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“No other company has this broad
field of activities. We have extensive
experience in different fermentation
processes and various purification
processes,” executive vice-president
Josef Modl said.

Breakthroughs in molecular biology
will yield a new range of crops, drugs,
vaccines and livestock that will keep
Vogelbusch busy designing next-
generation bioprocessing plants. 

It is the leading supplier of technology
for the fuel alcohol industry in the United
States and has put up the largest single
train bioethanol plant in three continents.
But the fuel ethanol plant in Jilin dwarfs all
those, in its design and daily output of 2.5
million litres.

Bioethanol, essentially alcohol, comes
from starch and sugar. The process of

The Multicont
continuous
fermentation
technology, potable
alcohol plants and
the world’s largest
bioethanol plant in
Jilin, China are just
some innovations in
bioprocessing from
Austrian engineering
company
Vogelbusch. 

Vogelbusch has been designing and
building bioprocessing plants for the
fermentation of alcohol, yeast, vinegar,
organic acids and sweeteners for nearly a
century. These biocommodities have
applications in the chemicals, energy, food
and beverages, and cosmetics industries.

fermentation, distillation and dehydration
produces bioethanol – used as “clean
fuel” for cars in Brazil, North America and
several provinces in China.

“Vogelbusch is a green company
because we make plants to ferment
products for renewable energy. We also
use energy-saving technologies in our
plants. If we get better performances in
processes you use less energy. It was
always a target right from the beginning,”
Mr Modl said.

The goal of Vogelbusch in China is to
maintain its market leadership. It has
constructed major plants for the
biocommodity industry since entering the
country in 1982, including the one in Jilin,
and recently a potable alcohol plant
producing extra neutral alcohol at Harbin
Winery.

Vogelbusch leads way in bioprocessing

Josef Modl,
executive
vice-president

that now employs 12 people. It also set up a
small office in Beijing and an assembly
facility for hookloaders in Shenzhen.

“We know Asia is coming,”
PALFINGER chief executive Wolfgang
Anzengruber said about the firm’s thrust in
the region. Headquartered in Salzburg,
PALFINGER aims to bring its brand and
technology leadership in knuckle-boom
cranes and other handling equipment to
Asian markets by beefing up its dealership
network and supplier base.

For its Shenzhen facility, PALFINGER
hopes to work with Chinese suppliers of
hookloader materials.

Plans for this year include the
assembly of 250 units in Shenzhen,
something that PALFINGER considers to be
a modest start to get familiar with the
Chinese market. “We start now at a low

For 75-year-old
Austrian crane
manufacturer
PALFINGER, the
world used to be
divided into Europe,
North and South
America and the rest
of the world for its
hydraulic, lifting,
loading and handling
systems. The
booming Asian market, however, has
caused PALFINGER to differentiate it from
the rest of the world, and consider the
region a focus area in the company’s global
growth strategy.

In January 2006, PALFINGER
formalised its presence in the Asian market
with a subsidiary company in Singapore

level and over the next few years it will
increase. China has big potential for us in
the next five to 10 years,” Mr Anzengruber
said.

Such optimism is seen in PALFINGER’s
intention to expand in China and build
assembly for cranes and a production
facility in the near future.

Seventy per cent of PALFINGER’s
revenues come from cranes, specialising
in knuckle-boom loading cranes but also
supplying solutions for container handling
systems, agriculture, lifting purposes and
railways.

“We are one of the big players
concerning hydraulic lifting, handling and
loading on the transport chain.

“Everywhere you load and handle
something, we try and make our clients
more successful.” 

PALFINGER formalises Asia presence 

Wolfgang
Anzengruber, CEO
of PALFINGER

The Alpine ski
resort of Serre
Chevalier may not
seem to have
much in common
with the car park
at Chek Lap Kok,
but they share a
similar
technology.

They both run
with the help of 21st century solutions
provided by SKIDATA.

The Salzburg-based company makes
guest management systems, access
technologies and ticketing solutions.

Technologies such as radio frequency
identification help SKIDATA customers
increase profits from high-volume
transaction operations.

SKIDATA was founded with the
invention of Austria’s first ski ticketing
system 30 years ago and still leads the ski
ticket market worldwide.

Business has expanded far beyond
ski resorts. SKIDATA solutions are used in
the tourism and leisure industries, for
culture and sporting events and traffic
management.

Car park solutions are the fastest-
growing part of the firm’s business. Its
first car park system was developed for
the Vienna airport in 1988.

“Some of the largest car parks in
Europe are equipped with SKIDATA
technology,” chief executive Charles Egli
said. The company has finished the first
phase of expansion for the Hong Kong
International Airport.

Key projects have also been installed
in Dubai, at Wild Wadi Water Park, Dubai
International Airport and Ski Dubai.

Asia is key to the firm’s growth. Its
Middle East and Asia-Pacific turnover
increased 66 per cent in 2005, followed by
another 53 per cent boost last year.

The company operates in Hong Kong
through a joint venture with Sun Hung Kai
Properties, SkiData Parking Systems
(SPSL). Half of Hong Kong’s 600 car parks
are equipped with SKIDATA systems and
thousands of drivers use the firm’s
payment system at the airport daily. 

The company is expanding quickly on
the mainland too, with contracts for
projects such as parking for the Beijing
Olympics and the Chinese International
Exhibition Centre.

“Our goal is to have a balance
between America, Europe and Asia, each
with a third of the business,” Mr Egli said.

Hi-tech
ticketing
helps drive
SKIDATA 

Charles Egli, CEO

Alpine Mayreder has been
tunneling through the difficult
topography of the Austrian
Alps for 40 years. The
company has since expanded

its heavy construction and underground
engineering operations overseas, to the
Middle East, China and Singapore.

Alpine Mayreder acquired the
Chinese operations of Philip Holzmann in
2003, the first European representative
office for construction on the mainland. 

As a fully registered and licensed
grade B contractor, Alpine Mayreder can
partner with foreign firms that are

establishing production or research
facilities in China.

The company’s offices in Beijing,
Shanghai and on site offer services
ranging from planning and design to
engineer-procure-construct, turn-key
construction, operation and
maintenance, project management and
long-term management of facilities. 

Tunnel projects in China include the
42km Ningbo expressway in Zheijiang
province, the Hong Kong sewage outfall
and the ongoing 25km Yellow River
Diversion Scheme for water transfer. The
company has also completed

hydropower projects Ertan Hydropower
Development Project, Xialangdi
Multipurpose Dam and underground
pumping stations for the Shanxi
Wanjiazhai Yellow River Diversion
Project.

Foreign clients based in China have
also commissioned the construction of
the Kempinski Hotel Beijing Lufthansa
Centre, the Sunflower Tower and
embassies in Beijing and plants with
stringent sanitary requirements for
pharmaceutical companies Bayer,
Sanofi-Aventis and Boehringer Ingelheim. 

A notable reference is the Degussa

Design and Research Centre in Shanghai.
The firm has grown to 8,300 employees
and has acquired extensive local and
international experience. “Over the years
we have developed different sectors of
the construction industry,” said managing
director Bernhard Köth. 

“We can provide the whole scope of
engineering.”

The company’s high quality and
consistent performance keep customers
coming back. “That is the best
advertisement in itself,” Mr Köth said.
“We are proud to have been part of the
Chinese market for so long.”

Alpine Mayreder is burrowing
into more overseas markets 
The construction and underground engineering giant is expanding, especially in China 

Bernhard Köth, managing director

The number of customers a
company serves may be a
measure of its success. But,
for Austria’s Sigmatek, it is
quality that counts. 

“Our customers are
leaders in their markets
because we provide them
cutting-edge control
technology for their
automated production,” said
Franz Aschl manager for
sales and development at
Sigmatek, a leading manufacturer of
programmable logic controllers and
visualisation devices for factory
machinery. “We develop close, long-term
relationships with them. In fact, we call
them partners. And, since the beginning,
we haven’t lost a partner.”

Customising control solutions for its
partners also sets Sigmatek apart from
the competition. High-end and cost-
effective applications are conceived at
Sigmatek’s Innovation Centre for the car,
construction, packaging, energy, food,
metals, plastics and textile industries.

Sigmatek’s ETV control panel line
combines control and visualisation in one
module, which minimises cost and
optimises space. It comes in different

sizes with a touch screen
thin film transistor colour
display for optimal
visualisation, precise control
and the highest operating
comfort.

Europe and the United
States have been Sigmatek’s
strongest markets for its
hardware and software. But
China’s mammoth machine
industry will be its biggest
prospect. It established a

sales partnership with Shanghai
Dimension in 2002 and opened an office
in Ningbo last year to boost customer
service. By the first quarter of next year it
will operate a fully owned trading
company.

“We are starting by selling. Fifty per
cent of our customers approached us.
Unlike our competitors, we are quite
successful in such a short time,” Mr
Aschl said.

“Every hi-tech solution is made by
human beings” is Sigmatek’s corporate
philosophy. “We will need highly skilled
technical staff for China,” Mr Aschl said.
“We would also want to get at least a
double-digit share of the automation
market there.” 

Sigmatek in control
of massive market

Franz Aschl, manager
sales and development

China is attracting the world’s
manufacturers that leave in their wake a
pile of industrial debris and post-
consumer waste that can be recycled
and reused only with the proper
technology.

Salzburg-based Untha shredding
technology specialises in size reduction
solutions, having invented and patented a
four-shaft shredder system that can
granulate refrigerators, washing
machines, dishwashers, computers and
other electronic waste in a matter of
seconds.

Untha introduced the revolutionary
shredder in 1981and held the patent for 20
years. The mechanical engineering
company churns out two new products
annually and has sold 8,000 of its
shredders in the past 30 years.

Today the four-shaft shredder system
has manifold applications in metal and
debris reduction, municipal solid waste
shredding, electronic scrap recycling,
plastics reprocessing, radioactive and
chemical waste processing, product
destruction and wood demolition.

Chemical producer BASF, car giants
BMW and Volkswagen, and the United
Kingdom Atomic Energy Authority all use
Untha’s systems at their facilities. Its

latest innovation, the Municipal Solid
Waste shredding machine, is significant
in making renewable sources of raw
materials and energy for China. 

“Instead of using coal which is
expensive and pollutes the environment,
our shredders can process household
wastes or old tyres for conversion into
alternative, cleaner fuel,” chief executive
Christian Ramsauer said.

“Demand for raw materials in China
has pushed up prices. We have machines
that can recover metals for recycling and

re-melting into steel, aluminium and
copper.”

The firm plans to establish a sales
network in eastern China and a
production plant strategically between
Hong Kong and the machine industries in
the north.

“We want to provide our machines to
China’s recycling and waste management
industries,” Mr Ramsauer said. “We are
looking for partners who are serious
about saving the environment and
sustainable growth.”

Untha wants mainland partners
that care about the environment

Christian Ramsauer wants to help China’s waste management industry. 

You may not have
heard of Moeller, but
if general manager
Günter Idinger has
his way, that will
change. Moeller is
one of Europe’s
largest suppliers of
low-voltage switch
gears and
automation products
for industrial and building automation. The
head of the company’s Austrian operations
aims to make Moeller a well-known name
for power distribution in residential and
commercial buildings in China. 

The German firm was started about 100
years ago by Hein Moeller and is now
owned by an English venture capital firm.

Throughout its history, the company has
stood for quality and innovation. It invented
the residual current device, or RCD, which
allows people to handle electrical
switches safely. Today, its customised
solutions have earned it an international
following.

Moeller’s operations are split. Its
industrial automation business is based in
Germany, while its building automation
operations are headquartered in Austria. 

In Asia, Moeller sells building
automation solutions in Singapore,
Thailand, Vietnam, South Korea, India and
China. It has a factory in Suzhou and a
sales office in Shanghai. While its
European building business is aimed at
wholesalers, in China Moeller is working
with OEMs, panel builders and retailers.

Mr Idinger wants to build brand
awareness among the Chinese. “Our goal
is to bring the Moeller product and name
closer to the customer and end user,” said
Mr Idinger. “This is true globally, but
especially for the Chinese market.”

To reach that goal, the company
focuses on local relationships. The head of
its Chinese subsidiary is Chinese, and
Moeller is looking to expand its retail and
supply networks in the country. 

“The localisation process never
finishes,” said Mr Idinger. “Personal
relationships with local people are very
important, because it is much easier to
move forward when you have a partner
there. The big vision is that the brand is as
well known in China as it is in Austria and
Germany.”

Moeller switches on quality in China

Günter Idinger,
general manager

When Austria-
based Theysohn
entered the Chinese
market in 1994 with
its high-
performance plastic
processing
machinery, Wuhu-
based Conch Profile
became its first and
biggest customer.
Now, the company
has taken this client-customer
relationship further by going into a joint
venture with Conch, the biggest profile
manufacturer of windows and doors in
China.

The joint venture focuses on tooling
systems and highlights Theysohn’s
commitment to help its customers grow
their businesses. 

“We are not just a machine
manufacturer, but a reliable partner who
can share product know-how,”
Theysohn managing director Rudolf
Zahradnik said.

Theysohn delivers machines to its
customers and is also a systems supplier.

The company leads the pack in the
field of three-layer pipe systems and
enjoys significant market share in
technologies for window and door profile
production, as well as siding and sheet
extrusion.

It expects a total turnover of more
than HK$728 million this year, with an
estimated 25 per cent coming from its
business in China and the rest of Asia.

Theysohn, which has an office in
Beijing, plans to set up a mainland
manufacturing facility to take advantage
of the booming construction sector.

“We would like to get more of the
commodity business in China,” Mr
Zahradnik said.

Theysohn achieves optimum quality
control by having components of the
production process all under one roof,
including machinery, tooling, material
handling and engineering.

It complements this advantage with
its punctual deliveries and excellent
after-sales service.

While the company continues to
focus on PVC products for doors and
windows, it is also doing strongly in
pipes, siding, sheets, cable ducts, rain
guttering, fencing, and various multiple
strand and co-extrusion processes.

Its technology is known to last for
more than 20 years.

Reliable
partner
helps firms
to grow

Rudolf Zahradnik,
managing director
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