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‘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.
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The company services enter-
prises and multinationals as 
well as medium-sized players 
and small enterprises. “We ser-
vice small companies in all our 
major markets, such as small 
hotels, restaurants and shops,” 
explains Mr. Niroomand. “In 
the beginning, we used to grow 
with the chains but today, we 
have reached a much deeper 
market penetration. We offer 
solutions for chains, for 

“MICROS stands for soft-
ware, services and hardware 
– everything from one source,” 
explains President Europe, 
Africa and Middle East Kaweh 
Niroomand. “This has been our 
greatest asset from the very 
beginning. 

Today, companies need many 
different solutions, such as sa-
les, storage, distribution as well 
as mobile check-in or point of 
sale solutions, platforms, boo-
king systems, and other servi-
ces. They also need trainings, 
seminars, and development 
and installation services. 

All solutions require a high level 
of system integration. Also, 
multi-channel power becomes 
ever more important.” In addi-
tion to its holistic service ap-
proach, one of the company’s 
greatest assets is the decen-
tralized and global company 
structure. The company lays 
great emphasis on local staff in 
order to be close to its clients 
and to understand the needs 
and problems of their custo-

mers. “We believe in people,” 
says Mr. Niroomand. “Every 
business is about people and 
is driven by people. Therefore, 
we support a motivating wor-
king atmosphere.” MICROS-
Fidelio recognizes the signs of 
the times early. 

For example, the company was 
one of the first understanding 
the possibilities of the cloud 
and were one of the pioneers 
in e-commerce. “For example, 
the e-commerce sector led to 
a balance change in B2B and 
B2C activities,” says the presi-
dent. 

MICROS-Fidelio GmbH
www.micros-fidelio.de

Every business is about
people and is driven

by people.

MICROS-Fidelio 
GmbH
Europadamm 2-6
41460 Neuss
Germany

Phone: +49 2131 137-0
Fax: +49 2131 137-777

vertrieb@micros-fidelio.de
www.micros-fidelio.de

The digital revolution turned the hotel market upside down. Long gone are those times when you 

could only book a hotel via your nearest travel agent. Today, there are many booking and marke-

ting platforms on the internet offering best scores and prices. Of course, the consumer is spoilt for 

choice. Hotels have had to adapt to a completely new way of marketing. Still, there is a great need 

for IT-solutions integrating all the different marketing and distribution possibilities. Here, MICROS-

Fidelio comes into the game. The US-based MICROS group is a leading name in holistic software 

solutions for the hospitality, retail, cruise and travel industries. In addition to this A to Z approach, 

the company scores with its global structure and innovative strength. MICROS-Fidelio GmbH from 

Neuss in Germany is a 100% subsidiary focusing on the German market.

Holistic IT solutions for 
the hospitality market
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the business processes of 
our clients in order to select 
or develop the best possible 
software solution. In general, it 
takes us one year to train new 
people. Yet, the qualification of 
our people is the basis of our 
success.”

We are going to 
expand our port-
folio of cloud, e-

commerce
and software 

services.

their headquarters but we 
are also able to scale down. 

The engineering always is the 
same – you just need a diffe-
rent hull As a result, individual 
hotels, for example, are able to 
use our solutions, too. 
We do not focus on turnover 
but on market share. The right 
balance is important. Standard 
software does work for smaller 
businesses. Often, the owners 
of small hotels are very creative 
and innovative and their ideas 
are useful for bigger hotels, 
too. We listen carefully to our 
clients – this is the best way 
to accumulate market know-
how.”

Rooted in the USA, MICROS 
group achieves the major share 
of its annual turnover outside 
of the domestic market. Alto-
gether, the group draws on a 
large distribution network, sup-
porting customers in over 180 
countries. Thanks to this global 
network, new products quickly 
develop a strong drive. 

In the German-speaking coun-
tries, the group has a staff of 

900, 30% of whom are active 
in Neuss. Besides Neuss,   
MICROS-Fidelio operates 
facilities in Munich, Hamburg 
and Berlin. In the coming years 
MICROS-Fidelio aims to en-
hance its global market positi-
on in the hotel, restaurant and 
retail markets. 

“We are going to expand our 
portfolio of cloud, e-commerce 
and software services,” says 
Mr. Niroomand. “Still, we are 
going to keep an eye on the 
integration of all these services 
into the core systems. 

Multichannel will continue to 
be a key word especially for 
hotels and for the retail mar-
ket. They have a great need for 
mobile solutions. Customers 
want to book rooms and res-
taurant tables from wherever 
they are at any time of day. The 
solutions have to be easy and 
quick. To realise our plans and 
solutions we have a great need 
for qualified personnel. This is 
a problem at the moment. We 
try to find people with industry 
skills and profound IT know-
how. They have to understand 

Kaweh Niroomand President Europe

MICROS-Fidelio GmbH
www.micros-fidelio.de
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COGEMAD

... we search for, build or renovate 
real estate, furnish them and 

provide property management, 
including concierge services.

current headquarters in Le 
Vesinet near Paris, we maintain 
an additional office in Cannes. 
In order to meet the high de-
mands of our customers, we 
have teamed up with some of 
the finest French craftsmen, 
designers and other certified 
historic building companies to 
provide top-quality solutions.”

At the present time, an in-house 
team of 20 people supervises 
COGEMAD’s broad network of 
associated partners. “On behalf 
of our clients, we search for, 
build or renovate real estate, 
furnish them and provide pro-
perty management, including 
concierge services,” states the 
marketing director. The renovation or new construction of a privately owned home 

is always connected with complex logistical undertakings and 

craft activities. Many well-to-do owners prefer to pass these 

tasks on to external partners. An example is COGEMAD from Le 

Vesinet in France. The company maintains a broad network of 

architects, craftsmen, designers, gardeners and technicians and 

acts as reliable partner for exclusive renovations and interior 

decoration projects.

Exclusive 
estates and 
interiors

COGEMAD
12, rue Diderot
78110 Le Vesinet
France

Phone: +33 1 30097979
Fax: +33 1 30097980

christelle@cogemad.com
www.cogemad.com

The enterprise was foun-
ded about 25 years ago in 
Cannes, France. “Ever since 
its establishment, COGEMAD 
has specialized in the provisi-
on of services for estates and 
apartments in the high-class 
segment,” explains Christelle 
Revol, marketing director of 
COGEMAD. “Apart from our 
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property management to us.” 
In terms of marketing, the com-
pany acts cautiously and di-
screetly. “Usually, the purchase 
of real estate should remain 
private,” states Ms. Revol. 
“Therefore, we directly or indi-
rectly cooperate with renowned 
real estate agents. Soon we 
will also reinforce our participa-
tion in international trade fairs. 
In China and Shanghai, we will 
present our Diamant sur le parc 
project to a broad audience.”

Although the real estate market 
suffered from recent economi-
cal developments, COGEMAD 
takes an optimistic view into its 
entrepreneurial future. 

“Ever since our foundation, we 
have placed great emphasis on 
confidentiality, state-of-the-art 
technologies and a reliable net-
work of partners,” summarizes 
the marketing director. “In the 
future, we strive to expand our 
business and become active 
in foreign markets. Our primary 
goal is to offer our high-class 
services all around the world.”

Our primary
goal is to of-
fer our high-
class services 
all around the 

world.

“If desired, our staff also refill 
the refrigerator or organize 

fresh flowers on the client’s 
arrival.” 

One of COGEMAD’s most 
recent projects is the proper-
ty Diamant sur le parc, a 425 
m² apartment in the presti-
gious Walter building in Paris, 
France. “Formerly, the apart-
ment belonged to the fashion 
designer Balmain,” says Ms. 
Revol. “We purchased the flat, 
renovated and furnished it. In 
accordance with our philoso-
phy, we only cooperated with 
the best French craftsmen. 
The gilding was created by 
the same gilder who already 
worked at the Invalides and in 
Versailles.”

Currently, COGEMAD is active 
in the Paris, Geneva and Côte 
d’Azur regions. “Our main tar-
get group is well-to-do private 
customers who want to invest 
in a secondary residence in 
France or Geneva,” explains 
the marketing director. “Often, 
these clients also leave the 

Christelle Revol 
Marketing Director

www.cogemad.com
COGEMAD
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For more than 20 years, MKT 
has contributed to furniture 
design in Europe and beyond. 
Broad rolls of edge bandings 

are manufactured at MKT’s 
headquarters in Ohrdruf and at 
its second production plant in 
Hohenkirchen. “Our focus is on 

production technology for edge 
bandings made of ABS and PP 
materials,” points out Mana-
ging Director Dipl.-Kfm. Sven 

Kirchner, who took on the new 
management position in 2012. 
“We produce edge bandings 
on calender 

www.mkt-gmbh.com
MKT Moderne Kunststofftechnik

One might go for a wood or stone look, but apart from the choice of materials, aspects like colour, gloss level and style are equally 

important features in the furniture industry. Contemporary furniture design offers a wide range of solutions. MKT Moderne Kunst-

stoff-Technik Gebrüder Eschbach GmbH from Ohrdruf in Thuringia is well familiar with the issue. The medium-sized company, active 

on an international level, produces thermoplastic edge bandings for the furniture industry and is the number three in the German 

market. In Europe, MKT even ranks among the top four players.

Edges made to measure
MKT Moderne 
Kunststoff-Technik
Gebrüder Eschbach GmbH

Herrenhöfer Landstrasse 2
99885 Ohrdruf
Germany

Phone: +49 3624 36923
Fax: +49 3624 313708

info@mkt-gmbh.com
www.mkt-gmbh.com
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machines. Today, we are 
able to manufacture a 1.3 

m wide roll that is subse-
quently printed and varnished. 
The customer can define the 
desired length, which brings 

www.mkt-gmbh.com
MKT Moderne Kunststofftechnik

Eschbach. At that time, MKT 
primar-ily concentrated on the 
production of wall claddings 
and thermoplastic edge ban-
dings for the furniture industry. 

“In the years to follow, we shif-
ted our focus entirely to edge 
bandings. I must say that this 
was definitely the right deci-
sion,” says Sales Man-ager 
Joachim Wagner. “Here at our 
headquarters, we have expe-
rienced gradual growth, and 
in 2006 we invested 20 million 
EUR in a second production 
plant in Hohenkirchen in order 
to meet growing production 
capacities.”

Today, MKT provides a wide 
choice of edging decors. “The 
improved printing technolo-
gy has led to considerable 
changes in the reproduction of 
wood decors. This allows for an 
excellent wooden look on the 
surface,” states Mr. Kirchner. 
“We offer flexibility and see our-
selves as the system partner 
of the furniture industry. We do 
not aim at a simple standard 
program, but instead we produ-
ce what our customers need.”

about considerable production 
advantages for the furniture 
industry.” It all started for MKT 
back in 1991 when the com-
pany was founded by the two 
brothers Jakob and Mat-thias 

house designers, are printed. 
Today, 75% of the entire  
production is exported, the 
majority of it to Eastern Eu-
rope, for instance to Poland, 
where important producers are 
among MKT’s customers. 

In the coming years, the issues 
of consolidation and streamli-
ning procedures will be high on 
the company’s agenda in order 
to keep a competitive edge. 
MKT will also focus on expan-
sion in Eastern Europe, Ameri-
ca and China.

In a short period of time, high 
vol-umes of edgings are produ-
ced and subsequently stored. 
“Within just one week, we are 
able to supply the desired 
article,” points out Mr. Wagner. 
“Today, we can fall back on a 
stock of 6,000 edge bandings 
with wood decors and about 
3,000 plain edgings. Branded 
ALPHA-TAPE® edge bandings 
have become a synonym for 
quality in Europe.”
Following the extrusion pro-
cess, edging decors like wood 
and metal, developed by in-

We offer flexibility and
see ourselves as the system 

partner of the furniture 
industry.

HR6161 ArizonaOak-UL0940 YellowGold

HR5978 NaturalEffect

HR5978 Giorno-EGHR6210 Nocturno

Multlayer
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vioma GmbH

or adaptations to mobile de-
vices. We are a certified Goog-
le partner agency.” In terms 
of marketing, vioma relies on 
recommendations of satisfied 
customers on the domestic 
and foreign markets. “We are 
active in Germany, Switzerland, 
Austria and northern Italy,” 
says Mr. Laempe. “Our trans-
parent cost structures and a 
focus on continuous growth 
provide great potential for a 
successful future.”

We are a certified 
Google partner agency.

The company was founded 
in Austria in 2002. “Three years 
later, we established a subsidi-
ary in Offenburg, Germany, our 
current headquarters,” exp-
lains Swen Laempe, managing 
partner and founder of vioma. 
“At the present time, our team 
consists of 70 permanent 
employees and five freelan-
cers. Although there are a lot 
of competitors on the market, 
only very few focus on the 
hotel industry. The demand for 

online marketing, booking and 
rating has grown rapidly over 
the past years.” vioma offers 
a broad range of services for 
its business clients. “Amongst 
others, we provide systems for 
newsletters, vouchers, ratings 
and content management at 
our secured data centers,” 
states the managing partner. 
“Large hotels and hotel portals 
also profit from search engi-
ne optimization, social media 
solutions, website translations 

vioma GmbH
Industriestrasse 27
77656 Offenburg
Germany

Phone: +49 781 310550
Fax: +49 781 3105529

info@vioma.de
www.vioma.de

More and more companies are discovering a new way to promote their 

products: the Internet. Nonetheless, expert knowledge is required for 

many undertakings in the online marketing sector. vioma GmbH from 

Offenburg in Germany is specialized in this field of operation and offers 

its customers a comprehensive portfolio, including newsletter solutions, 

content man-agement systems, translations and social media services.

Perfect online 
marketing

Swen Laempe Managing Partner
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Firmenname

8842 Katsch an der Mur 202
Austria

Phone: +43 3588 8835
Fax: +43 3588 883520
office@klh.at
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the trailer can be adjusted to 
the height of the ramp, sup-
porting direct loading and 
unloading. This means that the 
flow of goods from the storing 
position to the trailer is not 
interrupted, and you do not 
need additional pallet trucks or 
personnel. This concept is also 
independent of additional infra-
structure. The occupied sto-
rage area is free again within 
the shortest time possible.” 
In addition to Multi-Trailers, 

les short loading and unloading 
times as well as a 60% higher 
loading capacity, compared to 
conventional double-decker 
trailers – loading more and 
driving less is the motto of the 
Multi-Trailer. Loading the first 
deck is like loading a standard 
trailer. For loading the second 

Zeyer GmbH
Lilienthalstrasse 30
74078 Heilbronn, Biberach
Germany

Phone: +49 7066 9660-0
Fax: +49 7066 9660–20

info@zeyer-trans.de
www.zeyer.de

Zeyer GmbH
www.zeyer.de

Compared to other 
double-decker lorries, 
our Multi-Trailer offers 

several advantages.

“Our Multi-Trailer is a doub-
ledecker lorry which was deve-
loped by our company owner 
Bernd Marbach in 1998,” 
explains Michael Marbach, 
assistant to the management. 
He has been active in the 
company for seven years now. 
“We hold a patent for this lorry, 
and it is used exclusively by 
us. Compared to other double-
decker lorries, our Multi-Trailer 
offers several advantages. 
Most important is that it enab-

level, the entire Multi-Trailer is 
lifted to the height of the ramp 
using four hydraulic props. As 
a result, the upper and lower 
levels can be loaded like a 
standard semi-trailer. You do 
not need an extra lifting ramp, 
which would cost extra time. 
The intermediate bottom and 

Competition in the transport and logistics industry is intense, and the various players have to 

sharpen their profiles by offering value-added solutions. Today, just-in-time delivery is standard, as 

is intermodal transport. Zeyer GmbH from Heilbronn in Germany is acknowledged for its individual 

customer orientation. In addition to this, the family company scores with innovative and future-

oriented transport and logistic solutions. With Zeyer’s own invention called Multi-Trailer and its 

second company Marbach Concepte, the group of companies aims to enhance its market position 

in the coming years.

Innovative ideas for 
international transport
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the group’s fleet encompas-
ses 180 additional trailers 

and towing vehicles, from open 
trailers through to cooling trai-
lers. 

The company’s slogan “cus-
tomer-oriented, quality-con-
scious, ready for development” 
stands for great flexibility when 
it comes to processing trans-
ports of any kind, includ-ing 
food and non-food products, 
deep-frozen goods and indus-
trial products such as steel, 
concrete and long iron. 

In Europe, the neighbour- 
ing countries as well as Sou-
thern Europe are key markets. 
Outside of the EU, the group of 
companies is supplying more 
and more clients in Russia. 

Marbach Concepte is the latest 
innovation of the Marbach 
group, which has develo-
ped superbly so far. With this 
company, the Marbach family 
specializes in closed vehicle 
transports for the automoti-
ve industry, for example on 
the occasion of trade fairs or 
races. “Of course, we aim to 

grow with the two companies 
Zeyer and Marbach Concepte 
but on a solid basis, without 
losing our roots and our much 
valued flexibility,” says Mr. 
Marbach. “At the begining 
of 2014, we will present the 
second Multi-Trailer genera-
tion. This is a clear statement 
that we will continue to work 
on innovative solutions in the 
coming years, too.”

At the begining of 2014, 
we will present the second 
Multi-Trailer generation.

Zeyer GmbH
www.zeyer.de
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companies,” points out Mana-
ging Director Philippe Jolivet. 
At first, HYDREKA concen-
trated on product integration 
and testing, and only later the 
company embarked on soft-
ware development, production, 
distribution and rental servi-
ces. “Today, we are a true 

HYDREKA S.A.S.
www.hydreka.fr

We were the 
pioneers in 

France.
In 1988, HYDREKA was 
founded by two engineers who 
were given the task to find a 
solution for a specific problem: 
How can leaks in water pipes 
be detected acous- 
tically without breaking up 
the entire road surface? The 
two specialists were intrigued 

by the potential behind this 
crucial question. They started 
a business of their own and 
developed acoustic correla- 
tion instruments. “We were the 
pioneers in France. There was 
huge demand for such instru-
ments both from water distri-
butors and water treatment 

HYDREKA S.A.S. 

34 Route de Saint Romain
69450 Saint Cyr Au Mont d’Or
France

Phone: +33 4 72531153
Fax: +33 4 78834437

hydreka@hydreka.fr
www.hydreka.fr

In the water sector, HYDREKA S.A.S. is the name to remember. 

The French company has specialized in equipment and software 

for the analysis of clean and dirty water cycles, and sells and 

rents innovative solutions. Instruments from HYDREKA detect 

any leaks in water distribution systems by acoustic signalling or 

provide measurements on water pressure and quantity. With its 

extensive product and service portfolio, the company has esta-

blished itself as a full-service provider to the international water 

industry.

A close eye on 
the water cycle

www.hydreka.com
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all-rounder in our field,   
offering cus-tomized  

solutions and integration. 
We provide a broad product 
portfolio, international distri-
bution as well as rental and 
maintenance services,” adds 
Mr. Jolivet. “Data collection 
and logistics data control are 
additional service features.” 

Since 2000, HYDREKA has 
been a subsidiary of the Bri-
tish Halma Group. It employs 
a workforce of 44 people, and, 
last year, its turnover amount-
ed to more than ten million 
EUR. Meanwhile, instruments 
in the water industry have 
boasted a higher quality and 
have become more efficient. 

In particular among small cus-
tomers like engineering firms, 
the demand for rental equip-
ment has grown immensely. 
“We gener-ate three million 
EUR with rental equipment. 
We currently rent out some 
10,000 products,” points out 
Mr. Jolivet. “There are many 
short-term rental contracts 
to provide support in urgent 
breakdowns, but we have also 

concluded many long-term 
contracts of up to one year.” 
For measuring water data, 
HYDREKA has developed the 
software Winfluid, which now 
can be accessed as Webfluid 
on the Internet. 

Since 2000, the company has 
been introducing own product 
developments, including a 
range of insertion flowmeters 
HydrINS 2, transit time flow-
meters ChronoFLO, and level-
velocity Doppler flowmeters 
for open channels. “We offer 
innovative customized solu-
tions that are not available via 
traditional distribution chan-
nels,” states Mr. Jolivet. 

HYDREKA realizes 30% of its 
turnover abroad, and it aims to 
expand its international acti-
vities in the near future. One 
milestone was the opening 
of a sales presence in 
Canada for the North 
Amer-ican market. 
In the medium term, 
a sales office in China 
will be another option.
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We offer innovative 
customized solutions
that are not available

via traditional distribution 
channels.

HYDREKA S.A.S.
www.hydreka.fr
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”In 2003 I established EVG 
Entsorgungs- und Verwal-
tungsgesellschaft mbH as a 
holding company and continu-
ed the course of acquisitions,” 
says Managing Partner Thors-
ten Pötke. “Today, we have 
five subsidiaries and ten sites 
across Germany, so there is an 
EVG branch in the very reach 
of customers wherever they 
are.” 

EVG services encompass the 
disposal and recovery of all 

EVG - Entsorgungs- und 
VerwaltungsgesellschaftmbH

www.ev-gmbh.de

We are the
market leader 

in photographic 
chemicals.

In 1990, Thorsten Pötke 
started the waste disposal 
business bearing his name with 
little more than his experience 
as the technical manager of an 
agricultural business and the 
will to succeed. Hardly anybo-
dy saw chances for the busi-
ness; many strongly advised 
against the endeavor. However, 
the one-man enterprise had a 
successful start and eventu-
ally expanded its reach by the 
acquisition and integration of 
specialized companies. 

EVG - Entsorgungs- 
und Verwaltungs-
gesellschaft mbH

Kohlenkaistrasse 2a
63741 Aschaffenburg
Germany

Phone: +49 211 229419-0
Fax: +49 211 229419-29

kontakt@ev-gmbh.de  
www.ev-gmbh.de
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Waste disposal is an urgent necessity for both reducing the 

amount of waste and recovering valuable raw materials. The 

German company EVG Entsorgungs- und Verwaltungsgesell-

schaft mbH is a proven specialist in the responsible disposal 

and recovery of all types of waste, including contaminated was-

te. Within little more than two decades, EVG has developed into 

a group of companies active in waste disposal across Germany 

and abroad.

Heading for 
new markets
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named Euro Recycling, and 
we secured a joint venture with 
Gorenje in Maribor, Slovenia.” 
Fully in line with the EVG stra-
tegy of expanding the market 
presence, the foreign branches 
are designed for both sourcing 
raw materials and processing 
them on-site.  

The managing partner has a 
positive outlook at the future. 
“Our group is a sort of big-
ger family. Since September, 
my daughter, Juliane Pötke 
has also been working for the 
company. Together with the 
management, she will secure 
the future of the firm.”
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waste. In the future, we will 
increasingly focus on film, 
printing waste, laboratory and 
medical waste, as photo che-
micals are a shrinking market.”

At present EVG serves 5,700 
customers in Germany inclu-
ding physicians, hospitals, 
printing houses and photogra-
phic laboratories for input, and 
cement works, incineration 
plants and other disposal com-
panies for output. “For some 
time now, we have been active 
on foreign markets, sourcing 
waste,” explains Mr. Pötke. 
“This year we inaugurated our 
first foreign branch in Moscow, 

types of waste with a focus 
on film material and photo-

graphic chemicals. “We provi-
de complete solutions from the 
collection of waste at cus-
tomers’ sites  through to the 
recovery and the disposal in 
an environmentally friendly and 
cost-saving way,” underlines 
Mr. Pötke. “We are the market 
leader in photographic che-
micals, which are processed 
to KONTRANOx® and widely 
used for reducing NOx emissi-
ons, mainly in cement works. 

We are well positioned too in 
processing waste film materi-
als, x-ray images and printing 

EVG - Entsorgungs- und 
VerwaltungsgesellschaftmbH

www.ev-gmbh.de

This year we inaugurated 
our first foreign branch

in Moscow.

Thorsten Pötke Managing Partner
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energy. Children often like it 
because it cracks in the mouth, 
due to its freshness.” And the 
products of Heng Sieng are 
fresh, as well as guaranteed not 
genetically modified.

“The family slowly began in 
1991 with the development of 
their business,” says Ms. Luo. 
“It was an artisanal 

“Mung bean sprouts can be 
eaten raw in salads, cooked in 
a wok with other vegetables, in 
soups, ravioli or spring rolls,” 
says Anh Luo, deputy managing 
director of Heng Sieng, about 
the benefits of the product. 

“It is a natural vegetable, easy 
to digest, non-fattening, has 
many vitamins and supplies 

Heng Sieng SA
www.heng-sieng.com

It is a natural 
vegetable, easy 
to digest, non-
fattening, has 
many vitamins 
and supplies 

energy.

Heng Sieng SA

22 rue Roger Husson
57260 Dieuze
France

Phone: +33 3 87056161
Fax: +33 3 87056162

info@heng-sieng.com
www.heng-sieng.com 

Advertisementwitrainlrdcly

In
te

rn
at

io
na

l T
rade News ePaper 2014February

2014

The mung bean sprout is an unusual plant. Thanks to its high 

protein content, it can be used as a healthy substitute for meat. 

The crunchy legume from Asia is a blessing not only for vegeta-

rians though. In exotic dishes as well as to refine long-standing 

recipes, it enriches European cuisine. Its popularity has long 

overtaken France, fortunately for Heng Sieng SA. The fami-

ly business that specializes exclusively in the making of fresh 

mung bean sprouts distributes its products under the brand 

name Sojalor.

Healthy and 
delicious

Pousses de haricots mungo
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We want to spread an 
understanding for mung 

bean sprouts in the 
western world.
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company is considering the 
idea to move the production 
of seedlings to France to be 
independent of Asia. 

In addition, expansion of ex-
port is planned. “Basically we 
want to spread an understan-
ding for mung bean sprouts in 
the western world,” emphasi-
zes Ms. Luo. “Because they 
are healthy and natural.”

production, which was more 
and more industrialized over 

time.” With the growing market, 
the company also developed. 

For the family business, which 
recorded a turn-over of 6.6 mil-
lion EUR in 2012, are by now 
working 40 employees. Heng 
Sieng initially made 1 t per day. 
Now 30 t are produced dai-
ly. Given these quantities the 

Heng Sieng SA
www.heng-sieng.com
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Convena International AB
www.convena.com

Our goal is
to forge lasting, 
reliable, trusting 

relationships 
with our 

customers.

Convena is a European spare 
parts, consumables and ac-
cessories distributor based 
in Mölndal, Sweden, south of 
Gothenburg. 

The independent company 
has sales offices in Denmark, 
Finland and Norway and ope-
rates two large warehouses in 
Sweden and the Netherlands 
plus a smaller distribution cen-
ter in St. Petersburg, Russia. 
Convena stocks spare parts, 

consumables and accessories 
for printers, copiers, scanners, 
computers, mobile phones and 
a lot of other office equipment 
as well as home appliances. 
The company is an authorized 
supplier for all major brands, 
from Acer to xerox. 

“It is very important to us to 
have an authorized relationship 
with our suppliers, and we are 
constantly adding new sup-
pliers to our portfolio to offer 

our customers an even wider 
range of products to choose 
from,” says Managing Director 
Tomas Ingvason, one of the 
company’s founders. Convena 
was established in 1995, with 
Lexmark, Hewlett Packard and 
Canon as the first suppliers. 

Since then, it has developed 
into a pan-European distrib-
utor with an extensive portfolio 
of products and brands, 33 de-
dicated employees, 24 mil-

Convena
International AB

Kongegårdsgatan 3
43190 Mölndal
Sweden

Phone: +46 31 3342500
Fax: +46 31 3342590

info.se@convena.com
www.convena.com

From computers to copiers, from Acer to Xerox, Convena International AB has 

it all. The Swedish company stocks spare parts, consumables and accessories 

for all major brands and distributes them on a pan-European basis. Its name, 

Convena, means coming together in Latin. And that is what it is all about: co-

ming together with the customer and supporting his services as a reliable busi-

ness partner.

Coming together

38% svartC=1  M=48  Y=97  K=0 14% svart
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lion EUR in annual revenues 
and many loyal customers. 

“Our goal is to forge lasting, 
reliable, trusting relationships 
with our customers and to pro-
vide them with optimum sup-
port for their services,” Mr. In-
gvason describes the business 
concept of Convena. Besides 

Scandinavia, Convena’s main 
export markets are Germany, 
the Benelux, the UK, France, 
Spain and Italy. 

The company does not have a 
local presence in these coun-
tries. “The strategy is to hire 
people in the Netherlands who 

are fluent in other languages,” 
explains Mr. Ingvason. 

From its centrally located 
Dutch distribution center, 
Convena is capable of filling 
orders across Europe within 
a maximum of two business 
days. As regards spare parts, 

Convena operates in an in-
creasingly difficult business 
environment. “Spare parts are 
harder and harder to sell since 
a new printer or copier is often 
less expensive than the cost of 
repair,” says Mr. Ingvason. 
Despite this trend, Convena 
is confident about the future 

and increasing its activities 
in all markets. “We are lucky 
to be in a good business with 
good, professional customers,” 
states Mr. Ingvason. “We are 
happy with what we are doing, 
helping our customers improve 
their businesses and support 
their services.”

We are happy with what we 
are doing, helping our customers 

improve their businesses and 
support their services.

Convena International AB
www.convena.comAdvertisementwitrainlrdcly
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JERMANN DI SILVIO JERMANN SRL
www.jermann.it

JERMANN DI SIL-
VIO JERMANN SRL

Cantina di Villanova 
Via Monte Fortino, 21 
Località Villanova
34072 Farra d’Isonzo (GO)
Italy

Phone: +39 0481 888080
Fax: +39 0481 888512

Cantina di Ruttars 
Località Trussio, 11
Frazione Ruttars
34070 Dolegna del Collio (GO)
Italy

Phone: +39 0481 888080
Fax: +39 0481 888512

info@jermann.it
www.jermann.it

Proud of its two well-organized locations, advanced methods and compliance 

with the most stringent ecological and quality standards, Jermann di Silvio 

Jermann SRL represents Italy’s first winery to obtain the CasaClima Wine 

award for existing structures. Premium products such as Red Angel, Blau & 

Blau or the famous Vintage Tunina are the result of traditional cultivation me-

thods combined with pioneering achievements. 

A tale of tradition, 
passion and pio-
neering spirit
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We have taken a quantum 
leap in terms of quantity 

and quality.

JERMANN DI SILVIO JERMANN SRL
www.jermann.itAdvertisementwitrainlrdcly
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It is above all the initiative and 
pioneering spirit of Silvio Jer-
mann that accounts for the very 
positive development Jermann 
di Silvio Jermann SRL has 

Today the Jermann esta-
te extends over 150 ha and 
comprises two locations, the 
traditional site and facilities in 
Villanova, and the new, modern 
plant in Ruttars inaugurated on 
07/07/07.” 

Today, Silvio Jermann can 
bank on the support of the next 
generation preparing to follow 
in their father’s footsteps. The 
Jermann family estate has a 
regular staff of 30 plus up to 60 
seasonal worker, and annual 
turnover of about twelve million 
EUR, and it exports more than 
half of its production, Germany 
being the most important 

taken recently. Having grown 
up in a wine-making family, the 
qualified oenologist and present 
owner took over the estate his 
great-grandfather had founded 
in 1881 and proceeded to re-
organize its structure, methods 
and concept. 

“When Silvio Jermann took 
over at the beginning of the 
1970s, there were only a few 
vineyards,” points out General 
Director Edi Clementin, who is a 
qualified oenologist himself and 
joined the company in 1994. 
“Since then, we have taken a 
quantum leap in terms of quan-
tity and quality. 



22

www.internationaltradenews.com

Traditional, ecologically sound 
and biodynamic cultivation 
methods contribute to their 
popularity. As required by the 
CasaClima Wine concept, the 
entire production process at 
Jermann di Silvio Jermann is 
optimized with regard to energy 
efficiency and environmental 
compatibility. 
The growing use of screw caps 
instead of conventional corks 
ensures that the quality of 
bottled wines is optimally pre-
served. Having proven its ability 
to combine tradition and pro-
gress in an optimum manner, 
the Italian wine-making busi-
ness will continue to promote 
ecologically sound technologies 
to create truly outstanding 
wines. 

the old tradition of blending 
different grapes to achieve 
optimum results and has gained 
the Italian enterprise worldwide 
recognition. 

The revival of Pignolo wines, an 
old variety that had been given 
up in the 1950s, is another pi-
oneering achievement initiated 
by Silvio Jermann. Other wines 
produced on the estate are 
Vinnae, Pinot Grigio and Bian-
co, Chardonnay, Sauvignon, 
Riesling and Traminer. White 
wines account for the majo-
rity of production. The fresh, 
elegant character of the wines 
produced by Jermann di Sil-
vio Jermann is appreciated by 
connoisseurs and wine lovers 
all over the world. 

export market in Europe and 
the second-largest worldwide 

after the USA. 

“In all, we sell our wines in 64 
countries all around the globe, 
serving restaurants and hotels 
with deliveries large and small,” 
says Mr. Clementin. “Now as 
before, our famous Vintage 
Tunina is the most important 
product.” Winner of many 
awards, this wine represents 

In all, we sell our wines in 64 
countries all around the globe.

Edi Clementin General Director

JERMANN DI SILVIO JERMANN SRL
www.jermann.itAdvertisementwitrainlrdcly
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its headquarters in Aarhus, and 
expects an annual turnover of 
5.3 million EUR for 2013. “Our 
staff mostly consists of develo-
pers,” says Ms. Hansen. “They 
continuously work on entrepre-
neurial projects related to web-
based or mobile systems and 
create effective, cost-saving 
solutions. 

Pragmasoft A/S
www.pragmasoft.dk

Ever since the foundation of 
Pragmasoft in 2005, the com-
pany decided to be open for 
different technologies. 

“This fact helped us in times 
of economic crises in Europe,” 
explains Vibeke D. Hansen, 
CEO of Pragmasoft and with 
the company for three years. 

“Often, companies invest in the 
technologies they have already 
purchased and aim to exploit 
all features the equipment can 
offer. It is our job to help these 
enterprises to make the most 
of their digital systems by inte-
gratingand expanding their use 
of mobile technologies.” Des-
pite its growth in recent years, 

Pragmasoft maintains its flat 
hierarchical structures. “Eve-
rybody has a personal share in 
everything and is passionate 
about his or her work,” states 
the CEO. “We all feel close to 
every decision.”

At the present time, Pragmasoft 
employs a team of 30 people at 

Pragmasoft A/S
Olof Palmes Allé 49
8200 Aarhus
Denmark

Phone: +45 4693 4719

info@pragmasoft.dk
www.pragmasoft.dk

Small businesses are often a primary choice when it co-

mes to implementing new and important entrepreneurial 

services. With passion and dedication, these small com-

panies offer personal services and quick decision-ma-

king. A perfect example can be found in Aarhus in Den-

mark: There, Pragmasoft A/S is situated. The innovative 

provider of web-related IT services finds its customers in 

many sectors and offers tailor-made solutions to fit indivi-

dual needs.

Pragmatic IT 
solutions
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“These are, however, due to 
indirect export activities.”
In the future, the Danish com-
pany strives to expand its busi-
ness. “We started to get atten-
tion of public organizations,” 
says the CEO. “They often like 
to plan ahead and think in the 
long-term. 

In addition, many enterprises 
are in need to invest in mobile 
services: We have the neces-
sary know-how to develop and 
integrate these technologies.”

Examples are damaged 
goods or complaints within a 

mail order business: The goods 
are sent back and the damage 
has to be evaluated. 

Many companies do all these 
steps with paper forms. We, 
on the other hand, created a 
custom-made application that 
takes care of these processes. 
All of our solutions are perfectly 
fitted to the needs of the cli-
ent, there are no standardized 
products.”

Many of Pragmasoft’s custo-
mers, mainly large enterprises, 

Today, we maintain a large network 
and make use of a company website 

and several internet services.

publishing houses or adverti-
sing agencies, are addressed 
through various marketing 
channels. “Until a few years 
ago, our marketing solely con-
sisted of recommendations,” 
explains the CEO. “Today, we 
maintain a large network and 
make use of a company web-
site and several internet servi-
ces.” 

Despite these comprehensi-
ve approaches, the company 
mostly cooperates with cus-
tomers from Scandinavia. “We 
can also exhibit some global 
partners,” states Ms. Hansen. 
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Vibeke D. Hansen CEO of Pragmasoft

Pragmasoft A/S
www.pragmasoft.dk
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distributor in the Poitiers regi-
on. At the same time, the com-
pany extended its geographical 
presence and estab- 
lished JIT Solaire Rhone-Alpes. 
In the following months, 

JIT Solaire SARL
www.jit-solaire.com

We are very flexible in meeting individual 
customer requirements and fast in delivering 

perfectly customized solutions.

JIT Solaire is specialized in 
largescale, turnkey photovol-
taic projects for investors in 
the renewable energy sector. 
The company was founded 
by Frank Braudel and Jérôme 

Bailleul in Poitiers in 2007 at 
a time with a very favourable 
climate for photovoltaic energy. 
In 2008, JIT Solaire comple-
ted the first installations in the 
Poitiers area. “We financed the 

first systems ourselves, com-
pletely without bank loans,” 
says Director Frank Braudel. 
Later that same year, JIT So-
laire started cooperating with 
SERGIES, the main electrical 

JIT Solaire SARL
5 Impasse de Champ Carré
86170 Le Rochereau
France

Phone: +33 549 536597

Photovoltaic systems can be a profitable investment if you have 

a large roof at your disposal. Many agricultural buildings offer 

plenty of space for hundreds of power-generating solar modu-

les. This is why more and more farmers are having large-format 

photovoltaic systems installed. A declared expert in this fast-

evolving sector is JIT Solaire. The privately owned French com-

pany realizes high-quality solar plants that promise an excellent 

return on investment for decades.

Solid solar 
returns
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contact@jit-solaire.com
www.jit-solaire.com
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JIT Solaire concluded seve-
ral major frame agreements 

with SERGIES as well as SAS 
AGRICOLAIRE in the Poitiers 
and Dijon areas. “At the very 
beginning, we concentrated on 
private homes,” explains Mr. 
Braudel. “Then we changed 
our strategy and started focu-
sing on large-surface systems 

on agricultural buildings.” 
JIT Solaire completed its first 
agricultural project in Decem-
ber 2008. The project had an 
output of 141 kWp. “Today, 
the average agricultural plant 
installed by us is about 100 
kWp,” states Mr. Braudel. In 
addition to building turnkey 
photovoltaic systems, JIT So-

laire started its own production 
of solar modules. “We have 
been assembling our own solar 
modules since the beginning 
of this year,” says Mr. Braudel. 
“Our current portfolio includes 
modules with an output of 200 
to 260 Wp.” JIT Solaire has 70 
employees and generates an-
nual revenues of 26 to 28 mil-

lion EUR. The privately owned 
firm not only builds turnkey 
photovoltaic plants. The com-
pany also offers maintenance 
services for its installations that 
cover their entire useful life, 
meaning about 20 years. “We 
are very flexible in meeting in-
dividual customer requirements 
and fast in delivering perfectly 

customized solutions,” states 
Mr. Braudel. “But customer 
services and maintenance are 
growing more and more in im-
portance, and this is where we 
are particularly good.” Other 
strong points of JIT Solaire in-
clude the company’s excellent 
contacts to its main customers, 
the farmers, and the supe-
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JIT Solaire SARL
www.jit-solaire.com
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ties,” states Mr. Braudel. “We 
already had plans for investing 
in Malaysia. This proved very 
difficult, however, as the admi-
nistrative requirements are very 
complex. It remains a project 
for the future but is not on our 
immediate agenda.” 

Besides developing the 
company’s international stra-
tegy, JIT Solaire is concentra-
ting on reducing its costs. “It 
is becoming more and more 
crucial to staying competitive 
to cut costs,” says Mr. Brau-
del. “In this context, we have 
started our own production 
operation to assemble part of 
our systems in our factory. The 
objective is to further develop 
this activity to save costs.” 

While expanding internatio-
nally and cutting costs, JIT 
Solaire is continuing to stay 
committed to its main strength: 
turnkey photovoltaic systems 
that come with tailored main-
tenance services to guarantee 
superior returns on investment 
for the systems’ entire useful 
life.

reduced subsidies. Now the 
company is looking abroad to 
further expand its leading role 
in the agricultural sector. “We 
want to grow internationally 
and expand our export activi-

has a strong position in the 
French photovoltaic market, 
thanks mainly to its many years 
of experience and its service-
oriented approach, and des-
pite growing competition and 

buildings, use the roofs and 
produce solar energy, and the 
farmers can use the buildings,” 
Mr. Braudel describes the busi-
ness model relating to the third 
customer segment. JIT Solaire 

rior qualification of its site 
supervisors. “Our site su-

pervisors are our local ambas-
sadors,” explains Mr. Braudel. 
“They work together closely 
with the farmers and have a 
key role in guaranteeing long-
term customers satisfaction.” 

Last but not least, the photo-
voltaic systems installed by JIT 
Solaire not only produce green 
energy. They are also designed 
with respect for the environ-
ment and integrate perfectly 
with their natural surroundings. 
To date, JIT Solaire has com-
pleted more than 300 pho-
tovoltaic projects totaling 40 
MWp, mainly in the regions of 
Poitiers and Rhone-Alpes. 

The company has three main 
customers groups: investors 
looking for a long-term in-
vestment with above-average 
returns in the renewable energy 
sector, farmers who want to 
use their own surface area to 
produce their own electricity 
and farmers who need new 
buildings but do not have the 
necessary funds for these 
buildings. “We construct the 

We construct the buildings, use 
the roofs and produce solar 
energy, and the farmers can

use the buildings.

JIT Solaire SARL
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Zahna Fliesen GmbH
www.zahna-fliesen.de

Zahna has positioned itself 
in a niche market, supplying 
its products from its location 
in Zahna-Elster into the entire 
world. 

“We produce all tiles to 100% 
by ourselves, using only raw 
materials from the region,” 
explains Diplom-Kauffrau An-
nette Blaes, managing direc-
tor. “This way, we are able to 
ensure the excellent quality of 
our products.” In addition to 

the industrial and his-toric tiles, 
which are used for the resto-
ration of historic buildings, the 
firm has been manufacturing 
customized tile series accor-
ding to the corporate identity 
of companies since 2013.

“The CI line is another unique 
selling proposition of our busi-
ness,” says Ms. Blaes, who 
took over the management of 
Zahna Fliesen GmbH in 2012 
and successfully restructured 

Zahna Fliesen 
GmbH
Paul-Utzschneider-Strasse 1
06895 Zahna-Elster
Germany

Phone: +49 34924 707-0
Fax: +49 34924 707-39

info@zahna-fliesen.de
www.zahna-fliesen.de

Already the ancient Romans used ceramic tiles as flooring more 

than 10,000 years ago. Today, the tiles are applied in many diffe-

rent forms, whether for interior decoration, in the industrial sec-

tor or in the retail market. Zahna Fliesen GmbH with headquar-

ters in Zahna-Elster, Saxony-Anhalt, is internationally renowned 

for its high-quality fine stoneware tiles. The company produces 

tiles in a class of their own, specializing in resistant industrial 

tiles as well as historic tiles true to the original.

Tiles in a class 
of their own
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The CI line is ano-
ther unique selling 
proposition of our 

business.

the company. “We develop the 
colors, patterns, surfaces and 
formats, together with our cus-
tomers, making individual tools 
for the production. 

The personalized tiles are 
already available for surfaces 
from 70 m2.” Handicraft skills 
are also important for the 
manufacturing of historic tiles, 
and Zahna makes replica true 
to the original for reconstruc-
ting and restoring buildings, 
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We can draw on many years of 
experience and will keep on 
producing tiles in a class of 

their own.

using handed down drafts 
and innovative technology. 

The company produces fine 
stoneware tiles up to 18.5 
mm thick, which are suited 
for industrial, retail and public 
purposes thanks to their high 
carrying capacity, extreme 
non-slip and secure-grip sur-
faces as well as its excellent 
resistance to acids, alkalis and 
abrasion.

Among the customers of the 
company, which employs 

around 100 people and ex-
pects a turnover of about twel-
ve million EUR for 2013, are 
hotels, the food and beverage 
industry, architects and private 
households. More than 50% of 
the annual production of more 
than 600,000 m2 is exported to 
Europe, the USA, Russia and 
the rest of the world. The roots 
of Zahna Fliesen GmbH date 
back to the 19th century. 

The company was founded 
in 1864 by Paul Utzschneider 
and other family members as 
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Utzschneider & Eduard Jaunez 
Mosaik und Tonplattenfab-
rik Saargemünd in Lorraine, 
France. 

The company is still family ow-
ned and managed by Adrienne 
Muller, one of the founder’s 
descendents. “We can draw on 
many years of experience and 
will keep on producing tiles in a 
class of their own,” states Ms. 
Blaes. “We are technically up 
to date and well prepared for 
the future.”

Zahna Fliesen GmbH
www.zahna-fliesen.de
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allowing it to participate in 
this project. At that time, Pro-
lan was comparatively small 
and had a staff of only 30. In 
the course of this million Euro 
project the company delivered 
RTUs to 80 medium voltage 
substations and became an 
acknowl-edged player in the 
power industry in Hungary. 

“The project was a real chal-
lenge for us and required all 
the courage and readiness 

Prolan Irányítástechnikai Zrt. 
www.prolan.hu

We wanted 
to prove that 

Hungarian engi-
neers were able 
to achieve the 
same results 
as Western 
engineers.

“When we founded the 
company in 1990, it was our 
goal to conquer the world mar-
ket with our own products,” 
says CEO Ferenc Sörös, presi-
dent and general director. 

“We wanted to prove that 
Hungarian engineers were able 
to achieve the same results 
as Western engineers – under 
the same conditions. We can 
say that we definitely achieved 
our goal. We were not known; 

when we started, we were able 
to draw on some personal 
contacts and references. Tho-
se paved the way into several 
industries.”

In the beginning, the young 
company focused on the 
energy market, which still is 
one of the three major pillars 
of Prolan. “We developed a 
completely new world-class 
RTU concept, a revolutionary 
version,” says Mr. Sörös. “Our 

first customers and references 
were the big utilities such as 
EDF-Démasz or RWE-Èmasz. 
Together with them, we tested  
our new RTUs at the beginning 
of the 1990s.”

It was a milestone in the 
company’s history when Pro-
lan decided to participate in 
a 1995 World Bank tender as 
the biggest Hungarian subcon-
tractor of Siemens Minneapolis 
and was awarded the contract 

Prolan Irányítás-
technikai Zrt.

Szentendrei út 1-3.
2011 Budakalász
Hungary

Phone: +36 20 9-543-100
Fax: +36 26 540-420

info@prolan.hu
www.prolan.hu

Often, success stories of companies which developed from a small firm into a market-leading group or even a multinational concern 

have been written by another concern follow-ing a stringent acquisition strategy and making million-dollar investments. In fact, the 

other stories written by enthusiastic entrepreneurs following a vision and making their firms known through competence and quality 

are much more interesting. This is exactly the case with Prolan Zrt. from Budakalász in Hungary. The company was founded by twel-

ve development engineers whose goal it was to prove that Hungarian expertise is able to deliver the same results as its peers from 

Western Europe – provided the conditions are the same. Over the years, this vision transformed a small enterprise into a group of 

companies with a holding structure. In the years ahead, the specialists for process control aim to continue their success story with 

courage, faith in their know-how, innovative strength and reliability.

A Hungarian success story about 
top engineering and courage
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to assume the risk we had,” 
remembers Mr. Sörös. Today, 

the company covers around 
65% of the Hungarian market. 
With the development of its 
SCADAs, Prolan made its way 
into well-known companies 
such as EDF, RWE and E.ON 
(they had privatized the Hunga-
rian utilities in the early 1990s), 
as well as the Hungarian 
transmission system controller 
Mavir.

In 2000, the innovation-driven 
company developed a com-
plete traffic control system for 
GySev – and entered a new 
market – the rail technology 
market. “In those years we still 
used traditional  relay-based in-
terlocking systems in Hungary. 

Today electronic interlocking 
systems are the standard solu-
tion around the world. They are 
much more expensive but offer 

several advantages, for ex-
ample in communication. “We 
built an electronic desk on top 
of the existing relay systems 
and enabled today’s communi-
cation media to be used. This 
ad-hoc half-electronic solution 
only requires one quarter of the 
cost of a fully electronic sys-
tem.” In 2007, Prolan obtained 
a system license and equipped 
18 rail stations with its solu-
tions. The solution is well-pro-

ven now and is being conside-
red for a rather 150 stations – a 
significant cost reduction for 
the national rail company. 

The product and service port-
folio of Prolan is completed by 
products and services for the 
energy management sector. 
With its radio ripple control 
(RRCR) product family, the 
company developed a radio 
control system based on the 
long wave communication 
medium. “For example, we 
supplied E.ON with 300,000 
devices,” says the CEO. “This 
solution enables you to switch 

on or switch off all load-bea-
ring appliances, such as dome-
stic water boilers aggregated 
on mass, instantly. That way 
you can ensure balance on the 
electricity network.” Another 
application field for this tech-
nology is public street lighting. 

Last year, Prolan exported 
20,000 RRCR devices to Ger-
many. This year 70,000 devices 
have already been ordered. 
“Our solution is also used in 
the photovoltaic industry for 
the management of surplus so-
lar energy,” explains Mr. Sörös. 
“We are very proud that we 

Zitat
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Zitat

developed future visions for all 
our affiliated companies,” says 
Mr. Sörös. “We will continue to 
develop new products and im-
prove our performance. We will 
stay committed to top-quality 
engineering, and we are de-
termined to prove that we are 
experts in what we do. 

We have planned several in-
vestments, and they will give 
our business new impulses. In 
the long term, we aim to make 
our companies even more 
independent and to enhance 
our holding structure. Another 
crucial issue is to ensure the 
success of our company  
for the next generations. 

Against this background, 
the training and education of 
young people on all levels, 
even at management level, will 
be very important for us in the 
coming years, too.”

as a Hungarian enterprise 
supply the Germany photo-

voltaic industry.”

While currently, Germany is the 
key export market of Prolan, 
Mr. Sörös sees much more 
market potential in other regi-
ons of the world, mainly out-
side of Europe. “The Russian 
rail market is very interesting,” 
he says. “Turkey, Oman and 
Egypt offer promising pros-
pects, too. We made our first 
steps into these markets this 
year and were able to increase 
our export rate up to 30% of 
our annual turnover. Yet it was 
important for us, to establish 
a solid market position in the 
domestic market initially and to 
create good preconditions for 
international growth.”

Growth and development will 
continue to be the most im-
portant goal at Prolan. “We 

Ferenc Sörös CEO

We will stay 
committed to 
top-quality 

engineering.
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