
Chart 1: Top 25 Growth Rates (%) 
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  In a year marked by weak or spotty
demand across various end markets,
combined 2012 revenue of the Top 25
contract manufacturers (EMS provid-
ers and ODMs) rose to a new mile-
stone of $350 billion. To be more
precise, revenue totaled $349.5 billion,
up 5.1% from 2011’s sum of $332.6
billion.

  A 5.1% growth rate isn’t bad con-
sidering that the global economy ex-
panded at a 3.2% clip in 2012,
according to the International Mone-
tary Fund. Top 25 growth looks even
better measured against a 3.2% decline
for the worldwide semiconductor mar-
ket in 2012, as estimated by World
Semiconductor Trade Statistics.
However, a 5.1% increase is the sec-
ond lowest Top 25 growth rate record-
ed over the past 10 years (Chart 1).
What’s more, the 2012 rate is well be-
low the Top 25’s average growth of
15.9% for the past decade. Given the
2012 result, one may properly ask
whether the days of double-digit
growth are now behind the Top 25.

  This question also applies to the
outsourcing space at large. Growth of
5.1% for the Top 25 means a single-
digit increase near that level for the
outsourcing space as a whole. Al-
though Top 25 revenue includes some
business that is outside the scope of
contract manufacturing, it still contains
by far the lion’s share of the outsourc-
ing market. MMI estimates that the

Top 25 CMs Reach $350 Billion
Top 25 con-
tract manufac-
turers represent
at least 80% of
the total out-
sourcing space
and possibly as
much as about
90%.

   Note that
two market
forecasters
have answered
the question in

panies that mainly rely on ODM work
– classified as ODMs. When collective
sales growth of the 15 EMS providers
is compared with that of the 10 ODMs,
the result is highly unusual, if not un-
heard of. For 2012, both groups
achieved the same growth rate of 5.1%
(Chart 2, p. 3). [Yes, MMI rechecked
its figures.] For the previous two
years, the EMS side of the Top 25 out-
grew the ODM contingent. Over the
seven years before that, growth rates

the affirmative. Both have issued
2011-2016 forecasts with compound
annual growth rates for contract manu-
facturing in the mid single digits (Feb.,
p. 7).

EMS providers and ODMs
in a dead heat

  The Top 25 contract manufacturers
for 2012 consist of 15 companies
whose primary business is EMS – de-
fined as EMS providers – and 10 com-
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favored the ODMs in the Top 25 in-
cluding two years when year-over-year
data were available for 24 companies.

  Why did 2012 break ranks with pri-
or years that favored one group or the
other? End markets were largely ane-
mic in 2012, offering neither group an
advantage.

  But without the contribution of
EMS giant Hon Hai Precision Indus-
try, the ODMs would have easily won
the sales growth competition. Sans
Hon Hai, the EMS group’s revenue
would have dropped by 6.0%, giving
the ODMs an 11.1-percentage point
margin of victory (Chart 3, p. 3). Just
as important, Top 25 growth would
have all but disappeared without Hon
Hai, shrinking to a barely noticeable
0.9%.

  The EMS group, which contained
one more provider than in 2011, con-
tinued to represent a clear majority of
Top 25 sales. For 2012, combined rev-
enue on the EMS side amounted to
$209.5 billion, or 59.9% or the total,
while the ODM cohort brought in sales
of $140.0 billion, or 40.1% of the total.

  As presented in the table on this
page, MMI ranked the Top 25 contract
manufacturers in order of calendar
2012 sales in US dollars. It took a
minimum of $906 million to make the
Top 25 for 2012. The cutoff for the
Top 25 was $43 million lower than the
year before and has declined for the
past two years (Chart 4, p. 3).

  At $132.3 billion in consolidated
sales for 2012, Hon Hai again stood in
first place among the Top 25. With 3.8
times the sales of its nearest competi-
tor, the company has secured an
invincible position for itself. The com-
pany’s share of Top 25 revenue con-
tinued to increase in 2012, expanding
by 2.6 percentage points from 2011 to
37.8%. Hon Hai followed a recipe for
greater market share by growing at
13% while the other 24 CMs barely
registered any combined growth.

  In second place for the fourth
straight year was Quanta Computer.

Top 25 CMs
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Coming in third was Pegatron, which
moved up three positions from the
2011 list. That climb proved to be the
greatest advance of any Top 25 com-
pany. Flextronics, Compal Electron-

ics and Wistron each moved down
one spot to fourth, fifth and sixth place
respectively. Jabil, Inventec and TPV
Technology retained seventh, eighth
and ninth positions, while New Kinpo



Chart 4: Top 25 Cutoff (Millions USD)
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Group broke into the top 10 with a
rank of tenth, up from 11th the year
before.

  Achieving a top-ten rank was easier
in 2012 than the year before. To quali-
fy for 2012, a CM needed sales of at
least $6.63 billion, down from 2011’s
cutoff of $7.21 billion.

  The 2012 Top 25 includes two new
members, Accton Technology, a Tai-
wan-based ODM, and Sumitronics, a
Japanese EMS provider. Two addi-
tions meant that two companies did
not return from the 2011 list. ODMs
Gemtek Technology and Altek were
dropped from the 2012 list because of
sales declines.

  ODM Pegatron, which has gained
Apple assembly business, was far and
away the leader in sales growth with a
53% gain (in US dollars). Three other
companies, all of them EMS provid-
ers, also posted double-digit increases,
albeit under 20%. US-dollar sales rose
from a year earlier at a majority of 14

CMs, remained
unchanged at one
company, and
declined at the
remaining 10
CMs.

  Taiwan-based
contract manufac-
turers controlled
79.8% of Top 25
revenue. China
may provide the
muscle for much
of the outsourcing
space, but Taiwan
is the predominant nerve center.

  Editor’s note:  The EMS-versus-
ODM analysis presented here does not
allow for the fact that some companies
pursue both EMS and ODM business.

  The Top 25’s sales of $349.5 bil-
lion were not all derived from EMS
and ODM work. As shown in the table
on page 2, some companies mix in
revenue from other businesses such as

components and own-brand manufac-
turing. To some degree, Top 25 sales
and growth figures have been influ-
enced by revenue from businesses
outside the realm of contract manufac-
turing. In one or two cases, the addi-
tion of other business to contract
manufacturing revenue might have un-
fairly boosted a provider’s rank.

Nontraditional Areas
Form Largest Share

  Data from 42 of the MMI Top 50™
EMS providers show that nontradition-
al areas were the largest source of
combined revenue for these players in
2012. The nontraditional segments –
industrial/commercial, medical, auto-
motive, defense/security/aerospace

Market Data and other – together represented
32.1%, or almost one third, of the pro-
viders’ total sales of $69.3 billion
(Chart 1A, p. 5). Of course, this result
is not surprising as many providers
have looked upon these areas in recent
years as fertile ground for harvesting
new business.

  As longtime readers may recall, the
preeminence of the nontraditional ar-
eas is not a new phenomenon. In simi-
lar analyses of Top 50 data for 2010

and 2009, the nontraditional areas also
garnered the top share, only to be
slightly upstaged in last year’s analysis
of 2011 data (April 2012, p. 4-5; April
2011, p. 3; and April 2010, p. 2).

  Market segment percentages for all
42 Top 50 EMS providers appear in
Table 1 on pages 4 and 5. The data
came from MMI’s annual Top 50 sur-
vey. Eight companies in the Top 50
either did not provide a breakdown of
their sales by market segment or sup-
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plied data inconsistent with MMI’s
categories.

  Communications infrastructure
comprised the second largest segment
of the 42 providers’ aggregate sales.
The comm infrastructure segment ac-
counted for 30.4% of combined sales.
Two companies, Fabrinet and SVI,
obtained more than 60% of their reve-
nue from the segment, while two oth-
ers, Flextronics and Sanmina tapped
the segment for more than 40% of
their sales.

  Coming in a rather distant third was
computing and storage with 19.9% of
combined sales. This showing is con-
sistent with the fact that 19 out of the
42 companies avoided the segment
altogether in 2012. Computing and
storage is a mature outsourcing space
in which the lion’s share of business is
either dominated by Hon Hai and the
ODMs on the PC side or by a few
EMS providers and ODMs on the
server side. With so much of the com-
puting and storage pie spoken for, the
opportunities for other EMS providers
are relatively limited, and even more
so for those who eschew high volumes.
Still, some other providers have found
niches for themselves within the space.
For example, three Asia-based provid-
ers – Global Brands Manufacture,
Shenzhen Kaifa Technology and
SMT Technologies – derived more
than 70% of their EMS sales from
computing and storage (Table 1).

  In last place with a 17.6% share
were consumer electronics, mobile
phones and other high-velocity prod-
ucts. These high-velocity products
form another segment that a significant
number of Top 50 players steer clear
of. Half of the 42 companies analyzed
here did not have any business in this
segment last year. Of course, high-
velocity products don’t mesh with pro-
viders seeking high-mix programs at
lower volumes and better margins.
Nevertheless, four providers – Selcom
Elettronica, Topscom Technology,
Universal Scientific Industrial and

2102nisredivorPSMEtsegraLehtfo24rofsegatnecrePtekraM:1elbaT

noitazinagrO
gnitupmoC
egarots&

.mmoC
-arfni
erutcurts

-noC
&remus
elibom

-sudnI
-moc/lairt
laicrem

-deM
laci

-otuA
evitom

/esnefeD
/ytiruces
ecapsorea

rehtO

scinortxelF 8.6 9.44 7.12 7.51 8.5 8.4 3.0
puorGopniKweN 4.65 1.22 5.12
acitseleC 72 53 81 * * * 02
)YF(animnaS 9.51 9.64 8.11 1 * * * 4.52
afiaKnehznehS
ygolonhceT

98 4 4 3

kramhcneB
scinortcelE

13 62 33 01

suxelP 83 82 22 21
cifitneicSlasrevinU
)ISU(lairtsudnI

42 25 61 8

XIIS 4.01 9.0 6.24 7.51 5.12 9.8 2

kinortkelErenlloZ
puorG

71~ 1~ 3~ 14~ 9~ 42~ 5~

scinortimuS 2 82 65 41
sdnarBlabolG
)MBG(erutcafunaM

6.57 2.71 7.2 0.4 5.0

scinortcelEllabmiK
puorG

1.42 8.03 3.63 9.8

hsalfleetsA 5.01 3.32 5.14 3 0.4 5.4 1.61
-orciMdetargetnI
.cnI,scinortcelE

5 12 71 71 4 43 2

tenirbaF 07 52 5
puorGSMEC3 0.42 7.11 4.02 6.52 3.6 0.21
noitaerC
seigolonhceT

5 52 73 41 3 11 5

scinE 001 4

enaloé 4 85 5 4 8 12 5
hceTV
snoitacinummoC

3.81 6.02 3.45 7.6 1.0

gnidloHNOTOEDIV 1 02 83 14
egraBaLnummocuD
seigolonhceT

82 9 36

ygolonhceTKKW 52 21 71 82 7 9 2
lanoitanretnIs'gnoW

detimiL)sgnidloH(
1.24 4.4 7.01 8.83 8.0 2.3

yrtsudnI.S.V 89 2
SMEcinorTyeK 9 7 03 53 9 6 4
ygolonhceTmocspoT 21 01 06 4 01 4
scinortcelEsyaweN
lanoitanretnI

1 46 52 8 1 1 6

eroCnO
gnirutcafunaM

2 7 33 03 82

hceTrentraP 42 54 71 41
CTMS 83 51 9 23 6
nortiK 11 02 13 91 91 7

seigolonhceTTMS 6.19 0~ 0.8 0~ 2.0 1.0
-nocimeStneirO
scinortcelErotcud

8.25 0.41 3.41 6.7 3.11

acinorttelEmocleS 0.6 3.85 7.91 0.3 1.5 9.7
scinortcelESTC
gnirutcafunaM
snoituloS

1 82 33 31 1 42

neebevahsecnailppaemoh,elbissoperehW.desuerewselasraeylacsiferehwsetoned)YF(
ehtnitupneebevahnoitatnemurtsnidnatsetdna,yrogetacscinortceleremusnocehtnidecalp

.rehtonidedulcnI*.yrogetaclairtsudni 1 -amenic,sexobpot-tes,tnempiuqegnimagsedulcnI
.scinortceleevitomotuadnasmetsysSOP,yhpargot 2 .yrenihcamdnastnenopmocsedulcnI

3 .%2.5tanoitatropsnartsedulcnI 4 .lacidemsedulcnI 5 ,%22taoidarelibomlanoisseforpsedulcnI
.%5taygrenedna%91tayawliar 6 .remusnocsedulcnI 7 .eniram/erohsffO



Chart 1A: Market Mix for 42 Top 50 EMS Providers in 2012 
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V.S. Industry – gained more than half
their sales from this high-velocity seg-
ment.

  How did these segments fare in
2012 versus 2011? An apples-to-ap-
ples comparison can be done based on
40 Top 50 companies that were
present in the both the 2011 and 2012
analyses. When sales of these 40 com-
panies are aggregated by market seg-
ment for both years, one can get an
indication of how well each segment
performed in 2012 compared with the
year before.

  Considering the 40 companies as a
whole, there was only one growth seg-
ment in 2012. Sales from the nontradi-
tional areas rose by 6.6%, despite less
than ideal end market conditions. This
result offers further evidence of the
growth potential in the nontraditional
areas. With sales declining in the other
segments, this growth produced a mar-
ket share gain of 4.4 percentage points
in 2012 (Table 2 below).

  Comm infrastructure revenue de-
clined by 1.4%, reflecting lackluster
demand in that segment. Still, the seg-
ment’s sales did not decline as much
as business overall, which fell by
7.9%. As a result, comm infrastructure
also gained share, picking up 2.0 per-
centage points in 2012.

  Market share losses occurred in
computing and storage and in consum-
er electronics, mobile phones and oth-
er high-velocity products. Computing
and storage business dropped by
24.2%, as its share of the total pie
shrank by 4.1 percentage points. Sales
from consumer electronics, mobile
phones and other high-velocity prod-
ucts sank by 18.5% from 2011, while
2.4 percentage points were shaved off
the segment’s market share (Table 2).
Were it not for Flextronics, sales from
this segment would have grown in
2012. In Q4 2011, Flextronics exited
the PC ODM business, a high-volume
business that the company included in
this segment.

  It would be nice to see how each of
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the nontraditional categories compares
with one another. However, two of the
largest providers listed in Table 1 did
not supply a full breakdown of their
sales across the nontraditional catego-
ries, and two others did not furnish
data consistent with these categories.
Hence, one cannot calculate market
shares for each of these categories
based on data from all 42 providers.
However, this breakdown can be done
for 36 providers with sales under $3
billion.

  As has been the case in similar
analyses of the previous two years, the
industrial/commercial segment gar-
nered the largest revenue of any seg-
ment, nontraditional or otherwise (see
also April 2012, p. 5; April 2011, p.
5). For these 36 providers, industrial/
commercial business amounted to
27.3% of their combined revenue.
Next in size among the nontraditional
areas was the medical segment with
8.0% of revenue. Although many pro-
viders have targeted this segment for
growth, it seems to be range bound.

Two years ago, analysis of Top 50
data from a group of 36 providers gave
the medical segment an 8.1% share
(April 2011, p. 5). Close behind the
medical segment was the automotive
sector with a 7.2% share, followed by
the defense/security/aerospace seg-
ment at 5.0%. Other business that
could not be categorized filled a 1.4%
sliver of the total pie (Chart 2A, p. 5).

  Together, the nontraditional seg-
ments including the other category ac-
counted for almost half of the

combined revenue of those 36 Top 50
providers (Chart 3A above). That’s
good indication of how important
these nontraditional areas have be-
come to providers below the top tier.

  Note that this analysis covered pro-
viders who sometimes differ as to
which products go in what categories.
Also, in one case data were based on
fiscal-year sales, rather than calendar-
year sales. As a result, there is some
uncertainty with respect to the results
presented here.

Some Quarterly Results
  Jabil. For its fiscal Q2 ended Feb.

28, sales of $4.42 billion dropped 5%
sequentially but rose 4% year over
year. Non-GAAP EPS amounted to
$0.53, down 13% sequentially and 9%
year over year. Both sales and non-
GAAP EPS fell within guidance.
GAAP net income totaled $88.5 mil-
lion, 9% below the year-earlier figure,
while GAAP EPS was $0.43, repre-
senting a 7% decline from a year ago.

  Non-GAAP operating margin came
in at 3.9%, down 30 basis points se-
quentially and year over year. Non-
GAAP operating income was $170.2
million, down 12% from the prior
quarter and 3% from a year earlier.
This operating income included costs
associated with Jabil’s prospective
Nypro acquisition that were $5 mil-
lion above Jabil’s forecast for the
quarter. The extra costs were original-

ly expected to land in the May quarter.
The Nypro deal, by the way, is expect-
ed to close in the August quarter
instead of in the May quarter as origi-
nally planned (Feb., p. 7-8). GAAP
operating margin for the February
quarter equaled 3.4%, down 10 basis
points year over year.

  Representing 47% of total sales,
Diversified Manufacturing Services
business grew 11% from a year earlier,
driven by continued strength in Spe-
cialized Services, which was partly
offset by continued weakness in Jabil’s
industrial and clean tech and instru-
mentation sectors. Non-GAAP operat-
ing margin for the DMS segment was
5.4%, down 40 basis points sequential-
ly and 50 basis points year over year.
Nypro-related acquisition costs exert-
ed a 20- to 30-basis point drag on this
margin.

  At 31% of sales, Enterprise and
Infrastructure revenue increased 12%

year over year. The E&I segment’s
non-GAAP operating margin stood at
2.7%, up 30 basis points from the pri-
or quarter and 100 basis points from a
year earlier.

  Accounting for 22% of sales, High
Velocity revenue fell 15% year over
year, driven primarily by lower hand-
set volumes. The segment’s non-
GAAP operating margin was 2.3%,
down 90 basis points sequentially and
170 basis points year over year.

  For the May quarter, Jabil expects
revenue of $4.3 billion to $4.5 billion,
non-GAAP EPS of $0.50 to $0.58, and
GAAP EPS of $0.40 to $0.48. This is
the same guidance that the company
issued for the previous quarter. On a
year-over-year basis, the company es-
timates that DMS and E&I sales will
remain consistent, and that High Ve-
locity revenue will increase 13%.

  Plexus. For its fiscal Q2 ended
March 30, revenue totaled $558 mil-

Chart 3A: Market Mix for 36 EMS Providers Under $3 Billion
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lion, up 5% sequentially but down 3%
year over year. Revenue came in be-
low the midpoint of the guidance range
$550 to $580 million as certain cus-
tomers in the company’s Networking/
Communications sector continued to
struggle with end market demand.
Compared with guidance of $0.50 to
$0.55, EPS amounted to $0.52, up
11% sequentially but down 7% year
over year.

  Networking/Communications sales
rose 7% from the prior quarter, a sig-
nificantly weaker result than expected.
Healthcare/Life Sciences business de-
clined 3% sequentially, while revenue
from Plexus’ Industrial/Commercial
and Defense/Security/Aerospace sec-
tors grew 7% and 12% respectively
quarter to quarter.

  Gross margin for fiscal Q2 was
9.3%, down 30 basis points sequential-
ly and 20 basis points year over year.
The sequential performance would
have been consistent excluding the
prior quarter’s sale of inventory previ-
ously written down. Operating margin
was a slightly higher-than-expected
4.2%, up 10 basis points sequentially
but down 30 basis points year over
year.

  June quarter guidance calls for
sales of $550 to $580 million and EPS

of $0.55 to $0.62, excluding any unan-
ticipated restructuring charges. Plexus
expects an operating margin of 4.2%
to 4.4%. The company’s outlook for
the June quarter has Networking/Com-
munications down by mid single digits
from the prior quarter, Industrial/Com-
mercial and Defense/Security/Aero-
space up by low single digits
sequentially, and Healthcare/Life Sci-
ences up by mid to high single digits.

  Sanmina. For its fiscal Q2, the
company reported sales of $1.43 bil-
lion, down 5% sequentially and 2%
year over year. Non-GAAP EPS came
to $0.30, up from $0.29 in the prior
quarter and $0.27 in the year-ago peri-
od. These results were in line with the
company’s expectations. The company
earned GAAP net income of $21.2
million compared with a net loss of
$1.4 million for the year-earlier quar-
ter.

  Non-GAAP gross margin stood at
7.1%, up 30 basis points sequentially
but down 30 basis points year over
year. The company’s Integrated Manu-
facturing Solutions segment produced
a non-GAAP gross margin of 6.0%, up
20 basis points sequentially, while the
Components, Products and Services
segment turned in a margin of 10.5%,
up 90 basis points sequentially. For the

company as a whole, non-GAAP oper-
ating margin was 2.8%, unchanged
from the prior quarter and down 30
basis points from a year earlier.

  Communications Networks, Sanmi-
na’s largest segment at 48% of fiscal
Q2 sales, grew 0.5% sequentially,
beating expectations of a decline.
Computing and Storage business
dropped 16% sequentially, more than
forecasted, as the company saw weak-
er demand across the segment. De-
fense/Industrial/Medical sales rose 3%
from the prior quarter, while revenue
from Multimedia fell 22% in a season-
ally weak quarter for the segment.

  For the June quarter, Sanmina is
forecasting sales of $1.45 to $1.50 bil-
lion and non-GAAP EPS of $0.32 to
$0.38. This guidance suggests sequen-
tial improvement in both metrics. In-
cluded in guidance is a non-GAAP
operating margin of 2.8% to 3.2%.
The June quarter outlook for both
Communications Networks and De-
fense/Industrial/Medical is slightly up,
and Computing and Storage is expect-
ed to be up. The Multimedia forecast
is slightly down.

  The company said that based on
what it sees today, demand should
continue to improve for the rest of the
calendar year.

  The rise of smartphones limits
growth opportunities for contract man-
ufacturers as mobile communications
OEMs increasingly opt to manufacture
smartphones on their own, according
to an IHS iSuppli Global OEM Manu-
facturing & Design Market Tracker
Report from information and analytics
provider IHS.

  Cell phones manufactured in-house
accounted for 73.4% of all mobile
phones produced in 2012, IHS stated.
OEMs that have their own manufactur-
ing facilities include Samsung Elec-
tronics, LG Electronics and Nokia.
Meanwhile the two types of contract

Cell Phone Production To Remain Largely In-House
manufacturers – EMS providers and
OEMs – handled the remaining 26.6%
of production.

  During the next few years, these
percentages are likely to remain large-
ly unchanged, with the contract manu-
facturers’ share of shipments rising
just slightly more than one percentage
point to 27.9% in 2016, according to
IHS. This increase will be driven
mainly by gains in non-smartphone
market segments.

  “Cell-phone OEMs have been scal-
ing back their use of outsourced manu-
facturers as they realign their product
portfolios toward smartphones,” said

Jeffrey Wu, senior analyst for out-
sourced manufacturing at IHS. “OEMs
like Nokia, LG, Sony and Motorola
[Mobility] all have trimmed their use
of outsourced manufacturers to ensure
that internal facilities are being fully
utilized and not being idled, and also
to safeguard the quality of the smart-
phones being produced.”

  Nokia and LG, both suffering in the
smartphone segment, will experience
little change in their overall outsourc-
ing strategies, Wu noted. Motorola
Mobility, on the other hand, has di-
vested its manufacturing operations in
China and Brazil to Flextronics, leav-
ing Motorola Mobility fully out-
sourced (see News, p. 8).
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News

  Deals done...Flextronics (Sin-
gapore) has completed its acquisition
of Motorola Mobility’s manufactur-
ing operations in Tianjin, China, and
has taken over management and opera-
tion of Motorola Mobility’s factory in
Jaguariuna, Brazil (Dec. 2012, p. 6-7).
Employees and assets at both locations
have transferred to Flextronics. Motor-
ola Mobility is owned by Google.
…Recently, éolane (Le Fresne sur
Loire, France) bought a former India
subsidiary of Elcoteq, which was de-
clared bankrupt in 2011. Located in
Bangalore, the acquired operation was
renamed éolane Bangalore.

  Some new business…Qolsys (Cu-
pertino, CA), is utilizing Foxconn
Technology Group’s manufacturing
and supply chain to deliver a new
touch-screen security and home-con-
trol platform. Anchored by Hon Hai
Precision Industry (New Taipei, Tai-
wan), the Foxconn group also helped
with hardware development. In addi-
tion, Bloomberg reported that the Fox-
conn group will make Google’s digital
eyeglasses in California, while The
Financial Times said almost the same
thing except that flagship Hon Hai
would handle production….Kimball
Electronics Group (Jasper, IN) re-
cently expanded its relationship with
Motorola Solutions to include manu-
facturing in KEG’s China facility.

KEG continues to manufacture charg-
ers for various product lines of the
customer.

  Another robot site reported for
Foxconn…According to published
reports, Foxconn Technology Group
plans to set up a robot complex in Har-
bin, the capital of Heilongjiang prov-
ince in Northeast China. In an official
response, Foxconn neither confirmed
nor denied this reporting. In 2011, the
group started building robots at a site
in Shanxi province of North China and
last year agreed to make them in cen-
tral Henan province, reported Global
Times, a daily affiliated with China’s
Communist Party. (See July 2012, p. 7.)

  Adding capabilities…Flextronics
has opened a 5,000-m
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 medical design

center in Milan, Italy, with about 200
design engineers….East West Manu-
facturing (Atlanta, GA) is now offer-
ing SMT capabilities in Vietnam
through the company’s new EMS divi-
sion.

  People on the move...Jørgen
Bredesen, CEO of Kitron (Billing-
stad, Norway), has given the company
a six-month notice that he is resigning
from his position there. Kitron has
started looking for a replacement.
Also, Kitron has appointed Cathrin
Nylander CFO effective August 9th.

Currently CFO of Norwegian ice
cream maker Diplom-Is, Nylander has
experience from industries including
cable manufacturing, IT and banking.
...PartnerTech (Vellinge, Sweden)
has named Peter Nilsson executive
VP, operations for Electronics and
Systems Integration & Enclosures, and
has made Mats Lundin VP Supply
Chain.

  CEO passes away…Milo Bryant,
chairman and CEO of Ayrshire Elec-
tronics (Louisville, KY), died on
April 3rd after a brief illness.


