s shares
began on the Main List in 1997.

Listing identifiers

Rocla Oyj’s share trading identifiers are as
follows:

ISIN code FI0009006589

Trading code ROC1V

One trading lot comprises one share.

Treasury shares

At the end of the financial period 2007, Rocla
Oyj held a total of 30 789 treasury shares, cor-
responding to 0.7% of the number of shares
and votes. The number has remained the
same since the previous year-end.

Share redemption obligation

A shareholder whose holding in the company’s
shares equals or exceeds one third (1/3) or
half (1/2) of the shares or the voting entitle-
ment associated with them must, in accor-
dance with Article 12 of Rocla Oyj’s Articles

of Association, offer to redeem the remaining

Share price performance (€)
and OMX indexes 2003-2007
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shares issued by the company, and the securi-
ties giving entitlement to them under the
Companies Act. For the purposes of calculat-
ing one third (1/3) and/or half (1/2) of the
votes, those entities as provided under section
6(2), Chapter 6 of the Securities Markets Act
(1993/740) will be included.

In the above procedure, those directions
and stipulations on public purchase offers and
the share redemption obligation that have been
provided for in the Securities Markets Act must
be adhered to.

Rocla Oyj’s largest shareholder, the Mitsubi-
shi Caterpillar Forklift Group of companies, has
announced that it has no intention of increas-
ing its (28.2%) holding to one third or beyond.

Shareholding by sectors on 31 December
2007

% of
Holder category shares
Non-banking corporate sector 30.9
Financial institutions and insurance
companies 10.0
Non-corporate public sector 3.6
Non-profit organisations 0.8
Households 12.5
Foreign and nominee-registered
holdings 42.2
Total 100.0

Shareholder agreements

No shareholder agreements related to hold-
ings in Rocla Oyj and the exercise of voting
rights have been brought to the company’s
attention.

Share trading and price development
During 2007, a total of 511 860 Rocla Oyj
shares were traded on the Helsinki Stock
Exchange, representing around 12 per cent
of the average number of shares, excluding
treasury shares, at a value of €5 728 106. The
highest quotation for 2007 was €12.50 and
the lowest €10.00. The share price averaged
€11.19 and closed at €11.10. On the balance
sheet date, the market capitalisation, excluding
treasury shares, totalled €47.0 million (€45.6
million).

Ownership

Apart from the subscription for shares under
the option rights scheme, 2007 saw no mate-
rial changes in shareholdings in Rocla Oyj.

On 31 December 2007, the company’s
Board Members and its President & CEO,
together with the related parties and holding
companies exercising significant influence,
held a total of 245 155 Rocla Qyj shares,
representing about 5.7% of the company’s
share capital.

Ten largest shareholders on 31 December 2007

% %

Shares shares votes

1. Etra-Invest Oy Ab 1 000 000 23.5 23.5

2. Mitsubishi Caterpillar Forklift Europe B.V. 600 000 14.1 14.1

3. Mitsubishi Caterpillar Forklift America Inc. 600 000 14.1 14.1

4. Aktia Capital equity fund 190 000 4.5 4.5

5. EVK-Capital Oy 180 000 4.2 4.2

6. Sampo Life Insurance Company Ltd 171 200 4.0 4.0

7. City of Turku Accident Fund 83 559 2.0 2.0

8. Arvo Finland Value equity fund 60 209 1.4 1.4

9. Mutual Insurance Company Fennia 47 000 1.1 1.1

10. Niilo Pellonmaa 41 500 1.0 1.0

Ten largest total 2 973 468 69.7 69.7

Nominee-registered holdings 533 895 12.5 12.5

Total 4264 788 100.0 100.0
Shareholding by number of shares held on 31 December 2007

No. of shares Shareholders % Shares %

1-100 205 26.4 14018 0.3

101-1 000 447 57.5 195 023 4.6

1 001-10 000 100 12.9 269 547 6.3

10 001-100 000 * 18 2.3 556 500 13.0

100 001-1 000 000 7 0.9 3229700 75.7

Total 777 100.0 4264 788 100.0

* Including treasury shares

ROCLA Annual Report 2007
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Rocla’s Corporate Governance

Rocla Oyj is a Finnish public limited company
whose control and governance, under the pro-
visions of the Finnish Companies Act and the
company’s Articles of Association, are shared
among its shareholders, as represented at the
shareholders’ meeting, the Board of Directors
and the Managing Director. The authorised
bodies of Rocla Oyj, the parent company, are
responsible for Rocla Group’s management
and operations. The Group Executive Team
assists the Managing Director.

Registered in the Trade Register on 31 July
1942, Rocla last updated its Articles of As-
sociation on 3 February 2003. The company
is domiciled in the town of Jarvenpaa, and its
company registration number is 0124294-1
and Trade Register Number 93.643.

Rocla’s corporate governance policy is
based on the Recommendation for the Corpo-
rate Governance of Listed Companies issued
by the Helsinki Stock Exchange (OMXH), the
Central Chamber of Commerce and the Con-
federation of Finnish Industries EK.

Shareholders’ meeting

Shareholders exercise their voting and deci-
sion-making powers at shareholders’ meet-
ings. Rocla Oyj holds one Annual General
Meeting (AGM) every year and Extraordinary
General Meetings (EGM) as and when neces-
sary. Article 11 of Rocla Oyj’s Articles of
Association describes the issues discussed at
the AGM.

The AGM must convene annually in the
company’s domicile or in Helsinki by the
end of June, on a date set by the Board of
Directors. Notice of the AGM must be sent to
shareholders no earlier than two (2) months
prior to the registration date stated in the
notice and no later than one (1) week prior
to the deadline referred to in paragraph 11,

ROCLA Annual Report 2007

Chapter 3a of the Finnish Companies Act, by
placing an announcement in two (2) news-
papers, confirmed by the Board of Directors
and published in Helsinki. Shareholders must
register for the shareholders’ meeting by no
later than the date stated in the notice of
meeting which is to be set no earlier than ten
(10) days prior to the meeting.

The 2007 AGM convened on 3 April 2007
and notice for it was published on 15 March
2007. No EGMs were convened during the
financial year.

Supervisory Board
Rocla Oyj has no Supervisory Board.

Board of Directors

The tasks and responsibilities of the Com-
pany’s Board of Directors are determined on
the basis of the Finnish Companies Act, the
Company’s Articles of Association as well
as other applicable legislation. The Board
of Directors is in charge of supervising the
company’s business.

The main tasks of the Board of Directors
include the following:

- Approving Group and business unit
strategies and business plans proposed
by the Executive Team, and overseeing
their implementation;
Approving business-plan-based investments
and other projects valued at more than
€0.5 million, and other major purchases,
long-term commitments or divestments;
Taking decisions on major arrangements for
and changes in Group financing;
Appointing and dismissing the Managing
Director and determining the terms and
conditions of his/her executive contract
and remuneration;
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- Approving Executive Team members’
appointments and the terms and conditions
of their service contracts and remuneration;

- Deciding on the composition of the
subsidiaries’ Boards of Directors; and

- Ensuring that the Group’s risk and insider
management policies and other corporate
governance activities have been defined
and conducted in an appropriate way.

In addition, the Board approves interim
reports and financial statements and puts for-
ward proposals to the shareholders’ meeting,
such as that for dividend distribution.

Board performance review

The Board has decided to assess its perfor-
mance annually at its December meeting.

Board working committees

At the end of 2007, Rocla’s Board set up one
permanent committee, the Compensation
Committee. If necessary, the Board may,
however, appoint its members to form ad hoc
working committees which report back to the
entire Board. Board Members have not been
set any specific tasks or special responsibili-
ties. Board decisions are based on majority
votes, with the Chairman having the casting
vote.

The duties of the Compensation Committee

are as follows:

- Providing information to assist in determin-
ing the terms and conditions of remunera-
tion, emoluments and fringe benefits for
the Managing Director and members of the
Executive Team

- Providing support for the appointment of
the Managing Director and members of the
Executive Team and shortlisting suitable
successors

- Evaluation of, and research for, the compa-
ny’s remuneration systems.

Board Members
In accordance with the Articles of Association,
the AGM elects members to Rocla Oyj’s Board
of Directors.

Comprising a minimum of three (3) and
a maximum of six (6) members elected for
a term of one year, the Board elects from
among its members a Chairman and a
Deputy Chairman who preside until the end
of the next AGM. The Board chairmanship is
not a full-time position. Under the Articles of
Association, the company’s Managing Direc-
tor may not chair the Board or deputise the
Chairman.
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In 2007, the AGM elected the following six (6)

Board Members:

- Niilo Pellonmaa, Chairman, independent
Board Member. Holdings at the end of 2007:
41 500 Rocla Oyj shares. Finnish citizen.

- llkka Hakala, Deputy Chairman, independent
Board Member. Holdings at the end of
2007: No Rocla Oyj shares. Finnish citizen.

- Jay N.Gusler, Board Member. Holdings at
the end of 2007: No Rocla Oyj shares. U.S.
citizen.

- Eero Karvonen, independent Board Member.
Holdings at the end of 2007: 182 800 Rocla
Oyj shares in person or through his related
parties or EVK-Capital Oy, where he exer-
cises significant influence. Finnish citizen.

- Frans Maarse, Board Member. Holdings at
the end of 2007: No Rocla Oyj shares. Dutch
citizen.

- Vesa Puttonen, independent Board Member.
Holdings at the end of 2007: 12 000 Rocla
Oyj shares. Finnish citizen.

The Board of Directors comprises four (4)
non-executive members independent of the
company and its major shareholders. At the
end of the financial period 2007, Board Mem-
bers held a total of 236 300 Rocla Oyj shares,
representing around 5.5 per cent of the share
capital and voting rights.

The Board’s Compensation Committee in-
cluded Niilo Pellonmaa as Chairman and llkka
Hakala and Vesa Puttonen as members but did
not convene during 2007.

Biographies of the Board Members are
shown on page 30 of this Annual Report.

Board emoluments

The AGM 2007 decided on Board emoluments
as follows:

Fixed monthly remuneration paid to the
Chairman and Board Members came to €1800
and €1 000, respectively. In addition, atten-
dance allowances for each meeting paid to
the Chairman and Board Members amounted
to €600 and €500, respectively.

Rocla reimburses Board Members their
travel expenses. The Board has not received
remuneration in shares or equity derivatives
since 1998. Board remuneration paid in 2007
totalled €99 125.

The Board of Directors convened 11 times
in 2007, with the member attendance rate
averaging 100 per cent.

Subsidiaries’ Boards of Directors

The majority of the members and the Chair-
man of the Boards of Directors of Rocla Oyj’s
domestic and overseas subsidiaries belong to
the Group’s operational management.
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Managing Director

Pursuant to the Companies Act, the Manag-
ing Director is responsible for the company’s
daily management in accordance with the
principles and guidelines determined by the
Board of Directors. The Managing Director

is in charge of overseeing the compliance of
accounting and reporting with legislation and
other regulations, and their sound manage-
ment. Responsible for strategic planning,
company finances and risk management, the
Managing Director is assisted by the Group
Executive Team.

The company’s Managing Director elected
by the Board has a valid written executive
contract, which either the company or the
Managing Director may terminate at four (4)
months’ notice. In the event of the company
terminating the contract, the Managing Direc-
tor will additionally be paid compensation
equivalent to eight (8) months’ salary. The
Managing Director may retire at the age of 60.
Rocla Oyj’s Managing Director is not a Board
Member.

Executive Team

The Group’s Executive Team comprises the
following six (6) members:

Tapio Rummukainen, Managing Director

Pentti Salonen, Products
- Jukka Viinikainen, Customer Services

(Finland)

Anselmi Immonen, Projects
- Juha Mikkonen, Business Support

Hilkka Webb, Finance

The biographies of the Executive Team and
their respective share holdings are shown on
page 31 of this Annual Report.

The extended Executive Team consists of
the above together with Peter Mgller (Country
Manager, Denmark), Konstantin Titov (Country
Manager, Russia) as well as Directors Kyosti
Sarkkinen (Mentoring) and Maija Karhusaari
(Marketing and Communications).

Management remuneration

The Board decides on the remuneration of
the Managing Director and that of the rest

of the Group Executive Team. The Manag-

ing Director’s annual salary, including fringe
benefits, was approximately €178 000, as per
January 2008.

Group business organisation

Rocla Group comprises Rocla Oyj, the parent
company, and its subsidiaries. The Group is
managed as a one business entity and reports
one business segment from the beginning

of 2007. The company’s financial year is the
calendar year.

Internal control, risk management and

internal auditing

Internal control and risk management aim to

ensure that, for example

- The Group meets its corporate goals and
profitability targets and makes efficient use
of its resources;

- Accounting, reporting and other financial
controls are reliable;

- The Group supervises and manages its
assets with prudence; and

- The Group’s operations are in compliance
with laws, rules and regulations as well as
Group guidelines and policies.

The Group comprises several legal enti-
ties. Furthermore, the operations have been
divided into business areas and units. Thus,
financial responsibility and operational
control fall under the responsibility of several
directors. However, the Board of Directors
and the Managing Director, who in practice
is responsible for the organisation of these
functions, bear ultimate responsibility for
accounting and financial control.

Forming a major part of the internal
control system, the Group’s business planning
and control system involves long-term plan-
ning, annual planning and monthly reporting.

Remuneration, emoluments and fringe benefits paid to members of the Board of

Directors and the Executive Team

Remuneration,

emoluments 1998 Share
and fringe stock based
2007, 1 000 EUR benefits options rewards Total
Board members 99 99
Managing Director 160 11 171
Other Executive Team members 467 21 488
2006
Board members 72 72
Managing Director 135 66 39 240
Other Executive Team members 603 150 86 839

ROCLA Annual Report 2007
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Risk management

The Group’s Finance function is responsible
for the management of currency, interest and
liquidity risks. Common Group principles are
used to manage credit risks, which are com-
prehensively insured using a third party. Prop-
erty, loss-of-profits and liability risks resulting
from Group operations are covered by the
appropriate insurance. Supported by appropri-
ate tools and external consultants, the Group’s
Business Support function co-ordinates
information and information-system security
management within the Group. The Group
manages other commercial and business risks
on a regular basis, in accordance with the
programme defined by Group Management.

Internal audits

The Group has established an Internal Audit
function independent of business units, which
forms part of the quality audit organisation
and is responsible for ensuring reliable Group
control systems, the compliance of opera-
tions, effective risk management and ap-
propriate asset management. In addition, it is
responsible for the evaluation and continuous
improvement of internal control. The Board
confirms the guidelines for internal audits and
conducts internal audit performance reviews
on a regular basis.

Governance of insider trading

On 7 April 2000, the Rocla Group decided

on the adoption of the Instructions concern-
ing insiders issued by the Helsinki Stock
Exchange, the Central Chamber of Commerce
and the Confederation of Finnish Industries
EK that entered into force on 1 March 2000.
Separate Instructions concerning insiders
were issued to the company’s related par-
ties on 11 April 2000, informing them of

the above decision, in addition to which

they were informed, on 15 December 2005,
about the regulations of Insider standard 5.3
published by the Finnish Financial Supervision
Authority (FIN-FSA), which took effect from
the beginning of September 2005.

At the beginning of 2006, Rocla Group’s
insider governance was updated by issuing
new guidelines concerning insider trading,
incorporating the changes, which entered into
effect on 1 January 2006, to the Securities
Markets Act (13.5.2005/297) as a result of the
EU directive on the Abuse of inside informa-
tion and market price distortion.

At Rocla Oyj, the recommendation for
restricting insider trading is defined as 21
days, entailing that the related parties may
not trade in the company’s shares prior to the
publication of its interim report or a Stock
Exchange release of the annual report, when
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there are less than 21 days until the publica-
tion.

The Rocla Group public register of insider
holdings includes its Board Members, the
President & CEO, other Group management as
well as its Chief Auditor.

Audit

In accordance with Rocla Oyj’s Articles of As-
sociation, the company has a minimum of one
(1) and a maximum of two (2) auditors. The
AGM of 3 April 2007 elected KPMG Oy Ab, Au-
thorised Public Accountants, as the company
auditor, with Lasse Holopainen, Authorised
Public Accountant, acting as the chief auditor.
The auditor’s term expires at the close of the
first AGM following their election.

Audit fees paid during the financial period
2007 totalled €59 000, in addition to other
consulting fees of €21 000 paid to the firm of
authorised public accountants.

Financial disclosure

Rocla Qyj’s financial reporting policy aims to
support the appropriate price formation of
the company’s shares and other securities by
means of adequate and timely communica-
tion. The company publishes its annual and
interim reports and stock exchange releases
in Finnish and English.

Details of corporate governance

Details of Rocla Oyj’s updated corporate
governance system can be found on the
company’s website at www.rocla.com.

AUDITORS

The AGM on April 3, 2007 re-elected the following
auditors:

KMPG Oy Ab
Authorised Public Accountants

Chief auditor
Lasse Holopainen
A.PA.

b. 1960

Company auditor since 2004. Holdings at the end of
2007: No Rocla Oyj shares. Finnish citizen.
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The Annual General Meeting (AGM) on 3 April 2007
elected the following members to the Board of Direc-
tors for a one-year term until the end of the next
AGM:

Niilo Pellonmaa
Board Chairman
Independent Board member

Born in 1941. M.Sc. (Econ.). Board member since
1997, Chairman since 1998.

Positions in Enso-Gutzeit Oy’s financial department in
1966-77, such as Head of Department and Financial
Director; Director and Board member of the Union
Bank of Finland Ltd in 1977-90; Veitsiluoto Oy’s
Managing Director in 1990-95; Finvest Oy’s Managing
Director in 1996-97; and Jaakko Péyry Group Oyj’s
Managing Director in 1996-98. Holdings by the end of
2007: 41 500 Rocla Oyj shares. Finnish citizen.

llkka Hakala
Vice Chairman
Independent Board member

Born in 1955. Lic.Sc. (Tech.). Board member since
2005.

Managerial positions in production and business
development at Wartsila Corporation and Tampella
Corporation in 1980-89; President and CEO in several
Tampella Corporation’s and Tamrock Corporation’s
units in 1989-97; and President of Valtra Inc. in
2001-04. Before his current position, he acted as Vice
President, Business Development at AGCO Corp. EAME
in 2004-05. Since 2005, he has acted as Moventas
Oy’s President. Holdings by the end of 2007: No Rocla
Oyj shares. Finnish citizen.

Jay N. Gusler
Board member

Born in 1967. Board member since 2007.

During the years 1989 - 1999 several managerial posi-
tions in purchasing and sales support in Rapidparts.
Joined Mitsubishi Caterpillar Forklift America Inc.
(MCFA) at 1999, acting latest as Director of Parts since
2005. Holdings by the end of 2007: No Rocla Oyj
shares. US citizen.
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Niilo Pellonmaa
Ilkka Hakala
Jay N. Gusler

Vesa Puttonen
Eero Karvonen
Frans Maarse

Vesa Puttonen
Independent Board member

Born in 1966. D. Sc. (Econ.), Board member since
2007. Served as a researcher and an assistant
professor in University of Vaasa, Helsinki School of
Economics, the Academy of Finland and Turku School
of Economics and Business Administration. Manag-
ing Director in Conventum Fund Management Ltd
1999-2001, Professor in Finance in Helsinki School of
Economics since 2001. Member of Enable Ltd, JOKO
Excutive Education Ltd, Oras Invest Ltd, Orion Corpo-
ration Oyj, Arvo Asset Management Ltd and Privanet
Capital Oyj’s boards of directors. Holdings by the end
of 2007: 12 000 Rocla Oyj shares. Finnish citizen.

Eero Karvonen
Independent Board member

Born in 1948. M.Sc. (Chem. Eng.). Board member since
2006

In 1974-1980 researcher positions in Helsinki Univer-
sity of Technology and in Technical Research Centre
of Finland (VTT). Several positions in Rintekno Oy
1980-1986; Process engineer, Division Manager and
Technology Director. Since 1987 owner and Managing
Director of EVK-Capital Oy. Member of the board of
the Orion Corporation. Holdings by the end of 2007:
totally 182 800 Rocla shares either personally or
through EVK-Capital Oy. Finnish citizen.

Frans Maarse
Board member

Born in 1964. M.Sc., Mechanical Engineering. Board
member since 2005.

Several managerial positions in production, e.g., at
Philips Corp. in the Netherlands and BC Components
Corp. in China since 1989. Before his current position,
he acted as General Manager at LG. Philips Displays,
Poland from 1999. He has acted as Deputy Director
Production at Mitsubishi Caterpillar Forklift Europe
B.V. (MCFE) since 2003. Holdings by the end of 2007:
No Rocla Oyj shares. Dutch citizen.
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Tapio Rummukainen
Pentti Salonen
Jukka Viinikainen

Anselmi Immonen
Juha Mikkonen
Hilkka Webb

Tapio Rummukainen
President & CEO

Born in 1965. B.Sc. (Tech.).

Employed by Rocla since 2008. Before his appoint-
ment as Rocla Oyj’s President & CEO, he was Patria
Vehicle’s Vice President, Business Development and
Production and Industrial Co-operation (1999-2007);
Purchasing Manager and Quality Manager of Sunds
Defibrator Panelhandling Oy (1994-1999); Production
and Quality Manager, PIS-KO Ky (1991-1994). Hold-
ings at the end of 2007: 0 Rocla Oyj shares.

Pentti Salonen
Products

Born in 1965. M.Sc. (Tech.).

Employed by Rocla since 1995 as Rocla Oyj’s Produc-
tion Director within Warehouse Trucks (1998-2005)
and Quality Manager (1995-1998). Holdings at the
end of 2007: 508 Rocla Oyj shares.

Jukka Viinikainen
Rocla Finland

Born in 1962. B.Sc. (Tech.).

Employed by Rocla since 2002 as General Manager,
Customer Solutions; Director, Rocla Services; and
Rocla Rent Oy’s Managing Director; technical sales
duties at Wihuri Oy in 1987-2002, previously as Direc-
tor, Wihuri Oy Power Products. Holdings at the end of
2007: 1 025 Rocla Oyj shares.
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Anselmi Immonen
Projects

Born in 1973. M.Sc. (Tech.).

Employed by Rocla since 1999 as Rocla Robotruck
Oy’s Project Director (2004-2005), Development Man-
ager (2003-2004) and Project Manager (1999-2000).
Holdings at the end of 2007: 100 Rocla Oyj shares.

Juha Mikkonen
Business Support

Born in 1953. B.Sc. (Tech.).

Employed by Rocla since 2000 as Rocla Oyj’s Vice
President, Corporate Planning (2003-2005); Rocla
Robotruck Oy’s Chief Operating Officer (2001-2003);
BV Rocla A/S’ Managing Director (2000-2001); Muun-
tosahko Oy’s Managing Director; Rocla Oyj’s General
Manager, Production (1990-1998). Valmet Paper
Machinery Inc. and Wartsila Corporation. Holdings at
the end of 2007: 34 656 Rocla Oyj shares.

Hilkka Webb
CFO

Born in 1954. M.Sc. (Tech.)

Employed by Rocla since 1981, she was responsible
for various financial managerial duties and is now
CFO. Before that, she worked for Nurmeksen Saha Oy
and as a teacher in financial management. Holdings at
the end of 2007: 530 Rocla Oyj shares.
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ROCLA SALES NETWORK LAHTI Bulgaria MANUSTRA

ROCLA 0OY) NOVIMEC OY ZA de la Ronze
Jampankatu 2 Veivikatu 8 SPEXbSE.'ZVlC.E 3 69440 Taluyers
04400 Jarvenpad 15230 Lahti svo F}Jd.e“'e FRANCE

FINLAND FINLAND igszgup'l ho Tel + 33 472 310 429
Tel. +358 20 778 11 Tel. +358 20 760 9850 BULGAR‘I)AIV Fax +33 478 051 807

Fax +358 20 778 1351

LAHTI, FINLAND
Tel. + 358 20 778 1328

LAPPEENRANTA, FINLAND
Tel. +358 20 778 1595

OULU, FINLAND
Tel. +358 20 778 1447

SEINAJOKI, FINLAND
Tel. +358 20 778 1596

TAMPERE, FINLAND
Tel. +358 20 778 1839
Fax +358 20 778 1599

ROCLA A/S
Kobbervej 5

6000 Koldning
DENMARK

Tel. +45 8616 0066
Fax +45 8616 9766

ROCLA A/S
Ruegvaenget 6
4100 Ringsted
DENMARK

Tel. +45 3639 7000
Fax +45 3639 7001

ROCLA EESTI OU
Peterburi tee 38
11415 Tallinn
ESTONIA

Tel. +372 6030 580
Fax +372 6030 581

ROCLA OYJ FRANCE
23, rue Jules Valles
69100 Villeurbanne
FRANCE

Tel. +33 472 834 828
Fax +33 472 746 018

ROCLA AB

Lilla Bommen 6
41104 Gothenburg
SWEDEN

Tel. +46 31 7450117
Fax +46 31 745 0010

000 ROCLA RUS

16, Domostroitelnaya St., Parnas
194292 St. Petersburg

RUSSIA

Tel. +7 812 777 5550

Fax +7 812 327 4746

ROCLA MOSCOW

1st Schipkovsky Pereulok House
#1 office 213.

015093 Moscow

RUSSIA

Tel./fax +7 495 788 06 95

Sales network, Finland

ESPOO

LOCGISTO OY

Lantinen teollisuuskatu 24-26
02920 Espoo

FINLAND

Tel. +358 9 8494 970

Fax +358 9 8494 9710

JYVASKYLA

ERITOIMI OY
Laukaantie 7

40320 Jyvaskyla
FINLAND

Tel. +358 14 449 9703
Fax + 358 14 449 9704

KUOPIO

ERITOIMI OY
Ankkuritie 3

70460 Kuopio
FINLAND

Tel. +358 17 364 8400
Fax + 358 17 364 8401
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Fax +358 20 760 9851

MAARIANHAMINA
BALTIC PRODUKTER AB
Torggatan 13 A (Sittkoffs)
22100 Mariehamn
FINLAND

Tel. +358 18 16 929

Fax +358 18 16 429

ouLu

NOVIMEC OY
Kallisenkuja 4

90400 Oulu

FINLAND

Tel. +358 20 760 9770
Fax +358 20 760 9771

TAMPERE

NOVIMEC OY
Hyllilankatu 5

33730 Tampere
FINLAND

Tel. +358 20 760 9760
Fax +358 20 760 9761

TURKU

TURUN HYLLY- JA TRUKKITALO OY
Tuijussuontie 6

21280 Raisio

FINLAND

Tel. +358 2 431 0400

Fax +358 2 437 1422

TUUSULA

NOVIMEC OY
Jusslansuora 15
04360 Tuusula
FINLAND

Tel. +358 20 760 9800
Fax +358 20 760 9801

VAASA

NOVIMEC OY
Liisanlehdontie 12
65370 Vaasa

FINLAND

Tel. +358 20 760 9701
Fax +358 20 760 9709

Global sales network

Austria
FRIEDRICH BERGER GMBH & CO.

Stadtplatz 50

4690 Schwanenstadt
AUSTRIA

Tel. +43 7673 3501 0
Fax +43 7673 3501 242

ROBO MATT
Freiburgstrasse 69
3280 Murten
SWITZERLAND

Tel. +41 26 670 5565
Fax +41 26 670 5566

Belarus

ODO SEM HOLMOV
Babushkina str. 28-21
220024 Minsk
BELARUS

Tel. +375 17 2918565
Fax +375 17 291 8565

Benelux countries

CREPA REYNERS B.V.
Fleminglaan 5

2280 Cp Rijswijk
THE NETHERLANDS
Tel. +31 70 413 5555
Fax +31 70 413 5560

Brazil

BRASLIFT EQUIPAMENTOS E
LOGISTICA LTDA

Rua Dep. Heitor Alencar Furtado
3215 Campo Comprido
Curitiba-Parana

BRAZIL

Tel. +55 41 3015 3822

Tel. +35 932 606627
Fax +35 932 601246

Denmark

VB TRUCK A/S
Mgllegardsvej 10
9530 Stgvring
DENMARK

Tel. +45 99 98 88 88
Fax +45 98 37 41 97

France

ADOUR MANUTENTION
Z.1. BERLANNE

Rue de I'’Ayguelongue
64160 Morlaas
FRANCE

Tel. + 33 559 300 136
Fax +33 559 307 851

BEAUCE MATERIEL
Rue de la Motte
28111 Lucé Cedex
FRANCE

Tel. +33 237 256 957
Fax +33 237 256 958

CARRIESCOPIC

Allé du Vivarais
26300 Bourg de péage
FRANCE

Tel. +33 475 724 999
Fax +33 475 727 680

CDME NANTES

4, rue du Bois Briand
44301 NANTES
FRANCE

Tel. +33 251 134 206
Fax +33 251 134 804

CLARKLIFT BORDEAUX
16, rue Claude Bernard
33560 Ste Eulalie
FRANCE

Tel. +33 557 777 477
Fax +33 556 061 615

L2M

Parc d’Activité la Boisniére
35530 Servon / Vilaine
FRANCE

Tel. +33 299 042 223

Fax +33 299 042 224

L2M

Z.l. de la Poudrerie
76350 Oissel
FRANCE

Tel. +33 232 951 604
Fax +33 232 951 601

LE MANS MANUTENTION
Z.1.S, 24 Bd Pierre Lefaucheux
72100 Le Mans

FRANCE

Tel. +33 243 844 820

Fax +33 243 863 541

LE MANS MANUTENTION
R.N. 23 LA Vendange

49124 St Barthélémy d’Anjou
FRANCE

Tel. +33 241 347 333

Fax +33 241 433 411

LE MANS MANUTENTION
Z.l.des Yvaudieres

24, rue de la Motte
37700 St Pierre des Corps
FRANCE

Tel. +33 247 448 285

Fax +33 247 448 344

MANU18

Z| Malitorne

12 rJoliot Curie

18230 Saint Doulchard
FRANCE

Tel. +33 248 275 030
Fax +33 248 654 693

MATELEV

ZA des Bredanes
45130 Meung-sur-Loire
FRANCE

Tel. +33 238 450 000
Fax + 33 238 450 007

NOVELIS

Z.l. CROIX BOIZIAU
La Guyonniére

85603 Montaigu
FRANCE

Tel. +33 251 415 500
Fax +33 251 415 510

NOVELIS

9 r Sainte Claire Deville
SI St Liguaire

79000 Niort

FRANCE

Tel +33 549 054 600
Fax +33 549 336 786

NSO NEGOCE SERVICES OCCITANS
6, rue Boeldieu

31300 Toulouse

FRANCE

Tel. +33 534 504 518

Fax +33 534 504 806

OMS MANUTENTION

23-25, rue d’Estienne d’Orves
78500 Sartrouville

FRANCE

Tel. +33 139 153 151

Fax +33 139 158 384

OMS MANUTENTION
2, rue des Routiers
Centre Routier 114
94579 Rungis Cedex
FRANCE

Tel. +33 141 733 737
Fax +33 141 733 736

PAPETERIE SERVICE
INDUSTRIE

P6le mécanique - ZI n" 3
35, boulevard S. Allende
16340 Isle D’espagnac
FRANCE

Tel. +33 54569 1541
Fax +33 5 4569 1539

PROVENCE MANUTENTION
286 Z.l. du Bassaguet
83140 SIX Fours

FRANCE

Tel. +33 494 874 024

Fax +33 494 875 997

PROVENCE MANUTENTION
Z.l. Chalancon 1

173 Allée Leon Foucault
84270 Vedene

FRANCE

Tel. +33 490 329 898

Fax +33 490 321 678

SAIMLEASE NORD

399 rue du Faubourg d’Arras
62400 Bethune

FRANCE

Tel. +33 321 572 219

Fax +33 321 572 201

SAIMLEASE RHONE

8 Rue Yves Toudic
69200 Venissieux
FRANCE

Tel. +33 472 900 505
Fax +33 472 503 007

SERIGNAC INDUSTRIE

141, Chemin de Fenouillet
31075 Toulouse

FRANCE

Tel. +33 561 701 481

Fax +33 561 702 299



Germany

CARDO STAPLERREPARATUR-SER-
VICE GMBH

Industriestrasse 21-23

63165 Mihlheim / Main
GERMANY

Tel. +49 6108 602 640

Fax +49 6108 602 649

Iceland

LETTITAKNI EHF
Efstubraut 2

540 Blonduds
ICELAND

Tel. + 354 567 6955
Fax + 354 452 4330

Indonesia

MHE-DEMAG INDONESIA
Kawasan Kommercial Cilandak
Gedung 108-S

Jakarta 12560

INDONESIA

Tel. +62 21 780 7611

Fax +62 21 780 7475

Ireland

CASTLE MECHANICAL HANDLING
Damastown Way

Damastown Industrial Park
Dublin 15

IRELAND

Tel. +353 1 869 4711

Fax +353 1 820 7589

Italy

NUOVA DETAS spa

Via dell’ Industria
33030 Coseano (UD)
ITALY

Tel. +39 0432 861 711
Fax +39 0432 861 219

Latvia

SIA R.A.S.A UN KO
Zemzaru lela 3

Mdrupes pagasts, Rigas raj.
Lv 2167

LATVIA

Tel. +371 7 860 007

Fax. +371 7 860011

Lithuania

UAB PARADIS

Draugystés st.19, Kaunas
LT-51230

LITHUANIA

Tel. +370 37 452 942
Fax + 370 37 354 078

Malaysia

MHE-DEMAG MALAYSIA SDN BDH
PT 79, Jalan 26/6 Sec 26
Kawasan Perindustian Hicom
40000 Shah Alam

MALAYSIA

Tel. +603 5191 1553

Fax +603 5191 1818

Morocco

MAGHREPIC

10, Bd de Boured
20300 Casablanca
MOROCCO

Tel +21 224 03950
Fax +21 222 409 44

Norway

BIL- OG TRUCKSERVICE
Evjenvegen 100

9284 Tromso

NORWAY

Tel. +47 77 639 600
Fax +47 77 639 655

ELEKTRO MASKIN AS
Gjesdalveien 3
4303 Sandnes
NORWAY

Tel. +47 51 681 770
Fax +47 51 681 769

GMG SERVICE AS

Breivika Industrivagen 50

6018 Alesund
NORWAY

Tel. +47 51 7015 2100
Fax +47 51 7015 2101

KARSTEN MOHOLT AS
Michael Krohnsgate 86
5824 Bergen

NORWAY

Tel. +47 55 943 400
Fax +47 55 943 435

TRUCKTECH AS
Moumgt 34 1658 Torp
1650 Sellebakk
NORWAY

Tel. +47 69 364 453
Fax +47 69 364 459

TRONDELAG TRUCKSERVICE AS

Vestre Kanalkai 23
7010 Trondheim
NORWAY

Tel. +47 73 827 900
Fax + 47 73 827 910

Philippines

MHE-DEMAG PHILIPPINES
Main ave, Severina Diamond

Industrial

Estate

West Service Road Km,
16 South Expressway

Paranaque 1700 Metro Manila

PHILIPPINES
Tel. +63 2 822 2536
Fax +63 2 821 2517

Poland

FORKLIFT Sp.zo.o.
Ul.Pulawska 38
05500 Piaseczno
POLAND

Tel. +48 22 737 15 23
Fax + 48 22 737 1522

Portugal
EUROLEVA

Estrada nacional n 1 Alto do

Vieiro AP 710
2401-977 Leiria
PORTUCAL

Tel. +351 244 859960
Fax +351 244 859969

PROMEC SA

Rua Cidade Rio de Janeiro,47

— Mealhada

2670-492 Loures
PORTUCAL

Tel. +351 21 982 5000
Fax +351 21 982 5079

Russia
00O “TORGPROF”

Elizavetinskoe shosse, d. 39,

off. 400
620085 Ekaterinburg
RUSSIA
Tel. +7 343 213 7103
Fax +7 343 255 3719

SEVCO LTD.
Korovinskoe road, 35
125412 Moscow
RUSSIA

Tel. +7 495 937 8832
Fax +7 495 937 8831

OO0 TECHLINEIMPORT

Center of Construction Equipment
“Tehnoplaza”

Yaroslavskoye Shosse 42

129337 Moscow

RUSSIA

Tel. + 7 495 105 0542

Fax +7 495 183 7056

Singapore

MHE-DEMATIC SINGAPORE
33, Gul Circle

Singapore 629570
SINGAPORE

Tel. +65 686 21123

Fax +65 686 21933

The Slovak Republic

KM LOGISTIC s.r.o.
Matuskovska cesta 1413
92400 Galanta

THE SLOVAK REPUBLIC
Tel. +421 31 770 8272
Fax. +421 31 770 1651

South Africa

IMPORTANT PRODUCTS (PTY) LTD.
P.O. Box 69128

BRYANSTON

2021 SOUTH AFRICA

Tel. +27 11 706 9061

Fax +27 11 706 2447

Spain

A.ES.A

Camino Puente Viejo 20/22
28500, ARGANDA DEL REY
SPAIN

Tel. +34 91 871 9666

Fax +34 91 871 9928

CARRETILLAS LOYMAN, S.L
Pol. Ind. Erletxes
Plataforma 1 - Edifi cio 2
—Nave 11

48960 GALDAKAO (Bizkaia)
SPAIN

Tel. +34 94 600 9043

Fax +34 94 600 9053

CARRETILLAS TERRASSA, S.L

C/ Mifio 112 nave 2 Pol.Ind.Santa
Margarita

ES-08223 Terrassa (Barcelona)
SPAIN

Tel + 34 937 847 878

Fax + 34937318 395

COMERCIAL Y SERVICIOS FERLA
S.L

Santa Tecla Guizar, 17

36207 VIGO-PONTEVEDRA
SPAIN

Tel. +34 98 644 3106

Fax +34 98 643 3466

ECOLOGIC TRUCKS RENT S.L.

C / Germanies . 1 Pol. Ind. El Pou
46960 - Aldaia ( Valencia)

SPAIN

Tel. +34 902 430581

Fax +34 961 501689

JUAN MARTIN PARRILLA
c/.La Red, 17 — Nave 26
41500 Alcara de Guadaira
SPAIN

Tel. +34 95 563 0943

Fax +34 95 563 0490

MAELYSER S.L.

Ciudad del Transporte, C/A, Nave
16

50820 Zaragoza

SPAIN

Tel. +34 976 150433

Fax +34 976 615041

Sweden

KALMAR SVERIGE FORSALJNING

Rissneleden 136
174 27 Sundbyberg
SWEDEN

Tel. +46 8 445 3800
Fax +46 8 445 3838

LINDELLS MATERIALHANTERING

Ab

Svedbergsgatan 1
260 50 Billesholm
SWEDEN

Tel. +46 42 203 880
Fax +46 42 203 899

OLEMA TRUCKSERVICE Ab

Navestadsgatan 46
601 02 Norrkdping
SWEDEN

Tel. +46 11 143 020
Fax +46 11 144 114

Switzerland

BAMAG MASCHINEN AG
Moosackerstrasse 73
8105 Regensdorf
SWITZERLAND

Tel +41 1843 4000
Fax: +41 1843 4001

MANUTENTION & CHARIOTS SA

37 route des Jeunes
Case postale 1211
1211 Geneve 26
SWITZERLAND

Tel. +41 22 342 5530
Fax +41 22 343 3982

ROBO MATT
Freiburgstrasse 69
3280 Murten
SWITZERLAND

Tel. +41 26 670 5565
Fax +41 26 670 5566

Thailand
MHE-DEMAG THAILAND

23/110-113 Sorachai Building

25-29th fl oor

Soi Sukhumvit 63 (Ekamai),

Sukhumvit Road
North Klongtan, Wattana,
Bangkok 10110
THAILAND

Tel. +662 714 3880
Fax +622 714 3896

Turkey

SANKO MAKINA PAZARLAMA

VETIC A.S.
Yakacik Hurriyet Mah. E-5
Yan Yol Uzeri No 57
Kartal-Istanbul 34876
TURKEY

Tel. 4902 16 4530400
Fax +902 16 4530401

United Kingdom

CARRYLIFT GROUP
Unit 3 Peel Road

West Pimbo Industrial Estate

Skelmersdale
Lancashire WN8 9PT
UNITED KINGDOM

Tel. +44 1695 455 000
Fax +44 1695 455 094

MEXMAST Ltd.

2 Jubilee Road, Victoria Ind. Est.

Burges Hill

West Sussex RH15 9TL
UNITED KINGDOM

Tel. +44 1444 247 197
Fax +44 1444 246 440



Rocla Oyj

P.O. Box 88, Jampankatu 2
FI-04401 Jdrvenpdd, Finland
tel. +358 20778 11

fax +358 20 778 1351
www.rocla.com

e-mail: rocla@rocla.com



Calendar for the shareholders

Annual General Meeting 26 March 2008
starting at 5.00 p.m. at Adulta in Jarvenpaa

Before the AGM, there will be a company
presentation and a factory tour at the Jarvenpaa
factory. The briefing will start at Adulta at 3 p.m.
and the tour at 3.30 p.m.

AGM and dividend for 2007
14 March 2008 Record date for participation
in the AGM
20 March 2008 Registration date for the AGM
26 March 2008 AGM in Jarvenpaa
31 March 2008 Record date for dividend payment
7 April 2008 Dividend payment

Financial reports in 2008

24 April 2008 First quarter

16 July 2008 First two quarters
23 October 2008 First three quarters

SI¥EIT / ISOONLYIA AO VLNILSIIA



