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In its short history as supplier of used
flat glass processing machinery, The
Netherlands, Maastricht-based GMC
(Glass Market Consultancy B.V.) has
built up an impressive fleet of used 
and reconditioned machinery ready for
immediate shipment. The company
reconditions 11 different categories 
of such machinery and the range can 

be viewed in its three warehouses in
Belgium or in the virtual showroom
provided by its web site. GMC General
Manager, Johan Coenen, introduced 
the company, its services, strategies
and expectations for the future.  

ealing in used machines involves a
series of factors that are peculiar to this
line of business. Special skills are

required to satisfy both sellers and buyers and also
guarantee profits so as to continue as a suc-
cessful supplier of used and reconditioned plants.
In the course of the 2002 edition of glasstec in
Dusseldorf, Germany, Glass-Technology
International spoke to GMC General Manager
Johan Coenen about the art of offering high
quality machinery for up to 60 per cent off the
list price, while still making a profit. We also heard
about the company’s approach to this sector and
its plans for building on recent successes.

THE COMPANY
This Maastricht-based company was found-

ed in August 1997. Over the last five years the
company has opened three warehouses in
Belgium for all the machines they have in
stock. The first is at a 4,800 square meter site
with 1,400 square meters of warehouse space;
while the second is a 4,000 square meter site
with 2,000 square meters of warehouse. 

The company also has a third rented loca-
tion with a further 1000 square meters of
warehouse space in Belgium. There is also a
fourth warehouse in Hungary, staffed by ten peo-
ple, where machines that require extensive
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overhauls are reconditioned, at a location that
keeps costs at an acceptable level.

Reconditioning is handled at a separate loca-
tion, and GMC works closely with Belgium-
based GMR (Glass Machinery Reconditioners)
on these operations. The eleven-strong GMR
team doesn’t handle all aspects of recondition-
ing, as one might expect with such a wide range
of glass processing machines to service. In the
course of a reconditioning project, some special
services are entrusted to external contractors
with specific expertise; alternatively, the com-
pany avails itself of external technicians particularly
conversant with specific machine types or brands.
In addition, GMC stressed that its technical
team is truly international in character. 

Furthermore, with 23 resellers or agents
worldwide, linguistic problems rarely hamper the
company’s services.  

The company pursues a similar course during
installations of complete lines, such as temper-
ing furnaces or IG lines with sealing robots.
This strategy is dictated by the wide selection of
machinery handled by the company. “This ensures
that customers have specialists for whatever
machine they have chosen,” explained Coenen.   

The company has thrived in the course of its

short history. Coenen revealed that turnover
has continued to increase, and that profits for
the year are up 100 per cent on the previous year’s
figures. He also announced that GMC Maastricht
will be flanked by a new Dusseldorf branch -
headed by former Saint-Gobain manager
Günter Fuendgens - to ensure closer contacts with
the German market. Although the company is
mainly known as a used machinery trader, as its
full name, Glass Machinery Consulting sug-
gests, the company also provides consulting
and advice services for operators who want to run
companies differently or who are considering set-
ting up a company. This service includes asses-
sing the machines most suited to the initial
investment and budget. This service can be
extended to turnkey projects and is focussed on
small- to medium-sized processing companies with
cutting tables, edgers, drilling, washing or IG lines.   

MACHINES AND CUSTOMERS 
The company concentrates on flat glass pro-

cessing machinery which is divided into 11 cat-
egories: cutting, edging, bevelling, drilling,
washing, mirror plants, IG, laminating glass, tem-
pering, handling and manipulation, and others.
The machines sold range in price from EUR 1,000
up to EUR 400,000 for complete production lines.
Customers include companies from within the
Saint-Gobain, Pilkington, Glaverbel and
Guardian groups. Coenen claims that GMC’s
solutions appeal both to smaller and larger
companies. The latter tend to be attracted to recon-
ditioned machines, especially when they are
branching out with production plants in new areas.
At a time when investment in new machinery
is something companies have to assess very
carefully, the second-hand market can often
provide the solution. The message from GMC
is: “before buying a new machine why not con-
sult the GMC website, customers might just find
a machine bought one to three years ago by ano-
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161ther company.” The company consistently aims
at having as complete a machine fleet as pos-
sible. At the time of the interview, during the
recent edition of glasstec, Coenen confirmed that
over 300 machines could be viewed via inter-
net, while over 150 machines were available for
viewing at the GMC warehouses. What the
company wants customers to understand is that
when they visit the GMC website, it is as if they
were visiting the showroom. 

Coenen pointed out that the company also uses
its extensive contacts throughout the glass
industry to track down machines to order.

MEETING CUSTOMER REQUIREMENTS
For the second-hand option to be truly

viable, the condition of the machinery has to
fully meet customer requirements. GMC offers
three main options to its customers. 

Some customers prefer to buy cheap and opt
for un-reconditioned machines; others, how-
ever, prefer to buy a machine that has been tech-
nically reconditioned. The customer can inspect
the machine in the warehouse, where it is
installed, and see that it is in full working
order. Obviously, this does not eliminate the
risk of subsequent breakdowns, which are not
covered by guarantees and have to be repaired
at the customer’s expense. 

The third option is a fully reconditioned
machine, which comes with a GMC guarantee. 

The second crucial factor for ensuring the
viability of the second option is availability.
This explains the company’s commitment to
building up a large stock. “There are com-
petitors and resellers in almost every country,”
explains Coenen. “To meet that competition we
have put the stress on stock and we believe that
is where our advantage lies. If the machine is
on sale then it is in stock. 

We do not sell virtual machines. Its possi-
ble that we have already added a machine
which is coming free in the next weeks but no
selling price is indicated by the seller.

A related factor is testing. When you buy
a machine, a seller will rarely tell you every-
thing about a machine, therefore it is essential
to carry out exhaustive tests and inspections,
which can only be done properly in your own
warehouse and with your own conditions. After
which, it is possible to inform buyers about prob-
lems or repairs that need to be done.  

ACQUISITION OF MACHINERY
The company sets about acquiring its fleet of

used machines by making manufacturers aware
of their existence. “We don’t want to compete with
new machines,” stressed Coenen, “ because cus-
tomers who turn to us are not interested in invest-
ing in first-hand equipment, mainly for financial
reasons. This is important, because, if a buyer with
only 60 per cent of the price of a new machine
available can buy a used one for 40 per cent of
the full price, then there is something left.”
Moreover, a used machine is often a very good
advertisement for the original manufacturer and
it is quite common for operators who start out with
a used one to invest in a new model after two or
three years of successful production. Alternatively,
manufacturers may contact GMC if they know
of a surplus machine that could be replaced by
a new model, thus facilitating a deal.

Of course, the company prides itself on its neu-
trality. “It is essential that competing manufac-
turers don’t get the impression we give prefer-
ential treatment to a particular company or have
special relations with others,” stressed Coenen.
Which is quite understandable: it would make lit-
tle sense for a company that wants to have a va-
ried fleet of machines to alienate any potential
suppliers. Another important source of infor-
mation about machines coming on to the used mar-
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ket are sales representatives. They often work very
closely with customers and are also happy to help
them sell their old machines in order to meet the
expense of new plants. These are the main
sources, but further opportunities come from
companies that are closing down, auctions, lea-
sing companies, or banks, that contact the com-
pany about acquiring a full machinery park. 

ASSISTANCE
When asked about assistance in the event of

breakdown on a fully reconditioned machine.
Coenen replied that this depended to a certain
extent on the machine and on how well the ori-
ginal manufacturer is organized. If the manufacturer
has a local agent, office or technicians, then a ra-
pid and cheap solution is easily found, because,
Coenen claims, 99 per cent of manufacturers
are willing to supply service on a GMC-recon-
ditioned machine. The company always stres-
ses before a sale that it is not the manufacturer,
so the GMC guarantee differs from the original
guarantee on a new machine. As regards service
on foreign sales to overseas locations, Coenen
stressed that the company has partners or agents
in many countries with their own technical staff,
who  can deal with after sales service. He also
added that the company is constantly striving to
increase the number of salesmen and agents in
different countries. 

AVAILABILITY AND COMMUNICATION
The main factors in GMC’s success are the

availability of machines in stock and commu-
nication via the internet. Fairs also play an
important role and the company regularly
attends glasstec, Vitrum in Milan, Italy, and
Mir Stekla in Moscow, Russia. The company is
also planning to take part in fairs in India and
Asia. As a small company, fairs represent an
exceptional opportunity for contacts and real
chances of a sale each day. And, of course, a sin-
gle sale, for example a complete line, can rep-
resent a very big result. The cost of participa-
tion at a fair such as glasstec, is offset by the gains
to be made from contacts with potential and effec-

tive buyers, aside from the image-building val-
ues of participation.  

PROSPECTS AND PLANS
The company means to build on its operations

to help customers sell or offload old machines,
so they can buy new or used machines, and to build
up a large stock of machines so that customers
will be encouraged to consult GMC to find the
kind of solution they are seeking. This is a sys-
tem that, ultimately, the company would like
to set up outside Europe, too, particularly in
dynamic markets such as Russia and the Middle-
East and Asian arenas. That is not to say the
company is not already confident it can handle
deliveries to users farther afield, as Coenen con-
firms: “customers from these areas can use our
service with complete confidence; there should
be no obstacle to buying a machine outside
Europe and we guarantee smooth delivery and
installation anywhere.” Nevertheless, strategically
placed offices are planned, especially in India,
Asia, North. America and Russia, where the
company claims it has established contacts with
potential local partners with technical staff that
it fully intends to build on in the longer term.
However, Coenen also struck a note of caution
by stressing that this would be a gradual
process, emphasizing that the best way for
the company to grow would be to always
deliver what it promises. 

A GLANCE AT THE MARKET
As if to stress the special relations that

exist between the producers of original machi-
nery and a reconditioning company such as
GMC, Coenen closed by considering the impli-
cations of current market trends for his busi-
ness. At present, fewer new machines are
being sold. Inevitably, this means that, in turn,
fewer second-hand machines are being made
available. This is something that is already
apparent and it confirms that fortunes of used
machinery operators are inevitably linked to
those of the original makers.  ■
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