
Lift maintenance contracts are 
often formulated in terms of a fixed 
number of yearly maintenance 

visits. The customer is convinced that 
more frequent visits mean higher safety 
and better working lifts. However, this 
might not always be true.

A lift, like a car, needs maintenance as 
a function of use and time. Once per 
year it needs proper cleaning, lubri-
cation and adjustment/replacements 
of wearing parts. Such visits take 
approximately two hours. Depending 
on age and technology the lift needs 
a visit relating to the number of runs; 
typically in the range of every 5 000 –
20 000 runs. 

Since owners and maintenance techni-
cians seldom know the actual number 
of runs, the maintenance tends to be 
performed according to calendar. In 
practice it means that most lifts get 
too frequent visits in relation to their 
traffic volumes. As a compensation, 
the visits tend to be short function 
checks with a duration of less than 
10 minutes. Not only is this not much 
improving the reliability of the lift, it 
also wastes time because the travelling 
time for the technician between lifts is 
typically 30 minutes. Hence, a 10 mi-
nute visit means that ¾ of his time is 
spent moving from one lift to the next.

The LiftLog™ provides actual run-
ning information and will allow you to 

contract according to real needs. This 
would mostly mean fewer, but longer 
visits, which more efficiently utilizes 
the technician’s time. Some lifts are 
used more during certain periods of the 
year and maintenance could therefore 
be scheduled to fit the pattern of use. 
Lifts that operate in groups might not 
equally share the traffic, which means 
that some of the lifts need more main-
tenance, where others need less.

The customer and the lift users actu-
ally do not want maintenance – they 
want well working and safe lifts. Typi-
cally a maintenance visit means a lift 
out of service, which for the user is the 
same as a lift broken down.  

It would be possible for the mainte-
nance company to offer a performance 
contract, where the number of visits, 
nor their duration, is stipulated. The 
customer could, for instance, get an 
availability guarantee of 99,5% upti-
me. With such a guarantee, the main-
tenance company and the lift techni-
cians are incentivised to prevent break 
downs and to minimise the out of ser-
vice time during maintenance. Especi-
ally if there is a Liftlog™ to verify that 
the guaranteed uptime is met. The re-
sult should be a better working lift and 
more efficient use of the technicians 
time; a win for both the customer and 
the maintenance company.

Adapt maintenance contracts to real 
needs




