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Editor’s note

Here we are 
ahead of 

one of the most 
anticipated an-
nual events for 
professionals in 
the recreational/
leisure vehicle 
sector: the Cara-
van Salon Düssel-
dorf 2018. There 

are OEM suppliers from all over the world 
presenting their new products, or innovative 
solutions and creative ideas to the technicians 
and engineers of caravan and motorhome 
manufacturers. The hall with all the ‘techni-
cal’ products and supplier companies at the 
show grows bigger every year, and buyers 
come from all over the globe to see them. Last 
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Special

year, the new Hall 5 gave many suppliers who 
had been on the waiting list for stand space 
the opportunity to exhibit at the show. This 
year, the technical halls are now adjacent to 
each other: the exhibitors of Hall 5 have been 
moved to Hall 14, right next to Hall 13 that we 
all know and visit. We have published a map 
with the full list of all B2B exhibitors from page 
15 of this issue. We also have a lots of news 
stories of new products as more and more 
companies know that this magazine has a 
wide circulation in the RV industry all over the 
world. I have had the pleasure of interviewing 
two major figures in the RV industry for this 
issue. The first is Harald Striewski, founder of 
Hobby, Europe’s largest caravan manufacturer, 
who is still at the helm of his company. We 
asked him to offer us his vision of the mar-
ket which has changed so profoundly since 

Striewski founded his company over 50 years 
ago. The second interview is Jason Lippert, the 
CEO of Lippert Components, a leader in the 
USA in the production of OEM components 
for RVs that has now entered Europe with 
plans to become one of the leading players in 
this sector. Everyone wonders what strategy 
Lippert Components has for Europe, so we 
went directly to the boss to ask this question. 
Finally, we devote a brief thought to Sergio 
Marchionne, former CEO of FCA, who saved 
two companies, Fiat and Chrysler, and made a 
multinational giant. A true champion who we 
will miss. We will be at the Caravan Salon Düs-
seldorf, so if you want to meet us, you only 
have to call us or send us an email. We wish 
everyone a good show.

Antonio Mazzucchelli
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News
Kabe signs an agreement to acquire shares in Coachman Group Ltd

On 19 July, KABE Group AB signed an agreement to acquire 
21.5% of the shares in Coachman Group Ltd. The acquisition 

is expected to be completed on August 1st 2018. Coachman will be 
reported as an associated company in KABE’s consolidated accoun-
ts. The KABE and Coachman product range is marketed within the 
premium segment. The companies do not compete as the products 
are sold in completely different markets Sweden and the UK. KA-
BE’s acquisition of a part of Coachman enables the companies to 
collaborate in product development and purchasing, as well as the 
exchange of production technology. 

MAN enters motorhome market with
Knaus Tabbert

Knaus Tabbert, one of Europe’s largest manufacturers of mo-
torhomes, caravans and camper vans is offering a new base 

vehicle for its motorhomes in 2018 after signing a collabora-
tion with MAN Truck & Bus. MAN Truck & Bus is entering the 
motorhome segment for the first time, and will supply its TGE 
model van chassis to Knaus Tabbert Gmbh as the base-vehicle 
for its Van Ti Plus motorhome range.
The vehicles will be manufactured at the Knaus Tabbert plant at 
Jandelsbrunn, in Bavaria, Germany. The first vehicles will debut 
in the Knaus Tabbert hall at Caravan Salon 2018 in Düsseldorf 
(25.8.-2.9.2018). A letter of intent between the two companies 
outlines the supply of MAN TGE van chassis to Knaus Tabbert. 
The plan is to ship a considerable volume of MAN TGE in 2019, 
and then successively increase the volume over the year. “We 
look forward to working with MAN and are confident that this 
will enable us to offer our customers more attractive vehicles 
in the future,” said Gerd Adamietzki, Sales Director at Knaus 
Tabbert. The excellent driving dynamics and assistance systems 
of the MAN TGE will be available to customers of Knaus mo-
torhomes with a range of drive types available: front, rear or 
four-wheel drive. Knaus Tabbert is one of the three leading 
manufacturers of motorhomes, caravans and camper vans in 
Europe. Our company stands for first-class quality, innovations 
and many years of experience. With motorhomes, caravans and 
camper vans of our brands KNAUS, TABBERT, WEINSBERG, T@B 
and MORELO, we offer recreational vehicles for every taste and 
in every price category. Those interested can easily try this form 
of travel through our rental service RENT AND TRAVEL.

Mercedes-Benz has used a motorhome conversion for a 
Concept Sprinter F-CELL technology as the latest part of 

its eDRIVE@VANs strategy, offering a long range (perfect for 
touring) and zero local emissions. The fuel cell powertrain also 
offers the benefit of fast refuelling and a low system weight, 
which makes it suitable for motorhomes as well as commercial 
vehicles. Volker Mornhinweg, Head of Mercedes-Benz Vans, 
said: “The potential of this technology is undisputed. That 
applies above all to comparatively larger vans with a need for 
long range and short term refuelling times. Our analysis de-
monstrates that the fuel cell can represent a sensible expansion 
of the powertrain line-up in a number of different applications 
in both the commercial and private arenas. The Concept Sprin-
ter F_CELL provides an insight today into the possibilities of the 
future.” The Concept Sprinter F-CELL is powered with a battery 
and fuel cell drive with an electric output of 147kW and 350 
Nm of torque. Three tanks in the substructure store 4.5 g of 
hydrogen to give a total range of about 300 km (190 miles), 
which can be extended to 500 km (310 miles) if another hy-
drogen tank is fitted. The battery power gives a range of about 
30 miles. A motorhome is the perfect demonstration of how 
practical this technology is for conversions as the fuel cell is 
located at the front, and hydrogen tanks in the substructure, 
so the living space available is not compromised. The Concept 
Sprinter F-CELL, follows the Mercedes GLC F-CELL plug-in hy-
brid seen at last year’s Frankfurt Motor Show. Mercedes has 
developed the fuel cell as a longer range, zero-local-emissions 
offering for those that one of its electric-only models will not 
be suitable. By 2019, Mercedes will offer electric models across 
all its commercial vehicles. It has not been confirmed when, or 
if, this fuel cell model will be introduced and available to buy.

Mercedes showcases zero emissions Concept 
Sprinter F-CELL motorhome
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EASY TO CLEAN . HAIL RESISTANT . LOW THERMAL EXPANSION COEFFICIENT . LIGHT . 
HIGH ELASTICITY . WATERPROOF . STRONG CORROSION RESISTANT . DURABLE 

HIGH QUALITY GRP 
FOR RECREATIONAL VEHICLES

Brianza Plastica’s ELYCOLD and ELYPLAN fiberglass rolls and sheets are the ideal solution for the construction 
of panels for industrial, commercial, temperature controlled, recreational and public transport vehicles.   
The excellent resistance and dimensional strength, combined with lightness and easy workability, make them 
perfect for the construction of walls, anti-hail roofs, floors and interior coverings.

www.flatlaminates.com - export@brianzaplastica.it

Hall 13
Stand E84
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News

DexKo Global Inc, established in 2015 as a combination of Dex-
ter and AL-Ko Vehicle Technology to be a world leader in the 

manufacturer of chassis assemblies, chassis technology and acces-
sories, has signed an agreement to acquire a minority shareholding 
in VB-Airsuspension B.V in the Netherlands, which produces full or 
semi air suspension, coil spring or controlled shock absorber systems. 
The strategic objective of this is agreement is to strengthen the core 
business of AL-KO Vehicle Technology so it can develop high-quality 
suspension systems for motorhomes and light commercial vehicles. 
VB-Airsuspension has 25 years’ experience as a specialist in retrofit 
components and the development and manufacture of suspension 
systems. More over, DexKo Global Inc. has signed a definitive agree-
ment to acquire G&S Chassis and Hume Caravan and Camping Ac-
cessories to expand its Australian operations. G&S Chassis and Hume 
Caravan and Camping Accessories are Australian family-owned busi-
nesses and leaders in their respective fields of chassis manufacturing 
and supplying a diverse range of accessories used by leading caravan 
manufacturers nationally.  The transaction has the strong endorse-
ment of the Inturrisi family as the owners of G&S Chassis and Hume, 
including Rob Inturrisi who will remain within the business as General 
Manager, along with many other members of the Inturrisi family. “

Truma introduces iNet connectivity and E-Kit 
for its VarioHeat compact heater

Truma has introduced two important 
additions to its VarioHeat com-

pact and lightweight heater. Firstly, it 
can now be connected to the Truma 
iNet System, previously only available 
on the larger Truma Combi units, 
and secondly, there is now an E-Kit 
available to add electric power. The ad-
dition of the iNet connectivity means camper-
van, caravan and motorhome owners with the VarioHeat heater 
and an iNet-ready control panel can now remotely control their 
heating via the Truma App on their smartphone, wherever they 
are. The VarioHeat is a space-saving unit with 2800 W or 3700 
W output operated via the familiar Truma control panel to auto-
matically programme and maintain a set temperature inside the 
vehicle. The new E-Kit for the VarioHeat is an additional electric 
heating element that provide an additional 1,800 kw of heating 
power to help owners warm up their vehicles quicker using dual 
power sources. This is designed to be easy to fit and consists of 
two 900 W heating coils which can be switched on or off indivi-
dually. The VarioHeat and E-Kit can work together (via the Truma 
app) to power the heating via gas or electricity, depending on 
where their vehicle is parked and what the power supply is like.

Visitor numbers to Beijing show set 
new record

The ‘All in Caravanning’ (AIC) RV show in Beijing, China, 
attracted a record number of visitors with many exhibitors 

achieving great sales results. It was the seventh AIC show, which 
ran from 22 to 24 June, and welcomed 22,193 visitors from 20 
countries during its three days. This year’s show was larger and 
took place at a new venue, the Etrong International Exhibition & 
Convention Centre in Beijing, where the show occupied 35,000 
m² of indoor and outdoor space. There were 450 vehicles on 
show and 700 exhibitors. There were over 30 press conferences 
and briefings during the show, covering industry topics, techni-
cal forums, and experience sharing, plus new product launches. 
The extra space of the new venue inspired exhibitors to improve 
the standard of their stands to make them more professional 
and to bring them more in line with the AIC’s parent show, the 
Caravan Salon, Düsseldorf, in Germany. A new feature of this 
year’s show was its first Caravanners’ Camping Zone which was 
used by 200 leisure vehicles and proved to be a popular social 
hub. Prizes were given for the Motor home of the Year, Cara-
van of the Year and Mobile Home of the Year. Other awards 
included, ‘Best Booth Innovation Award, and ‘Best Booth Desi-
gn Award’.  The dates for next year’s show have already been 
decided, and it will run from 14 to 16 June 2019 at the Etrong 
International Exhbition & Convention Centre. There are more 
details available from www.aicshow.com.

DexKo Global signs partnership with VB-Airsu-
spension and acquires G&S Chassis and Hume 
Caravan and Camping Accessories

The fourth World RV Conference (WRVC) will take 
place in Shanghai from 17 to 19 October 2018

The conference provides the opportunity 
to discuss important issues and the heal-

thy growth of the industry for manufacturers, 
suppliers, campsite owners and suppliers from 
all over the world. As the RV lifestyle beco-
mes increasingly popular across the world, 
including in the emerging markets, one of 
the major features of the conference will be 
exploring unified standards and systems to fa-
cilitate international trade and provide consumers with safe, quality 
products. Attendees will have the opportunity to participate in factory 
& campground tours, attend breakout sessions, and hear from exper-
ts on a range of topics including:
•    Economy & the Impact on the Industry
•    RVing in China & Outdoor Recreation
•    Electric & Shared Vehicles – An Inspiration for the RV Industry
There will also be updates on the latest industry developments in dif-
ferent parts of the world and opportunities to learn about market 
trends, political and economic environments, and regulatory com-
pliance standards, plus networking opportunities with people from 
the RV industry from other countries.
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+44 (0) 2920 847670
avtex.co.uk

• Watch one programme and record another
on any platform Digital TV or Satellite TV 
at the same time

• Watch a DVD and record a TV programme
at the same time

• Timer record from programme guide –
Pause / Playback live TV

• Instant record on Digital TV or Satellite TV
to USB or HDD (not included)

• DVB-T2 /S2 Tuners 
• Frameless design, edge-to-edge HD viewing
• Ultra-wide viewing angle
• One button tunning
• 12v / 24v / mains

MULTI-CHANNEL, WATCH & RECORD TECHNOLOGY

The New PRO ser ies

3542-Avtex-9SeriesPRO-A4-Adverta-wJW.qxp_Layout 1  24/07/2018  10:27  Page 1
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News

Trigano reports increased turnover and profit in its 2018 
half-year results

Trigano, the manufacturing 
group with a portfolio of 25 

campers, caravans, motorhomes 
and mobile homes (RV) brands sold 
throughout the biggest markets in 
Europe, has reported a strong incre-
ase in sales and profits in its 2018 
half-year results. The 2018 half-ye-
ar operating profit from vehicle and 
leisure equipment sales grew by 
98.3 per cent to 104m Euro com-
pared to the same period in 2017. 
Its consolidated net profit of 72.1m  Euro compared to 56.6m Euro in 2016/2017. Trigano 
says this has been achieved from continuous improvements in productivity at most of 
its facilities, the control of expenses and the integration of companies it has recently 
acquired. Some of it’s the well-known caravan and motorhome brands in Europe it has 
bought include Slovenia’s Adria Mobil, Germany’s Karmann Mobil, and the UK’s AutoTrail 
and Auto-Sleeper. Its current medium-term debts of 118m Euro mainly relate to share 
buy-back commitments from minority shareholders. Aside from its acquisitions, it has also 
continued its investment programme to the tune of 29.1m Euro in the first half-year of 
2018 (compared to 20.9m Euro in 2016/2017).  

Knaus Tabbert: was its best 
year ever with turnover and 
sales up by more than 25%

At its annual press conference 2018, 
Knaus Tabbert, the German caravan 

and motorhome manufacturer, reported 
that 2017 was a record breaking year, and 
the best in the history of the company. Its 
Knaus, Tabbert, T@B and Weinsberg brands, 
plus a rental operation with over 1,200 vehi-
cles in Germany, increased its total revenue 
by more than 25 per cent, to over €590 
million, compared to the previous year. It 
also increased vehicle sales by more than 25 
per cent. The company says this success is 
thanks to its approach of having products 
with the highest quality standards, unique 
designs and a strict customer focus. It also 
continues to innovate, use future-proof te-
chnologies and maintain premium quality.  
Another key reason given for its growth and 
success was its employees, with an expan-
ding, highly qualified team who can tack-
le the requirements and challenges of the 
market. With the continued growth of the 
camping and leisure industry in the Euro-
pean market, including record sales in Ger-
many and many other countries in Europe, 
Knaus Tabbert aims to beat its record results 
again in 2018. It is investing €70 million in 
production, research and development, new 
technology and infrastructure, and has alre-
ady announced a host of new models and 
enhancements for its 2019 model ranges, 
including the 30th anniversary of Knaus 
motorhomes. “Camping and caravanning 
are becoming increasingly popular, Young 
holidaymakers are increasingly discovering 
the charm of travelling individually and in-
dependently, something the baby-boomer 
generation has long been familiar with 
and has learned to appreciate. The trend 
towards domestic tourism is an added 
aspect,” said Wolfgang Speck, CEO, Knaus 
Tabbert. As part of a constant focus on su-
stainability and environmental protection, to 
offset its production facility in Jandelsbrunn, 
in the lower Bavaria region of Germany, 
Knaus Tabbert has planted a ‘biotope’ for 
the preservation, regeneration and creation 
of natural environmental conditions in the 
local forest.

Webasto Group : double-digit growth

Webasto, the global supplier of heating, air conditioning and climate solutions to most 
of the automotive manufacturers as well as the marine, leisure, rail and bus indu-

stries, has opened a prestigious, new head office in Stockdorf, near Munich, southern 
Germany. The new building represents a €40 million investment and provides over 14,000 
m2 of space which will accommodate 550 administrative and research and development 
staff. Webasto Group sales achieved double-digit growth last year for the fourth time in 
succession and amounted to some 3.5 billion euros. The share of sales attributable to the 
sunroof and panorama roof business amounted to 2.6 billion euros (75 percent of total 
sales), while convertible roofs accounted for 314 million euros (9 percent) and the thermo 
and air conditioning business generated 553 million euros – therefore amounting to 16 
percent of total sales. In China, the largest single market, Webasto generated sales of over 
one billion euros – amounting to 34 percent of total sales – for the first time last year. The 
company’s home market of Germany generated 18 percent of total sales. The distribution 
of sales of the Webasto Group is as follows: Europe 43 percent, Asia 40 percent and the 
Americas 17 percent. The automotive supplier increased its profit margin to 7.1 percent in 
2017 compared with 6.5 percent for the previous year. In 2017 Webasto further reinforced 
its technological leadership overall: Expenditure on research and development amounted 
to 233 million euros. Looking to the future, Engelmann announced: “We will be investing 
600 million euros in the strategic development of Webasto over the coming three years. 
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Bring your life
thule.com

Contact us: infoRV@thule.com

Thule Accessories for Van

Roof Rack
Flexible roof system for your van

Storage
Perfect ways to store your 
belongings

Space
Create more outdoor living space

Bike Racks 
Easily take along your bikes

Sports Gear
Easily transport skis, kayaks
or surfboards

Comfort & Security
Optimal safety and security 
during your trip
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News

RV lifestyle at the RV Industry Association’s new 
annual show, RVX - The RV Experience

The RV Industry Association, the trade body for the $50 billion 
RV industry in the USA, says its new annual show, RVX – The 

RV Experience, which will take place in Salt Lake City from 12 to 14 
March 2019, will have a new format and will generate new interest in 
the RV lifestyle. The new RVX show replaces its Louisville show, which 
had been held every autumn since 1962, as its board of directors 
unanimously decided that a completely new approach was needed. A 
new feature of the RVX show is an ‘RV Reveal’ showcase of the latest 
models.  This will be live-streamed across multiple media platforms to 
drive extensive coverage of the event, and the RV industry, to consu-
mers across North America and Canada. There will also be a series of 
educational events to give dealers, OEMs and suppliers attending the 
show useful knowledge of all the latest trends in the industry as well 
as sales and marketing tips to learn how to reach more consumers, 
drive traffic to their premises, build new revenue streams and increase 
customer satisfaction. A new Top Tech Challenge aims to raise the 
profile and importance of service technicians. This hopes to encoura-
ge more people to choose this as a career opportunity, and make de-
alers better equipped to fix problems right the first time – something 
that’s critical to RV consumer satisfaction. After the event, the RVIA’s 
promotional platform, ‘GO RVing’, will take elements of the show 
and visit several major markets across the country to drive consumer 
engagement in outdoor lifestyle experiences and send them to their 
local dealers.There is more information about the show, its location 
and FAQs available at www.rvia.org/events/rvx-rv-experience.

Eberspaecher increases revenue and achieves global growth

During the financial year 2017, following a year of consolidation, 
the Eberspaecher Group once again increased its consolidated 

revenue and achieved positive consolidated result. This in particular 
reflects the growing global demand for exhaust-emission control tech-
nology. In the financial year 2017, the Eberspaecher Group increased 
its consolidated revenue by 3.6% to € 4,480.9 million. “Eberspae-
cher is successfully achieving global growth. Almost 70% of our reve-
nue now comes from abroad. Emission control technology accounts 
for a significant proportion of this. It has been and remains in very 
high demand, especially in view of the introduction of stricter emis-
sion standards worldwide,” reports Martin Peters, Managing Partner. 
Positive developments were made in terms of measures to optimi-
ze procurement processes and stock levels. These in turn improved 
operating cash flow (+9.1%). The focus on new technologies in the 
Group explains the over 6% increase in expenditure on research and 
development to € 156.5 million (previous year € 147.3 million). With 
regard to the current financial year and subsequent years, Peters has 
his sights firmly set on the future: “Our order books are full and we 
are consistently working on improving efficiency and strengthening 
our innovative activities.” With that in mind, the “Business Innova-

The Caravan Industry Association of Australia 
launches $1.9m promotion

To showcase the caravan and camping lifestyle to a wider audien-
ce, the Caravan Industry Association of Australia (CIAA) has lau-

nched a $1.9 million partnership which includes a ‘Win a Weekender’ 
competition in partnership with Jayco, (the manufacturer), Dometic 
(accessories and equipment supplier), Top Parks (Australia’s largest 
group of holiday parks) and NewsCorp (newspaper and media group). 
There will be a daily competition to win five $1,000 Top Parks vou-
chers and a $2,900 Dometic camping pack. There are also three big 
prizes of a Jayco Camper Trailer Swift, a Jayco Freedom Motorhome 
and a Jayco Journey Caravan to be won. To maximise the number of 
people who will see the promotion in Australia, it is backed-up with 
an integrated marketing campaign including social media, website 
content and masthead advertising promotions. This includes content 
promoting the caravan and camping lifestyle created by NewsCorp’s 
editorial team which will be published across its 22 media titles. The 
content will relate to the results of the CIAA’s ‘richness report’, fa-
mily trips and other camping options, such as glamping. To genera-
te some extra interest and awareness of the competition, the CIAA 
has teamed up with two Australian social media influencers, Davey 
Lloyd and Holly Homes, who together have a social media following 
of over 100,000, will be promoting Jayco and the outdoors lifestyle 
across social media. The Win a Weekender competition runs from 1 
to 15 July 2018 with a total of 93 prizes. To enter, readers and digital 
subscribers must either subscribe digitally or buy a copy of their local 
newspaper. www.caravanindustry.com.au 

tion” unit was set up and an internal cultural change was triggered in 
2017. “Eberspaecher has a real flair for innovation which we focus on 
nurturing in order to come up with products designed to ensure clean, 
comfortable and safe mobility,” Peters continues. The company plans 
to increase expenditure on new technologies for vehicles with traditio-
nal and alternative drives.
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aguti.comT +49 (0)7543 9621.60

   Seats and benches 
without or with integrated seat 
belt system

   Individual swivels and bases
for diff erent types of vehicles

   Accessories
Head rests, cup holder 

Everything for 
your individual van.
VW, MB, Fiat or Ford

The „GIS-Light“ 
for Aguti rail system in the 
rear of the vehicle.

Vetroresina LCC invests $7.5 million to expand 
fiberglass panel manufacturing facility

Vetroresina LLC, a manufacturer of fiber-reinforced polyester lami-
nates, is expanding its existing operations in Greenville County. 

To accommodate continued growth, the company is investing $7.5 
million. Founded in 1968, Vetroresina is an international firm with ma-
nufacturing plants in Italy, Brazil and Greenville, S.C. The company’s 
Greenville facility opened in 2008 and serves the entire North Ameri-
can market. To accommodate growing demand, the company will be 
constructing a 50,000-square-foot expansion to its current facility to 
fulfill a wide variety of custom order requests and a growing product 
line. Located in the S.C. Technology and Aviation Center at 6 Idaho 
Street in Greenville, S.C., the expanded facility is expected to be opera-
tional by the first half of 2019. “Vetroresina is thrilled to be expanding 
our operations in Greenville, S.C. Expanding in such a vibrant, growing 
and highly sought-after location will continue to help us attract great 
employees and increase our ability to engage new technology to serve 
our customers with the highest-quality product possible.” – said Vetro-
resina LLC General Manager and CEO Elena Colombarini.

Truma to build new head office in USA to show 
its commitment to North American market

Truma, who has been supplying components to the European lei-
sure market from its head office in Germany for nearly 70 years, 

is showing its commitment to North American RV manufacturers by 
buying five acres of land in Elkhart, Indiana, to build new offices, 
warehouse and customer service centre. Elkhart, located east of Chi-
cago, south of Detroit and north of Indianapolis, USA, is the heart of 
the American RV business, hence Truma had has been based in tem-
porary offices there since August 2013. The new Truma North Ameri-
can headquarters plans to open in the autumn/Fall this year. “Truma 
chose to build in Elkhart because we want to show our commitment 
to the local manufacturers and the RV industry,” said Gerhard Hund-
sberger, President and CEO of Truma North America. “RV manufactu-
rers, dealers and RV owners love Truma products, which has resulted 
in tremendous growth for us. We are excited to expand to a larger 
location with more space so we can hire additional staff and continue 
to bring innovative products and services to the North American RV 
industry,” continued Gerhard Hundsberger.
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European RV market at a glance
Focus on MARKET
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A statistical overview of the last decade in different countries of Europe.

According to the latest European Car-
avan Federation’s (ECF) press release, 
the first four months of this year have 

seen excellent results for the European cara-
vanning industry. From January through April 
2018 the numbers of newly registered leisure 
vehicles rose by 8.7 percent, to around 76,000 
units, for the European market as a whole. 
“With its double-digit sales growth, 2017 was 
an outstanding year for the European caravan-

ning industry, and we’re pleased to see that 
this trend is continuing this year as well,” said 
Jost Krüger, General Secretary of the Europe-
an Caravan Federation (ECF), continuing on 
an optimistic note: “We’re expecting to see 
growth in both vehicle segments in virtually all 
national markets, and figure on breaking the 
200,000 mark for sales of new leisure vehicles 
this year, for the first time since 2007.”

Motorcaravan
With 47,851 new 
motorcaravans sold, 
sales were up 15.2 
percent over the prior 
year’s sales. Germany 
remains by far the na-
tional market with the 
highest sales, register-
ing a sales increase of 
19.8 percent for the 
first four months of 
this year, relative to the 
same period in 2017. 

Other national motor caravan markets are also 
doing quite well for themselves. Particularly 
notable in this regard are the excellent sales 
growth rates in Norway, Belgium and France, 
where sales for the first four months of this 
year are up 44.2 percent, 15.9 percent and 
12.5 percent, respectively. Even more striking 
is the outstanding sales growth that has been 
achieved in the key southern European mar-
kets of Spain and Italy, where sales are up 27.0 
percent and 16.6 percent, respectively. These 
markets have been stabilising for several years 
and are now on a major upswing. 

Caravan
Since the beginning of the year, the European 
caravan segment has kept pace with last year’s 
positive results, with 28,132 new vehicles sold 
(-0.7 percent). Particularly noteworthy in this 
regard are the strong sales figures for the pe-
riod in Germany, where 9,088 units were sold 
during the first four months of this year, rep-
resenting an 8.8 percent jump relative to the 
same period last year.



13B t o B
    

B
EL

G
IU

M

2017
Change 2016 - 2017

4.110
+6,3%

1.157
+4,5%

A
U

ST
R

IA

2017
Change 2016 - 2017

1.230
+10%

940
+16,8%

SW
IT

ZE
RL

A
N

D

2017
Change 2016 - 2017

4.516
+11,7%

1.637
+4,1%

SW
ED

EN

2017
Change 2016 - 2017

6.405
+20,4%

3.440
-1,3%

SP
A

IN

2017
Change 2016 - 2017

3.953
+47,8%

1.768
+26,2%

N
O

R
W

A
Y

2017
Change 2016 - 2017

3.630
+18,9%

2.883
+10,6%

N
ET

H
ER

LA
N

D
S

2017
Change 2016 - 2017

1.751
+21,3%

6.699
+9,1%

IT
A

LY

2017
Change 2016 - 2017

5.101
+19,7%

763
+2,4%

D
EN

M
A

R
K

2017
Change 2016 - 2017

347
+44,6%

2.322
-5,5%

FI
N

LA
N

D

2017
Change 2016 - 2017

1.390
+18,7%

651
+19,4%

Line plots based on numerical data published by ECF (European Caravan Federation)
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Caravan Salon Düsseldorf

CARAVAN SALON 2017
Exhibitors total 608

Exhibitors Germany 383

Exhibitors other countries 225

Number of countries 33

Net space total (sqm) 109,321

Net space Germany 81,737

Net space other countries 27,584

Visitors total 233,702

From Europe 99%

Germany 88%

Other Europe 11%

From Non-European countries 1%

Number of countries 69

Basis visitor data: visitor survey

More than 600 exhibitors will show more than 130 caravan and motor-
home brands as well as over 2,100 leisure vehicles at the largest interna-
tional trade fair for motorhomes and caravans: the CARAVAN SALON in 
Düsseldorf, scheduled from 25 August until 02 September 2018. The big 
news for the B2B companies is that technical equipment, components 
and installations, will be placed in Hall 13 and also in Hall 14. In these 
pages a complete plan with exhibitors of the two technology halls.
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A. Linnepe GmbH
A. Müller GmbH Industriebatterien S.
Accusysteme TransWatt GmbH
ACR Brändli & Vögeli AG
Airxcel Corp.
AL-CAR Technology GbR Inh. Alexander W.
ALCAN Systems GmbH
Alde Deutschland GmbH
Alden Deutschland GmbH
Alois Kober GmbH
ALU-LINE Metallbearbeitungsgesellschaft mbH
APLAST D.O.O.
ARISOL S.r.l.
b-b Systemtechnik GmbH
Baldacci S.R.L.
BARTOLACCI DESIGN S.R.L.
BauschLinnemann GmbH
Beaver Brand S.r.l.
Berker GmbH & Co. KG
BestLight Co., Ltd.
BL-Trading GmbH
Blase GmbH & Co. KG
BLAUPUNKT Evo-Sales GmbH
BR-Systems - a brand of PROSTOR bvba
Brianza Plastica S.p.A.
Brunner S.r.l.
Büttner Elektronik GmbH
BV Metaalwarenfabriek UMEFA B.V.
CAMPING-PROFI GmbH Gro§handel fŸr C.
CAMPING-SCHUH GmbH
CAN S.r.l.
CaraControl - Michal Provázek s.r.o
Caratec GmbH
CaravanMoverShop Jorg Mulder
Carefree
CBE S.r.l.
CENTRUM DIS TICARET VE ELEKTRONIK SANAYI
Changzhou Joel Plastic Co., Ltd.
CKW Gesellschaft fÌ_r Kunststoffverarbeitung mbH
Comet-Pumpen Systemtechnik GmbH & Co. KG
Cowan-Textiles GmbH Polsterspezialist
Crystop GmbH
CTA S.r.l.
DEKALIN - a brand of Diffutherm B.V.
DGN S.r.l.
Die Mass Schneider Sabine und Gerd Schneider
Dimatec S.p.A.
Döllken Profiles GmbH
Dometic GmbH
EAL GmbH
Eberspächer Climate Control Systems GmbH
Ed. Heckewerth Nachf. GmbH & Co. KG
Eksal d.o.o
ELGENA Warmwasserbereiter Wilhelm Namendorf 
EMKA Beschlagteile GmbH & Co. KG
EMUK GmbH & Co. KG
Estorfer Kunststoffbetrieb GmbH
ETON Deutschland Electro Acoustic GmbH
Euramax Coated Products B.V.
European Engineering GmbH DAS BORDBUCH
F.A.P. s.r.l.
FASP AUTOMOTIVE SEATS Srl
FAWO GmbH Fahrzeugtechnik
Fiamma S.p.A.
Filippi Legnami s.n.c. di Gino e Salvatore Filippi
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13 F03
13 B90
13 F21
13 F13
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13 B59
13 D81
13 E90
13 E85
13 B73

13 A31-01
13 E11

13 A11-01
13 D93
13 E70
13 D90
13 F61
13 E69
13 F64
13 D88
13 E25
13 A84
13 E89
13 C69
13 A60

13 B03-01
13 E48

Flamefield Ltd.
Frankana Caravan + Freizeit GmbH
Freebird Coated Aluminium BV
Freizeit Reisch Inh. Gerhard H. Reisch
Fujian Aidi Electric Co., Ltd.
FUJIAN HONGXING ELECTRIC CO., LTD.
G + S Sitz und Polstermöbel GmbH Die P.
Garmin Europe Ltd. Trading as FUSION E.
GES International Srl
GIMEX melamine plus GmbH
Giorgio Levoni Srl. Unipersonale
GOK Regler- u. Armaturen-Gesellschaft mbH
GOLDSCHMITT techmobil GmbH
GREYSTAL SA
Guangzhou Xibo Chemical Technology Co., Ltd.
GuG Vertriebsgesellschaft mbH Gastanks und G.
H.D. Knorz Vertriebs-GmbH
Haba B.V.
Hans Holzhauer GmbH & Co. KG HARTAL
hegotec GmbH
Heidersdorfer Produktions- und Vertriebs GmbH
Hella GmbH & Co. KGaA
HEOSolution e.K.
HJS Emission Technology GmbH & Co. KG
HORREX-HORREN B.V.
HORREX-HORREN B.V.
HPC Hydraulics BV
Hügler GmbH Kabelkonfektion
Ilse Technik GmbH & Co. KG
Import + Vertrieb Dipl.-Wi. Ing. (FH) D. Lübeck
JEHNERT Sound Design
JVCKENWOOD Deutschland GmbH
Kathrein-Werke SE
Klaus Hünerkopf Neukirchen Die Premium-Manufaktur
KLS-Dipl.-Ing. W. Krause GmbH
KOMPLAST srl.
Kronings Aps
Kuhn Auto Technik GmbH
LAVI SARL
Liberco Systems GmbH
LIGHTEU GmbH
LILIE GmbH & Co. KG
LPG Lautsprecher-Produktions- Gesellschaft mbH
Lucidity Enterprise Co., Ltd.
Ma-Ve International srl
MAS Elektronik AG
Maxview Vertriebs GmbH
Megasat Werke GmbH
Milenco Limited
Mobil-Safe GmbH
moog TRAILERPARTS GmbH
Movera GmbH
MPK Metall- und Plastikverarbeitung GmbH & Co. KG
Multi-Mover Europe BV
NDS Energy S.r.l.
NETA ELEKTRONIK Cihazlar San. ve Tic. A.S.
Nobilpan S.p.A.
Nordelettronica S.r.l.
NRF S.r.l.
Nuova Mapa S.r.l.
Ofolux S.r.l.
OKB SP. Z O.O.
Paola Minguzzi
Peter Barwig Wasserversorgung
Phaesun GmbH

Pioneer Electronics Deutschland Zweigniederlassung
Plastoform Smarjeta d.o.o.
Polyplastic B.V.
Ranger RV Supplies Pty. Ltd.
Reich GmbH Regel- & Sicherheitstechnik
Reimo Reisemobilcenter GmbH
REMIS GmbH
Renolit SE
Rühl Leder GmbH
RIVA GmbH Engineering
ROEGA Technik Handels GmbH
ROMA Nijverdal B.V.
Roto d.o.o.
Sand Profile GmbH
Schaudt GmbH Elektrotechnik & Apparatebau
SCHEER Heizsysteme & Produktionstechnik GmbH
SCOPEMA SARL
SFC Energy AG
SHIP-CAR S.r.l.
SKA Sitze GmbH
SMV Metall GmbH
SOG®Systeme OHG
SOMAform Sonnberger GmbH
SR Mecatronic srl
ST.LA S.r.l.
STS Oberholz GmbH & Co. KG
Super B B.V.
SURTECO DECOR GmbH
TBB Power GmbH
Tec-Power GbR Chiptuning Leistungsoptimierung
Tecnoform S.p.A.
Tecnoled S.R.L.
tegos GmbH & Co. KG
TELECO GmbH
ten Haaft GmbH
teVidi Vertriebs AG
Thetford GmbH
Thitronik GmbH
Thule N.V.
Toptron GmbH Technische Produkte für die Freizeit
Travelvision BV
Truma Gerätetechnik GmbH & Co. KG
VB - Airsuspension B.V.
Verendus GmbH
VETRORESINA S.p.A.
Vöhringer GmbH & Co. KG
Victron Energy B.V.
VOTRONIC Electronic-Systeme GmbH & Co. KG
Webasto Thermo & Comfort SE
Weih-tec Robert Buck
Westacc Group b.v.
Womo-Sicherheit Dipl.-Ing. Dietmar Hentschel
ZADI S.p.A.
Zambelli-technik spol. s.r.o.
ZURRSCHIENEN.COM Transportsysteme GmbH
Zwaardvis B.V.
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plan of halls 13 & 14 with exhibitors
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© 2018 H.B. Fuller Company

Giving Your Business the 
Freedom to Move On
Recreational vehicles are becoming more and more functional and
sustainable. Market demands are clear. Light-weighted. Smaller.
Energy efficient. We can help your RV business move on with a
powerful one-stop adhesive range that can be tailored and
combined to multiple manufacturing processes. Ready to move on?
Contact us today!

 

For Panel and Furniture: www.hbfuller.com
For Assembly Bonding, Interior Finishing and Glazing: www.koe-chemie.com
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HALL 14
3DOG camping GmbH
A.M.A. Composites S.r.l.
alphatronics GmbH
Alpine Electronics GmbH
Audiodesign GmbH
Augustin Group GmbH & Co. KG
Autocamp - Autodachzelte Inh. GÃ¶tz Grohmann
Autoclima Deutschland GmbH
AUTOHOME - ZIFER Italia S.r.l.
Bax Totaalrecreatie BV
Beckmann GmbH Managementsysteme
Ben Eilers Tenten B.V.
Bosswerk GmbH & Co KG
Brand GmbH & Co. KG Zeltfabrikation
CAMPWERK Inh. Michael KrÃ¤mer
CAPA trailer protection GmbH
CaravanMoverShop Jorg Mulder
Castagnari S.r.l.
CHEILMOBILE Co., Ltd.
Cinderella Eco Solution Europe b.v. CES Europe bv
Cleves GmbH
Cube Co., Ltd.
Doréma Vorzelte GmbH

14 A66
14 D05
14 E13
14 E13
14 D29
14 E31
14 B38
14 D35
14 A38
14 A37
14 D22
14 A16
14 D34
14 C45
14 A55
14 E37
14 D26
14 E26
14 D25
14 E25
14 E32
14 D20

14 A03-01

dwt Zelte Dieter Winneknecht GmbH
Dynavin GmbH
EmergoPlus B.V.
Fahrzeugbau Meier GmbH
Fiamma S.p.A.
Fritz Berger GmbH
Furrion Ltd.
G.S.C. mbH Nellen-Zelte
GentleTent GmbH
GIMPEX OTOMOTIV SAN. TIC. A.S.
GRAMMER AG
Hahnzelte Inh. Katja Hahn
Hangzhou Holycore Composite Material Co. ,Ltd
Herzog GmbH & Co. KG
Holtkamper Faltcaravans B.V.
IDEATERMICA accessori camper di N. Decandia
Isabella Vorzelte Deutschland GmbH
JOKON GmbH
Kampa UK Limited
Keizer Tenttrailer
Kersten Qualitätsmatratzen & Polsterei Inh. M.
LAROMA GmbH
Lihyann Industrial Co., Ltd.
Lippert Components Corp.
METALLARTE S.r.l.
Minini & C srl
MMT GmbH
MTH Zeltbau GmbH & Co. KG
nest by egoé s.r.o.
Oase Outdoors ApS
ORC Exklusiv GmbH
PARAT GmbH + Co. KG
PROJECT 2000 S.R.L.
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Purple Line Ltd OPUS Camper
QUQUQ Campingbox – das 1-Minuten-Mini-W.
Renogy Suzhou Co., Ltd.
Scanstrut Ltd.
Schall Camping GmbH
Schaumstoffcenter Frank Stephan
SGUINZI PIETRO SPA
Shenzhen Antop Technology Co., LTD.
SHR-Hydraulik Systemhydraulik Reinhardt
Solar Swiss GmbH
SOLARA GmbH
Sport-Tech / Rui-Yi-Lin GmbH & Co. KG
SUNMAN (Shanghai) Co., Limited
Terlinden & Henning GbR
tetra-pod.eu Henning Janssen
Thule N.V.
Titan Technology GmbH
Trigano Faltcaravan Kreppel Inh. Stefan Kreppel
Trigano MDC SAS
Udo Camp BV
Van Bergen Sport Int. B.V. Eurotrail International
Van Protect Lisibach AG
Voos Oto Aksesuar San. Ve Tic. Ltd. Sti.
Walker Campingstyle B.V.
WARU Wertvolles aus Aluminium GmbH
Wasserschutzplanen miru-tec GbR
WCS Wohnmobil - Caravan - Service Inh. D.
Westfield Outdoors GmbH
WIGO Zelte GmbH & Co. KG
Xiamen DBS Electronic Technology Co., Ltd.
XP-edition GmbH
Zelte-Steckdaub GmbH + Co. KG
ZEN-RAD SARL
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14 D17
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14 E14
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14 D19
14 D36
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14 E21
14 D28
14 C22
14 B04
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14 A32
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14 C41
14 E41
14 E10
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14 E39
14 E38

14 C60-01
14 C46-01

14 D23
14 C72
14 D38
14 D27

plan of halls 13 & 14 with exhibitors
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NEW!NEW!

T1152 THE NEW SLIM AND STRONG 
COMPRESSOR REFRIGERATOR

www.thetford.com

Internal bottle 
and vegetable 
drawer

418 mm

Unique 
slide out 
box

134L 
Refrigerator

Integrated 
ventilater

18L 
Freezer 
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Interview HARALD STRIEWSKI 

We met Harald Striewski during the 
press launch of the new 2019 
Hobby motorhomes and caravans. 

He is one of the last entrepreneurs in this sec-
tor who has founded a company and is still 
the owner and helmsman. As a young engi-
neer, Harald Striewski built his first caravan 
in his garage after work, and then founded 
the company, Hobby, in Fockbek, Germany 
with his wife, Inge, on 1 April 1967. Now, 51 

years later, this family business has become 
the largest employer in Schleswig-Holstein, 
with 1,200 employees, and is the number 
one in Europe for the production of cara-
vans. Hobby has produced over 600,000 
caravans and, together with its Fendt brand, 
produces approximately 22,000 caravans 
per annum. In 2018, Hobby’s production 
reached 12,000 caravans and 2000 motor-
homes, with a turnover of €275m, expected 

to be 10 per cent more than 2017, made up 
of €190m generated by caravans and €85m 
by motorhomes. Hobby has one caravan fac-
tory and one motorhome factory covering 
an area of 260,000 m2. In addition to the 
Hobby Wohnwagenwerk, the Group also in-
cludes: Fendt-Caravan GmbH in Mertingen 
(Bavaria, Germany); Rendsburger Feuerver-
zinkerei (Rendsburg, Germany); Formlight 
GmbH, Warburg (NRW, Germany).

Words Antonio Mazzucchelli

We interviewed the owner and founder of Hobby Wohnwagenwerk, the engineer, Harald 
Striewski, who, at the age of 81, is still at the helm of his company. He has made Hobby the 
biggest manufacturer of caravans in Europe and a pioneer in the RV industry.

Mister Caravan
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Aboutcamp BtoB: 50 years have passed 
since Hobby was founded: what inspired 
you to start this business and how did 
it start?
Harald Striewski: I saw a caravan at a camp-
site in Denmark. It was very simply equipped 
and I thought, I can do better. So I built the 
first caravan. I then sold it and then built the 
next one. Actually, that caravan should have 
been for me, but it was sold immediately. I 

network of pure motorhome dealers. If a car-
avan dealer has a forecourt full of caravans 
and there are only a few RVs next to them, 
this usually does not work. 

Aboutcamp BtoB: How do you see the 
future, agreed that sales are simply out-
standing actually in Germany?
Harald Striewski:  I do not think the mar-
ket will continue to grow as it did last year. 
There has been a huge growth but that will 
not be the case this year. The industry ex-
pects growth of three to four per cent, based 
on the current high level, but it will probably 
continue to equalize. But I think that we can 
keep ourselves at a high level.

Aboutcamp BtoB: All manufacturers to-
day aim to the van segment: is it just 
temporary fashion or this trend is going 
to last?
Harald Striewski: The development in the 
van sector will continue and I estimate that 
the number of vans will continue to increase. 
You can drive into the city with the vehicles 
and they are practical as a second car and 
recreational vehicle. Therefore, vans have 
clearly a future - also at Hobby.

Aboutcamp BtoB: In the global mar-
ket, will China and other non-European 
countries may be an opportunity?
Harald Striewski: For me, an expansion in 
America is definitely out of the question. 
Concerning other countries, such as China, 
Korea, Japan and Chile, we have been sup-
plying these and other countries for years. 
I’m more worried that China will continue to 
build more vehicles.

Aboutcamp BtoB: Talking about your 
company, is there a dream you haven’t 
been able to realize?
Harald Striewski: When my wife was alive, 
we wanted a very nice retirement. Unfortu-
nately, this wish did not come true because 
my wife passed away almost two years ago. 
I mourned a lot, but now I have the courage 
and desire to live again. We had a common 
dream: In Mallorca, we have built a beautiful 
house, and  we wanted to spend our retire-
ment there together. The death of my wife 
has changed everything. I like to go cruising 
and I like being in Mallorca. However, I also 
like being in the company because that’s 

had a lot of demand right from the begin-
ning, but continued to work in my profes-
sion as a shipbuilding engineer. When I had 
so many orders that I could not do them all 
in my spare-time, I asked my boss for a year’s 
unpaid leave. I wanted to return to the ship-
yard as a shipbuilder, but I never went back 
after I founded my company, Hobby. That’s 
how the company was founded, out of a 
hobby.

Aboutcamp BtoB: What particular dif-
ficulties have you faced over the years 
and what has led you to move on?
Harald Striewski: If you have been in busi-
ness for as long as I have for over 50 years, 
there are always ups and downs. But I can 
proudly say today that I’ve never made any 
losses. I have always been able to work in 
such a way that I have made profits. 
I had to dismiss people once, which was very 
difficult for me. I survived this phase well. 
The low point was a misfortune, in which a 
person died in a Hobby caravan. Even though 
it was not my fault, it hit me a lot. In these 
times, the vehicles did not have a hot air 
heating system. At the customer’s request, 
the dealer wanted to retro-fit a hot air sys-
tem. For this he had to dismount the exhaust 
stack, otherwise you would not get to the 
right place. The mechanic forgot to fit the 
exhaust stack again. This allowed toxic fumes 
to penetrate the caravan, causing a person to 
die. I’ve already built more than 550,000 car-
avans, but for me that was the worst thing 
in my career.

Aboutcamp BtoB: If we say Hobby, we 
immediately think ‘caravan’: why have 
your motorhomes been almost in the 
background for so many years, and how 
do you see the caravan-motorhome rela-
tionship for Hobby in the future?
Harald Striewski: I am particuarly strong 
in the caravan division. As you know, I am 
the market leader, which is why I have a 
large dealer network. In the motorhomes 
division, I’m rather small manufacturer and 
do not have the large product portfolio like 
others, for example, the Hymer Group. If I 
build 2,000 or 2,500 motorhomes as a sin-
gle brand, other manufacturers build 20,000 
vehicles in their brand alliance. Our vehicles 
are popular, especially in the class of low pro-
files, but, unfortunately, I only have a small 
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Interview HARALD STRIEWSKI 

where my people are. That makes me feel 
good and that’s my life right now.

Aboutcamp BtoB: Is it better outsourcing 
or in-house production depth?
Harald Striewski: I am the company with 
the greatest in-house production depth. That 
means I manufacture everything myself. This 
also applies to the chassis, for this I even have 
its own hot dip galvanizing. I make uphol-
stery and curtains in my own sewing work-
shop. I also have my own furniture factory, 
where we make all the furniture ourselves. 
Although the Kerkoc family are very good 
friends of mine, we are also competitors. Of 
course, the greatest vertical range of man-
ufacture has advantages and disadvantages. 
I have been able to create a lot of jobs in 
my home region. There is no industry here in 
this region and so everybody is very grateful 
that we employ so many people. Of course 

it also has disadvantages. If there is a wage 
increase, then it is available to all employees 
and all areas. If you have many suppliers, 
thatís their problem. Now I have to take over 
the costs of the wage increases completely 
myself. A big advantage is that I am very 
flexible and can react immediately with my 
production.

Aboutcamp BtoB: And what about the 
design?
Harald Striewski: I have no designers and 
no external design office. I do the devel-
opment myself and I bring the ideas I have 
into the company. That has always been our 
strength. In the future, my successors will 
surely hire a design company. So far, I always 
did that myself and was always able to ac-
commodate that well.

Aboutcamp BtoB: Your picture with An-
gela Merkel has been seen all over the 
world. How was this experience? 
Harald Striewski: She knows my business. 
It was not the first but the second time with 
me. She knows who I am and what I did. 
She has not only lauded the vehicles but, 
above all me as a human being. Mrs. Merkel 
likes to come to us, but not only her. Even 
the Prime Minister from Schleswig-Holstein 
comes to me. I have breakfast together with 
the current Prime Minister Daniel G¸nther. 
Peter Harry Carstensen used to come to me 
for breakfast. I have a good relationship with 
our ministers in Schleswig-Holstein. Peter 
Harry Carstensen, the predecessor of Daniel 
Gunther, celebrated his 60th birthday with 
me in the hall, even though I do not run a 
restaurant. Angela Merkel, who also liked 
to come, was invited to the event. Through 
this birthday visit she got to know not only 
me but also the work. The CDU once held its 
congress with me. I cleared a hall and deco-
rated it nicely.

Aboutcamp BtoB: Policies like big acqui-
sitions and the concentration of several 
brands in a few industrial groups seem 
not to have affected Hobby that much, 
compared to other European players.
Harald Striewski: Small companies and 
groups have no chance of survival. This is 
only possible in a large group. In the past 
there were over 70 manufacturers in Germa-
ny who built caravans. Today there are only 
three left: the Erwin Hymer Group, the Knaus 
Group and the Hobby Group. You have no 
chance of survival as a small manufacturer. 
You just do not shop as well as in the group. 
We buy material for completely different 
conditions and have so much better chances.

On the left: Harald Striewski with the prime minister of the state of Schelswig-Holstein, 
Daniel Günther. Above: the Hobby Caravan founder with German chancellor Angela 
Merkel. Below: Mr. Striewski during the interview with our editor in chief and Stefano 
Bonometti, Hobby and Fendt agent for Italy and distributor for China and South Korea.
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In the last three years Lippert Components has acquired many 
companies in the RV sector in Europe, such as Project 2000, 
Metallarte, RVDoors, and STLA , plus Sessa Klein in the train 
sector and Lexington and Taylor Made in the marine sector. 
Everyone would like to know more about the strategy of this 
large group which is a market leader in the US, and is going 
to be a big player in Europe, too.

Words Antonio Mazzucchelli

We met the Chief Executive Officer 
of LCI Industries (the parent com-
pany of Lippert Components), 

Jason Lippert. Winner of the “Entrepreneur 
Of The Year 2018 Award” in the Mid-West 
(USA), Jason (46) represents LCI’s third gener-
ation of leadership by the Lippert family. Lip-
pert Components, founded by Larry Lippert 
in 1956, now supplies a broad array of highly 
engineered components for the leading orig-
inal equipment manufacturers (OEMs) in the 
leisure and mobile transportation industries. 
The company has grown tremendously over 
the last 60 years, making more than 40 acqui-
sitions in the past 15 years, and has become 
a $2 billion revenue company. With over 65 
facilities throughout the United States, Can-
ada, Ireland, Italy, and the United Kingdom, 
LCI is pursuing global growth in the mobile 
leisure market by replicating its North Amer-
ican competencies with acquisitions of high 
quality, high potential suppliers that share 
LCI’s core values, and establishing the same 
enduring partnerships and relationships with 
international customers that it has earned in 
North America. Let’s hear more from our in-
terview with Jason Lippert.

Aboutcamp BtoB: What is Lippert’s strat-
egy in Europe? 
Jason Lippert: It is very similar to the strat-
egy here in North America. We will continue 
invest heavily in research and development, 
both here in Elkhart and in our European 
facilities, to develop products specifically 
for the European Caravan market. We will 
continue to build strong and strategic rela-
tionships with our European OEM partners. 
We will continue to build our teams in Eu-
rope and do everything that we can to put 
them in the position to succeed. Just recently, 
Andy Murray was named Chief Sales Officer, 
and he will now oversee our European Car-
avan Market as well as the North American 
RV Market. Andy will help align our US and 
European strategies, which is very import-
ant. Finally, we will continue to search for 
strategic acquisitions that make sense for 
LCI. We typically do not make acquisitions 
where the product produced is not in what 
we call our “core competencies.” Our core 

competencies would be soft goods like fur-
niture and mattresses, metal fabrication and 
glass. When a good company with a good 
leadership team and a respected product 
comes along for sale, we will look seriously 
into acquiring it.

Aboutcamp BtoB: How important will 
the adjacent markets and business, such 
as Marine, be for Lippert in the future?
Jason Lippert: Adjacent markets, which we 
consider any market outside of towable RV 
OEM sales, has been one of our top initiatives 
for years now. In 2017, our adjacent market 
sales to OEMs was $427 million dollars. Total 
sales for all adjacent markets in 2017 reached 
almost $1 billion. The marine segment is ob-
viously a huge part of this. The acquisition 
of Lexington and Taylor Made over the last 
year has cemented LCI as a major player in 
the marine industry. Taylor made alone gen-
erated approximately had a $150 million in 
revenue in 2017, and through our synergies 
between the two companies we expect that 
we can generate more sales than that in 
2018. This is all very exciting and we can’t 
wait to see where LCI is five years from now 
in the marine market.

Aboutcamp BtoB: As a US company that 
is successful in the RV market, you are 
now also expanding in several new sec-
tors and countries. Where do you see 
Lippert Components in 5 years?
Jason Lippert: Right now LCI is laser focused 
on being an engineered products company 
for ALL leisure and mobile transportation in-
dustries, not just the RV & Caravan industries. 
We’re trying to diversify away from being an 
RV centric company. We started this transfor-
mation after the 2008 recession and never 
really stopped. To illustrate, in 2008 our sales 
were 90% RV OEM, and today we’re about 
60% RV OEM. We want the world to know 
us as much more than simply an RV compa-
ny; we want to be known as the supplier of 
choice for all engineered products both in 
Europe and North America.

Aboutcamp BtoB: How do you see the 
evolution of the US market? It seems 

Face to face with LCI’s CEO

Interview JASON LIPPERT 
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there may be signs that the incredible 
pace everyone has enjoyed we’ve seen 
recently might be slowing down. Do you 
agree?
Jason Lippert: We see 2018 as a year where 
the industry may slow down a little in order 
to let the retail side of things catch up with 
some inflated inventories at the OEM level. 
We don’t perceive this to be a particularly 
negative thing. All indications are that con-
sumer sentiment is still very high for the RV 
lifestyle. Millennials are buying RVs at a re-
cord pace.  Kampgrounds of America (KOA) 
just recently reported that 61% of all US 
households camp, and this statistic alone is 
the best thing going for the US RV Industry.

Aboutcamp BtoB: Are you worried about 
any repercussions on your business from 
US Administration’s tariff policy?
Jason Lippert: It would be an understate-
ment to say that we’ve had a challenging 
steel and aluminum environment over the 
last two quarters. These policies have had 
some adverse effects on our business. Since 
September of last year, the cost of aluminum 
has risen 30%, and steel has risen approx-
imately 35%. We currently purchase about 
300,000 tons of steel and 50,000 tons of alu-
minum each year, and almost 100% of this is 
purchased domestically in the US. We believe 
that domestic steel and aluminum suppliers 
are trying to recoup some of the costs that 
they have not been able to pass along over 
the past few years due to steep foreign com-
petition. This has been a very trying year for 
us, but we will figure out ways to mitigate 
these rising costs the best we can.

Aboutcamp BtoB: You have started the 
Project 2000 beds production in the Unit-

world for the better at LCI!

Aboutcamp BtoB: With the “Everyone 
Matters” leader training program, your 
14 front-line leadership coaches will 
train middle-level managers so that LCI 
becomes a better work environment and 
you will decrease the turnover of work-
ers. How is this experience going?
Jason Lippert: This is another initiative that 
I am very proud of. Our goal is to be the em-
ployer of choice in the communities in which 
we serve as well as making sure EVERY team 
member truly feels that he or she is a valued 
member of our team. 
We want our team members to feel a deeper 
sense of purpose at LCI and help us continue 
to build a company culture that is second to 
none. The leadership development team has 
been a key success factor in making sure the 
“Everyone Matters” initiative reaches every 
plant and every employee at LCI. We have 
seen our attrition rate drop dramatically over 
the past three years and it is continuing to 
drop. Others in Elkhart County are experi-
encing attrition rates that continue to rise, 
so yes, I feel like it is working and we are 
leading the way in workplace culture in the 
RV Industry.

Aboutcamp BtoB: Can you tell us more 
about the “Action Initiated by Mindset” 
program at LCI?
Jason Lippert: Action Initiated by Mindset, 
or AIM for short, was developed to help our 
team members at LCI achieve their goals 
and dreams. We have several leaders within 
the organization that sit down one-on-one 
with team members and map out a pro-
cess in which they will achieve these goals. 
The feedback thus far has been amazing. 

ed States. Did you do it only for reasons 
of increasing sinergies and improving on 
efficiency or is there a relation with the 
“Buy American, Hire American” policy?
Jason Lippert: No this is not really the 
case. It is really all about having the ability 
to decrease lead times and service our North 
American customer base as fast as possible 
with these products. Our number one priority 
is servicing our customer, and we will take 
every opportunity to improve our service ca-
pabilities as they arrive.

Aboutcamp BtoB: Lippert Components 
is a company that is very focused on 
its corporate responsibility: last year 
you launched an initiative to complete 
100,000 hours of community service, 
making your employees step up as 
community leaders and create positive 
impacts. How was this experience and 
what were the results?
Jason Lippert: This has been one of the 
most satisfying parts of my career at LCI. 
In early December, 2017, we successfully 
reached our goal of 100,000 community ser-
vice hours, and this year we are continuing 
this pledge and are well on our way of reach-
ing our 2018 goal. The work that our team 
members are doing in the community is truly 
transformative and it is changing the lives 
of our team members, and our community 
members, for the better. If just one company 
can make such a huge difference, just think 
what would happen if 100 companies did 
the same thing? This is why we started “Acts 
of Service.” With Acts of Service, we are ac-
tively reaching out to other companies in our 
communities and helping them set similar 
community service goals so they can have a 
similar impact. We are trying to change the 

Who is LCI?
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Our team members feel invigorated and 
excited to come to work every day. A cou-
ple of examples thus far are: We helped an 
team member purchase their first home, we 
helped a team member lose a substantial 
amount of weight and adopt a healthier life-
style, and we helped another team member 
quit smoking.

Aboutcamp BtoB: Passionate about win-
ning - Team Play with Trust -  Honesty, 
Integrity, Candor -  Caring about people - 
Positive attitude. These are the core val-
ues of Lippert Components. Can you go 
deeper into these?
Jason Lippert: A little more than five years 
ago, we knew we had to change our cul-
ture. We were growing at an unprecedent-
ed rate, and our people were suffering be-
cause of it. The first thing that needs to be 
done in order to change your company’s 
culture is to define who you are as an or-
ganization. So we came up with these five 
core values that defined LCI. Once we de-
fined who we were, it became a lot easier 
to communicate to our team members what 
we expected out of them. We expect every 
team member at LCI to practice these core 
values. We ask potential new employees in 
the interview process how they demonstrate 
these core values. Instituting our core values 

to be recognized among such an esteemed 
group of business leaders. We are so excited 
to use this new recognition and platform to 
talk to more businesses about our creative 
approach to leadership, culture, communi-
ty service initiatives and transformation. The 
energy and excitement we’re creating with 
our commitment to 200,000 hours of com-
munity service in 2018 by our 11,000 team 
members is amazing. Our teams are gaining 
more and more momentum every day – it’s 
incredible to see the transformation of the 
Company from what it was just a few years 
ago,” said Jason Lippert.Since 1986, EY has 
honored entrepreneurs whose ingenuity, spi-
rit of innovation, and discipline have driven 
their companies’ success, transformed their 
industries and made a positive impact on 
their communities. Now in its 32nd year, 
the program has honored the inspira-
tional leadership of such entrepreneurs 
as Howard Schultz (Starbucks Corpo-
ration), Pierre Omidyar (eBay), Jodi 
Berg (Vitamix), Robert Unanue (Goya 
Foods), Reid Hoffman and Jeff Wei-
ner (LinkedIn), J.W. “Bill” Marriott, 
Jr. (Marriott International).

did not happen overnight. It took years. We 
created a leadership development team in 
order to institute and reinforce these core 
values at every level of the company. Today, 
we’re not perfect, but our core values were 
the cornerstone of the transformation pro-
cess that LCI has gone through over the last 
five years.

Aboutcamp BtoB: What did your first 
years of activity in Europe teach you? 
Has it been very different from what you 
imagined? Will it cause you to alter your 
strategies? 
Jason Lippert: We are learning every day 
and are continually improving our Europe-
an strategy. We found that just about every 
product we manufactured here in the US had 
to be modified to work in the European mar-
ket. We knew this would be a challenge all 
along, and we are continually adding more 
resources in order to create the products that 
the European market is asking for.
We will hopefully debut several of these 
products at this year’s Caravan Salon show. 
We continue to make acquisitions of compa-
nies in Europe with strong brands, respected 
products and great management teams. This 
is a strategy that we have always used and 
will continue to use as we grow further into 
the European market.

Aboutcamp BtoB: Which products do 
you think will do well in Europe?
Jason Lippert:  We have really been pushing 
Slide-Outs and the “Space on Demand” con-
cept. We believe that the European market is 
very close to widely accepting the slide-out 
concept. We’re really excited about several 
leveling and stabilization products that have 
been in development for some time now. 
We hope to display a couple of these leveling 
products at this year’s Caravan Salon. Not to 
give much away, but one of the products is 
unlike any that has ever hit the market before.

Aboutcamp BtoB:  Will the new RVX: The 
RV Experience show in Salt Lake City be 
a real change compared to the Louisville 
show? Why?
Jason Lippert: This is a hard question to 
answer, especially since the details of the 
show are slowly trickling out and no one re-
ally knows what to expect at this point. From 
what we know about next year’s show, we 
will more than likely only bring our newest 
and most innovative products. This seems to 
be what the show is all about; to get deal-
ers excited about what’s new in 2019. The 
Louisville show, for us, was really about con-
necting with our dealers as being in Elkhart 
Country, we can reach out and be face to 
face with our OEM partners every day. 

Jason Lippert is the Entrepreneur 
of the Year 2018 in the Midwest
Entrepreneur Of The Year is the world’s 

most prestigious business awards pro-
gram for entrepreneurs, chosen from an 
independent panel of judges including en-
trepreneurs and prominent leaders from 
business, finance, and the local community.
Jason Lippert, CEO of Lippert Components, 
received the Entrepreneur Of The Year 2018 
Award in the Midwest and now he is eligible 
for consideration for the Entrepreneur Of The 
Year 2018 National Awards. The award reco-
gnizes entrepreneurs who are excelling in are-
as such as innovation, financial performance 
and personal commitment to their businesses 
and communities.The program makes a diffe-
rence through the way it encourages entre-
preneurial activity among those with poten-
tial and recognizes the contribution of people 
who inspire others with their vision, leader-
ship and achievement. As the first and only 
truly global awards program of its kind, En-
trepreneur Of The Year celebrates those who 
are building and leading successful, growing 
and dynamic businesses, recognizing them 
through regional, national, and global awards 
programs in more than 145 cities and more 
than 60 countries. ey.com/eoy“I’m humbled 

Interview JASON LIPPERT 
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contacts

EXPERIENCE, 
RELIABILITY,
INNOVATION
Since 1975

ST.LA. offers an extremely broad product 
catalogue for caravans and motorhomes, ranging 

from metal to plastic elements. With over forty years 

experience, ST.LA. has achieved the expertise and 

capability to provide simple and complex elements 

that play an increasingly significant role in vehicle 

furnishing. Bed frames with aluminium structure 

represent a considerable percentage of our current 

production, together with table supports, wall 
brackets and table legs.

www.stla.it
stla@stla.it
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Cars, planes and RVs

Caravans have more in common with aeroplanes than you 
might think. The common link is that they could both have 
their exterior graphics designed, tested and produced by the 
same company. 

Words John Rawlings

Creative Graphics International (CGI), 
supplies the automotive, leisure, com-
mercial and aerospace sectors from its 

head office in the UK, near Bedford, about 60 
miles north of London. With almost 90 per 
cent of UK caravans and motorhomes using 
CGI graphics, plus many leading European 
brands in France and Germany, we inter-
viewed CGI’s Peter Owen, CEO, and Johannes 
Oberhofer, International Development Man-
ager, to find out how it works with OEMs in 
the leisure (RV) sector. It is impressive to think 
that the graphics for so many caravans and 
motorhomes in Europe all come from CGI’s 
modest building with 65 staff on an industrial 
estate in the centre of the UK. There is anoth-
er CGI facility near Oxford with 15 staff, but 
its largest facility, with 175 staff, is in South 
Africa and is a Tier 1 supplier to the auto-
motive sector, including the Ford, Toyota and 
Volkswagen plants there.

Aboutcamp BtoB: What has made CGI 
such a successful graphics supplier to the 
caravan and motorhome sector?
Peter Owen: We are not the only people to 
supply graphics, but we are probably the most 
successful, and we are pushing our portfolio 
every year with new products such as shower 
screens, splashbacks, headboards, mirror sur-
rounds, printed flooring and fabrics. Our au-
tomotive experience, backed by a worldclass 
laboratory at our Cape Town site, enables us 

to develop unique solutions of the highest 
quality.

Aboutcamp BtoB: CGI describes itself as a 
global branding solutions company. What 
does that mean?
Johannes Oberhofer: The graphics help cre-
ate the first impression you get of a vehicle 
when you look at it, so they are very import-
ant. All countries are different and like dif-
ferent colours and designs, but we focus on 
creating brand identity. Each vehicle should be 
recognised from a far and our designers help 
to create this. We are an international busi-
ness so are very aware that we have to cater 
for the individual cultures of each market and 
brand. Our designers focus on the design his-
tory and the cultural differences of each man-
ufacturer as well as their target demographic.
Peter Owen: We are always creating lots 
of mood boards with particular textures and 
designs which we share internally via hidden 
boards on Pinterest.

Aboutcamp BtoB: How do you accom-
modate different markets, cultures and 
trends?
Johannes Oberhofer: They vary a lot and it 
can be challenging, but we must be careful 
not to offer a similar design to a competitor. 
We have a large clientele so have a good over-
view of the situation, so can guide our cus-
tomers while maintaining integrity. 

Peter Owen: There are certain trends in de-
signs too, such as dark decals over side win-
dows to link them visually. As a rule, there’s 
less vinyl on the continental products than 
UK ones, but probably more of our badging 
products. 

Aboutcamp BtoB: What is the design pro-
cess for graphics for new caravans and 
motorhomes?
Johannes Oberhofer: Now, many manu-
facturers are changing graphics almost every 
year, so there is a lot to do. The buying cycle 
has changed. The graphics used to be left to 
the very last, but we have tried to start dis-
cussing designs way ahead to give more time 
to be creative and give our advice to manu-
facturers.
Peter Owen: Our conversations with man-
ufacturers start earlier each year. We work 
towards a stylistic design for initial approval, 
working to a target budget. We have to en-
gineer the graphics to fit across the whole 
range, not just one model, then we can know 
how much vinyl we will use and can confirm 
the budget. We try to think through all those 
aspects so we can make it economically and 
well before we submit our designs. 
Johannes Oberhofer: We help our custom-
ers to understand the design and printing 
process to help them keep costs and wastage 
down. With digital printing it is easier to do 
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smaller volumes, but for the European mar-
ket we generally need a minimum order of 50 
kits. We get forecasts from our customers so 
we can plan our capacity.  
Peter Owen: It is obviously more efficient to 
strive for certain batch sizes, but at the same 
time we try to be versatile and flexible, par-
ticularly for manufacturers producing special 
editions or dealer specials. We try to guide 
them on this to make it more practical and to 
minimise the number of parts numbers that 
need to be created.

Aboutcamp BtoB: What testing do the 
graphics get put through?
Peter Owen: We do some testing here in the 
UK, but we also have a design lab in South 
Africa where we test for all the automotive 
standards around the world. For example, ac-
celerated weathering, UV exposure, stone re-
sistance, and petrol or water immersion, and 
shrink testing. We have a specific in-house RV 
test which we know is more than fit for pur-
pose.
Johannes Oberhofer: There is quite a lot 
behind the development of the graphics. We 
need to know the climatic conditions that the 
caravan or motorhome will be used for. We 
are an international company, so may have a 
customer in Scandinavia with temperatures go 
down to minus 40, and also customers in Aus-
tralia where it could be +40. We stick to our 
main suppliers for our materials that we trust.
Peter Owen: It’s not just temperatures, but 
the UV degradation which can be severe. This 
can impact the film it’s printed on as much as 
the ink that is used. I have to test each of our 
colours on any new film to see how they react, 
which takes a lot of time and money. We pro-
vide graphics for the aircraft industry, where 
an aeroplane can experience huge tempera-

ture swings and the most severe UV degra-
dation as there’s no UV protection above the 
clouds. Generally the inks we use for RVs are 
the same and therefore we know our graph-
ics should last at least seven years or more 
without fading, depending on what the client 
wants. We can make this higher depending 
on the varnishes and the vinyl.

Aboutcamp BtoB: Do you supply the RV 
market in North America?
Peter Owen: North America is obviously 
a promised land for us from an RV point of 
view. It’s hard to ignore that sort of volume. 
We look at it quite seriously, and already sup-
ply automotive customers in the USA, but we 
think you have to have feet on the ground to 
get in to the RV sector, which is something we 
constantly look at. We would need to be pro-
viding American jobs to be supplying in USA.

Aboutcamp BtoB: What about other mar-
kets outside Europe?
Johannes Oberhofer: At the moment Aus-
tralia is very important market for us as they 
know we test our products in South African 
climate which is similar to theirs. We have at-
tended the Beijing show to look at the market 
in China, which is very interesting, although it 
is still very small at the moment, but is grow-
ing quickly.
 
Aboutcamp BtoB: What other products 
do you offer the RV sector?
Johannes Oberhofer: We supply several 
styles of badges and emblems, and functional 
films – already mentioned – are increasingly 
important now. Cushion covers are fairly new. 
Peter Owen: We can help to shorten the sup-
ply chain. We are working on some UV resis-
tant fabrics, so then the windows don’t need 

as much UV protection in them. We can print 
the fabrics and supply the whole soft furnish-
ings if necessary.

Aboutcamp BtoB: How else do you sup-
port RV manufacturers once you’ve sup-
plied the graphics?
Johannes Oberhofer: We support customers 
with training to apply the graphics and give 
them jigs to help align the graphics. It’s all 
about taking the hassle away for the manu-
facturer. We also help to fuel internal discus-
sions with our customers. If we can show a 
10 minute saving in fitting a graphic set then 
that adds great value. We have been able to 
reduce fitting times for one customer from 1 
hour 15 minutes to 35 minutes, just by offer-
ing training. 
Peter Owen: We strive to make new product 
implementation as painless as possible for our 
customers. We put a lot of effort into engi-
neering the products, being on our custom-
er’s site for prototyping and initial production 
batches and supporting their fitting operators 
throughout the year. In many of the larger ac-
counts we have staff based permanently on 
site, offering fitting support and supplying the 
lines on a Just in Time basis. We try to be as 
creative in our service offering as we are in the 
products themselves.
Johannes Oberhofer: We have better con-
trol over our products if we have a member of 
our staff present. It is important to have our 
people there and our customers appreciate 
that. 
Peter Owen: We also ensure that our staff 
speak the same language as our customers. 
Many of course are happy to communicate 
in English, but we would never take that for 
granted. And needless to say, our plans for 
any potential Brexit are well advanced.

CGI Creative Graphics International Ltd. • 6-8 Singer Way • Woburn Road Industrial Estate • Kempston, Bedford • Bedfordshire • MK42 7AW • UK 
Contacts: +44 (0) 1234 846 000 • global@cgi-visual.com • cgi-visual.com
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The Italian company based in the Lom-
bardy area, in strong partnership with 
Giorgio Levoni, has grown a lot over 

the last five years, making the best invest-
ments in machinery and technology, but 
also engaging considerably on the human 
resources front, thanks to the hiring of both 
workers with precise skills, and of high-level 
professional profiles for the commercial area 
and the technical one. And to make the big 
steps ahead clear to the various operators of 
the sector, Filippi 1971 is exhibiting at Cara-
van Salon in Düsseldorf with a very represen-
tative essay of its productive potential: vari-
ous examples of finished products, as parts 
of interiors of vans and motorhomes, made 
with different materials and finishes imply-

Design furniture
and special solutions
Strong investments have been made in technology and human resources by Filippi 1971, 
exhibiting – this time for the fifteenth year at the Caravan Salon – some products that clearly 
show the results achieved in terms of design, quality and resistance: there are flat doors and 
curved doors, kitchen tops and tables made with special materials like the Vitter®, up to the 
complete furnishing kits.

ing different production technologies will be 
displayed on their stand.
“This year our presence at the Caravan Salon 
will be marking a big change – says Frances-
ca Filippi, head of marketing of Filippi 1971 – 
because it will allow us to show our acquired 
and potential customers the big evolution 
we have made in recent years, adopting ad-
vanced technologies, an avant-garde design 
and significantly improving the quality of our 
products and services. The pieces of furni-
ture that we will present will be the finest 
expression of the quality level that we have 
achieved, thanks to the huge investments 
that have been made. And I am not just 
talking about investments in buildings and 
machinery, but also in people. We have ac-

quired skilled, experienced personnel for our 
expanded production lines but we have also 
inaugurated a new Research and Develop-
ment Department, coordinated by the engi-
neer Silvano Minelli, in which new furnishing 
materials are already being experimented. 
The steps that we have made so far make us 
the only company in Europe with the most 
complete range of products for the furniture 
of the RV and yacht sectors”. 
Actually, today Filippi 1971 is able to assure 
a production chain that goes from the tradi-
tional laminated panel to the most complex 
products made with advanced materials: 
flat, curved and post-forming doors, also 
with a particular cutting edge, as well as 
convex furniture components with built-in 

Words Andrea Cattaneo
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LED lights. Filippi 1971 can work with differ-
ent materials, that can be also alternative to 
the traditional ones, and has become famil-
iar with the use of vinyls and special uphol-
stery products. The combination of different 
materials help boost the advanced design 
and the high quality surfaces that have be-
come a signature product of the company. 
Boasting almost fifty years of experience 
in the woodworking, Filippi 1971 has for a 
long time been focused on the panels lami-
nation, but in recent years they have begun 
to widen their range of action. At the begin-
ning of 2017 the internal joinery department 
was inaugurated and after a few months the 
production of curved elements was started, 
too. Today the company is able to supply 
complete furnishing kits, managing to car-
ry out very complex workings on the cus-
tomer’s special design, for example special 
curved elements and convex elements, with 
any kind of matt or glossy finish.
Among the most representative products 
of the new era of Filippi 1971 there are 
the tables with Vitter® top. Thanks to the 
use of this advanced material, it is possible 
to obtain tables of reduced thickness but 
with very high resistance qualities. With a 
distinctive lean, sleek design without the 
traditional edges, these tables are setting a 
new trend in the design of furniture. Vitter®, 
presented for the first time at the Caravan 
Salon in 2017, is a durable and customizable 
compact laminate, fully customizable in the 
surface digital printing and the edges colors. 

Company Profile
Founded almost 50 years ago and active in the woodworking ever since, Filippi Leg-

nami firmly fits into the recreational vehicle industry in 2000, starting a laminating 
line, recently doubled, for the supply of laminated lightweight panels to be used in the 
motorhome and caravan interiors as well as in the mobile homes around the world. In 
2013, the partnership with the entrepreneur Giorgio Levoni opens to a new phase of 
consolidation and expansion that sees, among other initiatives, the launch of a new 
production line using the digital printing for the personalized panels decoration. In 
addition to it, a melamine pressing line completes the company’s product range with 
laminated panels that combine an innovative tactile experience with high resistance 
to wear, abrasion, light and scratches. At the end of 2016, the relentless activity of 
Filippi Legnami R&D delivers Vitter®, the new generation compact laminate which is 
highly customizable in the design and texture, is scratch resistant and 100% formalde-
hyde-free. At the beginning of 2017 a new building is set up exclusively for the man-
ufacturing of complete furniture kits; the cabinet making has then been completed 
with the introduction of the production of curved doors and any kind of components, 
taking the range of action even broader than ever. To keep evidence of the long lasting 
activity in the furniture industry, early 2018 sees the rebranding of the company into 
“Filippi 1971”. The RV industry is the core business for Filippi Legnami but their activity 
reaches also the design, furniture and alternative niche markets which always push 
them to innovate and progress with the times.

Furthermore, Vitter® is a totally formalde-
hyde-free, thus suitable for antibacterial use 
and contact with food: it is therefore perfect 
both for the table and the kitchen tops ap-
plications. 
This edition of the Caravan Salon is a point 
of arrival for Filippi 1971, but also a new 
starting point, since in the near future the 
R&D department will be able to propose in-
novative solutions that can set a remarkable 
change in the RV furniture market.
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Words Terry Owen

Truma launches 
compact roof-mounted 

air conditioner

Truma is launching its new Aventa compact air conditioning system in time for the Cara-
van Salon 2018. As the name suggests, this appliance is extremely compact and will even 
fit vehicles with limited roof space. “We have developed the Aventa compact specially for 
vans and small motor homes or caravans,” explains Bernd Gerlach, Head of European Retail 
Management.

Ultra-light
Weighing in at just 27.5 kg, the new Truma 
Aventa compact is the lightest roof-mount-
ed air conditioning system on the market. At 
the same time, it delivers efficient, extremely 
fast 1,700 W cooling. Thanks to its low en-
ergy consumption of 2.8 A, it is also suitable 
for use on camp sites with weak fuse pro-
tection.

Compact air distributor 
The small air distributor is also new. Its com-
pact design means it saves space inside the 
motor home or caravan as well. Four individ-
ually adjustable outlets distribute the cold air 
evenly to create the perfect indoor climate.
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Quiet and smart 
Keeping the noise level down was a key de-
sign focus. The new roof-mounted air con-
ditioning system is very quiet and includes 
the tried-and-tested sleep function with re-
duced fan operation. Restful nights and un-
stressed camp site neighbours guaranteed! 
Of course, the Truma Aventa compact can 
be conveniently controlled using the Truma 
App and can be connected to the Truma iNet 
System.

The iNet advantage
By linking air conditioning and heating to its 
iNet Box, Truma is able to offer full climate 
control via a smartphone or tablet.  The sys-
tem operates via Bluetooth when in range 
and SMS when further afield. The beauty of 
using SMS is that you only need a 2G phone 
signal and it’s very simple to use. 
The iNet system operates with the Truma 
Combi, Truma VarioHeat or Alde heater to 
provide fully automatic climate control. You 
can also check the level of gas in the LPG 
cylinder by linking in Truma’s LevelControl 
sensor. 

Easy installation
It is not just the appliance that has been 
well designed – Truma has thought carefully 
about installation as well. Special mounting 
frames ensure fast, watertight installation – 
even on textured roofs. The Aventa can be 
installed very quickly in a skylight where the 
frame ensures that the installation is abso-
lutely leakproof to the inside.

Additions to the Aventa family 
The new Truma Aventa compact replaces 
the Aventa eco, Truma’s previous “small” 
roof-mounted air conditioning system. In 
January 2019, the Aventa family will wel-
come another new member – the powerful 
2,200 W Aventa compact plus. “This, to-
gether with the large 2,400 W Aventa com-
fort, completes our air conditioning portfolio 
and means we have the perfect system for 
every cooling requirement,” says Gerlach.

Weight 27.5 kg

Cooling capacity 1,700 W

External unit dimensions 785 x 560 x 265 mm (L x W x H)

Dimensions of air distributor 556 x 496 x 46 mm (L x W x H)

Power consumption 2.8 A

Key facts – Truma Aventa compact:

Company Profile
With its strapline ‘Mehr Komfort für unterwegs’ (‘More com-

fort on the move’) Truma has been the leading specialist 
for caravan and motorhome accessories for nearly 70 years. In 
1961, Truma developed the “first officially recognised caravan 
heater”, which made winter camping possible for the first time. 
The company now offers an extensive range of products in the 
fields of digital networking, heating, hot water, cooling, ma-
noeuvring and gas supply. Air conditioning came along in 1999 
with the Saphir under bunk air conditioning systems.   They 
are very quiet and distribute the air individually throughout 
the vehicle thanks to a modular piping system. Truma’s first 
roof-mounted system, the Aventa, launched in 2011. With a 
cooling capacity of 2400 W, its clean lines and compact dimen-
sions got the company off to a flying start in this sector of the 

market. Since then Truma has been developing and expanding 
its range of bunk and roof-mounted air conditioning systems 
for RV owners worldwide. The new Aventas are very much part 
of this process. Truma is characterised by high product qual-
ity, exemplary service and a strong customer focus. Over the 
years it has won many awards for its products. These include 
the prestigious “red dot design award”, which honours out-
standing design features, a high level of innovation, functional-
ity, ergonomics and longevity. The company’s headquarters and 
production facility are in Putzbrunn, near Munich. Truma has 
branches in Great Britain, Italy, Sweden, China and the USA. In 
total, the family-owned company employs 700 people. Truma 
is one of the top employers and one of the top 100 innovators 
among German SMEs (www.topjob.de and www.top100.de).
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At that time Günter Holona did not 
suspect that this was the beginning 
of a great success story. The camper 

van aroused much interest, and so he had 
the idea to offer furniture and components 
for self-builders. The company, ‘Reimo’, was 
born. The name is derived from the German 
word for motorhome (“Reisemobil”). With 
great success in furniture and components, 
Reimo expanded its business in this market 
and offered accessories. This also proved a 
success, and the range now includes more 
than 20,000 items. In addition to its Megas-
hop in Egelsbach near Frankfurt, Germany, 
Reimo products are distributed via specialist 
dealers and the internet.

Reimo - Camping products
with passion
In the year 1980, company founder Günter Holona was looking for a 
suitable motorhome. Since he could not find the right thing on the 
market, he bought a Volkswagen Type 2 and built it to his needs.

Words  Jörg Nullmeyer

Reimo Van Concept
As the demand for the conversion of panel 
vans grew steadily, Reimo decided to make 
a suitable concept of its own. This is how 
the “Van Concept” division came into be-
ing to combine the core competencies there. 
Today, after more than 38 years and over 
16,000 items delivered, Reimo not only of-
fers high-quality complete vehicles, but also 
supplies manufacturers with parts and com-
ponents. Added to this is the production of 
pre-assembled kits, as well as the partial con-
version of vehicles (such as roofs, benches, 
furniture, glazing) for customers. Reimo ben-
efits from its own research and development 
and designs its own components. This quality 

can be enjoyed in their own vehicles, as well 
as self-builders. The price range goes from 
extremely low-priced entry-level to high-end 
models.

Wholesale camping accessories
Reimo now offers its own, exclusive prod-
uct series. They are the result of years of re-
search and in-house development, coupled 
with years of camping experience by its em-
ployees. One example is the adjustable rear 
window for the Volkswagen T5/T6 which 
Reimo developed and made ready for serial 
production. Thus, manufacturers and end 
customers benefit from well-thought-out 
alternatives.

Günter Holona
Founder & President
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Roof systems
Reimo offers a unique variety of  high or el-
evating roofs for different base vehicles and 
requirements. In addition to improving aero-
dynamics to lower fuel consumption, the 
elevating roofs are designed for the lowest 
possible vehicle height to make them suit-
able for everyday driving, such as fitting in 
underground garages and car washes - an 
important decision criteria for customers. 
The optional Open Sky elevating roof variant 
allows the tent bellows to be removed on 
three sides. This makes the sleeping area a 
comfortable area to relax during the day with 
a clear view and a roof for sun protection. If 
you want to be even more comfortable, you 
can order the ‘sleeping roof’ which has fully 
electric opening and closing function.

Sleeping benches
The more compact the vehicle, the more the 
furniture and fixtures must be usable. Here, 
Reimo sets new standards with its 
own seating furniture. Ex-
perienced motorhome 
owners highly regard 
Reimo bench seats as 
extremely comfortable 
and easy-to-use systems 
with the best long-term 
seating and sleeping com-
fort. Of course, the systems 
meet all European requirements 
for crash safety. To ensure com-
pliance with the standards, Reimo 
benches are tested by TÜV Rheinland. 
The model range is always adapted for 
the latest models; this includes the latest 
Volkswagen Crafter and MAN TGE.

Windows
Reimo also offers its own window series. 

Carbest windows offer all the features ex-
pected of a good RV or caravan window. The 
double acrylic windows have a blackout blind 
and a mosquito net. The manual positioner 
allows the blind to be locked in any desired 
position. The UV-resistant windows are sup-
plied complete with an inner frame and take 
an interesting alternative with an excellent 
price-performance ratio.

Cool
From the simple cool box to the fridge with 
freezer, Reimo offers a wide product range. 
It has the right solution for every application 
and vehicle size. Reimo compressor refrig-
erators and coolers offer first-class cooling 
performance, even at high ambient tem-
peratures, and a very good balance between 
price-performance.
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Multimedia & electrics
Reimo has been offering its own multimedia 
and electric solutions for motorhomes and 
caravans for several years. It has a particu-
larly diverse product portfolio ranging from 
external power sockets, chargers and bat-
teries to solar systems. The televisions and 
satellite systems of Reimo’s Carbest have 
recorded a strong increase in sales in recent 
years. Whether dome antenna, flat antenna 
or classic design - all satellite systems have 
one thing in common: reliable technology, 
and significantly less expensive than other 
branded systems.

The variety of its product range, and decades 
of experience in van conversions, make Re-
imo a premium partner for many manufac-
turers - and not only in Germany. Its central 
warehouse sends shipments all over the 
world.
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Words Giorgio Carpi

make their vehicles look truly unique. 

Aboutcamp BtoB: What makes these sys-
tems so appealing to RV and motorhome 
manufacturers?
Matthias Schwabe: At the moment, there 
are many manufacturers that produce in 
small production lots, yet still want an at-
tractive design. However, to develop such 
lighting systems often requires enormous 
time and expense. This is precisely where  
Shapeline comes in. 
 
Aboutcamp BtoB: What lamps does the 
product family include? 
Matthias Schwabe: The product family 
includes various single and multi-purpose 
lamps for front, side and rear lighting in the 
most diverse shapes and sizes. These also 
include various lighting functions – from re-
versing lights and rear fog lights, side marker 

It’s all about looks, at least when it comes 
to vehicle design. Headlamps and rear 
combination lamps highlight a vehicle’s 

design and become a distinctive feature of 
the manufacturer’s vehicle when it’s on the 
road. In an interview, Matthias Schwabe, 
Head of Product Management for Signal 
Lighting at lighting and electronics special-
ist HELLA, talks about how the modular  
Shapeline lamp product family supports this 
and explains how low-volume manufacturers 
can create customized light signatures in no 
time at all.

Aboutcamp BtoB: Mr. Schwabe, how did 
you come up with the name “Shapeline”?
Matthias Schwabe: Shapeline was the 
name given to our innovative modular lamp 
product family. In line with our “think modu-
lar” motto, RV and motorhome manufactur-
ers can use our modular lighting systems to 

Shapeline: customized light 
signatures for RVs 

Matthias Schwabe, Head of 
Product Management for Signal 

Lighting at HELLA, talks about the 
modular Shapeline lamp product family
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and clearance lamps to positioning and day-
time running lights. And we are continuously 
working on further lighting functions. Lastly, 
design elements without lighting functions 
are also available. All lamps come in two de-
signs – in the traditional and straight-lined 
“Tech Design” as well as in the dynamic, 
curved “Style Design.” 

Aboutcamp BtoB: Can manufacturers 
combine the lamps among one another?
Matthias Schwabe: Yes, the modular prod-
uct family allows the lamps to be combined in 
virtually any conceivable configuration. Here, 
too, we are constantly working on expanding 
the combination options. Depending on the 
relevant lighting function, the lamps come 
with red, white or yellow cover lenses. The 
modules are designed symmetrically. This 
means they can be mounted either on the 
right or left side of a vehicle and they can 
also be turned 180°. A slight incline is also 
possible in order to give the vehicle a particu-
larly dynamic look. All of this is already taken 
into account in the homologation and does 
not involve additional costs. Not only that, 
vehicle manufacturers can immediately test 
out all configuration options using our online 
configurator. 

Aboutcamp BtoB: What exactly is the 
purpose of the online configurator?
Matthias Schwabe: The configurator helps 
manufacturers create the light signatures for 
their vehicle. The first step involves selecting 
a vehicle silhouette. Users can then individu-
ally place the different lighting modules on 
the vehicle via drag and drop. In the last step, 
users can then download the finished config-
uration as a PDF file or send a direct system 
request to the HELLA customer service cen-
ter. The online configurator temporarily turns 
its users into designers. 

Aboutcamp BtoB: In addition to the cus-
tomized design feature, what are some 
other benefits of Shapeline?
Matthias Schwabe: Manufacturers can rely 
on the high quality of the Shapeline prod-
ucts in which HELLA has invested its exper-
tise, expertise that comes primarily from its 
role as OEM for automakers. This means, 
for example, that product design is techno-
logically optimized in every regard. For both 
variants, micro-optics on the interior and ex-
terior lens provide for a homogeneous ap-
pearance when turned on and off. Moreover,  
Shapeline is based on standard compo-
nents. This, in turn, enables us to ensure the 
same high quality as for high-volume pro-
duction. Another benefit for manufacturers 
is the fact that they have to estimate only 
the part price; there are no investment costs 
as there are with customer-specific lamps. 
Additionally, all modules are suitable both 
for 12 V as well as for 24 V systems. Yet 
another decisive plus point: all lamps are 

process – from the design of the lighting 
concept to testing whether it complies with 
ECE or SAE regulations. 

Aboutcamp BtoB: Finally, how are the 
lighting systems integrated in the ve-
hicle?
Matthias Schwabe: Depending on the func-
tion of the lights, there are three different 
mounting options: adhesion, screwing and 
snap-shut ball pin mounting. Shapeline thus 
covers all conventional methods and offers 
manufacturers maximum flexibility. In this, 
too, we support our customers from start to 
finish.

based on the newest LED 
technology.  

Aboutcamp BtoB: Why 
should manufacturers 
opt for LED technolo-
gy? 
Matthias Schwabe: 
There are a number of 
reasons that speak in fa-
vor of LED technology. In 
contrast to halogen lights, 
LEDs are more energy ef-
ficient which makes them 
considerably less expen-
sive. On top of that, LED 
lamps have a much higher 
service life and are almost 
maintenance free. 

Aboutcamp BtoB: Now 
we come to the legal 
requirements. Are these 
taken into account in 
Shapeline?
Matthias Schwabe: De-
pending on the lighting func-
tion, the Shapeline product family 
is SAE and/or ECE approved. This is also 
taken into account in the online configu-
rator. Before selecting a design, manufactur-
ers first have to decide which requirements 
are in effect for their vehicles. Furthermore, 
they comply with the IP6K7 and IPX9K 
protection classes and are therefore pres-
sure-washing-resistant and dust-proof. The 
Shapeline modules can be used in almost any 
conventional vehicle environment. 

Aboutcamp BtoB: Even when the online 
configurator offers outstanding assis-
tance. To what extent does HELLA en-
sure that the design is correctly created 
and realized?
Matthias Schwabe: If requested, we sup-
port our customers throughout the entire 

Technical data 
Functions include position light, reflex reflector, direction indicator, side mark-
er light, clearance light, tail-stop light, tail-stop-direction indicator, backup 
light, rear fog light and warning light.

Operating temperature - 40 °C to + 60 °C

Reverse polarity protection Present

Operating voltage Multi-volt 9 – 32 V

Type approval ECE / SAE

EMC class 5

Protection class IP 6K9K

Integrated short-circuit protection available

www.hella.com/shapeline
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This is the dawn of a new era at Vetroresina Spa: the Italian 
company, which has been producing fibreglass laminates for 
the RV sector since the ‘90s, has completed trials on a brand 

new technology and the new production lines are set to be fully 
operational in just a few weeks. The development represents a sig-

Lines for the future
The company is undergoing expansion: new automated production lines installed at the 
Italian headquarters will allow the production of 120-metre long rolls, with manufacturing 
capacity increased by up to 20%.

Words Andrea Cattaneo

nificant investment, with the construction of a large building along-
side the existing industrial sheds, as well as the purchase of new 
machinery. A step deemed necessary to compete in a market that 
is growing, not just in terms of increased sales around the world, 
but also as regards the ever-increasing demand for firbreglass for 
motorhome construction.
“We’ve known for some time that we needed to increase our pro-
duction capacity”, noted Simone Colombarini, chairman of Vetro-
resina SpA. “For at least  two years we’ve been working at full ca-
pacity, practically pushing ourselves to the limit following positive 
expansion in the European market and the ever-increasing popular-
ity of fibreglass laminates in the RV sector. So there was the need 
to produce more, but also to produce better. With this in mind, we 
launched a development plan: we decided to boost our produc-
tion lines, which means new machinery, but also new buildings to 
house it. Our goal was to increase our current production capacity 
by 20%, in order to achieve an annual output of 6 million m². The 
trial phase has now been completed, the building is ready and we 
are waiting for the last machines to arrive: I’m confident that by the 
end of September we will be able to start production”. 
The new building will house 4 new production lines. Most impor-
tantly, these new production lines are twice as long as the current 
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ones: 120 metres rather than 60. This will 
allow the company to produce much longer 
rolls, up to 120 metres in length, enabling a 
reduction of waste not just for the company, 
but for its customers too. But perhaps the 
most important innovation is the introduc-
tion of an automated production process, 
which is a real step forward compared to 
traditional laminate production, which is 
still manual. 
“After numerous tests, we succeeded in 
finding the best solution for automating 
the distribution of the gelcoat and resin”, 
explains Simone Colombarini, “that is to 
say, the only part of the production process 
that had still be to automated at Vetroresi-
na Spa. The new technology will allow us 
greater precision in the distribution of the 
raw materials, which will reduce waste and 
at the same time improve the products’ di-
mensional tolerances”.
For the moment, the new process will only 
feature on the four new production lines, 
but the company aims to automate the 
original production lines too in the very near 
future, installing new machinery. The only 

Company Profile
Founded in 1968, Vetroresina S.p.A. produces glass fibre-reinforced polyester 

resin laminates. The company’s great operating capacity results from thor-
ough research in the composite materials sector linked to the study and contin-
uous improvement of processing techniques. To maintain and increase the level 
of production, Vetroresina S.p.A. has planned substantial investments and thanks 
to the contribution of advanced technologies, as well as close collaboration with 
universities and experts in the sector, it has been able to apprehend the changes 
in and new requirements of the market. A high level of technology together with 
particular attention to aesthetics and materials have given rise to product diversi-
fication, extending their range and fields of application. Vetroresina S.p.A. has a 
production capacity of 129 items per day and extends over an area of 46,000 m². In 
June 2000, Vetroresina S.p.A. opened a factory in Brazil, in the municipality of São 
Paulo, from which it can meet the needs of the South American market, and since 
May 2008 the company has boasted a new production site in the USA from which 
it can dedicate itself to managing the North American market.

remaining constraint will be the length of 
rolls, as the existing industrial sheds do no 
permit production in excess of 60 metres. 
During this transition, too, Vetroresina Spa 
has continued to work closely with RV man-
ufacturers in order to understand their spe-
cific requirements, developing new products 
where necessary. In recent years the compa-
ny has created pre-finished fibreglass sheets 
with PVC already applied on one side, for 
vehicle flooring (cockpit side). But it has 
also developed sheets without gelcoat, for 
use on interior walls, which do not require 
the same level of resistance to atmospheric 
agents as the exterior sides of the vehicle: 
this offers cost savings and results in a light-
er product. 
“In the past two to three years we haven’t 
sought to expand our market”, explains 
Simone Colombarini, “simply because we 
were already operating at full capacity. As 
a result, we focused on developing new 
products and improving existing ones. In 
the coming years, however, increased pro-
duction capacity will allow us to expand our 
range of action to other markets, China and 

Australia come to mind, for example. But it 
will also allow us to strengthen our presence 
in Europe, leveraging emerging products, 
which go beyond traditional sheets”.
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Simone Colombarini
Vetroresina SpA 
CEO
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Webasto - the innovative supplier

With a history going back to 1901 the Webasto Group sees itself as a technology leader with 
tradition. It’s a tradition of supplying new, innovative products to automotive, marine and 
RV markets worldwide.

Words Terry Owen

Many of these products have been 
recognised by awards from indepen-
dent organisations. For example, as 

recently as May this year, the FCA US award-
ed Webasto with ‘Innovation Supplier of the 
Year Award’ for its Sky One-Touch Power Top 
for the all-new 2018 Jeep® Wrangler. 
Webasto is now tightly focussed on the future, 
following a dual strategy of strengthening 
core businesses such as sunroofs and heating 
systems, whilst participating in new markets 
where the wide knowledge of the Group can 
be successfully applied. Recent years have 
seen huge advances in propulsion systems 
for RV’s and cars. With the ultimate goal of 
zero emissions manufacturers are increas-
ingly looking towards hybrid and all-electric 
solutions. We’ve already seen base vehicles 
such as the e-Sprinter from Mercedes, the 
e-NV200 from Nissan and the electro Master 
from Renault. Last year Dethleffs took things 
one step further with its e-home, all-electric 

motorhome. Despite being a concept vehicle, 
it clearly showed the way forward.

E-mobility
It is in this field of electromobility that We-
basto has been making big advances re-
cently. Heating systems, battery systems and 
charging solutions are all areas where We-
basto has been hard at work.  A good exam-
ple are Webasto’s two High Voltage Heaters 
(HVH). These are heating systems for plug-in 
hybrids and electric vehicles that convert DC 
electricity into heat. With outputs up to 10 
kW and voltages from 100 to 870 volts DC 
these products offer infinitely variable outputs 
with no inrush currents. What’s more they’re 
small and light, requiring very little installation 
space.
Layer technology is used across a large sur-
face area to facilitate extremely fast heat up 
times along with direct heat transfer, for the 
highest efficiency (> 95%). As you might ex-

pect of Webasto the units are certified for au-
tomotive requirements having both ECE-R10 
and ECE-R122 type approval.  The HVH 100 
is the only high voltage heater on the market 
which is able to handle voltages up to 870 
V, as needed by many buses and trucks, as 

HVH heater
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well as LCV’s and some cars. It received the 
‘Innovation Label Award’ award from an in-
ternational jury of safety, emission, and trans-
port experts at the Busworld 2017 trade fair 
in Kortrijk, Belgium. Webasto offers a wide 
range of accessories for integrating the HVH 
into vehicles, together with an international 
support and service network. Another exam-
ple lies in high performance charging solu-
tions for electric vehicles. Already available 
to the market is the Webasto PURE wall-box 
solution. With a charging capacity from 3.7 to 
22 kW it is up to ten times faster than a stan-
dard 10 amp domestic socket. Naturally, it 
incorporates protective circuitry to deliver the 
highest possible standards of electrical safety. 

the reliance on gas so reduces the need to 
search out and change gas bottles. 

Investment in innovation and growth
Webasto is becoming actively involved in new 
business areas that are a good fit for the com-
pany’s competency profile and that offer solu-
tions for the megatrends in mobility. At the 
moment, the focus next to charging solutions 
is on the development of battery systems. In 
this context, customers and others profit from 
the competence of the Webasto, not just in 
the field of thermo-management, but also 
from the company’s expertise in system inte-
gration and its long-time collaboration with 
OEMs.  Of course, all this is supported by the 
global sales and service structure of the We-
basto Group. In accordance with this strate-
gy Webasto is developing new products and 
technologies as well as expanding its capaci-
ties in line with market requirements. Indeed, 
the development of electronics competence 
has had an increasing significance for the 
whole Group. As a result, now the company 
is producing some of the electronics compo-
nents itself.

Weight and space saving solutions
Webasto has long been able to supply heat-
ing systems for vehicles, including RV’s. As 
part of the drive to reduce weight Webasto 
now offers a hybrid solution that is claimed 
to save at least 23 kg when compared to the 
standard, gas only, solution. By combining its 
Air Top Evo diesel heater with a gas-powered 
boiler from its partner, Whale, a significant 
weight reduction is achieved. When you take 
into account the considerably reduced gas 

Company Profile
Webasto Group is based in Stockdorf near Munich and has been a family-owned 

business ever since the company was founded in 1901. The group operates 
internationally at over 50 locations (over 30 of these production sites) in the divi-
sions sunroofs, convertibles, thermo & comfort and E-solutions & services. Webasto 
is one of the top 100 automotive suppliers worldwide. It is a systems partner for 
all the well-known automotive manufacturers. For 2017 the Group realised a sales 
volume of 3.5 billion Euros. It has some 13,000 employees. The company´s core 
competencies encompass the development, production and sales of complete roof 
and convertible systems as well as heating, cooling and ventilation systems for 
passenger cars, commercial and special vehicles, recreational vehicles and boats.

Conclusion
Webasto’s technical expertise and long-stand-
ing ties with the global automotive industry 
make it the partner of choice to support the 
fast growing electromobility sector. To this 
end it already has products ready for the new 
mobility paradigm and many more are set to 
follow.

PURE charging point

A Webasto EV battery system

Air Top Evo diesel heater

Webasto PURE is due to be joined by further 
products. Due to launch later this year, the ‘in-
telligent charging solution’ provides charging 
management with control via an app and it 
is suitable for Smart Home networks. In ad-
dition, two further charging solutions are un-
der development. The first is a very powerful 
charging station that charges with direct cur-
rent and is therefore particularly fast. It is well 
suited for commercial customers, but also 
for private customers who want to integrate 
it into a photovoltaic system. A mobile solu-
tion for charging on the move is also being 
planned. Webasto supports these solutions 
as a full-service provider offering not just the 
hardware but also installation, connectivity 
and supplementary services. Further supple-
mentary services such as the processing of 
payments for battery charging are also pos-
sible. All these charging products are made 
in Germany to the highest possible standards. 
More details will be available on Webasto’s 
stand at the Caravan Salon in August.

consumption (because air heating is provided 
by diesel) you also save weight in gas cylin-
ders. This all adds up to some 23 kg – a very 
attractive saving. What’s more the whole lot 
can be mounted under the floor, so saving 
space within the vehicle. As more and more 
new customers join the RV family, the ease of 
use of an RV is crucial. This solution reduces 

HALL 13
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Tecnoform is a company that is chang-
ing. On our return to the factory in Cre-
spellano (Bologna) after a few years we 

found a totally different situation. The change 
concerned new machinery but was mainly 
about a different corporate organisation in 
terms of production and logistics, which has 
immediate and real implications on the perfor-
mance of the company itself. 
We were most impressed by the ability to 
preserve intact the values that have made the 
history of Tecnoform, but at the same time 
to steer decisively towards modern industrial 
logics, with the simple end goal of increasing 
the level of customer service, namely product 
quality, efficiency and punctuality. 
New machinery, new customer services, new 
performance and all without forgoing the 
feature which has always distinguished Tec-
noform products, that is superior design. Still 
controlled by the Kerkoc family that founded 

Performance next to design
The multiyear development plan of Tecnoform 2016-2020 has reasserted Italian design as 
key value but at the same time has implemented a change management and redefined the 
production system to aim for operative excellence.

Words Andrea Cattaneo

it, Tecnoform has been making furniture for 
Recreational Vehicles for over 50 years and 
will continue to do so with the same unrelent-
ing enthusiasm. But there has been a change, 
a process of renewal that began three years 
ago and that has seen, first of all, the hiring of 
new managers.
“We have started begun a phase of mod-
ernisation with the contribution of managers 
joining us from other sectors, including the 
automotive sector, to implement changes on 
various levels”, explained Renzo Kerkoc, CEO 
of Tecnoform. “A new working team we have 
created draws from the time-honoured ex-
pertise of Tecnoform and is enriched it with 
new skills. The experience of new resources 
coming from other industries has allowed us 
to grow faster and enhance the value of our 
human capital”.
The new skills are complementing those al-
ready developed in other fields. Tecnoform 

operates in three main areas: boats, luxury 
homes and RVs, with an eye to the increas-
ingly relevant van segment. The experience 
and contents from other sectors complements 
results in the RV sector. 
And for the RV sector, the company owned 
by the Kerkocs has always been the bench-
mark for style, innovation and quality. More 
than a simple furniture supplier, Tecnoform 
partners up with customers supporting their 
choices. The goal is to read new market trends 
and translate them into style ideas capable of 
combining design and technological contents. 
“Product development usually takes place in 
two steps”, continued Renzo Kerkoc. “Firstly, 
our team looks for new ideas and pinpoints 
new trends, which are summed up on a mood 
board that is presented to the customer. Then, 
we develop a common framework operating 
according to co-design and co-engineering 
principles to maximise collaboration and fos-
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ter complete integration. We are at the cus-
tomer’s side from the beginning to the end. 
We don’t just build furniture. We do research 
to identify and interpret future needs”. 
All this simply reasserts the excellence for 
which Tecnoform has always been famous. 
But today the company has also changed 
its production processes, introducing Kaizen 
principles and lean production systems de-
rived from the automotive industry. 
Tecnoform has established and maintained 
an integrated Quality, Environment and Safe-
ty System certified according to UNI EN ISO 
9001:2008, ISO 14001:2015 and OHSAS 
18001:2007 standards by the certification 
body Tüv Italia S.r.l. The various processes 
harmonized according to fixed guidelines and 
aiming at planned targets are the basis of 
the quality policy. The specific know-how of 
the environmental issues and the awareness 
of the environmental impact of the activities 
have led to draw up the environmental policy 
of Tecnoform. As safety and health at work are 
the main concerns for Tecnoform, a specific 
safety and health policy has been developed. 
By adopting the methods and procedures of 
these systems, Tecnoform is able to plan, man-
age and control the technical, organizational 
and human factors, affecting the technical 
and environmental aspects of the projects 
and services supplied to the Customers. From 
2011 “TUV Italia Ltd.” is the chosen certifi-
cating body. This organisation, originating in 
Germany, through its widespread internation-
al presence, allows Tecnoform to express con-
cretely to its clients its strong desire to meet 
the requirements of current standards, me-
thodically and consistently, ensuring the best 
quality standards in the market.
The key words of the new course of Tecno-
form are efficiency and punctuality. The goal 
is to foster continuous improvement by elim-
inating waste, to ensure quality excellence 
and to implement a more flexible production 
system based on sales forecasts. Major invest-
ments in next-generation machinery (milling, 
sawing, drilling and nesting), paired with new 
hardware and software, are driving the objec-
tives that the company has set itself to win the 
market challenge.

HALL 13
BOOTH A33

Tecnoform factsheet
• The company was founded in 1965; since 1968 has been producing 
   furniture components for the RV sector
• Headquarter in Crespellano, Bologna, Italy
• Furnishing supplier in three different sectors: RV, Boat, Luxury home furniture
• Global player in RV furniture
• 95% export (60% Europe)
• Market leader in United Kingdom, France and Australia
• Major Customers: Trigano Groupe (F), Winnebago (USA), Swift (UK), Knaus Tabbert (D),  
   Jayco (AUS)
• 30.000 sq.m production area
• 30.000 sq.m of solar plant providing all Tecnoform power supply
• 170 employees 
• Automated production lines
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Sevel Plant has been founded as a joint 
venture by Fiat and PSA (Peugeot-Cit-
roen) to produce vehicles for both car-

makers. Sevel acronym stands for Societa’ 
Europea Veicoli Leggeri (Italian) or Société 
Européenne de Véhicules Légers (French). 
Located in Atessa (Italy), the plant began pro-
ducing vans in 1981. Six generations of Duca-
to have rolled off the lines onto the roads of 
Europe for the satisfaction of hundreds of 
thousands of users, merit of its many body 
variants, the square and regular shape of its 
loading compartment, its efficient chassis and 
its car-like driving.  A little over six hundred 
people were employed in the Sevel Plant in 
1981 and seventy vehicles were made a day. 
Today, 1270 vehicles in an amazing array of 
different configurations roll off the lines every 
day. The plant is one of the most complex in 

FIAT DUCATOFocus on

the world in terms of level of specialisation, 
organisation and implemented work meth-
ods. The particularity of the plant is in its 
being able to make vehicles “tailor made” 
for each customer needs. The combination 
of bodies, engines, transmissions and liveries 
means that over 13,000 different versions are 
offered. The selection is a comprehensive and 
highly appreciated one. Over 3 million Duca-
to have been made since 1981 for the wid-
est array of uses, each of which has its own 
specific priorities. The plant employs roughly 
6,400 people, which reach 12,500 counting 
the suppliers operating in the district. The av-
erage age is about 45 and women make up 
over 21 per cent of the entire workforce. Mo-
torhome bases amounted to approximately 
55 per cent of the entire Ducato production in 
2017. That’s because three out of four moto-

rhomes sold in Europe are Ducato-based and 
the last ten year more than 500.000 families 
enjoy their holidays on a Ducato based mo-
torhome. The Sevel Plant has earned a Silver 
medal in the World Class Manufacturing pro-
gramme which involves over 160 FCA plants 
in addition to suppliers and multinationals. 
The Silver medal certifies that high efficiency, 
organisation, involvement and quality stan-
dards are implemented. The plant hosts the 
Academy, a centre of excellence where new 
resources are trained and Team Leader are 
continuously updated. The Academy is the 
place where people meet to improve their 
Knowledge and Leadership through simula-
tion and innovation. Here it is also possible 
to learn about digital technologies connect-
ing our business in different areas as quality, 
ergonomy, complexity and workpace.

One day in Sevel Plant
We have visited the Sevel Plant in Atessa in Italy to discover the largest light commercial 
vehicle plant in Europe where the Fiat Ducato basis for motorhome have been produced 
since 1981.

Words Antonio Mazzucchelli
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• 2018 Forecast production: 294,406 vehicles.
• 2017 Production record: 292,813 vehicles.
• 2016 Production: 290,309 vehicles.
• 2015 Achieving of 5,000,000 vehicles. 

Production: 260,860 vehicles.
• 2014 Production X2/90.
• 2011 Start of the production Model year 

and Euro 5.
• 2010 Produced the vehicle no. 4.000.000.

Plant Milestones

• 2008 Production: 250,894 vehicles.
• 2006 Production X2/50.
• 2002 Production X2/44.
• 1993 Production X2/30.
• 1989 Production X2/80.
• 1981 Opening ceremony with italian  

president (28Th nov.). Production X2/12
• 1979 Construction site (until 1981).
• 1978 Agreement signed (50%-50%) 

between FCA – PSA. Sevel foundation.
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FIAT DUCATOFocus on
Ducato, a pioneer in the RV business
“Thirty-seven years ago, Ducato revolution-
ised the light commercial vehicle segment 
and the revolution is still underway” – says 
Roberto Fumarola, Head of the Fiat Chrysler 
Automobiles Motorhome Converters depart-
ment - “The current, sixth generation has the 
highest payload in the sector. The exception-
ally balanced chassis and specific suspensions 
for camper vans ensure safety and dynam-
ic behaviour in all road conditions. A large 
number of active and passive safety devices 
provide peace of mind, even with the family 
on board, without ever skimping on comfort.  
It is no coincidence the Ducato was chosen 
also this year, for the eleventh time, by the 
readers of the prestigious German magazine 
Promobil as “Best Motorhome Base”, thus 
reasserting our leadership in the motorhome 
sector”. From generation to generation, each 
Ducato has introduced innovations aimed at 
improving recreational vehicles in terms trans-
formability for converters and in terms of us-
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ability for camper van users. Not by chance, 
the Ducato motorhome base has constantly 
evolved by teaming up with the most import-
ant European converters, offering over time 
special, lower and lighter chassis, wider track, 
cut and consolidated roof cab, squared shape 
designed to the exploited in a wider range 
of ways and, in general, an excellent propor-
tion of volumes and a very favourable ratio 
between mechanical dimensions and usable 
space. Fiat Professional can boast a pioneer-
ing approach also in the services area. It was 
the first to launch a toll-free number specif-
ically for motorhomes back in 2007. Today, 
ten years later, customers who purchase a 
Ducato-based motorhome step into a world 
of services as the Fiat Professional Call Centre 
operating in 51 countries across Europe with 
a toll-free number, 24 hours a day, seven days 
a week. To reiterate its true nature of leader in 
the recreational vehicle, Fiat Professional will 
reveal its new identity logo “Fiat Professional 
for Recreational Vehicles” to the customers 
during the next shows in Düsseldorf . 

Aboutcamp BtoB Editor in Chief, Antonio Mazzucchelli, 
together with Angelo Coppola, Plant Manager Sevel
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Words Jörg Nullmeyer

Electrical energy is becoming increas-
ingly important in motorhomes and 
caravans. Especially for self-sufficient 

RVs with diesel heating, compressor refriger-
ator or when using an inverter for external 
devices such as coffee maker or hair dryer, the 
need for electrical energy is high. In addition 
to the vehicle’s own consumers such as water 
pump and lighting, the modern technology 
ensures a significant increase in consumption. 
No one wants to travel without satellite TV, a 
smartphone, a laptop or a camera.

The Dutch manufacturer Super B has its roots 
in motor sports and in the field of industrial 
solutions - where high reliability and high en-
ergy density is a must. Compared to conven-
tional lead-acid, AGM or VRLA batteries, the 
solutions of Super B are a quantum leap in 
power supply. While the older battery types 
only have a usable capacity of between 40 
and 60 percent, Super B can use all of the 

specified capacity. In practice, this means that 
from a conventional 100 amp hours battery 
only 40 to 60 ampere hours can be used. In 
contrast, the Super B battery delivers its 100 
amp hours. Due to the significantly higher 
energy density, a Super B battery has a less 
space requirements and less weight.

Energy under control
Another big plus is the charging behavior of 
the batteries. Basically, Super B batteries can 
be charged much faster, the yield of existing 
solar systems or power chargers booster is 
more efficient. This is possible thanks to a 
self-developed, highly effective battery man-
agement system. With the BM-Touch display 
system, the user is always optimally informed 
about the condition of his battery and the 
available amount of energy. With the Epsilon, 
the data can even be read out via Bluetooth 
and can be displayed with an app on a smart-
phone or tablet. Two types of batteries can be 

used for use in the motorhome and caravan:

The manifold
The industrial batteries are equipped with 
prismatic cells. They can be cascaded into 
arbitrary clusters. This means that both serial 
and parallel connections are possible with this 
battery with the flexibility to realize high-volt-
age and high-amperage solutions. These bat-
teries are already used on several continents 
for ferries and passenger ships. Asia’s first hy-
brid ferry, the “Ferry Happyness”, transports 
eight million people environmentally friendly 
each year - powered by Super B. Of course, 
conventional electrical systems in 12 and 24 
volts, as well as the upcoming future auto-
motive on-board systems of 48 volts can be 
supplied easily with this type of battery. This 
industrial series is offered as standard in two 
variants with 160 ampere hours and 100 amp 
hours, which corresponds to 2.1 and 1.3 kilo-
watt hours, respectively.

Energy out of the box
More capacity, shorter charging times, less space requirements and less weight at a lower 
total cost and a significantly higher life expectancy: the new batteries from Super B make 
the conventional battery systems look old.



51B t o B
    

Super B Lithium Power B.V. • Expolaan 50 • 7556 BE Hengelo (Ov) • Netherlands 
Contacts: +31 748200010 • info@super-b.com • www.super-b.com

2007 - Super B was founded. The first lithium starter batteries 
developed were two small starter batteries, extremely suitable 
for use for motorsport applications. After this, a full range of 
starter batteries and traction batteries followed. 
 
2010 - Super B showed an extremely fast growth,  mostly in 
the motorsports, recreational vehicle and marine market. 
Move to a new location with more possibilities to upscale the 
production and warehouse. 

2012 - Launch of the 100E-ZC and 160E-ZC battery. Powerful 
traction batteries for used for several applications like camp-
ers, marine and industrial. These multi usable batteries gave 
Super B the possibility to conquer market share in several Eu-
ropean countries. 
 
2017 - Launch of the Super B Epsilon battery: a light-weight, 
easy to use lithium battery that offers enormous power and is 
extremely suitable for use in camping cars. Another relocation 
to a new production and warehouse in Hengelo, the Nether-
lands with triple the size of the previous building. Henk Kleef 
started as CEO Super B.

June 2018  - Super B now has 60 employees and is developing 

The specialist
The new Epsilon battery has been special-
ly designed for caravanning. In contrast to 
industrial batteries, it is made up of round 
cells. The difference is that the Epsilon can 
only be connected in parallel with up to four 
batteries. Thus this type operates exclusively 
in 12 volt electrical systems. The capacity of 
the Epsilon is 90 amp hours corresponding 
to 1.2 kilowatt hours. The special feature 
of this battery is, that it can be installed in-
dependent of position - even upside down. 
This gives designers more freedom in vehicle 
development. The Epsilon works without spe-
cial charging technology. Thanks to its own, 
intelligent battery management, the Epsilon 
can be easily operated with all systems - even 
of competitor brands.

Super B history

Future-proof concept
Basically, Super B batteries are future-proof, 
they can be adapted by software to fu-
ture systems. For all systems, the excellent 
price-performance ratio applies. Although 
the Super B batteries are higher in purchase, 
the total costs of ownership are significant-
ly lower than with conventional batteries, as 
confirmed by a comparison test of the Ger-
man professional journal “Reisemobil Inter-
national”. The reason for this is a significantly 
higher reliability and up to ten times more 
charging cycles compared to conventional 
batteries.

Tools for dealers and manufacturers
In addition to the lower costs, the high degree 
of reliability guarantees a significantly higher 

new product lines. 
Because of the fast growth and ambitious plans Super B re-
structures the organization and changes its official name into 
Super B Lithium Power B.V. 

level of customer satisfaction. Problems with 
the battery are among the most common rea-
sons for complaint. Should problems never-
theless arise, the batteries can be read out by 
computer from the authorized dealer. In this 
way, malfunctions and operating errors can 
be clearly determined. With this tool, Super 
B offers optimal warranty management for 
vehicle manufacturers and their authorized 
dealers. It is not without reason that Super B 
is original equipment manufacturer of lead-
ing European motorhome brands such as 
the Rapido Group, Groupe Pilote, La Strada, 
Morelo, Robel Mobil or Wochner. Especially 
when it comes to customer satisfaction and 
reliability, Super B offers the perfect solution 
- whether as standard equipment or as an 
option.

HALL 13
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The use of composite plastics in RV construction has mushroomed in recent years. With at-
tributes such as lightness, strength and hail resistance, it’s easy to see why. Here we look at 
LAMILUX, a major European supplier showing the way with an innovative range of high-
tech products. 

Words Terry Owen

LAMILUX Composites GmbH has been 
producing fibre-reinforced composites 
for almost 60 years. This medium-sized 

company is the market leader in Europe, 
thanks to its large production capacity and 
wide product range. Furthermore, LAMILUX 
fibre-reinforced composites are produced in 
a continuous, automated production pro-
cess. The separate production lines guaran-
tee minimum delivery periods while providing 
consistently optimum quality which can be 
reproduced at any time.

LAMILUX supplies customers around the 
globe in a wide range of sectors, such as 
the recreational vehicle and automotive in-
dustries, construction industry, refrigerated 
storeroom and cell construction, and many 
other industrial sectors. In 2017, LAMILUX 
and its 950 employees achieved a turnover of 
263 million euros. The family-run company’s 
registered office is in Rehau, Bavaria.

Expertise, Performance 
and Design

The surface is sealed with a gelcoat layer, pro-
viding excellent resistance to ultra-violet light 
and weathering. If required the product can 
also be supplied with a matt surface finish. 
Despite this gelcoat the material can be sup-
plied in sheets or coils as required by the cus-
tomer. It comes in thicknesses between 1.5 
mm and 4.0 mm and widths of up to 3.2 m. 
These attributes make it ideal for the external 
surfaces of RV’s.

LAMIfoamtex
LAMIfoamtex is a customisable soft-touch 
surface from the LAMILUX range that pro-
vides functional surfaces and elegant interi-
or design in motorhomes (and buses). It is a 
triple-layered composite material that can be 
customised according to the customer’s wish-
es and product requirements. It offers great 
savings potential in terms of both weight and 
cost for vehicle manufacturers.
The carrier is made of a layer of fibreglass-re-

Key products
High Gloss composites
LAMILUX HG 4000 combines the advantag-
es of fibre-glass-reinforced composites with 
the appearance of aluminium. The result is 
a smooth, high-gloss surface meeting the 
exacting requirements of visual appearance. 

LAMILUX HG 4000

LAMIfoamtex
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inforced plastic. The soft core above it con-
sists of a customisable foam layer that can be 
between 2 mm and 8 mm high. The desired 
hardness or softness of the finished material 
and the required level of sound insulation are 
the determining factors in terms of choosing 
the foam’s thickness and density. The top-
most layer is visible to the user and is a cus-
tom decorative layer that can be made out of 
synthetic leather, fabric, velour or fleece. This 
top-quality, soft-touch surface guarantees 
the highest level of functionality while simul-
taneously offering a high standard of design. 
Amazingly the three layers are joined togeth-
er without the use of adhesives. This makes 
the product lighter and more environmental-
ly friendly than more conventional solutions 
where the customer is required to affix the 
additional materials. For example, a caravan 
with an 18 square metre roof would require 
an aluminium compound weighing 110 kg, 
whereas using LAMIfoamtex would reduce 
the weight to 90 kg – a reduction of some 20 
kg. LAMIfoamtex is available in widths of up 
to 260 cm, dependent on the dimensions of 
the decorative layer used.

LAMILUX Anti Slip
This is another fibre-reinforced composite 
material but with a non-slip surface to pre-
vent goods moving around during shipping. 
In the RV sector it is particularly useful in the 
rear garages of motorhomes. Because the an-
ti-slip grit is applied during production rath-
er than afterwards the material is extremely 
robust and extremely resistant to wear, even 
when under repeated, heavy, stress.
The weight reduction achieved by this mate-
rial speaks for itself because floors in RV ga-
rages are often made of wood or multiplex 
sheets. If the more durable LAMILUX Anti Slip 
is used instead, the result is a lighter flooring 
structure than previous designs, or enhanced 
stability and more effective anti-slip proper-
ties. 

LAMILUX X-treme
LAMILUX X-treme products are designed 
to give minimum weight with maximum 
strength. The reinforcing glass or carbon 
fibres in the material are positioned in a 

uniaxial, biaxial, triaxial or multi-direction-
al arrangement, depending on needs. This 
alignment process determines how strong 
the material is, making it perfect for any set 
of requirements.
The product is designed to absorb any load 
and tension forces acting on any sandwich 
panels of which it may be a part. When used 
for extensive surfaces such as side walls, 
roofs and flooring, the whole structure devel-
ops resistance to torsion. This becomes clear 
when the carbon fibre reinforced polymer is 
compared to other materials used as sand-
wich face sheets: it is up to 50 per cent light-
er with a tensile strength three or four times 
greater than steel or aluminium.
What’s more the low thermal expansion in 
this composite material ensures large struc-
tural components can be produced without 
bubbles or distortions emerging in the long 
term. Also, the low thermal conductivity can 
be a big help to RV manufacturers in reach-
ing the Grade 3 insulation level. 
However, for successful use in RV applica-
tions, the product must withstand the me-
chanical stress loads caused by shock and 
impact. X-treme products not only withstand 
such loads, but usually resist them in a way 
that prevents major damage and downtimes 
due to repairs. The material even manages to 
endure hail storms and adverse weather con-
ditions, making it ideal for both body interi-
ors and exteriors. The X-treme product range 
can be manufactured in widths up to three 
metres while the length of sheets or rolls are 
tailored to customer requirements.

LAMILUX Composites Floor
LAMILUX Composites Floor is the trusted 
composite material for floors in caravans, 
motorhomes and buses. This 3-in-1 product 
combines PVC coatings with the glass-fibre 
reinforced composite plastics used in sand-
wich panels. This has a positive impact on the 
weight of the design.
The product consists of a fabric-reinforced 
special composite combined with custom-
er-specific PVC cover layers. The result is a sta-
bilising and robust element for floor designs. 
PVC woodgrain foil is applied directly to the 
glass-fibre reinforced composite without the 

need for adhesives to give an environmentally 
friendly solution where it is impossible for the 
layers to detach from each other. The elimina-
tion of adhesive also helps to reduce weight. 
What’s more the material does not contain 
any styrene-based epoxy resin, which is why 
Composites Floor is completely odour-free. 

Conclusion
LAMILUX produces GRP products that are re-
source-saving, sustainable and durable. They 
are suitable for all applications in side walls, 
floors and roofs of caravans, motor homes, 
commercial vehicles and buses. Being a very 
light material of construction saves much 
fuel in long-term use. What’s more, LAMILUX 
GRP is very sturdy, easy to repair and of high 
quality.
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As a specialist in heating and cooling, Eberspächer keeps recreational vehicles always at the 
right temperature. Camping is made even more comfortable thanks to products like heaters 
and auxiliary air conditioners. At this year’s Caravan Salon being held in Düsseldorf from 25 
August to 2 September, the climate control experts will be showing the latest trends in the 
RV sector. Guesting on the stand will be bike professional and YouTube star Danny MacAskill. 

Words Giorgio Carpi

A comfortable 
ride in any weather 

Eberspächer is renowned among recreational tourers as a 
reliable manufacturer of climate control solutions. Danny 

MacAskill also relies on Eberspächer. The biking professional 
and YouTube star is on the road a lot, and loves traveling in 
his RV. The air conditioners and heaters ensure that Danny can 
enjoy the ideal temperature onboard whatever the weather, 
and is able to relax in comfort after a hard day. One of 
his upcoming trips in his RV will be to the Caravan Salon in 
Düsseldorf. On the first weekend (August 25 and 26) he will 
be guesting at the trade fair as part of the Drop and Roll Tour, 
featuring demonstrations of his exciting stunts. On both show 
days, Danny MacAskill will also be present on the Eberspächer 
stand A11 in hall 13, ready to sign autographs and pose for 
selfies with visitors.

Danny MacAskill 
on tour with Eberspächer

Danny MacAskill with his new Airtronic 2 heater
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New air and water heaters from 
Eberspächer ensure comfort and 

warmth onboard RVs. The second-gen-
eration Airtronic heater is the latest 
development in the successful family of 
air heaters from Eberspächer. It offers 
an impressively long service life of more 
than 5,000 hours, as well as pleasing 
acoustic characteristics. A model spe-
cially adapted for RVs is the Airtronic 
M2 Recreational. It even provides all 
the assistance needed in mountain ter-
rain: with its integrated altitude sensor, 
it eliminates the need for a separate al-
titude kit. The built-in sensor optimizes 
burner operation, and adjusts automat-
ically at altitudes up to 3,000 meters. 

New-generation Airtronic and Hydronic

So the RV is truly the warmest place of 
refuge on any trip to the mountains. 
The latest metering pump technology 
also means the acoustics are improved, 
with the heater running more quietly. 
The Hydronic S3 Economy is a further 
addition to the heater portfolio. The 
latest-generation of the water heater 
family provides efficient heat output 
in a compact design, and is available as 
a 12 Volt variant. In fall a 24 Volt vari-
ant will also be launched for large RVs: 
the Hydronic S3 Commercial is a real 
powerpack, with a 5.6 kW heat output. 
Like all new Eberspächer air and water 
heaters, it features a long-life brushless 
motor.

In combination with the new EasyStart Pro operating element, two heaters can be 
controlled simultaneously. RVs can simultaneously run a Hydronic to preheat the 

engine and an Airtronic to warm the vehicle’s interior. The operating element also 
enables two identical heaters installed at different locations on the vehicle to be 
controlled as a group. The timer function can be used to preset the desired start time 
and heating duration. The control knob navigation is intuitive, while the multi-color 
LED ring around the knob continuously indicates the heating status. A quick look at 
the EasyStart Pro is all it takes to check that the heater is running. An integrated tem-
perature sensor ensures that temperatures are optimally indicated and regulated. The 
menu guidance is available in English, German, and through the EasyScan diagnostic 
tool in a further 25 other languages. Eberspächer heaters can of course also be con-
trolled through an app. EasyStart Web enables the heater to be controlled from any 
internet-connected end device – whether a computer, smartphone or smartwatch.

Easy digital control

Also new: the Plugtronic electrical 
pre-heater. The basic package com-

prises a 230 Volt heater unit including a 
water pump, cabling, and an electronic 
charger. The heater is powered from a 
230 Volt socket at the campground. In 
cooperation with leading manufactur-
ers in the camping sector, a number of 
add-on features are currently also being 
developed, including a domestic water 
heater.

Plugtronic
modular electric
heating solution

With approximately 10,000 employees at 80 locations worldwide, the Eberspächer Group is one of the automotive indus-
try’s leading system developers and suppliers. The family business, headquartered in Esslingen am Neckar in southwest 

Germany stands for innovative solutions in exhaust technology, vehicle electronics and climate control for a range of dif-
ferent vehicle types. Eberspächer components and systems enhance mobile comfort and safety, and help keep the environ-
ment clean. The company’s heaters and auxiliary air conditioners, as well as mobile cool boxes, make recreational touring 
a comfortable pleasure whatever the season. Whether in summer or winter: Eberspächer climate control solutions always 
ensure the right temperature onboard RVs.

Company Profile

HALL 13
BOOTH A11-01
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Smart ideas on demand

Words Andrea Cattaneo

At Caravan Salon in Düsseldorf, Project 
2000 is presenting a variable height 

bunk bed that makes it possible to arrange 
the back area of the camper as desired. 
The bed can be set over a dinette or over 
stowage space. In the former case, there 
are three possible living solutions: with two 
beds packed together (total thickness about 
30 cm) and raised up to the ceiling, the di-
nette space can be fully exploited; with just 
one bed lowered to half the height, the di-

The variable height bunk bed

Project 2000’s mission is to design and offer space on demand, through developing moving 
systems that make it possible to achieve variable volumes within the recreational vehicle: 
from the slide-out walls to the steps to the variable height beds, and even the TV cabinet. 
And all to promote greater comfort in an attempt to approach the comforts of home.  This 
is therefore the leitmotif for all the Project 2000 novelties to be presented at Caravan Salon 
Düsseldorf 2018.

Project 2000 is introducing a new re-
tractable electric stand for flat-screen 
televisions. It is part of the 12533 

series and was designed to respond to the 
latest European market trends, which, in 
line with the American market, is calling 
for increasingly larger televisions, and con-
sequently stands capable of carrying more 
weight while being onveniently adjustable. 
With this new TV stand, users can now in-
stall a 32-inch TV set in their motorhome or 
caravan without using up crucial space. By 
capitalizing and adapting the technology 
derived from its extensive expertise in the 

design and production of variable height 
beds, Project 2000 has developed a belt 
system for this product as well. Additional-
ly, the belts wind about a co-extruded alu-
minum shaft. Equipped with two powerful 
motors, the system can lift 15 kilograms all 
while being remarkably light, weighing in at 
just 9.5 kilograms. The stand can be inte-
grated into the backrest of the dinette sofa, 
concealing the TV set from view and freeing 
up more space inside the motorhome or car-
avan. From now on users can install a 32-
inch TV set in their motorhome or caravan 
without using up crucial space.

nette can be used at the same time as one 
bed space, while with two beds lowered, 
the dinette space is lost during the night, 
but it can sleep two people. The lower bed, 
which is electrically powered, can be consid-
ered active while the upper bed is passive, 
pulled down by the bed below. “It’s not a 
real novelty because the design and the first 
prototypes were completed back in 2006,” 
says Ursula Scalia, sales director for Project 
2000. “But maybe this solution was too 

TV is smarter than ever with the new Project 2000 
retractable electric stand

“avant-garde” for the market at that time. 
Now, though, the time is ripe and compa-
nies are showing interest in this application. 
Quite frequently, Project 2000 anticipates 
the times with ideas and solutions that are 
only understood and appreciated some time 
afterwards. The variable height bunk bed is 
one example. It involves an idea whose de-
sign dates back 10 years but that has only 
now become a product that’s ready for use 
on the market.”
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The variable-height bed with wooden slatted base also comes to 
the aftermarket thanks to the new customisable kits. An in-dep-

th study on the range of variable-height beds has allowed Project 
2000 to develop a series of kits for aftermarket bed installation. 
With the new SMART BED, the end customer too can have a va-
riable-height bed with the comfort of a wooden slatted base on their 
motorhome. Thanks to the electric motion system, the bed can be 
raised to the ceiling, when not in use, to free up precious room in 
the living space. Conversely, the bed can be lowered to make it easily 
accessible when required. Though installation is simple and quick, 
the intervention of a specialist installer is suggested.

The Project 2000 SMART BED range is made of up three KIT types:

SMART ELECTRIC BED: Mechanical KIT including motor unit, adap-
table to standard measurements up to a maximum of 2000 mm × 

Company Profile
Project 2000 was founded in 

1995 as a sole proprietorship, 
experiencing constant growth that 
has led to a market leadership po-
sition in the recreational vehicle 
sector, for the manufacturing of re-
tractable steps (electric, electronic 
and manual), LCD television brack-
et mounts and height adjustment 
solutions for beds. All metal work-
manship processes are carried out 
in-house, and all step design proto-
types undergo a battery of operat-
ing tests and structural stress tests 
using equipment and instrumenta-
tion that is specifically designed for 
this purpose. Project 2000 obtained 
its Certificate of Suitability for mass 
production in 2010. In 2013 the 
company initiated a partnership 
deal with Lippert Components in 
the U.S. market, and in 2016 Lippert 
Components acquired Project 2000.

In a single move, the table disappears into the wall

At Caravan Salon 2018, Project 2000 is presenting 
the foldaway table for the dinette. The system 

consists of a casing anchored to the wall containing 
the table and the opening mechanism. You just need 
to raise the table vertically and then turn it over hor-
izontally by 90 degrees. There are no support legs, 
which allows an excellent level of comfort for the di-
nette occupants. The system is similar in weight to 
normal dinette tables, since the extra weight of the 
casing and opening mechanism is counterbalanced 
by the absence of legs. The casing is only 14 cm thick, 
and is made of box-type aluminium that can be cov-
ered with the surface finishes used for the vehicle 
walls. The table can be made in large sizes and is suit-
able for use in any type of recreational vehicle, includ-
ing caravans. It is particularly suitable for use in Vans. 
“The possibility to free up the space occupied by the 
table in the dinette with one simple movement opens 
up new scenarios for using the space on board,” 
declares Davide Nardini, general manager of Project 
2000. “When it is not in use, in fact, the table limits 
living space and is an obstacle both when driving and 
when stationary. The English know all about that, and 
they’re used to removing the small table and storing 
it in the cupboard. Now a holiday in the open air will 
be simpler for them too.” 

Project 2000 launches “Smart Bed” products

1600 mm. Each lifting KIT includes guides, shafts, fixing plates 
and belts (length up to 4000 mm). The KIT is supplied 

with a crank so it can also be used manually in the 
event of emergency.

SMART FRAME: KIT for customising the bed frame too. 
Four aluminium profiles are offered for cutting to size, a 

kit of standard wooden slats and slat holders. Purchasing this 
KIT alone also makes it possible to create a custom static bed frame, 

adapting it to the spaces available in your vehicle.

SMART ACCESSORIES: KIT of brackets designed for fixing the bed 
frame to the lifting system. 

Combining SMART ELECTRIC BED with SMART FRAME and 
SMART ACCESSORIES gives you a complete solution obtaining a 
finished bed, completely customised and with the comfort of a wo-
oden slatted base!  Project 2000 has also taken care to the develop 
a solution which is not only simple but quick to install. The assembly 
times for the components to produce the lifting system and pre-as-
sembling the bed system on the customer’s bed base structure is 
around 5–6 hours in total. The complete work time, i.e. adapting the 
space inside the vehicle to permit the bed installation and operation 
(adaptation of furniture, installing bed in the vehicle, final post-in-
stallation details) is around 16 hours, varying according to the vehicle 
configuration. Project 2000 has maintained the main characteristics 
of its bed system range unaltered also for its bed kits, offering a so-
lution with a lifting capacity up to 60 kg (bed, mattress, furniture ap-
plied under bed base) and a 250 kg capacity for use in static position.

HALL 14
BOOTH D03
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The increase in turnover speaks vol-
umes: Bartolacci Design has grown 
significantly over the last four years, 

with much to offer in the field of interior 
lighting. To support this development, the 
company has invested in a new production 
facility, currently under construction, that 
will allow better organisation of the firm’s 
various departments. 
“In September we will move into new prem-
ises,” explains Andrea Bartolacci, owner 
and Company Director, “which we have ac-
quired by making a significant investment, 
essential to allow Bartolacci Design to con-
tinue to grow. Since 2013, our turnover has 
almost doubled. Over the last two years we 
have been focussed on the expansion of our 
company, starting with our new premises, 
and in 2019 we will take further steps to 
solidify our organisational structure. The 
new site will house new equipment, and a 
specific area will be created for the Plexiglas 
product line, increasingly popular with our 
public”. 

In September, Bartolacci Design will move to a new production site, a step which is necessary 
for the company to grow on all market.s. But before then, the firm will be present at the 
Caravan Salon with new spotlights and, most importantly, with a series of never-before-seen 
finishes that will take vehicle furnishing customisation to another level.

Words Andrea Cattaneo

Exclusive finishes

The new building:  outside and inside
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Company Profile
Bartolacci Design was founded in 2005 as a LED lighting specialist in the recreation-

al vehicle sector. The company grew rapidly but progressively: Andrea Bartolacci, the 
owner, focuses greatly on product and service quality.  The LEDs are supplied by leading 
international companies and the criteria for selection are extremely exacting. “We make 
the difference between LEDs and LEDs” is the company’s slogan, precisely because of the 
great attention that it dedicates to looking for ever more advanced technologies and qual-
ity control systems. Bartolacci Design lighting systems are fitted on vehicles from the most 
important recreational vehicle manufacturers in Europe today, including the Rapido, Trigano 
VDL, Pilote and Hymer groups. In 2016 the company added, to its range of spotlights, roof 
lights, outside lights and lighting integrated with aluminium, an additional line of plexiglass 
accessories which, in combination with the LED lighting, generate original plays of light.

HALL 13
BOOTH D70

The importance of finish
The increase in production capacity and the 
expected strengthening of the technical de-
partment will also be key in expanding the 
firm’s reference market. Today Bartolacci 
Design is well-established in France (Rapi-
do, Trigano VDL and Pilote) and Italy (Laika, 
Rimor, Trigano Spa and SEA), but the firm 
is also seeing success in Germany with Car-
thago, Burstner, Frankia, Dethleffs, Knaus, 
Phoenix and Morelo.  Bartolacci also has 
clients in Australia and Japan. But natural-
ly, they are looking to America with great 
interest too.
“The new production site and the strength-
ening of the technical department will 
prepare us to take on the North American 
market too”, confirms Claudio Paolini, Sales 
Manager, “a market which we have already 
begun to investigate”. 
And it is also with an eye on new markets 
that Bartolacci Design will be busy at the 
Caravan Salon in Düsseldorf over the next 
few days, with a new stand showcasing 
all the latest products. For example, a new 
recessed spotlight will join the version al-
ready in production. Lighter and slimmer, to 
meet the needs of those who are asking for 
slimline spotlights for installation in spaces 
where a high thickness could be problem-
atic (for example where the bathroom door 
opens). Recessed spotlights are a major part 
of Bartolacci Design’s current production, 
with over 170,000 units issued on to the 
market every year. 

Claudio Paolini and Andrea Bartolacci

Of particular interest amongst the new products presented in Düsseldorf will 
be a new base for flex spotlights, innovative in all aspects. The base is pro-

duced using an ABS injection mold, and available with or without a USB port. 
The cover, which is inserted on the base without screws (snap application), can 
have different types of finish, including some very special solutions.
“We have invested a lot of energy in producing something truly new,” ex-
plains Andrea Bartolacci, “something aesthetically unique. The range of finish-
es we offer allows us to understand what results we can achieve, bringing our 
customers some very special products, with great aesthetic impact. As for the 
chrome platings, we use an outstanding Italian supplier, who delivers at the 
very highest level. The new spotlight will feature a black and chrome finish, 
extremely elegant. The laser finish on the mold creates a diamond effect, gen-
erating the shine and light play that strongly characterise the product. Today 
Bartolacci Design is able to offer a range of finishes which is not only extensive, 
but also innovative. Think about a platinum finish, shiny gold, red gold... For 
several months now, we have offered a partial chrome plating, on a limited 
number of areas, allowing you to customise your product with text and lo-
gos, for example. And now we can offer embossed chrome plating too, with a 
three-dimensional effect. All of this to enable advanced product customisation, 
ideal for strong vehicle characterisation”.

The new base 
for flex spotlights
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Hidden hinges make for 
a more elegant design
Metallarte will be attending the Düsseldorf Caravan Salon with two inno-
vative products for both the high-end and entry-level motorhome markets.

Words Andrea Cattaneo

For Metallarte, leading producer of doors and 
counters, baggage racks, external ladders and 
finishing profiles, entry into the large Lippert 

Components family marked a strong acceleration in 
production and the opening of new commercial hori-
zons. LCI’s doors division now produces around 2000 
doors a day, distributed between their sites in the USA 
and in Italy, specialising, within the Metallarte divi-
sion, in the production of doors for motorhome living 
compartments. Lippert Components offered the new 
resources that the Italian firm required in order to 
take a further step forward in the search for ever-in-
creasing product quality. On the European market, 
until recently, Metallarte was in the middle range, but 

with very high quality standards, but over the last few 
months, a boost in resources and incentives from LCI 
has allowed the brand to direct its production towards 
high-end doors. Metallarte will be bringing two ma-
jor new additions to showcase at the 2018 Caravan 
Salon in Düsseldorf: an entry level door and a high-
end door with concealed two-point hinges. The new 
entry-level thermoformed living compartment door 
is characterised by a technologically simple design: a 
single closing point combined with a modern, round-
ed, clean look. Metallarte’s strategy for this product 
is clear: to enter the most economical range in style, 
with a high quality product, but expressly dedicated 
to the lowest price motorhome. However, it is the de-
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Metallarte and RV Doors are Ital-
ian companies specialising in the 

production of door and flaps for rec-
reational vehicles. They are headed by 
Lippert Components, the American RV 
sector giant that entered Europe with 
the acquisition of Project 2000 and Ses-
sa Klein. After it was founded in 1996, 
Metallarte began a journey of growth 
in the caravanning sector, receiving 
a further boost with the brand’s ac-
quisition by Michele Checcucci, who 
founded the Metallarte S.r.l. compa-
ny in 2003. The strengths of the new 
management soon became maximum 
flexibility and speed in responding 
to the needs of clients. In July 2017, 
Metallarte and the RV Doors subsidiary 
were acquired by Lippert Components. 
Metallarte now supplies the biggest 
European recreational vehicle manu-
facturers and some companies in Aus-
tralia and New Zealand, while the en-
try to the American market was more 
recent.  It specialises in the production 
of doors and flaps, but also racks, out-
side ladders, finishing profiles between 

side panel and roof, overcab ladders, 
sliding shower door guides, under-
body storage bands and steel hinges. 
It obtained UNI EN ISO 9001:2000 certi-
fication in 2005, then ISO 14001, which 
establishes an environmental manage-
ment standard, and OHSAS 18001, the 
worker health and safety management 
system. The production facilities are lo-
cated in Tuscany and based around a 
building of some thousands of metres 
squared, with the surface of the roof 
covered entirely in photovoltaic pan-
els. The company has a staff of about 
thirty. RV Doors, headquartered in 
Veneto, was founded with the precise 
aim of extending Metallarte’s sphere 
of operations, while taking on board 
the twenty-year experience of Gi 
Emme Evo acquired in 2015. RV Doors’ 
specialisation concerns motorhome 
cab doors, a complex product, not easy 
to make, for which the know-how of 
Gi Emme Evo (which had thirty years of 
experience in the sector, appropriate 
machinery and highly qualified work-
ers) has been fully exploited.

velopment of new concealed hinges that 
will determine Metallarte doors’ quality 
leap towards the high end of the market. 
The design of the high-end door with con-
cealed two-point hinges is totally new and 
completely developed in Italy, based on the 
miniaturisation of a particular type of hinge 
used, until now, in industrial and commer-
cial vehicles. On a functional level, the 
hinge runs on a self-supporting rack sys-
tem that keeps the movement inside. “We 
designed the mortise on the panel of the 
door or the locker instead of on the wall, 
so that no reworking is required”, says Lo-
renzo Manni, Metallarte Sales Manager. In 
terms of installation, if the panel is supplied 
by Metallarte there will be no compatibility 
issues, and if not, an extra pantograph is 
required. The opening radius of the new 
door has also led to an industry record 
width of 177 degrees. The hinge also fea-
tures customisations, such as the option-
al integrated door stop. “The advantage 
generated by the installation of this door 

is not only aesthetic but also aerodynamic 
and functional. Overall, the door creates a 
clean, modern image, essential in view of 
current sector stylistic trends. At the Car-
avan Salon 2018 we will also introduce 
two brand new thermoformed products, 
again intended for the medium-high prod-
uct range”, adds Lorenzo Manni. The two 
new thermoformed products are created to 
meet the common need for doors with a 
wider light. The new sizes, in fact, reach a 
width of 700 mm, a feature that makes the 
product appeal greatly, including on the 
US market, where the size of the vehicles 
and the demand for wide doors are greater 
than in Europe, although this is something 
that is changing on the Old Continent too. 
The new additions also include a new door 
designed for producer Laika for entry-lev-
el vehicles with centralised two-point lock 
and a restyling of the thermoform that also 
includes an integrated “trolley” dustbin. At 
700 mm, this is now the largest door that 
Metallarte produces.

Company Profile
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Soon, Brivio Compensati will celebrate 
90 years in business. This is no small 
feat for a medium-sized enterprise, and 

a milestone that many would love to reach. 
Founded by Attilio Brivio back in 1929, the 
company is based in Northern Italy and has 
always worked in the wood sector, focusing 
in particular on the production of plywood. 
Brivio Compensati specialises in poplar ply-
wood, a premium ply made primarily from 
Italian timber. The founder of the factory 
began producing poplar plywood back in 
1929, and right after the Second World War 
succeeded in exporting large quantities of 
product.
“My grandfather launched the business 
in the Twenties”, explains Susanna Brivio, 
co-owner of the company alongside her 

The Po Plain is the area that provides most of the timber that 
allows this long-established company to produce top quality 
poplar plywood, used predominantly by manufacturers of 
caravans and motorhomes designed to meet the requirements 
of the most demanding clients.

Words Andrea Cattaneo

Wood never 
goes out of fashion

brother, Attilio, “but the real turning point 
came in the post-war years, when my father, 
Massimo Brivio, was determined to compete 
on markets that were more advanced than 
ours, and so he began exporting part of the 
company’s products. I still find it amazing to 
think that the first big contract with the Unit-
ed States, which was worth a million dollars, 
was for the supply of wooden cabinets for 
TV sets. My father was brave, but the choices 
he made back then are the same ones that 
we, the third generation of Brivio Compensa-
ti, make today: we always try to cater to the 
most demanding customers, those who insist 
on quality products and impeccable customer 
service, because that’s how the company can 
grow”. 
Brivio Compensati, which employs 95 people 

and exports over 70% of production, oper-
ates as a supplier in various sectors, including 
that of pleasure boats and the automotive 
industry (above all buses and coaches), but 
it is the RV sector that generates over 60% 
of turnover. Poplar plywood by Brivio Com-
pensati is used both for structural parts, such 
as the floor panels of motorhomes, and for 
furnishing elements in the vehicle interi-
or. The qualities that are most appreciated 
are its lightness and strength, essential for 
next-generation motorhomes. But its superb 
workability is another factor not to be under-
estimated: cutting poplar plywood, inserting 
screws and gluing it are all operations that 
reveal the difference.
“In the Sixties, Brivio Compensati began de-
veloping a product specifically for the caravan 

Massimo Brivio with his sons Susanna and Attilio
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sector,” explains Attilio Brivio, named after 
his grandfather who founded the company in 
1929, “with a supply agreement with Elnagh: 
the contract was for floor panels, structural 
panels which needed to guarantee excellent 
strength without being excessively heavy. To-
day structural panels in poplar plywood rep-
resent an excellent solution for motorhome 
floors, because with a very reasonable weight 
they ensure excellent performance in terms 
of bonding and vehicle safety in general. 
Operating in the motorhome sector today 
is not easy, requiring constant attention to 
customer needs and a willingness to work to 
the highest standards, but with short turn-
around times too. What makes the difference 
is continuity of supply and on that score, I 
am proud to say, Brivio Compensati always 
manages to guarantee delivery of goods even 
when customers request a very tight delivery 
time. As we all know, the economic crisis 
changed the way that European motorhome 
manufacturers work, many work exclusively 
on items sold. We on the other hand, at least 
for key clients, always have enough stock for 
at least one month, so we are always able to 
meet the needs of manufacturers”. 
That’s why, catering to market demands, Briv-
io Compensati has a company organisation 
designed to guarantee maximum production 
flexibility, so it can increase supply as and 
when necessary. But in the last ten years the 
RV sector in Europe has undergone changes 
also as regards vehicle interior furnishings: 
the market demands top quality wood panels 
that are smooth and free of imperfections, 
both because of an increase in the overall 
quality of products and because thinner dec-
orative papers with uniform colours are now 
being used. Having identified this essential 
requirement, Brivio Compensati, which works 
with panel coating companies that supply 
the sector, as well as with a number of RV 
manufacturers directly, made sure the com-

Brivio Compensati has been producing its panels from poplar wood since the ‘30s: 
this is a conscious choice from which the company has never strayed, because 

poplar wood is strong, lightweight and very workable. But poplar also offers envi-
ronmental advantages, helping to improve the air and the soil and preventing soil 
erosion. In addition, using poplar wood prevents tropical forests being cleared: let’s 
not forget that poplar trees are grown with harvest cycles of around ten years. 75% 
of the raw materials used by Brivio Compensati is sourced in Italy, from poplar tree 
plantations on the Po Plain, not far from the company’s headquarters, while the re-
maining 25% comes from France.
“We still firmly believe that poplar is the best choice”, explains Attilio Brivio, “and 
we’ve invested accordingly. In recent years the economic crisis has led, unfortunately, 
to a shortage of this raw material: with the drop in the price of poplar wood, many 
farmers simply didn’t plant new trees. We took a pro-active approach by forming 
collaborations with farmers, reaffirming our faith in our long-standing suppliers and 
extending the terms of purchase to one full year. This enables us to offer our clients 
guaranteed delivery of materials in the future too, giving us greater peace of mind 
which we can, in turn, pass on to our clients”.

Poplar tree plantations

pany has the latest modern machinery that 
guarantees perfectly smooth plywood for 
furnishings, offering a “super smooth” finish 
that is perfect for painting or varnishing (the 
subsequent step in other sectors) as well as 
for covering with decor papers. On this basis, 
Brivio Compensati looks to the future: bol-
stered by long experience and the ability to 

modernise its production to suit market de-
mands, the company is in safe hands with the 
founding family at the helm. And the fourth 
generation is also preparing to join the family 
firm: the children of the current owners have 
almost completed their education and are set 
to join their parents, eager to develop new 
strategies.

Flex From Special laminated panels

Faced plywood panel Poplar plywood
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firm Brianza Plastica’s interest in developing 
emerging markets. The Company also has a 
commercial branch in Elkhart, in Indiana, for 
development across the US market.
“Our presence on the flat laminate rolls and 
sheets for panel production market – states 
Gianluca Della Pedrina, export sales manag-
er at Brianza Plastica – began in the 2000s, 
but it stems from the experience acquired 
since the Company was set up, back in 
1962, for the production of fibreglass lami-
nates for the building industry. To date, we 
are the only Company on the market in a 
position to offer both laminates made us-
ing the hot lamination process - our Elyplan 
range which is characterised by an excellent 
quality/price ratio, - as well as laminates 
made using the cold lamination process, 
in other words allowing the polyester res-
in to polymerise at room temperature - our 

Brianza Plastica continues to believe 
in the growth potential of the rec-
reational vehicle industry, attending 

the Caravan Salon, the biggest industry-spe-
cific trade fair at international level, for the 
third time.
The purpose of attending the trade fair 
which is scheduled to take place in Düs-
seldorf is not only to develop the German 
market, which the Company’s interest in 
is clearly demonstrated by its CIVD mem-
bership, a German association that groups 
together the leading players in the refer-
ence sector, but also to achieve commercial 
development at global level by a Company 
which is already present on the American, 
Asian and Australian markets. The Company 
has already been attending All in Caravan-
ing in Beijing - the reference trade fair for 
the Asian market - for some years, to con-

Brianza Plastica continues to make investments to consolidate its presence in the recreational 
vehicle industry, returning to the Caravan Salon with a comprehensive range of products 
designed to meet the varying needs of its clientèle.

Words Andrea Cattaneo

Brianza Plastica growing 
in the recreational vehicle industry
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Elycold range - which stands out for its im-
peccable aesthetic finish, guaranteed by the 
near-invisibility of the fibreglass”.
Brianza Plastica has consolidated its growth 
in the sector thanks to significant invest-
ments in production which, following the 
construction of a new production plant in 
Rovigo for the Elycold laminates and the 
construction of a new line for Elyplan lami-
nates at the Carate Brianza plant, has essen-
tialy doubled its production capacity.
Superior quality, light weight, hard-wearing 
durability, aesthetic appeal, resistance to at-
mospheric agents and UV rays, easy repair, 
low coefficient of thermal expansion and a 
wide range of finishes have made it possible 
for Elycold and Elyplan fibreglass panels to 
be used extensively in the recreational ve-
hicles industry (motorhomes and caravans), 
for the construction of walls, hail-resistant 
roofing, flooring and indoor wall tiling. 
The laminates dedicated to the RV industry 
have a variable thickness of between 1 and 
4 mm, featuring a reinforcing mat or not, 
with customisable colour, in a matt or glossy 
finish.
At the Caravan Salon, Brianza Plastica (hall 
13, booth E 84) will be presenting its new 
Elyplan Antislip range distinguished by su-
perior slip resistance, thanks to the addition 
of special mineral granules. It is the ideal 
product for making floors with hatches in 
recreational vehicles.

HALL 13
BOOTH E84

Brianza Plastica was set up in 1962 to produce fibreglass lam-
inates. Over time, it has significantly extended its market 

presence with a comprehensive product range. It has served 
the construction industry from day one and has been enjoy-
ing increasing success in the transport sector since 2006. In this 
arena, it supplies fibreglass sheets both to manufacturers of 
recreational 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 commercial branches in Lyon 
(France) and Elkhart (USA). Brianza Plastica is one of the euro-
pean largest manufacturer of fiberglass laminates; it produces 
laminates both with continuous hot and with discontinuous 
cold technology. The Company has 260 employees and invoices 
over 70 million euros.

Company Profile

Elyplan Design is distinguished by the coupling of materials such as PVC and 
PRINTED PAPER directly on the production line. Elyplan Design is normally used 
for interior applications (floors/walls) in recreational or people carrying vehi-
cles, as an excellent alternative to plywood, as it is a composite element that 
is ready for use; it therefore saves time during the production process, while 
concurrently guaranteeing maximum structural efficiency of the panel intend-
ed for flooring use. Elyplan Design is available in a wide range of colours and 
finishes, allowing the utmost freedom of choice; this laminate combines the 
advantages of a continuously produced product with a diverse aesthetic finish.

ELYPLAN DESIGN - the fibreglass laminate 
with PVC or paper to customise vehicle interiors.

From left to right: 
Andrea Bollani, area manager; 
Vera Vaselli, Marketing Manager; 
Davide Verde, area manager; 
Gianluca Della Pedrina, Export Manager
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The Caravan Collection is the tool with which Lamicolor presents customers from the RV in-
dustry its new HPL laminate colours: a thorough investigation into the current trends backs 
the brand’s new colour palette.

Words and photo Enrico Bona

HPL high pressure laminates are with-
out doubt trendy products that are 
increasingly being extended from 

exclusive use in the home furniture sector to 
the recreational vehicles industry. Lamicolor is 
the leader of this particular production sector, 
with its laminates applied to vehicles made by 
the major European and Australian groups, 
despite the fact that the company is not a 
direct supplier to RV manufacturers. In order 
to work and stay competitive in the field of 
furniture design, one needs to demonstrate 
to customers a complete grasp of the prod-
uct, and that is the result of superior quality 
standards and constant aesthetic research. 
Ongoing investments, combined with half a 
century of experience, have enabled Lamicol-
or to work to high levels and be appreciated 
by customers, with whom the brand commu-
nicates primarily through an instrument of 
fundamental importance such as the Caravan 
Collection. This is a catalogue created spe-
cifically for the RV sector: it is updated every 
year, precisely because we need to follow the 
latest new trends and be proactive. 
“Every year, our supplier paper mills send us 

hundreds of proposals - states Pierre Cibrario, 
sales manager of Lamicolor - and we conduct 
a thorough selection process: this allows us to 
offer laminates that are not only technically 

sophisticated, but also aesthetically modern 
and trendy. Needless to say that a spot-on 
choice as regards the style of furniture can 
make or break the success of a new model of 

Sophisticated technique 
      and aesthetic research
Sophisticated technique 
      and aesthetic research

Pierre Cibrario 
and Lamicolor general 

manager Roberto Gandino
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motorhome or caravan”. 
Lamicolor performs thorough investigations 
into the trends in the furniture industry, and 
then selects certain types of decorative paper. 
The colour, or better the chosen shade, may 
in turn be teamed with various types of fin-
ishes. The Caravan Collection is split into two 
parts: one section contains the existing deco-
rations in the Lamicolor collection, but there 
is also a very important section containing the 
new proposals. 
Some of these decorations can be made ex-
clusively at the customer’s request.
Between November and December, Lamicolor 
receives the majority of proposals from paper 
mills, and then selects around forty of them. 
Some successful colours are offered repeat-
edly over the years: by changing the finish, 
for instance from glossy to matt, an existing 
colour can be restyled and given a new lease 
of life. 
“The trust we establish with our customers is 
important - continues Pierre Cibrario - it may 
seem trivial, but it isn’t at all: there is trust in 
the choices that Lamicolor makes and which, 
as I said, can determine the extent of the suc-
cess of a line of products. Our customers ea-
gerly await the new proposals from the Car-
avan Collection, towards September-October 
each year, and this continued trust in us is 
gratifying, it rewards the considerable efforts 
we make”.
To achieve top quality HPL laminates, a thor-
ough investigation of trends and the use of 
suitable technologies is not enough; highly 
specialised workers are required on the pro-
duction line: there is in fact a lot of manual 
work because materials and colours need to 
be composed, and the chosen thicknesses 
need to be determined. The motorhome in-
dustry uses laminates with a thickness ranging 
from 0.8 to 1.5 millimetres. Lamicolor offers 
an extensive array of possible combinations: 
there are around 300 colours, 20 finishes, 30 
thicknesses and 5 panel sizes to choose from. 
Each year Lamicolor produces several million 
square metres of laminates.

Company Profile
An Italian company with a 50-year history, Lamicolor works in the field of pro-

ducing laminates for the furnishing sector. The key product is Lamco HPL, pro-
duced through high-pressure, high-temperature pressing. More than 1.5 million 
laminate panels come off Lamicolor production lines each year. The factory, located 
in lower Piedmont, can count on an area of 27,000 m², 15,000 of which is covered. 
130 employees work there and the company’s turnover exceeds 27 million euros. 
The RV sector represents about 20% of activity and involves the supply of laminates 
for furnishing (see the table and kitchen tops) to the biggest carpenters working 
in supply to European groups, joined by collaboration with Australian companies. 
The first product collection for the sector dates to 1998: since then, specific ranges 
of laminates for the sector are created every year. Lamicolor production is guaran-
teed by various European and international certifications, including FSC and PEFC 
with reference to the use of products sourced from sustainably managed forests.
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Strong of past investments and continu-
al search for new solutions, Dimatec is 
going to the Düsseldorf Caravan Salon 

with lots of new lighting ideas. These are 
complementing an already comprehensive 
catalogue that capitalises on the manufac-
turer’s thirty years of experience in lighting 
for camping and RVs.
“We have invested a lot over the past years 
to expand and refresh our interior lighting 
systems and also to consolidate our pres-
ence in the exterior lighting sector by mak-
ing complex products that comply with the 
most stringent standards”, declared Richard 
Pirovino, owner and founder of Dimatec. 
“The 2017-2018 season went very well. We 
boosted our market presence when the mar-
ket was growing and we were rewarded. I 
do not expect a high growth rate as the past 
three years for the next year. I think growth 
will be slight but this is still positive because 
we all know that excessively fast or sudden 
market increases can lead to dangerous dips. 
We will be introducing some new products 
that stand out for their versatility at the Car-
avan Salon. We are particularly proud of our 
new flexible strip lighting system with uni-
form LEDs and have been working on it for 

Flexible lighting
The Dimatec lighting system catalogue features an increasing number of LED lights and is 
being complemented by the introduction of a flexible lighting strip.

Words Andrea Cattaneo
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four years. We rejected various ideas after 
having put them the test over time and the 
end result is a truly great product also be-
cause it implements the latest lighting tech-
nologies which evolved in the meantime”. 
The product mentioned by Pirovino is ex-
tremely compact with a rectangular profile. 
It is flexible to follow the shape of even 
complex elements. It can be used in various 
manners, both inside and outside the vehicle 
and is made in several different lengths. The 
lighting version starts from 4.8 W/metres 
and a 3 W/metre decorative version is avail-
able. A 1.5 W/metre version is available for 
exterior use. The device has been presented 
to a number of select manufacturers and re-
sponse was favourable. 
These flexible devices will be joining the tra-
ditional interior uniform LED lighting bars, 
now also with touch switch-on function and 
dimmer. Assembly is extremely easy with 
just two clips. The Dimatec catalogue also 
includes a powerful new ceiling light with 
a streamline design. It is a versatile product 
with an extremely good price-to-perfor-
mance ratio. It has a plastic structure and an 

upper metal cap. It 
is very simple to 
fit by clipping 

Company Profile
A specialist 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 mar-
ket. Dimatec operates both in the original-equipment market and aftermarket, 
selling its own products while also acting as a sales agent, bringing together 
recreational vehicle manufacturers and component producers, offering a huge 
gamut of accessories and spare parts. Dimatec obtained ISO 9001:2000 certi-
fication in November 1999, and has worked tirelessly to enhance its internal 
production processes in order to achieve its objectives, while constantly striving 
to provide better and better customer service. In 2017 Dimatec upgraded its 
certification to the new ISO 9001:2015 standard

with no need for screws. One of the most 
interesting interior lighting solutions is a spot 
light with built-in USB port. It was presented 
as a prototype last year and has now evolved 
and is provided with a new touch switch. 
The base of the lighting unit integrates a 
2A USB port which can be used to recharge 
smartphones and tablets. This product in-
creases the number of USB ports available 

on the vehicle with no need of additional 
wiring. The wiring of the light is exploit-
ed and translates into real saving.

The exterior lighting catalogue features 
the use of new COB technology replacing 

the traditional SMD 
LED system. It guar-
antees superior light-

ing efficiency, pow-
er consumption being 
equal, and this translates 

into an 

extremely interesting price-to-performance 
ratio of the product.
New exterior lighting ideas are also available 
and not surprisingly since Dimatec has in-
vested a lot on this market segment recent-
ly. A series of side 
markers of new 
concept with 
light guide is 
being intro-
duced. This 
product is new 
on the market and 
was warmly welcomed 
by the manufacturers to 
which has been presented in pre-
view. The light guide system is also 
used for other lighting ele-
ments, including tail lights 
and brake lights. Finally, a 
one-of-a-kind third rear 
brake light with continu-
ous light system is being 
introduced.

HALL 13
BOOTH E85
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Unusual Motorhomes

The second part of our overview of unusual solutions of today and yesterday will focus on 
more traditional camper vans, such as motorhomes, overcab and low-profile versions. But, 
as we will see, they are actually not that traditional after all...

Our journey into the universe of the weird and wonderful con-
tinues with motorhomes, overcab and low-profile versions. 
Current and past production features some truly unique mod-

els. Some solutions are just strange, others are genuinely exciting. 
Some of the prototypes implement meticulous design concepts and 
are capable of setting off a trend or at least steering future produc-
tion ideas. Unfortunately, real innovations require sizeable monetary 
investments and this is why many manufacturers believe that being 
daring and inventing solutions which more often than not will receive 
little more than a tepid reaction from the market is not worth the 
effort. Experimentation is the motor of progress and forward-thinking 
companies are rewarded on the long run. Some of these vehicles are 
not new for people who have been operating for years in the sector 
but in some cases – deemed of little commercial relevance – have 
been long forgotten. So, a quick overview may be useful. We can see 
that the focus is often on tiny solutions. The compact camper van 
concept has always inspired designers and attracted the public. The 
usual layouts are revolutionised on some vehicles shifting the bunk 
bed forwards, arranging the pull-down double bed at the back and 
placing the entrance on the end of the vehicle, for instance The most 
creative manufacturers of the past fifteen years are certainly Frankia, 
Trigano Vdl (with the Challenger and Chausson brands) and Hymer, 
but also LMC, Knaus, Burstner, LeVoyageur and Niesmann&Bischoff.

Words Andrea Cattaneo

This is arguably the best solution for four-people crews,  with four 
comfortable captain chairs in the front (see photo above) and a gen-
erous U-shaped dinette at the back. Drop-down beds can be arranged 
in the front or in the back. Among the noteworthy current examples 
are certainly the twin Chausson 711 (developed from the 611) and 
Challenger 391 (developed from the 291) models, which also stand 
out for the double living pod access door (on the right and on the left).

Focus on STRANGE TYPES - PART 2

Unbeatable

Captain chairs and lounges

Although it was first introduced seventeen years ago, the All-In-One 
prototype is as topical as ever. Designed by Hymer-IDC and presented 
at the Dusseldorf Caravan Salon in 2001, this Volkswagen Transporter 
based low-profile vehicle was noted for its pleasantly designed interi-
ors, its clever use of colour, its fibreglass furnishings and its teak slat 
flooring, but above all for special features, such as four front-facing 
captain chairs, rear drop-down bed over the living area and shower cu-
bicle doubling as an entrance. The tailgate opened upwards and a plat-
form with stowing compartments protruded to form a small veranda.

Chausson 711

All-in-one
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• rapid installation
• wireless sensors 
• customer speci� c (OEM)
• vehicle speci� c
• remote locking/unlocking
• app controlled
• network ready

Wireless window contacts

customer speci� c (OEM)

remote locking/unlocking

Wireless window contacts

Wireless cable loop for 
securing exterior equipment

Radio controlled gas alarm

Pro-� nder
GPS tracking system

Security systems for
 next generation RVs 

WiPro III 
radio controlled 
CAN-BUS alarm

www.thitronik.de

13F24
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Seitz 
Tikro 
Alkoven
After having sold the window manufacturing factory he estab-
lished to Dometic, Eugen Seitz started making camper vans in 
2005 and had plenty of ideas, some of which maybe a little ahead 
of his time. In addition to several compact low-profile solutions 
with rear door, they presented a van-sized mini-overcab. Peugeot 
Boxer based, it was just approximately 5.5 metres and 207 centi-
metres wide. The pull-out bed in the overcab was also extendible 
in length allowing occupants to sleep either one way or the other. 
Bunk beds were arranged in the back.

Island central 
passenger seating arrangement
Having a seating arrangement placed in the middle of the passenger 
compartment, just behind the cab, has many advantages in a four-
berth RV, first and foremost that of offering better view to passen-
gers while travelling (frontal with respect to the windscreen, not only 
sideward). This solution has been recently introduced on the Burstner 
Ixeo 640 but was already present in 2009 on Challenger Prium and 
Chausson Sweet.

Burstner Ixeo IT640 - 2016

Island kitchen
In 2009, French-based Trigano VDL 
launched the twin Challenger Pri-
um and Chausson Sweet ranges, 
which featured some of the most 
unique RVs of the past thirty years, 
at least in Europe. The most excit-
ing feature was the island kitchen 
in front of which a two-person 
seating arrangement is placed, of-
fering excellent front view to pas-
sengers. The seating arrangement 
complements the very generous 
living space, which is even more 
impressive considering that the 
earlier versions were 599 centime-
tres long. The drop-down double 
bed was revolutionary for its age. 
By clearing space at the back, it 

Hymer Innovision
Hymer introduced the meticulously designed Innovision prototype in 2008 implementing many solutions which are just as innovative still today.  
Based on a B-Klasse SL 636-centimetre-long motorhome, features included a kitchen block which could be used either inside or outside with 
double door refrigerator and a sink and cook top which could swivel into the veranda. The wash basin in the WC cubicle was superimposed 
over the toilet forming a large cylindrical element with a cabinet. The living area featured three captain chairs and seating arrangement. The 
garage with sideward sliding door had an extractable bicycle rack mechanism.

Drop-down twin beds
In 2016 Trigano VDL introduced two low-profile versions with 
drop-down single beds arranged lengthwise on the twin Chal-
lenger 270 and Chausson 630 models. The two beds can be 
moved independently allowing remarkable configuration flexi-
bility. The same flexibility is also found in the living pod with two 
lengthwise seating arrangements which can be converted into 
single forward-facing captain chairs with adjustable backrests.

made room for a generous toilet 
cubicle. Discontinued a few years 
ago, the Prium and the Sweet con-
tributed to creating a new vehicle 
type.

Challenger Mageo Prium - 2009

Challenger 
270 Mageo 

Focus on STRANGE TYPES - PART 2
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Come to see us at:

CARAVAN SALON 2018
Hall 13 - Stand D 05
Duesseldorf, Germany

TRAVEL
WITH US
On the way to quality,
service and reliability
since 1974.

Panels lamination for forniture
and fittings of recreational vehicles

www.nobilpan.it
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Living and garage
An ample rear dinette is certainly an exciting 
feature but what about the garage? There 
are several solutions to have the best of both 
worlds, for instance seating arrangement 
which can be lifted when needed (see Arca 
America 1 and LMC Explorer Comfort 655G), 
a storage locker over the garage or more sim-
ply a surface behind the seating arrangement 
which can be left clear or used to make room 
for a bed.

Dethleffs Evan

Rear drop-down bed

Travel and relax

Frankia U-shaped seating arrangement
Frankia has presented a generous U-shaped rear dinette perfect for enjoying meals with 
friends and contributing to making the living pod rather breezy many times. It can be 
paired with a drop-down bed, while on the T640 FF2 the backrests can be lifted and the 
seating can be turned quickly into two single beds.

Focus on STRANGE TYPES - PART 2

Several examples of drop-down rear beds for use when needed have appeared on the 
European market since 2012. The area under the bed is occupied only a night and remains 
clear during the day for use as living or loading area. Some of the first models to use this 
concept were Kentucky Royal DB, Mobilvetta K-Yacht 80, Burstner Harmony and Brevio 
605/645, Benimar Perseo 581 and Mileo 282, Challenger 100 and Chausson 500, in addi-
tion to several Frankia solutions.

Dethleffs Evan is a world apart from other motorhomes. Introduced for the first time in 2012, 
it was characterised by a rear access door and loading compartment (in addition to a side 
door) and optional pop-up roof with additional bed. The original version was 215 centimetres 
wide and 565 centimetres long. This was followed by a 520-centimetre-long version.

Certainly interesting are the living zone solu-
tions with automotive-inspired chairs and 
central seating for relax. Although not be 
very common, they have been introduced 
several times by manufacturers.

Dopfer Individual 501 TI - 2005

Hymer S-Klasse 650 Elegance - 2005

Burstner Harmony - 2016

Dopfer Individual 562 A

LMC Explorer 
Comfort 655G - 2016

Arca America 1 - 2015
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Surface.
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Qi
 Certi� ed

sales@scanstrut.com   

- 12/24V 
- Qi wireless charger
- Non-slip surface
- 3 installation options;
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Bezel.



76 B t o B
    

Focus on STRANGE TYPES - PART 2

The first ExsisCompact motorhomes
The concept of short motorhomes (without 
original vehicle cab) reoccurs over and over in 
RV history. Various noteworthy examples are 
the 2007 Pilote City Van (568 centimetres), 
the 2012 Dethleffs Evan (520 centimetres) 
and the older Mirage City (480 centimetres) 
with forward cab on Mercedes MB100.

A sort of low-profile/motorhome hybrid, the 
Hymer Exsis launched in 2003 had nothing in 
common with the current Exsis but allowed 
Hymer to experiment with the short-and-
narrow vehicle concept. Interesting use of 
colour It was 545 centimetres long and 206 
centimetres wide (just 6 centimetres longer 
than the Fiat Ducato van). In addition to the 
cab seats, it had two lengthwise seating ar-
rangements or two single captain chairs. The 
generous toilet cubicle featured a swivelling 
wash basin. Worth mentioning were also the 
rear door access to some of the technical sys-
tems and a large garage under the floor.

Outstanding low-profile vehicles
Among the many unusual low-profile vehicles, worth noting are the 2009 Burstner Aero 
Van (on rear-wheel drive Mercedes Sprinter with low-ride Alko chassis) characterised by a 
low-profile aerodynamic dome, which was the precise opposite of the 2014 Dopfer Individ-
ual 501TI (on Volkswagen Transporter with twin rear axle Al-Ko chassis) which opted for a 
remarkably high dome. Certainly, also memorable are other two low-profile vehicles which 
achieve an excellent continuity between cab and living pod, namely the La Strada Nova 
(introduced ten years ago for the first time) and the current Niesmann&Bischoff Smove.

Burstner AeroVan T700 - 2009 Dopfer Individual 501 TI Niesmann+Bischoff Smove

Super-compact low-profile
Finding overcabs and motorhomes shorter than 
5.5 metres was not uncommon in Europe but 
following the development of new mechanics 
and the expansion of living pods a 599-centime-
tre-long low-profile is now considered compact. 
Few manufacturers have dared to go under this 
threshold (excluding camper vans, of course), 
such as the current Hymer Van 314 (545 centime-
tres) and the twin Chausson Welcome 500 and 
Challenger Mageo 100 models launched in 2014 
(566 centimetres). Some ten years ago, Heku had 
the T494, a low-profile which was just 499 centi-
metres long, on Fiat Ducato base, in its catalogue.

Pull-down bunk beds
Over the past year, Trigano VDL has repeated-
ly re-proposed its unique pull-down bunk bed 
solution. The concept is fitted on the back on 
Chausson 396 and Challenger 711 and sur-
prisingly on the front end on the new Chauss-
on Flash 634 and Challenger Genesis 274.

Pilote CityVan 57

Above and below: Knaus C-Liner - 2005

Chausson Welcome 500 - 2014

Left and 
right:
Hymer 
Van 314

Challenger 396
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Made in Tuscany in the Caravan Valley
From Leonardo da Vinci to the present, 500 years of passion, design and nature 
come together. Inspired by the natural proportions of man, by Heaven and Earth, 
we work with the best RV manufacturing companies to create comfortable, 
functional and livable spaces.

Partner of the best RV manufacturers

Some examples of solid surface worktops and tables.

Barberino Val d’Elsa – Florence | www.borri.com

There’s always a good reason to come to Tuscany

Partner of the best campervan manufacturers
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Focus on STRANGE TYPES - PART 2

Double or single
Rapido came up with a modular rear sleeping 
arrangement in 2014. Twin single beds can 
slide and form a double bed arranged either 
in the middle or against a wall. The system 
was introduced on the Rapido 9060 dF and 
on the Itineo MJB740 motorhomes.

The ever-changing toilet cubicle
The toilet cubicle is always a hot topic. In addition to various folding 
and swivelling washbasin solutions, noteworthy are the Frankia verti-
cally sliding solution (which runs upwards to allow using the WC) and 
the retractable WC concept introduced back in 2009 on the Nies-
mann&Bischoff Arto.

Burstner Brevio
Unquestionably, one of the most innovative larger vehicles of the past decade, Brevio was 
created in 2012 with a very precise goal in mind, that is to blend the advantages of a van 
with the qualities of a classic low-profile. It owned its high mobility to its short length and 
compact width (599 and 210 centimetres, respectively) but had more living space than 
a metal panel van (side walls) and better heat insulation in winter (sandwich panels and 
smaller entrance door than the sliding side door solution). A rear drop-down bed and large 
tailgate completed the equipment.

Pop-up roof
Several German manufacturers started 
experimenting with the concept of ex-
panding the living pod by raising the roof 
in 2010 although the solution with can-
vas sides was not new. The pop-up top on 
low-profile vehicles made a comeback on 
the Roller Team Triaca prototype in 2015 
and on other vehicles, noticeably on the 
Hermann Grand Royale in 2016. We may 
see more as a result of the technology ex-
perimented by the Lippert Components 
group and by Project 2000 in particular.

Roller Team Triaca
Presented as a prototype in 2015 and later mass produced with 
some changes, this compact low-profile (599 centimetres long) of-
fered a breezy open space living pod with two lengthwise seating 
arrangements, drop-down bed and kitchenette in the rear corner. 
Extra modern, minimalist design The prototype also featured a pop-
up roof.

Compact slide-out
For the first time, the slide-out solution was offered on a compact 
vehicle made in Europe, namely the Adria Compact SLS in 2015. The 
rear wall slides out when the vehicle is parked by 70 centimetres to 
create a room with two single lengthwise beds in just 599 centimetre 
of total vehicle length.

Itineo MJB 740 - 2014

Rapido 9060 DF - 2014

Right:
Hymer Van512 
- 2010

Below:
Hermann 
Grand Royal - 2016

Above and right:
Adria Compact SLS - 2015

Frankia T640 FF2 Niesmann Arto
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RV’s bathrooms with 
style and innovation

The mission to combine the most advanced 
technologies  and the Italian Design plays 
a key role for Castagnari srl, but their 
real strength is the support they give to 
their customers for the development of 
customized solution.

Castagnari’s commitment to innovation 
meets the continous research and produces 
excellent results such as the shower 
cubicles decorated with different patterns 
on customer’s choice and equipped with 
shower columns, available in different 
finishing, even with lightning elements, 
or the brand new edged sinks that can 
be located on or integrated in laminated 
countertops.

Via Remo Stortoni, 42 - Zona Industriale Romitelli 
62019 Recanati (MC) - Italy

Tel: +39 071 7572187     Fax: +39 071 7572189
E-mail: info@castagnarisrl.itwww.castagnarisr l .com
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In its 30th year of business, CAN attends the Caravan Salon 2018 with some new details on its 
cookers for recreational vehicles and an innovative cooking block: designed to slide out of 
its hatch thanks to dedicated runners and also be carried and repositioned to cook outdoors.

Words Giorgio Carpi

CAN presents the latest developments 
in its existing standard products at 
the Caravan Salon 2018, including 

certain enhanced details. Its best-selling 
linear three-burner hob and the triangular 
three-burner hob have been restyled, thanks 
to the introduction of new domestic-style 
grids, larger handles and new pan stands. All 
these stylistic characteristics and trends are 
a strong reference to the home furnishing 
industry, a design and stylistic concept that 
is increasingly also involving the recreational 
vehicle sector. Having said this, the new pull-
out cooker system is CAN’s main novelty. 
“We came up with a particularly innovative 
cooking block because it is positioned on a 
patented system of slide-out runners, which 
can be installed extremely simply in a hatch 

- explains Lorenzo Bellini, general manager 
of CAN - This allows anyone to cook out-
side the motorhome or caravan with a se-
ries of advantages. The first one is you avoid 
producing smoke, cooking odours or water 
vapour inside the passenger compartment, 
which is where you also sleep. In the sum-
mer, naturally, cooking inside is more incon-
venient due to the heat. And let’s not forget 
the sociable aspect, i.e. the pleasure of cook-
ing together with family or friends out in the 
open air”.  
This cooking block naturally also adapts to 
vans, a segment which constitutes a very big 
portion of CAN turnover. A steel hull - which 
can be customised with the two-burner 
monobloc hob and sink, or with the linear 
three-burner hob or the barbecue grill hob 

depending on the customer’s specific re-
quirements - slides on steel runners that are 
anchored to the vehicle floor. 
“We wanted to develop and improve the 
idea, which is common practice in the Amer-
ican and Australian RV industry, of a slide-
out external cooker. A genuine cooker which 
can be taken outside on warmer days and 
allows smoother movements. But we didn’t 
stop there ... We created a system of fast 
fittings for water and gas connections and 
developed folding telescopic legs that allow 
you to detach the cooker from the runners 
and put it anywhere you want fully to enjoy 
the concept of travelling freely, even at lunch 
or dinner. Thanks to our quick couplings that 
do not require tools for the coupling and 
uncoupling of the regulators, the system be-

Can celebrates 
30 years of 

business 

and offers 
a new concept 

for the hob
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CAN SRL • Via Nazionale 65 • 25080 Puegnago del Garda (BS) • Italy 
Contacts:  info@cansrl.com • www.cansrl.com

comes extremely versatile, with the possibil-
ity of working like a traditional cooker, or a 
barbecue, and even a camping kitchenette”. 
The system is fuelled using the piping from 
the installations on the vehicle when used on 
board or nearby. Vice-versa, thanks also to 
the legs, which are offered as an optional, 
the cooker can for instance be carried to the 
beach and fuelled using a normal camping 
cylinder. All the product versions are fit-
ted with a practical carry handle, a storage 
drawer for cutlery or a chopping board. 
The variants are linear 3-burner or 2-burner 
combined with a sink or, in a more compact 
version for smaller vehicles, a 2-burner hob 
or 1-burner and sink. “Another application 
that we imagine is to have this portable in-
dependent cooker of ours fitted as the only 
cooker on the van. In fact, it could be at-
tached inside and used like a classic cooker. 
Detach it and place it on external runners to 
have it on the outside of the vehicle or even 
move it elsewhere ... maybe to a friend’s 
motorhome ... -  concludes Lorenzo Bellini 
- “Thanks to these particular characteristics, 
this cooker can be installed, or simply car-
ried, on all types of vehicle, from recreation-
al vehicles, which are what it was designed 
for, through to off-road vehicles and even 
boats. The product is ready, we are certain 
that it can make the end customer’s experi-
ence even more comfortable, and we are in 
turn ready to tackle new challenges togeth-
er with our customers’ design departments.” 
 
30 years of business
Despite the fact that CAN’s actual launch into 
the RV industry only took place in 2008, the 
company’s history has much more distant or-
igins. Indeed, CAN was established in 1988 

and quickly became the reference supplier in 
the boating industry, which is deeply rooted 
in the area around Lake Garda. About ten 
years ago, the founder’s son, Lorenzo Bellini, 
caught a glimpse in the recreational vehicle 
sector of an opportunity for new business 
that helped CAN tackle the economic down-
turn and, indeed, transform it into a growth 
opportunity. “We were able, at that time of 
strong decline in the boating industry, to 
guide all our know-how and production ca-
pacity towards a sector, the recreational ve-
hicle sector, which was somewhat similar to 
what had up until that time constituted our 
industrial background” - says Lorenzo Belli-
ni - “It was therefore quite natural for us to 
design the same type of products we were 
supplying the boating industry with for the 
motorhome and caravan sector as well. Here 
a small company like ours was even able to 
fit in between the bigger players because we 
were able to offer not just quality but also 
flexibility, accepting orders for small supplies, 
limited series or highly customised prod-
ucts”. In the ten years that followed, right 
up to the present day, CAN has continued 
to grow significantly, without abandoning 
the boating sector which still makes up 40% 
of its turnover. With the recent opening of 
premises in the United States, in South Bend 
in the State of Indiana and in China, in Ning-
bo, CAN has consolidated its growth. “Our 
goal, by opening new manufacturing plants 
in the United States and China, is to become 
one of the main players on those markets 
as well. Today, with its wealth of experience, 
CAN is a company guided by a young team. 
We are convinced that further major chal-
lenges are in store and we are ready, capable 
and structured to tackle them”.
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Company Profile
CAN, which has been operating in the 

nautical market from three gener-
ations, is known for the reliability of its 
products, the quality of the materials and 
the concrete and innovative designs. To-
day, more than ever, the heart and mind 
of the company are represented by Mauro 
Bellini, supported by the more and more 
determining contribution of his sons, Lo-
renzo and Fabio who, together with their 
father, place their endless creativity and 
contagious passion at the service of the 
company in order to tie the CAN brand 
more and more to the world of stainless 
steel accessories. In 2009 CAN decided to 
take on a new challenge, introducing the 
CAMPER/CAMPING sector into its range of 
products, thereby entering new and stim-
ulating markets. And so, the Bellini family 
has enriched and diversified its range of 
products with the usual care and atten-
tion. Always under the banner of quality 
and consistency.
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Advanced technologies and artisan 
skill: it is this interesting blend that 
we are presented with upon entering 

the production plant of Dreoni Giovanna Srl, 
near Florence. The company has been ac-
tive in the automotive sector for over fifty 
years, creating multiple elements in fabric 
and other materials for various kinds of ve-
hicle interior. This industrial tailoring began 
to develop within the motorhome sector at 
the end of the ‘90s and today is delivered 
in collaboration with several European in-
dustrial groups. During the last period, Dre-
oni invested significantly in modernising its 
production system: artisan skill has not been 
set aside, rather assisted by cutting-edge 
machinery that reduces lead times and in-

Custom clothing
In 2017, Italian industrial tailoring saw an exceptional increase in turnover, thanks in part 
to investments in new machinery and the ability to meet specific customer requests with 
outstanding craftsmanship. Well-positioned in Italy, France and Germany, the company is 
also looking to new markets outside Europe.

creases the accuracy of the pieces produced. 
“Our job is to cut and sew”, says Sergio Dre-
oni, the company’s Administrative Director, 
“creating various elements that become part 
of the motorhome furnishings. I’m talking 
about seat linings and curtains, for example. 
We could have continued cutting and sew-
ing as before, exclusively manually, but we 
decided to invest in technology to improve 
the quality of our products. That’s why to-
day we have two digitally controlled ma-
chines that can guarantee a perfect cut. And 
thanks to computerised cutting programs, 
we can work problem free, even thousands 
of kilometres away, as long as the custom-
ers send us their data electronically. This 
does not mean that human contribution has 

been eliminated: we have thirty employees, 
and seventy sewing machines, computerised 
machines are part of our work, but the rest 
all stems from the skill of our team. Some 
of them have worked at Dreoni for thirty 
years, bringing extensive experience. Let us 
not forget that ours is a tailored product 
that must adapt to the changing demands of 
motorhome manufacturers Production flexi-
bility is key, and we must be able to rapidly 
modify an individual element, adapting it to 
changes in shape, dimensions or material. In 
this adaptation process, which is based on 
ongoing dialogue with our customers’ con-
structors, digitally controlled machines alone 
are not enough. We need artisan skill too, 
and the knowledge of masters of cutting 

Words Andrea Cattaneo
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International sales: Italian products • Paola Minguzzi • +39 0544 417146 • paola@italianproducts-range.it

and sewing”. Dreoni will soon at-
tend the Düsseldorf Caravan Salon, 
an important opportunity to meet 
customers and establish new con-
tacts. The company does not 
have a product catalogue, this 
is a tailor’s shop, an industri-
al tailor’s shop that sews its 
own “clothes” for specific 
motorhome models. Dre-
oni’s strength lies precisely 
in this ability to produce 
furnishing elements in var-
ious materials, adapting 
them to specific re-
quirements. Simply 
by listing some of 
the products, it is 
clear that adapt-
ability is essential: 
upholstery covers 
for the cabin seats and 
living space sofas, fin-
ishing panels for the 
walls and cabinets, 
the upholstered runner 
along the roof cut in 
the cabin, but also fab-
ric storage pockets, bed-

Company Profile

The Dreoni Giovanna Srl company has production facilities in Vaiano, in the 
province of Prato (Tuscany – Italy), comprising two factory buildings, for a 

total covered area of 3,400 m². A photovoltaic system with a surface of 2000 m² is 
installed on the roof of the main building, capable of generating 150 kWh, cov-
ering the complete energy requirement of the production facilities. The company 
currently has a staff of 30.

spreads and decorative pillows, 
curtains and cab carpets. “The 
Düsseldorf fair is always im-
portant, a chance to come 
together with the technical 

and sales managers of vari-
ous companies”, says Ser-
gio Dreoni. “We are now 
well positioned on the 
European market, with 
customers such as the 
Erwin Hymer Group, 
Trigano VDL and the 

Rapido Group, but 
we are also try-
ing to expand in 
Australia, where 
we already have 
one client, as 
well as in Chi-

na and the USA 
where we would 
like to develop var-
ious collaborations. 
After all, working 
thousands of kilo-
metres away is not 
a problem for us: 
thanks to our digital-

ly controlled cutting machines, all we need 
to commence production is the customer’s 
accurate shape and size data”. Looking at 
the latest motorhome furnishing trends, 
with soft, modern but extremely cosy envi-
ronments, it is evident why in the last pe-
riod, Dreoni saw such a decisive increase in 
production: the Tuscan firm was able to rec-
ognise the demands of the market, creating 
fabric furnishings, small and large, customis-
able at will, produced with extreme finishing 
care, and easily modifiable because they are 
not tied to particular molds. Embellishments, 
motifs and embroidery, but also a combi-
nation of different materials: if it is truly all 
about the detail, then Dreoni is certainly pre-
pared to meet new challenges.
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The TV is an integral part of RV or Car-
avan. Just like at home, the mobile TV 
has evolved into a multimedia device. 

Open operating systems and the use of apps 
open up completely new possibilities. The 
world of the Internet comes into the motor-
home through the use of a Smart TV.

Assembled in Germany
For more than 18 years alphatronics has been 
dealing with the requirements of caravanning 
for the mobile TV world. Highly qualified em-
ployees and continuous further education 
measures ensure a state of knowledge at the 
highest level. The experience gained directly 
flows into the development of the products, 
because innovation and use of the latest 
technologies are at the top of the list when 
it comes to the further development of the 
devices. Therefore, the devices are not pro-
duced in Asia, but developed and assembled 
at the alphatronics headquarter in Nurem-
berg. Only here can the consistently high 
product quality “assembled in Germany” be 
guaranteed at all times. Quality pays off, as 
this high standard has made alphatronics the 
market leader in the field of mobile consum-
er electronics and supplies around 80% of 

alphatronics:
market leader in 
mobile consumer 
electronics
“In-house production assures alphatronics 
constant access to innovation and quality, 
thus creating technical superiority over its 
competitors”. Business Week, Germany

Words Jörg Nullmeyer

all manufacturers in Germany, Austria, Swit-
zerland and other international markets. The 
premium brand also occupies the top posi-
tion in specialist retailers.

High quality and first-class service
Mobile televisions not only have to survive 
potholes and vibrations of bad roads, but 
also cope with large temperature fluctua-
tions. For this reason, all alphatronics TV sets 
are tested not only for mechanical strain but 
also for thermal stress in special climate tests. 
This is why the devices work under difficult 
conditions. The certified quality management 

Managing Directors 
Jens Kaltenbach and Markus Schröder
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system (DIN EN ISO 9001:2015) guarantees 
the premium quality of the products and thus 
the customer satisfaction - also in view of the 
vehicle manufacturer. In addition to develop-
ment and production, alphatronics also has its 
own service department in Nuremberg. The 
telephone support is exclusively staffed with 
product specialists who can competently help 
OEMs and end customers with questions. In 
the case of a defect, there is a 24-hour bring-
in service. Defective devices that arrive at 
alphatronics by 12 o’clock usually leave the 
service workshop within 24 hours. Managing 
Director Jens Kaltenbach describes the philos-
ophy of the company very simply: “At alpha-
tronics we have one goal - the best possible 
advice and service for every customer”.

Intelligent technology
According to Managing Director Markus 
Schröder, the strength of alphatronics lies in 
the detail. Especially in the motorhome and 
caravan a wide viewing angle is important. 
alphatronics offers a horizontal and vertical 
viewing angle of 178 degrees with a sharp 
and brilliant image.  This gives engineers and 

designers additional freedom in positioning 
the TV in the vehicle. In addition, the LED 
TVs are 100% free of pixel errors (pixel er-
ror class 0). In contrast to the frequently used 
panels of quality 1 or 2,  no defect  pixel 
spoils the enjoyment of the television in the 
alphatronics devices. Sometimes it comes to 
the damage of electronic components by a 
short-term peak load in the electrical system, 
be it the engine start or the connection of the 
solar system. This is no problem for alpha-
tronics TV sets thanks to integrated overvolt-
age protection. Just one of the many details 
that make the difference. Not without reason 
was the alphatronics SL-Line + test winner in 
the large comparison test of Reisemobil Inter-
national - one of the leading European trade 
magazines for caravaning and accessories.

Be smart - be first
The televisions from alphatronics are multi-
media terminals. Together with an Internet 
connection, many additional functions can 
be used via the remote control. What has 
been standard at home for a long time, is 
often sought in vain in motorhomes and car-
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avans. An exception are the devices from al-
phatronics, as they are based on the Android 
operating system. It’s quick and intuitive to 
chat with friends, surf the web, or access 
your favorite apps. Even manufacturers can 
use the devices for their own apps.

One Cable Solution
Together with Kathrein, alphatronics devel-
oped the “one-cable solution”. With this 
solution, different satellite systems from 
Kathrein can be controlled directly via the TV 
set without the need for additional control 
units or receivers. This saves time and mon-
ey in both original equipment and retrofit-
ting. As a highlight, even broadcasts can be 
streamed to a smartphone or tablet.

Mobile home of the future
With alphatronics Mobile Home Automation, 
you are already setting the future today. The 
functions of devices and components can be 
controlled via app. Whether lighting, multi-
media, heating or air conditioning, the alpha-
tronics Mobile Home Base covers all aspects 
of a smart networked motorhome or cara-
van. The individual components are wired via 
the CI-BUS or wireless via WiFi, Bluetooth or 
infrared connected to the Home Base.

International partner network
The high level of competence and quality has 
also convinced the premium manufacturer 
Alpine, one of the world’s largest automo-
tive suppliers. Therefore, alphatronics is the 
exclusive development and distribution part-
ner of Alpine Electronics products in the car-
avanning sector. In addition, alphatronics has 
a cooperation with Xtronic, a development 
partner and system supplier to the automo-
tive industry, to jointly develop the future of 
the networked motorhome. This makes al-
phatronics the ideal and innovative multime-
dia partner for the caravaning industry - also 
for your products.
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OFOLux is increasingly turning its 
mind to caravan & camper: the 
Italian company has supported the 

demands of a growing RV market and has 
increased the production of lighting sys-
tems for companies in the sector, invest-
ing in structures and machinery. Boosted 
by the results achieved, they are back in 
Düsseldorf with a renewed range of prod-
ucts, offering aesthetic and functional im-
provements, always with great attention 
to quality and safety. For the 2019 season, 
their ultra-flat product range is extended, 
with some special new additions: there are 
both spotlights and ceiling lights, to re-
place the old LED point lighting, offering a 
more modern and pleasant diffused light. 
In addition to the recessed versions, spot-
lights are also available for mounting on a 
flat surface, just with the addition of a ring 
that harmoniously completes the prod-
uct. Protrusion is significantly reduced, 
with LED technology creating a very thin 
lighting element, just a few millimetres 
wide. Ultra-flat spotlights are also avail-
able with touch switches control. You can 
choose from round or square, with various 
surround finishes, from chrome to satin, 
coloured or customised to the client’s re-
quest.
“The ultra-flat range of spotlights and 
ceiling lights is characterised by an ele-

Grow to illuminate
New machinery and new team members OFOLux has found the best strategy to deal with 
the increase in production which derives from a growing market. And at the Caravan Salon 
they will present a renewed range of ultra-flat spotlights, but also new LED strips too.

Words Andrea Cattaneo

gant design, diffused light and easy as-
sembly”, explains Cristina Oblatore, who 
owns OFOLux alongside her brother Luca, 
“maintaining OFOLux’s typical high safety 
standards. Our lighting products are ap-

proved for the automotive sector: most 
of the materials and components used for 
our motorhome solutions are the same 
as those used for the bus and ambulance 
sector, we also have type approval for the 

Flexible Strip w/ built-in protection fuse Art. 90 - USB

Art. 1029 - Ultraflat 
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electromagnetic compatibility of our elec-
tronic components and for the fire resis-
tance of our plastics”. 
The OFOLux stand at the Caravan Salon 
will also feature other new products: for 
example, a spotlight designed especially 
for the bathroom, which can also be in-
stalled in the shower compartment, featur-
ing a waterproof closed structure (water 
protection degree IP54). There will also be 
new reading spotlights with built-in USB 
port, equipped with touch control and dif-
fused light. At the Caravan Salon you’ll be 
able to get up close to OFOLux’s various 
standard and flexible strips too. There is 
also a version with protection system, dif-
ferent to other strips available on the mar-
ket, thanks to its built-in protection fuse. 
Of particular interest are the strips with 
different LED tones: in a single product, 
choose from three different light tones, 
simply by pressing the remote control. The 
three tones are those most requested by 
the market: cool white, neutral white and 
warm white.
“The company’s development is constant”, 
says Cristina Oblatore. “2017 closed with 
a growth of around 25% and the first half 
of 2018 still shows an increase, with an 
annual turnover of around 10,000,000 
euros. Our relationship with several Eu-
ropean, Australian and Japanese manu-
facturers is well established and we are 
opening up to new markets, in particular 
the USA. In the last year, OFOLux has struc-
tured itself in order to deliver the increased 
production required. Employee numbers 
have grown, and today the firm boasts a 
team of around 50, across its various sites. 
New machinery has also been purchased, 

and the production site extended. But of 
course this increase in production does not 
come at the expense of the flexibility we 
offer in meeting customer requests, a flex-
ibility made possible because our design 
studio is in-house, along with the various 
production departments. We are able to 
communicate constantly with the custom-
er, and we can modify the product by per-
sonalising it, both in its design and in the 
assembly of printed circuits”.
Last year, the company’s Italian HQ in 
Brunello was also extended, with the ad-
dition of a new warehouse. For the pro-
duction of lighting systems, new machines 
were added for the processing of extrud-
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Officially established in 2001, OFOLux was founded on the experience of OFO snc, 
instituted in 1974 by the father and uncle of the current owners, specialized in 

the production of accessories for buses. Today, Luca and Cristina Oblatore manage a 
company that makes the most of the skills and expertise acquired in the automotive 
sector, providing interior lighting solutions for vehicles: not just lamps and spotlights, 
but complete lighting systems for minibuses, buses and fully rigged coaches, as well 
as commercial vehicles transformed, for instance, into ambulances. In the RV sector, 
OFOLux supplies nearly all Italian motorhome manufacturers, as well as European and 
international manufacturers. Standard production is flanked by models specifically 
developed to customer specifications: OFOLux provides customized modifications to 
systems, through flexible production processes, and thanks in great part to its state-
of-the-art internal design department. OFOLux employs around fifty people overall 
across its three production sites: the company’s main production site is located in Italy, 
in Brunello in the province of Varese, and a facility was opened in 2009 in Tunisia, in a 
district boasting a pre-existing well established electronics sector. Since 2015, OFOLux 
has also established itself on the American continent, with a production site in Mexico, 
in order to maintain a direct presence for its bus and coach customers in Central and 
South America. OFOLux has a worldwide customer base in the bus sector, whereas its 
activities in the RV sector are currently focused in Europe, Australia and Japan. OFO-
Lux holds ISO 9001:2008 certification, and has obtained ISO 14001:2004 environmental 
certification, in addition to ISO TS 16949 quality certification for the automotive sector.

Company Profile

ed aluminium profiles and polycarbonate 
elements. The sales and customer service 
department was also reorganised, with the 
addition of new staff.

Art. 1029 (interchangeable finishings)

Art. 2020-F (no recess)
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With Cinderella Toilets it is possible to get rid of toilet waste 
in a hygienic, simple manner. The result when nature calls? 
Just clean ashes remain. Cinderella incineration toilets are 
the new standard for caravans, mobile unit and recreational 
vehicles.

The Cinderella toilet system is manu-
factured in Norway. Sales and Mar-
keting Manager Thomas Krogedal at 

Cinderella Eco Solution explains: “All over 
the world motion industry is adapting our 
high end incineration toilet. Cinderella Mo-
tion is a further development of the popular 
Cinderella incineration toilet currently in-
stalled by over 60,000 users worldwide. We 
have provided vacation home owners with 
practical, well-designed in the most remote 
places since 1999.”

Technologically advanced
There is no doubt that portable all-in-one 
prefabricated toilets are a far cheaper option 
than incineration toilets. The components of 
the incineration toilets are mainly produced 
in Norway and are technologically advanced. 

Cinderella incorporates software functions 
that adapt and optimize the process accor-
ding to the amount of waste being proces-
sed, with efficient utilization of energy.

Weight and space solution
Since the toilets don’t need water, bark or 
other remedies, they are simple, light and 
flexible to use. That means also a significant 
weight saving and load space. The customer 
no longer uses clean drinking water for rin-
sing and therefore saves more water capaci-
ty for domestic use. They are neither depen-
dent on soil or electricity and the customer 
can choose the model that runs on gas if 
they have limited electricity. When you fea-
ture in hygienic and clean solutions, a small 
footprint, light weight, easy to use and high 
capacity, then the choice is relatively easy.

The new standard for toilet 
waste, only ashes remain
The new standard for toilet 
waste, only ashes remain
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Simpliying life
Cinderella Motion toilet is an investment in 
a simpler life. It does not pollute the external 
environment, and therefore will not requi-
re any form of approval in connection with 
installation in vulnerable areas. The motion 
toilet increases the comfort and flexibility 
in the motorhome or caravan. This means 
a lot to many mobile home owners. Being 
totally self-sufficient creates a great feeling 
of freedom.

Unique advantages
• Made in Norway with high quality 

• Childproof

• Certified product

• Simple emptying process – 

   just a little ash once a week

• Toilet may be used 70 times

   before emptying is required

• No addition of sanitation

   liquid, etc. required

• Large capacity: up to 6 persons

• No water supply or installation

   of indoor/outdoor tank required

• Hygienic

• 3-year warranty

Product facts:
Weight:   20 kg
Height:   540 mm
Seated height:  490 mm
Width:   390 mm
Depth:   590 mm
Capacity:  Up to 6 persons

Stand-by electric power consumption:
0,005 Amp
Incineration electric power
consumption: 1,3 Amp
Gas consumption per incineration:
around 180 grams per incineration
Ventilation fan: 12V DC
Gas: Propan (30 mBar pressure)
Power requirements:
12 VDC/4 Ampere (11-14.4 V)
Incineration power: 3.000W

HALL 14
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Operating in the RV sector since the 1980s, Nordelettronica 
has tied highly collaborative partnerships with many vehi-
cle manufacturers to supply miscellaneous electronic equip-

ment, spanning from battery chargers for camper vans and low-volt-
age distribution module to electrical wiring and control panels. It is 
precisely on control panels that the Italian company has focused the 
most resources over the past years. The Nordpanel platform, which 
expresses the very best in Nordelettronica expertise, will be intro-
duced at the Caravan Salon in Düsseldorf. 
Capitalising on decades of experience and continuously updated 
manufacturing systems, Nordelettronica today is exploiting LIN BUS 
technology, which is crossing over from the automotive world to 
that of RVs. This is allowing Nordelettronica to modernise products, 
simplify vehicle systems and foster more advanced camper van de-
vice management. Even more interesting, a remote communication 
system which interfaces with on-board systems has also been creat-
ed. The Nordpanel platform has real practical advantages for direct 
users and for sector operators alike. The system can be used to man-
age the vehicle locally using a smartphone or a tablet by exploiting 
a Wi-Fi connection and even remotely via a GSM phone link. More 
specifically, the camper van can be geolocated and it is possible to 
interact with it to receive information from on-board devices and 
even impart remote controls. 
Nordelettronica is a CIVD member and coordinates activities with 
other component manufacturers through the CIBUS Consortium. 

Words Andrea Cattaneo

All under control
Nordpanel is an innovative platform designed to be fitted as original equipment to control 
various on-board devices even remotely with major advantages for users, rental fleet owners 
and vehicle manufacturers alike.
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more and better customer care services, be 
closer to their customers and retain them. 
For instance, information on the manufac-
turer’s service network may be displayed to-
gether with other key information. 
Users can save their credentials using an app 
and directly access the control panel in four 
languages. Fleet managers on the other 
hand can select which vehicle in their fleet 
to control from a computer. Camper vans 
can be geolocated and various control panel 
functions can be operated remotely, such as 
lights, connection to the external electrical 
mains, turning the heating system on and 

Nordelettronica established in Italy in 1978 has al-
ways been focused on electronic equipment for 

the RV sector from battery chargers for camper vans 
and low-voltage distribution module to electrical wir-
ing and control panels. Outside of the caravanning 
sector, Nordelettronica makes wound components for 
industrial electronics, like switching and power trans-
formers. Production has also focused on the industri-
al cleaning sector (floor cleaning machines). Study, 
design and manufacturing activities are performed 
in-house. This means considerable flexibility and solu-
tions targeted to the customers’ real needs. Having 
been re-organised in 2011 with the introduction of 
new partners, Nordelettronica has gained new mo-
mentum and the turnover has gone from 5.5 to 10.5 
million Euro over the past seven years. Direct exports 
represent 30% of sales, with 70% of products sold to 
Italian companies, which in turn export at least half of 
their production.

Company Profile

off and much more.
The Nordpanel system is the result of nearly 
three years of hard work. The first models 
were installed on Adria RVs and the panel is 
now being offered to other manufacturers. 
The system is new but has great potential 
for future development. Nordelettronica is 
the first in the camper van sector to offer 
such a high-tech system as original equip-
ment. In the future, the company is plan-
ning on offering it after market, addressing 
vehicles made during the last five years. In 
this way, technology that was beyond the 
wildest imagination when the vehicle was 
originally built can now be implemented.

The Nordpanel platform can interconnect 
with Truma and Alde heating systems and 
with the A/C function of the Truma and 
will soon be able to interface with Thetford 
refrigerators and Dometic A/C units. The 
Nordelettronica catalogue already features 
systems capable of interconnecting with 
electronic devices made by other manufac-
turers but today the company is making an 
important leap forward by offering a com-
mon platform which can be implemented 
across different vehicles of different man-
ufacturers to end users and sector opera-
tors. The advantages for camper van rent-
al customers and fleet managers are clear. 
They can control various devices remotely, 
prevent faults and manage issues without 
needing to be on-site. For instance, they 
can control the temperature of the Truma 
systems with different timing over the day 
to ensure effective heating and smart con-
sumption The system currently works in 28 
countries in Europe at no additional cost 
but is designed to work worldwide with no 
problems. The goal for the near future is to 
implement the platform, connecting it with 
the computerised system of the base vehicle 
chassis to manage information on the state 
of mechanics and transferring information 
and alarms which are usually not displayed 
directly to the control panel on the dash-
board of the camper van. It is always worth 
remembering that camper van use differs 
from that of cars or delivery vans and having 
key information always under control can be 
extremely useful.
The goal of Nordelettronica is to provide as 
much information as possible using the con-
trol panel as a single instrument. The bene-
fits can be enjoyed by end users, by rental 
fleet managers and by vehicle manufactur-
ers, the latter for instance to implement 

How the service works

GPS 
Satellites

Your vehicles

KIT GSM on your vehicles

GSM network

Server Cloud
Nordpanel

Monitoring from 
your devices

Electrical 
systems

Level 
control

Battery 
charger

Heating 
system

Geolocalization
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With the certainty that in the RV in-
dustry, fabrics will increasingly be 
of strategic importance, Dino Zoli 

Textile is preparing to face a new business 
season, starting from the Caravan Salon in 
Düsseldorf. The Italian firm is now well in-
troduced in the sector, working alongside 
leading European companies for many years.
“We come from the furniture sector, where 
we are still very present, but we have 
worked in the motorhome and mobile home 
sector for over twenty years”, explains Mon-
ica Zoli, the company’s Sales and Marketing 
Manager, “and we have developed extensive 
expertise on specific textile products for this 
industry. That isn’t to say that fabrics for RV 
and home textiles are always two completely 
separate things, indeed, often the RV sec-
tor takes advantage of research done in the 
field of home furnishings. We do a lot of re-
search, and that research often ventures into 
other fields of application”.
Conducted by Marco Zoli, this research is 
one of the pillars on which Dino Zoli Textile 
is based, and covers two separate directions 
which ultimately converge in a single prod-
uct: on the one hand there is stylistic re-
search, on the other, technical. The company 
collection includes over 1000 items, provid-

Style and service
The new variations of the Green Collection fit together in a vast collection of fabrics, the 
result of ongoing technical and stylistic research, supported by customer service that finds 
its strength in a well-stocked warehouse.

Words Andrea Cattaneo

ing RV manufacturers with fabrics for living 
area seating, but also for wall panels and 
curtains. For the RV sector, particular fibres 
- polyester microfibres, polypropylene and 
natural fibres - are often used, developed in 
different ways as regards printing, colour-
ing and structural design. A large portion of 

production concerns technical fabrics and 
microfibres, solid colour, resistant to wear 
and often with anti-stain treatments. But 
jacquards and decorative fabrics, which are 
generally produced in the in-house weaving 
mill, are also imported, while imitation leath-
er is supplied via subsidiary Glulam. 
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Company Profile
Dino Zoli was established in 1972, thanks to the entrepreneurial spirit and 

curiosity of its founder, bringing into the company ideas borrowed from his 
travels abroad as well as other sectors. The company’s production has always 
focused on fabrics for furnishings, enhancing the initial business providing cov-
erings for armchairs and sofas by specializing in interiors for recreational vehi-
cles. The production facilities in Forlì and other external sites create fabrics of 
all types: microfibers, jacquards, technical and outdoor fabrics, faux leathers 
and more. A catalogue of over 1000 items, all available in their well stocked 
warehouse.  With an annual turnover of around 10 million euros, the company 
employs 45 people, which amount to around 100 by adding the employees of 
its subsidiaries. Dino Zoli was awarded ISO 9001/2008 certification. The Forlì 
production site features a modern photovoltaic installation capable of produc-
ing 212,379 kWh, amounting to 84% of its energy needs.

Fabric is Green
Three years ago, Dino Zoli Textile be-

gan developing the Green Collec-
tion- In & Out, a line of special fabrics, 
with excellent technical characteristics 
for motorhome use. New versions have 
recently been developed, which will be 
available to customers for next season. 
Produced in polypropylene fibre, these 
are extremely high-performing mate-
rials. An eco-friendly fabric, 100% re-
cyclable, which can be easily removed 
and washed at very low temperatures, 
with very little detergent, and dries in 
minutes. Particularly resistant to sun-
light, ideal for use in areas of the vehicle 
which are exposed to the sun. Antibacte-
rial and mite-proof, it is also completely 
non-toxic and suitable for contact with 
the delicate skin of children from 0 to 
6 months.

“Our customers”, explains Monica Zoli, 
“very much appreciate the fact that we are 
proactive and innovative in the definition 
of various items. We successfully offer on-
trend fabrics, but we also have the ability to 
deliver specific finishes. I am referring, for 
example, to quilted fabrics, to the pairing 
of various materials, but also to particular 
weave designs, and ad hoc prints. We have 
an in-house weaving, finishing and printing 
department, and using digital prints we can 
supply almost any custom design: the digital 
printing system is quick, low-cost and can 
also be used for small series production. In 
short, Dino Zoli Textile can provide a wide 
range of products and product customisa-
tions, a single point of reference for a wide 
variety of needs. But this, I would like to 
clarify, is just one of the two pillars on which 
the work of Dino Zoli Textile rests: in addi-
tion to product variety, there is also quality 
of service”.
Customer service which translates in various 
ways. Prompt delivery is fundamental, and 
requires a well-structured preventive organ-
isation and a warehouse which is always 
well-stocked. Companies can also order 
minimum quantities of fabric and be guar-
anteed quick delivery, in some cases within a 
week. But service also translates into ongo-
ing customer support thanks to an efficient 
sales network coordinated by Massimiliano 
Cortini: specific company personnel are ap-
pointed to each client, available as a point 
of reference to the RV manufacturer at ev-
ery phase, dialoguing with designers and 
buyers. A system that involves considerable 
effort, but which gives excellent results, as 
evidenced by the collaborations that Dino 
Zoli Textile has maintained for years with 
various operators in the RV sector.
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Cod. 9SC0106002V01
Kg. 12,2

CTA is the Italian leader in the sup-
ply of specific anchoring structures 
for seat belts, revolving tables, TV 

racks, ladders and luggage racks to the 
main European manufacturers of recre-
ational vehicles. The company is special-
ised in high-quality steel processing and 
offers the strategic advantage of being 
equipped with cutting-edge equipment 
to test structures in-house. This has al-
lowed them to experiment their solu-
tions and constantly evolve over time. 
Innovation for CTA means achieving ex-
cellence in terms of technology and prod-
uct safety standards but also designing of 
industrial processes compatible with cur-
rent policies, in Italy and throughout the 
European Community, in terms of emis-
sions, environmental impact and safety. 
This is an ambitious goal that CTA has 

been pursuing for several years, adopting 
a comprehensive vision that spans from 
R&D to product shipping. “Over than 40 
years of experience in the recreational ve-
hicle industry enables us today to made 
high-quality systems which are safe, light-
weight, innovative and green”, declared 
Dario Bellezze, General Manager of CTA. 
By using special steels that despite their 
low specific weight are up to five times 
stronger than conventional materials, the 
company based in Pomezia makes safety 
belt systems that weigh about 12.5/8.5 
kilograms, for the M1 and N2 categories, 
respectively. The innovative and partic-
ularly light metal alloys used have been 
specifically developed for use the auto-
motive market by a highly specialised 
steel company. In addition to offering 
significant weight reduction while main-

taining the requisite safety properties, 
they complement the CTA vision striving 
for manufacturing which is as eco-com-
patible as ever before because the ma-
terial is completely recyclable at end-of-
life. The CTA structures introduced at 
the Salon Caravan in Düsseldorf 2018 are 
versatile, modular, completely designed 
and built in Italy. They allow over 10,000 
positioning solutions and can be imple-
mented with the applicable Isofix system, 
exploiting an ingenious modular system, 
to the basic structure. Standard and cus-
tom models alike are installed by means 
of from two to four holes in the floor 
adopting a mounting system designed to 
be simple. Each CTA model can be person-
alised by the customer, even for complex 
design needs, allowing, for example, a 
system with telescopic column compati-

Lightweight, Italian-made seat 
belt structures with minimum 
environmental impact
CTA is going to the Caravan Salon in Düsseldorf with 
high-quality, innovative and extra-light seat belt struc-
tures designed to be made in an entirely green pro-
duction process compliant with the most recent inter-
national standards.

Words Enrico Bona

Cod. 9SC0086401V0
Kg. 8,5

Cod. 9SC0008100V01
Kg. 4,2

Cod. 9SC0014700V01
kg. 3,5

M1

N2
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CTA has a 40 year long experience in the auto-
motive industry, and it is mainly focused on 

transforming different kinds of technical vehicles 
and structures. It addresses mainly vehicle man-
ufacturers which need not only the design, pro-
duction and supply of finished products, but also 
after-sales assistance. Its great experience and or-
ganization capacity lead to a rapid development 
in production; this is what enables the technical 
department to carry out extremely innovative 
studies, while efficiently following up on the prog-
ress of purchased orders.Today CTA works with 
the most famous Italian and European RV manu-
facturers providing seatbelt anchoring structures, 
luggage racks, seat swivels, TV brackets, ladders. 
All in compliance with European safety standards.

Company Profile

Dario Bellezze
General manager

Cod. 9SC0106020V01
Kg. 14,2

Cod. 9SC0103001V01
Kg. 13,5

ble with beds at variable height. 
CTA has also introduced an in-
novative packaging system in its 
production processes to reduce vol-
umes and, consequently, emissions 
during transport. Consequently, up 
to 60 systems can be arranged on one pal-
let and, in addition to having a positive 
impact on the environment, this offers 
customers the advantage of significantly 
increasing efficiency in supplying their 
production lines. “CTA is reasserting its 
leadership in manufacturing by achieving 
ambitious objectives: we have increased 
the robustness and safety of our systems, 
drastically reducing the weight of the 
structures”, Dario Bellezze concluded. 
“Our products have been appreciated for 
years on the European market for their 
clever Italian design and their high-quali-
ty level. In a social, political and regulato-
ry world increasingly focused and prolific 
in the field of safety and eco-friendliness, 
at CTA we have always been at the fore-
front of our industry and have so far suc-
ceeded in finding the balance in our in-
dustry between safety, quality, reduction 
of environmental impact and production 
efficiency. The advantages of our strategy 

have been confirmed over 
time: maximum competi-

tiveness on the market and a 
differentiated range of premium quality 
products which are highly appreciated 

by our customers. Last but not least, the 
maximum contribution to reducing emis-
sions means that our systems, and there-
fore our customers, can always comply 
with the laws in force.”
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Despite the growing interest in 
non-European markets, FAP contin-
ues to have the reference point of its 

production in Europe, where it holds a po-
sition as undisputed leader in the RV locks 
segment. The Florence-based company thus 
returns to the Caravan Salon, and it does 
so as usual, offering some major new solu-
tions, first and foremost the definitive ver-
sion of the handless garage door, the con-
cept of which it presented last year. 
“Innovation has always driven the choices 
of FAP, - comments Lapo Ermini, general 
manager of FAP and the founder’s grand-
son - because you can only grow and attract 
customers and end users through product 
innovation. As you known, the company 
has a cutting-edge engineering department 
and it has always invested considerably in 
research and development. For us, quality 
comes first, and with the ISO 2001 certifi-
cation, we were pioneers in the caravanning 
sector, implementing it as early as 2003, and 
we have implemented ISO 2015 - which is 
much more sophisticated - since 2018. Yet 

quality alone is not enough: one needs to 
look ahead at all times and offer the mar-
ket innovative solutions. So, after making 
our début with the automatic door, we have 
now put into production our automatical-
ly-closing garage door. This product targets 
the European market, at least initially: Eu-
rope remains our biggest user basin. Men-
tion however should be made of the rise in 
sales in certain emerging markets: for the 
fourth year running, we have exhibited at 
the exhibition in Beijing, and I believe China 
to have plenty of potential for development 
in the RV sector. We have also grown in Aus-
tralia, which is an extremely appealing mar-
ket for us, where manufacturers are opting 
for a more European-like style and where 
the possibility for growth is significant”. 
As regards the automatic closing system, 
intended for the main motorhome garage 
door, the concept presented last year defi-
nitely got positive feedback: FAP therefore 
decided to fine-tune all its details and mass 
produce it. It will therefore be available to 
accessorise recreational vehicles for the 

2019-2020 season, however FAP has in-
formed us that a standard production RV 
will be available with this device as early as 
next September, thereby paving the way for 
future applications. This is obviously a de-
vice devised for premium motorhomes, but 
some manufacturers may possibly offer it 
as an optional on their medium and high-
end models. This is an automotive solution, 
which will be extremely appealing to cus-
tomers who are used to seeing this device 
on their car. The concept of the handless 
garage door is simple: it is designed to 
make the user’s life easy, allowing him/her 
to open and close the garage door without 
having to use their hands and without using 
a key, a lock or a handle. Three versions are 
envisaged: the cheaper, basic version is de-
signed to open and close the garage door 
with a button. The most interesting solution 
however is the intermediate version, which 
in addition to the manual button includes 
sensors underneath the motorhome: the 
opening system is triggered as one’s foot 
sweeps under the sensor. The third solution 

Intriguing automatisms

To offer the RV market products that are increasingly automotive, FAP is presenting the 
definitive version - ready for production - of its automatic garage door opening and closing 
system at the Caravan Salon.

Words Andrea Cattaneo
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is more sophisticated and, in addition to the button and sensor, 
it also features a Bluetooth system that automatically releases the 
safety catch when the user approaches with his/her smartphone. 
Obviously the triggering of the opening system (button and sensors) 
depends on the release of the safety catches, which occurs, except 
in the Bluetooth version, using the vehicle’s central locking remote 
control. Please note that the garage door can be camouflaged to 
look like the vehicle side panel, thereby creating a single, seamless 
whole, because the visible handle has been removed. 
“The objective is clear: – concludes Lapo Ermini – our research and 
development activity focuses on making the user’s life easier by al-
lowing him/her to stand out from the crowd”.

Company Profile
Since nearly half century, FAP is in-

volved in the production of plastic 
accessories, but not only. The found-
er approached R.V. market in 1968, 
listening suggestion of two entre-
preneurs (namely Mr. Luano Niccolai 
from Rimor and Mr. Giovanbattista 
Moscardini from Laika) that made his-
tory on this field. In 1982 FAP entered 
also the rail way sector supplying 
interior decoration. Production and 
ware house is  located in Florence in 
a building of 4.000 covered square 
meter. FAP is today covering 80% of 
European market needs for R.V. door 
locks, having good and friendly con-
nection with door manufacturers and 
Motor home manufacturers.
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Lapo Ermini at Caravan Salon 2017
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