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Everyone shook their head, as he at an advanced age aban-
doned a good career to become self-employed. Yet, the third 
owner of Carmo since 1941 –  the 73-year-old Steen Ishøy 
– found it difficult to let go of the best 17 years of his career 
and leave the business to his son: A company, which in recent 
years has achieved a competitive advantage by going against 
the grain, focusing on custom development and allowing the 
production to remain in Denmark.

“Do not tell anyone; but I feel terrible,” Steen Ishøy says, laughing. “I really 
do feel terrible. It is really hard. I walk around in circles and am not sure 
what to do with myself. In reality, it feels as if I could easily stay on for 
another ten years, but there are too many pitfalls: I will probably become 
too conservative, forget some things, and become a bit careless. It is hard 
to acknowledge. When that is said, though, I am also a happy man, 
because I created something my son can continue.”

Steen Ishøy has just become the former CEO of Carmo A/S. Yet, he is still 
in his office, where he has been coming daily since 1997, worked late, and 
spent many a night when the production did not go as planned, or there 
were hurdles in the development. Steen Ishøy still has a few tasks, which 
need to be assigned elsewhere before he lets go completely. In the 
meantime, he practices being off-work for more days than he is at work.

On the chair in the office he has just replaced a worn cloth over the 
headrest. As the very best seats in an aircraft, it says “First Class”.  The 
cloth is laid there with a smile. Steen Ishøy does not care about titles or 
who is in which chair. He cares about know-how and machines.

To Steen Ishøy, the throbbing machines in the production has become a 
life-affirming, everyday ambience. It is here he has spent at least half his 
time at Carmo. His drive is technical challenges, and as a result, he is able 
to operate every one of the 32 machines of the company.

Acquired the company at 55
Originally, Steen Ishøy was trained as a foundry technician and has worked 
with both iron, glass, and plastics. His expertise landed him prominent 
positions at Holmegaard Glass Factory, Pilkington, and Maersk Medical. 
Despite this, Steen Ishøy chose to weigh anchor at 55-years old. He 
wanted more free time rather than a secure pension. He wanted the full 
responsibility, and therefore the entire risk. Consequently, he went to the 
bank with a business plan in hand. He wanted to purchase the plastics 
company Carmo A/S, all while everyone else was shaking their head.

“One day, I paused and thought: There has to be more to life than this. I 
was bored. I wanted to be visionary, I wanted to see the opportunities, I 
wanted some machines that moved. If it was going to happen, it had to 
happen now. Partly, I did it out of curiosity, and partly because I wanted to 
do something for myself. I felt I had been doing things on behalf of others 
all these years. Now was the time to do what I felt a yearning for. If I was 
skilled enough, it might just go somewhere,” Steen Ishøy says.

An uphill battle in the first years
Prior to the acquisition, Steen Ishøy had spent much time pondering the 
options. He already knew Carmo well because the company was a 

subcontractor of Maersk Medical. Steen Ishøy saw a potential to expand 
into the medico industry. 

“I was met with a company suffering from a stop for further investment from 
the previous owner. There were a lot of opportunities. Getting new 
machines, have technical installations done, physical expansion of the 
production floor, and getting things streamlined made a big difference,” 
says Steen Ishøy.

The money he earned was spent on expansion and investing in new 
machines. The organisation itself needed to be reconstructed.

“It was an uphill battle in the first couple of years. I repositioned everyone. 
It was not without problems, I have to say,” Steen Ishøy recollects. “Some 
of the people did not want to come along. But, in time, I got people who 
were not afraid to put their shoulders into it, and it was very satisfying 
having a team who wanted the same as I did,” says Steen Ishøy.

Flirted with China and Eastern Europe
Steen Ishøy’s strategy has been a success. In 17 years, the turnover has 
tripled to DKK 70 mil. During the same time, the number of full-time 
employees has grown from 30 to 80. The machine park has expanded to 
nearly the double. The production floor has expanded with around 1,000 
square metres. Today, Carmo has 1,500 parts numbers and an inventory of 
around 30 million items. All up, DKK 5 mil. is tied up in the stock, allowing 
Carmo to deliver within five days. To Steen Ishøy, it is a deliberate, strategic 
commitment, and in no way is it keeping him up at night.

My father possesses a passion for technology and the desire 
to explore the technological opportunities and limits, which are very 
fascinating. His ability to constantly launch new projects and get 
them to grow, as well as the curiosity towards everything around 
him – even at a high age – is very impressive.”

Claus Steenstrup Ishøy
President and CEO of Carmo A/S

An itching passion for plastics and throbbing machines



Steen Ishøy also flirted with moving the production to China and Eastern 
Europe. Here too, he chose another direction than his competitors.

“I have seriously considered moving production. I have been to both China 
and Hungary to weigh the options. But, ultimately, I had to acknowledge 
that that was not the path I wanted for Carmo. We would gain nothing by 
following in the footsteps of others. We would rather service business in 
Denmark and develop high quality products for the medico industry. Our 
competitiveness is our readiness and willingness to change, our expertise, 
as well as our ability to ensure the quality because our production is 
physically right next to us.”

Sleepless nights on the production floor
When asked about the greatest highlights through the years, Steen Ishøy 
has difficulties pointing to specific events or success stories. If pressed, he 
points to the situations where he gambled, invested all of his time, and ran 
into the greatest challenges.

“Where I fought the most, has been in the development and production of a 
connector with needleless extraction of samples from urinary pouches. I spent 
many months and years and came down to the floor at night to get the 
production to run smoothly. It was a lot of sleepless nights. With the help of 
good friends and a whole lot of pig-headedness, I managed in the end. It was 
a very big gamble, which demanded investments in custom machinery and a 
lot of time. It was quite nerve-racking. When we finally brought the connector 
to market, it was to prove very difficult to sell. Changes to the laws in Germany 
put a stop to great many a thing. We finally succeeded, though, and today, 
the connector is one of the things we produce in great numbers.”

The future is ensured
With a birth certificate from 1941 it is time to say goodbye and allow the son 
Claus Steenstrup Ishøy to take control of the company and steer it into the 
future. The success of Carmo has introduced its own set of challenges. 
The large inventory and the many machines are putting pressure on the 
thousand extra square metres built by Steen Ishøy through the years. 
Consequently, one of the last tasks of Steen Ishøy will be to ensure the 
future by either move, expand, or renovate yet again. And it feels good.

“Happily, it shows that Carmo is entering a new era. In reality, I merely want 
things to work out well, allowing the organisation and the people working here 
to have a secure future. I feel privileged being allowed to watch from the 
sideline as chairman of the board, and I am very happy and proud having a 
son who will likely be even better than I. Some of the things which have been 
successes are already due to him. The future and a great foundation for 
further development is now ensured – happily also without me.”

But what will you do now?

“If I am to play golf, now is the time where I can still walk ten kilometres. I have 
to admit my golf has been suffering from me being here.  Now, I will work on 
getting my golf handicap down where it belongs, and I am looking forward to 
spend more time with my grandchildren and wife,” Steen Ishøy says smilingly.

What is particularly characteristic of Steen, is that he is a 
fantastically curious and technology-enthusiastic person. He 
cannot help himself getting involved. Because of this, he has 
always been deeply committed to finding technical solutions to 
a problem, and he knows incredibly much about what is 
feasible. Overall, Steen is very persistent when the topic matter 
proves to be difficult. To do this, you really have to know 
something about the various materials and manufacturing 
methods, but also what the limitations are. At Coloplast, we are 
dependent upon subcontractors understanding our needs. 
Steen stands out in that regard by having a deep insight into the 
products of Coloplast, our clientele, and their needs as well as 
the challenges we face. This means, that Carmo is not merely a 
subcontractor of injection moulded elements, but has played an 
active role in the development of new products throughout the 
years. It has certainly made a difference.”

Allan Rasmussen
Executive Vice President, Global Operations (production), Coloplast

One of Steen Ishøy’s close business partners for many years

I have always been impressed with Steen. Even though I 
have not worked with him professionally, I know that he knew all 
the details of the Coloplast projects. I, myself, did not always 
know, even as the CEO. Steen is a person unwilling to operate 
and own poor equipment. He seeks excellence in every 
possible way. Everything needs to be superb and efficient. 
He is a person to have fun with on a high level, and he is 
always fun and easy to be with.”

Sten Scheibye
A good friend through the years, because of a common interest in hunting among other 

things. Sten Scheibye has held a position at Coloplast as CEO

We read about the high-profile companies in the papers, 
relocation of jobs, and debates about what Denmark ought to 
be living off of. But if Denmark is to grow and be complete, it 
needs more companies like Carmo, and a society who knows 
how to support it. Throughout the entire financial crisis, Steen 
Ishøy has maintained both the development and production 
here at home – and done well. The reason for this, is that he 
has had the will and the technological expertise to do it – it is 
rather liberating. The successful generational change is not an 
exception either. Steen Ishøy wishes to secure the employees 
and long-term growth before anything else. When we, as a 
society, are looking for role models to understand what is 
needed in order for Denmark to grow – it will serve to honour to 
look to people like Steen Ishøy.” 

John Lindhardt Frandsen
Chairman of the board, Carmo A/S

Steen has always been very deliberate and thorough, 
analysing all the prerequisites and conditions when important 
decisions were to be made. When he sees a potential in 
developing a product, he has always been willing to put his 
money where his mouth is. He has also been very skilled at 
eliminating projects early on, if he deemed them not to be 
viable. Even during the tough years of the financial crisis, Steen 
succeeded bringing home a surplus every year. That is not an 
easy task when you are surrounded by big international customers. 
It requires you to be alert, and to have the products and 
supplies, they appreciate. Steen is also a great networker. A 
good laugh is often shared when discussing something, and he 
has been good at creating a great work-environment at Carmo.”

Carsten Lønfeldt
Board Member since 1999

An itching passion for plastics and throbbing machines



New CEO focus on development and  
niche manufacturing in a global market
Claus Steenstrup Ishøy is newly appointed CEO of Carmo A/S.  
The generational change has not always been in the cards, but 
today he sees a great potential to further develop what had its 
early beginnings as a moulding factory into a highly specialised 
and development-oriented niche business in a global market.

He is not a production manager, but relies on being able to orchestrate a 
team of specialists. He describes himself as a catalyst and facilitator. As a 
former reserve officer, he has a hands-on management style. He is good at 
gathering the team, get clarity, determine the direction, and delegate. 

New CEO of Carmo A/S, Claus Steenstrup Ishøy, 44, is trained as engineer, 
and has held positions such as consultant and leader at Accenture, LEGO, 
GN Netcom, Catalyst, and more. Throughout his career, Claus Steenstrup 
Ishøy always focused on strategy, business development, facilitation, and 
innovation – both in Denmark and abroad.

October 1st 2014, Claus Steenstrup Ishøy took the chair as CEO after his 
father, Steen Ishøy. With that, he is taking on a company which has tripled the 
turnover since 1997 to around DKK 70 mil. A company, where the result in 
2013 landed on DKK 3.6 mil. against DKK 0.8 mil. the previous year.

Initially, he could not see himself spearheading a manufacturing business. 
But after more than 10 years at large corporations in Denmark and abroad, 
Claus Steenstrup Ishøy found the key to steer Carmo into the future.

“It is an exciting challenge to be granted the opportunity to step into 
the leadership role for more than 80 people. All of a sudden I am in 
charge of daily operations, and to continuously ensure a qualified 
technological expertise. But I also approach this with some humility. It is 
a task of which I have great respect. I am fortunate enough to have 

great support from the organisation, and I am fully accepted by my 
management,” Claus Steenstrup Ishøy says.

From moulding factory to niche business
Claus Steenstrup Ishøy has been part of the Board of Directors at Carmo 
since 1997. But it was not until four years ago, when his father, Steen Ishøy, 
made ready to sell the business, that Claus Steenstrup Ishøy saw the 
potential for the future.

“I have long been scared off by seeing all production flowing out of 
Denmark. But when we in the board did some strategy-work in order to 
prepare Carmo for a sale, something happened. It dawned on me that 
Carmo should be viewed as a niche business, where the close proximity 
between development and production is a competitive advantage. It 
allows us to work closely together with our customers, developing 
high-quality products in plastics for the medico industry. As a result, Carmo 
is these days a service supplier, rather than a traditional moulding factory.”

Things fell into our basket by themselves
As part of the generational change, Claus Steenstrup Ishøy joined Carmo 
in 2011 – at first, only part time. In step with the natural exit from the 
organisation, he was given the opportunity to put his mark on a new, 
strong management team. Simultaneously, more project-oriented 
development tasks arose.

“A number of things fell into our basket, without us helping them along the 
way. It was confirmation of the business and that potential I saw. It meant 
that I very shortly became increasingly committed to the tasks at hand. It 
was very satisfying to discover I was able to make a difference.”

Doubling the turnover
The objective of Carmo is to leverage the organisation to achieve a turnover 
of DKK 150 mil. in 2020 – the equivalent of slightly more than a doubling of the 
turnover. Carmo intends to focus on being a niche supplier to niche customers 
– smaller shipments online with short lead times to the industrial sector, larger 
production runs to business in the medico industry as well as development 
projects with production in Denmark.

“Our customers will experience a more proactive and visible Carmo. We will 
communicate more about what we do and which expertise we possess. We 
will continue to focus on increasing our competencies as it relates to the 
medico industry and its demands for validation, quality assurance and 
clean-room production. All this means we are expanding our capacity, which 
allows us to be scalable at all times.”

Carmo A/S in facts and figures 
 » The plastics company was founded by Carl Mogensen in 1941

 » By 1946, the company was bought by Marckman Hansen who introduced one of 
the very first injection moulding machines in Denmark, and thereby a new era in 
plastics. The company begins production of beach ball valves and reinforcements 
of inflatable boats.

 » In 1997 Steen Ishøy assumes ownership of Carmo A/S. In the years from 1997 to 
2014 he triples the turnover of the company to around DKK 70 mil. (80 percent of 
the turnover is from export)

 » The result of 2013 landed on DKK 3.6 mil. against DKK 0.8 mil. the previous year.

 » Today, Carmo employs 80 full-time employees.

 » Carmo has customers in more than 70 countries. The largest customers are 
Coloplast and Ferrosan.

 » The expectation is to reach a turnover of around DKK 150 mil. by 2020.

Carmo A/S
Højvangen 19
DK-3060 Espergærde
Tel.: +45 49 12 21 00
www.carmo.dk


