Staff News

From July 19" to 27" the Turkish
premier league team Gaziantep Spor
and UEFA Cup women's team
conducted a training camp in Rees,
Germany.

One of the highlights was a friendly
match between the Gaziantep Spor
coaching staff and representatives
from the local club SV Rees, spon-
sors, the Rees town council, police
and press.

We Need Your

The response to our feedback card
campaign (NovoLive issue 3) has provi-
ded us with information on how we can
design and layout your employee maga-
zine to make it more interesting for you.
Wherever feasible, we will implement
your suggestions, e. g. NovoLive is now
immediately available in the Intranet; a
suggestion sent to us from the Nether-
lands.

Outlook:

Look forward to the following articles
in the next issue:
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Victorious in NF Jerseys

The local team in NF jerseys were
able to bring home a convincing
victory against their opponents from
Turkey - and as a co-sponsor we were
particularly pleased by "our" team's
triumph at the end of a fair and
exhausting match.

Volker Bibow,
Personnel Manager, Novoferm GmbH

Assist ance !

We Need Your Support !

We have once again enclosed a feed-
back card in this issue of NovoLive for all
those who have more ideas and sug-
gestions and, of course, for those who
are keen on contributing an article. Write
us! We need your support to ensure that
your employee magazine contains the
information you want to read.

Charlotte Slont, Secretary's Office
Management, Novoferm GmbH

- SAP: Life after "Going Live"

- Joint venture in China

- Moving from Mussum to Dortmund

- Autom. Door Systems, Part 3 InduPort
- Novoferm Moscow Projects

- References
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“Lucky buggers. | hate my desk job.”

Long Service
Awards 2004

Novoferm GmbH

25 Years:

Damski, Christian: March 15", 1979
Voerde, Werner: March 15", 1979
Scherer, Lothar: March 16", 1979
Dunkerbeck, Thomas: April 2, 1979
Schmitz, Rainer-Helmut: April 9™, 1979
Porrey, Uwe: April 17", 1979

Heckel, Giinter: May 3, 1979

Will, Roland: May 14", 1979

Hubers, Wilhelm: June 11%, 1979
Hungerkamp, Manfred: June 18", 1979
Wefers, Hans-Wilhelm: July 1%, 1979
Rehrmann, Wolfgang: July 3%, 1979
Fischer, Erwin: July 9", 1979

Kussel, Michael: Aug. 1%, 1979
Blomke, Frank: Aug. 1%, 1979
Degner, Ulf: Aug. 1%, 1979

Boland, Stefan: Aug. 1%, 1979
Raimer, Jutta: Aug. 1%, 1979
Schaffeld, Ludger: Sept. 17", 1979
Hermsen, Rudolf: Oct. 1%, 1979
Schoth, Hermann: Oct. 10", 1979
Wiegel, Rolf-Dieter: Nov. 1%, 1979
Iscioglu, Faris: Nov. 12", 1979

35 Years:

Butz, Christa: Jan. 1%, 1969

Biewer, Nikolaus: Jan. 2™, 1969
Kruse, Helmut: July 8", 1969
Tenbruck, Egon: Nov. 17", 1969

Riexinger GmbH

25 Years:

Schemmann, Anita: Feb. 7", 1979
Ceylan, Faysal: Feb. 12", 1979
Riexinger, Gustav: March 1%, 1979
Zintl, Franz: April 1%, 1979

Lippoth, Harald: April 13", 1979
Scheerle, Wolfgang: June 15", 1979
Seidler, Ottmar: Sept. 1%, 1979
Henning, Jiirgen: Sept. 39, 1979
Reutter, Bernd: Sept. 3, 1979
Hamparoglu, Onik: Sept. 10", 1979
Mildenberger, Thomas: Sept. 17", 1979
Vignera, Vito: Sept. 26", 1979

Pelz, Dieter: Oct. 1%, 1979

Simsek, Saban: Nov. 5™, 1979

40 Years:

Endermann, Udo: Feb. 24", 1964
Roth, Roland: April 4", 1964

Siebau GmbH
25 Years:
Herling, Rainer: April 2", 1979
Wenk, Reinhard: April 10, 1979
Schneider, Wolfgang: July 30", 1979
Liick, Jirgen: July 30™, 1979
Krebs, Andreas: Aug. 1%, 1979

35 Years:
Maletschek, Giinter: April 8", 1969
Cuadros, Felix: Aug. 15", 1969

Novoferm Nederland B.V .
25 Years:
Coenen, Ger: May 21%, 1979

Novoferm France S.A.
25 Years:
Guibert, Andre: March 12", 1979
Leray, Vincent: April 2™, 1979
Bruneteau, Jean Paul: April 9", 1979
Michon, Rene: April 9", 1979
Jubin, Jean Rene: July 2", 1979
Laurent, Claude: Aug. 28", 1979
35 Years:
Foucher, Marie Therese: April 9", 1969
Augarreau, Raymond: Aug. 26", 1969
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EDITORIAL

P

Dear Reader,

The period between July and
October of this year cert ainly represent s
the most interesting and event ful
months for the ongoing existence and
further development of the Novoferm
Group.

With great satisfaction and a bit of
pride we can now report that we were
successful in meeting our salest arget,
i.e. we found the ideal Best Owner
for the Novoferm Group. W ithout the
support of the Mergers & Acquisition
department at ThyssenKrupp AG, the
Legal Department at ThyssenKrupp
Technologies AG and in p articular the
Controlling T eam at Novoferm GmbH
headed by Mr . Piepenbreier our effort s
would not have been as successful.
The management of Novoferm GmbH
and | would like to thank everyone for
their contribution.

We would also like to express our
gratitude to our former shareholder
ThyssenKrupp who generously provided
us with the necessary capit al, which al -
lowed us to successfully implement
our European strategy in the 1990s.

The business figures closing Sep -
tember 30th, 2003 were on the whole
satisfactory . We were pleased to note
that our foreign subsidiaries made a
disproportionately large contribution
to our business result. W e hope that
this fact will remind the st aff and wor -
kers' councils - above all in our Ger -
man operations - about the continuing
need to cut cost s to remain internatio -
nally competitive.

I would like to wish all employees the
very best for the coming Christmas
season and pending New Year. May the
holiday season bring great joy to you
all and your families!

.

A Farewell from Ulrich Ziolkowski

As a member and Chairman of the
Board of Supervisors | actively accom-
panied the positive development of the
Novoferm Group in a rather difficult bu-
siness sector for the last five years.

The sale of the Novoferm Group to
Sanwa Shutter Corp. represents the
successful conclusion of my commit-
ment. ThyssenKrupp Technologies
found a Best Owner who will secure the
future growth of the Novoferm Group.

On behalf of ThyssenKrupp Techno-
logies | would like to thank the dedica-
ted managers, employees and the wor-
kers' council for the many years of
service. | would also like to take this op-
portunity to wish the entire Novoferm
Group the very best of luck for the fu-
ture under its new owner.

Sincerely,

Ulrich Ziolkowski

SAP 'Going Live' Successful

Many thought it was impossible, and
we succeeded after all!

After fourteen months of project work
the Novoferm Group with its five
companies Siebau GmbH, Riexinger
GmbH, Novoferm France S.A., Novoferm
Nederland B.V. and Novoferm GmbH
as well as the 12 branch operations
went live on schedule. Of course a few
unexpected problems turned up, however
they were immediately remedied so
that most operations were up and running
at full capacity within a couple of days.
That was truly a magnificent feat, which
was only possible with a dedicated and
highly motivated team.

During the project phase we had to
overcome a number of obstacles, such
as language barriers, differences in
company structures and excessive
burden on the project staff. However
the staff's determination to successfully
complete the project was decisive in
overcoming all obstacles.

What have we achieved by introdu-
cing SAP? We have installed a for-
ward-looking data processing system.
Each company now has the ideal data
processing support it needs for its pro-
cesses. In addition, for the first time in
the history of the Novoferm Group's hi-
story each principal company is now
using the same ERP system. At present
we are in a position to use this platform
to exchange goods far more efficiently,
i.e. at much lower costs. Furthermore,
we have increased transparency within
the Novoferm Group. We will therefore
not only have a more efficient, but also
a more economical data processing
platform.

A valuable side effect of the project is
that some of the teams from the various

companies met each other at all levels
for the first time and then grew to know
each other well over the months. This
will facilitate future projects between
companies and strengthen the Novo-
ferm team.

What is in it for our customers?
For our customers the introduction
of SAP means improved schedule
effectiveness, faster and more precise
information and an efficient and
promising online store.

What needs to be done after Going
Live? As our time frame left us little
room, we had to set aside a variety of
smaller, individual jobs. Our task is now
to wind up the remaining work as quickly
as possible. We want to continue har-
monising data and models, which allow
us to sell all products, including all mu-
tually manufactured products, through
all companies and we have to learn to
fully utilise the variety of possibilities
and data generated by the system
in order to simplify work and decision-
making processes as well as to the
benefit of our customers.

We should not forget to mention the
contributions from our consultants,
Gambit. The team around the project
managers Thomas Pasquale, Holger
Waisthoff and Oliver Cordt, ideally
complemented the Novoferm team
with their exceptionally high level of
competence and willingness to work for
the project as well as ensured that we
maintained the high level of discipline
required to go live on schedule.

Dr. Robert J. Bartels
Managing Director, Novoferm GmbH
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Novoferm finds Best Owner in Sanwa Shutter

The sun rises over Novoferm

On October 7", 2003 it was official:
Sanwa Shutter Corp. is the new owner
of the Novoferm Group. The Japanese
group was founded in 1956, is based
in Tokyo, Japan and employs approx.
6,600 worldwide.

Sanwa Shutter Corporation is inter-
nationally the largest manufacturer of
doors, shutters and related building
furnishing products and has an annual
turnover of approx. USD 2 billion.
Sanwa Shutter has seven subsidiaries
outside of Japan, located in Singapore,
Hong Kong, Taiwan, Malaysia, Thailand,
Indonesia and the USA. In Japan
Sanwa Shutter is the market leader
with a paramount market share. In the
USA they are the no. 1 in industrial
doors, no. 2 in operators and no. 3 in
garage doors.

With the acquisition of the Novoferm
Group Sanwa Shutter closes the
strategic gap in Europe, thereby
reinforcing the global foundation of the
company. As Sanwa Shutter had not

| ok .
been previously present on the
European market, there are practically
no overlapping products with the
Novoferm Group. The acquisition
boosts the number of employees to
approx. 8,800 and the annual sales to
nearly USD 2.4 billion.

In order to react to market demands
more quickly and with greater
flexibility, the Sanwa Shutter Group
went through a phase of restructuring
in 2000: The process saw the creation
of nine divisions with fewer hierarchic
levels. These divisions form the core
of the Group and can be split into
three segments:

* Building materials for commercial
and industrial buildings
This includes the fitting-out of office
buildings, hotels, warehouses, fac-
tories and government institutions
with products such as shutters,
doors and partition walls.

« Building materials for residential

buildings

This segment comprises products

such as window panels, entrance

doors, sliding doors, multiple-leaf
doors for bath rooms, carports,
fences, driveway gates and
garages.

» Maintenance and renovation ser -

vices

Maintenance services can be

contracted 24 hours a day or

periodically.

Renovation projects comprise the

entire handling of field research,

through project planning and
implementation to warranty and
maintenance services.

Safety, security and comfort for the
benefit of the customer are key terms
in the Sanwa Shutter company
philosophy.

Furthermore, the group is banking
on expansion in the growing markets
"stainless steel", "maintenance  ser-
vices" and "renovation services" targe-
ted at providing the entire range of
products and services in and around
residential and industrial ~ construc-
tion. With the acquisition of Novoferm,
Sanwa Shutter Corp. is now a step
closer to realising this goal.

As it is Sanwa Shutter's declared
goal to take a leading position in all
markets with all its products, the
Novoferm Group now has the
excellent opportunity to continue to
grow and extend its market share.

Takeshi Mori, Sanwa Shutter
Ramona Knist, Export,
Novoferm GmbH

&

Standin Ittﬁerérd ten Dam, Thomas Hage, Hans-Martin Steinseifer, Wim Vos, Gustav Riexinger, Franz-Wilhelm Ririepenimempredéziacssinnrtefan
Willi Ressel, Dr. Robert Bartels, Dr. Mario Francescato, Heinz Tenivages), Dosetl&is\&ityielg | to Junichi Yasuda and Manfred Wilke
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Novoferm Schievano in Camposampiero, It

Following our European strategy
Novoferm GmbH acquired Schievano
in 1996 after extensively studying the
Italian fire-resistant door market. At that
time the owner, Paolo Schievano,
achieved an annual turnover of EUR
9.2 million.

Novoferm Schievano lies in the greater
Padua area, near Camposampiero,
only 45 minutes from Venice airport.

¥

Novoferm Schievano's core business
is fitting out non-residential structures
throughout Italy and offers a full range
of services including turn-key installation
of all doors, sliding doors, etc. The
most common projects are hospitals,
schools and office buildings.

Novoferm Schievano distinguishes
itself with a high level of efficiency, i.e.
with a workforce of only 51 we achieved
a turnover of EUR
16.5 million - the
highest sales per
capita rate in the
Novoferm Group.

The number of
employees auto-
matically defines
Novoferm Schie-
vano as a smaller
medium-sized en-
terprise with the
corresponding
structure.  Mario
Francescato who
entered the com-
pany four years
ago has succeeded

aly

in increasing sales by 30% without ad-
ded personnel.

Novoferm Schievano has been
contributing its excellent results to the
overall success of the Novoferm Group
for years.

In view of the favourable cost situation
for T 60 and T 120 fire-resistant doors,
Novoferm Schievano is the ideal partner
for strengthening our exports, particularly
to Eastern Europe.

To ensure that the cost situation re-
mains controllable in the future, we had
a new, fully automated door production
line installed which ensures that we
can continue to consolidate our
turnovers without increasing personnel.

The employee bonus system we
introduced years ago is oriented
reaching our annual targets and has
had a positive effect for all.

Manfred Wilke
President NF Schievano

Novoferm Czech Republic

Novoferm Group present in the Czech Republic for over 5 years

The Novoferm subsidiary Novoferm
CR s.r.0. was founded on May 1%, 1998.
Our activities in the Czech Republic
were of humble origins with a staff of
only 1.

The first significant event, during
which the Novoferm product range was
exhibited, was the international
construction trade fair "Forach" in
Prague in September 1998. This was
followed by an enormous number of
appointments and meetings targeted at
arousing our partners', fitters' and
major customers' interest in Novoferm
products. We did not have to wait long
for a response. We gradually built up a
network of 38 authorised partners in
the Czech Republic, to whom we supply
the entire range of Novoferm products.
This network also includes installation
and maintenance services. We were
able to secure and supply three ware-
houses with hardly any investments
and can now quickly satisfy the
demand for standard products.

With a lot of effort on our part and the
generous support of Novoferm GmbH

sectional doors, fire-resistant sliding
doors, dock levellers, dock shelters and
fire-resistant doors ourselves.

We had prepared a large-scale
advertising campaign for the current
year. The campaign included the
participation in the international
construction trade fair "IBF Brno". On
72m? we presented new products such
as the iso 45 sectional garage door
with an integrated pass-door and the
VarioDoor "Europa”. The response
was extraordinarily positive and

L to r:Nona Galuszkova, Pavla Zyrkova, Emil Né%‘f%ﬁged our expectations by far. We

Pawel Nekola

and Novoferm Nederland B.V. our
turnovers are growing rapidly, even
though it is not easy to assert our
products against local competitors who
produce and offer doors at a very low
cost. So far our largest contract was
the installation of a central warehouse
for EUROPAPIER in Prague where we
organised the installation of industrial

are convinced that our activities will
lead to an even more successful
business year than in 2002.

Emil Navrat
Managing Director, NF CR
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CARGO Sectional Door

Can the garage door manufacturer
SIEBAU  manufacture  technically
perfected and marketable doors for
fixed-body or box-type trucks? A well-
known manufacturer from the German
car industry put this question to
SIEBAU. After verifying the market
situation and volume of possible orders
we took on the challenge. The result
was and is a top-quality product, which
was first presented to the masses at
the IAA commercial vehicle trade fair in
Hanover, Germany in 2002. This door
system has a variety of considerable
advantages against competitive
products; e. g. damaged elements or
track cables can be replaced quickly.
More and more well-known commercial
vehicle manufacturers recognise these
advantages and trust in the tried and

SIEBAU in the fast lane

tested quality of SIEBAU CARGO
doors. Recently, for example, a well-
known food discounter had 100 refrige-
rator truck bodies fitted with SIEBAU
CARGO doors. Another well-known
commercial vehicle manufacturer is
currently fitting 100 new intense cooling
semi-trailers with SIEBAU CARGO
Door 60. Further projects are currently
in the planning stage.

CARGO doors are designed to meet
the exacting demands of the transport
industry. The standard section thickness
is 39 mm, for refrigerator trailers we
use 60 mm sections. Qualities such as
low-wearing components, easy to use
and easy to service are important. That
saves time and money, not only during
everyday use but also in the event of
repair after an accident or general
maintenance. Details such as the pro-
tected, internally installed track cables
are examples of cost-saving features.
They are protected against weather
and environmental influences and can-
not damage the surface of the door lea-
ves caused by vibration or beating.
Most of our competitors use external
track cables, which cause parts to wear
more quickly. Oversized rollers ensure
that the door leaves run comfortably
and quietly. The outer shell is made of
robust galvanised sheet steel and its
smooth surface is ideal for the owner's
or third-party advertising. A specially
designed stopper system holds the
door open even if the truck or the trailer
is on an incline. The door sections can
be replaced in no time. A serious short-
coming found in competitive products is

the inadequate closeness caused by non-
adjustable door sections. Each section
of the SIEBAU CARGO door on the
other hand can be adjusted individually
and the specially engineered track sy-
stem only presses the door against the
seal when the door is nearly closed.
This feature virtually stops the seal
from wearing. Double-sealed groove
and tongue joints between the individual
door sections, a twin-chamber seal on
the bottom section as well as a specially
developed three-faced frame seal reliably
protect the interior against rain and
splashed water. The door is optionally
available in a heavy-duty version that
meets German rail specifications with a
DB Test Report (pressure load: 5,500 kg
on the door surface). All in all, a tailor-
made door for a new, unexploited
market with excellent sales potential.

Michael Feindt, Marketing, Siebau

<l
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Novoferm Nederland Audiovisual Present ation

During the dealer conference in June
2003 Novoferm Nederland B.V. used
the opportunity to demonstrate its new
industrial product presentation on DVD.
The presentation provides a full picture
of the Novoferm product range and is
supported by a quick rhythm that was
especially composed for Novoferm.
The DVD was produced in the record
time of only two weeks.

This presentation will not only be
used for tours through the factory but
will be shown at the "Logistica" trade

fair in November 2003 to be held in the
Jaarbeurs, Utrecht. Novoferm will be
there with a large fair stand.

Novoferm Nederland invited several
dealers from England, Scotland,
Denmark, Sweden, Norway and ltaly
for the introduction of the Dealer
Update programme. The purpose of
the two-day meeting was to define how
to commercially and technically serve
our customers on the European market
better.

For many the first day was a renewed
familiarisation with our production centre
in Waardenburg and with the products
we manufacture in Roermond. In addition
to the industrial product presentation
our R&D department explained the
pending track system in full and distri-
buted detailed information on our new
Speed-Roller programme.

After a full day of meetings and
presentations our guests spent the
evening on the canals of Amsterdam.

The second day was dedicated to
engineering and performance. Our Cu-
stomer Support Operation mounted a
Speed-Roller on site; later attention
was drawn to production processes.

The conference was both revealing
and informative for our new Novoferm
employees. Without the internal support
and the staff's effort our guests would
not have gone home satisfied. Our
thanks go to all those who contributed
to the conference's success.

Eric Verwoerd, NF Nederland
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Novoferm Polska Sp. z 0.0. is the of-
ficial name of the Novoferm subsidiary
founded in Kostrzyn, Poland (near
Poznan) ten years ago.

Up to the end of last year the
company had its headquarters 30 km
outside of Poznan. In December last
year we had the opportunity to re-deter-
mine the course of the company: the
contract with the previous partner ran
out. In order to orient the company
towards the future we introduced a few
changes: the company came under new
management, the staff was reorganised
and extended, and together we found a
new home and moved to Poznan. The
photo shows our new location (in addition

References

Novoferm Polska
A fresh easterly breeze

to offices there is an instruction room that
accommodates up to 40 people and a
warehouse with 1000 sgm and an  ad-
ditional 1000 sgm bonded warehouse in-
cluded exhibition space).

SIEBAU Polska, a subsidiary of
SIEBAU Siegener Stahlbauten, moved
in with us in April. Together we form a
young team of 14 (4 storekeepers,
4 field representatives, 5 back office
workers and a managing director).

On Friday, June 13" (no, we are not

superstitious) we invited our key  cu-
stomers and friends to the official in-
auguration of the new headquarters.
After a few serious speeches (couldn't
get round them) we presented the new

VivoPort®. Afterwards we boarded two
authentic English double-decker buses
and drove to Zajaczkowo (a beautiful,
old palace), where we barbequed until
late in the night and held an "international
dart championship” - Novoferm &
SIEBAU  (the
first two places
went to the ma-
nagement of
Novoferm and
SIEBAU).

After such a
good start, our
goal in this busi-
ness year is to
successfully introduce new products to
the company. By kicking off two  pro-
jects involving garage doors, turn-key
garages and industrial doors, we have

taken another step towards  capturing
a segment of the Polish market.
There is a lot going on in Poland, is-

n't there?

Andrzej Boniewicz,
Managing Director, NF Polska

Largest Single Project Successful: New

Athens Airport

Novoferm supplies Athens with 5600 doors

On March 1%, 2001 two thousand re-
presentative guests from politics and
industry witnessed the opening of
the new airport in Athens "Eleftherios
Venizelos".

The airport comprises a total area of
1,244 hectares with a main terminal,
satellite terminals and numerous
outbuildings such as a multi-storey
administrative building, a fire brigade
station and a police station.

At this stage of construction the airport
can handle 16 million passengers per
year. Additional construction measures
can extend the airport's capacity to 50
million p. a.

In view of the fire at Diisseldorf Airport
safety standards are exceptionally high
and are essentially based on German
standards.

In the course of bidding our subsidiary
Novoferm Hellas could convince the
building owners and was awarded the
contract for supplying and installing
5,600 doors, frames and hardware - the

largest single contract in the history of
the Novoferm Group.

Several doors required additional
escape route safety systems, which were

supplied, installed and commissioned.
In addition to the standard products our
customer, Hochtief, requested a range
of specialised products, which were
supplied at short notice. When driving
up to the airport passengers can
admire the two colossal double-leaf
doors or awe at the exactly fitting
stainless steel and granite Novoferm
frames. However only a selected few
will recognise the inner side of the
Riexinger prison doors.

Under the watchful eye of Lars Jan-
nack, the project manager, Mr.  Kotso-
lios and the Novoferm Hellas team as
well as M. Roufos and his assembly
crew perfectly installed all 5,600 doors
within two years and each door was in
dividually inspected and accepted by
our customer. The basis was a quality
management handbook drawn up by N.
Lohschelder from Haldern specifi-
cally for the Athens  airport and relea-
sed by the building sponsors.

Once again Novoferm, and in
particular Novoferm Hellas, could set
an example for extraordinary flexibility
and performance by completing the
contract on time.

Sabine Protzer,
Secretary, Dortmund
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Tahtiovi Oy in Finland

Tahtiovi is completely specialised in
marketing and selling garage doors in
Finland. In the early years we chiefly
marketed doors manufactured in
neighbouring Sweden. Five vyears
ago we began our partnership with
Novoferm GmbH. Today Tahtiovi
exclusively markets Novoferm garage
doors.

Finland has a population of just over
5 million. The market is therefore relati-
vely small. However our market share
is over 12% with a rising tendency. Our
sales of Novoferm doors grow by more
than 20% annually. The geographical
conditions are difficult. The country is
over 1,300 km long and is a maximum
of 500 km wide. Our logistics costs are
therefore enormous.

Winters in Finland are long, snow-
covered and cold. During the cold
months of November to April we hardly
sell a door. Instead we concentrate our
energy in construction trade fairs and
other promotionally effective activities.
There are quite a few local construction
trade fairs in Finland. Tahtiovi participates
in at least 10 different fairs or similar exhi-
bitions every year.

Due to, or perhaps more accurately,

Technology

Garage doors since 1991

thanks to the long cold period the
Novoferm E® iso 45 sectional door is
our best selling door type. Although
competition is tough, we are extra-
ordinarily successful with our marketing
activities.

Our most powerful selling point,
German quality, is supported by other
excellent points. Due to the popularity

of a certain brand of German car, Ger-
man quality has been firmly anchored
in the minds of the Fins for decades.
Mika Hakkinen and Kimi Raikkénen, for
example, both drive this car brand in
Finland.

Our competitors are Hoérmann,
Crawford and the so-called cheap
imports from the USA.

In sparsely populated Finland trade
channels, i.e. dealers, are essential.
Novoferm doors are sold through
building materials and hardware store
chains. Tahtiovi has, for example,
made arrangements with Starkki Ltd.,
Puukeskus  Ltd., Bauhaus and
Rautanet - a total of more than 100 lo-
cal marketing outlets. We have had all
Novoferm sales literature translated
and transposed into the Finnish style -
of course in accordance with the
Novoferm catalogues and products.

Dealing with the people at Novoferm
was easy from the very beginning and
today the partnership still runs
smoothly. The Novoferm team as well
as the qualitative first-class products
are the basis of our level of sales
proceeds. The staff deserves the
highest praise!

Christmas greetings from the home
of Santa Claus and all the best for the
New Year!

Henry Korttinen
Managing Director Tahtiovi OY

Novoferm V arioDoor "Europ a"

An attractive all-rounder protect

This is something homeowners, con-
dominium-owners, architects, planners
and building promoters have long been
waiting for: a cost-effective door that
not only looks good, but also unites
several important properties and

thereby making itself suitable for both
well as

residential as business

property.

With the VarioDoor "Europa" Novoferm
has come up with a real all-rounder that
truly deserves the name.

As a T30 door, the "Europa” is fire-
resistant, tested and approved accor-
ding to DIN 4102. To be fire-resistant
the door must prevent the fire from
flashing over and keep the temperature
on the side facing the fire as low as
possible. In addition the
"Europa" fulfils the
standards for smoke-
proof doors, which
means that it prevents
smoke from entering
neighbouring rooms.

With its pleasant
design and a leaf
thickness of only 40 mm,
the VarioDoor "Europa”

s residential and business property

initially looks like a normal interior door.
Its seemingly endless number of possi-
ble combinations with regard to size,
surface, hinges, hardware and cu-
stomised features makes the "Eu-
ropa" the ideal door for any purpose
and every taste.

The VarioDoor "Europa” is available
with standard frame profiles suited for a
variety of solid walls or prefabricated
walls, which make it ideal for rebuilding,
extension and renovation work.

Klemens Béggering,
Assistant Manager Haldern,
Novoferm GmbH



Organisation, Miscellaneous

For more than 40 years Novoferm's
own fleet of vehicles has been an
important link in the logistics chain at
Novoferm GmbH. Nearly 50% of all
loads are moved by our own vehicles.
The criterion for using our own fleet or
contracting an external haulier is a
return load. Ninety-five percent of all
journeys are concluded with return
loads. As our fleet has been registered
as commercial road haulage since July
2002, we are allowed to haul consign-
ments for third parties. This has helped
us reduce the empty mileage rate to
less than 14%.

Irrespective of the positive figures,
the Novoferm fleet is operated as a
profit centre and analysed regularly by
external logistics consultants.

To maintain the excellent appearance
of our vehicles as well as to keep  un-
necessary laidup time to an absolute
minimum, Werner Hanzen (see centre
photo) lavishes our fleet with care and
attention in our own workshop.

By setting up change-over stations in
Viernheim, Nuremberg and Leipzig we
intelligently solved the problem of
observing the statutory driving times.
These stations allow us to deliver our

customer's consignments punctually
and without losing any time - even in
the most remote corners of Germany.
All'in all our customers value highly the
service our fleet offers. Many customers
explicitly request that Novoferm deliver
their consignments to their building
sites. Our drivers' willingness to lend a
hand when unloading certainly plays an
important role, which, by the way, has
also had a positive effect on the level of
shipping damage.

As environmental protection plays an
important role in all areas of Novoferm,
it was logical that we converted our
vehicles to run on rapeseed diesel in
February of this year.

Novoferm on the Road

A further essential component of our
fleet are the vehicles at our branch
locations. Each branch has 2 to 3
specially equipped vehicles to punctually
and reliably deliver our products to the
customer.

On the whole we can proudly claim
that with our fleet we are well prepared
to service our customers in future.

We would like to wish all our drivers a
safe journey at all times!

Klaus Schaffeld,
Dispatch Manager, Novoferm GmbH

Navigating the fleet: Detlef Kerkling (foreground) «

and Hugo Tepferd

Patents Protect our Ideas

In the engineering field the protection
of intellectual property is governed by
patent legislation. A new engineering
idea only comes under patent protection
if the government charters this protection
- i.e. issues a patent.

With a German patent you can only
take legal action against unauthorised
use of a protected object in Germany,
however not against the production
and marketing of the object in other
countries.

There are two ways of extending
patent rights: on the one hand, you can
register the object at the national patent
offices of the foreign countries. When
choosing this option it is important to
consider that each country has its own
legal requirements, other formal
regulations and usually a different
language. On the other hand itis pos-
sible to register a European patent in
German at the European Patent Office
(EPO) in Munich, Germany. A Euro-
pean patent registration extends over

most or all contracting countries. Cur-
rently the list of contracting coun-
tries comprises: Austria, Belgium, Den-
mark, France, Germany, Great
Britain, Greece, ltaly, Liechtenstein,
Luxembourg, The Netherlands, Sweden,
Switzerland and Spain.

The inventions submitted are subject
to an initial inspection: Are they really
new? Are they suited for commercial
realisation? Did they involve inventive
activities? Is there a considerable
difference to the current state of
technology (level of invention) or was
the "10 mm screw merely replaced by
an 8 mm one"?

The issued patent gives the patent
holder the right to deny others the use
of the patented idea.

And this is where it becomes truly
interesting: if the patent holder can use
the - patented - invention himself, he
can strengthen his position on the
market.

That sounds good, and yet it is not

the land of (business) milk and honey:
the patent may give the holder (for a
maximum of 20 years after registration)
the right to sole use of the patented
invention, however no-one is forced to
actually employ the invention. The
patent merely gives us the opportunity,
the prerequisite for a market advantage
and consequently for profit, by no
means however does it give us security.
We have to create the market position -
and that usually costs many times that
of the initial patent.

A patent is therefore the prerequisite
to turn an engineering idea into
business success. At Novoferm
we have exploited this potential by
securing European patents for our
latest inventions and developments.

Stefan Hofling, Product Development
Manager, Garage Door,
Novoferm GmbH



Competition

The first NovoLive photography competition - Enter

"Reference project s" is the
motto for our first NovoLive
photography competition. Refe-
rences are a company's busi-
ness card and Novoferm has no
reason to fear comparison! In
the previous issues of NovoLive
magazine we portrayed several
"showpieces". You can certainly
remember the article about the
fire-resistant doors for the Mont
Blanc tunnel or the one about
how we fitted Frankfurt's tallest
building with our doors. It does
not necessarily have to be a
project of this order of magni-
tude. Our products - installed in
stylish homes or architecturally
unigue buildings - are equally
photogenic. So keep your eyes
open and your camera ready -
and submit your best photo-
graphs!

This is how to enter: send us
your nicest pictures, which

reflect the motto of this compe-
"Reference project s".
print a selection of

tition
We will

Caught on Film!

submitted photographs in the
next issue of NovoLive and with
a bit of luck you will be the win-
ner of one of the following pri-
zes:

1* Prize: 1 camera worth €
250.00

2" Prize: 1 camera worth €
100.00

3¢ - 10" Prize: 1 disposable
underwater camera.

The winning photograph will ap-
pear on the front page of No-
voLive.

We look forward to receiving
your entries. Send your photos
to:

Novoferm GmbH

Werk Werth

Attn. Ramona Knist
Schittensteiner Strasse 26
D-46419 Isselburg-Werth
Germany

You can also send in your digital
photos by e-mail. Attach the

, it's worth it!

files to your e-mail addressed to
novolive@novoferm.com. Do not
forget to include your name and
postal address on the back of
each photo or in your e-mail!
Also remember to specify the
address of the depicted object
as well as the owner or tenant
who must agree with the publi-
cation. Please understand that
only publishable photographs
will be admitted for entry.

The closing date for entries
is February 27 ", 2004. The

winners will be informed in
writing and  published in
NovoLive.

(Any recourse to courts of law excluded.)

On your mark, get set, shoot!

Ramona Knist, Export,
Novoferm GmbH




Miscellaneous

Novoferm Donations Helped

In April we reported on Ricardo who
was able to undergo dolphin therapy
thanks to the donations collected.

Ricardo has taken one giant step

After a year of excited anticipation
this year's Novoferm Bikers' Tour took
place from June 18" - 22™ and once
again comprised 6 bikes and a couple
of new faces.

Once more our experienced guide,
Manfred Seitz, led the bikers through
the tour, which this year went across
passes in Switzerland, Austria and Italy.

Meeting point on June 18" was Tros-
singen in the Black Forest. The next
day the group headed towards Lake
Constance and then up and across the
Susten Pass, the Grimsel Pass, the

towards fulfilling his dearest wish: "to
be able to walk one day".

The dolphin therapy distinctly
improved his cephalic posture and
understanding of speech as well as
strengthened his stomach muscles. His
arms and hands are now spastic-free.
In addition, Ricardo has learned to sit
and can crawl up the stairs at home
alone. This progress means 50%
recovery!

His mother informed me that Ricardo
will undergo a subsequent dolphin
therapy.

We want to wish Ricardo the very

best of luck and all the best for his
future. May he soon reach his goal!

Annette Beyer,
Workers' Council, Novoferm GmbH

Novoferm Bikers’ Tour 2003

Nufenen Pass, the St. Gotthard
Pass, the Oberalp Pass to Chur
in Switzerland - our first over-
night stop.

The following sunny day took
us passed Davos through the
Fluela Pass, the Ofen Pass to
the epitome of challenges for
any biker: the Stilfserjoch Pass.
From there we travelled across
the Umbrail Pass, the Gavia
Pass and the Mendel Pass to
Bozano, Italy. After a seemingly
endless number of hairpin curves

we could finally relax and enjoy the
sunset over Bozano from the terrace of
the hotel.

Saturday took us through the
picturesque Sarn Valley in the morning
sun, across the Jaufen Pass, the Tim-
melsjoch Pass to Imst. Unfortunately
our guide had to let us complete the

| to r: Manfred Seitz, Dr. Robert Bartels, Ms Seitz, Franz-
Wilhelm Rieder, Stefan Piepenbreier, Volker Bibow

tour alone as gearbox damage forced
him to stop and take the train home.
With mixed feelings the remaining five
took the A7 to Dinkelsbihl, Ger-
many, from where we headed home the
following day.

St. Peter was once again on the side
of the motorcyclists so that we could all
fully enjoy the sights and scenery of the
Alps.

After the "old lady" among the motor-
cycles is back up on her wheels again,
we look forward to next year's chal-
lenge.

For more information on the tour,
contact Manfred Seitz, Viernheim
Branch at seitz@novoferm.com.

Volker Bibow,
Personnel Manager, Novoferm GmbH



