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COMPANY REVIEW 
Acm, Alias, Biesse, Essetre,  Fantoni, Ica, In-
comac, Ims, Kartell, Panguaneta, Radaelli, 
Scm, Siempelkamp, Termolegno...are just 
some of the numerous companies featured in this 
issue with articles specifically devoted to them. 
 
                                          from page 9

NEWS     
A rich content of important news about events, 
exhibitions, people and companies from the 
whole world of wood and woodworking industry.

  
      on page 3

USEFUL ADDRESSES... 
For our readers, a “who’s who” we have never 
promoted as it deserved. Now we are casting a 
spotlight in this issue. A way to be found and to 
find partners... 

on page  22

EXHIBITION CALENDAR 
Another very popular section of our magazine: 
the upcoming industry exhibitions! 
 

on page 23

ECONOMY 
The Studies office of Acimall (Italian association 
of woodworking machinery and accessory manu-
facturers) executes a quarterly survey about 
order trends, interviewing a significant sample of 
industry companies.    

        on page 8

FOCUS ON RUSSIA 
On occasion of next Woodex exhibition, to be 
held in Moscow from 3 to 6 December 2019, a 
special Focus on Russia is featured in this 
issue, with interviews, market data and product 
sheets by exhibiting companies.

          
    from page 4

TOTAL TOUCH EXPERIENCE

SCM SURFACE 
TECHNOLOGIES 

A UNIQUE EXPERIENCE 
IN SURFACE TREATMENT
The wide range of SCM and Superfici solutions for the most complex 
and customized surface treatment processes.

dmc systems wild belt sanders mini plus finishing systems sergiani 3d form presses

HALL 1.4
STAND SCM scmwood.com
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Let's open this issue of Xylon International 
with a focus on the Russian market, a 
curse and a blessing for wood and wood-
based materials technology in recent years. 
The reasons are known to everyone and fit 
into a wait-and-see approach and widespread 
worries: on one side, we are still waiting for 
Russia to give us again the satisfaction we 
were used to; on the other, this is not the 
only region where clouds and sometimes 
storms occur… 
 
In this Xylon International issue, we keep 
confidence high and show our innate opti-
mism, telling very interesting stories, but 
there is no denying that 2019 will not be a 
year to remember.  
In our daily conversations with industry en-
trepreneurs, we find increasing propensity 
to a negative balance.  
And by two digits, for sure. Such drop will 
affect technology, the core of our system, 
but many players also expect similar trends 
for furniture, panels, supplies… 
After all, we are paying a fee for years of eu-
phoria, so to say, an economic period "doped" 
with loans, facilitations and very favorable 
conditions, without forgetting the "rebound" 
of investments of the crisis in the final years 
of the past decade. 
 
Now everything has cooled down, expenses 
are strictly monitored as we wait to know 
what will happen with Great Britain, the trade 
war between the Us and China, the "uphea-
vals" in South America… 
 
We keep telling stories of companies and 
products, anniversaries, technological ex-
cellence, knowing that the coming months, 
a handful of weeks before the end of the 
year, will not be enough to close the fiscal 
year with a positive result. 
 
So, all the best, and let's do all we can 
without surrendering to despair, backing 
down or stopping investments.  
Making business means tackling with hard 
times without switching off the light and 
maintaining the control of your strategies… 
until you can, of course. 
 

 A look at the health  
of woodworking industry

11

10 The Gamma Legno story: 
on the trails of demand...

The high-end design furniture market 

11
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NEWS

EXHIBITIONS 
Dach+Holz International 2020, featuring some innovations

AGREEMENTS 
Cleaf and Egger establish sales partnership

APPOINTMENTS 
Federico Giva is the new HR Manager at Cefla

Acimall has published the results of the quarterly 
analysis for the April-June 2019 period, which 
shows a consolidation of the well-known trends: 
the domestic market, after the "fiscal doping" of 
amortization and Industry 4.0 incentives, is back 
to "normal" levels, while we are waiting to see the 
impact of the "Growth Act" and the related mea-
sures for small and medium businesses. 
Contraction is also visible in export, under the 
pressure of stagnating German economic and 
the ups-and-downs of economic relations between 
China and the United States. 
Figures speak for themselves. according to the 
periodical survey by the Studies office of Acimall 
– the Confindustria member association that re-
presents our industry – the orders of wood and 
furniture machinery and equipment have decrea-
sed by 14.4 percent compared to the second 
quarter 2018. As mentioned, foreign demand 
has decreased (down by 7.1 percent, versus 
minus 10.2 percent in the previous quarter), and 
domestic demand even worse (minus 36.3 percent, 
versus 14.5 percent down in January-March 
2019). The book of orders is at 2.8 months (it 
was 3.7 months at the end of March), while 
prices have been growing by 1.2 percent since 
the beginning of 2019. In the first and, again, in 
the second quarter, however, revenues are in-
creasing, up by 3.3 percent (but in the January-
March 2019 period the increase rate was 10.3 
percent). The quality survey in the second 
quarter 2019 reveals that 12 percent of the inter-
viewees expect a positive production trend (versus 
7 percent in the previous quarter.), 47 percent 
predict a stationary situation (versus 60 percent 
three months earlier), and 41 percent believe the 

trend will go down (they were 33 percent in the 
previous quarter).  
A stationary trend is also expected for employ-
ment according to 82 percent of the sample, 
while 6 percent expect an increase and 12 
percent fear shrinkage. Available stocks are 
stationary according to 65 percent, increasing 
according to 18 percent and falling according to 
the remaining 17 percent. The forecast survey 
confirms the recent climate of poor confidence 
due to the negative trend of German economy. 
18 percent of the interviewees still believe that 
foreign orders will bring good news (optimists 
were “just” 13 percent last quarter), while 53 per-
cent expect a stationary trend (60 percent in Ja-
nuary-March 2019) and 29 percent see decreasing 
orders ahead (versus 27 percent three months 
ago). The balance is negative by 11 points.  
On the domestic market, optimists amount to 6 
percent of the sample, very close to 7 percent in 
the previous quarter. According to 65 percent, 
we will see substantial stability (60 percent three 
months ago), while 29 percent expect a reduction 
(versus 33 percent in January-March). The balance 
is negative by 23 points. ■ 

ACIMALL 
Wood-furniture technology in the second quarter

An extra hall, additional fo-
rums and a new Architects’ 
Lounge with a Future Shop: 
Dach+Holz International 
will take place in Stuttgart 
28th-31st January 2020, 
featuring a range of inno-
vations. “We are planning 
to completely redesign 
Dach+Holz International in Stuttgart and add 
on another hall”, says project director Robert 
Schuster. “This means that 2020 will see six 
halls being used rather than five”. 
Schuster goes on to state that there will be 
more opportunities to interact, a better-quality 
visitor experience, a range of exhibitions from 
numerous different companies and optimised 
visitor guidance: the structure of the new hall 
and the range of industries will ensure significantly 
enhanced cross-linking of trades across all the 
trade show halls. While the fields of frontage, 
pitched roofs and flat roofs as well as conventional 
insulation will now be mixed across three halls 
(4, 6 and 8), Hall 7 will house the full range of 
metalworking products. The field of timber con-
struction will be found in Hall 10, which will 
present the full package of materials in the 
timber construction industry; including timber 
processing machines, wood-based materials 
and wood-based insulation boards.  
More and more construction projects are being 
optimised using “Bim”: if you don’t want to 
miss this digital revolution, find out about the 

opportunities and offers cur-
rently on the market.   
On Thursday 30th January 
2020, the forum will focus 
on the topics of “Bim” and 
digitisation.  
Experts and solutions pro-
viders will give tips and 
best practice examples that 

can be utilised by every company.  
A further highlight of Dach+Holz International 
will be the European roadshow “Triple Wood”.  
Sustainable timber constructions from seven 
Alpine countries – Germany (Baden-Württemberg 
and Bavaria), Italy, France, Austria, Switzerland, 
Liechtenstein and Slovenia – will be exhibited 
in Hall 10. Various projects, including office and 
engineering constructions, renovations and com-
mercial buildings, will be presented alongside 
handicraft businesses which were involved in 
the projects and will provide information in the 
forum about how they helped execute such 
projects.  
Ranging from tools and Edp solutions to machi-
nery and skylights – Dach+Holz International is 
the only trade show in the world that focuses 
exclusively on the topics of roofing and timber. 
“With around 600 exhibitors our visitors receive 
all the valuable knowledge possible about 
product and process innovations and are able 
to handle and compare products”, says project 
director Robert Schuster”. ■ 

Federico Giva has taken over the role of Human 
Resource Manager for the Cefla Group starting 
from 26 August 2019.  
Federico Giva, who was born in 1978, is married 
with four children and holds a degree in Managerial 
Engineering from the University of Modena and 
Reggio Emilia, is moving from the Hera Group 
where over the years he has worked in various 
different roles of increasing responsibility.  
Thanks to these positions he has been able to 
build up consolidated and significant experience 
in the principal areas of Human Resources, putting 
into practice cross-sectorial projects involving 
the company's various structures and integrating 
the diverse players present throughout Italy.  
At Cefla, Giva will be responsible for implementing 
HR policies both in Italy and elsewhere around 
the world by coordinating personnel management 
activities, recruitment procedures, administration,  
 

training, development, talent management and 
interaction with trade unions.  
“At a moment of profound change such as the 
current one, an important step that the new HR 
management must take is to incorporate a strat-
egy which places people at the centre into the 
industrial plan, in order to reinterpret the needs 
of the company in the light of digital transfor-
mation,” declared Andrea Formica, general Ma-
nager of Cefla s.c. ■

Federico Giva.
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Cleaf and Egger have signed a sales agreement 
for the distribution of 27 Cleaf products (faced 
panels, laminates and Abs edges)  in six coun-
tries: Germany, Austria, Switzerland, Poland, 
Czech Republic and Slovakia.  
The “Cleaf presented by Egger”s range will 
become available for Egger’s customers in the 
defined markets together with the launch of the 
“Egger Decorative Collection” from February 
2020. 
The two manufacturers, globally active in the 
sector of surface materials for furniture and 
interior design, decided to work together for an 
ambitious goal: to create a unique and innovative 
service for architects and interior designers by 
combining the high aesthetic value of Cleaf’s 
Made in Italy surfaces and Egger's high-quality, 

global product range and distributional strength. 
This partnership demonstrates the common 
vision and mutual respect of the two family 
owned companies and is the first step for a 
broader collaboration, which could also lead to 
a minority stake of Egger in Cleaf’s capital in 
the medium term.  
The two companies have already been working 
together successfully for a long time. They are 
united by their focus on top quality, state-of-the-
art technology, the most innovative designs and 
a complete range of matching decor and material 
combinations. ■ 
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HUGE POTENTIAL,  
OSCILLATING TREND

WOODEX MOSCOW: CLOSELY 
MONITORING THE MARKET

RussiaFOCUS interviews

RUSSIAN MARKET REPORT

Russia is one of the most difficult economic re-
gions to analyze and one of the countries that 
have not strictly followed the different phases of 
global economy. For instance, Russia's Gdp suf-
fered from strong reduction in 2015, down by 2.5 
percent, then stabilized in 2016 and scored a 
positive 1.6 percent result in 2017. The year 
2018 was definitely a good period for domestic 
product, while for the next two years, growth is 
expected to exceed one point five percent, above 
the European Union average. Inflation trends 

are also "anti-cyclic", i.e. moving against the 
global average trend, and Europe's especially. 
Price levels have increased significantly in the 
past few y ears, at rates above 3 percent. Despite 
the crisis, unemployment has always remained 
below 5 percent, while debt amounts to fourteen 
percent of Gdp. 
Looking at the woodworking technology in-
dustry, in 2018 Italy exported to Russia machinery 
for 42 million euro, very far from pre-crisis levels 
(100 million in 2007).  
The German competitors, instead, went close 
to 90 million euro export, but still far from 2018 
sales volumes, when Germany achieved almost 
300 million euro. 
Chinese companies are also strong in Russia, 
and unlike their European competitors they have 
achieved strong market share expansion in the 
past decade. Just consider that in 2007 the Asian 
country sold products to Russia for 30 million 
"only", while last year the value was twice bigger. 
Among other exporters, we mention Finland and 
Poland that, also for reasons of geographic pro-
ximity, export significant volumes of equipment 
to Russia. 

by Carlo Alberto Strada 
Acimall’ Studies office

ALESSANDRO PORCU, BASCHILD 
SEIZING OPPORTUNITIES 

"The Russian Federation is traditionally a big 
market for sawmill equipment, and so also for 
our drying plants. The country's huge potential 
of forest resources keeps supporting the interest 
of all machinery manufacturers, however the 
market has changed several times in recent 
years: on one side, different economic phases 
have taken turns, on the other operators have 
"grown up" and committed to achieving the 
same product quality as international competitors. 
So, the market is still attractive especially for in-
novation-prone companies, who are put to the 
test by authoritative counterparts”. 
So said Alessandro Porcu of Baschild and 
added: “The country's macro-economic condi-
tions are well-known. The ruble depreciation 
and instability, combined with a massive decline 
in foreign investments, have led to the stagnation 
of recent years.  
So, there is widespread general perception 
about the future growth of economy. The wood 
industry is not immune to this, but we are talking 
about a key sector of Russian economy, and 
consequently I am not pessimistic about the fu-
ture. Even in the most critical periods, new op-
portunities arise, and niche companies like ours 
must be able to seize them and turn them into 
profitable operations".       

            www.baschild.com 
 
 

Going beyond figures, Italy is still a key part-
ner for Russia. Positive signs are emerging 
and small improvements in trade restrictions 
between the Russian Federation and the Eu-
ropean Union: in this situation, Woodex reaf-
firms its key role of industry meeting. 
 
From 3 to 6 December, the Crocus expo center 
in Moscow will host the next Woodex, the most 
important international exhibition in the Russian 
Federation for woodworking equipment and te-
chnology, furniture production and waste wood 
reuse. The previous edition of this biennial event, 
in 2017, was attended by 372 companies from 
30 countries, with five national pavilions (Italy, 
Germany, Spain, Turkey and China). This year, 
for the first time, a new section for "Components, 
materials and accessories for furniture pro-
duction" has been created. At the event in De-
cember, organizers are expecting more than 400 
companies from 30 countries.  
Woodex is supported by the European federation 
of woodworking machinery (Eumabois), the Mi-
nistry of Natural Resources and Environment of 
the Russian Federation, the Federal Forest Agency, 
the Moscow government, the Chamber of Trade 
and Industry of the Russian Federation and the 
Ministry of Industry and Trade of the Russian Fe-
deration. Some Italian companies will be located 
in the Italian pavilion organized by Acimall, 
others will exhibit together with local resellers. 
 
We asked Dario Corbetta, director of Acimall, 
and Piero Borroni, head of the Italian delegation, 
about the sentiment around this event, and more 
generally, the export of Italian products and the 
machinery market in the Russian Federation. 
 
“The export of Italian technology into the Russian 
Federation in 2019 is in line with last year and 
the historical trend. There is possibly a slight 
decline, though hardly significant, because it 
dates back to the first half of the year, so there 
is time until December to catch up.  
 
 

The major competitors are Germany and China, 
but the strongest competition is with Germany 
for the quality and service level requested by 
the high-end market. China is addressing a dif-
ferent target, focused on cost effectiveness 
and ready to accept lower customization.  
Despite seemingly stable demand, it is undeni-
able that the market has been weakened by 
boundary conditions (the Russian Federation 
embargo to Ukraine is probably the most im-
portant factor causing a reduction of wood 
products demand).  
The economic figures of the country are overall 
positive: Gdp at plus 1 percent, inflation at 4.3 
percent, in a market that is basically mature.  
The Russian Federation exports a lot of energy 
products, while imports are limited due to the 
low purchasing power of the ruble.  
The companies of the Federation are not sup-
ported by government policies.  
This is combined with significant variations of 
export shares according to machinery type and 
the fact that the Russian market is mainly looking 
for primary operation plants that do not represent 
the core business of Italian manufacturers.  
To measure out the situation in figures, Italian 
export to the Russian Federation in June 2019 
amounted to 13 million euro (down by 14 percent 
versus the same period of last year); Germany 
was at 41 million euro, up by 18 percent, and 
China at 28 million euro, plus 23 percent com-
pared to the same period of 2018". 
 

SOLYANIK MIKHAIL, BIESSE RUSSIA 
HIGH VOLATILITY MARKET, BUT VERY IMPORTANT 

“The Russian market is still staying one of the 
most important ones for global machine pro-
ducers. Well-developed furniture and wood-
working industry, great volume and availability 
of raw materials from one side and no local 
producers of such machines on the other, kindle 
the interest of the biggest players on the market. 
Despite the negative influence of external factors, 
our market still accounts for 5 to 10 per cent  of 
worldwide export of woodworking machines 
(exact figures vary depending on the type and 
complexity of the machines)”, this is the opinion 
of Solyanik Mikhail, Biesse Russia, director 
of sales development.  
“Unfortunately, the Russian market currently 
doesn't give many positive signals for next year. 
Continuous high volatility of the domestic cur-
rency exchange rate and new sanctions intro-
duced every 3-4 months have created a nervous 
environment on the market. However, generally 
speaking we do expect quite a stable result 
next year judging from the general situation in 
Russia now and thanks to low level of external 
debt and the recent government support mea-
sures. Our forecast for 2020 is the results similar 
to those of 2019 with a possible fluctuation of 3 
per cent. Thus, we stick to the original investment 
plan for our market and stay quite optimistic” 
 

  www.biesse.com 
 

Solyanik Mikhail.
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Russia FOCUS

ALESSANDRO LIVERANI, CEFLA 
A CHALLENGING MARKET 

“The Russian market is subject to variability 
due to external factors. 
The interest for finishing is constantly high and 
high-end solutions are requested, with an in-
creasing level of automation. The market size, 
in terms of population and area, leaves wide 
margins for growth, with the challenge of reaching 
every corner of the country. Customers have 
different levels of knowledge of finishing tech-
nology: from companies that are very sensitive 
to the technological level, to others that only 
consider pricing. Cefla constantly offers new 
solutions that can respond to market demand, 
while also offering the opportunity to implement 
modular plants that can be easily expanded 
and upgraded, putting customer needs at the 
core of product engineering. With this concept, 
associated to the current technical and techno-
logical level and excellent post-sales service, 
we have been able to achieve our corporate 
goals.The key strengths for Cefla are flexible 
and proven solutions and extensive market 
presence through serious and stable partners”. 
This is the opinion of Andrea Liverani, Regional 
sales manager Cefla. “Although there is in-
creasing demand for production addressed to 
the domestic market, we are seeing a reduction 
of requests from those who pursue more complex 
export-related goals. Our outlook for 2020 shows 
a period of uncertainty, with inert material sectors 
expanding in contrast with the "wood world". 
The international situation is not supporting 
market expansion, due to the lack of cash and 
the necessity of single companies to invest 
more using their own resources, as access to 
credit is not easy. On the whole, considering 
the business of wood and “pmgi” (plastic metal 
glass inert materials), there are positive signs 
that indicate overall market stability, but no 
signs of growth”. 
 

   www.ceflafinishing.com 
 
 
LUCA DI GIUSTO, CMA ROBOTICS 
A DIFFICULT MARKET 

With few, effective sentences, Luca di Giusto, 
area manager at Cma Robotics, describes the 
situation in the Russian Federation: “In my opinion, 
Russia is potentially a huge market that absolutely 
needs our products, such as automated painting 
robots, but it is not easy to collaborate with 
customers in Russia, so it's hard to make a pre-
diction”. 

 www.cmarobot.it 
 

 
VOJMIR KOCMAN, KOIMPEX 
STILL MARGINS FOR GROWTH 
 
“Our companies was established back in 1981 
by Vojmir Kocman, current owner of Koimpex. 
From a small import-export agency, the company 
has grown and developed, specializing in the 
sales of woodworking machinery and plants.  
 
KOwood, in the wood industry, is currently our 
core business and deals with the sales of ma-
chinery and technology for the wood industry. 
For 38 years, we have been leaders in solutions 
and consulting for woodworking companies, 
from small businesses to big companies.  
 
We are mainly active in Eastern Europe and 
have been working in Russia since 1988. In re-
cent years, the Russian market has been subject 

to powerful pressure and shrinking business, 
mostly due to the embargo applied by Europe. 
Since 2018, the wood industry our company is 
addressing is clearly recovering and conse-
quently our trade with companies in this industry 
is also improving.  
After slight export rally last year, in 2019 the 
trend is very positive with an exponential growth 
of requests and deals, which feed hopes for a 
more than positive closure of the financial year.  
 
For some time now, Russia has launched de-
velopment projects and incentives for en-
trepreneurs, generating a positive impact on 
the trade exchanges we have been developing 
over the decades with our segment of the Rus-
sian market.  Today, based on an increasing 
volume of requests, we believe there are still 
good margins to increase sales in the future" . 

That's the comment by Vojmir Kocman, owner 
and vice president of Koimpex. 
 

  www.koimpex.it 
 
 

Vojmir Kocman.
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RussiaFOCUS
The experience which has made Biesse a leading 
name in the wood machining centre industry can 
now be seen in the attention it pays to its 
customers who have played an important part in 
the company's success. Biesse fully understands 
the different needs of those who work with wood 
and offers a wide range of machining centres for 
every type of business: “Rover K Smart” for 
craftsmen and small businesses who want ease 
of use and limited investment; “Rover A 12/15”, 
the new high-performing, flexible Nc machining 
centre designed for customers who want to invest 
in a product that can process items quickly and 
economically;  “Rover A Smart”, the machining 
centre designed to produce complex pieces with 
the utmost simplicity, precision and quality of 
finish; “Rover A 14/16”, the Nc machining centre 
for manufacturing furniture and doors and win-
dows; “Rover M5”, the machining centre designed 
to create unusual, unique products, larger items 
and design pieces; “Rover B” and “Rover C” 
machining centres, the first one designed for 
skilled craftsmen and large-scale industry, the 
second for those who manufacture furniture, stair-
cases and doors and windows of any shape, 
size and thickness; “WinLine 16”, Biesse's new 
Nc multi-centre for the production of doors and 
windows, designed for craftsmen and small in-
dustries aiming to increase production and for 
medium- and large-size companies who need to 
produce small batches of unusual sized pieces 
or remakes; “Rover A Edge 15/18”, “Rover A 
Edge 16”, “Rover B Edge” and “Rover C Edge” 
edgebanding machining centres which can be 
used to machine shaped and edgebanded panels 
on the same machine; Nc machining centres 
with gantry structure and “Ft” work table (“Rover 
K Ft”, “Rover S Ft”, “Rover A SmarttFt”, “Rover 
A FT”, “Rover B Ft”, “Rover C Ft”) for the 
nesting of panels, small doors, furniture compo-
nents and frames for sofas as well as plastic an-

BIESSE 
IMPROVED PERFORMANCE WITH THE NEW “FPS” WORK TABLES

non-ferrous materials; Uniteam “Ck”, “E” “Mix”, 
“Rc” and “Ut” machining centres, designed for 
use in the wood construction industry. 
Biesse proposes a new, more innovative work 
table solution: the “Feedback positioning 
system” (“Fps”). The Biesse work table gua-
rantees that the work piece is held securely and 
ensures a quick and easy tool changeover. Work 
table tooling is very quick due to the easy zone: 
an additional vacuum system used for simple, 
quick clamping of several elements on the ma-
chine. The different work tables which are available 
to suit different needs are: “Ats” (“Advanced ta-
ble-setting system”) for manual simple, quick 
positioning of the clamping systems; “Eps” 
(“Electronic positioning system”) for automatic 
quick positioning of the clamping systems at the 
programmed positions. The motors on the work 
tables and the collision control function guarantee 
controlled positioning and reduce the risk of col-
lision; “Fps”, a more advanced version of the 
“Eps” system with the addition of linear sensors 
which detect the position of the carriages and 
reduce the amount of time required to put them 
into position. Reliable because it is the result of 
the development of a highly successful solution 
that has been on the market for years, the “Fps” 
system is quick, productive and safe. It is also 
easy to use thanks to its “self-learning” function: 
a sensor that can communicate the position of 
the clamping systems to the Nc is used to store 
the work table tooling performed manually by 
the operator in a program. The self-learning fun-
ction can also be used to manually adjust the 
work table tooling and store the modifications in 
the program. Additional advantages of the new 
work tables are precise positioning, quick tooling, 
and flexibility. 

www.biesse.com

SALVADOR 
STRONG INTEREST FOR “SUPERPUSH 200”

The news from Treviso-based Salvador at the 
latest Ligna was the optimizing saw "Super-
push 200" with "accurate" package. Strong in-
terest from visitors, especially Russian operators. 
This version was designed to achieve the 
highest finishing and accuracy level possible 
for a single blade machine. An exclusive pneu-
matic gripper on the pushing bar, the accurate 
finishing of the surfaces that touch the material, 
accurate positioning and cutting systems make 
this machine an ideal solution to cut laminated 
parts such as drawer interiors, frames and 
filling profiles for furniture. These "poor" products 
can be machined with good results only with 
much more expensive machinery designed for 
the flawless finishing of visible furniture parts 
made of composite materials. The machine fills 
this market gap and tries to respond to so far 
unheard requests. 
 

In Russia there is a specific market niche for 
this type of machining processes and “Super-
push 200” offers an effective alternative.  
More generally, the country has an unexploited 
potential for the cutting of wood and composite 
materials with automatic systems.  
The latter significantly increase production ca-
pacity while minimizing product waste.  
Furthermore, they require no skilled labor and 
allow to measure production accurately.  

           www.salvadormachines.com

 
AIDA BASHAROVA, IMAL PAL 
THE PROSPECTS ARE GOOD 
 

Aida Basharova of 
Imal Pal is positive 
about the Russian Fe-
deration: “It is an im-
portant market for our 
industrial organization, 
we have been working 
there for several years 
and we plan to ex-
pand it in the coming 
years, as we see good 
perspectives. We 

have always had satisfactory results and positive 
feedback from historical and new customers in 
Russia”. 

 
www.imalpal.com 

 
 
PAOLO LOMBARDINI, SCM 
KEYWORD, INNOVATION 

“Scm has a strong and consolidated presence 
on Russian market since more than 30 years. 
In Russia and the whole Csi area the Italian 
Group is a long-standing and reliable partner 
for the entire secondary woodworking industry 
not only for its widest international range of 
showcased industry-specific technological prod-
ucts, but also for its unique ability to innovate 
and educate, opening the way to future scenarios 
in woodworking”, told us Paolo Lombardini, 
Csi Regional manager Scm.  
“Russian market, with a population close to 
150 million people, offers a great potential to 
the woodworking machinery manufacturers and 
until today market has been only partially ex-
ploited. Talking about secondary woodworking 
process, today the market offers good oppor-
tunities on solid wood market, also thanks the 
huge forest reserves available, and in this sector 
we expect a strong growth in the near future 
particularly on the wooden houses area and 
wooden structural elements such as beams, 
walls and other components.  On the panel 
processing side there is definitely a better 

defined market, insisting on a constant demand 
of furniture, kitchens, bedrooms, bathrooms, 
etc.... and consequently in the woodworking 
machines a good demand of all those tech-
nologies specifically related to the panel elab-
oration, such as beam saws, edgebanders, 
sanders and Cnc and drilling machining cen-
tres. The size of the woodworking companies 
is mainly concentrated on small and medium 
size, but there is also a good number of large 
companies, who are  investing progressively 
more and more on high production systems 
and technologies. 
Mainly Russian woodworking production (fur-
niture and solid wood) is today destined the 
domestic market, or within Euroasian Customs 
Union, but more and more the large and struc-
tured companies are looking to the export to 
Europe and their level of quality is already very 
close to the best Western European producers. 
Russian territory is huge, but main woodworking 
market is concentrated at West of Urals, where 
also largest part of Russian population resides. 
In the last three, four years market has been 
rather volatile, due economic sanctions, weak-
ness of ruble and complex overall geo political 
situation, and also in the short terms is not pre-
dictable a clear turnaround of Russian economy, 
but when the aforementioned problems will be 
overcome, the market will ensure a bright and 
successful future at least to all those companies 
that will continue to invest seriously and con-
stantly on Russian market.  
Scm strenght is based on the capacity to give 
concrete and effective answers and solutions. 
For Scm everything starts from listening, and 
the ability to understand and produce credible 
answers to what the market is asking”. 
 

        www.scmwood.com 
 

by Roberta De Ciechi

Paolo Lombardini.

Aida Basharova.
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Russia FOCUS

SCM 
SCM TAKES CENTRE STAGE AT WOODEX WITH ITS SURFACE TECHNOLOGIES

Scm is gearing up for the next edition of 
Woodex (Moscow, 3-6 December 2019 - Hall 
1.4) with the latest developments in its wide 
range for the sector, unique at international 
level. The spotlight will be on the Surface 
Technologies corner with Dmc and Superfici 
machines and live demos with different well-
known paint manufacturers. 
Scm distinguishes itself as a unique partner in 
the entire surface treatment process: all-round 
products and services as well as exclusive, 
sought-after finishing solutions, to meet all the 
process and end product type requirements. 
As for wide belt sanders, Scm will present 
“dmc mb 90” and “dmc sd 90”.  The first ma-
chine is fitted with disc and brushing units to 
sand Mdf or wood doors and it is perfect  for 
machining unfinished pieces or after the base-
coat. The brushes have auto-set for a fast posi-
tioning and oscillation system to reach every 
side of the piece. While, “dmc sd 90” sanding 

and calibrating machine is particularly suited 
for medium-to-large industrial companies re-
quiring diversified types of processing, as it 
can fulfill any sanding and calibrating needs to 
machine any customised workpiece imaginable. 
Today it is available with the new high level 
crossbelt with electronic sectional pad that 
allows an amazing surface treatment and a 
high-quality production. 
Of particular interest also the Superfici “com-
pact 3 hy”, the spraying machine suitable for 
those who need to paint small and large batches. 
Thanks to its hybrid conveyor system, which 
allows you to choose if working with protective 
paper system or with the lacquer reclaiming 
system, “compact 3 hy” guarantees high quality 
of spraying with low costs. The machine will 
also be equipped with a powerful software 
able to set the working parameters, to manage 
recipes, diagnostic and periodic  maintenance 
programming. 

        www.scmwood.com

FINITURE 
TAILOR MADE FINISHING PLANTS FOR ALL NEEDS

Finiture srl is a company specialized in the pro-
duction and installation of tailor made finishing 
plants for windows, doors, furniture, Clt, turnery 
and special elements of wood, Pvc and other 
materials. With the aim of providing the customer 
with the most complete and personalized service 
possible, Finiture has recently integrated a new 
Handling & Assembling Division in its pro-

duction cycle, after taking 
over the know-how and 
experience of Tambone’s 
brand. This synergy offers 
solutions for the assembly 
of glass, hardware and 
gaskets, as well as for the 
handling and logistics of 
finished products. Being 
the attention to the custo-
mer a priority, Finiture in-

stalled a test area in its main site in Padua (Italy), 
where the clients can carry out application tests 
on their products and get their hands on the 
plants’ quality before the installation.  

Today, Finiture is the result of the right choices 
made at the right time and of bets on the future 
and on the innovation. The company is a collective 
reality experiencing constant growth over time 
thanks to its professional and human qualities. 
Such growth is remarkable above all abroad, 
which nowadays represents more than 90 percent 
of Finiture’s market. Its mission: to develop inno-
vative technological solutions meeting the custo-
mers’ production needs, accompanying them 
step by step in the autonomous use of their plant. 
Experience, passion, qualified staff and the con-
stant attention to the customer make Finiture a 
solid enterprise of high technological and human 
value, always ready to develop with the utmost 
seriousness and professionalism the projects of 
the companies that trustingly rely on it.

        www.finiture.it 

Since 1975, Incomac has been playing a leading 
role in the field of wood drying technology and, 
now more than ever, it is still growing considerably, 
thanks to higher and higher quality goals according 
to market and customer demand. Incomac ope-
rates in over 95 countries worldwide; different cli-
mates and needs, however, every kiln has been 
studied and manufactured for the Russian strong 
climatic situation, it means panel s thickness till 
200mm, snow loading resistance till 300 kg/m². 
Thanks to its experience, Incomac continues its 
growth by working day by day to improve products 
and meet customer expectations. Incomac is 
present in Russia since 1989 with more than 400 
kilns installed all over the country, from Karelia to 
Sakhalin with spare parts and service always 
available in Moscow. The product range by Inco-
mac covers wood drying and thermal treatment 
requirements of all potential customers starting 
from the traditional dryers model “Icd” heated 
by hot / overheated water, diathermic oil or steam, 
to the model “Mac” condensation machines,using 
electricity only, where the drying process develops 
by means of a compressor (heat pump). The 
model “Tag”, a variant of conventional systems, 
equipped with own burner for gas or diesel oil 

supply, the model “Vap”, steaming chambers, 
where it is recreated an environment of saturated 
steam in which the wood is exposed to high tem-
peratures and high humidity for colour change. 
Also available the model “Pal”, chambers for 
drying and heat-treatment of pallets according 
the Ispm 15 Eu norms. These chambers are the 
same as the previous, in all the various versions, 
but with an electronic and software that allow for 
heat treatment at 56°C to be launched, certified 
and recorded. (Fao Ispm 15).  
Further the innovative and revolutionary “Idv”, vi-
scous dissipation chambers. This wood drying 
system does not require any type of auxiliary 
heating. The heat is generated through a process 
called "Viscose Dissipation", using the fan speed 
only.  The strength of Incomac is great customer 
confidence, who appreciate not only the material 
quality but also direct, constant and complete 
cooperation and consulting. The aim is not to 
create only a product, but a relationship of trust 
with the customers, who find in Incomac a reliable 
partner. 
Incomac staff will be pleased to welcome you at 
Woodex trade fair, in Hall 13.  

  www.incomac.it

INCOMAC 
THE GREAT EXPERIENCE OF INCOMAC IN THE DRYING OF WOOD

Pessa designs and manufactures machinery 
and plants for primary working of wood and 
production of flakes and chips. The wide range 
of flaking and chipping machines is mainly used 
in Wbp, Mdf, Osb industry thanks to its flexibility, 
also in wood composite products production, 
woodwastes recycling and energy plants (bio-
mass, pellets, briquettes, wood flour, etc.). Im-
portant remark on the “Universal discontinuous 
flakers”, designed to comply with different pro-
duction requirements and able to produce good 
quality calibrated flat flakes and Osb strands. 

Particular atten-
tion is given to 
Russian Osb 
market, where 
Pessa Impianti 
signed an agree-
ment for exclu-
sive distribution of “Universal discontinuous 
flakers”. In details, the production includes: 
Machines for the primary size reduction of wood 
and recovery of wood wastes as discontinuous 
flakers, drum chippers, wood shaving machines 
for animal litters; Machines for particle reduction 
as knife ring flakers, hammer mills, refining mills; 
Systems for wood feeding, handling and storage; 
Extraction, storage and mixing systems for 
flakes, chips, sawdust; Auxiliary equipments. 
Pessa Impianti also provides realization of new 
lines, up-grading of existing plants and recon-
ditioning service.             
                 www.pessaimpianti.com

PESSA IMPIANTI 
FIFTY YEARS EXPERIENCE IN WOOD FLAKING AND PARTICLE SIZE REDUCTION
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EXHIBITIONS ECONOMY

 
The idea of Xylexpo organizers (who 
are also the publishers of this ma-
gazine) is to restore the combination 
of technology and supplies for the 
furniture industry under one roof. 
Those days are gone, of course. 
The "Zow-Sicam" tsunami has turned 
the semifinished materials industry 
upside down, and Sasmil – that's 
the name of the Xylexpo "companion" 
many of you will remember – did not realize that 
the business of semifinished materials was no 
longer ancillary to furniture. That community of 
companies had taken over a significant portion 
of research and the capacity to innovate, produce, 
make business… We all know what's happened 
and we will not talk about it; we will discuss Xy-
lexpo's decision to approach an unconventional 
business that, in the meantime, it has become 
familiar with. 
 
“For several decades, the Xylexpo-Sasmil com-
bination was one of the highlights of the exhibition 
landscape”, said Dario Corbetta, playing a 
double role as the director of Acimall, the asso-
ciation of Italian technology manufacturers, and 
Xylexpo, the biennial exhibition that will be held 
at FieraMilano-Rho next May 26 to 29, 2020.  
“We believe that experience can be relaunched, 
obviously on a smaller scale. The global exhi-
bition scenario offers very few international 
events where visitors can touch the latest inno-
vations in technology, materials, components, 
hardware and decors. At Xylexpo, for some 
time now we have been hosting a few companies 
that are interested in this type of “marriage”, 
placing their booths among technology vendors 
and calling for more attention in an environment 
that increases their visibility. That's why we de-
cided to create "Focus Components": we 
believe this topic will enrich Xylexpo on one 
side, and on the other, offer an opportunity to 
exhibitors who want to be in Milan and present 
their solutions in a different setting, targeting a 
large audience of operators who are attracted 
by technology but also interested in materials 
and supplies, at least a large share of them”. 
 
The scenario is really crowded with such of-
fers…  
“That's not our business! I will make it clear that 
we do not want to start a competition with 
anyone: we know that market demand is covered 
by two events, Interzum and Sicam, which are 
essential for the industries they represent. We 
don't want to, we cannot, we are not going to 
be their competitors; we don't want to create 
another "semifinished materials exhibition", but 
rather open up our exhibition space to anyone 
who believes this is a good opportunity. 
We are very practical and we know that inter-
national technology exhibitions are becoming 
more and more complex: on one hand, the 
number of actors is shrinking due to concen-
tration, on the other all major international 

markets have a reference event 
in their territory. We have focused 
and are still focusing on the ex-
cellence of Italian technology, on 
the fact that our manufacturers 
play at home in Milan, although it 
is an international event that re-
spects producers from across 
the border, coming to present 
their solutions in the world's most 

important market. For this and more reasons, 
this exhibition is not like it used to be in the 
golden years, but it is still the most important 
event in even-numbered years, boasting a high 
level of specialization in secondary operations 
and a lot of innovation. This approach is still 
successful, so we have decided to make it 
available to anyone who wants to take the op-
portunity". 
  
A bold challenge… 
“This is not a challenge, but an invitation to 
figure out a showcase where machinery and 
components, edges and decorations, drllling-
inserting machines and hardware are all inte-
grated. This is what we are looking for, concepts 
that will not be apparent from the very first 
edition, but we have identified a direction for 
the future, an overall vision of what furniture 
manufacturers need, where maximum efficiency, 
flexibility and digitalization increasingly rely on 
the capacity to bring all elements together, the 
factors that a modern furniture industry needs. 
Will we succeed? We cannot be sure, but we 
are trying, although in this period companies 
tend to stick to their habits, due to the uncertain 
scenario...Meanwhile, we have identified some 
priorities, such as “Focus Components” and its 
location in a prominent area of the exhibition 
center”, Corbetta added. “It will be at the 
entrance of hall 1, a very favorable position, a 
way to say thank you to the semifinished material 
companies that have always attended Xylexpo, 
maybe a bit inconspicuous, lost in the big sea 
of technology. So, as of next year, they will be 
in a totally different position, they will be part of 
a project we are investing in. For the others, we 
will give the occasion to meet an audience that 
is not exactly the same of supplier exhibitions, 
so they have the opportunity to open new chan-
nels, test new options. On one side, for many 
companies visiting Xylexpo, the person in charge 
for production methods is not the same as for 
hardware or semifinished materials provisioning, 
but on the other side, our exhibition hosts many 
companies that are small enough to have one 
purchasing department”. 
 
As announced, there will also be a new phase of 
your collaboration with Made. 
“In recent years, at Made and with Made, we 
set up a “Machinery Area” featuring technology 
exhibitors. Now we are returning their favor, en-
trusting them with the sales activities for "Focus 
Components". We agreed that a different layout 
was required, a clearly visible and stimulating 
setting, so we engaged the Studio Aaahhhaaa 
in Milan, boasting several collaborations in dif-
ferent sectors, other than mechanical engineer-
ing, and we are confident that they will help us 
make this new initiative more visible; the event 
in May will be a sort of preview, after all."  (l.r.) 

            
            www.xylexpo.com

FOCUS COMPONENTS & XYLEXPO: 
BACK TO ORIGINS... FROM 2020!

Dario Corbetta.

A LOOK AT THE HEALTH 
OF WOODWORKING INDUSTRY

The Studies office of Acimall (Italian association 
of woodworking machinery and accessory ma-
nufacturers) executes a quarterly survey about 
order trends, interviewing a significant sample of 
industry companies. The document is a snapshot 
of the current industry health, showing the relations 
among a few economic variables and building 
historical trends of orders and confidence. 
The second quarter 2019 shows a widespread 
reduction of woodworking machinery and tools 
orders. The domestic market is going back to 
"normal" levels after the rally driven by Industry 
4.0 incentives in the past two years. Looking 
ahead, the approval of the so-called Growth Act 
introduces measures to the benefit of SMBs that 
might support the economic trend. On the export 
side, a drop was largely expected following the 
news about the shrinking of German economy 
and enduring tension between the Usa and 
China. The periodical survey by Acimall, based 
on a statistic sample that represents the entire in-
dustry, is showing a 14.4 percent decrease on 
the same period of last year.  
Foreign orders dropped by 7.1 percent, while 
on the Italian market the decrease amounted to 
36.3 percent approximately. The book of orders 
is at 2.8 months, while prices have been growing 
by 1.2 percent since the beginning of 2019.  
Revenue figures are recording an opposite trend 
to orders, with a 3.3 percent increase.  

Chart 1 is a comparison between the historical 
trend of quarter-to-quarter variations and YoY 
variations. The latter are more significant to 
evaluate the different economic phases, while 
quarter-to-quarter variations are strongly affected 
by seasonal effects.  
The second quarter 2019 shows a decreasing 
trend for both variables. In detail, orders dropped 
by 3.8 percent from the previous quarter, while 
the negative variation from the previous year was 
14.4 percent, as already mentioned.  
Some indexes (chart 2) showing the 2009-2018 
historical trend offer a global 
vision of the industry trend 
in the past decade. Chart 2 
clearly shows that the impact 
of inflation on orders was 
negligible. Once again, this 
is hard proof of the uncer-
tainty that has characterized 
the sector in the past deca-
de. The economic trends of 
the past decade are clearly 
visible in the line chart: a 
slight rally in 2010 after the 
big crisis, followed by sta-
gnation from 2011 to 2014, 
and finally the long-awaited 
recovery until the inevitable 
reduction in the past year. 

Instead, the forecast survey outlines possible 
short-term industry trends. The low level of confi-
dence is enduring both on the domestic and on 
the international market. In detail, the trend of 
German economy is causing worries, considering 
further weakening expected during the summer. 
The index of confidence of German companies 
(Ifo) decreased in July for the fourth consecutive 
month, touching the lowest level in the past seven 
years.  
Also the manufacturing Pmi index is dropping in 
Germany, now at an all-time low since 2012. Ac-
cording to many observers, the risk of recession 
in the German industry is high, with negative 
consequences on the Italian manufacturing in-
dustry, as the production systems of these two 
countries are strictly connected.  
According to 18 percent of interviewees, in the 
next period foreign orders will grow, while they 
are expected to stay at the same level according 
to 53 percent, and decrease according to 29 
percent. The outlook on the domestic market in-
dicates a decline according to 6 percent of the 
sample. For 65 percent, domestic sales will keep 
stable, while 29 percent expect a reduction. The 
combination of these figures shows an industry 
that needs to restart, although many analysts 
consider the recent drops as a normal low phase 
of the economic cycle. The tariff was, but also 
the unpredictable (until recently) slowdown of 

the German automotive in-
dustry, are affecting all indu-
strial sectors, mainly those 
producing intermediate go-
ods. At the same time, the 
feeling is that the Italian wood 
machinery industry is equip-
ped to face this moment.  
The industrial transformation 
of Italy in recent years has 
shrunk the number of com-
panies in the woodworking 
technology sector, while en-
suring a significant increase 
in revenues and production 
volumes.  
Direct foreign investments 
have summed up with tradi-

tional export through dealers, helping a few com-
panies set deep roots in markets otherwise hard 
to approach. So, we prefer not to measure the si-
tuation only based on the current negative trend: 
the figures are negative, but their combination 
and our decade-long knowledge of industry dy-
namics support more positive considerations at 
system level. 
 

by Carlo Alberto Strada 
Studies Office, Acimall 

Chart 2 - TOTAL ORDER INDEX (CURRENT PRICES, 2008=100) 

                 ADJUSTED TO INFLATION AND WORKING DAYS PER SEASON

Inflation-adjusted orders Inflation-unadjusted orders

Chart 1 - HISTORICAL TREND OF YEAR-ON-YEAR  
               AND QUARTER-ON-QUARTER VARIATIONS  
               ON TOTAL ORDERS

Year-on-year variations Quarter-on-quarter variations
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THE HIGH-END DESIGN FURNITURE MARKET
 
The world market for high-end furniture is worth 
approximately Us$ 50 billion including high end 
– design furniture and contract furniture for high-
end projects, such as five stars hotels, yachts, 
luxury private villas, etc. that represent around 
30 percent of the market. 
The world market for high-end furniture is a con-
centrated one: the top 10 countries in the market 
absorb over 80 percent of the total high-end fur-
niture; North America and Asia and Pacific, in-
cluding China, being the main markets. 
 
UNITED STATES FIRST MARKET 
The over 17 million millionaires living in the United 
States boost the high-end furniture market, 
making it the first market. The United States is, in 
fact, the richest country in the world with a total 
wealth of over Us$ 98,000 billion, and is home to 
the largest number of world's millionaires with a 
share of 41 percent of the total.  
Furthermore, compared to the wealth distribution 
in the rest of the world, the Us distribution has a 
high proportion of the population with wealth 
above Us$ 100,000, and by far the greatest 
number of members of the top one percent global 
wealth group. 
 
CHINA FOLLOWS 
China is the largest market in the Asian and 
Pacific area and ranks second worldwide.  
China’s high-end furniture market accounts for 
only for a limited share of the total Chinese 
furniture market, but due to the huge size of the 
market, this means a total value of Us$ 11 billion 
accounting for about 22 percent of the world 
high-end furniture market. 
Germany and the United Kingdom follow at a 
distance, while Japan is the fifth market. 
 
THE RELEVANT ROLE OF EUROPE 
The world high-end design furniture market is 
mainly dominated by players originating from Eu-
rope, the United States, and Japan. Europe, in 
particular, continues to play a relevant role in the 
global market of luxury goods, reflecting its lea-
dership in almost all market segments, including 
the furniture segment, thanks to a high number 
of companies with strong and worldwide reco-
gnized brands. Historically, the European high-
end design furniture industry is, in fact, a large 
and important industry. Production of high-end 
furniture in Europe is highly concentrated. Italy, 
Germany, the United Kingdom and France 
hold a combined share of 75 percent of Europe’s 
production. Italy and Germany, in particular, are 
the leading manufacturing countries in the seg-
ment. The European high-end furniture industry 
is characterised by the presence of companies 
with strong brands, which are recognized wor-
ldwide for their quality, their creative capacity for 
innovative designs and responsiveness to chan-
ging demands. The distinctive characteristics of 
European high-end firms (excellence in quality, 
brand exclusivity, rarity and craftsmanship of pro-
ducts) combined with their global vocation, have 
allowed the European furniture high-end industry 
to achieve a worldwide leadership in all market 
segments, being the result of their century-long 
tradition in handcrafted luxury products.  

LUXURY FASHION AND CARMAKERS 
BRANDS ENTERED THE HOME MARKET 
Furthermore, over the past decades, it has been 
possible to observe an expansion of luxury 
fashion brands and of luxury carmakers into 
the design and manufacture of luxury homewares. 
For these brands, the idea is to offer a complete 
universe, an appropriate lifestyle experience and 
also help retain customer loyalty to the brand. 
Hence, recent years have seen countless colla-
borations between prominent fashion designers 
and established furniture manufacturers, creating 
furniture and homeware collections.  
The companies operating in the segment shows 
a healthy sector where the majority of the firms in 
the segment are recording growth, outperforming 
the total home furniture segment.  
If we consider the competitive system of the Eu-
ropean high-end interior design industry, it’s pos-
sible to observe the high fragmentation of the in-
dustry: despite its global appeal, the sector is 
made by a plethora of SMEs companies.  
However, recently, it’s worth noting an increase 
in the level of concentration and a trend towards 
becoming more global, due to big acquisitions, 
mergers with international players, interested in 
entering the luxury segment and due to the foun-
dation of interior design hubs/groups. 
 
CITIES 
Mature markets remain at the forefront for the 
market expansion. If we consider the cities’ 
furniture market size, the largest cities such as 
New York, Shanghai, Beijing, and Tokyo are the 
top furniture markets with a value of nearly Us$ 6 
billion, but new locations are also emerging and 
are targeted by high-end furniture manufacturers. 
When it comes to furniture demand forecasts 
over the 2018-2023 period, it is evident the re-
markable growth rates of Chinese and Indian 
cities. In the Chinese cities, e.g., increasing num-
bers of international high-end furniture brands 
have adopted multi-channel strategies by esta-

WORLD.  HIGH-END FURNITURE MARKET BY COUNTRY, 2018

blishing standalone showrooms, specialty stores 
in high-end furniture retailers, working with multiple 
regional distributors covering key markets, de-
veloping online or online-to-offline channels through 
reputable retailers or online platforms.  
Despite being mature markets, the North Amer-
ican and the European cities are still very at-
tractive for international high-end furniture brands 

which continue to pursue expansion strategies 
of retailer store networks, as these cities still 
display credentials, which are likely to boost the 
demand for the furniture sector in the coming 
years, although at slower growth rates compared 
to the Chinese and Indian cities. 

by Giovanna Castellina 
Csil International Marketing 

 

Csil Market Research Report ‘“The High-
End Design Furniture Market” – edition May 
2019 – provides an overview of the world 
market for high-end home furniture, with a 
particular focus on Europe.  
The report analyses: 
- Geographical areas with the highest  
  potential in terms of high-end home  
 furniture consumption. 

- Demand drivers at a global level. 
- Potential furniture market in a selection  
  of 30 cities. 
- Focus on the high-end home furniture  
  industry in Europe.  
 
The report can be purchased and downloaded 
at: www.worldfurnitureonline.com 

MARKETS
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THE GAMMA LEGNO STORY: ON THE TRAILS OF DEMAND...

 
 
Gamma Legno is a brilliant example of a company 
with a strong entrepreneurial spirit that can follow 
demand and always find the right place in the 
market. The setting is the landscape between 
Treviso and Pordenone, where furniture is a real 
vocation. Next to the brands known all over the 
world, this region is home to an industry with 
great professional skills and expertise. 
One of these players is Gamma Legno, created 
in 1975 by Pietro Roman who wanted to build 
an opportunity for himself and his family.  
“We started in a stable that my brother Osteno 
and I rent. Before starting my own business, I 
worked in a furniture factory where I made an 
experience… Those were golden times for fur-
niture, and though with much effort and sacrifice, 
we managed to find the best way, and two 
years later we moved into two industrial buildings. 
My brother Osteno decided to quit the company, 
and he was replaced by my wife and, years 
later, my children…In the beginning, we made 
everything, and whatever we were asked, we 
committed to making, from profiles to panels, 
up to coating, that's always been our strongest 
vocation. We also realized that series production, 
churning out identical or very similar pieces at 
fast rates, was not our specialty, so at a certain 
point we changed direction and focused con-
tract, becoming suppliers of international players 
in charge for the construction and interior dec-
oration of big projects, such as hotels, office 
buildings and large residential parks.  

We found a way to bring 
together all our expertise, 
our woodworking skills, 
our ability to laminate and 
process veneered panels, 
coating. Today, conven-
tional subcontracting only 
accounts for 20 percent 
of our turnover, the rest 
is made up of orders for 
the high end of the mar-
ket. We have identified 
our position in a sort of 
"industrial handicraft", 
using the best technology 
to make the same things 

we made by hand many years ago." “We are 
45 people, with a turnover close to five million 
euro, which is not bad if you consider that we 
make everything "to measure”…. To make the 
job we have chosen, as well as to deliver more 
"standard" supplies, we need competence and 
skills, without forgetting that, for us, it not im-
portant what a person knows, but what a person 
is. The value of people is the real asset of an 
enterprise, because products change just like 
technologies. Everything becomes obsolete in 
a short time and only personal qualities remain 
forever. We live in a period of stronger and 
stronger individualism, but we must remember 
that nobody is alone, we must live together. I 
was born as a worker and I want people to live 
their workplace, not to suffer from it…". 
 
What about the future? 
“It's hard to tell. As I said, everything changes 
quickly, but one this is for sure: today service 
matters more than product. We are manufac-
turing twenty-one hotel rooms for a famous 
Italian hotel brand, twenty-one claddings different 
from each other, designed to follow the peculiar 
curves of the walls of the building. Design and 
project have become essential. These are the 
jobs we love, no matter how complex: we love 
wood, veneer, and when we work with laminated 
products, there is always a detail that highlights 
our skills, such as shaped tops that we finish 
on the edges with a "challenging" lacquering… 
you have to be able to seek perfection: that's 
the challenge!". 
 
Let's talk about machines... 
“When I started, I had a molder with a motor 
from 1950, but I put my hands on it and turned 
it into an excellent router! I have always been 
fond of technology and looking for quality ma-
chines that added value to Gamma Legno.  
We were the first to apply Uv coatings with a 
robot, that we replaced last year with a more 
performing robot coating plant “valtorta bra-
vorobot” by Superfici. We often happen to ex-
ecute very special operations and technology 
enables us to make wonders: we can work 
more and even better. We have been collabo-
rating with Scm since the Eighties. We got in 
touch with them through their sales manager 
Gabriele Mingo, now key account manager 
for North-Eastern Italy, who supported us in 
many decisions and developed a close rela-

tionship, even if today he has a different role 
and is busier than he used to be. As I said, we 
believe in people and what they offer: human 
relations are essential, and if you have mutual 
trust, all problems can be solved. Scm have al-
ways shown their readiness to innovate: our 
new Superfici plant has been designed for us, 
adapted to achieve the result we expect, certainly 
an innovative plant, a relevant project even in a 
region like ours, where there is so much tech-
nology…We have different solutions from Scm, 
and it is a guarantee for us to know that there is 
a big organization behind these machines.  
We cannot deny that the evolution towards nu-
merical control machinery requires software, in-
telligence and support that allow us to focus on 
our work and to find an increasingly easy while 
effective way to do what we need. Scm have 
managed to keep in touch with their customers, 
despite the fact that they are one of the world's 
biggest groups, and they understand our prob-
lems and never lose touch with day-to-day busi-
ness. With the dmc sanding solutions and the 
new Superfici coating plant we can really deal 
with any order and “finish” any piece of furniture 
or decoration element. The same effectiveness 
is offered by machining centers: the large work-
table of our “morbidelli p800” and its high ver-
satility allow to execute – in one pass and very 
easily – operations that used to be very compli-
cated and time-consuming. For us, the acquisition 
of a “routech ra40” designed and built to our 
specifications was another key step, solving 
many problems for the machining of huge parts." 
“Being part of the “Furniture district Friuli” is an 
enduring challenge, and it's hard to make fore-
casts. There are two options: large series or 
"tailor-made", and both have their pros and 
cons. We have made a clear choice, starting 
from our story, our skills, what we are and what 
we believe in. And if we had believed in some-
thing different, maybe today we would not be 
here. The crisis at the end of the first decade 
was strong, hard, but we reacted, and with our 
knowledge and the technologies we have in-
vested in, we have been able to change route 
and become even more flexible, and then focus 
on contract. To answer your question, we have 
been able to transform and create a new future. 
I believe this is what companies should always 
do, and as far as we are concerned, my family 
and I will keep doing so also in the future!". 

by Luca Rossetti 
            
         www.gammalegno.it 
           www.scmwood.com 

SCM MACHINES AT GAMMA LEGNO 

The latest investment by Gamma Legno is 
the robot coating plant Superfici "valtorta 
bravorobot" that complements the two “val-
torta s4” filling machines already installed in 
the coating department. The five-axis cartesian 
robot can handle flat, curved and shaped 
parts thanks to a specific 3D scanning system. 
The working program adapts automatically 
to the workpieces, requiring no programming 
skills of the operator. This results into the 
quality and accuracy of "handicraft" coating, 
combined with the speed, continuity and re-
liability of an automatic spraying system; all 
enclosed in a pressurized booth with a suction 
system designed to optimize the process. 
The machine that has consolidated the rela-
tionship between Gamma Legno and Scm is 
the machining center "routech ra40", cus-
tom-designed for the Friuli-based company. 
This solution is so successful and appreciated 
that it has become a "series" model in the Ri-
mini Group portfolio. The machine is equipped 
with 72 tools now available from catalog 
under the name "accord 50 fxm" and capable 
of milling and drilling piece up to 500 millimeter 
height, so that the tool is free to move even 
around complex shapes. This trend has led 
to the creation of this model and its "official 
introduction" into the wide range of solutions 
by Scm. It can machine parts with a volume 
up to six cubic meters. Another highly ap-
preciated model, not only by Gamma Legno, 
is the drilling-milling-edgebanding center 
"morbidelli p800", offering instant edgeband-
ing of routed and drilled elements. In one 
pass, you can transform semifinished materials 
into ready-to-assemble elements, with very 
short setup time when switching from one 
operation to another, thanks to a numerical 
control worktable that can load several panels 
together. 

Pietro and Paolo Roman.

The drilling, milling and edgebanding center  
“morbidelli p800”.

The robot coating plant “valtorta bravorobot”  
by Superfici.

SCM, “ON THE LEADING EDGEBANDING”  
Scm's new flexible "batch 1" edgebanding 
systems fully interpret and meet the demands 
for efficiency, integration and processing cus-
tomisation made by the current market. These 
systems guarantee an increasingly more so-
phisticated productivity thanks to the integration 
of the edgebanding machine in cells and plants 
fitted with rollers, panel return devices, automatic 
loading and unloading systems, assisted by 
robots and fitted with IoT sensors to control 
the machine functions in an instant. grinding 
unit” and the  Let's take a closer look at some 
of these new "batch 1" flexible edgebanding 
systems. “Stefani cell H” is the new edge-
banding cell and square-edging cell fitted with 
an automatic panel feeder system, designed 
to guarantee both production volumes at in-
dustrial level as well as a maximum diversifi-
cation of the production batch. It allows for 
100 percent efficient machining of components 
for furniture items for every part of the home 
with considerable advantages. No errors and 
a guarantee the panels will always be fed in 

the right direc-
tion, thanks to 
“Side  Finder” 
technology . 
“Stefani cell E” is the new synthesis in "entry 
level" flexible edgebanding cells that combine 
the advantages of a customised production 
and large volumes with a compact overall de-
sign. Present in the “Robot Loop version”, the 
“Stefani cell E” will be configured with the an-
thropomorphic Robot for a complete automatic 
management of the panel loading/unloading 
work. for any level of logical and physical inte-
gration one wishes to set. These and other key 
new entries for Scm edge banding will take 
centre stage during the “On the Leading 
Edgebanding” event, from 7 to 9 November 
2019 at the Edgebanding Tech Lab in Thiene 
(Vicenza). The event will also be an opportunity 
to inaugurate the expansion of this production 
centre in Thiene which has been extended by 
more than 35 percent and now covers around 
30,000 square metres.
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SIEMPELKAMP IN JAPAN
EnBoard Co. Ltd., the new joint 
venture of the furniture manufac-
turer Eidai Co., Ltd. and Japan 
Novopan Industrial Company 
Ltd., trusts the Siempelkamp 
team on the basis of the long-
standing business relationship as 
well as the technological compe-
tence and buys a new wood ba-
sed panel plant for the local mar-
ket. The order for a new production 
plant at the foot of Japan's famous 
landmark, Mount Fuji, ranges from 
wood preparation to final produc-
tion including the overall planning 
of the plant.  
Japan Novopan Industrial Com-
pany Ltd has been the quality lea-
der among Japanese engineered wood manu-
facturers for decades and has positioned itself 
in the local market. Most recently, the company 
entered into a joint venture with Eidai Co., Ltd. 
and established the new company ENboard. To-
gether, the two companies are thus regarded as 
joint market leaders in the Japanese engineered 
wood industry.  
Japan Novopan can look back on a long business 
relationship with Siempelkamp. About 10 years 
ago, the company bought a plant in Krefeld and 
now once again placed its trust in the team of 
the time, which has maintained a close relationship 
with the company for many years.  
The order includes not only the overall plant 
planning, but also all core machines for wood 
processing technology, energy generation and 
drying as well as classification and gluing systems. 
Siempelkamp also supplies the forming and 
press lines as well as the board handling systems. 

The heart of the new plant is a 7 ft x 47.1 m “Con-
tiRoll® Generation 9” press including a so-
called Pmdi package (Pmdi=polymers of diphe-
nylmethane diisocyanates).  
The plant is to be operated mainly with recycled 
wood and will mainly serve the local market with 
formaldehyde-free bonded, particularly heavy 
chipboard. Japan Novopan uses the proven 
“ContiRoll®” technology with adapted pressure 
curve as well as the indirect drying technology 
from Büttner.  
 
The new plant will be built in a prominent position 
in the Shizuoka prefecture at the foot of Fuji 
Mountain, Japan's World Heritage Site and lan-
dmark. 
 

     www.siempelkamp.com

From left to right: Yohei Murata (back), Noriko Nishino (front),  
Kenishi Miura (back), Yuji Kitanishi (front), Dr.Jochem Berns,  
Christoph Michel, Naoki Ishii, Makoto Takahashi, Taku Yamamoto,  
Dr.Dieter Siempelkamp, Jurgen Philipps, Yasushi Takahashi,  
Michael Bischof, Alexander Röwe, Marc Muller.

PRODUCTS

IMS: DEVELOPMENT OF EASTERN EUROPEAN MARKETS 

Ims, which with its recent participation in Ligna, 
has capitalized on excellent prospects in terms 
of development of the emerging markets of 
Eastern Europe, calibrates its strategic actions 
to increase its presence. 
In fact, in collaboration with the official distributor 
for Eastern European markets Machtechsolution, 
the company is working to develop the new 
range of adapters for electro-spindles, already 
protagonist at the Hannover fair, from a technical 
and commercial point of view. 
During machining operations on a tool, the 
machine connection is not always compatible 
with the tool holder: this forces the operator to re-
place tool holder and tool often. 
Ims has designed a product that makes it possible 
to adapt the connection of the machine to any 
type of connection necessary for working on 
tools assembled on tool holders or on *** toolhol-
ders. With a sophisticated side-lock system or 
vertical lock system, these adapters allow inter-

facing the type of spindle connection (Hsk, Sk, 
Bt, Din2080,...) with any Hsk tool holder, in an ex-
tremely practical and fast way, reducing consi-
derably the time wasted and the risk of breakage 
and deformity of the finished product. 
They are particularly useful in the following appli-
cations: sharpening of an assembled tool; con-
struction of a tool; balancing of a tool holder or 
assembled tool; presetting of a tool holder or as-
sembled tool. 
The success of over fifty years in the production 
of tool holders for Cnc machines of the Sommariva 
Bosco company continues thanks to the continuous 
efforts in product development and the courageous 
choices of a young and ambitious company ma-
nagement: important resources are destined 
today to develop the line of adapters that supports 
a production of over 20,000 types of standard 
and customized tool holders, exclusively made 
in Italy. 

           www.ims.eu 
 

“FURNITURE 4.0” AT PANTAREI
With the installation of the first 
“Furniture 4.0” system at Pan-
tarei company  in Petriano, 
Baumer Inspection has rea-
ched a new milestone in quality 
control through machine vision. 
Until now, the complexity of qua-
lity inspection systems was driven 
by the control and calibration of 
different decors and surface tex-
tures to identify all possible de-
fects reliabl. Such calibration re-
quired very long time for com-
missioning and intensive operator training. The 
next-generation inspection system by Baumer 
Inspection is virtually independent of the décor 
and can visually "subtract" the surface texture. It 
also identifies physical flaws, even with textured 
surfaces, which were previously hardly distingui-
shable during image processing. This capability 
allows to sort and classify decors and textures 
into few basic groups.  The new graphical 
interface also offers easy access to all information 
and parameter setting via touchscreen. In few 
hours, an operator learns how to manage the sy-
stem autonomously with simple and intuitive fun-
ctions. At Pantarei, the “Furniture 4.”0 system 
was integrated and fully commissioned in less 
than one week. Now it checks the surface quality 
of upper and lower panel faces on a high-
capacity squaring-edgebanding line by Ima Kles-
smann.  Pantarei ensures the perfect quality of 
components, without any labor and using objective 
criteria. Defective panels are automatically re-
moved and analyzed visually and statistically by 
a dedicated program for quality management, 
“Q-Live”, designed to optimize the process and 

improve the raw material supply 
chain.  
The “Furniture 4.0” system by Bau-
mer Inspection GmbH is particularly 
suitable for “Batch 1” production. 
As it can identify any physical defect 
on any surface and manage decors 
very easily, the system can intercept 
defective parts before they enter 
the workflow of “Batch 1” edgeban-
ding machines.  
This results into full optimization, as 
on one hand it is useless to engage 

a plant with four cycles with a defective part, and 
on the other, the discarded part can be analyzed 
by an operator for possible reuse or optimization, 
for instance rotating it or changing its size. In the 
next few months, different “Batch 1” plants will 
be equipped with “ColorBrain Furniture 4.0” 
systems to analyze top and bottom surfaces after 
sawing and “ColorBrain Edge” to check edges 
at the end of the edgebanding machine.  
This system will identify defects just-in-time to 
enable immediate repair, optimization or repetition 
of production. For this kind of production, inspection 
systems are essential because, when defective 
parts are found at the end of the process or 
during furniture assembling, you cannot just pick 
a new one from the warehouse, and new produc-
tion implies a lead time that end customers are 
normally unwilling to accept. 
Baumer Inspection also offers a set of software 
tools like “Q-Live” and “Q-Brain”, particularly 
suitable for modern Industry 4.0. 
 

          www.baumerinspection.com 
 http://pantarei.pantareicomponenti.it 
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NEW OWNERS FOR INCOMAC
COMPANIES

Fresh air at Incomac, following the decision of 
two businessmen  – Gino Santin and Livio Tor-
resan – to add a new dimension to their industrial 
group. So, the business of exhibition installations 
and electric system construction has been com-
plemented with a third branch, i.e. drying. Fur-
thermore, Incomac's large headquarters, now 
oversized for modern industrial techniques for 
the construction of dryers, have finally enabled 
the group to bring everything under one roof, ge-
nerating valuable synergy.  
 
The company has turned page and launched 
new challenges, starting from the undisputable 
heritage of their founder Paolo Pesente, who 
will stay for two more years to ensure the necessary 
business continuity.  
“The transition will be slow, and what matters 
most to me, employment levels will be maintained 

in this company founded 
back in 1975. I am stepping 
aside with a bit of sadness, 
but I know this is the best 
decision to ensure conti-
nuity”, Pesente said, telling 
us about the formal step ta-
ken in February 2019, after 
evaluating all opportunities 
and possible developments.  
“We have been going 
through a few intensive 
decades – Pesente added 
– always acting as innova-
tors for years; we were the 

first to build condensation dryers using heat 
pump systems with electronic power supply. 
Later on, with the diffusion of boilers that burnt 
waste wood to produce hot water, we added 
the "conventional" drying process.  
I had different experiences before venturing 
into this field, from rare gas purifiers to chilled 
vehicles for food, then I came to the Wood 
Institute in San Michele all'Adige, which reported 
directly to Cnr, the Italian Research Center. But 
it was not my final destination, so in 1975 I was 
one of Incomac's founders. ". 
  
Pioneering years…  
"There was much to learn, we had to identify 
benefits and risks. In the late Seventies, wood 
became a valuable product, so it was essential 
to reduce stocks, which slowed down rotation. 
The years from 1975 to 1980 were the golden 

age: we sold to China, the Philippines, Indonesia, 
Malaysia, Singapore, Thailand, South Ameri-
ca… Our condensation technology, somehow 
better matching the requirements of a developing 
industry, conquered many. We introduced elec-
tronics for the control of drying cycles in twenty 
stages, our software was created almost inad-
vertently by the son of a Danish agent, and 
many companies drew "inspiration" to develop 
their own control systems...  
For several years now, we have been offering 
the new "Idv" technology that transforms air 
speed into heat to dry wood.  
Basically, you don't need any boiler, you just 
have to control a battery of fans according to 
specific principles; however, those who can 
burn waste wood will hardly consider these 
systems for reasons you can easily guess…".  
 
A NEW CHAPTER  
“Without Mister Pesente, his vision and his ex-
pertise, we would never have considered ac-
quiring Incomac. We met and we immediately 
realized that our desire to experiment new ways 
of making business and to approach an industry 
could be satisfied", Livio Torresan said.  
“My business partner Gino Santin and I have 
been friends for many years: together, in 2018 
we created Akt, specializing in exhibition instal-
lations, adding it to Elettrosistema, a specialist 
of electric systems for which we were looking 
for new facilities. So, the “Incomac challenge” 
was just a new stage in our growth, offering 
huge spaces in the Montebelluna site, the pos-
sibility to start a new phase for our desire to 
make business, to deal with a world-class brand, 
because today you have to face the world if 
you want to be successful”.  
 
You have put very different things together… 
“Akt, Elettrosistema and Incomac are definitely 
three different worlds, but that's the real challenge: 
be cross-industry.  
We have to be able to present the right solutions 
to the right customers and we will focus on a 
strategic vision of the company, of business 
and of the market as a complex entity. Consider 

that, for sixteen years, 
I worked in a major 
furniture group. I have 
a deep knowledge of 
the production tech-
niques of that indus-
try, and don't forget 
that Incomac and I 
were born in the same 
year: a sign of faith? 
I fell in love, I convinced Gino Santin and we 
began to work on the project. Last February 6, 
we signed the acquisition agreement, having 
made sure we had all the skills, expertise and 
tools to continue to be leaders in the drying in-
dustry, with 2,800 square meters of manufacturing 
areas and 700 square meters of offices, where 
we gathered and optimized our three companies. 
It's a major challenge in an industry with very 
positive economic indexes in some markets: 95 
percent of Incomac revenues come from export 
sales, the company has extraordinary skills, ac-
knowledged all around the world, and these 
are success factors. Now it's up to use to build 
the future, to update the business model by 
focusing more and more on sustainability while 
preserving the capacity to drive tangible inno-
vation, acquiring a deep knowledge of the 
wood industry segment we are addressing.  
We will bet on quality and exhaustiveness of 
the information that drive the operation of our 
ovens, offering fully automatic drying cycles 
that, with an innovative software, can process 
any wood species from any origin.  
The fundamentals are there: Incomac closed 
2018 with revenues just below two million euro, 
with fifteen employees, but we want to go back 
to pre-crisis levels in terms of turnover and 
staff. We are working to stimulate a fast relaunch, 
with a clear and lean marketing strategy, reaf-
firming – as I mentioned – our vocation to 
innovate not only products, but also processes, 
to make the company more effective and efficient.  
We have determination, passion and ethics, 
these are essential values for us, and we want 
to work hard for Incomac to be seen as a com-
pany that can deliver different responses in dif-
ferent sectors. We are repositioning our brand 
and we know well that it is essential to be closer 
and closer to customers, launching innovation 
project with the support of university departments 
and the addition of different skills. All of this fits 
into a three-year industrial plan: we know we 
can do much!"  

by Luca Rossetti 
 
 

   www.incomac.it 
 

Paolo Pesente.

Gino Santin and Livio Torresan.
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ANNIVERSARIES

ESSETRE: 40 YEARS OF CHALLENGES...WON! 

Essetre is a brand that has always been asso-
ciated to the capacity of finding new solutions, 
inventing machines with a touch of ingenuity. 
This is the heritage of Gianni Sella, "deus ex 
machina" of the Thiene-based company specia-
lizing in the construction of "smart" machining 
centers  
 
... and for any requirements from furniture to 
panel, from kitchen cabinets to counter tops, 
from wood constructions to carpentry, from big 
structures like roofs, walls and timber houses to 
beams and other elements… that's what you 
can read in the company profile. Over the years, 
Essetre has patented several applications to 
ensure the uniqueness and originality of future-
proof projects and ideas developed by expert 
and passionate designers and engineers, under 
the supervision of the business owners who take 
care of each detail.  
The company has first-class technical skills and 
is always ready to change route, to put its 
expertise to the service of customers who want 
something more. Something that the founder, 
Gianni Sella, has always offered, combined with 
the ability and enthusiasm to hand down his 
passion and skills to his children – Nicola, 
Andrea and Cristina – who are running the 
company now. 
  
The company celebrated the fortieth foundation 
anniversary last July 20, with a big party that was 
also the inauguration of the new site. “We des-
perately needed these 6 thousand square me-

ters”, said Gianni Sella. “In re-
cent years we have started to 
build big machines also, and 
we soon realized that we need-
ed more space: hence the de-
cision to invest in a building 
that would help us streamline 
the organization of production 
and install a new big machining 
center with a ten-meter work-
table where we can machine 
the plinths of our machinery 
with no problems. With this cen-
ter, we have significantly in-
creased our flexibility and im-
proved lead time, now we can 
deliver a complete plinth in two-
three days. We have optimized 
the workflow, the incoming and 
management of outsourced 
parts, the assembling areas, 
and actually, we have also pur-
chased another plot next to our 
property, because we have a 
few more ideas in mind...”.  
 
A good way to celebrate the 
fortieth anniversary, 
“..forty years have gone by very 

quickly: I am happy and excited, because there 
are many people with us, this means we have 
done something good. And there are my children, 
now they are the heart and brains of Essetre; 
forty years ago, when I first talked to my wife 
Fiore about my dream of creating a company, I 
was afraid I could not give them all I wanted to. 
She immediately supported me and she has 
been standing by me all our life, until she 
passed away prematurely… that's how Essetre 
was born! In the beginning it was not easy, but 
we have never surrendered and the company 
has grown into the organization we are now 
celebrating, most of all thanks to our determi-
nation to innovate, to improve our machines 
day by day, to make them faster and easier to 
use, putting all our knowledge to fruition".  
 
Mr. Sella, there is no doubt that Essetre's success 
is mostly due to your ingenuity, everyone knows 
that.  
“Listen, you don't go very far on your own: I 
have been lucky to find valuable persons and 
we are a great team, about forty employees 
taking care of all production stages, from sales 
to installation. This is a big valule. And now my 
three children – Cristina in charge for adminis-
tration and external relations, Nicola for sales 
and automation, Andrea for production, testing 
and service – have inherited my passion”.  
 
What about customers?  
“They represent the real success of Essetre, 
because a company like ours, where inventive-
ness is the most critical skill, cannot exist without 

special requests, ideas, problems to solve. We 
are not used to producing "from catalog": some 
of our machines are more "standard" than others, 
but our key strength is that each machine 
exactly responds to the needs of the customer 
who has ordered it. This challenge must be 
faced together: on one side, a customer with a 
production problem to be solved, on the other 
a company that can deliver the most suitable 
machine. All of our life, we have been daring a 
lot, but we have never ventured into the unknown: 
all our ideas, no matter how revolutionary, are 
always built on solid analysis. But if I look back, 
I can say we have done many "new things" you 
had never seen before!  
Think about "Gamma 800" for kitchen counter 
tops, or "Alfamatic", a machine that could cut, 
mill and drill furniture elements, it took our com-
petitors four to five years to develop similar so-
lutions. And then the transition to machining 
center to process kitchen counter tops, when 
all furniture makers had one: it was a turning 
point for us, and when other equipment manu-
facturers realized the value of this market niche, 
we had already consolidated our position. We 
have even built panel saws and edgebanding 
machines to solve situations where other man-
ufacturers were not really up to customer ex-
pectations… You see, we make machines for 
smart customers who acknowledge and ap-
preciate the added value of our proposal. For 
instance, for those with heavy-duty cutting op-
erations, we can offer 1,200 millimeter blades 
that can cut 18 meters per minute, three times 
more than competitive products, and motors 

with torque values to control the most challenging 
router. However, the most beautiful thing I can 
think about is my eleven grandchildren, I know 
that there will be much more energy for Essetre 
in the future!". 
  
“Daddy is a genius and special solutions always 
rely on his special touch: very often, he creates 
the initial concept, then we develop it in the en-
gineering department”, Nicola Sella said. "We 
started to work with him and he is still next to 
us, because innovation is a big challenge for a 
company that wants to be one step ahead of 
the bunch. These forty years have proved this: 
we have always been flexible, ready to change 
to find new opportunities. We have worked in 
the business of chairs, windows, countertops, 
beams, wooden walls, introducing new concepts 
that have "inspired" many other companies.  
By the end of the year we will deliver a forty-
meter-long machine to produce wooden walls 
that combine the features of cross-lam and 
framework constructions. In recent weeks, we 
have been developing another machine for spe-
cial wooden walls: one of our historical customers 
has invented a process to make walls with no 
glue, assembling all elements with screws. It's 
a sort of "mechanical bonding" that eliminates 
all adhesives and chemicals, so the construction 
is entirely made of wood. We are adapting their 
Essetre machine to enable them to do this and 
much more, very quickly and efficiently". 

by Luca Rossetti 
         
                www.essetre.com  

 

The ribbon-cutting ceremony.

From left: Nicola, Gianni, Cristina and Andrea Sella.

Woodworking, Technology, Evolution, Solutions, Research:  
the message that welcomes visitors to the Essetre site.
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Giplast is back with its own name. This is a 
strong signal, significant evidence that the storm 
has gone and the sea is smoother, despite still 
long waves arising occasionally. We will tell you 
how things have gone: our readers know the 
story of the Giulianova-based company, near Te-
ramo, very well, it's one of the most popular 
brands of edge production globally. We reported 
about the troubles Giplast had faced following 
the Flexibord acquisition. It's an old story that led 
to a deep reorganization of the company based 
on its most valuable asset, i.e. expertise in edges 
and customer focus. Those events had resulted 
into a new company name, but in recent months 
the old name was reacquired and Giplast is once 
again Giplast. 
“And as Giplast we went back to Sicam”, said 
Patrizio Marozzi, sales manager, hardly con-
cealing his satisfaction. He accepted to meet us 
and reply to our questions with his typical frankness. 
“We are finally back to our normal business 
and our industrial plan had a strong, positive 
acceleration in recent times. I have to say there 
have been a few intensive weeks, all character-
ized by a positive trend that has amplified our 
projects. We really needed that, not only to 
leave the past behind, but most of all to put all 
aspect of our organization in order. Now Giplast 
employs one hundred people and last September 
we started again to hire qualified staff to support 
our growth. We are investing in people, leveraging 
the tools offered by the regional law on employ-
ment policies. We will provide technical training 
to all staff, both in production and in finance..”. 
 
“The topic of environmental sustainability – 
Marozzi added – is essential. We have launched 
a process to change the use of chemical prod-
ucts in our plants: our coating operations have 
been water-based for a long time already, now 
we are focusing on primers to reduce solvent 
emissions into the atmosphere by 90 percent.... 
To pursue this "green line", we are promoting an 
in-house awareness campaign in collaboration 
with the Giulianova municipality. In production, 
in the past 18 months we have invested huge 
resources in worker safety and health, conse-
quently achieving improved business perfor-
mance…Let me add that, from a technical 
standpoint, the new working method has resulted 
into a waste reduction by as much as 55 
percent over the past 12 months". 
 
“Super-matte is our battle horse: for some time 
we have been collaborating with companies 
that have brought this finishing all over the 
world, and we have been the first, or among 
the pioneers, to apply this specific technology 
in our industry. This project, based on effective 
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GIPLAST, A NEW FUTURE! FLEXIBLE SYSTEMS FOR OPEN-PLAN LIVING SPACES

More flexible, more comfortable, more open – at 
the Italian supplier industry trade fair Sicam, 
Vauth-Sagel responded to a current key trend: 
the blurring of the boundaries between the different 
living zones. Clearly separated living spaces are 
a increasingly thing of the past. Instead, the 
boundaries between the different areas are be-
coming blurred. "We are opening up to all living 
areas," says Vauth-Sagel Ceo Claus Sagel. "As a 
system developer with a high level of material 
expertise, we can create components that are 
universally usable".  
“Vs Sub Comfort”is the comfortable solutions 
for opening up the lower area of cabinets equipped 
with doors. The storage space solution has 
already won four awards and makes it easier to 
access the lower two storage levels of cabinets 
with doors.The product impresses with innovative 
technology: when the cabinet doors are opened, 
two trays slide out directly towards the user. 
Things that are needed most frequently are stored 
on the upper tray and can therefore be conveniently 
accessed as soon as the cupboard door is ope-
ned.  If you want to access the lower level, you 
can simply push the top level back in. The system 
can be integrated into cupboards with one door 
as well as cupboards with two doors. “Vs Cor 
Wheel Pro 75” has also been designed with 
open-plan living in mind. Originally developed 
for kitchens, the corner cabinet solution without 
a space-consuming central fixing pole is now 

also available for living areas – with a lower tray 
depth that matches the standard living room sto-
rage unit depths. With this solution, Vauth-Sagel 
illustrates how to unlock more storage space and 
how to make it comfortably accessible – especially 
in combination with “Vs Cor Close Assist”, a 
small component with a huge effect: the unique 
fitting solves the problem of the hinge version for 
which soft close has so far not been available.  
With the new open 900mm width “Vs Sub Basket”, 
Vauth-Sagel has added a genuine highlight and 
an alternative to a classic drawer to its portfolio: 
the beautifully shaped basket in a contemporary 
steel design offers easily accessible storage 
space to cooking fans and is so aesthetically ap-
pealing that it doesn't need to be hidden behind 
a front. For the trade fair, the base cabinet pull-
out “Vs Sub Flex” was equipped with the “Vs 
elements Orga Cook Set”, which consists trays 
in three different heights and widths that can be 
individually arranged as required inside one 
storage box. Spoons or spices, for example, can 
therefore be stored in a practical way yet are also 
quickly to hand. In addition, some established 
classic in the kitchen setting were shown: the tall 
larder versions “Vs Tal Gate Pro” and “Vs Tal 
Larder”, the corner cabinet solution “Cornerstone 
Maxx”, the base cabinet module “Vs Sub Side”, 
the waste separation system “Vs Envi Space” 
and the storage solution “Vs Envi Drawer”. 

       www.vauth-sagel.com 

BLUM: QUALITY OF LIVING EMUCA: LATEST NEWS

“Vs Sub Comfort”.

“Vs Cor Wheel”. “Vs Sub Basket”.

synergy with a famous laminate manufac-
turer, gave us strong impetus. Needless to 
say that our strong vocation is excellence 
in Abs edges; we are leaders in this seg-
ment, while carrying on the development 
of our polypropylene edges, a solution 
we really believe in but we had to slow 
down to focus our efforts on the renovation 
of the company. It's just a few months and 
we expect to be ready within the first half 
of 2020. It will be a big step, a strategic 
milestone...But I also add that, despite the 
difficulties and effort we put into this period 

of deep transformation that will be completed 
soon, we have always remained in business, 
we have continued to supply our customers 
and to innovate. You see, the furniture business 
is changing: contract is in full health and it's 
more and more popular around the world...”.. 
 
Mr. Marozzi, that's a U-turn from the recent past… 
“I will not deny that we are working to develop 
a stronger "industrial" focus, moving away from 
a financial vision of our industry, acquiring more 
"technical" partners. We are in touch with a 
few leaders and at the same time we are con-
sidering any possible collaboration in the tech-
nical and sales areas. But first of all we are 
looking at our company as a collective asset, 
and we want to take care of one hundred 
families who have shared these times with us. 
We want to be more and more and we are 
happy to see positive feedback from some 
markets where we have dedicated much effort, 
especially Eastern Europe and the Mediterranean 
countries. We are getting good results also 
from regions where we were absent and where 
we starting scouting and promotion also with 
laser edges applied with air systems...In Spain, 
in North Africa and in South America, there is 
huge demand for laser edges, so huge that we 
have created an entire line for those markets 
together with our distributor, a product line that, 
six months after its launch, has proved the ef-
fectiveness of our decision". 
 
All of this in a landscape that keeps changing… 
“We are seeing a massive fragmentation of 
values in the market: the wave of laminates 
from new producing and exporting countries is 
exasperating the “just in time” concept even 
in big companies. Until recently, colors were 
appealing for three to four years, now they are 
out-fashioned after twelve months and our cus-
tomers change their collections every year… 
and what about digital? We are watching this 
technology very closely, and today, through the 
collaboration with a selected partner, we can 
provide support to our customers in this area. 
In my opinion, this technology is still young, but 
just like we believed in super-matte products 
now I also believe that digital will be the future 
of our industry...”.. 
 
What about trends? 
“Extra glossy finishing has huge volumes. In 
the near future, there will still be much space 
for these coatings, supported by the increasing 
success of high-gloss wood with metal inserts. 
At the opposite end, the super-matte coatings 
mentioned before may find their way into appli-
cations so far restricted to glossy surfaces. 
There will be no in-betweens: textures will strike 
back with their 3d effects, together with valuable 
wood species, care for details, charming design. 
Everyone will have to offer something different, 
because competition is fierce and the world is 
the playground. Giplast currently export almost 
50 percent of their own production, but in the 
future this share will increase…". 

     by Luca Rossetti      
 

       www.giplast.it

At Sicam 2019, Blum presented new products 
and services, and many ideas that are a source 
of inspiration for your home. Among the solutions 
on display, the new box system “Merivobox” 
offers great versatility with few components. The 
new system is based on a platform concept. The 
box system has a distinctive drawer side design. 
A design line produces beautiful light reflections 
on the drawer side. New versatility with 
“Legrabox”, a high-quality box system for fine 
furniture in living areas throughout the home, 
with its clear-cut design and outstanding technical 
features. The fittings manufacturer has now ex-
tended the range by giving customers the ability 
to fully customize drawer sides.  
Printing, embossing and special surface finishes 
produce unique designs, create completely new 
looks and meet the growing demand for indivi-
dualization.Space Step is a sophisticated plinth 
solution that creates extra storage space in an 
otherwise hardly usable area, the furniture plinth. 
With a light kick, the plinth solution slides out of 
the furniture and can be used as a raised platform 
to access the top shelves. With a single gesture 
it can be pushed back into the piece of furniture, 
leaving the underlying drawer free and offering 
additional storage.      

   www.blum.com 

Patrizio  
Marozzi.

The Emuca Group designs and manufactures a 
wide range of products for the furniture, hardware 
and bricolage sectors. 
Several new products were presented in Porde-
none, including the "Vertex" drawer: a minimalist 
design with straight lines, white or anthrax gray 
finishing. The innovative design ensures optimized 
storage space inside the unit, reducing the waste 
of vertical space. “Neonlynx” is a led strip of fle-
xible silicone, designed to be recessed into the 
piece of furniture and create multiform composi-
tions. Its peculiarity is to be a very efficient lamp 
operating at 24V Dc, with a natural white color 
temperature.   
For the kitchen, “Titane” is a new range of ac-
cessories for different kitchen elements. With a 
very elegant design, the elements hang from a 
profile that is fixed to the wall to remain fully hori-
zontal. 
“Railway” is a system for hanging sliding doors, 
ideal to divide environments into different areas. 
There is also a wall anchoring system for situations 
where roof mounting is not possible. 
 
 

     www.emuca.it
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TERMOLEGNO TURN 25!
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It was twenty-five years ago today: Agostino For-
nasier decided to create Termolegno and build 
dryers in San Giorgio della Richinvelda, a small 
town near Pordenone with plenty of vine plant 
cultivations are found, the first step for future vi-
neyards producing excellent wine in Friuli and 
around the world.  
There was also a cooperative in Rauscedo, very 
close, a reference for many and possibly the 
world's most important producer of these plants.  
“I was one of them – said Agostino Fornasier, 
owner of Termolegno – until 1983, when I decided 
I wanted to change job. But what else could I 
be? The Chair Triangle was flourishing in those 
times, it was not far and I began to think that 
trading wood or chair elements could be a 
good idea. I started to travel and I immediately 
realized that one of the biggest challenges was 
dealing with unseasoned wood that could be 
transported without risking to spoil it only if its 
moisture content was below a certain limit.  
I visited sawmills across Europe to learn and 
understand, until I came across an engineer 
who designed dryers. I did not even know what 
it was about, but I realized it could be the 
answer to my problems, and one month later I 
went back to them: my adventure had begun.  
I developed my skills and, two years and many 
tests later, I shipped my first four Termolegno 
dryers to Moscow: I travelled a lot, I was very 
curious and I learned from all the people I met, 
even during the long hours spent in airport 
waiting for flights.  
And my dryers worked perfectly well, otherwise 
I would never forgive myself!". 
 

Mr.Fornasier, those were 
really intensive years…  
“The turning point was 
1999, August 5, when 
my daughter Irene 
joined the company, 
she is still in charge for 
finance, shipments and 
many more tasks. I re-
ally needed a hand.  
Ten years later also Ilar-
ia jumped onboard, with 
a master degree in for-
eign languages and a 
strong desire to travel, 

so an ideal candidate for sales. Today we are 
fourteen people, generating approximately 3.5 
million euro revenues and an export share of 
95 percent on production, serving about sixty 
countries through a network of thirty agents and 
resellers. We are most active in Europe, Central 
and South America, and Central Africa: wherever 
you can find raw materials, drying operations 
are needed and expertise is available, that's 
our playground.  
We work very well in Germany, France, Eastern 
Europe, especially Russia, Belarus, Ukraine and 
the Baltic republics".  
 
Now you are celebrating twenty-five years in bu-
siness. Can you draw a balance? 
“You can always do more and better, that's 
clear: we have regular orders and we might 
even take more, but unfortunately in our district 
it is not so easy to rely on subcontractors, be-
cause we prefer to have total control on the 
quality of our products… even installation is 
carried out by our own staff.  
Talking about products, I can say that drying 
technology is quite simple: we have certainly 
improved construction and electronics, but the 
basic principle is still generating heat and ven-
tilation to achieve the shortest drying time pos-
sible, knowing that you don't have to hurry if 
you want to ensure the best treatment for each 
wood species.  
In twenty-five years we have learned a lot and 
we can give accurate responses in terms of 
technology and procedures. Leveraging our in-
ternational footprint, over the years we have ac-
quired specific expertise and enriched our ex-
perience in the drying of tropical wood, European 
hardwood, softwood from Northern Europe, Rus-
sia, South America and South Africa.  
We focus on full customer service, we monitor 
the drying cycles and offer specific advice to 
each customer".  
 
...and more generally speaking? 
“Things have changed a lot from the beginning”, 
Fornasier continued. “The market has become 
more demanding, as we are all better informed 
and we can easily compare products. Twenty 
years ago, dryers were basically a necessary 
evil; now, if you manage your drying time properly, 

you can increase revenues. You also find a 
better knowledge of raw material wood among 
customers who ask more and more: we have to 
put all of our expertise to their service to achieve 
the results they want. This is where Termolegno's 
drying technology has developed more signifi-
cantly: using innovative devices, we can estimate 
drying time with greater accuracy, deliver real 
consumption and control the drying cycles by 
detecting airflow speed inside the stack. 
Drying has changed the relation with raw material 
wood, improving quality and service, helping 
cut logistic costs, as up to 30 percent of the 
material weight is removed…" . 
So, it's a story to celebrate…  
"Sure! We organized a big party at Ligna last 
May, inviting our resellers and many customers 
and friends.  
We had guests from 35 countries, it was big ev-
idence of what we have been able to do in 
twenty-five years.  
And let me tell you that the biggest reason to 
celebrate is that I have two daughters who have 
grown up professionally with me, I hope I have 
handed over all I know to them, most of all my 
passion for work, doing things in a certain way, 
cultivating relations with people.  
We are a family, and the family characterizes 
our story, our commitment, our determination to 
do better, especially in the future.  

When customers come to us, they find what I 
have tried to tell you about, because we are 
open, proud of our work, we believe personal 
relations come first, beyond roles and functions".  
 
And what about the future?  
"The future belongs to Ilaria and Irene, they will 
continue the Termolegno success story in a 
more and more difficult and challenging market. 
I believe the generation change, when the time 
comes – Fornasier said laughing – will not be a 
problem: we will keep taking care of every detail 
of our dryers and the entire production cycle, 
studying new technologies and construction 
details that deliver consistent improvements of 
products and control systems, while continuing 
to be a 100 percent international company. T 
his is the only way to face the challenge from 
the "emerging countries", though I will not hide 
that I believe we can do even better if we start 
some collaboration with our peers. In other 
countries, such synergy exists, in Italy it is very 
difficult: let's hope second and third generations 
can do better than we have…".  

by Luca Rossetti  
 
 
 

       www.termolegno.com

From left to right: Simone, Ilaria, Agostino, 
Andrea and Irene Fornasier.
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MICRO-LOGISTICS: IGUS LOAD-BEARING BALLS

NEWS

PANELS 
Epf strongly supports Single market

Epf calls on regu-
lators not to intro-
duce local require-
ments that frag-
ment the Single 
market, and thus damage a key element of 
growth and success for Europe’s citizens. The 
Single market is widely acknowledged as one 
of the greatest achievements of the European 
Union. Common rules have allowed consumers 
to benefit greatly from scale, especially in the 
field of construction products. It is therefore 
with great concern that the European Wood-
based Panel Federation (Epf) raises the alarm 
against the current threat to European harmo-
nisation and progress posed by countries see-
king to add new national rules on top of existing  
European regulations.  
In May 2019, Epf called on regulators to support 
common standards for wood -based panels. 
Epf  retains this level playing field position as a 
core principle of its members. On 26 September 
last, it resubmits this view, specifically regarding 
new Voc (Volatile organic compound) require-
ments being introduced in Germany. These 
are about to be imposed by certain Federal 
States as of 1 October 2019, in conflict with the 
harmonised rules of the European Construction 
products regulation (“Cpr”), of Ce marking, 
and in spite of the fact that the European notifi-
cation is still ongoing (standstill date 27 De-
cember 2019). Germany’s proposed Model 
Administrative Rules on Technical Building Re-
gulations (Mvvtb) version 2019/1 seeks to 
require manufacturers and sellers of panels to 
meet new national requirements. A member 
State adding new demands,on top of those 
currently allowed, infringes “Cpr”. This argument 
was upheld by the European Court of Justice 
in April. In addition, multiple new  court cases 
are now underway against “Mvvtb” in Germany, 
and one Federal State, Baden-Württemberg 
has already ruled the new Voc requirements to 
be illegal, as there is no proven need for them. 
Epf urges: Germany’s Federal States to imme-
diately  suspend any action to introduce the 
Voc requirements for panels expressed in Mvvtb 
2019/1 into their own state building codes; The 
European Commission to accelerate the finali-
sation of a Delegated Act  to harmonise the 
classification of Voc performance in construction 
products. Europe’s panel producers stand re-
solutely behind a harmonised set of European 
rules, and firmly against the fragmentation of 
Europe’s Single Market driven by solo actions 
of Member States, such as the current one. ■ 

 
 
Everyone knows that the bearing for belt conveyors 
must be maintained and lubricated at regular in-
tervals. Any maintenance omission causes slow-
downs and failures along the production and 
logistic chain. And consequently, delays and eco-
nomic losses. The Igus load-bearing balls made 
of polymer (high-performance plastic material xi-
rodur B180) for belt conveyors and sliding tables, 
besides offering five-fold loading capacity (up to 
500 N), can operate without any lubrication.  
The version with stainless steel detail supports 
the movement of heavy items. The tables with 
load-bearing balls are adopted for any application 
where delicate or heavy items must be carried 
from one point to another: Pcbs, food, goods 
inside airports, glass sheets or sheet metal plates.  
Using spherical rollers inside the tables, the items 

can reach any location easily and quickly. Load-
bearing plastic balls, available in the same size 
as metal balls, are free of lubrication and mainte-
nance. This self-lubricating plastic solution 

avoids the contamination of carried items with 
grease. Using a plastic ball, the new rollers are 
particularly suitable to carry delicate items without 
scratching or wearing out their surfaces. Another 

The new load-bearing ball by igus, made of polymer and lubrication-free, are ideal for the safe transport 
of delicate goods. They can be used in any position and adapted also for the furniture industry. 

benefit compared to metal is that the load-bearing 
balls can be used in any position, horizontal, 
vertical or upside-down: this allows to extend 
possible applications also to the furniture industry. 
Thanks to the new configuration of the internal 
compartment, the polymer balls can carry loads 
up to five times bigger than previous versions. At 
present, the load-bearing balls are available in 
three sizes to withstand axial loads from 150 to 
500 N. Their material makes them particularly re-
sistant to abrasion, with long operating life and 
electrical insulation properties.  
To mount these balls, you only have to place 
them into the compartment. In case you need to 
fasten these spherical rollers further, igus offers 
a fastening ring for extra-safe locking.  
Upon customer request, fully non-magnetic custom 
systems can be developed (without metal), using 
glass balls inside the compartment. 

      www.igus.de 
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ACM. FORTY YEARS IN THE SERVICE OF PROFESSIONALS, COMPANIES AND INNOVATORS

The Novellara-based company opens this ma-
gazine section dedicated to companies celebrating 
major anniversaries. 40 years in business is no 
joke: with Tiziano Ascari and his daughter An-
gela, guiding the company together, we reviewed 
their story and looked into the future of this cutting 
specialist. Their passion has been combined 
with a vocation for custom products, which 
expand the rich catalog including eight lines of 
band saws, two lines of horizontal saws, and 
plenty of solutions for surface finishing, including 
two lines of oscillating belt sanders and rusticating 
machines. In a market that tends to "squeeze" 
user requirements, Acm has developed specific 
lines for each need, from hobbyists to industries. 
All of this in Novellara, few kilometers away from 
Reggio Emilia, in the peaceful Emilia landscape. 
Here, in a three-thousand-square-meter facility 
with 25 workers, the company build machines 
originally designed for wood, but now expanding 
into the business of aluminum, light alloys and 
innovative materials.  
 
“Acm was born in 1979 out of my desire to be 
independent, to put what I had learned to 
fruition”, said Tiziano Ascari. “I did not have 
much experience, but I had identified the mis-
takes to avoid and I decided it was time for me 
to try, to walk with my own legs. I started to 
build woodworking machinery, band saws, a 
technology that perfectly matched my limited 
investment capacity. Now I realize it was not 
really true, as this seemingly easy process 
implies thousands of decisions if you want to 
be a reference in the market. Now, forty years 
later, we have exceed three million euro rev-
enues with 95 percent export share in about 
one hundred countries, with a catalog that in-
cludes classical band saws and cutting solutions 
that I consider "semi-industrial", equipped with 

workpiece feeding systems that minimize oper-
ator effort and risks. Meanwhile we have added 
some finishing machines: our battle horse is 
an extraordinarily versatile sanding machine for 
the handicraft workshop, that is the equivalent 
of the traditional "combined machine", as it 
allows to execute several operations: straight 
and slanted edges, profile sanding, butting and 
even hole interiors!  In 2008, when the crisis 
forced to consider new directions, we started 
to make horizontal saws, which represented a 
momentous change for us. Cutting to size, 
which is somehow close to our history, was 
identified as a viable development and we 
started to invest heavily, just like we had done 
few years before, in special machines.  
We had the idea to combine the band saw with  
the carriage of a disk saw, an original concept 
that has helped us emerge. Based on this con-
cept, we built a machine to cut tungsten, a very 
peculiar material, a sort of "pressed powder" 
that is not easy to process. However, with ex-
perience and determination, we found out how 
to do it with a motor-driven carriage that, once 
the material has been cut, it went back to the 
starting point, moving it away from the cutting 
line, avoiding breaks; the collaboration with a 
famous multinational corporation that ordered 
the machine was another significant reference 
for us. You see, I believe that, with a smart 
project and a suitable tool, you can cut anything, 
and such belief has always been at the core of 
Acm: we love challenges, we have always 
loved them; we like new things, we like to un-
derstand what we can invent next, how to turn 
a constraint into a solution. Such attitude to 
evolution has translated into a set of assets 
available to our resellers, who can rely on a 
wider and wider spectrum of solutions to the re-
quests of their customers”.  
 
So, wood was just the beginning… 
“Exactly: with our machines you can cut different 
materials. Some customers process cement 
fiber or special alloys, also thanks to the constant 
development of tools, I admit, which are no 
longer just simple knives sharpened with a file. 
We have reached this point because we have a 
team who love to solve problems and invent so-
lutions. Teamwork has taken us where we are 
today, acknowledged specialists of cutting op-
erations, with the determination and ability to 
imagine, design and build different machines 
as well". 
 
A challenging decision… 
"Sure, and such decision was significantly driven 
by the crisis we mentioned before, which forced 
companies to look around to find a new way, 
their own way of "making business". Like many 
others, we have challenged ourselves and real-
ized that the answer was our knowledge, as we 
could respond to complex needs, build "peculiar" 
machines, made to measure. In few years, the 
so-called "special" products have grown into a 
significant portion of our revenues, because 
there are not many competitors with comparable 
expertise, and in an increasingly difficult market, 
the will to do something new is not enough to 
succeed. Customers who demand tailor-made 
products also want to know how much they will 
spend, which means developing an accurate 
plan, quantify every element, and in the end, 
comply with the estimates. It's not easy at all, 
because when you imagine and design ma-
chinery that do not exist, yet, surprises are just 
behind the corner. All of this with a focus on 
total safety, which for special products often 
implies a major technical and engineering chal-
lenge. I remember a customer asking for a 
tilting band saw, a request that put our skills to 
a tough test to achieve the highest level of op-
erator safety… obviously at a competitive price. 

Now that machine is included in our portfolio 
and it's exciting receiving requests from cus-
tomers who understand and imagine its potential 
as soon as they see it." 
 
Mr.Ascari, it's inevitable to draw a balance on 
such an anniversary… 
“What can I say? We are active in several 
markets with very different customers, offering 
different machines. Looking back on our history, 
we are very happy, because we have overcome 
big challenges and achieved great results. Acm 
can respond to changes and find the necessary 
resources to "go beyond": surviving is not 
enough, a company cannot and should not ac-
cept this condition, as it is too reductive. You 
have to keep a strong focus on your business 
and work hard to develop something new, solu-
tions of your own. This requires strong effort 
and sometimes you feel out of place, especially 
when you have to present a special solution to 
a customer based on a simple phone call or 
basic notes exchanged by e-mail, because 
they are on the other side of the world. Then 
materials come in for initial testing, you devise 
a solution, and someone you have never met in 
person calls or writes to express full satisfaction. 
Imagination and perseverance are the keys to 
our business." 
 
Is it a never-ending process? 
“I do believe so: change can be faster or slower, 
but you cannot stand still. Every day there is 
something new, ideas or materials we bring 
into our world and enable us to adopt new, 
better and faster approaches. An American 
manufacturer of blades, for instance, has realized 

that its tools, achieving 
8 to 15-fold faster 
speeds than those re-
quested for metalwork-
ing, were also perfect 
for wood. That was the 
starting point of a rev-
olution that has im-
proved the approach 
to the processing of 
challenging materials. 
So, change is inevitable: in the past forty years, 
the market has transformed, many actors have 
gone and new ones have emerged, driving the 
search for totally different materials and solutions. 
In my opinion, we have lost the human dimension 
of things: in the next few years, it will become 
clearer and clearer that, by pursuing techno-
logical progress head over heels, we have lost 
sight of other values.  
I have nothing against the principles of Industry 
4.0, of course, but it would be nice to revive 
and relaunch that peculiarities of Italian ingenuity 
that the world has always envied. In the past 
decade, big and serious questions have 
emerged, and the environment we are moving 
in is totally different and incredibly dynamic. 
It's a big challenge. The key is preserving top 
quality standards and openness to change. 
One thing is granted: we will keep developing 
and producing smart solutions for our mission, 
i.e. cutting, and for all the operations we have 
developed and will continue to develop in the 
future."     

     by Luca Rossetti 
    
   www.acmitaly.it 

 

Tiziano Ascari.
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ICA, INDUSTRIAL GROUP BY EXCELLENCE

We met Rinaldo Guagnoni, sales manager Italy 
of Ica Group, a top-class industrial player in the 
coating business that looks beyond production… 
Figures speak for themselves: in 2018, Ica in Ci-
vitanova Marche generate 122 million euro reve-
nues with 600 employees, three production sites 
delivering 28 million kilo coating products to over 
15 thousand customers, with a 57 percent export 
share. Such figures are growing further in 2019. 
Besides producing innovative coatings that have 
become real trendsetters in the finishing business, 
in recent years the company has invested massi-
vely to create a real "system" from training to 
product certification, from knowledge sharing 
with customers to continuous innovation. 
 
“We decided to be in the service of the market 
and our customers with a more and more com-
plete offer”, said Rinaldo Guagnoni, sales ma-
nager Italy and an “Ica man” for over three deca-
des. “We are not selling coating products but 

solutions. Our counterparts have got this mes-
sage also following the creation of the "Innova-
tion Camp", a set of facilities where those who 
decide to work with us can experience our 
latest innovations, access a certified test labo-
ratory, test our coatings on their products with 
any technology, interact with a real coating uni-
versity… It's not just about painting, it's testing, 
experimenting, sharing experiences to identify 
coating cycles with a better cost-benefit ratio. 
We stand close to customers to deliver a coating 
that makes their product more competitive. Not 
only: we present several cross-industry topics 
that enable us to deal with interior designers 
and architects that visit us. Our “LifeLab Dis-
covery” is very appreciated by creatives, by 
designers who find samples, colors, materials: 
it's our "ideas corner" where we collect the 
samples of what we have done to imagine what 
we can do next, starting from the awareness 
that making a good product is not enough, you 
have to be fast, provide information and knowl-
edge, discuss with opinion leader, present our 
innovation capacity in the right contexts. Inno-
vation has always been part of our dna: our 
"IcaLab R&D" is staffed with over seventy en-
gineers committed to the research and devel-
opment of new products, real "concepts" that 
are then tested, developed, launched on the 
market, customized, and finally become proven 
solutions that are entitled to be exhibited in our 
showroom… A few years ago we inaugurated 
"LifeLab Tech", another branch of our Innovation 
Camp in Civitanova Marche, a lab where – to-
gether with customers – we match machinery 
and coatings to achieve high-performance so-
lutions. That's how we created our line "S-
Matt", which responds to the dominant trend of 
"super matte" surfaces with a tactile effect. We 
were the first to believe in Excimer technology, 
which has led to develop self-repairing, pig-
mented, water-borne, polyurethane, Uv coatings. 
Independently of the type, we have achieved 
the same visual result, with performance that 
were unimaginable a couple of years ago. We 
have changed a paradigm and now surface 
will not scratch, and even if they do, the product 
composition conceals the defect and allows 
the finishing coat to self-repair. These surfaces 
match the taste of the market, where a key role 
is played by the technological evolution of raw 
materials, the rise of nanotechnology, the skills 
of formulators. We are committed to making 
these coating techniques even "greener", a 
commitment to sustainability that is a must for 
us, and to understand how these "soft" surfaces 
can be combined with a metal finish, another 
trend that will come up strong soon. In 2017 
and 2018 our production of metal coatings in-
creased by 200 percent!". 
 
A MODERN VISION 
“We can be considered a multinational corpo-
ration, as we cover more than fifty countries 
with our subsidiaries, agents and representatives. 
A corporation that is proud to have direct in-
teraction with its counterparts. The users of 
coatings are not all the same. They have different 

needs and make different choices. We have 
decided to focus on those who value quality 
beyond price, look for custom product, want 
to understand what is really fitting for their pro-
duction methods, finished product, target… 
In 2018 we held approximately fifty courses for 
our customers. Ica Academy, the group's 
training school, organized 7 events for designers 
and engineers, delivering over 11 thousand 
training hours in total. We are in touch with the 
Turin Polytechnic, the PoliDesign in Milan and 
other architecture departments in Italy." 
“Last May, we opened the brand new “Perfor-
mance Lab”, a laboratory accredited by Ac-
credia to the international standard Uni Cei En 
Iso/Iec 17025:2005. We perform approximately 
200 tests for surfaces and coatings in compliance 
with international standards. Such activity, com-
bined with our R&D laboratory, not only allows 
to offer products with increasing performance, 
but also to guarantee the best chemical-physical 
properties in compliance with the applicable 
standards. I think I can say we are the only 
company in the wood industry equipped with 
this kind of facility, a structure resulting from six 
years of design and hard work and a three-mil-
lion-euro investment, operating according to 
impartial and confidential principles regulated 
by international standards, and enabling us to 
put our expertise to the service of customers 
and other players outside Ica Group". 
 
Have you closed the loop? 
"As I said at the beginning, it's not about pro-
ducing and selling coatings anywhere you can. 
Today, a product like ours incorporates many 
values that turn quality into a prerequisite. 
Then, it is essential to look at creativity trends, 
to collaborate with designers to show them 
what can be achieved with certain materials 
and processes, to keep an eye on how we can 
be increasingly "green"… it's not mere chance 
that we've been the first to formulate water-
based coatings for many applications in unimag-
inable sectors!". All of this considering the tech-
nologies, coating machines, drying systems, 
surface quality and features that can be 
achieved. And you have to know that all we are 
talking about can and must be guaranteed ac-
cording to international standards… We have 
been able to grow into a complex organization, 
interacting with anyone involved in the "finishing" 
business, ready to execute testing and sampling 
at the shortest deadline possible… Here in Civ-
itanova, we have three people in charge for 
making something like ten thousand panels, 
ten thousand samples to be shipped anytime, 
anywhere, to anyone who submits a request. 
For us, service and quality are diseases we 
don't want to recover from! We check incoming 
materials and our production undergoes 300 
tests every day, each consisting of about ten 
specific tests. We produce pigments in house 
and we have close to 2300 coatings across all 
product lines, exceeding 44 thousand formula-
tions and 60 thousand sample colors!".          

     by Luca Rossetti  
   www.icaspa.com

Rinaldo Guagnoni.
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SUBCONTRACTING: INNOVATION AND STRATEGIES
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MULTIMATERIALS “MADE IN FANTONI”
Kitchen and furniture makers demand a wider 
and wider spectrum of wood, stone or metal de-
cors: feelings, colors and textures that, with smart 
combinations, create new atmospheres. This de-
mand is driving the investments of Gruppo Fan-
toni, as we were told by Emanuele Bon, Product 
& Sales manager at La-Con in Villa Santina, a 
group company in charge for the research and 
development of new trends in impregnation and 
lamination processes for decorative papers. 
“In recent times we have seen a powerful rise 
of so-called “multimaterials”, i.e. different ma-
terials combined to create furniture with a new 
approach. For a company like ours, committed 
to meeting the latest design trends with new 
decors, the priority was to develop new products 
supporting the transition to more and more 
emotional surfaces: marble combined with all 
the shades of aluminum, from gold to natural 
metal, as well with wood, concrete or stone. 
Fantoni now offers a full set of new decors we 
presented at Interzum and further developed 
for Sicam, allowing visitors to see in real time 
the combinations they imagined or any solution 
they felt like testing: plenty of samples were 
available for them to take and put next to each 
other to create moodboards of surfaces. 
We have to open the doors to creativity by 
"multiplying" the options that an extensive and 
coordinated portfolio can offer to those who 
want to create a synergy of materials, finishing, 
emotions in line with their visual preferences. 
This can be considered a further stage of cus-
tomization, a different way of approaching cus-
tomer relationships, mutually respectful and 
shared”. New surface are also being identified: 
“We keep making research, expanding our col-

lection with one priority: we have always devel-
oped surfaces both for particleboard and for 
Cpl panels, leveraging technology that delivers 
the same, identical finishing on both materials. 
Our catalog has been recently complemented 
with a new décor with a texture that really feels 
like wood, both in classical tones and in darker 
shades. So, wood preserve its charm, while the 
combination with other materials further enhances 
its properties".  
So, the panels look nicer and offer very high per-
formance. “These panels are laminated with 
impregnated paper offering excellent physical-
mechanical properties as a result of accurate 
manufacturing cycles and chemical treatment”, 
Bon said. “These products offer solid guarantee 
at an affordable price and final users are always 
sensitive to this balance. Everyone agrees that 
lamination has somehow "outperformed" coating, 
as it offers a product with great visual impact at 
a much lower price. Design now is more ac-
cessible to a wider audience, it is democratic, 
while still resting on the pillars of beauty and 
quality". (l.r.)  
                        www.fantoni.it 

The story of Radaelli, a historical 
company in Brianza, is about quality 
and inventiveness, skills that have 
turned the wood/furniture industry 
into an international excellence. To-
day Radaelli is talking about confi-
dence, courage and great entre-
preneurial skills. Small and medium 
businesses are the real engines of 
Italy's economic rebirth. The "Radaelli operation" 
was launched by Danilo Mosca, an expert in fi-
nance  and Gianni Gioli, who has covered si-
gnificant roles in major wood-furniture industry 
companies. After accurate analysis, the two bu-
siness partners  established a “club deal” with 
other investors and took over the operating 
branch reorganizing the company with an ex-
panded vision and a leading-edge business and 
financial approach. Radaelli 1967 is a service 
leader, playing a key role for the wood and 
furniture supply chain in Brianza and across Italy. 
The core business is coating technology applied 
to any material and different application sectors: 
furniture, windows, residential contract, shipbuil-
ding (Radaelli is a supplier of Fincantieri and 
their subcontractors). 
We asked Gianni Gioli and Danilo Mosca to tell 
about their strategy and goals. 
“When we took over the company branch from 
the Radaelli family, we created a joint stock 
company with one million euro capital, appointing 
a supervisory board and adding the support of 
an auditing firm, to build a reliable organization 
that goes beyond the basic profile of a conven-
tional subcontractor.” This was the introduction 
by Gianni Gioli. “The new company, called 
Radaelli 1967, is a sort of club deal, a group of 
players that invest in companies to support 
their development and internationalization, while 
generating profits that increase their assets 
and remunerate risk... At the end of 2017, we 
submitted a proposal to bankruptcy trustees, 
and in July 2018 we acquired the operating 
branch, including plants, patents, brands, and 
most of all, human resources, 44 people". 
Danilo Mosca added: “In detail, we are de-
ploying investments to develop soundproofing 
products. The company owns several patents 
for soundproofing applications that can be used 
in many industries. The same concept can be 
extended to continuous facades in collaboration 
with window manufacturers and, by proximity, 
to the business of facades and residential con-
tract...Generally speaking, we are dealing with 
the challenges and potential developments of 
all four macro areas: furniture, windows, naval 
contract and residential contract. Adapting the 
company to current regulations was a big chal-
lenge, which delayed the deployment of new 
operations at Radaelli 1967 by six months at 
least. Certifications are essential and the old 
management, as it happens in many family 
businesses sticking to old habits, did not 
consider a priority to invest in regulatory com-
pliance...”. Gioli continued: “We have cleaned 
and turned the factory upside down with the 
support of Porsche Consulting, redesigning a 
logical and lean layout.  In 2020, we are going 
to make significant investments in plants. The 
company has never stopped production, but 
the lack of essential elements created a situation 
of uncertainty and caution among customers, 
who feared lack of continuity, delays and missed 
promises. In this respect, we are committed to 
regaining credit on the market: it's easier is 

some areas, more difficult in others. 
We have tackled the issue of oper-
ating control, relaunched research 
and development, the design of 
new materials and quality control". 
 
But what's the final objective to 
cancel the negative memories of re-
cent events before  acquisition? 

Gioli replied: “Family management is disappear-
ing. The big international customers are groups 
controlled by private equities and institutional 
investors who, by their own nature, demand 
specific requisites, from certifications to supply 
chain services, up to logistics. Export was the 
lifeline of many companies during the hard 
years of the crisis, therefore the renovation of 
the industrial organizations of suppliers was a 
key factor to stay in business. More and more, 
the road to success is providing turnkey service, 
a sort of "subcontracting contract". This allows 
customers to transfer the risks associated to 
handicraft supplies, as mentioned above. It 
might seem premature, but we believe this is 
the right direction and many will have to follow. 
The starting point for this process, if you really 
want to achieve tangible results, is the capacity 
to integrate and expand your company through 
major investments and acquisitions. Small and 
medium players, with their excellent invention 
and product quality skills, should be taken under 
an umbrella of regulations and operating effi-
ciency. Since we undertook this project, we 
have been considering other acquisitions, pro-
portionate to our business dimensions, to inte-
grate our service and portfolio with companies 
that bring added value. This approach to the 
market and its needs is appreciated by our 
customers, who often refer us to their own sup-
pliers who might be the target for our opera-
tions".... 
“We have acquired a company that makes 
hooks and hanging systems for false ceiling 
panels, and we keep monitoring the market. As 
I said, the challenge now is to regain credit for 
Radaelli 1967 in the domains we mentioned, 
that's why we are innovating not only materials, 
but also technologies. We have implemented 
3D printing systems to make 3D items from a 
3D digital model developed with dedicated soft-
ware and then processed to be produced with 
different technologies.  
As a result, we have approached the business 
of baby products like strollers and highchairs, 
spontaneously expanding our vision and using 
other materials than wood. For instance, we are 
experimenting with “AirPop”, an innovative 
“Eps” material (sintered polystyrene foam, simple 
or expanded polystyrene) used for diverse ap-
plications. It is very lightweight, with 98 percent 
air content...It's light, resistant, hygienic, insulating 
and recyclable...A company may have the best 
products in the world, but what really matters is 
market demand and the definition of correct 
pricing within an accurate operating control 
management that, in some case, might even 
imply to reject some orders. Right now, we want 
to restore our balance: Radaelli achieved success 
with its problem-solving and product innovation 
skills, but such skills have a price than the 
market must recognize. The annual turnover is 
6 million euros now. We are aiming for twenty 
million”. by Roberta De Ciechi 

     
      www.radaelli1967.com

Gianni Gioli.
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BIFE SIM, THE WOOD TECHNOLOGY IN RUMANIA

FURNITURE

KARTELL: SOMETHING IS CHANGING

xylon.it

Information
runs fast...

…keep up the pace with the new

Kartell's decision to make wood chairs 
clearly reflects a widespread sentiment 
about the use of "eco" materials. It's 
about sustainable product quality and, 
at the same time, sustainable production 
process, delivering products that are 
"friendly" to consumer health. We asked 
Lorenza Luti, marketing and retail di-
rector at Kartell, which objecti-
ves the company is pursuing 
and how the decision to make 
wooden components fits in with 
their vision. "After years of re-
search, we are now approach-
ing wood with much respect 
for the nobleness of the material; we made the 
decision as soon as technology has enabled 
us to stick to the industrial qualities embedded 
in the Dna of our brand. We have been able to 
express the real essence of wood, merging in-
dustrial production, beauty, strength, comfort 
and flexibility into one product. More in general, 
all raw materials used by Kartell have always 
been fully recyclable and they can find new life 
through processing operations for industrial 
products. For the past seventy years, research 
and technological development have helped 
us identify materials that can be regenerated 
and have no negative impact on the environment".  
 
How did you engineer the material? 
“The ‘Smart Wood’ collection is based on a 
special patent, i.e. wood is molded to reach the 
bending limit of the panel and create a chair 
frame with slender curves. In this way, the 
beauty of wood and its link to nature are com-
bined with extraordinary ergonomic lines. The 
collection of this season includes the Royal-

style "K/wood" armchair, also available 
in a leather variant, the footrest "S/wood" 
with coordinated trimming, the "Q/wood" 
armchairs with white or black plastic 
seat, and "P/wood", featuring a unique 
wood finishing that combines timeless 
elegance with contemporary shapes". 
 

How can you match wood and 
plastics, which have always 
been considered as two op-
posites? 
“Kartell loves the planet” is 
the claim adopted by Kartell 
to promote its commitment to 

sustainability and environmental protection. The 
passion for excellence that has been guiding 
Kartell since its origins is now leading the com-
pany to focus on environmental responsibility 
and good sustainability practices. We have al-
ways searched for new materials and the work 
we are doing with wood and bioplastics fits into 
a bigger innovation project". 
 
“In the mood for wood” is a great pay off. What 
feedback are you getting?  
“This payoff is the natural result of the project 
we are carrying on, sticking to the industrial 
features embedded in the Dna of our brand, 
while experimenting with different materials. “In 
the mood for wood” come from love for design, 
but most of all the constant search for new 
ideas and innovation. The creative idea by 
Philippe Starck stems from the selection of 
wood, but then it has been transformed by 
Kartell into an industrial product, and with this 
payoff we have tried to express this concept". 

  www.kartell.com

Lorenza  
Luti.

EXHIBITIONS

In mid-September, Bucharest hosted Bife Sim, 
the annual exhibition of woodworking technology 
in the Romexpo expo center, expanded with the 
addition of new halls in recent years. 
Machinery was concentrated in one of these new 
halls. The Rumanian exhibition also presented 
semifinished materials and finished furniture. 
Visitor attendance was below expectations 
and mainly concentrated in the central days.  
All exhibitors from the woodworking technology 
industry were located in a 5-6 thousand net 
square meter area, where the largest booths 
were set up by local importers who mostly pre-
sented Italian equipment. 
The participation of Italian brands was good, but 
according to a few opinions collected during the 
event, there is no clear and organized distribution 
network, as many Rumanian resellers only close 
occasional collaboration agreements with techno-
logy vendors.  
This is a key element for the globalization process, 
which is almost exclusively driven by export. 
The machines on display covered all woodworking 
operations, including a small lineup of primary 
operation technology. The Austrian company 
Felder had a huge booth, while Chinese and 
Turkish companies are hardly represented, unlike 
in other European exhibitions. 

The annual frequency of the event seems a better 
fit for the furniture industry, while being too 
intensive for machinery and tools.  
However, the "reunion" of the entire wood supply 
chain allows the show to preserve at least a 
national appeal. With no official figures available, 
we reaffirm our partial disappointment for the 
poor flow of qualified operators, especially com-
pared to the market size. 
Italy exports more than 25 million euro annually 
to Rumania, with a 40 million peak achieved in 
2015. With such significant values, the East Eu-
ropean country is very close to the top-ten desti-
nations of Italian export. Also the German industry 
is very active in Rumania, with over 40 million 
euro of wood technology sold in 2018.  
Further evidence of the relevance of the Rumanian 
industry is the country's thirteenth position in the 
global ranking of wood furniture exporters, close 
to one billion euro in 2018. 
The Rumanian event was another stage of the 
promotion roadshow of Xylexpo, the biennial 
international exhibition of woodworking technology 
and furniture industry components, that will be 
held in Milan next May 26-29, 2020. The Lombard 
exhibition attended the show with an image booth 
featuring the new look and visuals. 

  www.bife-sim.ro

FOURTH SALONE DEL MOBILE MILANO.SHANGHAI

From 20th to 22nd November at the Sec, Shan-
ghai exhibition center, the spotlight will be on the 
Salone del Mobile.Milano Shanghai. 
128 exhibitors – including 23 new brands that will 
swell the number of exhibitors further – will set 
out their very finest products over 7,979.50 net 
square meters of exhibition space, guaranteeing 
a full immersion experience in the value and ori-
ginality of Made in Italy. In order to respond more 
effectively to the demands of a changing market 
and demand from increasingly evolved and kno-
wledgeable Chinese consumers seeking a virtuous 
mix of “Made in Italy” quality, design and innovation, 
the range of goods on offer at the trade fair this 
year will have more of a contemporary bias, with 
80 companies in the design category (products 
that encapsulate functionality, innovation and a 
clear hallmark of style) and 36 top brands in the 
“xLux” category (products that are a balance of 
classical elegance and modern appeal). 
The Salone del Mobile.Milano Shanghai also pro-
vides an opportunity to take stock of the sector 
and its progress, and promote new relationships 
that will give concrete support to the synergic de-
velopment of the furnishing sectors in Italy and in 
China and generate opportunities for cultural de-
bate, inspiration and training.  
The “Master Classes” there to do just this, with 
their successful programme of meetings, discus-
sion and reflection led by three internationally ac-
claimed Italian architects – Rodolfo Dordoni, 
Patricia Urquiola, Ferruc-
cio Laviani – in conver-
sation with an equal num-
ber of gifted Chinese ar-
chitects: Li Hu, Zhao 
Yang, Chen Fei Bo.  
The contemporary story 
of excellent Italian savoir 
faire will be offset by the 
experience of the Chi-
nese designers, who are 

making great strides in innovation and quality in 
order to come up with original products and new 
housing models for China over the coming years. 
In this perspective, the synergy with the Italian 
design system can provide an effective instrument 
of differentiation within the context of an increasingly 
competitive market. Another opportunity for re-
flection will be provided by SaloneSatellite 
Shanghai, making its return laden with expectation 
and featuring talented designers under 35, 
allowing young designers and students at Chinese 
universities and design schools a chance to 
showcase their projects. A jury of sectoral pro-
fessionals will assign prizes for the top three pro-
jects as part of the SaloneSatellite Shanghai 
Award, and their designers will be invited to 
take part in the 2020 edition of SaloneSatellite in 
Milan. To commemorate the 500th anniversary of 
the death of Leonardo, the Salone del Mobile.Mi-
lano will pay homage to the eclectic Italian Re-
naissance genius also in China with an installation 
that celebrates his work and his legacy to the art 
of design and savoir-faire, a theme that is more 
fundamental to the world of design than ever be-
fore. De-Signo. The art of Italian design before 
and after Leonardo is an atmospheric narration 
of the genius of Leonardo da Vinci and his links 
to contemporary Italian design. With this initiative, 
too, the Salone del Mobile is reaffirming the im-
portance of the cultural exchanges that take 
place today and which have done so in the past 

between Italy and China. 
For the first time ever, visi-
tors will have a chance to 
buy products from the of-
ficial Salone del Mobile.Mi-
lano merchandising range, 
encapsulating the quality, 
functionality and creativity 
that has always set Italian 
design apart. 
   www.salonemilano.cn 
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PANGUANETA: WOOD STIRS EMOTIONS

FURNITURE

Six months after the Furniture Exhibition in Milan, the 
echoes of the art installation by Filiera del Legno 
Fvg, coordinated by Consorzio Innova in partnership 
with Panguaneta, are still strong. For the company, it 
was the final stage of a process of awareness and 
promotion of the responsible and sustainable use of 
raw material wood. 
Filmed by studio Castagna-Ravelli,”InLuce” was a 
highlight among the installations of FuoriSalone 2019, 
in the famous street Via Solferino in Milan. The object 
of the project was to improve the living quality through 
design. The 43-meter-long installation is the first step 
of a bigger project in collaboration with the Design 
School of the Milan Polytechnic, the Milan Policlinico 
(General Hospital) and the University of Grenoble. 
The project analyzes light under multiple perspectives: 
from energy saving to sustainability, from urban de-
velopment to living quality. “InLuce” was a multi-sen-
sorial journey among lights and wood scents, not 
only an art installation, but also a science experience. 
The installation was made for Rcs group by Filiera 
del Legno Fvg (coordinated by Innova Fvg, an asso-
ciation chaired by Prof.Michele Morgante with the 
collaboration of Nicoletta Ermacora) and by Pangua-
neta, a company specializing in the production of 
poplar panels.  
Fir from the Friuli forests and native poplar panels 
from local producers made up a structure comprised 
of seven rooms. In each room, visitors experienced a 
different light stimulation and were asked to undergo 
simple tests prepared by a staff of researchers of the 
Milan General Hospital, guided by Prof.Elio Scarpini.  
The result of each test gave valuable information 
about short-term cognitive memory mechanisms in 
artificial lighting conditions.  
Design is the future of wood: today, one out of fourteen 
houses is made of wood and the increasing interest 
for wood in constructions is strengthening the focus 
on forest assets.  
Panguaneta's role in this project was just one step of 
a process aimed at increasing the awareness for the 
value of raw material wood. 
Last May, shortly after the end of Salone del Mobile, 
Panguaneta and the Turin Polytechnic introduced 
Maacc, the first self-sufficient living module for biking 
and walking travelers. It's a lightweight and resistant 
house, designed for biking fans, that gives shelter 
during long-haul bicycle trips. The unit has been de-
signed according to criteria of environmental and 
social sustainability, scientific research, recycling, va-
lorization of the territory and the historical heritage.  
Concept and design by the Turin Polytechnic (speci-

fically the Recyclo student team), industrial pro-
duction by Panguaneta.  
This project responds to the increasing need of 
accommodation facilities for slow-moving tourists, 
providing future users with a suitable shelter to 
spend the night and store their bikes. 
Project sustainability is guaranteed by the use of 
green materials, mostly zero km, such as the all-
poplar "Tutto Pioppo" plywood by Panguaneta, 
and the use of recycled products with low envi-
ronmental impact.  
Panguaneta's eco-sustainable approach spans 
the entire supply chain, starting from raw material: 
poplar plantations are inherently sustainable, as 
they are grown and managed in the most efficient 
way, providing a renewable resource and contri-

buting to clear air and sequestrate carbon dioxide. 
Panguaneta exclusively uses certified, zero km 
cultivations, sourcing raw materials from poplar 
growers in the Pianura Padana. 
Last year, Panguaneta attended the World Forum 
on Urban Forests in Mantua at the end of No-
vember, presenting the "Into the forest" installa-
tions. The company was a partner of the Open-
fabric project for the "Into the forest" installations 
located in Piazza Erbe and Piazza Mantegna, 
which created a visual frame for the Forum.  
Panguaneta made two "pools" containing different 
types of plants to reproduce modern "urban 
forests" that interacted with each other. 
 

                      www.panguaneta.com
Panguaneta at the Fuori Salone –  
Salone del Mobile 2019. 

The first self-sufficient living module  
for biking and walking travelers.
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Primary processing

ANGELO CREMONA spa 
Viale Lombardia, 275   I-20900 Monza (MI)  
phone +39 02 660381 - fax +39 02 6603825 
www.angelo-cremona.com 
mailbox@angelo-cremona.com 
 
Machinery and services for plywood  
and sliced veneer production.  
Peeling lines, dryers, presses and finishing  
lines; horizontal, vertical and rotary slicers,  
press dryers and clipping lines.

B.F.B. di Bortoluzzi Gualtiero & C. snc 
V.le del Lavoro,27 - Zona industriale Paludi  
I-32010 Alpago (BL)  
phone +39 0437 989208-685 
fax +39 0437 989157 
www.bfblegno.it - info@bfblegno.it 
 
Machines and plants for primary and 
secondary processing of wood: debarking, 
cutting, selection and sorting of logs,  
complete sawmill collection, sorting and 
stacking of sawn timber, storage processing, 
special processing of varius kinds of 
semimachined products, production of wood 
for carpentry, preparation and handling of 
logs for plywood plants.

Crossing-cutting lines

CURSAL srl 
Via Bradolini, 38/a   I-31020 San Fior (TV) 
phone +39 0438 400963  
fax +39 0438 401851 
www.cursal.com - info@cursal.com 
 
Cursal is the best specialized company that  
offers a vast range of wood cross-cut saws 
accessories for small and medium to large  
cross cutting sections. Cursal designs, builds  
and installs machines selecting the best  
materials available in the market.  
Automatic optimizing saw lines, accessorized 
manuals and automations: there are standard 
turnkey plant solutions as well as customized 
solutions, result of a constant cooperation with 
the best partners of the industry.  
True specialists from the industry with over 
thirty years’ experience are ready to help the 
customer ensure the best price-quality ratio. 
Stop looking for!

Secondary processing

BIESSE spa 
Via della Meccanica, 16   I-61122 Pesaro (PU)  
phone +39 0721 439100 - fax +39 0721 453248 
www.biesse.com - sales@biesse.it 
 
The Biesse product line includes cnc work  
centres, manual and automatic edgebanders, 
squaring/edgebanding machines, panel sizing  
centres, calibrating and sanding machines,  
routers, throughfeed boring and inserting  
machines, material handling equipment  
and turnkey plants.

DE STEFANI VALERIO & C snc 
Via M.P. Virgilio, 16 
I-20833 Birone di Giussano (MB) 
phone +39 0362 310914 - fax +39 0362 310915 
www.destefanimacchine.com 
info@destefanimacchine.com 
 
For over 30 years, De Stefani designs  
and manufactures sanding machine  
for panels edges and profiles.  
Single or double sided edge sanding  
machines equipped to sand flat  
and shaped edges on raw or lacquered panels. 
Combined machines for panel edges foiling. 
Edge Buffing and polishing machines  
for High Gloss finishing panels.  
Profile sanding-denibbing machines equipped 
with abrasive belt or wheel to sand raw  
or laquered mouldings. Angle profile gluing  
and assembling machines for door frames. 
Double end profile cutting machines.

PUTSCH-MENICONI spa 
Via Irlanda, 1   I-53036 Poggibonsi (SI) 
phone + 39 0577 90311 - fax + 39 0577 979335 
www.putschmeniconi.com 
info@putschmeniconi.com 
 
Manual and automatic vertical panel saws for 
cutting wooden panels, plastic and acm 
products. Welded steel frames, to grant 
rigidity and precision.  
Special applications allowing the possibility to 
make also grooving on sandwich panels for 
folding. Automatic horizontal beam saws with 
many different configurations accordingly to 
the panel sizes and thickness requirements. 

VEBA MECCANICA srl 
Via Emilia, 1678   I-47020 Longiano (FC) 
phone +39 0547 54323 - fax +39 0547 54029 
www.veba.it - info@veba.it 
 
The product range is wide in the sector  
of traditional woodworking machines: 
thicknessing planers, surface planers,  
combined surface-thicknessing planers,  
circular saws, spindle moulders,combined  
saw-spindle moulder, universal combined 
machines, band-saws. 

SCM GROUP spa 
Via Emilia, 77   I-47900 Rimini 
phone +39 0541 700111 - fax +39 0541 700232 
www.scmgroup.com 
scmgroup@scmgroup.com 
 
Woodworking machinery: the widest range  
of products.

Surface finishing

CEFLA FINISHING GROUP 
Via Bicocca 14/c   I-40026 Imola (BO) 
phone +39 0541 653441 - fax +39 0542 653444 
www.ceflafinishinggroup.com 
cefla.finishing@cefla.it 
 
Cefla Finishing Group worldwide leader in the 
finishing of wooden, plastic and non-ferrous 
material products designs and manufactures 
turnkey painting and wrapping lines for the 
wood, glass, metal and plastic industries, 
tailored on customer needs and requirements.

CMA ROBOTICS spa 
Via Pier Paolo Pasolini, 35/15 
I-33040 Pradamano (UD) 
phone +39 0432 640172 - fax +39 0432 640018 
www.cmarobotics.com - info@cmarobot.it 
 
Company specialized in fulfillment  
of robotized solutions for painting chairs,  
tables and assembled furniture, panels,  
windows and doors.

ELMAG spa 
Viale Elvezia, 35   I-20052 Monza (MB) 
phone +39 039 23611 - fax +39 039 328202 
www.elmag.it - info@elmag.it 
 
Lacquering and printing lines for furniture  
panels, hardboard, mdf or chipboard panels, 
doors or parquet flooring with roller  
or curtain coating technology and uv or hot air 
drying systems. Automatic and robotic spray 
lines with vertical dryers, flat or uv dryers.  
Lacquering and printing on coils.

SALVADOR - SOLIDEA srl 
Via dell’Industria, 15  
I-31020 San Vendemiano (TV) 
phone +39 0438 777096  
fax +39 0438 778282 
www.solidea - salvador@solidea.it 
 
Our mission: to be the skilled leader in 
optimizing saws for innovation, quality, 
technology, price and service!  
Pushing optimizing saws; angular cutting 
optimizing saws; high speed optimizing saws; 
cross cutting saws 

GIARDINA GROUP 
Via V. Necchi, 63   I-22060 Figino Serenza (CO)  
phone +39 031 7830801- fax +39 031 78165 
www.giardinagroup.com 
info@giardinagroup.com 
 
Finishing plants for the furniture  
and construction industry with application  
by spray, by roller coaters and curtain coaters  
and drying by Uv dryers, vertical dryers,  
linear dryers with microwaves technology.  
Complete finishing plants for doors  
and windows. Spray booths. 

TECNOAZZURRA srl 
Via del Tesoro, 210   I-47827 Verucchio  
Fraz. Villa Verucchio (RN) 
phone +39 0541 678225-0541 678078 
fax +39 0541 671144 
www.tecnoazzurra.it - info@tecnoazzurra.it 
 
Industrial painting machines as dry painting 
booth, water painting booths, pressurising 
painting system and suspended transport lines.

RS WOOD srl 
Via Achille Grandi 38  
I-47922 Viserbella di Rimini (RN) 
phone +39 0541 736265 fax +39 0541 732084 
www.rswooditaly.com - info@rswooditaly.com 
 
Wide range of traditional woodworking 
machines for panel and wood processing. 

EPISTOLIO srl 
Painting Robot Division 
Via Piemonte, 120   I-21100 Varese (VA) 
phone +39 0332 212692 - fax +39 0332 223666 
www.epistoliorobot.com - info@epistolio.com 
 
Epistolio srl – Painting Robot Division,  
with a 20 years experience in developing  
and constructing anthropomorphic  
and cartesian robots – offers a comprehensive 
range of complete solutions for automated 
industrial painting applications in the  
woodworking industry.

CONTACTS

PRIMULTINI srl 
Viale Europa, 70   I-36035 Marano Vicentino (VI) 
phone +39 0445 560333 
fax +39 0445 560334 
www.primultini.com - info@primultini.com 
 
Machines for woodworking and equipment 
for sawmills. Vertical and tilted bandmills, log  
carriages with variable axis, log carriages with 
independent headblocks, tandem bandsaw  
headrings, chipping canter, traditional resaws,  
double resaws. Multiple ripsaws, manual  
and automatic edging lines, working centres  
with circular blades. Log profiling equipment. 
Complete, high-production plants for sawmills. 
Saw servicing equipment.

MARIO ZAFFARONI & FIGLI srl 
Via Centro Industriale Europeo, 24  
I-22078 Turate (CO) 
phone +39 02 9688453   fax +39 02 9682718 
www.zaffaroni.com - info@zaffaroni.com 
 
Panel processing machines and plants.  
Special multi-blades panel saws, longitudinal 
milling machines with rollers feeding, working 
centres for the “Folding” technology, flooring 
industry technology, doors,modern furnishing 
industry technology.

COSTRUZIONI MECCANICHE  
MODESTO NINO srl  
Via Ciro Di Pers 68  
I-33030 Majano (UD) 
phone +39 0432 959036  
fax +39 0432 959036 
www.modesto.it - info@modesto.it 
 
Our production of woodworking machines: 
edger, cross-cutter.

COMEC GROUP srl 
Via Cascina Rinaldi, 39 
I-33048 S. Giovanni al Natisone (UD) 
phone +39 0432 756282  
fax +39 0432 757591 
www.comecgroup.it - info@comecgroup.it 
 
Comec Cncwood, multi-spindles working  
centers with working head support columns  
with transvertal movement. 
Comec Technology, special machines  
and systems for high productive processing. 
Camam, special machines for the production 
of chairs and tables. 
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Tools and auxiliaries

FAPIL srl 
Via A. Locatelli, 51/A   I-24019 Zogno (BG) 
phone +39 0345 91179 - fax +39 0345 92726 
www.fapil.it - fapil@fapil.it 
 
Since 1959, Fapil’s mission has been to design 
and build cutting tools for machining wood, 
board materials and plastics.  
Specialists in cnc tooling.

FINK srl - Woodworking tools 
Via G. Giusti, 15   I-20900 Monza (MB) 
phone +39 039 386961-2 - fax +39 039 361458 
www.finktools.com - fink@finktools.com 
 
Since 1924 Fink produces complete sets  
of tools for windows, helicoidal cutterheads, 
cutterheads for profiled kinves, cutters in Hw 
welded, circular saw blades, dia tools, boring 
bits, solid carbide routers, tools for cnc  
trimming hoggers. 

SISTEMI srl UNIPERSONALE 
Via Montanelli, 70   I-61122 Pesaro (PU) 
phone +39 0721 28950 - fax +39 0721 283476 
www.sistemiklein.com - info@sistemiklein.com 
 
Tools for wood-alu and plastic material 
working. Tools for automatic boring machines, 
router bits and collet chucks for cnc router 
machines. “M. Conti” measuring devices for the 
woodworking industry. Special accessories for 
hobbysts, craftsmen and small industry.

Lacquers

INDUSTRIA CHIMICA ADRIATICA spa 
Via Sandro Pertini, 52 
I-62012 Civitanova Marche (MC) 
phone +39 0733 8080 - fax +39 0733 808140 
www.icaspa.com - info@icaspa.com 
 
Ica group founded in 1971 is one of the  
leading European industrial companies in the 
production and commercialization of coatings. 
The high specialization in eco-friendly paints 
and the careful analysis of the Italian and 
international trends in the design world mean 
that Ica Group is now considered a real partner, 
capable of supporting the customer not only 
from technical and production point of view 
but also for its ability to consistently deliver 
new creative ideas. 

Software

DDX Software Solutions 
Via G. Donizetti, 109/111  
I-24030 Brembate di Sopra (BG) 
phone  +39 035 621093 - fax +39 035 333723  
www.ddxgroup.com  info@ddxgroup.com 
 
Ddx develops Cad/Cam/Cim software solutions: 
EasyWOOD for panel and solid wood 
machining using 3, 4 and 5 axis; EasyBEAM for 
structures, houses, walls, beams, rooves, 
gazebo, etc.; PowerSTAIRS for staircases design 
and manufacturing; PowerWIN for any kind of 
windows, french doors, internal doors, entry 
doors and shutters.

UTENSILTECNICA srl 
Via Ca’ Giorgino, 2   I-47837 Montegridolfo (RN)       
phone +39 0541 855202 - 0541 855274 
fax +39 0541 855255 
www.utensiltecnica.com 
utensiltecnica@utensiltecnica.com 
 
Since 1973, Utensiltecnica designs and  
manufactures tools in hard metal and diamond 
for woodworking machinery, aluminium and 
PVC. The company manages both the 
production of standard tools and customized 
solutions, thanks to technical qualified 
personnel, research and continuous 
investments in technology. In addition to the 
production, the company offers the sharpening 
service for diamond tools. 

Handling  
and commissioning

CASSIOLI srl 
Place Guardavalle, 63  
I-53049 Torrita Di Siena (SI) 
phone +39 0577 684511- fax +39 0577 686084 
www.cassioli.com - info@cassioli.com 
 
From over 40 years we propose integrated 
solutions in material handling and industrial 
automation sector. Highly personalisable and  
specific systems for furniture assembling, the 
automatic storage and the handling.  
Automatic warehouses, lazer guided vehiculs 
(lgv), robotized islands, conveyors, sorter 
systems, assembling lines, tilting units, 
management softwares.

Dust extraction  
systems and filtration

CONTROL LOGIC srl 
Via Ennio, 25   I-20137 Milano 
phone +39 02 54100818 - fax +39 02 54100764
www.controllogic.it - controllogic@controllogic.it 
 
Spark detectors and fire extinguishing systems 
for industrial dust extraction systems.

Automation

CMA 2 Costruzioni Meccaniche Automazioni 
Via Pezza Alta, 28  
I-31046 Rustignè di Oderzo (TV) 
phone +39 0422 853770 
fax +39 0422 853992 
www.cma2.it - info@cma2.it 
 
Custom made machineries and automations  
for handling, assembly, storage and 
packaging.  
Paper pallet compose machineries, pallet 
protect machines with Made in Italy quality.

AAAAAAAA

AAAAAAAA

AAAAAAAA

FAIRS
9-12 October  
Ifmac 
www.ifmac.net 
• Jakarta  (Indonesia) 
Woodworking technologies 
 
10-13 October  
Ambienta 
www.zv.hr 
• Zagreb  (Croatia) 
Furniture 
 
12-16 October  
Woodtech 
www.tuyap.com.tr 
• Istanbul  (Turkye) 
Woodworking technologies 
 
15-18 October  
Sicam 
www.exposicam.it 
• Pordenone  (Italy) 
Semifinished products, components  
and supplies 
 
15-19 October  
Holz Basel 
www.holz.ch 
• Basel  (Switzerland) 
Woodworking technologies 
 
17-19 October  
Mumbaiwood 
www.mumbai-wood.com 
• Mumbai  (India) 
Woodworking technologies 
 
22-25 October  
Woodworking 
www.minskexpo.com 
• Minsk  (Belarus) 
Woodworking technologies 
 
29 October-1 November  
Wood-tec 
www.wood-tec.cz 
• Brno  (Czech Republic) 
Woodworking technologies 
 
31 October-2 November  
Wms 
www.woodworkingnetwork.com 
• Toronto  (Canada) 
Woodworking technologies 
 
15-17 November  
The north of England 
Woodworking & Power 
Tool Show 
www.nelton.co.uk 
• Harrogate  (Great Britain) 
Woodworking technologies 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
7-10 January 2020  
Heimtextil 
www.heimtextil.messefrankfurt.com 
• Frankfurt  (Germany) 
Furniture 
 
10-13 January  
Domotex 
www.domotex.de 
• Hannover  (Germany) 
Furniture 
 
13-19 January  
Imm Cologne 
www.koelnmesse.it/imm 
• Koeln  (Germany) 
Furniture 
 
17-21 January  
Meuble Paris 
www.maison-objet.com 
• Paris  (France) 
Furniture 
 
22-25 January  
Klimahouse 
www.fierabolzano.it 
• Bozen  (Italy) 
Building and architecture 
 
6-9 February  
Bauen + Wohnen 
www.bauen-wohnen.co.at 
• Salzburg  (Austria) 
Furniture 
 
6-9 March  
Vifa 
www.vifafair.com 
• Saigon  (Vietnam) 
Furniture 
 
12-14 March  
Dubai Woodshow 
www.dubaiwoodshow.com 
• Dubai  (Uae) 
Woodworking technologies 
 
17-21 March  
Technomebel 
www.technomebel.bg 
• Sofia  (Bulgaria) 
Woodworking technologies 
 
28-31 March  
Interzum Guangzhou 
www.interzum-guangzhou.com 
• Guangzhou  (China) 
Woodworking technologies 
 
 
 
 
 

the complete calendar on www.xylon.it
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