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As a result of its acquisition of
Rovetta/Manzoni, AIDA expects major
synergistic effects in a number of areas

ISMR talks exclusively
to Masaharu Sakaki,
president of AIDA Srl, on
AIDA's recent purchase
of Rovetta/Ma nzoni

Masaharu Sakaki |

f

SMR: The acquisition of
Manzoni and Rovetta business
by AIDA will complete AIDA’s
medium to long term management
strategy of establishing produc-
tion, service and sales bases at the
four poles — Japan, America, Asia
and now Europe. What other syn-
ergies do you see between these

brands and ATDA?

Masaharu Sakaki: As a result of
the acquisition, the potential exists
for synergies in a number of key
areas — largely sales, manufactur-
ing, engineering and purchasing.
In sales, AIDA has developed a
presence in Asia and North
America and built a strong cus-
tomer base. Europe is a crucial
market for AIDA. The ahility to
access Manzoni and Rovetta's cus-
tomers — companies with a long
track record — is a critical compo-
nent of AIDA’s global objectives.
Manzoni and Rovetta have estab-

lished a strong presence in the
European market. Shared access to
this -customer base, in combina-
tion with AIDA’s existing cus-
tomer base in Asia and North
America, will have a major impact
on the mutual expansion of prod-
uct sales.

In manufacturing, trends for
worldwide demands point to major
regional differences. AIDA’s acqui-
sition is a strategic response to
these changes in demand, and sup-
ports the effective use of our four
global press manufacturing facili-
ties. The market demand for larger
presses is increasing, but there is a
high cost for importing these
presses. With press manufacturing

facilities now established in critical
locations around the world, AIDA
can help to reduce those costs.
AIDA Srl will manufacture about
10 presses from 800 to 3000 ton
capacity for AIDA Engineering in
2005. The order was placed in
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Japan to export from Europe to
Canada, the United States, China,
India and the Czech Republic.

In the area of engineering, an
important opportunity exists for

AIDA, Manzoni and Rovetta to

Rovetta's manufacturing facility in Italy
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merge a wide range of experience in
the areas of technology and design.
['his ability to consulr together as a
team will create an environment for
-l\]\‘.ll'lcv.'l‘llt'tl‘. that w .H be beneficial
to all product lines.

I purchasing, AIDA has built a
large global purchasing network. A
manufacturing facility in Europe
allows AIDA to purchase materials
locally and distnibute them to other
AIDA Group companies. For exam-
ple, with the current difficuley in
procuring thick steel plate in Japan,
AIDA can now take advantage of
the shorter lead tmes for this marte-
rial in Europe.

ISMR: What are vour immediate
aims and objectives for AIDA Srl
over the next six months! How do
you intend to achieve these! Can
on how AIDA's
will  be

you comment
European production
organised?

MS: AIDA signed the final agree-
ment on the sale of the Manzoni
businesses on 25

and Rovetta

October 2004, Duning the first six

maonths, our most critcal task 15 o
continue ro build a European cus-
tomer base while taking advantage
of AIDAS worldwide sales network
TO INCrease [E\L> "l\.h‘r\.“ Us¢ un A
broader scale.

As | mentioned, we are already
tilling the factory's schedule for
2005 and sales for Manzoni and
Rovetta products are also increas-
ing. In addiion to AIDA Srl in
Italy, AIDA also has European sales
and service oftices placed stratesi-
cally throughout Europe. AIDA-
SAS s based in France; AIDA-UK

Above: Rovetta division workshop

in. Grear Britain and Copres in
Germany, AIDA Sl will lead our
European business.

ISMR: What short, medium and
long-term targets for the business

have you set and how do vou

intend to achieve these!

MS: The team's
}.:I‘.li 15 1O
TE‘::““L’I]
acrivities, AIDA expects to bring
AIDA Srl into the Black from fiscal
vear _\\\\\(‘ \ 1 \lfll ..\\'L\{‘ §L .\l;!ll. ]‘I

2X07) and has targered a near term

sales immediare
continue butlding orders

sales and  production

goal to reach 10O nulhion euros per

AL

ISMR: Can you comment on how

this acquisition mav atfect current

or tuture product lines or product
development?

MS: The press business s faced with
different customer requiremmnents tor

cach market. For example, in
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Europe, customers primarily look
for an adjustable stroke lengrh fea-
ture on presses with a capacity o
600 tonnes or less. In Asia and
North stroke
length is the industry standard with

America, a fixed
almost no requirements for an
adjustable stroke length.

In terms of products, gap-trame
presses are extremely popular in
Asia. In Europe however, straight-
side presses are in demand. These
marker differences necessitare a
marketing strategy that is tightly
tocused on customer needs. These
local market requirements must be
incorporated during rthe product

design phase. From this perspective,
the globalisation of AIDA is not

establishment of manu-
facilities the
also the simultaneous

merely the

tacturing
world, but

around

globalisation of our engi-
neering group.

Above: 54-20000
and 58-30000 twin
slide transfer
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In response to this, the automo-

tive and home electronics engineer-
ing corporations have already
expanded and are active in coun-
tries worldwide. Core technologies
are being shared throughout the
AIDA Group, and engineering will
continue to design products able to
meet the requirements of each indi-
vidual market. With respect to
product development, Japan has
primarily led this efforr. But devel-
opment teams for Japan, the US
and Ttaly will work together more
closely in 2005 to support highly
efficient product development.

ISMR: What first attracted you
to the Manzoni and Rovetta
business and how long were
negotiations in place before
agreement was reached?

MS: Talks between the two compa-
nies were initiated in May 2004 and
a preliminary agreement reached on
25 September 2004. When 1 first
visited the Manzoni and Rovertta
facilities in February 2004, | was
impressed by the high level of skill
and efficient work ethic demon-
strated by the employees.

ISMR: Can you give any indication
on how you sce the development
of European marketplaces over the
next three to five years for its
press products? Where do you feel

are the most promising market-
places in the short term? Which
European markets have the most
potential for growth?

MS:

holds a large share of the European

Auromorive manufacturing
press market. In recent years, the
production volume of automotive
units in Europe has exceeded that of
the US, and the markets relared ro
this industry arc extensive. Japanese
and Korean automotive manufac-
turers have expanded their market
shares and the number of inquiries
from their Tier 1 suppliers has
increased dramarically. As a major
player in the Asian market with cus-
tomers who are also beginning to
expand into the European market,
AIDA is in a prime position to sup-
port manufacturers’ needs.

We also expect the modularisa-
tion of automotive functional parts
to continue to increase. As modu-
larisation increases, we believe that
the trend of automotive manufac-
turers to concentrate their orders
with part suppliers able to offer
development resources and cost
competitiveness will also grow. For
manufacturers, the right metalform-

ing solutions will become more
important than ever.




Above: Manzoni
division workshop

ISMR: Which metaltorming tech-
nologies do you tfeel will have the
most impact on users over the next

tive vears!

MS: The metaltorming technology
with the most impact will be the use

ot high tensile steel plare torming,

As the rend towards lighrer auto-
mobiles increases due to industry
goals to conserve resources and
improve fuel economy, high tensile
steel plate promises o provide a
dynamic solution tor helping to
maintain strength while reducing
vehicle weight

However, strongcer matertals hike
high tensile steel make parts pro-
duction in a press more ditficulr ro
achieve using conventional meth-
oxds. New ways of thinking, regard-
ing dies and their construction, will
be necessary in order ro cope with
these new materials. Conventional
drawing linut ratios and spring-back
data will become irrelevant. Press
manufacturers will need to develop
reliable forming technologies while
changing the
presses to meet these emerging
demands.

functionality  of
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ISMR: What is vour personal view
of the impact that this year's steel
price increases have had on metal
users! Do you see these prices
continuing to rise or do you have
other views!

MS: Last vear’s jump in steel prices
and the tight marerials markets

l1:l\t’ hil\] 1 Mdjor l[ll[‘.]i.! O manu-

facturing as a whole — including the
press industry. We believe that this
situation 15 likelv to continue for

the foreseeable future,

ISMR: Which areas of rescarch and
development has AIDA been
investing in over the past
year! How much does AIDA
invest, as a percentage of

annual  turnover, in

R&D?

MS: AIDA'S corporare slogan
‘Continuing to be the a corpo-
ration thar contributes to peo-
ples and societies by expand-
ing globally as a forming sys- g
tem builder’ - underscores |
AIDA's fundamen-
tal commitment
to product devel-
opment to increase
product functionality, open
new markets and increase sup-
port to its research and development
and inrellectual property.

One recent example of AIDA's
commitment to advancing press
rechnology 1s ServoPro, launched at
EuroBLECH  2004.
designed for general presswork,
AIDA's proprietary
equipped with a tully programmable

Specifically
Servol’ro s

slide motion and adjustable stroke
icm,'th tor an infinite number of
combinations. These features make
it possible tor a stamper to turn one
press anto multiple machines -
elimunaung the need to purchase a
vartety of presses to perform dif-
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ferent manufacturing processes,
The Servolro hugh torque, low
rpmt Jirect drive motor mounts
directlv to the press driveshatt ¢lim-
mating the thvwheel, clurch and

drive motor tound ona standard
mechanical press. With Servolro,
\:-””I'l‘r‘.ll\\'h-I\ (3 l‘Il\' ﬁ|‘l|’.l\ torrun
a mulu-press transfer Line in contin-
uous mode. When compared to a
conventional press line that oper

stroke

conltimuons

ates in automatic single
T‘.tt'\lL'. the Servolro
mode can deliver prodductivity rares

up 1o 5% higher

Above: 1250 3MR
transfer press

ISMR: Do vou have any indication
of how the AIDA Group has per-
formed to date over 2004 or any
forecasts on what kind of figures
vou expect to see for the end of
the year!

sales are
million. With the
establishment of AIDA Srl our
worldwide number of associates
has expanded to 1400 and our
global manufacturing capacity to

ISMR
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