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From a recent interview with
Cesare Gaibini, Managing
Director of Tecnometal, Glass-
Technology International
discovered the changes and
choices made by this company. 
A new business strategy and
Business Plan have been
decisive in the growth of the
company in the past two years
as well as a recent Open Day
held in Pesaro, central Italy
where the company put its
frontline developments on show.

Valerie Anne Scott

Technometal premises,
Pesaro, central Italy
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pecialized in the manufacture of CNC
workcentres for glass processing,
Tecnometal, based in the area of

Pesaro, central Italy, is part of the CMS Group
of companies. CMS, which has been working
in the glass sector for over 30 years, bought Tec-
nometal about three years ago, thus unifying
services and goals, while creating added val-
ue. Recent changes and choices, with the goal
of finding its own niche on the market, have
brought forth innovations, included in a new
Business Plan and the integration of the com-
pany in the group.

CHANGING AND EVOLVING
Tecnometal’s recent Open Day, held in

Pesaro, central Italy, with over 200 visitors gave
a clear demonstration of how the company is
continuing to change and evolve. The result of
a year and a half of work, it showed the impor-
tant steps taken to integrate the company,
from being a follower on the market, to now
having its own market sector. 

“There are, at the moment, three big, impor-
tant groups in the glass processing machinery
market: Bavelloni, Intermac and Bottero. Tec-
nometal’s goal was to identify the values of these

groups and find its own space
for growth. This is where the
company’s Business Plan came
into its own. Tecnometal” states
Cesare Gaibini, the company’s
Managing Director, “has no
intentions of following in oth-
ers’ footsteps - it wants to find
its own way.” 

Product rationalization
Product industrialization is

an important part of the Busi-
ness Plan. In the past Tec-
nometal was an industrialized,
artisan outfit with custom-made
products, almost never repeti-
tive. The new organization has
tried to change this logic regard-
ing the company’s production
- with products in series that can
be personalized, but with con-
stant quality parameters over
time. In particular, Tecnomet-
al concentrated on Quality Con-
trol processes guaranteeing that
each product leaving the prem-
ises is certified as being in per-
fect working condition.

Functional distribution
During the last year and a

half, a sales office has been
opened in Pesaro. Up until two
years ago, Tecnometal sales man-
agement was based in Bergamo
with the CMS Group, northern
Italy, where certain functions
such as information systems and

Cesare Gaibini,
Managing 
Director
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personnel are presently dealt with.
Other specialized functions have grad-
ually been moved. The Pesaro office
has four area managers and two peo-
ple working in customer care.

Internal and foreign organiza-
tion

Oscar Piersanti is part of the sales
department and is Area Manager for
some areas worldwide, as well as
being the reference person for Tec-
nometal’s product line (e.g. work-
centres and cutting machines). This
same re-organization includes the
collaboration and agreement with
Deltaprogetti, now part of the CMS
group, a separate entity making bilat-
eral and drilling machines, which the
office in Pesaro also takes care of, with
Damiano Mazza as reference person. 

The sales network has changed
compared to two years ago: then
there was an unwieldy situation owing to the
creation of a sales team linked to the CMS
Brembana Macchine trademark. Commercial
linkage with Tecnometal already existed, cre-
ating certain incoherencies. 

In the Business Plan the world market has
been divided considering both the geograph-
ical aspect as well as the product line to be pro-
moted. In this way, it was necessary to estab-
lish collaboration amongst more than 25 agents
worldwide. Many more have now been set up
and, today, the sales network has 10 agents in
Italy and 24 foreign offices representing numer-
ous salespeople and technicians. For example,
in North America, Salem - a distribution
agency Tecnometal has contact with - has
more than 20 salespeople in the sector. The
example of North America is probably the
most important one in terms of dimensions; the
branch takes care of technical/logistics aspects
and general management - a US Open Day is
in the process of being organized.

OPTIMIZING RESOURCES
Company organization has made important

advances: production has increased, thus
requiring a new kind of organization. All work
procedures have been revised, trying to iden-
tify the right person responsible for each kind

of activity with the creation of a team organ-
ization. All decisions, however, are taken
together. This is all a little like the Japanese
work-style - there is not a single person who
makes decisions: a team of people are contacted
each time, depending on the kind of decision
to be taken. This has already given good
results. Moreover, Tecnometal has concen-
trated on the training of its internal and exter-
nal resources, organizing various courses with
specialized companies in the various seg-
ments. In-house courses have also been arranged,
in particular for the sales team. These are
basically technical training courses concern-
ing the product and sales technique. The goal
here is that of making those who work in this
field a consultant for the client, thus giving added
value to the company.

This Business Plan also carried out com-
parisons between Tecnometal and Brembana
products versus other products on the mar-
ket. This underlined the fact that, until a year
and a half ago, Tecnometal was lagging vis-à-
vis other companies because the latter had
already begun to offer shape-reading systems
two years previously. This technique means that,
when there is a shape in glass, cardboard or oth-
er material, the machine is able to read and repro-
duce the same. These companies also employ

New under
drilling system,
patented
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simpler, user-friendly software systems. 
In today’s workplace, especially in Europe,

there is great demand for very simple instru-
ments. This was, unfortunately one of the lim-
its of Tecnometal two years ago - the compa-
ny had a rather complicated programming
system for shape reading.

Goals
Therefore, one of the goals of the company

was the creation of a shape-reading system for
its machines. At Vitrum in Milan, northern
Italy, in October 2001 Tecnometal presented
this new equipment which is now available on
the market and has become a consolidated
product both for its software and shape read-
ing characteristics. This new software for
workcentres has been created together with one
of the CMS companies - DDX - whose head-
quarters are in Bergamo.

Product line expansion was also part of the
business plan, not just for internal policy, but
also for market demand and those companies
who find it difficult to buy different machines
from different producers. 

It is now normal to look for a supplier who
can be trusted to supply different machines and,
therefore, grant the combined acquisition of two
or more machines. If the supplying company
is not in a position to satisfy this combined
request it may be in difficulty. Tecnometal
has, hence, decided to relaunch one of its his-
torical products: cutting machines.

NEW GENERATION MACHINES
At Vitrum, Tecnometal presented, and is

already shipping to its clients, numerous new
generation cutting machines. These are essen-
tially characterized by speed, finishings and
technical features such as shape reading, with
software able to recreate the designs read by
the system. This line has been completed by the
introduction of a cutting machine for laminated
glass, which, in the past, Tecnometal did not
have. The machine was on show both at
Vitrum and at the recent Open Day and the first
series is now being shipped. With these two
machines, the firm has followed its mission:
to produce machines different from the others
on the market.

The company has therefore patented two new
solutions. In conventional cutting tables an
exclusive Tecnometal system for four-head
cutting has been created. The company has also
patented a system for cutting machines for
laminated glass with two spheres positioned
beneath the machine. The cutting of the glass
sheet, therefore, can be carried out by pulling
the laminated glass to open the plastic inter-
layer. This can be done using pressers or
machines that had, in the past, a system of
hinges that often pressed one of the two pan-
els of glass. Tecnometal’s machine has two
hinges: there are two spheres, one above and
the other below the glass sheet, which means
that the central part of the glass is always
under stress and never compressed.

The company is, more-
over, currently working
on additions to its already
wide range of machinery
with a complete line of
straight line edgers, bev-
ellers and grinders, as well
as variable angle machines.
There will also be devel-
opments regarding new
machines for Deltaprogetti.

Workcentres
Flagships at the Open

Day were the two new
patents regarding work-
centres. The first of these
two patents enables drilling
from below the surface of

New no
template

system,
patented
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the glass sheet. Its pneumatic motor is applied
in the same way as a sucker and allows double
drilling without the problem of fragments usu-
ally associated with traditional workcentres.

Tecnometal’s second innovation is the sys-
tem for the bevelling of thin glass sheets -
without the need of a template, where the glass
sheet is placed so that it does not bend and
deform. This new system eliminates the 30
minutes to one hour needed to set up the tem-
plate, which previously caused problems for small
laboratories with limited series and low quan-
tities of material, thus decreasing production time. 

Innovations and branding
Today, Tecnometal software is amongst the

simplest on the market. Company machines

cover all functions of competitor machines.
Gaibini told us that the company is very proud
of the work carried out so far as, he said, 
Tecnometal is the first firm in 15 years to come
up with this kind of solution. There are, in fact,
manufacturers who propose two different
machines for the bevelling of thin glass. 

Tecnometal, on the other hand, now has one
machine for this work, combining it with a
new kind of aesthetics, called for by current mar-
ket demand.

In terms of branding, Tecnometal called on
an Italian company, one of the worldwide lead-
ers in its field, for the design and planning of
the new product identity that will be put forward
with all the company’s machines. This will be
seen starting from the next exhibition on all

Pesaro
trading
centre
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Tecnometal’s workcentres, which will have a
homogeneous appearance as will the cutting tables
- innovative and modern.

Agreements with Deltaprogetti, meanwhile,
already in the pipeline a year and a half ago, were
directed not only at completing the product
line comprising bilaterals and automatic drilling
machines, but also at creating synergies with Tec-
nometal products, especially in the sphere of load-
ing and unloading.

Official tools supplier
A further innovation foreseen by the busi-

ness plan was the selection of an official tools
supplier, enabling the company to supply not
only machines but also qualified tools and
services. This official supplier is Duezeta,
based near Milan.

The choice was made from amongst ten
suppliers, a process started a year ago with vis-
its to identify the right choice between two dif-
ferent companies. Much time was dedicated to
this important choice in order to be sure of
obtaining the best qualified service. Another
new feature is the Pesaro workshop, where
machines are made available for training pur-
poses and technical trials have been carried out
for the past year on tools from various suppliers.
Today’s machines depend greatly on tools and
Tecnometal has decided to choose a supplier
that is an expert in its field.

This agreement with Duezeta is not, under-
lined Gaibini, an exclusive agreement, it just
involves the first supply of tools. The sup-
plier, therefore, is an independent company, just
like Tecnometal. The difference is that Tec-

nometal’s machines have a guaranteed and
certified first supply of tools, along with assis-
tance service.

CONCLUSIONS
It has been, and still is, a difficult time for

the company, as such fast growth in such a short
period of time is very hard for everyone - but
the results seen so far are positive. A large part
of the work carried out has not yet been cap-
italized - there are economic and human invest-
ments still awaiting fruition in the short and
medium term. Moreover, Tecnometal is also
working on the upgrading and strengthening
of its customer service department - which is
an important part of any company, especially
one that is growing fast.

“All in all,” said Gaibini, “we consider our-
selves to be an important player in today’s
market. We are finding our own independent
space vis-à-vis the three big groups - in line with
the plan of two years ago. 

We have all worked together to achieve
what we have today. There is still a lot to do
and many innovations will come about, but the
most important aspect of this entire situation
is the human part - not only the professional-
ity of the department heads in the company, but
also the strong motivation and energy as well
as total belief combined with professional
management, methods and systems. 

We are not the biggest and we do not want
to become the biggest on the market, we just
want to be - and remain - the best.” 

“This is Tecnometal’s mission - this is what
we want to do and what we are doing. We do
not want to be the fourth big group on the
market or work on segment division to iden-
tify our activity. The big groups already cov-
er certain market requests and it is our job to
identify which needs and demands have not yet
been covered. Companies need their own iden-
tity, thus eliminating the danger of market
monopolization by one or a limited number of
players.”  ■
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1999 EUR 3,600,000

2000 EUR 6,500,000

2001 EUR 9,600,000

Order book for 2002 EUR 2,500,000 at 31.12.01

Joint venture group turnover of more than
with Deltaprogetti EUR 15 million (glass alone)
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