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Dear customer, dear reader, 

Our systems with in-mold labeling (IML) are highly regarded by our customers and 
considered the state of the art on the packaging market. In addition to our premi-
um injection molding machine and a high-quality, multi-cavity mold, a typical sys-
tem concept for an IML system also includes complex automation with integrated 
parts quality control and product stacking. Only the perfect interaction of all indi-
vidual system components guarantees a high overall equipment effectiveness: In-
jection molding technology is Swiss precision at its best. 

As a result of our fascination with top performances, Netstal, in close cooperation 
with the French companies Plastisud and Machines Pagès, not only managed to 
achieve a world first by combining the compression-molding injection process with 
a stack mold, but also made a real innovative leap. This configuration uncompro-
misingly combines the advantages of both technologies and results in a significant 
increase in productivity for our customers while also significantly lowering costs 
as well as the required space in production facilities. An innovator since 1857, we 
are still providing you with innovative solutions in 2015 that feature the highest 
quality and make production quicker and more efficient. 

Because we are well aware that our customers all over the world always expect 
precision and reliability, not only with regard to the system, machines and service 
but also with regard to cooperation with local partners. For example, in order to 
successfully carry out our PET projects in South Korea, we have relied on  DaeSang 
as a superbly connected local partner since 2010. Our cooperation focuses com-
pletely on the needs of our local customers and we are offering an all-in-one pack-
age that also includes the complete planning and implementation of production 
lines. In this issue, we have compiled a few particular project highlights for you. 

And in order to better allow you to experience our system solutions, applications 
and products online, we have relaunched the Netstal website. Check it out at  
www.netstal.com.

I hope you enjoy reading this edition of AHEAD and would like to take this  opportunity 
to turn your attention to the brief introduction of the new CEO of the KraussMaffei 
Group on page 5. I look forward to working closely with Dr. Stieler!  

Markus DalPian
Vice President Sales & Marketing, Netstal
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When it comes to asserting oneself on the international market-
place, maximum flexibility and efficiency are the buzzwords of 
modern plastics processing. Depending on whether it involves the 

production of technical parts, medical products, packaging or automotive components, manu-
facturers have different requirements. The key to success is Productivity PLUS. 

INCREASING COMPETITIVENESS

Nearly 40 percent of German 
energy consumption can be at-
tributed to the building sector. 
About half of that is used for hea-

ting private homes. That means this area offers enormous sa-
vings potential. KraussMaffei Berstorff contributes to realizi-
ng them.

Partially spurred by lawmakers and partially by cost-conscious 
home builders or buyers, the construction industry has made 
energy savings one of its top priorities. Thermal insulation is 
the name of the game. Buildings everywhere, new ones as well 
as existing ones, are being covered with a second envelope for 
thermal insulation. Less visible: The insulation of heating or hot 
water pipes in order to avoid heat loss.

Extruded foams are the ace in thermal insulation. 

THERMAL INSULATION

ECOLOGY IN CONSTRUCTION – 
A GROWTH MARKET

P

KraussMaffeiKraussMaffei supplies a tailor-made 
system solution for every application 
purpose, thus increasing productivity 
in your production. 
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TRADE SHOW CALENDAR FROM OCTOBER 2015–MARCH 2016

Fakuma, Friedrichshafen, Germany 13.10.2015 – 17.10.2015 KraussMaffei Group
Composite Engineering Show NEC,  
Birmingham, England

 
04.11.2015 – 05.11.2015 

 
KraussMaffei

Expo Plásticos, Guadalajara, Mexico 04.11.2015 – 06.11.2015 KraussMaffei, Netstal
RubberTech, Shanghai, China 11.11.2015 – 13.11.2015 KraussMaffei Berstorff
Putech Eurasia, Istanbul, Turkey 12.11.2015 – 14.11.2015 KraussMaffei
Plast Eurasia, Istanbul, Turkey 03.12.2015 – 06.12.2015 KraussMaffei
Interplastica, Moscow, Russia 26.01.2016 – 29.01.2016 KraussMaffei Group
JEC World, Paris, France 08.03.2016 – 10.03.2016 KraussMaffei
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Strong cooperation Netstal and DaeSang have been working together in South Korea since 2010.

12
Innovative leap Combining stack molds and compression- 
injection molding results in a significant increase in productivity.

6

Netstal

Strong performance The new online presence has been 
 optimized for all mobile devices, and all features can be  
used equally on PCs, smartphones or tablets.

11

A Genuine  
World First

3Netstal Contents
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STRONG TOGETHER AND 
UNIQUE ALL OVER THE WORLD
The KraussMaffei Group is among the worldʼs leading suppliers of machinery and systems 
for producing and processing plastics and rubber. 

2,000
machines of the MX series 
have been installed world-
wide to date. 

celebration for the Viersen plant in 
2015. Together with the location in 
Georgsmarienhütte, Viersen forms  

the business area of Automotive  
Component Systems – trimming  

and mold technology for  
PUR components in cars.

Purchase of the present-day pro-
duction center of KraussMaffei 

Berstorff in Hanover (an der  
Breiten Wiese).

– thatʼs how many the ELION 4200 from 
Netstal can manufacture per year.

1919

1.593
-year anniversary 

bi
ll

io
n

cl
os

ur
es

550 t
was the clamping force of the first, 
self-constructed injection molding 
machine by KraussMaffei in 1959.

KraussMaffei Group
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5Netstal KraussMaffei Group

With Dr. Frank Stieler, the KraussMaffei Group has gained a highly accomplished executive with 
more than 20 years of international experience in renowned German industrial companies with a 
global presence, especially in mechanical and plant engineering.

DR. FRANK STIELER,  
Since July 27, 2015 Chairman of the Executive Board (CEO) of the KraussMaffei Group.

NEW CEO OF THE 
KRAUSSMAFFEI GROUP

PERSONNEL NEWS

DR. FRANK STIELER – PROFESSIONAL CAREER

Since July 2015
KraussMaffei Group GmbH:  
Chairman of the Executive Board (CEO)

until July 2015 
Independent consultant;  
Senior Advisor of Sun Capital Partners

Until 2012
HOCHTIEF AG:  
Member of the Executive Board, lastly CEO

Until 2009
Siemens AG, various management positions 
in the Power Generation Group, then CEO of 
the Oil & Gas Division

Until 2001
Lurgi Bamag: CEO, also Senior Vice President 
of Azurix Corp.

Until 1997
Metallgesellschaft AG:  
Head of Executive Board Office and Senior 
Vice President

Until 1995
Lurgi AG (since April 2014 Air Liquide Global 
E&C Solutions Germany GmbH): Head of Legal 
Affairs, lastly Chief Financial Officer of Lurgi 
Energie und Umwelt GmbH

Education:
Doctor of Law

Dear Customers,

the KraussMaffei Group is a remarkable 
 company. It has three strong brands at its 
 disposal with a portfolio of a wide range of 
premium-quality, high-performance products 
and services, of which technological expertise 
and the capacity to innovate form the basis. 
I have formed a deep respect for the wealth 
of knowledge, motivation and passion of our 
workforce all over the world, who are solely 
focused on you – our customers.

These strengths are an excellent foundation 
for the continued development of the com-
pany and its portfolio of products and services. 
As our valued customers, you are at the heart 
of all our activities. It is for this reason that I 
dedicated the first weeks to numerous perso-
nal meetings with our long-standing custo-
mers in Europe, China and the USA, and I will 
continue to do so in the future. This enables 
me to gain valuable insight into your expec-
tations and how we can assist you in gaining 
and maintaining a competitive edge in your 
markets.

It is a great honor for me to take on this chal-
lenge. I look forward to continue working with 
our experienced and excellent management 
team and our proud and committed workforce.

It is my hope that I have been able to bring 
across my enthusiasm. I look forward to doing 
so in a personal conversation as well.

With best regards,

Dr. Frank Stieler



NETSTAL AND DAESANG COOPERATE SUCCESSFULLY IN SOUTH KOREA

A WIN-WIN FOR ALL
When two strong companies combine their strengths, the result is a win-win situation – and 
customers benefit from a performance capability that neither of the companies could have 
achieved alone. Netstal and DaeSang T&C are consequently pushing ahead with a business 
partnership in South Korea on an equal footing. This effectively offers customers the very 
best of European technology and Korean relationship management. 

TEXT: DR. SABINE KOB PHOTOS: NETSTAL, SHUTTERSTOCK, COLOURBOX

orea: from a geographical and 
cultural perspective, the name 
describes a peninsula with centu-
ries of history that became a focal 
point of various colonial powers 

from around 1900 onwards. Just 20 years or so 
after the peninsula was divided in 1954 after 
the Korean war, the Republic of Korea, gener-
ally known as South Korea, began its meteoric 
rise from an agricultural nation to one of the 
leading high-tech industrialized countries. The 
country and its population of 55  million now 
hold an influential market position, above all in 
shipbuilding and the electronics and semicon-
ductor technology fields. The living and edu-
cational standards are just as high as those 
in Europe, as is the commensurate apprecia-
tion of quality, intrinsic value and service. This 
makes it an ideal market for Netstal – and also 
for DaeSang. Founded in 1998 by Leo Lim, 
Yang Eui-Cheon and Son Sung-Hyun, the com-
pany offers turnkey solutions for caps, PET 

preforms and packaging, thereby acting as a 
representative of a variety of equipment and 
material manufacturers. Netstal is the partner 
that was chosen to supply injection molding 
machines and the team has been working very 
successfully together since 2010. Netstal/Dae-
Sang has been responsible for 80 percent of 
all the PET preform systems installed in South 
Korea since then! With the beverage market 
growing around one to two percent annually, 
and the market for water bottling by a mas-
sive eight to twelve percent, the future cer-
tainly looks rosy.

Focus on customer requirements
The Netstal and DaeSang cooperation focuses 
wholly on customer requirements and offers 
an all-round package that also encompasses 
so-called greenfield projects, in other words 
the complete planning and realization of man-
ufacturing facilities on greenfield land. One 
example being for SooSeok, a company of some 

200 employees with sales of 73 million dollars 
that currently operates five  Netstal machines 
for manufacturing PET preforms (PET-LINE 
2000 and 3500), caps (ELION 1750) and pack-
aging (2x ELION 3200). Established in 1978, 
SooSeok originally manufactured glass pack-
aging and only added PET bottles to its range 
in 2011. The company management was keen 
to make the right decision without delay and 
decided to trust in the experience of  DaeSang. 
On visits to Switzerland, the president of 
SooSeok Kim In-Ho personally gained a strong 
impression of the relevant product quality and 
customer focus, and only has praise for the 
cooperation that has since existed. 

Within the scope of the most recently 
completed projects, Netstal delivered a 
 PET-LINE 3500 equipped with a 96-cavity mold 
for PET preforms and an ELION 1750 featuring 
a 32-cavity mold for manufacturing caps, each 
project also including the supply of materials, 

K
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cooling, robot systems and clean rooms. Pilot 
trials were run to calculate the best product 
specifications for extremely fast cycle times 
and consequently low unit costs.

Family-run companies lead the way
Business in South Korea works in a totally 
different way to that with which we are accus-
tomed in Europe. As such, a prerequisite for 
working successfully with Korean companies 
is having a local, broadly networked partner. 
So-called chaebols, extensively networked 
and primarily family-run conglomerates, lead 
the way. Even though the names of powerful 
chaebols such as Samsung, Hyundai and LG 
are widely known, only an insider would have 
knowledge of the countless interrelations 
and be able to forge a path to the decision 
makers. The fundamental values of chaebols 
are surprisingly similar to Swiss companies 
and are based on industriousness, perse-
verance and quality. South Korean custom-

“ Netstal has been our trusted partner for 
many years and we are looking forward 
to continuing and strengthening the close 
and successful partnership.” 
KIM IN-HO, PRESIDENT OF SOOSEOK

7Netstal Cover story



corporation had already become the market 
leader and has posted average annual growth 
of 14 percent ever since. The current produc-
tion volume is 600 million PET bottles a year. 
Netstal/DaeSang recently installed two sys-
tems with 400 tons of clamping force, each 
equipped with a 96-cavity and a 128-cav-
ity mold. The president of JPDC Kim Young-
Chul described the decision process: “Based 
on the experience gained with our  Netstal 
PET preform system, and after a careful and 
detailed evaluation of other options available, 
we finally decided to invest in a further  Netstal 
system for our PET preform manufacturing 
expansion project.”

Layout flexibility
A particular challenge was the layout planning 
as it involved an in-line application where pre-
form production was to be integrated directly 
into the subsequent blow-molding and filling 
process. Requirements additionally stipulated 
comprehensive testing. Up to six technicians 
were on-site to ensure efficient and seamless 
installation. 

A project for customer LG Household  & 
Health Care (major shareholder of Coca-Cola 
Korea) on the other hand, saw the installa-
tion of preform manufacturing in one hall 
and the warehousing of preforms in another. 
As a consequence, the layout of the produc-
tion facility had to be adapted to the local cir-
cumstances and a conveyor system devel-
oped for the finished preforms. “After the 
successful start of our own preform pro-
duction in 2014 with a high-end PET system 
from Netstal, we are positive about further 
strengthening our partnership with Dae-
Sang and Netstal.” LG was extremely sat-
isfied with the results and now uses three 
400  ton systems with various mold sizes of 
up to 128-cavities in production.

“ For Koreans, a visit is all 
about relationship man-
agement, which is why 
we can frequently be 
found at a customerʼs 
location.” 
LEO LIM, PRESIDENT OF DAESANG

ers expect  precision and reliability, not only 
in relation to the product, but also in terms 
of support and service. Responses to ques-
tions must be provided quickly and com-
petently, while documents have to be both 
detailed and accurate. Profoundly greater 
significance is placed on personal customer 
service. Leo Lim, President of DaeSang (see 
also the interview, p. 8), explains this cultural 
difference: “A Europeanʼs way of thinking is 
more fact-based. A visit to a company would 
usually be for a specific reason. For Koreans, 
a visit is all about relationship management, 
which is why we can frequently be found at a 
customerʼs location.”

At Jeju Special Self-Governing Provincial 
Development Corporation (JPDC), for exam-
ple, whose Jeju SamdaSoo brand has around 
a 50 percent share of the packaged water 
market. Exploiting and distributing water on 
an industrial scale has only been allowed 
under Korean law since the 1990s. The pro-
vincial government on the island of Jeju in 
South Korea also saw the new-found free-
dom as a way of contributing to groundwater 
protection and in 1998 put two PET facilities 
into operation. Just three months later the 

THE NAME SPEAKS FOR ITSELF
The headquarters of the company 

Jeju Special Self-Governing Provincial 
Development is located in South 

Koreaʼs smallest province, which 
shares its name. Its Jeju SamdaSoo 

brand enjoys a 50 percent share of the 
bottled water market.

8 AHEAD Issue 02.2015Cover story



Local components also possible
While automation for PET projects has always 
formed part of the scope of supply from 
 Switzerland because it included extraction and 
post-cooling, in the case of packaging projects 
the cooperation partners Netstal and DaeSang 
also rely on local providers from time to time 
– such as for the customer C-Pack/SPS. In 
this case, a South Korean manufacturer sup-
plied the robot and conveyor facilities for two 
ELION 3200 hybrid systems used in an 8-cav-
ity configuration to manufacture premium cof-
fee cups with high-quality in-mold labeling   
(IML). The project constituted an initial step 
into the IML environment for C-Pack/SPS, who 
opted for an experienced partner: “Based on 
the long and trustworthy partnership in PET 
with DaeSang and Netstal, we decided to enter 
the IML market with a Netstal ELION injection 
molding machine.”

As a first step, Netstal analyzed the perfor-
mance capability of local automation – ulti-
mately the achievement of ambitious output 
volume and product quality targets had to be 
ensured. The end customer is a premium cof-
fee brand, which necessitated a relatively tight 

schedule due to an already planned advertis-
ing campaign. For all the parties, it was a pres-
tige project that was successfully brought to 
fruition. The strength of cooperation between 
Netstal and DaeSang was, and is, based on the 
willingness to flexibly meet customer require-
ments and individually deliver the best overall 
package.

YOUR CONTACT:

Beat Bonelli
Area Sales Manager PET 
beat.bonelli@netstal.com

Patrick Scharpf
Area Sales Manager PAC
patrick.scharpf@netstal.com

SUCCESSFUL 
 COOPERATION

From left to right: Yang 
Eui-Cheon, CEO of 

DaeSang, Kim In-Ho, 
President of SooSeok, 
and Yoon Kyeong-Yeal, 

Director of SooSeok, 
during a visit to Netstal 

in Switzerland.

9Netstal Cover story



AHEAD: How long has DaeSang been operating in the packaging indus-
try and how long have you been working with Netstal? 
Lim: My partners, Mr. Yang, Mr. Son and I, founded DaeSang as a trading 
and development company in 1998, before going on to establish the pro-
duction company C-Pack, a manufacturer of caps and other packaging, 
in 2006. To this day, we cooperate very closely in terms of the mutual 
application of our respective expertise. We have been Netstalʼs repre-
sentative in South Korea since 2011. 

AHEAD: How would you describe your companyʼs concept?
Lim: We donʼt simply see ourselves as a machine supplier, but rather as 
a full-service partner offering the entire system and lending support to 
the customer in relation to project implementation. Once we know what 
the customer wishes to produce, we are able to apply our long-standing 
experience in the packaging sector and offer the entire production con-
cept incorporating the most suitable individual components. A concept 
that has well and truly proved its worth: the first cap production facility 
began operation in 1998 and today we have a 100-percent share of the 
market for injection-molded water bottle closures. That means all these 
caps are produced by our systems. 

AHEAD: What was it like entering the market back then? 
Lim: Getting off the ground in the area of PET preforms was particularly 
difficult. At that time, the entire market was in the hands of six large con-
verters who, unfortunately, were not interested in our ideas and products. 
Then SooSeok installed the first PET system from us in 2011. That was 
the turning point as it gave us an initial reference in the market. Since 
then, we have managed to develop the market share considerably and 
establish Netstal and DaeSang as the leading system suppliers in Korea. 

AHEAD: Why did you ultimately decide to represent Netstal?
Lim: We take the long-term view, with customer satisfaction being of 
paramount importance for us. Although the investment in a Netstal 

 system may well be higher than with a local company, our approach 
rapidly pays dividends. Perfect production quality guarantees a high 
level of availability in the fastest cycle times and consequently maxi-
mum efficiency. This in turn results in attractive unit costs – which is the 
key factor for our customers. Added to this is the fact that Swiss prod-
ucts have an excellent reputation in South Korea.

AHEAD: What role does good service quality play in all this? 
Lim: A decisive one – and one that also enables us to score heavily against 
our competitors. If a customer has a problem, we go there and try to 
resolve the issue. Our service technician spent almost six months under-
going training at Netstal in Switzerland. We also receive additional sup-
port directly from the Netstal service centers in Singapore and Thailand. 
Minimal reaction times are important and are expected by our customers.

AHEAD: Does that explain your success?
Lim: Quality naturally provides a basis; however, our success is also 
founded on changes in the market, for instance in the PET sector. 
Whereas the converters dominated in the past, today the major manu-
facturers, such as LG Household & Health Care or JPDC, are increas-
ingly transferring preform and bottle production to their own plants. As 
a result, we have also significantly developed our cooperation in this 
segment over recent years. Moreover, we also keep a very close eye on 
the beverage market and its developments. Whereas a European will 
consume up to 100 liters of packaged water per year, in South Korea the 
figure is only about 40 to 50 liters. Added to this, growth in the demand 
for mineral water over the last ten years has amounted to between 8 
and 12 percent. With around 55 million inhabitants, the prospects look 
very healthy.

LEO LIM
President DaeSang T&C.

A PARTNERSHIP THAT BEARS FRUIT

OUR FACE TO  
THE CUSTOMER
Local people characterize the image that customers across the globe have of 
Netstal. In South Korea, DaeSang T & C operates as a highly committed and 
successful partner to Netstal. AHEAD spoke with DaeSang president Leo Lim.

INTERVIEW: DR. SABINE KOB PHOTOS: DAESANG T&C

Brand & markets

10 Brand & markets



here was a time when none of us 
knew what an online presence or 
a social media channel were. We 
 didnʼt know that a mobile phone 
would always make a person acces-

sible or that tablets would become multi media 
all-rounders that would revolutionize surf-
ing the web. Nowadays, all of this has become 
normal. And Netstal, as a premium provider of 
high-performance and high-precision injection 
molding technology, is seizing this opportunity 
in order to allow its system solutions, applica-
tions and products to be experienced online. 
This online presence can also be experienced 

on the go because it is obviously optimized 
for mobile devices, so that all features can be 
enjoyed on a PC, smart phone or tablet. 

It is not just the new and modern lay-
out that will immediately catch the eye of 
users. With all of its attractive design ele-
ments, large pictures and videos, the new 
website conveys the fascination of the 
Netstal brand and includes the user in the 
use of the site with interactive features. 
Markus DalPian, Vice President Marketing 
& Sales, sums it up: “With the newly designed 
website, we are offering our customers an 

innovative portal that provides them with 
information on our services, technologies 
and products. Now you can also experience 
top performance online.”T

AVAILABLE AT ANY TIME AND EVERYWHERE

DINNER IS SERVED
A website has to whet the appetite for more: A well-organized menu, fancy 
pictures and the use of modern media are just the right appetizers. The new 
Netstal website is now online and offers much more.

TEXT: DR. SABINE KOB PHOTOS: NETSTAL, SHUTTERSTOCK

YOUR CONTACT:

Christine Grob
Marketing/Communication
christine.grob@netstal.com

11Netstal Brand & markets



Ever thinner, ever lighter and ever less expensive – those are the ever increasing demands on 
thin-wall packaging. Now there is a new solution. The global innovation “Injection-compression 
molding in a stack mold” takes efficiency to a new level. 

TEXT: JOACHIM WEBER PHOTO AND GRAPHIC: NETSTAL

WHEN ONE PLUS ONE 
EQUALS MORE THAN TWO

t first there was an idea: The 
injection-compression molding 
of thin-wall packaging was sup-
posed to sharply increase the pro-
ductivity of a process that was 

already highly efficient. It seemed like an obvi-
ous idea but nobody had dared to implement 
it until now. But then the development part-
nership consisting of three strong technology 
companies took the bull by the horns. 

The venture began in 2013 on the occasion of 
a project of a client that Netstal, Plastisud and 
Machines Pagès shared. It took Plastisud, in 
close cooperation with Netstal and Machines 

Pagès, four and a half months to develop a 
stack mold that was tailored specifically to the 
requirements of the new production process. 
“We have developed a unique technology (pat-
ented) in injection compression molding which 
guarantees a perfect balance of the two part-
ing lines with a very low dispersion rate,” Plas-
tisud CEO Laurent Buzzo explains.

Machines Pagès then received the injection 
molding machine from Netstal, which had 
been adapted with regard to its mechanics 
and software, and spent several months on 
completely syncing the automation and the 
new process. In the process, Machines Pagès 

was particularly able to utilize its specific 
know-how in the area of handling systems for 
in-mold labeling (IML). Since the plastic melt 
flows differently during injection-compression 
molding, modifications to the label that was to 
be inserted were also required.

A real innovative leap
In addition, further adjustments to the 
machine, mold and IML system were needed. 
The impressive result of this cooperation 
between experts can be seen in action at 
Fakuma 2015: An ELION 3200-2000 will pro-
duce a 15 oz (425  g) IML-decorated polypro-
pylene packaging for margarine that weighs 
10.7  g. This innovation is significantly sup-
ported by the ELIONʼs extremely high injec-
tion dynamics. Thanks to the incredibly short 
injection time of merely 100 ms, the filling of 
the cavities with material is lightning quick and 
yet extremely balanced while, at the same time, 
applying only low pressure in order to prevent 
tensions within the material. The high quality of 
the plate parallelism guarantees a perfect har-
mony between mold, machine and automation.

Thomas Iten, Manager Application Technology, 
is convinced that “the combination of the injec-
tion-compression molding process with a 4+4 
stack mold is a true innovative leap. Because 
this configuration uncompromisingly combines 
the advantages of both technologies.” The main 

INJECTION-COMPRESSION MOLDING IN A STACK MOLD – AN INNOVATIVE LEAP

A

milliseconds of injection time
 10020% material savings 

Processes & products

FURTHER INFORMATION
www.injection-compression-
molding.com

A Genuine  
World First
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advantages of injection-compression molding 
are thinner wall thickness and thus a lighter 
product, which consequently leads to lower 
unit costs. In addition, and due to the reduced 
stress within the material, the final products 
(especially lids) show decreased warping and 
an overall higher dimensional accuracy. All are 
features that, compared to other processes, 
make the final product very appealing to pack-
agers, e.g., the margarine producer.

Advantages prevail
The economic benefits are just as important 
to the packaging manufacturer. They include 
a significant increase in productivity due to the 
use of the stack mold and, simultaneously, a 
noticeable decrease in material costs of up to 
20 percent as well as the complete flexibility 
regarding shape, look and decoration of the 
produced component. Furthermore, the pro-
cess allows for a clamping force that is up 
to 40 percent lower than that of conventional 
injection molding. The specific energy con-
sumption drops correspondingly. Due to the 
lower clamping force, the process can also 
be run on smaller machines. That reduces 
the required investment as well as the space 
needed in the production facility – a benefit 
that should not be underestimated.

Even prior to this latest innovation, Netstal 
had already gained experience with the injec-

tion-compression molding of packaging appli-
cations with a wall thickness between 0.3 
and 0.45 mm on single-face molds. In partic-
ular highly demanding thin-wall applications 
with very short cycle times have allowed the 
company to carve out a unique position in the 
industry. In the meantime, Plastisud has pat-
ented a unique technology in Injection Com-
pression Molding on stack molds, which guar-
anties a perfect balance of the two parting 
lines with a very low dispersion rate.

Challenge overcome
As is well known, injection compression mold-
ing (ICM) is a combination of injection mold-
ing and compression. The material is centrally 
injected in the still-open form and then dis-
tributed evenly in the cavity by compressing 
the clamping unit. That means that the hold-
ing pressure phase of injection molding is in 
essence replaced by a compression process.

What might sound simple does in fact demand 
the highest precision both from machine and 
mold – especially in cooperation with the 
stack mold. In order to consistently achieve  
high product quality, all process parameters 
must be kept within the narrowest tolerance 
ranges. “The process requires an extremely 
high repeatability with regard to the injection 
amount,” Iten emphasizes. And: “The injection 
process and compression stroke must be syn-

chronized extremely precisely.” With an injec-
tion time of 0.1 seconds for the demonstration 
process, that is a real challenge.

Over the course of the entire process, the 
machine must feature a very high perfor-
mance capacity and dynamics. “However, 
those are qualities Netstal machines have 
been known for in the industry for decades,” 
Iten notes. “The use of the combined pro-
cess is particularly well suited for applica-
tions with a high output volume, the so-called 
continuous runners,” Iten says. That is why, in 
the initial phase, the primary target group for 
this new technology comprises large packag-
ing manufacturers in Western Europe and the 
American markets.

99.98% synchronicity

YOUR CONTACT:

Thomas Iten
Manager Application Technology  
BU PAC 
thomas.iten@netstal.com
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AHEAD: Mr. Dubois, what are the most important functions of CTM?
Dubois: Our work covers two areas. On the one hand, we are a develop-
ment partner for industries that – fortunately once again – are impor-
tant to the region. That includes the watchmaking industry and its sup-
pliers, which means that renowned companies like Rolex and Breitling 
are among our customers. But medical technology producers also 
make use of our services. Our second main area of activity is the train-
ing and continuing education of industrial employees and craftsmen 

from the francophone region, for example in the fields of plastics tech-
nology, punching technology and mold manufacturing. 

AHEAD: What type of products does your supplier business focus on?
Dubois: We focus on three groups of products: mechanical and micro-
mechanical parts, plastic parts and punched parts. To name a few 
examples: Weʼre developing watch cases and micro parts for watches 
but also seals for pacemakers. We are also involved in the development 

With a population of 5,000, the St.-Imier municipality in the Bernese Jura district had long been a center 
of the Swiss watchmaking industry. Following the industryʼs crisis in the 1970s, the town  increasingly 
shifted its focus to micro-machinery and the production of precision instruments. For the Centre de 
 Technologies Microtechniques S.A. (CTM), a communal facility of the St.-Imier municipality, the Centre 
Jura and the Bernese Jura Chamber of Commerce, the watchmaking industry is once again the most 
important customer. It amounts to 70 percent of production. The medical technology industry makes up 
another 20 percent, with the remaining 10 percent going to other customers. Laurent  Dubois, the director 
of the institute, spoke to AHEAD about the functions and the development of CTM. 

INTERVIEW: JOACHIM WEBER PHOTOS: CEFF, SHUTTERSTOCK

TRAINING AND PRODUCT DEVELOPMENT 
GO HAND IN HAND AT CTM 

A STRONG ASSET FOR THE REGION
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of fixtures for prosthetics or measuring devices for checking the clean-
ing processes of surgical equipment. As development partner, we also 
produce pilot plots ahead of the actual production. As you can see, itʼs 
a wide spectrum. 

AHEAD: How did CTM come into existence? 
Dubois: We realized that the modernization of the region would have to 
begin with vocational training. Until the 1990s, the training of each plas-
tics technologist in the francophone region had a low priority. The part-
nership between the Canton of Neuchâtel and the Bernese Jura began 
in 1994 with the goal to increasingly train young specialists. After that, 
injection mold technology training was offered in St.-Imier, and that 
for metal and punching technology in Le Locle. CTM was subsequently 
founded in 1998. By the way, Bernhard Roth, who was a regional sales 
manager for Netstal at the time, was a founding member and the first 
president. Until 2014, we only offered training in the plastics industry. 
Last year we also added punching technology.

AHEAD: How many employees do you have to manage your 
comprehensive tasks? 
Dubois: We employ a staff of eight – three teachers, three project man-
agers and two administrative staff members. Currently, we are train-
ing employees from three companies, four microtechnologists, three 
mechanics and four plastics technologists. By the way, our part-
ner facility in the same town, the Centre de Formation Professio-
nelle Berne Francophone (CEFF), trains more than 2,200 apprentices 
of different occupations in dual education or full education programs. 
CTM also functions as an interface between CEFF and industry.  
The instruction language is French, because our catchment area 
solely includes the francophone part of Switzerland and the neighbor-
ing French regions. 

AHEAD: Does CTM view itself more as a training and
educational facility today or as a service provider for industry? 
Dubois: The numbers tell the story. Both areas account for 50 percent 
each, based on the share of revenue as well as the workload of the 
teaching staff. By the way, our annual growth is 20 percent and sales are 
600,000 Swiss francs per year. 

AHEAD: When did you start working with Netstal machines?
Dubois: In 2001. Thatʼs when we commissioned an MPS. An 
ELION 500 followed in 2012 and succeeded the MPS. We chose 
 Netstal for multiple reasons: their strong focus on the customer,  
the proximity of their service personnel and because it is a Swiss 
company.

“ We chose Netstal because of their 
strong focus on the customer, the 
 proximity of their service personnel  
and because it is a Swiss company.” 
LAURENT DUBOIS, DIRECTOR CENTRE DE T 

ECHNOLOGIES  MICROTECHNIQUES S.A.

AHEAD: Which processes do you prefer and which challenges 
are associated with them? 
Dubois: Our emphasis is on injection molding of technical thermoplas-
tics, metals (MIM) and ceramic materials (CIM). And in these areas, the 
focus is on high precision and repeatability. The particular challenges of 
MIM and CIM consist of filling different wall thicknesses – up to 0.3 mm 
for MIM – as well as bleeding the injection mold and avoiding flow lines. 
An exact temperature control, a high injection dynamic and the option 
of precisely setting the injection behavior and the injection profile are 
important to us. And last but not least, we need a machine that can per-
form quick parallel movements. The ELION offers all of that.

YOUR CONTACT:

Max Grüninger
Sales Switzerland 
max.grueninger@netstal.com
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NETSTAL CONVERTS A SYNERGY 3C INTO A 4C FOR TRISA AG 

COLORFUL FOR 
WHITE TEETH 
A lot happens in 100 years: Luxury goods become everyday items, local businesses 
become company groups and successful corporations prove themselves over the 
course of many decades. The long cooperation between Netstal and TRISA AG 
in Triengen/Switzerland illustrates this. The latest project is the conversion of 
an existing SynErgy 4200 (3C version) on-site at TRISA into a 4C version (with four 
fully integrated injection units from Netstal). 

TEXT: DR. SABINE KOB PHOTOS: NETSTAL, TRISA

he TRISA brand is on everybodyʼs 
lips. Its manual and electronic 
toothbrushes as well as inter-
dental products comprise about 
66  percent of the total sales 

of the TRISA Group. Other business areas 
include cleaning (15 percent) and beauty 
products (19 percent). Founded in 1887 as a 
brush factory, the group of companies today 
includes six individual businesses with a 
total of 1,200 employees and annual sales of 
255 million Swiss francs. TRISA, an employee 
and family-owned business, is currently man-
aged by the fourth generation of the fam-
ily. All the way back in 1964, profit-sharing 
was introduced and today, 30 percent of the 
shares of TRISA AG are owned by employees. 
Within the group of companies, TRISA AG is 
the specialist for manual dental care. Sin-
gle production began here in 1903 with mod-
els made from ivory or wood. It wasnʼt until 
the 1950s when, thanks to industrial process-
ing of plastic, the produced quantity grew to 
about 250,000  units per year. Today, more 
than a million injection molded toothbrushes 
are manufactured daily in four shifts and are 
then shipped all over the world. The export 
share for the toothbrushes is about 97 per-

cent and TRISA has customers in more than 
80 countries. In addition to TRISA brand prod-
ucts, the company also produces private label 
products for international corporations. 

Long-standing cooperation 
The cooperation between TRISA and Netstal 
began very early. In 1945, Netstal delivered 
its very first injection molding machine and by 
1949 it had already sent a machine to Trien-
gen, which is only 100 km away. Since then, 
both companies have benefited from their 
shared passion for innovation and quality. In 
the meantime, toothbrushes are generally 
manufactured with multiple plastic compo-
nents in order to meet modern requirements 
with regard to haptics, colorful design and 
functionality. Therefore, TRISA commissioned 
the first 2C machine from Netstal (Type HP) 
in 1994 and added one with three components 
(SynErgy) in 1999. The now converted machine 
has been working reliably for ten years in pro-
duction and, despite its age, stands out due to 
its even precision and conversion speed. The 
tight timeline until the planned delivery of the 
mold could only be met with perfect teamwork, 
whereby the expansion with an additional 
injection unit took place entirely on-site in 

T Triengen. The fourth injection unit is extremely 
easy to operate, since it is identical to the pre-
vious ones and also because its entire scope 
of operation is integrated into the Netstal con-
troller. Now, as requested, the completed sys-
tem is a fully fledged 4C machine that is also 
backward compatible to TRISAʼs 2C and 3C 
molds. All of the machineʼs processes can be 
set at the 4C system with a single data record. 

Reto Strähler, Division Manager for Manufac-
turing at TRISA, was very satisfied with the 
process: “We accomplished all of our goals 
and the converted machine is now a perfect 
addition to our machinery. In the future, the 4C 
machine from Netstal is the standard configu-
ration for our mold making.” 

Top Swiss quality
The toothbrush blanks produced on the 
 SynErgy are then furnished with approxi-
mately 2,000 individual nylon bristles of dif-
ferent diameters. These can be arranged 
in fields with nearly any shape in order to 
offer an optimal cleaning performance and 
meet high demands with regard to design. 
The cleaning area reflects the innovative 
capacity of TRISA AG. The company was the 
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VERY SATISFIED
Reto Strähler, Division Manager for Manufactur-
ing at TRISA, and Ruedi Speck, Manager Sales 
 Switzerland, are excited about the successful con-
clusion of the project and the good cooperation.

first provider to introduce rounded bristles, 
which allow plaque to be removed much 
more gent ly and are now viewed as the main 
criteria for a good toothbrush. Each model 
undergoes more than 50 quality tests, for 
example concerning dimensional accuracy, 
strength and flexibility. The brush head must 
be able to withstand 75,000 movements, 
which is why an impressive machine simu-
lating a set of teeth is used for testing. It is 
this ingenuity that distinguishes TRISA from 
its competitors in this market segment and 
it is also reflected in the many patents it 
holds. That is quite lucrative: In the past four 
years, more than a quarter of all revenue 
could be attri buted to new articles. With an 
average product life cycle of between three 
and four years, it is important to always stay 
ahead of the curve. 

Even though TRISA is now active glob-
ally, the groupʼs heart remains in Trien-
gen. In the past ten years, approximately 
250 million Swiss francs were invested 
here. After the successful first conversion  
of a 3C machine to a fully integrated 4C sys-
tem, Netstal is very pleased that TRISA has 
placed another conversion order with Netstal. 

“ We accomplished all of our 
goals and the converted 
machine is now a perfect 
addition to our machinery.” 
RETO STRÄHLER, DIVISION MANAGER FOR MANUFACTURING TRISA

YOUR CONTACT:

Ruedi Speck
Manager Sales Switzerland
ruedi.speck@netstal.com
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ven though everything began with 
tin packaging when the company 
was founded in 1923, and later 
with cardboard and paper contain-
ers, the name FischerSöhne now 

stands for the longtime precision processing 
of plastic. Due to the wide range of injection 
molding, blow molding and the combination of 
both that  FischerSöhne offers, it managed to 
establish long-term partnerships with its cus-
tomers and suppliers. 

Complete system for injection trays
One of its main pillars is the medical and 
pharmaceutical industry. Among other arti-
cles, the 120 employees are producing pack-
aging for syringes, so-called racks and pans 
for that industry. In order to increase the out-
put in this area, two production systems with 
one SynErgy 4200 and 5000 each were recently 
commissioned. The challenge was the inter-
play between injection molding machine, 
mold, robot, clean room technology and tem-
perature control unit. The two production cells 
had to be designed in a way that each of the 29 
different molds (of which 12 were pan molds 
and 17 were tray molds with up to 144 cores) 
could be installed. Cooling water circuits, 

E

INCREDIBLY FAST
Only six months per system from the start of the project to the 
start of production – and that includes building, remodeling and 
machine relocation. With an experienced general contractor and 
a proven network of partners, this kind of thing is possible. In 
this way,  FischerSöhne AG in Muri/Switzerland and Netstal built 
two production systems for the production of injection trays. 

TEXT: DR. SABINE KOB PHOTOS: NETSTAL

heating capacity and pneumatic systems had 
to be configured correspondingly. 

A six-axis robot removes the finished molded 
plastic parts and stacks them in a predefined 
height on a conveyor belt. In order to prevent 
the contamination of the components, a lam-
inar flow unit above the mold room provides 
a continuous, low-turbulence stream of clean 
air. Via a lock, the completed stacks reach 
the adjacent clean room, where an employee 
checks and packages them and prepares them 
for further transport. 

If there is a stack mold, two robots, which 
simultaneously remove injection molded 
parts, are active at the larger production cell. 
For automation and clean room technology, 
Netstal, as the general contractor, relies on 
two experienced partners, which work to 
adhere to the tight schedule with equal com-
mitment and professionalism. The automa-
tion with robots and controller of the conveyor 
belts comes from Wick AG in Küssnacht/Swit-
zerland, while Max Petek Reinraumtechnik in 
Radolfzell/Germany supplies the clean room 
technology with ventilation,  climate control 
and laminar flow. Detailed documentation for 

NETSTAL INSTALLS TWO COMPLETE  
PRODUCTION CELLS FOR FISCHERSÖHNE 

“ The project went extraor-
dinarily well. We were 
on a very tight schedule 
and Netstal managed to 
exactly adhere to it.“ 
VOLKER BRINKE, CEO OF FISCHERSÖHNE AG
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the two  production systems as well as exten-
sive training for employees of  FischerSöhne 
is also part of the scope of delivery. 

Top production standards
A high degree of automation in its produc-
tion and reliable, fast-running systems form 
the fundamental basis that allows the com-
pany to successfully supply the mass market 
from Switzerland with an attractive price/per-
formance ratio. 

A very flexible production control also con-
tributes to this. If necessary, the team works 
up to four shifts on up to seven days a week. 
Europe and the US are the main markets for 
 FischerSöhne, which is why the products also 
meet the standards of the American Food and 
Drug Administration (FDA). FischerSöhne is 
pursuing interesting projects in the food seg-
ment, for example co-injection for coffee cap-
sules, and also banks on self-developed and 
patented processes such as Metalloplast in 
order to secure its future. 

The key to success
In order to be able to focus on these kinds 
of activities, the company gladly accepted 
 Netstalʼs help when it came to the two sys-
tems for injection trays and pans. According 
to Volker Brinke, CEO of FischerSöhne AG: 
“We are a medium-sized company and doesnʼt 

have unlimited resources. That is why we have 
to focus on our core business. Internally, this 
was a showcase project that received a lot of 
attention, especially because we promised our 
customer the production performance. We are 
very happy that everything went well.” 

Even when the systems were planned, the 
company benefited from the experience of the 
general contractor and is now pleased with 
the chosen concept with two injection mold-
ing machines that work into a clean room cell. 
“That makes a lot of sense and is cheaper than 
a complete clean room that also surrounds 
the machine,” Brinke said. 

The company was very happy with the way 
Netstal managed the undertaking. The project 
went extraordinarily well. We were on a very 
tight schedule and Netstal managed to exactly 
adhere to it. The coordination of all partici-
pants was very important. From the very first 
day we had regular meetings in which all par-
ties were represented. I believe that was one of 
the keys to success. Netstalʼs project manager 
was on-site often and monitored and coordi-
nated all activities, including the domestic 
installations.”

Future investments are being envisaged; for 
example the system used for the production 
of injection trays is supposed to be expanded. 

QUICKLY AND RELIABLY 
If there is a stack mold, two robots, which simultaneously remove injection 
molded parts, are active at the larger production cell. 

MEDICAL AND PHARMACEUTICAL INDUSTRY 
For these industries, the 120 employees of FischerSöhne AG produce 
packaging for syringes, so-called racks, pans and more.

different29

are tray molds with  

up to 144 cores

molds, of which 

12
are pan molds  

and 17

YOUR CONTACT:

Patrick Blessing
Manager BU MED
patrick.blessing@netstal.com
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MANY OPTIONS FOR MULTI-COMPONENT USERS

ELION MAKES INJECTION 
MOLDING MORE COLORFUL 
The machines of the ELION series are the ideal platform for two-component or multi-compo-
nent applications because their consistent modular design offers manufacturers a wide range 
of options. In addition, the often very complex production processes can be controlled perfect-
ly with the freely programmable and highly flexible aXos controller.

TEXT: JOACHIM WEBER PHOTOS: NETSTAL

A WIDE VARIETY OF INJECTION POSITIONS ARE POSSIBLE 
The illustration shows an ELION 4200-2000/250 in the L position, which is used for the production of 
 multi-colored packaging parts. 
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etstal multi-component technol-
ogies offer users a wide spec-
trum. In addition to a diversified 
range of technical precision parts, 
these systems are also increas-

ingly used to manufacture packaging indus-
try products, for example multi-colored lids, 
special packaging, closures or flip-top appli-
cations, to name just a few. However, the most 
common area of application continues to be 
technical precision parts. The focus in this 
segment is on the integration of multiple func-
tions in a component by combining different 
materials. This reduces the costs of the final 
product significantly and often also improves 
the functionality. 

N Processes à la carte
Procedurally, the core withdrawal process (a 
core is withdrawn in the mold in order to make 
room for a newly added component) or the 
transfer technique (in which the preform, fol-
lowing the first injection process, is transferred 
to a new cavity that has room for the new com-
ponent) are often used in this field of work. 

Furthermore, the so-called multi-compo-
nent injection molding technology (in which 
the components are not injected in succession 
but rather at the same time and into the same 
cavity) is gaining in importance with regard to 
the production of barrier packaging or the use 
of recycled materials. 

In addition, there are processes that use the 
interplay of stack molds. Here, each level is 
operated with a separate injection unit. The 
advantage of this solution is that the filling 
processes for each level are very precise. 

Requirements for the machine technology
The technical implementation of the “multi-
component injection molding” task is any-
thing but trivial, because it is about combining 
a number of very different requirements. First, 
an optimal mechanical connection is needed. 
Since very high lateral press-on forces come 
into effect, the ELION injection units were 
designed to be extremely stable and robust. It 
would be difficult to achieve the required pre-
cision without this stability. 

It is about combining  
a number of very  
different requirements.
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It is also imperative that the controller can 
deal with the very complex production pro-
cesses. Due to its flexibility with freely pro-
grammable processes, aXos offers the 
ideal requirements for two-component and 
multi-component processes. And periph-
eral equipment such as turntables or index 
plates can be integrated efficiently and easily. 
In addition, powerful software modules are 
available for starting up and ending the pro-
duction. Last but not least, the safety concept 
of the system plays an important role. 

Many options
By now, the kit of the modular ELION series 
comprises a total of six clamping units with 
a clamping force range between 120 and 
420  tons, as well as seven injection units 
with screw diameters ranging from 28 to 
90 mm. This wide range leaves very little to 
be desired – together with the specialists 
from Netstal, users have countless options to 

implement their specific, highly individualized 
applications. 

Because the individual modules of the series  
are designed in a way that allows them to 
be combined relatively effortlessly thanks to 
standardized interfaces. This also provides 
many options for two-component and multi-
component applications. Also with regard to 
space, the additional injection unit can be 
connected to the machine in a wide variety of 
positions. 

The most common arrangement is the so-
called L-position, in which the additional injec-
tion unit is connected to the machine frame at 
a 90 degree angle. The injection position is 
thereby located directly on the mold between 
the fixed and the moving clamping plate. 
Thanks to a generous horizontal and vertical 
setting range, the most diverse injection posi-
tions can be implemented in this way. 

YOUR POINT OF CONTACT:

Marcel Christen
Manager Product Management
marcel.christen@netstal.com 
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Effectively immediately, Reto Bamert has 
been appointed to become the manager of the 
 Business Unit PET. He will take over the duties 
of Markus Dal Pian, Vice President Sales & 
Marketing, who previously held that position 
provisionally. 

“Iʼm very excited that we were able to get 
such a longtime and experienced employee 
and plastics expert like Reto Bamert to head 
the BU PET. As a result of his excellent per-
sonal and professional qualifications, as well 
as the customer contacts that he cultivated 
over the course of many years, he will con-
tribute to the strengthening and expansion of 
the global market position in this business 
segment, which is very important to Netstal," 
said Markus Dal Pian, Netstalʼs Vice President 
Sales & Marketing. 

RETO BAMERT NAMED HEAD OF 
THE BUSINESS UNIT PET

RETO BAMERT 
Has led the BU PET since August 1.

Reto Bamert began working in the BU PET as 
project manager for order processing PET in 
March of 2005. After having been responsi-
ble for the Eastern European market for many 
years, he was entrusted with the position of 
BU PET sales manager on January 1, 2014. 
“In the past, Reto Bamert has won over many 
customers with his expertise. As a graduate 
sales and marketing manager, he also has 
sound expertise that exceeds that of his area 
of operations. “I wish him lots of success in his 
new position and all the best in the future,” Dal 
Pian said in conclusion.

Premium high-performance and high- 
precision Injection Molding Machinery and 
system solutions
Netstal is an international provider of pre-
mium high-performance and high-precision 
Injection Molding Machinery and system solu-
tions. Our customers are always impressed by 
the innovations and services that we provide, 
as well as by our efficient and performance-
driven technological approaches for the bever-
age, packaging and medical technology sec-
tors in particular. Our production systems 
are all characterized by the same attributes: 
speed, precision, reliability, user-friendliness 

Netstal 
A strong brand in a 
unique global group

and operational efficiency. We are constantly 
refining our technological standard of excel-
lence and, thanks to our innovative technolo-
gies, we are able to offer high-performance 
production systems to our customers.

There for you around the world
With eight subsidiaries and around 30 distri-
butors, our global presence guarantees opti-
mum customer proximity. This means that 
we are able to address your individual needs 
as quickly as possible and provide you with 
a comprehensive and customer-oriented 
service.

Individualized service
While our customer service supports you 
with a range of solution-oriented services 
and prod ucts, it also excels as a provider of 
“ classic” services thanks to its high reliability 
and quality standards. Be it commissioning, 
troubleshooting or customer training – make 
the most of our first-class services.

You can find additional information about 
 Netstal at: www.netstal.com
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Dear customer, dear reader, 

Our systems with in-mold labeling (IML) are highly regarded by our customers and 
considered the state of the art on the packaging market. In addition to our premi-
um injection molding machine and a high-quality, multi-cavity mold, a typical sys-
tem concept for an IML system also includes complex automation with integrated 
parts quality control and product stacking. Only the perfect interaction of all indi-
vidual system components guarantees a high overall equipment effectiveness: In-
jection molding technology is Swiss precision at its best. 

As a result of our fascination with top performances, Netstal, in close cooperation 
with the French companies Plastisud and Machines Pagès, not only managed to 
achieve a world first by combining the compression-molding injection process with 
a stack mold, but also made a real innovative leap. This configuration uncompro-
misingly combines the advantages of both technologies and results in a significant 
increase in productivity for our customers while also significantly lowering costs 
as well as the required space in production facilities. An innovator since 1857, we 
are still providing you with innovative solutions in 2015 that feature the highest 
quality and make production quicker and more efficient. 

Because we are well aware that our customers all over the world always expect 
precision and reliability, not only with regard to the system, machines and service 
but also with regard to cooperation with local partners. For example, in order to 
successfully carry out our PET projects in South Korea, we have relied on  DaeSang 
as a superbly connected local partner since 2010. Our cooperation focuses com-
pletely on the needs of our local customers and we are offering an all-in-one pack-
age that also includes the complete planning and implementation of production 
lines. In this issue, we have compiled a few particular project highlights for you. 

And in order to better allow you to experience our system solutions, applications 
and products online, we have relaunched the Netstal website. Check it out at  
www.netstal.com.

I hope you enjoy reading this edition of AHEAD and would like to take this  opportunity 
to turn your attention to the brief introduction of the new CEO of the KraussMaffei 
Group on page 5. I look forward to working closely with Dr. Stieler!  

Markus DalPian
Vice President Sales & Marketing, Netstal

COVER STORY

6   A win-win for all

BRAND & MARKETS

 10  Interview: Our face to the customer

 11  Dinner is served

PROCESSES & PRODUCTS

 12  When one plus one equals more than 
two

 14  Interview: Training and product 
 development go hand in hand at CTM 

PROJECTS & PARTNERS

 16   Colorful for white teeth

 18   Incredibly fast

 20   ELION makes injection molding more 
colorful

 22   Reto Bamert named Head of the 
 Business Unit Pet

KRAUSSMAFFEI GROUP

 4   Strong together and unique all over  
the world

 5   New CEO of the KraussMaffei Group

 23   KraussMaffei:  
Productivity PLUS: 
The formula for success

 23   KraussMaffei Berstorff:  
Ecology in construction –  
A growth market 

 23   Trade show calendar

 23 Imprint

Visit us online: 
www.netstal.com

EDITORIAL CONTENTS
PRODUCTIVITY PLUS:  
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SUCCESS 

When it comes to asserting oneself on the international market-
place, maximum flexibility and efficiency are the buzzwords of 
modern plastics processing. Depending on whether it involves the 

production of technical parts, medical products, packaging or automotive components, manu-
facturers have different requirements. The key to success is Productivity PLUS. 

INCREASING COMPETITIVENESS

Nearly 40 percent of German 
energy consumption can be at-
tributed to the building sector. 
About half of that is used for hea-

ting private homes. That means this area offers enormous sa-
vings potential. KraussMaffei Berstorff contributes to realizi-
ng them.

Partially spurred by lawmakers and partially by cost-conscious 
home builders or buyers, the construction industry has made 
energy savings one of its top priorities. Thermal insulation is 
the name of the game. Buildings everywhere, new ones as well 
as existing ones, are being covered with a second envelope for 
thermal insulation. Less visible: The insulation of heating or hot 
water pipes in order to avoid heat loss.

Extruded foams are the ace in thermal insulation. 

THERMAL INSULATION

ECOLOGY IN CONSTRUCTION – 
A GROWTH MARKET

P

KraussMaffeiKraussMaffei supplies a tailor-made 
system solution for every application 
purpose, thus increasing productivity 
in your production. 

Netstal Imprint

Netstal-Maschinen AG
Tschachenstrasse
8752 Näfels
Switzerland
Telephone +41 55 618 -6111
Fax +41 55 618 -6605
www.netstal.com

Responsible: 
Imre Szerdahelyi (V. i. S. d. P.)
Editors-in-chief: Ashenafi Shawl,  
Christine Grob

Contributing editors: 
Beat Bonelli, Patrick Choinowski, Marcel 
Christen, Christine Grob, Max Grüninger, 
Dr. Sabine Kob, Patrick Scharpf

Picture credits: 
CEFF, Colourbox, DaeSang T&C, Fotolia,  
Getty Images, KraussMaffei, 
KraussMaffei Berstorff, Netstal,  
Shutterstock, TRISA

Concept and design: 
Kirchhoff Consult AG, Hamburg 
www.kirchhoff.de

Printed by: 
omb2 Print GmbH, Munich

The customer magazine is published twice annu-
ally in German and English. Reprinting is only per-
mitted with the written approval of the publisher.

TRADE SHOW CALENDAR FROM OCTOBER 2015–MARCH 2016

Fakuma, Friedrichshafen, Germany 13.10.2015 – 17.10.2015 KraussMaffei Group
Composite Engineering Show NEC,  
Birmingham, England

 
04.11.2015 – 05.11.2015 

 
KraussMaffei

Expo Plásticos, Guadalajara, Mexico 04.11.2015 – 06.11.2015 KraussMaffei, Netstal
RubberTech, Shanghai, China 11.11.2015 – 13.11.2015 KraussMaffei Berstorff
Putech Eurasia, Istanbul, Turkey 12.11.2015 – 14.11.2015 KraussMaffei
Plast Eurasia, Istanbul, Turkey 03.12.2015 – 06.12.2015 KraussMaffei
Interplastica, Moscow, Russia 26.01.2016 – 29.01.2016 KraussMaffei Group
JEC World, Paris, France 08.03.2016 – 10.03.2016 KraussMaffei
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SUCCESSFUL COOPERATION 
A WIN-WIN FOR ALL

INNOVATIVE LEAP 
WHEN ONE PLUS ONE 
EQUALS MORE THAN TWO

Engineering Excellence

www.netstal.com

Secure the lead with 100 ms injection time
World First: Injection Compression Molding on 
stack molds
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