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“We are daylight engineers”
The VKR Group – 75 years

“We are daylight engineers.”
VILLUM K ANN R ASMUSSEN, 1945

Villum Kann Rasmussen at the office in his characteristic white lab coat, 1954.
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The VKR logo from 1941 represents a sloping glass surface penetrated by daylight, Brochure 1942.

The VKR Group’s mission is
to bring daylight, fresh air
and a better environment
into people’s everyday lives.
Søren Bjerre-Nielsen.

Jan Lundsgaard Jensen.

Preface
On 1 April 2016, the VKR Group will celebrate the passing
of 75 years since Villum Kann Rasmussen (KR) founded his
company in Copenhagen. The original company specialised
in glass roofs, which in 1942 were followed up by VELUX
roof windows, and subsequently joined by other products
such as VELFAC vertical windows.
However, as time passed, the VELUX roof windows business
area was what made the modest one-man-enterprise a
large international group. The company became a life’s
work for KR and later for his son Lars Kann-Rasmussen,
who became the driving force for the further development
and modernisation that took place in the years following
his father’s death in 1993.
Today, the parent company is called VKR Holding A/S and
its objective is to create value through financial investments
and ownership of companies with the mission of bringing
“daylight, fresh air and a better environment into people’s
everyday lives.”
VKR Holding is owned by the Kann Rasmussen family and
VILLUM FONDEN, which is the principal shareholder, and
the VKR Group has around 13,500 employees in more than
40 countries.
In the 1940s, KR referred to himself and his employees
as “daylight engineers.” This epithet has stood the test of
time, and holds true at a time of mounting demand for
a high standard of home comfort with daylight, natural
ventilation and energy-efficient solutions.

Everyone within the company is required to pursue the
mission and the business objectives with the ambition of
living up to the Model Company Objective formulated by
KR in 1965, which strives to treat all stakeholders decently
in their work with products useful to society.
In what is often a hectic workday, it is also important to
find the time to recognise and commend achievements,
both great and small. With that in mind, we should
also remember to celebrate important events, and an
anniversary day such as this, which brings us together
across the VKR Group’s different companies.
With this publication, we hope to give our employees,
business partners and customers a fascinating and
dynamic insight into our history, culture and values.
We would like to take this opportunity to extend our sincere
thanks to former and current employees, managements
and boards for their contribution over the years. This has
secured the solid foundation on which the VKR Group rests
today, and bolsters us well for the next 75 years to come.

Søren Bjerre-Nielsen
Chairman of the board

Jan Lundsgaard Jensen
CEO
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KR’s diploma from the Technical
University of Denmark, 1932.

KR, centre, at work in Copenhagen, 1932.

The Edvard Storr company, which KR joined
as a graduate engineer in 1932.

The early years
Engineer and unemployed

The founding of the company

The founder of the VKR Group, Villum Kann Rasmussen,
was born on the small Danish island of Mandø in 1909.
He graduated in structural engineering in 1932 from the
Technical University of Denmark, DTU, in Copenhagen.
That same year he was appointed manager of a glass
roofing division at the Copenhagen firm of Edvard Storr,
where he gained considerable insights into solutions for
daylighting buildings.

and glass roofing

In 1940, Villum Kann Rasmussen resigned from his job.
Instead, he joined Vølund, a firm of machine and boiler
makers. However, this firm was not the right fit for him,
and both parties soon decided to part company. He later
explained the situation as follows:
“By the 31st of March (1941), I had penned my resignation,
and took it with me to work at Vølund’s on the morning of
the 1st of April, yet lo and behold, upon my arrival, there
was a letter waiting for me from Vølund proposing the
termination of our contract. This was a fortunate situation,
for I was now unemployed and my hands were free to get
started, which I duly did.”

On 1 April 1941, Villum Kann Rasmussen formed his own
company specialising in glass roofing under the name
V. Kann Rasmussen & Co, and rented modest premises
for his business in Copenhagen.
The basis for starting up the firm was a contract for a
900 m2 glass roof for the Danish Consumers’ Cooperative
Society’s flax-scutching mill, Linum, in Aarhus. This
contract was landed thanks to Villum Kann Rasmussen’s
newly developed glazing bar, which retained the glass
using clips without the use of putty, and featured ‘dew
channels’ to draw off condensation.
The glazing bar was made from galvanised water pipes,
which could still be procured in spite of wartime rationing.
The putty-free glazing bar was named TUBUS in reference
to the English word tube, and was registered as Villum
Kann Rasmussen’s first patent in 1944.


“… I was now unemployed and
my hands were free to get started,
which I duly did.”
V I L L U M K ann R asmussen

KR at the office in Copenhagen, 1941.
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The sports centre in Høng was
built in 1941-42 using V. Kann
Rasmussen & Co’s wooden
construction and glass roofing.
In 2012, the sports centre was
designated a listed building by The
Danish Agency for Culture, 2013.

“KR worked too much. He
was out and about hunting
down orders... there was some
excitement about whether he
would succeed.”
ANNIE DR AGSTED

KR (left) and his business partner
Cornelius Hansen, 1942.

The first employees and a trying time

The early years were difficult. New orders were scarce,
as were materials. The company’s financial means were
slender, and the workforce was accordingly modest in size.
Among his employees, Villum Kann Rasmussen eventually
came to be known as ‘KR’, which lasted throughout his
career.
The first secretary, Annie Nielsen (née Dragsted) recalls
the following from the early days:
“It was KR who hired me. I was pleased with my job…, I
had a lot of freedom. KR was painstaking and meticulous.
We used white, yellow and pink carbon copies. KR worked
too much. He was out and about hunting down orders, but

Annie Dragsted, 1940.

Glass roof for the Cooperative Wholesale Society’s
plant in Aarhus, Denmark, 1941.

it wasn’t like we were that worried. But there was some
excitement about whether he would succeed.”
Finally, following persistent efforts, a number of contracts
were won, including one to supply a wooden structure
topped with glass roofing for a sports centre in Høng near
Slagelse.
To secure the contract, KR had to put up a substantial
banker’s guarantee. He managed with some difficulty
to extend the company’s overdraft, but as collateral, KR
now had to sell his car and bring in his father-in-law as
a guarantor. The company’s survival was by no means
assured, and the limitations of the war were a major
obstacle.
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VELUX roof windows

Employees in Østbirk, Denmark, 1950.

Roof windows for Slagelse Vestre School, 1942.

School buildings

During work on the sports centre, KR’s attention was
caught by a number of school buildings, for which
new classrooms were to be fitted out in the attic. He
was invited to tender for the windows required for the
conversion:
“I was naturally terribly keen… So when the request
came in, I said to myself that this was the opportunity
to produce, once and for all, a skylight – a roof window
– that in every respect would be as good as the best
vertical window, which I then duly sought to achieve by
combining the two industry-standard materials of the
time: zinc cladding with an internal wooden construction”,
KR recalled.
Product and brand

The first 12 roof windows were delivered to Slagelse
Vestre School in April 1942. In addition to the construction
based on wood on the inside and zinc on the outside, the

Svend Kamman, who headed
up expansion of the Østbirk
Bygningsindustri enterprise, 1950.

windows were also designed to draw off condensation.
This meant that they were watertight and virtually
maintenance-free. KR called his roof windows ‘Standard’,
partly because they matched the usual spacing distance
between rafters in Danish roofs. He did, however, consider
a better name:
“In a ‘Sweets Catalogue’, I had noticed an article
concerning some glass roofs referred to as Vent-oLite, and that struck me as having a nice ring to it, but I
thought that it would nevertheless have sounded better if
it had been written in Latin, and so I came up with VE for
ventilation and LUX for light – VELUX.”
The name was hand-written on the first invoice and
registered as a trademark in Denmark on 3 October 1942.
KR had not only designed a sound product and formulated
a vision; he had also come up with a remarkable name.
Today, VELUX is regarded as one of the best-known brand
names in the building materials sector.

Production in Østbirk, 1947.
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Danish firemen inspecting a VELUX emergency
exit window, 1948.

Drawing of the VELUX pivot
hinge, 1945.

Østbirk Bygningsindustri production plant, 1952.
Nursery room installed with a
VELUX FV roof window, 1950.

”… to produce, once and for all, a
skylight – a roof window – that in every
respect would be as good as the best
vertical window.”
VILLUM K ANN R ASMUSSEN

Unused attics and the housing shortage

KR saw great opportunities for promoting the VELUX roof
window in an era of housing shortages. Folmer Lemche,
who joined the company in 1948, devoted many resources
to persuading architects and housing developers to convert
attic spaces into living spaces:
“In doing so, you’ll be gaining a great deal more floorage
but increasing your profitability per square metres. You’ll
have to install heating, build staircases, but you gain a
whole new storey, and so the building economics are better
all round”, was the case put by Lemche.
He got his message across, but it still took a lot of hard work
to secure the final contracts. Unit sales were modest, and
a contract for 10 roof windows was typically celebrated
with cake at the office!
Product development

In order to enhance the functionality of the roof window, a
great deal of effort went into product development.

In 1945, KR, filed a patent application for a VELUX “fully
reversible window with a pivot hinge”, which was not
actually registered until 1949, and in 1946, one for an
independent pivot hinge, which was registered in 1948.
The pivot hinge, which made it possible to rotate the zincclad frame on its own axis, was crucial, since this made it
easier to clean the outside of the pane from indoors. The
pivot window with coupled sashes and double glazing was
named ‘FV’, and went on to become the most popular roof
window in the 1950s and 60s.
In 1946, the production of roof windows was established
at Østbirk, near Horsens, and a series of new VELUX
products were marketed in the years that followed.
These included designs such as emergency exit windows
in 1948, an awning in 1956 and from the mid-1950s, also
prefabricated flashings. As time passed, accessories
became a very important supplement to the roof windows
and an important source of revenue for the company.
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One experiment….

V. Kann Rasmussen & Co’s headquarters at
No. 4 Maskinvej, Søborg, 1950.

Horse-powered manufacturing of
garage doors, 1954.

Sign bearing KR’s “One experiment…” motto.

VELTOR garage door, 1965.

“...to get us out of
the concentration
on ‘VELUX’ so we
would have other
legs to stand on.”
H . N . B randt

VELKIN halls

KR was keen to develop products that would standardise
and rationalise the construction process, while a broad
portfolio would secure earnings:
“KR was aiming over all those years to get us away from
the concentration on ‘VELUX’ so we would have other legs
to stand on”, recalls H.N. Brandt, a former director, who
joined the company in 1956.

“KR was of course always keen to develop new things. Take,
say the garage doors. Given that we were able to make
windows, we could surely also make a garage door. We had
a machine setup where the extruded tracks for the doors
were bent by drawing a steel part through the track at the
right radius. That required some serious traction. So that
was when we went off to borrow the milkman’s horse. And
that was how we got the door tracks bent.”
VELUX dome skylights and VELDO dome vents

In 1945, KR marketed his newly developed VELKIN halls,
which were Denmark’s first prefabricated modular systems
for industrial buildings. VELKIN was derived from the
archaic English word ‘welkin’ for the sky or ’celestial sphere’
and consisted of self-supporting elements with sloped
shed roofs, which were erected north-facing to ensure
pleasant daylighting. The halls were soon supplemented
with other products such as garage doors.
VELTOR garage doors

Designer Bendt Dantzer-Sørensen recalled the following
concerning the development of the VELTOR garage doors,
which took place in the late 1940s and early 50s:

During the 1950s, the company also started developing
VELUX dome skylights and the smaller VELDO dome
vents because flat roofs were now more widespread in the
building industry. The domes were a specific request from
Icopal, a partner company of V. Kann Rasmussen & Co.
Dantzer-Sørensen was also involved in realising this project:
“We now had some years when dome skylights were very
fashionable. We were also making double domes because
they provided better insulation. But how to go about that?
Well, the outer dome was blown a bit higher than the inner
dome, because that way, we could place one on top of
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”We now had some
years when dome
skylights were very
fashionable.”
B endt D ant z er - S ø rensen

Bendt Dantzer-Sørensen, 1959.

VELDO dome vents, 1965.

the other and glue them together. But then we got some
complaints because the acrylic in the outer dome crackled
under the tension caused by vapours from the adhesive.
Which meant we needed venting. We drilled a small hole in
the dome and attached an air hose to it and then we blew.
It worked; problem solved. ”
VELFAC, VITRAL and VELTA

From 1952, the company was also marketing vertical
windows, which in 1961 were named VELFAC, and work
continued on glass roofing systems, which by the mid1950s were further developed into VITRAL glazing panels.
The panels were fitted into aluminium rails, which made
them easier to install, and as an accessory product, the

VELTA brochure, 1961.

company designed a mechanical remote opening system
based on compressors, which was sold under the name
VELTA.
Motto and innovation culture

The company’s product development abided by KR’s motto:
“One experiment is better than a thousand expert views.”
The inspiration for this had come from a similarly-worded
sign, seen hanging in the premises of Brd. Vestergaard a
company with which V. Kann Rasmussen & Co was colocated in Copenhagen in the mid-1940s. KR hung his own
version of the sign up as inspiration for the employees,
and the many experiments and trials served to instil the
innovation culture that still prevails across the VKR Group.

VELUX dome skylights delivered
to Copenhagen Airport, 1958.

16
17

VELUX brochure, Austria, 1961.

SVITA brochure, Sweden, 1949.

VELUX brochure, Germany, 1957.

Ernst Günter Albers (left) and KR in Hamburg, 1952.

Internationalisation
Sweden

KR was convinced that his standardised products had
international potential. Early on, he was on the lookout for
business partners beyond Denmark’s borders:
“The first foreign links were in Sweden. This was with A/B
Svenska Icopal – Takpixfabriken. The initials gave us the
name SVITA”, Folmer Lemche explained.
The partnership with Icopal in Malmö, Sweden started
in 1942, and comprised sales of glass roofs. From 1944,
VELUX roof windows were also manufactured and sold in
Sweden under the name SVITA.
Germany

After 1945, KR had his sights set on Germany, which, as a
result of the massive destruction during the war was now
embarking on a colossal reconstruction project. This could
potentially be a breakthrough for the VELUX roof window,
he believed.
In 1951, KR engaged actively in this project, drawing
up lists of potential business partners in Hamburg. In
consultation with his right-hand man, Managing Director

Svend Kamman, the decision was made to send Bendt
Dantzer-Sørensen, who was fluent in German, southward:
“I got a number of things together. More than anything, I
had photographs. I also took a prototype window and some
early printed brochures. We didn’t have vans back then, so
I had to take the train. And I had to stow the window as
luggage. I had my doubts and said to Kamman: “But can
you even take a window along as personal luggage?” To
which he answered in his customary fashion: “Mr. Dantzer,
one may stow elephants as luggage.”
Danish-German partnership

Dantzer-Sørensen failed to find a business partner in
Hamburg. Instead, he became acquainted with the
cabinet-makers E. Albers & v. Drathen, located in Meldorf,
northwest of Hamburg.
A visit was paid to the firm, and the proprietor, Ernst Günter
Albers, was very interested in the VELUX roof window.
A meeting with KR was arranged, and in 1952, the two
signed a partnership agreement and jointly formed the
VELUX GmbH – Bauzubehör sales company in Hamburg.

VELUX brochure in English, 1953.

VELUX service vans in Germany, 1956.

Visit to VELUX France. From right, KR, Jacques Pagot and
H.N. Brandt, 1964.

KR in Manhattan,
New York, 1952.

18
19

”One may stow
elephants as luggage.”
S vend K amman
Replacing a tyre during a tour of clients in the USA.
A VELUX roof window is standing up against the car, 1952.

H.N. Brandt (left) and Lars Kann-Rasmussen (right)
during a visit in the USA, 1974.

It was agreed that the factory in Meldorf would
manufacture the roof window sashes and frames, while
the Danish company would supply the hardware and
product development. This arrangement was to become
a substantial source of revenue for both E. Albers & v.
Drathen and the VKR Group, and the partnership lasted
until 2002 when the German partner was bought out.

European brochure, 1958.

VELUX brochure, Japan, 1981.

VELUX roof windows for enhanced comfort”, Pagot later
recounted about the early sales drive.
Rest of the world

VELUX America Inc. was formed in Massachusetts in
1975, and following the pioneering efforts of CEO H.N.
Brandt in 1978-80, a production company was established
in South Carolina.

Western Europe

In 1954, the first VELUX company was established in
the UK, and in the 1960s and 70s, a number of sales and
manufacturing companies were established in the rest of
Western Europe.
VELUX France SAS was founded in 1964, where General
Manager Jacques Pagot’s diligent efforts boosted sales to
a 70% increase within the first year.
“I spent my weekends going from door to door, dropping
little cards through the letterboxes, which read: Read this
now! Why not replace your old roof windows with stunning

The year 1981 saw the founding of the first Asian company,
in Japan, and in 1986 – three years before the fall of the
Berlin Wall – the VKR Group closed a deal on sale and
production in what was then Communist Hungary, which
was an extraordinary achievement for a Western company
at the time.
In 1990-91, VELUX A/S set up companies in a number
of Eastern European countries, including in Poland, which
eventually went on to become a key manufacturing
country. Two years later, in 1993, sales and manufacturing
were established in China. The VKR Group was now well
firmly positioned as a prominent international business.
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Advertisement for the AROMATIC
coffee maker, 1965.

Production of VELUX accessories at Gåsdal
Bygningsindustri, Denmark, 1975.

Demonstration of the VELUX GGL, 1969.

Focus and product
development
Many irons in the fire

By the mid-1960s, the VKR Group’s business areas had
diversified enormously. This was to be seen as reflecting
KR’s mission to diversify risk, but also his interest in
developing new products. Product development was
located at sites such as at the SARNAK company, which
was also responsible for KR’s AROMATIC coffee-maker
in the 1960s and his VELSIT furniture range in the 1970s
and 80s.
However, it was plain to see that earnings in a number
of areas were failing to match the time and money that
went into them. Roof windows, however, were booming,
and according to H.N. Brandt, focusing on this business
area would set VELUX A/S up as the “… No. 1 roof window
company in Europe.” Consequently, this became the focal
business area, and the one in which the biggest investment
was made in product development and marketing.
The VELUX GGL roof window

Following a lengthy development phase, a brand new
generation of the VELUX roof window was launched in
1968 under the designation GGL. This window featured the
classic functions we now associate with a roof window with

its hallmark the full-width control bar, pivot hinge with full
friction (PV-68), ventilation flap and own-brand insulating
pane, which was factory-fitted ahead of delivery. The
latter was a complete innovation in the window industry in
Europe in the late 1960s.
Besides making its own-brand window panes, the VKR
Group now went on to invest in the development and
production of new sunscreening and decoration products.
Work on the GGL roof window was one of the highlights
of VELUX product development. Every stage of product
development was subject to strict quality requirements,
and many modifications were made along the way.
Henning Hansen, a tool and die maker, recounts the story
of the development of the new pivot hinge for the window:
“When we left for the Easter break in 1968, we still thought
it would be the PVX-67 pivot hinge that would be marketed
on the 1st of July. But when we got back after Easter,
the initial draft PV-68 designs were ready and waiting, and
the hinge had to be ready for market by August. I don’t
believe we’ve ever been as busy in the tools department,
as we were then.”

VELUX GGL advertising
campaign, 1976.
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Stand at the Herning trade fair in Denmark showcasing VELUX roof
windows, VELFAC vertical windows and VELDO dome vents, 1968.
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A new building featuring VELUX Modular Skylights, 2013.

VELUX roof windows and touch screen remote control, 2015.

VELUX Cabrio balcony system, 1990.

New roof windows

The new millennium

The decades that followed saw the launch of a large
number of new VELUX products. In the 1970s and 80s, for
example, the company produced top-hinged roof windows
that were also reversible. These models were aimed at
markets with low roof pitches, for which they ensured a
better view from the window.

Since 2000, sustainable solutions combined with home
comfort have been focal areas. Whereas windows were
once associated with heat loss, the new millennium saw
the development of window models offering exceptional
performance in terms of positive energy balance in that
they ensure more heat in homes than is lost through the
window. Enhanced comfort was ensured for example
in 2005 with the GGL INTEGRA roof window featuring
wireless remote-controlled sunscreening and window
opening. In 2008 rain sensors were launched. They are
operated by a solar-powered mechanism which ensures
automatic closing of the window in case of rain. In addition,
the Group marketed its Sun Tunnels, which channel
daylight deep down into buildings, while 2008 also saw the
launch of brand new flat roof products.

In response to requests from the German market, in the
1980s, the company also developed the VELUX GGU roof
windows in wood with an external polyurethane coating.
The coating consisted of a two-component finish, which
was weather-proof and resistant to UV radiation, and which
was therefore branded as EVERfinish, and registered as a
trademark in several countries in 1990-91.
Harmonisation

In another move, in 1990-91, the product range between
Germany and the other European markets was harmonised.
This also resulted in a new joint VELUX logo, which was
updated most recently in 2005.
Former COO Bjarne G. Thomsen has the story of the
harmonisation process:
“We were essentially manufacturing and selling the same
products in Germany as in the rest of Europe, but there
were still countless major or minor differences, so it took
a lot of intensive negotiation, supported by comparisons
of the respective construction and cost factors before we
arrived at a common product platform. On the plus side,
this also gave us considerable advantages in an increasingly
open Europe, not least in regard to logistics, purchasing and
production.”

New Generation and new product drives

In 2012, the VELUX Group brought out the VELUX New
Generation roof windows, which feature improved energy
performance, a larger pane, an enhanced full-width control
bar and an all-new remote control device. This was also
when the Group launched VELUX Modular Skylights, which
are energy-optimised and installation-friendly modules for
public and commercial buildings. The modular skylights
are an offshoot of the VELUX Group’s strategic focus on
developing a new business within the commercial project
market. 2015 saw the launch of the VELUX GVR window for
listed and preservation-worthy buildings in Denmark. This
window was developed in association with the authorities
and an external restoration architect. In addition, work is in
progress on products such as a new energy blind, due for
release in 2016.
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Demonstration of the VELFAC Type C
window, 1962.

Drawing of the VITREA window, 1944.

Transportation of VELFAC vertical elements
in Denmark, 1967.

Vertical windows
VITREA

In 1944, KR designed his first vertical window, which
was called VITREA. However, in the post-war years, the
company lacked the resources for starting up production of
the window. In around 1950, KR resumed the project, and
in April 1952, the first VELUX vertical window, Type V, was
launched. The window featured a reversible sash with a
customised version of the pivot hinge. From the mid-1950s,
the vertical window was also marketed with an external
cladding of aluminium, called Type AL.

the quality or the opening mechanisms. He preferred the
latter, stating: “When people buy a cheap car, they can live
with reduced creature comforts, but not inferior quality.”
KR backed this conclusion, which led to the development
of a new range of windows, which as of 1961 went by the
name VELFAC. Type A was the best-seller at the exclusive
end of the market, while the ‘People’s Window’ with its
simpler fittings, was named Type C. The name VELFAC
was registered as a trademark in Denmark on 22 October
1962.

From ’people’s window’ to VELFAC

Sales of vertical windows remained modest through the
1950s. They were costly to produce because the sashes
and frames were large and the hardware was also relatively
high-cost, because it had to be turned out in small batches.
KR decided to launch a more competitive vertical window,
which in the development phase was referred to as the
‘People’s Window’.
The company architect, J.M. Hagerup described in 1958
how a lower-cost window could be made by either trimming

Vertical elements

The VELFAC brand was also used in marketing lightweight
vertical elements in wood with associated window sections.
The VKR Group supplied these components for a number
of large prefabricated housing estates in Denmark and for
3,000 homes in Greenland.
In Greenland, however, there were complaints about
moisture penetration in flats. Complaints were received
concerning the vertical elements, although thermal

Production of vertical windows at the No. 4 Maskinvej site in Søborg, 1959.
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A house in Sweden with VELFAC 200 windows, 2014.

“...to develop a vertical window
system that in every respect is just as
good as a VELUX roof window.”
S vend C as p ersen o n devel o p ment o f the V E L FA C 2 0 0 , 1 9 8 6

Windows from Traryd Fönster, a brand under Svenska Fönster, 2014.

measurements demonstrated that the leaks were caused
solely by faulty installation of the components and substandard insulation.
“In the end, we landed the refurbishment and insulation
contract for all the buildings we had supplied to in
Greenland over the years”, project managing director
Svend Caspersen later recalled.
While the VELFAC vertical elements generally came to
represent the largest share of the VKR Group’s turnover
in Denmark through the 1960s, the oil crises of 1973 and
1979, and the building industry recession meant that this
production was wound up completely in 1980.
RIBO and VELFAC 200

KR’s ambition to be firmly positioned in vertical windows
led to the acquisition in 1978 of the RIBO Vinduer A/S
company in Ringkøbing in Jutland, which changed its
name to VELFAC A/S in 1992. Circa 1985, this company

A Danish house with Rationel windows, 2014.

developed a new window model featuring a maintenancefree aluminium sash in front of a pinewood frame. The
elegant, slimline construction also let in more light. This
window was named VELFAC 200.
Svend Caspersen recounted that, with this, the company
finally had: “… a window, which, having overcome the
litigation concerning rot and damp claims in the building
industry in the 1960s and 70s, could be sold with a
guarantee concerning structural wood integrity, and finally
a window, which owing to the limited materials used and
its extremely simple construction, could be offered at an
affordable price.”
The window set new standards in the industry and went
on to become a great success, and has been continuously
enhanced ever since. The latest version is called VELFAC
200 Energy; a state-of-the-art vertical window which
conforms to future EU energy requirements, and is
distinctive for its low-maintenance combined with premium
functionality and high comfort value.
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‘Children’s home of the future’ in Kerteminde, Denmark, with VELFAC windows, 2014.
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Servicing kit containing tools, 1957.

Folmer Lemche during a visit to a distributor
in Denmark, 1953.

Service van in Søborg, 1958.

Customers
“To exceed what was promised…”

The hard times during the war had taught KR that securing
a good reputation for the company was all-important. This
could be achieved by supplying quality products at the
right price and with the best service imaginable. He later
expressed this as follows:
“We should strive to keep our promises, ideally exceeding
them, and seek to excel to the point that we can promise a
great deal and keep yet more.”
Prices and discounts

As early as in 1942, V. Kann Rasmussen & Co introduced
printed price lists to ensure transparency for their
customers. In 1943, this was followed up by a fixed discount
scheme to ensure that the same types of customers were
also treated the same. That way, everyone knew the score.
This confidence-inspiring move was a significant factor
in the success of the VELUX roof windows, Folmer
Lemche recalled:

“Others told us; “The company represents a pricing policy
– not to mention a business ethos – that is second to none.”
That boosted our case, and added to the joy of this kind of
job. It squared well with my own convictions.”
The concept of fixed prices and discounts, which was
expanded in the 1950s, was also unprecedented on the
foreign markets:
“We were one of the first companies – if not the very first
– to go public with our price lists. So in that sense, we were
trail-blazers in that respect too”, explained Jacques Pagot
in reference to VELUX pricing policy in France.
KR’s eldest son, Lars Kann-Rasmussen, has since asserted
that this policy was probably as crucial for the roof window
business area as product development itself, since it had an
immense impact on the retail sector.

Unloading of VELUX
roof windows, 1950.
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Hjalmar Juul-Olsen fitting a
pane in a roof window, 1950.

”We should strive to keep our promises, ideally
exceeding them, and seek to excel to the point that
we can promise a great deal and keep yet more.”
V illum K ann R asmussen

KR (left) and Werner Reichelt standing
by a service car in Germany, 1952.

Werner Reichelt (left) and Uwe Silligmüller, 1973.

Servicing

In 1944, Hjalmar Juul-Olsen joined the company as
the first service technician, and in 1946-47, a customer
service scheme was introduced, which included a free
maintenance check of the roof windows for up to one year
after installation, for which the customer only had to pay
the installer’s travel expenses.

Danish-German partner meeting in Søborg, 1965.

“Glad to hear it! My husband did the installation himself?!”
Naturally, for our technician, a straight face was needed.
Boosting business in Germany

Hjalmer Juul-Olsen recalled that the main focus was on
badly installed roof windows. The tradesmen installers
were not always equally thorough, which often meant
remedying mistakes that had nothing to do with the
window itself. It was, however, important that flaws of
any kind were taken seriously, given the reputation of the
VELUX brand.

There were plenty of challenges. In the 1950s and 60s,
Werner Reichelt, General Manager of the German sales
company, was devoting much time and effort to persuading
customers and authorities that the VELUX roof window
was a quality product and that attic conversions were
a safe and sensible option. The company’s sales staff
underwent intensive training, and a fleet of service vans
was established in the different states for rapid callout. In the space of a few years, this initiative positioned
‘VELUX’ as a very strong brand in Germany, even though
competitors were beginning to emerge.

Hjalmer Juul-Olsen recalled an amusing episode
concerning a leaky roof window, where he had discovered
that the installation job was unusually shoddy. He therefore
exclaimed on the spot: “I’ve never seen anything like it!”
The lady of the house misunderstood and proudly replied:

In 1973, Uwe Silligmüller was made General Manager of
the VELUX sales company in Germany. With great skill,
he continued the legacy of his predecessor, taking care to
reinforce what was already a favourable position on the
German market.
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Employees
Pioneers

KR never hesitated to emphasise that the company owed
its success to “the skilled efforts of many people.” A few
pioneers stood out from the rest, as he explained in an
interview in 1985:
“I was fortunate enough to be able to persuade my friend
and former classmate Svend Kamman to join me. He has
a rare ability to get things done. He and a book-keeper,
Magdalene Jørgensen, joined the company in 1946. The
three of us knew how to go about things. This is the team
that created the company. And the expansion undergone
since 1969 is due to a young man we hired in the mid-50s:
Hans Niels Brandt.”

are just as valid as so many management rules.” “The main
thing is the level of commitment. You have to be passionate
about the product and the company. And that’s just what
we have as both management and staff. It’s also what
makes working here fun.”
Former CEO Kristian Haugaard would certainly vouch for
this:
“KR had a special ability to identify with things. So much so
that he could almost ’be’ a window if that was what it took
to work out what was wrong with it.”
His employees were particularly attracted to the spirit of
enthusiasm and job satisfaction KR inspired:

Confidence and enthusiasm

These results were achieved by showing confidence in
the individual employees, giving them responsibility and
encouraging their enthusiasm. KR explained this as follows:
“Running a business essentially comes down to how you
treat people. So, in that sense, the Ten Commandments

“He had this ability to get you totally involved. You might
think you were just chatting with him about the project, and
then he’d be passionately keen to get things moving. His
effect on people was spell-binding”, recalls the architect
Claes Lindgren.

Production of roof windows in Østbirk, 1970.
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Christmas dinner and topping out ceremony at the new VKR headquarters at No. 4 Maskinvej in Søborg, 1950.

Production of roof windows in Østbirk, 1948.

Hardware production in Bagsværd near Copenhagen, 1954.

Magdalene Jørgensen in her office, 1959.

Unity and joint responsibility

In the early years, the handful of staff at the office were
certainly a close-knit team. Trials and tribulations were
shared in a family spirit: “Since there was only one office
space, we were close-knit and knew all that was going on”,
recalled Magdalene Jørgensen, who started as a bookkeeper in 1946, and in 1964 became one of Denmark’s first
women CFOs.
As the company expanded, increasingly more tasks had to
be delegated. New managers joined the ranks, and were
inspired by KR’s style of leadership, which they could see
was highly effective. Thorkild Hansen, who joined Østbirk
Bygningsindustri in 1955 and in 1970 became foreman
at the same plant, relates his first meeting with the
charismatic CEO, Kristian Haugaard:
“I remember one of the first things Haugaard said; ”I don’t
regard you as foremen, I regard you as manufacturers.”
Which meant that people were actually given financial
responsibility for their workshop. But he also taught us to

consult people. That was perhaps one of the best things he
taught us as foremen.”
Company anniversaries

KR was keen to maintain good relations with the employees,
and in the 1950s introduced annual staff appraisals. This
approach was systematised in 1958. KR recounted the
following about the appraisals:
“I have tried introducing what are called ‘company
birthdays’, i.e. once a year, every single employee is invited
to a discussion with his superior in the month in which the
person concerned was employed. This is a valuable session
because it’s an opportunity for people to have their say, and
not wait ‘cap in hand’ begging for a meeting.”
Although KR admitted that he was not always able to
set aside time for these sessions, the system that he
originally established has been an important instrument
for harmonising expectations between management and
staff across the whole of the VKR Group.
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Model Company
Objective and core values

Villum Kann Rasmussen, 1978.

”The purpose of the VKR Group is to establish a number
of model companies which cooperate in an exemplary
manner. A model company works with products useful
to society and treats its customers, suppliers, employees
of all categories and shareholders better than most other
companies. A model company makes a profit which can
finance growth and maintain financial independence.”
V illum K ann R asmussen , 1 9 6 5

Visions with inspiration from the USA

KR was a visionary business leader who understood
the importance of forging excellent relations with the
company’s stakeholders. In the early 1950s, he visited the
USA, where he was inspired by the style of leadership and
organisation that prevailed in many parts of North America.
He also subscribed to a number of international journals
and magazines such as Time Magazine and Fortune in
which he presumably read about the large American
corporations that had elaborated values-based
management philosophies.
KR aspired for the values to which he himself was
committed to be entrenched in the corporate culture – and
to survive him personally and the pioneers who had built
up the company.
On 14 February 1965, KR penned his Model Company
Objective; a mission statement of how the VKR Group was to
demonstrate corporate social responsibility with products

useful to society through model companies working in an
exemplary manner. In addition, all stakeholders were to be
treated decently.
On 21 December 1973, an addendum was made, stating
that the company should strive for earnings that would
sustain the growth and financial independence of the
company.
Responsibility

Its visionary threefold focus on products, human resources
and relations gave the Model Company Objective lasting
validity for the future. But at the time it was written, little
effort was made to communicate its messages. It was
implicit that exemplary, model conduct was expected of
everyone in the company.
“Not much was made of communicating it at any length. In
that day and age it would have been rather showy, and on
the boastful side to announce that one now had this form
of mission statement. But in fact, what it tells us should be
42
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Production in Østbirk, 1970.

a given, in the sense that decent conduct in any context is a
given”, explains Lars Kann-Rasmussen.

Tove Mikkelsen, who works for VELUX A/S in central
planning and logistics, has this comment:

The interesting and unique aspect is naturally that the
Model Company Objective arose at a time when valuesbased management was an unknown phenomenon in
Europe. The ambition for the VKR Group’s companies since
KR’s era has precisely been to generate robust results
while behaving decently and responsibly, and management
has always been expected to take the lead:

“It’s just such a thrill to be in a job where you rarely need
to doubt if anyone is willing to help you and come up with
a solution if that’s what’s needed, or put in the time if
called for. You can just grab the phone, and call someone in
Hungary, Poland, Denmark or Germany – location doesn’t
matter.”

“My contract actually states that I am to manage the
company as a model of good conduct. Essentially, it’s been
something to keep me grounded as a chief executive when
I have faced critical decisions for the company”, explains
CEO of the VELUX Group Jørgen Tang-Jensen.
“Living” the values

The Model Company Objective and the core values with
which the business areas are aligned have become integral
to the company culture. Employees are keen to help each
other across the companies, which strengthens the team
spirit:

Darrell Lewis, a materials specialist with VELUX
Greenwood Inc. in the USA, highlights how living the
values has a knock-on effect:
“I get my energy from my co-workers. We’re like family,
and it’s just so great. It’s not just a place of work”, he says.
Wioleta Hinc, an HR officer with the vertical windows
company DOVISTA in Poland, believes that in the efforts
to pursue the ambitions of the Model Company Objective,
employees are constantly gaining new knowledge: “… and
it’s a good thing if the employees realise that they all have
opportunities in the company.”

”My contract actually
states that I am to
manage the company
as a model of good
conduct.”

Jørgen Tang-Jensen, CEO,
VELUX A/S, 2014.

Kurt Bering Sørensen, CEO,
DOVISTA A/S, 2014.

J Ø R G E N TA N G - J E N S E N
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Employees of VELUX Greenwood Inc.
in South Carolina, USA, 2014.
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The foundations

‘Qaravane’ received a grant from VELUX FONDEN in 2014. The association
works to promote employment among ethnic-minority women in Denmark.

KR and Bodil Kann Rasmussen at a VILLUM FONDEN grant
award ceremony in the presence of Queen Margrethe II, 1992.

Corporate succession

In the 1960s, KR started to consider the arrangements
for corporate succession. A number of family matters and
tax-related aspects had to be settled in order to ensure
that the company would be able to continue as a sound
and financially independent entity.
The focus turned to the creation of a foundation that
could act as the VKR Group’s principle shareholder. KR’s
elder brother, Aage Kann Rasmussen, was responsible
for the practical side of the arrangements, and 1971 saw
the creation of the foundation known today as VILLUM
FONDEN, followed in 1981 by VELUX FONDEN.
VILLUM FONDEN and the Kann Rasmussen
family

The concept of a foundation appealed to KR because
it would allow a large proportion of the revenue, to be
channelled into a philanthropic foundation, which could in
turn reinvest the funds in society and support a number
of purposes, the main thematic areas of which were to
become science and technology, voluntary social work,
culture and the environment.
Lars Kann-Rasmussen explains the structure:

Den Danske Naturfond (The Danish fund for nature)
was established with a grant from VILLUM FONDEN
in 2015.

“VILLUM FONDEN is a major shareholder in VKR Holding,
which is where the funds derive from. The foundation does
not have absolute voting rights in the company, but it is
involved in deciding who gets to serve on the board.”
Since KR passed away, the structure whereby a foundation
is the principle shareholder and two of KR’s descendants
are class A shareholders, has served to guarantee stability
for the benefit of the Group:
“I like to call this ownership structure of three shareholders,
of which two have the majority vote, a ‘checks and balances’
system. I am confident that this ensures dynamism,
stability and continuity. Because it’s not just one person
or a single foundation that makes all the decisions alone,
but always at least two entities”, Lars Kann-Rasmussen
explains.
Donations

In the first decade, awards made by the foundations
were very modest, at around the DKK 5 million mark.
In accordance with the Statutes, the financial support
was mainly in the form of honorary awards conferred on
individuals for their achievements in raising awareness
of the value, importance and practical applications of
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”…it’s not just one person or a single
foundation that makes all the
decisions alone, but always at least
two entities.”
L ars K ann - R asmussen

Chairman of VILLUM FONDEN, Jens Kann-Rasmussen, 2014.

daylight. This was followed by a grants programme to
benefit activities for elderly people, and research in the
fields of ophthalmology, gerontology and geriatrics.
As the VKR Group expanded and profits increased, the
thematic areas funded by the foundations were enlarged
on an ongoing basis, and the donations increased in size.
In 2001, the foundations passed the DKK 1.2 billion
mark in total donations, and annual awards had reached
DKK 117 million.
The donations for 2014 alone was in excess of DKK 1.1
billion, with VILLUM FONDEN awarding DKK 947 million
and VELUX FONDEN DKK 161 million to non-profit
purposes.
Other foundation activities

The expansion of the VKR Group abroad also had an effect
on the foundation activities. In 1980, the Swiss foundation

VELUX Stiftung was established, followed in 1991 by
the American V. KANN RASMUSSEN FOUNDATION.
These two foundations have purposes in common with
the Danish ones, but research within the significance of
daylight for human wellbeing, together with environment
and sustainability have been focus areas.
In order to boost the environmental priority area, in
2014 VILLUM FONDEN created an independent climate
foundation called KR Foundation, the purposes of which
include the advancement of economic, consumption
and manufacturing conversion and achieving higher
sustainability targets.
The diversified nature of the foundation activities would
have exceeded KR’s wildest dreams when he established
the first foundation in 1971.

Lars Kann-Rasmussen
visiting the VILLUM Window Collection in Søborg, 2015.
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The Employee Foundation
of the VKR Group

A grant in aid of hospital clowns for the children’s ward
at Hillerød Hospital in Denmark, 2013.

The Employee Foundation awarded a grant for new
bikes for a bike speedway club in Poland, 2013.

The Employee Foundation made a grant
to Dina Holt Kjærgaard, who was born
with Mowat-Wilson syndrome, 2009.

Support for employees

In connection with the founding of VILLUM FONDEN in
1971, KR made an addendum that, under the Statutes, a
specific purpose was to support employees: “… who for
a sustained period have been employed by any company
established by the founder, or which the founder owns or
has owned.”
To coincide with the VKR Group’s 50th anniversary in 1991,
Lars Kann-Rasmussen and Kristian Haugaard took the
initiative for creating an independent employee foundation.
Creating the foundation

The Employee Foundation of the VKR Group was
established on 21 December 1991. According to Kristian
Haugaard, who became the foundation’s first chairman,
KR was personally involved in drawing up some of the
general guidelines for the activities of the foundation and
the timing of its awards.
The Employee Foundation was established with an
endowment of DKK 10 million from VILLUM FONDEN

for the purpose of assisting employees and their relatives,
including children under 30 years of age, who face
unfortunate situations such as death, illness or accident.
The Employee Foundation also supports the education of
children of employees, and grants support for non-profit
purposes in the geographical vicinity of the VKR Group’s
companies.
The Employee Foundation has on several occasions since
then had its capital raised by, for example, a generous
donation of DKK 100 million from VILLUM FONDEN
to coincide with the centenary of the birth of KR, and
DKK 75 million in 2014 to mark the occasion of Lars
Kann-Rasmussen’s 75th birthday.
On that occasion, he conveyed his pride in the foundation
activities with the following words:
“We are there for each other, and are there to assist when
anyone needs assistance. This is the ethos in the VKR Group,
because this was how my father, Villum Kann Rasmussen,
believed a model company should conduct itself. ”
Doloreprae volupta volorum
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”Each time an application is
granted, as local recommendation
committees, we also benefit from
the ’Santa Claus’ feeling.”
R ica Van den B r o eck , V E L U X B elgium

Daniel O’Shea received a grant for his studies at
Stanford University in the USA, 2011.

VILLUM KANN RASMUSSEN AWARD

Following the death of KR, it was decided that each
year, on 23 January, the company founder’s birthday, the
Employee Foundation would be responsible for conferring
the Villum Kann Rasmussen Award which is an honorary
award conferred on employees who each in their own way
“...have made a special contribution to realising the Model
Company Objective.”
The award was first conferred on employees in 1996 and is
awarded each year to around 10-14 employees across the
VKR Group’s various companies.
Local recommendation committees

In order to ensure anchoring of the foundation activities in
the different entities within the VKR Group, the ambition
has been for all companies to have local recommendation
committees to liaise between the Employee Foundation
and employees in need of assistance.
Bjarne G. Thomsen, former Chairman and present coopted member of the Employee Foundation explains:
“As focal and major assets in the world of the Employee
Foundation, the local recommendation committees closely
follow whether an employee or his or her immediate family

might be in need of support. And also regarding eligible
non-profit projects in the vicinity of the company.”
Chairman of the Board István Kónya expands on this:
“The aim is to hold one of the annual board meetings at
one or more of the companies within the VKR Group. This
gives us an opportunity to talk to the members of the local
recommendation committee, for example, and gain insights
into the Employee Foundation’s general standing, including
how its current policies are perceived at the local level.”
Over the years, the Employee Foundation of the VKR Group
has assisted a large number of employees and their families.
The financial support is not only greatly appreciated by the
beneficiaries, but is also gratifying for those at the local
level who put forward the recommendations:
“Each time an application is granted, as local
recommendation committees, we also benefit from the
‘Santa Claus’ feeling”, was the proud message written by
Rica Van den Broeck from VELUX Belgium to the foundation
secretariat in response to grants awarded in 2015.
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Lars Kann-Rasmussen, 2013.

Laboratory experiments in Østbirk, 2015.

Testing of VELUX Modular Skylights, 2013.

A contemporary company
Lars Kann-Rasmussen – engineer and
market developer

KR passed away in 1993 at the age of 84. In the mid1980s, he had handed over to younger forces, and on his
passing, he left a robust and financially independent group
of companies with their affairs in order with a well-founded
foundation and family ownership structure. After a
transitional period, KR’s eldest son, Lars Kann-Rasmussen,
took over management of the company.
Lars Kann-Rasmussen is a graduate engineer, and joined
the company as an employee of VELUX France in 1964.
After having held several posts within the VKR Group, in
1970 he joined the management of Dansk VELUX A/S.
In 1976 he became a member of the management of the
parent company (VKR Holding A/S), and in 1985 a member
of the board and chairman of the board of VELUX A/S.
In 1992 he became chairman of the board of the parent
company, and in 2005 chairman of the board of VILLUM
FONDEN.

FONDEN in 2014. He was a powerful driver for the
modernisation of the VKR Group that took place notably
after 2000 when a new holding company was established.
With his great diligence and immense knowledge, Lars
Kann-Rasmussen was also a driving force behind the
internationalisation and market development achieved in
this period.
On being consulted as to what he envisaged for the coming
marketing strategy, he answered as follows in 2015:
“The obvious way forward might be to put up the prices
of our products and make the most of our strong position
on the market. That would increase profits. But then the
customers would have to pay more, and ultimately we
would then face stiffer competition and end up as an
ordinary firm run on short-term planning. We are better
able to see things from a more long-term perspective, and
in any case, for us, the idea is to get the products out to
our customers as affordably as possible, and not to sell the
products at the highest price we can command.”

Lars Kann-Rasmussen resigned from the business side of
the VKR Group in 2010, and as board chairman of VILLUM
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VELUX Sunlighthouse in Pressbaum,
Austria, 2010.

The Solhuset kindergarten in Hørsholm,
Denmark, 2011.

Maison Air et Lumière in Verrières-le-Buisson,
France, 2011.

Sustainability
Demonstration buildings in Europe

In 2008, the VKR Group’s commitment to sustainable
solutions in the building industry led it to start up a number
of demonstration buildings in Europe based on the Active
House principles.
As commissioned by Lars Kann-Rasmussen, the buildings
were to demonstrate aspects such as how to make
buildings of the future carbon neutral and energy efficient,
while making them attractive to live in by focusing on
balancing energy, environment and high comfort with a
focus on a sound indoor climate with access to daylight,
fresh air and a view of the outdoors.
VELUX Model Homes

A number of the projects became part of the ‘VELUX
Model Home 2020’ project and were built by a consortium
of several companies within the VKR Group and external
partners.
Michael K. Rasmussen, Marketing Director for VELUX A/S
explains:
“The aim was to demonstrate that we could build homes
for the future in the present, but according to the building

codes we projected would apply in 2020 – and do so using
the materials and technologies available to us in 2008.
Particular emphasis was placed on demonstrating that
carbon neutral, energy-efficient buildings do not mean
compromising on indoor climate, as reflected in the
application of the Active House principles of a sound indoor
climate, high energy performance and exerting a positive
impact on the external environment.”
The homes were designed in partnerships with local
sales companies and engineered using VKR Group
technologies. On completion, the model homes were open
to the public for a period, after which they were occupied
by ordinary families for 12-24 months. In this period,
measurements were made of the homes’ indoor climate,
energy performance, etc., and the families’ experiences
were recorded with a view to demonstrating how the
experiments work in practice. All six VELUX Model Homes
achieved their targets, and experiences from the project
have been applied in product development, for example,
while the findings have been shared with authorities and
the building industry through workshops, conferences and
the trade press.

Green Lighthouse, University of Copenhagen, is Denmark’s
first carbon neutral public building, 2009.
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Production of VELUX Modular Skylights in Østbirk, 2014.

VELUX BKR ČR in the Czech Republic. The plant is named
after Bodil Kann Rasmussen, 2014.

Crisis and investments
Calling a halt

Restructuring and new product platforms

In the early years of the new millennium, the VKR Group
underwent rapid development, but the fast cooldown
in the global economy in the wake of the financial crisis
in 2007-2008 led the Group to radically halt its activities
in a number of main markets.

However, the VKR Group succeeded in carrying out a
restructuring process, which also entailed the introduction
of brand new product platforms and technologies. Within
the VELUX roof windows business area, investments
resulted in the launch of a new generation of energyoptimised roof windows and a new venture in modular
skylights tailored to the project-based building trade.

Jørgen Tang-Jensen recounted the following about the
crisis in 2008:
“In the first half of 2007 we were running close to our
capacity limit. It was difficult to source raw materials,
we were hiring more people and raw materials prices
were rocketing. But in a very short space of time, over the
summer of 2007, the situation was reversed.”
He did, however, stress that VELUX A/S would be investing
heavily, based on the conviction that “… blue skies would
be back.” This conviction was borne out, but, regrettably,
adjustments in terms of workforce reductions and plant
closures were needed in all parts of the VKR Group, and
VKR Holding’s business portfolio was likewise trimmed in
the years that followed.

The vertical windows business area under DOVISTA A/S
followed the same path in proactive investments. In the
midst of the crisis in 2008, CEO Kurt Bering Sørensen
explained that he was convinced that the hard times would
intensify competition, but also the company’s innovation
focus, which would ultimately benefit the industry and
consumers. And he held that the DOVISTA Group was
well placed to overcome the challenge:
“We use the restructuring process to prepare the future
very proactively in terms of new products and marketing
potentials. We need to have products that can make money
for consumers. We will definitely be devoting a good deal
of energy to the replacement market, in order to focus on
energy-efficiency, noise-reduction and security.”

Production of vertical windows at DOVISTA
Polska in Wedkowy, Poland, 2014.
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CEO Finn Jespersen, VELFAC A/S, demonstrating
windows. Rationel and VELFAC established a new
test and development facility in Denmark in 2015.
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In 2010, DOVISTA A/S launched a new joint platform for
vertical windows in wood, together with a series of new
windows combining wood and aluminium, referred to as
General Platform 21st Century, which in recent years has
been enlarged with a range of new products under brand
names such as VELFAC, Svenska Fönster and Rationel.
A common trend in the windows business area has been
the development of new, dynamic window types featuring
triple glazing and a special coating to ensure that the
windows make a positive contribution to the energy
balance by eliminating heat loss in cold weather and
contributing heating to homes in sunny weather, together
with sunscreening solutions and ventilation to prevent
overheating in hot weather.
Large-scale solar thermal installations

In the late 1990s, the VKR Group made its entry into the
solar thermal energy business area, which was expanded
notably post-2000. In the years after 2011, this part of the
business was trimmed, and the focus switched to largescale solar thermal installations.
In 2015, through Arcon-Sunmark A/S, VKR Holding A/S
created Europe’s leading company in large-scale solar
thermal installations.
ARCON Solvarme A/S was established in Skørping,
Jutland in 1974, and the company went on to become one
of the largest manufacturers in Denmark of solar thermal
installations. The business joined the VKR Group in 2007,
and in 2014 it established a branch in Germany to support
increased internationalisation. In 2015, the company
merged with SUNMARK Solution A/S.

Arcon-Sunmark has supplied solar thermal collectors
to the 35 largest installations in Europe, among which
the installation for Vojens Fjernvarme (district heating) in
Southern Jutland, Denmark is the largest of its kind with a
collector field covering 70,000 m2.
With Arcon-Sunmark, VKR Holding has succeeded in
consolidating itself within this business area after a number
of years of substantial adjustments.
Ventilation and indoor climate

The VKR Group also has activities in the Ventilation &
Indoor Climate business area through the company
Monodraught Ltd. in the UK.
The company was established in 1974 and in the early
1980s brought out WINDCATCHER, a state-of-theart, energy-free natural ventilation system for rooftop
installation in combination with the iNVent control system.
WINDCATCHER has been continuously supplemented
with a number of other products replacing traditional
mechanical ventilation systems and is especially wellsuited for applications to serve industrial and commercial
buildings and public institutions.
Other Monodraught products include Cool-phase, a lowenergy system for natural ventilation and cooling, and
HTM F+, a system to provide intelligent hybrid ventilation
to enhance the indoor climate primarily in schools and
public buildings.
Another of the company’s products is SUNPIPE, a
daylighting tunnel with mirror reflection which directs light
into building interiors from roof level.

The Arcon-Sunmark solar thermal installation in Vojens, Denmark, is
the largest of its kind with a collector field covering 70,000 m2, 2015.

Natural ventilation from Monodraught Ltd. for Prospects
College of Advanced Technology in Essex, UK, 2013.

The Arcon-Sunmark solar thermal installation in Vrå, Denmark, June 2015.
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The Faculty of Engineering at the University of Southern Denmark
is daylit by VELUX Modular Skylights in the roof, 2015

Michael K. Rasmussen speaking at the VELUX
Daylight Symposium in London, 2015.

The VKR Group
and architecture
Good timing

The VELUX roof window is what made Villum Kann
Rasmussen famous and led the VKR Group to become a
large international business concern.

with few exceptions, the trend has seen demand over the
years for VELUX products sustained in both buoyant and
recession economies.
Influence on architecture

Lars Kann-Rasmussen points out that while his father
was truly a talented entrepreneur, inventor and inspirer, his
timing was also perfect:
“After the Second World War, there was a huge shortage
of housing everywhere in Europe, so the concept of VELUX
roof windows that made it possible to fit out attractive and
affordable homes under the sloping roofs was obviously
going to be a success.”
The construction sector was booming in Western Europe
in the 1950s and 60s. In the wake of the 1973 oil crisis,
demand arose for energy refurbishments, which also had
a positive knock-on effect on sales of roof windows. And

The VELUX roof window has had a fundamental influence
on European architecture and has almost become
synonymous with daylight and fresh air through windows
in the roof. An attic space today is commonly regarded as
the most attractive home interior.
“My favourite place at home is in the light-filled family room
in the attic. I meditate there every morning; it just gives
me so much energy – especially during the winter months
when it’s really grey here in the Netherlands”, enthuses
Elisabeth Merle Petersen, who lives in Amsterdam in
an 17th century building refurbished using VELUX roof
windows.

A home fitted with VELUX roof windows
and VELFAC vertical windows, 2015.
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Moesgaard Museum in Denmark features VELFAC vertical windows. The new museum
was realised following a substantial donation from THE VELUX FOUNDATIONS, 2014.

VELUX ”New Generation” roof window, 2015.

The Board and Management of VKR Holding A/S, 2015. From left:
Jan Lundsgaard Jensen, Steen Riisgaard, Søren Bjerre-Nielsen,
Anne Broeng, Mads Kann-Rasmussen and Thomas Thune Andersen.

“The windows let the daylight into our house, and
it feels as if the trees outside are inside our house too.”
U rmas Paet, E st o nia

Urmas Paet from Tallin in Estonia describes the roof
windows in his home:
“The windows let the daylight into our house, and it feels as
if the trees outside are inside our house too.”
Vertical windows

VELUX roof windows are, however, not alone in playing an
influential role in optimising home comfort in Europe.
In Scandinavia and in the UK, the VKR Group’s vertical
windows from manufacturers such as VELFAC, Rationel
and Svenska Fönster have become immensely popular and
over the years have helped to set new standards for energy
balance, functionality and comfort in the home.
The future – from the principal
shareholder’s perspective

The VKR Group has undergone substantial development
since the start in 1941. The future will in all likelihood also
offer up challenges in both boom and bust economies.

The ownership structure has, however, proved an eminently
sustainable solution, and since 1971, the cycle between
the business enterprise, the Kann Rasmussen Family and
VILLUM FONDEN has ensured the continuity that is key to
sustaining the VKR Group’s growth.
Jens Kann-Rasmussen, grandson of the Group’s founder
and chairman of VILLUM FONDEN, points out that for the
principal shareholder it is crucial to maintain the right focus
while embracing adaptability:
“It is vital that we, as members of the VILLUM FONDEN
board, excel at living up to our objective of good governance
of the VKR Group. It is also important for us to keep up
with the times, and continually improve and measure that
what we do genuinely makes a difference. And we must be
bold: we must not lack appetite for risk, but, for example,
engage in our own ventures when we see them as truly
merited. Again, as ever, we hold that ”One experiment is
better than a thousand expert views.”
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Dubrovnic in Croatia with lots of VELUX
roof windows in the roofs, 2011.

KR at Mandø, 1940s
(Composed of two photos)
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