
tarting off with Group figures –
Intermac is part of the Biesse Group –
Paolo Tarchioni spoke about the excel-

lent results for 2005, both for the Group and for
Intermac, with growth in turnover, operating
margin, net profit.

PRODUCTION
The company has continued to work with

excellent results, and goals fixed in 2004 have
been reached, without having excess stock on
hand. In fact, the philosophy of working “on
order” and “just in time” has continued to be
put into practice. Production lead times are
improved continuously with machinery present
at the plant for the shortest time possible.

Process times are shortened by improving the
quality of the work carried out at the compa-
ny’s premises, improving efficiency. This is
made possible with tailor-made machines and
modular construction so that each item is ded-
icated to a particular client.

New machinery
At the end of 2004, Intermac introduced its

new series of work centres and cutting tables
which represented a turning point in the sector.
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It was the company’s intention to further
rationalize the product range but also to offer
to the market a new product valid for both
small and large glassworks with a wide range
of possibilities in terms of working dimen-
sions and investments.

This resulted in a range of machinery with
configurations and dimensions that are com-
pletely different from each other and, there-
fore, suitable for any kind of glassworks and
production, but also variable in price. 

After two years, Glass-
Technology International
returned to Pesaro, to visit
Intermac and speak to
Managing Director, Paolo
Tarchioni, who presented us
with a series of positive
examples of how the company
is expanding and evolving, on
the continuous lookout for
innovative machinery. An
internal Open House 
in June will be the 
occasion to present some
prototypes that will be
available to the public of
glasstec in October this year.

Paolo Tarchioni,
Managing 

Director 
of Intermac

Genius Cutting Line



74 The present production range also includes a
wide use of PCs and company software (devel-
oped in-house in the past three years) that has
created a considerable gap compared to other
machinery on the market.

Flagship product of the company at present
is the five-axes workcentre, dedicated to both
small and large industries, where a change in
production is always easy thanks to its extreme
flexibility and key low set up times. 

LAMINATED GLASS
The company is, however, constantly on the

lookout for innovations. In fact, there is a spe-
cial area in the plant dedicated to prototypes.
Intermac’s innovation for 2006 is a cutting table
for laminated glass types, which is quite a new
area for the company but where it is in an opti-
mum position to face this market both in terms
of production and in terms of sales and distribu-
tion network. One of these machines will be
presented at an internal upcoming Open House
to be held in June, as well as at the glasstec fair
in October. 

Intermac’s objectives are those of supplying
high-tech solutions for customers that want to
be competitive on the market and be one step
ahead of their competitors.

Intermac’s R&D department also works on
these aspects and the response from the market
is also moving in this direction – the possibility
of having different production types during the
working day. 

STRUCTURAL GLASS
There are other market sectors that are also

undergoing extraordinary development such as
those regarding building construction, structural
glazing and curtain wall glazing. The Group
also responds to this market demand with a
bilateral machine for large glass sheets from
Busetti and in Italy there are five or six of these
machines that have been up and running with
success for one or two years. This machine of
the incredible proportions of six metres, is used
mainly for glass for architectural purposes.

The demand for these machines is now grow-
ing in Europe and is also starting up in the Far
East in India and China where the surface cov-
ered by glass in buildings in on the increase. 

The company is now concentrating especial-
ly on expanding its product range, especially
thanks to foreign branches where more prod-
ucts must be made to counteract the costs
involved. The first step in expanding is to con-
sider the company’s core business – workcen-
tres and cutting tables – followed by bilaterals
and, drills which is also a niche market where
Intermac is already present but that would like
to develop further. 

DIAMOND TOOLS
Being able to supply the tools for

its machines is also a strong point
in the company’s favour. Diamut,
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part of the Group, is the company that does
exactly this. Diamut produces both diamond
and polishing wheels not only for Intermac’s
machines but also for other companies’
machines. Development is presently underway
for resinoid wheels, while the distribution part
of this sector is also being looked into.

WORLDWIDE MARKETS
In the last two years, Intermac has continued

to consolidate its sales network. 
In Russia, the company has seen turnover

increase threefold, with sales including 
the entire range of Intermac machines 
with excellent performance on the most high-
tech products.

China is taken care of by 
a local distributor, where 
the strong demand is mainly
for cutting tables. Develop-
ments are also ongoing for
machinery for the first phases
of processing, such as edges

and cutting.
Important investments

are taking place in India.
The Biesse Group has
recently acquired land at
Bangalore and has started
building a factory for the
manufacture of metalwork 
for all machinery of the

75group – wood, glass and marble. It will be a com-
pletely new plant with a local workforce that has
already undergone training at the Intermac prem-
ises in Italy. Production is expected to start up in
about a year.

As far as “Old Europe” is concerned, the sit-
uation for Intermac in Italy is stable, while
Spain is seeing growth. Central Europe is also
stable while eastern countries of Europe are
undergoing important changes and development
thanks to European financing and where
Intermac is represented by an important net-
work of agents. 

North America needs to be looked at care-
fully, for a series of reasons. In the case of
glass, the market in the United States has
undergone a considerable attack from Chinese
finished products, that has damaged many
manufacturers with the commercialization of
glass from China. 

This is due to the fact that China has prod-
ucts that do not have very high quality but in
the case of high quantities of glass it is some-
times more convenient to buy finished glass
products from China as it costs less than 
processing the glass in the United States. In
fact, the production of glass in the United
States is decreasing. 

South America is very active for the company
at present and, in fact, Intermac will have two of
its machines - a workcentre and a Busetti double
edging  machine - on show at Glass South
America in São Paulo, and the company believes
strongly in this market even if there are risks and
financial difficulties involved.

AFTER SALES
Development is strong in the post-sales sec-

tor too with a net internal improvement as far
as reliability of machinery is concerned. The
company works continuously so that its
machines are the most reliable possible. This is
the real factor behind the success of a machin-
ery manufacturer. 

Preventive maintenance is also part of the
acquisition of an Intermac machine, where the
customer can choose among different forms of
assistance. Another fundamental part of the
company’s post sales department is the Help
Desk, a large database where all calls for assis-
tance and problem solutions are continuously
recorded to be used for future technical inter-
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ventions, and statistics, to be able to trace the
complete history of every single machine dur-
ing its life cycle.

A team of experienced technicians are 
also ready to intervene through teleservice
(directly on the CN of the machine) and with
specific visits.

Company branches are organized ex-
actly the same way as the headquarters as 
far as post-sales are concerned. All have a 
service of assistance and technicians for 
direct intervention. 

In conclusion, we can say that there are
many different aspects in the work of a compa-
ny with the dimensions and complexity of
Intermac and as many ways to measure a prod-
uct’s success and appreciation in the market,
but the effort and quality that Intermac is put-
ting in its daily work clearly explains the
prominent position this company has reached
in the market over the years.  ■

76 A technician
controlling a

client’s machine
with Intermac’s

teleservice
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