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During the last
edition of Vitrum
in Milan, Italy,
ht,
Manfred Vollbracht,
Hegla’s Managing
Director, and
Thomas Wellendorf,
Area Manager
for Eastern and
Southern Europe,
spoke to us about
how the company
is continuing
to grow and
develop. Machinery
developments
aimed at improving
product quality and
work conditions
are also high on
the company’s list
of goals.
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lass-Technology
International (GTI): Thank you
for speaking to us Mr.
Vollbracht, we would like
to ask you about how and
what Hegla is developing,
market situation, and what
is happening and changing.

G

Hegla, Vollbracht:
At present we are working
with different markets and,
as you know, some markets
are better than others, and
on the whole things are still
a little slow. We can, however, also say that we are
continuing to grow and develop constantly. Quite recently we opened an additional plant in Beverungen
to extend our production
space by 10,000m². But
obviously, our growth and
development rate depends
on the market situation.
Our company philosophy has two important
goals – to have growth in
our company organization
and service department,
continuing to guarantee the best levels of
satisfaction to our
customers, because it is essential to
have good customer relationships that can
be maintained over a long
period of time.
The other really important
goal is to have top-level innovations, with the highest
quality. It is important to
have new ideas and to be
highly innovative, but at the
same time you need to have
high quality and good, fast
service.
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Research
and
development, good customer
service and the highest
quality of products – these are the ‘backbone’ of
our company strategy.
That is also the reason
why we are taking part –
once again – in Vitrum
here in Milan.
The importance of taking
part in Vitrum is becoming
more and more focussed
on a smaller number of
important companies and,
as a consequence, visitors. The risk is that these
visitors get the impression
that Vitrum is becoming a
‘small’ fair.
But we at Hegla want
to show the market that
we are here and we’re
growing. But we also
want to show the markets
that Vitrum is not just a
‘domestic’ fair – it’s really quite international
and the fair organization
needs to focus on this internationalization. During
this edition, in fact, we are
having more international
meetings and contacts
than we expected.
In my opinion, we all
- that means the fair organisation and also the
Italian and international
Exhibitors – should be
pursuing the same aim. To
maintain the international
aspects of the show.
(GT-I): Yes, the market
is quite static – it’s not
moving and not growing.
Companies are ready
to provide these developments and innovations
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but do the markets have
the requests from customers who want and need
these developments?

has the complete coverage
of sales. These decisions
depend on the market and
its needs and demands.

Hegla, Vollbracht: The
market requirements right
now are really different
and they depend on customers and their individual goals.

(GT-I): Looking at your
machines, we can certainly
see that there is important
ongoing
developments,
which include saving space, optimization of solutions, and direct from cutting to the IG line, which
gives us the clear idea
that your goal is to make
the life of glassworks and
glassmakers easier…

(GT-I): For a few years now Hegla and
Bystronic glass have an ongoing working relationship
– partnership. Do you think
that this partnership will
remain the same in the future or are we going to see
developments and growth
there too or something
smaller? In fact, we were
quite surprised to ﬁnd out
that Bystronic glass was
not going to exhibit here at
Vitrum.
Hegla, Vollbracht: Yes,
for more than four years
we have had a partnership
with Bystronic glass, and
we are working really well
together. There are some
people from Bystronic
glass here at the fair on
our stand, and with some
pictures we show the main
products of our Preferred
Partner Bystronic glass,
but we remain – as always
– individual companies.
We don’t always cover the
same market – in the UK,
for example, sales are carried out by Hegla and service is provided by Bystronic. On the other hand, in
the Far East, Bystronic
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Hegla, Vollbracht: Yes, to
make it easier, to make life
there more human, but to
be honest, also to improve
the competitiveness of the
different glassmakers by
saving money and putting
our customers in a position to be able to be ever
more competitive.
(GT-I): And this is
obviously a win-win situation … or even win-winwin, as the end quality will
also be a beneﬁt for your
customers’ customers.
Hegla, Vollbracht: Yes and
the employees also have
beneﬁts because it’s no
longer necessary to carry
heavy glass sheets around,
especially if you calculate how much weight the
workers have to lift and
transport when unloading
cutting machines. And
our main target is to put
our customers in a better
position with automation,
thus providing advantages

with regards to the market
and their market position.
These improvements can
also include the use of
remnant plates, which
obviously reduces costs
for glassmakers. And
when we speak about customer we do not forget
our smaller customers,
and for these companies
we have a tilting cutting
table that is a stand-alone
solution, especially for
glass processors. One
of the advantages of this
machine, which we call
Rapidcut, is that it uses linear drives – so a technology with reduced maintenance
requirements
and higher precision. As
another advantage and to
maintain the accuracy the
cutting bridge never gets
tilted nor do the guideing
rails gets separated.
We have been using linear
drive for almost ten years now. In fact, we ﬁrst
presented this technology at glasstec in 2006,
but we used it for one of
our customers in 2005.
Since then we have produced over 150 machines
with this technology, and
it is used for all sizes of
machines – from standalone solutions right up
to in-line systems such
as cutting and break-out
tables, for example with
Rapidline and Galactic
which are also linear-driven.
These machines are characterised by high performance and accuracy. Of
course this driving system

is more expensive than a
rack and pinion drive. But
if we consider the cost
to working-life ratio, we
can see that this machine
surely has a lot of advantages over the long term
with regards to productivity and quality.
Hegla, Thomas Wellendorf, in charge of the Southern and Eastern Europe
market: This means that
there is no torsion on the
guide rails and that accuracy is maintained for
a much longer time. In
contrast to rack and pinion drives, which need
to be adjusted after a certain number of metres and
that generates additional
costs, linear drives are low
maintenance and usually
there is no need to change and substitute parts for
precise cutting results.
(GT-I): So this linear driven Rapidcut is aimed at
…? Who are the end-customers of this machine?

different half-jumbo glass
sizes. Such as Galactic
and Rapidline, of course,
available for jumbo-sizes.
(GT-I): What kind of glass
does this machine cut?
Hegla, Vollbracht: Any
glass type, but not laminated. For laminated glass
we have special solutions,
some of which also use linear drive.
For Hegla, bringing this
linear-drive solution to
the market was an important innovation. And right
now, about 70 per cent off
our cutting machines have
this solution.
It’s not the cheapest solution but it’s the one with
the highest accuracy and
high performance acceleration.
Hegla, Wellendorf: Another aspect is the reduction
in noise levels – another
advantage for workers.

Hegla, Vollbracht: This
machine is aimed at glass
processors, who are looking for the highest quality because its tolerance
is accurate. This is also a
good solution for glassmakers needing to carry
out special cutting operations, such as with precisely scored shapes.

Hegla, Vollbracht: But besides all other goals one of
the most important– if not
the most important goal
for Hegla is that of putting
our customers in the best
possible position.
A way of doing this is not
to focus just on design but
most of all to concentrate
on functionality. So, simple and clear design and
straightforward functions.

Hegla, Wellendorf: This
machine is available in
two different sizes and is
therefore suitable for two

Hegla, Wellendorf: And …
clever engineering solutions.
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