19904 AIF) % FH] IssN 10017151

Started in 1990 Semi-monthly  CN 13—1126,/TU

2014

%054 SE16H M08  20144E8F 150 »
Vol.25,No.16 Serial No.420 Aug.15, 2014 1

[ﬁ]ﬁm R eUFN | ks o

NBSLZ W MEB T R G & £ =20%, Wb ARDERIE—, WENNHEGRGUASRAL
NARGHER. ~RHHEE, FHHOKM, PR, Ko, BEH80ZPERMBX,

28
=

TUVBAAGAIE; (19683 10075 K% 6

PEARLMEEEIE S BRE FE
TERZRHEMRERAVMAH RSB EH
(hEBE) REL HEER

www _chinaelevator .org




BRSO

B4 A | CHARACTERS

RURIEE, ZebefT

FERAT AKX HITRISE Sergio Biglino.
EUAFEEARERE (75N ) BIRA TSR IR
WITTUR: SAFETY IN MOTION

x| &
Article‘ Ga? Ming

iy
v

2014F5 A B3R, ATFEEFREHRES L, ASRELE EATEERBHNLSHIMRERS.,
IR B BRZ RMIME T AMNMNTZ560F, FRAERRES |, Ao, BHERERS LB E A Augusta Prime 2 7] 71
BB 7 £ MHERAIRE “REMTT (Safety in Motion)” , &K Augusta ECO [ J#, XMREHEAH M PR, EME LR
FlieEBEENSERS ENEFRATAXKITE S Sergio  HRRH., BN~ RERESDEB=NRE, BFFH~25RK
Biglino( BespiE ) ek, EUFRAERME (F5M) ARATRELHE BHERTHEEFE, LEERSUAE.

SRS ERTT T R, NT R T 77, BRT I s, BT ARSI =M. Lt KR R
Lo AR Tt d T 5 fommd =, HER? TRARZRINGRE, —ARIEARKN BB SR

Sergio Biglino: AKX, EEFRAEHKRET . REMT. €] /A, ALEBNEEFFNAR, B—E82H/ = AERLFERER
AR, BERNA, SRCTE. ARUIEXIEN TR, BMRKE K MCSl, FEERETERLEE MR WSG-09, WSG-
BT —ABH~ M 09 &= H#BE R R R TR iE

BN “RE” THA: NTRBTY, REKTHRREEL 2. FAB—TF “ZAMAF” X—2HMAEAR BB
RERNER, T, WEETHRARIMESMEAENSEEIE  Rhid, HE 0K —HEA, KO8R T IRk

HaEsh. BEFREALE 4 BT RERIIMERHFR G UCM Rk Sergio Biglino: B IRHIXMITAVIR S RXILE A SHIK
TR, WARSRETRPAIAR: S FRESREER@HE L. ARFERABIRNERS N LNENRE, RIFEG
NREMURBFIREFRATERRSINNBIH RS, BFR  FRIEFERBTY, DESHROBHTIVERE: RENTF
®AE EOS ERARHCNS M E, BILFMET IR ET BEREEEXEEN,

(TS T BT EEE, EHRETBRFEDRES, M BARXBORSGNESRIT: MEAASEESTEN
MBI ERIN A £, A7 ams T RB B SE, BEBIR LA AT K AR A= s

ESRNAXE, BHRTTRATEERN, REEE  DURESNIBTENLE >, BEMBHRE, HRXLXREE,
T RT M @ PEGASUS SKYLINE f7, #17; MRS SMBEEXNR TR, AMXBILR TNRE SR HHEE,

16 China Elevator Vol.25, No.16 Aug.15, 2014



o
3]

o S ==

I

SHo T

A\

FEHZERIRNEF.

Y ERMHEBRE, ASTRAENEN. HE— BN
& pe T %, “Safety in Motion” S £ 3% i £ # “Excellence in
Solutions”

3. AMAZWKAEL LA BB FROETR, RENS
— T BAFF R AR A F BIBAT T R 37

TR, AR —ERNTARFRESREBNT R, &
EHBR, REBRARSN, MRENTHRERE, EEEMN
BARPREE, RE|EMRAR, TINBNFRBEEHEFER,
FERMNHATMEEDRBEHRAAEREAR, BIEHZE R
BR. TRENRS.

BRIh A FiE 73RS Ak, Hiid 200 AN T I,
HPFREZRZERABMNNOE S, BEFFREPEOEIFRX
EAESTFENATREZN, BEWKET AT AXE R
RS, REITARFEEIIFNEA. BRAEESFRAES
BEMBPINARRZATF=R0OEI, MERE LB$0NM5nE
B, RO TRRNTFIERE, MNRLUEBRIINRRE, &
HERTREPHIT,

4. BAT I 8] 69 7 9 KRN S AT

L. BAMEEREE, EXETHIENES ST/
EMZTRNNE, AFSERESHAFBEELYHEEXRN
A b, S8y K50/ e VNEE, A5F P RIFEVINE
R, MERANPEMNS, RAAP, BEXNERTHEAN,
HEARABLIL 2 FRIEKT 3@, HESERYT 205
N RE, HREFRAE, BETHRBANERZE, #%
BREZNAREEPETHN~ &, RETHETS, LEBR
REEA—NMREENIGHE, AFLESEINRRES MR
EFRK. R, PENFHERARBERK, BREHFE
%, RERBETHESEETIBBBOEXNTIE, nEF7EE S
RS th IR B AT, FIIRTERE “IREZUE” XIEEE
BORIET], EASTI DUA (AR E ST RECEMNSIEE M,
5. BHTE ML) K EA, BN LT SHAH
ol o 32 A9

R 0B FEYMARHE T a7k AR
TERMNOIE, KB TERENN6. L hEF RN
RIRZFREMIRT, HiRiHhizE AT SeitiIRs, EEELae
WEFNMEE, ZRMNER, RETESNES., #TL HES
BEFNESTRERE, SOBURATHR, BHRAA, £i5E.
BN R, SBENEFT#7T7RAMZGE, @i
NEHEE ., BREFEBESHRY, ERAIERE T RANRT,
6. 2T * B K XA THRRKEFH &, T80

TESRH 2014F8F158 5% H16H)

I % 32 #9 B

Sergio Biglino: FfS ™ RHANIESRSERMTHNE
BRANBGEBHWIESTRRER, FELPEN, BLE
BRI SRR, RRIESTURRILET SR BRI, Fis
B S SE S SARGET, NEE—DEREEE
FEEETRIIT, 1= Rtk T RUHBE LRI & 780 &
HRHARIFOIESIL,

THHE, BT HES R RERENS S, I AFE
B DR AR R A0S
T, (AR A A E) A 86 Yo

Sergio Bigline, (RTig& 22 MWL MBI,
WS R RN TR T I ER BG4, B ORI
EHAMBHER, RAATES, Bikh (BMRERLH)
B9 A TR A MR TERE— A EANMS.
8. BB ANT LS, FA A4 4o lT SRR K
T, RENE PR

Sergio Biglino; FASEEHATH LEH 50 SEFHE, A
ERREEBRGEREREA, NEBMH> BALE S TS
REPASHATR, HE LIRS L B RS TE T HER,
FABMKEREENE, HHEE S RRE RS HEERL
HE. =

BR, MCGERH, »RREBRRSBSEHEIE K
LTSN, BhE B RBREIRE A S HHAR T
RIUHA, EHRENA. REY. BEAASERE,

B, G RUNE > S, ESHEEET ™S
> F ARSI RIFOE A AR, X—YIBET RS SRR
RIER, EEORARENE ZHTHASR,
0. BB HRANA & B SR AAEEA F, R
¥ E A L 0 K 0L A A5 e 1T 7

Sergio Biglino: HHSEMEN2KUMHERAAS, Eoth
R 10 R4~ RIMESRHAT, BELLREBRBLEN
T4, Bl E R E A R A R E TR, R,
REENGHEE N T, TR REETLNS, ASTETE
RAEAEAGLHAAR T, PET WSS~ 8, BIE
R AR — 4 P E T TR A P OB, SOGBE
M, #EEBRT R BRI,
10, M5 o B Ak 80T A A & A7 At B @
W KM, FAATRERE? ARILFH 2L
¥ B A R E A0 K B AR?

Sergio Biglino: BT PEMMEAHIEMMR, MEEE, &
BRERL D, SRTIESEEER, BERMTE

ks



EBA8 A | CHARACTERS

T /BN THREMRENEm, EFENEKSETER, BHK
RRESTRAMNMOL S = ERAZMW, BABSEEXNFRS
BRIE™. MERARESFREMREARE T XA, tho]UE
R EBNARSBHBUEMEXMBRATR, RNSEXFHE
NKIRN.

Kk, BNBERRERFEPETHORARALIAL, FH
EFFmEN, FTEFRAL, FEESBBEGNE B EESN
Fihe. BN, BT REERENE A,

1. Which new products and new technology will be
displayed to highlight this time?

Sergio Biglino: The Wittur booth is set in 5 sections: Safety,
Innovation, High performance, Energy saving, Modernization; as
there are really many news, let me mention some of them.

Let's start from safety, the basic and most important
requirement for the elevator industry. We all heard about the tragic
accidents occurred recentl’y. Wittur displayed on the booth 2 UCM
solutions out of the 4 we can offer in total: the first based on the
electronic overspeed governor EOS and bi-directional progressive
safety gears BSG-25P, the second on EOS with gearless drive.

Among several features, EOS provides a very accurate position
measurement, and triggers the safety gear or the gearless brake at a
predefined distance from floor level, to stop car unintended moving.

In the high performance section, the new Pegasus Skyline
car and landing door with a magnificent finishing is displayed as a
representation of Wittur high-rise solutions, together with a selection
of safety gears and speed governor also suitable for very high
performance.

Augusta Prime landing doors and Augusta ECO door, which
are presented here for the first time, are designed for the entry
market and feature Wittur safety and quality standard at competitive
price.

Besides doors, we display two examples of our cars production,
and they catch the most of the eyes on the booth. One of them is a
square panoramic car with shiny mirror stainless steel and glass, the
other one is the newly designed Modular Car System type. Another
product making its first appearance at a Chinese exhibition is the
gearless drive WSGO09, designed and produced by Wittur China.

2. Could you tell us about the background under which
the new slogan: “Safety In Motion” is proposed and

its implications? What measures have you taken to
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embrace this new slogan?

Sergio Biglino: “Safety in Motion” is not just a new slogan,
there is much more behind.

Wittur wants to highlight its commitment to safety, because
once again this must be the first target of this industry, for sure not
only in China but ALL OVER THE WORLD.

The starting point is the product design itself, safety has to
be one of the key project elements; soon after you need a supply
chain able to consistently deliver the needed quality, internal solid
manufacturing, assembly and control processes. This requires
investment in staff training, to increase the awareness of what theyre
doing and the impact on safety of it.

When all this is achieved, you can think about a claim, but it's
just the final and easier part of the job.

“Safety in Motion” will replace “Excellence in Solutions”

in all our company material and communication, helping to confirm
our image of prime business partner.
3. We noticed that a display zone was created for Wittur
Academy. Could you describe the current situation of
Wittur Academy and the achievements it attained in
China?

Li Shaohua: Wittur has been committed to provide high-
quality products and leading technology. Now, from the market
point of view, to provide solutions to customers’ problems becomes
more important to be competitive. We established Wittur Academy
first of all to train our staff to provide customers with truly effective
and qualified services, from sales to delivery.

Wittur Academy successfully trained more than 200 people in
Suzhou, and many of whom are now coming from our customers’
staff.

Customers from all over Asia Pacific can have both products
training course and hands-on practice in Wittur Academy, and this
service is very appreciated.

4. Has Wittur been making greater market inroads this year?

Li Shaohua:Wittur sales strategy combines maintaining the
existing cooperation with multinational companies with a clear
intent to increase understanding and penetration in mid-size elevator
companies. We expanded the sales team, now three times bigger than
2 years ago, and set more than 20 branches all over China mainland.
Secondly, in terms of products, Wittur is developing more safety

related products according to the needs of Chinese market. Although
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the amount of new elevator is growing in the Chinese market, the
growth slows down slightly. The future lies in the modernization
business, and this is why Wittur also displays a modernization kit on
the booth. With so many years in the elevator industry, Wittur is able
to provide modernization solutions for all kinds of elevator brands.

5. How has the phase Il factory of Wittur China been
running since its opening? Has the output been

increasing?

Li Shaohua: The Phase II of Wittur China plant, established
at 2013, reached the capacity of millions of sets of doors. We not
only increased production capacity, but also improved production
lines and fit the requirements of diversified products availability and
small scale, to serve more customers. In line with the ecological and
environmental strategy of Wittur, the plant hosts a new “phosphate
free” paint line with 100% waste water recycling. Start from the
Phase II plant, we made big improvement in the entire production
plant through implementing excellence operational and lean
manufacturing concepts.

6. What are your focuses in terms of product R&D and
market development?

Sergio Biglino:First of all, Wittur R&D is focused in ensuring
that all the products are compliant with the latest norms and
regulations, Chinese and international. As you know, norms are
constantly on the move, therefore is very important to have our
members holding important positions in the various associations
to capture the coming trends and address accordingly the R&D
projects.

About market development, focus is on developing new
products in different segments of the same family as well as
enlarging our offering to new components and packages.

7. How does the Special Equipment Safety Law
influence Wittur?

Sergio Biglino:This will help us, because our products already
comply with the law, so we have solutions developed already.
Besides that, I personally believe that it's a step in the right direction
of enhancing end users safety.

8. How will you catch more market share and win
over more customers against the intense market
competition?

Sergio Biglino:I am very clear about that. Wittur is on the
market since 50 years, and wants to be there for a long time more.

For sure we need to expand the product portfolio in all segments
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and provide customers with a variety of products, and we have to
be ready to offer also in China our expertise in modernization. But
on the long run quality and services to the customer will be our real
competitive advantage, because customers are getting more and
more aware of what the full cost of a component is: purchase price,
installation, warranty problems, on site repair, etc.

Li Shaohua: The expert employee team, technology and
extensive project experience ensure that Wittur can provide premium
service beside products.

9. Wittur Group has a lot of production sites and sales
offices worldwide. How is Wittur China positioned
among all these sites?

Sergio Biglino:Wittur is a global company with 10

manufacturing sites and branches all over the world. Wittur China is
obviously getting more and more important because it's based in the
fastest growing market in the world. With the efforts and great job
of Shaohua and his team, we succeeded in having our plant to be a
global model of efficiency and performance. So we use the volumes
of this operation to develop new lean manufacturing concepts, and
then apply these best practices in all the other group companies.
10. What do you think about the future of Chinese
elevator market? What your strategy according to the
development of Chinese elevator market? What is the
goal in China in next years?

Sergio Biglino:We believe that the basic fundamental drives
are still there. Because people will keép moving to the cities and the
demand will be sustained by this urbanization process. And high-end
market is still growing fast: retail, resorts and hotels all these still
developing on a quick pace.

On the other hands, we all know the concern about the price of
the residential application for middle class, so soon or later we can
foresee the slowing down of new installations. But this doesn't mean
that we foresee a decrease of our business, because it's also clear the
coming need of modernization. We started working on it 2 years
ago, building a team dedicated only to modernization, and already
developed several modernization kits.

Our goal is to maintain our technology leadership among
elevator components and solutions providers and to enable more
elevator manufacturers to make use of it. In the near future we will
also need to expand our footprint in China, and we are therefore

working to find out the best option for us.
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