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Forty great years… of success!

For forty years now, CBE has supplied a
complete range of electrical system
components for recreational vehicles,

and is a leader in the mid/high market seg-
ment. Today, the company holds roughly
30% of the European market, supplying over
20,000 motorhomes a year with its electrical
systems and electronic equipment. Over
80% of its turnover comes from exports.
Wiring harnesses are strategic to CBE, repre-
senting around a third of its revenues. In the
premium market segment, CBE supplies
about 70% of European RV manufacturers.
We interviewed Bruno Conci, the founder
and owner of CBE. 

In the history of your company, what
achievements have been most grati-

fying?
No doubt, the very first LED control panel for
caravans we introduced in 1978 comes to
mind. After that, having designed and
manufactured the first automotive style
wiring harnesses for the caravanning sector
in the mid ‘80s.
We also take pride in our expansion into
foreign markets during the early ‘90s, an
extremely important step I like to recall, toge-
ther with the fact that by 2006 we had alrea-
dy introduced – as standard production –
complete systems for motorhomes based on
BUS technology with Touch Screen panels.
More recently, we can no doubt derive a
great deal of satisfaction from having crea-
ted three subsidiaries (two for the production
of wiring harnesses and one for the develop-

ment of electronic cards), and the way in
which we are managing them.

An Italian manufacturer exporting
technology and electronics on a global
scale. What is your recipe for overco-
ming the bias of international manufac-
turers towards a country that isn’t
always given full credit in its ability to
develop innovation in the electronics
industry?
I don’t believe a specific “CBE recipe”
exists…, however I do know how we go
about our business: you have to perfectly
understand the suitable markets for your
products, keep up to date on technology and
continuously invest in the quality of your pro-
ducts and processes.
Furthermore, I’ve always considered the fact
that we are indeed an Italian company, but
situated in a region just 300 km from the
Munich area and with historic ties with
Central Europe, as a competitive advantage
we’ve been able to use against our competi-
tion both in Europe and Italy.

What strategies did you employ to over-
come the crisis that hit the sector in 2008
without too much impact?
During the pre-crisis boom years prior to
2008, we had laid down the framework of a
production and sales structure designed to
withstand the impact of a possible market
downturn. This includes not only having a
properly sized work force, manufacturing
plants, investments and what not, but also
expanding to new markets outside the EU,
and strengthening our Aftermarket Division.
Fortunately, what followed has rewarded our
decision making and strategies.

CBE now supplies also FRANKIA

After a deep process of technical analysis based on the customer’s needs, which has
for sure included also installation tests on several sample vehicles, a newer version

of CBE PC380/DS470 system is going to be installed on the FRANKIA motorhomes of
the 2017 season. All the FRAN-
KIA vehicles of next season will
be equipped not only with CBE
electrical systems, but also with
CBE wiring harnesses. Since the
first sample installations a few
years ago, CBE has committed
to developing a system aimed at
fulfilling the requirements of this
very important German
Customer, thus establishing a
fruitful collaboration between
the two companies.

Words Antonio Mazzucchelli

Since 1976, CBE has been a design partner for motorhome and caravan manufacturers worldwide, deve-
loping customized solutions encompassing all aspects of on-board electrical systems: wiring harnesses,
control panels, 12V distribution boxes, battery chargers, tankprobes, sockets and switches. 
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Contacts:
Dorian Sosi - Italy - d.sosi@cbe.it
Paolo Moiola - Export - p.moiola@cbe.it

Is there any one project, product or
technical solution you haven’t been able
to bring to market in the past 40 years,
and which you regret?
Frankly, I have no regrets linked to specific
products or projects I would have liked to
have implemented – I’ve been able to design,
develop and implement so many over the
years!
On the other hand, I can’t hide the fact that
I would have liked and would like to see
more standardization in terms of electrical
systems for motorhomes. 
In this sense, yes: I do regret the benefits, in
terms of still higher product quality and fun-
ctionality, along with reduced costs, that our
OEM customers could derive from a greater
standardization process.

How have the market and customer rela-
tions changed over the past twenty
years? 
Simplifying to excess: the market is far more
concentrated in terms of the number of pla-
yers, but much more fragmented in terms of
offer to end customers, with obvious conse-
quences for a system supplier such as CBE.
With respect to customer relations, at times I
have the impression that we once dealt with
less people, and they held more managing
responsibility and decisional capacity.

How do you see the development of
new BUS technologies, and in your opi-
nion what should be the way forward in
terms of a common development of
platforms and products? 
BUS technologies are obviously a very useful
tool, one which we are very well aware of
and that has been applied for decades now
in a variety of sectors. As for any technology,
its true validity can be measured by its fields
of application and specific user processes.
The standardization we mentioned earlier is
still an ultimate goal for us, and we’re there-

fore ready to commit to any project that
seriously moves in this direction.

Do you have a favourite anecdote regar-
ding your company’s history? 
I’m afraid I can’t occupy all the space in your
publication, so I’ll limit myself to two diffe-
rent stories.
During the early ‘80s – in a situation that was
quite different for our company than what it
is today financially – I decided to turn down
a large job contract from an Italian OEM.I did
it for professional and ethical reasons: they
wanted me to supply products that in my
estimation were, shall we say, technically
unworthy.
A more humorous anecdote, on the other
hand, regards my very first “participation” (if
we want to call it that) at the Essen trade fair
in Germany in 1990. At the time, we didn’t
yet have our own stand at the fair – actually,
we didn’t even have any customers in
Germany. However, an Italian friend who
was exhibiting “allowed” me to put up 2
panels advertising my products at his
stand.So I left all alone from Trento with my
FIAT Croma, and I arrived the next morning
in Essen - and I still don’t know how - I
managed as a simple visitor rather than an
exhibitor, to "sneak in" at the fair with a
90x90cm display panel under each arm.
The following year I was obviously exhibiting
at Essen with my own company stand, and
the first German customers came on board
the next year. 

In your opinion, are there risks in the
globalization that is also taking over our
industry, not just in terms of vehicle
manufacturers, but also as regards com-
ponent manufacturers? 
These are clearly unavoidable processes.
However, I believe that – for the good of the
future of our industry – the benefits of syner-
gy should spread to the entire industry:
OEMs, suppliers, dealers and end customers.

What future strategies do you intend to
implement to ensure that your company
has 40 more years of success?
Here too, there’s no magic wand, and no
super slogan.
Simply continue working as we do: commit
to improving year after year, understanding
how the demands and behaviours of our
clients evolve, and always adopt a long term
vision.

How much have people influenced the
development and growth of your com-
pany?
I believe businesses are made up of people,
more so than of products or machinery. I can
say that over the past 40 years I’ve had the
good fortune of collaborating – both within
and outside of CBE – with people whose pas-
sion, dedication and expertise have allowed
CBE not only to get to where it is today, but
also and above all to properly establish itself
to proceed along a road that 40 years ago
was just beginning. 

The new video

At the Caravan Salon in
Düsseldorf, CBE will

be presenting a preview of
its new company video.
Shot at the two produc-
tion facilities in Trento and
Arco on the occasion of
the company’s 40th anni-
versary, the video recounts
the success of a company
that has made history in
the industry. Filmed in high
definition using also dro-
nes, the video enters into
the very heart of the com-
pany’s production proces-
ses, providing a highly

technical and interesting
look at the innovative
technologies that have
allowed CBE to achieve
quality without compromi-

se, as well as putting toge-
ther a finely crafted promo
whose musical soun-
dtracks and scenes capti-
vate and engross viewers. 

Visit us at the Caravan 
Salon in Düsseldorf
Hall 13 Booth A44
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