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uropean and
American
markets are exponentially growing
and there is great
euphoria among
recreational vehicles and compoAntonio Mazzucchelli
nents manufactuEditor in Chief
rers. Plus, business acquisitions
in Europe and the US restlessly continue, so that the already market-dominant groups are increasingly growing as
well. As we do not have a clear picutre
of what is actually happening, we
asked major industry experts to give us
an insight into the market evolution.
We had an interesting and enlightening
interview with François Feuillet, CEO
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and General Director of Trigano as well
as President of ECF (European Caravan
Federation). Then we went East, to
China, to understand what is happening in that part of the globe, where
Americans and Europeans have long
been preparing for the explosion of a
market that, however, really has not yet
taken off. This Aboutcamp BtoB issue is
particularly rich in information, peculiarities and updates on products and
companies that will be the protagonists
of the next Düsseldorf Caravan Salon.
And this year the trade fair will welcome professional operators with a great
novelty, a second, new, componentsdedicated pavilion: Hall 5. Although we
wil not have our personal stand, we will
be present both at hall 13 and 5. See
you at the Salon, then!
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RV sales grow throughout Europe
2016

73.544
+1.9%

96.438
+18.3%

EUROPE

Change 2015 - 2016

A

2016

AUSTRIA

Change 2015 - 2016

4

1.118
-10.1%

first time following a rough patch continued
their upward trend. Sales of new caravans and
motor caravans in The Netherlands, Denmark
and Italy rose substantially, by 6.9 percent, 9.5
percent, and 6 percent respectively, and in so
doing surpassed all of their respective growth
rates for 2015. The sales performance of the
motor caravan segment last year was particularly striking. Relative to 2015, the European
motor caravan market as a whole registered a
sales increase of nearly 15,000 units, which
represents an impressive growth of 18.3 percent to 96,438 units in 2016. Germany stood
out with an increase in motor caravan sales
amounting to 23.9 percent (35,135 units). In
France, sales of new motor caravans were up
13.1 percent, to 19,698 units; and in the
United Kingdom, sales rose strongly by 16.6
percent, to around 12,332 units. Other major
motor caravan markets also registered impressive increases. In Sweden, sales of new motor
caravans were up 31.9 percent, to 5,321 vehicles, while the Spanish market registered an

805
-1.5%

increase of 37.5 percent last year, to 2,675
units. Double-digit sales increases were also
seen in a number of other markets such as
Italy and Belgium (13.9 and 13.6 percent
respectively). With 73,544 new units sold, the
European caravan market exhibited stable
growth last year, whereby Great Britain led the
pack with an increase of 2.1 percent to
23,371 newly registered caravans. New registrations in Germany amounted to 19,748
caravans (+5.1 percent). France was the only
major market to register a sales decrease (-2.2
percent), but with 7,745 units sold France
remains Europe’s third largest caravan market
– just ahead of The Netherlands, where sales
of new caravans rose by 6.2 percent, to 6,143
units.“Thanks to these outstanding results,
the European leisure vehicle industry has greatly exceeded our expectations. And thus, we
are expecting sales to continue to register substantial growth in 2017 as well,” said Jost
Krüger, General Secretary of the European
Caravan Federation (ECF).

2016
Change 2015 - 2016

BELGIUM

s in past years, the German market
registered the highest sales in Europe –
and in so doing ensured a successful
year for the European leisure vehicle industry
as a whole. 54,883 motor caravans and caravans were newly registered in Germany last
year, representing a huge sales jump of 16.4
percent over the prior year. France, the United
Kingdom and Germany constitute the top
three sales markets in the European leisure
vehicle industry. In the UK, a total of 35,703
leisure vehicles were newly registered last year,
an increase of 7.1 percent. Sales in France
grew by 8.3 percent to 27,443 newly registered caravans and motor caravans.
Sales of new leisure vehicles rose in virtually all
European countries last year. For example,
Sweden registered an impressive 22.3 percent
increase to 8,808 leisure vehicles, while sales
of new leisure vehicles in Spain rose by 14.7
percent, to 4,077 units. Also, markets where
sales had been chronically anemic and which
in 2015 had registered sales increases for the
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News
RV shipments in US: in 2017 the highest level
he recreation vehicle (RV) industry’s
shipments will reach 472,200 units in
2017, the highest annual total since the
data has been collected, and a 9.6%
increase from the number shipped last
calendar year, announced, President of the
Recreation Vehicle Industry Association
(RVIA). According to a new forecast presented by Hugelmeyer at RVIA’s
Committee Week luncheon, RV shipments
are expected to reach even greater heights
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in 2018, with wholesale production projected at 487,200 units. Shipments totaled
120,866 in the first quarter of 2017, an
increase of 11.7% from 2016. This represented the highest shipment rate of any
quarter since 1981, with the monthly
totals rising throughout the quarter for all
types of RVs. The quarterly gains were
widespread, with type B and C motorhomes up by more than 30% from the previous year, and conventional and fifthwheel travel trailers up by 10%. Shipments
of folding camping trailers and truck campers fell 10% from 2016.
“Our industry is in an era of unprecedented growth,” said Hugelmeyer. “We are
poised to record an eighth consecutive
year of shipment gains, mainly due to product innovations that appeal to retiring
baby-boomers as well as younger buyers.
The recession is in the rearview mirror. This
is a new era for the RV industry.”
According to Hugelmeyer, the new expec-

ted peak in 2018 will mark a ninth consecutive year of expansion. The previous
record of five years was set from 20022006. The favorable RV outlook is based
on continued modest gains in wages and
household wealth and relatively small
expected increases in inflation, interest
rates and energy prices. Increased unit
sales have expanded the ranks of active
RVers, who have traditionally become
repeat buyers. The current record expansion will help to bolster sales in the years
ahead.

KPS Capital Partners To Acquire DexKo Global

PS Capital Partners, LP ("KPS")
announced today that, through a
newly formed affiliate, it has signed a definitive agreement to acquire DexKo Global
Inc. and its affiliates ("DexKo Global" or
the "Company"). Financial terms of the
transaction were not disclosed.
DexKo Global is the leading global supplier
of highly engineered running gear technology, chassis assemblies and related components with over 130 years of trailer and
caravan componentry experience. DexKo
Global was formed at the end of 2015
through the combination of Dexter and ALKO Vehicle Technology. The Company is
headquartered in Novi, Michigan and
employs over 4,500 employees with 39
manufacturing facilities and 25 distribution
centers across the globe.
Raquel Palmer, a Partner of KPS, said, "We
are very excited to acquire DexKo Global, a
market leader with industry-leading quality,
customer service and product innovation.
We look forward to working with Chief
Executive Officer Fred Bentley and the
management team to aggressively grow
DexKo Global both organically and through
strategic acquisitions. We were drawn to
DexKo Global's entrepreneurial management team and the opportunity to provide
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our manufacturing expertise and other
strategic, operational and financial resources to its global platform. We are pleased
that DexKo Global's existing controlling
shareholder, The Sterling Group L.P. will
continue to own a minority stake, affirming
the future growth and value creation
potential of DexKo Global."
Fred Bentley, Chief Executive Officer of
DexKo Global, said, "The entire DexKo
Global team is excited to partner with KPS
as we continue to execute our strategy to
be the preferred global supplier of highly
engineered trailer axles, chassis assemblies
and related componentry. DexKo Global
strives to provide our customers with unparalleled quality, technology and customer
service and KPS shares the same focus and
commitment as evidenced by many successful investments in industrial businesses
over the past 20 years. KPS' focus on
manufacturing excellence and significant
capital resources will accelerate DexKo
Global's many ongoing growth initiatives."
Completion of the transaction is expected
around the middle of 2017 and is subject
to customary closing conditions and approvals. Paul, Weiss, Rifkind, Wharton and
Garrison LLP served as legal counsel to KPS
and its affiliates.

News
Truma one of the top hundred most innovative medium-sized companies

The
acquisition
of
GM’s
Opel/Vauxhall by Groupe PSA is
on the way

U antitrust authorities approved the proposed
acquisition of GM’s Opel/Vauxhall automotive
business by Groupe PSA. This proposed acquisition,
announced on March 6th of this year, will position
Groupe PSA as the second-largest automotive company in Europe1 and will serve as the basis of
Groupe’s profitable growth worldwide. The proposed transaction also includes the acquisition of GM
Financial’s European operations by BNP Paribas and
Groupe PSA. This proposed acquisition of GM’s
European financial operations is also subject to EU
antitrust authority’s review and the decision is expected in the second half of this year. On this occasion,
Patrice Lucas, Manager of programs and Group strategy declares: “Today, we have taken a substantial
step. The teams are now focused on the achievement of all other conditions necessary for the closing, planned for later this year”..

E
or the third time Truma has been recognised as one of the innovation leaders among medium-sized companies in Germany. The family company
based in Putzbrunn received the innovation prize ‘TOP 100’ on 23rd June
2017. This reputed label is given to medium-sized companies that have
demonstrated a high level of innovation and sustainability. Truma particularly impressed the jury by its consistent orientation on Industry 4.0. “We are
developing from a manufacturer of equipment into a digital system supplier.
This not only includes new products, like the Truma iNet System, but also efficient company processes and state-of-the-art fully and semi-automatic production systems,” says Truma managing director Frank Oster. “Our qualified
and committed teams play a major role in our success.” Philipp Wegmann,
head of Business Development and Jutta Bringazi, responsible for PR, accepted the award from the ‘TOP 100’ mentor and scientific journalist Ranga
Yogeshwar in Essen on 23rd June 2017.
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In the third quarter, Trigano achieved sales of euro 564.0M (+37.4%)

I

n the third quarter, Trigano confirmed the rise in its production capacities and achieved sales of euro 564.0M (+37.4%).
Over the first nine months, sales reached 1.3 Billion Euros (+27.3%), i.e.
the total sales achieved over the previous financial year.

Auto-Sleepers (United Kingdom), were up by 15.6% at constant perimeter while static caravans sales continued their sustained growth momentum (+38.1% in the third quarter). However, sales of accessories for leisure vehicles (+2.4%) did not benefit from the markets’ growth.

Leisure vehicles: + 43.1%
Trigano has again outperformed the motorhome market, still well oriented in Europe; sales increased by 47.9% in the third quarter (34.2% at
constant perimeter).
Caravans sales (+47.4%), boosted by the integration of the company

Leisure equipment : +4.4%
Camping equipment sales (-7.5%) were impacted in the third quarter by
a downturn in deliveries in France due to a high level of stocks at retailers
at the beginning of the season. Trailers and garden equipment activities
experienced identical sales growth at 6.3% in the third quarter.

CEO shift at Dometic
oger Johansson, CEO and President of
Dometic, has in joint understanding
with the Board of Directors decided to leave
his assignment. Juan Vargues, currently head
of the Entrance Systems division at ASSA
ABLOY, has been appointed as new CEO.
Roger Johansson will remain in his current
role until the year-end.
”I would like to thank Roger for his five years
with Dometic. Roger has achieved an outstanding transformation of the company,
with the IPO in 2015 as an important milestone. Today, the company stands very
strong and now enters the next phase. With
Juan’s strong business experience and proved
leadership, I and the board have found a very
suitable leader for the next phase in the
company’s development”, says Fredrik
Cappelen, Chairman of the Board at
Dometic.
”I am leaving Dometic after five intense
years. Following an extensive transforma-
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tion, the company now stands strong. I still
have a lot of heart for the company, but now
is a good moment for a new leader to continue Dometic’s fantastic journey ahead. I
have made this decision as I want to pursue
a number of private projects before I decide
to take on any new assignments”, says
Roger Johansson.
”I have accepted the offer to become the
new CEO of Dometic with great humility. I
am really looking forward to lead the company to the next level and continue the successful work that Roger and his team has initiated”, says Juan Vargues.
Roger Johansson will continue as CEO until
the year-end, when Juan Vargues take office
as CEO.
Juan Vargues, today Head of Entrance
Systems at ASSA ABLOY, has previously worked as President and CEO of the Besam
Group and has held several positions within
the SKF group.

News
Bailey relocates Large Panel Laminating Plant
ailey of Bristol has relocated its Large Panel Laminating Plant to a
new site in Clevedon, North Somerset, as part of a larger scheme to
enable the future re-development of the company’s South Liberty Lane
production facility. This is the second business unit to be moved from the
main site following the relocation of the Bailey Parts Direct operation to
North Bristol twelve months ago.
The new plant is housed in a modern 3,250+ sqm manufacturing building that accommodates four state of the art laminating lines capable of
producing 1,500+ body shell panels (floors, sides, and ceilings) per week.
Deliveries are made daily to the company’s main production facility in
South Bristol (12-mile journey) and monthly to its Australian plant in
Melbourne (12,000-mile journey). Over 80 Bailey employees now work
in Clevedon, half of whom have relocated from Bristol and half of whom
have been recruited from the local area. The total cost of the relocation
project was £4.5 million.
All Bailey leisure vehicles are manufactured using the company’s patented Alu-Tech construction system, which, unlike conventionally built caravans and motorhomes, requires the use of fully bonded laminated panels
throughout the assembly. This gives the overall structure far greater
strength and rigidity as well as providing the vehicle with superior thermal insulation properties.
This fact combined with the ever-increasing demand for Bailey leisure
vehicles puts added pressure on the company’s Lamination Plant, which
is why the company invested £2 million in the latest computer controlled
capital equipment to enhance both production efficiency and accuracy.
The manufacturing process begins with the assembly of the panel components on a laser-guided jig for improved accuracy and consistency. This
assembly is then bonded together using a bead application system featuring a water-based agent to provide a superior bond before the panels
are then individually loaded into separate ‘multi-daylight’ vacuum presses again to maximise bond integrity. Once the lamination process is
complete, the resulting body shell panels are machined for final assem-

B

bly on a fully automated CNC Router.
As a result, this state of the art production plant is now capable of producing a finished fully laminated body shell panel every two minutes,
making it the most advanced facility of its kind in the industry.
Commenting on this latest development, Managing Director Nick
Howard said; “the relocation of our Large Panel Laminating Plant to larger purpose-built premises off-site is one of a series of initiatives we are
currently undertaking to move our business and indeed our industry forward”.
“New investment in state of the art manufacturing equipment and a skilled salaried workforce will also ensure that we continue to offer new and
existing customers a premium product to help fuel further growth in
demand for Bailey leisure vehicles” he added.
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News
LCI acquires Lexington
CI Industries (NYSE: LCII) announced that its wholly-owned subsidiary, Lippert Components, Inc. (“LCI®”), has acquired the business and certain assets of Lexington, LLC (“Lexington”).
Headquartered in Elkhart, Indiana, Lexington manufactures high quality seating solutions for the marine, RV, transportation, medical and
office furniture industries. Sales of the acquired business for the twelve months ending December 2017 are anticipated to be approximately $60 million. “We are excited to add Lexington’s business and
employees to our growing portfolio of furniture solutions for the
marine, RV and adjacent industries,” said LCI’s President Scott
Mereness. “LCI is the leading provider of furniture solutions for the
RV towable industry, and with the addition of Lexington’s high quality products, design and manufacturing teams, and strong customer
relationships, the leading supplier of pontoon furniture as well.” The
purchase price was $40.0 million, which was paid at closing from
available cash and borrowings under the Company’s $200 million line
of credit. After funding this acquisition, LCI remains well-positioned
to take advantage of other investment opportunities. Jeff Wysong,
President of Lexington, will remain with LCI to lead the acquired business under the direction of Ryan Smith, Vice President of Lippert
Interiors. “LCI is a great strategic fit for our company as well as our
customers, and I am excited to be a part of their dynamic team. LCI
has vast resources and great teams that will certainly help strengthen
Lexington as we combine with LCI’s marine divisions to offer even
better solutions to the marine market and its customers.” “Our combined marine furniture team is talented and innovative, as well as
experienced in managing growth,” added Jason Lippert, LCI’s Chief
Executive Officer. “Lexington is our largest acquisition in the past 20
years, and is representative of our strategy of quickly assembling a
portfolio of companies and products that will help us become a major
contributor to marine component designs and solutions. We expect
to leverage our purchasing, sales, distribution and administrative
capabilities to improve the profitability of this business, and we expect
this acquisition to be immediately accretive to LCI’s earnings.”

L

Henkel
acquired
Darex
Packaging
Technologies and Sonderhoff Group
ith the successful closing of the acquisitions of the global
Darex Packaging Technologies business and the Sonderhoff
Group, Henkel strengthens its Adhesive Technologies business and
complements its technology portfolio. Darex is based in
Cambridge, MA, USA and supplies high-performance sealants and
coatings for the metal packaging industry around the world. It serves various global customers producing beverage, food or aerosol
cans. The acquisition was announced at the beginning of March.
The purchase price amounted to 1,050 million US dollars (around
919 million euros) on a cash and debt free basis. The Sonderhoff
Group, headquartered in Cologne, Germany, is a leading manufacturer of innovative foamed-in-place gasketing solutions and has
broad expertise in developing and manufacturing customized
dosing equipment. The acquisition of Sonderhoff was announced
in May. Both parties agreed to not disclose financial details of the
transaction. “Strengthening our portfolio through targeted acquisitions is part of our strategy. Closing both transactions will allow
us to expand the position of our Adhesive Technologies business
as a global market and technology leader,” said Henkel CEO Hans
Van Bylen. “Both companies serve attractive markets with substantial growth opportunities and both businesses provide customerspecific, high-impact solutions with an outstanding technical
expertise,” said Jan-Dirk Auris, Executive Vice President Adhesive
Technologies at Henkel. “We will finance the transactions with a
combination of cash and debt. In addition to the 600 million
Eurodollar bond placed end of May at attractive conditions, cash
and the existing commercial paper programs will be used,” said
CFO Carsten Knobel. In fiscal 2016, Darex Packaging Technologies
generated sales of 309 million US dollars (around 290 million
euros). Darex has about 700 employees and 20 sites in 19 countries. The Sonderhoff Group generated sales of about 60 million
euros in 2016. The company employs around 280 people worldwide. Sonderhoff has subsidiaries in Austria, Italy, the US and China.
In fiscal 2016, Henkel’s Adhesive Technologies business unit generated sales of around 9 billion euros, making Henkel the leading
solution provider for adhesives, sealants and functional coatings.
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Ford leads the U.S. motorhome chassis market in Classes A, B and C
ccording to the Recreation Vehicle
Industry Association, U.S. RV shipments
hitted their highest level in 40 years. The biggest sales increase is coming from the smallest
motorhomes. Shipments of camper vans are
up more than 36 per-
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cent through March. Class C motorhomes are
also rolling out at a rapid pace, with shipments up more than 32 percent through
March. Ford leads the motorhome chassis
market in Classes A, B and C, holding 63.8
percent share in 2016, up from 61.2 percent
in 2015, according to data from Statistical
Surveys Inc., a market analysis company specializing in the RV, marine and manufactured
housing industries. In 2016, Ford’s share of
the Class C market with Transit and ESeries cutaways was 69 percent, up
from 65 percent in 2015, while its
share of the Class A market, led by
the F-53 chassis, was 67.6 percent,
up from 66 percent. RV manufactu-

rers just started building Class B motorhomes
on Transit last year.
“We’re seeing tremendous growth in Ford
Transit and E-Series sales to the RV market,”
says Dennis Bearden, Ford RV and pool
account manager. “Last year, our Class C
motorhome sales were up 28 percent, and as
more motorhome manufacturers build on
Transit, our Class B sales are also climbing.
Combine that with our long-established
popularity in the Class A market, and it’s
apparent families looking for adventure of any
size can find it in a Ford-based motorhome.”
Like most RVs built on them, Ford Transit, ESeries and F-53 chassis are assembled in the
United States for the North American market.

News
The first Iveco China Daily comes off the assembly line

nspired by the latest generation of IVECO Daily range, awarded with
numerous prizes across the world, the New China Daily delivers all the
strengths that made the long-standing success of the Daily family.
NAVECO, the 50:50 joint venture between IVECO and SAIC for light
commercial vehicles and engines, previewed the New China Daily as the
first unit came off the assembly line at the new manufacturing plant in
Qiaolin, Nanjing. The New China Daily builds on the heritage and reputation earned by the Daily family in this country since it made its first
appearance in 1986. The New China Daily, a new generation vehicle
that represents an investment of 2.1 Billion RMB, aligns the Daily offer
in China with the most advanced European standards. The New China
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LAMILUX Composites Floor revolutionises
caravan flooring design
aravan construction is also seeing a trend towards
weight reduction to provide greater
efficiency. A lighter floor design is
playing an increasingly more
important role in this respect.
Heavy wood, which also absorbs
moisture and is susceptible to
mould, can now be replaced by
a lightweight sandwich structure laminated with composite. LAMILUX has developed a
new material specifically for
this field of use. An innovative, odour-free flooring is
now available to caravan
manufacturers in LAMILUX Composites Floor. This new
material will make it possible to use sandwich floor structures
with less wood or even without wood in the future. This allows
design engineers to achieve three key objectives: reduce weight
significantly, improve resistance to damp and moisture, thus eliminating mould and swelling, and optimise thermal insulation
in caravan flooring. Design concept: featuring a high proportion
of woven material to ensure optimum strength, the flat glassfibre reinforced composite (GRP) sheeting is given a PVC layer.
This layer is added during the actual GRP manufacturing process itself, meaning that there is no need to use adhesive since
a perfect bond is formed between foamed PVC and the GRP
reinforcement layer. LAMILUX has subjected this new composite material to numerous tests under conditions similar to practical use. These include a castor chair test (EN 425), an adhesion
test to determine delamination behaviour, intensive exposure to
halogen light (50 °C / 100h) and a shattering test with repeated cooling to -30 °C followed by rapid heating and examination for cracks. A number of well-known caravan manufactu-

Daily is a multi-functional commercial vehicle developed to compete in
all the segments of the Chinese market. With a complete and extensive
line up, it covers efficiently the needs of all customer missions, from
goods and people transport to special applications. This extreme versatility and flexibility is possible thanks to the completely new vehicle architecture with 4 different chassis and 27 types of body that leverages on
IVECO’s exclusive body-on-frame structure. The brand new 7-ton version has the strength to carry a bigger payload than any 7.5-ton
medium range vehicle, and the line up also includes an ample 16.7
cubic-meter version, unique among its competitors. The New China
Daily features the F1 engine family (2.3 l and 3.0 l) and stands out for
the high standards of comfort and safety. The car-like drive position and
the redesigned dashboard with additional functionalities provide improved ergonomics, for a comfortable and safe drive. The new QUAD-LEAF
front suspension increases the load carrying capacity of single-wheeled
versions, conferring outstanding comfort and handling to the vehicle. It
also sets new standards of intelligent connectivity, integrating mobile
devices with the vehicle’s infotainment system, granting full control of
the mobile Apps on-board. The New China Daily also benefits from CNH
Industrial’s standards of World Class Manufacturing (WCM) processes
and high quality levels of the new NAVECO plant located in Qiaolin,
Nanjing. Michele Lombardi, Vice President IVECO Asia Pacific, stated:
“IVECO has entered the 4th decade of its presence in China. With the
New China Daily, IVECO offers customers a vehicle that stands out for
technology, sustainability and manufacturing excellence, as testified by
the over 570,000 vehicles sold.”

Ducato named “Fleet Van of the Year 2017”
in Great Britain

C

rers are already using this material in their designs.
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urther confirmation of the popularity and success of Ducato was
received last week from the “Motor Transport Awards 2017”,
during which the Fiat Professional best-seller was named Fleet Van of
the Year. The expert panel of Motor Transport also noted the excellent
chassis of Ducato and strongly appreciated its outstanding capacity, flexibility and durability. The prestigious “Fleet Van of the Year” award is
further confirmation of the qualities of Ducato: with its many body
variants, its the square and regular shape of its loading compartment,
its versatile chassis and its car-like driving style, it is the best-seller on
the major European markets. In particular, during the first six months of
the year the sales of Fiat Professional have grown by nearly 18 percent
on a practically stable market. More in detail, the market share of
Ducato has increased by one percent with respect to the same semester of last year (8%). The Motor Transport Awards are named by a
panel of 50 sector experts chaired by the members of the Motor
Transport team to guarantee in-depth evaluation of all candidates and
impartiality. Commenting the award, the panel described Fiat
Professional as “one of the most flexible manufacturers”. “Service coupons are scheduled every 50,000 kilometres; furthermore, Ducato now
has a new clutch, improved brakes, stronger door hinges and reinforced body panels,” they added. “These changes mean being able to
extend the vehicle life and attract new customers.” Outstanding reliability, in addition to expertise, constant customer focus, dynamism and
determination: these are the features of Fiat Professional in short. The
same values are embodied with the right touch of irony by Chuck
Norris, who debuted as brand testimonial last month on a new communications platform.
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Interview

FRANÇOIS FEUILLET

Master and Commander
Head of one of the world's largest industrial groupings, François Feuillet is not just the top
man at Trigano, he "is" Trigano. We asked him how he sees the market development over
the next few years and what the challenges are for the future.

Words Antonio Mazzucchelli

ore than anyone else François
Feuillet has been able to revolutionise the RV sector in Europe
over the last thirty years. Despite this he is
not a technician, nor an inventor and has
never even founded a company. He does
however have something that others do not
have: a leader's spirit, the ability to unite and
assess risk, anticipating competitors’ moves
and then picking, the right path.

M
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A 69 year old Frenchman, with a sound
financial background, Feuillet gained control
of Trigano in 1986. He went on to list the
company on the Stock Exchange and started
an acquisition policy that still continues
today. Currently, he holds 57.8% of the
Trigano Group's shares, which has a turnover of 1,300 million Euros, with branches in
several European countries and North Africa.
As well as being CEO of Trigano, Feuillet is

also President of the ECF (European Caravan
Federation). We asked a number of questions ranging from market euphoria at the
acquisition of the Slovenian brand Adria, the
risk of over-production in the industry, and
the complex relationships between sociodemographic evolution and RV sales.
Without hesitation and with the usual frankness and critical acumen that distinguishes
him, Feuillet answered our questions point

by point, drawing an extensive picture of the
RV sector and future scenarios.
Aboutcamp BtoB: Looking at US market
and relationships between customers
and the RV market, is it correct to think
that there are good margins for growth
in Europe?
François Feuillet: I have always found it difficult to compare the American market with
the European one. We have the B license
that limits some customers to a 3.5-tonne
motor-vehicle weight, so the two are completely different. In the US, larger vehicles
can be used, there is more room with plenty
of open space in the country and in cities,
while Europe has little room for such large
RV's. The buyers of motorhomes in Europe
tend to cover small distances, 10-12,000 km
per year but they use the vehicle several
times mainly for short trips, near home, multiple times a year.
This is the reason why, for example, they sell
more vehicles in western France compared
to the east and why they sell few in the
French Riviera. I think that the two markets
are quite different, with different customers,
technologies and distribution. It is actually
impossible to find correlations between
them: that is why few European manufacturers are interested in the American market
and, vice versa.
Most importantly, when they were interested, they did not succeed: synergies are few
and differences are many. Every year I go to
North America: I examine, assess their products and every year I say to myself that it is
better to wait.

Trigano key figures*
SALES

SHAREHOLDER’S EQUITY

WORKFORCE
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OF NET PROFIT

*August, 31st 2016

Current operating
profit by segment

Sales by business segment

Aboutcamp BtoB: What is your vision of
the RV market in Europe over the next
few years? Is the growth trend going to
last? And, if so, for how long?
François Feuillet: I see a market that could
reach 140,000 units within 2-3 years, and

Company profile
rigano’s history dates back to 1935, when the Trigano
family began selling textile goods under the Trigano
name. In the following year, people in France were able to
take paid holidays for the first time, and Trigano supplied
them with their first tent canvases. These were the early
days of camping, an activity with which Trigano would
remain associated throughout the century. Ten years later, in
1945, Raymond Trigano and his sons formed the Trigano
company, specialising in the distribution of camping and
sports goods. The business subsequently evolved and diversified with the establishment of a caravan business in 1971.
Because of financial difficulties, Crédit Lyonnais took control
of Trigano in 1974. The company was privatised several years
later, in 1987. Meanwhile, at the instigation of François
Feuillet, who joined Trigano in 1981, the company added
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the manufacture of motorhomes (1984) and trailers and garden equipment (1992). The company was floated on the
stock market in 1998, since when it has grown with almost
annual acquisitions, mainly in the motor caravans sector,
including Autostar in France in 1998, Caravans International
and Arca in Italy in 1999 and 2001, Auto-Trail in the United
Kingdom in 1999, Benimar in Spain in 2002, Périgord VDL in
France in 2004, Eura Mobil and Karmann-Mobil in Germany
in 2005, Notin in France in 2012, SEA (2013) and Rimor in
Italy (2015). With production units throughout Europe,
Trigano offers a diversity and unique product complementarity in its sector. Today, Trigano employs more than 5 000
persons in 10 countries (Germany, Spain, France, Italy,
Poland, Netherlands, UK, Norway, Serbia and Tunisia) and
achieved a turnover of 1.3 billion Euros in 2016.

Interview

FRANÇOIS FEUILLET

we are currently around 110,000. At the
moment, growth is more than 10%, but we
must say that it is a bit forced. Most likely,
there is a somewhat abundant production by
manufacturers. I expect 10% growth over
the next few years because the recreational
vehicle, for example in France, is a discretionary, non-essential product: whether you
buy it or not, nothing will change – caravans
are not necessary to life. When in 20072008, the big economic crisis hit the
European market our customers, who are
mainly retirees with no employment or cash
problems, bought less. There was, therefore,
a psychological aspect to consider.
Customers lacked confidence in the future;
they were worried about their children and
grandchildren’s future. This trans-generational concern had a major impact on the camper industry. Despite their spending capacity,
this family solidarity produced a lack of con-
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fidence in the future. In Europe, countries
have recovered from the crisis at different
paces. Germany is like a model student who,
towards 2011, had economic recovery and
left a vacuum in its wake. Other countries
declined until 2013 and some like Italy, have
not recovered yet. This is due to our customers’ lack of confidence in their respective
economies and political situation. Today, in
Europe, we have reached the great volumes
of 2007 again: 110,000 vehicles, while in
2008 they were 92,000. We still have room
for growth because we can recover all these
customers who, meanwhile, have rapidly
grown as well. The number of camping
customers is in fact actually increasing.
Remember that economists are always
wrong while demographics are not. Interest
in caravans has not diminished or increased all studies show it. The driving values of our
products are freedom and cost-effectiveness
(similar to staying at home) and ecology
(low fuel consumption).
These principles are as true today as they will
be in ten years' time. I think we've recovered
the downfall that hit both manufacturers
and dealers. Whilst the crisis was a bad
thing, it did have some positive results.
Today there is a general lack of recent
second-hand vehicles, because we have
been producing far fewer vehicles and so
less have become available on the secondhand market.
I believe that today we have a good economy, with 2% growth in Europe and inflation
at just 1%. The result is low interest rates for
vehicle financing, helping both dealers and
the public. All these aspects are positive,
although a significant change has not yet
happened in some countries because inflation is still at 2%. France, Italy and Spain, are
recovering late compared to other countries,
and so will increase even more than the rest
of the market.
Today, in Italy seven second-hand campers
are sold for each new camper sold. This is

nonsense. In Germany, ratio is one to two, in
France one to three. The real problem in
Europe is communication about the use of
campers, which decidedly needs to be
improved. We communicate a vehicle's features, but we neglect to explain how to use
it. Usage is the same everywhere, but is
often limited to the country of origin: 50%
of motorhomes do not ever leave their home
country.
Aboutcamp BtoB: Do you think that fear
of terrorist attacks may encourage the
purchase of recreational vehicles?
François Feuillet: Fear of terrorism has
made very low cost destinations (North
Africa, Far East, Turkey) as well as big cities
(Rome, London and Paris) much less appealing, thus indirectly helping our industry. RV's
allow widespread tourism that lets the
owner feel as safe as if he was at home. It is
a healthy form of tourism: ten years ago they
said that a motorhome owner was afraid to
sleep in a resting area in a small town. Today
things are quite different, RV owners get
together: they are few and are not touched
by this new war that targets the crowds. To
me, therefore, the use of the RV has a more
interesting future compared to other types
of leisure.
Aboutcamp BtoB: Do you think
European RV manufacturers are producing according to market demand or do
you think there is an excess of production? What are the risks involved?
François Feuillet: This year production will
be 10% more than actual registrations. The
possible reasons for it are many: with the
market improving in Europe, dealers are starting to have sufficient demonstrator stock
again. In the past, due to economic reasons,
they reduced the number of vehicles held in
their showrooms. From January to February
they began selling the demonstrators saying
"We are lucky". So the people who came to

buy in April did not have a correct picture
of the product range.
Distribution through dealer networks was
not efficient. Today however dealers
understand that favourable financing is
available and therefore they are no longer
trying to sell their vehicles quickly. In addition, dealers have seen a recent reduction
in the availability of second-hand stocks. In
the showrooms today you find empty spaces. Previously, instead of displaying older
vehicles, dealers decided to show new
campers they bought with a loan.
Excess production was also determined by
another factor, which frightens me: some
brands have created the fear of not having
available products, so dealers have bought
too many vehicles of some brands, which
have not been registered. However, this is
not Trigano's policy: we have always
thought that the health of our network is
more important, because they have to pay
for the vehicles in the end. Having unsold
vehicles is simply unacceptable.
Now Trigano, in the first seven months of
this year, has grown by twice as much as
the market, which recorded an 11%
increase while Trigano recorded 20%
growth. We expect this to drop back to
10%, which is still quite a good result. We
have to stop producing too much, or face

the risk that dealers will no longer engage.
They may tell customers that a product is
unavailable or that choice is limited, thus
our efficient distribution network could be
jeopardized.
Aboutcamp BtoB: Touring caravans are
a small percentage of Trigano sales.
What do you think of the caravan’s
role in Europe?
François Feuillet: The caravan is a product that has undergone a major success
from the last war until the 1980s. The reasons for its success are motivations and
values very different from those of the
motorhome. For caravan owners their
main value is not leisure, but holidays.
A caravan is more suitable for families and
retirees. Unlike the motorhome owner the
value is not so much the freedom to roam
but the certainty of the holiday for a worker. The caravan started to show problems
when the number of workers decreased
and when having a caravan that was used
just once or twice a year became questionable with regards to costs. At the same
time mobile homes became more popular.
These are now found on many campsites
providing improved turnover for site
managers compared to caravans or tents.
Obviously, the best sites, near water, have

become places where you can rent mobile
homes
throughout
the
year.
Environmentally with regard to fuel consumption and harmful emissions, we can
say that renting a mobile home does not
necessarily involve driving hundreds of
kilometres towing a one tonne trailer.
Also you do not need a place to store the
caravan when you come home from vacation. Obviously, motorhomes have some of
those issues but sales will continue to
grow. The values offered by campsites,
such as child safety and large swimming
pools, can be bought for 300-400 Euros
per week by renting a mobile home, which
has now become the caravan’s respectable competitor. Despite this Trigano is still
growing in the caravan market, we will
consolidate our position in the future, but
massive growth is behind us.
Aboutcamp BtoB: What is the reason,
in your opinion, for the boom in panel
van conversions, a type that has
always existed, but only in recent
years has won over users of all ages
and budgets?
François Feuillet: Panel van conversions
are now worth 25-35% of the market,
depending on the country: 25% in UK,
35% in Germany, 20% in Italy.
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This growth is unquestionably an important
phenomenon. Several interesting aspects are
to be considered. At the end customer level,
the van is something that appeals to the elderly most. Those who struggle to drive a 3.5-ton
vehicle love it, those who do not like the sidewind slap or do not want to have trouble in
driving and parking like it as well. Therefore, if
the customer wants a camper, the panel van
offers an excellent, easy, two-person solution.
Then there are young people who had forgotten about such vans. They were niche products for small 50-piece producers at a very
high price. Today, young people are very interested in panel van conversions. They are
usually over 30, live as a couple, have no children, or only one small child. They can use the
vehicle for four to five years while any children
are growing up. In addition, the new financing methods fit with panel vans very well the vehicle is preferably purchased by long
term rental formula and after 4-5 years is
returned. New financing has brought new
customers and persuaded some of the largest
manufacturers to produce panel van conversions products. Adria was the first, and then
Trigano came along with many others. We
took over some small builders’ businesses and
turned their workshops into actual factories,
so costs dropped. Just look at our new factory in Paglietta, Abruzzo. Today, a high quality
van’s final price may reach 40,000 Euros, with
many more advantages compared to traditional caravans. Some time ago panel van conversions were more expensive than motorhomes, but today the situation has overturned
due to production process industrialisation
and openness to new customers.
Aboutcamp BtoB: Where is Trigano in
terms of acquiring Adria? At the end of
the Düsseldorf fair it will be French?
François Feuillet: I really don’t know if Adria
will be French by the end of Dusseldorf
Caravan Salon. There is an agreement that we
had to pass strict anti-trust tests because
Trigano in some countries has a market share
higher than 40-50%. For this reason, national
authorities have to check whether the purchase of Adria will have any impact on the end
customers (who wish always buy a vehicle at
a low price) or dealers (who would have to
consider only one or two manufacturers in
Europe), or small to medium-sized manufacturers (who could not survive the competition
with industrial colossuses producing 40,000
vehicle a year).
We have passed everything; today we have a
positive response in all European countries.
The problem now is only bureaucracy.
For Slovenia, a small country of 2 million inhabitants, Adria is a major industry, with 1,500
employees, which exports 100% of its production. We are trying to overcome the problems. The package we bought includes even
hotels and distribution networks in the car
industry: but we will retain only what really
interests us.
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Aboutcamp BtoB: Trigano Group is
increasingly powerful. Is it conceivable
that one day there will be a custom chassis for Trigano or even produced by
Trigano itself?
François Feuillet: Well, I don’t think so.
Automotive manufacturers have reached a
very high level of industrialisation. Building
basic vehicles not only is impossible for a caravan builder, but it is often difficult for a car
manufacturer as well. To date there are brands
that still don't have their own factory:
Peugeot and Fiat have a joint production that
produces 295,000 units a year. Mercedes and
Volkswagen, Renault and Nissan: they are all
associated. On the other hand, with a joint
venture agreement, for a car manufacturer to
develop a specific product for Trigano is one
thing you can think of. Today we have
100,000 euro and 40,000 camper vans built
on the same chassis. There is no customisation. Perhaps we might think about developing premium products, extra market products, and low cost products with different
chassis. For Trigano, which produces 40,000
vehicles a year, this could be an interesting
option.
Aboutcamp BtoB: Trigano Group is equipped to implement in-house several production processes that previously were
outsourced. Is it not risky to hire new
staff and buy machinery in a market that
may suffer shrinkage again? Would it not
be better to allocate these risks to contractors?
François Feuillet: It's less risky than having
contractors. Being entrepreneurs means
accepting risks. I think it's good to take risks.
When you do something for yourself, you
save on contractors’ profit. He visits you with

luxury cars, employs sales staff and pays to
exhibit products at trade fairs. In addition, I
have to keep a purchasing department that
costs me a fortune to bargain with suppliers
and get better prices. Eventually, if a group
like Trigano reduces its orders to suppliers and
contractors, it will deprive them of their competitiveness. The other recreational vehicles
manufacturers would suffer price increases on
component prices from their suppliers. There
are a large number of component manufacturers that have a de facto monopoly or at least
they work in groups of two or three. Just look
at the budgets to understand that future profit for Trigano lies in bringing production inhouse. That's why we produce furniture, carpentry, fabrics, fibreglass, mattresses. It is a
clear policy for us, which involves some risks
but increases profit. Risk-free profit does not
exist.
Aboutcamp BtoB: What should a supplier
do to collaborate with Trigano in the long
run?
François Feuillet: He should have a longterm policy, adopt a transparent pricing policy
and always tell the truth.
Aboutcamp BtoB: How do you imagine
Trigano Group the day you decide to
leave the helm to someone else?
François Feuillet: I bought Trigano at a very
low price, 32 years ago the company was in
big trouble, and I turned Trigano into a major,
healthy group. I feel not so much the owner,
but the guardian of Trigano, who has to keep
this organisation. In the upcoming years, my
task will be to transfer management to clever
people and keep Trigano hopefully unchanged for future generations.

Interview

MARKUS FERRI

IVECO Camper
Business has a
new manager
We interviewed Markus Ferri, the new Manager
Camper Business Development EMEA for IVECO
who has been in charge since 1 July 2017
Words Antonio Mazzucchelli

arkus Ferri (37years old) was born
in Giengen an der Brenz, Germany
and is married with one child. He is
a mechanical engineer and has been working for IVECO since 2007. We interviewed
Markus Ferri a week after he started in his
new role as Camper Business Development
EMEA manager.
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Aboutcamp BtoB: Today, IVECO holds
the leader position for motorhomes
over 5.2tons. What differentiates IVECO
from other products? Where does this
success come from?
Markus Ferri: The Daily Hi-Matic offers the
perfect base for motorhomes up to 7,2 ton
of gross vehicle weight and body length up
to 6,5m. All our customers are premium
bodybuilders in the motorhome sector building up vehicles which are best in class for
comfort, quality and technology. The Daily
Hi-Matic is based on a high-strength ladder
frame which is synonymous with strength,
versatility and durability, affording maximum flexibility to body builders. The combination of a unique eight-speed automatic
transmission and the most powerful engine
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in its class developing as much as
205 hp and 470
Nm, makes the
Daily Hi-Matic the
best-selling model
in the luxury motor
home sector. These
product features, as well
as the ESP, the Telma electromagnetic retarder, the towing
capacity of 3.5t are some of the features
that make the Daily unique and let us stand
out from the competition. Furthermore we
developed a perfect on-board connectivity
system keeping our customers connected
with the vehicle through their own device,
such as mobile or tablet. This unique App
has an embedded Driving Style evaluation,
multimedia functions controls, a vehicle
efficiency management tool as well as the
integrated IVECO Assistance non-stop functionality. This App is an open platform and
can be expanded with further functionalities developed by our bodybuilder.The
Eurocargo is also very popular in the 7.5-15
ton motorhome sector thanks to its nume-

rous unique features.
It is the only vehicle
with a six-cylinder
engine in the class
above 320 hp and
guarantees the maximum safety thanks to its
on-board electronic support functions, from the lane
departure warning system to
the adaptive cruise control and the
emergency brake assist system.
Aboutcamp BtoB: Does IVECO have a
dedicated strategy in order to make the
3.5 ton segment grow too?
Markus Ferri: The ladder frame, the best
type of structure for a motorhome builder
that wants to easily mount its superstructure on the chassis, the rear wheel drive and
the 3.5t towing capacity are embedded in
the Daily DNA. These are features that characterize our product and fundamentally
differentiate us technically from the competition in the 3,5t segment. We continue to
collaborate with the motorhome manufacturers basing on our strenghts in order to

any cases that occur so that the information
is available to all IVECO Camper Centres at
all locations as simultaneously as possible.

Aboutcamp BtoB: You started working
with IVECO 10 years ago and you have
been product manager for Eurocargo
and Daily. Since you will be in charge
of the all Motorhome division, how
will your job change and what will it
entail from now on?
Markus Ferri: 10 years ago, I began my
career at IVECO in Germany in product
management for Eurocargo. This was followed by assignments in the field of product marketing for heavy-duty vehicles
before I took responsibility for product
management for Daily and medium-duty
Eurocargo series. I was therefore able to
develop broad product expertise that gives
me a sound base for the Camper business
today. During this time I have already supported the Camper business and I have
already had the opportunity to delve deeper into the technicalities of this sector.
This now suits me very well, of course, and
I am thrilled to be wholly responsible for
the Camper segment for IVECO and
beyond the borders of Germany.
grow stronger in this segment too in the
future.
Aboutcamp BtoB: Safety onboard,
nowadays, is one of the hottest topics:
what is IVECO doing in order to further
improve its performance in this field?
Markus Ferri: In the Daily segment, we
have introduced ESP as standard this season
in the segment over 6ton without even
having to forego the comfort of full airsuspension at all. Passive safety systems
such as airbags for drivers and passengers
optimally enhance the active safety systems
and are already being installed by one of
our customers in fully-integrated motorhomes. This of course revolutionizes the Liner
segment. Furthermore, in the Eurocargo
segment from 7.5t, we are offering adaptive cruise control as well as the advanced
emergency braking system in addition to
ESP. These systems totally prevent a possible
collision in emergencies and are therefore
the highest level in terms of safety systems
that are currently on offer in the camper
segment.

Aboutcamp BtoB: What level of service
does IVECO offer today to a builder and
what are the limits for frame and
equipment customization?
Markus Ferri: As there are so many different motorhome superstructures, there are
a lot of specific requirements that must be
met. We consider the motorhome bodybuilder our business partners and we involve
them during the new product development
phase and we offer dedicated support providing all the technical information they
need. We are also working continuously to
optimize our chassis so that the motorhome
builders can carry out their modifications as
simply as possible. This is a constant optimization process which we want to bring forward to meet our customers’ requirements
and needs.

Aboutcamp BtoB: Assistance is another
important topic: are your assistance
centres also qualified for motorhome
service?
Markus Ferri: IVECO has a specialized network of more than 2,700 service points in
Europe offering our customers a perfect
service during their holidays. With roughly
15,300 extremely trained mechanics and
900 diagnostics specialists, they already
provide high standard in order to be able to
meet any challenge. 400 of the service
points have dedicated skillset & facilities for
the maintenance of motorhomes and
among them 50 have won the IVECO
Camper Center award for their proven outstanding experience and competence in
looking after IVECO motorhomes. The specialized technicians of the IVECO Camper
Centres will be trained beyond the standards that have been set in order to be able
to offer perfect assistance for the chassis
with its super-structure. These specialists in
the field of the motorhome chassis work
closely with one another and ensure maximum transparency in finding solutions for

Aboutcamp BtoB: We recently saw in
Beijing that you are also very strong in
the RV sector. There are several Chinese
builders who base their vehicles on
Daily mechanics. Do you find the
Chinese to be an interesting market?
What is your presence in China?
Markus Ferr i: As the income of the
Chinese increases and customers become
richer and more sophisticated, so does their
demand for tourism and holidays. RV as one
of the most flexible ways of touring has
started to take off and has seen big growth
for some years. For these reasons, the
Chinese RV market is indeed very interesting for us. IVECO already has a consolidated presence in this growing segment with
the locally made Daily, manufactured and
commercialized by our JV Naveco. On the
other hand, to intercept the growing market, we have developed specific premium
products based on our New Daily imported
into China directly from Europe. Given the
high level of unique contents we are proposing, the class-exclusive 8-speed automatic
transmission, the advanced comfort and
safety features and the high ‘made-inEurope’ quality, the imported New Daily is
perfect to meet the demands of the premium RV market in China.
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ROBERTO KERKOC

Beyond the style
there is Tecnoform
Even in the VR furniture sector, design needs to give way to industrial design, the real one,
the one who starts from an idea and that turns, step by step, into a serialized product: that
is what affirms Roberto Kerkoc, Tecnoform CEO, at the head of one of the companies that
have most marked VR's evolution over the last 50 years.
Words Antonio Mazzucchelli

ith constant commitment and unimpeachable investments, Tecnoform has created a new way of conceiving
VR furnishing. First he did it in Europe, now he is doing it
in the rest of the world. More than half a century has passed since,
in 1965, Federico Kerkoc created a company based in Italy, a company that immediately started in the VR sector, by experimenting
new solutions, focusing on the interaction between the study of
Design and serial production of furniture items. For years it emerged
as the sector requiring the most attention by the public, and not just
by the operators, for the fascinating concepts proposed at Caravan
Salon. Half a century of history is not less and a company that would
like to continue its business so long, has to renew itself, starting from
the people. This is what Tecnoform has managed to do, thanks to
the management of the Kerkoc Brothers, who have received the
baton from their father and have been able to better organize the
work team, also managing a generational change between older
employees and a younger staff. We interviewed Roberto Kerkoc, son
of the founder and current CEO of Tecnoform.
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Aboutcamp BtoB: Your company has passed 50 years of activity: which were the crucial stages in Tecnoform's history?
Roberto Kerkoc: What made the company really progress, was my
father's intuition to go beyond the national borders. Already in the
1960s my father tried to be close to Italian customers, such as Arca
and Laverda at that time, but he also looked for customers on the
European scenario. In a short time our company became a reference point for all French builders and for most of Germany. And my
father made the decision, certainly winning, to create logistic sites
close to some of our great customers, as the Dutch Kip and the
French Caravelair and Digue. It should be noted, however, that the
supply of furnishings was simpler than today, because less variety
was required. For example, Digue produced about 40,000 caravans
each year, but there were only two varieties of doors and a single
type of decorative paper, only one tonality. In any case, already in the
'70s it was clear to the builders that the Italian Tecnoform was the
leader in VR furniture. Then there was a generational change, I assisted my father in conducting the company, and I have not restricted
myself to a few European clients, but I tried to expand our range of
action, moving towards a global market. At the beginning I brought
the company to the English market: after only three years England
became our first market. At a later time we tried to open ourselves
to the whole world, gaining customers in Australia and the United
States. Today, in Australia, we cover about 80% of the market, providing local builders with complete kits ready to be mounted. As far
as the United States are concerned, we have been working on a
long-term project, which now begins to deliver great results.
Aboutcamp BtoB: Thinking about his past and present job,
what are you most proud of?
RK: Without a doubt, I am proud of the people working with me,
employees and collaborators are Tecnoform's true strength. I am
also proud of the new "Tecnoform Way" work method, which for

some years has been at the top of our priorities: a way to operate in the company that
everyone has to follow. We have identified
twenty points that are at the base of our
internal relations and our goals, standards
on which to set our way of working. For
example, we start from the assumption that
no one knows better how to do something
than anyone who is already doing it. It may
seem trivial but it is not: even the worker on
the production line can teach me, because
he carries out daily tasks that I do not do. I
really believe that innovation can come from
the bottom. That is why we do meetings not
only with technicians and designers, but also
with staff of the production line. And there
are also prizes for those who suggest something innovative for the company, at any
level.
Aboutcamp BtoB: In the furniture sector,
what is the perception of the “made in
Italy” design abroad? Can Italians boast
of being better than everyone else?
RK: the Made in Italy is now something consolidated, both on design and product level.
If we look at the world of design, such as
furniture, Italian designers are known and
appreciated. But it is also true, that today
there are also great designers in other parts
of the world: some Australian designers do

exceptional things, but some French designers are no less impressive. I believe that in
the future there will be more and more global design. I think, for example, that we will
have a fusion of Asian styles and designs: it
is not said that they will perceive exactly the
taste and the needs of the European customer, but surely there will be great competitiveness in the design world. But if it is true
that design will be more and more globalized, it is equally true that the attention to
detail makes all the difference: the “made in
Italy” finishing can play a decisive role in
determining differences.
Aboutcamp BtoB: Is there an evolution
in American taste about the decoration
of recreational vehicles? What is the
state of the art and what added value
can Tecnoform give you on this market
where you have already supplying wellknown brands such as Airstream and
Winnebago?
RK: Up to four or five years ago, American
customer desires were the antithesis of the
wishes of European customers. When an
European customer gets on the camper, he
wants to feel himself on holiday, wants to
escape from everyday routines, wants to feel
free, like when he is in a house at sea or in
another different place from his home. The

American customer, on the other hand, the
traditional one, argues in the opposite way:
when he gets on the camper he wants to
feel at home, he does not want to hear a
difference, even not a detach from his
home. That's why American campers have
always enjoyed domestic settings, even with
rocking chairs and a faux fireplace. However,
something is changing. American camper
manufacturers are in fact focusing on the
new generation of customers, young and
less traditional, seeking new environments
which want furniture that is different from
home. A young generation, like the
European customer, while getting on the
camper, wants to feel on holiday, already in
the setting. American builders are focusing
on these new customers, which is the reason why they are directing their policies
towards a European style, smaller dimensions and mechanical European settings.
That's why Italian design is catching on, it is
increasingly appreciated: wood and classic
furnishings are abandoned, while there is a
tendency for light colors, combined colors,
with soft lights. In this area Tecnoform is
entering in the best possible way after years
of work: we are selling thousands of furnishing kits to Winnebago, adopting this new
style on "Class B" and "Class C" vehicles.
And soon the world premiere will be presen-
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ROBERTO KERKOC

The new design concept will be showcased at Caravan Salon in Düsseldorf. The furnitures have a weight about 30% below the average.

ted with the new "Class A", the first real
American camper of European taste: the
furniture is handled by Tecnoform, another
reason to be proud.
Aboutcamp BtoB: The VR sector is changing, even in Europe there are concentrations of large groups, not just for
builders but also for suppliers. What is
the strategy that can put an independent player like Tecnoform in the field in
order continue its successful path?
RK: I believe that independence should no
longer be a value. A small-medium company
can draw great benefits by joining large
groups, thanks to the synergies being put in
place. I believe that a company's strength
lies in the CEO's ability to maintain brand
independence, optimizing synergies for marketing and technique, but without undoing
the company's identity.
Aboutcamp BtoB: Which trends developed in the recent years for furniture of
recreational vehicles? Is there always a
correspondence between the trends in
the home furnishing world and if so,
with what delay are acknowledged by
our industry?
RK: There is often the tendency to study
what's happening in the furniture industry,
in order to transfer style and solutions to VR
production. In fact, however, the link between the two domains is limited: VR furniture
needs to have lighter and smaller sizes, so
the bond enhances only in shapes and chromaticities, sometimes in the materials. The
most interesting lesson comes from the
world of industrial design, where you do not
look for the most beautiful design, the best
shape, but for the best compromise between design, cost and durability of the product: this is the true industrial design. I
strongly push on time to marketing: to our
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customers Tecnoform proposes a finished
furniture in a short time. Acting in a traditional way, a builder should first consult a designer, then look for a furnishing supplier,
then return from the designer with the supplier’s indication, and so on: Time is stretched and costs increase. In Tecnoform, the
design study and the interior design can be
carried out within the same business process, we can offer the customer a full package, from the design studio to the furnishing
kit. Regarding the taste of the end user, VR's
buyers, twenty years ago, a design for individual areas was thought about, a furniture
for the French market, one for the
Scandinavian market and so on. Today, everything is disappearing: we try to make a
choice between three or four shades, but
with a unique European style.
Aboutcamp BtoB: Sometimes the furniture you made reports the Tecnoform’s
brand. This is an exception that does
not find similar examples between your
competitors and that certifies a strong
image of your brand. Do you also think
the end user is beginning to perceive
the value of a signed furniture?
RK: Years ago, camper makers thought that
the concept of furniture created within the
company should be a plus, even though we
realized it in Tecnoform. Still today, we have
customers which want to make our furniture like theirs and we respect this choice.
But more and more customers feel it is
important to customize with the Tecnoform
brand the furnishing of the vehicles they
produce, and they see it as an added value.
In any case, Tecnoform will push more into
the analysis of the needs of the end consumer: only if we understand the culture and
needs of those who use the vehicle, we will
be able to offer our customers winner furniture solutions.

Aboutcamp BtoB: Is there enough room
for further experiments in terms of
materials and production processes or
do your customers prefer to rely on traditional materials and proven systems?
RK: At the Caravan Salon in Düsseldorf,
Tecnoform presents a new concept of furniture: a complete furnishing that weighs
about 30% less than conventional furnishings. To do this we had to design a new
fixing system, with a net change compared
to the past. But we also had to use new
machinery to produce this new furniture. It
is therefore a completely new project that
touches different levels.But our research
does not stop here: we will also have tables
made of innovative materials and surfaces
that can be repaired if they are damaged by
scratches. We know that innovation also
serves as a reference for the builder to create new needs and sell more.
Aboutcamp BtoB: What would you like
to see from Tecnoform in the future?
RK: I would like to be able to offer always
more complete furniture’s solutions.
Tecnoform should become a manufacturer
of technological solutions that enable customers to evolve, not only in the aesthetic but
also in terms of productivity, increasing production volumes. I would like everyone to
know that Tecnoform can go without interruption from idea, design, to series production of furniture solutions.
For example, in America they are trying to
design small-size camper furnishing solutions based on mechanical models derived
from the Fiat Ducato, but manufacturers are
not yet specialized in this type of product,
perhaps because they have teams specialized only in Trailers and large motorhomes.
Well, we can support them, in order to avoid
mistakes, so that we can have a valid product straight away.

Lippert Components - 3501 County Road 6 East,
Elkhart Indiana 46514 USA - Ph: +1 574-537-8900
www.lci1.com

Lippert Components increasingly
active in Europe
In the last 16 months, Lippert Components has acquired four different companies in Europe.
Each has contributed unique product lines, strong customer relationships, and very talented
leadership teams and they will all be in attendance at this year’s Caravan Salon in
Düsseldorf. Lippert Components will have its main display in Hall 5 (C004) with a large,
newly coordinated image for Europe and will also present two satellite displays in Hall 13.
Among the highlights will be displays addressing the growing interest in slide-outs, a new
concept Euro Leveling system, and some innovative electronics all packaged in the “LCI
Smart Caravan”. This caravan is powered by the “LCI One Control” App, a system that
allows the consumer to use a Smart Phone to control slide outs, multiple zones of lighting,
door locks, heating, and a method of monitoring water levels to name a few.
Words Giorgio Carpi

I

n just over a year, LCI Industries (NYSE:LCII) has acquired 4 companies of primary importance in Europe: “Project 2000 srl”,
manufacturer of motorized entry steps, bed lifts and RV accessories; “Sessa Klein S.p.A” an international rolling stock, highly engineered window manufacturers; “Metallarte Srl”, manufacturer of
entry and compartment doors; “RV Doors srl” manufacturer of driverside doors. “Lippert Components attributes particular importance to
the value of human resources in selecting new acquisitions,” says

Slide-Outs and innovation
nnovation clearly comes first with
the product that LCI pioneered in
Europe years ago: the Slide-Out
System. LCI is the largest manufacturer
of Slide Out systems in the world. LCI
builds a huge variety of different
methods to move rooms and create
space but this is not just about slide
out mechanisms. It is about the capability of enabling new, exciting floorplans into the market that will improve
the consumer’s experience. Since the
weight of slide out space is less than
the weight of typical RV space, the use
of slide outs can reduce the towing/driving size and weight of the vehicle yet
provide larger living space “The
growth of slide-outs as a method of
generating Space On Demand has
seen great acceleration in Europe in
recent years,” says Larry Revelino,
Director of International Business
Development for Europe. “We’ve
begun, for example, collaboration with
Lunar, which has led to a campervan
with a seamless fibreglass slide-out
system that allows rear twin beds to be

I
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Lorenzo Manni, LCI International Caravan Sales Manager. “We’re not
talking marketing office chit-chat: the importance of people is genuinely the guideline that justifies LCI’s choices. We call it ‘Everyone
Matters’ and it’s one of our core values: we want our team members
feel a deeper purpose at LCI and we continue to build a better work
environment by aligning our cultural and business strategies. We are
grateful to all who have joined us on this journey and have all taken
an active leadership role in making LCI a better place”.

extended. In this way, the Lunar
Engineers were able to increase the
dimensions of multi-use space and a
more create comfortable living area
with a fresh new design. In the future a Project 2000 variable-height
bed may also be installed to obtain a
4-berth version comparable to much
larger motorhomes. The slide-out
system definitely contributed to this
innovative layout.” But Lunar
isn’t the only news. Le
Voyageur has entered the market with its Liner featuring a
kitchen Slide-Out, first presented as a mock-up at the last
show in Paris. Le Voyageur has
a different philosophy to the
application used by Lunar: it’s a
liner where the slide-out adds
even more space to an already
large vehicle without adding
length. Le Voyageur’s solution
creates the same space and
comfort on a 7-tonne vehicle Larry Revelino, Director of
that would be typically only International
Business
available on a 12-tonne vehicle. Development for Europe

Contacts:
Larry Revelino - lrevelino@lci1.com
Lorenzo Manni - Lorenzo.manni@lippertcomponents.eu

Visit us at the Caravan
Salon in Düsseldorf
Hall 5 Booth C04

New European Rebranding

ver the last 6 months, Lippert
Components (LCI) has been working towards a new branding initiative for the European Caravanning
Industry. The goal of this branding initiative is twofold; 1) To present a refreshed,
updated look for the European

O

Caravanning Industry and 2) To present a
unified, “one company” look for all of its
acquired companies in Europe.
“In the last 16 months, Lippert
Components has acquired four different

Not just Slide-Outs
Lippert Components, which has an enormous
product catalogue in the United States, is also
developing some new products for the
European market such as the concept levelling
system designed for European motorhomes
and caravans. The new Euro Leveling System
assumes a market position between the standard manual corner steadies found on most
caravans and the high capacity hydraulic
levelling used for heavier products. This
system is characterised by four legs each with

companies in Europe: Project 2000, Sessa
Klein, Metallarte and RV Doors” - said
Jarod Lippert, Vice President of Marketing
& Public Relations for Lippert
Components - “As we continue to
expand in the European Caravanning
industry, it became apparent that LCI needed a new set of brand standards that
would be adopted by all of our European
partners, both current and future. This
unified look makes it much easier to tell
the LCI story in Europe now, as well as in
the future”.
Continued Lippert, “This year will be our
4th Caravan Salon, and our first presenting all of our products in one booth in
Hall 5. In our booth, we will have a combination of LCI, Project 2000, Metallarte,
RV Doors as well as Sessa Klein products.
This is very exciting for us to finally have
the space to showcase all of our products
in one place.”
The LCI story in Europe is just beginning.
LCI will be debuting new and exciting
products to the industry in the year to
come. To showcase their scope of products, a new website is being developed
and will debut at Caravan Salon
(www.lci1.com/eu). The website will
house information on all European products, support documents, as well as
press releases in order to cater to the
European Caravanning community. It will
also replace the current websites of
Metallarte, RV Doors and Project 2000.
Finally, a new LCI catalogue made specifi-

an independent electric motor, synchronisation through LCI designed electronics that
provide the ultimate in convenience and while
controlling vehicle twist. The system is dedicated principally to mid-sized and above caravans but is also suitable for lighter campervans. On the American market, Lippert is the
leader in levelling systems for recreational
vehicles, producing over 300 systems every
day. The Euro Leveling design derives was
engineered from the latest product presented
in
the
USA,
Lippert
Components

Jarod Lippert
Vice President of Marketing

cally for the European Caravanning
Market will be distributed at Caravan
Salon which will combine all of LCI’s and
their acquired company’s products.
“The combination of the catalogues and
websites makes it easier to tell the LCI
story in Europe,” said Larry Revelino,
Director of Sales for Europe. “As we continue to develop strategic relationships
with
the
European
Caravan
Manufacturers, the “One LCI” story
makes it easier to show these partners
where we are going as a company, and
that the European Caravanning Industry is
of the utmost importance for LCI.”

‘Ground Control® TTautomatic travel trailer
leveling system. This is the first system ever
released in the North American RV market
that can level a travel trailer RV with the touch
of a button. The Fifth Wheel RV Automatic
Leveling Systems have been on the market in
the US since 2009. Another interesting product for the European market is the LCI One
Control System, a Wi-Fi App capable of interfacing with a large variety of the on-board
systems and management and control equipment. Another real useful product for the sec-
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tor is a window with variable-transparency glass, an SPD (Suspended Particle
Device) designed by Sessa Klein in cooperation with Vision Systems and capable of darkening electronically with
control system on smartphone. This
permits gradual light adjustment with
various levels (6) from opaque to transparent. It will be previewed on a new
Knaus caravan on display at the
show.And also making its debut, for
the first time, is a classic American-style
reclining easy chair produced by
Lippert, available on a Knaus campervan. The design is a result from Knaus’s
requirement to make a special edition
with a vehicle featuring an “American
bar corner” style area.

The Smart Caravan
s mentioned earlier, the “LCI Smart Caravan”, a concept caravan with 4
slide-outs, is also on display at the Caravan Salon. Prior to the Caravan
Salon, the caravan was on the road. During it’s travels around Europe, it was
on exhibited in several European campsites, where the end users were allowed
to inspect and comment on a variety of innovative solutions engineered to
make life in a leisure vehicle more enjoyable. Many campers shred their
thoughts about the potential and characteristics of the slide-outs and
other conveniences. These contributions have become material for a
video that will be presented in Düsseldorf. “The Smart Caravan
deliberately doesn’t resemble that of any manufacturer, but was
created entirely to stimulate new ideas in,” says Lorenzo Manni.
Lorenzo Manni
“Chassis, walls, plastic parts, all made because we wanted a
LCI International Caravan
completely original vehicle with respect to the existing proposals
Sales Manager
from RV manufacturers. The vehicle contains various Lippert
Components that we wish to present to the public. But it’s also
an interesting example for RV designers with so many slide-outs on a single layout. 4 systems
are installed: kitchen, dinette, bedroom and even the wardrobe. The interior design was entrusted to “Tecnoform”, which worked to propose elegant, functional furnishings, concentrating
on the finishing of the interior on the slide-out sections. Tecnoform to has done a nice job designing solutions that are effective in both open and closed configuration.”

A

Company Profile
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rom 52 manufacturing and distribution facilities located
throughout the United States and in Canada and Italy,
Lippert Components, Inc. (LCI®), a subsidiary of LCI Industries
(NYSE:LCII), supplies a broad array of components for the leading original equipment manufacturers of recreational vehicles; buses; trailers used to haul boats, livestock, equipment
and other cargo; pontoon boats; manufactured homes;
modular housing; and factory-built mobile office units. LCI
also supplies components to the related aftermarkets of these
industries, primarily by selling to dealers and service centers.
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LCI’s products include steel chassis and chassis components;
axles and suspension solutions; slide-out mechanisms and
solutions; thermoformed bath, kitchen and other products;
vinyl, aluminum and frameless windows; manual, electric and
hydraulic stabilizer and leveling systems; furniture and mattresses; entry, luggage, patio and ramp doors; electric and
manual entry steps; awnings and awning accessories; electronic components; appliances; LED televisions and sound
systems; navigation systems; wireless backup cameras; and
other accessories.

CBE Srl - Via Vienna, 4 - z.i. Spini (settore D) - 38121 Trento - Italy
Ph: +39 0461 958381 - Fax: +39 0461 960009
www.cbe.it

Refreshing the Solar
System range

CBE is a leading European manufacturer of electrical systems and
electronic components for the caravanning sector, also specializing in photovoltaic modules and the production of accessories
for solar energy systems. Recently, they have renewed two of
their most noteworthy control devices: the PRS300 charge regulator and PT642 test panel.
Words Andrea Cattaneo

BE has over 40 years of history, and is
a European leader in electrical and
electronic systems applied to the
recreational vehicle sector. Based in Trento, in
northern Italy, the company proposes customized solutions and manufactures control
panels, 12V and 230V distribution boxes,
battery chargers, tankprobes, sockets, switches and complete RVs wiring harnesses.
CBE isn’t just an OEM system supplier, but
also produces first installation accessories
and boasts a long tradition in the supply of
photovoltaic modules for a variety of RV
manufacturers. CBE photovoltaic modules
feature monocrystalline or polycrystalline silicon cells and are fitted with high quality glass

C

and subjected to a special anti-reflection treatment that guarantees maximum performance. The high transmittance tempered
glass used is shockproof and weatherproof.
The module's back cover prevents air and
moisture infiltration, thus isolating the electrical contacts and avoiding any possibility of
oxidation. CBE photovoltaic modules are
assembled according to the most advanced
technologies, responding to the requirements of European standards, and are covered by a 25-year warranty on declared power.
The 2018 product range includes three versions: 100 Watts, 135 Watts (replacing the
current 120 Watts) and the 90 Watt “booster” version. The novelty is the 135 Watt

The new solar charge regulator PRS300 and the touch test
panel PT642.
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photovoltaic module, which is manufactured
to the same dimensions and weight specifications as its 120 Watt predecessor, but
thanks to improved cell performance manages to provide 12.5% more power, at virtually the same cost. The so-called “booster”
module also provides innovative features,
with a dedicated regulator (PBS90), designed
and developed by CBE to provide maximum
power even at voltages lower than those of
the battery, with enhanced performance and
an output that comes close to that of a 120
Watt unit. Unlike traditional 32 or 36 cell
panels, this module uses only 21 cells, reducing its weight and size by about 25%, at a
lower end cost. Ideal for compact vehicles
with limited roof space, and naturally for
vans. CBE also provides pre-assembled solutions with cable glands that facilitate initial
installations and prevent risks associated with
the use of wiring with inadequate cross sections that would otherwise compromise the
system’s performance.
“Last year, we presented our new charge
regulator to recreational vehicle manufacturers, and the time has come to retire the old
PRS240,” states Dorian Sosi, Italy sales manager. “Indeed, users are increasingly mounting
two photovoltaic modules: our PRS300 is
capable of operating up to a maximum
power of 300 Watts. The new regulator also
provides some high-end features, such as a
third dedicated charge line for AGM batteries, as an addition to the two existing lines
for gel and lead-acid batteries. An interesting
option for RV manufacturers is to make use

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth A44

Contacts:
Dorian Sosi - Italy - d.sosi@cbe.it
Paolo Moiola - Export - p.moiola@cbe.it

also be installed, the latter being the first in line of a new range of
products making use of an LCD display and touch technology. This
device simultaneously displays on the screen both the battery voltage
and the photovoltaic module’s instantaneous charge current, providing all relevant data for monitoring the photovoltaic system at a
glance. After a brief period of inactivity, the test panel automatically
enters standby mode to save on energy consumption. Simply touch
the screen to light up the data once again. The PT642 test panel can
also be used in combination with the Modular Plates range, making
it customizable with a variety of color frames.
Battery Duo System 180

The control panel PC380 connected
to the BUS version of PRS300.

of a BUS version of the PRS300 to interface with some models of the
CBE range of control panels, enabling them to directly display the
power delivered by the photovoltaic module at no added cost. Lastly,
the technology adopted by this new regulator allows for a greater
output on photovoltaic modules.” The regulator aesthetically maintains the same shape and dimensions of the previous PRS240 model,
with new colors and an additional LED that signals the “ON” mode
on the photovoltaic module.
In combination with the PRS300 regulator, the PT642 test panel can

Some screenshots of the
Battery Duo System 180 APP

The new Battery Duo System 180 is capable of managing the charge
and discharge of two service batteries. Compared to the previous
model, BDS-150, it provides enhanced performance at lower operating consumption, can manage currents up to a maximum of 180
amperes, and connects to an App developed specifically by CBE for
iOS and Android devices. The BDS-180 and App are connected via
dedicated Wi-Fi: i.e. the BDS-180 acts as an access point, allowing
Smartphones and tablets to connect via the Wi-Fi system. This enables managing both manual and automatic operating modes, as well
as providing users with a range of very useful information, such as a
voltmeter and ammeter, for measuring the status of each battery, and
a real-time display of charge and discharge values. One useful function calculates the level of autonomy: once the capacity and age of
the batteries have been set, the App uses an algorithm to calculate
the residual capacity, communicating it to the user so that the energy
consumption can be monitored. In addition, the App contains the
BDS-180 user manual, a reporting data logger for errors occurring
during charge and discharge phases, a history of charges and discharges during the lifetime of each battery, and a report on the condition
of the batteries.

Company Profile
ith a history of more than 40 years, CBE is a leading
company in Europe in the field of electrical and
electronic systems for recreational vehicles and boats.
Headquartered in Trento, Italy, CBE is a project partner of
motorhome and caravan manufacturers around the
world. CBE develops customised solutions for all aspects
of on-board electrical systems, from control panels to
distribution boards, from chargers to sensors, sockets,
switches and even complete vehicle wirings. Quality,
reliability and safety are constant features of CBE's operational dynamics. CBE has obtained UNI EN ISO
9001:2000 certification.
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Vetroresina Spa - Via Portuense, 10
44020 Masi San Giacomo (FE) - Italy
Ph. +39 0532 327911 - www.vetroresina.com

Getting bigger and lighter
The historic Italian producer of fibreglass laminates is working rapidly to expand its site,
with the aim of increasing production capacity and quality in general, but is at the same
time launching a new range of lightweight laminates on the market, which will save on
weight for motorhome makers.
Words Giorgio Carpi

Simone Colombarini
Vetroresina SpA CEO

here’s news on several fronts at
Vetroresina S.p.A. HQ: after earning
recognition from manufacturers for
the excellent work carried out in recent
years, the Ferrara-based company is now
seeking to satisfy demand from clients not
only by increasing production capacity, but
also by launching a new product line. The
study phase for new laminates characterised
by light weight, of which we previewed
some details in the last issue, has come to a
successful end. The reference market in this
case is Europe, where the problem of
weight is felt more keenly than elsewhere.

T
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“A few months ago we started thinking
about a new product type,” explains
Simone Colombarini, Sole Director of
Vetroresina S.p.A., “setting ourselves the
goal of creating laminates lighter than the
current ones. The study phase progressed to
product sample testing, reaching the definition of a new type of laminate that, while
maintaining characteristics and performance, is around 5–10% lighter.” To pursue this
ambitious project, Vetroresina S.p.A. requested collaboration from OCV, a multinational with factories in various countries, which
has been engaged for some time in produ-

cing glass fibre (which as we know constitutes the reinforcement in fibreglass). The
laminate available for production today is
therefore lighter, up to 10% less weight,
meaning that in a mid-sized motorhome,
where fibreglass is used for covering exteriors and interiors, the weight can be reduced by as much as 20 kg. And we’re well
aware that 20 kilos only seem limited,
because they need to be added to the
weight reduction achieved with other elements that make up the motorhome as a
whole.
“To achieve this result while keeping the

Contact:
Simone Colombarini - CEO
simone.colombarini@vetroresinaspa.it

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth D83

Making it to the Italian Premier League
company operating internationally, Vetroresina S.p.A. nonetheless maintains a link
with its homeland, the province of Ferrara, to the extent that it has owned the local
football team, the great SPAL, for four years. The commitment shown in these years has
been outstanding, and in the month of June, after the Italian Serie B championship, the
results were in: SPAL was promoted to Serie A (Italian Premiere League) and will therefore compete in Italy’s most important league next season. No small satisfaction for
Vetroresina S.p.A., whose owners can relish this result together with the whole staff.
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characteristics of the laminate unaltered,”
continues Colombarini, “we acted on two
fronts, on one hand optimising the use of
glass fibre and on the other selecting the
most appropriate resins.” The thickness of
the sheets can also remain identical to the
current one, but slightly lower thicknesses
are adopted for significant improvements in
weight. What should remain essentially the
same is the cost for vehicle manufacturers:
no small matter. Vetroresina S.p.A. is currently proposing the new lightweight laminates
to the various European groups in the sector, who can carry out the customary tests
before moving on to the definitive applications. It’s interesting to note that all types of
sheets used to make motorhomes will be
produced with the new technology, so laminates for covering exteriors (walls, roof and
floor), for interior walls and for the floor,
including interior pre-finished sheets like
floor panels with PVC coating.
This product development takes place in a
context of general euphoria on the
European market, where fibreglass is finding
increasing applications in the construction
of recreational vehicles. And this is why

Company Profile

stablished in 1968, Vetroresina
SpA manufactures polyester resin
laminates reinforced with fibreglass.
The company’s large production capacity results from specific research in
the field of composite materials, associated with continued improvements
in manufacturing techniques. To
maintain and increase production
levels, Vetroresina SpA has implemented a major investment strategy and,
with the help of advanced technologies and close partnerships with universities and industry experts, has
been capable of adapting to market
changes and new requirements.
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Vetroresina S.p.A., which certainly has no
desire to turn away from demand from
clients, has decided to expand its production
capacity. A few months ago, work began on
an expansion to the Masi San Giacomo site:
within the first months of 2018, there will
be a new wing of the production site, of
approximately 5,000 m², where new machinery will be installed. It’s a significant investment – we’re talking 5 million euros – but
the stakes are considerable: the aim is to

Sophisticated technology levels, combined with a special attention to
aesthetics and materials, have led to a
range of diversified products, extending to many areas of application.
Vetroresina SpA has a production
capacity of 129 units per day, with a
production area that covers 46,000
m². In June 2000, Vetroresina SpA
inaugurated a production plant in the
state of São Paulo, Brazil, in order to
meet the needs of the South
American market, and has operated a
production facility in the United
States since May 2008, dedicated to
the North American market.

increase production by 20%, passing from
the current 5 million m² per year to the 6
million of the future. There’s also set to be
an increase in staff, something in the region
of 15%. In addition to an increase in production, there will also be improvement at
the product level, with greater consistency
of quality. This will be possible first of all
thanks to the new resin and gelcoat distribution lines, but also through perfecting the
quality control and a new packing and packaging system. With the new production
line it will also be possible to double the
length of the rolls of laminate, from 60 to
120 metres. At the end of the day, this will
benefit clients, who will have less wastage,
but will also require less storage space for
the rolls and even a reduction in processing
times to unpack the rolls themselves and
insert them on the processing lines.
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THULE N.V. - Kortrijkstraat, 343 - 8930 Menen - Belgium
Ph. +3256230174 - Fax. +3256510205
www.thulegroup.com

Thule van specific products
Following on from the successful showing of prototypes at
the 2016 Düsseldorf show Thule has launched a
whole new range of carrying and other
solutions specifically for panel vans
and panel van conversions.

Words and photo Terry Owen

ollowing on from the successful showing of prototypes at the
2016 Dusseldorf show Thule has launched a whole new range
of carrying and other solutions specifically for panel vans and
panel van conversions. Initially these are being aimed at the H2 Fiat
Ducato, Peugeot Boxer and Citroen Jumper vehicles from 2007
onwards. Other base vehicles such as the Mercedes Sprinter and Ford
Transit will be catered for in due course. The first product is a versatile roof rail system available in three versions according to the vehicle length. Thule RV's Sales Director, Patrick Dehaen, explained the
logic behind their approach. The panel van conversion market is the
fasted growing of all the RV sectors and the Ducato/Boxer/Jumper
has the lion's share of it. However the problem with panel vans is that
they are often restrictive in what they can carry and whilst the market already contains technical solutions for transporting extra kit,

F
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those solutions are often not as
good as they could be for any
given vehicle. An example might be a roof
rack designed to use the vehicle manufacturer's mounting points. Whilst this is technically a sound solution it
pays no regard to the fact that a van conversion will probably have a
roof light plus a TV aerial and maybe air conditioning or a solar panel.
Any or all of these could foul the roof rack. Thule's answer is a pair
of base rails that are bonded to the vehicle roof and further secured
with SmartClamps that attach to the roof's existing fixing points. The
base rails are then connected with two or more load carrying cross
bars. These load bars allow the fitting of roof accessories such as roof
boxes and carriers for sports gear.

Contact:
E-Mail: info@thule.com

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth B45

The beauty of the load bars is that they
can easily be positioned to miss obstructions. If you want to add more weight, you
can add more bars, up to the full roof loading
capacity of the vehicle. What's more two different heights of roof bar are available to help overcome any obstructions. A further neat touch is that
the base rails can also be used to attach a Thule rollout awning. This can then be used as the foundation for an awning tent, with versions available for both long and short stays

SmartClamp
Roof rails
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Another item designed especially for the Ducato, Boxer and Jumper
vans from 2007 is a cycle carrier. This attaches to a rear door without
the need for any drilling. It can carry up to two bikes whilst allowing
the rear door to be opened with the bikes in place. Although not van
specific, Thule is complementing those products with an innovative
roof ladder. These ladders are often designed to fit on a back door
but, in so doing, restrict what else can be mounted there. They are
also readily accessible to thieves who may wish to use them to enter
the vehicle through a roof light. To get round these issues Thule offers
a collapsible ladder and a strong magnetic clamp, allowing the ladder
to be used in a wide variety of positions. The only requirement is that
the bodywork is made from steel.
Roof ladder and magnetic clamp

Even with a roof ladder it can be difficult to get large objects, such as canoes, on and off the roof of an RV. To address this Thule
has designed a specially hinged cradle that makes it a really easy, one-person, job. It is this sort of innovative thinking, coupled with
undisputed quality that is the hallmark of Thule products.

Canoe in cradle ready to move

The magnetic strip can hold a windbreak or
an organiser bag

High security door lock
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A quick push and...

To achieve strength, durability and light
weight Thule's products use a high grade aluminium alloy with many parts being anodised.
This produces an extremely tough finish that
will last for many years.
When it comes to mounting on the vehicle
body Thule's philosophy is that, where possible, all primary fixings should be held with two
independent means of attachment. For example the roof rails and rear bike carrier are both
clamped and bonded. This means they are
much less likely to become detached in the
event of an accident. To prove the point all
Thule's products are subjected to crash testing
at an in-house facility in Sweden. Testing also
involves wear and tear simulations, exposure
to extreme heat, cold, damp, sunlight and
even harsh chemicals.
These tests ensure a long life and maximum
safety on the road. Only once they have been
successfully completed are the products released to the market place - even if this delays a
planned launch. Thule's van specific products
are complemented by a range of other products designed to enhance the experience of
the user. These include wind breaks that can
be held in place with the same magnetic strip
used for the ladder and a high security universal door lock that can be used on sliding or
hinged doors.

...it's safely on the roof

In designing these products Thule has taken
the holistic approach. They are all designed to
work together as an integrated solution whilst
looking smart and doing the best job possible
for the customer and their vehicle. This includes being easy to use, something that is very
important given that the age demographic for
panel van owners is 60 years plus.
Thule's camper van programme underlines a
strategic shift, begun three years ago, whereby the company is now totally focussed on
consumer products. To achieve this some noncore parts of the business have been hived off
and new acquisitions made.
As a result the Thule Group is now global leader in cargo carriers for automobiles, with
approximately 50% of the market. It is also a
leading company in the outdoor and bags
market, owning such brands as Case Logic.
From its headquarters in Malmö, Sweden
Thule manages some 2,000 employees spread
across nine production facilities and 35 sales
locations around the world. Operating income
in 2016 was SEK 970m (€ 97m) with a gross
margin of 17.3%.
With its motto 'Active Life, Simplified' there is
no doubt that Thule is set for continuing success thanks to innovative, high quality, products that really do make it easier for people
to live active lives, whatever their vehicle.

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth F61

EMKA Beschlagteile GmbH & Co. KG - Industriestraße 21-23
42327 - Wuppertal - Germany - Ph. +49 (0) 202-7469 407
Clemens Mayer - C.Mayer@emka.de - www.emka.com

Emka developed locking solution
for Morelo mobile homes
With its newest premium model „EMPIRE LINER“, MORELO, a manufacturer of mobile
homes, leaves nothing to be desired in terms of equipment, design, and comfort. For the
storage flaps – which measure approx. two meters in length – of the up to eleven-meterlong luxury liner, the company is committed to EMKA closure, hinges and sealing technology. In order to do justice to the flush design of the „EMPIRE LINER“, the locking experts
developed an „invisible“ locking solution which on the outside, due to the electronic release system mounted on the inside in conjunction with gear hinges, does neither require a
handle nor a recess for opening the storage flap on the outside.

Company Profile

THE TASK
Based on the Mercedes Atego, in its largest
version, the “EMPIRE LINER” reaches a vehicle length of over eleven metres and is up to
3.80 m high. For the smooth exterior panel
of the new model series, the designers conceived a locking mechanism in the area of
the massive storage flaps which is invisible
from the outside. A further requirement for
the engineers at EMKA was to design an
„invisible“ high-performance gear hinge
which is adjustable and able to withstand
strong forces. Furthermore, special gaskets
had to ensure that the flap is absolutely
leak-proof.
THE WAY
In order to implement the individually elaborated solution, it was necessary for the
EMKA developers to adapt the kinematics
that were required by MORELO to a EMKA
gear hinge. To accomplish this, a modification of the hinge was required that allowed
an opening angle of at least 160 degrees.
The connection and fastening technology in
the interior of the storage flaps required the
designers to consider two mounting points.
Thus, the gear hinge is mounted to the
upper side of the storage compartment and
to the interior side of the flap. The gas damper that is attached to each hinge open the
flap as soon as it is unlocked electronically.
The housing of the electronic locking
system is attached to
the lower edge of the
storage compartment,
①

he EMKA GROUP is the world
leader for locking systems, hinges and seals, which are used in
cabinets and control cabinets for
electronics and electrical engineering. In the areas air-conditioning
technology and transport, EMKA is
one of the leading manufacturers
of locking technology. The˛product
range comprises 15,000 articles that
are developed, manufactured, processed and assembled at european
production sites in Germany,
France, England, Spain, Italy, Bosnia
and Serbia. The company has 1,600
employees in more than 52 countries worldwide. EMKA is an expert
in the casting of stainless steel, spraying of zinc and high-performance
plastics as well as in the extrusion of
rubber
and
plastic
profile.
Punching, bending, turning, milling, surface coating or powder coating as well as the final assembly of
the modular product program ensure a unique vertical integration. An
experienced team of designers,
developers and engineers is available at EMKA for the realisation of
individual customer solutions. The
company sets standards in quality,
depth of production and delivery
performance.
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the associated catch made of stainless steel
to the bottom of the flap.
THE RESULT
The locking mechanism solution mounted
on the inside does neither require a handle
nor a recess on the outside of the doors.
Thus, EMKA created an invisible locking
solution, which provides a smooth surface
on the outside panel of the storage flaps.
EMKA also designed sealing profiles for the
interior side of the flap as well as for the
exterior area of the storage compartment.
To meet the heavy load requirements of the
massive flaps, the hinge was designed to
withstand strong forces in order to ensure a
durable efficient functioning. The combination of ① electronic unlocking with ② reinforced gear hinges with gas damper as well
as ③ special seals make it very comfortable
to open the flap by push of a button.
③

②
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PSA GROUP

Peugeot Boxer & Citroën Jumper:
the new deal!
PSA's come-back to the motorhome market will not go unnoticed. By offering the Peugeot
Boxer, available on several of its product ranges, Weinsberg, belonging to one of the leading European recreational vehicle manufacturers, Knaus-Tabbert, is offering an unprecedented alternative to motorhome enthusiasts. It must be said that there is no shortage of
strengths in the Peugeot Boxer nor for that matter in the Citroën Jumper (Relay in the UK),
including technical features, network density and Made in France design.
Words Andrea Cattaneo

he joining of the Lion brand with Weinsberg is
unquestionably among this season's major
events, because it is first and foremost part of
a clearly demonstrated desire on the part of the PSA
Group to make a permanent stand on the recreational
vehicle market. With both the Citroën Jumper/Relay
and the Peugeot Boxer, the French manufacturer can
in fact boast chassis that are particularly well-suited to
motorhome-conversion since there are
many similarities to the Fiat
Ducato, except for the
signature on the bodywork, mainly on the radiator grille. The same however cannot be said for the
drive trains, with a specific
offering that should easily
appeal to motorhomers
considering their many
qualities.
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A 100% French engine
The PSA group can take pride in being a great specialist in diesel engines. By developing the 2.0-litre
BlueHDi block - of which over a million have already been produced - and fitting it to the Peugeot
508, Citroen C4 Picasso, DS5 as well as the brand
new Expert/Dispatch and Traveller/SpaceTourer, it
has launched a brand new generation of engines
on to the market which include the very best diesel technology. Made in the Moselle, in
Tremery, at a rate of 2,000 units per
day, this ultra modern engine
meets the strict Euro-6 exhaust
emission limits. The built-in
BlueHDi technology ensures
low pollutant emissions,
with low AdBlue additive
consumption. The 15-litre
tank will only need re-filling every 10,000km or so

The BlueHDi diesel engine is
available on the 110, 130 or
160 HP Peugeot Boxer and
Citroën Jumper/Relay.

All the comfort of a car with a considerably low noise level thanks to the choice of a modern engine,
available exclusively on Peugeot and Citroën campervans.

BlueHDi technology affords considerable reductions in consumption levels. Here, the Adblue
filler cap, beneath the one reserved for fuel.

and AdBlue is readily available at the
13,000 Citroen and Peugeot service centres
across Europe as well as at fuel stations. An
ultra-modern engine also means high performance and reliability and the new twolitre BlueHDi delivers both. Three powerful
versions offer 110hp, 130hp or 160hp, each
offering more torque than its direct competitors. Features include a variable geometry
turbocharger, heavy-duty 220A alternator,
reinforced timing belt and many other features designed to reduce fuel consumption,
cut noise levels and extend service intervals
to 50,000km/2 years. The new timing belt
will only need replacing every 150,000km
or 10 years. The 130hp variant is designed
to provide optimum performance and fuel
economy with fuel consumption reduced by
an average of 1.1lit/100km. Covering
10,000km per year, this represents a fuel
cost saving of some €120 per year.

ded assistance packages free of charge, as
well as a range of warranty packages, all
designed to meet the needs of motorhome
customers, building on the PSA Group's
considerable experience in the motorhome
sector.

Adria, Weinsberg...
As seen across Europe on Possl and PLA
branded motor homes, Citroen Jumper
camper vans are ready and raring to go for
the 2016 collection, already fitted to the
entire Matrix Axess and Coral Axess ranges
by Adria, representing almost half the catalogue, as well as the majority of the Elios
vans range. The “chrome” frontal design
helps the Jumper to stand out from the
crowd. The new engines deliver high torque
even at low revs with lower noise levels
than competitors. The new camper van is
better equipped including safety-enhancing
equipment such as ESC electronic stability
control as standard. Other major brands
may follow Adria's lead over the season i.e.
Weinsberg that are leading the way and
other major brands from the Erwin Hymer
Group (Bürstner, Dethleffs, Sunlight,
Carado, Etrusco, ...), and adopt the outstanding Jumper or Boxer chassis to meet
the expectations of the most demanding
motor home customers. A strong panEuropean service network is a great attrac-

tion for motorhome customers and the
13,000 strong Peugeot and Citroen network, including some 1,000 Business
Center is more than twice the number offered by Fiat. Many of these will be motorhome specialists, able to offer attractive exten-

Expert/Traveller and Jumpy/
SpaceTourer: generation van!

ade in France next to Valenciennes,
the new Peugeot Traveller and Citroën
SpaceTourer will revolutionise the compact
van category with the appearance and driving comfort on a par with those of a saloon. Also boasting BlueHDi technology, they
are fitted with the 95 and 115 HP 1.6-litre
BlueHDi and 150 and 180HP 2.0-litre
BlueHDi engines and automatic gearbox in
option. A new opportunity has arisen, which should disappoint neither families nor
adventurers wishing to combine outdoor fun with everyday comfort.

M

PSA highly present across Europe

his is not common knowledge, but
the PSA group is the second largest car manufacturer in Europe, in
2016 (10.8% of the market share), the
largest Light Commercial Vehicle
manufacturer (19.5% of the market
share) and the second largest on the
motorhome market (10% of the market share). In Great Britain, camper
vans bearing a lion on the radiator grill
already make up 25% of registered motorhomes with brands such as Elddis, Bailey or
Autosleeper, which are not sold in France. Its success is only beginning across the rest
of Europe too, considering deliveries of motorhomes which are progressing regularly, as
testified by the latest figures for the first half of 2017 with a 50% rise in just six months!
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Project 2000 Srl - Via A.Vivaldi, 40/A - 50041 Calenzano – (FI) – Italy
Tel: +39 055 8825239 - Fax: +39 055 8878086
www.project-2000.it

The new bed that enlarges
comfort on campervans
Project 2000, the brand under American multinational Lippert Components, is attending
the Caravan Salon in Düsseldorf with a healthy dose of new products, ranging from the new
variable-height bed with electric extension designed for campervans, to the new flush TV
brackets and the brand-new three-tread steps
Words Andrea Cattaneo

roject 2000, a leader in developing
and producing fixed and variableheight beds, presents a new product
that’s sure to interest, dedicated to the campervan type, which is continuously on the
rise. This particular product segment is
attracting ever greater attention and therefore requires a constant search for innovative, high-performance solutions on the part
of manufacturers.
The revolutionary Smart Extension bed
system is the result of the desire to assist
manufacturers in this search.
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This bed is variable not only in height, but
also in length.
When the transverse bed comes down from
the ceiling and arrives at the pre-set height,
it extends its outermost parts thanks to an
electronic control system that allows the
external parts of the bed structure to open.
Conversely, when the bed is returned to the
ceiling, the extensions re-enter automatically, allowing the bed to adhere perfectly to
the ceiling despite any side wall units and
overcoming the limitations of campervans,
notorious for having a roof narrower than

the rest of the passenger compartment,
which has convex walls.
With the bed in retracted position, there’s
extraordinary internal comfort and there’s a
wide range of possibilities for installation.
The key to its success is using a dynamic bed
system with electronic control positioned
transversely on the vehicle. This allows more
space to be obtained for front dinette and
bathroom compartment, and a great surface for resting at the same time.
Thanks to this solution, it is also possible to
create a genuine bedroom for sleeping undi-

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth C89

Contacts:
Davide Nardini - davide@project-2000.it

sturbed as if you were at home, thanks to
combination with “Smart Bench”. This foldout bench that transforms into a genuine
double bed with slatted base can be joined
to the fixed opposite bench. This creates a
multifunctional space that offers an additional dinette in the rear with benches matched by day and no fewer than two “bunk”
double beds in the night-time version. The
bed, which may be from 100 to 140 cm
wide has a truly considerable lengthwise travel, passing from a minimum of 100 cm to
185 cm. The system operates through guides that run inside the bed structure and
which, operated electronically by motorised
pinions, extract the extending part of the
bed. The slats, connected to one another,
operate in the same way.
It is also possible to program 2 stop points
on different height levels with dedicated
opening travel routes.
This solution is very functional,
and allows the bed to

Flush guide TV brackets
n interesting new feature offered by Project 2000 to
enhance the aesthetic effect of TV brackets is the
ability to recess the guide in which the support travels.
With P/N 12653/E000/10/000, a special guide profile has
been developed, specifically designed to become flush.
Through milling in the furniture or walls of the vehicle, the
aluminium guide can be made to disappear, creating a more harmonious effect between the TV bracket and fittings on the vehicle.

A

be used both as a “bunk” double bed in
intermediate position and by exploiting the
width of the vehicle to the full, bringing the
bed to end of travel. A great part of Project
2000’s development of this design involved
study of all the possibilities for application on the platforms most
widely used at the
moment such as Fiat
Ducato Euro 6 and
Renault Master.
At the Caravan Salon
in Düsseldorf, it will be
possible to see the bed
installed on some vehicles offered by major
international brands, as
well as at the Project
2000 stand of course.
New products for steps
There are various new products in the
steps range starting with the threetread steps developed with an important Motorhome producer which offer
increased width (640 mm) and are intended
for motorhomes in key segments. Once
again, Project 2000 confirms its position as

the undisputed leader in this
market segment, making continuous developments and working in synergy with its customers in order to offer state-ofthe-art solutions. All the components have been designed to
achieve maximum lightness using
controlled and certified materials, to maintain the characteristics of the steps over time.
Among the new products are the
10856 electric steps with width
of 1000 mm intended for campervans and vehicles for special
uses, where the demand is for
use of the steps with the greatest
surface possible by the opening
of the door. These extra-large
steps too maintain the characteristics of the 10856 series, that is,
quality components, robustness, reliable
motors and emergency manual release.
The 10856 steps in 440 mm, 550 mm and as
much as 700 mm measurements have also
been developed in a completely manual version. An interesting solution for the aftermarket also for caravans.

Company Profile
roject 2000 was founded in 1995 as a sole proprietorship, experiencing constant growth that has led
to a market leadership position in the recreational vehicle sector, for the manufacturing of retractable steps
(electric, electronic and manual), LCD television bracket
mounts and height adjustment solutions for beds. All
metal workmanship processes are carried out in-house,
and all step design prototypes undergo a battery of operating tests and structural stress tests using equipment
and instrumentation that is specifically designed for this
purpose.Project 2000 obtained its Certificate of
Suitability for mass production in 2010. In 2013 the company initiated a partnership deal with Lippert
Components in the U.S. market, and in 2016 Lippert
Components acquired Project 2000.
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Metallarte Srl - Loc. Rigoni - Via dei Laghi - 53035 Monteriggioni (SI) - Italy
Ph. +39 0577 306 163 - Fax +39 0577 304 461
E-mail: info@metallarte.com - Web: www.metallarte.com

Metallarte and RV Doors join
the Lippert Components universe
Lippert Components has acquired in July the Italian manufacturers Metallarte and RV
Doors. New challenges await the brand well known in Europe for the quality and originality of its living unit doors and cab doors for motorhomes.
Words Giorgio Carpi

ippert Components has acquired
Metallarte S.r.l. the Italy-based
manufacturer specialized in the
design and creation of entrance doors,
pre assembled panels, pre assembled alu
frames for caravans and motorhomes. A
specialist in aluminum, it also creates
luggage racks, exterior ladders, bunk ladders for the lofts, slides for the shower
doors, underbody frames and steel hinges.
The acquisition includes Metallarte’s subsidiary RV Doors, S.r.l. manufacturer of driver-side doors for motorhomes.
Consolidated sales of the
acquired business for 2016
were approximately €11
million (US$12 million) and
the purchase price was
€14.7 million (US$16.8
million).
"Metallarte is a wonderful and quickly growing
European caravan components supplier," said
LCI's President Scott
Mereness. "It is our

L

third European acquisition in 13 months. We believe this transaction further accelerates the opportunities to expand LCI's product offerings for the
European RV market. We welcome Metallarte to
LCI, and look forward to working closely with their
team to grow their business in Europe. We expect
this acquisition to be immediately accretive to LCI's
earnings."
Metallarte is created in 1996 and begins a pattern
of growth in the caravanning sector. In 2003 saw
a positive impulse with the arrival of Michele
Checcucci, who has been until now the main shareholder and who gave to the company more flexibility and speed in responding to the needs of
the clientele through a fast decision making processes and an operative philosophy of efficiency
without ever neglecting quality. The doors of
Metallarte are distinguished by numerous qualifying factors: a high level of personalization, flexibility and innovative technologies in production
and assembly, such as FIPFG (formed-in-place
foam gasket). In 2015, Michele Checcucci leases
the Gi Emme Evo business branch and creates the
new RV Doors brand, specialising in the production of doors for motorhome cabs. In the first
months of 2017, Metallarte acquires the assets of

Contacts:
Michele Checcucci - General Manager
mcheccucci@metallarte.com

Giemme EVO and becomes an industrial
group, with full ownership of the two
Metallarte and RVDoors brands, as well as
two production plants, one in Tuscany and
the other in Veneto.
“We worked with passion and commitment
in these years to grow Metallarte first, and
then also RV Doors, and to be able to offer all
our clients reliable and robust products with a
contemporary design,” states Michele
Checcucci. “I gathered an excellent team
around me: a qualified and extremely warm
staff, thanks to which we overcame all challenges. I owe all of them my gratitude as I
thank all our suppliers, who grew in these
years together with us. I’m sure that things
can only get better. In this new scenario, I’ll
remain at the helm of the company, covering
the same roles and expertise as before. Being
part of a big international group lets us play a

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth E70

leading role on markets all over the world,
continuing to invest in quality and innovation,
characteristics that have always been part of
our DNA.”
Metallarte is a company with 20 years of
history, certified UNI EN ISO 9001:2000 and
OHSAS 18001 on the protection of workers'
health and safety. The company’s mission is to
be among the leaders in Europe in meeting
the needs of the recreational vehicle components and equipment market. It seeks to contribute to improving the quality of life in people’s spare time by offering constantly new
solutions and services. And the company’s
vision is very ambitious, too: a Metallarte product for every RV in the world. The manufacturing plant, which has recently been reorganized to meet evolving needs and increased
production volumes, is centred around a
2700-square-metre building equipped with a

277 kWp photovoltaic system producing
100% green energy. RV-Doors production
site is still the original site in Mirano, Venice,
with a covered surface area of 1500 square
meters, enclosing its production processes,
storage, technical and administrative offices,
and includes an open surface area of around
2500 sqm.
“I met Jason Lippert during the Düsseldorf
show in 2016 and a relationship of great
respect and friendship was immediately established, also since we’re the same age. I
found his manner and approach to business
very similar to my own and I thought that we
could really make a difference together,” says
Michele Checcucci. “When he proposed to
buy my companies I had no hesitation whatsoever and today I’m even more convinced I
made the right choice for the future of my
colleagues, my clients, my suppliers and –
why not? – also myself.”
With its range of complete doors, hatches
and other products for the OEM market,
Metallarte today is supplier to the principal
manufacturers of recreational vehicles: the
brands of the French groups Trigano, Sea and
Rapido; the Slovenian brand Adria; almost all
the Italian brands, Laika above all; Auto Trail
in the UK and a few manufacturers in
Australia and New Zealand.
“Those who know me know that I’ve always
put myself on the line, and I’ll carry on doing
it even now that the company no longer
belongs to me,” concludes Checcucci. “My
relationship with clients isn’t going to change: I’ll answer with the usual e-mail address
and keep my mobile on at all times. But now
I’m ready, more than before, to take on the
new challenges awaiting the Metallarte
group and, together with colleagues, suppliers and clients old and new, I can achieve
new, exciting goals.”
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Truma Gerätetechnik GmbH & Co. KG
Wernher-von-Braun-Straße 12 - 85640 Putzbrunn - Germany
Tel. +49 (0)89 4617-0
Web: www.truma.com

Easier life with
Truma LevelControl
Running out of LPG will be just a memory with Truma LevelControl,
the device that let the camper know when the cylinder is almost
empty. It uses ultrasound to measure the gas left into the cylinder
and sends this data to the Truma iNet Box via Bluetooth.
Words Enrico Bona

ruma introduces, at Caravan Salon 2017 in Düsseldorf, the
innovative Truma LevelControl, a device which extends the
Truma iNet System with a useful new function. Truma
LevelControl allows customers to check how much gas is left in the
cylinder and how long it will last - and this conveniently from the living
area or the awning from up to four smartphones or tablets at the same
time. It’s also possible to set up an SMS alert: campers will automatically receive a text message when the cylinder is nearly empty. With the
Truma LevelControl owners will no longer risk a stay without heating,
or kitchen fire at the wrong time. In winter, especially, when the biggest danger is allowing the vehicle freeze before realizing the gas was
empty, Truma LevelControl eliminates this problem.
Main displayed functions are Fill Level, Gas Volume, Remaining Time (of
use), Sensor Battery Level. The app gives a constant and accurate monitoring of the gas level in up to two cylinders. Truma LevelControl uses
ultrasound to measure how much gas there is in the cylinder and sends
this data to the Truma iNet Box via Bluetooth. Customers get a detailed overview of their gas supply, more accurately than ever before, and
the App not only shows the level as a percentage and the amount of
gas in kilograms, it also tells the user how long the gas will last. The
iNet Box then transfers the information to the user’s tablet or smartphone.
Truma LevelControl can be used virtually everywhere: it works with all
common European steel and aluminium cylinders. Customers can
select their country and individually select the name their cylinder type
from 26 models in the database on the Truma App. If a cylinder is not
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included in the database, customers can enter it themselves. The sensor then automatically configures the device to suit the selected cylinder. If you have two cylinders on board and want to keep a close eye
on your gas supplies, you can use two LevelControl devices in parallel
to each other. In this case, the Truma App shows the level of each cylinder separately. Truma LevelControl is ready for immediate use: the
cylinder simply attaches to the device with the integrated magnets,

Contacts
E-mail: info@truma.com

without cables, connections or installation!
The device only has to be paired with the iNet
Box in the vehicle. Truma also provides a clamping sheet to attach the device beneath aluminium cylinders. LevelControl runs on batteries and already fulfils the latest explosion protection specifications. It can therefore safely
be used inside the gas compartment. An SMS
alert also tells the owner when the batteries,
which last for about a year, need to be replaced. The Truma iNet System gives campers all
the information they need for full control of
their Truma devices and the vehicle status. It

Company Profile
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ruma has been supplying convenient accessories for caravans and motorhomes since the
foundation in 1949 by Philipp
Kreis. He developed the “first officially recognised caravan heater”
in 1961, therefore making winter
camping possible for the first time.
Today, Truma is an international
familyrun company based in
Putzbrunn near Munich that develops, produces and markets products from one single source. The
Truma product range includes heating and air conditioning systems,
through to hot water products and
manoeuvring systems for caravans.
Gas pressure regulators and power
supply products round off the
extensive portfolio.

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth C31

enables the Combi heater and Truma air conditioning systems to be remotely controlled
anywhere and anytime. In close proximity, this
takes place absolutely free of charge via
Bluetooth, i.e. the signals are sent directly.
Once outside the Bluetooth range, the iNet
Box automatically switches to SMS communication. Depending on the settings made in the
app, an automatically generated
SMS is sent.
A personalised
response
SMS

confirms that the required settings have been
made.
The system is “plug and play” and can be
installed intuitively in just a few simple steps.
In Bluetooth mode, up to twenty smartphones
or tablets can be logged on; four smartphones/tablets can control the Truma devices at
the same time. A mini SIM with its own call
number, either prepaid or contract, is
required for the GSM
communication via
SMS.
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CARAVAN SALON DÜSSELDORF

A new technology area in Hall 5
214,000 square metres, 130 caravan and motorhome brands and over 2,100 recreational
vehicles in a wide variety of price categories. In Hall 5 next to the traditional exhibition of
awnings and roof-top tents, the new technology area. Interview with Stefan Koschke,
Director of Caravan Salon Düsseldorf.
Words Enrico Bona

t Caravan Salon Düsseldorf 2017 the
international caravanning sector will
again get together for its annual
highlight. “Caravanning and the whole segment of mobile leisure continues to undergo a
real boom and enthuses vast numbers of people. The demand by participating companies
was so high that we had to enlarge our exhibition area yet again.” says Joachim Schäfer,
Managing Director at Messe Düsseldorf GmbH.
On exhibition space measuring 214,000 square
metres the international exhibitors present in
excess of 130 caravan and motorhome brands
and over 2,100 recreational vehicles in a wide
variety of price categories. Caravan Salon
Düsseldorf attracting over 203,500 visitors in
2016. It is open from Saturday, 26 August, to
Sunday, 3 September 2017, on each day from
10 am to 6 pm. For trade visitors and media
representatives the fair is already open on Friday,
25 August. Located centrally in the outdoor
space in its own dedicated area, Hall 18,
StarterWorld – Discover Camping &
Caravanning is the right place to come for all
the newcomers. Here they can gather basic
information and receive key fundamentals from
experts helping them to make the right purchasing decisions. We Interviewed Stefan Koschke,
Director of Caravan Salon Düsseldorf.
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Aboutcamp BtoB: What is your feeling
about the next Caravan Salon?
SK: Caravan Salon is the No. 1 fair and trend
barometer for the industry. The great success of
Caravan Salon has aroused the interest of other
European and international companies – following the extension of the vehicles halls last year
this applies particularly to the equipment and
accessories industry. We expect the number of
firms exhibiting in this segment to increase further and, hence, exceed 600 exhibitors in total.
The outlook is superb and we are looking to this
year’s event with optimism.
Aboutcamp BtoB: How are you facing the
rising number of exhibitors and the lack of
space?
SK: Caravan Salon is the trade fair with the world’s biggest line-up of exhibitors producing caravanning accessories. Since demand for additional space voiced by both existing exhibitors and
new suppliers/exhibitors from North America,
Asia and Eastern Europe has constantly risen we
have decided to open a second area for these
exhibitors in Hall 5. With this move we can
respond to requests in general while
becoming even more attractive for
visitors from throughout the
world.

Aboutcamp BtoB: Hall 5 is actually antipodal compared to Hall 13. Is this situation
temporary or you are thinking to create
two technical areas this far from each
other?
SK: Furthermore, by also now occupying Hall
7a, CSD will form a complete loop and therefore optimised “round trips” for visitors.
Needless to say, we will draw attention to
these changes in all of our media in the runup to the fair – as we have always done for

Stefan Koschke
Director of
Caravan Salon
Düsseldorf
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all space allocation changes in the past. On top of this,
the routes/signposting will be adapted to the new structures so that visitors can easily get their bearings. This
also creates an even more professional setting for order
talks, business and networking. In the modern Hall 7a a
new “accessories paradise” will be created exclusively
dedicated to over-the-counter sales of caravanning and
camping accessories.
In Hall 5 the traditional exhibition of awnings and rooftop tents as well as folding caravans will be retained
alongside the new technology area. The tourism section
with campsites and motorhome parks as well as travel
destinations continues to be housed in Hall 7 right next
to Nord entrance.

Aboutcamp BtoB: What are, if there are some, the
benefits to the exhibitor who decides to join both
Caravan Salon in Dusseldorf and Beijing All In
Caravanning?
SK: Thanks to the constant rise in visitor numbers at
both events over the past few years, CSD and AiC are
highly attractive for accessories and vehicle manufacturers. Exhibitors here naturally also benefit in China from
the great expertise that Messe Düsseldorf has acquired
through CARAVAN SALON, which has been held in
Düsseldorf since 1994. Moreover, AiC is very attractive
especially for exhibitors from the caravanning supplies
side due to the accompanying expert conference and is
therefore received very well by these companies.

Caravan Salon Düsseldorf:

HALL 5
3DOG camping GmbH
alphatronics GmbH
Alpine Electronics GmbH
Aspöck Systems GmbH
Audiodesign GmbH
Augustin Group GmbH & Co. KG
Autocamp - Autodachzelte
Autoclima Deutschland GmbH
Axel Springer Auto Verlag GmbH
Bax Totaalrecreatie B.V.
Beckmann GmbH
Ben Eilers Tenten B.V.
Brand GmbH & Co. KG
CAMPWERK
CAPA trailer protection GmbH
CaraControl - Michal Provázek s.r.o
CaravanMoverShop
CarportUnion Torsten May
Castagnari S.r.l.
CHEILMOBILE Co., Ltd.
Cinderella Eco Solution AS
Clarion Europa GmbH
Cleves GmbH
Cube Co., Ltd.
Doréma Vorzelte GmbH
Douglas Technologies US, Inc.
dwt Zelte
Dynavin GmbH
EmergoPlus B.V.
Fa. GNS Reisemobiltechnik
Falcon Technical Ltd.
Fiamma S.p.A.
Furrion Ltd.
G.S.C. mbH
GentleTent GmbH
GIMPEX OTOMOTIV SAN. TIC. A.S.
GRAMMER AG
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5 D10
5 B43
5 C43
5 D15
5 E04

GREINER Schaltanlagen GmbH
Hahnzelte
Hangzhou Holycore Composite Material
Heck-Pack GmbH & Co. KG
Herzog GmbH & Co. KG
Holtkamper Faltcaravans B.V.
Houghton Leisure Products Pty Ltd
IDEATERMICA accessori camper
IDM Technologie SARL
Industria Auxiliar de la Caravana, S.A.
Isabella Vorzelte
JOKON GmbH
Kampa UK Limited
Klimatop Wetterschutztechnik GmbH
LAROMA GmbH
LED-Lichtzentrum
LG Freizeitwelt GmbH
Lippert Components Corp.
Lucidity OÜ
MMT GmbH
Movera GmbH
Movera GmbH
MTH Zeltbau GmbH & Co. KG
nest by egoé s.r.o.
Oase Outdoors Aps
OZ ENGINEERING INCORPORATION
PARAT GmbH + Co. KG
Purple Line Ltd
QUQUQ
Renogy Suzhou Co., Ltd.
RETEC
RP-Technik GmbH
Schall Camping GmbH
Schaumstoffcenter Frank Stephan
Schickramm Managementsysteme
Self Electronics Germany GmbH
SGUINZI PIETRO SPA
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Shanghai Cosma Mechanical
Shenzhen Antop Technology Co., LTD.
SOLARA GmbH
Sport-Tech / Rui-Yi-Lin GmbH & Co. KG
sylvansport LLC
Systemhydraulik Reinhardt
TBB Power GmbH
tegos GmbH & Co. KG
Tehnomarket d.o.o
tetra-pod.eu
teVidi Vertriebs AG
Thule N.V.
Titan Technology GmbH
Trigano Faltcaravan Kreppel
Trigano MDC SAS
Van Bergen Sport Int. B.V.
Van Protect Lisibach AG
VanEssa mobilcamping
Voos Oto Aksesuar San. Ve Tic. Ltd. Sti.
Walker Campingstyle B.V.
WARU
Wasserschutzplanen miru-tec GbR
WCS
WEIFANG AIRUI BRAKE SYSTEMS CO., LTD
Westfield Outdoors GmbH
whcp wolfgang hartmann
Whirlpool & Living GmbH
WIGO Zelte GmbH & Co. KG
Xiamen DBS Electronic Technology
Xiamen Easepal Enterprises Limited
XP-edition GmbH
Zelte-Steckdaub GmbH + Co. KG
ZEN-RAD SARL
ZIFER Italia S.r.l.
Zoll Medical Corporation B.V.
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plan of halls 5 & 13 with exhibitors

HALL 13
A. Linnepe GmbH
A. Müller GmbH
Accusysteme TransWatt GmbH
ACR Brändli & Vögeli AG
Airxcel Corp.
AL-CAR Technology GbR
ALCAN Systems GmbH
Alde Deutschland GmbH
Alden Deutschland GmbH
Alois Kober GmbH
Alois Kober GmbH
ALU-LINE
APLAST D.O.O.
ARISOL S.r.l.
b-b Systemtechnik GmbH
Baldacci S.R.L.
BARTOLACCI DESIGN S.R.L.
BauschLinnemann GmbH
Beaver Brand S.r.l.
BestLight Co., Ltd.
BL-Trading GmbH
Blase GmbH & Co. KG
Brianza Plastica S.p.A.
Brunner S.r.l.
Büttner Elektronik GmbH
BV Metaalwarenfabriek UMEFA B.V.
CAMPING-PROFI GmbH
CAMPING-SCHUH GmbH
CAN S.r.l.
Caratec GmbH
CaravanMoverShop
Carefree
CBE S.r.l.
Centrum Dis Ticaret ve Elektronik
CKW Gesellschaft für
Collection Michel - die Mass Schneider
Comet-Pumpen
Cowan-Textiles GmbH
Crystop GmbH
CTA S.r.l.
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DGN S.r.l.
Diffutherm B.V.
Dimatec S.p.A.
Döllken-Weimar GmbH
Dometic GmbH
Dometic WAECO International GmbH
Dow Deutschland
E & P Hydraulics Germany
EAL GmbH
Eberspächer Climate Control Systems
Ed. Heckewerth Nachf. GmbH & Co. KG
ELGENA Warmwasserbereiter
EMKA Beschlagteile GmbH & Co. KG
EMUK GmbH & Co. KG
Estorfer Kunststoffbetrieb GmbH
Euramax Coated Products B.V.
European Engineering GmbH
F.A.P. s.r.l.
Fahrzeugbau Meier GmbH
FASP AUTOMOTIVE SEATS Srl
FAWO GmbH
Fiamma S.p.A.
Filippi Legnami s.n.c.
Flamefield Ltd.
Frankana
Freebird Coated Aluminium BV
Freizeit Reisch
Fuan Aidi Electric Co., Ltd.
G + S Sitz und Polstermöbel GmbH
Garmin Europe Ltd.
GES International Srl
GIMEX melamine plus GmbH
GOK Regler- u. Armaturen-Gesellschaft
GOLDSCHMITT-techmobil GmbH
GuG Vertriebsgesellschaft mbH
H.D. Knorz Vertriebs-GmbH
Haba B.V.
Hans Holzhauer GmbH & Co. KG
hegotec GmbH
Heidersdorfer ProduktionsHella KGaA
Henan Yunshang Automobile Sales &
HEOSolution e.K.
HORREX-HORREN B.V.
HPC Hydraulics BV
Hügler GmbH
Ilse Technik
Import + Vertrieb
JEHNERT Sound Design
JVCKENWOOD Deutschland GmbH
Kathrein-Werke KG
Klaus Hünerkopf Neukirchen
KLS-Dipl.-Ing. W. Krause GmbH
KOMP GmbH
KOMPLAST srl.
Kronings Aps
Kuhn Auto Technik GmbH
LAVI SARL
Liberco Systems GmbH
Lighteu GmbH
LILIE GmbH & Co. KG
Ma-Ve International srl
MAS Elektronik AG
Mastervolt GmbH
Maxview Vertriebs GmbH
Megasat Werke GmbH
METALLARTE S.r.l.
Milenco Limited
Mobil-Safe GmbH
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moog TRAILERPARTS GmbH
Movera GmbH
MPK Metall- und
Multi-Mover Europe BV
NDS Energy S.r.l.
NETA ELEKTRONIK Cihazlar San. ve Tic. AS
Nobilpan S.p.A.
NRF S.r.l.
Nuova Mapa S.r.l.
Ofolux S.r.l.
Paola Minguzzi
Peter Barwig
Phaesun GmbH
Pioneer Electronics Deutschland
Plastoform Smarjeta d.o.o.
PODGORJE D.O.O SENTJERNEJ
Polyplastic B.V.
PRO CAR GmbH + Co. KG
PROJECT 2000 S.R.L.
PROSTOR bvba
Reich GmbH
Reimo Reisemobilcenter GmbH
REMIS GmbH
Renolit SE
ROMA Nijverdal B.V.
Roto d.o.o.
Rühl Leder GmbH
Sand Profile GmbH
Sanwei Communication
Schaudt GmbH
SCHEER Heizsysteme
SCOPEMA SARL
SFC Energy AG
Shenzhen Dotogo Technologies Co., LTD.
SHIP-CAR S.r.l.
SKA Sitze GmbH
SMV Metall GmbH
SOG®Systeme OHG
Solar Swiss GmbH
SOMAform Sonnberger GmbH
SR Mecatronic srl
ST.LA S.r.l.
STS Oberholz GmbH & Co. KG
Super B B.V.
SURTECO DECOR GmbH
Tec-Power GbR
Tecnoform S.p.A.
Tecnoled S.R.L.
TELECO GmbH
ten Haaft GmbH
Thetford GmbH
Thitronik GmbH
Thule N.V.
Toptron GmbH
Travelvision BV
Truma Gerätetechnik GmbH & Co. KG
VB - Airsuspension B.V.
VETRORESINA S.p.A.
Victron Energy B.V.
Vöhringer GmbH & Co. KG
VOTRONIC
Webasto Thermo & Comfort SE
Weih-tec
Westacc Group b.v.
ZADI S.p.A.
Zambelli-technik spol. s.r.o.
ZURRSCHIENEN.COM
Zwaardvis B.V.
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Filippi Legnami Snc - Via N. Sauro, 2 - 24030 Berbenno (BG) - Italy
Tel. +39 035 861122 - Fax +39 035 860190
www.filippilegnami.com

From the laminated plywood
to the complete furniture kits

After widening their range with different laminating technologies and panel types,
Filippi Legnami, in collaboration with Giorgio Levoni srl, inaugurates the new department for cabinet making, while continuing the R&D of innovative materials: it is the
case of Vitter, which will dominate their booth at the Caravan Salon.
Words Andrea Cattaneo

he ability of a
company to
look to the
future in a positive
way can be seen by
the
investments
made and by the
search of new products: it is what
Filippi Legnami is
doing, continuing
Giorgio Levoni and
their growth trend
Francesca Filippi
with a truly surprising
dynamism.
Those who have the chance to visit their
booth at the Caravan Salon in Düsseldorf will
not only realize how wide the range of laminated products offered to the recreational
vehicle manufacturers is, yet will be able to
have a close look at their new product called
VittEr (see box at the side): significant changes in the look and functionality of many surfaces in the vans, caravans and motorhomes
would be introduced from the next seasons.
But it is perhaps the birth of the interior carpentry that attracts more attention, as it has
come unexpectedly and clearly shows that
Filippi Legnami & Giorgio Levoni are, now
more than ever, able to operate in a complete and efficient way in the field of furniture
for recreational vehicles.
"The RV sector had already positively answe-

T

52

red to our expanded array of products over
the last few years," explains Francesca
Filippi, Export Sales manager at Filippi
Legnami – and we are no longer engaged
solely in the laminating of wood-based
panels. From 2013 to today we have been
intensifying our range of action, for example
with the digital printing and melamine surfaces, so we felt it was time for us to take a
step further. Backed by the high volumes of
the market, at the end of 2016 we made the
decision to start our activity in the RV joinery: in a few weeks we found the appropriate
space and set up a machining department."
A record start, one could say, yet without forgetting the precision and accuracy of the
workmanship which Filippi Legnami is remarkable for: so, after consolidating their position as lightweight panel laminating company in the RV market at a global level, Filippi

Legnami & Giorgio Levoni have gone the
extra mile and have opened a unit for the
production of furniture kits. Just coordinating with OEMs, they can offer the whole
range of furnishing elements to be fitted in
the RV. The building that houses the new
carpentry plant has an area of 2.000 sqm,
which is added to the 6,000 sqm of the existing factory including the laminating lines,
the melamine press and the VittEr production plant. Cutting-edge machineries were
installed thanks to the active co-operation of
Giorgio Levoni srl, and highly skilled and specialized personnel were recruited and hired:
as a matter of a fact, Berbenno is in a region
with a strong tradition in woodworking,
hosting an excellent school of carpentry training professional staff able to operate autonomously. Another essential part of the job
was the purchase of a software to elaborate

Contacts:
Francesca Filippi
francesca@filippilegnami.com

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth E48

VittEr opens to new design scenarios
t their stand at the Caravan Salon
2017, Filippi Legnami and Giorgio
Levoni will introduce a totally new
furniture concept based on VittEr, a compact laminate of new generation highly
customizable: the surface, core and edge
colours can be chosen from a wide range
of sample collection while the design pattern can be drawn using the digital printing. The high mechanical strength of the
compact laminate makes it possible to use
the VittEr boards in thin thicknesses.
The main feature of VittEr is that it is a 0%
formaldehyde emission product, thus suitable for the contact with food, for which
it has been certified. Ideally used in the kitchen area thanks also to its waterproof

A

3D projects, which delivers a complete kit by
inserting the drawings of every individual
furnishing element chosen by the customer."
We have an internal management software
that adapts to the needs of the customer –
explains Salvatore Filippi, General Manager
of Filippi Legnami – for the development of
the furniture kits. We are able to configure
the packaging of the finished product according to the management and logistic needs
of the OEMs. Our new carpentry becomes a
kind of satellite department of the customer's plant and we are engaged to respect the
day and time of delivery agreed, so that our
customer does not have to keep goods in
stock and just flows in the kits in the assembly line as soon as they are delivered.».
A system of modern production and service,

characteristics, it can be designed to fit in
the bathroom too, as a basin top, a shower
duckboard and also as shower walls. Not
only is it resistant to scratches, but to heat,
too: this last feature was exploited by
Filippi Legnami to develop a kitchen with
an integrated hob in collaboration with the
world leader cooktop company Dometic.
VittEr is also becoming a popular material
replacing the traditional glass lid of the
cookers.
Officialy presented at the Caravan Salon
2017, VittEr has already been chosen by
some OEMs and will be the right solution
for all designers looking for a captivating
new product to be introduced in the next
new seasons.

an integrated outsourcing that only a wellrun company that stays on top of what’s current can offer: “We need to coordinate to
perfection with the customer in order to
scrupulously adhere to the timing, and to do
this we rely on our good organization and
sense of responsibility”, adds Giorgio Levoni.
The new carpentry by Filippi Legnami has
several CNCs with different tools to carry out
any type of work. There are also smaller
machines, even manuals, for more detailed
and accurate finishings. Through a special
program called “nesting”, the drawings data
of the pieces are entered and the machine is
ordered to work the panel in an optimal way,
with the smallest amount of waste. In addition to cutting the panel, the machining centres can make holes, engravings and grooves

Company Profile

ounded over forty years ago and
active in the woodworking ever
since, Filippi Legnami firmly fits into
the recreational vehicle industry in
2000, starting a laminating line,
recently doubled, for the supply of
laminated lightweight panels to be
used in the motorhome and caravan
interiors as well as in the mobile
homes around the world. In 2013, the
partnership with the entrepreneur
Giorgio Levoni opens to a new phase
of consolidation and expansion that
sees, among other initiatives, the
launch of a new production line using
the digital printing for the personalized panels decoration. In addition to
it, a melamine pressing line completes

F

of all kinds. The final step is carried out
through edge banding machines which can
use different types of edges, with linear or
shaped surfaces. Each individual piece is then
labelled with a barcode, which allows integration with the customer's management
system.
"Although the production unit is already
well-equipped and fully operational – continues Francesca Filippi – we will soon have a
further implementation: by the end of 2017
we will offer our customers curved doors
too, which will definitely complete our product range, already among the most comprehensive in Europe. From the simple laminated panel to the complete furniture kits,
we are now also ready to approach the
American market. "

the company’s product range with
laminated panels that combine an
innovative tactile experience with
high resistance to wear, abrasion,
light and scratches. Filippi Legnami
and Giorgio Levoni, where the tailored panels are made.
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CAN S.r.l. - Via Nazionale, 65 - 25080 Puegnago del Garda - Brescia – Italy
Tel: +39 0365 555909 r.a. - Fax: +39 0365 651822
E-mail: info@cansrl.com - Web: www.cansrl.com

Higher kitchen, smaller space
Leader in the production of hobs, sinks, cookers, ovens and other accessories for boats, CAN
is active also in the RV sector from many years and showcases, at Caravan Salon 2017 in
Düsseldorf, its new range with some unreleased product and some interesting restyling.
Words Giorgio Carpi

FITTED COMBINATION HOB – FL 1400
2017 has also brought with it renewal of
some key models in CAN Srl production:
the most significant restyling concerned
the FL 1400 model. For those who don’t
know, this is a fitted steel combination
hob, in production from 2013, which
incorporates a basin and two burners in a
single combined hob. This product type,
particularly appreciated for its compact
dimensions and the quality of its components, needed restyling, with the aim of
following up on the latest style and composition requirements. Without the slightest alteration in the main dimensions
(length 716 mm, depth 340 mm), just by
reducing the height of the item to favour
“ultra-compact” installations, the new
one-piece FL 400 MY’17 is here, also bringing with it some interesting new functional features. This model, characterised by
a great family feeling with the other onepieces in the FL family, packs everything
you need into a limited space: - control
area separated from the cooking area
thanks to a structural steel membrane able
to protect knobs and taps from the heat
generated by the burners; - a single large
grate, made of black enamelled iron,
excellent as a support for pots and pans of
all sizes and permitting “slide-over” from
one burner to another without lifting the
pans from the grate; - a large basin for
washing food and dishes; - an award-winning swing hob closing system with singleor double-pane glass cover depending on
the requirements of the end users.
Available in 4 configurations, the new
one-piece FL 1400 is the most compact
unit available while maintaining the same
technical and functional characteristics.
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MINIGRILL – CU 7000
The CU 7000 is a very small cooker, developed for applications on board campervans
and people carriers. The concept for this
product is drawn from its big sister the
CU3001, from which it takes the structure,
assembly system, build quality, finishes and
materials. This fitted mini-cooker replaces
the typical oven burner with a grill burner,
installed at the top of the oven, able to produce perfectly cooked dishes characterised
by the golden brown surface typical with
domestic appliances of this type. This is an
extremely versatile product, which takes its
dimensions and ease of use as its strong
points. This product can also be installed in
a tall unit and positioned above the CU5000 oven with which, apart from height, it shares its
main shape dimensions and general aesthetic.

Contacts:
Lorenzo Bellini - General Manager
lorenzo.bellini@cansrl.com

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth F60

FITTED KITCHEN – CU3001

FITTED TRIANGULAR HOB

Designed to satisfy the requirements of a
highly developed market in the countries of
Northern Europe, this product incorporates a
multitude of functions: a fitted kitchen equipped with conventional gas oven and grill burner, further enhanced by a 3-burner hob
capable of meeting the needs of those who
cook on a recreational vehicle. The kitchen,
compliant with the standards dictated by the
main manufacturers, presents itself as an
excellent alternative to products from competing companies, additionally offering an innovative system for combustion product ejection and heat protection which is currently
being patented. The particular characteristics
of the CU 3001 don’t end there: installed as
standard, a low-voltage electronic system
ignites all the burners, including the ones for
the oven and grill. The latter are regulated by
a thermostat unit capable of balancing and
maintaining constant heat supply throughout
cooking, just by positioning the control knob
at the desired temperature level. The large,
generously sized oven (37 L) is equipped with
grill and tray in stainless steel, height-adjustable on dedicated guides, designed for flexible
management of food cooking, including gratins. The kitchen, made entirely from striking,
stylish satin steel, is further enhanced by a
black glass hob. The kitchen’s look is rounded
off by a single large chrome grate, able to

offer support and stability for pots and pans
as well as allowing “slide-over”. When oven
and burners are not in use, the glass cover
provided can be lowered. Becoming flush
with the kitchen worktop, it restores aesthetic and functional continuity, concealing the
entire cooking area from the user. The new
line of fitted products has recently been
enhanced by a further two unique items: the
CU5000 fitted gas oven and CU7000 cooker,
called “mini-grill” due its limited size and
being equipped with only a grill burner.

The real innovation for 2017 in terms of
hobs is the new triangular unit from the FC
series. The FC 1343 (right) and its twin
model the FC 1344 (left), were created to
meet the requirements of all clients who
want a compact design capable of incorporating 3 burners – 1 auxiliary and 2 semiquick – in a space of less than 50 cm. This
hob, characterised by a great family feeling
with the other products of the company,
recognisable in the shaping of the edges
and combinations of materials, is offered to
the market in many versions. The basic version, equipped with individual grates and
manual ignition with external lighter will
presumably be that favoured by manufacturers, who will in any case be able to offer a
more sophisticated
clientele some product
upgrades,
such as low-voltage electronic ignition, a single wire
grate or even a
distinctive cast-iron
grate with a
brand-new
design.

FITTED HOB FC1349

FITTED OVEN – CU5000

The FC1349 hob shares the maximum
dimensions of the combination hobs in
the FL1 400 series, but in contrast has no
basin. The space freed up by the absence
of a basin is masterfully exploited to house
a third burner, thus resulting in a fitted
hob with 3 burners in a row, equipped
with glass cover and control area with
heat protection.

The CU5000 fitted gas oven takes on all the
particular characteristics of the CU 3001 fitted kitchen with which it is associated in
terms of components and the main dimensions. This appliance is particularly recommended for installation under the top or in a
tall unit, joined or separated by a hob produced by our company. The fitted oven, featuring a generously sized chamber, is regulated
by a thermostat unit capable of managing

oven burner and grill burner alternately. Both
burners are characterised by an electronic
ignition system with low voltage supply that
guarantees practicality, safety and ease of
use, transferring a standard in vogue in the
domestic sector to the increasingly sophisticated and rich sector of recreational vehicles.
The oven’s front panel is characterised by the
control area and a central grid with geometrical pattern disguising the oven outlet,
necessary for releasing the heat and combustion products into the atmosphere. In the
same way as the kitchen, the oven reflects
the standards of the sector, distinguishing
itself from competing products through its
particular qualities and masterful combination of construction materials, which in addition to making the product highly robust,
give it style and personality. This product too
features an innovative, effective system for
combustion product ejection and heat protection which is currently being patented.

FITTED HOB FC 1336
The FC1336 hob draws on the concept of
products from the FL 1300 series, taking
on the space occupied and main dimensions. Since it has no basin, the space freed
up is used to install a second burner, thus
resulting in a fitted hob with 2 burners in a
row, equipped with glass cover and control
area with heat protection.

FITTED COMBINATION HOB – FL1323
This product update aims to renew another bestseller from the FL line,
which in its two versions – FL1323 (RH basin) and FL 1324 (LH basin) –
was created to meet the requirements of people carrier manufacturers
who want to install a small kitchen unit equipped with cooker and
basin. These one-pieces have extremely limited dimensions and feature
a semi-quick burner and glass cover for retrieving space on the worktop
when the burner or sink are not in use.
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TR.EM. Trecciatura Emiliana Srl - Via Friuli, 5 - 40060 Osteria Grande (BO) - Italy
Tel. +39 051 6950542
www.trem.net

Approaching
50 years…
in perfect shape

Anniversary celebrations are fast approaching for Tr.Em, marking a half century in business
next February. A pioneer in the outdoor sector, its core business lies in servicing pleasure
crafts, but Tr.Em also maintains a solid position in the recreational vehicle sector, supplying
manufacturers both within Europe and abroad.
Words Andrea Cattaneo

etting to 50 years in business for a
company means entering into a
phase of full maturity, with a solid
base for facing the future in complete serenity. However, considering the current economic situation, celebrating such an enviable anniversary also means having withstood the recent crisis unscathed, which is in
itself no mean feat. Tr.Em is thus quickly
nearing its 50 year mark: the official date of
its foundation being February 6th, just a
few months away. Although 90% of the
company’s activities derive from the pleasure craft sector, Tr.Em remains a historic
name in the motorhome sector in Italy,
maintaining a market share in the RV sector,
operating above all as a supplier of
European manufacturers such as Adria and
the Trigano group, and including customers
in Australia and New Zealand.
Tr.Em was founded in 1968 as an artisanal
business, starting off in the cycling sector,
manufacturing elastic webbing to cover the
rear wheels of bicycles, an item that can be
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defined as both unusual and historic, but
which held a certain amount of importance
at the time. This product’s primary function
was to prevent women’s skirts from ending
up in the spokes. However, we all know
that customs change and technology must
adapt: there are increasingly less women
riding bikes wearing a skirt. And so, having
gained significant expertise in manufacturing elastic webbing, Tr.Em branched out to
the automobile industry, which was then
experiencing considerable growth in Italy,
producing elastic webbing fitted with
clasps, designed to secure luggage on roof
racks. Here too, Tr.Em soon found itself
having to adapt to changing customs, with
increasingly less roof racks on cars. They
then had the far-sightedness to launch into
two related expanding sectors: pleasure
craft, and campers and leisure. These are
the two sectors that ensured the company’s
success and longevity. Today Tr.Em occupies
a production site spanning 16,000 square
meters, located in the municipality of

Contacts:
export@trem.net

Tr.Em in the RV sector
The catalogues of products dedicated to motorhomes and caravans is truly vast (Tr.Em
also operates as a distributor), including metal accessories such as steps and bicycle
racks, and elements made of plastic materials such as wedges and steps. The following
are among the most significant products directly produced by Tr.Em:
* Bicycle racks. The new model for vans on a Ducato base particularly stands out: compared to other models on the market,
it does not require perforating the frame for assembly, since
it makes use of specially designed upper, lower
and lateral attachments. Equipped with a reinforced base, it is available at a competitive price, and can
carry two bicycles. A more classic bicycle rack is designed for traditional motorhomes, featuring an
especially robust, totally stainless steel base. It is
supplied with two housing assemblies, but a
special easy to install integration kit allows for
up to four bicycles to be transported. The catalogue
also includes bicycle racks installed internally on a locker.
* Stairs. This product range includes steps for the rear of the vehicle, as well
as steps for the vehicle’s interior, designed to easily reach upper bunk beds:
these models feature a slightly tilted step (15°) that provides easy and convenient access, equipped with an adjustable support that fits onto the floor
without marks or incisions.
* Leveling wedges. Tr.Em’s plastics production unit allows it to easily produce motorhome leveling wedges at a competitive price, with a
capacity of up to 5,000 kg. A transport canvas bag can
be supplied on request.
* Steps. Various models of steps
are available, facilitating
access from the exterior of motorhomes and caravans. They
are made of a reinforced thermoplastic material with a declared capacity of up to 200 kg.
* Battery casings. Made of plastic, Tr.Em
battery casings are designed for securely housing motorhome service batteries. They are equipped with an opening cover and sealing belt, and can be fitted with floor fastening
plates.
* Ropes. The product catalogue includes a wide range of ropes: elastic cords fitted with clips, for buckling luggage and bicycles, as well
as polyester braids for securing verandas or other uses. Accessories include hooks,
carabiners and pickets of various types.

Osteria Grande, in the vicinity of Bologna,
employing around fifty people. One part of
production stems from partner manufacturers situated in eastern Asia. Tr.Em operates
both as a manufacturer and distributor:
they are thus the leading Italian producer
and distributor of accessories for the pleasure craft and camper sector, with over
8,000 product items in their catalogue; all
of these products are organized and handled in the 4,000 sq. m. Bologna warehouse site, containing product racks ranging
over one and a half miles long. The company’s true strength lies in its ability to constantly renew and expand its product catalogue, consistently launching new products
on the market. Still, production is not merely limited to just one type of process and
one group of materials, but extends to a
variety of sectors. The production facilities
include three main production units. Firstly,
the web processing unit, producing braids,
halyard lines and elastic rope for the pleasure craft and sailing sector, including different cords and rope varying in material, diameter, length and color. A significant part
of production is also directed at the commercial and industrial vehicles sector, where
elastic webbing is used to fasten tarpaulins
on trucks and tilted trailers.
The second production unit processes
metals, steel and aluminum, manufacturing
stairs, walkways, oars, luggage racks, bicycle racks, handles and other components
for recreational boats and vehicles. The
third production unit prints plastics, manufacturing battery casings, fenders, leveling
wedges for wheels, small bathroom accessories, shower kits and steps, The facilities
make use of injection molding machinery
and the latest generation of microprocessor
controlled presses: a fully automated production cycle, including systems for the treatment of raw materials, allowing for the
processing of highly delicate materials such
as polyurethane and thermoplastic elastomers, homopolymeric acetal resins, ABS and
polyamides. A smaller production department is dedicated to the processing of
wood, whereas partner manufacturers in
Asia produce fabric elements, such as boat
hoods.
A well developed in-house design department employs skilled technicians and engineers, designing products and prototypes to
test their validity prior to launching full
scale production. Over the years, an inhouse research laboratory has gained in
importance, dedicated to creating molds,
obtained using electro-erosion and numerical control equipment, for the production
of metal and plastic materials. The company’s flexibility allows for the production of
new products in a short time span, as well
as meeting the demand for large supply
orders quickly. Tr.Em has long since obtained ISO 9001 certification, achieving high
quality manufacturing standards.
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Castagnari s.r.l.
Via Stortoni 40/42 - 62019 Recanati (MC) - Italy
Tel. 071 7572188 - Fax 071 7572189
Web: www.castagnarisrl.it

Expanded washbasins range and
printed and decorated showers
Thanks to its new bathroom solutions, with washbasins in Ocritech and decorated shower
enclosures, Castagnari emphasises its expertise in processing thermoformed materials.

Words Andrea Cattaneo

Shower enclosure mosaic
hanks to digital printing, the internal
walls of the shower enclosures can
be decorated in multiple ways. Following
the latest trends in home bathroom furnishings, Castagnari offers a decoration
with a mosaic look. There are nevertheless endless possibilities: even wood- or
marble-like decorations can be achieved.
Upon customer request, the shower
enclosure can also be customised with
the manufacturer's logo.

T
Cristiano, Gianluca and
Simone Castagnari
ith a growing footing
in the recreational
vehicle sector and at
this
point
well-established
among all European manufacturers, Castagnari is attending the
Caravan Salon with some interesting and diversified solutions.
The trade fair will without a
doubt be another opportunity for a brand
which, despite only having broached the
motorhome - caravan industry in 2000, has
already achieved an encouraging market
penetration, so much so that approximately
70% of its current turnover is made in the
RV sector itself. This is why huge investments
have in fact been made to improve the quality of production: five new machining centres have been set up at the company, with
3 and 5 axes, for machining acrylic parts.
This new cutting-edge machinery partly
replaces the existing obsolete equipment,
and partly supplements it in view of the
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expected rise in production.
"We have been machining plastic materials
since the early 1970s" states Gianluca
Castagnari, one of the owners of the company, "and we have been doing business in
the recreational vehicle sector, a sector
which is a source of great satisfaction to us,
for seventeen years. Specifically, bathroom
components have proven to have the best
growth performance figures in recent
years."
In an increasingly extensive and broad range
of products, there are two new product lines
worth mentioning, which are set to play a

leading role at the Caravan Salon in
Düsseldorf; these are the washbasins in
Ocritech and the shower enclosures with a
decorative finish. Despite having featured in
our catalogue since last year, the washbasins
have been perfected and the range has been
expanded, and it now consists of 12 versions, which differ in shape and size. These
washbasins are designed for the bathroom
of recreational vehicles: some models are
designed to be inset into the vanity top, but
there are also versions to be countertopmounted, with modern and elegant shapes.
They are made of Ocritech, which is an acrylic material with a generous styling impact
(similar to the more famous Corian, yet with
a lighter specific weight): it affords superior
shock resistance, does not yellow with time
and is resistant to common cleaning products. Times have changed and motorhome
bathrooms are no longer merely functional;
these days an element such as the washbasin is an increasingly important part of the
bathroom, as it states its presence in a clear
and bold manner, often featuring sculptural
shapes, generating an outstanding styling
impact.
An even more significant bathroom compo-

Contacts
E-mail: info@castagnarisrl.it

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth C24

Some applications of Castagnari products

nent, if not only for its sheer size, is the shower enclosure, which has been perfected
further, in both technical and styling terms.
Now, even medium-sized motorhomes have
a shower with its own autonomy, separate
and independent from the compartment
containing the toilet and washbasin.
Castagnari has followed this trend for some
time, indeed, more than following it, the
brand has anticipated the market's development thanks to unprecedented solutions.
Could it be any other way? Let us not forget,
in fact, that until the 1990s, Castagnari worked almost exclusively in the home furnishings bathroom sector, partnering up with
the Teuco-Guzzini group for many years.

Company Profile

Castagnari is transferring this significant
experience to the recreational vehicle sector.
Just look at the brand's new solutions for
the 2018 season and you will realise how
skilled the company is in plying shapes for
the bathroom thanks to the thermoforming
process: following its elegant shower doors
in smoked "glass", here comes the version
with printed decorations. The shower doors
are therefore made of transparent acrylic,
and feature elegant decorations in the central part of the panel, achieving an attractive
styling effect while guaranteeing privacy for
the user. Again with reference to shower
enclosures, Castagnari is offering accessorised shower panels, which are fitted with the

shower mixer riser rail, complete with shelves and recesses to store soap and other toiletries. Castagnari began to work in the
motorhome sector years ago to accommodate the needs of an historic name in Italian
caravanning, i.e. Laika, and today it supplies
multiple European brands from the Trigano,
Hymer, Carthago, Pilote and Rapido groups.
The thermoforming process is used on plastic materials, which are heated in a furnace
and moulded in a press. The brand uses multiple materials, although the majority of production is based on acrylic and polystyrene,
which thanks to its transparent variants such
as “crystal polystyrene” makes it possible to
achieve an end result that is similar to glass.

astagnari is a family run company, with a long standing
tradition in the processing of plastics. The production
site is located in Recanati, in Italy’s Marches region, just a
short distance from Ancona. The business was founded in
1972 by Enzo Castagnari, and has been taken over by his
three sons. Castagnari has made its mark at a European
level, and orders in the caravan sector now total 50% of its
turnover. The production of methacrylate and polystyrene,
using hot forming techniques from sheets, results in a variety of products for the living quarters of campers, including
shower doors, mirrors with integrated lighting and sink
tubs, to which are added various decorative finishing elements, such as frames on windows and portholes, headboards, and coverings for the lower part of drop-down beds. Thanks
to decades of experience and an ongoing relationship with the technical and design development divisions of major manufacturers, Castagnari offers targeted, customized solutions, with a quick turnaround on development and production.
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ST.LA. - Via Marche 5/7
56025 - Pontedera (PI) - Italy
Ph. +39 0587 292625 - www.stla.it

A range of beds
for every requirement
Beds are ST.LA.’s real forte: they make all kinds, standard or according to specific client
requests, knowing they can count on an endless series of modular elements created in the
last twenty years.
Words Giorgio Carpi

ecnometal’s
move
to
new premises is now complete, with a marked
increase in the
spaces covered,
Paolo e Sergio Milianti
ST.LA. owners
2000 m² on top of
the nearly 5000 m²
of external compounds. A sign of the vitality of the Milianti Group, of which
Tecnometal is part together with Forma s.r.l.
and ST.LA. And ST.LA. is definitely the brand
best known to the public, the one which
best identifies the activity of a company
that has been working in the camping and
recreational vehicle manufacturer supply
sector for more than 40 years, putting in
play its great experience in metalworking
(remember that ST.LA. stands for Sheet
Metal Forming in Italian).
“We’re in a stage of great expansion,”
affirms Paolo Milianti, General Manager of
ST.LA. “The three companies of our group
have increased production and we’re
making
important
investments.
Tecnometal’s new premises are the clearest
signal of the positive juncture that we’re
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experiencing: as well as dealing directly
with the production of ladders for motorhomes, the company has laser-cutting machinery that works non-stop to prepare the
various components used by the three companies. But thanks to the new spaces, it’s
also about to launch a project that’s been in
the pipeline for years, the creation of a research and development department capable
of satisfying our clients’ wishes in particular
projects.”
The lion’s share of ST.LA. production involves motorhome beds: they make all kinds,
and the catalogue is vast. In reality, it’s
reductive to talk about an actual product
catalogue: there’s no mass production for
certain types of bed. There are of course
“standard beds” in the

catalogue, but in practice each type of bed
is specially designed according to the specific requirements of the client, who has to fit
it on motorhome models that are always
different.
It starts from the simplest beds, kids’ beds
from 170 cm in length and 60 cm in width,
or for adults with greater dimensions. The
structure mustn’t necessarily be made up of
very thick sections: if the bed is supported,
only a simple structure is required, permitting a weight saving.
“Many think that strength and long life for
a bed are always and only guaranteed by
heavy structures,” Paolo Milianti explains,
“but that’s a

Contact:
stla@stla.it

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth D89

Modular beds
As far as bed construction is concerned, the strength of ST.LA. lies not
only in its capacity to welcome
markets trends with innovative projects,
but also in its extensive
experience in this area,
which results in a catalogue of elements that can
be combined as desired.”
Paolo Milianti, General
Manager di ST.LA., explains:
“Over the last twenty years
we’ve created hundreds of
dies, both for structural sections and coupling
elements. This means that we can create, with limited time and costs, any kind of
bed, drawing on what has already been achieved and interpreting it in new contexts.”

“

mistake. Today more than ever the question
needs to be studied case by case: why use
an oversized structure when you don’t need
to? As far as beds are concerned, you can
act on two fronts. On one hand, it’s enough
to use lightweight structures when the bed
already has adequate supports. On the
other, you need to study specific solutions
and innovative materials where self-supporting structures are required. It’s also to study
advanced solutions and optimise costs that
we’re about to inaugurate our Research and
Development department.”
To create a new type of bed, ST.LA. takes
the indications of the manufacturer (shape,
dimensions, location in passenger compartment…), analyses them and transforms
them into a 3D design: once approved by
the client, a prototype is produced and
finally, in an extremely short space of time,
mass production can be launched. An extre-

Company Profile

n Italian company with its head
office in Tuscany, ST.LA. started
its business in 1975, as metal
stampers (it gets its name from the
Italian name for this industry –
STampaggio LAmiere) for accessories
and spare parts for tents. Pegs and
poles, therefore, but in a short time
the company began its interest in caravans, collaborating with major Italian
constructors such as Roller, Mobilvetta
and Caravans International in the production of various components, in
steel or in aluminium, starting from
wall supports for tables and expanding
their horizons to campers when the
market moved in that direction. Today
it is dedicated to the recreational vehi-
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mely diverse range of beds appear on
recreational vehicles today, single or double:
lengthwise, bunk, wall, twin, island, overcab… Some are fixed type, while others
adopt movement mechanisms, like the
variable-height beds that permit the volume
of the rear garage to be increased. The
ST.LA. catalogue also contains beds concealed in a chest, which come out when required through a dedicated manual mechanism. A considerable proportion of ST.LA.
production involves folding beds, with
either a pantograph mechanism or straps.
The pantograph versions are certainly heavier; they are less and less in demand, but
they continue to have their advocates. The
metal arms that enable raising and lowering
are assisted by gas springs: the manufacturer submits a precise requirement concerning the weight that the bed must bear and
ST.LA. uses an algorithm to find the perfect

cle market and prevalent (supplying
the nautical sector is minimal) and
decisively varied, spanning from metal
elements to those in plastic. Beds
represent a considerable percentage
of ST.LA.'s current production, together with table supports, with wall
brackets or a central leg. The company
collaborates with the main companies
in the sector, with a client base that in
Europe ranges from the Hymer Group
to Rapido, from Trignano to Pilote.
ST.LA. srl is one of the three companies
that make up the Milianti Group, together with Technometal srl and Forma
srl: an enterprise with an annual turnover of Euro 15 million, developed
over various plants. ST.LA. can count

calibration for the gas springs, which must
be neither too heavy nor too light. The
metal arms may permit vertical lowering, or
lowering with rotation to move the bed
towards the vehicle’s windscreen, freeing
up part of the dinette. Finally, the cablebased solution also makes an appearance
among folding beds, recently perfected and
an alternative to the arm-based system.

on 4,800m2 of covered surface and
7,000m2 of service area. The founder,
Sergio Milianti, has gradually passed
the baton onto his sons Paolo, general
manager of ST.LA. and Francesco, product manager of the family-run firm.
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Brianza Plastica SpA - Via Rivera, 50 - 20841 Carate Brianza - Italy
Tel: +39 036291601 - Fax: +39 0362990457
Web: www.brianzaplastica.it

The new frontier of the floor
Brianza Plastica, the only European company to produce fibreglass laminates both with hot
and cold process, is presenting a vast range of laminates intended for the recreational vehicles sector in Düsseldorf. The Elyplan Design laminate range is especially interesting, created
specifically for the recreational vehicle sector and suitable for applications throughout the
inside of the passenger compartment.
Words Andrea Cattaneo

rianza Plastica’s attendance at Caravan
Salon won’t go unnoticed: the company believes firmly in development in
the sector and has increased the display space
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of its stand with respect to the last edition for
enhanced display of a range of products suitable for various applications in the recreational vehicles sector. Elyplan Design laminates
new range is of special interest,
also because produced specifically for the recreational vehicles sector.
“We believe firmly in the
sector’s growth phase,”
begins Gianluca Della
Pedrina
Export
Sales
Manager
for
Brianza
Plastica, “and
we believe that our range of
laminates can represent an
excellent alternative for
various applications in building
recreational vehicles.”
In recent years Brianza Plastica has
responded to the growing demand for
laminates for the sector by making large investments that have permitted a significant
increase in production capacity.
“The only European manufacturers capable
of producing both continuous and discontinuous laminates, we have invested to increa-

Gianluca Della Pedrina
Brianza Plastica export manager

se the production capacity of both ranges of
laminates, creating a new production site
destined for Elycold cold polymerised laminates and inaugurating a second production
line destined for Elyplan hot polymerised

Contacts:
www.flatlaminates.com - export@brianzaplastica.it

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth E84

Elyplan Design
he Elyplan Design range results from
the combination of a layer of PVC or
special papers with the Elyplan fibreglass
laminates. The material guarantees an
excellent finish and is joined hot to the
laminate, that is, during the fibreglass
production process. Elyplan Design was
specially designed for the recreational
vehicles sector and is used predominantly for making floors. It comes in various
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Company Profile

thicknesses and the finish is defined
according to the client’s request. The
advantage offered to the client is the elimination of the PVC mat bonding stage
and consequent time and cost saving in
the production process.
The production of a panel to substitute
plywood also guarantees a reduction in
weight and fewer problems linked to
humidity.

inaugurated a sales branch in the USA, in
Elkhart, Indiana, with the aim of offering itself
to the leading American motorhome makers.
“The North American market is certainly
important,” confirms Gianluca Della Pedrina,
“but we’re also looking with great interest at
other emerging markets and we attended the
RV sector show in Beijing.”
Brianza Plastica offers the recreational vehicles sector two ranges of laminates: Elyplan
and Elycold. The first is produced using a continuous production line, with hot polymerisation of the material. This is an excellent product, capable of ensuring excellent mechanical characteristics and consistent quality, with
an excellent quality/price ratio.
Elycold laminates, on the other hand, are produced discontinuously, and the “cold” (i.e.
room temperature) polymerisation guarantees the highest level of aesthetic finish, making
the glass fibre in the laminate nearly invisible.

laminates.”
Brianza Plastica laminates result from the
experience of a company that has been
making fibreglass for no fewer than 55
years and that over the years has grown
successfully to the point of having 4
production sites and 2 sales branches
abroad. After decades of work in the
production of laminates intended predominantly for the building sector, since
2006 Brianza Plastica has been producing
flat laminates intended principally for the
production of recreational vehicles and refrigerated transport vehicles, meeting immediately solid success.
After consolidating its presence on the
European market, in 2014 Brianza Plastica

rianza Plastica was set up in 1962 to produce fibreglass laminates. Over time, it
has significantly extended its market presence with a comprehensive product range. It
has served the construction industry from
day one and has been enjoying increasing
success in the transport sector since 2006. In
this arena, it supplies fibreglass sheets both
to manufacturers of recreational vehicles
(campers and caravans) and to lorry and
refrigerated-trailer producers. The company
is based in Carate Brianza (just north of
Milan), with other factories in Ferrandina
(near Matera), Ostellato (near Ferrara) and two in San Martino di Venezze (near Rovigo). It has storage facilities in Nola (near
Naples), Lyon (France) and Elkhart (USA). Brianza Plastica is one of the european largest manufacturer of fiberglass laminates;
it produces laminates both with continuous hot and with discontinuous cold technology.
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Preview

FIAT DUCATO 4X4

FCA has unveiled the new
4x4 version of Fiat Ducato
With new Ducato 4x4, Fiat Professional confirms its leadership in the recreational vehicles sector. The new version is a four-wheel drive, all-terrain vehicle which immensely
extends the potential for motorhome travel.
Words Enrico Bona

ucato is born to be a motorhome,
and it is constantly evolving, drawing on very long experience in the
recreational vehicle sector, a vocation now
also expressed in the new 4x4 versions. In a
moment that remarks expectatios for more
than 106,000 registrations in the motorhome segment during 2017, an increase of
more than 10 percent compared to last
year, for the tenth time, Ducato has once
again been chosen as the "Best Motorhome
Base" by the readers of top German magazine Promobil, confirming its leadership in
the sector. Ducato 4x4 is a four-wheel drive,
all-terrain vehicle which immensely extends
the potential for motorhome travel. The
four-wheel drive is permanent, with two
transfer-boxes and an automatic central
viscous coupling. This ensures the right
drive torque distribution between the front
and rear wheels, optimising traction on
mud, snow and sand. Ducato 4x4 also
offers all the features of robustness and
performance needed to tackle off-road
trails, also with particular conversions which
exploit entirely its payload. The 2006 generation of the Ducato has been the first
model to be developed right from the
design phase with a range specifically for
motorhome conversion. Thenceforward
every Ducato-based motorhome enjoyed
the engineering benefits of being born to
be a motorhome: not an adaptation, but
"naturally a motorhome", with the
strength of in-depth experience.
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A revolution that seems to have no end. The
current, and sixth, generation offers the
highest gross vehicle weight in the segment, the highest front axle load (up to
2100 kg) and the highest rear axle load for
vehicles with single-wheel rear axles (up to
2500 kg), as well as the highest maximum
payload. The current generation of Ducato,
called the X290, boasts the highest total
ground weight in the segment: up to 4400

kilograms on motorhome version or 4250
kilograms on the van version. It is also available with air suspensions on the rear axle.
The Ducato is now offered in 17,469
variants, created using different body, engine, transmission, mechanics and colour
combinations. As a whole, the new exterior
style stems from a cutting-edge "car
design” which, teamed with the concept of
a genuine light commercial vehicle, conveys

a strong sense of dynamism, safety, quality
and sturdiness. Another outstanding feature is the possibility of customising the styling of the vehicle with a number of solutions: two different front grille colours,
skid-plate highlighting the lower edge of
the bumper, headlights with integrated
DRL (also with LED) and a wide choice of
light alloy rims. The technology which characterises the Ducato engines is the best

Aboutcamp BtoB had the chance to test the new Ducato 4x4.
We think that it will be the perfect solution for people who
wants an unrestrainable and allaround vehicle to discover the
world.
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FIAT DUCATO 4X4

Let’s give the floor to Roberto Fumarola
boast about, but a tool that makes it possible to “do new things” and to claim different experiences, far from the everyday routine. This new perception is also attracting
young people to itinerant tourism again.
We see an ever-increasing number of people who use their vehicles literally as
“homes on wheels”. These are extreme
cases, of course, but they are part of a trend
towards escaping habits, seeking new emotions and creating a new relationship with
the environment.

“

Roberto Fumarola
Head of Recreational Vehicles FCA EMEA

FIAT PROFESSIONAL has always been
the Brand of reference for Recreational
Vehicles Constructors. Our market is expanding. Our full-year forecast for 2017 in
Europe is of over 106,000 new registrations: the best ever sales result for our industry. This positive trend is confirmed across
all major Countries, with growth rates from
5% in the UK to 50% in Spain. France and
Germany also continue to grow – and these
two markets represent more than half of
the industry. Overall volumes in Europe this
year will increase by more than 10% compared to 2016, that already was a doubledigit growth year. If the current trend is
maintained, at the end of this year sales will
have risen by 60% (so recovering 40,000
units) compared to the worst year (which,
for our industry, was 2009) and total registrations will exceed for the second consecutive year the pre-crisis peak of 91,700
vehicles in 2007.
The campervan segment
The campervan is growing and this year will
exceed 30% of the total market. This doesn’t happen for economic reasons. The rise
of the campervan stems from a different
motivation: they are more agile, thanks to
reduced mass and size, and offer greater
flexibility and versatility. This is definitely an
interesting signal, because it shows us that
a growing number of Customers see RVs as
something more than just free-time vehicles. This is all part of a gradual “repositioning” of the Recreational Vehicle, a process
that reflects the changes underway in people’s consumption habits. New lifestyles are
more attentive to substance, to the relationship with nature, to the emotional value of
things and experiences. Today, recreational
vehicles are less a “status symbol” and
more a lifestyle enabler not a conquest to
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Ducato 4x4
Ducato 4x4 is an all-terrain 4-wheel-drive
vehicle for discovery tourism and adventure
trails.The “4 by 4” system has been completely re-designed, and now it also offers
full integration with our safety systems
(including stability control). The driveline
features 2 transfer cases and offset longitudinal transmission. The all-wheel traction is
based on an automatic viscous joint with
free front and rear differentials. The vehicle
will also be available with locking and/or
limited-slip differential. Ducato 4x4 offers
the solidity and performance needed to tackle trails even when carrying a full load. This
is extremely important with recreational
vehicles, which exploit the entire payload.
The 4x4 version is the novelty of the year for
Ducato, and will be in good company with
the other all-wheel-drive vehicle in the FIAT
PROFESSIONAL range – the Fullback. With
Ducato 4x4, our goal is to address adventure fans and capture younger motorists, but
also to provide campervan owners with all
the certainties they need to have: safety,
riding comfort (an essential condition for
long trips), light weight (to leave room to
the innovation of Manufacturers and the
imagination of Customers), robustness and
reliability, founded on an “LCV culture”
well rooted not only in our engineering
department, but also in our SEVEL plant.

example of the specific work carried out
to improve efficiency with a focus on
eco-friendliness. The engines, all Euro
6B, are provided with Low Pressure EGR
technology (LPERG), which intercepts the
exhaust gases after the DPF and returns
them to the intake manifold via a low
pressure circuit. This system has two
advantages: it abates NOx emissions by
means of a lower combustion temperature and saves fuel by ensuring better
efficiency. Furthermore, all the engines in
the Ducato line-up are at the top of their
class in terms of fuel efficiency and deliver high torque even at low rpm, an
essential feature for motorhome drivers.
The Multijet2 engine range comprises
four power levels, from 115 to 180 HP:
an offering capable of satisfying the
most diverse needs of motorhome
manufacturers and users. The “Comfort
Matic”, an electrohydraulically operated
robotized sequential transmission, which
combines the reliability and light weight
of the 6-speed manual transmission from
which it is derived with the convenient
option of fully automatic mode, is available on all the 2300 cc engines. Ducato is
also amazing in terms of high-tech contents with its many safety and driving
assist devices, in addition to the new
Infotainment system. All versions are
supplied with electronic stability control
(ESC), Hill Holder for easier hill starts,
anti-slip regulation (ASR), electronic
emergency brake assist (EBA). Driveassist systems include Traction+ and the
innovative Hill Descent Control system,
the lane departure warning system, traffic sign recognition (TSR) and automatic
full beam headlight control. Ducato also
offers a wide range of radios, all with
Bluetooth technology and MP3 player. In
addition, a 5" touchscreen UconnectTM
system is available, as well as reverse
camera and built-in satellite navigation
system. The whole line-up is available
with Digital Audio Broadcasting (DAB)
decoder, as well as conventional analogue radio. The service concept does not
stop with product assistance but includes
caring for customers on holiday by being
on hand at all times Twenty multilingual
Fiat Professional Brand Ambassadors are
ready to take calls on the motorhome
toll-free number in 44 European countries, 24 hours a day, seven days a week.
A particular customer care services is the
"Conciergerie": by calling the same
Camper Assistance toll-free number,
customers can speak with an operator
who helps them explore the additional
service package, free for two years from
the first registration date, which provides
tourist information and help in locating
and booking parking areas, camp-sites,
transport, restaurants and much, much
more.

Nuova Mapa Srl - Via Del Palazzino 11
40051 Altedo BO) - Italy
Ph. +39 051 875842 - www.nuovamapa.com

Traveling in style
All the flexibility of a small business combined
with significant investments have enabled
Nuova Mapa to grow consistently in recent
years: in Dusseldorf they will be showcasing a
variation on their electric bed system and a special version of a fixed support table.
Words Giorgio Carpi

oming out of
a positive year
all
around,
Nuova Mapa arrives
at the Caravan Salon
in Dusseldorf with a
consolidated range
of products and a
number of innovations. An Italian
based manufacturer
based in the region
of Emilia Romagna,
Nuova Mapa has in
recent years focused
Maini Davide
its business of three
Nuova Mapa CEO
product lines, table
support
systems,
electric beds and swivel seats, which has led
to satisfying results both on the domestic
front and in markets abroad.
“Perfecting and consolidating our top products has allowed us grow significantly in
recent years,” states Davide Maini, CEO of
Nuova Mapa, “and the level of growth we
experienced during the first part of this year
was the best performance overall for this
past period, due in part to a recovery in
foreign markets and the acquisition of new
customers, so we’re preparing for the start of
the new season with excellent prospects and
significant investments in the pipeline. We
export nearly 70% of our production, not
just within Europe, but to Australia as well,
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although the Italian market remains an
important asset for us.”
At the Caravan Salon in Dusseldorf, Nuova
Mapa will be exhibiting an overview of its
varied product line, including a number of
innovations. The table supports with a single
central leg are undoubtedly one of the company’s most essential items, with high production figures. Ever since production started
on telescopic table supports a few years ago,
over 50,000 have been produced to date: an
important milestone for a small/medium
sized company. In addition to the telescopic
supports, a variety of fixed type table legs are
still being manufactured, and sales of these
items are also on the upswing. The company’s innovative product in Dusseldorf will be
a special version of its table support, featuring backlighting and a highly elegant
design, allowing for coordination options
with a handle on the entrance door, and the
manufacturer’s logo customization.
“The table supports represent a large slice of
our production output,” explains Davide
Maini, “and market interest developed a few
years ago when we modified the metallic

profile of the rails. We managed to create an
aluminum profile that is aesthetically pleasant looking and also much more lightweight
than the previous one, combined with an
innovative rail locking system that makes use
of a single practical handle at the edge of the
table. These features were much appreciated
by motorhome manufacturers. What’s more,
we also make use of a unique elegant
lightweight aluminum profile design for the
table’s fixed leg supports, whereas there are
still table leg supports on the market built
entirely of iron. The issue of weight has
taken on significantly more importance; we
began looking into it already some time ago,
and we’ll continue to perfect our products
with this specific outlook.”
Yet another interesting product line for
Nuova Mapa are its cabin swivel seats: following the drop witnessed as a result of Fiat
directly inserting swivel plates in its production, positive sales figures have recently
made a comeback. Not to mention Nuova
Mapa’s electric bed designs, by no means a
secondary product for the company, and one
for which significant growth prospects are

Contact:
info@nuovamapa.com

envisioned. At the Caravan Salon, a version
of an electric bed will be showcased that features a wireless remote control. Although
prototypes of this innovation have already
been presented to various customers, only
the response of a vast public such as the one
on hand at the Caravan Salon can decree the
success of new products.
Increased production and a stronger turnover have induced Nuova Mapa’s owners to
consider expanding their production facilities
in Altedo. Barring technical or bureaucratic
obstacles, the company should be counting

Company Profile

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth B93

on new production spaces connected to the
current building within two or three years.
“If everything goes according to plan,” says
Nuova Mapa CEO Davide Maini, “within a
couple of years we should have completed
our production site expansion project: which
means over 2,400 square meters of additional space, effectively doubling our current
covered space. This is an important and practically speaking a mandatory step forward,
providing us with more latitude. Nuova
Mapa has evolved in recent years, entailing
an overcrowding of our existing spaces, both

n Italian company founded by Enrico Maini in 1963,
Nuova Mapa started off working for the auto industry,
progressively moving into the RV sector during the late ‘80s,
with the production of luggage racks and steps. Since 2001,
Nuova Mapa has been operating for the RV sector exclusively, and has progressively specialized in the manufacturing of
table supports, electric beds, removable steps and swivel
seats. Located in Altedo, in the vicinity of Bologna, the current production site covers an area of 2,500 sq. m, employing around 20 people. The processing of metals and manufacturing of various products is for the most part carried out
in-house and self-sufficiently, without relying on outsour-
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in terms of production and stocking. Some
years ago, various parts were outsourced,
but today we manufacture almost all parts
in-house: we’ve acquired machinery that
provide speed and flexibility in production, as
well as during the initial product design phases. In just a few hours, we can move from
the design phase to the cutting of metals,
and actually building a finished article, at a
production speed that is functional to our
purposes and essential to our relationship
with customers. All of this amply repays the
investments we’ve made.”

cers, except for heat treatments, galvanizing and paint jobs.
Within Italy, Nuova Mapa directly ships out and delivers its
products. All of these factors yield extreme flexibility and
speed in production, providing benefits for customers.
Currently, about 30% of production remains in Italy, while
the remaining 70% is exported within Europe, and partly to
Australia. Since the past ten years or so, Nuova Mapa has
been selling directly to the public through its MapaStore, a
large store at which the manufacturer’s products are sold
and installed, including accessories produced by other
manufacturers in the motorhome sector, providing essential
direct feedback from end users.
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FAP Srl - Via A. Gentileschi, 40/9 50142 Firenze (FI) - Italy
Tel. +39 0557331750 - Fax +39 0557331758
E-mail: info@fapgroup.it - Web: www.fapweb.it

Lock’s revolution
in Düsseldorf
FAP proposes a new door opening concept: move your foot close to the side and
the garage door opens. No visible handle or locks. In addition, the arrival of the
new “Twin” lock.
Words Giorgio Carpi

Massimo and Lapo Ermini

he reference market for Italian FAP is
Europe, where the Florence based
Company assumed a leading position
in the production of locks for recreational
vehicles. A particular field, in which FAP has
been operating since the 1960s, and where
it can boast long experience and a remarkable team of expertises. Hence its constant
presence at the Caravan Salon. Last year in
Düsseldorf, FAP presented the automatic
lock “Selfy”, a device that immediately captured the attention of the operators and will
now be installed as “basic equipment” by
one of
major German manufacturer.
Originally engineered for the “high range”
vehicles, it’s practically the finest on offer
today in terms of locking systems for the
living unit entrance door. To close the door,
you simply need to rest its latch to the
frame: door closes automatically, returning
to its housing by the electric activations of
the locking mechanism(s). Not only, there
are less effort and stress. It means less noises, not to mention the fact that vehicle’s
owner have an immediate perception of

T
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high quality, a quality similar to the one for
automotive that for R.V. Seeing the interest
of manufacturers in this design, FAP therefore continued on this track: in the 2017 edition of Caravan Salon, is presenting the
automatic garage door closing & opening
mechanism, going even one step beyond
performances offered by “Selfy” lock. If the
user has his hands occupied, he can simply
open garage door by passing his foot
under a dedicated sensor disengaging Selfy
lock and activating the automatic opening
system. For closing an automatic system

The new
Selfy door
lock

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth E89

Contact:
Lapo Ermini - General Manager
lapo.ermini@fap2000.it

Twin lock
n addition to the automatic locks, Italian company
FAP is presenting a new patent device at Caravan
Salon: the new Twin lock for the lockers door.
Normally fitted flush with the wall, the handle comes
out only when the key is inserted: the classic 180°
rotation isn’t required any longer; 90° are enough. But
the real innovation of the Twin lock is that by means of two
rods is possible to control a further two additional locking
units. The rods can be of any desired length according with your
door width, which means extreme flexibility in positioning the
locks. Basically, one single handle can control up to 3 locking units,
positioning them as desired even on doors of considerable width size.

I

moves the door towards the latch for the
first trigging, then Selfy system pull door in
pressing the gasket and closing the door.
The door surface can therefore blend in with
the side wall, without visible lock or handle.
However there is also a version with cylinder
and push button for opening. All safeties
are within the system to avoid any damaged
caused by not correct functionality. Such
new system will be applicable to any type of
door and the overall dimension in the internal side of the door are in the range of a few
millimetres. “The successful reception of the
Selfy door lock, practically lies in its,“ con-
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cludes Mr. Lapo Ermini, General Manager of
FAP. “Once you’ve tried you can’t do
without it. Our goal with this new automatic system is to offer technologies increasingly similar to those available on cars.”
Looking to the East
FAP is looking with increasing interest to the
Chinese market, attending the Beijing show
for the third time and getting a very warm
acceptance from the local operators.
“We want a foot in China because the
potentiality of developing the recreational
vehicle sector is considerable, ”explains Mr.

Lapo Ermini, General Manager of FAP.
“Motor homes are not longer built solely for
export to neighbouring countries, but also
vehicles for the middle class of domestic
market with a constant increasing demand.
We’ve been working with China for a few
years now and we doubled our sales volumes annually with great enthusiasm and
satisfaction. Our efforts and attention for
other countries outside Europe is also
increasing: beyond USA and North America,
we have great expectations for other countries in the Far East, Australia and South
Africa.”

ince nearly half century, FAP is involved in the production
of plastic accessories, but not only. The founder approached R.V. market in 1968, listening suggestion of two entrepreneurs (namely Mr. Luano Niccolai from Rimor and Mr.
Giovanbattista Moscardini from Laika) that made history on
this field. In 1982 FAP entered also the rail way sector supplying interior decoration. Production and ware house is
located in Florence in a building of 4.000 covered square
meter. FAP is today covering 80% of European market needs
for R.V. door locks, having good and friendly connection with
door manufacturers and Motor home manufacturers.

S
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CTA Srl - Via Groenlandia, 23 - 00040 Pomezia (RM) - Italy
Tel: +39.06 91601096 - Fax: +39.06 91601096
Web: www.ctapomezia.it

Protecting… lightly
CTA continues to innovate in the field of motorhome seatbelts, offering a new range of
lightweight structures, able to reduce weight for vehicle manufacturers, with special attention to the rapidly developing campervan category.
Words Andrea Cattaneo

Dario Bellezze
Sales manager

pecialising
in
metalworking, CTA
has a vast product
catalogue ranging from roof
rails to swivelling plates, ladders and
TV brackets. But it’s seatbelt anchoring
structures that make CTA a true market leader at European level: the Rome-based company has been working in this field for more
than thirty years, having therefore acquired
considerable experience, able to satisfy the
requirements of the various motorhome
manufacturers who really need special
structures for belts in the area behind the
cab. Having recently received the positive
results of the tests carried out, CTA can
make its appearance at Düsseldorf with
completely updated range, with state-of-
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theart
belt
anchorage systems.
There will be standard belts, but also a version expressly dedicated to campervans, a
type of recreational vehicle experiencing a
surprising rate of growth in Europe. The
change to the consolidated range has a very
clear purpose: lowering the weight of the
structure. Saving weight is essential to the
design of state-of-the-art motorhomes, so

there needs to be an effort
to reduce the weight of seatbelts as well:
let’s not forget that it is of necessity a metal
structure with a mass that’s by no means
limited. The new structures for belts in campervans, type-approved in category M1, will
have a weight of 13.5 kg.
“We’ll go to the Caravan Salon with an
updated range of belts,” explains Dario

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth F81

Contacts:
Dario Bellezze - Sales Manager
dario@ctapomezia.it

Bellezze, CTA Sales Manager, “to reaffirm
our leading position in this particular production area. We had an ambitious objective: lowering the weight of the belt structure. We succeeded in achieving this objective
and proposing a specific structure for campervans with limited weight. So we have a
structure which is lighter but just as strong.
In order to do this we used state-of-the-art
high-strength materials. We made use of
specific knowledge in processing these particular sheet metals, which can’t be processed in the same way as normal kinds, but
require particular cutting, bending and welding methods.”
First of all there was a theoretical study, with
virtual simulations using dedicated software, then various hypothetical implementations were proposed, about 150 different
solutions for 3 types of structure. Finally,
having chosen the most suitable solutions,
tests were carried out on the prototypes.
More than 400 tests were carried out to
achieve a definitive result. The product presented at Düsseldorf is already ready for
sale. A version equipped with Isofix anchoring system for child seats will be presented
subsequently. The new structures for the
belts have already been certified with

Company Profile
TA has a 40
year
long
experience in the
automotive industry, and it is mainly focused on transforming different
kinds of technical
vehicles and structures. It addresses
mainly
vehicle
manufacturers
which need not
only the design,
production
and
supply of finished
products, but also after-sales assistance. Its great experience and organization
capacity lead to a rapid development in production; this is what enables the
technical department to carry out extremely innovative studies, while efficiently following up on the progress of purchased orders.Today CTA works with the
most famous Italian and European RV manufacturers providing seatbelt anchoring structures, luggage racks, seat swivels, TV brackets, ladders. All in compliance with European safety standards.
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German certification bodies, such as TÜV.
But the new products are already prepared
for certification according to the American
Federal Motor Vehicle Safety Standards
(FMVSS), which are more restrictive.
There are also developments concerning the
method of supply to clients however: they
can have the belts already installed on the
structure, to ensure a reduction in operating
times for the motorhome manufacturer.
Manufacturers can then install the belt unit
directly into the vehicle, without preparing a
pre-assembly station on the floor. New packing systems have also been provided: there
will now be 60 belt structures in a standard
1.20×1.20 m pack. The reduction in packaging volumes will permit a reduction in transport costs.
The new range of belts extends CTA’s offer
even further, with countless solutions for
structures, types of anchorages and seatbelts: more than 50,000 possible combinations. So it’s another step forward
for the Rome-based company that for more than
thirty years has been dedicating a
great part of its resources to the design and
production of seatbelts for motorhomes. Its
structures can be adapted to the chassis of
the most widespread brands in the motorhome sector, from Fiat to Iveco, Mercedes,
Renault, Peugeot and Citroën. In the catalogue there are structures for single or double
belts, in on against the direction of travel,
also with structures specially designed to
house Truma Combi, Webasto and Alde
heating systems.
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DREONI GIOVANNA s.r.l. - Via G. di Vittorio, 19 59021 Vaiano (PO) - Italy
Ph. +39 0574 988880 - Fax. +39 0574 987231
web: www.dreoni.com/

Made-to-measure motorhome
clothing
Flexibility in production and meticulous workmanship have allowed this industrial tailor to
follow the development of the motorhome sector, with a watchful eye on changing construction techniques and ever greater stylistic research.
Words Giorgio Carpi

ttendance at the Düsseldorf show
demonstrates Dreoni Giovanna Srl’s
vicinity to the recreational vehicle sector: the company has for many years worked
side by side with various Italian and foreign
manufacturers to create parts of the interior
fittings, ranging from carpets to curtains, as
well as padding and covers for the seats.
“We’re pleased with the work carried out,”
affirms Sergio Dreoni, the company’s managing director and son of the founders: “Our
supplies now reach almost all the biggest
European manufacturers in the sector. What
is appreciated is not just the quality of our
output, but also our willingness to collaborate in order to solve problems with particular
solutions, be they simple fittings or even
other complex ones. Recently, for example,
we’ve worked a great deal on panelling, following up on the input requested by the
market, which wants increasingly welcoming
looking motorhomes but also ones with fittings that match new construction techniques without problems.” A company in the
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textiles sector with headquarters in
Tuscany, the region in which all
Italian motorhome production is
concentrated, Dreoni Giovanna
Srl celebrated its 50th anniversary just last year: born in a
period of great development
in the automotive sector, it
created lines of mats and
seat covers for various
models of car. The considerable
experience
acquired in the automotive sector (from
which it still derives
about 40% of its turnover)
allowed this industrial tailor to transition seamlessly, at the end of the
1990s, to the motorhome
sector, making a name for
itself through the quality of
its covers for cab seats. This
product still plays a signifi-

cant role in the company’s production, with two lines of operation:
one part involves the creation of
covers for the front seats, with
fabrics coordinated with the
dinette, the other the creation
of upholstery from scratch,
dressing the bare seats. As far
as the sofas of the passenger
compartment are concerned
on the other hand, Dreoni
Giovanna Srl can deal
with both the padding
and the fabric covering.
The stylistic as well as
construction changes that
we have seen in recent
years in the European
motorhome sector have
lent new impetus to the
activity of tailor Dreoni
Giovanna Srl. With ever
greater frequency, visible
plastic is giving way to

Contact:
E-Mail: info@dreoni.com

covers and padding with a warmer, more welcoming appearance. The same applies to the interior walls of the living unit and
headboards, which now feature panels covered in
fabric or other materials.
“Thanks to appropriate
machinery and expert
staff trained over
years,”
continues
Sergio
Dreoni,
Dreoni Giovanna
Srl’s
managing
director, “we can
create
embellishments and
finishing
elements
which can
also be complex
in
form.
Recently we’ve
worked
a
great deal with
the cab surround, a padded wooden
element with
special
upholstery,
which creates a pleasing finish
along the break for the roof in
the cab, on both coachbuilts and

low-profiles. Moreover, we’ve
seen a significant increase both
in panelling to cover walls and in
elements that are not only functional, but also for embellishment and finishing,
such as certain fabric storage pockets.” It’s interesting to note that, in
contrast to elements
in plastic, Dreoni
Giovanna
Srl’s
made-to-measure
creations aren’t
bound to large
production figures, because
there’s no
cost for a
mould
to
pay off. In a sector where changes are increasingly
abrupt,
both in terms of
design and of
construction
techniques, it can
be convenient for
motorhome manufacturers to have elements that
are well-made, but not linked to
expensive moulds.

Italian style,
beyond the borders of Europe
ell established in Italy and the rest of Europe, tailor Dreoni
Giovanna Srl is also opening up to markets outside of Europe. It
can offer American and Australian vehicle manufacturers, for example,
everything concerning the world of textiles and upholstery. The advantages for foreign clients are clear: good quality workmanship with the
plus of being “made in Italy”. Through technical drawings it is also
possible to work at a distance of thousands of kilometres, directing
clients towards suitable colour combinations and materials, in sheer
Italian style. And in terms of suppliers, it’s simply spoilt for choice: the
Prato area (near Florence) where the company has its headquarters is
an industrial district with a distinct orientation towards textiles, and
there is no shortage of quality suppliers. “We can offer clients within
and outside Europe with a complete solution,” concludes Sergio
Dreoni, the company’s managing director, “studying together with
them the best design for the element and the best combination of
materials. We can study the padding for the dinette, the wooden
panelling, the storage pockets, as well as the cab seat covers, the mats
and the trim for the break in the cab. We’re a company marked by the
utmost flexibility and customising the product is easy for us.”»
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Company profile
he Dreoni Giovanna Srl company has production facilities in Vaiano, in the province of Prato (Tuscany –
Italy), comprising two factory buildings, for a total covered area of 3,400 m². A photovoltaic system with a surface of 2000 m² is installed on the roof of the main building, capable of generating 150 kWh, covering the complete energy requirement of the production facilities.
The company currently has a staff of 30.
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Dimatec Spa - Via Galileo Galilei 7 - 22070 Guanzate (CO) - Italy
Ph: +39 031352771 - Fax: +39 0315277216
www.dimatec.it

Brilliant thinking
The investments made to boost presence in the OEM market are yielding good results
and Dimatec is now a point of reference in lighting, not only for the passenger compartment, but also for exterior lighting equipment on motorhomes: the many prototypes presented at the Caravan Salon 2016 are now in regular production.
Words Enrico Bona

Alexander Vohwinkel
Dimatec Key Account
Manager

imatec is showing up in great shape
at the traditional appointment with
operators and the public at Caravan
Salon this year, thanks to a product catalogue which is ever more extensive and
increased market penetration. As Richard
Pirovino, Dimatec SpA CEO, confirms:
“We’re certainly very satisfied: our company has grown by more than 20%,” states
Pirovino, “and it isn’t due solely to the
favourable period that the sector is experiencing in Europe, but is also thanks to an
extension of our range and ever greater
appreciation of our products on the part of
consumers. In the latest period, the real turning point was the introduction of exterior
lighting equipment, after decades of experience in internal lighting. We set ourselves
the goal of becoming an alternative to the
major international lighting equipment
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manufacturers in the motorhome sector,
and we’re succeeding. Our clients have
appreciated our efforts and are rewarding
us for them. If I may say so, we’re
appreciated not just because
of the good quality–price
ratio of the products, but
also because of the reliability
that Dimatec can provide in
managing orders and deliveries. The show
in Düsseldorf is a strategic occasion: you
meet clients from near and far; there’s
exchange with the various technical departments; we can get an idea of what manufacturers expect from us.”
It was right there in Düsseldorf last year that
Dimatec presented the prototype for the
new Full-LED headlights, designed for the
front ends of motorhomes. This product is
now on offer in the definitive version: fully
type-approved, the lights are already on the
market. They comprise two circular lights
(diameter 90 mm) that complete each
other: one brings together position light,
daytime running light and low beam, while
the other has a high beam and direction
indicator function.

Also now in production is the series of small
spot lights, presented last year, and the bar
lights introduced in 2016 have been perfected: they can optionally feature a
progressive activation function in relation to the
direction indicators, a solution that is now established
in the automotive field.
There’s also completion and perfection of
the range of lights, which we might define
as simpler, but fundamental for the functionality and style of motorhomes. That
means, for example, the side markers, now
also offered in an attractive oval version.

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth E85

Contact:
Alexander Vohwinkel
vohwinkel@dimatec.it

Handy and… eye-catching

But we would also point to the new front
and rear marker lights, white or red, with
LED technology: developed in the first
months of the year, they were type-approved and introduced to the market a short
time ago. Also developed were specific larger front and rear marker lights, dedicated
to large vehicles, knowns as “liners”: from
the perspective of build and functionality,
nothing changes, but the design is enhanced and they have a “light guide” effect.
Also entering production was the high
mounted stop light presented as a prototype in Düsseldorf last year: very simple, linear and elegant on the outside, it can feature a white or red lens and white or chrome
ends, as the client prefers.
“The extension to the product catalogue in
terms of exterior lighting equipment is a
response to those companies, in ever greater numbers, who need to customise the
various vehicles,” explains Alexander
Vohwinkel, Key Account Manager for
Dimatec. “We know very well how essential
exterior lights – be they headlights, rear
lights or simply markers – are in defining
the image of state-of-the-art motorhomes
and permitting stylistic variations between
the various models without excessive investment.”
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n addition to vehicle lighting and
marker lights of every kind, Dimatec
has perfected two new external lights
to apply above the door, to light the
entrance area and veranda. One is

I

Dimatec hasn’t forgotten about interior
lighting of course, a sector in which it has
expertise backed up by an abundance of
evidence. In this area, a new spotlight with
built-in USB port has been developed according to a specific request from a manufacturer, who will fit it from as early as 2018
production. USB ports have now become a
necessity on board motorhomes and caravans of the new generation, and several
users can need to use this kind of socket on
board the vehicle at the same time. Dimatec
developed this new spotlight in response to

imatec Spa is a company specialising in the supply of
lighting for recreational vehicles with a history of more
than thirty years. Officially founded in 1983, its roots go back
even further, if you consider that founder Richard Pirovino
had started operating in the OEM sector in 1974. 1989 sees
entry to the lighting sector, with the beginning of light production and a few years later the launch of Veralux, a 12volt, 11-watt external fluorescent light which very soon becomes a bestseller in the caravanning market. Dimatec operates in both the OEM market and aftermarket, with its own
products, but also as a commercial agent, that is, an intermediary between the recreational vehicle manufacturer and
producer of components, offering a vast range of accessories
and spare parts. Since November 1999, Dimatec has been ISO
9001:2000 certified. Since then the company has been
making constant efforts to improve its internal processes to
achieve the set targets, which aim towards ever greater
customer service. In 2009 it achieved certification in accordance with the new ISO 9001:2008 standard.
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dedicated to conventional motorhomes, but is also available for the new
extra-large 70 doors. Essentially, this
light with aluminium gutter is produced in two standard lengths (600 and
750 mm), but can be supplied in greater or shorter lengths on request. The
other model is dedicated to campervans (models on Fiat Ducato and similar): this is an extremely stylish light, 1
and a half metres in length, with gutter and depth of less than 1 cm, to fit
above the sliding side door. The classic
“dotted” light effect is avoided, replaced by a pleasing uniform and continuous light.

this
need,
with a built-in
2 A USB port,
useful for charging smartphones or
tablets. The cost to the
manufacturer, on balance, is
small, because it makes use of the
existing wiring for the spotlight. The cost of
two spotlights with built-in USB port should
be about the same as, or even lower than,
a dual USB port. One interesting application
for these spotlights is at the side of a bed.

TecnoWall s.r.l. - Via Sardegna, 15 IT - 53036 Poggibonsi (Siena) – Italy
Tel: +39 0577988285 - Fax: +39 0577988961
Web: www.tecnowall.it

Innovation links the walls
The Italian company, well known for its sandwich panels, is focusing heavily on FibroPlast,
an innovative material also used as the starting point for creating a particular system for
chassis assembly.

Words Giorgio Carpi

his year too,
TecnoWall will
be
at
the
Caravan Salon in
Düsseldorf, an evident
sign that the Italian
Yuri Pierini
company is no longer
Sales Manager
looking only at the
domestic market, but
always seeking new openings on the global
market, with a watchful eye on the various
situations on the horizon in Asia, starting with
China. TecnoWall is making efforts today on
two fronts: on one hand it is continuing its
masterful production of sandwich panels
commissioned by various manufacturers, not
only in Europe, and on the other it is working
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as a supplier of raw materials for those manufacturers who produce their panels in house.
We can say that complete sandwich panels
still represent approximately 75% of production, but the supply of the basic material has
increased to account for 25% of sales. We
mustn't forget that TecnoWall, in contrast to
other producers of panels, has for some time
supplied semi-finished products under the
Fibroplast and Tecnoplast trade names in addition to the production of sandwich walls and
roofs.
“Fibroplast is providing us with very rewarding
results,” explains Yuri Pierini, TecnoWall’s
owner and sales manager, “to the extent that
we’ve built a new plant. Finished in October
2016, this production line was already run-

ning at full capacity in January 2017. It’s a production line with a new layout, which we designed, and it’s used for batching and pressing
the material.” FibroPlast, which has been on
the market for about three years, is a semifinished product derived from TecnoPlast, a
polyurethane composite in bars suitable for
insertion in sandwich panels as a structural
and perimeter reinforcement, and more besides. With respect to other products on the
market, TecnoPlast is made only from pure,
high-quality material, not including recycled
materials, and offers excellent mechanical resistance characteristics.
Compared to
TecnoPlast, FibroPlast is also made of glass
fibre, which permits, with the same mechanical resistance, a weight reduction of approxi-

Contacts:
Yuri Pierini
E-Mail: commerciale@tecnowall.it

Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth C24

mately 30%. FibroPlast has a high torsional
resistance, excellent thermal insulation capacity and extremely limited water absorption,
practically nil. It bonds easily and doesn’t
deform in the sun, because it has an operating
temperature that can reach 100 °C. FibroPlast
too is supplied in bars and produced in three
variants: 300, 350 and 400 kg/m³ densities.
“Wood-free sandwich panels have spread
greatly in Europe,” continues Pierini, “and an
advanced material like FibroPlast is a perfect
match for this construction philosophy. We
have various producers who use it, be it in the
Rapido, Pilote or Trigano group. And if until a
short time ago it was used only to make topof-the-range motorhomes, FibroPlast has now
begun to make an appearance in the chassis
of more affordable vehicles. Some manufacturers have understood that with a slight increase in costs they can count on high reliability in
the product, which translates into lower aftersales expenses. Not only does FibroPlast eliminate the problem of water absorption, it also
permits lighter structural profiles with no less
strength. It’s currently the only product that
with a density of 300 kg/m³ can guarantee
the performance of semi-finished products of
400–500 kg/m³.”
Structural floor profiles
FibroPlast bars are also the starting point for
creating the new chassis assembly profile,
recently perfected by TecnoWall. These profiles are shaped, safe and cost-effective, for
creating roof-wall and side panel-rear end
structural nodes. FibroPlast rectangular-section bars are milled and shaped on one side
for a rounded edge, able to receive an aluminium cover profile. The rounded edge guarantees an effective support for the aluminium
cover, which slots in place thanks to a knurled
tooth that engages with milling on the
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FibroPlast bar. But the bars are also shaped on
the other side, in an L configuration that couples perfectly with the other bar that constitutes the structural perimeter. This system has
many advantages: very aesthetically pleasing,
it’s quick to install so as to reduce costs, but
also guarantees assembly safe from the risk of
human error, which means reliability and long
life for the chassis. “In a few months,” conclu-

ecnoWall was founded in 2001 in Tavarnelle Val di Pesa,
working straightaway with companies such as Arca and
Mirage, supplying sandwich panels designed for motorhome
bodies. In 2006, the company’s production site was transferred to Poggibonsi, with a subsequent increase in production
space in 2009. Today, the business provides employment for
about twenty people, availing itself of a covered production
site measuring 5800 square meters. TecnoWall continues to
operate in the motorhome body segment, supplying manufacturers with sandwich panels for walls, roofs and floors. It
makes use of a variety of core materials, from traditional
expanded polystyrene (EPS) to more modern extruded poly-

des Yuri Pierini, “the new assembly system
started to gain popularity among manufacturers who can try out new construction techniques, not being bound by consolidated
technologies that are difficult to uproot. This
is the case, for example, with some Asian
manufacturers. In the Far East we’re also shipping sandwich panels made with FibroPlast
profiles.”

styrene foam (XPS), as well as closed cell PVC, polyurethane
and honeycomb polypropylene. Traditional internal wooden
battens are combined with polyurethane frames, using metal
reinforcements. With a strong presence throughout the
European recreational vehicle market, TecnoWall also boasts
business relations with manufacturers in China, Australia and
South Africa. The motorhome sector predominates, but the
company also works in the naval and heavy transport vehicle
sector, in addition to producing panels for the construction of
prefabricated housing. TecnoWall possesses UNI EN ISO
9001:2000 certification.
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OFOLux s.r.l. - Via Campo di Maggio, 17
21020 Brunello (VA) - Italy
Ph. +39 0332.458082 - www.ofolux.it

Lighting that creates
visual wellbeing
In the wake of new trends in relaxing, customizable internal lighting, OFOLux presents its new
range of diffused LED ceiling lamps in Düsseldorf.
Words Andrea Cattaneo

Luca and Cristina Oblatore
OFOLux owners

hile it’s true that lighting has
become an essential element in
the design of modern RVs, it is
just as significant to note that ‘working’
with lighting requires the input of skilled
professionals whose expertise is not simply
acquired overnight. That’s the reason why
OFOLux continues its penetration into the
RV market, especially in Europe, boasting
over thirty years experience in ambient
lighting for the automotive sector, providing
products for both motorhomes and other
vehicles such as buses and ambulances. Its
presence at the Caravan Salon, where innovations will also be showcased, marks an
essential opportunity for crucial and indispensible interaction with various manufacturers.
“OFOLux returns to Düsseldorf after a decidedly positive year,” states Cristina
Oblatore, owner of OFOLux together with
her brother Luca, “a year in which we’ve
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increased our turnover by about 20%, in
line with good performances in the industry
here in Europe: we’re thus very satisfied and
motivated to further improve our range of
products. Although, to merely speak of products is diminishing: OFOLux doesn’t just
offer a broad range of spots and ceiling
lights, we also and especially provide a complete service for the technical and design
departments of manufacturers, assisting
them in conceiving the best possible internal lighting for their vehicles.”
OFOLux fully embraces the current trend for
increasingly customized internal lighting, to
create a pleasant and comfortable environment that puts users at ease, as well as scenographic settings that fascinate customer/users both in their buying decisions and
subsequent use of the product.
Visual comfort is one of the main focal
points for production in 2018, and it will be
increasingly significant in the future. The

goal is to create visual
wellbeing,
avoiding
situations of insufficient
or
heavily
bright
lighting, and instead
providing lighting solutions that are as natural
and pleasant as possible: on the one hand, this means working
with indirect lighting that doesn’t disagreeably strike the user’s eyes, and on the
other fully exploiting the evolution of LED
technology to go beyond traditional point
lighting, opting instead for diffused LED
lighting. “At the Caravan Salon in
Düsseldorf, we’ll be presenting a new range
of ceiling lights,” continues Cristina
Oblatore, “characterized by their ability to
provide uniform, diffused lighting solutions.
Direct, LED point lighting is definitely a

Contacts:
info@ofolux.it

thing of the
past. Lighting should
be relaxing and satisfying, making people
feel at ease. One interesting option is the
possibility of customizing tonalities at will.
These new products are proposed in a
range of versions and shapes.” OFOLux is
consistently following evolving trends
in lighting technology, maintaining
direct contact with its LED and
electronic component suppliers in
order to ensure access to the latest
innovations. What’s more, it relies on
an in-house technical design department
(both electronic and mechanical) that also
pursues a far from secondary research and
development function. “We design all our
LED modules,” explains Cristina Oblatore,
“and we’ve always strived for innovation,
on top of product customization based on
our customers’ requests. Regarding electro-
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Visit us at the Caravan
Salon in Düsseldorf
Hall 13 Booth D59

nic components, we acquire components
directly from manufacturers and large Asian
producers, and subsequently assemble our
design projects in-house. I want to emphasize that our products are all EMC certified
and approved for the automotive sector.”
The positive results achieved have triggered
an internal reorganization of
the
Varese
production
facilities: work
has thus begun
on expanding the site,
set to be completed by October
at the latest. A new 700 square meter wing will be created
to house an intelligent warehouse designed to provide
maximum efficiency, and entirely

fficially established in 2001, OFOLux was founded on the
experience of OFO snc, instituted in 1974 by the father
and uncle of the current owners, specialized in the production of accessories for buses. Today, Luca and Cristina
Oblatore manage a company that makes the most of the skills
and expertise acquired in the automotive sector, providing
interior lighting solutions for vehicles: not just lamps and spotlights, but complete lighting systems for minibuses, buses
and fully rigged coaches, as well as commercial vehicles that
are, for instance, transformed into ambulances. In the RV sector, OFOLux supplies nearly all Italian motorhome manufacturers, as well as European and international manufacturers.
Standard production is flanked by models specifically developed to customer specifications: OFOLux provides ad hoc modifications to systems, through flexible production processes,
and thanks in great part to its state-of-the-art internal design
department. OFOLux employs around 50 people: the company’s main production site is located in Italy, in Brunello in the
province of Varese, and a facility was opened in 2009 in
Tunisia, in a district boasting a pre-existing well established
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reorganizing logistics. Furthermore, the production facilities will be optimized with the
implementation of new machinery for
mechanical processes. “The by now imminent opening of the new wing will enable
us to upgrade both our manufacturing processes and logistics,” concludes Cristina
Oblatore, owner of OFOLux together
with her brother Luca. “The goal is to
strive for a business operating on a
model of increasing efficiency and
in step with the times, where quality is real and not just theoretical. In
this respect, I’m proud of the
fact that we’re obtaining ISO TS 16949
certification, which
certifies the company's
quality
levels in the automotive sector.”

electronics sector. Moreover, since 2015 OFOLux also has a
presence on the American continent, with a production site in
Mexico, enabling the company to directly pursue operations
for its coach and bus clients in Central and South America.
OFOLux boasts a customer base in the coach and bus sector
that extends throughout the world, whereas for the moment
its activities in the RV sector are focused on Europe, Australia
and Japan. OFOLux holds ISO 9001:2008 certification and has
obtained ISO 14001:2004 environmental certification.
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Chinese market
is ready… but it
has not taken
off yet

We have been to the sixth edition of All in CARAVANING, the trade fair
dedicated to motorhomes and caravans organized in June by Düsseldorf
Messe in Beijing. Here you find the opinions and standpoints of the industry leaders we met at the event.
Words and photo Antonio Mazzucchelli

e attended All in CARAVANING 2017
from 23 to 25 June at Beijing Exhibition
Center, the sixth edition of the trade fair
organized by the Caravan Salon of Düsseldorf. It
was our first time there and it was definitely a very
interesting experience. Just over a decade ago, in
China even the motorhome idea did not exist.
Then the habits of Chinese people have changed
hand in hand with economic prosperity and a little more free time for themselves: many thought
that this country could become the second largest
market in the world for recreational vehicles. First
of all Americans, who went to China to export
their technology. Eventually, European succeeded
because the law provides that car licenses allow
driving a motorhome up to 6 meters. Many
Chinese came to Europe to study our motorhomes and caravans. And some European engineers
went to China to teach how to build recreational
vehicles that would not break into pieces or fill

W

with water during a storm. As a result, is almost
a hundred camper-manufacturers were established in China, although the market still seems to
feature a few thousand units per year. Europeans,
on the other hand, are ready for the future and
likely explosion of registrations and many manufacturers have long been present on-site with their
products, such as, for example Dethleffs, Hobby,
Fendt, Adria, PLA. What is most surprising are the
figures involved: nobody knows exactly how many
recreational vehicles are actually sold in China. Or
better, statistics proposed as official and processed
by 21rv - 2016-2022 Chinese Rv Industry
Analytical & Market In-depth Research Report
indicate that almost 12,000 units were sold in
2016 with an increase of 35% compared to the
previous year. As you will infer from this article, we
preferred to learn about this market from those
who know it far more better than us and few
agree with these numbers. Some indicate the

registrations between 4000 and 5000 units, other
even below 3000. Perhaps the latter figure is the
most credible. As to growth estimates, the report
drawn up by the same source shows really extra-

RV sales in China *
* 21rv - 2016-2022 Chinese Rv Industry Analytical &
Market In-depth Research Report
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François Feuillet

“

CEO of Trigano and President of ECF
(European Caravan Federation)

When I landed in this industry, in 1981,
Trigano was a tents manufacturer and I
immediately moved the production to China.
Then I saw the Chinese entering this market
directly. Dealers do not need Trigano to buy
a vehicle in China and a Chinese manufacturer does not need Trigano to sell its vehicles
in Europe. Obviously, bringing technologies
to China involves a significant risk because
the Chinese can produce at very low prices.
But this is not immediate, because at the
moment components are produced in
Europe by manufacturers who have a monopoly. Moreover, Chinese legislation is very confused and the market still needs to be developed. I am
not so sure that recreational vehicles are fit for the Chinese way to make
tourism and take vacation. According to Chinese legislation, standard driving license allows driving a vehicle no longer than 6 meters, which creates some difficulties. Stops can be made only at campsite, but campsites
do not exist. Diesel quality is poor and some Euro 6 engines do not work
well. Trigano is certainly very attentive to Chinese market, but also in this
case I think that at the moment Trigano would better devote its human
and financial resources to European development.

Hermann Pfaff

“

Managing Director at
Hymer Business
Development GmbH and
President of CIVD

The Erwin Hymer Group has
been in the Chinese Market
since 2014 with brands Bürstner,
Carado, Dethleffs and Hymer.
Although this market is growing
the sales numbers of RV´s are
not clear; published figures and
the numbers reportedly sold are
very different. I think in the future China will be a big and important market for RV´s and the
industry, but I don’t know when that will be - perhaps in five
or 10 years or even longer. But we are here and we are building up the image and reputation for our brands and products. With our importers we have created a dealer network
and we are selling a good volume of our European products.
The AIC is the most important RV show for the whole caravan
industry in China (manufacturers, suppliers, importers, dealers
and customers) to see the newest products and the development of the Chinese RV market.

Sam Yang
xxxxxxxx
Thetford China General Manager

“

If you look back 10 years the Chinese people
preferred to travel in Europe and the US, but in
recent times we have seen a growing internal tourism.
People now want to enjoy good times with their family and friends here in China, because we have a lot of
interesting things to see and to do. We are convinced
that China will become the largest RV market in the
world. It won't happen overnight, we believe it will
take ten years more. Ten years ago nobody thought
that China would be the largest passenger car market

“

in the world but that's just what it's become. Thetford
has been in the Chinese market since 2013. We are
the leader in the toilet sector, but in US and Europe,
we are also a big player in the refrigerator market and
we are making more efforts to promote our fridges in
other markets. In China the preference is compressor
rather than absorption, and we also have this technology. We are also focused on the service to the OEM
and final customer. We have business with many
OEM's; our success being built on customer service.”

Patrick Dehaen
Thule Sales director

We have been at the Chinese show for five years now and when we started the exhibition was small
and unprofessional. We have seen a lot of progress compared to last year: a big increase in exhibitors,
more professional stand presentations, and many more visitors with lots of kids too.
It seems that families are getting interested in the RV experience. Our goal is to present our brand correctly to the public and to the B2B customers. This show doesn’t generate any sales for us and I don’t think I
am going to change my business tomorrow, but we are investing in this market to make the Thule brand
known. We see it as a long term investment. We have also found some copying of our products, similar
steps are everywhere. However I think there is still a long way for Chinese component manufacturers to go.
It's a handmade approach and you can see the low quality on some vehicles around here. Motorhomes and
caravans show an interesting mix: the style seems to be European with a taste of the US.
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Newstar RV

Jiangsu New Star China Automobile Co., Ltd. was established in
2014. It produces motorhome type A, type B, Trailer camping.
Enterprise production base is located in Zhangjiagang City, Jiangsu
Province Bonded Area, covering 27,000 square meters, the plant
covers an area of 18,000 square meters. In the picture: the
C600K-2 (5990 x 2228 x 3120 mm) with 2 slide outs on the Iveco
Daily Basis.

Jiangsu Zhongyi Auto Co.,Ltd.

Jiangsu Zhongyi Automobile Co., Ltd. is located in Nanjing Lishui
Economic Development Zone, covers an area of more than 100 acres.
The current annual production capacity of special vehicles has reached
more than 5,000 vehicles. The company produces more than 200
kinds of special vehicle. In the picture: 2017 Passport Tourists (5980 x
2315 x 3200 mm) on the Saic LDV V80 chassis with a slide out in the
rear part.
ordinary figures with registrations development of +328%
over the next 4 years. Whatever the numbers, the market

is definitely ready to take off. And not just for the presence of several Chinese motorhome manufacturers,
European products importers (but even American and
Australian), but also for the components sector. Among
the exhibitors, we found many Western brands: Dometic,
Truma, Eberspächer, Thetford, Thule, Voehringer,
Lamilux, Brianza Plastica, FAP, Fiamma, Teleco. But we

Brilliance Auto Investment
(Dalian) Co., Ltd

Registrations development estimates

have discovered that the Chinese are even ready to build
an almost 100% made in China motorhome. The heating
system and toilet are still missing, but everything else is
there: engines and chassis, fiberglass laminate panels,
furniture panels, removable steps, glass and methacrylate windows, cabin door, refrigerators, seats and even
slide out systems quite similar to those produced by
Lippert Components. But let’s see how Chinese camper
actually are. They are short, within 6 meters, but in many
cases the American influence can be seen because they
are equipped with slide out walls that significantly widen
their habitability. We find vans, overcab and low profile
models, but not yet motorhomes. In recent years,
many manufacturers and improbable builders with

As a subsidiary of Brilliance Auto Group,
the company was established on 2011.
Today the Brilliance International（Dalian）
Auto Industry Zone covers 5.89 sq kilometers. The products include more than 200
high-end special vehicles in 8 categories.
The company became RV distributor of
ADRIA in China from 2014. In 2015
Brilliance special vehicle with ADRIA signed
technology licensing agreement to achieve
China’s first international high-end RV
brand SKD production. In the picture:
Dream.S (593 x 2185 x 2830) on the
Brilliance H2L commercial vehicle basis.

85

Focus on

ALL IN CARAVANING

Saic-Maxus

SAIC Motor Corporation Limited (SAIC Motor) is the largest auto company
on China's A-share market and covers the production of both passenger
cars and commercial vehicles. SAIC Motor's car sales hit 6.489 million units
in 2016. It produces the 2.5-liter turbocharged gasoline engine LDV 80
commercial vehicle marketed under the Maxus brand. In the picture: a
motorhome on on the Saic LDV V80 chassis.

poor quality products appeared on the market along with
huge automative companies manufacturing cars, trucks,
commercial vehicles and even motorhomes. Real giants
capable of launching considerable productions in short time,
if the market were to request it. Among them, it is worth
mentioning Brilliance, a group estblished barely a decade
ago, which today produces also for BMW China and has
35,000 employees. Brilliance passenger car has become the
leader among the self-developed, upper-market brands as
regards market share in China. The sales capacity of Jinbei
Haise minibus has exceeded 1,000,000 units, with more
than 50% market share. Jinbei Iight truck is ranked at 4th
place, and its market share has reached 12%. Great Wall
Motor Company Ltd, China's largest SUV and pickup manufacturer, with over 30 holding subsidiaries, more than
60,000 employees, four vehicle bases manufacturing. About
15 years ago, Great Wall was the first company in China to
produce a motorhome line mounted on a pick up chassis.
Dongfeng Motor Corporation is one of the 5 major China
groups and produces about 4 million vehicles per year: cars
but also buses, industrial vehicles, commercial vehicles and
motorhomes. It also manufactures vehicles used by several
motorhome builders in China. Another colossus that manufactures also motorhomes is Saic Motor Corporation Ltd, the
largest car company in the China's A-share market. SAIC
Motor's car sales hit 6.489 million units in 2016. The organizers are very satisfied with this trade fair edition and have
announced notable numbers: 21,826 visitors from China
and abroad came to the trade fair, ie a 25% increase compared to previous year. 33,000 square meters of indoor and
outdoor space, 10 exhibition halls (two extra halls compared
to last year) and 650 exhibitors (of whom 330 were campsite exhibitors). Many exhibitors who were interviewed, agreed that this would become the second largest market in the
world. So, let’s listen to them, managers and entrepreneurs
that we met at the pavilions of the trade fair.

Zhengzhou Zhongmei Royal
RV Co., Ltd

Zhengzhou Zhongmei Royal RV Co., Ltd. is a located in Zhengzhou
City, Henan Province, China. The product range includes motorhome, caravan trailer, RV/caravan trailer, special purpose vehicle, public
service vehicle. In the picture: a motorhome (5990 x 2365 x 3050
mm) on Iveco chassis.

Nanjing Nac Special Purpose
Vehicle Co.,Ltd. / Tourist

With the brand Tourist Nanjing Nac Special Purpose Vehicle Co. produces different motorhome on the Iveco chassis. In the picture: Tourist
(5998 x 2310 x 3010 mm) with 2 slide outs.
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Christian
Geisreiter

“

Truma China General Manager

China’s standards are very similar to those we have in Europe;
indeed they are following the
European standards on LPG. This is
good for us because we can sell the
same products we have developed
for the European market, but it is
good also for European manufacturers who can sell their RV's here with
minimal modifications.
To set up an RV industry in China three main things are needed: campsites, OEM industries, and the promotion of the culture of RV living. All
these three must be grown at the same time. If you miss one of them,
the process will stop. Chinese people are not very different from
Europeans: they want to camp, they want to make friends, they want to
enjoy freedom, and they want to be together. Truma set up a representative office in the middle of China seven years ago. We employed two
people to inform us about the market. After a couple of years we saw
a real improvement and so we set up a new company in Shanghai. Now
we have nine people, with our own accounting and quality managers as
well as people in sales and technical sales. The business has roughly doubled year on year over the last three years. This year's exhibition in
Beijing is bigger and better organised than last year's. All the supplier
industries are showcasing here and you can find almost all the 'made in
China' components needed to build a motorhome. Chinese products
have different quality levels; from caravans to motorhomes you can find
every standard. I visited some manufacturers that are supplying vehicles
to Japan and the general quality is similar to that of European vehicles.
We are not at the show to meet our professional customers, because we
already know them. We visit all the companies during the year, teaching
and helping them because we act as partners to the RV manufacturers.
We have nearly 90 different customers in China. Servicing in China is a
big challenge for us; China is as big as the whole of Europe. In future,
we will solve any problem by changing the whole unit, it make no sense
to put Truma people in all the 40 provinces in China.

Frank Lee

“

Thomas Vohringer

“

Managing Director at Vöhringer GmbH & Co. KG
We've been here for
more than 20 years
now, since the beginning
of the RV market in China
and working not just with
the caravan industry. We
started by providing laminated flooring to flooring
businesses. Then, twelve
years ago, we began to
work with Centech. Five
years ago we took the
decision to intensify our
presence by taking part in
the Chinese shows. We
don’t know when this
market will take off; it’s
not possible to make forecasts. I think it will take time. At the
moment there are a lot of RV manufacturers, maybe too
many, and the market is not ready. But I think what the
Chinese are doing is great. Concerning the quality of these
vehicles, if you look around, you wouldn’t buy one of them.
As furnishing suppliers we can see the difference between the
Chinese products and our own. The touch and feel is not the
same. Also the decorative panel materials are not as good as
we are used to in Germany. The Chinese are using technology that respects just 70% of European standards. They can
make some components, but not the complete line up for the
RV, they are missing some ideas. We've installed a new company, V-Group Shanghai Automotive, with an office to support our Chinese customers, but we aren't planning any other
projects for the next few years. It's good to have some business, but at the moment we cannot cover the demand in
Europe so it would make not make sense to increase our
efforts here, we are therefore concentrating on Europe. For
China we will proceed step by step, starting with semi-finished product for our Chinese company to finish over here.

China Caravaning & Camping Corp. Manager
We're a new company, started six months ago
with 30 campsite owners. It's difficult to tell
how many campsites are in China, we think 400-500.
They are very different from each other and are related to outdoor education, sports team training and
tourism. Many people think only of tourism, and forget the importance of the first two kind of camping
grounds. Many sites in China do not have good standards; there are no restaurants, no services, nothing.
They are little more than a car park. Our association
is trying to fill the gap. We founded this company to
merge all the current learning, knowledge and experience and then to use it to link the campground operators with RV manufacturers. In this way we hope
to build a system, to cooperate, to attract investments and to support them in the right direction.
We are also communicating with foreign companies
involved in the industry. There's no doubt this industry will grow in China and there is a bright future for

it. But nobody knows where to go and what to do yet
because there are no examples and no standards, it's a
new industry. Chinese people look to Europe and the US
to learn. The main business for camping owners is with
groups: company clubs, training and practices. The
second market comes from sport teams as private tourism is not yet developed. Also in China, like in Europe,
camping with RV's is not for young people. Not because they have no time or money but because they are
simply too young and they have not enough experience
in living. RV’s for them are just a bit of fun and not a lifestyle. However the majority of retired people don't want
to pay for campsites, they prefer to park in the forest, or
even in the street, to camp. I think in the future the rental business will be bigger than sales. The business has
already started and it's going well but growing slowly.
This is because we don’t yet have many consecutive
days of holidays. Chinese workers mostly have just one
day off a week.
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Luoyang Loncen
Caravan Co., Ltd

Located at Luolong district Luo Yang city. The company covers an
area of 40000 square meters. Loncen caravans were designed and
produced by German team with Germany’s most developed
technology and spirit of the craftsman.

Ronover
Nomad (Beijing) Technology Development Co., Ltd. was established in
2015. The brand RONOVER comes from the English "Road No Over"
synthesis. In the picture: a caravan with a modern design (8150 ×
2550 × 2700 mm).

Zone Real

Jiangsu Jinghang
Automobile Co.,Ltd.

“

We are a new company with experience in
design. Many of us come from another product
design company where we worked for three years.
We have our own style, because we don’t like to copy
other products. We are inspired by European taste
and the challenge of combining it with the Chinese
way. Chinese manufacturers are not able to create
nice looking RV’s and we are trying to make them
understand that appearance is a crucial point for success. We are working hard not only on the external
lines, but also inside the
RV’s.
Unfortunately
Chinese suppliers cannot
satisfy our needs at the
moment. Products are not
good enough and so, in
our projects, 60% of the
components are from nonChinese suppliers.
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Jiangsu Jinghang Automobile Co., Ltd. is a manufacturing enterprise specialized
in the R & D and production of special vehicles. It is located in the center of
Jiangsu-Zhejiang-Shanghai region and covers an area of 34,000 square meters.
In the picture: WH591-I (5950 x 2300 x 3150 mm) on the Iveco basis with slide
out.

“

John David Pozzi

Matt Schrock

“

CEO Fiamma
It is difficult to understand the actual size of
International Sales Manager at Lippert
the Chinese market. Only data on motorhoComponents, Inc.
mes are assessable, while those related to caravans are not. Besides, this is a market that I do
The first year I came to the show, RV's were very US in
not consider as interesting. As to motorhomes, I
style. At that time all the manufacturers were coming
esteem sales around 4000, 5000 at most, vehiover to the US to buy components. Then they changed to the
cles in 2016. You can lie and say that are ten
European way because they were not able to get around the
thousand but, for example, here at the fair you
rules on towing, length restrictions and driving licenses. Now
can see vehicles that have been exposed for 2-3
they are going back to the US style, because they found that
years at least. I do believe that Chinese people
Chinese people want the bigger US product. By going to the
with money - and today they are very few - are
US they learned how much space you gain by having slide
not in the mood for emptying the toilet box, they
outs. You can see many compact vehicles with this technolodo not want spartan holidays. For the time being
gy at the show but, so far, our business is pretty limited. We
at least. Later, the outdoor-style vacation will
do sell direct to five or six OEM's and are just watching right now to see what’s happening. In
become increasingly popular. I also want to beliethe next five years we will really know where this market is going. We want to stay involved
ve in big numbers of the future, but today I prebecause we know that it could be the second biggest market after the US and we want to be
fer to stay realistic. Fiamma has been in the
part of it. We have seen a copy of our slide out technology, but nobody can copy the reliabiJapanese market for 40 years and in China for
lity of our products. Large and stable companies want to use our products, because they know
about 25 years. The company’s policy was to be
LCI will stand behind them and because they know we have millions of our slide-outs across
ever present
the US and we warranty them, even in China.
even in markets
with
reduced volumes. We think that we have arrived late in this scenario and other large companies that landed previously in the country, today may be favored. However, as regards our direct competitors, we arrived with our products
first and the advantage is unquestionably ours. In China nobody produces only motorhomes and even special vehicles need verandas, fans, air conditioners. It is an interesting market that will grow very slowly, though, with small
numbers. It should not be seen as they understood it in the US after 2009, i.e. the salvation from the American economic collapse. It is an additional market segment that would be convenient to exploit. If European companies spend
a lot of time and resources in research and development of new products, Chinese copy without developing autonomous projects. I think that most likely any of our improvement will be followed by the Chinese version. The way
to stay competitive is to continuously develop products and accept this market play: competition exists even between European producers, then it is natural that Chinese competition is involved in the process. However, I do not believe in a tough and legal battle against Chinese manufacturers. As regards this fair, it is a German-organized event
addressed to operators, perhaps a bit too much. Maybe in the the future we will have specialised trade fairs as in
Louisville where we would explain to entrepreneurs how to do business in this industry.

“

Stefano Bonometti

Hobby and Fendt distributor for Chinese market
As we may see from
trade fairs, the market is a big hit with families. It is a pleasure to see
many young families interested in these holiday
vehicles that have a very
low
environmental
impact. For some time
there has been a trend
reversal in the Chinese
way of making tourism, as
they travel less abroad
and more within their
own country. The construction of campsites has a lower environmental impact compared to other structures
and the Chinese Government seems to be
sensitive to this important value of motorhome and caravan tourism. Chinese families
appreciate also another aspect, i.e. the full
sharing of family vacation that is expressed
both during journey and stops. I have represented for some time the brands Hobby and

Fendt in China, two brands that focus on
unique quality standards and inimitable stylistic research. As happens in Europe, even
here in China we have customers who can
afford to buy a premium product or customers who gradually achieve this result: they
buy low cost products first and then decide
to move to the next level. Chinese market
has an incredible potential and we believe
that any import brand has the possibility to
do well here. We should always remember
that when we are talking of Eastern market
competition takes place not only between
European and Chinese brands, but even
Americans and Australians are involved. As
regards caravans, we have two distinct markets. The firs concerns caravans permanently
parked at campsites, which are rented as real
small apartments for couples, families or
groups and are over 8 meters in length so
they cannot circulate. Then there is a niche
of purchasers who, as happens in Europe,
want a caravan for themselves, to live their
passions - from sporst to holiday. Besides, a

third market is developing, which here does
not exist, ie motorhomes and caravans rental
for weddings and honeymoons. Speaking of
motorhomes, we have definitely great expectations, despite homologation-related issues
concerning engine and although Fiat has
invested a lot in this market and is proceeding in a positive manner. We are growing,
but more slowly than we expected. A very
important sector will be rental’s. As to
Chinese products, I have noticed that there
has been an improvement from quality and
productive standpoint. Six years ago, the first
products exhibited were rudimentary. Today
we see interesting products that combine
European and American solutions and are
able to create wide and comfortable spaces
inside the vehicles under six meters in length.
Thanks to very airy living areas, Chinese can
relax and play mahjong. There are some cultural aspects that we underestimate, but that
in China are essential in everyday life like staying with family or friends, drinking tea and
playing mahjong.
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“

Marco De Bonis

General Manager D.o.g.e. International Ltd- Project Leader and Mandatory for Adria Mobil

China is a market with 30 million
cars registered per year, but recreational vehicles industry still develops
modest numbers. The limits are two. The
first is that there are not enough campsites: today we talk about 500 facilities
definable
as
"campsites",
but
Government has stated that they will be
soon 2000 within the next 2-3 years. The
second is that the Chinese live in relatively small apartments, then where they will
place their motorhomes when they do
not use them? Here in China, we find no
western lifestyle with townhouses with garden, garage and parkings.
For this reason, rental is certainly a market that can work well.
Personally, I see very interesting growth opportunities over the next 3/4
years for motorhomes rather than caravans. Caravans, today, are successful because they are sold to campsites for permanent use, because there is still no culture and a favorable regulatory environment for

mobile homes. Just like Adria, we have a trade agreement with
Brilliance Special Vehicles (Dalian), a branch of the well- known
Brilliance Car Group that counts nearly 50,000 employees and boasts
a production of almost a million vehicles per year including cars and
commercial vehicles, and is positioned as the eighth car manufacturer
in China. This market for Adria is an extraordinary opportunity. Except
for Brilliance and a few other brands, the quality difference between
Chinese and European recreational vehicles is still huge. Although
apparently Chinese motorhomes may seem similar to ours, reality is
quite different. I believe that over the years most of these products will
develop infiltration and corrosion problems. Except for interiors featuring karaoke-type plays of light, these vehicles are fairly standardized
because they are copied - no innovation and research are involved. Size
being equal, a Chinese motorhome has a 30-40% heavier tare than an
European motorhome. However, they would manufacture good products if they wish: they are the third power in the world and have gone
into space. And if you ask me if Chinese motorhomes have chances to
be sold even in Europe, I say: absolutely yes. A brand such as Brilliance
could easily export into Europe.

Peter Jacob

“

Technical Director at H&H RV Technology GmbH

I started in 1998 in Niesmann + Bischoff and became technical director. In 2012 I began to work with
H&H RV Technology GmbH doing R&D for the China RV market and found solutions for many of the
Chinese brands. I think that the original Chinese RV’s were a low quality product. They wanted to copy the
European standards but they are not able to reach the same results. When we started, five years ago, we
had the goal of bringing our knowhow and more quality here, because we want to be part of this market, which is going to be huge in the next 10 years - I think around 250,000 motorhomes and touring
caravans.Now they are selling just a few units per year, because the quality of the original Chinese products is not good enough and the campsite owners don’t want to buy them. Customers (a small percentage are families) are buying our Loncen caravans because they guarantee a long life.In this show we have
seen a lot of Chinese suppliers growing up. There are a lot of copies, some of them good, some bad.
However there are components that are good enough for the European market and some manufacturers
already know about these brands.

Perfect copies or just inspirations

ere an example of how Chinese manufacturers are inspired by other brands, not only
copying products but also logos and names. In Chinese culture, they explain, copying is
a great honor anyway. From the left we see the refrigerators "Tometic" with a name recalling the Dometic multinational brand, Fengchao motorhome that adopted the logo of the
German Morelo and the van Weinan whose logo recalls the "W" of Winnebago. Concerning
components, we saw many copies of European and American products, including the steps
and even the slide outs.

H
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