
When a company announces a new line of machines 
that can double existing production speed for the same price, 
and adds that the rates of increased performance are consistent 
for both automatic and semi-automatic lines, the news is bound to 
interest a wide group of potential customers. Glass Technology International
interviewed Emar Sales Director Roberto Ronchi to find out about 
the work that has gone into the company’s latest IG lines, 

which it fully expects will widen its appeal 
at the upper end of the market. 
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n its twelve-year history, Emar has built
up a reputation as a constructor of flat
glass processing lines mainly for small to

medium-sized operators in the sector. At the 2001
edition of Vitrum in Milan, northern Italy, the
company took the wraps off new automatic
and semi-automatic lines for Insulating Glass
(IG), complete with new livery and enhanced
technology for radically improved production
speeds. Glass Technology International visit-
ed the company’s installation just outside Milan,
northern Italy to find out more about the
increased muscle beneath the new skin. 

INNOVATIONS FOR GREATER PRODUCTION
SPEED 

The new lines comprise four models for
heights of 1.6 metres; there are a further four mod-
els for lines of two metres in height; and both
heights feature automatic to semi-automatic
versions, in addition there are four models of auto-

matic machines, making 12 newly available
machines in all, which should appeal to a wide
cross-section of producers in different mar-
kets with varying investment budgets. These new
machines have been produced using a different
colour combination of light blue and white,
which has less impact on the operators’ sight.

Glass Technology International asked Rober-
to Ronchi to describe the development of Emar’s
latest generation of plants. He began by outlining
the various phases of this stage in the compa-
ny’s operations. In 2001, the company began con-
centrating its efforts on developing an enhanced
level of quality in Emar plants. When questioned
about the preparatory phase last year, Ronchi
explained that there are no secret inventions
behind the latest additions to Emar product
range. The real task was to improve the mechan-
ical parts and electronics on IG lines, with a view
to obtaining higher production speeds. 

Enhancing performance at key points
That is not to say that there have not been

significant technological gains made, espe-
cially in terms of operator safety. As an
example, Ronchi referred to the handling
technology on the IG lines. “The lines are
powered modularly,” he explained, “and
each module features gear systems that
ensure the complete safety of operatives
during production.” The company also
re-examined other points on the line where
production rates could be cut. The key fac-
tors the company addressed were: wash-
ing time; drying time; and handling
between one module and another. In the
first two cases, the company upped pro-
duction speed thanks to a new gear sys-
tem with friction rollers. 

Improvements in spacer positioning
Logically, on IG lines, the most time-

consuming phase is the application of the
spacer bars. The company has concen-
trated its efforts on easing this phase
for operatives. The changes introduced

mean that the machine itself greatly
reduces the margin for operative error
during this phase. When questioned
about the technology behind this per-
formance gain, Ronchi mentioned
the special hydraulic positioning sys-
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tem. At the heart of the system lies a set of
sensors that automatically regulate glass thick-
ness enabling the machine to process triple
glass sheets without additional accessories.
This information is relayed to the PLC that
runs the machine which, in turn, positions the
various components of the IG unit in the right
place.  The company is extremely satisfied
with the fruits of this work and Ronchi claims
that as a result of these changes and develop-
ments overall production speed on IG lines
has as much as doubled on both automatic and
semi-automatic lines. 

No price increase
It will surely be of interest to prospective cus-

tomers to know that all these improvements
are offered at the same price as previous plants.
Apparently, the company’s decision to offer
the new lines at the same price as the previous
line is one that pays. Since the lines were
unveiled at the 2001 Vitrum fair, interest has been
such that company feels its pricing policy has
indeed paid off and claims that the investments
made in 2001 are already beginning to see the
kind of return expected. When asked to compare
demand for the new lines with that of former mod-
els, Ronchi said that demand had already out-
stripped the corresponding figures for this peri-
od last year. In addition, he said that this fell with-
in an established pattern of growth for the com-
pany, which boasts and annual increase in
turnover of between 15 and 20 per cent. All the
signs are that this year turnover will rise as
high as 25 per cent, further buoyed up by the
arrival of the new line. 

PRODUCTION SYSTEM
As one might expect from a company that can

introduce improved quality and performance at
the same price, production is highly rationalized
and streamlined, with the onus on in-house
design, research and development. Once the

prototypes have been thoroughly tested in real
conditions by trusted customers, Emar turns
to external contractors for all the components
and concentrates exclusively on assembly, plant
electronics, testing and technical assistance. 

The company does not construct on the basis
of orders. Unlike most producers, Emar stocks
up on certain machines and stores them in its
warehouse. This means that when an order for
a machine or line is received, customers can
expect to wait 30 days at most to take delivery
of the goods. There are of course exceptions, and
not all machines are always in stock; nevertheless,
Ronchi claims that the average delivery time is
30 days. “If the company were to produce to order,
then that would considerably lengthen delivery
times. And in certain markets they are not used
to the 60 days it takes for production plus the
time needed for delivery.” As Ronchi says,
when customers order, they want the article
as soon as possible, and not all of them are
prepared to wait. Hence the decision to stock
machines ready for any eventuality: a policy that
can make the difference between securing a
regular customer or losing one. 

All-round market appeal
While the new line has also increased the

company’s appeal to a slightly higher mar-
ket, Emar continues to tune its operations to the
needs of the small to medium-sized producers.
As things stand, 40 per cent of the compa-
ny’s business is with the medium to high end
of the market, where there is most demand
for semi-automatic and automatic plants. 40 per
cent is accounted for by the small to medium-
sized market, characterized by demand for
economical semi-automatic and manual plants,
sold mainly by Emar’s dealers abroad. The
remaining 20 per cent is accounted for by
customized machines constructed for other
producers who require particular machines to
complete lines. In this sphere, the company has
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recently taken orders from renowned dealers
who construct other machines to complete IG
lines; for example, spacer bending machines
and other complementary plants. Emar now sup-
plies these clients with the core modules need-
ed for a complete line, which the dealers then
sell direct to customers. 

MARKETS
Exports account for 70 per cent of total

production. The remaining 30 per cent is sub-
divided as follows: 15 per cent is produced 
for other constructors who purchase Emar
machines, while the remaining 15 per cent is
sold to Italian dealers, who may well sell on

to foreign markets.   
When questioned about the compa-

ny’s main foreign markets, Ronchi men-
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tioned Eastern Europe, an area where it has per-
formed particularly well in recent years, receiv-
ing orders for small and larger plants. However,
the company also does well in Western Europe,
Spain particularly. Beyond Europe, Emar is per-
forming well in Argentina, despite the ongoing
economic crisis; and after a year of joint efforts
with the company’s agent in Brazil, inroads are
also being made in that country. The United
States is also one of the company’s objectives.
“So far we have been working through dealers
there, though we are not entirely happy with
the results and are certainly going to increase our
efforts in that market,” explained Ronchi. When
questioned about the percentages for exports to
each of these areas, Ronchi replied that it fluc-
tuated in line with broad market trends. 

SALES NETWORK AND ORGANIZATION
The company sells its products in two main

ways: either directly to customers met at fairs in
areas where it is not represented by agents, or deal-
ers who can provide post-sales assistance. In the
latter case it handles installation, test-runs and
standard assistance. Alternatively, a dealer will
buy the plant at a special price and look after set-
up, trial runs, maintenance etc. In this case, the
dealers are directly

trained by Emar tech-
nical staff to guarantee

customers adequate assis-
tance. Ronchi specified that in

those areas where the compa-
ny is particularly successful, the
synergy with dealers is partic-
ularly important and means

that there are excellent lev-
els of after-sales assistance.
“For us its very important
to have a reliable local base

for our operations, because
customers must know that there

is always help at hand for any
problem of any entity.” When

asked how they establish these
links, Ronchi claimed that often it

is due to the machines themselves:
“We don’t always know who our

machines are sold to. However, it is not unusu-
al for us to be approached by customers or deal-
ers who, having taken delivery of a number of
such machines and seen how they work, want to
become official dealers for our products.” To han-
dle the growing volume of foreign business,
the company has recently set-up a separate for-
eign sales office on the northern outskirts of Milan. 

Increase in production capacity
Not content with these developments, Emar

is already assessing the feasibility of a further
increase in production capacity. This, in itself,
is nothing new for the company. “We began with
150 square metres, “ Ronchi explained, “but soon
had to move up to 400 square metres, then
1,000 square metres to today’s 2,000 square
metres. With steadily growing turnover we
need to constantly handle more plants, hence the
likelihood of further expansion. 

Fairs
Fairs are obviously the place to view and exam-

ine the new-look and new-performance Emar IG
lines. And there is no shortage of opportunities
this year. The company will be present at Madrid
(Spain), Zagreb (Croatia), Sao Paolo (Brazil) and
Düsseldorf (Germany), all fairs - along with Vit-
rum and Houston - it attends regularly.■
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