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A rich content of important news about events,
exhibitions, people and companies from the
whole world of wood and woodworking industry.
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FURNITURE INDUSTRY
Csil, Centre for industrial studies, has just published two forecast and scenarios report: the Forecast Report on the furniture sector in Italy,
2020-2022 and the World Furniture Outlook 2020.
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FOCUS ON THE BALKANS
An outlook devoted to the Balkan region with
some figures and interviews to some companies
involved in this market.
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COMPANY REVIEW
Alphacam, Biesse, Casadei Busellato, Cefla,
Greda, Salvamac, Scm...are just some of the
companies featured in this issue with articles specifically devoted to them.
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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...
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As we were about to close this issue of Xylon
International, in mid-February, news began
to come out that the Chinese flu was other
than a "remote disease".
It took only few hours for the entire layout of
our January/February issue to become obsolete. We are focused on in-depth analysis
more than breaking news (for that you can
refer to our website www.xylon.it), and it did
not take long for us to decide that we had to
stop the printing machines and adapt the
contents of our magazine: it would be "improper" to talk about the Furniture Show in
Milan in April, or the Eisenwarenmesse press
conference, or a preview of Fimma Maderalia
or Holz Handwerk.
All of a sudden, we were literally overwhelmed
with cancellations, delays, warnings, new
dates still to be defined…
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What's going to happen? It's hard to tell.
How will this damned “Covid-19” spread
from country to country?
Which level of disruption should we expect
in global supply chains? Might companies
fall short of aggregates, semifinished materials,
components, and is it possible that, in few
months, the situation might be even worse,
at least from an industrial standpoint?
We will see. We have gone through other
troubles in the first two decades of the new
millennium, and this is a new one, leaving us
a bit more fragile, but still determined to fight
and look ahead.
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That's just the tip of the iceberg. It was
relatively quick for us to find a remedy,
delaying the publication of this "complicated"
January-February issue.
But it's going to be much more complicated
for global trade flows, not only in our industry.
The decisions for companies, big groups
and small businesses in the coming weeks
will be much more challenging.

One thing is for sure: once again, entrepreneurs are called upon to show their capacity
and skills, to hold their nerve and be optimistic.
And possibly to stand together and join
forces, and think that maybe the time has
come to change their vision, to consider collaboration and partnerships with a new spirit…
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NEWS

APPOINTMENTS
EXHIBITIONS

Jowat announces new Head of Sales

Postponement of 45th Ciff and Cifm/Interzum Guangzhou
As China is fighting a serious battle against the
novel coronavirus, prevention and control of
the epidemic is the country’s most important
work for now. Following the Chinese government’s
guidelines to contain the virus, the Department
of Commerce of Guangdong Province and
Guangzhou Municipal Commerce Bureau recently announced that all large-scale economic
and trade events should be suspended.
To ensure health and safety of all participants,
the organizers have taken the decision to postpone the 45th China International Furniture Fair
(Guangzhou) (“Ciff Guangzhou”) and China International Furniture Machinery & Furniture Raw
Materials Fair 2020 (“Cifm/interzum guangzhou”)
until a later date.

Kay-Henrik von der Heide is to become Jowat’s
new Head of Sales. As of 1 February 2020, the
52-year-old will take on responsibility for all direct
sales activities of Jowat SE in the sales divisions
“national” and “international”. In his new position,
he will report directly to Klaus Kullmann, Managing Director Sales & Marketing.
Von der Heide will be assuming responsibilities
of previous Head of Sales Ulrich Schmidt, who
is leaving Jowat after more than 20 years at the
enterprise at his own request to take on a new
challenge in a related sector. “We regret the decision, thank Mr.Schmidt for the many years he
worked for Jowat and wish him all the best in
his future endeavours,” said Klaus Kullmann.
Von der Heide – graduated from Hamburg as an
engineer in wood technology (“Dipl.-Holzwirt”) –
he has served in various roles in both the wood-

The fairs were originally scheduled for March
18-21 and 28-31 in Guangzhou. New date will
be notified in due course. Given the current situation of the novel coronavirus in China, rescheduling the fairs to protect people’s health
and safety is an important and necessary decision to make. ■

Kay-Henrik von der Heide (on the right)
to take over leadership role from Ulrich Schmidt.

based materials industry and in the component
supply industry, gaining a broad and international
expertise in sales of technical products as well
as decorative interior finishing products.
Kullmann is convinced: “With von der Heide, we
have gained an experienced sales specialist
who is already well connected with the wood
and furniture industry, one of our key markets.
We wish him a good start and look forward to a
successful cooperation”. ■
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Some forty agents and distributors from all over the
world met on 13 and 14 December at the headquarters
of Giardina Group in Figino Serenza, in the province
of Como. There are many reasons behind the choice
to invite their distribution network to Italy, to the factory
where finishing and drying equipment is designed,
manufactured and tested.
Most important is the ‘official inauguration’ for the
“Giampiero Mauri Innovation Center” business network,
a 2,500-square-meter facility with meeting and training
rooms surrounding a 1,500-square-meter showroom/workshop which includes all the operational technologies
of the Giardina Group.
“This was a very important moment for us”, declared
Stefano and Riccardo Mauri, owners of the company.
“We have put on display the fruit of a determined
approach that allows us to have an effective centre
where today all our skills are made explicit and
available. A place that we have officially opened to
our worldwide sales network because it is, and
must always be, available to them, so that they may
illustrate what we know and what we can do to their
customers”.
This event ends an excellent 2019 for the group,
which has seen a significant increase in sales, even
at a time that many judged and experienced as
being rather stable. “We have reached 20 million
euros, and the orders we have for delivery in the
coming months are giving us a very positive outlook
for 2020”, added the two brothers.
“Our technologies and, more importantly, the quality
of our excimer solutions allows us to be the ideal
leading partner in many countries around the world
today”, commented Stefano Tibè, Giardina Group
sales manager.
“These two days have brought us even closer to
our partners all over the world – we have been able
to clearly demonstrate that providing a high-tech
response for us means not only putting in place
strong technical skills, but also services, availability
and, indeed, a facility and a modern, elegant, effective showroom where we can reveal all this!”. ■
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NEWS

EXHIBITIONS

MARKETS

Bau exhibition in 2021

Global timber market update

Next Bau, the world's leading trade fair for architecture, materials and systems, will take place in
München from 11 to 16 January 2021. The applications received so far indicate the proportion
of exhibitors from outside Germany will be as
high as 40 percent. The exact figures won t be
clear until early summer after the first round of
placements. “Currently we are even a good way
over 40 percent, but experience has shown
that the curve flattens out the closer it comes to
the start of the fair,” explains Markus Sporer,
Deputy Exhibition Director. Demand is particularly
strong at the moment from those countries which
in recent years were always among the Top 10:
Italy, Austria, Poland, Turkey, Spain, Switzerland,
Belgium, Netherlands and the Czech Republic.
Overseas interest was also high, with demand
growing strongly in particular from China and the
US. The number of exhibitors from outside Germany
has almost doubled since 2009: from 464 (2009)
to 849 (2019). The number of visitors from outside
Germany also rose at a similar rate over that
time: from 37,201 (2009) to 85,477 (2019). Alongside this very pleasing development at interna-

China is increasing importation of logs from
New Zealand and Europe, while diminishing
imports from North America and Russia.
As a region, Europe is now the second largest
supplier of softwood logs to China behind New
Zealand, reports the “Wood Resource Quarterly”. New Zealand continues to expand its
market share in China, supplying 39 percent of
the total import volume in the 3Q/19, up from
32 percent five years earlier. Russia and North
America suffered the largest declines in the
Chinese market share from 2015 to 2019, with
Russia’s share falling from 28 to 12 percent,
and North America from 21 to 13 percent during
the same period.
In the 3Q/19, log imports from Russia were at
their lowest levels in almost 20 years. The only
other major change in the Chinese market over
the past few years has been an increase in
pine log shipments from Uruguay.
These have increased from just a few thousand
cubic meters in 2016 to almost 2.5 million m3

tional level, Bau is also continuing to consolidate
its number one status for the building sector in
Germany. A good 60 percent of the exhibitors
and around two-thirds of the total number of
visitors to Bau come from Germany.
What is particularly noticeable is that the strong
increase in the number of exhibitors and visitors
from outside Germany coincides with a significant
expansion in the fair s offering to planners and architects. Forums C2 and C4, the guided tours for
architects and also the many architectural prizes
such as the “Bauwelt Award” and the “Detail
Award” − all of this was developed over the last
10 to 15 years. ■

last year, making Uruguay the fifth largest log
supplier to China in 2018.
Startlingly, shipments from Uruguay to China
fell to less than 200,000 m3 in the 3Q/19, when
prices for logs plummeted to the point where it
no longer made financial sense for Uruguayan
exporters to ship logs.
Interestingly, a number of countries in Europe,
although some still small suppliers, have begun
to expand their presence in the Chinese market
over the past 12 months. In the 3Q/19, the European supply of softwood logs totaled over
two million m3. Supplying countries included
Germany, Czech, Poland and France (in descending order), all countries impacted by
storms and insects in 2018 and 2019. The European share of imported softwood logs has increased from just three percent in the 3Q/18 to
as much as 20 percent in the 3Q/19. ■

PRODUCTS
COMPANIES
Egger: Half-year results
The Egger Group, with headquarters in St. Johann in Tirol (AT), has completed the first half
of its financial year 2019/2020 (reference date
the 31st October 2019) with a consolidated
turnover of Eur 1.48 billion and a turnover increase of 3.4 percent as compared to the
previous year.

“Robatech Control System”

The result before interest, taxes and depreciation
(Ebitda) is Eur 220.1 million (-4.9 percent as
compared to the previous year). These results
should be taken into account alongside the
massive investments and the associated setup and start-up costs that are in line with the
company’s strategic growth plans. During the
reporting period, Egger started operating its
19th plant in Poland. The outlook for the second
half of the year is also positive. ■

System integration

Operating management

With “Easy and Smart Control” Robatech introduced the “Robatech Control System” concept
in November 2019. The all-in-one integrated platform contains all the functionalities related to the
bonding process: easy system integration, simple
and centralized control, programming and monitoring functions. The simple and clear configuration
of the devices notoriously increases the ease of
use. With this new system the Swiss company
Robatech, specialized in hot and cold adhesive
application solutions, presents a targeted and
studied solution that has already received an excellent response on the market.
Through the standardized interface it is possible
to centrally manage and monitor all the functionalities of the bonding process: on the control system, on the melter or on a mobile device. “Robatech Control System” offers multiple advantages
to machine builders. The compact platform, inside
the melter, is visible and can be easily integrated
through open interfaces in programmable memory
commands.
Numerous standardized communication interfaces
facilitate rapid integration into the system via bus
systems. Even the perfect harmonization of har-

Quality controls

Visualization

System monitoring

Component monitoring

dware and software components, all produced
by Robatech, is an important advantage offered.
The features already integrated in the system
such as process control, quality controls, system
and component monitoring, bring efficiency and
transparency to the industrial bonding process.
Operational and performance data, for example,
facilitate the planning of maintenance intervals
or the adaptation of adhesive application quantities
to achieve greater sustainability and production
efficiency.
A significant advantage is the possibility to select
the range of functions in a personalized way
during the order and, above all, to expand it in a
simple and quick way. The all-in-one platform
has the software already “on board”. For more
information: www.robatech.com/easy-and-smartcontrol. ■

EXHIBITIONS
Dach+Holz International 2020
The numbers of final press release reports that
607 exhibitors from 29 countries filled the halls
at the Dach+Holz International 2020 in Stuttgart, held from 28 to 31 January last. Under the
motto “Our trade fair. Our strengths”, 52,000
visitors from 83 countries learned about the
future of their trades. With more opportunities
for discussion, a wider variety of experiences
to be had, and unique, cross-industry offerings,
the Dach+Holz International 2020 was once
again Europe’s most important industry event
for roofers, carpenters, and metal roofers.
For the first time, the timber construction
area in the new hall 10 offered a comprehensive
range of offers for the timber construction
industry, grouped together at a single time and
place. 92.2 percent of all trade visitors honoured
this variety with the highest possible ratings;
91.7 percent said they would, accordingly, recommend the trade fair to others.
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“The Dach+Holz International is a platform
that young talent, influencers, and established
professionals can all use to meet and to exchange ideas. Their passion for their trades
could be felt in every hall,” says Robert Schuster, Project manager of Dach+Holz International.
This was confirmed by exhibitors in an independent survey: 96.9 percent gave their fair top
ratings. ■
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CATAS

EXHIBITIONS

A GOOD 2019 FOR CATAS WAITING FOR XYLEXPO...

2019 was a very intense year for Catas, full of
events and initiatives to celebrate the first 50
years of the Italian laboratory, the most important
European testing institute for the wood and
furniture sector. A record that have been even
improved, thanks to the icing on the cake of
these fifty years, represented by the opening of
the new furniture laboratory in November of last
year. It is the largest and most equipped European
structure for furniture tests that will allow Catas to
achieve new and more important results.
However, the enthusiasm for the prestigious anniversary did not affect the “productivity” of Catas;
starting from the number of tests performed,
which this year was 2 percent more than the
already brilliant 2018. In 2019, therefore, something
like 48,152 tests were carried out, for a turnover
that reached 6,5 million of euros, 2 percent
more than the previous year. The staff also grew
(to date there are 54 employees at Catas), with
further new entries expected for the beginning of
2020.
Coming back to the activities of the laboratory,
we can observe a constant increase of tests on

Do "trade fairs" still make sense today? At the
time of Coronavirus and digital communications?
When everything – even more with the sanitary
emergency – goes through videoconference,
streaming, chats and augmented reality, does it
make sense to organize exhibitions? This was a
topic of the Xylexpo press conference held in
Milan last February 18, on the top floor of the
Pirelli skyscraper. Acimall did not refrain from illustrating the industry status and the forecasts for
the exhibition, but they focused on an unprecedented element, a sort of "new start" in trade fair
communications and an act of generosity for the
entire sector of exhibitions. Paolo Borgio of Fiera
Milano started off with a basic remark: exhibitions
are not experiencing the accelerated transformation
that is disrupting the press and other media. And
even if the times of signed contracts and immediate
Roi are gone, exhibitions are still an essential
and indispensable channel for enterprise communications. Let's be clear, this is no sentimentalism
or nostalgia: like Massimo Goldoni, president
of the committee that gathers all the exhibitions
organized by Confindustria member association,
said, all industries have one or more reference
exhibitions. These events are indispensable, especially for a manufacturing industry like Italy's,
made up of small and medium businesses. An
exhibition is a meeting and business development
opportunity, a window opening onto the global
stage, a driver for communications, a place for
discussion...Specifically, Goldoni analyzed the
value of an exhibition like Xylepo, stating that it is
an ideal opportunity to see the level of innovation
and development in the industry.
Luigi De Vito, vice president of Eumabois, the
European federation of woodworking machinery

formaldehyde and volatile organic substances
emissions in consequence of the new German
law and of a growing general sensitivity towards
these issues.This situation was tackled by renewing
an area of the laboratory and considerably increasing the equipment for the execution of these
tests, bringing the number of chambers to 69
units against the previous 39.
Also the activity on playground equipment –
and in particular the evaluation of “shockproof”
floors (Catas is one of the very few accredited laboratories for such measures) – shows a clear
growth; the same applies to mechanical tests on
wood based panels.
Strong impulse also in terms of product certifications, which this year have reached the 177
units against the 150 of 2018. In particular the
certifications regarding formaldehyde emission
have increased, under the strong push of the
American Carb and Epa regulations. Also the
“Made in Italy” certification for the finished furniture has highlighted several new requests, reaching now the 16 certified productions. At the
starting blocks there is a new certification on
parquet floorings, strongly desired by different
actors of this important sector to "make objective"
the performance of a product that certainly deserves to be further enhanced also in such terms.
During the first few months of 2020 the process
that will lead Catas to be able to offer a service
for the evaluation of the Lca-Life Cycle Assessment of the products of the wood-furniture supply
chain, also for the purposes of a possible Epd
certification (Environmental Product Declaration),
will be also completed.
www.catas.it

REST IN PEACE, RENATA D’ANTONI
Last December, Renata D'Antoni passed away after a long
illness that had forced her in
bed for too many years. She
died only few months before
her friend Gerhard Schuler,
founder of Homag group and,
together with Renata, of the
Italian subsidiary of the German
corporation.
It's hard to write about her, as
she lived such a rich and intense life. She was a celebrity
in the woodworking machinery
industry, where she worked for a long time achieving success and satisfaction, at Elmag first, and
then Homag.
She was one of the founders of the Light Industry
Survey Center in Milan, which she never quit, and
also a skilled journalist.
In the Eighties she directed the magazine "LM L'
industria del legno e del mobile", then she collaborated with "Idm-Industria del mobile" and –
allow us to add with pride and emotion – also with
the magazine you are reading, for many years.
She was listed in our imprint, among our collaborators, until the end, although she was mainly just
a curious and critical (thank you!) reader.
She was born in Lavarone in 1938 and she had
some typical features of her mountain origins:
firm, practical, but never edgy.
Renata weighted her words, often talking with
half voice, maybe to let us understand that words
always have a deep meaning, maybe not to
disturb too much…

way: she always asked about
my family, how they were,
what my daughters were
doing, were they happy, were
they good students… She
met them, and many times
during her illness, she said
she would like to see them
again…
She passed away asking those who had been next to her
for decades to tell nothing.
Renata D’Antoni.
She was buried alone with
few people on December 14,
in the small church inside the Lambrate graveyard,
although she had known so many people through
her job and her great passion for sports, running
and cross country skiing.
If you look up her name online, you will find
plenty of references to the book she wrote and to
a number of sports events. I believe this was the
favorite part of her life, that's what she loved
most, and the heaviest cross to carry was lying in
bed for so many years.
For a woman who had run the Marcialonga, the
100-kilometer Hartola race in Finland, a few marathons in New York, Honolulu, Athens and Berlin,
it must have been really hard…
Maybe that's why I have never been able to persuade her to write her biography, together. I tried
for years, and each time she told me a new story
and I said that some stories cannot just be private… or maybe I was wrong, because after all, the
nicest stories are those you cherish forever.
Thank you, Renata, for everything you gave me.

I think I can say we were friends. We travelled a
lot together and we liked each other, in our own

Luca Rossetti
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associations, started from the assumption that
companies are "technology creators", therefore
the exhibition supports the growth of business.
Visitors know that Xylexpo offers the necessary
quality standards and business generation capacity, in an environment that fosters personal interactions. After this focus on the role of exhibitions
in modern times, the following speeches were
given by Dario Corbetta, director of Acimall,
who reported about the industry situation and
specific updates on Xylexpo 2020, and Andrea
Giavon, deputy director of Catas, who told about
side events and conferences. Luca Rossetti –
press office manager of the exhibition – introduced
the conference and the speakers, then together
with Dario Corbetta he reported a message from
Lorenzo Primultini, president of Acimall and
Xylexpo, who could not attend.
So, summing up, in the difficult situation caused
by the Coronavirus and, more in general, by an
international scenario with complex political and
economic conditions and conflicts, what can we
expect of Xylexpo? News and invention, confidence, competitiveness.
The pride of Italian woodworking machines, a
unique asset worldwide.
by Roberta De Ciechi

www.xylexpo.com
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FOCUS

The Balkans

HIGH DEVELOPMENT POTENTIAL
A diversified market, with little propensity to innovation and businesses "spoilt" by Eu loans. It's hard to talk about
real opportunities in the Balkan countries, but you cannot give up isolated actions that require little effort to cover
the distance and to meet the requirements of industrial and handicraft businesses in the Balkan region.
working industries can be found in the production
of solid wood panels, veneer, parquet and furniture.The development of the woodworking sector
can be achieved by introducing new technology
and equipment, modernizing product design, leveraging the high quality of raw materials at competitive prices and the increasing international
demand of finished and semi-finished products
(especially solid wood). Besides new investment
opportunities, another option is collaborating with
local companies that are showing an increasing
interest for technological update, improved design
and links with foreign markets.
There is also growing demand for accessory materials: 60 percent of companies import mdf
panels, coatings, plywood, colors, paints, sheets
and polishing brushes. Investments have been
recorded from Denmark and Italy.
Let's start with some geography to avoid confusion:
the Balkan region includes Bulgaria, Greece, a
portion of Turkey (East Thrace), the former Yugoslav
republics of Croatia, Slovenia, Serbia, Montenegro
and Macedonia, Bosnia-Herzegovina, Albania
and Romania, which has always been part of the
Balkan history. The original word Balkans was
only a geographical concept, indicating the mountain chain that runs longitudinally across Bulgaria
("balkan" actually means "mountain" in Turkish).
In this focus, we are considering three regions
which offer the biggest potential for industrial development and can be an interesting market for
machinery manufacturers: Bosnia Herzegovina,
Croatia and Slovenia.
BOSNIA HERZEGOVINA
With a century-old tradition in the wood industry,
Bosnia-Herzegovina has massive raw material
resources, as well as skilled low-cost labor. Wood

industry export is close to 60 percent, its main
destinations being Western Europe, the United
States and the Middle East, especially for furniture
components, windows, construction products,
prefab houses, panels, parquet and decorative
wood. There are wide margins for development
and growth and huge potential for the deployment
and update of machinery and technology.
As to woodworking machinery, 27 percent of
companies have new equipment, 40 percent renovated plants and 33 percent a combination of
old and renovated. Italy is the top equipment
supplier with a 35 percent share, followed by
Germany with 22 percent and former Yugoslavia
with 28 percent.
Low cash flow and slow decision making are the
weaknesses of a market that might otherwise
offer great potential in terms of geographic position
and product quality. The most promising investment
opportunities for potential investors in the wood-

interviews
LUCA BERGANTINI, SCM
Regional Manager Scm for Italy and Balkans
Positive trend in most countries,
a market to monitor
Luca Bergantini.

What’s your opinion in this respect?
"This market is quite interesting. 2019 figures
confirmed the growth rates of previous years
and the trend is positive non only for handicraft
businesses, but also for big industries. With a
wide range of products and services, Scm can
support all industry companies in the optimization
of production processes and in business development. We are also one-stop partners for
major woodworking companies in developed
markets like Germany and Poland, which are
opening new manufacturing sites in the Balkan
region. We see continuous technological evolution
in local companies specializing in woodworking;
their production standards are getting closer to

The Balkan market, including all countries (Bosnia-Herzegovina, Croatia, Albania, Montenegro,
Serbia, Kosovo, Macedonia, Greece), is potentially
very interesting for the large availability and quality
of raw materials.
The woodworking industry is comprised of small
handicraft businesses and many countries are
showing powerful dynamics and sustained growth
trends.
XYLON INTERNATIONAL

multiple operation machines and planing machines. Until the serious economic crisis in 2008,
the value of machinery import was around 35
million euro. Then, significant reduction occurred,
followed by a positive growth trend starting
from 2015, in view of the necessary investments
into the technological development and modernization of the equipment fleet.

CROATIA
Relatively small with a surface of 57 thousand
square kilometers, Croatia has 4.3 million inhabitants, mainly concentrated in the central region
and in Zagreb and its surroundings.
The woodworking industry is strategic, especially the furniture segment.
The sector has huge potential, mostly related to
the quality of raw materials, which offers great
opportunities both to semifinished material producers and to high-value furniture and design
companies.
The woodworking industry is strongly exportoriented, with an 80 percent share to the European
Union; more than 60 percent is represented by
primary operation and semifinished materials.
As to woodworking machinery, there are only
few local industries and the market is dominated
by Italian and German manufacturers.
Most imports are comprised of sawing machine,

SLOVENIA
Slovenian economy is experiencing a favorable
trend, with 4.5 percent growth in 2018, 3.4
percent in 2019 and an estimated 2.5 percent
this year. Also in Slovenia, the woodworking
machinery business is supported by large raw
material availability: the country is number
three in Europe, after Sweden and Finland. In
spite of this, local production is limited to primary
operations and there is a strong propensity to
export semifinished materials and logs.
In 2018, Slovenia imported machinery for a
value of 33.3 million euro, with Italy leading the
ranking of suppliers with a 38.7 percent market
share, followed by Germany with 22.8 percent
and Austria with 16.8 percent.
In the same year, woodworking industry export
amounted to 1,218 million euro and import to
811 million euro; this means that export increase
by 81 percent (18.4 percent in the past five
years), while import increased by 16.2 percent.
Most export is shipped to Eu countries and
former Yugoslavia, as well as to Norther Africa
and Algeria.
The most important woodworking segments are
cabinetry and carpentry, wood cutting and processing, and the fabrication of other products
from wood or cork. Compared to the European
Union, Slovenia is still lagging behind in production and technology.

advanced European countries, investments in
high technology, digital innovation and Industry
4.0 are increasing".

STEFANO MORSELLI, FIMAL
With a different approach from country
to country, it's worth being there

Are you considering investing in these countries,
and which?
"The trend is positive and all countries in the
Balkan region are growing: from Slovenia, which
has always invested in leading-edge technology,
as it has been historically influenced by Northern
and Western Europe due to its geographical location, to other countries like Serbia, Albania
and Kosovo. In Kosovo we have installed one
of the first wood construction plants of the
Balkans, and the prospects are very interesting
also in this business”.
Stefano Morselli.

Which future developments are you expecting?
"Based on the positive signals and the stronger
drive to advanced technology, we expect future
developments towards the digital factory. Scm
will keep investing also in this market to promote
its software and digital services, as well as
deliver a wide and innovative range of products.
Another objective is to offer direct and
widespread technical and sales service, spanning
all customer relationship stages, from pre-sales
consulting to service and post-sales operations.
We want to be all-round partners, not just suppliers".
www.scmwood.com
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Can you build a sales strategy for such a diversified
and complex market?
“Fimal manufactures circular saws, surface and
thickness planers, spindle molders, cutting machines and our exclusive “Concept 350” (an
innovative combination of circular saw and
cutting machine), generally for joiners.
We have been operating in the Balkans for a
few years now, through two major local important,
achieving a constant flow of sales considering
the limited volumes of this market.
It is a very peculiar market, heavily dependent
on European loans which really affect its trend:
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The Balkans
companies often buy new machines only to use
available loans.
I think it's too vague referring to Balkans, as
each country is very different, both for the knowhow and for the type of product needed, and
each offers different business opportunities”.
You cannot be generic…
“Greece, for instance, until 2006-2008 before
the crisis, was a reference market, but then it
has never restored its lost capacity, due to economic and political reasons. Slovenia and Croatia have different capacities, Slovenia is a good
market with a good trend, Croatia is less attractive.
Serbia might be interesting, but it is unstable
due to its political situation.
However, geographical proximity makes these
regions worth approaching, although they are
hardly relevant individually".

FILIPPO GERMANÒ, GIARDINA GROUP
Leveraging loans to sell machines

Filippo Germanò.

So, geography is the only factor of attraction,
isn't it?
"Well, not the only one, actually. Another element
that makes the Balkan market interesting is the
fact that these countries are not so fond of products from the Far East".
Who's your typical customer?
"Traditionally the small "handicraft" industry, but
with the introduction of new products, namely
“Concept” and cutting machines, also big furniture
factories are installing our machines in their production lines”.

“Concept 350”.

www.fimalsrl.it

Which sales channel are you using in the Balkan
region?
"Giardina Group builds coating plants. We sell
pretty regularly, although this is a small market,
collaborating with a local agent that also covers
other countries. We have a reseller in Macedonia,
while in other areas in the Balkans we use
different channels.
Many producers of semifinished materials or
furniture have moved their factories to the Balkans; in Macedonia and Kosovo, you can have
access to loans from Us banks, governments
or the European Union.
The key to approach these markets and finalize
contracts is to act immediately when these loans
are launched.
We focus on direct sales, as the market is not
big enough to set up a sales network that can
also take care of service".

LUCA GALLO, CMA ROBOTICS SPA
An industrial culture to be enriched
Cma Robotics builds finishing plants, what's your
business in the Balkan countries?
“We build painting robots and solutions. We
have solid relationships mostly in Slovenia, but
the sales volume can be increased further. In
Croatia, our business is more sporadic in the wood industry, but we
achieve significant volumes in other
industries like metalworking. In
Greece, we are getting positive feedback from a historical reseller and
we are optimistic. In Serbia-Montenegro, so far, we only have intermittent contacts.
Unfortunately, these markets have no private financing that can provide the necessary investments to launch Industry 4.0, so demand only
comes from a small portion of the market, and
furthermore it is strongly driven by price rather
than product quality. So, most investments come
from European loans or national government
funds. Few entrepreneurs are willing to invest in a
products that is not so popular in their region,
yet, but then they regret poor automation because
they know it has a positive impact. You also have
to consider that operations in the woodworking
industry have low added value.
Also for this reason, we are addressing the woodworking industry, but at the same time our technology can be applied to other materials such as
metal, plastic etc., and actually we have better
results in these areas”.
What's the most difficult element?
“Almost in all countries, price is the key factor in
any negotiation. Quality is definitely a secondary
element. Our company stands out for its quality,
as we offer European and extra-EEC certifications

Where are your competitors from?
“At the entry level, our competitors are Chinese
manufacturers, but now they are impacted by
Trump's trade war. Our plant cannot be compared
to Chinese products, we offer higher quality
standards and furniture factories in the Balkans
now require the unique features and the high
quality of Italian technology.
Globalization requires high finishing standards
for the most different applications, and we can
offer that, also with our brand new excimer
technology, providing huge benefits such as
high hardness, scratch and abrasion resistance,
ultra-soft touch and low opacity (1-2 gloss), fingerprint and yellowing resistance".

FOCUS
for the correct achievement of automation goals”.
“Competition in these regions is potentially high,
and often, many companies compromise on the
quality of their product to offer a lower price. We
try to shift the demand of most potential customers
from "give me something cheap" to "give me
something that works well".
“Most customers don't have the technical expertise

or financial readiness to make an informed
decision, so we have to offer this additional
service to support companies also from this point
of view. Cma Robotics is really keen on this topic
and we always provide information materials,
transparent certification procedures and the specific in-house training for the customer's staff”.
How do you face the competition?
“Cma Robotics approaches the market as a highend solution provider, often well beyond customer
expectations and with a significant cost-to-quality
ratio benefit. While considering the customer's
economic requests, we never compromise on
the overall quality of our offer and the market appreciates this approach.
The poor technical knowledge of most prospects
is often a problem that cannot be solved easily.
This is confirmed by the fact that, when we meet
a customer with good technical skills, we develop
the solution together and deliver it with mutual
satisfaction”.
www.cmarobot.it

Cost cutting
Mac
chines

www.giardinagroup.com
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SCENARIOS

SCENARIOS AND FORECASTS FOR THE FURNITURE SECTOR 2020-2022
Csil, Centre for Industrial Studies, has just published two forecast and scenario reports: the Forecast Report
on the Furniture Sector in Italy, 2020-2022 and World Furniture Outlook 2020.
anything but a marginal increase in their level of
penetration of the Italian market.

THE FURNITURE SECTOR IN ITALY
The sales of the Italian furniture sector were stable
on both the domestic and export markets in 2019,
resulting in zero growth in total turnover at
constant prices. The overall macroeconomic situation in Italy did not help sector firms: the Gross
Domestic Product is expected to increase by just
0.2 percent in 2019 in real terms, a slowdown in
growth compared to 2018 (plus 0.8 percent). The
climate of confidence among manufacturing companies has continually worsened and this has
had repercussions on investments: for firms in
the furniture sector investments in woodworking
machinery marked time, as can be seen from the
Acimall data for the first semester 2019 that show
a drop of minus 25 percent in orders from the
Italian market.
Also affecting this performance, in addition to the
weakness of the market, was the end of the leverage effect of tax incentives.

However, at the same time an increased propensity for saving was recorded.

THE ITALIAN MARKET IS HOLDING UP
On the domestic market the major demand determinants are following a positive, although
clearly decelerating, trend and together with the
existence of the furniture bonus they help to
bolster domestic consumption; but, on the other
hand, the uncertainty linked to future prospects
continues to limit effective spending on furniture
and also future purchasing intentions.
In 2019 family spending declined, but was still
positive (plus 0.6 percent in real terms).

The Law of Stability for 2020 confirmed the
furniture bonus at the same conditions and a positive impetus will come from the construction of
new homes, but at present one can presume that
the expansive measures of the manoeuvre will
not be sufficient to provide any momentum to the
market.
In view of the developments in demand determinants, we can say that in 2020 the domestic
market will be basically stable and that the growth
in imports will not be significant enough to cause

THE SLOWDOWN IN WORLD DEMAND
AFFECTS ITALIAN EXPORTS
Looking at the foreign sales of Italian sector firms,
2019 recorded a slowdown in growth.
More specifically, sales on the European Union
markets developed at a slightly faster rate than
those on Extra-EU markets, thanks especially to
the good performances on the French and Swiss
markets.
In 2020, on the other hand, exports will benefit
from a livelier potential foreign demand, which
will allow for an increase in sales abroad, albeit
very moderate. On foreign markets the anticipated
appreciation of the euro against the US dollar will
not foster demand from countries outside of the
European Union, which will be more dynamic,
and the demand from countries within the European
market will remain positive, but still moderate.
Overall, foreign demand from extra-European
countries is expected to increase by over 2 percent in 2020, thanks to the performances of the
North American and Asian markets and a probable
recovery, with notable fluctuations, in the Middle
East.
We expect that Italian sector firms will be able to
harness a good deal of this demand thanks to
the maintenance of price competitiveness.
In summary, in 2020 an increase in exports of 1
percent at constant prices is forecasted.

In 2020 household consumption is expected to
record further growth of plus 0.6 percent, sustained
by improvements in the labour market. Investments
will remain positive, but will slow down: in 2019
growth is settling at about 2.2 percent and in
2020 it won’t be more than 1.7 percent.
The deceleration in investments is mainly driven
by the limited growth of the machinery component.
For the furniture sector this scenario will lead to a
further weakening of the domestic market, which
will show growth in the region of 1 percent only
as of 2021.
Domestic consumption will continue to benefit
from the positive input of investments in residential
construction, but the slowdown in the growth of
disposable income and total employment towards
the end of the forecast period will curb spending.

XYLON INTERNATIONAL

A SCENARIO OF CONTINUING
UNCERTAINTY
The current forecast scenario for world and Italian
growth is marked by some downside risks due

to the possible negative developments of tariff
wars and geopolitical turbulence, which have a
negative effect on international trade and increase
the level of uncertainty among operators. Global
growth in 2019 (3 percent) was the slowest since
2009 and it should increase moderately by 3.4
percent in 2020 and by 3.6 percent in 2021.
There are substantial downside risks, mainly because of: Weak confidence on the part of firms
due to the tension between the Usa and China
over trade; Volatility of the climate of confidence
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of consumers in the more advanced economies;
Continuous structural slowdown in growth in
China; Uncertainty over Brexit.
The downside risks for the global economy have
a strong impact on the furnishings sector, especially
because furniture is widely traded at an international
level (imports claim 32 percent in value of world
furniture consumption).
The trade tariffs imposed by the United States
and the retaliatory measures taken by their trading
partners continue to substantially change the
scenario. Furthermore, the escalation of trade
tension kindles greater political uncertainty with
negative effects on the general economic climate.
THE WORLD SCENARIO
Over the past ten years, international trade in furniture has grown faster than furniture production.
Furniture accounts for roughly 1 percent of total
international trade of manufactured goods, reaching
a value of around US$ 150 billion in both 2018
and 2019. The leading furniture importing countries
are the United States, Germany, France and
the United Kingdom. On the exports front the
leading players are: China, Germany, Poland,
Italy and Vietnam (two Asian producers and three
European).
Vietnam recorded the fastest growth rates among
the exporting countries in 2019.
THE WORLD IN 2020
After a year of stagnation, world trade in furniture
should show a return to growth in 2020 and in
2021(1). Figure 5 shows the forecasted trends in
the world market in 2020 by geographical region.
Csil anticipates an increase in world consumption
of furniture of roughly 2.4 percent in real terms in

2020. Asia will continue to be the fastest growing
region, with all other regions showing growth of
between 1 and 2 percent in real terms.
The slowest growing region is Europe.
(1) All data for international trade are expressed
in current US dollars and are thus subject to
fluctuations in exchange rates.
www.csilmilano.com
www.worldfurnitureonline.com
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BALANCES

SCM GROUP: FINANCIAL STRENGTH AND INNOVATION

Scm Group is a more and more articulated organization, operating in multiple industrial segments
and with different materials, although the Wood
Division – the “core” of the group, dealing with
wood and wood-based materials – accounts for
70 percent of total revenues, with excellent results
in Italy and Europe, both mature markets that had
recently offered little satisfaction.
Such success is supported by Scm Group with a
clear approach: keep investing in innovation, in
the key areas of the digital factory, and strengthen
the sales network and after-sales service in all
strategic markets. Results speak for themselves,
as the group closed 2019 with revenues above
700 million euro, in line with the record levels of
2018 and the target fixed for the yearly budget.
Also orders are aligned, mostly thanks to the
"rally" in the final months of 2019, which helped
raise the bar again. Compared with 2018, also
the net financial position of the group has improved,
reaching 70 million euro, which proves the current
solidity of Scm Group.
The declared goal is to “…keep investing to
consolidate the leadership of all divisions in
their respecting segments, from the furniture industry to constructions, from automotive to
aerospace, from shipbuilding to plastic processing, with the determination to conquer new
market niches in strongly expanding areas”,
they told us in Rimini.
“Within the international economic landscape
and the general trend of our reference markets,
we are very satisfied with the performance we
have achieved, even beyond expectations”,
said the general manager of Scm Group Marco
Mancini, commenting upon 2019 results. “To ensure sustainable results and increase our competitiveness in the current global scenario, we
need to keep adequate levels of investment
and drive innovation, digitalization, customer
service and continuous training for our employees”. “It is important to make long-sighted decisions, just like we did last year,” added Giovanni
Gemmani, president of the group. “For this
reason, we keep investing to go deeper into
each market, with solid subsidiaries. The constant
improvement of our products and services, as
well as our expertise, must become our lifestyle,
our way of thinking and working each day, to
face the challenges ahead with increasing confidence".
The 2019 figures of Scm Wood Division were
positive, with the division representing over 70
percent of the group turnover. And also the
results in Italy and Europe were quite significant,
as stressed by the Scm Division director Luigi
De Vito: “Scm consolidated the excellent results
of 2018, with figures that place Italy at the top of
Europe in terms of turnover, exceeding 50 million
euro. The results are even more positive, compared to the 30 percent decrease registered by
the industry on the Italian market". So, Scm is
gaining market shares and keeps investing in
Italy and Europe, expanding its operations with a
team of professional salespersons and engineers,
ready to support customers in each phase, from
pre- to post-sales. In Europe, Scm is strengthening
the existing subsidiaries and opening new ones,
including those in Austria and Switzerland last
year. “As to overall results in the European

market – De Vito concluded –
we have achieved significant
growth in the past five years,
with 15 percent Cagr, versus 2
percent achieved in the same
market in the same period".
One of the key areas where the
group has been strongly committed in 2019 was training and
education: last year, more than
three thousand people attended
almost 500 courses organized
at different sites, for a total
amount of 42 thousand training hours. Campus,
Scm Group's training center, coordinates and
promotes all activities to develop the professional,
technical and management skills of the staff, and
it is a reference for many segments and industrial

sectors and for all those customers that can
attend e-learning courses remotely, with experts
illustrating the latest trends of applied technology.
Scm Group has also pressed on the accelerator
with innovation: many initiatives have been launched to support the continuous generation of
ideas... Starting from the "Innovation Award", a
recognition for the group employees who offered
the most innovative ideas for products and processes in each technology area covered by the
group. The award, introduced three years ago
with a three-year frequency, has now become a
quarterly prize, to spur the creation of innovative
concepts, easy to implement and highly competitive, resulting from the ingenuity of the "inventors"
that you can find in every department, in every
site, at any level within Scm Group. The activities
of the “Team Innovation” inside the group are
also being strengthened, operating in close

synergy with the world's leading research centers.
For a company that works in very competitive
and constantly evolving segments, it is essential
to invest in innovation projects that bring added
value. Priorities include digital innovation as a
more and more competitive factor in the machinery
business, and the development of new technologies and applications to process innovative materials. There is no stopping for “Innovation
Workshops” and “Technology Roadmaps”,
strategic plans to identify, develop and deploy
specific technologies for new business objectives.
Last but not least, the big topic of corporate
social responsibility. Respect and attention to
employees, one of the pillars of corporate values
at Scm, was reaffirmed with new initiatives.
Involving groups of volunteering employees, innovative project have been launched in the social
and environmental domains, and to support the
territories where Scm Group operates.
www.scmgroup.com

Not just for the environment
Bio-innovation
n is now very much a reality with
our water-bassed coatings for wood made up of
bio-resins coming from waste vegetable raw
materials. Ourr coatings drastically cut CO₂ and
VOC emission
ns as well as setting new standards
in quality an
nd performance for the industry.
Herre is the bio-revolution.
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COMPANIES

EVENTS

THE ALPHACAM EVOLUTION

“CEFLA LIVE”: A GLIMPSE INTO THE FUTURE

For many years, Licom Systems has been the
"Italian arm" of AlphaCam, a leader in cad/cam
software for wood, plastic, aluminum and composite
machining centers. In recent years, the company
has shown its "liveliness", so we went to meet
Marco Silva, managing director of Licom Systems,
to shoot a picture of the current situation.

“We kept the same format of previous years,
showing a combination of our machines and
products of our partners. And it was a success”.
That's the comment by Roberto Bolognini, sales
manager at Cefla Finishing, the day after “Cefla
live”, the eleventh edition of the event held in the
Imola workshop, where the Emilia-based company
showcased their innovation to an audience of industry specialists.
“We've done a great job for this edition to offer
our the best experience to our visitors, directly
in touch with machinery and products”.
The results paid back Cefla's efforts, with more
than 400 companies visiting the 3,000-squaremeter facility in Imola.
"Our partner gave an enthusiastic response to
our initiative", the sales manager continued.
"This is the only event in the world that features
the top specialists of finishing operations under
the same roof. We had twenty-seven manufacturers presenting their news and interacting directly with customers walking among the booths.
The results are tangible and we can only be
very satisfied".
An event with guests from all over the world that
achieved the goals fixed by Cefla: "We wanted
to have an international profile, and we did. We
offer a showcase to introduce new products
and this kind of initiative usually attracts new
prospects”.
It's an Italian event that looks beyond the national
boundaries. “In the future we are considering to
organize a similar event also abroad, maybe in
China, while in the United States we have
planned a “Cefla Live” meeting in April”.
The partnership with China is still alive despite
the problems that are affecting the Asian giant.
"We have a good partnership with China, although
2019 was a year of strong ups and downs in
that market".
The market is difficult to understand, with big difference from one year to another. "Last year we
have excellent results in Poland and Germany,
while this year we are below expectations. On
the contrary, the Russian market is showing
positive signs".
Positive trends in the cold Northern regions, with
"good results in Scandinavia and Baltic countries",
less in Spain and Portugal. “We have done better
in Portugal than in Spain. Political instability is a
factor that has an impact on the market”.
The Middle East is slowing down, while positive
signs are coming from North Africa and South
America, where "…interesting companies are
emerging with orders and investments. There

are a few companies that are forcing us to
remain competitive".
“The Italian market is always a question mark
due to the suffering economy, but now I believe
we have reached a level of stability that encourages entrepreneurs to invest”.
2019 is gone and 2020 has just begun. "This
year is full of uncertainty. We will probably see a
slight decrease, this is expected for the economy
in general and for our industry specifically”. However, these problems will not impact Cefla's
innovation. "In a period of shrinking demand,
we try to increase our technological and innovative offer. We are developing new products
that will be presented at Xylexpo and we are
already looking forward to “Cefla live 2020”:
though the market is shrinking, we keep moving
proactively”.
To carry on, Cefla's future will see the creation of
a new workshop. "We redesigned it at the end of
2018, expanding the exhibition area and defining
a new layout. The facility is much more efficient,
especially for the digital print area, where we
are now offering a complete preparation line
and new excimer technology. We have driven
innovation mostly in software, developing solutions and implementing them onto "Ubiquo", so
as to improve and expand equipment control
also remotely”. Technology at fingertip.
The highlights of the event included cleaning
machines and systems for spray coating, especially
"iGiotto", a machine with a three-gun wrist that
can save paint and color changes without stopping
production.
Not only spray coating, but also edge sanding
and coating with "Smartedge", a solution equipped
with the patented head "Edge&go" for vacuum
applications, designed to perform sanding, coating
and drying on all types of edges, allowing the
change edge shape in fifteen seconds only.
News also for roller coating on shaped panels
with "Smartcoater Pro", that applies basecoat
onto shaped panels before sanding, leveraging
the pressure generated on the application system.
“Exydry-Z”, instead, is the first excimer basecoat
for shaped panels and for panel edges, reducing
nitrogen consumption and environmental impact.
Not only hardware, but also software, the soul of
new technology in the third millennium.
The Cefla Finishing experts presented "Ubiquo",
a software for unlimited service designed to minimize machine downtime while reducing service
time and costs and optimizing performance.
Cefla looks into the future without forgetting the
past and the progress made so far.
"We are beginning to see the benefits of the
promotion campaigns carried out in the past
five years".
And even if "…tomorrow never knows", the foundations you build over time are there to stay.
by Francesco Inverso

www.cefla.it
XYLON INTERNATIONAL

“Let me say that the recent years have been intensive and positive”, Silva said. “A new season
started in 2014, when Alphacam joined the
Hexagon group, a Swedish corporation listed on
the Stockholm stock exchange. It was a strategic
acquisition, not just an investment, and results
have been significant, as the new owners have
invested money and efforts, developing an entirely
new division dedicated to smart production.
The most significant aspect is that this Swedish
giant incorporates fifteen companies in the software
and innovation business, and Alphacam is one
of them. Joining a team with over 800 people
had major effects, and even more the possibility
to interact with other specialists and integrate
portions of our software with applications that
have enabled us, for instance, to improve our 3D
capabilities, to improve the nesting software and
to develop a wide range of new commands.
The developments of recent years have gained
us a new target of customers in the wood industry:

until few years ago, we mainly addressed small
and medium companies, now we are handling
projects involving large-scale production, with
major kitchen and contract furniture manufacturers.
It's not just "big volumes", but also high quality,
the capacity to integrate machinery and technology
of different brands, interfacing with databases
and all the old and new aggregates introduced
by Industry 4.0. At Alphacam, in recent years,
the staff have increased by 30 percent, and we
have a similar trend in Italy: we hired new engineers
and opened a new office in Aversa, near Caserta,
in the Campania region. We grew by 15 percent,
achieving three million euro revenues".
“We keep investing to seize any opportunity,
starting from the project to organize user meetings
to be even more involving: in Italy we have exceeded the threshold of three thousand customers,
with more than five thousand licenses".
“Today, production follows different concepts,
much less “labor intensive” and much smarter.
Of course, we have not abandoned our traditional
customers, handicraft businesses and subcontractors, where Alphacam is used for the production
of any item, including violins and contrabasses,
or for the roughing out of church statues, to make
a few examples".
Are there sectors that are more "sensitive" than
others?
“Yes, some industrial segments have implemented
these principles better than others. I can mention
the manufacturers of sofa frameworks, a business
where we have registered a remarkable growth
of nesting solutions… I can tell you that 50 percent
of subcontractors working for these companies
now use Alphacam because of our nesting performance… Things are going pretty well also in
shipbuilding…”.
And what about Licom System?
“We are not just “agents/distributors”, as the Alphacam package is actually one of the few solu-
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tions that can be customized to the needs of
each customer.
Through our engineers, we have always offered
the opportunity to “adapt” Alphacam to the software already found in companies, to the technologies they have decided to adopt, minimizing
the level of complexity. We are developers, integrators, experts of production processes that use
Alphacam to control machinery, adding all that is
required, whether it's other software or just the
customization I mentioned.
This is the real challenge of this period. There
has been a revolution, mechanical companies
have turned into mechatronic enterprises, and
quite a few need advice, while the big ones have
set up new internal divisions, maybe collaborating
with the world's leading platforms. And there is a
question behind all this, namely that data need to
be known and transferred, that technologies can
interact with each other, through the relations we
are good at creating".
How important was joining a big international
software group to make this transition?
“It was very important: Hexagon, now holding 50
percent of Licom System stocks, gave us a boost
of energy, enhancing our capacity to develop
ideas and programs by leveraging the huge experience and expertise of the Swedish group in

Licom System’s team.

our domains. Don't forget that Alphacam makes
20 percent of its global revenues in Italy, therefore
we are one of the most important members of the
group. As a result, in the past three years, we
have been requested to manage installations
abroad, in Malaysia, Indonesia, Thailand, South
America… Let's say we have identified interesting
solutions, very special concepts, some of them
also for Ikea. We collaborate regularly with equipment and technology manufacturers, who often
turn to us to integrate their solutions with their
customer software or their habits and methods;
this is what we mean by service, a warranty of
quality relationship…".
Next challenges?
“Keep supporting the development of smart production with software that is more and more performing but easy to use. We are improving in
three-dimensional cad, thanks to a common
platform for all the products of the group. We will
integrate design and manufacturing even tighter
with more and more powerful 3d software, and
we will introduce ad-hoc applications for robots,
which are spreading out in working environments.
Looking ahead, we have already started to evaluate
solutions where a robot effectively replaces a
machining center; this development will have to
be clarified, but it will certainly play a major role in
the future of the wood and furniture industry…
the future is here!”.
by Luca Rossetti

www.alphacam.com
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THE SPALLANZANI EXPERIENCE
WITH "SOPHIA" BY BIESSE

Spallanzani Linea&Legno – 30 people, a 6-thousand-square-meter factory, five million euro revenues – specialize in the production of displays
for ceramics, where tiles of any shape and size
can be glued to be exhibited and presented
most effectively to end customers. Spallanzani is
based in Villalunga di Reggio Emilia, at the heart
of the Italian ceramic district. Technology has always been at home in this company: “Having updated machinery, the best available systems for
business-critical operations has always been a
key priority for us”, said Marco Spallanzani, managing director at Spallanzani Linea & Legno. A
few years ago, Abele Spallanzani, the founder,
handed over the management of the company to
his children Marco, Sonia, in charge for sales,
and Emanuele, the youngest of the three, production manager.

“I must admit – Marco Spallanzani continued –
that the turning point was the introduction of
“Sophia”, the digital platform by Biesse, our longtime supplier. When we decided recent investments, they offered to equipped our new machines
with this powerful software and we immediately
noticed the difference: significant efficiency in-

Spallanzani’s family: sitting in the middle Abele and,
standing from left, Emanuele, Sonia and Marco.

crease, constantly monitored machinery, dramatic
downtime reduction. Statistics show that this platform has slashed production stops by as much
as 91 percent!"
How did you get to this "strategic decision"?
"Technology offers huge benefits. My father had
already realized that, when he started to make
displays using a Biesse "point-to-point" machine:
productivity increased immediately and we realized
we were on the right track. Today we are selling
not only in Italy, but all over Europe and we are
growing significantly in the United States: our
displays are shipped all over the world, either directly or through our customers in the ceramic industry. We have a longstanding business relationship with Biesse and they have always supported us: we have purchased a packaging machine “Comil”, a panel saw “Selco Wna”, a
working center “Rover 347 Excel” with two heads
and five axes, which is so performing that new
prospects often come to Biesse to see it in oper-

ation. We have always used Biesse edgebanding
machines: the latter, a “Stream” model, is provided
with an automatic unloading system to meet increasing demand. We also have another edgebander, model “Akron”, and another working
center “Rover A 15 32”. On the latest machines
we have installed “Sophia”, the decision dates
back to 2017, if I remember well, when the
platform was still very young. We immediately realized it was a successful choice, a highly functional
tool especially for those who love their machines
like we do, as well as our job.
All our Biesse machines are covered by a preventive maintenance contract, which means that
an engineer visits us, checks everything and executes the necessary actions to ensure with can
operate with full confidence. Three of these machines are equipped with "Sophia" and it's amazing
to see how the engineers in Pesaro can see if
something needs checking, or any action is required! In case of need, they call our operators
by opening a ticket or simply recommend a
specific adjustment or setting. Everything has
become much smoother, the machines are constantly monitored, and in this way we have virtually
solved our initial concern, i.e. having to stop production due to any failure or extraordinary maintenance."

THE THIRD “GREDA LAB” OPENS THE HORIZONS
The specialists of five-axis machining centers for solid wood
have really changed skin in the
past few years. Tangible evidence is the inauguration of
the new headquarters at the
end of 2017, as well as their increasing and "strong" participation in a growing number of
exhibitions around the world,
and most of all the decision to organize a regular
in-house event to create a high-level opportunity
to meet and discuss with partners, operators and
guests. This approach was launched with the
inauguration of the new Mariano Comense headquarters and continued in 2018 with an event
where participants could see many highlights of
the Greda catalog in operation. This year, they
took another step forward, involving Felice Ragazzo, a professor at La Sapienza university in Rome.
Ragazzo gave interesting "lectures" to the audience,
under the topic "Give life to new ideas with advanced machinery: benefits and issues in the
wood industry", illustrating the relation between
design, technology, wood and finished product.
During the three-day open house event visitors
could see the "Diva" machining centers in operation, a compact machine with nine-square-meter
footprint offering high performance and execution
speed; “Sprinter”, a solution that can perform all
kinds of five-axis operations; and “Poker” and “Mitika”, two flagship solutions designed for milling,
roughing, contouring, turning and sanding operations. And of course “Argo Gantry", an ideal
unit to process large-size panels. “We have grown
and we are constantly expanding not only our
offer of more and more advanced and performing
technologies”, said Marianna Daschini, co-

“With Biesse – Marco Spallanzani added – we
have learnt that, when you purchase a machine,
you have to think about its post-sales service. All
our machines are connected, but those with
Sophia are constantly monitored around the clock,
and we can see with our own eyes what this
means, which benefits and peace of mind it
offers. We can rely on engineers who can check
the situation in few moments and give us an
answer, with the priority level included in our
service agreement. Implementing technology is
not just buying a machine, it should also include
a service to ensure its best operation.
And we should not forget reporting: through my
computer or smartphone I can know what my
machines are doing, how many parts they have
made in a day, a week or a month, how many
meters of edges we have processed, sending
the information over to accounting for invoicing.
And if anything should go wrong or a part is
wearing out to a point where it needs replacing,
with the "Sophia" app we can connect to the
spare center, select the required part with few
clicks and order it, with the possibility of involving
a support operator if necessary."
Don't tell us it was so easy as you are telling it…
"But it was, really! We have been a family of
cabinet makers for several generations, but when
you enter our premises, you don't feel like being
in a workshop. There are mostly people wearing
white coats and controlling production via a computer screen. Our last joiner retired six or seven
years ago… and we have discarded old equipment, it only occupied space."
by Luca Rossetti

www.sophiaplatform.com
www.spallanzani.net
www.biesse.com
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owner of the company with her
brother Piero. “The experience
of recent years, the crisis we
have been going through, have
taught us that entrepreneurs
must be able to go beyond
habits and "business as usual",
showing a different image of
their business to the market
in order to find partners that
are willing to do more than just purchase a machine. Ultimately, this approach has led to the
organization of the "Greda Lab" days: a company
that operates on a global scale, facing the competition of many big players, needs to find a
way to make the difference, transforming from
a vendor of made-in-Italy products, no matter
how good they can be, into a business that
offers culture. Our open-house event is not only
open to customers, it's an opportunity to introduce
ourselves and interact with institutions, schools,
the ever-growing community of designers..."Forward-looking companies cannot do without this
kind of vision. During our "Greda Lab" days we
meet "established partners", but we have also
worked hard to turn these events into an opportunity to develop a new social culture..”. “We
have changed our mental attitude, because
you cannot develop a business and create networks of companies without an underlying vision,
your own cultural philosophy, shared with our
collaborators, with everyone working with us....In
two days, we hosted almost 500 people and
that's the best way to celebrate 2019, which
closed with 30 percent growth over the previous
year. And there will be still a lot to do in the
coming years…". (l.r.)
www.greda.it
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“TECHNO HIGHLIGHTS” DAYS BY CASADEI BUSELLATO

A decade of unity, a
decade of success
presented at the
"Techno Highlights"
event, organized in the
Thiene factory, which
opened its doors to
customers and leaders
from all around the
world for the eighth
edition. “We hosted
Massimo Bobba.
over two hundred and
fifty people from all
over the world, including Europe, Africa and
Asia – said Massimo Bobba, Business Unit Manager at Casadei Busellato – and it was really a
huge success”.
A success for the company but also for customers,
who could see and touch many new solutions
presented by Casadei Busellato in the new showroom, exceeding an area of nine hundred square
meters.
During the open house, customers and resellers
could see some twenty machines and a wide
range of solutions, from classical to special machines, up to working centers, redesigned and
renewed recently. From the Italian to the global
market, new features and eye-catching designs
improve the usability and make it more and more
pleasant for operators to work. Among these, the
audience could take a close look at the working
centers "Jet Master T" and "Jet Master RT", with
bar or multifunction table, the nesting center
"Easy Jet", designed for the production of furniture
parts and interior doors, with new operating
modes and a new look. The portfolio also includes
the "Jet Smart" automatic boring machine, the
"Flexa" edgebander, the "Libra" wide belt sander,
disk saws, planers and spindle molders. Such
wide and assorted range presented at the open
days was really appreciated by the audience.

"We organized tours with customers and dealers
attending the event, but we did not stay only at
our site – Bobba said – We took interested
visitors to see the factories of our customers, in
order to show our machines in operation”. This
new approach helped open house visitors really
“understand the potential of Casadei Busellato
products, watching them run at full steam”.
Direct contact with the product encourages new
collaborations and suggests new ideas on how
the machines can be used. See to learn, in a
three-day event dedicated to training and education. "These tours have the specific purpose
of supporting innovation also in training. Until
few years ago, these event were much more
static; we have decided to expand our vision,
getting even closer to our customers". Sessions
with Q&A, explanations and search for solutions
brought all the parties even closer. "Customers
could interact directly with our engineers", Bobba
concluded. "For us, after-sales support is essential
and we are strongly committed to improving it".
Such joint growth builds on dialog and training.
Training is the key of the company's sales
strategy, leading many organizations to choose
Casadei Busellato, such as "Compagnon du

devoir et du tour de France", a State French
institute that, among other things, offers training
services for bricklayers and carpenters. “We are
a full-featured professional school”, said Eloise
Encrine of the French institute. “A few months
ago we bought a Casadei-Busellato machine
from Mpi (Casadei Busellato's authorized reseller
in France, editor's note), so we decided to visit
the company during the open house to get
straight to the source of knowledge, in order to
improve the education of our young students”.
A pleasant surprise that proves the human values
of the company's staff. "We knew the machines,
but today we have got to know the people who
stand behind the business. Wonderful".
From France to Estonia, Eesti Maaülikool, the
Life Science University based in Tartu and specializing in research, also attended the open
house after purchasing a five-axis working center.
“We have developed close friendship with
Casadei Busellato, they have supported us with
their consulting network since we purchased
their machine. This after-sales service has driven
us to renew our agreements," said Aigar Sisask
of "ToolTrade Baltic", the Estonian reseller. "Another factor was the high quality of services
and products. The quality-price ratio is extraordinary for us".

with product quality and positively impressed
by the company. We have never found such a
familiar atmosphere. We really appreciate smooth
communications and quick feedback. This aspect
is often underestimated, but business relations
make a difference. When you know you are
backed up, you work with great peace of mind."
Such approach has taken the group's products
also to Hungary and Eastern Europe, which is
becoming a major destination for Italian export.
In an expanding market, Ypszilon hungary engineering & consulting is a key partner for Casadei Busellato. “We were established in 2008
and despite the economic crisis we have secured
a role in the Hungarian market, which keeps
growing”, said Molnàr Gàbor. “Our business
name has been inspired by Italy and Lancia
Ypsilon car, a model of international company
with a strong character and energy. The same
energy we put into supporting customers through
all stages from sales to after-sales. We do not
only sell machinery, we sell the company and
the layout. In other words, we offer a full package."

Dialog and after-sales support are a winning
combination that satisfies customers and feeds
their loyalty to Casadei Busellato, as explained
by Manuel Tarin of "Europea de Maquinaria"
from Valencia, a distributor of the Italian company
in Spain and Morocco. “We have been collaborating with Casadei Busellato for five years and
results are encouraging us to continue. Product
quality is clear, but the real difference is the
focus on after-sales service. We have direct
and constant contact with the staff and service,
for any type of problem that may arise, we are
sure we are alone to search for a solution".
"Last year, we achieved a turnover of one and a
half million euro, a target we have set also this
year, and there are still wide margins for growth,
especially in Morocco…".
The reseller covers Spain, and also Portugal, with
an extended sales network across the Iberian region. “We have been partnering with Casadei
Busellato for many years and we hope such
partnership will continue for a long time”, said
Ernesto Oliveira of Regravertical, the Portuguese
reseller. “We are in full harmony with them, they
support us with sales and the training phase
before that, allowing our staff to complete their
training at the Thiene site. So we are ready to
face the challenge of the Portuguese market;
unlike Italy and Europe, companies in Portugal
require a further step in terms of flexibility…".
The familiar atmosphere, accurate service, a
feeling of confidence supported by the constant
presence of the group also convinced Donald
Doornaert, manager of Deta Group, a Belgian
company based in Brugge and reselling Italian
machinery. “Casadei Busellato is our major partner
and we have collaborated with them for two
years”, Doornaert said. “We are really happy
XYLON INTERNATIONAL
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Besides international partners, many Italians also
attended the three-day show in Thiene. “We have
been partners for a few years”, said Ivano
Bettini, owner of Bimal srl, a reseller of Casadei
Busellato products based in Savignano sul Rubicone. “In the war that involves manufacturers
between the Romagna and Marchem regions,
we have secured a market position and make
more than one point five million euro revenues
annually. We feel at home here and we have excellent relations. We decided to collaborate because this was a great opportunity in a region
with a significant overlapping of distributors.
We are very happy with our achievements…".
Product quality at competitive prices, the flexibility
of constantly evolving technology and a strong
focus on customers after sales, with a shared approach to problem solving. These are the keys to
decade-long success and the foundations to
build a strong future.
by Francesco Inverso

www.casadeibusellato.com

WINTERSTEIGER, “THIN-CUTTING & REPAIR DAYS”

Three days, one hundred and fifty visitors and
satisfaction for a successful event. Wintersteiger,
the Austrian manufacturer of woodworking machinery and plants, can be happy with the
results of “Thin-cutting & Repair days”, a
three-day event organized by the Woodtech division, opening up their doors to industry professionals from several European countries,
Russia and Ukraine. The event showcased a
fully automated softwood production line developed for company elka-Holzwerke, active in
the wood industry for more than one century.
“The plant is even bigger than our mounting
hall” – said Max Bachmann, Woodtech division
manager – "it's the result of our expertise in
automation and thin cutting." Wintersteiger has
ambitious expansion plans, but according to
Bachmann, this approach has allowed to "increase softwood processing".
Besides the softwood production line, the threeday event in Ried featured an automated solution
for cladding lamella storage, both in the integrated, fully automated version, and as standalone solution, so as to meet all customer requirements. As to the “Timber Repair & Cosmetics”, Wintersteiger presented “Trc 1500” and

January-February 2020

“Trc Manufactory”, two new models recently
launched on the market. The former can repair
lamellas with a fully automated process, emerging
as an ideal solution with an excellent quality/price
ration, while the latter is specific for the processing
of country-style floorings.
Beyond plants, following the acquisition of Serra
Maschinenbau in January 2019, Wintersteiger
also exhibited two new models of single-module
band saw machines, “Dsb Singlehead Ng
Xm” and “Dsb Compact Xm”, the new multimodule model “Dsb Twinhead Ng Xm” and
“Dsg Notum”, designed for thin cutting.
These new creations were presented in live demos that helped visitors clarify any doubt and
information about the technical specifications
of each machine and all the products offered
by the Woodtech division, one of the five business
units of the company. Visitors also had the opportunity to take a look "behind the curtains" of
Winterseteiger, from metal sheet production to
machinery ready to be shipped.
The event in Ried recorded good success, reaffirming the positive trend for the Austrian company after an intense 2019. (f.i.)
www.wintersteiger.com
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SALVAMAC: FROM LIGNA TO XYLEXPO, A DAISY CHAIN OF SUCCESS

From left: Ziemowit Dolkowski
and Christian Salvador.

Portfolio expansion with the new Air&Painting
business unit and development of a range of
flexible and advanced products: a strategy
focused on customer satisfaction at affordable
prices.
The year 2019 was a successful period for Salvamac, manufacturing cross-cut saws and woodworking tools. “Last year we grew by more
than 50 percent,” said Ziemowit Dolkowski,
co-founder of Salvamac together with Christian
Salvador. “Such success involved not only the
conventional and consolidated products that
had driven us to establish a dynamic manufacturing site in Poland. Initially, the catalog revolved
around the classical the “Classic 40”, “50” and
“60”, semi-automatic and manual crosscutting
saws that require an affordable investment while
allowing to make a major step towards faster,
safer and more effective production. Around
this cornerstone, we have added and are adding
new aggregates and elements that significantly
increase the performance of these “simpler”
machines, including smart loading/unloading
systems, automation to enable small companies
and advanced handicraft businesses to adopt
a totally new approach”.
The aggregates launched by Salvamac in 2019
include the electronic stop “Salvastop”, which
electronically controls the stopping and positioning
of bars and profiles to be cut, for any material,
with high speed and total accuracy, thanks to a
next-generation electronic brushless motor. The
mechanical design requires no maintenance,
while offering high strength and precision. “Salvastop” can be installed on models “Classic 40”,
“Classic 50” and "Classic 60”, transforming “entry-level” models into real semi-automatic cutting
centers, offering the additional possibility to be
interfaced with management software already
available in the company. This example shows
how “Industry 4.0” concepts can be extended to
standalone machines, achieving significant performance with limited investments. It is worth
mentioning that "Salvastop" can also be installed
on other machines, adapting it to any application
where measuring and cutting operations must be
carried out very effectively.
“It was a very positive season, we achieved
and exceeded our targets sooner than we had
supposed,” Christian Salvador said. “Our models aroused great attention in all the markets
that want to increase the speed and efficiency
of each phase of the working cycle, starting
from crosscutting".
At Ligna 2019, this process has been further enriched and completed with the launch of the new
“Salvapush 2000 optimizing saw with pusher”.
“Optimizing wood cutting for the specific requirements of each customer is part of our
Dna," Christian Salvador continued, “and this is
just the start. We have created a very flexible

and advanced technical solutions that, for an
affordable price, allows to optimize single boards
with defects or packs of boards using more advanced technologies".
“Salvapush 2000” features a brand new software
version that allows to control the machine like a
smartphone, with web-style graphics and easy
data input and setting via a large touch screen,
with digital communications among all the electronic components.

! !

The year 2019 was
also a turning point
for the new Air&Painting division. By acquiring a share of a
company that has
been in business for
over thirty years, Salvamac has gained
market shares in different sectors, with a portfolio
that ranges from spraying booth with innovative
sandwich panels offering increased sturdiness
and devices that reduce consumption, to "do it
clean" suction benches for sanding. Besides the
“Painting” division, the offers ideal solutions for
companies of different size and with different
needs, Salvamac offers ultra-sturdy and efficient
portable suction units, bag or cartridge filters
and complete measure-made plants. This is the

mission of the "Air" division, with the clear purpose
of combining the big potential of the Internet with
more traditional sales and service systems, while
keeping a focus on what the customer really
needs. The Salvamac philosophy has always
been oriented to evolution, as the two friend and
business partners said: “The world has changed,
but this only means that it is larger and follows
different rules: there are many more open than
closed spaces, you have to drive looking ahead,
not into the rearview mirror!” And so, for 2020,
the company has already planned the launch of
new products that will be introduced at Holz Handwerk in Nuremberg first, and then at Xylexpo in
Milan. The road to the future is clear: passion,
hard work and confidence in an ethical approach, thinking like a big company, while remaining very fast and reactive, so as to move rapidly and seize every opportunity.
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CONTACTS
Primary processing

Secondary processing

ANGELO CREMONA spa

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.

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.

COSTRUZIONI MECCANICHE
MODESTO NINO srl

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.

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.

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.

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.

PUTSCH-MENICONI spa

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.

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 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.

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

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.

Industrial painting machines as dry painting
booth, water painting booths, pressurising
painting system and suspended transport lines.

Cross-cutting 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

PRIMULTINI srl

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.

Via Piemonte, 120 I-21100 Varese (VA)
phone +39 0332 212692 - fax +39 0332 223666
www.epistoliorobot.com - info@epistolio.com

Surface finishing

Wide range of traditional woodworking
machines for panel and wood processing.

Viale Europa, 70 I-36035 Marano Vicentino (VI)
phone +39 0445 560333
fax +39 0445 560334
www.primultini.com - info@primultini.com

EPISTOLIO srl
Painting Robot Division

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

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.

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.

VEBA MECCANICA srl
Via Emilia, 1678 I-47020 Longiano (FC)
phone +39 0547 54323 - fax +39 0547 54029
www.veba.it - info@veba.it

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

ELMAG spa
Viale Elvezia, 35 I-20052 Monza (MB)
phone +39 039 23611 - fax +39 039 328202
www.elmag.it - info@elmag.it

Woodworking machinery: the widest range
of products.

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.

SCM GROUP spa
Via Emilia, 77 I-47900 Rimini
phone +39 0541 700111 - fax +39 0541 700232
www.scmgroup.com
scmgroup@scmgroup.com

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

CURSAL srl

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.

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
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Via Bradolini, 38/a I-31020 San Fior (TV)
phone +39 0438 400963
fax +39 0438 401851
www.cursal.com - info@cursal.com
For more than 40 years, Cursal has been
specializing in projecting, constructing and
installing cross-cutting plants and automatic
loading/unloading systems, all projected in 3D.
The top range consists of the wide selection of
automatic optimizing machines (they can be
purchased with Industria 4.0). Super-fast ones
with belt feeding (they can be equipped with
the qualities/defects optical scanner made in
Cursal). Ultra-strong ones with rollers traction;
highly precise ones with pushing system (90°
and angular cutting), for single boards and
packets. Rapid semi-automatic cross-cut saws
for small, medium and large sections. Wide
range of accessories to equip each plant with
customized loading/unloading systems: roller
conveyors, belts, combined transfers, drilling
machines, ink-jet printers, label printers,
manual stops, selector stops, displaying stops,
electro-pneumatic stops, cnc electronic stops
for single boards and packets, supervising
computer etc…Loading and unloading systems
with vacuum and grips.
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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.

FAIRS

Software

12-14 March
Dubai Woodshow
www.dubaiwoodshow.com
• Dubai (Uae)
Woodworking technologies

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.

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

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.

19-22 May
Woodprocessing
www.galexpo.com.ua
• Lviv (Ucraine)
Woodworking technologies

Custom made machineries and automations
for handling, assembly, storage and
packaging.
Paper pallet compose machineries, pallet
protect machines with Made in Italy quality.

26-29 May
Xylexpo
www.xylexpo.com
• Rho (Italy)
Woodworking technologies

Handling
and commissioning

26-29 May
Interzum Bogotà
www.interzum-bogota.com
• Bogotà (Colombia)
Woodworking technologies

Dust extraction
systems and filtration
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

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.

24-26 March
Domotex Asia
www.domotex.de
• Shanghai (China)
Furniture

27-30 April
Technomebel
www.technomebel.bg
• Sofia (Bulgaria)
Woodworking technologies

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
SISTEMI srl UNIPERSONALE

24-25 March
GreenBuild Europe
www.igbc.ie
• Dublin (Ireland)
Constructing

1-2 April
Architect at work
www.architectatwork.ca
• Toronto (Canada)
Furniture

Automation

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.

Via Montanelli, 70 I-61122 Pesaro (PU)
phone +39 0721 28950 - fax +39 0721 283476
www.sistemiklein.com - info@sistemiklein.com

the complete calendar on www.xylon.it
AAAAAAAA

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.

2-5 June
Fimma Maderalia
www.fimma-maderalia.feriavalencia.com
• Valencia (Spain)
Woodworking technologies
8-10 June
Neocon
www.neocon.com
• Chicago (Usa)
Furniture

10-12 June
Afriwood
www.expogr.com/afriwood
• Nairobi (Africa)
Woodworking technologies
16-21 June
I Saloni
Salone del mobile
Salone ufficio
Salone satellite
Euroluce
Eurocucina
www.salonemilano.it
• Rho (Italia)
Furniture
25-27 June
Gabon Woodshow
www.gabonwoodshow.com
• Libreville (Africa)
Woodworking technologies
30 June - 3 July
Formobile
www.formobile.com.br
• San Paolo (Brazil)
Woodworking technologies
1-4 July
Awisa
www.awisa.com
• Sidney (Australia)
Woodworking technologies
19-22 August
Tecno Mueble Internacional
www.tecnomueble.com.mx
• Guadalajara (Mexico)
Woodworking technologies
25-28 August
Iwf
www.iwfatlanta.com
• Atlanta (Usa)
Woodworking technologies
2-5 September
Holzmesse
www.kaerntnermesse.at
• Klagenfurt (Austria)
Woodworking technologies

Lacquers

15-18 September
Lesprom-Ural
www.expoural.com
• Ekateringburg (Russia)
Woodworking technologies

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

17-20 September
Bife-Sim
www.romexpo.ro
• Bucarest (Romania)
Woodworking technologies

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.
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WOOD
WORKING
THAT
MATTERS

26-29 MAY 2020
FIERAMILANO ITALY

27th Biennial world exhibition for
woodworking technology and
components for the furniture industry

