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Over the past years, DESMA has been able to
achieve several further important milestones
with considerable revenue growth, increases
in value creation and earnings as well as
expansion of its international presence. At the
same time, we have invested in innovative
processes and products as well as in our further
development as a future-proof enterprise.
We definitely have almost all the characteristics
of a “hidden champion”. Likewise, we are able
to apply the above quote from the BadenWuerttemberg Minister President to our German
site, located between Lake Constance, the
Swabian Jura and the Black Forest in the natural
parkland of the Upper Danube.
But are these really the factors that matter?
We don’t think so. The attributes mentioned
are only possible because DESMA moves in a
challenging niche market in terms of application
and distribution. In a market where our
customers and those who’d like to become
our customers entrust us with their enquiries
and orders.

reason as well, the word “hidden” is apt.
However, we certainly won’t be remaining
hidden for long – you can discover DESMA
with an exciting presentation at the 2019
K Fair!
Fun discussions about champions and their
claim to market leadership are possible.
Successes should always be an incentive
to be even better tomorrow. Here at DESMA
the focus is on mastering complexity in our
customers’ daily operations as well as in our
own company. You’ll find out how we plan
to rise to this particular challenge of the future
in the latest issue of RECORDS.
For the DESMA team

For the public at large, we are for the most
part a great unknown. Even many of our longterm customers don’t immediately see what
we are capable of doing for them with our
“hidden qualities”. In our opinion, for this

Martin Schürmann

Dr. Harald Zebedin
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WHAT IS
THE TERM FIRST APPEARED IN A STUDY IN
ACTUALLY A THE YEAR 1990. THIS WAS PUBLISHED IN
A BUSINESS JOURNAL AND HAS BEEN
HIDDEN EXPANDING THE DISCUSSION ON THE
SUCCESS OF UNKNOWN WORLD MARKET
CHAMPION? LEADERS EVER SINCE.
These secret winners are mostly smaller, midsized enterprises which are relatively unknown
to the general public, but which occupy a
leading position in their specific markets. Thus
hidden champions make a considerable contribution to the local economy. They have a high
proportion of exports and are often successful
on the market for a longer than average time.
They are frequently family-run businesses or
have arisen from such, but subsidiaries or independent group entities can also be unknown
world market leaders.

WHAT IS ACTUALLY A HIDDEN CHAMPION? – DISCOVER DESMA
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INNER DRIVE TO LEAD
The impetus for hidden champions is a kind of
“psychological market leadership”. Executives
and employees are united by an internal drive
to be or become number one. These companies
move in industry-specific market niches or they
create such for themselves. This is where they
develop unique products for their customers
and their customers’ markets, creating them
themselves with high levels of vertical integration.

SYNONYMS
& ORIGINS
HIDDEN
CHAMPION
HIDDEN
CONCEALED, SECRET, SILENT
CHAMPION
VICTOR, WINNER, HERO, MEDALIST, TITLEHOLDER,
ADVOCATE (FOR A CAUSE), FRIEND, HERALD, PROPONENT,
SUPPORTER, WHITE KNIGHT

CLOSE RELATIONSHIP WITH CUSTOMERS
Product specialisation in volumes that render
it economically feasible is only possible with
global distribution, so international positioning
is a major success factor for hidden champions.
Despite worldwide business relationships,
the companies act in very close proximity
to their customers. Their industry-specific
products are not easily replaced for the most
part, which supports the close relationship
between the companies. Special customer
requirements may often be innovation
drivers as well.

DISCOVER DESMA:
AT THE “GLÜHOFENHALLE”
IN THE AREAL BÖHLER

AS A HIDDEN CHAMPION, DESMA IS MAKING THIS YEAR’S K FAIR
TRULY FASCINATING. WE AREN’T JUST MAKING AN APPEARANCE
AT FAIR HALL 16. INSTEAD WE ARE “HIDING” OUR PERFORMANCE
PORTFOLIO AWAY IN A VERY SPECIAL PLACE IN DÜSSELDORF AND
LOOK FORWARD TO INTERESTED VISITORS COMING TO DISCOVER US
IN THE AREAL BÖHLER IN THE QUIET, INSPIRING ATMOSPHERE OF THE
GLÜHOFENHALLE.

Glühofenhalle

FOR FURTHER INFORMATION ON THE DUAL FAIR CONCEPT, PLEASE
REFER TO PAGES 6–11.

BRAND APPEAL
In the case of hidden champions as well,
brands consolidate the special qualities and
competitive advantages. This reinforces identification with the company and its products
on the part of customers and on the part of
the highly qualified staff. Brands therefore
also contribute to the success of the hidden
champions in the long term.

4

PERFORMANCE-ORIENTED CULTURE
The culture of hidden champions is strongly
linked to performance and is the basis of
employee motivation. Management identifies
strongly with the company and aligns its focus
on the products. Fearlessness, vitality and
stamina are qualities of executives who are
additionally able to greatly inspire their staff.
Continuity plays an important role in management: many executives start in their positions
at a young age and on average remain there
longer than the executive staff of other companies.

2
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SPECIAL EMPLOYEES
Hidden champions have teams for whom the
content of the work, rather than a traditional
career path, is at the center of things.
These are employees who prefer life in their
hometown or in a rural area. Commercial
staff are normally recruited from the direct
surroundings or trained by the company itself.
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OUTDOOR AREA
INDOOR AREA

11

TECHNICAL PIONEERS
Many of the products of hidden champions are
innovations on the market. They thus gain and
maintain their leading position or they use this
to generate a continuous edge in a competitive arena which is usually small but intense.
The competitive advantages of hidden champions are often based on qualities such as
company-internal research and development,
outstanding products, economic efficiency,
delivery reliability, consulting, customer prox
imity and system integration.
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ENTRANCE
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# SELFIE POINT

3

GUEST LOUNGE

4

MEETING ROOMS

5

D 969.100 Z S3 WITH FIFO-C /
PARTNERFLEXCELL

6

D 968.250 ZO BENCHMARK 750 S3
WITH QUICKLOCK

7

D 969.300 SEALMASTER S3
WITH PERFORMANCE KIT

8

D 968.250 ZO BENCHMARK 750 S3
WITH FLEXCELL

9

HIGH TABLE WITH 4 SERVICE TOPICS

6
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COLD RUNNER EXHIBITS

11

WORKBENCH WITH DEMONSTRATIONS

ENTER
NEW
SPACES
THE DUAL FAIR CONCEPT
OPENS UP COMPLETELY NEW SPACES
FOR OUR VISITORS TO EXPERIENCE

K 2019
FAIR DÜSSELDORF
HALL 16, F56
Free
200 M2
Shuttle Service
AREAL BÖHLER
K 2019

INNOVATIVE TECHNOLOGIES
FROM DESMA AND THE NEW ERA
OF TRANSFORMATION
Right after the 2016 K Fair, we wondered how we
might present the DESMA performance promise
and value proposition to our visitors in an even
more concentrated manner, but without any of
the hectic and stress so typical of fairs –
a manner that is holistic yet targeted. In order
to achieve this, we have implemented an
exciting dual fair concept for the 2019 K Fair.
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FAIR HALL & GLÜHOFENHALLE
This year, our presence at the K Fair with its
FutureLab, reception and lounge is just the
point of departure for a very special journey
of discovery. Our invited guests as well as any
interested fair visitors who care to go from Fair
Hall 16 to the Düsseldorf Areal Böhler, will be
given insights into the known and sometimes
less obvious qualities of DESMA the hidden
champion.

ENTER NEW SPACES – THE DUAL FAIR CONCEPT

BUS SHUTTLE SERVICE & PARKING
A shuttle bus conveniently takes all DESMA
visitors with a fair badge from Fair Hall 16 to the
Glühofenhalle and back again. Invited guests
who would like to take their own cars to the
Areal Böhler will receive a parking pass from us
free of charge.

K

POINT OF DEPARTURE FOR A
VERY SPECIAL JOURNEY OF DISCOVERY
Enter new spaces – under this motto, visitors
to this year’s K Fair in Hall 16 F56 come in contact with us for the first time. In the FutureLab,
guests can find out about the dual fair concept
from our hostesses and, if interested, are given
their exclusive fair badge for the Glühofenhalle,
the DESMA hotspot of the 2019 K Fair.

AREAL BÖHLER
GLÜHOFENHALLE
HANSAALLEE 321,
40549 DÜSSELDORF
400 M2

INSIGHTS & OUTLOOKS
In the 400 square meters of exhibition space
at the Glühofenhalle, we offer our visitors a
varied program: insights into innovative DESMA
technologies as well as outlooks on the handling
of transformation movements in the relevant
industries and markets of our customers.
HOLISTIC & TARGETED
Our dual fair concept is specifically tailored to
our circles of visitors who want to actively find
out about the DESMA performance offering
and value promise. We thus guarantee that
every guest receives a broad overview for his/
her production success as well as targeted
content for his/her entrepreneurial added
value. The exclusive visitor program is perfectly rounded off with regional and national
events, which are led by our sales consultants
in the corresponding native languages.
TECHNICAL EQUIPMENT & SERVICES
We’ve paid special attention to ensure that
our guests in the Glühofenhalle experience
not only four running rubber application machines and robot solutions, but also DESMA’s
extensive presales and aftersales service
program and product portfolio.

GLÜH
OFEN
HALLE

EXPERIENCE DESMA THE
HIDDEN CHAMPION AND ITS PORTFOLIO
Our visitors with a fair badge can get to the
Areal Böhler via shuttle bus or car. What was
once a steel works, annealing furnace and
boiler starting from 1914 is now a modern
industrial park with a mix of sectors ranging
from commercial and skilled trades, industry
and startups all the way to the fashion and
creative scenes. Thus, the historic industrial
site offers our visitors an inspiring atmos
phere where they can discover the DESMA
performance portfolio as an answer to future
topics in the rubber processing industry.
INSPIRATION & CONCENTRATION
The Glühofenhalle is located in the Areal Böhler.
It has transformed itself from an old steel works
to become a popular location with an inviting
industrial look – and now serves as the DESMA
hotspot of the 2019 K Fair. Away from the usual
hustle and bustle of the fair, in the 400 square
meters of the high-ceilinged, light-flooded hall,
our visitors set off on their personal tour of discovery to find out everything about the DESMA
performance offering and value promise in a
calm, focused ambience.

DIGITAL PRODUCTS & PLATFORMS
We welcome our visitors in the guest lounge
of the Glühofenhalle, and the catering area
and meeting rooms are also found here. In
this section, an impressive video wall offers
initial insights into the digital DESMA product
and platform world of today and tomorrow.
In-depth details then follow with countryspecific talks and presentations by our sales
managers. The focus is on the megatrends
as well as regional industry-typical challenges
in connection with future-oriented DESMA
solutions.
THE EXPERIENCE SPACE
After the presentations, the video wall is raised,
and insight released regarding the innovative
product, platform and service worlds of
DESMA. In the experience space, we present
rubber applications and robot solutions on
the four machines D 969.100 Z S3 with FIFO-C
high-pressure injection unit and PartnerFlexCell, D 968.250 ZO BENCHMARK 750 S3
with QuickLock, D 969.300 SEALMASTER S3
with 3,500 bar high-pressure injection unit

At the reception, every interested visitor
receives a personal fair badge with a ticket for
the shuttle bus or free parking. The bus stop is
located in the outer section F16.5.1, where visitors will find the transfer from the fair grounds
to the Glühofenhalle in the Areal Böhler.

In the lounge, visitors can take a short break
from the ever-present hustle and bustle of the
fair over coffee and cold drinks and can follow
what’s happening in the Glühofenhalle on the
live monitor or watch a movie of the DESMA
story.
FOR MORE INFORMATION, PLEASE REFER TO WWW.DESMATTERS.BIZ/EN

and new performance hydraulics as well as
D 968.250 ZO BENCHMARK 750 S3 with
FlexCell. At the high table, our visitors experience four future solutions from DESMA’s
presales and aftersales service and product
portfolio. Cold runner exhibits and demonstrations at the workbench round off the DESMA
experience space in the Glühofenhalle.
> For further information on the machines,
please refer to Pages 8–9 and for information
on services, please refer to Pages 10–11.

YOUR
EXPERIENCE
SPACE
EXHIBITS
5

Stepper motor

Drive plate
Cold runner plate

SPOTLIGHT ON FOR THE LATEST
GENERATION OF THE DESMA PRODUCT
UND PLATFORM WORLD FOR MAKING
OPTIMUM USE OF ALL INDUSTRY- AND
MARKET-SPECIFIC OPPORTUNITIES
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D 968.250 ZO BENCHMARK 750 S3 WITH QUICKLOCK
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5
D 969.100 Z S3 WITH FIFO-C HIGH-PRESSURE INJECTION UNIT
AND PARTNERFLEXCELL
The basis machine with a footprint of less than 4.5 m² offers ideal
conditions especially for small series production of precision seals.
Changing the mould or mixture can be completed fast. The FIFO-C
injection system (100 ccm, 2,450 bar) with integrated PlastControl and
swivel-out extruder unit makes it possible. If necessary, the plasticising
screw can be removed within an extremely short period of time for
inspection or cleaning. In the case of HTV silicone applications, easy
material changes are possible with hardly any losses as a result of the
new cartridge stuffer device.

ENTER NEW SPACES – YOUR EXPERIENCE SPACE / EXHIBITS

Temperature-controlled nozzles
Heating plate

Distribution
block

7
D 969.300 SEALMASTER S3 WITH 3500 BAR HIGH-PRESSURE INJECTION UNIT AND NEW PERFORMANCE HYDRAULICS

8
D 968.250 ZO BENCHMARK 750 S3 WITH FLEXCELL

The bestseller from DESMA’s horizontal machine range is presented,
which starting now is available with a hydraulic Performancekit. Without
changing the ServoGear drive performance, all movements of the
mould carrier and hydraulic core lifter devices have been considerably
improved. Consequently, depending on the movement sequence, it is
possible to reduce cycle times by 2.5 – 5 seconds.

7

• Machine: 808501
• Tool: Key chain – 704775
• ZeroWaste ITM – 704776
• Injection: FIFO-C 100
• Material: Rubber
• Operator: 1x

Insulating plate

This system is presented with a PartnerFlexCell, which is equipped
with a collaborating 6-axis robot system and has a new CE-compliant
safety concept as well as 3D scanner protection. With no mechanical
safety guard, it enables robot-machine-human cooperation. In addition,
the PartnerFlexCell is set up in such a way that implementation at
other machines is feasible. Consequently, pure machine operation or
system operation is possible by means of switching. Likewise, this machine can be combined with a ZeroWaste ITM system with a mould for
manufacturing small rubber-metal articles. Robots take care of placing
the metal parts in the mould.

D 969.100 Z S3 with FIFO-C high-pressure injection unit and PartnerFlexCell

On this machine, rubber moulded articles are manufactured with a
coated SmartIdent RFID chip for the first time. A standard DESMA cold
runner is used for article injection. The latest generation of DESMA’s
EcoSilence+ 2-circuit servo temperature-control units is used, which
responds extremely quickly and precisely as a result of active flow
control. The system requires less energy for this. When the cold runner
system is changed, the cooling agents are automatically suctioned off
so that a dry cold runner can be placed inside.
The mould can be changed within minutes as a result of the QuickLock
fast-clamping system. The mould stress is ensured even in case of
power failure or complete loss of hydraulic pressure. A mould change
with a hot mould is presented live.

The further developed servo-driven brush modules, called ServoBrush,
are equipped with a powerful external electric drive and come with
a horizontal axis for freely selectable position adjustment. This also
makes it possible to counteract brush wear with ease by means
of automatic infeed. In addition, a spraying unit is integrated, which
guarantees optimally reproducible spraying results thanks to the
servo-driven brush modules. In the case of an installed mould, it is
possible to change the brush bodies with just a few tools within an
extremely short period of time. The scanner query integrated in the
brush head checks for secure article demoulding and thus guarantees
that the automatic cycle is error-free.

FlexCell can be used on standardised injection moulding machines.
The solution can be integrated in the complete article-specific process
automation in stand-alone units, which can be flexibly and quickly
blocked on a modular or application-specific basis. FlexCell allows for
system conversion within the shortest possible time. The interfaces are
also standardised; visitors can experience plug & play operation live.
The mould history documents the data integration of mixture batches
together with the entire mixture data by means of barcode readers
as well as recognising the mould and cold runner systems by means of
a fully integrated dot code scanner. Via the traceability data tool
SmartTrace, the actual production data is documented and subsequently
allocated to the article by means of coding. With the E-Drive cold runner
system, with additionally integrated PressureSense in every cavity,
it is further possible to document the actual changeover pressure
of every individual nozzle and thus also document the course of the
process.

This machine is presented with a ZeroWaste ITM pot for sprueless
direct article injection and a 12-piece seal mould with different article
geometries. Iso+ heating plates are used in order to reduce the energy
consumption of the ServoGear machine even more. The EnergyControl+
system provides further savings effects with an energy-optimised
machine start-up process. As a result of the integrated load management,
a considerably lower peak current consumption is achieved, which
has a major influence on energy costs. In addition, all of the energy
consumption of the individual components, all the way to compressed
air consumption, is recorded and allocated. Moreover, this machine
makes use of the proven cure time calculator DesCure.

• Machine: 809968
• Tool: 24 cavity pads – 705501
• Injection: Ad ll 1600
• Material: Rubber
• Operator: 1x
• Machine: 806484/810083
• Tool: Seals – 704257
• 18D ZeroWaste ITM – 704045
• Injection: FIFO-B 500HP
• Material: Rubber
• Operator: 1x

D 968.250 ZO BENCHMARK 750 S3 with QuickLock

Industry 4.0 and the corresponding demand for traceable production
data is a top agenda item for all elastomer component manufacturers.
The growing scarcity of qualified operating staff poses a challenge to
processers – with the recently developed FlexCell, DESMA now offers
the ideal solution to this challenge.

D 969.300 SEALMASTER S3 with 3,500 bar high-pressure injection unit and new performance hydraulics

Using the laser printer, the system can mark or engrave a unique ID
on the produced parts – even if the produced parts are black. The
visualisation tool for displaying the recorded production data has been
completely reworked and now has a newly developed, web-based
front end as part of the SmartConnect 4.U platform.

•
•
•
•
•
•
•

Machine: 808500
Tool: Dice cup – 704773
8D – E-Drive – 704746
Injection: Ad II 2400
Material: Rubber – black
Operator: Production = 1x //
DEMO FlexCell = 2x

D 968.250 ZO BENCHMARK 750 S3 with FlexCell

YOUR
EXPERIENCE
SPACE
SERVICES

THE LATEST TREND:
DESMA’S FUTURE-ORIENTED
SERVICE OFFERING AS A BASIS
FOR EFFICIENT AND
RELIABLE PRODUCTION PROCESSES

PREDICTING INSTEAD OF REPAIRING – THE DESMA SERVICECOMMITMENTPACKAGE
The DESMA ServiceCommitmentPackage is a worthwhile investment for increasing system availa
bility. With the ServiceCommitmentPackage individually tailored to the needs of the customer,
it is possible to define preventive maintenance and spare parts strategies to suit requirements in
order to be able to prevent machine failures in time. All maintenance factors, all the way to hydraulic
oil management, can be integrated individually in order to achieve maximum possible availability.
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9 Optimised injection moulding with SmartFlow
For the first time ever, with SmartFlow, DESMA offers an in-house
flow simulation calculation for injection moulds or injection moulding
processes. The data is simply entered in the user interface, which is
identical to the user interface of the process visualisation DRC 2030
TBM.

9 Realistic 3D simulation of automation solutions
The recently created DESMA automation team supports customers
in project engineering, simulation and turnkey implementation of
complete robot animations and robot programming including integration in machines and appropriate mould designs for new systems and
upgrades. Via data access to all components, function mapping which
is almost identical to reality is possible from all angles. In parallel, the
robot program is also generated automatically. As a result of automation specialists being integrated in the project department, DESMA is
able to deliver first-class plans that are also meaningful early on in the
project engineering stage.

ENTER NEW SPACES – YOUR EXPERIENCE SPACE / SERVICES

9 Optimise article production runs with the GapAnalyser
The new DESMA GapAnalyser makes it possible to compare similar
article production runs in order to thus create a theoretically optimum
cycle. The DESMA GapAnalyser software provides clear instructions
for action to fix deviations in the individual machine cycles. In practical
trials, the result was an optimisation improvement in the seals division
of about 3 %. This means that it was possible to increase productivity
by 3 % after the causes of the fluctuation in cycle times were remedied.
DESMA offers analysis using the GapAnalyser as a service.

D 968.250 ZO BENCHMARK 750 S3 with FlexCell

D 969.100 Z S3 with PartnerFlexCell

9 Article traceability down to the individual cavity with SmartTrace
DESMA presents several new options for reliable article designation,
which makes allocation to production data possible even after many
years have passed. Integration in the customer’s ERP environment is
supported by DESMA in the form of a targeted service offering.

9 SmartConnect 4.U platform & products
What was internationally presented three years ago as a road show on
the subject of Industry 4.0 and machine networking has meanwhile
developed into a platform which, in addition to pure machine networking,
represents the entire business relationship and will also be available as
an internal communication platform to customers, DESMA and other
business partners. All SmartConnect 4.U products developed further
to date are integrated, and are also available as a total of 12 individual
SmartConnect 4.U products.

11 Optimum hydraulic oil management using HydroFit
Hydraulic oil changes at defined intervals or according to the actual
state? Even better: The filling lasts for the entire life of the machine.
DESMA offers option packages and retrofit packages for oil sensors
and additional filter systems as well as complete oil recycling at the
machine as a service.

7 PerformanceHydraulics retrofit kit
For the D 969.300 Z SEALMASTER S3, DESMA offers the PerformanceHydraulics retrofit kit, which enables a savings potential of up to three
seconds depending on the cycle sequence.

9 Machine technology well protected with SmartWall
With the optional retrofit feature SmartWall, all machine control
components that have Ethernet are economically consolidated in the
control cabinet-internal machine network and protected against
unauthorised access from the outside. In addition, as a result of this,
remote access for maintenance by the DESMA service team is possible
for diagnosing and correcting faults and increasing production provided
there is an Internet connection at the machine.

10 11 DESMA mould-making and cold runner expertise
In addition to specialty mould-making, with FlowControl E-Drive open
or closed cold runner systems and conventional or ZeroWaste ITM
systems, DESMA offers versatile optimisation options for sprue, flash,
quality and cycle. In connection with extensive user-related services,
DESMA is thus able to considerably increase the user’s resource
efficiency levels. The possible potential is demonstrated at the DESMA
mould and cold runner workbench.

5 6 7 8 DRC 2030 TBM for trend-based machine visualisations
The DRC 2030 TBM is DESMA’s rubber control tool with trend-based
machine visualisation. The 24" multi-touch panel in combination with
a 2.8 GHZ and 4 GB RAM processor as well as a 64 GB SSD hard drive
offers real added value: the trend-based display uses elaborated
threshold management to prevent the production of rejects and machine
downtime. It is possible to flexibly select and program up to 5 Fx series.
The complete order management can be mapped. All of the documents
required for machine operation can be handled using digitalisation. The
SetupAssist function for error-free machine setup has been extended
to include mould change guidance and the number of screen pages has
been reduced by half compared to the previous model.

9 DESMAcademy and SmartTraining
The DESMAcademy provides instruction on machine and process
technology at the DESMA Training Center and at the application site.
DESMA has raised the number of instructors to three and will be
giving the DESMAcademy a new home. SmartTraining supplements
correspondence studies and invites students to try it out. The curriculum
is ideally harmonised in terms of didactics and subject orientation,
and imparts knowledge and skills, from material science to article
quality and from mould handling and injection moulding to the complete
automation program with digitalisation applications.

DESMA IS EVOLVING INTO A MECHANICAL
ENGINEERING SERVICE PROVIDER THAT
INTEGRATES ITSELF INTO THE PROCESSES OF ITS
BUSINESS PARTNERS …

THE DESMA VALUE PROPOSITION
AND PERFORMANCE PROMISE
COMPLEMENT ONE ANOTHER TO
PERFECTION – FOR THE ERA OF
CHANGE AND MEGATRENDS
With the value proposition from DESMA, we want
to sustainably secure and increase the commercial success of our customers. Moreover,
our performance promise also means that we
aim to continuously adapt this offering to suit
current conditions and changes and develop it
further accordingly.

TODAY BEYOND LIMITS FOR TOMORROW – OUR VALUE PROPOSITION & PERFORMANCE PROMISE
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HELPING SHAPE CHANGE
Global changes are completely reshaping the
world at an increasing pace and with increasing
complexity. Many people and institutions are
witnessing the decline of their own influence
on these developments. We at DESMA,
however, are convinced of the opposite; and
instead are of the opinion: global change also
gives rise to future-oriented questions.

QUESTIONS FOR THE FUTURE
How do we gain a shared understanding
of how to become better able to compete
and more successful? How do we position
ourselves vis-à-vis the perception of risks and
threats by making sophisticated use of arising
opportunities and improvements? How do we
organise ourselves also in view of the social
responsibility we have as a company? What
impacts does change have on organisations,
companies and sectors, as well as on us,
now and in the future? How can we respond
and proactively shape the future? With which
corporate culture can DESMA harmoniously
bring changes, the development of employees,
processes and products and the necessary
performance into alignment with one another?
In order to find answers to these questions,
we have more intensely dedicated ourselves
to various, very exciting megatrends.

GLOBALISATION AND REGIONALISATION
Over the past seven decades, globalisation has
steadily advanced and has led to numerous
changes for good in the world. Several free
trade agreements simultaneously ushered in
the era of trade liberalisation, created global
delivery chains and helped more than a
billion people to free themselves from poverty,
provide education for all and, e. g. in the
territory of the European Union, secure peace.
Positive developments, which are being called
into question as a result of neo-populists in
many countries as well as growing numbers of
those opposed to globalisation.

As a company, DESMA must look into the origins
of the dissatisfaction which has triggered
isolation and egotism. At the same time, we
want to react with openness and undertake a
globally aligned business strategy. To this end,
we will continue our course of expanding our
35 sales and service sites and our five production facilities, and of extending our training
and development work. This also means for
us a regional effect of our activities. From
an ecological and economic point of view,
regional interdependencies will experience
enormous growth in the future. In this regard,
it is crucial to have a good understanding of
different cultures and to make efficient use of
cultural diversity.

General explanation of megatrend
DESMA’s response

Especially in times of changing mobility, the
faster innovation speed required on all sides
takes on an intensity never before experienced:
new products, processes and materials are
continually being developed.

Companies need to accept that their customers
and employees, society and, increasingly,
their investors will measure them in terms of
sustainability. This challenge is one DESMA
also faces. Our contributions to increasing
resource efficiency are diversified:
The issues of material savings and faster
material changes are perfectly combined with
our ZeroWaste ITM system, FlowControl and
E-Drive cold runner technology, starting from
the important resource of time savings in
connection with material efficiency. New drive
and control systems, such as ServoDrive
or EnergyControl+, greatly reduce energy
consumption and also offer considerably
higher operating comfort with drastically lower
noise emissions.
Production cycles can be optimised in terms
of energy with ServoGear hydraulics.

All in all, approximately 45 % of hydraulic
energy can be saved, which corresponds to a
reduction of overall consumption by approximately 10 to 13 %. Likewise, as a result of
our Iso+ heating plates, the heat radiated is
reduced and thus the amount of energy lost
as well. Our EnergyControl software addition
ally leads to a clear reduction of peak load
consumption.
As a result of our efforts to reduce primary
and secondary energy consumption in our
DESMA plants, we have succeeded in reducing our own energy consumption by 30 %
while simultaneously doubling our production
volume. To achieve this, we make use of solar
power generation in India, for example, and
have as a result considerably increased our
worldwide energy efficiency yet again. This is
our contribution to protecting the climate and
resources.

LIFETIME

DEMOGRAPHICS AND CAREER PATHS
The population is aging. According to studies,
the size of the potential workforce in Germany will decrease by about 6.5 million people
in the next 20 years. As a result of the shift
in demographics, this will mean an extreme scarcity of labor as a production factor.
Moreover, in the case of younger employees,
interest in traditional, productive work in
value creation is waning. Their orientation is
more and more towards career and education
paths that provide meaning and substance.
That’s why it’s important for companies to offer
important, attractive and modernly equipped
workplaces to win the war for talents.

At DESMA, we respond to these scenarios
with high levels of automation. In addition
to this, our answer to the scarcity of skilled
workers is to provide young people with topquality training opportunities and numerous
further education offerings – all under the
motto of “lifelong learning” for our group
of core employees. A further focus will be
supporting employees more so that they can
also work optimally with the growing use of
automation and algorithms. The collaboration
with the Fraunhofer Institute for Automation
and our FutureLab also have this objective.

DESMATTERS
For more than 50 years, DESMA has held a
leading technological position as a machine
and systems maker for elastomer moulded
articles. But being a pioneer also means
taking on responsibility.
For us it is important that we are aware of
our responsibility and of our significant role.
Therefore, DESMA also feels responsible for
the productivity of our customers as well as
for the environmentally compatible use of the
corresponding resources.

It matters – DESMA matters –
#DESMATTERS.

NEW WORK AND SELF-PLANNING
The term “new work” revolves around allowing
the potential of every individual to develop. The
much cited and often misunderstood “worklife balance” cannot be permitted to lead to
mediocrity. Consequently, it is important for us
to define flexible models for providing high performance that account for the requirements of
growing individualisation, parallel to increasing
competitiveness and complexity.

DESMA supports transitioning to flexible
working hours and a flexible workplace with
the Flexible Working Hour Model. This model
permits employees to also work from home.
The personal development and the degree
of self-planning of our employees keeps
increasing as a result and the use of digital
tools is of corresponding significance.

INNOVATION SPEED AND MOBILITY
360°

In June 2019, greenhouse gas concentrations
reached an annual high of just under 415
ppm for the first time. Since measurements
were first started in Mauna Loa (Hawaii), a
new annual high has been reached every
year for the past seven years. In view of the
growing hunger for consumption of a rapidly
growing world population, almost everyone
is concerned with the subjects of climate
change and the efficient use of resources. It’s
becoming clearer and clearer how high the
costs of caring for the environment and the
corresponding procurement processes are,
and these costs can fluctuate unpredictably at
times. Add to this legal framework conditions
that are becoming stricter and stricter.

In Germany, Slovakia, China, India and
the USA, DESMA is available to customers
as a service provider for dealing with the
corresponding regional and industry-specific
challenges. Using high levels of development
expertise, our experienced teams of project
engineers work out the details of suitable
process and production technologies.

These solutions can be developed all the way
to series production in our process engineering
center using our company’s own moulding and
process expertise. In this way, 360-degree
solutions are created which, in an integrated
manner, holistically combine machines, tools,
cold runners, process technology and automation
and digitalisation solutions, all the way to
production cell design.

INDIVIDUALISATION AND “WE” CULTURE
Individualisation means that people now
choose their personal values and way of life
with great care and represent this to the outside world. In future, individuals will increas
ingly rely on social networks and collective
intelligence. Thus, there will be a shift towards
a “we” culture which focuses on the community as well as collaboration and cooperation
instead of on one’s own ego.

For the individualisation of production
processes, DESMA develops systems which
can respond faster to special product article
changes and production requirements.
Examples of this include QuickLock for faster
mould changes and FlexCell technology.
Moreover, we examine all the options for
equipping and updating our internal processes
and production materials. We’ve been living
the trend of the “we” culture at DESMA for
some time already. Albeit, harmonising
employee development and service provision
is a top priority of ours. This is demonstrated
in the way we work together as a team and
how our organisations are led.

INTERCONNECTION AND DIGITALISATION
Digital society is becoming more and more
interconnected. It is not only people who are
connected in social networks; new technologies, applications and fields of business are
arising as a result of the massive networking
of sensors, computers and data stores. The
physical and virtual world are linking up to the
Internet of Things. Industry 4.0 describes this
shift towards intelligent production systems
and products. Likewise, the ever-closer interaction between people and machines in the
daily routine and in business life is opening up
forward-looking new opportunities, e. g. for
increases in efficiency and for new business
models. In addition to manufacturing, in the
age of digitalisation, market structures are
changing: value is created more and more
frequently via global platforms where supply
and demand are consolidated globally on the
basis of data.

DESMA customers also stand to benefit from
these new digital offerings in the future. In
addition to our physical innovations, we will
support our customers in their interests
to grow and create value. In real terms, DESMA
will provide services via its own ecosystem.
These services meaningfully integrate and
further develop previous services such as
SmartConnect 4.U products. It is our aim
to dovetail our own ecosystem with the
ecosystems of our customers in order to be
able to optimise and intelligently map joint
activities and processes as well as develop
them further.

FURTHER NEWS ON DESMATTERS IS AVAILABLE AT: INSTAGRAM.COM/DESMA_ELASTOMERTECHNIK

TODAY
BEYOND LIMITS
FOR
TOMORROW

RESOURCE SCARCITY AND CLIMATE CHANGE

SMART
CONNECT 4.U
ECOSYSTEM

WITH THE DESMA VALUE OFFERING WE WANT TO SECURE AND
INCREASE THE COMMERCIAL
SUCCESS OF OUR CUSTOMERS IN
ALL COUNTRIES AND INDUSTRIES.

Mr. Mierau, Process Engineer, Freudenberg

»A platform in which we could integrate our own
applications would be of great use.«

Mr. Dohse, Digitalisation Team, Freudenberg

»The manufacturer-independent networking of all
possible controls from the injection moulding machines,
robots, drives, etc. offers great benefits.«

Mr. Baumgartner,
Head of the Experimentation Department,
Freudenberg

Mr. Bezgans, Process Technician, SGF

Mr. Selcuk, Technician, Brandt

In order to succeed in achieving this objective, we continuously adapt
the holistic DESMA performance offering to suit current conditions and
change processes – and develop it further with the future in mind.
TECHNOLOGICAL CORE
Thus now follows our next development step: With the SmartConnect 4.U
ecosystem we provide the basis for all existing and future DESMA innovations – an open designed “operating system for innovations” to meet
the rapid development speed of business processes for our customers
and for our company.
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»A complete overview of all products from DESMA
as well as selected products from the hall would be
very good and helpful.«

»We need the digital data for article manufacturing and for all transactions such as repairs so that everything can be seamlessly documented.
The platform would be very useful as a data collector and filter.«

… WITH THE AIM
OF INTEGRATION IN THE PROCESSES
OF THE CORRESPONDING
BUSINESS PARTNER.

BASIS FOR SUCCESSFUL TEAMWORK
However, we don’t just see the added value of the SmartConnect 4.U
ecosystem in the wide variety of technical options. Instead, we use it to
form the foundation for DESMA and all customers to shape the future
together. Added value results from simplified communication in project
rooms and thus more efficient cooperation, clear visualisation of important key figures in a personalised dashboard and a more simplified
information and data exchange with all participants.
CENTRALISED, EFFICIENT AND ALWAYS UP TO DATE
DESMA has implemented this approach on the initial SmartConnect 4.U
ecosystem, which first and foremost serves as a centralised point of
reference for all processes. Thus, in the first step, all previous innovations, tools and information are consolidated here and made accessible
at a single point via the platform. Since centralised access does away
with inefficient, redundantly performed steps, the platform also allows
for business processes to be made tangibly leaner.

SMARTCONNECT 4.U ECOSYSTEM – TRANSFORMATION OF CUSTOMER EXPERIENCES

»

»It would be good to have a kind of space
that contains all the parts of a purchase order or project.«

CONCLUSIONS OF THE CUSTOMER SURVEY

»We are best able to make costings if we have the history of
the equipment. In this regard, the platform from
DESMA could be very useful.«

• Strengthening of communication and cooperation
• Using project spaces in a theme-oriented and transparent way
• Reducing complexity by means of targeted information visualisation
• Overview of all context-based activities
• Openness to third-party systems

Mr. Fahlenbock, Shop Head, Brandt

With the new SmartConnect 4.U platform, it is no longer necessary
for every individual user to spend time updating documents or tools
since the current version is always available here. Moreover, thanks
to the single sign-on principle, there’s no need for administration and
repeated registration in each tool, which will have a direct impact on
streamlining work processes.
LEAN AND CONSISTENT PROCESSES
Upon verification of our vision by means of a broad customer survey,
it was shown that our customers also want their business processes to
be leaner, more centralised and more consistent. Not just in the work
they do with DESMA, but also internally.
In response to this request, collaboration spaces are integrated in
the SmartConnect 4.U ecosystem. These can be used to cover the
entire communication for projects and enquiries as well as internally
in customers’ companies and with DESMA.
These collaboration spaces form the basis for future-based cooperation
since, in addition to mere communication, file sharing and traceability
are also provided – for each and every subject. For instance, if a
customer has particular technical questions that the direct DESMA
contact partner cannot answer immediately, then it is possible to put
a pertinent DESMA specialist in the project space who knows all the
details. This makes communication considerably leaner and faster, plus
it consistently prevents unnecessary losses of time and information.
JOINT KNOWLEDGE DATABASE
Today, in the elastomer-processing industry, knowledge plays an
increasingly critical role. Know-how has an ever-growing impact on our
company’s value creation. With the SmartConnect 4.U ecosystem,
we at DESMA are now opening up new opportunities for our customers
to make centralised use of knowledge as a success factor. With the
integration of our e-learning tool SmartTraining in the platform,
we perspectively offer a basis for sharing one’s own knowledge and
acquiring new knowledge. Thus, we look forward to embracing the
future of the rubber industry as a knowledge community with the help
of the SmartConnect 4.U platform.
Because an individual can never be as good as a community – we at
DESMA are convinced that we can only successfully shape the future
as a team.
INTEGRATED SMARTCONNECT TOOLS
A further important success factor for our customers is the integration
and consolidation of existing DESMA applications. Therefore, all
existing tools of the SmartConnect product range are migrated to the
SmartConnect 4.U ecosystem. In the first evolution step, SmartShop,
SmartPage, SmartTraining, SmartOEE, SmartTrace and the SmartApp
functions were integrated. All further DESMA tools are to follow step by
step.
Since the SmartConnect 4.U ecosystem is web-based, DESMA continues
to be able to offer customers a partial scope as an on-premise solution
with the SmartConnect client. This way, security-critical and processrelevant data in particular remains at the customer’s site. It is only after
their express release that we receive the operating data of their DESMA
machines. As a result of our internal analyses, we can then increase
the availability of the systems, which contributes to increasing customer

success. Our remote service, meanwhile viewed as a standard,
which allows for direct remote support carried out by our SmartLine
staff in case of malfunctions, is included in the SmartConnect 4.U
ecosystem. And it can be improved on even more in communication in
the future.
INTERACTION WITH CUSTOMER SYSTEMS
It is also possible to technically integrate customer-internal systems
in the SmartConnect 4.U ecosystem. The exchange of data and the
integration of interfaces constitute important components of our
platform. The platform offers individual functions user-centrically as a
proprietary implementation with Service/API only or with a graphical
user interface as well as providing interfaces for ERP/CRM/MES/PDM/
PLM systems. This allows customers to make use of all the advantages
of the SmartConnect 4.U ecosystem either with existing systems or
with the systems mentioned above.
In this way, the successful integration of business processes with
our customers will be further expanded. This facilitates interaction
and collaboration for everyone at all levels and throughout the entire
product life cycle.

INITIAL SCOPE OF FUNCTIONS OF THE
SMARTCONNECT 4.U ECOSYSTEM
• Registration & login
• Global dashboard (visualisation of trend displays and
operating modes of DESMA machinery), news
(service tickets, orders, news), raw material prices, etc.
• Equipment overview, all DESMA machines and cold
runners
• Machine dashboard (live status, important information
and machine parameters for each DESMA machine)
• DESMA machine history file (chronological overview of all
service tickets and associated communication)
• Collaboration rooms for central and common exchange
(chat, file sharing, etc.)
• Integration of the SmartConnect product family
(SmartPage, SmartShop, SmartOEE, SmartTrace)

COMMUNICATION WITH MANY FEATURES
What was presented internationally three years ago with a roadshow
on the subject of Industry 4.0 and machine networking has since
developed into the SmartConnect 4.U ecosystem. It represents the
entire business relationship with customers, DESMA and other
business partners and is available as an internal communication and
knowledge platform. In this way, we achieve the streamlining and
optimisation of business processes with our customers and establish
the basis for actively and successfully shaping the common future
with all challenges and opportunities offered to us.

FOR MORE INFORMATION, PLEASE REFER TO WWW.DESMA.BIZ/EN

SMART
CONNECT 4.U
ECOSYSTEM

SECURITY

SOFTWARE ARCHITECTURE
& FEATURE MAP

• On-premise possible
• Security-critical and process-relevant data
remain at the customer’s

ACCESS
What was presented internationally three
years ago with a roadshow on the subject
of Industry 4.0 and machine networking has
since developed into the SmartConnect 4.U
ecosystem. It represents the entire business
relationship with customers, DESMA and
other business partners and is available as
an internal communication and knowledge
platform.

In this way, we achieve the streamlining and
optimisation of business processes with our
customers and establish the basis for actively
and successfully shaping the common future
with all challenges and opportunities offered
to us.

CUSTOMER FILE

• Central access to several applications
through one-time login
ACADEMY

DASHBOARD
• Clear presentation of key figures
• Live status

SALES BUDDY

SmartOEE

SC4.U COCKPIT

INTERFACES

TOOLBOX

to
• ERP systems
• CRM systems
• MES systems
• PDM systems
• PLM systems

DASHBOARD
SmartTrace

EQUIPMENT

BUSINESS PARTNER

EQUIPMENT

SPACES

SPACES

• Overview of your own equipment
• Simplified and efficient cooperation
• Easy retrieval of data and documents
at a central location
• File sharing
• Traceability of projects
• Adding experts and interested parties

SmartTraining

SmartOEE
SmartApp
SmartTrace

SmartPage
SmartShop

INTEGRATED SMARTCONNECT TOOLS
A further important success factor for our
customers is the integration and consolidation
of existing DESMA applications. Therefore, all
existing tools of the SmartConnect product
range are migrated to the SmartConnect 4.U
ecosystem. In the first evolution step,
SmartShop, SmartPage, SmartTraining,
SmartOEE, SmartTrace and the SmartApp
functions were integrated. All further DESMA
tools are to follow step by step.

D 968.250
FLEXCELL

THERE’S TECHNOLOGY
INSIDE

SmartCube
Extended indicator and information lamps with
LED ticker. This makes it possible to display
a wide range of information such as error
messages, cycle time, cure time remaining,
piece counter, indication of machine type or
the order number.
FlexCell
If several injection moulding machines or
robots, or complex tasks at the manipulation
station, are integrated in a cell, a higher-level
system computer is necessary. In order to
improve and simplify operation, DESMA has
developed a host computer concept with the
same base control and architecture as for
DESMA injection moulding machines. In the
case of all injection moulding machines, people
are already familiar with automatic, setup and
manual operation; in the case of robot cells,
there is an added changeover option between
system operation and machine operation.

PressureSense
With integrated PressureSense technology in every cavity
it is possible to document the actual changeover pressure
of every single nozzle and thus the course of the process
as well. The process works with highly sensitive pressure
sensors which are positioned in the individual cavities and
transmit the internal mould pressures measured to the
controller. If the set pressure at the respective cavity is
reached, the corresponding needle is closed. No matter
how much material is flowing, the mould cavity is precisely
filled after every injection process. This facilitates production with low burring in the long term to a considerable
degree and provides perfect conditions for article removal
by means of robots.
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FlexCell ROBOT
The six-axis robot for 20-kilogram payloads
with a reach of 1.65 meters is in use for the
first time. It serves as an interface between
FlexCell, machine and robot. In addition, it
offers many safety features such as integrated
collision detection as well as the safe tool
zone for operator protection. Moreover, the
safe axis range ensures more control and
flexibility, and safe robot speed maintains a
safe speed at the defined level. Safe stand-still
monitors the downtime of the robot without
switching it off.

D 968.250 FLEXCELL – THERE’S TECHNOLOGY INSIDE

DesCure
The degree of vulcanisation affects various
properties of a moulded part. Not all properties
are optimal at a maximum degree of vulcanisation. The quality of the article is therefore only
consistently high if the degree of vulcanisation
remains constant. With cure time optimisation,
it is possible to achieve a uniform degree of
vulcanisation even if there are process fluctuations.

DRC 2030 TBM
The rubber control tool with trend-based
machine visualisation. The 24-inch multi-touch
panel in combination with a 2.8 GHZ and 4 GB
RAM processor as well as a 64 GB SSD hard
drive offers clear added value: the trend-based
display uses elaborated threshold management
to prevent the production of rejects and machine
downtime. It is possible to flexibly select and
program up to 5 Fx series. Thus, the complete
order management can be mapped. All of the
documents required for machine operation
can be handled using digitalisation. The SetupAssist function for error-free machine setup
has been extended to include mould change
guidance and the number of screen pages has
been optimised.

SmartTrace
The cast product becomes a data medium.
SmartTrace enables reliable article designation,
which makes allocation to production data
possible even after many years have passed.
Integration in the ERP environment is
additionally possible.

HydroFit
HydroFit is an oil state sensor in the hydraulic
system that measures permeability and conductivity. These values are documented and
shown via a trend display on a separate screen
page as the current hydraulic oil state. DESMA
offers option packages and retrofit packages
for oil sensors, additional filter systems and
complete oil recycling at the machine.

AIR CUSHIONS
Using an air cushion system in connection
with a quick clamping system, for easy
docking and undocking of the FlexCell. This
makes it possible to move the cell without any
effort or extra transport equipment. Individual
air cushion settings are also possible.

SmartLaser
A laser system is used to label and code black
rubber articles, thus providing them with a
unique designation or ID. This number or a
so-called dot code can be used to determine
information about process parameters. The
process parameters can be visualised locally
or globally (web-based).

MECHANICAL
ENGINEERING
SERVICE
PROVIDERS
DESMA THINKS HOLISTICALLY AND
INTO THE FUTURE: THAT’S WHY
WE OFFER OUR CUSTOMERS
MORE THAN JUST MACHINES

3

!
Harald Schmid
Sales Director
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MECHANICAL ENGINEERING SERVICE PROVIDERS – INDIVIDUAL PORTRAITS

For the many different country- and industry-specific
requirements of the elastomer-processing sector,
DESMA offers top-class machines and systems.
In order to be able to support the commercial
success of our customers even more optimally, we have
supplemented our value proposition with tailored
services such as consulting and know-how, project
engineering and development, upgrades and retrofitting, training and everything in connection with
robotics and the SmartConnect 4.U ecosystem.

?

I started at DESMA on September 1, 1979
as a toolmaker apprentice. My dream back
then was actually to become a radio and
television technician, but I wasn’t suited for
the standard antenna installation at that time
because I did not have a head for heights.
Although back then I didn't really have a clear
notion of what the profession of “toolmaker”
actually entailed, I opted for DESMA because
it is a clean company and it was also in my
hometown Fridingen. I could ride my bike. The
job was a lot of fun right from the start and
I became a metalworker. In the mould shop,
where I worked after my training, I always had
plenty of direct customer contact and was also
able to work on moulds for the latest vehicle
models. Following my technician training and
the subsequent creation of a project department, this customer contact and customercentric thinking became my daily routine.
I have been responsible for sales management
for almost 25 years now, and have found my
“calling” in this field. I almost always enjoy
going to work very much and after such a long
time can truly say that there has never been a
dull moment at DESMA.

2

1

Why are you at DESMA and how long
have you been here?

2

How do you define added value?

3

Which task associated with added value
for the customer do you perform?

4

Which6 products and services representing
added value do you actually implement?

5

Which results/successes have you already
achieved/do you want to achieve in the future
in order to achieve the process integration
required in connection with the customer?

6

Which wishes do you share with customers in
order to ensure that your services are better
integrated in the processes at the consumer
end and/or to ensure that your products and
services are better used?

!
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SALES DIRECTOR

OUR ADDED VALUE AS A MECHANICAL ENGINEERING
SERVICE PROVIDER

HEAD OF FIELD
SERVICES &
TRAINING CENTER

DIRECTOR MOULD
SALES, PROJECTS &
APPLICATION
ENGINEERING

I define added value like this: that the customer
doesn’t actually doesn’t want to purchase a
machine or mould, but instead expects comprehensive consulting which can be applied
as widely as possible. We as a company pass
on this added value in the form of high levels
of reliability, long-term orientation and most
importantly as a continuous source of ideas
for new technologies. I am certain that I have
been able to pass on added value to some
customers as a result of the extensive experience and my technical training. In return,
I have gained a lot of added value from our
customers as a result of technical discussion
rounds and jointly developed solutions.
DESMA has been internationally positioned
for many years. In many cases, we were well
ahead of our customers in this regard. When
our customers then followed suit, we were
very often able to support them with our
experiences, be it with regard to finding sites,
hiring or being available with consulting no
matter what pitfalls comes along.

At the moment very many customers in the
automotive supply sector are unsettled and
facing challenges as a result of uncertainties
in the area of drive technology as well as
Industry 4.0. Since we are excellently positioned worldwide and can also follow what’s
happening in the individual markets very
closely, we are often the partner they turn to
in order to define their own path. In particular,
we have evolved solid expertise in questions
relating to Industry 4.0 applications as a result
of our SmartConnect development, which we
are developing further and distributing in the
market with great enthusiasm. At the moment,
the subject of “traceability” is also a top priority.
We are occupied with all different kinds of
methods to give moulded parts an identity of
their own. That’s not really the main focus of a
machine maker.

4
I feel that meanwhile, with our key account
management, we can help international
customers a lot when it comes to better
handling of “uncontrolled growth” in their own
corporation. For large international customers,
we ensure a consistent information flow and
help them maintain the standards opted
for. In addition, we can point out redundant
developments at other sites and bring people
together. It has been confirmed by many
customers that they very much appreciate
this distribution structure since information
channels are clearly defined.

I’ve been at DESMA since July 2018. Before
that I was a customer of DESMA’s myself for
almost 20 years. As a customer, I was fascinated time and again by the enthusiasm that
went into the work on projects.
There was no challenge that was rejected out
of hand. All the options were explored and
almost always a solution was found.
The flexibility of DESMA’s staff is unparalleled. Just name a vendor with whom one can
discuss modifications, improvements in the
process, tools or machines with the specialised departments this directly.

Alexander Schulte
Director Mould Sales, Projects &
Application Engineering

4
Setting up the project engineering department
in such a way that a suitable solution can be
developed for the requested tasks in as a
short a timeframe as possible.
Specifying the details of a task together with
the customer in such a way that the customer
gets precisely the solution that is needed.
Putting together the right solution for the
problem at hand.

5

2
Our services and products are tailored to
every customer and even exceed individual
expectations. In terms of delivery time, quality, technical features and know-how as well
as implementation. The functionalities, the
completion of projects, the technical knowhow of every DESMA employee.

Aligning processes and production systems
using SMART tools in such a way that it
is possible to achieve maximum levels of
automation. That it is possible for operators
to operate/manage several machines at the
same time, and for process fluctuations to be
detected and controlled by the systems.

6

3
Understanding the requirements of our customers in such a way and implementing them
in such a way that every order is a turnkey
solution. Comprehending the customer’s
problems in such a way that a targeted
solution can be developed. As a result of my
own experience in a production environment,
I know what’s important when it comes to
implementing projects. Offering solutions as a
partner, not as a vendor.

The customer and the vendor share experiences
in order to be able to harmonise machines and
processes even better. The more information
is known about the process, machine and
tool, the better we, DESMA, can harmonise
these. The better we can develop the system
further and automate it in order to create a
self-optimising system.

6
I often wish there were more technical discussion as well as openness with regard to which
priorities and projects are being worked on at
the customer’s end. Very often, the discussion
is very much centered on the individual
procurement requirements. But the context
in connection with higher-level goals and
projects remains concealed. We could often
contribute more in such cases than is perhaps
expected.

!
Joachim Fühnus
Head of Application Engineering

HEAD OF
APPLICATION
ENGINEERING
1
I’ve been the head of the process engineering
center since January 2017. The reason for my
switch from the customer side to the vendor
side is that this gives me the opportunity to
be part of developments from the very start.
To allow for the flow of ideas and complexities
that arise in a production environment in order to improve the products even more. As a

For 4.5 years I have been permitted to actively
contribute at DESMA and help shape the future. My profession and my calling at DESMA
make it a pleasure for me to do my job every
day. I owe my personal further development to
DESMA. With this dynamic, highly innovative
hidden champion, every single day, I am very
happy to be able to contribute to processes,
lead projects and evolve the success stories
with the customers and team, and celebrate
the consequent successes.

2
As soon as our customer becomes more
competitive on the market as a result of our
products – added value is generated for the
customer as a result of our development.
We develop products with which our customers can produce more efficiently, making
better use of resources and achieving greater
cost-effectiveness with consistently high
quality.

3
As a result of qualified staff in a global network, customer machines are modified by us
with new peripheral systems and retrofits for
higher productivity or an extended product
portfolio. Backed by a wealth of experience
of several hundred years in total, our very
well trained service technicians perform
repairs, inspections and error analysis for our
customers in order to get the machines back
in production as fast as possible.

4

!

Andreas Brand
Head of Field Services & Training Center

and reduce unplanned production downtimes.
Moreover, this ensures machine performance
and productivity.

5
Even today, as a result of our products,
added value is generated for our customers
in terms of productivity, lower production
costs, energy savings, etc. In the case of one
foreign customer, it was possible to reduce
unplanned downtimes of older machines from
6 % to less than 0.5 % by means of inspections
and regular maintenance. In collaboration
with the customer, the objective is to improve
the customer’s ability to compete and jointly
develop tailored products.

6
In order to become jointly even more successful, I wish that customers would integrate
us in projects early on so that we can also
contribute our extensive experience at an
early stage. From the customer, I would like a
transparent analysis of the facts for possible
product developments. This makes it possible
for both sides to develop products together
which are tailored to the company’s structure
and processes so that the greatest possible
added value can be generated for our customers.

Our activities include repairs, error analyses
(troubleshooting), inspections, etc. The objective is to get the machines back in production
as fast as possible and with as little downtime
as possible in the corresponding quality after
repairs or maintenance. Thanks to retrofits
and peripheral extensions, in addition to increasing productivity, our customers maintain
the value of the machines and can thus secure
a better competitive edge. Inspections and
maintenance work boost the service life of the
machines, maintain the value of the machines

5
My wish would be to avoid repeating various
steps two or three times over within the scope
of one request for quotation before an order
is placed. We receive product drawings and
various related information in a specific form.
We create a plan and a quotation in a specific
form. The customer uses the key figures in
his/her benchmark in a specific form and, if
everything goes well, we receive an order in
a specific form. With our new SmartConnect
platform, we will be offering spaces for
customers in the future where we can define a
joint way of structuring so that it is possible to
prevent multiple iterations of processing and
conversions. Moreover, both parties would
then be able to access the same data pool.
Of course, it must be clearly regulated who
has access to which data. This would offer
both sides very great advantages and save
time and money.

1

result of my experience as a customer, I know
which process-related improvements are
necessary in the machine, control or hardware
and what impacts these may have.

2
Summarising what our customers require of
our products and implementing these requirements 1:1. In this process, we allow for the
contribution of possible improvements and
increases in efficiency, which are the result of
the experiences we’ve made in various pro
jects and application cases. So that at the end
of the day, our service is the “added value”
and the customer sees us as an ideal partner.

3
As an internal end customer, the process
engineering center is the department where
it all ultimately comes together. In the role of
application engineering, we have to harmonise
the various areas: machine, tool, cold runner
and automation in order to be able to deliver a
functioning system that also meets the cus-

tomer’s requirements and product specifications. The added value lies in that we act as an
internal customer, demanding requirements
and specifications as well as checking them.

4
Preparing the process engineering center
and its staff for each and every project in
such a way that all the details are clarified
by the time the project is accepted and that
everyone knows the precise scope of the
tasks and requirements. This is the only way
it is possible for us to go above and beyond
all the requirements and achieve that certain
additional something.

5
In our process engineering center, we have
the advantage of being in the front row of
developments. As a result of our experiences with various projects with an extremely
wide range of application cases, we have a
very broad base. We also continuously train
our employees in all new developments and
techniques. In order to make further use of

these experiences and opportunities, support
at the customer end for application cases or
new developments would be an option for
offering the customer this service.

6
The details of specific production processes
are known, in part as a result of experiences
made with our customers. For the projects, it
is consequently crucial in order to also have
an exchange at application engineer level. As
to how the processes must or should be. This
is the only way that we can also allow for the
contribution of improvements when specific
difficulties are already known ahead of time.

PROJECT
ENGINEER

HEAD OF
TRAINING

4
I stand by the customer with my entire knowhow as a project manager, starting from the
very first minute all the way to commissioning
the complete system.

1
I started my training as an electronics
engineer for automation technology in 2008
at DESMA and was subsequently taken on
as a service technician in customer service.
After 4.5 years, I decided to complete further
training as an electronics technician specialising in automation technology in Stuttgart.
After successful completion in the summer of
2018, I have been able to put my expertise to
the test in the project department. Why have I
been at DESMA for more than ten years now?
Because I sense the necessary trust placed
in me over all the years and my plans for the
future correspond to those of DESMA.

2

6
My wish is that our customers share their
wishes and requirements with us clearly and
plainly so that the project can proceed in the
right direction from the start and unnecessary
misunderstandings can be avoided which
could have a negative effect on the course of
the project.

For me added value means not just selling
our customers a system, but instead collaboratively developing a system that reflects the
company and its process.

Offering the customer a contact partner for all
questions relating to DESMA machines/tools/
cold runner technologies and automation.

!
Manuel Stricker
Project Engineer

HEAD OF
INTERNAL SALES
MANAGEMENT,
SALES SUPPORT
TEAM & RETROFIT
As the market leader in our sector, I am completely convinced of the performance, of our
products and services and of the staff of
DESMA. I am responsible for several segments
in this company, and moving forward would
like to set the course in and with DESMA for
the digital future as well as for the further
development of the company in the organisation
as well as personnel development. This is,
meanwhile, my 30th year working for DESMA.

2
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I define the benefit that DESMA is able to offer
our customers which goes above and beyond
what’s expected as added value. Individual
process solutions instead of products.

4

Christian Biener
Head of New Digital Services

!

MECHANICAL ENGINEERING SERVICE PROVIDERS – INDIVIDUAL PORTRAITS

HEAD OF NEW
DIGITAL SERVICES
1
In the fall of 2005 I started my professional
training in the form of a work/study program,
and have been at DESMA ever since. I very
quickly identified with our products and enjoy
working with the coworkers. It is motivating
to be able to make a contribution to modern
injection moulding machines that are in use
all over the world.

2
Added value entails a use which exceeds the
purchase price of a product and for which
things can be introduced which are not acceptable without added value.

3
I lead the young department New Digital
Services – NDS – which has a lot of contact
with our customers and in this way I can
generate added value indirectly by means of
recognising impulses from the market in order
to provide new products and services for
the efficient operation of injection moulding
machines.

After completing my Master’s in Mechanical
Engineering, I started at DESMA in October
2017 as the head of the training department.
During my studies, I already had a lot of contact
with plastics processing, machine and tool
making and elastomer components. I then
discovered these areas as a complete package
at DESMA in 2018 and have worked in this
diversified work environment ever since.

2
By using our machines the right way, our
customers can work more productively,
efficiently and independently, which results
in their being better able to compete in the
market. With trained staff, our customers can
generate considerable added value.

3

1

3

The NDS segment covers several segments.
The hotline service ensures minimised downtimes and fast problem remediation via remote
access to the machine, and support from our
service technician team means that action on
site progresses faster.
The products from the SmartConnect 4.U
family offer time savings, e.g. when it comes
to finding documents via SmartPage or
identifying parts in the spare parts catalog
in the SmartShop. Transparency is a further
focus, using the SmartApp, mobile monitoring
of injection moulding machines is possible,
or important parameters can be visualised
using SmartFocus. SmartRemain helps in the
planning and performance of maintenance on
the machines.

5
To date the new services and products are in
use on several machines, and we have thus
been able to also make a contribution to
connecting machine parks at customers’ sites.
In future, we want to advance the topic of
digitalisation together with customers mainly
with regard to existing machines and also
further optimise the processes by mean of
the GapAnalyser as well as reduce activities
which do not create value. One focus in the
future is predictive maintenance as well as the
further development of the SmartConnect 4.U
platform for the centralisation of all information
and services via an interface.

6
Most of all, I wish you plenty of interest in new
services and technologies and the necessary
courage and perseverance so that new
solutions can be put in place in your company.

1

1

5
Detailed preliminary talks prior to commencing
a project, in combination with production
assessments at the customer’s site. This is the
only way that the entire process can be understood and the system perfectly tailored to suit
the customer.

PROJECT ENGINEERING
ROBOTICS

3
The necessity of “added value” for the
customer results from the fact that products
of practically identical quality and similar
services are available. But it is only by means
of the addition of high-quality service, realistic
pricing and extraordinary support activities
that the cornerstone can be set for a positive
customer relationship. Together with my teams,
I would like to make an active contribution to
this.

4
Starting with the extremely wide range of
different retrofit packages on the basis of our
varied product portfolio, in view of the advance
of digitalisation, we additionally offer our
comprehensive SmartConnect platform as a
process-oriented service for generating added
value for our customers. Among other things,
this involves implementing your specific
customer processes for the generation of
added value on the basis of a joint knowledge
database.

!

Andreas Brauer, Head of Internal
Sales Management, Sales Support Team & Retrofit

5
What were once business partners are
becoming knowledge partnerships.
The ex-change of information is playing an
ever-greater role between companies in view
of the requirements of digitalisation with a
future orientation, structural and economic
changes such as globalisation, resource scarcity,
the shift to renewable energy source and
climate change, as well as the ever-increasing
pace of innovation. While in the past the
questions “what and how much?” were decisive,
now the questions and the focus are more and
more on “how and with whom?”. Here, too, it
is demonstrated that DESMA is also an expert
and future-oriented pioneer of the industry
with our SmartConnect platform, taking this
course of process orientation and strategically
driving our activities forward.

6

Qualified employees are a clear added value
for our customers. In order to train the staff
of our customers and prepare them for the
proper handling of our machines, we offer
customer-specific training in various areas,
e.g. basic training, setter training, application
training, maintenance training, etc. Our
training sessions are always adapted to suit
customer-specific wishes and content and can
be held here at our site in Fridingen or at the
customer’s site.

4
We offer our customers specifically adapted
training with extensive theoretical and practical
parts. The training sessions can take place at
our new own training center at DESMA or at
our customer’s site. For the theoretical part,
we use a digital variation, with the participants
able to follow the training program on their
own laptop. In addition, it is possible to
simulate and study the current OP version on
the laptop. For the practical part, we provide a
special training machine at DESMA with tools
and materials so that the theoretical basics
learned can be put into practice directly. In
the case of training at the customer’s site, it is
necessary for a training machine to be made
available for this time period.

Tim Münch, Head of Training

!

5
As a result of the continuously high utilisation
of our training division, we are able to provide
our customers with effective further instruction
in their areas of work. As a consequence
of the growing demand for courses, we are
training additional instructors so as to
further increase our availability. With the
integration of our new digital training laptops,
our participants can interactively take part
in training and, for instance, try out the new
OP version on their own. In addition, a new
training center is currently being integrated in
Fridingen, which will offer us new opportunities
and improve productivity during training.

6
For even more effective collaboration with
our customers, my wish for the future is for
clear and early communication of facts since
our training sessions are always adapted
specifically to our customers and therefore
also require a certain amount of preparation
time. For the future I wish for continued good
cooperation with our participants because in
a good working atmosphere in particular it is
possible to jointly develop and work on many
fascinating and interesting topics.

I came to DESMA in 2017 within the scope of
my studies as a result of my master’s thesis
on the subject “Simulation of a robot cell”.
The work and subject area appealed to me
from the outset, and this was confirmed in the
course of my thesis, which made the decision
to stay very easy for me.
The thesis was the first step of my work
today; as a result of the simulation, not only
is it possible to precisely define the position
of the robot in advance, it is also possible to
generate the programming, which reduces the
time required to commission the system.

2
That certain extra something which inspires.
In particular, when customers have a certain
idea, and one is able to surpass it, this is
where I see added value.

3
Planning and implementing automation projects together with the customer. Simulating
the system in advance, this is where the
customer gets a better inside look at an early
stage at the automation as it will be later on.
At this stage, it is still possible to make
changes as well as discuss details. You have
a common visual basis you can talk about,
which offers a lot of added value in the implementation.

HEAD OF DESIGN &
DEVELOPMENT
1
I’ve been at DESMA since January 2019 because
I enjoy working for a hidden champion.

In design and development, we create
high-quality and innovative products which
are safe and easy for the operator to operate
as well as energy- and resource-saving processes which meet customer requirements.

4
The entire DESMA product portfolio in the
machine segment, today and in the future, as
well as numerous solutions for modernising
and maintaining existing machines.

I accompany the customer from the idea to
the finished product. In the beginning, the
options as well as the machine are discussed.
Once this is defined, the next step is the
periphery, and once this is all set, the individual
subsections need to be merged to form a
system. It’s important to consider interfaces
on the electrical as well mechanical sides so
that everything works together as a whole
later on. Project engineering, planning, simulation, programming and commissioning the
planned automation at the customer’s site.

5
Even better integration of the automation in
the sequences and processes. Setting up and
developing automation at DESMA. In the future,
I wish for a modular system with various
solutions to different kinds of problems which
we can offer our customers.

6

1

Why are you at DESMA and how long
have you been here?

2

How do you define added value?

3

Which task associated with added value
for the customer do you perform?

4

Which6 products and services representing
added value do you actually implement?

5

Which results/successes have you already
achieved/do you want to achieve in the future
in order to achieve the process integration
required in connection with the customer?

6

Which wishes do you share with customers in
order to ensure that your services are better
integrated in the processes at the consumer
end and/or to ensure that your products and
services are better used?

Added value means advantages for the customer
which only DESMA can offer and which go
beyond the application itself.

3

4

?

2

Rainer Seemann
Head of Design & Development

Alexander Müllek
Project Engineering Robotics

Interesting projects which advance DESMA
and our customers. An exchange of knowledge
and experience to make our products even
better.

Openness for new business models, for
changes in the course of digitalisation and the
exchange of information. The courage, trust
and curiosity necessary to actively embrace
new ideas and trends and jointly implement
them and develop them further together with
DESMA. Keep on placing your trust in us for
the joint generation of added value for your
individual success story in your company.

!

!

5
Closer to your business – customer requirements are our focus today. In the case of new
developments, we consider the process as a
whole at the customer’s site especially in view
of Industry 4.0.

6
Continued trusted collaboration for jointly
developing solutions. In the future as well,
we see ourselves as a partner, not just as a
vendor.

RUBBER & MOBILITY
SUMMIT 2019
SHAPING CHANGE AT A FAST PACE
THE PRACTICAL PROGRAM SPARKED
DISCUSSION

THE SHIFT IN MOBILITY AND NEW
OPPORTUNITIES FOR THE RUBBER INDUSTRY
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In July, the editors of the professional journal
KGK (Kautschuk, Gummi, Kunststoff) sent
invitations for the Rubber & Mobility Summit
2019 to the headquarters of Süddeutscher
Verlag, Munich.
According to an analysis made by the Boston
Consulting Group from 2018, the global annual production of automobiles may rise again
by a just under 20 % to 109,000,000 million
passenger vehicles by 2030. Conventional
passenger vehicles with combustion engines
are to account for just under 35 %, and hybrid
and electric vehicles are to increase ten-fold
and sixteen-fold respectively in the vehicle drive mix. Not included in these growth
figures are commercial vehicles with their
opportunities for limited shifts in mobility or
changes which have already resulted in the
maritime sector, for instance as a consequence of fuel cell technology.

In Prof. Giese's opening speech, the globally
renowned expert described in very concrete
terms which elastomer components will no
longer be required with the introduction of
electric drive technology in automobiles and
which components will be modified or added.

The far-reaching shift in the mobility sector
was of course also a good reason for DESMA
to accept the invitation to attend the Rubber
& Mobility Summit 2019. Together with
numerous visitors from the circle of rubber
processers, automobile and material manufacturers, representatives from the sciences
and associations as well as industry colleagues,
we exchanged views on opportunities and
risks.

After this overview, Pablo Martinez, Head of
Research and Development with the Spanish
automotive supplier Cikautxo Group, described
how the company recognised the trend at an
early stage and which development steps had
been taken. He estimates that, by 2030, the
proportion of combustion engines will decrease by 26 %. This will result in a reduction in
elastomer-intensive applications from the
Ckautxo portfolio, such as hoses for oil vapor
ventilation, suppressor tubes, control tubes
for particulate filter and charge air hoses,
as well as engine seals and exhaust system
hangers. In contrast, the expert sees opportunities for EPDM in drive belts for electric
drives, EVM in cable coatings, NR for noise
dampening, and further potential in thermal
management, for example in new cooling
circuits. According to Pablo Martinez, there
is also market potential for the supplier in the
fuel cell, such as in hydrogen supply, coolant
supply or in the exhaust system for the water
produced from TPE and elastomer.

We are happy that Dr. Etwina Gandert, KGK
editor-in-chief and also ideas provider and
moderator of the event, has provided us with
a summary of the successful Rubber & Mobility Summit 2019.

Stephan Rau, Technical Director of the German Rubber Manufacturers Association (wdk),
then explained the legal framework within
which the developments are taking place. In
his talk, he showed how norms and standards,
international guidelines and regulations, and
national laws are interrelated and made it
clear that norms and regulations always make
an active search for the relevant information
necessary. In this respect, it is important for
companies to actively participate in standardisation processes, for example by participating
in committees in which the wdk is also involved.
Standards always represent an important
framework for future-proof investments.

RUBBER & MOBILITY SUMMIT 2019 – SHAPING CHANGE AT A FAST PACE

Dr. Etwina Gandert

OPPORTUNITIES IN
ELECTROMOBILITY RECOGNISED
RUBBER & MOBILITY SUMMIT 2019
Over 100 participants, more than half of
whom come from the processing industry,
confirmed: the Rubber & Mobility Summit
has its finger on the pulse. The conference
provided an insight into the market
potential in electromobility for the rubber
processing industry. Talks from the field
prompted further discussion and the
accompanying exhibition provided an
opportunity for intensive exchange.
The disruptive change in mobility concepts
and technologies is unsettling the supplier
industry and ultimately all those involved
in the value chain right through to the end
consumer. Any automotive supplier who does
not adapt its portfolio to demand quickly

enough can fall by the wayside.
Some businesses have already filed for
insolvency or registered short-time work.
The almost 5 % drop in sales experienced
by global automobile manufacturers in the
first half of 2019 is leaving its mark.
However, new technologies also mean opportunities. What presents itself as a crisis on the
one hand, will drive forward technological
developments on the other. In concrete terms,
this means that in order to remain fit for
the future, automobile manufacturers must
maintain their enormous investments in new
technologies and business models such as
electromobility, mobility services and autonomous driving, as Dr. Stefan Bratzel of the
Center of Automotive Management explained

FURTHER INFORMATION UNDER WWW.KGK-RUBBERPOINT.DE/EN

in his market report in mid-August. Therefore,
it is also important for the elastomerprocessing businesses in the rubber industry
to participate in the development now and
to offer new products for the rapidly changing
mobility market. The Rubber & Mobility Summit
on July 4th provided an opportunity to find
out more about the potential of elastomer
products in the new field of mobility.
The practical program ranged from the topics
of raw materials and applications in electromobility to advanced training for the requirements of the automotive industry.

The extent to which the new mobility has long
been a concern for the development activities
of major automotive suppliers was demonstrated
by the talk given by the Head of Materials
Development at Freudenberg Sealing
Technologies. The company not only invests
in product development, but also in expertise
and corporate expansion. In his summary, Dr.
Ernst Osen emphasised that change must be
seen not as a threat but as an opportunity and
that it requires businesses to be proactive.
Boge Elastmetall is also one of those companies that invested early in product development for electrically powered vehicles.

Dr. Stephan Loheide, Head of Research and
Development at Boge Elastmetall, sees higher
requirements being made on elastomer processors, especially in lightweight construction,
to achieve a greater range and in improving
comfort, and as a result of shared mobility.
In product development, in addition to compound optimisation, material characterisation
and operational stability calculations, design
measures play a decisive role.
Another practical example was provided by
Johannes Hackl, Head of Mechanical Design
Development at Swoboda Wiggensbach.
Hackl presented a highly complex housing for
a transmission control unit, which is sealed
against oil with sprayed-on LSR. Not only is
the process much faster than the casting
process, the LSR is also stable at high temperatures, has good properties at low temperatures
and is waste-free with a cold runner.
NEW RAW MATERIALS AND APPLICATIONS
Dr. Heiner Stange, Business Development
Director EVM/HNBR/CR at Arlanxeo Germany,
presented the general conditions for the
various rubber applications in the raw materials
sector. In particular, the use of elastomers as
binders for the active electrode material in
battery cells offers a completely new market
opportunity for raw material suppliers. UPM
Chemicals celebrated a product premiere at
the Rubber & Mobility Summit. Dr. Christian
Hübsch and Dr. Florian Diehl presented a
wood-based renewable filler. The UPM fillers
are not only comparatively light, but their
properties can also reduce the need for other
fillers such as carbon black, chalk and plasticizers in the formulation and even improve the
material properties of the compound.
Florian Birnbaum, PhD student at Audi, concluded the program with an insight into the
design and development of tires with optimised
rolling resistance for electric SUVs. His
research showed that the tire properties have
different effects on different critical rollover
maneuvers of an SUV, which should be taken
into account in the early phase of chassis
development.
Dr. Fabian Grunert presented a very interesting
opportunity to prepare for the needs of the
automotive industry. In the Europe-wide
Drives project, the future qualification requirements in the automotive sector will be worked
out in order to generate advanced training
programs. The University of Twente is supporting this process as a partner with regard
to rubber technology.

The summary by the participants made it clear
that, while the Rubber & Mobility Summit did
not offer any ready-made solutions, it provided
an outlook and a platform for intensive
discussion about the future requirements of
the rubber processing industry. “The format
of the Rubber & Mobility Summit gave a great
outlook on developments in the field of technical elastomer products that we have not seen
before,” said Stephan Rau, wdk. Dr. Benjamin
Bechem, Head of Global Marketing at Lanxess
Germany, also saw added value for the participants and exhibitors in bringing together the
various branches of industry: “The interesting
thing about this event is that it is possible
to exchange ideas on the requirements of
electromobility beyond the value chain.”
Considering the pace at which the requirements in automotive engineering and for the
supplier industry are changing, “it is very
important for the German and European
industries to position themselves and interpret
the possibilities of e-mobility as an opportunity
and to communicate this to the outside world,”
emphasised Martin Schürmann, Managing
Director of Klöckner DESMA Elastomertechnik.
The event offered a very good opportunity to
exchange ideas on the potential of the new
technologies within the network.
Next year, the Rubber & Mobility Summit in
Munich will again provide an opportunity to
discuss and provide information on important
topics in the rubber processing industry in
the development of new mobility - true to the
motto: Shaping change at a fast pace! ¢

Source: Dr. Etwina Gandert, KGK Kautschuk
Gummi Kunststoffe, 72(9),(2019)

MARKETS & LOCATIONS
STRONG TEAMS AT DESMA SITES AROUND THE GLOBE DESIGN
JOINT SUCCESS SIDE BY SIDE WITH OUR CUSTOMERS FROM EVERY
INDUSTRY.

MARKETS & LOCATIONS – INVESTMENT & INNOVATIONS
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FRIDINGEN SITE
HARALD SCHMID, SALES MANAGEMENT
DESMA was able to close the year 2018 with
a record revenue of almost 120 million euros.
All DESMA plants were involved in this success to the same degree. From 2017 to mid2018, almost all markets were driven by a very
strong automotive boom, which decisively
contributed to this enormous growth spurt. By
mid-2018 at the latest though, initial buying
resistance became apparent in the automotive
supply industry, which by the end of 2018 had

evolved into a considerable drop in orders.
In addition to revoked or terminated trade
agreements in various regions worldwide,
one main contributor to consumer insecurity
meanwhile is the major lack of orientation of
the automotive industry regarding the issue of
drive technology. On the part of the legislature
as well, there is no recognisable technology
preference which might counteract the piling
up of demand. The whole WLTP issue has
been added to this. Despite news claiming
otherwise, here as well there is no real relief
in sight. We may detect initial subtle signs of
the market improving slightly as a result of
increasing numbers of enquiries. But we do not
anticipate any return to the annual revenue
figures of 2017/2018 in this industry sector in
the short term.
It’s an entirely different picture in the electronics, medical engineering and infrastructure
business units. Here we’ve been able to
record very positive market development and
are pleased about a new customer acquisition
rate of more than 30 % of our total order
volume! This attests to our strategically
defined main focuses and consequently paves
our way to new customers in the complete
systems division. In addition to traditional
project business with moulds and cold runner
systems, we now autonomously cover almost
the entire process automation division, which
is playing an ever-growing role in machine
retrofitting. Within the scope of structure
changes, our customers have low levels of
development capacity, which means that many
tasks can be taken on by our engineering
divisions.
The year 2019 will certainly go down in
DESMA’s history as a demanding year. However, we have made good use of this market
environment to realign priorities, and have
created outstanding conditions, systemically
and organisationally, which will facilitate our
next growth spurt.

USA SITE
SCOTT EARLY, CEO USA
The North American market continues to be
an area of opportunity of growth for DESMA.
For perspective, 2018 was such a growth year
that sustained activity at this level was not
expected to continue. 2019 volumes are more
in pace with moderate sustainable growth.
While we expect 2019 volumes to be lower
than last year, the outlook is in line with
the 10-year trend of our business, which is
overwhelmingly positive. The current pace
of equipment enquiries and projects is not
completely unexpected given the high level of
previous activity.
Changes in the automotive landscape plus
geopolitical events that populate the daily
news certainly are effecting our customers’
ability to secure new contracts. This has a
trickle-down effect on capital equipment
purchases. This is a short-term condition. In
the long term, the North American market
remains a strategic initiative for DESMA
with headspace in the automotive, industrial,
electrical and infrastructure markets.
As a company, DESMA USA continues to work

on our effectiveness. For example, from a
sales perspective, we communicate fully with
our customers and prospects using proper
summaries and detailed follow-up to ensure
timely next steps.
The effectiveness of our customer service
department also continues to evolve as we
recently implemented a new service module to
better track, respond and follow up on servicerelated matters. We are truly investing in the
future in that over the last 12 months we have
added another software engineer, 3 new field
service engineers and a support services
specialist to improve our response to custome
needs. The effectiveness of our domestic
manufacturing (NAMC – North American
Manufacturing Center) is also improving as we
install more efficient machine tool technology
to help lower manufacturing costs and improve
deliveries. And finally, the effectiveness of the
internal organisation is growing. For example,
in 2020 we will extensively remodel the
Hebron Kentucky facility. This endeavor is
to retain and better attract top talent for our
future. The remodeling project is in addition to
employee skills training and process mapping
plans to document all aspects of our business.
At DESMA, actions speak louder than words.
Our consistent investment in people, processes and systems demonstrates our commitment to North America.

INDIA SITE
ARUN MANKODI, CEO INDIA
The automotive industry makes up about
7 % of the Indian GDP and this proportion is
expected to rise to 12 % by the year 2026.
DESMA holds considerable market share in
this regard in the area of injection moulding
machines and has been a driving force for the
sale of cold runner systems. This has resulted
from the efforts of our service team to generate awareness for this technology. In the case
of automobile electrification and advances in
rubber processing, in particular, DESMA cold
runners help avoid material losses. The Indian
government and industry want to increase
revenues in the automotive sector to 300
billion dollars and exports to 80 billion dollars.
In order reduce emissions, the government is
trying to adapt local standards to global ones.
In addition, norms are in place for carmakers
for decreasing fuel consumption. Just like the
global sector, the Indian automotive industry
is being transformed by four key trends: electrification, shared mobility, networked vehicles
and autonomous vehicles. These trends will
change markets and sources of income as well
as mobility behavior, and thus open up new
paths for competition and collaboration.

Through government programs, India is to
evolve into a global production center and
hub for research and development. Research
and development centers are to enable local
industry to adapt to global standards. Moreover,
eleven cities have been shortlisted for the
faster integration of hybrid and electric vehicles
in the public transit system. The railway
sector as well, with large-scale developments
and investments anticipated, continues to
offer DESMA favorable prospects. Thus,
DESMA has already gained experience in
mould development for projects of the Indian
Railway and received orders from various
customers. The Indian electronics industry
has also proved to be promising, primarily as
a result of the necessary infrastructure.
DESMA has outstanding specialised know-how
regarding moulds for the electronics industry
and has thus already gained a good share of
the market. Especially in the area of mould
development, DESMA India is very competitive
and has even been able to assert itself against
Chinese vendors in winning orders.
At the KDMPL, we will continue to invest in
strengthening the production plants with the
introduction of two machines. Accordingly, we
have recently invested 200,000 euros in an
additional milling center, which now supports
us in handling large-scale orders with a new
surface grinding machine.

CHINA SITE
HAOZHONG CHEN, CEO CHINA
As a result of several critical market factors,
especially the trade war between the USA and
China, new environmental regulations for cars
in China, transformation in the automotive
industry and the Chinese economy slowing
down in general, end customers and some of
our customers as well feel uneasy and are
reluctant when it comes to investments. In
contrast, market dynamics remain high and
there are many active enquiries, tests and
projects for our customers and potential
customers. We can observe two distinct trends:
on the one hand, more and more customers
sense the pressure on productivity and quality,

INVESTMENT & INNOVATIONS
THREE PROJECTS FOR THE FUTURE
DIGITAL CORE
DIGITAL BASIS FOR GLOBAL
COLLABORATION
IT organisation is part of the DESMA business
model and thus is also part of our long-term
success. With results orientation, agility,
flexibility, reliability, efficiency and quality, we
ensure maximum customer satisfaction with
processes tailored to the user.
We will be standardising our business processes and interfaces to customers, vendors
and other organisational units on a worldwide
scale in the years to come – and will thus also
determine the future differentiation and competitive edge of our DESMA products. We will
only be able to maintain our market position

and fulfil our credo if we can integrate our
processes and make our machine solutions
and service solutions available worldwide:
from the customer – to the customer – for the
customer.
The Digital Core project plays a major role
in this. The objective is to create a network
between standardised business processes
and structures by digitally mapping the consistent, high-performance system landscape.
In future, this will form our digital basis for
optimum global collaboration. ¢

BÖRSIG AREAL
DESMA’S FRIDINGEN SITE IS GROWING
After primarily concentrating on expanding
the sites in Slovakia, India, China and the USA
over the past ten years, we are now also driving company growth forward at the Fridingen
site. Investments in automated systems have
shown us that components manufactured or
procured to date in Slovakia, India or China
can be produced more economically and
flexibly at the Fridingen site. In this context,
automatable centers for large part processing,
for instance, would not have been moved to
Slovakia 15 years ago.

perhaps on account of the negative factors
in particular. We have gained new customers
who in the past only used transfer moulding
processes and are now successfully converting to injection moulding. As a rule, efficiency has been increased by more than 50 %.
And, on the other hand, growth in China. Our
Chinese customers currently make up a larger
part of our sales and project lists than ever
before.
With 49.8 million tons of rubber products in the
year 2018, China is now already the largest
market for rubber and silicone worldwide, with
what may well be the largest further growth
potential worldwide. DESMA has already
responded to the megatrends, such as the
Internet and digitalisation, e-mobility, environmental protection, demographics, population
growth, energy efficiency requirements,
increasing difficulties recruiting suitable machine operators in China and increasing labor
costs. We have undertaken a lot to be able
to continue to serve this dynamic market
successfully and expand it further: investing in
our ERP system for greater process efficiency
and process precision, acquiring new machines
for our mould shop for optimisation of our manufacturing portfolio, adapting our IT systems
and hardware apace with the latest technology, investing in state-of-the-art production
and storage systems and most importantly
also in qualification and further education
measures, all of this in close collaboration
with Fridingen headquarters and the other
subsidiaries worldwide. For me, DESMA isn’t
just a stable machine and mould maker but
also a strong provider of know-how.

current DESMA premises
new area: 33,000 m2

Long-term growth without restriction as a
result of additional residential zones, e.g.
the German technical instructions on noise
abatement and air quality control (“TA Luft &
Lärm”), and the conservation area. Avoidance

of development cost allocation of measures
for making the entire areal suitable for
construction in the case of an initially
announced partial acquisition of commercial
areas worth at least € 50/sqm. Avoidance
of unplanned costs for conversions at gate
systems, additional plant-internal separation
of passenger vehicle and commercial vehicle
traffic, parking lot construction, etc. amounting
to at least € 280,000. Planning certainty for
DESMA development at the Fridingen site
without time constraints and with sufficient
space which accounts for any future circumstances.
This plan also includes the purchase
agreement for the BÖRSIG Areal with an area
of about 33,000 square meters, which is
adjacent to the DESMA property in Fridingen.
In taking this step, DESMA secures the
required space for expansion for the future,
also as a component of safeguarding the site
in Germany. ¢

WFL – COMPLETE PROCESSING
IN ONE MACHINE
At DESMA’s Fridingen site, we are currently installing a fully automated
WFL turning and milling center that is designed for a total annual
output of 7,200 hours. This investment is to strategically increase our
value creation as well as reduce our throughout times. ¢

RETROSPECTIVE

DZIEŃ DOBRY
MAY 2019

Poland’s biggest plastics show, Plastpol,
the international exhibition for plastics and
rubber processing, held for the 23rd time in
Targi Kielce, is a must-attend event in our fair
calendar. With record numbers of visitors, we
also set a new benchmark for customer visits
to our fair booth. ¢

DKT 2018 &
OTHER FAIRS

LET’S
TALK
FUTURE

EXCITING FUTURE DIALOG, POSITIVE FEEDBACK FROM OUR CUSTOMERS AND PLENTY
OF NEW BUSINESS
DKT 2018 took place in an extraordinarily
favorable market environment and brought
DESMA a record number of visitors.
The exhibits we showed focused on automation,
machine networking and the digitalisation of
all production-relevant data flows, topics which
our customers are becoming increasingly
aware of and which were intensively discussed
at our fair booth.
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From this we ascertained that perfect hardware – i. e. the DESMA injection moulding
machine with mould and cold runner system
or automation solution – is already seen by
our customers as a basic prerequisite for
entering into any discussion of future issues.

In view of the complex discussions with our
customers and potential customers, the fair
almost seemed too short. With plenty of
business concluded as well as the positive
feedback on our positioning and developments,
we will have very favorable memories of DKT
2018. ¢

INTERNATIONAL
RUBBER EXPO IN
KENTUCKY
OCTOBER 2018

This year’s International Rubber Expo 2018
took place in Louisville, Kentucky. Louisville
is known for Kentucky bourbon and is also
the birth place of Muhammad Ali (the famous
boxer and political activist). Louisville has
meanwhile proven itself as an amazing site
for our industry trade show in North America.
In true team spirit, DESMA USA is represented at the expo with our partner Wickert.
We are happy to report that the expo was very
well attended; a positive expression of the
currently favorable course of the economy
in the States.

RUBBER INDUSTRY
CONFERENCE IN
MALAYSIA
JUNE 2019

The rubber industry in Malaysia is also taking
great strides towards Industry 4.0. In connection with this, our General Sales Manager
Harald Schmid gave a presentation at the Rubber Industry Conference on “Advanced and
integrated cold runner systems by DESMA”.
The conference is the most important event
for the rubber industry in Malaysia. ¢

Examples of tools made by DESMA NAMC
(our North American Manufacturing Center)
are shown. However, the star of the show
was the functional model of the DESMA
benchmark injection moulding machine with
a scale of 1:4. “Is this machine real, is it
available for sale?” was the question we kept
heating throughout the show. We then
explained that this machine was made by
DESMA apprentices and also attests to
DESMA’s history of growth and technical
excellence. ¢

INDIA RUBBER EXPO
2019

RETROSPECTIVE – DKT 2018 & OTHER FAIRS

JANUARY 2019

The IRE in Mumbai is the perfect forum for
presenting our latest machine and cold runner
technologies as well as our SmartConnect 4.U
portfolio to the Indian rubber sector.
Complementing this, with an exclusive presentation of DESMA’s cold runner technology by
General Sales Manager Harald Schmid, we
were able to invite participants to take part in
an exchange of valuable expertise and expert
networking. Many thanks, also to our Indian
colleagues! We could not be in a better
position than we are with this team! ¢

YOUR FUTURE.
MANY PROSPECTS.
MAY 2019

At the Training Fair in Tuttlingen DESMA
shows the many different prospects for
various professions. We therefore support our
trainees (and all those who’d like to become
trainees) in various job profiles far beyond the
mere acquisition of professional knowledge –
visitors to the fair were able to convince themselves of this in detail with our team. ¢

WE LOVE DOING THINGS
JULY 2018

NOVEMBER 2018

JULY 2019

OUR DESMA HEROES
1 At the end of July, there was a major
“blood donor” camp held at DESMA India.
In cooperation with the Sarvoday Charitable
Trust Blood Bank, all volunteer donors were
told about the important benefits of the
blood donor campaign. Countless children
and cancer victims need blood transfusions,
but most of them cannot afford them. As a
result of the campaign, it is possible to make
the transfusions available free of charge and
thus save lives! We are very happy that our
colleagues are committed to humanitarian aid
and volunteered to help!

TECHNOLOGY DAY IN GELNHAUSEN
5 A few further impressions from our joint
Technology Day with the Gelnhausen Vocational School. Thank you to all the guests and
those involved who contributed.

EARTH OVERSHOOT DAY 2019
12 July 29, 2019 is Earth Overshoot Day
and it to be a reminder to all of us that we
cannot simply keep taking resources from the
environment, but instead want to give back
renewable raw materials so that these resources can be replenished. Like DESMA India,
for example: they plant at least one tree per
employee! This has resulted in more than 225
seedlings being planted around the company
property, which will be tended for the years to
come. Entirely in keeping with our corporate
social responsibility.

JULY 2018

EXCHANGE BETWEEN TRAINEES
2 In the last week of July, we had trainees
from the Süddeutsche Gelenkscheibenfabrik
from Waldkraiburg visiting us. We visited
them last year, and the return visit was long
overdue. During their training, the trainees
practiced on DESMA machines. Today, they
found out how many components make up
such a machine and everything behind the
scenes at a machine maker such as DESMA.
We had a lot of fun providing you with these
insights.
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SEPTEMBER 2018

OUR NEW TRAINEES ARE HERE –
WELCOME!
3 On September 1, four trainees started
their professional lives at DESMA. After an
induction event, (from l. to r.) Jonathan Höhn
(electronics engineer for automation technology), Max Schmid (industrial mechanic), Tizian
Nothdurft (industrial mechanic) and Janis
Hartung (electronics engineer for automation technology) were able to go to their new
workplace – our training shop – and actively
contribute. Offering young people varied and
interesting training is very important to us.
The trainees therefore receive insights into
every department and, in their own project, are able to deepen the corresponding
knowledge and put it into practice. We wish
our trainees plenty of fun during their training!

COMPANY CULTURE – WE LOVE DOING THINGS

SEPTEMBER 2018

DESMA FAMILY DAY
4 In addition to the company’s business
success, excellent products, a high rate of
new customer acquisitions and a good market
share, we place great value in a very good
working atmosphere, workstations with stateof-the-art equipment, a high rate of training
and further education, active co-determination
within the context of co-management and
measures for teambuilding. Because without a
good team, nothing is possible.
OCTOBER 2018

NEW RECORD FOR DESMA INDIA
Putting all our strength together, DESMA India
shipped 32 machines in September – in 30
days! That’s a number to be proud of! Many
thanks and great praise go out to the entire
team!

NOVEMBER 2018

TRAINEE EXCURSION 2018
6 Off to the Black Forest! The annual trainee
excursion was to the SICK company in Waldkirch – a sensor manufacturer whose products
we know from our safety systems. After exchanging experiences with the other trainees
and taking a tour of the operations, they proceeded to the next event of the day – namely to
the GALAXY water park for more fun action.
Over the closing dinner together, we were able
to reflect about the day and have only one
thing to say: THANK YOU VERY MUCH, DESMA
management and the entire team, for making
this day possible.
APRIL 2019

GOODBYE, CLICHÉS - GIRLS’ & BOYS’ DAY
7 They still exist: jobs with low percentages
of women or men. That’s why the Girls’ and
Boys’ Day was held here last week in order to
set the impulse for cliché-free job choices.
The girls who visited us were to be found at
the turning and milling machines and the boys
at reception. At DESMA clichés have no place.
JUNE 2019

FUN TOURNAMENT IN FRIDINGEN
8 It has become a tradition that we are
represented with a DESMA team at the annual
“Fun tournament” of the Fridingen Sport Club.
We are no pros when it comes to soccer, just
amateurs – but with no less passion or athletic ambition – we are the pros though when
it comes to injection moulding machines!

12

6
5

3

OUR EMPLOYEES CELEBRATING
JUBILEES IN 2019

12

10 YEARS
• Michael Karpf
• Rene Müller
• Manuel Weh
• Jens Winter
• Günter Zwinz

10

4

25 YEARS
• Heiko Wolters
40 YEARS
• Harald Schmid
11

We say farewell to Dieter Fürst, who
is retiring after 21 years, and Reinhold
Grieble, who is retiring after 49 years.

NEW TO THE TEAM – WELCOME

JUNE 2019

2

SALES MEETING
9 With possible record-breaking temperatures, the annual sales meeting took place
with our sales strategists from the sales office
and field sales. The focus of the meeting was
the further strategy in our complex market
environment and preparations for upcoming
industry events. This way, we kick off the
second half of the year with new strength and
look forward to many interesting customer
contacts.

•
•
•
•
•
•
•
•
•
•

11

JULY 2019

10 MAXIMUM PERFORMANCE IN
OUR MOULD SHOP
Continuing on from the last mould-making
workshop held in February, the second part
has now taken place. Results achieved to date
were discussed in teams and further action
defined. Our injection moulding tools and cold
runner systems meet high-level requirements. In order to continue to do so and
expand further, we have set ourselves the goal
of steadily expanding our performance and
productivity.

•
•
•
•
•
•
•

1
7

8

•

Marcus Zapf, Mechanic
Alexander Schulte, Project Engineering
Fabian Rock, Mechatronics Engineer
Tizian Nothdurft, Industrial Mechanic
Janis Hartung, Electronics Engineer
for Automation Technology
Jonathan Höhn, Electronics Engineer
for Automation Technology
Max Schmid, Industrial Mechanic
Andreas Mattes, Industrial Mechanic
Stephan Volkmer, Mould Mechanic
Nico Sekler, Bachelor of Engineering –
Mechanical
Janis Weber, Trainee
Jaqueline Benz, Hydraulic Project
Planning
Marcus Hopf, Service Technician
Sandra Zimmermann, Forwarding
Department
Rok Lempl, Service Technician
Paul Schröder, Service Technician
Rainer Seemann, Head of Design &
Development
Sascha Abokat, New Digital
Services

OUR NEW TRAINEES

JULY 2019

11 STRATEGY MEETING

Group Strategy Meeting 2019: And we continue building our future together, stand this
stormy weather and nothing is gonna stop us
now!

•
•
•
•

9

MORE NEWS AND PICTURES ON: FACEBOOK.COM/DESMA.ELASTOMERTECHNIK

Niklas Feger, Mould Mechanic
Julian Koch, Industrial Mechanic
Dominic Peit, Electronics Engineer
Kevin Krupa, Technical Product
Designer
• Lukas Braun, Mould Mechanic
• Manuel Theilmann, Electronics
Engineer
• Jeyarooban Thishanth,
Industrial Mechanic

YOUR FURTHER
SUCCESS IS

OUR
PASSION.

NOT
EVERYONE BUT

SUCCESSFUL
PEOPLE
KNOW US.
NOT NOW,
NOT TODAY
— BUT

ALREADY
HERE FOR
TOMORROW.

SAVDAETE
THE

20
.
T
P
E
S
RD – 24
23

THERE IS
NO BETTER WAY
TO SUCCESS
THAN TO

EXCEED
EXPECTATIONS.

2020
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TH

FAIRS
GOOD TO SEE YOU!
FAIRS OFFER AN IDEAL OPPORTUNITY FOR
EXCHANGE. AFTER MANY SUCCESSFUL
EVENTS, WE ARE EXCITED ABOUT THE
UPCOMING ONES: WE LOOK FORWARD TO
YOUR VISIT.
2020
ELECRAMA – INDIA,
GREATER NOIDA, JANUARY 18 – 22
IKV-KOLLOQUIUM – GERMANY,
AACHEN, MARCH 11 – 12
AUSBILDUNGSBÖRSE – GERMANY,
TUTTLINGEN, APRIL 18 – 19
TIRES & RUBBER – RUSSIA,
MOSCOW, APRIL 21 – 24
CHINAPLAS – CHINA,
SHANGHAI, APRIL 21 – 26
PLASTPOL – POLAND,
KIELCE, MAY 19 – 22
FIP LYON – FRANCE,
LYON, JUNE 16 – 19
EXPOBOR – BRAZIL,
SÃO PAULO, JUNE 30 – JULY 2
CIGRE – FRANCE,
PARIS, AUGUST 24 – 28
DESMA OPEN HOUSE – GERMANY,
FRIDINGEN, SEPTEMBER 23 – 24
IPF – JAPAN,
CHIBA, OCTOBER 6 – 10

IT IS BY
FAR THE
BEST TO

BE
WITH
US.

NICE TO

SEE YOU

UNIQUE
SELLING
POINTS

MAKE THE
DIFFERENCE.
MEET

SUCCESS

OVERCOME
DISTANCES
AND

ENTER
NEW
SPACES.

