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While the RV
shows season

comes to the end, for
Europe it’s time for
evaluations. We chil-
led comparing visito-
r's number for the
main international
fairs with the amount
of vehicles effectively

sold in the first months of 2016. The extraordina-
ry success of Caravan Salon 2016 in Düsseldorf
confirms the positive trend for the German mar-
ket (1st semester of 2016 revealed an increase of

18.3% of registration compared with the same
period of the previous year). Also in UK, the mar-
ket matches with the good success of the
Birmingham show, with an increase of 7.4% vs
2015 of registrations of motorhomes and cara-
vans. The French show held in Le Bourget knew a
slight decline: some say it was due to the fear of
terrorist strikes, some points to the proliferation
of regional expositions making the Paris show to
be perceived as regional itself. Not too bad: what
really matters is the market and the market is
definitely going great with +7.6%. Switzerland
and Spain live a happy moment while Italy makes
a special case: the encouraging numbers related
to the production and the great numbers in terms
of visitors at Salone del Camper di Parma, don't
match with an expected decisive growth for real
sales. In Italy the market sees an acceptable raise
of percentages but still dramatically lower if com-
pared with the happy past. In general Europe
seems to be healthy and positively looking at the
future: motorhomes +16.6%, caravans +5.1%
for the 1st semester of 2016 vs 2015. USA, then,
still reveals amazing numbers: the deliveries to
retailers of all RV were reported at 33,704 units,
20.5% more than the same period last year: the
best September in nearly four decades. Let's wait
some time to understand if the turn over at the
White House will influence the economy and indi-
rectly the RV field.

Antonio Mazzucchelli
Editor in Chief

Editor’s note
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Country SHOW VISITORS 2016 RV SALES  JAN-JUN 2016 %*

Germany 203500 37103 18,2

Italy 127000 3468 2,7

UK 100000 18995 19,0

France 95480 17756 18,6

Spain 52000 2340 4,5

Switzerland 40562 3658 9,0
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News
DexKo announces its acquisition of
the Winterhoff Group

Hans-Karl Sternberg,
long-time Managing

Director of the Caravaning
Industrie Verband (CIVD),
passed away unexpectedly
on Sunday, 25 September
2016, at the age of 63 years.
“We have lost an outstan-
ding person who successfully
managed the affairs of the
association for several deca-
des, and who was very effec-
tive in representing the inte-
rests of the entire caravan-
ning industry – writes CIVD
in the announcement –
Those who knew him held
him in high esteem particularly on account of his dynamic perso-
nality, creativity and strength of purpose. His tireless commitment
to the needs of the caravanning industry was also characterised
by his extensive expertise and persistence. These traits, together
with his kindness and sense of humour, made him a very special
and universally respected personality”.
Hans-Karl Sternberg played a key role in the development of the
CIVD. The closeness of the entire industry, which is a historic
strength of the association, is largely due to his efforts, as are the
considerable successes and achievements of the CIVD during the
last few decades.
“We would like to wish his family much strength and also time
for remembrance in the coming days – also in the name of our
entire Executive Board and CIVD staff – writes CIVD – We will
always honour his memory, not only as the Managing Director of
our association, but also as a very special personality”.
We give the condolences of the entire editorial staff of
Aboutcamp BtoB for a man who we had known for a long time
and always respected.

CIVD mourns Managing Director Hans-Karl
Sternberg

DexKo expands the core business of
AL-KO Vehicle Technology based in

Koẗz near Augsburg through the acquisi-
tion of the Winterhoff Group based in
Breckerfeld, North Rhine-Westphalia. With this acquisition, AL-KO is
expanding its entire area of the product segments of jockey wheels,
couplings and fittings. Winterhoff is an extremely well-regarded mar-
ket participant that provides high-quality and innovative products.
Furthermore, the company was also previously a supplier of jockey
wheels for AL-KO Vehicle Technology in the past. With this takeover,
AL-KO is increasing its own production depth and simultaneously opti-
mising its internal value-added and supply chains in the European mar-
ket. The fittings sector will top off the AL-KO range. All partners and
customers of Winterhoff will continue to be supported as in the past.
The previous contacts will remain the same.
Harald Hiller, President of AL-KO Vehicle Technology, emphasises the
significance of this transaction: "Winterhoff has been a successful
company for decades and is very well positioned in the market with its
products. The strategic fit to AL-KO could not be better, because this
integration will further strengthen our core business, which will allow
us to service our customers with an even broader range. We will con-
tinue the brands of Winterhoff and ALBE Berndes in the existing
form." Rainer Winterhoff, Managing Director of the Winterhoff Group
explains: "This is the ideal time, also in light of the rapid globalisation,
to put our business on a promising path to a joint future with this mer-
ger. AL-KO Vehicle Technology is the perfect fit for this strategic
move." AL-KO Vehicle Technology is part of the DexKo Group, one of
the world's leading manufacturers of chassis technology. DexKo is
committed to expand its business in a logical manner through organic
growth and the acquisition of first class companies and strong brands.
Fred Bentley, CEO at DexKo: "We are incredibly excited about adding
Winterhoff to our business division. We have spent the first six months
after acquiring AL-KO Vehicle Technology focusing on optimising the
existing business and the team has done an incredible job. Now is the
time to expand our business in a systematic manner. The acquisition of
Winterhoff will enable us to take the first step towards this growth
path. Additional steps will follow, making this an exciting time to be
part of the DexKo organization."

The European Caravan Federation (ECF) has announced that sales of
new caravans and motorcaravans once again rose in Germany by a

substantial margin in the first two quarters of the year. Between January
and June of this year, sales of new leisure vehicles in Germany rose by a
robust 11.7 percent to 107,773 units. The European leisure vehicle indu-
stry continued to register sales growth for the first half of the year. Apart
from the top performing markets, namely Germany (an 18.3 percent
sales increase), the UK (a 7.4 percent sales increase) and France (a 7.6
percent sales increase), markets where sales had previously been weak
registered impressive growth in sales of new motorcaravans and cara-
vans. During the first six months of the year, Spain (up 34.2 percent),
Sweden (up 23 percent) and Denmark (up 11.2 percent) all registered
double‐digit sales growth. The European motor caravan market again
grew substantially during the first half of the year. The robust demand
for these vehicles resulted in an increase in the sales of new motor cara-

vans amounting to 16.7 percent, to 63,578 newly registered units. As
the driver of sales growth in Europe, sales in Germany rose by 23.6 per-
cent. Despite substantial sales declines in recent years, sales in Spain have
rebounded this year, registering exceptional growth: relative to the first
six months of 2015, sales in the Spanish motor caravan sector rose by
more than half (up 52 percent) in the first half of this year. The European
caravan sector also registered growth in the first half of this year, with
sales amounting to 44,195 units, up 5.1 percent over the same period in
the prior year. Germany and the UK, which are by far the top performing
caravan sales markets in Europe, both registered robust sales growth for
the first half of this year, respectively up 10 and 3.7 percent relative to
the same period last year. Building on the sales momentum of last year,
caravan sales in The Netherlands continued to rise during the first six
months of this year, whereby a growth rate of 4.7 percent was registe-
red for the period in this market.

First half of the year: European RV +12%





66

News

The lighting and electronics specialist HELLA has developed new
products for the mobile home and caravan sector. At Caravan

Salon 2016 the company has been showing a new design layout for
customized front and rear lighting. The centerpiece of HELLA’s fair pre-
sentation was the new Hymer headlamp. Hymer is one of Europe’s lar-
gest manufacturers of caravans and motor homes. This is now the
second time it has chosen HELLA to design and develop an individual
headlamp solution. For this product, HELLA integrated the three
lighting functions daytime running lights, direction indicators and posi-
tion lights into a single LED-fed light guide. Here once again HELLA is
transplanting technology from series-manufactured automobiles and
making it available to the caravan sector for the very first time. The low
beam/high beam module is available in both bi-halogen and bi-LED
variants. B and S class Hymermobiles will be standardly equipped with
these headlamps from the beginning of model year 2017. As a further
highlight HELLA exhibited a new multi-function rear light for caravans
and mobile homes that uses “glowing body” technology for the LED
functions of its tail lights, brake lights and side marker lights. This
technology ensures a sophisticated and homogenous lighting effect.
HELLA is also developing the rear combination lamp especially for this
Hymer model. Here the company was not only interested in the fun-
ctionality, it also considered the design to be important. For this rea-
son the three-stripe Hymer logo is also visible at night in the reflex
reflector. In addition, HELLA has showed a number of existing and

well-known customerspecific rear lighting solutions,
such as its rear lights for Adria, Dethleffs and
Carthago. A further highlight of HELLA’s fair
presentation was the 90 mm module hea-
dlamps of the L4060 LED series, which
incorporate all possible functions: low
beam, high beam, fog light, dayti-
me running light, bend light,
direction indicator and
position light. The
lighting and electronics
specialist also brought
to the fair a number
of selected exhibits
from its extremely wide product range. In the
Lighting category these included daytime run-
ning lights, multi-function lights, signal
lights, internal lighting, door
lights and auxiliary lamps. In
the Electronics category the
emphasis was on intelli-
gent battery sensors,
actuators and voltage
stabilizers.

Hella: new design layout for customized front and rear lighting

Dethleffs will increases the maximum production capacity by 50%,
investing 50 millions EURO within the next 3 years. The highest

amount will be used for a new and 8.000 m² production hall. In order to
construct the new building and the needed infrastructure, the factory
premises will be expanded by 36.000 m² up to a total of 246.000 m².
The essential purpose of these construction projects is to create optimi-
zation of the production, assembling and logistics efficiency, which will
finally lead to an increase of the production capacity up to 16.000 units
per year. This is an increase of 50%. With equalisation of production pro-
cesses and creation of nonredundant manufacturing processes the pro-
duction safety and the quality of the manufactured units will be conti-
nuously growing. The commissioning of the new factory hall is planned
for spring 2018. Up to 150 new vacancies will be created. The Dethleffs
Managers Alexander Leopold and Günther Wank are happy about the
sign of confidence from the Erwin Hymer Group as a shareholder: “With
this gigantic investment in the future of the factory Dethleffs in Isny
expands its position to a strategically important production site of the
Erwin Hymer Group. We thank every employee who has helped with

their outstanding commitment to the firm. This has been shown in the
confidence of our shareholder in the factory at Isny.

Dethleffs invests 50 millions euro in factory expansion

After very promising shows including Le Bourget 2016, RAPIDO
GROUP, a major player in the European market of recreational

vehicles, continues its dynamic growth and announces the acquisition
of the company P.L.A., Italian manufacturer of motorhomes located in

Colle Val d’Elsa in Tuscany. Pier Luigi Alinari, founder of PLA, says “This
operation is an extraordinay chance for the development of PLA
Group, thanks to the power of the French group Rapido, one of big-
gest and strongest RV builders in Europe. I am sure that the company
I founded just 6 years ago in a period of market crisis, thank to this
agreement will have the chance to build a more substainable and a
longer lasting grow path” This acquisition allows the RAPIDO GROUP
to complete its range of motorhomes and strengthen its presence in
key European markets. This also offers the opportunity to RAPIDO
GROUP to establish industrial operations in Italy, essential country in
the universe of recreational vehicles. P.L.A., acronym of the name of
the founder Pier Luigi Alinari, is a company founded in February 2010.
P.L.A. manufactures a thousand motorhomes per year distributed
throughout Europe. Its entry level product positioning allows the RAPI-
DO GROUP to propose a complete offer on the leisure vehicle maket.
“With this transaction, we expand once more our range of expertise
and propose our customers a wide response through a complementa-
ry and consistent product offer ” says Pierre Rousseau, President. He
also states that “the acquisition of P.L.A. forms part of a dynamic
growth strategy of the company.”

Rapido Group takes over the company P.L.A.
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FUSE BOXES
Developed and composed on customer demand in many 
variants from a standard base.
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Thanks to a continuing solid momentum of leisure vehicles and
trailers sales, Trigano recorded €285.7M turnover in the fourth

quarter, up 11.1%.
Motorhome sales (+13.2%), caravan sales (+18.3%) and static
caravan sales (+110.7%) benefited from markets growth, high
level of exhibition models order backlog (motorhomes and cara-
vans), and some late orders (static caravans). Deliveries of accesso-
ries for leisure vehicles (+7.7%) and trailers (+3.7%) remained also
well-oriented. In contrast, camping (-16.4%) and garden equip-
ment (-17.9%) activities were impacted by unfavourable climatic
conditions in the fourth quarter.
In 2015/2016, Trigano pursued its strong growth: sales exceeded
1.3 Billion Euros.

Leisure vehicles
Trigano clearly outperformed the European motorhome market
again in 2015/2016 with sales up 27.6% (+22.2% at constant
perimeter). This performance was due to improvement in commer-
cial organisations and investment in production capacities aiming
at serving markets better in an end-of-crisis context. Caravan sales,
up 19.2% over the financial year, confirmed their recovery while
sales of accessories for leisure vehicles (+11.7%) recorded a
significant increase in demand in Germany and in the Netherlands.
Static caravan deliveries (+52.2%) benefited from the recovery in
investment of camping sites owners in France and from a solid
development of export sales.

Leisure equipment
Growth in trailers sales (+5.2% over the year) was due to gains in
market shares, especially in Spain, Eastern Europe and Scandinavia.
Camping (+3.9%) and garden equipment (-4.7%) sales were
affected by unfavourable climatic conditions by the peak of the
season.

Trigano: the fourth quarter, up 11.1%

Harald Hiller was
appointed Chief

Executive Officer (CEO)
of AL-KO Vehicle
Technology on 29 August
2016. He has been wor-
king successfully at the
company in various fun-
ctions for 20 years. In the
past decade, he was
responsible for the
European and internatio-
nal business of the vehi-
cle technology manufac-
turer. As President and
CEO, he now takes on
the complete strategic
and operational manage-
ment responsibility for AL-KO Vehicle Technology with 2500
employees and a turnover of EUR 450 million.
“Since the beginning of the year, positive and future-oriented
changes were initiated within Vehicle Technology. However, a cer-
tain amount of continuity for our customers and employees is
important, particularly in times of change. Therefore, I am happy
to be able to now help chart a successful course for the compa-
ny in an active role as President and CEO,” says Harald Hiller.
On 1 January 2016, AL-KO Vehicle Technology merged with the
US company Dexter Axle, a leading manufacturer of axles and
trailer components, to become DexKo Global Inc. This merger
resulted in the world’s largest manufacturer of trailer axles and
chassis components in the light segment up to 3.5 tonnes. DexKo
Global Inc. is expected to generate a turnover of nearly US$ 1 bil-
lion this year.

Harald Hiller appointed CEO
of AL-KO Vehicle Technology

News
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One of most interesting projects displayed in Birmingham was
a Mercedes Sprinter 313 CDI prepared by Slide Out Europe
LTD, a company which cooperates with Lippert Components

in the UK. Managing Director Neil Mears had previously showcased
a mock up at Birmingham in 2015, but the empty vehicle, at that
time, didn't bring justice to the product. At the 2016 Birmingham
Show, Neil Mears showcased a van equipped with two slide outs,
designed together with Allison Duffy, Slideout Europe Limited sales
manager. One system is located on the rear of the vehicle and the
other one extends the right wall in order to host a very large bathro-
om with a comfortable shower box. To a visitor, walking into the
slide-room looks like they are experiencing a medium sized motor
home, and it is difficult to believe that all this was fit on board a nor-

mal 3.5 ton camper van. Neil Mears
says about visitor's reactions to the
vehicle: «People can't believe what
they look at! This is a surprising
panel van: somebody has to double
check the exterior to believe is just a
van and not a bigger vehicle. When
the slide outs are positioned out,
indeed, there's no other comparable
vehicle of this class. The gain of
space has no rivals and we saw peo-
ple to come back two or three
times, during the show, to study it
more and more. This system is appli-
cable to any type of vehicle: cara-
van, panel van, motorhome, cam-
per. I've been involved in projecting

and building different solutions for recreational vehicles from a long
time: is a challenging strategy because the public sometimes under-
stands the significance of innovations, sometimes doesn’t. Our tar-
get, in any case, is to create a high quality standard. For the future,
regarding the use of slide out systems in the UK, and after three years

of activity for us on this kind of products, I think the year for the acce-
leration of the growth definitely will be 2017. Our factory and per-
sonnel are working extra time to meet the demands coming in, we
are now in need to hire new engineers, builders and even to empo-
wer the office staff. I think the entire panel van industry will now look
at this vehicle as a milestone, the people queuing for it at this show
testifies that. We produce this panel van ourselves and it takes three
and a half weeks to deliver the van modified». Allison Duffy is equal-
ly enthusiastic about the user's feedback at Birmingham's fair:
«When people walk through the door of this camper van, their first
reaction is a big “Wow!”. They simply get amazed at the first look.
A female has designed the interior layout, and people expect this van
to be different from others on display in this show. They don't expect
to get on board a normal sprinter van, a standard long wheels base.
Their expectation goes over. People immediately love the new decors
and new lighting design and females mostly like it: this is the first
impression we care to raise from the public. This van has the largest
space available in both configurations of the slide-out system, in or
out. Especially when the slide-out is in, there's still a phenomenal
amount of space to move around. When out the double slide-out

makes of this van an exclusive and surpri-
sing unique luxury vehicle»

Two slide-outs turn this van into a unique luxury motor home 

News

Neil Mears
Slide Out Europe LTD
Managing Director



For many years now,
BPW has concerned

itself with reducing the
weight of the utilised com-
ponents. This year, one of
the BPW highlights is the
new trend-setting milesto-
ne in light-weight construc-
tion – the A-chassis. The
chassis is a completely new
construction. This A-shape
has an improved acceptance of lateral forces so there is no need for
transverse beams, which has a positive influence on the unladen
weight. In this way, the weight of the chassis on its own was redu-
ced by up to 20 % ! Last year BPW already presented a chassis
made high-tensile steel. The new A-chassis are also fabricated from
high tensile steels. As a result, the wall thicknesses can be reduced.
The particular benefit for the customer is the increased load capa-
city of his caravan. A further advantage is that possibly better
equipped series can be drawn with the same towing vehicle.
Within the framework of the development, widespread benchmark
tests have been carried out. The BPW development team had set
itself the target of achieving 100,000 km on a commercial vehicle
test track. This target was successfully met. Currently, the A-chas-
sis as single axle versions are available in the weight class up to
1,500 kg gross vehicle weight. They are therefore in the weight
classes where the unladen weight and payload are particularly cri-
tical. Convince yourself of this innovation and visit us on the BPW
stand, where these chassis are presented. Furthermore, you can
find our A-chassis also on the Knaus Tabbert stand, where it is
exclusively fitted to the Knaus Travelino. In the future, BPW will
continue to work on reducing the weight of the suspension com-
ponents in order to achieve further advantages for the customer.

BPW introduces the new light weight
A-chassis

Winnebago Industries, Inc. announced that it has entered into a
definitive agreement to acquire Grand Design Recreational

Vehicle Company, a manufacturer of towable recreation vehicles, for
approximately $500 million in cash and newly issued Winnebago
shares.
Founded in 2012 by Don Clark, Ron Fenech and Bill Fenech, a mana-
gement team with over 80 years of combined leadership experience
in the RV industry, Grand Design is a fast-growing manufacturer in
the towables segment with rapidly expanding market share. The
Company generated $428 million in revenue over the last twelve
months ending August of 2016, representing a compound annual
growth rate of over 80% since 2013, and a top tier EBITDA margin
of 14%.(1) Grand Design is a portfolio company of global growth
equity investor Summit Partners.
The transaction is expected to close by the end of Winnebago's first
fiscal quarter of 2017, subject to regulatory approvals and other
customary closing conditions.
"Grand Design has built a tremendous reputation and position in
our industry by delivering quality products and high levels of custo-
mer satisfaction, and we are excited to welcome them to the
Winnebago family," said Michael Happe, Winnebago's President
and Chief Executive Officer. "Grand Design's differentiated and nim-
ble approach to serving today's towable consumer, proven ability to
deliver exciting new products and deep industry expertise comple-
ment our existing capabilities and Winnebago's iconic brand. The
addition of Grand Design will accelerate our expansion in the towa-
bles business, creating a broader and more balanced portfolio well-
positioned to capitalize on the opportunities across the RV market
and to drive improved profitability and long-term value for stakehol-
ders."
Mr. Happe continued, "I look forward to working closely with Don,
along with the rest of the Grand Design team. With a shared focus

on quality products, dealer relationships and customer service and
satisfaction, together we will be even better positioned to serve dea-
lers and customers well into the future."
Don Clark, Co-Founder and CEO of Grand Design, commented,
"This is an exciting day for Grand Design and reflects the hard work
and dedication of everyone involved in our rapid growth and success
over the past several years -- the Grand Design team, our valued
customers and our investors. We have incredible respect for
Winnebago and are honored to join an iconic company that shares
our dealer-centric, customer-focused culture. This shared foundation
makes our two companies an ideal fit, and we look forward to main-
taining our unique identity as an agile competitor as we leverage
Winnebago's strong platform to broaden Grand Design's reach and
deliver the best possible product and service to our dealers and our
customers."

Winnebago to Acquire Towable RV Manufacturer Grand Design

Carefree of Colorado announ-
ces the appointment of

Elden Wood as Vice President of
Sales & Marketing. Reporting
directly to Scott Thompson,
President of Carefree,Wood will
be responsible for leading the
sales, marketing, customer servi-
ce and order processing teams.
“Now celebrating their 45th
year as the RV industry’s lea-
ding supplier of awning and
shade products, I have come to
appreciate Carefree’s professio-
nalism and reputation as a pre-
mier supplier that they have
rightfully earned over the
years,” comments Wood. “As
the RV consumer becomes

more and more discriminating in their expectation of the RV expe-
rience, Carefree is the clear preference among OEMs,
Distributors, Dealers, and End-users.”
“We are extremely pleased to have Elden Wood join Carefree;
given his domestic and international sales experience as well as
his technical aptitude, he is perfectly qualified to lead our sales
effort going forward and a great fit within our culture of innova-
tion” said Thompson. Wood comes to Carefree with extensive
experience of more than 12 years in the Global RV industry
having previously worked with many leading European compa-
nies, most recently as Truma’s VP of Sales & Marketing. Wood ear-
ned a BS Management degree with emphasis in Entrepreneurship
and a Global Management Certificate at BYU’s Marriott School of
Business.

Carefree of Colorado appoints Elden Wood
as VP of Sales & Marketing
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Special RVING IN UK

The English journalist Terry Owen takes us to the discovery of the UK market, the
habits of British campers and their preferences.

Words Terry Owen

The UK's touring caravan market is the largest in Europe.
According to figures from the European Caravan Federation
(ECF) new registrations of touring caravans in the UK totalled

23,000 in 2015.This compares to 18,800 for Germany, the second
largest market. When it comes to motor caravans it's a somewhat
different story with the UK coming in at number three behind
Germany and France. ECF figures show that 10,572 new motorho-
mes were registered in the UK in 2015.
The market is currently buoyant and is expected to remain so for at
least the next few months.  As in mainland Europe, sales of motor
caravans continue to increase faster than touring caravans. The UK
industry's trade body, the National Caravan Council (NCC), reported

that, by the end of July 2016, new registrations from its member
organisations were up 14.9% on 2015.

PCP and Brexit effects
It would seem that this trend still has some way to go but Brexit and
the falling value of the Pound are causing much uncertainty. Many
components are bought in Euros or Dollars and price rises in the
home market seem likely when forward exchange contracts expire.
The Government has said it will trigger Article 50 by the end of
March but even then there could be two years of hard negotiations
before the dust settles. Despite the uncertainty, many of those who
voted to stay, as well as those who voted to leave, remain positive



Bailey
Founded as FG Bailey Ltd in Bristol in 1948 the
company was sold to brothers Patrick and Stephen Howard in
1977.  Bailey was the first UK manufacturer to move away from
conventional construction with the introduction of its patented
Alu-Tech system for touring caravans in 2010. This eliminates
wood products from the upper bodyshell and uses an alumi-
nium interlocking frame to hold the panels together. This con-
struction method was also used for its first motorhomes, which
were launched the following year. Today Bailey's main produc-
tion facility remains in Bristol, employing more than 300 people
on a six hectare site.  In 2016 a wholly owned subsidiary, Bailey

Leisure Pty Ltd,
began assembling
touring caravans in
M e l b o u r n e ,
Australia.  An
example of product
was on display at
the NEC in
Birmingham in
October.

Auto-Sleepers
In 1961 the Trevelyan family and their two young sons were looking for a family holiday with a difference. They
built a motor caravan based on a Morris J2 van and the rest, as they say, is history. An improved version soon
attracted the attention of a local dealer and the orders began to flood in. The Trevelyan family sold the business
in 1997. Since then it has had a number of owners, including the Italian SEA group. In 2009 Auto-Sleeper direc-
tors Geoff Scott and Mike Crouch acquired 100% of Auto Sleeper Group. This includes Auto Sleeper and Marquis
Retail, which acts as distributor for all SEA Group products within the UK. Manufacturing is undertaken at
Willersey, a small village near Broadway in Worcestershire.

Coachman
Coachman was formed in 1986 by Jim
Hibbs and George Kemp, both previous
directors of ABI.  They acquired a green-
field site in Hull, where the production
continues to this day. Coachman was
acquired by the Explorer Group in 1997
but Jim and the management team bought it back in 2001.
Situated in Hull, the company employs about 170 staff. In
common with other manufacturers Coachman uses polyure-
thane in place of wood in areas vulnerable to water ingress as
well as bonding to reduce the requirement for screws.
Coachman is unusual in offering a five year manufacturer's
warranty in addition to up to ten years for water ingress and
body delamination. Coachman has so far resisted any tempta-
tion to enter the
motor caravan
market. Keen to
preserve skills for
the future it is
one of the few
manufactures to
have a formal
apprent i cesh ip
scheme.

Auto-Trail
In 1982 Auto-Trail was already established as a caravan repair
business when owners Bill Boasman and Barry Holmes deci-
ded to have a go at designing and building their own coa-
chbuilt motorhome. Since then the company has gone from
strength to strength. 
It was bought by the Trigano Group in 1999 and remains with
them today. In 2003 Auto-Trail moved to a new purpose built
factory within Europarc at Grimsby. In 2016 work commen-
ced on a 5,500 sq m factory expansion that will give Auto-
Trail a production capacity in excess of 3,000 motor caravans
per year.

The biggest UK manufacturersThe biggest UK manufacturers
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Swift
From humble beginnings in 1964
Swift has become the most succes-
sful caravan company in British histo-
ry. Founded by Ken Smith the com-
pany is now owned by his son Peter
although the directors also have a
shareholding. Over the years Swift
has grown both organically and
through acquisitions. The latter inclu-
de Abbey, Ace and Autocruise
Bessacarr and Sprite. Swift is the only UK manufacturer to produ-
ce, touring caravans, motor caravans and static caravans. It ope-
rates from three sites, the main one being at Cottingham, in East

Yorkshire. The company made history in 2006 when it erected the largest single purpose production building in Europe (12,000 sq m).
Another similar building is currently under construction.  In 2013 Swift introduced its SMART construction system that saw polyure-
thane replace wood in much of the bodyshell. A year later it was followed by SMART HT which completely eliminated wood products
from the bodyshell construction in its high end touring caravans. The company employs some 900 people. It manufactures well over
one third of the UK's new touring caravans and about one quarter of its motor caravans. 

Lunar
Lunar was founded in Preston by Brian
Talbot and Ken Wilcock in 1969 follo-
wing inspiration from the 1969 mission
to land on the moon. After a brief ownership by the Dutch Tirus
Group, through its subsidiary Chateau Caravans, the company
was bought out of bankruptcy in 2007 by its Chairman and CEO,
Brian Mellor. Since then the company has flourished, majoring on
its selling point of producing some of the lightest caravans on the
UK market.  It launched the Venus range of entry level caravans
in February 2011 and re-entered the motorhome market with its
Vacanza camper car (based on the Nissan NV 200 Combi) in
2013. The Landstar van conversion followed a year later and in
early 2016 Lunar began importing coachbuilt motor caravans
from PLA in Italy, badged as Lunar. These imports have now stop-
ped as Lunar has re-launched its Roadstar and Telstar ranges,
which are being produced in Preston. Brian Mellor remains
Chairman and CEO, and Lunar is set for expansion through the
acquisition of land and buildings at its Preston factory. It employs
some 230 people.

Explorer Group 
Founded in Consett in the NE of England
in 1964 by Siddle Cook ('Elddis' is 'Siddle'
backwards) Elddis has had an interesting
history. Siddle pulled out in the late 1970's
to set up Compass Caravans nearby. Since
then Elddis has undergone various incar-
nations, entering the motor caravan mar-
ket in 1985. In 1998, the Elddis was brought under the
Explorer Group umbrella along with two other established
caravan brands, Buccaneer and Compass. The Xplore entry
level range was launched in 2008. In 2012 the Explorer Group
switched all its products to a new method of construction
(christened SoLiD) where industrial grade adhesives from
Henkel replaced many of the screws.  Wood has been retained
in the bodyshell as it is believed to be the best material for this
type of construction. In 2014 it became the first mainstream
UK manufacturer to offer eight foot wide (2.44 metres) cara-
vans with its prestige Buccaneer range. The Explorer Group
employs some 340 staff and is still based in Consett. It is
owned by the Constantine Group PLC, a private investment
company.
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about the future. It seems the record low interest rates are encoura-
ging people to spend their savings and enjoy them whilst they can. 
Another factor is the introduction of Personal Contract Plans (PCP's)
to the leisure market in September. Already well established in the
car industry, these are expected to attract both new and younger
people through the relatively low monthly payments they can offer. 
The touring caravan market is dominated by the 'big five' manufac-
turers - Bailey, Coachman, Explorer, Lunar and Swift. Four of these
also manufacture motorhomes and there are two dedicated motor
caravan manufacturers namely Auto-Trail and Auto-Sleepers. 
As well as manufacturing for the home market, these companies also
export into other markets including mainland Europe, Asia, Australia
and New Zealand. By so doing they can even out demand for their
products. The low value of the Pound is a benefit here.
In addition to the companies mentioned above there is a plethora of
much smaller camper van converters and specialist producers such as
Gobur, who manufacture folding caravans.

As Brits like
In touring caravans the fixed island bed layout continues to domina-
te the market with twin fixed beds also popular. Four berth caravans
top the best sellers although many are used as luxury two berths.
Fixed bunk beds are in demand for those who wish to take children.
Side dinettes are in decline whilst the demand for 'L' shaped lounges
remains low. Luxury caravans sell particularly well, as do entry level
models but those in between often struggle. The market is domina-
ted by buyers over the age of 50 with many families unable to afford

the cost of an RV on top of a mortgage and other commitments.
Another factor influencing the touring caravan market is that the UK
has a very large number of static holiday caravans for hire. These can
provide a cheap family holiday for a one-off payment. Motor cara-
vans have no clear winner in the layout stakes although island fixed
beds models are well-liked. Many Brits are prepared to sacrifice the
garage found on most continental models for extra internal space
that can be generated. As you might expect rear bike racks are extre-
mely popular.  Indeed Swift fits bike rack mounting points as stan-
dard to all its touring products. UK campers tend to use their RV's
from Easter until the end of October with a significant proportion
continuing throughout the winter months. The often inclement wea-
ther means owners spending much time in the vehicle so it needs to
have as many creature comforts as possible. Ovens, microwaves and
separate showers are high on the list, as are good lounging and
dining facilities.
Campsites have responded to the demand by offering hard standings
with 16 amp electrics and a significant number now stay open for
much, if not all, of the year. Unlike mainland Europe there are very
few facilities aimed at motor caravanners just wanting an overnight
stay. This may explain why touring caravans currently outsell motor
caravans by two to one.  There however are some 4000 small sites,
each catering for a maximum of five units, which can serve a similar
purpose. The problem is they may just offer grass pitches and be
some distance from shops and other services. With this in mind it's
quite common for public houses to offer a free overnight stay on
their car park in return for the purchase of a meal.
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The NCC was formed on 18th May
1939 as the shadow of war hung
over Europe. Czechoslovakia had

already been occupied and the pressure on
Poland was mounting. One of its first tasks
was to examine the role that caravans might
play if Britain became involved in the con-
flict. Three key areas were identified - eva-
cuation, operations rooms and emergency
medical facilities. In each case mobility was
the critical factor. For reasons lost in the
mists of time caravans did not end up pla-
ying the pivotal wartime role they might
have done but the NCC had become firmly
established as the trade body for the indu-
stry. Fast forward to 1992 and a young John
Lally left an ailing aeronautical engineering
company to join the NCC in the capacity of
Assistant Technical Officer. Over the next few
years he rose to the position of Technical
Director, becoming also Deputy Director
General in 2006. In early 2007 the top job
became vacant and the NCC's board had no
hesitation in confirming Lally as their new

Director General.

What was going on in
the NCC at that time?
John Lally: It was very
much a traditional trade
body but covering mem-
bers across four diverse pro-
duct sectors - touring cara-
vans, motor caravans and

camper vans, static
mobile homes,
and residential
park homes. The
last one is uni-
que to the UK
and sits in the
housing sec-
tor, not leisu-
re.

What plans
did you
have to
drive the

organ i sa t ion
forward?
John Lally: Other
trade bodies were
struggling to
make ends meet
and although we
weren't in that
situation money
was tight. Our

income was derived
primarily from member

subscriptions and when the credit crisis hit I
could see the potential for real problems in
maintaining the many functions of the orga-
nisation. Historically the NCC had been at its
strongest during those times when it had run
industry exhibitions and promotional cam-
paigns. With the support of the board of
directors I charted a new vision for the orga-
nisation that would see it become more
commercial with new activities supporting
the industry and our members.
Despite the recession the costs of our exhibi-
tions, which were run by third parties, conti-
nued to rise. It wasn't just the stand prices
that were getting prohibitive; the cost of
admittance for the public was also an issue.
The view at the time, backed by the board,
was that the industry should run its own
exhibitions. The NCC therefore set up an
exhibitions arm, NCC Events, to do just that.
It was agreed from the outset that any pro-
fits would be reinvested into the industry.
NCC Events now oversees two major exhibi-
tions at the NEC in Birmingham each year.
The autumn event in October is the showca-
se one for the industry, covering some
84,000 sq m of floor space. Visitor numbers
typically nudge the 100,000 mark over its six
public days.
Manufacturers use the autumn show to
launch new models and have pretty much
every variant on display. Suppliers too are
there in strength to reassure the public of
their commitment. The show is also strongly
supported by dealers, all competing to offer
the best deals they can to prospective pur-
chasers.
The spring show, in February, covers some
68,000 sq m and is more of a lifestyle event.
It's a broader proposition than October,
encompassing camping. You'll see a wide
range of camping equipment as well as
stands offering good deals to destinations
far and wide. Here we try to attract new
people into the industry, particularly campers
who may wish to progress to a leisure vehi-
cle. The show is also important to leisure
vehicle manufacturers in kick-starting sales
for the new season. Visitor numbers are
around the 87,000 mark.

We understand that the NCC acts as a
communication channel between the
industry and government and that it has
had significant success in tempering pro-
posals to levy full rate VAT on mobile
holiday homes?
John Lally: That's true. In 2012, without war-
ning, the government tabled proposals to
levy standard rate VAT on mobile holiday
homes, where none had applied previously.

The change would have had a profound
impact on that sector of our industry and we
had to fight it all the way.
After an extensive lobbying exercise, enli-
sting the help of some of the most influen-
tial industry leaders and engaging direct with
MP’s and Ministers, we arrived at a compro-
mise where the level of VAT would be peg-
ged to just five percent. The agreement was
hailed as a major success by the industry and
highlights what a good trade body can do.

Wasn't the NCC also involved with the
government over proposals for road
worthiness tests for caravans and other
light trailers?
John Lally: The European Commission put
forward proposals to induce trailer testing
(MOT’s) for all trailers.  The NCC responded
with a robust challenge at both a national
and European level regarding the feasibility
and benefit of such tests. The proposals
would have had a major impact on our
Approved Dealers and Workshops with
requirements for rolling roads and other
expensive test equipment. As far as we
know they have now been shelved.

Tell us about the work of the NCC in set-
ting and maintaining safety standards
for the habitation elements of Leisure
Vehicles and Park Homes.
John Lally: It's one of our key objectives -
indeed we have been involved in this work
since 1963. The NCC not only helps to set
the standards it also carries out inspections
to ensure they are maintained. 
Electricity, gas and water installations on pro-
totypes and early production models are
checked at the factory against a raft of safe-
ty standards. Over the years these have pro-
gressed from being British standards to
European ones and we often hold meetings
with our European counterparts to discuss
new developments. Once a leisure vehicle
has been approved the manufacturer is
licensed to display the NCC's badge of
approval on the product.

What's the future for the NCC?
John Lally: We will continue to do what we
have always done and that is to stand up
effectively for the interests of our members
and for the industry as a whole. Whilst Brexit
has not really impacted sales to date it is
clear that uncertain times are ahead as we
extract ourselves from Europe.  The fact that
the NCC is now operating on a commercial
footing allows us to continue to serve and
protect our members for many years to
come.

Director General of the UK's trade body 
The National Caravan Council (NCC)

Interview with John Lally

Words Terry Owen
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Br i a n z a
Plast ica
is today

a leading fibre-
glass laminate
manufacturer in

Europe implemen-
ting hot continuous

and cold discontinuous
technologies. For recrea-

tional vehicles, Brianza
Plastica supplies fibreglass rolls and sheets
to motorhome and caravan manufacturers
for making interior and exterior walls, floors
and roofs. The headquarters are in Carate
Brianza. There is two production sites in
Ferrandina and Ostellato, and two others in
San Martino di Venezze (Rovigo). Sales and
distribution centres are located in Nola
(Italy), Lyon (France) and Elkhart (USA).
The growing market demand for recreatio-
nal vehicles and refrigerated vans led
Brianza Plastica to open a new plant in
Rovigo in 2016 for Elycold flat disconti-
nuous laminates and a new continuous pro-
duction line for Elyplan laminates in the
plant in Carate Brianza. “These investments
have driven us to increase our production
capability by over 40% and prepared us to
tackle future market demands”, said
Gianluca Della Pedrina, Export Manager of
the company. “Today at Brianza Plastica we
make fibreglass laminates using three cold
lamination plants and two hot lamination
lines to satisfy all market needs.

Furthermore, with our four production
plants dedicated to fibreglass, we are set-
ting out to become one of the benchmark
for the industry in the future”.
Elyplan and Elycold fiberglass laminates are
specifically created for recreational vehicles.
By expanding production capacity, Brianza
Plastica can even better satisfy all market
demands, with greatest production flexibili-
ty.
“We have been making fibreglass for over
half a century and, as a consequence, we
have gained a remarkable technological
know-how. Today, Brianza Plastica can offer
laminates of various qualities, from standard
products for the constructions and far-
ming industries to top
quality items for
r e c r e a t i o n a l
vehicles” ,
d e c l a r e d
Alberto Crippa,
CEO of Brianza
Plastica. "For
the latter sector,
we also supply
flat laminates
made using two
t e chno l og i e s :
continuous pro-
duction and
discontinuous
p rodu c t i on .
With our four
plants – the last

one opened just a few months ago – we are
one of the leaders in Europe in fibreglass
laminates production.
Always intent on increasing its already
strong market presence, Brianza Plastica has
now set its sights on the North American
market. The company opened a branch in
Elkhart, Indiana, in 2014. The choice of
where to set up the commercial outpost in
America was far from random for Brianza
Plastica: Elkhart is known as the “The RV
Capital of The World" being home to the
headquarters of many major recreational
vehicle manufacturers. 
“Our presence in the USA currently consists
of a warehouse and a distribution centre in
Elkhart, Indiana, for directly and locally ser-
vicing the American market”, declared
Filippo Milani, General Manager of Brianza
USA Co. “The recent change of headquar-
ters in Elkhart to a bigger warehouse in the
same city, the doubled production capability
and the opening of the US branch are all
aimed at becoming able to supply this key
market more effectively and promptly.  

Penetrating the USA market was no easy
task for Brianza Plastica. There are signifi-
cant differences between the American and
European supply chains in terms of dimen-
sions and of different manufacturing and
business principles. “Entering the American
market was a long and demanding pro-

cess”, conti-

Brianza Plastica SpA - Via Rivera, 50 - 20841 Carate Brianza - Italy
Tel: +39 036291601 - Fax: +39 0362990457

Web: www.brianzaplastica.it 

Brianza Plastica appeared on the fibreglass laminates market in 1962. Operating in the industry, trade and con-
struction sectors from the start, efforts were multiplied and the company gained a footing in the transports
field in 2006, supplying refrigerated and heavy vehicle outfitters and recreational vehicle manufacturers. 

Doubles production and sets its
sights on North America

Words Andrea Cattaneo



BRIANZA USA Corporation - 3503 Cooper Dr Elkhart, IN 46514 - USA
Tel: 574-295-9253 - Fax: 574-855-9520
Email: info@brianzausacorp.com

nued Filippo Milani. “Many are the differen-
ces with respect to the European situation,
but is sure that Brianza Plastica is able to
satisfy the good quality demands of the US
market; in fact the feeling we have establi-
shed with US manufacturers is very promi-
sing in terms of development. We are pro-
ceeding with care, well aware as we are that
the two systems are not mutually imper-
meable and that there will be an increased
convergence of methods and objectives in
the future". 
“The differences exist, but we need to
understand which European technologies
can be successfully offered in America and
which features of American vehicles have
the potential to become the benchmark for
European operators like ourselves”, conclu-
ded Filippo Milani. The search for conti-
nuous growth for Brianza Plastica means
new and constant investments for product
development and in corporate communica-
tions as well: “The main theme that guided
us was total renovation and expansion of
our communication tools, website, videos,
catalogues and product datasheets – decla-
red Vera Vaselli, Marketing Manager of the
Group. "The goal is to present ourselves in
coordinated, coherent and exhaustive man-
ner to sector operators to clearly show the
versatility of our continuous and disconti-
nuous production methods and the features
of our product range and their many appli-
cations. It is equally important to showcase
the corporate know-how we have gathered
in over 50 years of experience in the pro-
duction of fibreglass laminates and empha-
sise that today we are a leading operator in
the sector with four production plants enti-
rely dedicated to this product”.
Vera Vaselli also explained the commitments
that are guiding Brianza Plastica in direct
relationships with customers, revealing the
company's clear vision for future develop-

ments: “We attended the Düsseldorf
Caravan Salon for the first time in 2016
with satisfying results. It was a strategic
opportunity to meet our consolidated custo-
mers who were exhibiting at the trade fair
and to offer ourselves for future collabora-
tions”.
Vera Vaselli concluded that Brianza Plastica
was ready for the major National RV Trade
Show 2016 in Louisville, Kentucky, from
November 28 to December 1. “The
Louisville event will be an important show-
case to reassert our presence on the US
market and to introduce our new produc-
tion capabilities, in particular for a key pro-
duct for this market: Elyplan continuous roll

and sheet laminates
with gelcoat. The
focus in particular
will be on the Elyplan
High Finishing pro-
duct which is cha-
racterised by excel-
lent appearance
thanks to the use of
a mat. Usually
employed for exte-
riors and with gel-
coat protection,
Elyplan HF also
guarantees high
UV ray resistance”.

Doubles production and sets its
sights on North America

Elyplan High Finishing is the Elyplan
range product which provides the

best results in terms of appearance. It is
often used for exterior surfaces thanks to
the protective gelcoat, which ensures
high resistance to UV rays. A mat is used
to provide a perfect finish. On high
demand in the recreational vehicle sector,
this product combines the advantages of
continuous laminates with excellent
appearance. Available in thicknesses from
0.032 to 0.12 in, widths up to 10.5 ft and
various RAL and NCS colours (plus other
colours on request), Elyplan High
Finishing is supplied in rolls or sheets (the
latter upon request), with smooth,
Corona treatment or mechanically san-
ded, with or without woven roving (mat)
and with or without gelcoat protective
coating.

ELYPLAN HIGH FINISHING:
continuous rolls and sheets with mat

The new website

B rianza Plastica was set up in 1962 to produce fibreglass laminates. Over time, it has significantly extended its market pre-
sence with a comprehensive product range. It has served the construction industry from day one and has been enjoying

increasing success in the transport sector since 2006. In this arena, it supplies fibreglass sheets both to manufacturers of recrea-
tional vehicles (campers and caravans) and to lorry and refrigerated-trailer producers. The company is based in Carate Brianza
(just north of Milan), with other factories in Ferrandina (near Matera), Ostellato (near Ferrara) and two in San Martino di
Venezze (near Rovigo). It has storage facilities in Nola (near Naples), Lyon (France) and Elkhart (USA). Brianza Plastica is one of

the european largest manufacturer of fiberglass laminates; it produces laminates both with continuous hot and with
discontinuous cold technology.

Company Profile
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CBE Srl - Via Vienna, 4 - z.i. Spini (settore D) - 38121 Trento   - Italy
Ph: +39 0461 958381 - Fax: +39 0461 960009

www.cbe.it

The history of CBE comes from afar. In
1972, Bruno Conci set up his first com-
pany: Bruno Conci Elettromeccanica.

He ran the business from the garage under his
parents’ home in Roncafort di Trento. Slowly,
he began to find his way as an entrepreneur,
aided partly by the family but mainly by Laura
Betta, who had become not just his insepara-
ble companion in life but an indispensable
business partner too. At that time, Mr Conci's
father worked at Laverda. The Trento based
caravan and motorhome manufacturer
bought Caproni’s factory in 1955, and its
highly qualified workforce was taken on by
Laverda and retrained to design and manufac-
ture first caravans and then motorhomes to
supply a growing market, not only in the Italy
of the boom years but in other European
countries too. Laverda succeeded in conque-
ring the domestic and export markets of the
period because of various technical innova-
tions and characteristic square designs that
looked far more modern than traditional
rounded lines. “Those were the years in which
I too first developed an interest in caravan-
ning” - says Bruno Conci - “In 1974 I purcha-
sed a small caravan, a Laverda Chiocciola, not
to go on holiday but to poke around in, to
find out how it was made, and to see what
sort of electrical systems it used. Thanks to the
local presence of Laverda and other manufac-
turers (VS Caravan and Nord Camper), I saw
an opportunity to expand into the field of
wiring harnesses and electrical systems to sup-
ply this new and fascinating sector, in parallel

with the
p roduc -
tion of
e l e c t r i c
mo to r s ,
transfor-
mers and
e l e c t r i c
p o w e r
panels”. 

In 1976, 40 years ago now, Laverda made a
mistake in the design of an electrical system
installed on the new Ascot caravan. The
mistake gave CBE the opportunity to repair
the electrical distribution boxes of 2,000 cara-
vans that had already been sold and had to be
recalled. The small company took on and suc-
cessfully completed the work. That was the
start of CBE Conci Bruno Elettrotecnica and
the beginning of a new adventure that focu-
sed exclusively on the caravanning sector: “I
was becoming more and more interested in
electronics at this time and learned to under-
stand and use the latest advances in technolo-
gy through personal contact with technicians
who had accumulated many years of expe-
rience in Caproni and Laverda”. In 1978, with
the caravanning supplies business still gro-
wing in Trentino and the rest of Italy, Mr Conci
developed with Dino Rigotti, an electrical
engineer, the first LED system for measuring
water levels inside tanks: “This was immedia-
tely adopted by Laverda for its new
Mondogira, Trottola and Ander motorhomes
and by VS Caravan for its legendary Ferrari
Motorhome” proudly says Mr Conci.

THE FIRST YEARS OF CBE
Towards the end of the 1970’s CBE began to
participate in caravanning trade fairs in an
‘indirect’ manner, accompanying key custo-
mers who were displaying their own products.
In 1982, Bruno Conci decided to enter the
fray directly at the Caravan Europa Exhibition
in Turin. The years that followed brought even
more encouraging results. The company had
about a dozen full time employees in its facto-
ry in Roncafort by then, and CBE had already
set up a small network of sub-suppliers to sati-
sfy demand from a constantly growing custo-
mer base in Italy and other countries. Those
years also saw CBE starting to work with lea-
ding foreign manufacturers and groups, who
saw Bruno Conci as their ideal partner for
combining technical innovation with stylish
design. CBE's product portfolio continued to
grow too: the company supplied electrical and
electronic control panels, battery chargers,
12V and 230V distribution boxes, wiring har-
nesses, tank probes and even devices made to
customer specifications. 

Towards the end of the 1980s, given the pro-
mising sales figures, Mr Conci decided to build
a new factory of over 1,000 m². This allowed
CBE to expand production of all electrical and
electronic systems, and also of custom wiring
harnesses, a product Bruno Conci insisted on
designing like the automotive ones in order to
speed up the assembling processes of cara-
vans and motorhomes. 
CBE new Lamar plant was inaugurated in
1989 and permitted to rationalize many of the
manufacturing processes and reorganize the
technical and design capacities. That was also
when CBE began employing young people in
various areas; CBE continued to do so for a
number of years afterwards. These people are
CBE’s most valuable resource still today.  
“Around 1992, our sector was struck by ano-
ther serious crisis, and we too experienced dif-
ficult times” - remembers Mr Conci - “There is
no point pretending otherwise. Nevertheless,
within a few years, thanks to a lot of hard
work and some business decisions that proved
farsighted, we managed to overcome the
challenge. In response to the development of
solar technology, we decided to expand our
catalogue with a range of accessories and
devices for managing the energy produced by
photovoltaic modules”. Despite incredible
progress in solar technology, CBE’s Solar
System still sets the standard for solar energy
control in the world of caravanning. 
To complement its constantly growing core
business of developing, manufacturing and
supplying electrical and electronic systems for
Italian and foreign caravan and motorhome
manufacturers, in the early 2000s CBE deci-

Words Andrea Cattaneo

CBE is celebrating its 40th anniversary. Based in Trento, CBE is not only
a leading company in Europe in the sector of electrical and electronic
systems for recreational vehicles but is also a design partner for motor-
home and caravan manufacturers all over the world, offering customi-
sed solutions which involve all aspects of the on board electrical
systems: from control panels to distribution boxes, from battery char-
gers to tankprobes, sockets, switches, up to complete wiring harnesses.

CBE: a passion that
begun 40 years ago
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Contacts:
Dorian Sosi - Italy - d.sosi@cbe.it
Paolo Moiola - Export - p.moiola@cbe.it

ded to create a range of aftermarket accessories.
To distribute these, Mr Conci created a highly qualified network of CBE
Authorized Dealers. Four product lines were introduced at this time:
New Technology, Energy Line, Solar System and Modular Plates. The
result of R&D activities led in the late 1990s to CBE’s first bus system,
the ‘Intelligent Bidirectional Control System’, which remained for many
years one of the best ‘turnkey’ solutions available to motorhome
manufacturers for the safe, reliable and integrated management of all
the signals and commands required by their own electrical systems.

THE NEW FACTORY
As a result of continuously expanding sales, by 2002 CBE needed to
build another production plant. This was inaugurated in 2003 and
remains the base of CBE's operations today. Offices, stores and produc-
tion departments initially occupied an area of around 3,000m², but in
2014 further expansion added another 1,000m² for use by production,
warehousing and R&D.
CBE’s extensive range of products and accessories has always benefited
from systematic R&D activities. Bruno Conci remarks about that: “Over
the last 15 years we have placed ever greater emphasis on product
design and on offering the level of customization our OEM customers
are increasingly demanding. We made our first control panels with a
colour LCD display back in 2005. Then, in 2007 came our first touch-
screen control panels, connected, of course to a CBE bus system”.
Concerning the expanding export markets Mr Conci's vision is very
clear: “Despite the global financial crisis of 2007, which hit the cara-
vanning market particularly hard, we have continued to grow thanks
to the success enjoyed by our products on export markets. This growth
in exports was made possible partly by far-sighted strategic decisions
we had taken during the pre-crisis boom years, but mainly by the faith
our customers have in us, a faith earned by the hard work of our enti-
re staff”.
In the period immediately after the crisis, CBE decided to focus its

efforts also on wiring harnesses and assumed direct control
over every phase of the process from develop-
ment to production. CBE began by acqui-
ring and reorganising LCE (its historic wiring
harnesses supplier, based in Arco di Trento)
- now directed by Bruno Conci's son,

Roberto - and then formed a start-
up company, SCT, in Tunisia.
Though legally and opera-
tionally separate entities,
these two companies are
fully integrated with CBE
from the design and produc-
tion viewpoints. Together, they
manufacture custom wiring

harnesses for dozens of OEMs in the
caravanning industry around the world.

CBE TODAY
In Europe, CBE is the
undisputed leader in
the premium seg-
ment and holds a
share of around
30% of its market’s
niche. CBE serves
customers in over 20
different countries
around the world and
exports over 80% of its
production. All this has
been made possible by
the passion and compe-
tence displayed by every-
body who works for CBE.
The company presently
employs over thirty people
and gives work to another
seventy in its direct supply chain.
“Over the years we have acquired the
know-how, the structure and the organi-
zation needed to look to the future with
enthusiasm, and to overcome the chal-
lenges the future is bound to present,
sooner or later” - concludes Bruno
Conci - “Our long-term commitment
remains unchanged: we shall continue to partner manufacturers in the
caravanning industry and shall continue to offer a growing range of
aftermarket accessories. Our positive approach to our sector’s trade
fairs and our active role in its associations exemplify the contribution
we are determined to make to the industry that has given me perso-
nally and everybody at CBE so much satisfaction over the years”.

CBE team during the press conference held at the Caravan Salon in Düsseldorf. From the
left: Paolo Moiola (Sales Manager Export), Dorian Sosi (Sales Manager Italy), Roberto
Conci (CEO of LCE, one of CBE's subsidiaries for wiring harnesses), Laura Betta and
Bruno Conci (CBE owners and founders),  Andrea Caserotto (CBE Sales Office)



CTA is a leading player in the LCD TV
stands industry. Its products boast pro-
ven lightness, robustness, ease of use

and low cost. Made of powder-coated, high
tensile steel, most of the products feature a
soft mechanism obtained by the inclusion of
special films between the metal parts, which
enable a quick placement of the monitors in
a simple and smooth fashion. The lock system
of TV holders has been re-engineered. The
new mechanic lock is very strong and keeps
the support safe from opening while the

vehicle is moving. Some of the structural fea-
tures have also been improved: vibrations are
lower than previuos models and the clearan-
ce between mobile components has been
optimized as well as the friction system. Only
a few models still use the manual lock system
to hold the bracket in open position but most
of CTA TV supports don't need it anymore.
The biggest innovation comes from the loc-
king system: it only takes a soft push to the
support into locked position to have it fixed
by a simple click.

Words Giorgio Carpi

CTA has grown up strong of four decades of experience in the OEM automotive sector. Set up and managed
by a young and professional team, able to satisfy the different needs required by the firms of the sector.

Performing the evolution,
growing year after year

CTA Srl  - Via Groenlandia, 23 - 00040 Pomezia (RM) - Italy
Tel: +39.06 91601096 - Fax: +39.06 91601096 

Web: www.ctapomezia.it



CTA over seat
swivels consist

of the particular work
undertaken on the
metal sheet of 2 mm  con-
toured against the 3-8 mm
of other models on the market.
This is a great advantage that
allows the containment of the weight
of the final product that is approximately
around 7 kilos. In oder to ensure guarantire
the maximun versatility, CTA plates can be utilized
either on the seat of the driver or passenger, allowing
optimization of the warehouse stocks of thebuilders and rai-
sing the level of comfort for campers. A special release lever
allows the rotation of the plates and seats. Moreover, given
that modern seats all have at least one point of anchorage
of the seat belts, the plates are approved based on relative
resistance tests of the restraint devices.

Contacts:
Dario Bellezze - Sales Manager 
dario@ctapomezia.it 

CTA was the first company in Italy introducing on the market
safetybelt structures with a weight reduction up to 40%

lighter in weight compared to the products currently available. The
Italian company achieved this extraordinary result thanks to special,
high resistance metal alloys combined with a simplified installation
system through two or four anchorages, thereby reducing installa-
tion costs as a whole. The front end and anti movement structures
developed by the technical offices of CTA provide the maximum
level of versatility with over 10,000 different applications and com-

patibility with the Truma Combi, Webasto and Alde
heating systems. CTA has developed the

integrated “Isofix” seat, designing a
unified structure that can be

used with either a univer-
sal or semi-universal

seat.
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Specialists in RV interior and
exterior LED lighting systems 

Fully committed to the lighting sector, Dimatec has recently made major investments in
exterior lighting systems for motorhomes, without neglecting its original vocation as a
manufacturer of lamps and spotlights for interiors, continuing to perfect its line of LED
lighting systems.

Dimatec Spa - Via Galileo Galilei 7 - 22070 Guanzate (CO) - Italy
Ph: +39 031352771 - Fax: +39 0315277216

www.dimatec.it 

Dimatec earned widespread approval
for its participation at the recent
Caravan Salon in Düsseldorf, the

international trade fair at which the Italian
based company played a role that is any-
thing but marginal, as a supplier to a good
number of European vehicle manufacturers. 
“I’ve been participating in the German RV
industry trade fair for forty years,” claims
Richard Pirovino, owner and founder of
Dimatec, “and I can’t recall having ever seen
as much optimism in the faces of industry
operators. We’re experiencing a very positi-
ve moment, and for us at Dimatec, we can
certainly be content, satisfied even,
although it’s always wise to be prudent
and not risk any overproduction, as
has already occurred in the past.
The economy isn’t yet growing
as it should be, and this ought
to make us reflect. Within this
context, Dimatec is putting
forward new initiatives and
new products, which imply
significant and targeted inve-
stments.” 
Indeed, Dimatec’s strong commitment

to an element as essential as lighting found
some very positive feedback at the Caravan
Salon, where industry vehicle manu-
facturers exhibited significant
interest in the various pro-
ducts presented. It should
be noted that Dimatec has
increasingly intensified its
investments in this sense,
moving 360 degrees to
include lighting systems
for both the interior and
exterior of vehicles, thus
proposing interior lamps and
spotlights as well as headlamps

and tail lights, and various other
types of lamps applicable to diffe-
rent recreational vehicles.
Lately, Dimatec has drawn
attention to itself for its new
range of exterior lighting
systems, a field in which it
has devoted a considerable
amount of energy, while kee-
ping an unaltered focus on the

interior lighting segment, even
though the market is showing a

definite shift towards LED lighting systems
– as it logically should, to cover the many

and varied lighting needs of customers.
Today, Dimatec boasts a catalogue
of over one hundred products,
including dedicated interior LED
lighting technology, in addition
to the various porch lights.
The level of variety is signifi-
cant, and current trends need
to be taken into consideration,
not just in terms of the market,
but also with regards to the LED

manufacturers Dimatec deals with.
“At Dimatec, the interior cabin

lighting division has been a reality for over
twenty years, and it remains essential
today,” explains Alexander Vohwinkel, Key
Account Manager at Dimatec, “as can be
seen from the many efforts we put into this
area. There was a great deal of interest in
our products at the Caravan Salon, with a
very good response from all manufacturers,
which gives us new impetus. With positive
market trends, vehicle manufacturers have
stopped continuously introducing new
models, preferring to perfect their existing

Alexander Vohwinkel, 
Dimatec Key Account Manager 

Words Enrico Bona



Contact:
Alexander Vohwinkel
vohwinkel@dimatec.it

consolidated fleets.
We’ve noted that
the pace of change
for global LED

manufacturers has
also stabilized. In essen-

ce, a favourable balance is
being created, allowing us
to achieve the best possi-
ble results.” 
Regarding interior cabin

lighting, current trends are
to do away with traditional pin-

point LED lamps, with visible individual LEDs,
moving increasingly in favour of diffused
light LED lamps. Diffused lighting is far more
relaxing to the eyes, and often more plea-
sant from an aesthetic standpoint. Thanks to
the fact that far more powerful, more per-
forming LEDs exist today than in the past, it
has become possible to create lamps that
diffuse light using special features. The sim-
plest way is to replace the transparent lens
covering the LEDs with an opal glass that
diffuses light; or lateral lighting can be crea-
ted with a laser etched acrylic surface that
diffuses light uniformly. 
“There are many different ways of diffusing
light using pinpoint LEDs,” explains
Alexander Vohwinkel, “and we want to
offer our customers a whole range of possi-
bilities. Of course, with an opal lens we can
still see the individual LED points, but this is
already a step forward. In fact, we’re propo-
sing all our LED light points both with tran-
sparent light, which is still required for some
applications (such as beneath cabinets), and
using diffused lighting systems. At the
Caravan Salon, we presented our new entry
level spot with an opal lens: the basic model,
which is the first step for manufacturers see-
king a diffused spotlight at an affordable
price, makes use of more powerful, modern

LEDs that compensate for a loss of light due
to the opal lens. Obviously, where cost isn’t
an issue, we can do so much more. The
state-of-the-art can be a light point with
very few LEDs and an
advanced diffu-
ser, offering
great per-
formance.” 
Dimatec’s commitment to the OEM market
has certainly not gone unnoticed in the
industry, with major investments that have
yielded new, interesting products. As for
exterior lighting systems, what we had pre-
viewed in our August issue of Aboutcamp
BtoB has been confirmed, with the introduc-
tion of unique full body motorhome hea-

dlamps. Dimatec made its debut in the exte-
rior lighting systems segment in 2013, one
of only a handful of European manufactu-
rers producing a specific line of headlamps

for motorhomes. These
are circular LED

lamps (90
mm in dia-

meter) that combine in
only two lights what is normally enclosed in
three lamps. Add to this a broadened range
of tail lights, certainly less complex than
headlamps, even in terms of investment, but
no less essential. We can thus deduce that
there’s a lot of bustle at Dimatec, with an
eye for all that’s being lit up, both inside and
out of modern motorhomes.

Company Profile
Aspecialist supplier of lighting systems for recreational
vehicles, Dimatec S.p.a. has been in business for over

three decades. Officially founded in 1983, the company’s
roots go much further back, considering that its founder
Richard Pirovino began doing business in the sector with his
first installations in 1974. In 1989, Dimatec entered the
lighting sector manufacturing lamps, and just  a few years
later launching Veralux, an exterior 12 Volt fluorescent lamp
with 11 Watts of power that soon became a best seller in the
caravanning market. Dimatec operates both in the original-
equipment market and aftermarket, selling its own products
while also acting as a sales agent, bringing together recrea-
tional vehicle manufacturers and component producers,
offering a huge gamut of accessories and spare parts.
Dimatec obtained ISO 9001:2000 certification in November
1999, and has worked tirelessly to enhance its internal pro-
duction processes in order to achieve its objectives, while
constantly striving to provide better and better customer ser-
vice. In 2009, Dimatec upgraded its certification to the new
ISO 9001:2008 standard.
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Thermal protections enter
the RV's market in style
Larcos Design introduces a distinctive innovation for the brand image of RV Producers.

Larcos, a specialized company in creating
thermal protections, interior fabrics and
tailored solutions for recreational vehi-

cles, presents a new product made for mat-
ching with its external protections range
named OVERCOAT. Larcos created a customi-
zation for the insulating fabric by a color silk
screen printing. Widely tested at lower tempe-
ratures in climatic chamber, the print ensures
quality and durability of the image, resistant
to extreme cold. Along with the personaliza-
tion of the silk screen printing, also the fringes
of the coat are customizable by different
colors. Larcos operates in the OEM market
with brands like Arca, Carbest, Laika,
Mobilvetta, Reimo, Wingamm and is ready to

offer this interesting solution to all RV builders
who want to give their customers the extra
value of a thermal protection customized with
the brand image, logo or other. 
“Larcos is an evolving company even in its
structure and brands: we have just launched,
last december, this new productive and mar-
keting initiative called Larcos Design on the
italian aftermarket” - says Andrea Costa,
dynamic founder of Larcos - “We are perfec-
tly structured to offer a high quality service
also to the OEM market. We believe this to be
an innovative idea, interesting, qualifying and
appealing for all RV producers”. OVERCOAT +
and OVERCOAT ARCTIC are thermal protec-
tion developed in order to be applied to any

recreational vehicle typology: the thermal coat
has been standardized for all the most popu-
lar chassis and it is immediately available. For
motorhomes or old vehicles Larcos produces
tailored coats for each model. OVERCOAT is a
thermal cover for cockpits that stops cold out-
side, before it enters the cell, making the hea-
ters action more effective and preventing
some minor inconveninces like ice condensa-
tion on the interior walls and window glasses.
OVERCOAT is produced using top quality and
highly insulating materials, developed in order
to resist to strong temperature leaps and
avoid fabric's stiffening. OVERCOAT does not
contain PVC, a cheap material but fragile and
poorly resistant at lower temperatures, and
offers an easy installation to any kind of cam-
per or motor home thanks to its cab applica-
tion system made by adhesive disks with
Velcro attachment expressly developed. The
cover can be easily stored into a serviceable
40×60 cm bag after use. OVERCOAT ARTIC is
an evolute version: the external fabric is
waterproof, oil resistant, ripstop and sun rays
resistant. The internal fabric is also water resi-
stant and it has a 6mm insulating layer. OVER-
COAT ARTIC has been lately involved in win-
ter trips to Lapland and North Cape facing
temperatures lower than -35°C. OVERCOAT +
is the ideal item for travelers who don't camp
in extreme cold conditions and already own a
well acclimatized vehicle. Even for OVERCOAT
+, Larcos used a 100% PVC free fabric, able
to ensure a winter protection against the cold
until -15°C.

Larcos di Costa Andrea - Via Golfarelli, 157 - 47122 Forlì (FC) - Italy
Tel. +39 0543 796988 - Fax +39 0543 796988

Web: www.larcos.it

Andrea Costa
General ManagerWords Enrico Bona
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Lippert Components, Inc. entered the
European market three years ago
and it has already showcased with its

products three times at NEC in Birmingham
and three times at Caravan Salon in
Düsseldorf, immediately raising a constantly
growing attention from European manufac-
turers, as well as from final users. Lippert
Components spent nearly three years inter-
viewing European travelers, manufacturers,
and suppliers to determine the ideal combi-
nation of slide-out product features to com-
plement international caravanning designs.
As a result of this research action Lippert
Components has tied his name and has
developed special projects with some of the
most important RV builders in Europe. Big
manufacturers like Adria, Bailey, Elios, Equi-
Trek, Le Voyageur, Reimo, RS Motorhomes,
Knaus-Tabbert have chosen LCI as a reliable
and innovative partner for slide-out systems
supplies. 
“We are confident that the time we’ve
spent researching and gaining insight into

the
European

leisure vehicle
industry will be evident

in the product innovations we’ve created” -
says Jason Lippert, CEO of LCI - “The thou-
ghtful slide-out designs and innovations we
have displayed at Caravan Salon 2016 has
highlighted the key insights we’ve gained
and are the direct result of our dedication to
the European market”. 
Larry Revelino, LCI’s Director of
International Business Development
explains more: “Our experience in markets
across the globe has helped LCI with our
ability to take a product line and adapt it to
the needs of consumers with similar but
unique requirements. Slide-outs in Europe
are a great example”. 
Now with a growing demand for
lightweight, expandable space, Reimo is
making LCI slide-outs widely available to
their customer base as distributor for
Germany of Lippert Components’ products.
“Slide-outs have always been a solution
reserved for the U.S. market and very spe-
cial applications in Europe, “ said Felix
Holona, Vice COO & Head of Purchasing,

Reimo
Reisemobil,

"With the new
Euro Slide and Van Slide

from LCI, this has changed. The
European converters have new tools

available to develop completely new layout
concepts and solutions for their customers.
Reimo is very happy to have teamed up with
LCI and with the LCI product range. Reimo
will provide technical support and training
in order to offer a one-stop shop for all
manufacturers who are interested in these
new possibilities.”
The combination of technical support, flexi-
ble product design and easy availability allo-
wed by Reimo and Lippert can enable cara-
van and motorhome manufacturers of all
sizes to produce vehicles with improved
weight per square meter and floorplans uni-
quely more livable than ever before. The
two latest outgrowths of this product revo-
lution are LCI’s ultra-modern Euro Slide and
the Van Slide, both available through
Reimo.
"By adding a slide-out system, a vehicle can
be shorter and lighter, yet have more than
two square meters of extra space," - says
Larry Revelino - "We produce thousands of
slide-outs per year and we have a great
amount of experience with this product. We
developed these systems to meet the requi-
rements of the European market and are
very pleased with the success achieved in
these first months in Europe”.

Lippert Components - 3501 County Road 6 East, 
Elkhart Indiana 46514 USA - Ph: +1 574-537-8900 

www.lci1.com

Lippert Components
“Space on Demand”

Leading European RV
producers like Adria,
Knaus-Tabbert, Bailey,
Elios, Equi-Trek, Le
Voyageur, Reimo and
RS Motorhomes  have
chosen LCI as reliable
and innovative partner
to supply slide-out
systems.
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Contacts:
Larry Revelino - lrevelino@lci1.com
Lorenzo Manni - Lorenzo.manni@lippertcomponents.eu

ADRIA
Adria Compact SLS thanks to the LCI Euro Slide

system, enables a transverse twin bed layout at
under 6m in length. “We started to develop the slide-
out technology for the Australian market with a pro-
duct that is solid, light and simple. This test was very
good, and we were confident enough to accept the
challenge in Europe” said Matjaž Grm, Marketing and Sales
Director at Adria Mobil. “We knew that the trend in Europe
is for shorter motorhomes, but in a six meter layout there is
a loss of functionality. So we tried to find a solution for the
long bed, which is the most popular solution in Europe, in a six
meters motorhome. The vehicle is very successful: people feel
that it is something different and come to see the products in per-
son. While some place orders immediately, there are others who want to
know this technology better. We go step by step, even if we are thinking of extending our proposal for
the next year with more products.”

EQUI-TREK
“Equi-Trek were the first UK motor-

home company to use slide-out
technology on the smaller class of
motorhomes and has built from its
experience over the past several years
with the Lippert Slideout system into
the current extensive range”, said
Tom Janion, Equi-Trek Managing
Director. Larry Revelino commented:
“Equi-Trek and Moto-Trek were one
of our earliest customers to begin
adding space to their product with
slide-out technology from Lippert
Components. Their innovative spirit
has led to some very exciting layouts.
Throughout the show, the spacious
living area created by the Lippert kit-
chen slides, sofa slide, and bedroom
slide generated great interest as con-
sumers lined up to view the Equi-Trek
layouts.”

TABBERT
The Tabbert Cellini caravan features an LCI slide-out

system. Its success was confirmed by Mauro Degasperi,
Export Manager for north and south Europe at Knaus Tabbert
Group. "This caravan has been an astounding success both
in terms of sales and public interest. People are entranced by
the caravan’s roomy feel. The slide-out provides a space like
that of a hotel suite,” said Degasperi. “At first we could not
even produce the quantities that were requested by the mar-
ket. Now the Tabbert Cellini caravan is performing very well
both in France and in Germany”

TABBERT

At Salon des Vehicules de Loisir 2016 in Paris
Le Voyageur has introduced the LCI Euro

Slide on its model Liner. The prototype showca-
sed in Paris was full furnished and equipped by
silde-out system on the side wall: the vehicle is

3 meters long and can extend
for 50 centimeters on the side.

“During the show in Paris we collected the extremely positive feedback from our
users and we can say that this model will be the main guide for our development
projects from now on” - says Gilles Lavandiere, Production Site Manager for Le
Voyageur and RMB - “We will let the user choose the interior layout and we can
predict the launch of the Liner model slide-out equipped by the end of 2017. Our
sales perspectives expect to supply about a dozen vehicles per year. 

LE VOYAGEUR

Matjaž Grm
Marketing and Sales Director

Gilles Lavandiere
Production Site Manager
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During the last Motorhome and
Caravan Show 2016, held in

October in Birmingham (UK) Bailey
showcased its first vehicle with a
slide out system. The vehicle was
the caravan Rangefinder Comet

and the system was a LCI’s
slide out. Bailey is the first

European caravan brand to
manufacture in Australia. Bailey group's first ever slide-out model, was
launched in Australia in September 2016 and it has been warmly wel-
comed by Australian caravaners. “Feedback at the show has been
incredibly positive, with the slide out being the most impressive featu-
re as it maximises usable space in the caravan and provides 60 cm of
extra space in the bedroom area of the van. – says Gina Stanwell, Sales
and Marketing Manager Bailey Australia - The extra space allows you
to walk comfortably around the bed to the rear ensuite/washroom.
Bailey of Bristol acknowledge the
proven customer desire for slide
outs in the UK, however it will
take time and consideration to
develop a range of slide-outcara-
vans light enough to be towed by
popular vehicles in the UK so
plans for the future at this stage
are unknown.” 

ELIOS
Elios, one of youngest

brands in the sector, spe-
cialized in building campervans
has presented at SDVL 2016 in
Paris, two semi-integrated
compact vans equipped with a
rear slide-out extension system
EuroSlide by Lippert: the
Carvan XP with traversal bed
over the garage, 5,99 meters
long, and the Carvan XL with
twin beds over the garage and
6,60 meters. Both vehicles are
only 2,12 meters wide. This
variable layout cell already suc-
ceeded among the users on
the Adria Compact SLS, now
offered also on these two
semi-integrated by Elios, allowing to enlarge the bed-room about 70
centimeters. 

RS Motorhomes showcased two vehicles at NEC,
Motorhome & Caravan Show 2016, in Birmingham, UK,

equipped with Lippert Components slide-out systems. These
were the model RS ENDEAVOUR, based on Iveco mechanics,
available with automatic gear too, and the bigger RS EVOLU-
TION, powered by Mercedes Ateco 1024 engine. RS EVOLU-
TION presents a central extendable “U” dinette in the front
area while the rear of the vehicle is configurable by different
layouts to fit any traveller's needs: central bed, french bed,
twin beds. “People entering our vehicles really get surprised
and the old starting fear of mechanism damages related to the
sliding systems is
actually quickly vani-
shing - says Allison
Rowe, Director at RS
Motorhomes - Now
travellers in the UK
are very interested
and willing to look
and test these solu-
tions”

RS MOTORHOMES

Reimo recently com-
pleted the prototy-

pe phase with LCI’s slide
out system and presen-
ted its new Star van to
the public at this year’s
Caravan Salon. Based
on the Mercedes

Sprinter platform, the Star van uses the patent pending Van
Slide, a mechanism based on LCI’s time-tested In-Wall® Slide-
Out system. The Van Slide extends the rear of the vehicle to
expand the bed length. Once the slide-out is extended, more
space is given to the dinette and toilet areas, making them
more spacious and comfortable. The double bed reaches a
length of 190 cm, another record for a van.
The motors and mechanics are designed to provide maximum
living space and extreme reliability. The system is delivered fully
assembled, making managing inventory easy, and room boxes
can be built off line, saving time and labour cost. Once the In-
Wall Slide-Out is on a room box, simply slide the room into the
caravan or motorhome and attach. A smart system continually
monitors the motors for safe operation and the obstruction-
sensing technology stops the slide-out movement when an
obstruction is sensed.

REIMOREIMO

Lippert Components - 3501 County Road 6 East, 
Elkhart Indiana 46514 USA - Ph: +1 574-537-8900 

www.lci1.com

BAILEY
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Nuova Mapa Srl - Via Del Palazzino 11
40051 Altedo BO) - Italy

Ph. +39 051 875842 - www.nuovamapa.com

There are certain companies that could
only be Italian, companies that owe
their fortune to the dynamism and ini-

tiative of their founders, but especially to their
ability to improvise and provide a rapid
response, moving seamlessly from major con-
tracts to single item requests. Nuova Mapa is
definitely one such firm. Operating exclusively
in the motorhome industry for the last fifteen
years, the company exudes the very essence
of Made in Italy. Nuova Mapa was founded by
Enrico Maini in 1963, and at the end of the

Eighties, the firm expanded its automotive
activities with a department dedicated to the
recreational vehicles sector, having as first
customers Safariways and Auto Roller. The ini-
tial product range, comprising motorhome
luggage racks and ladders, was originally an
extension of the company's automotive indu-
stry activity, growing in autonomy to become
something specific to the Italian motorhome
sector, which saw rapid expansion in the
1990s. And so, shortly after moving to their
new headquarters in 2001, Nuova Mapa's
automotive industry era ended, and a gro-
wing specialisation in the motorhome world
began. Although no longer a small artisan
firm, Nuova Mapa has not abandoned the
concreteness and dynamism of a family busi-
ness: following the passing of the company's
founder, today the business is continued by
his son, Davide Maini, his mother Silvana, and
a team of trusted colleagues. The company
employs around twenty people in addition to
the owners, based in roofed premises of
approximately 2500 square metres, partly
used for production and prototype develop-
ment, and partly as a warehouse, plus a

second external facility dedicated to the pre-
assembly of semi-finished units, with a further
4-5 employees. For production, the facility is
equipped with a laser cutting machine, with
automatic loading/unloading and uninterrup-
ted 24/7 operation, and this machine genera-
tes at least 70% of the output components.
There are also presses, welding robots, small
and large robotised benders, tube benders,
saws and welders.
"The Dusseldorf Caravan Salon and the sub-
sequent Italian trade fair, the Parma
Motorhome Salon" - explains Davide Maini,
Nuova Mapa CEO - "have confirmed what we
had already expected, which is a slight increa-
se for the Italian market and a stable situation
for the Australian, but also clear and promi-
sing growth for the European market in gene-
ral. Nuova Mapa is preparing for a significant
increase in production and, in anticipation, we
are extending our facilities. We are shortly
planning, for example, for a new warehouse
and the replacement of our laser cutter, with
the latest in fibre laser cutting technology,
along with other investments aimed at impro-
ving production capacity." 

Words Giorgio Carpi

From design
to standard production

Active exclusively in the motorhome industry for several years, producing
mechanisms, accessories and components, Nuova Mapa has always pla-
ced great emphasis on research and the development of innovative pro-
ducts. Today the firm is a leading producer of telescopic table legs, ultra-
flat drop-down beds, and so much more.

Maini Davide 
Nuova Mapa CEO

From design
to standard production
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Contact:
info@nuovamapa.com

The company, as Maini himself says, has
always tried to be as autonomous as possible,
especially regarding its production equipment:
with the exception of the thermal galvanising
and painting, everything is carried out at the
company's own facility in Altedo, near
Bologna. This is not something to be glossed
over, because the autonomy Maini refers to
goes beyond the production process in the
strict sense. The company takes care of the
entire process, right from the designing and
development of its prototypes, component
production and assembly, through to the final
delivery of the end products, which Nuova
Mapa manages personally, right across Italy. 
"We have always tried to be as autonomous
as possible" - says the Nuova Mapa CEO -
"and this has made us remarkably flexible,
something which is important when working
closely with motorhome manufacturers. We
are able to process changes to products quic-
kly, I would even say immediately, moving for-
ward with rapid prototyping and sampling. If
there is an idea, an intuition requiring the
modification of a product, in a short time we
can action it, and in the space of just a few
hours we can achieve it. In essence, what we
can offer is the flexibility of an artisan busi-
ness, the construction and production quality,
but we can also operate in bulk, delivering
large orders typical of a large company." 
Nuova Mapa's previous clients include Rimor,
the Trigano VDL Group and Spanish firm
Benimar, as well as big name manufacturers
like Jayco, and various distributors in Britain,
France, Italy and Spain, but today our market
has significantly expanded, especially across
Europe. A third of our production remains in
Italy, while the rest is exported.  Until 2006,
the company's flagship product was swivel
bases for cab seats, but demand reduced con-
siderably following Fiat's decision to develop
the Ducato in-house. Production of luggage
racks and ladders has also decreased, for
many reasons, not least the weight reduction
requirements now imposed on manufactu-
rers. But it's a rather different matter for slide-
out steps: Nuova Mapa is producing many
more of these, but most are exported overse-
as, as in Europe the growing trend is for vehi-
cles with integrated steps in the floor. The abi-
lity to refresh our product range, anywhere
and at any time, is what allows us to deliver
our other highly successful products. One of
our leading products is our single-leg table
support: Production of this item actually
began around ten years ago, in an attempt to
overcome a seemingly trivial problem, which
was the difficulty older people (who accoun-
ted for a significant portion of motorhome

users) were experiencing in
manoeuvring various ele-
ments (such as drop-down
tables). So we created electri-
cally operated table legs, which
in turn led to the development of
our outstanding table-top release
systems, with their simple, rapid action. Three
years ago, Nuova Mapa was the first to intro-
duce table manoeuvring via a handle incorpo-
rated into the table top itself. Today on some
table support models, this handle not only
controls the horizontal placement of the
table, but the lowering too. We offer a com-
prehensive selection of table legs, from the
popular chrome, now fitted in the high-end
motorhomes of the Trigano Group (Arca,
Mobilvetta, Autostar), to trendy coloured ver-
sions, produced to match your furniture using
the colour samples you provide, as presented
at recent trade shows. Nuova Mapa could not
ignore the European growth in electrically
operated beds. After in-depth market analy-
sis, two years ago the firm tested the waters

with a small production line. The
Flat bed, our latest addition, boasts
some truly wonderful features, but
most importantly of all, it is ultra flat,
just 10 cm thick, and these 10 cm

include everything from the structure to
the mesh, the mattress to the motor. An out-
standing achievement. Often a bed's electric
motor is positioned in a wall cabinet, or tran-
sversely under the bed, but here, your cabi-
nets remain uncluttered, and everything is
incorporated into the thickness of the bed.
Just one of the solutions that showcases our
company's dynamic nature.  But Nuova Mapa
is not just about table legs and beds, we can
provide luggage racks, ladders, seat swivels,
exhaust ends, wheel wedges, LCD ports, elec-
tric and manual steps, satellite dishes, and
much more.
"What we want is to offer something innova-
tive, something practical - it might be a little
different to what's out there already, because
Nuova Mapa's products really are one of a
kind."
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InnoLite, advanced folding step
technology for vans

The electric
slide-out fol-
ding step

introduced in the
new Project2000
product line is
much lighter than
its predecessors. In
fact, it is 80%
made up of special
plastic components,

and 20% aluminium and stainless steel. The
innovative system that combines these three
materials is the result of extensive research
and testing that have led to the creation of
a high quality product that is corrosion
proof, highly resistant and extremely light.
The 12V motor is shielded from incoming
splashes of water by a built-in thermal pro-
tection. A patented special scrolling guide

allows for smooth frictionless motion, even
after a prolonged period of inactivity. 
The platform is made of anodized alumi-
nium, with a non-slip rubber profile and no
water stagnation areas. Opening time is 2.5
seconds and power absorption just 2.5 A. 
Davide Nardini, the fiery founder and CEO
of Project2000 personally illustrated in detail
the innovative features introduced with this
product: “InnoLite was designed to be very
light and provide rigidity and mechanical
strength specifications that offer improved
resistance to environmental conditions and
wear,” explains Nardini. “It is a product that
is prone to dirt depositing easily, which is
why we designed it so that the moving parts
remain dirt free, and any dirt is expelled
during the step’s movement. In addition, the
step’s internal parts are made of a plastic
material to prevent corrosion. InnoLite

comes in three different sizes: 440, 550 and
700 millimeters. Currently, for the Van sec-
tor, this type of step is ideal and is the most
popular on the market. The 700 mm model
is the one most suited to recreational use.
On motorhome vans especially, the door
aperture area is instead occupied by furnitu-
re or kitchen utilities: the other measure-
ments, especially the 550 and 700 mm ver-
sions by InnoLite will certainly be capable of
satisfying any needs on any vehicle. Lastly,
we put as much effort into the product’s
looks as we did in its technology,” continues
Davide Nardini. “In fact, the door on the Fiat
Ducato has a black plastic stripe about 20
cm high, and Project2000 reiterated this
aesthetic motif on the sub-chassis step joint.
With this aesthetic detail, the step is less
noticeable and is more ideally integrated
with the vehicle’s looks.”

At the Salone del Camper in Parma, Davide Nardini talks about InnoLite for the Fiat Ducato and Mercedes Sprinter,
and the future of Project2000 with its recent entry in the large American group Lippert.

Project 2000 Srl - Via A.Vivaldi, 40/A - 50041 Calenzano – (FI) – Italy
Tel: +39 055 8825239 - Fax: +39 055 8878086

www.project-2000.it

Words Giorgio Carpi

Davide Nardini
Director & CEO
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Contacts:
Davide Nardini - davide@project-2000.it

In terms of user safety, an issue that is
always of foremost importance in the design
of each Project2000 product, InnoLite can
be managed by an on/off switch when nee-
ded, or slaved to an electronic control unit.
“If the step is configured and connected to
the electronic control unit, it automatically
recoils back in if it encounters any obstacle
in its movement, with an “open step” sen-
sor,” explains Nardini. “An optional accesso-
ry is available which connects the step’s ope-
ning and closing with that of the cabin door.
An emergency device for the system’s use is
located underneath the operating mecha-
nism, via a release and movement screw, in
the event of a malfunction, even in manual
mode. With a little inconvenience, users can
still serenely make the most of their vaca-
tion, with access to their motorhome gua-
ranteed, and postponing repairs at a quali-
fied service center when they get back.” 
Concerning the recent merger of
Project2000 with the large American group
Lippert, Davide Nardini is very clear and
enthusiastic: “Project2000 has been part of
the American group Lippert for four months
now, and our growth and development
goals have been plainly outlined.
Project2000 gets things done right: design
and innovation, translating the needs of
users into ideas, and subsequently into use-
ful and highly successful products. This

important merger will allow Project2000 to
further relaunch this long-standing objecti-
ve. This great opportunity that has been
created also includes the development of
new commercial and research activities. First
and foremost, the introduction of new pro-
ducts and technologies from the United
States, through the broad Lippert range, for
the European OEM market. Project2000 will

act as a go-between with manufacturers on
our continent in introducing knowhow and
the necessary servicing for European manu-
facturers regarding new products. We’re
confident that our experience and the histo-
ric feedback from our customer base will
allow us to sustain this process towards fur-
ther innovation, leading to excellent results
in new industry sectors over time.”

The dinette bed with the slatted base

Project 2000 presents a folding bench
that can turn into a double bed with

slatted base. Developed together with
manufacturer Trigano S.p.A, this new
bench is built into the dinette with oppo-
sing seats. When closed, it offers a comfor-

table travel seat, also thanks to the slats lending appropriate
support to the weight of the occupant. When opened, it connects to the

fixed bench opposite, creating a comfy slatted bed in a few seconds.  

Company Profile

Project 2000 was founded in 1995 by Davide Nardini and his wife Susanna
Azzolini after an experience in his motorhome when he felt the need for a

more functional living space access step. Nardini shortly went on to design a
more efficient motorised step that was quickly adopted by European caravan
manufacturers. Over the years, Project 2000’s steps have evolved to become a
mainstay of the European market and opened the way to even more innovati-
ve products. The company started to manufacture TV mountings in 2000, and
in 2004 dedicated themselves to producing a high-quality bed lifting and lowe-
ring system for saving space. Project 2000 has designed and patented the elec-
tronic bed lifting and lowering device: the model 12600. Unlike others, which
only motorised the pantograph mechanisms, in 2004 the Calenzano-based
company presented a system employing side columns to achieve fluidity and
stability. This resulted in the most versatile and flexible system on the market
today (Art 12600),
installed entirely bene-
ath the bed base and
which only requires four
belts to be anchored to
the wall or ceiling. This
device obtained an
international patent in
2011. In May 2016
Lippert Components,
Inc. (LCI®), a wholly-
owned subsidiary of the
Drew Industries
Incorporated group
(NYSE: DW), bought
Project 2000 S.r.l.
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Deeply into the Euro 6 engines

Technical Files THE EURO 6

Ihave always believed that revolutions in the automotive sector can
be divided into two main types: the voluntary kind, born from the
desire to promote stylistic and technological progress, and the

necessary kind, based around themes of primary importance such as
safety and respect for the environment. Revolutions always bring a
change of ideas, of our way of thinking, and therefore represent for-
midable opportunities to express inventiveness and skill, in order to
materialize the results of incessant investments in the fields of research
and development. But how is the revolution perceived by the final
customer, when its results are purely technical rather than evident in
visual terms? 
In the case of base vehicles for recreational vehicles, the Euro6 revolu-
tion is a partially necessary and partially voluntary one, completely
unrelated to any aesthetic standards: if we were to park a Fiat Ducato
Euro5 and its Euro6 successor side by side, without reading the identi-
fication plates, we could try finding the differences for hours, only to
realize that there are none whatsoever. The same can be said about a
Citroen Jumper, a Peugeot Boxer, a Mercedes-Benz Sprinter, a Ford
Transit or an Iveco Daily: only in the case of these last two vehicles we
might able to find some very slight variations in the bumper (Ford) and
the ABS radiator grille (Iveco). Therefore, no substantial aesthetic diffe-
rences can be found between the models, yet on a technical level eve-

rything has changed towards a more modern, eco-
friendly and technological approach. The new
models are far more respectful of the environment, and focus strongly
on the operating economy and performances of the vehicle. In terms
of pollutant emissions, Euro6 regulations have imposed a drastic reduc-
tion of nitrogen oxides (NOx), compared to the previous Euro5 models:
from 180 to just 80 milligrams per km. The transition from Euro4 to
Euro5 had already significantly reduced the tolerated quantity (from
250 to 180 mg/km), but the new regulations, in addition to being far
more restrictive, also require that manufacturers guarantee the reliabi-
lity of their anti-pollution systems for a minimum of 160,000 km.
Furthermore, starting from 2018, every vehicle will be subjected to
NOx emission measurements during inspections. Thus, we are spea-
king about a necessary revolution, which has given birth to a new
generation of engines capable of significantly decreasing pollutant
emissions, but also a voluntary revolution leading to the construction
of lighter, more efficient and performant units, capable of limiting con-
sumption levels and reducing the number of scheduled maintenance
operations. When faced with this type of mission, manufacturers opted
for two different technical solutions: the system featuring a double
exhaust gas recirculation valve (LP-EGR) and the classic SCR (Selective
Catalyst Reduction) combined with the use of the AdBlue additive. 

Afar more commonly used solution, the
selective catalyst system uses a chemi-

cal process which requires a constant injec-
tion of liquid (specifically, AdBlue: 32.5%
urea and 67.5% demineralized water) into
the exhaust gas flow. The system features
an AdBlue tank and an electronic control
unit (on some vehicles, the system is mana-
ged by an independent control unit dedica-
ted specifically to the SCR, while on others
it is managed directly by the engine control
unit). The other components of the system
are a feed pump, an injector and a Selective
Catalyst Reduction unit – in addition to the
classic oxidation catalyst – plus one or two
NOx probes with their own specific control
unit, and a temperature probe. The oxida-
tion catalyst, positioned at the output of
the exhaust pipe, treats the unburnt hydro-
carbons (HC) and carbon monoxide (CO),
but not the nitrogen oxides (NOx). NOx
reduction is managed by a supplementary
catalyst, located either upstream or dow-
nstream from the particulate filter, and
denominated SCR (Selective Catalyst

Reduction). This catalyst is supported by an
internal ceramic structure and has the task
of constantly transforming nitrogen oxides
into water vapour (H2O) and nitrogen (N2),
i.e. into innocuous gases. The chemical
reaction is achieved by injecting the AdBlue
additive: when this liquid comes in contact
with high temperature exhaust gases, it
transforms into ammonia (NH3) which acts
as a reducer and therefore transforms NOx
into water vapour and nitrogen. SCR opera-
tions are managed by a control unit and by
probes which analyse both the temperature
and the NOx values along the entire
exhaust system: the selective catalyst, in
particular, will be triggered by the increase
in engine temperature and, given its upstre-
am position from the particulate filter, an
area where the temperature of combustion
gases is particularly high, it can easily ope-
rate even during classic urban drives.

What to watch out for: an SCR+AdBlue
system consists of multiple components,
and each of these must function optimally.

Periodically, the AdBlue tank will need to be
filled with high quality products, in order to
prevent possible damage to the system due
to deposits and impurities. In this regard,
the injector is one of the most sensitive
components. The vehicle unit is program-
med to block the engine from starting if no
AdBlue is detected in the specific tank.

SCR+AdBlue

Words Michel Vuillermoz

The process to adapt the motorhome base vehicles to Euro6 regulatory requirements has led
to a genuine revolution in the sector. Of the silent and almost hidden kind, yet actually far
more incisive and important than what we may initially think. 
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Well in the lead when it comes to the
most chosen models by European

manufacturers and customers, the
Ducato is a true example of a tran-
sversal vehicle, capable of mee-
ting the needs of a compact
and cost-friendly 5 metre
van and, at the other end
of the scale, those of a
premium class 9 metre
maxi motorhome. Now in
its sixth generation (1982,
1990, 1994, 2002, 2006,
2014), the basic FCA front-
wheel drive mechanical
components comply with
Euro6 regulations by opting to
use both technologies for the
decreasing pollutant emissions: the
Ducato models intended for the transport of persons
use an SCR+AdBlue system (Fiat Ducato EcoJet SCR, available only
with a 2.3 148 hp engine), while all versions intended for the tran-
sport of products and for conversions to recreational vehicles use an
LP-EGR system (Fiat Ducato Multijet II). Fiat motorhome base vehicles
therefore have a system featuring a double EGR valve, with the first
high pressure valve flanked by a second one which, by intercepting
the exhaust gases burnt downstream from the particulate filter,
lowers their temperature thanks to a pipe and a specific cooler; this
increases the density of the gases, so they can be re-introduced into
the combustion chamber.
The basic Ducato model, the 2.0 Multijet II 115, is currently only avai-
lable for vans: it has been upgraded with a new six-speed manual
transmission which allows for optimal use of the engine torque, per-
fectly able to manage small-sized and lightweight vans. Featuring a
variable geometry turbocharger and an intercooler, the 2.0 Multijet II
115 hp is characterized by 290 Nm of torque, delivered starting at
1750 rpm and guaranteeing practically constant performances up to
2250 rpm (power output between 40 and 95 hp), reaching its maxi-
mum power (115 hp) at 4.000 rpm. When we look at the torque cur-
ves, we can immediately notice that the power output is constant,
with a regular rise in relation to the displacement (250 Nm at 1500
rpm – when the exerted power is approximately 28 hp) thanks to the
presence of the variable geometry turbine, while when the engine
delivers its maximum power output (115 hp at 4.000 rpm), its torque
is still around 200 Nm. Optimization operations have allowed the
manufacturer to decrease consumptions by 6%, compared to the
model’s predecessor, the 2.0 Multijet 115 hp Euro 5. 
A best-selling model, the 2.3 Multijet II 130 presents an interesting
ratio between displacement (2.286 cc) and power (130cv/96 kW):

these
features allow the engine to meet

the needs of most medium-sized recrea-
tional vehicles. The 2.3 Multijet II 130 features

a turbocharger and an intercooler: it is characterized
by 320 Nm of torque, practically constant between 1800 and

2500 rpm (with a power output between 48 and 115 hp), and rea-
ching its maximum power (130 hp) at 3.600 rpm. Even without the
variable geometry turbine, the torque curve data for this model is
extremely interesting: the power output is constant (250 Nm reached
at approximately 1400 rpm), while when the engine delivers its maxi-
mum power output, 130 hp at 3.600 rpm, it is still able to deliver
approximately 240 Nm of torque. 
The importance of the variable geometry turbine becomes absolute-
ly evident when we compare the performance of the 2.3 Multijet II
130 with its “big brother”, the new 2.3 Multijet II 150. This unit, fea-
turing a variable geometry turbocharger, has the same displacement
as the 130 hp model (2.286 cc), yet is capable of delivering 280 Nm
of torque at just 1500 rpm, and of maintaining this value at constant

Low Pressure Exhaust Gas Recirculation
systems work similarly to a classic par-

ticulate filter (FAP). Once NOx saturation
levels are reached, the engine control unit
enriches the fuel mix in order to eliminate
it at an average time frame of every three
minutes. The system consists of the follo-
wing low pressure components: an EGR
valve, a cooler and an EGR pipe. The LP-
EGR system recovers exhaust gases dow-
nstream from the particulate filter (FAP) in
order to introduce them into the low pres-
sure EGR pipe and therefore drastically
lower their temperature, thanks to the spe-

cific EGR cooler, integrated in the engine
coolant system. Once they have been coo-
led, the gases become denser and are
mixed - via the EGR valve - with oxygen
coming from the air filter of the engine,
before being re-introduced into the com-
bustion chamber, in a continuous repeti-
tion of this cycle. Therefore, the engine
performs a major recirculation process for
the purpose of cooling gas temperatures
to the minimum, and of lowering the pro-
duction of nitrogen oxides directly in the
part of the engine where these emissions
are generated. This type of system offers

an evident benefit in terms of weight, as it
allows to save approximately 50 kg compa-
red to a selective catalyst reduction system
combined with AdBlue; furthermore, it
does not require the use of AdBlue and
offers an opportunity to cut vehicle pro-
duction costs. 
What to watch out for: a system such as
the LP-EGR may lose its efficacy over the
course of time, with an increase in terms of
displacements and engine power outputs.
Furthermore, the NOx reduction is less
effective in urban traffic and when trave-
ling at high speeds. 

LP-EGR

Technical Files
FIAT DUCATO

THE EURO 6
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levels up to 2.250 rpm. The uni-
t’s maximum power output, 148
hp, is exerted at 3.600 rpm: the
torque curve will rise immediate-
ly, with 250 Nm already being
reached and exceeded at 1200
rpm (with a power output of 40
hp); the curve will continue to
rise constantly up to 380 Nm.
The 2.3 Multijet II 148 hp offers
a maximum torque value that
remains constant with the
increasing of the power output
(between approximately 65 and
115 hp), and even when the
maximum available power out-
put is reached (148 hp at 3600
rpm), it is still able to deliver 300
Nm of torque. The previous
Ducato 150 Multijet Euro5
model offered a maximum tor-
que value of 350 Nm.
The 3.0 Multijet Power Euro 5 is
no longer at the top of the

Ducato model range, as it has
now been replaced by the new
2.3 Multijet II Power: the power
remains the same (177 hp), as
does the maximum torque value
(400 N/m), however this is where
the similarities between the two
engines come to an end. The
new engine is no longer a 3 litre
model, but a “smaller” 2.286 cc
one. It no longer features an oil
bath chain drive but a normal
belt drive, and it therefore
weighs 40 kg less than its prede-
cessor. The lowest model of the
new 2.3 Multijet II Power 177 hp
is the 148 hp 2.3 version: Fiat
engineers have mainly focused
their attention on developing
the aerodynamics and the varia-
ble geometry turbocharger, as
well as on implementing a new
special steel drive shaft, new
reinforced pistons and a new

and stronger fuel pump. The
new 2.3 Multijet II Power 177 hp
promises performances on the
same levels as the previous 3 litre
model, while decreasing con-
sumptions by 19% in the combi-
ned cycle and drastically cutting
pollutant emissions. An excellent
example of downsizing while
preserving the main acknowled-
ged peculiarities of the previous
engine - above all its excellent
torque value. If we analyse the
torque and power curves, we
immediately notice how the new
unit has an excellent rise level at
lower revs (at 1250 rpm it alrea-
dy delivers 45 hp and 325 N/m)
and can reach 400 N/m at just
1500 rpm, maintaining this
value at constant levels up to
over 3000 rpm. It’s very intere-
sting to note how, when the 2.3
Multijet II starts to deliver its

maximum torque, the power
output is at 70 hp and can
increase to no less than 173 hp
before any decreases in the tor-
que take place. Consequently,
when the motor delivers its
maximum power output (177
hp) and operates at maximum
rev (3500 rpm), it still delivers
350 Nm of torque. These values
are perfectly in line with the pre-
vious 3 litre model which, by
counting on a far larger displace-
ment (2999 cc versus 2286)
could reach the same maximum
torque value (400 Nm) at 1400
rpm. The 2.3 litre engines are
available either with six-speed
manual transmissions or with an
automated ComfortMatic tran-
smission. With regards to main-
tenance operations, Fiat
Professional confirms intervals of
48,000 km.

When evaluating the performance
levels of an engine, final customers

often only take into consideration two para-
meters: its displacement and power output.
This leads them to exclude the most impor-
tant element, the torque. Maximum power
outputs are often available at such high
rotation speeds that they can rarely be used
when driving a recreational vehicle: what
counts is not the horsepower we can get
out of the engine at the end of the rev
counter, but the amount of power delivered
at lower revs. When engines have equal
power outputs, the higher the torque value,
the more the engine is energetic, capable of
“hauling”.
Almost all engines currently used on com-
mercial vehicles for recreational vehicle con-

versions have followed the downsizing
trend, opting to decrease their displace-
ment. In this regard, Mercedes-Benz and
Iveco are exceptions: the Sprinter 3.0V6 190
hp offers 440 Nm of torque at just 1400
rpm, a value that is surpassed only by the
Iveco Daily 3.0 Multijet 210, thanks to the
implementation of a twin-stage turbochar-
ger. Among engines with lower displace-
ments, in particular those between 2 and
2.3 litres, we must highlight the excellent
work by Fiat on the new 2.3 Multijet II
Power: in addition to a power output of
177 hp, it delivers 400 Nm of torque at a rev
of 1500 rpm. This is a truly interesting result
for an engine with a displacement of just
2286 cc and featuring only a “normal”
variable geometry turbocharger. Mercedes-

Benz confirms the high standards of its
2.2CDI units: with a lower displacement
than the Fiat engine (2143 cc), the models
deliver very interesting torque values (330
Nm at just 1200 rpm in the case of the
2.2CDI 143 hp, 360 Nm at 1400 rpm for
the 2.2CDI 163hp) and make excellent use
of the double turbine. The new generations
of Ford and PSA engines are just below two
litres and, despite their interesting features,
suffer their low engine displacement. While
the new Ford 2.0 EcoBlue, in its “basic” 130
hp version, can boast an excellent 385 Nm
at 1500 rpm (the reference value for the
Ducato 150 Multijet II), the 2.0 EcoBlue 170
hp version is capable of exceeding 400 Nm
but at a necessarily much higher rev, with
the torque being delivered at 1750 rpm.

There’s more than just power: pay attention to the torque! 

2.0 Multijet II 115 2.3 Multijet II 130 2.3 Multijet II 150 2.3 Multijet II 180 Power

Displacement: 1956
Power hp/kW: 115/85
Torque Nm: 290 - 1750

Displacement: 2286
Power hp/kW: 130/96
Torque Nm: 320 - 1800

Displacement: 2286
Power hp/kW: 148/109
Torque Nm: 380 - 1500

Displacement: 2286
Power hp/kW: 177/130
Torque Nm: 400 - 1500
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No longer used for 3,5 ton recreational vehicles, the
Iveco Daily has been able to carve out an impor-

tant place on the market for premium class setups, with
its 56 and 74 quintal versions currently being the pre-
ferred solution for high-level motorhome and alcove
vehicle conversions. In addition to the well-known
strengths of the Turin-based manufacturer’s basic
mechanical components (robustness, re liability, wide
range of versions), Iveco has focused on offering ever
more performing and lower-consumption engines, as
well as an excellent eight-speed Hi-Matic automatic
transmission, designed in collaboration with ZF and
capable of offering high levels of comfort and driving
pleasure. Completely re-designed in 2014, the Daily
makes its transition to Euro6 engines by introducing a
slight renovation of its external components, but above
all by offering a vast choice of engines. Specifically, two
types of engine ranges are on offer: the 2.3 Multijet II
for lighter setups and the 3.0 Multijet for heavier vehi-
cles. In terms of anti-pollution devices, the Daily 3.0
models opt for the classic SCR+AdBlue solution, while
the 2.3 versions feature the PL-EGR system.

IVECO DAILY

2.3 Multijet
Many aspects of the 2.3 Multijet II have

been improved: in addition to the use of
new materials, Iveco has worked on fine-
tuning its cooling, lubrication and Common
Rail injection systems. The reduction of pollu-
tant emissions to levels compliant with the
Euro6 regulations is obtained by using a spe-
cific low-pressure cooled EGR alongside the
traditional high-pressure EGR. Iveco has desi-
gned a post-treatment system to decrease
nitrogen oxides: this is a storage catalyst,
while the Daily model will be available with
an SCR+AdBlue system, even in the 2.3 ver-
sions, starting from next spring.  
The basic Iveco engine model, the 2.3 Multijet
II 120, features four 2286 cc 16-valve cylin-
ders with a turbocharger and an intercooler;
between 2500 and 3600 rpm, this engine
delivers a maximum power output of 116
hp/85kW. The maximum torque value, 320
Nm, is delivered at a rev between 1800 and
2500 rpm. Once the rpm of maximal torque is
reached (1800 rpm, 320 Nm), the engine can
deliver a power output of 80 hp and this
value remains constant up to 116 hp.
Furthermore, when the engine is delivering
maximum power, the torque value still
remains comfortably above 200 Nm. The “big
brother” of the 2.3 120 model, the 2.3

Multijet II 140, has a similar architecture but
features a variable geometry turbine. This
solution allows it to supply more power
(136hp/100 kW between 2750 and 3600
rpm) and a higher torque value (350 Nm, deli-
vered at constant levels between 1500 and
2750 rpm). We are therefore speaking about
a very flexible engine, capable of exceeding
300 Nm of torque at just 1250 rpm. The 2.3
Multijet II 160 is an even more powerful
model: featuring a variable geometry turbo-
charger and an intercooler, this 2286 cc unit
offers a maximum power output of
156hp/115kW at a relatively high rev (betwe-
en 3250 and 3600 rpm). The torque values
are constant at 350 Nm between 1500 and
2750 rpm: when the engine is delivering its
maximum power output, at 3250 rpm, it still
delivers over 330 Nm of torque. The 2998 cc
engine is a completely different unit, charac-
terized by an EGR exhaust gas treatment
system + a particulate filter with an SCR
selective catalyst, and is available with three
different power levels (150, 180 and 210 hp).
This engine is capable of meeting the needs
of rather heavy vehicles: currently the large
majority of Daily models used for recreational
vehicle conversions boast an overall mass bet-
ween 6 and 7,49 tons.

The 3.0 Multijet 150 is a 4 16-
valve cylinder unit featuring a

chain drive, an iron cast block and
aluminium cylinder heads, a turbo-
charger and an intercooler, and
capable of offering a power output
of 146 hp/107 kW at a rev betwe-
en 2910 and 3500 rpm. 350 Nm of
torque are delivered on constant
levels between 1500 and 2910
rpm. The 3.0 Multijet 180 model
adds a variable geometry turbo-
charger: the results are evident, in
terms of power (180 hp/132kW
delivered between 2865 and 3500
rpm), and torque, with an excellent
value of 430 Nm remaining con-
stant between 1600 and 2865
rpm. The torque rise, in particular
is extremely rapid: at just 1000
rpm, the engine’s lowest rev, the
torque value is already 250 Nm and
at 1500 it widely exceeds 400 Nm.
Furthermore, when the engine
delivers its maximum power output
above 3500 rpm, it can still deliver
350 Nm of torque. The top-of-the-
range unit is the 3.0 Multijet 210,
characterized by its combination of
twin-stage turbocharger and inter-
cooler. This unit offers a maximum
power of 205 hp/150kW at a rev
between 3047 and 3500 rpm, and
above all an impressive 470 Nm of
torque, delivered constantly star-
ting from just 1400 rpm and up to
3047 rpm. Standardly supplied
with an 8-speed Iveco Hi-Matic
automatic transmission, thanks to
its twin-stage turbocharger this
engine offers a surprisingly rapid
torque delivery, at values that rise
continuously and constantly with
the increasing of its power output:
when the torque delivery starts,

2.3 Multijet II 120

Displacement: 2286
Power hp/kW: 116/85
Torque Nm: 320 - 1800

2.3 Multijet II 140

Displacement: 2286
Power hp/kW: 136/100
Torque Nm: 350 - 1500

2.3 Multijet II 160

Displacement: 2286
Power hp/kW: 156/115
Torque Nm: 350 - 1500

3.0 Multijet
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The transition to Euro6 has led Ford to
retire the DuraTorq 2.2 Puma units in

order to welcome the EcoBlue models. A
new generation of engines, developed in-
house and no longer in collaboration with
Peugeot/Citroen, which marks a determi-
ned shift towards downsizing. One displa-
cement only, 1.996 cc, with three power
levels, 105, 130 and 170 hp, for a highly
modern engine which debuts on the Transit
and Transit Custom. Various components
have survived the transition, such as the
architecture, with its 4 cylinders featuring 4
valves per cylinder, operated by two overhe-
ad camshafts, the turbocharging with a

variable-geometry electromotive turbine,
the intercooler and the Common Rail injec-
tion. However, Ford has introduced a new
cast iron base, designed to decrease the
piston load on the inner walls to the mini-
mum, in order to avoid energy losses; the
injection system is capable of generating
pressures up to 2000 bar. Furthermore, the
new model features fuel atomizers which
can manage up to six injections per cycle
(0,8 milligrams of diesel fuel each), as well
as a 240 rpm maximum rotation speed
turbo and an oil bath belt drive. The result
is a new generation of engines, designed to
reduce maintenance operations to the mini-

mum, at intervals of 60,000 km. The new
automated SelectShift transmission can be
applied to the 130 and 170 hp versions. In
all models, the reduction of pollutant emis-
sions to levels compliant with Euro6 regula-
tions is obtained by using the most com-
mon solution, combining the SCR selective
catalyst with the use of AdBlue (the specific
tank can contain up to 21 litres of additive).
Available with front-wheel drive, rear-wheel
drive (also with twin wheels) and in full 4x4
version, when speaking of camper conver-
sions in Europe the new Transit is currently
used exclusively for front-wheel drive ver-
sions. The option chosen by manufacturers
logically focuses on the two most powerful
units, the 130 and 170 hp models. 
With its 1.996 cc displacement, the Transit
EcoBlue 130 is the most commonly used
model: it delivers a 130 hp/96kW power
output at 3500 rpm, with 385 Nm of tor-
que starting at 1500 rpm. The variable-geo-
metry turbine compensates nicely for the
low engine displacement: the torque rises
uniformly even at low revs, exceeding 300
Nm at just 1200 rpm, reaching 385 Nm at
1500 rpm and maintaining this value at
constant levels up to 2000 rpm. When the
motor starts to deliver its maximum torque,
the power output is approximately 80 hp, a
value that can rise to approximately 115 hp
before the torque begins to decrease. The
engine delivers maximum power (130 hp) at
3500 rpm: when this occurs, it can still offer
260 Nm of torque. 
An even more powerful model, the Transit
EcoBlue 170 offers a power of 170 hp/125
kW, which is achieved at a rotation speed of
3500 rpm, with a maximum 405 Nm of tor-
que, starting at 1750 rpm. The torque rise
of this engine is linear, and follows the
trend of the EcoBlue 130 model: the engine
delivers 300 Nm at just 1200 rpm, while at
1500 rpm the engine reaches and exceeds
390 Nm, delivering its maximum torque
value, 405 Nm, between 1750 and 2500
rpm. Once this rev is exceeded, the torque
will start decreasing, yet can still guarantee
a 340 Nm delivery when the engine reaches
its maximum power exertion, at 3500 rpm.
If we observe the ratio between torque and
power output, when the engine starts deli-
vering the maximum torque value, at 1750
rpm, the power output is approximately 96
hp: this value can rise to 142 hp when, at
2500 rpm, the torque starts to decrease.

FORD TRANSIT

2.0Tdci EcoBlue 1702.0Tdci EcoBlue 105 2.0Tdci EcoBlue 130

Displacement: 1996
Power hp/kW: 105/77
Torque Nm: 360

Displacement: 1996
Power hp/kW: 130/96
Torque Nm: 385 - 1500

Displacement: 1996
Power hp/kW: 170/125
Torque Nm: 405 - 1750

the power exertion is still
slightly lower than 100 hp.
The power rises continuou-
sly, in a perfect symbiosis
with the torque, until it
reaches its maximum out-
put (205 hp, 3047 rpm),
which it keeps exerting up
to 3500 rpm. At this rev,
the torque has obviously
started to decrease, howe-
ver its level is still extraordi-
narily high, at over 400
Nm. 

3.0 Multijet 150

Displacement: 2998
Power hp/kW: 146/107
Torque Nm: 350 - 1500

3.0 Multijet 180

Displacement: 2998
Power hp/kW: 180/132
Torque Nm: 430 - 1600

3.0 Multijet 210

Displacement: 2998
Power hp/kW: 205/150
Torque Nm: 470 - 1400
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The Master engine is currently used very rarely in the
world of European recreational vehicles, despite

being available in multiple versions, and offering the
possibility to choose between a front-wheel drive and a
rear-wheel drive (with single or twin wheels). The new
generation of Euro6 engines, introduced last spring, has
increased the power levels on offer, now increased to
170 hp, and has opted for the classic selective cata-
lyst+AdBlue system, with a 22-litre tank which ensures
an average autonomy between 9,000 and 12,000 km. 
The basic Master Euro6 unit is the 4-cylinder 2.3dci engi-
ne: with a displacement of 2299 cc, only its highest-per-
forming versions are used for recreational vehicles, with
one unit (the 130 hp model) featuring a single turbo-
charger, while the other two more powerful models fea-
ture a TwinTurbo. Therefore, the renewed 2.3dci 130
offers a maximum power output of 130hp/96kW at a
rotation speed of 3500 rpm: in terms of torque value,
this engine delivers 320 Nm starting at 1500 rpm.
Providing higher performances, the 2.3 Energy dci 145
offers an extra 15 hp (145 hp, 107 kW), also delivered at
3500 rpm: the double turbine allows the torque to rise
to 360 N/m, delivered starting at a rev of 1500 rpm. The
top of the Renault range of engines, the 2.3 Energy dci
170, is characterized by a power output of 170 hp/125
kW, delivered at 3500 rpm: in this case the torque rises
to 380 Nm and is delivered at constant values between
1500 and 3000 rpm. With regards to the transmission,
Renault offers a six-speed manual transmission, and is
looking to soon implement a new robotized gearbox, at
least on the 2.3 Energy dci 170 model.

Mercedes-Benz bids the Euro5 era farewell by updating its less
powerful Sprinter engines. A model that has already been availa-

ble in its Euro6 version for a few years (the 3.0 V6 190 hp model was
already on offer exclusively in the more eco-friendly class), Sprinter con-
firms the SCR selective catalyst combined with the use of AdBlue.
Mercedes-Benz has chosen to reiterate the Blue Efficiency pack, inclu-
ding the specifically regulated steering pumps, fuel pump and alterna-
tor, the Start&Stop system and the low rolling resistance tyres. Also the
Blue Efficiency Plus pack is being reiterated: this option offers a propor-
tional-operation cooling fan and a greater rear-axle ratio, in addition to
the components of the original pack. 
Two different engine ranges are available: one featuring 4 2143 cc
cylinders with a double turbocharger and the other with 6 2987 cc
cylinders combined with a six-speed EcoGear manual transmission or a
7-speed 7G-Tronic automated transmission with a torque converter. 
Only rarely used for recreational vehicles, the 2.2CDI is offered in three
different power output versions. Let us start from the units identified

as 211/311/511 CDI, which
offer 114 hp (84kW) of power
at a maximum rev of 3800
rpm, while the torque rises to
300 Nm at just 1200 rpm,
remaining constant up to
2200 rpm. The next power
output level (Sprinter
214/314/414/514 CDI), offers
a maximum power exertion of
143 hp/105kW at a rev of
3800 rpm with 330 Nm of tor-
que, delivered at constant
levels between 1200 and
2400 rpm. The most powerful
versions, the Sprinter
216/316/416/516 CDI, make
use of their 2143 cc engine to
deliver a maximum power out-
put of 163 hp/120kW at a maximum rev of 3800 rpm: the torque, in
this case, rises to 360 Nm, delivered at constant levels between 1400
and 2400 rpm. 
The top-of-the-range model is the powerful 3.0 V6, currently the only
6 cylinder engine available for recreational vehicles up to 3,5 tons of
mass. The Sprinter 219/319/519 CDI models use this engine which,
with its 2987 cc displacement and a 6 72° V-shaped cylinders architec-
ture, is a powerful and high-performing unit, both silent and capable
of delivering excellent performances, even when combined with a 5,5
ton overall mass. With its 190 hp/140kW power output delivered at
3800 rpm, this engine guarantees 440 Nm of torque, delivered at con-
stant levels between 1400 and 2400 rpm. 

MERCEDES-BENZ SPRINTER

RENAULT MASTER

2.3 dci Energy TwinTurbo

Displacement: 2299
Power hp/kW: 170/125
Torque Nm: 380 - 1500

2.3 dci Energy TwinTurbo

Displacement: 2299
Power hp/kW:145/107 
Torque Nm: 360 - 1500

All the engines
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Acompletely new unit has been designed for the French cousins of
the Fiat Ducato, the Citroën Jumper and the Peugeot Boxer,

which shift to Euro6 with a new generation of strongly downsized
engines. While the previous Euro5 generation used the 2.2 Tdci
Duratorq engine developed by Ford and offered by PSA in the 2.2HDI
110, 2.2HDI 130 and 2.2HDI 150 hp versions, as well as the 3.0
Multijet Power engine designed by Fiat Powertrain, the manufactu-
rers have now decided to change direction: the new Euro6 base vehi-
cles opt for a new generation of BlueHDI engines, developed in-
house by PSA, and manufactured in the Tremery plant in France. This
engine offers three power levels (110, 130 and 163 hp) and features
an SCR+AdBlue anti-pollution device boasting a 15 litre tank. 

Characterized by a 1997 cc displacement, the new 2.0 BlueHDI is a
4-cylinder engine with two valves per cylinder: the basic model is the
110 hp/81kW version, capable of a maximum power output at a rev
of 3500 rpm, and of delivering 304 N/m of torque starting at 1500
rpm. A more powerful model, the 2.0 BlueHDI 130 is designed to
reach 130 hp/96kW at a rev of 3750 rpm, while it can deliver 340
Nm of torque starting at 1750 rpm. The top-of-the-range model, the
2.0 BlueHDI 160, is characterized by a power output of 163
hp/120kW at a rotation speed of 3750 rpm, with 350 Nm of torque
starting at 1750 rpm. The maintenance interval is now set at 50,000
km for all these engines, while in terms of transmission, PSA curren-
tly only offers a six-speed manual transmission. An interesting pecu-
liarity of the PSA engines is the SCR+ AdBlue system: the selective
catalyst, in particular, is installed
before the
particulate
filter, in
order to
offer better
responsive-
ness to
cold tem-
peratures
and urban
driving. 

PSA - PEUGEOT BOXER / CITROËN JUMPER

MADE IN ITALY

www.bartolaccidesign.it

Florence • Italy
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2.0 BlueHDI 110
Displacement: 1997
Power hp/kW: 110/81
Torque Nm: 304 - 1500

2.0 BlueHDI 130
Displacement: 1997
Power hp/kW: 130/96
Torque Nm: 340 - 1750

2.0 BlueHDI 160
Displacement: 1997
Power hp/kW: 163/120
Torque Nm: 350 - 1750
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ST.LA. - Via Marche 5/7
56025 - Pontedera (PI) - Italy

Ph. +39 0587 292625 - www.stla.it

With over forty years experience, ST.LA. has achieved the expertise and
capability to provide simple and complex elements that play an increa-
singly significant role in vehicle furnishings, such as liftable storage
beds and telescopic table supports.

Experience, reliability 
and innovation since 1975

It sometimes happens, albeit not too
often, that a company’s name in itself
already tells its story, as well as its past

history and plans for the present and future:
this is exactly the case for ST.LA., based in
Tuscany, the region in which so many Italian
manufacturers in the recreational vehicle
sector are situated. So just what does the
name ST.LA. stand for? Well it’s all very sim-
ple, as the company’s founder Sergio
Milianti explains:
“It’s no mystery,” says Milianti, “the four let-
ters sum up the words Stampaggio Lamiere
[sheet metal stamping], thus ST.LA., which,
in a nutshell summarizes the company’s ini-
tial business and partly its current activities.
We started our business 41 years ago, in the
sheet metal stamping sector, and soon

discovered that the
RV industry, which
was expanding
rapidly in Italy
during the 1970s,
was an interesting business opportunity.” 
ST.LA.’s venture thus began by producing
articles for the motorhome sector: stakes,
poles and spare parts, especially for motor-
home tents, which at the time were very
popular. However, within a short time,
ST.LA. began partnering with Italian manu-
facturers operating in the RV industry, such
as, for example, Roller based in Calenzano,
Mobilvetta and Caravans International
based in the area of Poggibonsi. In those
years, Italian RV manufacturers were produ-
cing in full swing, with tens of thousands of

units annually.
Thanks to its long
standing expe-
rience in sheet
metal stamping,
ST.LA. began
supplying wall
supports and legs
for tables, as well
as other steel,
and even alumi-
nium compo-

nents. Not too long afterwards, production
began on elements comprising beds, and in
the meantime a move was made from pro-
duction for caravans to motorhomes, which
affected all businesses in the industry in Italy. 
“During the ‘90s, ST.LA. was able to increa-
se production continuously,” explains Sergio
Milianti, “by around 20%, and even 30%
per year. Then, in 2008, the economic crisis
hit the RV sector hard, but we managed to
keep our share of the market, mostly becau-
se we’ve always been very prudent. We’ve
consistently outsourced our manufacturing

Words Giorgio Carpi

Paolo e Sergio Milianti
ST.LA. owners
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Contact:
stla@stla.it

to companies with the necessary expertise
and qualifications to produce the very best
quality, from moulding to galvanizing treat-
ments, and we’ve been rewarded for these
choices. Indeed, our in-house staff have
always done a great job for us: I’ve sought
to instil excellent working relationships with
our artisans at all times, and in 41 years in
business this attitude has resulted in not
even one day of labour strike. I have to say
that I’m very satisfied with how things have
worked out, and how I’ve passed the busi-
ness on to my sons.” 
Today, ST.LA. srl, which operates almost
exclusively for the RV sector (with the excep-
tion of small scale production for the nauti-
cal sector), is one of three companies com-
prised in the Milianti Group, together with
Tecnometal srl and Forma srl. Together,
these businesses make up an annual turno-
ver of 13 million euros, with several produc-
tion sites: ST.LA.’s production facilities cover
an overall area of 4,800 m2 of covered
space and 7,000 m2 of service areas;
Forma’s production site covers 1,300 m2 of
warehousing space and 3,000 m2 of service
areas; and Tecnometal is currently transfer-
ring to its new location with 2,000 m2 of

covered space and 4,500 m2
of external service areas.
Production dedicated to the
recreational vehicle sector is
extremely varied, ranging
from metal to plastic ele-
ments. Sergio Milianti,

who has recently turned 77, has progressi-
vely passed the reins to his sons Paolo,
General Manager of ST.LA., and Francesco,
Product Manager for the family busi-
ness. 
“Our product catalogue is
extremely broad ran-
ging and varied,”
explains Paolo Milianti, “and
the reason for this is that in addition
to manufacturing metal products, we
also partner with our subsidiary Forma srl
for stamping plastic materials, creating,
for instance, customized water tanks that
fit perfectly with the chassis and on-
board furnishings.” 
A large chunk of production currently
caters to beds in recreational vehicles,
with unique systems for the movement
of beds. A wide range of bed frames
with an aluminium structure are produced,
and various types of liftable storage beds,
both manual and featuring electric move-
ments. A significant portion of production
also caters to aluminium ladders for motor-
homes. In any case, the product catalogue
merely represents a basic overview of
ST.LA.’s total output, since a great many
variations exist on the standard products. 
“We can customize any product to meet our
customers’ needs,” states Paolo Milianti,
General Manager of ST.LA.  “Especially
rather complex items such as tables and
beds, working in close collaboration with
manufacturers, designing the best solutions
for a specific range of vehicles. ST.LA. can
guarantee extreme productive flexibility, and
we can work with both large quantities and
small lots. We take special pride in our pun-
ctuality in making deliveries: ensuring
prompt customer service is a fundamental
and basic requirement; delivery deadlines
must absolutely be respected at all costs.” 
Table supports are among the leading items
in ST.LA.’s product catalogue. For instance,
the Cosmo 2 model features a single tele-

scopic steel leg and aluminium frame as a
tabletop support. A handle set below the
tabletop releases the mechanism, enabling
the table’s lateral movement, as well as the
lowering of the telescopic leg. Given the
success of the Cosmo 2 model, the Cosmo 3
table support was created, which featu-

res a practical pedal system for
lowering the telescopic
leg (from 71.5 to around
34 cm from the floor).

The rotation and lateral
movement of the tabletop (sup-

ported by a specially designed alumi-
nium frame) are provided by a handle set
underneath the tabletop. The table’s
fastening and handling systems are pro-
duced in many variations, in large scale
production lots. In addition to the more
evolved models with a telescopic leg, a

variety of table fixtures are also produced,
while a unique and successful design is the
fixed table leg created for McLouis, with a
special design feature that is very popular
with end users. 
As for bed units, which represent the largest
percentage of ST.LA.’s production, many
variations exist, supplying a variety of manu-
facturers, including groups such as Trigano,
Hymer, Rapido and Pilote. The all-new New
York bed unit was presented at the trade fair
in Düsseldorf, equipped with a lifting
mechanism that makes use of cables instead
of belts; production is slated to begin in the
coming days. This is an interesting system,
since the manual and electric versions don’t
differ a whole lot, and motorhome manu-
facturers can vary the solution directly in
production (from manual to electric)
without incurring excessive costs. Using a
belt system, the transformation is difficult,
and expensive to implement. The manual
bed is equipped with a gas spring and quick
cable rewinding system. The lifting action is
thus simple, even for older folks, an essen-
tial and far from minor detail.
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Teleco SpA - Via E.Majorana, 49 - 48022 Lugo (RA) - Italy
Ph: +39 0545 25037 - Fax: +39 0545 32064 

www.telecogroup.com

TELECO was established to manufacture terrestrial and satel-
lite TV signal reception systems, with particular focus on
devices for camping and recreational vehicles. 

By capitalising on the experience gathered in the sector since the
1970s, TELECO decided to diversify and extend research to climate
control products for motorhomes and caravans with the TELAIR
product line. TELAIR climate control systems fit new rotary compres-
sors to improve efficiency and make the product more compact.
The gas used complies with European environment protection regu-
lations and can be readily procured on the market.
The efficiency and quality of the TELAIR range did not go unnoticed
internationally: from the major market in Europe come the results
of the test conducted by the influential German magazine Promobil
on the Telair DualClima 8400H that confirm the superior cooling
efficacy of this climate control system compared to other models.
More in detail, the Promobil test confirmed that using the
DualClima 8400 H with heat pump can save up to 20% of energy.
The Promobil test was carried out in the climate chamber of the
Germany company EDAG (Automotive Engineering Experte
International, based in Fulda), which is known worldwide for its
state-of-the-art facilities. The climate chamber measures 8.5 x 5.1 x
4.1 metres and is designed for running simulations in controlled
temperature conditions from -40°C to 180°C with humidity levels
from 10 to 95%. A 6.8-metre-long Bürtsner Nexxo Time 660 semi-
integral motorhome was used for test. The simulation was carried
by setting the climate chamber to 35°C with 55% humidity, the
equivalent of a typical Mediterranean summer day. The test consi-
sted in holding the motorhome in these environmental conditions
for 14 hours. The doors and windows of the vehicle where then clo-

sed and the Telair
DualClima 8400H climate
control system was turned
on at top power. The data
were gathered during
nine different simulations.
Each simulation clearly
indicated that the Telair
DualClima 8400H reached
the set temperature faster
than competitors in the
same market range.
Similarly, the test provided
excellent results with the
system operating as dehu-
midifier to achieve the
correct temperature/humidity balance. The well-being diagram,
that indicates the optimal temperature/humidity conditions, for
example 20-24°C with humidity from 40 to 70%, showed that the
Telair DualClima 8400H achieved the right balance in just 1 hour 35
minutes. 

Vittorio Simioli, founding partner of Telair, commented on the per-
formance of Telair products on the market and on the flattering
result of the Promobil test as follows: “The success of the entire
DualClima range, and in particular the evident superiority of the
8400H model with respect to competition, found and reasserted by
the Promobil test, simply reasserts TELECO's constant commitment:
customer-centred dedication and continuous investments in R&D to

Words Andrea Cattaneo

The efficiency and quality of the TELAIR range did not go unnoticed internationally: from the major market
in Europe come the results of the test conducted by the influential German magazine Promobil on the Telair
DualClima 8400H that confirm the superior cooling efficacy of this climate control system compared to other
models.

Telair, the ideal A/C solution for
original equipment too

Vittorio Simioli
Founding partner of Telair
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provide excellent, advanced products". 
From the technical point of view, the DualClima 8400H is recom-
mended for motorhomes up to 8 metres long and may be fitted
on any vehicle with roofs from 30 to 70 mm thick provided with a
40 x 40 cm opening. Features include high cooling power, heat
pump, high efficiency and excellently quiet operation. The latter
particularity is achieved by using low-noise balanced fans and eco-
friendly gas that provides optimal operation also at low pressures.
What is more, the DualClima 8400H has a programmable timer, a
flat diffuser with sloping profile on all four sides, front and rear air
outlets adjustable both sideways and vertically, anti-freeze protec-
tion sensors, compact dimensions (23.9 x 98 x 65 cm), very light
weight (34 kg), automotive style design to integrate with the aero-
dynamics of modern recreational vehicles and courtesy LED lights.
The anti-freeze protection sensors on the condenser and evapora-
ting unit are activated to prevent the formation of ice which would
obstruct the air passage.
“As a group, we have collaborating for some time with recreatio-
nal vehicle manufacturers supplying satellite and terrestrial TV
signal reception systems, air conditioning systems and electricity
power generators”, added Vittorio Simioli. “We have set up a
widespread service network across Europe and are acknowledged
as a skilled, reliable partner for original equipment as well as after-
market products”.

Telair 2016-2017 news continues with the DualClima 12400H, a single
block air conditioning system specifically designed to be installed

on the roof of large-size motorhomes and caravans. Particular care
is dedicated to quiet operation both inside and outside the vehi-
cle also for this model. The system has a programmable timer,
slow starter, LED lights, super-flat diffuser with sloping profile on
all four sides, front and rear air outlets adjustable both sideways
and vertically and heat pump.  It is suited to be installed on roofs
from 30 to 70 mm thick and is also extremely compact. The high-
efficiency heat pump outputs a heating power of 3.20 kW consuming
just 1.6 kW. On the DualClima 8400H and the DualClima 12400H models, the AUTO
function automatically selects the ventilation speed most suited for cooling or heating. Users
can simply set the required temperature in the motorhome using the new remote control.
A special (optional) interface can be installed on both models to use the new Teleco-Hub app and remo-
tely control the air conditioning system via an iOS or Android smartphone. 

Telair 12400 H, designed for Premium motorhomes

TIG 3000 G is a 230 Vac electricity power generator with inver-
ter technology supplied by a gas (LPG) engine. A modern,

more efficient electronic rpm management keeps the noise level
down and ensures very low average gas consumption. The remote
control panel with simple, user-friend graphic display provides
information on all parameters related to the power generator to
the user: oil level, running temperate and power consumption. The
device is automatically shut down if the values stray from the stan-
dard range. Features of the TIG 3000 G include manual or automa-
tic power generator operation (useful if it is used for recharging
batteries). It is also provided with a BOOST button that can be used
when extra power is needed for a short time for very high electri-
cal charging.
It may be provided with a special (optional) interface can be instal-
led to use the new Teleco-Hub app and remotely control the power
generator via an iOS or Android smartphone.

TIG 3000 G, all the energy you need from gas
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Truma Corp & Co. KG
825 E. Jackson Blvd - Elkhart, IN 46516 - USA
Tel. 1-855-558-7862 - Fax 1-574-538-2426 

Web: www.truma.net

The Truma AquaGo® offers unprecedented water comfort in
RVs. The system supplies hot water reliably and constantly
for showering, rinsing or hand washing onboard. It is con-

nected between the vehicle’s fresh water supply and its hot water
plumbing system. AquaGo assures maximum energy efficiency as
the appliance – unlike standard tank water heaters – only consumes
LP gas when hot water is being tapped. The Truma AquaGo® sets
new standards in terms of technology, operation ease, safety and
easy maintenance. The product is available in three models: basic,
comfort and comfort plus. Four new AquaGo features now provide
even more comfort on the move:

Truma AquaGo® control panel 
Truma has developed a user-friendly con-
trol panel for the AquaGo which allows
convenient operation from inside the
vehicle. It is possible to select the diffe-
rent operating modes “eco“, “comfort”
and “off/standby” on the panel.
Moreover, the control panel offers the
semi- automated decalcification mode
“clean”. LED blink codes are also used
for error or status indications. The new
electric antifreeze kit can be turned on
as well. The control panel is standard
equipment in all 2017 AquaGo comfort
and comfort plus models. Older comfort
and comfort plus models can be easily

retrofitted by replacing the circuit board and installing the new con-
trol panel. For the AquaGo basic version, the upgrade kit (2016
models) and additionally the new circuit board (2015 models) is
needed.

Truma AquaGo® electric antifreeze kit 
The electric antifreeze kit enables RVers to operate the Truma
AquaGo® comfort and comfort plus even at cold temperatures
without risk of freezing. It keeps the instant water heater frost-free
down to -4 °F. Until now it was necessary to run the burner in order
to protect the AquaGo from freezing. The new kit works on 12 V
DC electricity only – no propane gas is needed and the AquaGo can
be kept frost-free even in stand-by mode when the burner is off.
Moreover, the electric antifreeze can be operated during transport
when the propane tanks are turned off, so
you don’t have to drain the water. The elec-
tric antifreeze kit is easily retrofitted in just a
few minutes. It is inserted into the “Easy
Drain Lever’s” filter cartridge,
plugged to the cable har-
ness and operated via
the new
AquaGo

The Truma AquaGo® offers unprecedented water comfort in RVs. The system supplies hot water reliably and
constantly for showering, rinsing or hand washing onboard. It is connected between the vehicle’s fresh
water supply and its hot water plumbing system. 

AquaGo has three new features

Words Andrea Cattaneo
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control panel. All 2017 AquaGo comfort
and comfort plus models are compatible
with the antifreeze kit. Older comfort and
comfort plus models can be easily retrofit-
ted by replacing the circuit board and instal-
ling the new control panel. For the AquaGo
basic version, the upgrade kit (2016
models) and the new circuit board (2015
models) is needed.

Truma AquaGo® upgrade kit 
RVers who have previously purchased an
AquaGo basic can now enjoy the enhanced
features of the comfort models. The upgra-
de kit consists of the AquaGo circulation
pump, installation material and the new
control panel. The kit can be installed by
Truma dealers within one or two hours.

The Truma AquaGo® ensures constant
water temperatures – and this even at
low and high flow rates. A stepless bur-
ner control adjusts the heater output
based on volume flow and inlet water
temperature. A stabilizer minimizes
outlet temperature fluctuations. No scal-
ding, no temperature variations, no run-
ning out of hot water. A constant water
temperature is maintained even when
turning the water off and on.

As an option, the access door is ready to
be painted in order to match vehicle gra-
phics or colors without any preparation
of the surface. With its compact dimen-
sions the device can easily be installed in
standard 6-gallon water heater cut-outs.

By using an
adapter mounting
plate, it can also be fitted in
10, 12, and 16-gallon cut-outs.
Maintenance is simple and intuitive: before
winter or extended storage, a distinctive
valve mechanism specially developed by
Truma simplifies the process of draining the
product. The Easy Drain Lever serves as a
chute and guides the water away from the
vehicle, thus preventing water stains on the
exterior of the RV. Simultaneously the reu-
sable, stainless steel filter cartridge is ejec-
ted and can be cleaned if necessary.
AquaGo is manufactured at Truma’s head-
quarters in Germany. High-tech testing
equipment ensures a 100% quality control
of every product and traceability of key
components at the production line. “High-
quality means that we not only deliver a
perfectly functional and efficient product,
we also provide our customers sustainable
added-value throughout the life of the pro-
duct”, says Gerhard Hundsberger, President
& CEO of Truma Corp. 

Truma AquaGo® decalcification tablets
ensures peak performance over the life of

the appliance, giving years of reliable service
to the owner with very little effort. “Water
inherently contains minerals and other depo-
sits, such as calcium, that when heated causes
build-up within all water-heaters called scale.
Tankless or On-demand water heaters are
especially susceptible to calcium build-up as a
result of the small diameter pipes throughout
the heat exchanger”, explains Gerhard
Hundsberger, President and CEO of Truma
Corp. “This means that over time, a tankless
water heater could lose performance.
However, AquaGo instant water heater with
hybrid technology is the only instant water

heater on the market which can be conve-
niently decalcified and stays as good as new
even after intensive use.” The decalcification
process is semi-automated: the control panel
indicates when decalcification is recommen-
ded. The tablets are inserted into the remova-
ble stainless steel filter cartridge by opening
the “Easy Drain Lever” and the control panel
guides the user through the decalcification
process with LED signals. The tablets have
been extensively tried and tested for material
compatibility and effectiveness. The new
Truma AquaGo® decalcification tablets will
be available through Truma’s Certified Dealer
Partners and online at www.shop.truma.net
in January 2017. 

Keep AquaGo as good as new
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Vetroresina  Spa - Via Portuense, 10 
44020 Masi San Giacomo (FE) - Italy

Ph. +39 0532 327911 - www.vetroresina.com

Words Enrico Bona

Vetroresina Spa’s commercial and
productive commitment continues
on two fronts, providing more

than satisfactory results both in its original
European market and across the Atlantic
in the U.S. Which is why the Ferrara based
manufacturer is focusing its efforts in
America, to obtain the changes that have
already taken place in Europe: broadening
the use of glass fibre-reinforced laminates
inside the vehicle’s cab. North American
recreational vehicle manufacturers have
been making use of fibreglass laminates
for a long time, even before they became
common in Europe, but they’ve always
used them for lining outer walls. In
Europe, on the other hand, the use of
fibreglass laminates is more recent, dating
back to around 2000, and over the past
few years the number of manufacturers
who are adopting these materials has
significantly increased, as they are no lon-
ger just used for exterior panelling, but for
internal sandwich panels as well. What’s

also worth noting is that for some time
now American manufacturers and desi-
gners have been keeping an eye on wha-
t’s happening in the old continent, so that
a shift towards the use of fibreglass lami-
nates for the interior of vehicle cabins
could perhaps be seen as desirable, and
even predictable. 
Vetroresina Spa is thus ready to intensify
and expand its product marketing,
making a distinction based on the mate-
rial’s specific usage in the vehicle. Let’s
take floor panels, for instance: pre-fini-
shed PVC cemented glass fibre laminates
are offered for the top side, providing a
readymade flooring. The PVC is available
in 60 meter length rolls, in widths of up to
2.5 meters, that can be cut into customi-
zed sheets. The weight of the fibreglass
excluding the PVC is roughly 2.2 kg/m2,
with a thickness of 1.4 mm. For the
underside, instead, which faces the road
pavement, a more traditional and econo-
mical laminate is proposed, with no gel

coat finish,
available star-
ting at 1 mm
in thickness
and weighing
1.4 kg/m2.
This type of
fibreglass sheet, in spite of its reduced
cost, is perfect to guarantee waterproo-
fing from splashing water and mechanical
resistance to debris produced by the whe-
els.
On the other hand, essentially two solu-
tions are provided for interior wall panels,
as Simone Colombarini, CEO of
Vetroresina Spa explains.
“After the initial proposal of one of our
more advanced products, such as
Vetrostyle,” states Colombarini, “we’re
now focusing on matt laminated fibre-
glass for interior wall panels and roof
linings, no longer white as for exterior
panelling, but beige. In fact, although
Vetrostyle is an excellent pre-finished

Targeted solutions for the
U.S. market
In the wake of its long-standing experience gained in Europe, Vetroresina Spa is
ready to renew the production systems of American manufacturers, with propo-
sals aimed at introducing glass fibre-reinforced laminates for floors and internal
walls.

Simone Colombarini
Vetroresina SpA CEO
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decorative papered laminate, its disadvanta-
ge is that it can’t be used for high walls,
such as on vehicles with a top cabin roof, for
instance. This is due to the fact that sheets
of decorative paper do not exceed 220 cm,

and therefore even if there is a single
fibreglass sheet, a joint can be seen

on the paper, a small aesthetic
defect that must be correc-

ted with a special
covering. This
wasn’t economi-

cally acceptable for
a product which

already had a
high price
tag.” “Now,

we’re proposing
these new
lam ina te s
with a matt

beige finish,
at a lower
cost than
Vetrostyle,

which don’t
have any problem

issues relating to height
since they range up to 3 meters.” 
Vetroresina Spa has had a direct presence in

the U.S.A. since 2008, with a production
facility capable of manufacturing 1.5 million
m2 of laminate a year. Currently, production
is focused on fibreglass laminates for exter-
nal panels on motorhomes and trailers. The
most popular product for motorhomes is
Vetrolite, a very robust fibreglass sheet that
is over 3 mm thick, which vehicle builders
can apply to wall panels even without the
usual supporting underlying plywood. For
trailers, on the other hand, the focus is on
thinner fibreglass sheets, coupled to a sup-
port  panel that can be of normal plywood or
a thermoplastic foam material. 
“In the U.S., they’re still mostly building
using traditional methods,” explains
Colombarini, “but there are good chances
for changes to be implemented. These chan-
ges could lead to significant developments
for the fibreglass sector, as well as engende-
ring interesting benefits for both vehicle
manufacturers and end users. Let’s start
with floors: very few manufacturers produce
insulated panels, as the majority of
American motorhome manufacturers conti-
nue to make use of very thick wooden
panels, even up to 1 inch (around 2.5 mm),
without any insulation. The use of sandwich
panels consisting of two sheets of fibreglass,
with an insulted core material, would lead to

a weight reduction and greater thermal
insulating properties for the vehicle cabin.
We can provide our expertise to bring about
this change, guaranteeing reliability not just
for our own products, but also in terms of
building techniques that have been in use
for some time now.” 
Indeed, in Europe the use of fibreglass for
interior wall panelling is a consolidated real-
ty, providing reduction in overall weight
while preventing issues of water seepage
common to plywood. Even German manu-
facturers, who tend to favour aluminium
panels, are increasingly converting to fibre-
glass: fibreglass laminates have become very
popular as protective hail-proof roof covers,
but fibreglass floor panels are also becoming
more and more common. In fact, the
German manufacturer Hymer were the first
to experiment with fibreglass floors, thereaf-
ter immediately adopted by many other RV
manufacturers, such as Pilote, Frankia and
Rapido. Today, fibreglass panels for interiors
have become very popular with the Italian
brands of the Trigano group (from
Mobilvetta to Roller Team, Elnagh and
McLouis), not to mention that the German
Eura Mobil was already making use of these
fibreglass laminates before becoming part of
the Trigano group. 

Company Profile
Established in 1968, Vetroresina SpA manufactures polye-
ster resin laminates reinforced with fibreglass. The com-

pany’s large production capacity results from specific rese-
arch in the field of composite materials, associated with con-
tinued improvements in manufacturing techniques. To
maintain and increase production levels, Vetroresina SpA
has implemented a major investment strategy and, with the
help of advanced technologies and close partnerships with
universities and industry experts, has been capable of adap-
ting to market changes and new requirements.

Sophisticated technology levels, combined with a special
attention to aesthetics and materials, have led to a range of
diversified products, extending to many areas of applica-
tion. Vetroresina SpA has a production capacity of 129 units
per day, with a production area that covers 46,000 m². In
June 2000, Vetroresina SpA inaugurated a production plant
in the state of São Paulo, Brazil, in order to meet the needs
of the South American market, and has operated a produc-
tion facility in the United States since May 2008, dedicated
to the North American market.
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Ag r o u p ’ s
strength can
be measu-

red by its capacity
to produce synergy
in order to be com-
petitive on the mar-
ket, working on
several fronts while

relying on centralized structures for its mana-
gement and research: this scenario properly
describes the Zadi Group, a renowned manu-
facturer for those involved in the RV sector,
primarily in the production of locks. In essen-
ce, the Zadi Group is a complex business with
a decades’ long history. Established in 1962 by
Antonio Zavatti and Enrico Diacci (after years
of experience at Magneti Marelli), Zadi began
operating in the automotive sector supplying
locking systems to Fiat, subsequently broade-
ning its horizons to the motorcycle sector,
becoming a partner with Piaggio. Over the
years, Zadi has acquired other businesses,
structuring its operations as a veritable con-
glomerate in the vehicle manufacturing indu-
stry, primarily in lighting systems (headlights
and tailights) and locking systems (locks, han-
dles): in 1997 Zadi acquired the German

manufacturer GKS, and in 2001 the Italian
CEV (founded in 1906), followed by Ecie. 
Thanks to a solid financial backing guarante-
ed by being part of BGG (Bruno Generators
Group, Italian Family Company with approxi-
mately 1,300 employees, 15 manufacturing
plants in Europe ) and a wealth of experience
matured over the course of decades, Zadi
Group is today capable of independently
developing complex products in the mechani-
cal, electronic and electromechanical sectors:
starting from the design phase right through
to product industrialization, with the capabili-
ty of producing in-house both molds and
machinery for the manufacturing of products.
Zadi’s presence in the automotive sector is
well-known and appreciated – supplying
major automobile manufacturers, as well as
motorcycle manufacturers the likes of Ducati,
BMW, KTM and many others. In the recreatio-
nal vehicle sector, Zadi is partnered with all of
Europe’s primary manufacturers, drawing
two-thirds of its earnings from sales in Europe.
A total of 250 people are employed at Zadi’s
production sites in Carpi (Modena) and
Jolanda di Savoia (Ferrara), with an overall
production space of 15,000 sq. m: this is
where the group’s RV division is situated.

Alongside Zadi’s well-known production of
locks (keys and cylinders) and handles, various
types of plastic components are also produ-
ced, such as ventilation grids and container
caps, in addition to a variety of components. 
In the wake of the event in Düsseldorf, and
also thanks to the market’s positive response,
Zadi Spa is now ready to begin its production
of two innovative products, both in their
design and functionality. 

THE NEW TWO-POINT LOCKING SYSTEM
The new two-point electronic locking system
designed for access doors stands out for its
originality, making it unique from standard
products normally adopted, with a technical
innovation that is sure to make its mark: inde-
ed, there are no mechanical connections bet-
ween the outer and inner parts of the handle.
The connection is totally electrical. Given that
end users won’t be able to perceive the exi-
stence of this electrical system, what’s the real
advantage? Well, the benefits are significant
for vehicle manufacturers, especially in terms
of cutting down on assembly times. Reduced
production times don’t just apply to the
assembly phase, but are also extended to the
fine-tuning and adjustments on the locking

Advanced locking systems

Silvano Prampolini
Director Vehicle Business

With its robust and decisive commitment to the automotive sector, Zadi Group has recently approved an
investment program for the recreational vehicle sector, under its Zadi brand, introducing two innovative
locking systems for doors and lockers.

Words Andrea Cattaneo
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system. In essence, the less components need to be assembled, the less
components need to be adjusted. Indirectly, the product also provides
greater reliability, and enhanced longevity, due to the fact that there are
less moving parts in the handle subject to wear, deterioration and cor-
rosion from atmospheric or chemical agents.
“Our goal was to create a product that stands out from the competi-
tion,” explains Silvano Prampolini, Sales Manager at Zadi for the RV
sector, “with a system that is completely different from an aesthetic
standpoint as well as in terms of technology. At the Caravan Salon in
Düsseldorf, we drew a lot of attention, especially from door manufac-
turers. This new product is currently in its industrialization phase, and
will be ready by mid-2017: during this period, manufacturers who are
interested in becoming our customers can participate in the develop-
ment process by providing their technical contribution, or supplying
specifications for any customization processes, which are naturally pos-
sible”. The new electric locking system, and its door handle, is directed
mainly at motorhome and caravan manufacturers in the mid to
mid/high segment of the market. Guaranteeing the necessary safety
requirements, the door can be opened from the inside of the vehicle,
even without electrical power. The locking mechanism on the lock from
the inside, which is also electrical/electronic, is visible thanks to a LED
light signaling the effective door locking. Naturally, in order to provide
a centralized locking for all doors on the vehicle, the locking system can
be connected to other locks. This new patented door locking system is
slated right from the start to become a forerunner for a future product
line.

PUSH PULL LOCKING SYSTEM
The second innovation presented at Düsseldorf is a unique handle for
storage locker hatches. This new product has also been patented, both
in terms of its design and functional operation. Compared to other pro-
ducts already on the market, its sheer look makes it stand apart even
at first glance, although color plays a major role in the product’s custo-
mization options. Clearly visible on the side of the vehicle, the handle
can be customized with the colors of the motorhome, even in two
tones, or entirely white, black, grey, etc. However, there’s more to it
than just looks, since this new handle design features a truly revolutio-

nary locking system. The mechanism was patented and
designed for simple operation, with a push-pull con-
cept that is ideally more closely related to the door
handles of yore than current ones, with an eye for
simplifying opening/closing movements, and com-

pressing the door seals. Ordinary locking
systems on the market currently make use of
a system with a sequence for the key turning,
handle protrusion and handle rotation for the

door seal release, and a second rotation for the hatch
opening. For this new product by Zadi, the operating
phases are significantly reduced: the handle pops

out when the key is turned. In this phase, the locking system has alrea-
dy slackened the lever compression on the door frame. A 90° rotation
of the handle sets the lever in the vertical position and frees the hatch,
for a fluid motion that does not require any additional mechanisms.
The opposite process occurs when the hatch is closed: pushing the
handle triggers a mechanism that draws the hatch towards the frame,
creating the necessary compression for a perfect closing. The move-
ment is extremely natural, since once the handle is turned in the clo-
sing position it is absolutely normal to push it into its slot, simultaneou-
sly triggering the mechanism that compresses the hatch in its frame. 
“We’ve managed to do away with one phase of the operation,” com-
ments Stefano Loschi, head of the technical division for the RV sector
at Zadi, “rendering the opening and closing of the locker door even
simpler. This has allowed us to create an innovative object, starting
from a very simple product such as a locker door handle. As for the pro-
duct’s industrialization , we expect the handles to be available already
by spring 2017.”

The new two-point electronic locking system
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The Trigano VDL’s low-profile twins that dominated the scene
thanks to an unusual housing solution. We are talking about

Challenger 270 and Chausson 630, with a length of about 7 meters
and available both with Ford and Fiat chassis. First, they keep the for-
midable asset represented by the pull-down front bed, while quitting
the traditional double, travel direction-transverse bed and replacing it
with two longitudinally placed single beds. Two single pull-down beds,

therefore, that move independently by offering a remarkable housing
flexibility. In addition, the underlying living features two individual
armchairs, even equipped with adjustable seatbacks, which emerge
from by longitudinal sofas, if needed, to create two additional forward-
facing travel seats. The large, full-width rear bathroom and the tail
garage (accessible from three doors) placed under the cabinet round
off this unique vehicle.

Challenger 270 and Chausson 630

Of the hundreds models that manufacturers exhibited at the most important trade fair in
the recreational vehicles’ sector, some that stand out for the out-of-the-ordinary-solutions
adopted - both prototypes and catalog-listed vehicles.

Düsseldorf show: 10 things you
shouldn’t have missed

Düsseldorf Caravan Salon 2016: the vehi-
cles presented are countless, novelties are

so many that you might get lost in them and
forget what really matters. We try to focus on
a few models that, in one way or another, are
innovative results that were brought to public
and professionals’ attention for some charac-
teristics that distinguish them from the compe-
tition. Will they be winners or losers? Will they
be imposed on the market and become key
products? Not necessarily, but they certainly
will be a new trend in the industry and taken
as a cue by designers for future implementa-
tions. Here we introduce ten novelties you cer-
tainly do not want to miss, ten models so uni-
que that we cannot help from briefly introdu-
cing them in the limited space available on this
magazine. As usual, we will talk about style,
design, interiors’ functionality and building
techniques. We hope you enjoy our selection
and pics... next year we will see if these models
match the expectations and gain widespread
consensus. 

Words Antonio Mazzucchelli

CARAVAN SALON DÜSSELDORFFocus on
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Maybe the public at Caravan Salon did not fully understand the project’s implications, but
the new Knaus’ Travelino aims to revolutionize the caravans and campers’ building system

pretty soon. The main Knaus Tabbert Group’s goal is lightness (- 30%). In order to achieve this
result, they conceived a building modular system starting from a self-supporting chassis (alrea-
dy gelcoat-finished, then visible) consisting of large reinforced fiber-resin- made elements,
which roof, walls and floor are attached to. For gluing, they used the cold-welding
WoodWelding system. Thanks to the chassis, internal stiffeners are unnecessary, then the cock-
pit cabinet and toilet may not even get to touch the roof. Chassis has been redesigned as well
(-35% weight), with two V shaped, micro-dip galvanized trusses and equipped with spring
independent suspensions. In order to reduce weight, part of the furnishings has been re-desi-
gned from scratch: the hanging cabinets have a modular, lightweight propylene foam-made
structure that makes up sides, bottom and top closure, which the sliding panel is tied to. So far,
Knaus’ Travelino has been presented in the 400 QL version, 400 cm long (519 cm with the rud-
der) and  215 cm wide, featuring a total mass of 750 kg compared to a curb weight of only
600 kg.

Knaus Travelino

Bürstner Harmony

Lyseo T744

Harmony

At the Caravan Salon, also Bürstner presen-
ted its prototype, Harmony, which at first

sight may appear as a low profile vehicle. The
vehicle has three uncommon features that are
as unusual if summed up: it has a rear pull
down bed (which is still rather rare) and this
element is longitudinal to the peninsula (free
on three sides), let alone that when the bed is

placed against the ceiling the room appears  as
a sitting area with a sofa resting along the
back wall. After all, a similar, even though less
risky solution has been already adopted for the
new low profile Lyseo’s T 744 version, equip-
ped with rear pull-down bed (transverse to the
travel direction) placed above a living-room
featuring a L-shaped sofa.
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The new Chausson 611 and its twin
Challenger 291 (both produced by

Trigano VDL) are unquestionably two of the
most interesting vehicles produced in recent
years. Three characteristics make them uni-
que, especially if we think that these ele-
ments are included altogether in a single
vehicle. We could mention the two cockpi-
t’s doors, for a start: although not strictly
necessary, they certainly show how campers
can and should resemble cars from a fun-
ctional and travel com-
p o n e n t

management’s standpoint. Thanks to two
rear doors - one on the right and the other
on the left - placed behind the cab, even
passengers traveling in the rear zone can
easily get in and out. Always based on auto-
motive comfort aimed at passengers in the
rear zone, the manufacturer removed the
old padded bench and replaced it with two
single seats, identical to the cab’s: comfor-
table and safe, they are perfect for travels
but also for lunch and relax (a removable
table is provided as well). Finally, in the rear

zone we have a cozy leaving
room/dining area equipped

with a pull-down bed for
the night, which was
added to the front one.
All this is included in a

7 meters vehicle,
priced less than
60,000 euros.

Chausson 611 and Challenger 291

Appeared last year as a prototype, this is
a vehicle conceived to create a sensa-

tion in the end of summer salons but also to
study and develop new solutions: today
Triaca is produced on a regular basis and will
be sold by the Italian Trigano Spa under
Roller Team label and, on some markets,
also under CI. Surely, something is missing
compared to the original vehicle (the pop-
up roof is no longer featured, for example),
but something has been added as well – for
example, a true slip double floor. Built on
Fiat Ducato chassis, Triaca ia a low-profile,
597 cm long vehicle and is characterised by
an unusual open-space, very airy cokpit,
which creates a visual comfort seldom
found on other camper even considerably
longer. Light colors and minimalist, cutting-
edge furniture design significantly contribu-
te to this effect, even though it mostly
depends on the housing solution selected:
the only bed available is the double pull-
down bed, well concealed in the ceiling,
while below two longitudinal sofas (one
opens into a second double bed), rest
against the walls. The L-shaped kitchen,
with high-resistant Fenix resin-made wor-
ktop, is placed in the right rear corner,
opposite to the single closed block including
the small toilet compartment, the cabinet
and the large, 165 lt compressor-equipped
refrigerator.

Roller Team Triaca

CARAVAN SALON DÜSSELDORFFocus on
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Hobby Vantana
They look like ordinary Vantana series’ vans, but the new ver-

sions launched by Hobby conceal a brand-new interior, charac-
terized by innovative, definitely unusual elements.
In fact, the refrigerator cabinet Slime Line has been previewed,
which has been implemented in collaboration with Dometic: the
refrigerator abandons its usual location under the kitchen block or
inside a tall cupboard, and is placed above the kitchen in a hanging

position. Nothing distinguishes it from an usual wall cupboard fea-
turing 140 cm linear development, but once opened (in three
distinct sections) it reveals a 90 lt. refrigeration compartment (com-
pressor-operated). Versions K60FS and K65ES, moreover, have a
bathroom with a sliding toilet bowl, to increase the shower-dedica-
ted space without excessively increasing the toilet compartment’s
surface.

Maybe this was the most admired and appreciated vehicle of the
entire Caravan Salon, both for its unquestioned shapes’ elegan-

ce and its excellent presentation at the stand: Niesmann+Bischoff’s
Smove is a vehicle that strikes first for its line. After all, this was the
main manufacturer’s objective, who wanted to move from full body
motorhomes’ Olympus to more affordable low-profiles. Or better
said, he wanted to build a bridge joining the precious liners to the
more affordable low profile vehicles. While retaining the original Fiat
cab, just like the low profiles, the Smove is smoothly connected to
the rear passenger cell (wider and taller). The visual impact is excel-
lent: the gap between cab and cell is unnoticeable for several rea-
sons. First, the upright starts where the wall flatness is especially
backward and the junction is sinuous, with a 3D curvature. Then the
front dome stretches with smooth continuity to the windscreen and
the roof. But we find continuity also in the low part, because the
front bumper is connected directly to the wheel arch and from there
rises to the cell upright through an additional element placed on the
cab door’s metal sheet. Nothing is left to chance. Inside the cockpit
you immediately notice the cab-cell junction’s curvature along with
other interesting details, such as the worktop (stove and sink) closed
by two folding doors and the bathroom featuring a large shower
cubicle, thanks to the sliding toilet bowl and the corner washbasin
(rotating) that fit into side compartments. Finally, you can have the
garage’s sliding door (electrically driven) as an optional, instead of
vertical swing lift-up mechanism, a smart solution allowing access to
the storage space even in confined spaces. The Smove has a price
worthy of a Niesmann+Bischoff’s vehicle as well as stylish decor, an
Al-Ko chassis double floor, and aluminum-Styrofoam-aluminum san-
dwich walls. Available in two lengths (693 and 743 cm) and with
four interior variants. 

Niesmann+Bischoff Smove
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The canvas-walled pop-up roof, occasionally reappears in
the recreational vehicles industry. Obviously, we are not

talking about small vans, but traditional campers and cara-
vans that, in order to increase the interior’s space adopt a
pop-up roof, under which an additional bed is created. We
have seen many models of this kind at the Caravan Salon:
although they are mostly family-aimed caravans and high
roof Ducato with a diagonal, pop-up roof, a large low-pro-
file, it is worth mentioning the Slovenian Herman’s Grand
Royal, equipped with a pop-up, accordion-like roof (remem-
ber the Roller Team Triaca prototype presented last year?)
that goes parallel to the original roof.  

Pop-up roof

Possl Campster and Adria Active: two quite different models,
two different companies, but a common thread: a compact van

with a roof that can be lifted during travels stops. Is this an old
story? Sure, models of this type have always existed: let’s consider,
for example, Volkswagen’s California along with its several variants
deeply rooted in the market ever since. However, the fact that two
prominent manufacturers simultaneously present this kind of solu-
tion is highly suggestive that there is an ongoing trend into that
direction. After all, in the two previous years we had seen decide-
dly interesting models presented by Westfalia and Rapido Group.

Under 5 meters in length and with a height less than 2 meters, this
is a true all-round vehicle whose features include those of a car, a
camper, maybe even a mobile office and undoubtedly of a support
vehicle aimed at the most diverse sports activities. The Possl
Campster (available also under the sister label Globecar) is installed
on Citroen Spacetourer and has a cockpit conformable at will, by
adding the sofa with one or more individual seats as well as the
small kitchen cabinet. Adria Active, built on Renault Trafic, adopts
a three-seats, sliding sofa, and can add, on request, an additional
single arm-chair.

Pop-up roof-equipped compact vehicles

Central sofa
During the last years, rear passengers’s view has become a recurrent

subject of discussion among designers, who agree that the cock-
pit central sofa is the best solution to be adopted, as it allows passen-
gers to have a clear view from the windshield. Trigano has made
various proposals in this regard and from 2015 its catalog includes
Chausson 620 and Challenger 280. Burstner Ixeo 640 is a new entry,
which features a single peninsula mini-sofa, with common sitting but
independent backrests for the two passengers. Behind the sofa there
is boxroom that may be used both to use the kitchen block and get on
the pull-down bed.
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Numbers are continuously increasing for this event, able to renew itself year by year and to grow as the real
main reference point for the RV market in the world.

A great success... once again

Caravan Salon Düsseldorf 2016, at its 55th edition, has made the
biggest numbers ever in its history: from August 25th to
September 4th, 203,500 visitors literally crowded the fair for its

entire duration, the number of first-time exhibitors has grown about
30%, and manufacturers stated increasing sales trends after the newly
ended event. The general mood in the sector seems to confirm that
caravanning as a form of holidays is still growing and engaging enthu-
siasts from any group of age and budget resources. Celebrating its
55th anniversary the Caravan Salon Düsseldorf, with this outstanding
edition, has definitely and firmly ratified its leading position as the wor-
ld’s largest trade fair for motor-homes and caravans. Düsseldorf Messe,
on 210,000 square meters, hosted for the event about 590 exhibitors
with 130 caravan and motor home brands and over 2000 vehicles of
any size and value displayed. Anything comes from this market was
represented at Caravan Salon Düsseldorf 2016, the traditional date for
the launch of any important innovation in the sector: motor homes and

caravans, accessories, technical equipment, after-market, tourist desti-
nations. Sales confirm that caravanning is a still growing form of holi-
day making, the sector is experiencing a moment of real rising popula-
rity and the manufacturer's outlook to 2017 is optimistic and well pro-
mising. Enthusiasts of outdoor holidays have been found, for the next
season, from entry-level vehicles to the luxury motor-homes, where
budgets and dreams have no limits. Manufacturers presented in
Düsseldorf new aerodynamic designs for vehicles, new electronic devi-
ces and smart applications, the latest growing trend for the current
generation of RVs and for interior design the event was the occasion
to show new intelligent furnitures, focused mostly on clever space allo-
cation and functional design. Edition by edition, Caravan Salon
Düsseldorf always set a mile stone in the RV market and this year's
event has widely been keeping the ritual promise; from now on all the
market will be focused on 2017 fair, which will be held from August
25th to September 3rd.

Words Antonio Mazzucchelli

“Individuality, the urge for freedom,
outdoor activities and, more impor-
tantly, the desire to get to know
unfamiliar regions and cities are the
ingredients that make this form of
holiday-making so fascinating,” said
Joachim Schäfer, CEO at Messe
Düsseldorf GmbH. The Caravan
Center, the caravan site at trade fair
car park P1 with 3,500 pitches, was

fully booked for the full duration of the fair.



We are extremely satisfied with the largest
CARAVAN SALON in terms of area of all
times. Manufacturers have made great inve-
stments to offer customers attractive and
prestigious stands. The innovations presen-
ted here went down extremely well and the
number of sales concluded exceeded expec-
tations” said Hermann Pfaff, President of
the Caravaning Industrie Verband (CIVD).

“We are overjoyed with the trade fair result
and are delighted that we have once again
significantly exceeded last year’s figures,”
said Gerd Adamietzki, Sales and Marketing
Director at Knaus Tabbert GmbH. The mood
and sales are excellent. “This is due to our
excellent range of attractive vehicles but
certainly also due to the good framework
conditions that Messe Düsseldorf has offe-
red us for the presentation in the Knaus
Tabbert Hall 4. Dealers are drawing a very positive picture and
their response reinforces the pleasing upward trend in the
caravanning sector,” said Adamietzki. “This is key confirmation
to us that we can offer the right products to our customers at
the right time,” added Wolfgang Speck, Managing Director at
Knaus Tabbert.

Also delighting at a new sales high was
Holger Schulz, Managing Director at Hobby-
Wohnwagenwerk Ing. Harald Striewski
GmbH. “Despite the warm weather in the
first half of the week demand from our
customers as well as the quality of the con-
versations we had was exceptional. Our ver-
dict is once again significantly better than
the last, already strong year.” With cara-
vans, he said, it was primarily floor plans

featuring children’s beds that were in demand. Furthermore,
very many young families were interested in high-quality cara-
vans with upscale fittings. “The CARAVAN SALON has become
indispensable. When things go well in Düsseldorf post-fair
autumn business is also generally strong,” added Schulz.

Unanimity also prevailed in terms of the
quality of the conversations held here. For
instance, Dr. Holger Siebert, Managing
Director at Eura Mobil GmbH: “We can look
back on a great CARAVAN SALON. Visitors
are well informed and know what they
want. We can draw a very positive verdict
and have been able to achieve sales increa-
ses with all brands.” The increases were
disproportionately high at Eura Mobil in the
high-end and integrated vehicle range and

the Forster brand has been able to establish itself on the mar-
ket after just three years. What is striking is the overall calming
in the campervan segment.

Bernd Wuschack, Managing Director of
Sales, Marketing and Customer Service at
Carthago Reisemobilbau GmbH, also came
to a positive verdict. “We are delighted that
our sales figures have risen again. This is
due to our high-quality products as well as
our new and enlarged stands. We have
extended our overall space – we were able
to present ourselves for the first time on our
own Malibu motorhome stand thereby
showcasing our entire product portfolio.”

Bernhard Kibler, Managing Director at
Hymer GmbH, was especially delighted at
the many first-time buyers primarily intere-
sted in campervans and entry-level cara-
vans. “We were also able to post strong
sales figures in our premium motorhome
segment. We are extremely satisfied with
the figures and have been able to record a
plus in all segments.” Overall, customers are
attaching increasing importance to excel-
lent quality. Likewise, international contacts remained at a
high level.

The trade fair also went well for upstream
suppliers. There was great visitor interest in
the new products presented at the CARA-
VAN SALON, explained Carsten
Oberwelland, Senior Vice President at Alois
Kober GmbH. “The CARAVAN SALON offers
us ideal opportunities to gain direct feed-
back from our end customers. As a result of
intense discussions we were able to discern
trends and can therefore gear ourselves up

well for the future.” The drive for innovation in the sector con-
tinues unabated even though the sales figures of the previous
year were not quite reached. “However, the CARAVAN SALON
is the undisputed leading fair worldwide. We were able to wel-
come customers from Australia and recorded more visitors
from the Far East.”
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