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The production of industrial 
fittings has a long tradition at 
OHL Gutermuth. In 2017, the 
company will celebrate its 150th 
anniversary. Only in 1992, OHL, 
founded in Limburg in 1867, 
merged with Gutermuth from 
Frankfurt, set up in 1923, to 
become OHL Gutermuth with 
headquarters in Altenstadt. 
“The result of this merger is 
the combined expertise of two 
highly specialized companies 
in the field of industrial 

We export our products globally,  
but we have a clear focus  

on China.

‘Others simply sell products – we offer customer-oriented so-

lutions.’ This is the simple slogan of OHL Gutermuth Industrial 

Valves GmbH. Its solutions are directed to shutting off, throttling 

and regulat-ing media under extreme conditions. Ever since its 

foundation, the company from Altenstadt near Frankfurt is best 

at providing corresponding solutions. OHL Gutermuth is strong 

in manufacturing industrial fittings for special applications in the 

field of gas and media regulation and shutting-off devices.

The valve  
specialist

Dipl.-Ing. Wolfgang Röhrig Managing Director

OHL Gutermuth 
Industrial Valves 
GmbH
Helmershäuser Strasse 9
63674 Altenstadt
Germany

Phone: +49 6047 8006-0 
Fax: +49 6047 8006-29

og@ohl-gutermuth.de
www.ohl-gutermuth.de
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fittings. It has enabled us to 
take an even stronger posi-

tion in the market,” points out 
Managing Director Dipl.-Ing. 
Wolfgang Röhrig. “We often 
deal with industrial plants for 
special gas cleaning systems, 
which are supplied at natural 
gas sites where these cleaning 
systems are installed.”

OHL Gutermuth supplies all 
sectors of the chemical in-
dustry, a truly comprehensive 
spectrum. “One can say that 
that we indeed provide  
solutions to all industries really, 
from A to Z, including exhaust 
air technology as well as sugar 
refiner-ies. Our products are to 
be found in all environments 

which require high-precision 
fittings, best-in-class shut-off 
valves and reliable butterfly 
valves,” points out Mr. Röhrig. 
“Like-wise, we are involved 
in the shipping industry and 
supply exhaust gas fitting for 
ships. On the other hand, we 
also manufacture fittings for 
solar plants.” OHL Gutermuth 

manufactures the majority of 
its industrial fittings for special 
projects. From the first contact 
with the customer through to 
final delivery of the manufac-
tured product, the company 
can guarantee individual and 
customized solutions. Today, 
OHL Gutermuth has become a 
medium-sized company with 

more than 100 employees at its 
Altenstadt headquarters. The 
company purchases its materi-
als from foundries in Germany 
and operates exclusively with 
German suppliers. OHL Guter-
muth exports the majority of its 
production, and its export rate 
has increased immensely. “This 
year, we target a turnover 
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market is developing extremely 
well. In addition, we supply our 
fittings to India and the Midd-
le East, and even the Russian 
market has gained momentum 
lately.” OHL Gutermuth found-
ed a new subsidiary in Moscow 
in 2011 and is determined 
to expand its position in the 
Russian market. “We are very 
satisfied with our market repre-
sentation in Russia. The vast 
country is an important strate-
gic market,” adds Mr. Röhrig.
The company has establis-
hed direct contacts with the 
customer as well as with plant 
manufacturing companies 
which supply the customer in 
the end. “Some of our busi-
ness contacts are generated 
with the end consumer. For 
instance, we are the direct 
supplier of Gazprom in Russia. 
In India, we have established 
direct contacts with Reliance, 
the largest refinery worldwide, 
which buys its fittings directly 
from us,” points out Mr. Röhrig. 
The company’s upsurge in the 
market has clearly been based 
on customized solutions for its 
customers. They can expect 
tailor-made solutions and 

tes Mr. Röhrig. “We export our 
products globally, but we have 
a clear focus on China. This 

of 25 million EUR, and we 
estimate that our export rate 
will rise to 70 to 80%,” sta-

 Core Competence 
Industrial fittings

 Facts & Figures 
• Founded: 1867/1923
•  Structure: OHL and Gutermuth mer-

ged to become OHL Gutermuth in 
1992

•  Subsidiaries: Offices in  
Moscow and Beijing 

• Employees: 100
•  Turnover: 25 million EUR (expected 

for 2013)
• Export: 70 to 80%

 Products & Services 
•  Production of high-quality industrial 

fittings (butterfly valves, shut-off 
valves, control valves and others)

• Own R&D division

 Target Groups 
Almost any industry; from A to Z

 Philosophy
• Standard and special fittings
• Project-related production
•  Competence through reliable and 

innovative technological concepts

 Future
•  Increase in global activities (for in-

stance in South America and in the 
Middle East) 

•  Search for good partners in export 
markets

•  Continued investments in quality 
management and machinery

IN BRIEF

witrainlrdcly

In
te

rn
at

io
na

l T
rade News ePaper 2014January

2014



www.ohl-gutermuth.de
OHL Gutermuth Industrial Valves GmbH 6

www.internationaltradenews.com

Advertisement

do not have to fall back on 
minor standard products. 

OHL Gutermuth aims to increa-
se its activities in South  
America. However, this enga-
gement requires strong part-
ners, which are not always 
ready at hand. More-over, the 
company targets the  
Middle East as the region 
boasts a high number of new-
ly installed plants. “We have 
agents in many countries, but, 
unfortunately, not all of them 
are equally active. It would 
be desirable to find excellent 
partners across the globe.” 
All products are designed by 
the company’s own research 
and development division. 

The technical office develops 
individual solutions based on 
customer requirements. “We 
are approached with a problem 
and have to find an appropria-
te solution for our cus-tomer,” 
states Mr. Röhrig. “This is a 
wonderful and interesting job. 
In fact, we go the opposite way 
in product development. We 
do not manufacture a product 
and bring it to the market, but 
the market comes to us and 
requires an individual solution. 
We are confronted with new 
issues every day anew.” This 
situa-tion depicts the superior 
position that OHL Gutermuth 
has occupied in the industrial 
fittings market.

We often deal with industrial plants for  
special gas cleaning systems, which are supplied 
at natural gas sites where these cleaning systems 

are installed.

witrainlrdcly

In
te

rn
at

io
na

l T
rade News ePaper 2014January

2014



de.daifukueurope.com
DAIFUKU Europe Ltd. 7

www.internationaltradenews.com

Advertisement

“We are a Japanese com-
pany. Therefore, we lay grea-
test emphasis on quality,” Ma-
naging Director Dipl.-Ing. Kurt 
Hager explains the success of 
the company. “In addition to 
this, we draw on many years 
of experience in automation 
technology – this is an impor-
tant asset for us. In Japan, 
automation is not a new issue. 
As a result, we were able to ac-
cumulate profound know-how.  
In contrast to many European 

companies, Japanese firms are 
more technology-oriented. This 
is an advantage for us, too.”

The solution portfolio of Daifu-
ku Europe boasts automated 
storages automated hand-
ling systems and top-speed 
sorting systems, transport and 
conveying belt systems, trans-
port and storage solutions for 
clean rooms and solutions for 
warehouse management and 
material flow computer software.

Daifuku Europe plans and con-
structs new plants as well as 
takingon the modernization of 
existing systems. “In economi-
cally challenging times, there is 
a strong demand for moderni-
zation while in boom times our 
core business is new plants,” 
says the managing director. 
“Our plants reduce mistakes, 
rationalize processes, shorten 
cycles and increase producti-
vity.”

We are a Japanese company.  
Therefore, we lay greatest emphasis 

on quality.

Due to the growth of technology and automation in the produ-

cing indus-try, the organization of the material flow is becoming 

more complex, too. Modern productions require highly efficient 

and absolute precise automat-ed solutions. The Japan-based 

company Daifuku is the number one worldwide in the planning 

and construction of machines for material handling. Its subsidi-

ary Daifuku Europe from Mönchengladbach, Germany, aims to 

enhance its market position in Europe on the basis of its slogan 

‘Always an edge ahead.’

Always an edge 
ahead

Dipl.-Ing. Kurt Hager Managing Director

DAIFUKU  
Europe Ltd.
Lürriper Strasse 52
41065 Mönchengladbach
Germany

Phone: +49 2161 49695-0
Fax: +49 2161 49695-20

info@daikufueurope.com
de.daifukueurope.com
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the production of semiconduc-
tors is a major business field 
of Daifuku Europe. Here, there 
are only two players worldwide 

from the Netherlands and 
Ireland. “At present, we have a 
boom in the Eastern European 
markets, especially in the Baltic 
States and Russia,” says Mr. 
Hager. “Yet,  we are not sure 
how long it will last.” In the 
coming years, Daifuku Europe 
aims to enhance its market 
position in Europe. “We want to 
be one of the top names in our 
industry,” says Mr. Hager. “In 
Europe, this is a real challen-
ge – competition is fiercehere, 
especially from Germany. It is 
our goal to establish ourselves 
as a leading name in all our 
market sectors.”with automated processes. Our 

plants take on the complete 
control,” says Mr. Hager. In the 
clean room technology sector, 

At present, Daifuku Europe 
focuses on three major pillars. 
These are automotive, distribu-
tion and clean room solutions. 
In addition to this, the compa-
ny offers solutions for luggage 
handling at airports. Due to the 
strong automation tendencies 
in the automotive sector, for 
example, for the lacquering of 
the body, the placement of the 
engine block into the body or 
the assembly of doors, this is 
an important business sector 
for Daifuku Europe. However, 
the core business are automa-
tion plants for the distribution 
sector, for example for retai-
lers’ warehuses. “The boo-
ming e-commerce market also 
needs better storage solutions 

– Daifuku is one of them. While 
the company services clients 
from all over Europe, the distri-
bution customers mainly come 
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KCP produces injection 
coal, alloy coal, dried coke and 
anthracite for iron and steel 
processing firms and related 
industries in the whole of Euro-
pe. The company was founded 
by Rainer and Angelika Kehr-
baum in Ibbenbüren in 1992 
and relocat-ed to Ladbergen in 
2009, at a strategically favouri-
te location. “From here we can 

reach every place in Germany 
and the neighbouring countries 
by road or waterway within the 
shortest time,” explains Ma-
naging Partner Mr. Kehrbaum. 
KCP currently ships 25% of its 
prod-ucts abroad. Main export 
markets are the Netherlands, 
Belgium, Luxembourg, France, 
Switzerland, Austria and Slove-
nia. The company employs 

In general, a niche strategy is successful if there are high entry 

barriers preventing competitors from gaining a foothold in the 

same niche. A prime example for such a strategy is KCP Kehr-

baum Carbon Prozess GmbH & Co. KG. The privately owned 

enterprise is specialized in industrial coal for iron and steel ma-

king – and is thus preserving an old-established tradition with, 

due to highly specialized processing technology, only a small 

number of competitors.

Preserver  
of a special  
tradition

Rainer Kehrbaum Managing Partner

Advertisement

KCP Kehrbaum 
Carbon Prozess 
GmbH & Co.KG
Heinrich-Büssing-Strasse 10
49549 Ladbergen
Germany

Phone: +49 5485 83270-0
Fax: +49 5485 83270-10

info@kehrbaum.de
www.kehrbaum.de
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have an annual capacity of 
400,000 t,” explains Mr. Kehr-
baum. “This means our total 
capacity will grow more than 
five times.”

preserving this tradition; the 
company also wants to grow 
it further. The construction of 
a second processing plant for 
anthracite was completed this 
summer. “The new facility will 

portfolio also includes dry and 
environmentally compat-ible 
storage, packaging in Big Bags 
or sacks and the transport in 
silo trucks, walking-floor ve-
hicles, dumpers, containers or 
inland water vessel,”  
states Mr. Kehrbaum. In additi-
on to the iron and steel indus-
try – the focus of KCP – the 
company supplies manufactu-
rers of electrodes, foundries, 
lime works and the heat-ing 
market. The broad customer 

range leads to an excellent 
distribution of risk. The 

products supplied by 
KCP are used as an 
energy source in steel 
manufacturing, as 
a carbon carrier in 
steel refining, as an 
additive or substitute 
for diverse industrial 
processes and as 
reducing carbon in 

the chemical industry. 
Besides KCP, there are 

only a small number of 
other suppliers of industrial 

coal in Germany. “We are a 
specialist keeping up an old 
tradition,” says Mr. Kehrbaum. 
KCP is not only committed to 

material. The strong points of 
KCP are its superior technolo-
gical know-how, the consistent 
quality of its products as well 
as quick decision-making, ena-
bling the company to meet in-
dividual customer requirements 
in a very flexible way. “Our 

37 people and has annual 
sales of 12 to 15 million 

EUR. KCP has 30,000 m2 of 
modern processing space with 
an annual production capaci-
ty of 90,000 t. The plant uses 
petroleum coke calcinate, a by-
product from refining, as raw 

From here we can reach  
every place in Germany  

and the neighbouring countries  
by road or waterway  

within the shortest time!
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We develop and manufacture high-tech sunglasses,  
goggles and winter sports helmets made exclusively  

for the premium sector.

On the occasion of its twelfth anniversary last year, the Swiss 

company CP-FASHION/AT/SPORTS AG launched cp camurai, 

an innovative winter sports helmet with integrated visor. Coming 

with all the advanced features of CP helmets, the new cp camu-

rai opens up new dimensions in comfort and safety with perfect 

vision for all, including spectacle wearers. The new helmet is 

another top result of the creative designers at CP-FASHION/

AT/SPORTS AG and their commitment to safety and comfort in 

winter sports combined with trendy design. 

Safe on snow

CP-FASHION/AT/
SPORTS AG 

Lohwisstrasse 42
8123 Ebmatingen-Zurich 
Switzerland

Phone: +41 43 3662080
Fax: +41 44 9801916 

info@cp-fashionatsports.com
www.cp-fashionatsports.com
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“We are a helmet compa-
ny and a eye-wear company,” 
says Managing Director Clau-
dius Pfister, who founded the 
company in 2000. “We develop 
and manufacture high-tech 
sunglasses, goggles and winter 
sports helmets made exclusi-
vely for the premium sector.”  
Today, CP offers a rich assort-
ment of helmets in different 
shapes and materials with 
harmoniously adapted goggles, 
all of which are genuinely pre-
mium products available in a 
variety of colours and designs.  
“Our helmets are the result of 
intensive studies of markets 
and trends, ongoing innova-
tions and an uncompromising 
premium strategy,” explains Mr. 
Pfister. “The helmets are de-
veloped and continually opti-
mized by our own development 
team in close cooperation with 
top winter sports athletes, so 
they all fully meet the most 
demanding requirements of 
practice, and they are tried 
and tested under the harshest 
conditions. Fully in line with our 
premium strategy, our products 
are Swiss brand made in Eu-
rope. We manufacture them 

exclusively in 
Europe to ensure 
high quality and 
safety. All the hel-
mets comply with 
the strictest standard, 
EN 1077. Moreover, the Eu-
ropean production enables the 
flexible reaction to changing 
requirements.”
Made from top-quality ma-
terials such as pure carbon, 

polycarbonate and abs, 
CP helmets are lightweight 

and yet extremely resistant, 
and they come with a variety of 
advanced features that greatly 
enhance their safety, functio-

nality and comfort 
for users. For example, 

CP helmets feature a highly ef-
ficient controllable air system, 
ensuring an optimal climate; 
a 4plus foil integrated into the 
interior lining, enhancing we-
arer comfort; removable ear 
pads and an easy-to-use size 
adapting system. Last but not 
least, CP helmets excel in their 
attractive design. 

“In line with our premium 
strategy, we market our pro-
ducts exclusively via high-end 
specialist retailers, initially in 
Switzerland alone,” underlines 
Mr. Pfister. “Four years ago, 
we started export activities, 
and today we export 25% of 
products mainly to Austria, 
the Czech Repub-lic, Turkey, 
Romania and Germany, and 
we are well on the way to 
opening up the US market by 
the end of this year. There is 
enormous growth potential in 
the export markets, and we 
are looking forward to making 
use of this potential with our 
proven premium strategy and 
new developments, such as 
new varieties of the camurai 
helmet. This year we launched 
a new version with an outer 
shell of pure carbon, the non 
plus ultra in saftey and wearer 
comfort thanks to the extreme-
ly low weight. Other versions of 
the camurai are in the pipeline 
and will be launched later this 
year.” Since this spring there 
has been another novelty, the 
first riding helmet by cp: caval-
lito, made from pure carbon 
or polycarbonate.
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When the financial crisis had brought the credibility and repu-

tation of banks to a new low, Marginalen AB decided to bank 

on values that cannot be defined in terms of a currency. The 

Stockholm-based enterprise opts for transparency, simplicity 

and good customer service, and its successful development 

confirms this decision: Marginalen Bank has been growing at 

a fast rate and gaining market share – sure proof of the trust it 

has been able to gain with its satisfied clients. 

Banking  
on trust

Marginalen Bank 
AB
Valhallavägen 66
11427 Stockholm
Sweden

Phone: +46 8 4126500

marginalen@marginalen.se
www.marginalen.se

www.marginalen.se
Marginalen Bank AB 13
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In view of a disillusioned 
public, the very positive deve-
lopment of Marginalen is all the 
more pleasing for its owners, 
its management and its 500 
employees. When the bank 
was created, it could draw on 
the experience of the founding 
companies. The acquisition of 
Citibank’s Swedish consumer 
business and subsequent mer-
ger with Bank2 resulted in the 
establishment of a group 

Fernando Miranda CEO

Fredrik ‘Benke’ Rydman  
starring in different TV commercials for Maginalen
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personnel services.” Margi-
nalen Bank focuses on four 
main business lines: con-
sumer banking operations, 
debt collection, corporate 
banking and the consulting 
business. Since busines-
ses need to be profitable 
to survive, the overriding 
aim is to combine custo-
mer orientation with the 
development of a sus-
tainable and financially 

viable business. Its custo-
mer-friendly approach allows 
for a number of exceptional 
services including interest on 
traditional salary accounts or 
‘restart loans’ for people who 
would not get loans at traditio-
nal banks. 

Marginalen Bank’s brand awa-
reness has risen phenomenally, 
along with turnover volumes 
now rating at about 100 million 
EUR. Nevertheless, the focus is 
not on market leadership, but 
the high ranking in customer 
satisfaction that the bank has 
been able to obtain. 

We set out in a difficult  
environment. However,  

the situation has created 
opportunities to  

challenge the traditional 
banking sector.

ties to challenge the traditional 
banking sector.” The bank de-
fines itself as a Swedish bank 
that helps both private persons 
and businesses primarily with 
their finances. “We offer simp-
le and clear banking services 
such as savings, payroll and 
business accounts as well 
as loans tailored to individual 
circumstances and needs,” 
adds Mr. Miranda. “In addition 
to bank-ing services, busines-
ses can draw on our support 
with financial man-agement, 
debt collection and legal and 

with headquarters in Stock-
holm, nine locations in Swe-

den and subsidiaries in Latvia 
and Lithuania. Marginalen Bank 
is covered by the Swedish 
government’s guarantee of 
deposits and under the control 
of the Swedish financial super-
visory authorities. “We started 
with the bank licence in 2010, 
embarking on a new vision, 
new values and new branding,” 
explains CEO Fernando Mi-
randa. “We set out in a difficult 
environment. However, the si-
tuation has created opportuni-
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BIO-SANTIS

Siège 206,  
Avenue Victor Hugo 
84320 Entraigues Sur la 
Sorgue,  
France

Phone: +33 4908 35869

www.bio-santis.com

www.bio-santis.com
BIO-SANTIS 15

www.internationaltradenews.com

Advertisement

According to new legislation, 
50% of all tests carried out at 
laboratories have to be certi-
fied by 2016, 80% by 2018 and 
100% by 2020.

“Our network unites eleven 
laboratories, and they all stand 
for uncompromising quality,” 
company founder, major share-
holder and Managing Director 
Dr. Raymond David explains 
the sustainable success of Bio-
Santis. “Around 90% of our 

Our network 
unites eleven  
laboratories, 
and they all 
stand for un-

compromising 
quality.

Laboratories are one of the most important factors in the French health market and account for around 70% of diagnostic me-

dicine. Compared to some other European countries where major laboratories dominate the market, France is characterized by 

a huge network of smaller and medium-sized laboratories. Currently, French laboratories are being challenged with several new 

regulations. Bio-Santis from Entraigues Sur la Sorgue recognized the signs of the times early and already meets the new legal 

requirements.

Laboratory investigations  
with certified quality
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altogether 850 m2. In additi-
on to this, we are absolutely 
customer-oriented and offer 
Internet services and a telepho-
ne hotline so that the patients 
are always able to ask for the 
results of their tests. Soon, they 
will also be able to check their 
results at so-called Bornes, 
printers that work with a code 
or a card. We are an up-to-date 
company and make use of the 
many advantages new techno-
logies bring.”

Last but not least, Bio-Santis is 
well-known for its friendliness 
and welcoming atmosphere.
The company unites eleven 
loca-tions with a staff of 65 
in the south of France, in the 
department Vaucluse and in 
Bouches du Rhône. As a ge-
neralist, Bio-Santis carries out 
approximately 800 patient tests 
per day, among them all types 
of tests and diagnostics. In the 
coming years, the laboratory 
network aims to enhance its 

technological platform even 
further. “We finished our exter-
nal growth,” explains Dr. David. 
“I founded the company in 
1995, and over the years, we 
kept taking on other existing 
laboratories. Now, we aim for 
internal growth. Our goal is to 
improve our customer relation-
ships – step by step. Of course, 
we will also work on the remai-
ning certificates we need to 
meet the requirements of the 
new legislation.”

Our goal is to improve  
our customer relationships 

– step by step. 

tests are already certified. 
Therefore, the implementati-

on of the current reforms does 
not mean any major changes 
for us. Thanks to the collabora-
tion of the eleven locations, we 
are able to generate important 
synergy effects in organization 
and competence – and most 
importantly in technology. At 
the end of the day, this me-
ans significant advantages for 
our patients. Today, we draw 
on a technological platform of 
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Sint Spa
Viale delle Industrie 
24040 Filago (BG) 
Italy

Phone: +39 035 4991499
Fax: +39 035 4997007

sint@sintgroup.it
www.sintgroup.com

www.sintgroup.com
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The complete and articulate 
range of services Sint Group 
has developed addresses dif-
ferent areas across the mar-
ket. The oil and petrochemical 
industry is the larg-est custo-
mer group at a rate of about 
50%, followed by finance and 
automotive at 15% each. The 
retail sector, utilities and insu-
rance make up the remaining 
20%. ESSO, TOTAL, Deutsche 
Bank, BPM, Unicredit Banka, 
KIA and Volkswagen Italia are 

just a few prestigious names 
on the reference list. The di-
versity of customers illustrates 
the company’s ability to refer 
to differ-ent areas of the mar-
ket, respond to the challenges 
of each brand identity project 
and ensure the same quality of 
service for any type of client. 
“Our understanding is that of 
a partner capable of providing 
the entire value-adding chain 
required for corporate identity 
development and manage-

ment,” says General Director 
Vittorio Giannecchini. “We as-
sume full responsibility for the 
management of a project and 
its realization, complete with 
all services and supplies, for 
example illumination, signage, 
internal CI measures and the 
design of subsidiaries in line 
with the brand identity.” 

For Sint Group, corporate iden-
tity development is a combina-
tion of external and internal 

We assume full responsibility  
for the management of a project and 

its realization, complete with all  
services and supplies.

In an environment where many different brands have already 

proven their durability, it is all the more important to create 

and sustain a brand identity that leaves an impression. Sint 

Spa, with its characteristic red-dot logo, demonstrates what 

the development of a brand is all about. The company, with 

its headquarters in Filago, Italy, and operations in the whole 

of Europe, offers value-adding services that make all the dif-

ference to customers’ images, letting them emerge from the 

confusing panorama. 

The red dot  
difference 
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locations, just like customer 
care in the form of support and 
timely solutions to whatever 
problems may arise.

A coherent corporate identity 
is more important than ever 
today, and a growing number 
of clients in the whole of Eu-
rope appreciate the kind of 
single-source solutions provi-
ded by Sint Spa. The company 
founded by Pietro Mentasti in 
Milan in 1987 has continuous-
ly expanded its operations in 

these abilities. Each project 
starts with the definition of the 
creative brand identity in all its 
components. Each identifica-
tion element that is part of the 
visual communication project 
is then engineered and proto-
typed for customer approval. 
Production strictly abides by 
agreed time schedules and 
specifications with regard to 
component and raw material 
quality. Certified according 
to ISO 9001 and 14001, the 
company applies the most 

ranging from the analysis of the 
warehouse or sales outlet that 
needs to be made secure to 
installation and implementation 
right through to user training 
and service. 

The cooperation with reliable 
partners contributes to Sint 
Group’s speed and flexibility 
in realizing personalized solu-
tions. A recent project involving 
the organization of 700 cus-
tomer outlets within only six 
months impressively confirms 

measures. Its activities are 
therefore organized into four 

main business units. External 
Visual Communications include 
the development and produc-
tion of luminous and non-lumi-
nous sign-age of all types and 
dimensions as well as digital 
signage capable of transmitting 
multimedia content to custo-
mers’ sales outlets. Similarly, 
Internal Visual Communications 
include internal signage, digital 
sign-age and display systems 
designed to convey content 
inside customers’ sales out-
lets. Customized furniture and 
all kinds of setup solution are 
part of such internal solutions. 
Modularity accounting for the 
sales outlet format and ser-
vice area provides maximum 
flexibility. Sint Group directly 
manages analysis, production 
and implementation. Security 
stands for integrated consul-
tancy, implementation and 
management of complex secu-
rity systems based on leading-
edge digital technology: video 
monitoring, anti-intrusion, anti-
shoplifting and audio diffusion. 
Corresponding solutions are 
available on a turnkey basis 

demanding quality standards 
to its suppliers and installation 
teams as well. Maintenance is 
provided for all elements ins-
talled in the various customer 

order to improve its coverage. 
The acquisition of TNC in Belgi-
um was an important step that 
demonstrated its European ori-
entation and ensured the estab-
lishment of further subsidiaries 
in Spain, Germany and France. 
In all, Sint Group employs 190 
highly qualified and motivated 
men and women today who 
contribute to a sales volume of 
56 million EUR per year. Two 
modern sites in Filago and 
Bologna provide a total opera-
ting area of 35,000 m2. Environ-
mental sustainability being a 
core value, Sint Group applies 
strict safety rules and uses new 
technologies that limit waste 
and energy consumption. Re-
search is carried out in all are-
as that may lead to innovative 
solutions. “We will continue to 
cooperate closely with custo-
mers and provide the instru-
ments for brand identities that 
make all the difference,” con-
firms Mr. Giannecchini. “Digital 
signage is one of the areas we 
are focusing on in the interest 
of our clients, as digital media 
are increasingly being used in 
addition to or even instead of 
conventional media.” 
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R.G.M. was founded in 
1986. From the beginning, the 
company has concentrated 
on power supply products 
which were first distributed 
on the Italian market and then 
internationally. Today, it has 
115 employees, a turnover of 
23 million EUR and three ful-
ly equipped plants in Genoa, 
Lerma and Coreglia Ligure. The 
power supply units are mainly 
used in the medical, railway 
and industrial markets. “We 

are a partner to the market 
leaders,” explains President 
Giuseppe Guerra. “We deliver 
power supply units for portable 
therapeutic oxygen production, 
diagnostic equipment, dialy-
sis equipment and ultrasound  
machines. In other industries, 
high-voltage power supplies 
with low current strengths are 
used for industrial printing 
purposes. We have long been 
the Italian market leader in 
power converters for roll-

We are a  
partner to  
the market  

leaders.

They are high-technology power converters, developed by an Italian company, which are about to 

gain a foothold on the German market, guaranteeing safety, reliability and sustainability in many 

different industrial applications. R.G.M. SpA from Genoa knows that Germany is a difficult market. 

But its products and services speak for themselves. 

Innovative, high-technology 
power converters
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ing stock equipment. When 
ABB started noticing our 

competence, we eventually 
decided to sell this business 
unit to the global player. It was 
the right decision, which led to 
particularly productive collabo-
ration with ABB. We invested 
the money earned from it in 
research and development to 
work on new products in the 
areas of electric and hybrid 

vehicles and energy storage 
systems. Although a part of our 
railway technology business 
has gone to ABB, we are still 
active in this field. Power sup-
plies for signalling purposes or 
information transfer are a good 
example.”  

Many of R.G.M.’s products are 
pat-ented. “We are well known 
for our performance and quali-

ty,” stresses Mr. Guerra. “Many 
certifications illustrate our high 
quality standards. We work 
exclusively with big custom- 
ers who are international mar-
ket leaders or technology 
leaders with high quality requi-
rements.”

Today, 55% of the products 
are exported to foreign mar-
kets such as France, Sweden, 

Denmark, Switzerland, Aust-
ria and Great Britain. R.G.M. 
is also active overseas in the 
United States, China, Mexico 
and Brazil. “We recently ope-
ned an office in Frankfurt and 
hope to settle in this challen-
ging market,” says Mr. Guerra. 
“Furthermore, we are going to 
strengthen our activities in the 
field of green energy. We invest 
in the development of electric 

drives and hybrid technolo-
gies and believe that these are 
essential challenges of the 
future.”
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Our work is based on thin-film 
nanotechnolog.

Many companies worldwide have that special vision – to 

develop products that can make an important contribution 

to energy efficiency. For a long time now, Rolic Techno-

logies Ltd. based in Allschwill has turned this vision into 

products. The high-tech company from Switzerland is a 

pioneer in the field of LCMO technologies and supplies 

production standards for the environmentally friendly ma-

nufacturing of LCDs.

From vision  
to product 

Dr. h.c. Karl Nicklaus Visionary entrepreneur and investor
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with Sharp in 2004, which led 
to the mass production of LCD 
TVs in the world’s largest LCD 
plant in Sakai, Japan, in 2009. 
“Our work is based on thin-
film nanotechnology,” explains 
Mr. Münzel, CEO. “Meanwhile, 
50% of all 3D TVs are equip-
ped with our technology. The 
latest LCMO LCD TVs allow 
for energy reductions of 20% 
compared to conventional LCD 
displays.” Not only modern 
displays which are equipped 
with Rolic’s technology are 

synonymous with Swiss qua-
lity. LCMO technology is also 
applied to optical security 
elements in bank notes and 
passports and to protect luxury 
goods. Since 2012, Rolic has 
been developing a new pro-
mising technology for OLED 
(organic light emitting diodes) 
and OPV (organic photovoltaic) 
applications. New protective 
materials extend the lifetime of 
flexible OLED displays and 
light sources considerably.

The latest LCMO LCD TVs  
allow for energy reductions of  

20% compared to conventional LCD 
displays.

technology to fluid crystals and 
started to patent it. Rolic emer-
ged from the research team 
which had been responsible 
for the development of this 
breakthrough technology. It 
was a spin-off of Roche, which 
was taken over by the visionary 
entrepreneur Karl Nicklaus in 
1996. With his financial support 
for twelve years, Rolic has be-
come an international market 
leader. Norbert Münzel and his 
group of highly skilled spe-
cialists initiated a partnership 

Rolic is the international 
market leader for the future-

oriented LCMO technology. 
The technology focus-es on 
two main applications: LCD 
displays and optical security 
elements. The extraordina-
ry success story took off in 
the 1970s when, for the first 
time ever, fluid crystals were 
brought into applicable forms 
in the laboratories of Hofmann 
la Roche. At the beginning of 
the 1990s, the Roche Group 
eventually applied LCMO 
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Fédéris Gestion d’Actifs is 
an investment fund company 
focused on institutional clients. 
The company is a subsidiary 
of Malakoff Médéric, a French 
social protection group spe-
cialized in retirement provision 
and health insurance created 
through the merger of Malakoff 
and Médéric in 2008. “In the 
past, Malakoff and Médéric 
both had their own financial 
management business,” exp-

lains Anne Courrier, man-aging 
director of Fédéris Gestion 
d’Actifs. “In 2003, five years 
before the merger, the two 
financial management firms joi-
ned forces. This is how Fédéris 
Gestion d’Actifs was created.” 
Fédéris Gestion d’Actifs has 
47 employees, including 17 
asset managers and a global 
solutions team of four. The 
company has a total of 27.5 
billion EUR in assets under 

Today’s 
share is around 

15%.

For many investors, performance is everything. There are other 

issues, however, to be considered, such as social responsibility, 

environmental friendliness or ethical behaviour. For Fédéris Ges-

tion d’Actifs – and its clients – these criteria play an important 

role in choosing the ideal investment vehicle that combines the 

two: long-term performance and authentic responsibility.

Performance 
and  
responsibility

Anne Courrier Managing Director
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92% of the assets  
are funds provided by our  

parent company.

in 2008. “We make long-term 
investments in assets that 
combine steady performance 
with social responsibility, 
environmental protection and 
ethical behaviour,” Ms. Courrier 
describes the latest investment 
strategy of Fédéris Gestion 
d’Actifs. Since the financial 
crisis, many firms have been 
having growing difficulties in 
getting bank credits. In 

large caps in the euro zone 
and North America,” states 
Ms. Courrier. “We also invest in 
small caps but only in coopera-
tion with partners with specia-
lized expertise.” Fédéris Ges-
tion d’Actifs also has a strong 
focus on Socially Responsible 
Investments (SRI). The com-
pany developed its first SRI 
equity fund in 2000, which was 
followed by an SRI bond fund 

management. “92% of the 
assets are funds provided by 

our parent company,” says Ms. 
Courrier. “The remaining 8% 
are external mandates or funds 
investing in our products.” The 
company manages around 
40 own investment vehicles. 
In addition, it invests in select 
external funds outside its area 
of expertise. “Our main focus 
is on euro fixed income and 
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term of six years until 2018 and 
has been very well accepted 
– both by Malakoff Médéric 
clients and external investors,” 
explains Ms. Courrier. Inspired 
by the success, Fédéris Gesti-
on d’Actifs is currently develo-
ping a second credit fund with 
a fixed term ending in 2019. 
At present, Fédéris Gestion 
d’Actifs is offering such invest-
ments in France only, but a few 

foreign investors have already 
shown some interest. “We are 
among the French pioneers in 
this market, but others are fol-
lowing,” says Ms. Courrier. As 
a result of the financial crisis, 
Fédéris Gestion d’Actifs has 
reduced the equity share in its 
portfolios to decrease volatili-
ty. “Before the crisis, equities 

accounted for 25 to 30% of 
our overall investment,” states 
Ms. Courrier. “Today’s share 
is around 15%.” At the same 
time, Fédéris Gestion d’Actifs 
is contin-uing to develop new, 
innovative investment vehicles 
that earn it the trust of both its 
parent company and exter-
nal investors.

response to this, Fédéris 
Gestion d’Actifs developed 

a new product in 2012 which 
invests in a well-balanced mix 
of 20 medium-size enterprises 
of different sizes from various 
industrial sectors. The unique 
investment vehicle supplies 
companies with much-needed 
capital and offers investors 
above-average returns. “It has 
a value of 300 million EUR, a 
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ISD Portolan Ltd. is one of 
the major forwarding com-
panies in the region and sets 
itself apart with its broad servi-
ces. For along have now, many 
well-known companies such 
as Mercedes-Benz have been 
among its customers. As a 
result of the close partnership 
with its parent company ISD 
DUNAFERR Ltd., the biggest 
steel producer in Hungary, the 
company has grown 

Hungary is still one of Europe’s most attractive logistics mar-

kets. One reason why many logistics companies are interested 

in the country is that, over the last few years, Hungary has be-

come an important center for the automotive industry. ISD Por-

tolan Ltd. is part of this dynamic logistics market and is a winner 

when it comes to transports by truck, rail or ship.

Outstanding logistics by rail, road and sea
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continuously over the last 
couple of years.

ISD Portolan Ltd. was founded 
in 1992, has 106 employees 
and forwards six to seven 
million tons of cargo per year. 
“The main idea behind the 
company’s foundation was 
to arrange transports for DU-
NAFERR,” explains Managing 
Director Vaso Janicic. After its 
privatization in 2005, other cli-
ents started working with ISD 
Portolan Ltd., and nowadays 
they have a share of 20%. The 
company started operating 
with its current structure in 
2007 after the merger of the 
two companies DUNAFERR 
Port Ltd. and DUNAFERR 
Logistics Ltd., and today works 
with subcontractors to forward 
raw materials such as iron ore 
and coal, and finished products 
made from different kinds of 
steel. “We arrange transports 
for our parent company to Ger-
many, Poland, Austria, Italy, the 
Czech Republic and Slovakia,” 
adds Capt. Janicic. “DUNA-
FERR Ltd. has an output of 1.7 
million tons of steel 

www.portolan.hu
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The main idea 
behind the 
company’s  

foundation was to 
arrange  

transports for 
DUNAFERR.

Vaso Janicic Managing Director
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ISD Portolan Ltd. is  
synonymous with complex 

logistical solutions.

to increase our productivity,” 
says Mr. Janicic. “Therefore, 
we can also bank on our ex-
perience of the past. The port, 
for example, used to forward 
about 600,000 t per year. Since 
2008 it has been under our 
management, and the capa-
cities have almost doubled. 
Investments in the latest IT 
technologies have been helpful 
as has the great teamwork of 
our employees.” 

Germany to our port and to the 
Mercedes factory in Hungary. 
Therefore, we needed special 
gear and trucks to lift 140 t and 
even more.”

ISD Portolan Ltd., which is cer-
tified to ISO 9001 and is mem-
ber of different international 
organizations, looks confident-
ly into the future. “Because we 
have a powerful parent compa-
ny behind us, we will continue 

complex logistical solutions,” 
stresses Mr. Janicic. “This 
means we are responsible for 
the complete supply chain, 
and we are proud to arrange 
transshipments of heavy cargo. 
For Mercedes we have alrea-
dy organized transports from 

thermore, ISD Portolan  Ltd. 
guarantees that also fertilizers 
and grains arrive safely and 
on time at their destination. 
Apart from pure transports, 
the company offers warehouse 
and port services. “ISD Por-
tolan Ltd. is synonymous with 

products per year. Every 
month, 160,000 t are forwar-

ded to various destinations, 
often to EU members or neigh-
bouring countries.” 60 to 70% 
of those goods are transported 
by trucks, 20 to 25% by rail 
and 15 to 20% by ship. Fur-
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