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With Vista for the Essential.
The new DS30 distance sensor.

SICK reinvents the time-of-flight: Do you intend to either maintain distances accurately or detect the
presence of objects? You can solve these tasks nearly perfect with the new D530 distance sensor!
As compact as a photoelectric switch, the D530 offers a scanning distance of up to two meters, and

is independent of the object colour. Always on target - even on the black.

For more detailed information, consult www.sick.com

SICK

Sick GmbH | Wr. Meudorf | Austria | officedsick.at | www.sick.com Sensor |H'EE|HEEI'IEE'.



The growth rate of our business in East and
Central Europe is higher than any other part
of the world in the last several years

Mazak is one of the companies, setting the
technical trends in the field of machine tool
building. What are the technical specifica-
tions of most up-to-date metal cutting ma-
chines?

High technical level has sense only if it is ap-
preciated by customers. It means that it shall be
practical and needed technology only when it
could contribute to customers’ factory operation
and business operation. The technology that
Yamazaki Mazak approach its completion are mul-
tiple machining technology including simulta-
neous 5 axes machining, various unmanned tech-
nology to remarkably improve productivity, and
‘Intelligent technology’. Development in accuracy
and speed will continue, and we do not believe
that there is an end to improve them. We are of
the opinion, however, that customers demand
more and more the aforementioned three points
in terms of technology these days. Customers in
Bulgaria for us increasingly make their decision in
investing products with ‘multi-task’ and ‘un-
manned’ technology year by year, which tells that
those are the very technology that customers are
searching for all over the world.

What is the trend of the technical develop-
ment of metal cutting machines in the fu-
ture?

The most looked for and demanded one
amongst the aforementioned three technologies
is the ‘Intelligent technology’. We name ma-
chines with this technology ‘Intelligent ma-
chine’. Machines by themselves understand op-
eration status and environment, analyze them,
and give advices to operators in order they can
achieve the best machining. For example, slight
vibration generated in changing axes during
machining give influence on work-pieces sur-
face. ‘Active Vibration Control’ reduces such in-
fluence electronically which enables less expe-
rienced operators accomplish desirable finished
surface on work-pieces. In addition to that, we
have developed ‘Intelligent Safety Shield’ to pre-
vent operators from crashing machines by
wrong operations, and ‘Intelligent Thermal
Shield’ to minimize accuracy fluctuation by heat
generation. Those ‘Intelligent technologies’,
compensate human errors and lack of opera-
tors’ experiences are very new and remarkable
in coming age when experienced operators and
engineers will be in shortage.

In SEE country people are talking much
about the proverbial Japanese devotion to
the company. Please tell us about the per-
sonnel policy of Mazak?

We traditionally regard that human resourc-
es are asset not shown in balance sheet. Com-
panies easily make their human resources re-
dundant are increasing not only in USA and Eu-
rope, but in Japan, which we find very sorry
when we see they eventually lose valuable as-
set and company vitality. We do not invest un-
necessary even if economic climate comes up,
and pay our greatest attention to employees’
growth in number. We share such mind be-
tween management and employees to over-
come together difficult time under bad econom-
ic climate. We believe that it will create trust
and cooperation between employer and em-
ployees, and we have been practicing in such
way for many years.

What is the role of South East European
markets in the global strategy of Mazak?
First of all, | would like to mention that the
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growth rate of our business
in East and Central Europe is
higher than any other part of
the world in the last several
years. Order income is rather
buoyant. This buoyancy start-
ed at the beginning from
Czech Republic, Poland and
Hungary that are your neigh-
borhood. Like other industry,
this trend has extended to
southern part, Romania and
Bulgaria. We regard the re-
gion very important, and are
going to establish “Technolo-
gy Centers’ in order to sup-
port customers in various
ways. What customers wish
to have is machines with
high performance and pro-
ductivity, and at the same
time, after-service and tech-
nical support from manufac-
turers for a long period of
time. Technology Centers
have important role in such
respect as we wish custom-
ers to use Mazak machines
with ease of mind. We plan
to develop and deliver such
machines that can respond to customers’
needs in the region in order to get Mazak con-
ventional CNC machines, made not only in Ja-
pan but UK, and eventually many more CNC
machine tools come into wide use.

It would be interesting to hear your opinion
on the Bulgarian market in comparison to
our neighbour countries or compared to the
Central European countries?

Sales growth of Yamazaki Mazak in the Bul-
garian market is remarkable. 2007 is 2.1 times
more than the previous year. This is the highest
growth compared to any other markets in the
central European countries and neighborhood.
We appreciate for the self-sacrificing activities of
our partner ‘Bimex’ for customers, and we be-
lieve above all that this is the result of customers’
approval to Mazak products and services. Auto-
motive industry is one of the largest users of ma-
chine tools. As far as | know, however, there is
not so many users in this branch in Bulgaria. We
are content to the result achieved knowing this
fact, and continue to observe the market as so
promising one for the future.

What is the Mazak policy in respect to Jap-
anese, American and European competi-
tors?

It is important to know what competitors are
and who they are, and we are trying to do so.
However, what we have to pay attention to
most is not competitors but customers’ needs
and customers’ industrial branches’ trends. This
is the very starting point of company activity. It
is important to win the competition in terms of
business. But what is more important is to sense
changes of customers’ value, and find out that
they are all different from market by market
from all over the world. Our company activity
starts from a customer and ends at a customer.
This is the principle. We are paying our best
efforts to develop products to suit customers’
needs mobilizing our wisdom and experience,
establish supporting system that ensure custom-
ers to receive service wherever they are in the
world.

Mr.Takashi (Tak) Yamazaki,
Senior Managing Director, Sales & Marketing Headquarters,
Yamazaki Mazak Corporation, Japan

Bulgaria has good traditions in machinetool
production. What is the possibility for
Mazak to start manufacturing of high-tech
machine tools in Bulgaria?

We have 4 production facilities in Japan and
4 overseas. As for produced number of ma-
chines, that in overseas exceeded first time that
in Japan in 2007. There is no other machine tool
manufacturers that develop production so glo-
bally other than Yamazaki Mazak. At present,
there is no plan to build machines in central Eu-
rope including Bulgaria. It is however the region
has such potentiality as it would be a candidate
for the production base in future since there are
machine tool manufacturers and people engaged
in the business.

At the end, what kind of advice would You
give to Bulgarian machine tool branch?
What is the right direction for its develop-
ment from the stand point of the global
machinetool market situation and trends?

Bulgaria has long history of machine tool and
ranked No. 15 in the world in terms of production.
There are some companies that produce ma-
chines with excellent technology and export them
to Western countries. There is no case to com-
pete against us yet, but | think they will grow with
the local manufacturing industry in the region.
There are several factors to be successful in ma-
chine tool business. Ability to develop excellent
technology and products almost every year, con-
tinue investment to have production equipment
and capability to be the first in the market, orga-
nize sales and service net-work all over the world
in order to find potentials, and strengthen finan-
cial aspect of company because the machine tool
branch is very fragile to ups and downs of eco-
nomic climate. It is important to manage the afore-
mentioned 4 points well in balance, and make the
company operation stable. We have been practic-
ing them that appear to be ‘common sense’ over
many years, and get the No. 1 position in the
world. We did not take such a method as purchas-
ing competitors to become big, but we did it all by
our own company efforts. This policy remain the
same in the future. [
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DSCs drive home appliances energy-savings

Appliance designers can now take advantage of the latest Digital Signal Controllers (DSCs),
such as Microchip's dsPIC33F motor-control family, to improve energy efficiency and cost

savings in motor systems

Jorge Zambada
Microchip Technology

Given that motor-driven equipment, in-
cluding motors, pumps and fans, can ac-
count for 64 percent of the electricity
consumption, improvements to motor
systems could result in dramatic savings
in energy and cost. The Brushless DC
(BLDC) motor is used in both consumer
and industrial applications, owing to its
compact size, controllability and high ef-
ficiency. Examples include air-condition-
er compressors, direct-drive washing ma-
chines, refrigerator compressors and ve-
hicle air-conditioning compressors.

This article describes how sensorless
Field-Oriented Control (FOC) of the Per-
manent Magnet Synchronous Motor
(PMSM) type of BLDC motors can be
implemented in home appliances such
as washing machines.

A washing machine features a drum
unit that is comprised of a BLDC motor,
a motor-controller board and a user-in-
terface board with keypad, LCD and tem-
perature sensors. The user-interface
board communicates the desired wash
load, rinse speed and other commands
to the motor-controller board over a seri-
al link. The motor-controller board then
changes motor speed and torque ac-
cording to the commands received. Any
improvement to the PMSM controller
board could, therefore, yield consider-
able energy and cost savings.

DSCs enable FOC implementation

By using the latest Digital Signal Con-
trollers (DSCs), such as Microchip’s
dsPIC33F motor-control family, design-
ers can improve energy efficiency and
cost savings in motor systems. Where
DSCs are used, the sensorless FOC algo-
rithm is a natural fit for PMSM motor
control (see Figure 1).This is because
DSCs and their on-chip peripherals en-
able FOC algorithms to be executed effi-
ciently in order to implement a sensor-
less method for rotor-position sensing in
BLDC motors. The FOC algorithm gener-
ates a 3-phase voltage as a vector to
control the 3-phase stator current as a
vector. By transforming the 3-phase
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Figure 1: Block diagram of a Direct-Drive Washing Machine PMSM Motor

time- and speed-dependent system into
a 2-dimensional rotating coordinate sys-
tem aligned with the rotor (using Park
and Clarke transforms), the torque and
flux components become time-invariant,
allowing control with conventional tech-
niques such as Proportional & Integral
(PI) controllers, as with a DC motor.

When a sinusoidal input current is ap-
plied to the stator, it causes a rotating
magnetic flux to be generated. The
speed of the rotor is directly related to
the rotating flux vector. The flux vector
must be kept in alignment with the rotor
magnetic poles at all times, so that the
motor can produce the maximum
torque.

The entire process of coordinate trans-
formations, Pl iteration, transforming
back and generating pulse width modu-
lation (PWM) is illustrated in Figure 1,
which describes the functions required
for FOC control. The process begins by
measuring the 3-phase motor currents.
Through a series of coordinate trans-
forms, the time-invariant (under steady-
state load conditions) values of torque
and flux can be indirectly determined
and controlled with classic Pl control
loops. Error signals are formed using |, |,
and reference values for each. The |, ref-
erence controls rotor-magnetising flux.

The |, reference controls the torque

output of the motor. The error signals
are input to Pl controllers. The outputs
of the controllers provide V, and V,,
which is a voltage vector that is sent to
the motor. A new coordinate transfor-
mation angle is calculated based on the
motor speed, rotor electrical time con-
stant, |, and |,. The FOC algorithm uses
the new angle to place the next voltage
vector, in order to produce an amount of
slip for the present operating conditions.
The V, and V, output values from the PI
controllers are rotated back to the sta-
tionary reference frame using the new
angle. This calculation provides quadra-
ture voltage values va and vb. Next, the
va and vb values are transformed back
to 3-phase values v, v, and v.. The 3-
phase voltage values are used to calcu-
late new PWM duty-cycle values that
generate the desired voltage vector.

In the FOC algorithm method, 3-
phase-separated PWM signals are Sine-
wave modulated using Space Vector
Modulation (SVM) and applied to the
motor’'s 3-phase windings. Using shunt
resistors, the current in each winding is
monitored and compared to an electri-
cal model that is based on the motor’s
characteristics. The motor vendor sup-
plies the motor’s winding characteristics,

Continues on page 11
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SEE NEWS

WAGO launches a roadshow in
South-Eastern Europe

WAGO Kontakttechnik GmbH & Co. KG, a leading
German manufacturer of building automation,
power engineering, process control and mechani-
cal engineering products, starts its South-East
European roadshm%. The beginning of the mobile
initiative is at 5 May 2008 in Serbia and
Montenegro. The next stop of the bus will be in
Bulgaria from 12 to 16 May, followed by a last stop
in Romania between 19 and 23 May. In the pres-
ence of many specialists from industrial and con-
struction branch WAGO will introduce its latest rail-
mounted terminal blocks and systems, PCB termi-
nal blocks and connectors, connecting terminals
and plug-in connectors, components for automa-
tion and different accessories. As a part of its South-
East European marketing strategy WAGO will par-
ticipate at Belgrade Technical Exhibition (12-16 May
2008) through its Serbian distributor ,AVALON &
Partners”.

For fast info - enter 0801 in Free Information Card

Omron Europe B.V. acquires Yelland Control
from Powertech

Omron Europe B.V. and
Power Technologies
(Pty) Ltd (Powertech), a
subsidiary of the JSE-
listed Altron Group, are
pleased to announce
== the finalisation of Omron
Electronics (Pty) Ltd's
acquisition of Yelland
Control from Powertech on April 1st, 2008. Yelland
Control will be merged with Omron Electronics (Pty)
Ltd, a wholly owned subsidiary of Omron Europe
B.V., which began operations on May 1st, 2007. The
company will handle sales and servicing of Omron
control equipment in Southern Africa.

Omron's decision to acquire Yelland Control was
based on accelerating global technology develop-
ments in automation as well as the company's strat-
egy to get closer to its African target market through
direct representation in South Africa. Omron is
confident that the move will allow it to better serve
its customers of factory automation and sensing
products in the country.

The acquisition includes the entire Yelland Control
business as a going concern with all staff and as-
sets.

Yelland Control has been a business partner of
Omron for 40 years and has built an excellent repu-
tation in the South African automation market. As
Omron Electronics (Pty) Ltd, the company will con-
tinue to serve its customers with a full array of control
products, including sensors, components, control-
lers (PLCs, motion controllers, inverters, servos) and
networking systems, and enhanced technical sup-
port, servicing and delivery.

Norbert Claussen, CEO of Powertech, comments,
.We are convinced that this transaction is in the best
interest of the customer as well as Yelland Control
as a growing business. We thank Yelland Control's
staff and its customers for their loyal support over
the many decades and wish the new Omron com-
pany the best of success with its endeavours.”
Customers benefiting from the strengthened Omron
organisation are chiefly in the food and beverage,
packaging, mining, security and automotive indus-
tries. The South African market is experiencing a
sustained boom and is generally acknowledged to
have the best business infrastructure in Africa. The
mining and industrial area in Johannesburg, as well
as the automotive industry in Durban, are expected
to be key target areas for new husiness. Going
forward, it is expected that Omron Electronics (Pty)
Ltd will be a base for all sub-Saharan business.
Omron would like to thank Powertech and Yelland
Control for representing its brand in a positive, pro-
fessional manner.

For fast info - enter 0802 in Free Information Card
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Great demand for intelligent sensors from SICK
New technologies prevail on the market:
sales exceed EUR 700 million for the first time

In the dynamic economic situation of the 2007 fiscal year, the SICK Group achieved sales amounting to
EUR 707.5 million, an increase of 9.6 per cent over the previous year, company reports in an official press
release in the middle of April 2008. SICK has therefore continued its growth course for the fourteenth year
running. Eamings also reflect this growth, despite increased in-vestments in the future and, at EUR 42.4
million, were 11.3 per cent higher than during the previous year. At the same time, the company succeed-
ed in further substantially increasing cash flow. Thus SICK has also improved its scope for further growth.

With an EBIT of EUR 70.5 million, the SICK Group
achieved a 10.6 per cent increase over the previous
year. Whereby the 11.0 per cent growth rate of the
Factory and Lo-gistics Automation segment’s EBIT
(EUR 67.4 million) exceeded that of its sales. The
Process Automation segment was able to increase
its profits slightly to EUR 3.1 mil-lion.

Technological trendsetter

In a competitive environment, SICK proved con-
vincing with new customer-oriented individual and
complete solutions and further expanded its techno-
logical lead. Some of the highlights were:

+The V300 safety camera, which can be installed
without any software tools, for protecting opera-
tors at semi-automatic workplaces.

- The Inspector vision sensor, with innovative illumi-
nation and extremely simple op-eration, is used in
quality assurance.

«The W12-3 series of photoelectric switches, with
its innovative chip technology, solves the most
varied of automation tasks under difficult condi-
tions.

SICK expands abroad

In addition to sales offices in Dubai (United Arab
Emirates), St. Petersburg (Russia), Shenyang and
Nanjing (China), Kuala Lumpur (Malaysia), Bangkok
(Thailand) and Budapest (Hungary), subsidiaries were
also founded in Timisoara (Romania) and Mexico City
(Mexico) during the 2007 fiscal year. With its expan-
sion in these markets SICK is, as in past years, con-
tinuing to follow the growing integration of Asia and
Eastern Europe in world trade and, in particular, its
customers’ altered production flows.

During the 2007 fiscal year SICK Group
founded subsidiary in Timisoara (Romania).

SICK creates more jobs

The number of employees rose consistently again
during the 2007 fiscal year, both in Germany and
abroad. The SICK Group employed a total of 4,721
personnel on 31 December 2007, and thus 7.5 per
cent more than at the end of 2006. The number em-
ployed abroad rose by 11.1 per cent to 1,648, while
165 new jobs were created in Germany (5.7 per cent
more than during the previous year).

Expenditure on training and education amounted
to EUR 7.1 million (EUR 6.0 million during the previ-
ous year).

Cautious optimism for 2008

In terms of both organization and technology,
SICK is oriented towards further growth, the solution
of new tasks and the development of new sensor
and control solutions. The company anticipates fur-
ther growth in the important automation markets. It
is also expected that the slowdown in investments in
sectors such as North America’s auto-motive indus-
try will come to an end.

The results of the indi-
vidual segments:
SICK divides the Group's -

business activities into the

Factory, Logistics and Pro-

cess Automation segments.

The Logistics Automation

segment will first be sepa-

rately re-flected in company figures in 2009.

Factory and Logistics Automation profited from
broad sector approach

The SICK Group's sales in the Factory and Logis-
tics Automation segments — which offer sensors and
solutions for automation and safety technology as
well as automatic identification, and are particularly
active in the packaging technology, robotics, me-
chanical engineering, automotive as well as handling
and warehousing systems sec-tors - rose 8.1 per
cent to EUR 590 million The segment’s EBIT in-
creased by 11.0 per cent to EUR 67.4 million.

While 2006 was influenced by major logistics
projects on the North American market, business in
2007 was principally characterised by international
breadth and considera-bly increased demand in the
areas of machine and plant construction, as well as
in the packaging industry.

The sector emphasis for Factory Automation is on
machine and plant construction (which experienced a
very successful year in 2007 as a result of the global
demand for investment goods) as well as on vehicle
and machine tool construction, electrical engi-neering
and the electronics industry. These sectors also devel-
oped very well in 2007, while the consumer goods
industry exhibited moderate growth as expected. As a
result of its broad sector approach in Factory Automa-
tion, SICK was able to compensate for this develop-
ment and participate in the growth of machine and
plant construction - enabling the segment to achieve
a very satisfactory end to the 2007 fiscal year.

In Logistics Automation, SICK offers solutions for
the automatic identification of bar codes and 2D
codes, as well as for the labelling of objects in logisti-
cal circulatory sys-tems through the use of RFID sys-
tems. This application segment also includes the de-
termination of heights, shapes and volumes with la-
ser measurement systems that are, if necessary, ca-
pable of being “approved-for-trade”.

The worldwide logistics sector again developed
positively during the 2007 fiscal year, because the
growth in goods flows resulting from the internation-
alisation of business continued to provide a lasting
growth potential for logistics markets. The rapid
growth of Asian nations, in particular, has been large-
ly responsible for this expansion of goods flows.

Process Automation sets trend in environmen-
tal protection and efficiency

In the Process Automation segment, SICK offers
components and complete system solutions for gas
analyses, dust measurement, throughflow measure-
ment, water and liquid analyses and filling level mea-
surement under the brand name SICK MAIHAK. With
sales amounting to EUR 117.5 million, Process Auto-
mation passed the hundred million mark for the first
time in the company'’s history. The EBIT of EUR 3.1
million in 2007 was achieved with simultaneous high
investments in the expansion of sales and a concen-
tration on the core business. The strongly growing
area of natural gas throughflow measurement, and
the rising awareness of the importance of emission
technology, were the main factors responsible for
this success. Process measurement business in the
USA developed particularly satisfactory. (1



Products and solutions from Slovenia T«

Metal Processing Industry of Slovenia

Metal processing industry is a strong industrial branch
within Slovenian national economy: employing 52.000
people, generating a 6 billion EUR revenue in 2006 with
almost two thirds of it (4 billion EUR) earned from foreign
trade. These facts put it in the top range of national manu-
facturing industries. Traditional business relationships
with Europe’s and the world’s most prominent business-
es are based on up-to-date technology, considerable pro-
fessional expertise and total quality assurance.

The steady growth of revenue, value added and ex-
port peaked in 2006 with the highest ranking growth
indexes since 2000. Due to historical, geographical and
other reasons the prime export market is the demanding
and highly competitive area of EU. As acting globally be-
came an imperative, focus enlarges onto the East Bal-
kans, Near, Middle and Far East as well as East and Cen-
tral Europe, Asia and both Americas. The share of non-EU
export is rising constantly. Permanent innovation and im-
provement in all fields - be it product, production process
or business conduct - is a conditio sine qua non.

Industry structure

Companies comprising Slovenian metal industry are
involved into three main activities: metalworking, machine
building and transport equipment. The latter is most
strongly represented by entities operating in automotive
field. In the group of most important companies in the
metalworking area there are UNIOR d.d., TRIMO d.d.,
KOVINOPLASTIKA d.d., IMPOL d.d., being leaders of pro-
duction of hand tools, forged articles, metal constructions
and stainless steel products. Among the biggest compa-
nies in the machine building sector we find ADK d.o.o.,
GKN DRIVELINE d.o.0., LITOSTROJ E.I. d.o.0., HIDRIA IMP
KLIMA d.o.0., producing lorry cranes, constant velocity
joints, turbines, air distribution systems.

Automotive industry suppliers are a big and growing
group of companies. Complying with the requirements of
highest international standards they produce compo-
nents, assembleys, sub-assembleys and systems as re-
nowned suppliers to the world’s leading groups in auto-
motive sector. Top companies are: REVOZ d.d., CIMOS
d.d., ADRIA MOBIL d.o.o., TPV d.d., TBP d.d. manufactur-
ing passenger cars, pedals’ systems, motorhomes,
bowden cables.

The main body of metal processing industry consists
of small and medium-sized companies (SMEs) which op-
erate mostly international - be it as producers of their own
final products or manufacturing parts and components
for other industries.

- ferrite cores

- inductive
componen
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Metal Processing Industry Association

Metal Processing Industry Association operates with-
in the boundaries of the National Chamber of Commerce
and Industry. It represents its members’ interests towards
governmental and other institutions in Slovenia and
abroad.

It is a member of several international organisations
(ORGALIME - European association representing engi-
neering industries; ISTMA - world organisation of tool
makers; CETOP - fluid power association; EUROSAFE;
ECCS - steel construction association). Metal Processing
Industry Association promotes the principles of innova-
tion-friendly environment, lifelong learning; it deals with
legislation (technical and environmental) issues; associa-
tion facilitates and supports trade and promotion of its
members, particularly when entering new markets.

Growth of revenue (from domestic and export
sales) from 1998 to 2006, in billion EUR

In billion €

7

6  exports

B domestic sales

1998 1999 2000 2001 2002 2003 2004 2006
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Research - Design - Technology
All about
Doors for the chilling industry

SOLDATOS company, one of the most dynamically devel-
oping enterprises, activates itself above 37 years in the field
of importing and distributing exclusive distributes for Balkan
area the biggest companies of the European and Global mar-
ket and distributes over 5.000 products with quality, vertically
organized service towards its company’s customers, but also
all of them that approach the company with purpose at find-
ing a faithful and up to date collaborator.

SOLDATOS is distributing exclusively in the Balkan Area
the Spanish company INFRACA that is specialized in the de-
sign of all types of isothermal doors for industrial and com-
mercial refrigeration.

RESEARCH & DESIGN

Infraca has recently invested heavily
in technological development, equipping
the company with the most sophisticated
technology which enables us to offer our
customers a wide range of high quality so-
lutions.

From foundation in March 1980, they
have specialised in the design of all types
of isothermal doors for industrial and com-
mercial refrigeration in the hotel and cater-
ing sectors, supermarkets, major companies, etc.

They are proud to have been awarded certifica-
tion to standard UNE-EN-1IS09001:94 by AENOR.

For: THE DESIGN AND MANUFACTURE OF:

ISOTHERMAL DOORS FOR COLDROOMS (SLIDING AND
HINGED); AND DOUBLE-GLAZED WINDOWS FOR THE FREEZ-
ING AND CHILLING INDUSTRY.

PRODUCTION OF: FINISHING SECTIONS.

TECHNICAL & HUMAN
RESOURCES

Our highly qualified and experienced staff are directly re-
sponsible for the manufacture and quality control of all our
E products.

a The experience they have
accumulated
over the years en-
ables them to of-
fer our customers
a wide product range catering
for all possible requirements,
while their highly flexible technical and human
resources enable us to meet the individual spec-
ifications for any installation and continuously improve and
optimise them.

/

PRODUCTS

Sliding Industrial IF System
Doors.

Applications: Chilling O °C., freezing
-20 °C. Tunnel freezing.

Finishes: AISI 304/2B stainless
steel, colorcoat, PVC or other finishes
on request.

Doorcase: Constructed in L-section
extruded aluminium with double ther-
mal break, anodised to 20 microns and white enamelled.
Freezer doorcases are fitted with electrical resistors. Doors
are finished in stainless steel, doorcases in anodised alumini-
um. Doorcases for panel coldrooms are supplied with white
enamelled extruded aluminium pre-frames.

Door Blades: Overlap-fitted to the doorcase, with interior
frame to match thickness and edged in anodised aluminium.
Internal polyurethane insulation injected to a density of 40-45
kgs/m3, 90 mm thick on chiller doors and 90, 120 or 140
mm thick on freezer doors.

Air tightness: Ultra-flexible double-cell gaskets.

Fittings: Powerful hermetic catch in stainless steel and
extruded aluminium, light-touch opening from both inside and
outside. Simple fitting and adjustment. Optional railguard.

Stainless steel fixings

Model 2320 Aluminium Sliding Doors.

Applications: Chilling O °C., freezing -
20 °C.

Finishes: AISI 304/2B stainless steel,
colorcoat, PVC or other finishes on request.

Doorcase: Constructed in L-section ex-
truded aluminium with double thermal
break, anodised to 20 microns and white
enamelled.

Freezer doorcases are fitted with electrical resistors. Doors
are finished in stainless steel, doorcases in anodised alumini-
um. Doorcases for panel coldrooms are supplied with white
enamelled extruded aluminium pre-frames.

Door Blades: With interior frame. 60 mm thick for chiller
doors and 80 mm for freezer doors.

Edged in anodised aluminium and insulated with polyure-
thane injected to a density of 40/45 Kgs/m3.

Double-cell rubber gasket.

Fittings: Manually-operated runner for small and medium-
sized doors (80 kgs. maximum). Aluminium guiderail with in-
tegral pelmet. Optional automatic operation.

Sizes: Can be supplied with FERMOD 640, 340 and 7530

— ru

10 INDUSTRIAL MARKET

systems on request.
Optional: Key operated lock, ‘capilla’, double-glazed port-
hole.

002 Series Standard Sliding Doors.

Applications: Chilling 0 °C., freezing -20 °C.

Finishes: AISI 304/2B stainless steel, col-
orcoat, PVC or other finishes on request.

Doorcase: Constructed in L-section extrud-
ed aluminium with double thermal break, ano-
dised to 20 microns and white enamelled.

Freezer doorcases are fitted with electrical heat-

ing resistors. Doors are finished in stainless steel, doorcases
in anodised aluminium. Doorcases for panel coldrooms are
supplied with white enamelled extruded aluminium pre-
frames.

Door Blades: Overlap-fitted to the doorcase, with interior
frame to match thickness and edged in anodised aluminium.
Internal polyurethane insulation injected to a density of 40-45
kgs/m3, 60 mm thick on chiller doors and 80 mm thick on
freezer doors.

Air tightness: Ultra-flexible seal.

Fittings: Powerful hermetic catch in stainless steel and
extruded aluminium, light-touch manual opening. Simple fit-
ting and adjustment.

Stainless steel fixings.

Electric Automatic Mechanisms
for Infraca Sliding Doors.

Door control based on high per-
formance automatic mechanisms
designed for industrial environ-
ments.

Easy to install and operate.

Whole range of opening and
safety options.

Supplied with: Control box comprising:

Emergency stop button, exterior and interior opening but-
ton, receiver, connector, automatic mechanism (programma-
ble for multiple functions) and regulator (to vary door speed).

Geared motor comprising: Geared motor (to suit door
size), stainless steel or aluminium chain guard, and easy man-
ual opening mechanism in case of power failure.

All components used are from leading manufacturers and
comply with all European standards.

Options: Handles, electronic beam devices, flashing light
and remote control.

Hinged Industrial Doors - Overlap & Inset

Series.
T —

Applications: Chilling O °C. N =
and freezing -20 °C. Tunnel I'm
freezers.

Finishes: AISI 304/2B,
stainless steel, colorcoat, PVC
or other finishes on request.

Doorcase: Constructed in
L-section extruded aluminium

with double thermal break, an-
odised to 20 microns and white enamelled.

All doorcases are fitted with barrow ramps.

Freezer doorcases are fitted with electrical resistors. Doors
are finished in stainless steel, doorcases in anodised alumini-
um. Doorcases for panel coldrooms are supplied with white
enamelled extruded aluminium pre-frames.

Door Blades: With interior frame to match thickness and
trimmed with anodised aluminium. Internal polyurethane in-
sulation injected to a density of 40/45 kgs/m3, 90 mm and
90-120 mm thick for chiller doors, and 140 mm for freezer
doors. Greater thicknesses available on request for very low
temperatures.

Door furniture: Finished in Zamak and grey epoxy alumin-
ium. Automatic three-lever industrial catch with internal open-
ing. Three vertical rising hinges.

Options: key-operated lock, pressure wheel lock for con-
trolled atmosphere chambers and double-leaf doors.

Air tightness: Soft double-cell rubber gasket with more
rigid rubber gasket on lower part of the blade for a perfect
hermetic seal.

__:.J l li' |

Hinger Doors - PVC Curtains FLIP-FLAP Interior Service
Inset Series Doors Doors
Rapid Roll-up Folding Dock Rapid Roll-up Observation
Door Shelter Door Windows

For fast info - enter 1001 in Free Information Card

Mounting support rack (80kg) for A/C
unit 9-12000btu, DCP metal sheet, fixed, L-
340, white & Mounting support rack
(1000kg) for AC unit 18-24000btu, DCP met-
al sheet, fixed, L-350, white

Construction material: DCP High quality
metal sheet

Dye: Electrostatic powder dye

Maximum Weight: 80 kg (L-340)/100kg
(L-350)

Applications: Suitable for A/C units 9-
12000btu/Suitable for A/C units 18-24000btu

Type: Fixed corner (patent) without weld-
ing

Extremely reliable construction, high quality, resilient with flaw-
less dye. It is supplied in packages of 10 pieces.

SOLDATOS
For fast info - enter 1002 in Free Information Card

RPT61

PT Chart Master

For instant information, the PT Chart Master
eliminates the need for traditional pressure/ tem-
perature charts. Accurate and easy to use, the
RPT61 provides pressure and tempera-
ture correlation for 61 different refriger-
ants.

]

FEATURES/BENEFITS

+ Choose Pressure in PS|, BAR or Mpa
« Choose Temperature in °F or °C.-61 Re-
frigerant Tables - Large LCD - Auto off (af-
ter 5 min.) « Pocket size «Battery Included
Power: 3 V (CR2032) - Soft carrying case
included -+ 1 year Warranty

SPECIFICATIONS

Pressure Units Range

PSI5.110462.5-BAR0.3510 31.88
-MPa 0.035 to 3.188

Temperature Units

Fahrenheit -40 °F to 155 °F - Celsius
-40°C to 68 °C

APPLICATIONS
For calculating Superheat or Sub-Cooling.

SOLDATOS

For fast info - enter 1003 in Free Information Card

VLT Temperature Data Logger Recorder
The Vision Series Logger is a feature packed
logger, strip recorder, and alarm device with pro-
grammability for each. The easy to follow
menu driven programming, large digital dis-

play, PC Interface capabilities without addi-
tional software and remote alarm/dialer
connection give this device features found
on products costing much more.

Features:
+Monitoring, logging, printing and display

temperature vs time
- Adjustable sampling rate: 1 thru 90 minutes
»Menu driven preference programming via front panel keys
-Data & settings retained after power failure
+Fo or Co, date format dd/mm/yy or mm/dd/yy
+ 290 Historical data readings - can be printed on request any time
+Real time temperature printing - 3 printing modes
+Printing 11 characters: ID number, time, temperature, alarm status
+On line temperature display/minimum or maximum on request
+ Adjustable high & low alarm thresholds - adjustable alarm delay
+Audio / visual build in alarm, normally open contacts for remote appli-
cation
+RS-232 port for exporting real time data to PC - No software needed
«Low battery, chart ending and no sensor indicators
« Extendable remote sensor

SOLDATOS

For fast info - enter 1004 in Free Information Card

Please visit our web site and contact us for detailed information.
Web: www.soldatos.gr
E-mail: export@soldatos.gr

E-shop: www.soldatos.gr/shop
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on a motor model. Back EMF is extract- L
ed from the motor's model by inferring ﬁ —
the estimated currents, which equal the =0 , Single phase fransformers type El & Ul
#‘ ® Cooling systems from 5VA up to 10 kVA
measured current. e * Cooling systems and heat Three phase transformers type El
sinks for electronics from 1,4kVA up to 41 kVA
High current transformers type El & Ul

Advantages of FOC YT . ﬂ-' i Single phase Inductors type El & Ul

Taking the FOC approach yields many Precise foil type, ceramic, air type, g @ § i Three phofse Inductors type El

. for SMD and through-hole assembly. - Autotransformers type El

benefits to PMSM motor power man- = R Custom design type El & Ul
agement. For instance, FOC improves wew -
the dyn_amlc response qf PMSM _motors, ! = L= g | o
benefiting appliances like washing ma- y B3 Hlagnitfyir&g lamps,

. . - - oorstanding
chines that need to quickly respond to k' lamps, table and
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speed changes involving both the agita- ! ’ e
tion and spin processes. FOC makes this For fast info - enter 1101 in Free Information Card

possible by allowing the optimal torque
production, which uses less current,
since it controls the amplitude and phase
of the currents in order to keep the sta-
tor and rotor magnetic fields at 90 de-

Manufacturer of:

+ Electric Pedestrian Operated
Pallet Stackers and Trucks

+ Hand Operated and Hand-towed

grees. Also, since FOC allows for con- Battery Pallet Stackers
trolling the currents of the motor every :

.. . - Transport equipment: Hand
PWM cycle, the current is inherently lim- pallet trucks; Platform trolleys;
ited. Box trolleys; Warehouse

. carts; Staircase carts and etc.
Traditional control methods for BLDC

motors drive the stator in a six-step fash-

ion, generating oscillations on the pro- VENI & Co. Lid!

i 1 i 51-53 Kutlovitza Str., 1505 Sofia, Bulgaria
dlfcec_j torque. In th_'s Scenar_'o' a pair of Tol: +350 219461385, Fox +350 219439254
windings is energised until the rotor e-mail: info@veni-bg.com
reaches the next position, then the mo- Our Partners:
) STELLA TECHNIK, 117587 Moscow, Russia
tor is commutated to the next step. Us- tel./Fax 0074 95 319-77-36 ; 0074 95 319-76-45
; ; : DIMEX-U, 02090 Kiew, Ukraine
ing FOC, the mot-or IS contlnuogsly Co_m tel./Fax: 0038 044 581-14-81, 0038 044 581-14-89
mutated in a Sine-wave fashion with BALKANCAR S, Bucharest, Romania
tel.: 004021 252 37 03, fax: 004021 252 86 75
controlled phases of the currents. So, VECTRA EXIM Srl.. Bucharest, Romania
torque production remains |inear as the tel: 004021 310 65 05, tel.:/fax: 004 021 310 75 55
. . DECOM, Budapest, Hungary
motor rotates. Since torque production tel /fax: 0036 1 31 38 245

is continuously commutated, the torque
ripple is removed, thus reducing me-
chanical oscillations on the motor. This -
reduction of mechanical oscillations re-
duces audible noise significantly and al-
lows designers to build appliances, such

as washing machines, that feature quiet- VAL TE!!IM
er washer and compressor operations. ddcd

By using DSCs in an appliance design,
it is possible to develop software-based
motor systems that allow the rapid cust-
omisation of newer models to address
multiple markets. For example, motor
control using DSCs and FOC algorithm
can create a common platform which is
able to handle different models of wash-
ing machines. Likewise, air conditioners
and refrigerator compressors could be
addressed by a single platform. The only
changes that would be required are to
the FOC algorithm parameters, with no
modifications to the algorithm core, the
control-board hardware or the DSC. ¢

For fast info - enter 1103 in Free Information Card
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Bulgarian engineering companies in the EU
One year after our joining the Union the engineering branch
demonstrates optimism and confidence

TLL Media Publishing House carried out a
large-scale marketing research among engi-
neering companies in the field of industry. With
the joint efforts of the whole team the editors
investigated, inquired and analyzed the busi-
ness moods among a representative portion of
the engineering companies operating in indus-
try in relation to the end of the first year of
Bulgarian membership in the European Union.
Up to .closing” the issue by the editors 52 en-
gineering companies took part in the market-
ing research. We would like to thank our col-
leagues who responded to our initiative. Due
to the large scope of the engineering branch,
our editor’s office would like to apologize to
those companies we probably missed to invite
to participate by sharing their opinions on this
subject.

The general conclusions from the research
carried out indicate that Bulgarian engineering
companies demonstrate

Confidence and high professional self-es-
teem

As well as active behaviour in searching
for business opportunities outside the borders
of our country. The predominant share of
questioned companies have not yet taken ad-
vantage of European development programs
but around 1/3 of them are in the process of
preparation for that and another 1/3 ,see”
certain opportunities in this area. Among an-
swers to the question what fields display the
most serious investment interests, 40% point-
ed out to construction, and 33% - power engi-
neering. Immediately after those branches but
with the far more modest 12% follow the food
and beverage industry and tourism. There is
also potential for development in the con-
struction material production, telecommuni-
cations, metallurgy, pharmacy and processing

industry.

More than 1/3 or 38% pointed out to pow-
er engineering as the sector in which most se-
rious investment interests are to be expected
in the future, followed by construction (15%),
tourism (10%), infrastructure and machine en-
gineering with 8% each.

Today the business climate is more favor-
able than in the year 2006.

The results that also speak for themselves
are those received in answer to the question
.How would you evaluate the business cli-
mate in the country compared to the period
prior to our accession in the European Union”
(Fig.1). Sixty-two percent of the inquired per-
sons think that at the moment the business
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Fig. 1 How would you evaluate the business
climate in the country compared to the period
prior to our accession in the European Union?

environment is more favorable compared to
the period before Bulgarian membership in
the European Union. About 1/3 of the in-
quired persons - 27% do not notice a change
in the market climate. Just 8% of the inquired
persons believe that today the business envi-
ronment in the engineering branch is less fa-
vorable.

Our next question to the engineering branch
was whether they ,saw” new growth in invest-
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ments in the year 2007. In answer to that
question, which to a considerable extent de-
termines the situation and perspectives for de-
velopment before the engineering business in
the field of industry, half of the enquired com-
panies pointed out that there is a growth in
investment but it is not significant (Fig. 2). Ap-
proximately 1/3 do not see a change, while

2% 17%

S0%
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Fig. 2 Did you see new growth in the invest-
ments during 2007, from your jobs viewpoint?

17% believe that the growth in investments in
2007 was very serious. Only 2% pointed out
that not only is there no investment growth
but there is a decrease.

Indications of interest by Western engi-
neering companies

With our next two questions we turned
to the engineering branch for an opinion
whether and to what extent Bulgarian in-
dustry has become ,more attractive” for
foreign competitive engineering companies
after our accession in the European Union.
The question ,Did any Western engineering
companies not present in Bulgaria so far
enter the market” (Fig. 3) 17% of the in-
quired companies answered affirmatively
emphasizing that powerful Western compa-
nies are concerned. More than half of them,
however, were more moderate in their an-
swers and they thought there were indica-
tions of interest on the part of Western en-
gineering companies new for the Bulgarian
market. Twenty-three percent of the in-
quired persons do not see any changes at
the market.

273% _ 17%

0%
# - yas, besides powarlul ones
W - theee I8 no indication for interast |
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Fig. 3 Did any Western engineering companies
not present in Bulgaria so far enter the mar-
ket?



In contrast to the above, there was no prevailing opinion to
the next question ,Did the interest in the Bulgarian market by
foreign engineering companies represented here increase after
1.01.2007" (Fig. 4). Approximately the same share of the in-
quired companies believe that the interest by foreign companies

in our market has in-
2% creased considerably
(37%), while 35%
.see” only an insignifi-
cant change in a posi-
tive direction. Respec-
tively, 23% do not see
em, any change. Only 2%
of participants in the
research think that af-
ter our acceptance as
members of the Euro-
pean Union the inter-
est of foreign compa-
Fig. 4 Did the interest in the Bulgarian market nies represented in
by foreign engineering companies represented Bulgaria decreased.
here increase after 01.01.2007? A serious percent-
age - 44% of the Bul-
garian engineering
2% 2o, business believe that
after Bulgarian acces-
sion in the European
Union there is also an
increased although
only slightly so far
445 marketing activity by
foreign manufacturers
of technical equip-
ment and technical so-
lutions represented
here (Fig. 5). Twenty-

23%
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Fig. 5 Did the marketing activity by foreign nine percent define
manufacturers of technical equipment and

technical solutions increase after the acces- the grf)Wth O_f . their
sion? marketing activity as

serious, while 23% do
not see a change in the policy of foreign manufacturers present
at our market. None of the inquired persons has said that mar-
keting interest of foreign manufacturers has decreased.

High professionalism of Bulgarian specialists

Are Bulgarian engineering companies competitive in terms of
financial resources, professional training, deadlines and quality
of execution of projects of Western engineering companies -
that was what we asked the branch with our next three ques-
tions. The results express sufficiently clearly that Bulgarian busi-
ness has confidence in terms of professionalism, organization
and quality of the engineering activity. More than #a of the in-
quired people or 77% are convinced that the Bulgarian special-
ists are equal and competitive to their Western colleagues in
terms of their professional qualification (Fig. 6). Even 8% of them
think that we are better trained. Thirteen percent think the pro-
fessional training of Bulgarian specialists is not as good as that
of their Western col-
leagues. The results
speak for themselves
also concerning the
organization of work,
the deadlines and
quality of perfor-
mance of the projects
by Bulgarian engi-
neering companies
compared to competi-
tive foreign compa-
nies. A serious share
of the inquired com-
panies - 69%, are
convinced that our en-
gineering business is
totally competitive to
foreign companies

139, B%

%
W - we are betier prepared
| - we don’t step Dack
7 - WE are worse prepared

Fig. 6 How do you evaluate the professional
training of the Bulgarian specialists in con-
trast to the Western engineers?
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(Fig. 7). Eight percent even believe Bul-
garian engineering companies fall within
the category ,we are better than them in

B%

21%

iy

= - wa ar Dettar prepam,
thay aven stap back

W - wa are absalutely com petithe
they mre baiter than us

Fig. 7 Are Bulgarian engineering companies
competitive in terms of financial resources,
professional training, deadlines and quality of
execution of projects of Western engineering
companies?

many respects”. In contrast to that, 21%
consider Western engineering companies
are better than us in terms of organization
of work, deadlines and quality of execu-
tion of the projects.

The results from the answer to the question
.Do Bulgarian engineering companies posses
the financial potential to compete with West-
ern engineering companies?” were also pre-
dictable. The predominant share - 44%, of the
inquired have selected the answer:

Yes but we are still behind them in terms
of financial resources

Only 10% of the inquired persons believe
that the financial potential of Bulgarian engi-
neering companies is competitive to that of
Western companies and that both have suf-
ficient financial stability (Fig. 8). A consider-
ably greater share of the inquired have point-

15 1
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Fig. 8 Do Bulgarian engineering companies
posses the financial potential to compete with
Western engineering companies?

ed out that Bulgarian engineering companies
do not have the financial potential of West-
ern companies but are sufficiently competi-
tive to them. Fifteen percent think that in
terms of financial resources our engineering
companies are far behind Western ones and
the difference in their financial levels is quite
significant.

Almost half or 48% of the participants in
our research share the opinion that the prices
in engineering services in the field of industry
in Bulgaria are still much lower that in other
member-states of the European Union (Fig. 9).
Just 6% of the inquired define the prices of
engineering services as similar to those in oth-
er member-states. The remaining 44% think
the prices have not yet become equal but are
getting closer.
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Fig. 9 Did the prices of the engineering solu-
tions in the industry have leveled with the
ones in the European Union?

Engineering labour is 4 times cheaper
than the equipment

The following question is directly related
to price formation of engineering services in
Bulgaria and in other countries in the Euro-
pean Union: ,What is the ratio in the finan-
cial value of a project between engineering
labour and the equipment input?”. Thirty-five
percent of the participants chose not to an-
swer that question. The remaining answers
are extremely diverse. Nevertheless, a great-
er part of the answers are concentrated
around the ratio of 20% engineering labour
to 80% technical equipment or close to that.
Some of the persons inquired have pointed
out to even more unfavourable for the price
of labour ratios, for example 10%/90%. The
highest price of engineering labour com-
pared to the equipment input pointed pout
by participants in the inquiry is 60%/40%.
The representatives of Bulgarian engineering
business have also pointed to a ratio of
50%/50% in the financial value of one
project of engineering labour compared to
equipment used. Along with the options list-
ed, in some of the questionnaires other ra-
tios were also pointed out but due to their
negligibly small share and proximity to those
already mentioned we will not quote them
here.

Only 8% of the persons questioned have
more than 50% Bulgarian commodities in
their projects

We tried to ,shed some light” by means of
this questionnaire on an issue very important
for the branch, namely whether Bulgarian en-
gineering companies use domestically manu-
factured equipment with industrial application
in execution of their projects. The results are
quire expressive - 35% of those who filled in
the questionnaire answered that the share of
Bulgarian commodities in executed projects
is below 10% (Fig. 10). What is interesting is
the fact that a company among the inquired
ones has pointed out that 99% of the equip-
ment it uses is domestically manufactured,
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Fig. 10 What is the ratio in the financial value
of a project between engineering labor and
the equipment input?

which is only logical in view of the fact that
the company is a manufacturer of C&l auto-
mated equipment. The share of Bulgarian
commodities input by 19% of the participants
in the implemented projects is between 10
and 20%. More than 20% is the share of Bul-
garian commodities input in projects realized
by 27% of participants in the inquiry. Only 8%
of the Bulgarian engineering companies spec-
ified that more than 50% of the commaodities
input in the projects are manufactured in Bul-
garia.

23% are already working in other EU
member-states

After our joining the European Union,
along with the expansion of foreign engi-
neering companies, it is logically to ask if
Bulgarian engineering branch feels ready to
.attack” the markets of other member-
states of the European Union. In reply to
the question ,Do you execute engineering
projects in other countries in the European
Union“, 8% of the inquired companies spec-
ify that they are already working in the
union and they had worked for years before
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Fig. 11 Do you execute engineering projects in
other countries in the European Union?

our accession (Fig. 11). On the other hand,
15% of the inquired companies have recent-
ly begun to implement engineering projects
in EU member-states. A serious share of the
companies inquired - 38%, are not yet
working in other countries from the com-
munity but declare serious plans in that di-
rection. Also, a relatively large share - 30%
of participants in the inquiry not only do not
implement projects in EU countries but also
indicate that they do not have any such ca-
pacities.

With our next question: ,Are you working
in any other countries outside the European
Union?” we tried to find out to what extent
Bulgarian engineering market is ,open” to
the execution of projects in neighbouring
countries, Russia and the CIS countries, the
Near East, Asia, the USA, etc. Completely
logical, bearing in mind the closeness both
in geography and in economy, and even in
the social aspects, 33% of the companies
pointed out that they are working in neigh-
bouring countries (Fig. 12). The share of Bul-
garian engineering companies executing
projects in Russia and the CIS countries is
relatively smaller - 12%. Immediately after
them, with a share of ten percent are the
engineering companies working in Asia.
Just 2% of the inquired companies have
pointed out the USA as an answer. Another
interesting fact is that 23% from the inquired
companies that declared their intentions of
expanding their acitivty point out to coun-
tries outside the EU. Nineteen percent of the
participants answered they do not work in
countries outside the community and do not
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Fig. 12 Are you working in any other countries
outside the European Union?

plan to do so. The sum of percents dis-
played in Fig. 13 is greater than 100 be-
cause some participants have pointed oput
to more than one answer.
Bulgarian projects 95%/projects in oth-
er countries 5%

The question that followed was direct-

ly linked to the previous two questions:
.What is the share of projects executed
by you in the country as to projects in
other countries?”. The answers were
quite diverse. Nevertheless, there is a
sufficiently large share of participants in
the inquiry whose answers were the
same or close to the 95%/5% ratio. Also,
the share of inquired companies that
pointed out to 100% or 99% of engineer-
ing projects executed in Bulgaria only is
not small. There is another inquiry to the
quite opposite position where it is stat-
ed that the ratio between projects im-
plemented in the country and those im-
plemented in foreign countries is 2%/
98%. There were answers such as 30%/
70%, 40%/60%, as well as 60%/40%
and 80%/20% within the range between
the above extreme borderline answers.
The remaining questions from the in-
quiry of the Engineering Review maga-
zine refer to knowledge of European leg-

islation, of common European standards,
European development programs, as
well as the current status of the structur-
al development plans of Bulgarian engi-
neering companies. The summarized re-
sults of the answers to those questions
have been displayed graphically.
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Fig. 13 Are you familiar with European legisla-
tion and common European standards in your
field?

The participants in the inquiry were:

Aquasyst, Apronecs, ACM, Aspa Engineering, Atomener-
goremont, BEA Balkan, Business Group ECOTOP, Bulgaria
Therm, Valtec, Verea Electronics, VAC Bulgaria, Galabov &
Co, Damyanov Clima, Denima, DIX BG, Ditek, Doycheuvi,
ELIA, ElI Net, Energy Efficient Systems, EPS Bulgaria, Iso-
matic Complect, Industrial Technology and Systems, Kasti-

va, Klivento, Coves, Komkontrol, Lilia Hiv, Logisoft, Master,
Mega El, NASA-D, Orgres, Polytechnics, Point L, Prostream
Group, Radcom, SAT, SBM, Saturn Engineering, SEMO, Sen-
somat, Simlogic, Start Engineering, Stimar, TFS Consult,
TESTEL Engineering, Triel, Unisyst Engineering, Unitech, Filk-
ab, CCS Bulgaria.
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Fig. 14 Are you taking advantage of the Euro-
pean development programs?
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Fig. 15 Do you have branch offices in countries
outside Bulgaria?
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Fig. 16 Do you have partnerships or joint com-
panies in countries outside Bulgaria?
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Fig. 17 Are there foreign experts in your team?

16 INDUSTRIAL MARKET

The engineering branch comments:

The experienced specialists are mainly in the small companies
The greater part of experienced Bulgarian specialists are owners or are employed in small and medium
companies. Without an active government or legislative protection and assistance this great engineering
potential of Bulgaria cannot be utilized efficiently.
Eng. Doycho Doychev, Manager of DOYCHEVI EOOD

Partnership is necessary between the Chamber of Engineers in Investment Projects (CIIP)
and Bulgarian companies
Bulgarian companies must reorganize very flexibly in terms of management and form their strategy of
development in the new situation of the open European market because the competition of international
companies long ago established and operating well and having traditions and experience in many coun-
tries is yet to be witnessed and experienced. Those companies will win the large projects and will make
the situation of the local smaller companies quite difficult. There are still communication problems be-
tween the new players at the market and the local companies. Those incapable of adapting will be
deteriorating and finally will be taken over. Criteria and responsibility in the area of designing will be
constantly increasing. Bulgarian engineers have a certain temporary advantage at the moment but our
foreign colleagues definitely have more experience and knowledge of the new European legislation, which
is already active in the republic Bulgaria as well. | believe that both parties will be looking for opportunities
of joint work. In order to keep our market it is very important in these circumstances to achieve priority
partnership between Bulgarian engineers from the Chamber of Engineers in Investment Projects (CIIP) and
Bulgarian companies.
Eng. Anton Monev, chief designer of electrical installations in Comcontrol

We are better than our Western competitors
Bulgarian engineering companies possess an enormous potential for modernization of the control
systems and visualization of a large part of the old factories from socialist times or the systems now
imported. Thus their new owners can receive them in a form competitive to their modern but drastically
more expensive western analogs. We in Bulgarian engineering business have proved in various branches
that with the high quality equipment we input and the quality of execution of completed projects we can
achieve that better and cheaper than the best Western engineering companies - world-famous leaders in
their branches.
Eng. Krum Pavlov, Manager of LogiSoft

The answers are logically unpredictable
The questionnaire is good. The bad thing is that in our country the market economy is controlled by
mafia structures growing together with the state. For this reasons these are not the real answers to most
of the questions and they are objectively logically unpredictable.
Eng. Boyan Yankulov, manager of POLYTECHNICS EOOD - Pleven

Our projects - with our own equipment
We are among the few other Bulgarian manufacturers who predominantly manufacture and to a quite
small extent trade. Our engineering projects are with our own equipment in their greater part.
Eng. Ivan Yordanov, manager of Unisist Engineering

Participation in European programs is a priority

One year after the accession of Bulgaria in the European Union we believe our membership opens new
opportunities for development to our company. In addition to distributorship of products we could also
offer the production and assembly of new products as well as expert to foreign countries. Our company
does not have the financial resources necessary yet but is competitive in terms of price and performance
terms. It is important that the branch knows European legislation more profoundly and also to have a
priority in the participation in the European development programs.

ACM

It is still early for a statistical sample and evaluation

At least three years are necessary after Bulgaria has joined the European Union!

Prof. Dimitar Kirov, Ph.D., President of Business-group Ecotop

Adapting our work to EU standards
Regardless of the difficulties in adapting our work to the standards in the European Union this is the
only way providing us with the opportunity to be compared and evaluated along with European compa-
nies using the same criteria. That is why our company has been certified in compliance with the require-
ments of the international standard 1SO 9001:2000 since the year 2004.
Nedelcho Nedelchev, manager of Ditek Company

The evaluation of both domestic and foreign investors is important
The requirements for the operation of an engineering company differ in different countries. The market,
traditions and conditions of work are the factors determining those requirements. In Bulgaria the most
serious engineering companies are those companies receiving the best references by both Bulgarian and
foreign investors.
Eng. Georgi Zarev, chairperson of the Control Board of ELIA AD

The European programs are not yet accessible to us,
We have applied but have not been approved.
Graziela Dimitrova, Manager, partner in Sensomat

Salaries are growing faster than the financial results
The lack of professionals determines the growth of salaries in the sector in a greater extent than it
would actually grow according to the financial results of companies and the quality of employees. Compa-
nies that cannot respond to these requirements of the market of labour and do not have a production of
good efficiency are threatened by shrinkage and even dropping out of the market.
Eng. Nikola Vasilev, manager of Saturn Engineering

The administration is a barrier to using the funds

There is a shortage of Bulgarian highly qualified specialists to respond to the market needs in the
European Union (EU), Bulgaria and other countries.

The administration is a serious barrier to getting to use the financial funds from EU for increasing
competitiveness and introduction of innovations in Bulgarian companies engaged in actual engineering
companies.

Eng. Valeri Andreev, manager of SAT



Ultra-precise Positioning of Europe’s Largest Telescope by HEIDENHAIN

After seven years of construction, the
largest optical telescope in the northern
hemisphere, the Gran Telescopio Canarias
on La Palma (Grantecan) has begun trial op-
eration. HEIDENHAIN model ERA 780C an-
gle encoders are being used to position the
telescope - a solution that has already prov-
en itself in numerous telescope projects.
The telescope is rotated about two axes -
the elevation (vertical motion) and the azi-
muth (horizontal motion). In addition, the
motion of the earth has to be compensated
during the sometimes hour-long observa-
tions.

The angle of the azimuth axis is mea-
sured over a diameter of about 15 meters,
which requires a scale tape with a length of
48.48 meters. 1,212,000 lines with the
scale-tape grating period of 40 om are avail-
able for the angular measurement. Thanks
to the high quality of the measuring signals,
each grating period can be interpolated by
a factor of 4,096 to provide 10-nanometer
measuring steps for positioning the azimuth
axis. This results in an angular resolution of
0.0003 arc seconds. Calibration and com-
pensation of systematic errors bring a sys-
tem accuracy of 0.06 arc seconds over
13.2°. The scale is installed in a slot about
the respective axis of motion and is provid-
ed with a suitable number of measuring
heads.

The 105 million euro system is now in a
test phase lasting one year. The hyperbolic
telescope mirror consisting of 36 hexago-
nal segments will be expanded segment by
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segment until it reaches the total diameter
of 10.4 meters. At the same time, all instru-
ments will be adjusted. When ready for op-
eration, the telescope will focus four million
times more accurately than the human eye.
It will enable astronomers to detect more
details than ever before. The photograph
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shows the dome that protects the telescope
as well as the scanning head and scale of
the HEIDENHAIN ERA 780C angle encoder
by day and night in any weather.

Copyright: Pictures with courtesy of the Institu-
to de Astrofisica de Canarias.
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South-Eastern European biomass energy market:
Highlightening potential, envisioning perspectives
The current picture of South-Eastern European (S.E.E.) biomass energy market

By Giacomo Bizzarri

The continuous changes in the composi-
tion of European Union (E.U.) imply continu-
ous focuses on some major markets of com-
mon relevance. Biomass energy market is
indeed one of these. The potential of the var-
ious biomass sources is evaluated through
an analysis that focuses especially on the
opportunities still unexploited. By providing
detailed knowledge of some national strate-
gies and policies on biomass energy, the
study aims at enabling a better estimation of
the overall market potential for UE-27 ener-
gy enterprises. The share of biomass energy
sources in the primary energy structure in
South-eastern Europe currently ranges be-
tween 4% in Bulgaria and 35% in Albania,
with 10%-15% being the average in all other
countries in the region, while in a near fu-
ture, this share is planned to increase. Use
of biomass energy sources in South-eastern
Europe offers enormous market potential, re-
ferring in particular to the planned enhanced
development of the biomass sources power
in the region. Three major considerations
have to be strengthen and taken into ac-
count while enphasysing strengths and
weaknesses of S.E.E. biofuel market. Fist of
all, as a general statement, the challenge of
a common E.U. energy market can represent
the required asset allowing to modernize the
energy infrastructures strengthening the
western connections as well. Secondly, such
process has to be collectively driven togeth-
er with an unavoidable balancing process of
energy prices with E.U. standards, in order
to finally attract the investments necessary
for the start up of the sector. Finally, as far
as the specific biomass energy market is
concerned, it has to be highlighted that even
using the most modern technologies, the
cost of EU-produced biofuels will make it dif-
ficult for them to compete with fossil fuels in
the next s1 years. In fact, with the technolo-
gies currently available, EU-produced biodie-
sel breaks even at oil prices around 60 per
barrel, while bioethanol becomes effectively
competitive with oil prices of about 90 per
barrel. As experts, we believe that while
many S.E.E. markets could sustain even high-
er rates of biomass energy penetration, nu-
merous barriers remain. The cost of biomass
energy technologies remains high, although
it continues to fall. Renewable energy in-
creases diversity of energy supplies and can
replace diminishing fossil fuel resources over
the long run. Growth in demand for biomass
energy in industrialised countries is leading
to economies of scale; such growth enables
increased access by the developing world.
Current detailed biomass market main data
are here exploited only for Bulgaria, Roma-
nia and Croatia, while first estimates have
been made also for Albania. Such choice
strongly depends on the major recent inter-
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est shown by major Italian investors. For oth-
er Western Balkans countries, currently no
projections are available.

The deployment of biomass energy re-
quires appropriate economic, market and
regulatory instruments. The diffusion and de-
ployment of newly developed biomass ener-
gy technologies into markets are particularly
important.

Highlightening opportunities

As experts, with full commitment with
general EU strategic guidelines for Biofuels,
we encourage attention to be put onto two
specific aims:

+to further promote biofuels in the S.E.E.
countries, ensure that their production and
use is globally positive for the environment
and that they contribute to the objectives
of the Lisbon Strategy taking into account
competitiveness considerations;

-to prepare for the large-scale use of biofu-
els by improving their cost-competitiveness
through the optimised cultivation of dedi-
cated feedstocks, research into ,second
generation” biofuels, and support for mar-
ket penetration by scaling up demonstra-
tion projects and removing non-technical
barriers. On a world scale, biomass produc-
tivity is highest in tropical environments
(and therefore in third Countries such Bra-

zil, Turkey, Malaysia, etc.), and the produc-
tion costs of biofuels, notably ethanol, are
comparatively low with respect to a consis-
tent number of Southeastern Countries, be-
ing these even cheaper than EU-15. There-
fore, a set of stimulating actions for shifting
S.E.E. internal market demand for biofuels

should be put into track by local Govern-
ments. A set of independent experts from
S.C.l. - International, has evaluated that a
massive investment programme is current-
ly needed to enhance the taking off of bio-
mass energy market. An approximate esti-
mation of the total investments needed for
the biomass sector in Southeastern Europe
to meet the acquis communitare is sum-
marised.

The Biofuels Directive sets ,reference val-
ues” of a 2% market share for biofuels in
2005 and a 5.75% share in 2010. To imple-
ment the directive, many Member States, ex-
pecially S.E.E. neo-entrance Countries, are
relying on fuel tax exemptions, facilitated by
the Energy Taxation Directive. A number
have recently turned to biofuel obligations,
requiring fuel supply companies to incorpo-
rate a given percentage of biofuels in the
fuel they place on the national market. Any
system of certificates would need to apply
in a non-discriminatory way to both domesti-
cally produced and imported biofuels and



comply with WTO provisions. Biofuel obliga-
tions seem a promising way of overcoming
difficulties with tax exemptions. Moreover,
the Energy Taxation Directive makes it pos-
sible for Member States to grant tax reduc-
tions/exemptions in favour of biofuels, un-
der certain conditions. As experts, we en-
courage S.E.E. Countries to work in such di-
rection. In fact, these tax concessions are
considered as state aids, which may not be
implemented without prior authorisation by
the Commission. S.E.E. Countries, like Roma-
nia for instance, have not yet defined a com-
plete framework for incentives linked to the
environmental performance of individual fu-
els to be established. This would encourage
and promote the use of market-driven and
demand-side measures for biofuels. Suitable
policy measures could include, for example,
the encouragement of environmental sys-
tems for vehicle users, eco-labelling, price dif-
ferentiation through emission charges and
product levies, environmental quality promo-
tion through educating and informing both
consumers and producers, tradable permits,
environmental performance bonds, funds
and environmental risk assessment in bank-
ing procedures3.Different considerations
have been done on biomass production
while capturing environmental benefits4.
First of all, we suggest S.E.E. Governments
to effectively work to ensure the sustainabil-
ity of biofuel feedstock cultivation and to ex-
amine the issues of limits on the content of
ethanol, ether and other oxygenates in
petrol, limits on the vapour content of petrol
and limits on the biodiesel content of diesel.
It is our strong convincement that many of
the regions assisted by the Structural and
Cohesion Funds, particularly in rural regions
in central and Eastern Europe, have the po-
tential to use biomass to generate economic
growth and employment.

Low labor costs and high resource avail-
ability can give these regions a comparative
advantage in the production of biofuel feed-
stocks. Supporting the development of bio-
mass and alternative energy sources such
as biomass, including biofuels, is therefore
an important objective for cohesion policy.
A major important role will be nextly played
by the support that will be given, for exam-
ple, for the retraining of farmers, the provi-
sion of equipment for biomass producers
and for investment in facilities to produce
biofuels in Counties like Slovak Republic,
Romania and Bulgaria as well5.

Investment on or near farms, for example
in biomass processing, as well as the mobili-
sation of unused biomass by forest holders,
can also be supported by rural development
policy. Unfortunately, like fuel tax exemp-
tions, other forms of official support for bio-
fuel production and use must obviously con-
form to provisions on State aid. The Com-
mission will ask the industries concerned to
explain the technical justification for barriers
to the introduction of biofuels and will seek
the views of other interested parties. It will
monitor the behaviour of the relevant indus-
tries to ensure that there is no discrimination
against biofuels. When assessing the impact
of policies and programmes to support the
production and distribution of biofuels, the
Commission will take into account their pos-
sible effect on traditional ethanol, food, for-

estry and oil markets. However it is our
strong convincement that opportunities for
EU private investors are presently nested in
biethanol production, where a consolidated
fuel market is granted by major oil company.

The future

In order to continue to advocate for biom-
ass energies, it is our strong convincement
how a major role will be played by R&D ac-
tivities. In the 7th Framework Programme
continue its support for the development of
biofuels and strengthening the competitive-
ness of the biofuel/biomass industry. While
giving a high priority to research into the
Jbio-refinery” concept - finding valuable uses
for all parts of the plant - and into second-
generation biofuels- the European Commis-
sion, is in fact continuing to encourage the
development of an industry-led ,Biofuel tech-
nology platform and mobilise other relevant
technology platforms. S.E.E. representants
should strongly participate and debate their
interests, advocating and promoting site-
plants and projects6. Actions at European
level (ERA-NET) in the field of biomass wiill
further increase the cost-effectiveness of
RTD funding through programme coordina-
tion and the initiation of joint activities at
national and regional level. The Seventh
Framework Programme (2007-2013) gives

priority to biofuel research to further
strengthen the competitiveness of the EU
biofuel industry7. As experts, we strongly
suggest and encourage SMEs from S.E.E.
Countries to take part and join partnerships
in such fields, particularly supporting the
market introduction and dissemination of
proven biofuel technologies through the ,In-
telligent Energy - Europe”.

Finally, we strongly believe that several
efforts need to be pursued by S.E.E. Coun-
tries towards the development of human re-
sources geared to promoting biomass ener-
gies. Increased interest in biomass energies
means increased need for local competence.
Education and training are a priority to de-
velop the use of biomass technologies ex-
tensively, especially in new-entrance EU
countries. Finally, given the growing aware-
ness of the role that biomass energies can
play in the EU energy system, especially for
the supply of energy in rural areas, S.E.E.
countries should show increasing interest in
creating appropriate training programmes
for entrepreneurs related to these energy
sources.

The author Prof. Ing. Giacomo Bizzarri pre-
sented the report at International Bioenergy
Forum 2007 in Sofia.

e-mail: giacomo.bizzarri@unife.it
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WIN - World of Industry 2008 closed its doors with high attendance

WIN - World of Industry, the leading industry
event of the Eurasian Region, closed its doors on
March 2nd with the same high-level results like
the previous year. Fair welcomed a total of 1.408
direct exhibitors in two parts and the total visitor
number at both parts was 120.673. Besides a
strong interest of the domestic industrial manu-
facturing sector, the fair has attracted a signifi-
cant number of international buyers not only from
neighboring countries but also from all over Eu-
rope, the Far-Middle East and America.

Over 50.000 sq. m net exhibition area

Organized at the same location, the state of the art
TUYAP Fair, Convention and Congress Center, WIN was
the central venue for seven sectors of the manufactur-
ing industry, where the innovations, latest technologies
and solutions were showcased to an international mix
of audience.

The fair hosted a total of 197 direct international
exhibitors coming from 15 countries in part 1 and 19 in
part 2. Besides the official German pavilion with more
than 50 companies, country pavilions from Spain, South
Korea, Netherlands, Italy, China, German federal state
of Hessian and Lower Saxony as well as an internation-
al pavilion increased the dynamism of the fair by offer-
ing new business contacts in a global market.

High level international visitors

The number of well qualified visitors coming from
70 countries (65 in 2007), was the main reason of
exhibitors” decision to come back next year. Especially
the strong increase in the number of international visi-
tors has contributed to the high satisfaction of all par-
ticipants in WIN 2008. With support of more than 40
national and international associations as well as
chambers of commerce from the neighboring coun-
tries, trade delegations and visitors came to the fair to
strengthen their business relations with numerous pro-
ducers and suppliers from Turkey and all over the
world.

Successful fair organization in two parts contin-
ues

The organization of the fair in two parts continued
this year too, bringing together 7 interrelated sectors of
industrial production under one roof.

From 7 to 10 February, the first part welcomed ex-
hibitors of MACHINERY'08 (13th Machine Components
and Metal Working Fair), WELDING'08 (8th Joining,
Welding and Cutting Technologies Fair), SURFACE
TECHNOLOGY'08 (2nd Surface Treatment Technolo-
gies Fair) and MATERIALS HANDLING'08 (7th Materi-

als Handling and Logistics Fair) fairs.

The first part welcomed thousands of professionals
from all over the world and neighboring countries. The
show proved once again to be an indispensable meet-
ing place in the Eurasian Region with the exhibiting
companies and represented brands as well as support-
ing companies. In 10 halls dedicated to the four manu-
facturing sectors of machinery, welding, surface treat-
ment and materials handling, this year’s fair hosted 602
exhibitors from 15 countries, which showcased their
latest technologies on a net area of 25.184 sg. m. As a
result of intensive national and international promotion
campaigns, 46.776 visitors from 47 countries found
out about the latest trends and innovations of the rele-
vant industries at the show.

Another highlight of the first part was the

NRW Forum

organized by the business partner for WIN Part 1
German State of North Rhine Westphalia. Together
with mechanical engineering networks from Dort-
mund, Duisburg and Munchengladbach, North Rhine-
Westphalia's regional initiatives - NRW.international
and NRW.invest - prepared a program for the event.
The forum presented the latest in processes and tech-
nologies in welding and cutting, new materials, sur-
face technologies in the automobile industry, and es-
pecially forming equipment and technologies. The the-
matic presentations included the subjects: NRW - Ger-
many’s first investment location, welding and cutting,
new materials, innovation in the automotive market
and forming equipment and innovative production
technologies.

The first part of the fair hosted pavilions from Ger-
many, Spain, South Korea and the Netherlands. Besides,
individual exhibitors from 15 countries including Aus-
tria, Czech Republic, Egypt, Iran, Italy and Taiwan had
the chance to establish contacts with Turkish and inter-
national companies. The first part of WIN Fairs was sup-
ported by many associations and trade publications of
the industry world. For the first part 50 supporters from
governmental bodies, associations and media under-
lined the significance of the fair as an important trading
platform in the whole Eurasian Region.

From 28 February to 2 March, the second part con-
sisted of OTOMASYON'08 (15th Industrial Automation
Fair), ELECTROTECH'08 (9th Energy, Electric and Elec-
tronic Technologies Fair) and HYDROLICS & PNEUMAT-
ICS'08 (5th Fluid Power Technologies Fair) fairs.

Eurasian Business Partner
For the first time in 2008, a special seminar programme
called the ,Eurasian Business Partner” has been launched.

With the aim of exchanging investment opportunities be-
tween European and Eurasian countries, the program had
a significant international attendance. The seminar pro-
gramme consisted of the following headlines: Invest in
Eurasia (held by the Turkish Investment Support and Pro-
motion Agency and Foreign Economic Relations Board),
Market and Technology Trends in Machinery, Welding,
Surface Treatment and Materials Sectors (held by national
and international sectional associations and authorities),
Market and Technology Trends in Automation, Electrotech-
nology and Hydraulics & Pneumatics (held by national and
international sectoral associations and authorities).

The other outstanding event at the fair was the
.Turkish - Egyptian Business Days". The representatives
from 37 companies together with Egyptian Commer-
cial Office used the fair as a business platform and held
face to face meetings with the Turkish manufacturers.
In the context of the business days, some visits to the
factories were organized for the Egyptian delegation.

Organized in the same concept with the world's lead-
ing industrial fair HANNOVER MESSE", WIN - World of
Industry will be organized in two parts in 2009 as well:
1st part: 5 to 8 February 2009 and 2nd part 27 Febru-
ary to 2 March.

WIN exhibitors short review

oy

Faktor Elektrik, distributor of Weiller Industrial
Control - pushbuttons, signals, control boxes, etc.

ELIMSAN is specialized in production of electri-
cal switchgears for range 7,2 kV - 525 kV.

BEKER ELEKTRONIK Ltd., Turkish manufacturer of
flexible, hybrid, double sided and multi layer PCBs.

Girisim, leading Turkish supplier of LV, MV and
HV electrical products.

Traditional participant Hansa-Flex Hydraulik pre-
sented new fluid technologies.

KoCoS Messtechnik presented measurement
and test systems for electrical power systems.
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Tempa Pano San Tic, manufacturer of electrical en- 2M Kablo San., manufacturer of general, fire re- 3M, producer of occupational
closures and cabinets for low voltage applications. sistant, safety and audio - video cables. health&environmental safety and Scotch Brite
TM products.

Aysan Elektrik, manufacturer of medium switch- Delron Electronic manufactures high quality sin- EAE, Leading Turkish manufacturer of electrical
gears, prefabricated concrete transformer sub- gle sided, double sided, multilayer, flexible and and mechanical products.
stations and low voltage distribution panels. rigid flexible PCBs.

P ELED I
i-at!ﬂ EEE%ELEWEMLER :

ELTES, Turkish producer of middle voltage and ENKO, supplier of intelligent solutions in the in-  German company IBHsoftec is specialized in de-
low voltage cubicles and panels and mono block dustrial control systems and appliance markets velopment and production of automation solu-
concrete transformer cubicles. with dedicated electronic control units for OEM  tions for industry.

customer requirements.

[ B 15
INTER ELEKTRIK, Turkish manufacturer and ex- Karaca Group, producer of power factor and tem- Traditional WIN participant Omron, leading indus-
porter of digital monolithic units, diodes, elec- perature controllers, measurement devices, tim- trial automation and electronics producer.
tronic signalling apparatus, etc. ers, protection relays, etc.

SIES ELEKTRIK, Turkish manufacturer of cable Vekmar Elektrik, leading Turkish distributor and TLL Media Publishing House welcomed many
trays and accessorries. manufacturer of electrical products. readers on its stand during WIN fair.
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Turkish manufacturers

In the series of SEEIM issues we will present
you companies working in the field of elec-
tronics production in Turkey. First partici-
pant in the presentation is Karmet Makina
Elektronik Tasarim A.S.

Karmet Makina Elektronik Tasarim A.S. was
establish in 2005. Company’s ownership is
based only on Turkish Investments. Main activity
of Karmet is sheet metal processing, metal works.
Karmet has laser cutting machines, punch cut-
ting and CNC bending machines, welding and
electrostatic painting. Company is specialized in
the production of compressor cabinets, CNC mill-
ing cabinets, dryer cabinets, UPS cabinets, non-
standard rack cabinets, etc. In the factory 48
workers are occupied to produce the metal work.
.Our customers give their metal projects and we
produce, or we also make the project for them if
desired”, says Mr. Firat Gul, Fabric Manager of
Karmet Makina Elektronik Tasarim A.S.

Karmet has one production facility located in
Ankara, Turkey. Total production space is 3000
square meters.
In the field of
electronics top
products of
company’s
. product range
are three elec-
tronic compen-
sation modules
(EKM) that com-
pensate each
phase individu-
ally, more pre-
cise and faster,
says Mr. Firat
Gul. The main

application areas of these company’s products is
the energy distribution in the facilities.

Karmet R&D department started activity in
middle of 2007. Two mechanical engineer (one
MS) and three electronics engineer (two MS)
have started a few projects. One of them is EKM
and the project finished successfully for a six-
month work. The other projects still continue.
One of the continuing projects is Electronic Reg-
ulator without servomotor, faster and wider cor-
rection range.

Answering our question ,What production
and products certificates your company has?”,
Mr. Firat Gul says that Karmet Makina Elektronik
Tasarim applied Turkish Standard organization
for certification. The Sales Manager of the com-
pany is Mr. Harun Gul, Mr. Cengiz Aymergen is
R&D Manager of Karmet.

Commenting Turkish market of electronic
modules and/or electronic equipment, Mr. Firat
Gul says:

.The market at WIN fair shows high inter-
est to EKM due to narrowed reactive energy
usage limits in Turkey. Also because of fast
and precise correction of cosL| probably the
world market would interest in the product.
One of our business partner will exhibit the
product at Hannower fair.”

Karmet electronic compensation modules

Among the main features of EKM - elec-
tronic compensation modules of Karmet Mak-
ina Elektronik Tasarim A.S. are Inductive and
Capacitive Compensation; 20 msn Response
Time; Semiconductor Switching; Each Phase
Controlled Separately; 32 - 2 Step Resolution;
Automatic Failure Detection; Harmonic Sup-
pression; Remote Monitoring and Modular
Construction, Easy To Install. Compensation
module makes correction 32 step capacitive
and minimum 2 step inductive, so works also
with small loads correctly. Semiconductors
and capacitors are tested periodically to learn
early failure. Capacitor operating time is
stored and current is measured to change in
correct time failed component. Module also
has capability of inductive compensation for
capacitive loads. Semiconductor switching is
made at the peak vale of line voltage to pre-
vent electrical noise and to increase
reliability.To change failed capacitors are easy
due to special mechanical construction. Com-
pensation always possible due to 20msn re-
sponse time for arching. Spot welding ma-
chines. For the unbalanced loads, compensa-
tion works separately for each phase to oper-
ate corrective.

Rutronik now represented in Turkey -
marketing agreement with Turkish distributor

Rutronik Elektronische Bauelemente GmbH
is now represented on the Turkish market with
immediate effect. By entering into a marketing
cooperation agreement with established Turk-
ish distributor Elektro Elektronik San. Tic. A.S.,
the broadliner intends to greatly enhance its
service to regular customers, who had previ-
ously been served from Ispringen, and also to
obtain new potential customers. The aim is to
become established in Turkey in the long term,
and to constantly increase its market share in
that country. Turkey is increasingly of interest,
not just as a market. Its role as an extended
(sub-contracting) workbench for Western Eu-
ropean companies, and as a link with the Mid-
dle East, also makes it an extremely promising
location. The choice of local marketing part-
ners plays a crucial role in achieving sustained
success in this region. Elektro is one of the
major local distributors, having been present
on the Turkish market for many years. This
SME enjoys excellent customer loyalty and
very well-founded industry contacts. Leading
manufacturers such as Renesas, Murata, NEC/
Tokin have already opted for Elektro as their
marketing outlet in Turkey. Rutronik is confi-
dent of the support of its manufacturers. Re-
nowned suppliers such as Everlight, Epson,
Samwha, Vishay, Yageo, Amphenol and JAE
have already signalled their support for this
marketing expansion. Rutronik aims to succeed
in Turkey not just with its wide linecard, but
also with its wide-ranging service portfolio,
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which includes technical consultancy, design-
in support, and logistics modules.

Vigorous and buoyant personal exchanges,
teamed with on-site visits to acquire new busi-
ness, will ensure that the cooperative venture is
a success. Such visits take place in conjunction
with franchised partners and Rutronik Product
Managers, as well as with the Marketing team
and FAEs from Elektro. Besides its major custom-
ers, the marketing partners principally intend to
acquire increased SME custom, which, as in the
rest of Europe, is proving to be the industrial
growth engine in Turkey. The local connection
with the (delete) Rutronik’s inventory control sys-
tem guarantees rapid information and opportuni-
ties for sales promotions, and also ensures that
the ordering process runs smoothly.

With a DTAM of some 100 million the
Turkish market has reached a size that de-
mands the presence of international distribu-
tors. Many Western European companies are
considering expanding their production facili-
ties in Turkey in order to make use of the ad-
vantages of the location,” said Thomas Rudel,
Managing Director Sales & Marketing at
Rutronik, as he explained the company’s ac-
tion. ,Turkey is developing increasingly into an
important location - for both globally active
equipping companies and companies manufac-
turing exclusively for the local market,” con-
cluded Rudel.

With 75 million inhabitants and numerous

connections with the Middle East, Turkey pro-
vides interesting sales opportunities for the
electrical industry. For the period 2008-2010
the average economic growth forecast is 5.6
percent (source: German Office for Foreign
Trade), well above the European average. The
vertical segments - consumer, industrial, tele-
com, automotive, medical and military - are
strongly represented.
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