
76
    

Euramax for Mobility is a name that many people in the RV industry around the world 
might know, as it has been supplying this sector with pre-coated aluminium cladding 
material for leisure and commercial vehicles for over 50 years

Cladding the 
caravan and 
motorhome 
world for 
over 50 years

Words John Rawlings

Aboutcamp BtoB met with Eura-
max for Mobility to ask about the 
Company’s heritage in this sec-

tor, its current situation, its outlook for 
the future, and to find out more about 
the specialist products it supplies to the 
caravan industry around the world.
There are not many companies who 
can claim to have been supplying the 
caravan industry for over 50 years, but 
Euramax for Mobility is one of them. 
As a result, Euramax for Mobility has 
a vast amount of experience and valu-
able long-term relationships with both 
its own suppliers and the OEMS (such 
as Hymer, Knaus and Hobby), many 
of which it has supplied high quality 
pre-coated aluminium side, back and 
roof panels to for several decades. 

An expanding market
From its base in the southeast corner 
of the Netherlands (Holland), close to 
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the borders with Belgium and Germa-
ny, Euramax for Mobility supplies all 
major OEMS in the caravan industry in 
Europe, the UK, Australia and the Unit-
ed States of America. 
Given its location, it’s not a big sur-
prise to hear that Europe is Euramax 
for Mobility’s main market, which ac-
counts for around 70 percent of annu-
al turnover. The remaining 30 percent 
of turnover is driven by USA, Australia 
and Asia. 
In other words, Euramax for Mobility 
can easily claim to be a global leader 
in the supply of aluminium cladding to 
the caravan industry. It expects to see 
a significant rise in its share of the mar-
ket in the United States as the market 
there is rapidly expanding, plus import 
tariffs for aluminium from China now 
makes the USA more dependent on 
supplies of aluminium from Europe.
Euramax for Mobility has experienced 

some interesting changes and trends 
in recent years.
Roel van den Heuvel, the General Man-
ager of Euramax for Mobility, the di-
vision of the company that is focused 
on the RV and broader transportation 
sector, commented: “In the last 10 to 
20 years, there’s been a change in what 
customers are buying. We reckon that 
the market has changed from about 
60 to 70 percent of people buying 
caravans, to now only about a third is 
caravans. There has been a large swing 
towards motorhomes, which for us, has 
caused a rise in demand for wide coil 
flat aluminium (up to 2.6 meter wide) 
instead of hammered or the stucco al-
ternatives that were more popular for 
caravans.”
Over the last 10 years, Euramax for Mo-
bility invested significantly to help its 
customers get the best quality prod-
ucts. It has made substantial invest-
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ments in new equipment and state-
of-the-art optical camera systems to 
ensure industry leading quality. “We 
used to rely on the human eye to spot 
any quality issues, but now computer 
systems further improve consisten-
cy and, therefore, quality. Consumers 
want the best quality, and we have 
adapted to meet this demand,” said 
General Manager, Roel van den Heuvel.

Let’s talk about aluminum
Euramax sees some clear advantag-
es of aluminium, as Stefan Smits, one 
of the Manager Strategic Accounts 
at Euramax for Mobility explained: 
“In our opinion, we believe coated al-
uminium is a fantastic and the most 
premium product. It saves weight, 
has an excellent UV resistance, and 
the paint systems we can use on al-
uminium are much more sustainable. 
Aluminium is also more environmen-
tally-friendly and has a significant 
lower Carbon footprint due to it’s re-
cyclability.” 
Euramax for Mobility believes alumin-
ium is the material of the future as it 
is fully recyclable. Already more than 
half of the bare aluminium which Eura-
max buys comes from recycled sourc-
es, and this percentage will further in-
crease in the coming years, which will 
make aluminium an even more sustain-
able material to use in caravans and 
motorhomes.
Euramax sees its biggest challenge in 
keeping up with the growth in demand 
and managing the supply of parts so 
it is not late delivering product to its 
customers. It has almost doubled its 
stock levels to make sure it can supply 
its customers throughout these turbu-
lent times.
“Like many, our supply chain has been 
disrupted which means it’s hard to 
keep up with the growth in demand, 
but we don’t want to be late for our 
customers, so we have increased our 

inventory levels. This will continue to 
be our biggest challenge in the com-
ing period,” said General Manager Roel 
van den Heuvel.
Over the last 18 months, Euramax for 
Mobility has also seen significant rises 
in costs of aluminium, paint, transport 
and utility costs, mostly between 25 to 
40 percent, but some by as much as 
60 percent. Euramax for Mobility has 
worked hard through this challenging 
time to minimise the cost increase to 
its customers by working more effi-
ciently, negotiating with its suppliers, 
becoming more automated, and ab-
sorbed a significant part of the rise 
themselves.

A look to the future
As a global supplier, we were interested 
to ask if there were any differences in 
the products Euramax for Mobility pro-
duces for Europe compared to the USA.
“Yes, there are some key differences,” 
says General Manager Roel van den 

Heuvel “There is a wider variety of pro-
duction techniques used for side walls 
in USA compared to Europe, but we 
expect these to become more similar 
in the next five years,” he continued.
The main difference in the type of 
product Euramax for Mobility currently 
supplies to North America compared 
to Europe is the width of the alumini-
um coils. Euramax for Mobility supplies 
standard coils (up to 1.60 meter wide) 
and wide coils (up to 2.60 meter wide). 
Wide coils are very popular for the 
larger side areas, like motorhomes in 
Europe. In America, it’s the other way 
around at the moment, and the differ-
ent production technique is requesting 
mostly standard coils.
Looking to the future, Euramax for Mo-
bility is developing products that are 
10-15 percent lighter and investing in 
developing a unique aluminium paint 
with better scratch protection and UV 
resistance. In addition, new embossing 
patterns are under development.
To conclude, we asked Jack Feyen, 
Manager Strategic Accounts to sum up 
what made him most proud of working 
for the company for the last 35 years:
“I think it is our premium quality and 
customer service we provide that I am 
most proud of. This is our biggest ad-
vantage in the market. We always work 
together with customers to make tai-
lor-made solutions for them. We un-
derstand their needs and sometimes 
I fly to help them within 24 hours of 
a call if they’re in trouble, no matter 
where they are in the world – even 
Australia. We provide a very personal 
service and are very flexible in addition 
to the premium quality.”


