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Chairman’s report 2007  
Centennial is an investment company with  
emphasis on the acquisition of significant ownership 
stakes in a variety of potentially rewarding projects in 
different industries. During the last decade, a tenfold 
projects and businesses have been turned around or have 
undergone changes resulting in enhanced values partly as 
a result of Centennial’s investment of capital and know-
how. The average return on equity after tax has been more 
than 19% p.a. in the period 1996-2007.

Centennial has not purchased any new properties in 
Norway during 2007 and reduced its investments outside 
Norway in expectation of a general cyclical downturn. 
Generally, we followed a more and more stringent 
investment strategy as the year 2007 progressed. The net 
result after taxes for Centennial AS for the year 2007 was 
NOK 24 million and for Centennial ASA NOK 16 million. 
Added together, the NOK 40 million is somewhat lower 
than the previous years’ results mainly due to higher 
redevelopment expenses and smaller profits from  
other investments.

The cost of upgrading and tailormaking our commercial 
properties to the need of new lessees has been financed 
chiefly out of equity funds and is resulting in a solid 
increase in the average occupancy level despite a difficult 
market. With a harder financial environment expected 
in the next few years, our remaining inventory of very 
reasonably priced office space should be easier to rent 
out than, say, centrally placed offices renting for 3 to  
4 times our average rent level.

The development agreement for Hasle hill in Oslo, 
entered into with Skanska Bolig AS, is divided in two: half 
in cash when the construction of each area is finished 
and half to be paid in the form of apartments. The agreed 
sales figures are as follows for the different areas:  
Area A: 41,8 mill B: 57,3 mill C: 32,4 mill D: 43,9 mill  
E: 83,6 mill Sum NOK 239,1 mill. Skanska AB, the parent 
company of Skanska Bolig AS, has guaranteed this 
development agreement. 
 
Going into 2008, we are preparing for a possible mini-
crash both in the financial markets and in the property 
market. In Norway, we expect substantial reductions in 
the sales prices of properties which could be forced out 
into the market. Some investment funds have debt to 
total investments ratios of 85% or worse, depending on 
the degree of optimism of the valuers.

Centennial has a 46% debt to market value adjusted 
total capital, using the lowest estimates obtained at the 
end of 2007. We are preparing an IPO of the  Norwegian 
properties by way of a newly started  “Centennial Eiendom 
ASA”. The objective is to bring  in at least NOK 500 million 
in cash by way of issuing new shares to outside investors. 

When the bottom of the coming down-cycle is in sight, 
this pure property  investment company should be well 
positioned to  benefit from readily available capital and the 
ability to make quick decisions.

The non-property investments in fish farming and VOIP-
mobile telephony have been steadily building value and 
Centennial is expecting 2008 to be a challenging year for 
many investors. With a recession looming on the horizon, 
we hope that food production and providing the lowest 
cost telephony in the market place should be relatively 
less vulnerable than businesses relying on luxury 
consumer segments or on high energy consumption.

At the start of 2007, Centennial invested in a small  
company providing care to senior citizens; SeniorStøtten”. 
We plan to expand this activity, as we feel there is a social 
need to be filled, and at the same time we hope that we 
can contribute in a way that is also financially viable.

The wholly owned “Pinemont Securities Ltd” in London, 
a member of the London Stock Exchange and a boutique 
financial adviser, had a break-even result. 

We take this opportunity to thank the friends of 
Centennial for loyal and encouraging support and, going 
forward, we reiterate our objective of investing with 
a low risk profile but to achieve high returns through 
active ownership. This means setting high standards for 
management in the companies we are interested in as 
well as in our own organisation. 

Endre Rösjö
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The housing market
The Norwegian property market experienced a fall in 
general prices over the last few months of 2007. The 
fall in demand in central locations in Oslo is thought 
to be closely linked to increasing interest rates from 
major retail banks. Together with the credit crunch in 
the interbank market, this has lead to tighten the banks’ 
willingness to provide mortgages to consumers. 

Smaller apartments in the city centre have been most 
severely hit. In Oslo’s central areas, a large proportion 
of the property is organized as free holds with a large 
proportion of common debt. 

The overall growth rate in Norway remains solid at  
4 percent, unemployment is at a record low of 2-3 
percent, consumer confidence remains high, and there’s 
a steady growth in Oslo’s population. There are thus 
strong reasons to expect an overall positive development 
in the future real estate prices in the Oslo area. 

As soon as the interbank market, and the mortgage rates 
are stabilized, the demand for attractive centrally located 
real estate property is likely to pick up, especially if oil 
prices stay high. 
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Commercial property
The commercial property rental market continued to 
improve in 2007. The overall level of vacancy in the Oslo-
Akershus region fell from 6,5% (2006) to around 4% in 
January 2008, rental levels also continued to rise almost 
30% in the prime office segment in central areas of Oslo, 
where vacancy rates were practically zero. The property 
markets are characterized by increasing segmentation 
between different areas of Oslo. 

The bulk of Centennial`s commercial property portfolio 
is located in the Eastern Økern and Ryen district, which 
has suffered from significantly higher vacancy rates than 
the rest of Oslo with an overall vacancy rate of about 10%. 
As in the case of previous upturns the lack of office space 
in central Oslo caused increased demand in the “outer” 
parts of the center. 

In 2006 and 2007 this trend spread to our properties at 
Økern and Ryen, vacancy rates are falling and we have 
experienced a significant rise in rental levels, At our 
property, Økernveien 121 the vacancy went from 100-
0% during 2005-2007. This property has and is still also 
undergoing renovation, with new surfaces and new and 
less energy consuming technical installations for such as 
electricity, heating and ventilation.

Centennial AS has actively evaluated a number of 
potential acquisitions of comercial properties over the 
course of the year, but did not make any acquisitions 
since none of the investments evaluated and presented to 
us made satisfactory long term returns. 

The commercial property in the Centennial portfolio 
earns on average 700 NOK pr sq meter. When Telenor 
ASA consolidated its offices in 2005 and 2006, the vacancy 
rates of the Centennial commercial space increased 
markedly. Due to extensive “tailor-making” of office 
space to new customer needs, the vacancy rate -going 
into 2008- is close to nil. We are happily experiencing 
an increase in the average rents. The rent level for 
Centennial will strengthen further as older agreements 
are nearing renewal.

The cyclical downturn in the economy should not hurt 
Centennial as much as highly leveraged and speculative 
owners of the most expensive office space in Oslo. In 
a downturn of the financial cycle,companies will seek 
out areas where rents are lower. This trend will move 
companies out of the city centre of Oslo and into  
our attractive “office on a hill” property at Haslekollen.
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Book Value Est Market  
Value

Property 362 628 763 000

Goodwill 1 656 1 656

Office equipment, etc. 6 996 6 996

Other investments 40 968 40 968

Sum long term investments 412 248 812 620

Accounts receivable 267 889 267 889

Shares and other equity 112 273 112 273

Cash in Bank 47 180 47 180

Sum liquid assets 427 342 427 342

SUM ASSETS 839 590 1 239 962

Long term debt 377 445 377 445

Short term debt 238 753 238 753 

Theoretical tax liabilities 11 555 11 555

Sum debt 627 753 627 753

Share capital 74 187 74 187

Other (taxed) equity funds 137 651 137 651

Market value adjustment - 400 371

Sum Equity 211 838 612 209

Sum Equity and Debt 839 591 1 239 962

Balance 31/12/2007
amounts in nOK 1.000

Profit and loss
amounts in nOK 1.000

Centennial AS/Centennial ASA
amounts in nOK 1.000

2007 2006 2005

Total income 74 445 57 789 51 935

Operating expenses 25 818 26 786 21 941

Salaries 6 606 6 928 8 505

Sum operating costs 32 424 33 714 30 446

Contribution from operations 42 021 24 075 21 489

Financial income 53 378 73 871 107 300

Financial expenses 49 174 39 167 29 203

Net financial result 4 204 34 704 78 097

Earnings before depreciation 46 225 58 779 99 586

Depreciation 18 832 17 996 17 454

Profit (loss) before tax 27 393 40 783 82 132

tax (3 061) (5 623) (4 077)

Net result after tax 24 332 46 406 86 209

2003 2004 2005 2006 2007  Est. 2008

total income 71 791 87 242 51 934 57 789 74 444 81 000

Operating expenses (31 633) (45 452) (47 899) (51 710) (51 300) (58 000)

net financial result 26 501 (10 9469) 78 097 34 704 19 802 7 500

Earnings before tax 13 657 30 844 82 132 40 783 42 946 30 500

tax (480) (708) 4 077 5623 (2 660) -

net result after tax 13 177 30 136 86 209 46 406 40 286 30 500

Centennial AS - Consolidated figures
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2007 2006 2005

Total income 74 445 57 789 51 935

Operating expenses 25 818 26 786 21 941

Salaries 6 606 6 928 8 505

Sum operating costs 32 424 33 714 30 446

Contribution from operations 42 021 24 075 21 489

Financial income 53 378 73 871 107 300

Financial expenses 49 174 39 167 29 203

Net financial result 4 204 34 704 78 097

Earnings before depreciation 46 225 58 779 99 586

Depreciation 18 832 17 996 17 454

Profit (loss) before tax 27 393 40 783 82 132

tax (3 061) (5 623) (4 077)

Net result after tax 24 332 46 406 86 209

Property expected 
IRR

Industry Revenue Operating 
costs

Fair value

Økernveien 119/121 7,3% Office 13.704.000 1.960.000 173.000.000

Frydenbergveien 48 7,4% Office/Retail 4.799.000 730.000 63.000.000

Sagveien 25 7,7% Office/Logistics 20.679.000 1.300.000 210.000.000

Ryensvingen 3 6,9% Office/Retail 6.831.000 595.000 70.000.000

Haslekollen parking Parking 6.000.000

Haslekollen real estate 5,0 % Apartments est. 5.000.000 500.000 80.000.000

Cash receivable from SKANSA 128.000.000

Cash receivable from School authorities 33.000.000

Market value of property investments in Norway

Sum estimated value of property 763.000.000

Summary of evaluation November 2007. By Bygg og Eiendomsrevisjon AS

Book Value

Accounts receivable 78 831 903

Shares and other equity instruments 26 495 305

Cash in Bank 2 037 282

SUM ASSETS 107 364 490

Short term debt 90 825 388

Calculated tax (404 100)

Sum debt 90 421 288

Share capital 1 000 000

Other (taxed) equity funds 15 943 202

Sum Equity 16 943 202

SUM EQUITY AND DEBT 107 364 490

Book Value

Operating expenses (43 500)

Financial income 23 107 468

Financial expenses (7 509 752)

Profit (loss) before tax 15 554 216

Calculated tax 399 868

Net result after tax 15 954 085

Balance 31/12/2007 Profit and loss 2007

Centennial ASA 2007
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Centennial AS 2007 year of accounts

Activities
The main business of the company is investing in and 
managing property with a relatively long time horizon 
and to a certain extent also to invest in non-property 
businesses with a somewhat shorter time horizon.
The management of the group companies has mainly 
taken place in owned properties in Oslo, while securities 
trading and investing has been handled from our wholly 
owned subsidiary in London, Pinemont Securities Ltd.

The book result for the calendar year 2007 amounts 
to NOK 46,2 million before depreciation and tax 
computations. 

The first 98 of a total of about 600 apartments at 
Frydenberg were completed during the summer 2007 
as planned, and people have moved in. The demand for 
apartments were considerably reduced against the end of 
2007, but another five blocks of flats under construction, 
and will be finished by the end of 2008.
In order to avoid being exposed to a possible fall in prices 
of flats, and the demand for them, the agreement with 
SKANSKA was renegotiated in February 2007. We will 
now receive the rest of the agreed contribution in cash 
during the next years.
The school authorities of Oslo have bought one of the 
large former warehouses situated at the premises, and 
are developing it into a school.

Market value
The market value adjusted equity of Centennial was 
estimated to amount to NOK 612,2 million based on 
estimates obtained at the end of 2007. 

Continuous operations
The yearly accounts for the accounting- and calendar 
year 2007 are concluded on the premise of continuous 
operations according to Norwegian corporate law.

Working climate
The Centennial group employs a total of fourteen people, 
whereof seven in Norway. The working climate is good. 
Registered absence due to illness has been low during 
2007, and there have been no injuries or accidents.

Equality of status:
Four of the fourteen employees and one of three 
members of the board are women.
By possible future employments, women will be 
encouraged to apply.

The environment
Centennials operation does not pollute the environment, 
and focus on environmentally friendly ways of running 
the business. Activities are carbon neutral and we are 
investing in planting and seeding new pine trees at our 
property in France.

The annual accounts
Profit before tax for Centennial AS reached NOK 36,3 
million while the Group had a profit of NOK 27,4 million.
Centennial AS’s booked equity by the end of 2007 was 
NOK 223,7 million, and the Group  211,8 million. The 
group has a tax loss carried forward of NOK 36,5 million 
as at 01.01.2008. The chairman of the board has not 
received any wages or other compensation from any of 
the Norwegian companies during 2007

The future
Our properties at Økern and Ryen will be more or less 
fully let early in 2008. The lease markets for offices and 
industrial property are still positive, and we expect a rise 
in the rents by renewals the next few years. Combined 
with wise investments in a somewhat unstable stock 
market, this makes the board believe in reasonable 
profits during 2008.

Skanska’s construction work will reduce the income from 
the property at Hasle, but income from the sale of the 
property will on the other hand secure a considerable 
income over the coming years. We believe in a rise in both 
prices and demand for flats within a couple of years. 

The result
The board proposes the 2007 result of Centennial AS, 
amounting NOK 35 991 150 to be transferred to “free 
equity funds”.

Report from the CEO 
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The natural choice of organic & sustainable seafood.
In the early nineties, two teenage boys started catching 
cleanerfish for local salmon farmers. At the time they 
only did it for fun and the love of fishing, but as it turned 
out this was a brand new way to solve problems with 
keeping the salmon free for parasites. Better still, it was 
the only environmentally sound alternative. The boys soon 
realised the potential for a viable business idea, and in 
1995 they founded Villa Leppefisk ANS. 

At present the Villa Corporation is a fully integrated 
fishfarmer in Norway with control of the entire value 
chain. Villa Organic AS is the corporation locomotive. They 
buy the roe from external producers, but have their own 
hatchery. They then start-feed the juveniles and produce 
smolts. When the nature tell the salmon and trout its 
time to leave the freshwater, they transport them to the 
ongrowing sites in deep, clean fjords of Norway. When the 
fish have lived for one and a half year in saltwater they 
transport them gently with a wellboat to the harvesting 
plant. There the fish is humanly harvested by modern 
stunners. In the same factory they produce fillets. This 
is a sustainable way of harvest that reduce the need for 
packaging. Once the fish is packed the sales and logistics 
department make their best efforts to ensure the product 
is sold and transported to customers around the world in 
a efficient and sustainable way. 

Villa is based on the west coast of Norway and in Finmark 
and is today the leading producer of organic certified 
farmed Salmon, Trout and the world’s only producer of 
organic Cod. Villa has established long term contracts for 
delivery of organic certified farmed salmon and cod to the 
high quality segment in EU and the USA.

Villa Salmon is in the forefront of the development 
within the fish farming industry. The company covers the 
whole value chain from juvenile production to the end 
user and pride themselves with their focus on organic 
and best practice production, including traceability 
and sustainability. The licenses for salmon and trout in 

Finnmark acquired in 2006 provides an opportunity for 
significant growth. The initial results are very positive 
and farming trout instead of salmon has proven to be 
a correct decision. In addition to the salmon and trout 
licences, the company also holds 6 cod licences. Villa 
Salmon is well positioned as we expect the market for 
and focus on organic food to increase significantly  
going forward.

Finnmark provides significant production capacity
The licences in Finnmark provide a significant production 
capacity and opportunity for growth. If the operations in 
this area prove successful, the valuation of the company 
should have a significant upside potential – not only 
through increasing production, revenues and results, 
but also through a significant increase in the value of the 
licences. The value of the licences is of course dependent 
on several factors but as fish farming in this area has 
been challenging for other companies in the past, the 
current value or cost is low relative to licenses at the 
west coast of Norway, e.g. in Møre where Villa also has 
licences. As the capacity for production of salmon in Møre 
is fully utilised, the company is dependent on successful 
operations in Finnmark to achieve its full growth 
potential. The cod business is expected to show a very 
healthy growth in 2009 and is expected to explode in 2010 
primarily due a purchase of a large amount of smolt from 
a Shetland based organic fishfarmer in early 2008. The 
majority of the growth, however, is expected to come from 
the facilities in Finnmark.

Villa’s vision is to be the natural and preferred choice of 
sustainable and organic fish products. They exclusively 
produce sustainable and organic salmon, cod and trout 
and the production is located on the northwest coast and 
in the north east part of Norway. Stocks are currently 
trading at NOK 50. Centennial control 1.292 mill shares 
representing 12 % of the shares in the group as well as  
33 % of direct ownership in the shares in Villa Cod farms. 

The Villa Group

The fish thrives in the cold and clear arctic water

The pens are inspected several times a day
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Vyke offers cheap mobile calls, employing VoIP-based 
callback and WiFi to bypass conventional cellular. Vyke 
has a mobile WiFi solution that enables WiFi hardware 
embedded in selected Nokia, Motorola and Samsung 
handsets (currently numbering some 25 types), that 
connects the user to IP-based telephony and all the costs 
savings associated with VoIP solutions. Typically the 
saving compared to a GSM-based mobile call is between 
65% and 95%. The most compelling evidence of Vyke’s 
solution is its paying subscriber base; this stood at 35,673 
in March 2006, and had risen to 762k by June 2007 and to 
2,100,000 in June 2008.

Huge Market Opportunity 
In most developed countries, mobile represents a vast, 
massively profitable, mature oligopoly. Given increasing 
availability of unlicensed and/or unrestricted spectrum 
and the emergence of open standards, the opportunity 
exists to exploit the lower cost and higher functionality 
of SIP-based communications to substitute conventional 
cellular usage. Various forecasts predict 100-250 million 
users migrating to such technologies over the next  
five years.

Competitive Challenges are Significant 
Apathy and technophobia amongst consumers inevitably 
limits the potential to substitute a familiar, albeit 
expensive, service with a cheaper but more complicated 
one. The mobile-bypass market is becoming crowded, 
and the lessons of history and current experience 
both suggest that mobile operators will increasingly 
colonise and marginalise the new entrants’ territory. 
Differentiation on the basis of price represents a 
necessary, but not sufficient, condition of competition.  
To be sustainable, players have to distinguish themselves 
also on the basis of product capability, efficient 
distribution, and the strength of the brand – none of 
which are trivial criteria.

Well Qualified to Compete 
Vyke brings multiple skills and assets to these 
challenges. It has established a first mover advantage  
in the mobile-VoIP market, with 1.8 million IP customers 
built up over 18 months. It enjoys a close relationship 
to Nokia; it has strong in-house technology; and it has 
a cash-rich balance sheet. By mid-year, we should 
see evidence of serious progress, in the form of major 
new product announcements and accelerating rates of 
customer additions.

Investment case
Vyke promises to do for the mobile communications 
industry what Skype did for the fixed telecoms industry

The Market Opportunity Is Vast
In the developed world, mobile phone penetration is 
approaching 100%, with industry EBITDA and cashflow 
margins in excess of 30% and 10% respectively. The 
industry is a mature, oligopolistic cashcow, relying on 
substantially depreciated networks built over the last 
20 years, with competition confined to skirmishes at the 
margin for the marginal customer. Until now, mobile 
operators have managed to retain tight control of the 
value-chain, by controlling its dealer networks and 
therefore its incentives structures, by tying handsets  
to networks, and by shadowing each other’s  
pricing strategies.

A Clear Shift in the Balance of Powers
The vast, comfortable oligopoly represented by the mobile 
operators is under threat, from multiple directions, but 
ultimately from technology, and particularly from IP-
based technology. Handset manufacturers are moving 
increasingly into the service arena (viz. Nokia’s music 
download service), and to flex the strength of their own 
brands (viz. Apple’s iPhone, extracting 10% revenueshare 
agreements from operators). Ad-funded models are 
beginning to appear, challenging conventional usage-
based pricing models. Regulators are increasingly 
interventionist in defence of consumer interests, directly 
in respect of retail and wholesale pricing, and indirectly, 
via their insistence on open standards, prohibiting the 
linking of handsets to networks.

10
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Enter David, to Mobile’s Goliath
Into this mature and highly profitable industry steps 
Vyke Communications. Starting life as a calling card and 
callback operator, the company developed significant 
competitive strengths. Its mobile VoIP service is accessed 
via callback or WiFi, does not require the user to change 
subscription, and is therefore independent of the mobile 
carriers’ networks or pricing plans. It has a material 
first mover advantage, having achieved an impressively 
rapid build-up of customers – some 1.8 million in its first 
18 months – at relatively low cost. And it has developed 
strong proprietary technology, enjoying a particularly 
close relationship with Nokia.

Transitioning from Cheaper to Better
We would be highly sceptical if we thought Vyke’s 
ambitions were confined to offering a cheap substitute 
mobile voice and text service, as this would imply that 
it is merely going the way of countless other resellers 
before it – that of being a marginal provider of a marginal 
service. Vyke is not, however, just a ‘bucket shop’ reseller 
of VoIP minutes: we predict that forthcoming product 
announcements, for example, will see the company 
addressing the social networking community with Instant 
Messaging, Presence and other features.

Addressable Markets, Adoption 
Rates and Market Shares
Vyke is a relatively early entrant in potentially enormous 
market. When considering demand potential in generic 
terms, there are three variables that matter.

• The size of the potentially addressable market;
• The take-up or adoption rate of new services; and
• The share of the market that Vyke can realistically win.

Addressable Market – Theoretically, as a primarily web-
based service looking to attack the very large margins of 
incumbent mobile operators, Vyke has an addressable 
market of some two billion mobile users. This is not 
very helpful as a starting point for market assessment, 
however, and we need to tighten our parameters.

First, by geography. Again, while the global market 
is theoretically accessible, adoption of Vyke’s service 
offering will be dictated to a significant extent in the early 
years by traditional word-of-mouth and other viral effects 
– which imply a degree of on-the-ground presence.
So, geography matters! We assume, for purposes of initial 
market sizing, that developed Western countries and the 
Middle East are directly addressed – a total population 
base of some 840 million by 2015.

Second, by demographic. Reflecting the slightly ‘techie’ 
nature of the service initiation, we assume that Vyke’s 
offering is immediately of interest to the 10-35 year old 
age group, typically representing around one third of 
western populations. 

Third, by technology. Vyke’s future growth is tied closely to 
the increasing proliferation of WiFi) technology (although 
it should be remembered that any mobile phone can 
access Vyke’s services and discounts through the 
‘callback’ mechanism). At present, Vyke’s direct access 
services (as opposed to the callback services) are only 
accessible if the handset is so configured as to be able to 
recognise the presence of a WiFi ‘hotspot’, and if the user 
is registered as a user of that WiFi capacity. From this 
perspective, we can define the theoretically addressable 
market as representing the base of WiFi users or WiFi 
‘Hotspots’. In this context, the 10,000 hotspots managed 
by The Cloud (with whom Vyke already has a worldwide 
agreement), or the 670,000 hotspots in existence in 
the US, or the one million hotspots planned by FON 
worldwide, are meaningful metrics. In many countries, 
major cities are already being built out with contiguous 
WiFi coverage, whether as a private initiative (as with The 
Cloud in the City of London, in Amsterdam, Copenhagen 
or Paris), or as part of municipal initiatives, as in many 
US cities. In defining its strategy to be allied more closely 
to handset manufacturers – and, at this stage, this 
particularly means Nokia, the 40% market share leader 
globally – than to mobile operators, the company sets 
itself against the business model of rivals such as fringe 
that piggy-back on the operators’ airwaves. For a certain 
section of the population, the ability to access the price 
and functionality benefits of mobile VoIP on a genuinely 
pay-as-you-go basis, without having to change mobile 
subscription, is clearly appealing. 

Key financial data (£m)

Year to December 2006A 2007A 2008E 2009E 2010E

Sales 10,0 25,2 64,1 107,1 150,3

Customers 300k 1,7mill 2,8mill 4mill 5,2mill

EBITDA -2,8 -3 -1,9 6 12
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Malung Industries is a well established production facility 
in a low cost region of Latvia. Malung industries has a 
good production record with production back to 2001 
on its current location. Centennial has been a majority 
shareholder in Malung the entire period. The factory 
enjoys the combination of low cost manual labor as well 
as production, attractively located in Daugavpils, 3 hours 
drive from the capital Riga. Most part of the machinery is 
well used but in good condition, the factory holds a stable 
and high quality production. There is a highly competent 
technical team at the factory, and all repairs as well as 
maintenance of machinery is handled internally. 

A large part of sales are in the Scandinavian market, and 
over the last years the quality of production has risen 
steadily. IKEA is among the largest customer, which 
proves that production is both stable, of high quality and 
follow all modern standards i.e. environmental etc. IKEA 
currently accounts for some 30 % of total production.
There are approx 40 employees working to shifts pr 
day and the factory building is well suited for industrial 
production. Over the past 5 yrs the building has 
undergone large repairs and is now a modern building 
with built in central heating & broad band connection. 
Production of plastic products is highly linked with the 
price of raw material and large part of the medium 
sized production is moved out of Western Europe. The 
production of the medium sized customized orders is 
ideal for factories in Central & Eastern Europe, low 
transportation costs as well as short response time 
combined with low labor costs makes Latvia highly 
competitive. The producer of much of the raw material  
is also located close to the factory, large part of high 
quality pwc and poly propylene is still made in Germany, 
Italy and Finland. Daugavpils is further on located only  
100 km from the EU border. This makes it easy to 
transport into Belarus, Russia & Ukraine. The larger 
standardized European orders are however now more 
often placed in China, while the sales and marketing part 
of the organization is still located in the home market. 

Annual turnover of SIA Malung Industries in 2007 was  
9 206 564 NOK, a small increase from 2006. Our goal  
for 2008 is to search and build up relationship with  
new markets in Holland, Finland, Denmark, Russia  
and Belarus.
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Sia Malung Industries

Annual turnover of SIA  
Malung Industries in 2007  
was 9 206 564 NOK, a small 
increase from 2006. Our goal  
for 2008 is to search and 
build up relationship with new 
markets in Holland, Finland, 
Denmark, Russia and Belarus.
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All over Europe the governments fear the elderly people’s 
growing part of the population. This development must be 
met by corresponding care services. Private businesses 
have the potential to both relieve the authorities and 
operate with profitability.

Early in 2007 Centennial acquired SeniorStøtten, a small 
business within the elderly care sector. SeniorStøtten, 
established in 2001, was among the first private players 
in Oslo providing care services in the senior citizens’ 
homes. Through this acquisition Centennial has a 
platform for building a strong and well-known company 
supplementing the local authorities’ service for the  
most disabled inhabitants. In its ownership Centennial 
will emphasize on confidence, reputation and  
stable manpower.

Having ambitions of being present in more Norwegian 
cities SeniorStøtten at the end of 2007 bought another 
care company, called “Helse og Omsorg”. This company 
offers basic home services in co-operation with the 
municipality of Tønsberg. Due to liberalization needy 
inhabitants of Tønsberg are free to choose between three 
private players, in addition to the local service. A couple of 
years after the liberalization the private share has grown 
to 15 %, with our operations representing the major 
part. A similar development is expected in Drammen, 
which is another central city in Norway. SeniorStøtten 
has established a completely new business in Drammen. 
In co-operation with the local authorities basic home 
services are being offered.

In Oslo SeniorStøtten provides a wide range of 
commercial services within the care sector. Our 
customers buy products as social company, 
housekeeping and nursing. These supplementary 
services are produced by an experienced staff of nurses, 
which allows us to target the high-end market in the 
West End of the capital. The company’s strategy is to 
build a strong brand within this demanding and profitable 
market. This is possible by delivering hearty care in 
elderly people’s homes, quality and discretion, combined 
with addressing their relatives in the initial sales phase.
 
The population grows old as large groups retire and every 
new generation gets to live longer than the previous 
generations. Simultaneously statistics show that old 
people in general are wealthy (see graph). There are  
signs of willingness among senior citizens to spend  
more money on their own health and safety.

Building a brand in  
the Care Industry

Our excellent crew: CEO Henning Aandal and Team Leaders  
Trine Berle, Anne Bergh and Bjørn E. Toft
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After completed renovation Château de Bonas is open for the public, by the end of 2007 and by the first  
few months of 2008 several conferences and seminars were held on the premises.

Pictures from the 40th reunion anniversary of Harvard Business School at Château de Bonas.

Château de Bonas
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NOK 600 000 000 Bond Issue for Kommunalbanken AS  
arranged by Pinemont Securities Ltd, London
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tel: + 47 2288 4240
FaX: + 47 2288 4080
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Denne beretningen er trykket på Scandia 2000.
Scandia 2000 er et miljøvennlig papir der det ikke er benyttet klorgass

 under fremstilling. Papirmassen er miljødeklarert og stammer  
ikke fra regnskog eller urskog.


