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BORN IN THE

For a sum of around six million
pounds sterling (equivalent to
about nine million euros),

GKN has acquired QDS Henschen INC from the Lakin Manufacturing
Corporation; QDS Henschen INC is a manufacturer of agricultural

In actual fact, it already held this position,
and boasted an impressive turnover: 14 million
pounds in 2005, equivalent to 20.5 million
euros. Those are the figures of the American
plant of QDS Henschen, which was recently
acquired by GKN with a more specific
purpose in mind: to become the world’s
number one manufacturer of agricultural
axles. Domenico Traverso

believes that this investment
has transformed an aspiration
- to be the undisputed market
leaders - to a
goal achieved:
«It's fantastic. This is
astrategically
successful
choice. Indeed, it stands
to reason that

owning a com-
pany like this in the United
7 States will allow us to offer
- our clients an even broader

axles and rubber suspension axles. Negotiations for the takeover
of this new platform, which will allow it to become the
undisputed number one manufacturers of agricultural axles,
were concluded in November.

range of products, boosting not only customer loyalty but
also the corporate image». You can't argue with that,
especially as the new entry was paid for “from existing
resources”, as Martyn Vaughan stressed as the transaction
took place. That’s an elegant way of saying that GKN
made the acquisition in the USA using cash, so to speak,
without having to resort to loans. Martyn Vaughan says,
«The Stateside facility is in Jackson Center in Ohio, just
minutes from the most important American customers;
with its production, it fits perfectly into our existing
product portfolio, so that it will lead us to become not
just “among the world leaders” but “the leaders”». At
present, 110 people are employed in the American
facility: its core business is the manufacturing of agricultural
axles and rubber suspension axles. It is different from the
Brescia-based company due to the cultural differences
of its human resources, while being similar to its Italian
alter ego, not least because it is under the protective
wing of the same holding company; QDS Henschen is
undoubtedly a gain which will also bring benefits to the
very heart of the European axle industry.

Laura de Laurentiis

The Hannover exhibition centre played host to the
newly formed GKN Axles. Agritechnica was a chance
to officially present the new division of GKN OFFHIGHWAY,
in attendance alongside GKN Wheels and GKN

Walterscheid. On the stand, many visitors from around the
world were fascinated by the Sidra independent hydraulic
suspension, which made its first ever appearance at Eima
2004 in Bologna. Hannover was also the occasion for the
debut of the brand new Sliding Axle, a variable track axle
(ranging between 1868 and 2098 millimetres); the axle was
devised and created based on technical advice from sprayer
manufacturers. The unit has a carrying capacity of 8000
kilograms at 60 km/h and uses 38" wheels.

At the Eima in Bologna, GKN Axles was on home ground, and
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GKN AXLES

Global?
Yes, please

GKN AXLES: that’s the

new name of our division. | . .

%o

The christening came a
few months ago and was
celebrated as the most
effective, immediate way
possible to express our
belonging to the GKN group, in its capacity as international
holding company. The updated name and logo - a yellow
arrow makes up half of the “x” in axles - mean that now the
gentlemen of agricultural machinery all around the world
will also identify us at Carpenedolo with GKN PLC, their
majestic partner for so many other products. The yellow
arrow represents an imperative (but a promise, above all),
which is dear to Kevin Smith: Expect more. We'll certainly
be up to the task, in this new challenge that is going to
launch us into global business. We'll make sure we keep
the promise.

Domenico Traverso

This issue:

BUDGET UNDER CONTROL: mission possible. In the

words of Serena Giovannini

GIUSEPPE E MAURIZIO CHIARA - ANTONIO
BERTUOLA: the owners of a major farm and a vehicle
manufacturer say that...

A THOUSAND SOLUTIONS IN ONE: the sliding axle

keeps its promises

AND THE STORY CONTINUES: Sidra is evolving, setting
itself goals of excellence

had excellent results. And we would expect nothing less,
seeing as the Italian trade fair has always been the ideal
showcase for presenting the latest innovations to field
experts. The Carpenedolo company’s spaces displayed a
wide range of products: from stub axles with 400G x 120 TUEV
approved brakes, to “8 holes” with 300G x 150 brakes, all of
which stood out for the now famous steel spoked hub from
the Diamant series. Also being showcased were some
mechanical suspension solutions, along with Sidra which,
having been presented the previous year in the prototype
version, could now be seen “at work” on the Eima Show’s
test field, or “at ease” on the stand, in the “tridem” version
with a 36 ton carrying capacity.

(ER.)



Management

Serene by name,

Marketing

Kind, organised, efficient and, above all, with an inbuilt,
providential tendency to solve problems rather than complicate
them for the sake of argument, laziness or, as happens in
some cases, pure sadism. This is Cinzia Furiani, who holds a
remarkable record: since the Carpenedolo factory was founded,
she is the first person to work full time on external relations
for GKN Axles. «In the past, the company did not pay much
attention to marketing and communication activities. It was
done sporadically, fitting these duties into other corporate
functions. Communication was dealt with directly by the
management which, however, also had to deal with all the

factory’s activities. As a result, decisions were made impulsively,
without following specific criteria, and with little sense of
planning».

When GKN PIc arrived and, above all, when a more international
mentality spread throughout the company, all that changed.
Cinzia Furiani explains, «This real metamorphosis was largely
made possible by the company’s new management. At the
same time as they were making other strategic choices, such
as to concentrate activity on axles, and the reorganisation of
production, they decided to add some new roles to the
corporate organisation chart. These included a manager for
all communication activities - in other words, myself».
Cinzia Furiani started out in the company with purely
commercial duties (which she still covers in part, for foreign
customers). Since the middle of last year, she has been
managing all the activities related to marketing communication;
advertising, organising participation in trade fairs, writing
corporate documentation with the direct involvement of the
company’s technical divisions, and on-line communication.
«My job is to make the company and its products known to
the outside world. It's not exactly simple, seeing as nobody
had ever done it before. To put it bluntly, everything has to be
done from scratch. We started with a house organ, designed
for those who use our products and for our commercial
partners; then last year we also set up a website where you
can get a more detailed idea of what we manufacture and
also get in touch with the company for further information,
technical explanations and assistance». Cinzia Furiani is also
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responsible for the new axles catalogue, which she supervised
step by step from its very first stages. «This catalogue has
been totally revamped compared to the previous one», Cinzia
says. «After we separated from the wheels business unit, we
decided to start a project like this to meet the requirements
of an increasingly knowledgeable, demanding market: all the
information was updated based on the various technical and
manufacturing modifications that had been made to the
various products. We also decided to give a lot more space
to pictures, of both the products and the company, to let
everyone know about all the radical changes that are taking
place in the Carpenedolo facility. The project has just begun,
but lots of new developments are on the cards for 2006».
The first results have been positive. The sales managers,
who work directly with customers, say that these projects
have met with approval. Customers have remarked favourably
upon current promotions, the company’s presence in the
trade press, the updated catalogue, and the availability of
fast, accurate information when necessary.

«It's a different way of working», Cinzia says, smiling.
«Before, people worked by the force of inertia and nobody
even thought of asking for financial resources for advertising
or for printing a folder with product details. Nowadays
nobody would dream of visiting a customer without taking
some copies of the catalogue or the house organ, which
describes how GKN Axles took part in a trade fair, or discusses
the latest new product». As Domenico Traverso would say,
“it's all fantastic!”




Interview with

Gluseppe e

Maurizio Chiara §

Ghedli, the nerve centre of the farming country around Brescia.
Here, the noise of the tractors blends into the buzz of the military
planes that take off and land at the base in this Lombard town.
Giuseppe and Maurizio Chiara are the owners of the one of the

area’s largest farms.

Why is it that for some time now, farm contractors have started
putting their machinery to use in non-farming activities as
well?

«That's the result of a hidden crisis in the farming world
which has led a lot of people to seek contracts in the industrial
and construction sectors, for example by carrying out excavation,
earth moving or disposal of materials. We, however, have not
followed this new trend: our machinery and equipment works
in the field only».

What are the main farming jobs that you carry out?

«Our farm has the equipment necessary to carry out a number
of farming activities; but our work is focused specifically on
ploughing, cutting and threshing».

What factors do you take into consideration before deciding
on purchasing a new piece of farm machinery?

«We start off by analysing how much we actually need that

Interview with

Inspectors
In the “field”

Technology, reliability and safety: for a quality farm vehicle
manufacturer such as Fratelli Bertuola in Castagnole, near
Treviso, these are indispensable elements. Even more so if
the company also develops and tests innovative products
such as Sidra. Antonio Bertuola backs this up.

When did your business relationship with GKN Axles begin?
«Our company makes cask wagons with resin tanks, dumpers,
turntable trailers and industrial vehicles and aluminium
machinery measuring 13 m and 13.6 m, all for agricultural use.
Axles and suspension systems come from Carpenedolo.
We've been working with GKN Axles for years, well before
the company was bought by the British multinational, and we
continue to do so thanks to the reliability and technological
quality of their products».

Fratelli Bertuola is not just a manufacturing company...

«We manufacture farm machinery, as do many other companies
in the sector; but unlike the others our factory is also a centre
for developing new products. We are always searching for
new solutions, innovative products that could become real
alternatives to what the market has on offer. That's why we
often intervene in the design development phase, contributing
our experience to it».

Which products have you developed together with GKN
Axles?

«We developed the disc-brake system that was perfected by

machinery, and what margin of return on investment we can
expect. The next step is to see what the market is offering,
before making our initial selection and contacting the various
suppliers. There’s nobody better than them who can give us
detailed explanations of each machine’s features and show
us the most suitable solution for fulfilling our expectations as
far as possible».

How important is it for you to know you can rely on the
assistance of a supplier?

«It’s crucial for us to know that for the entire life cycle of a
machine, we'll always be able to ask for assistance from the
company that built it. To my mind, it's a crucial factor when
you are buying a machine, just as important as the reliability
of the product».

FAD. More recently, we carried out dynamic tests at our company
on Sidra, the active hydraulic suspension system that was
created through a co-project between GKN Axles and DBD
Components. Our tests were aimed at checking its reactions
in conditions of heavy use».

How did you organise the work with the team which dealt
with designing and developing Sidra?

«There was a continuous exchange of information. It proved to
be a very rewarding collaboration, as everybody brought their
own expertise to the project. Our contribution was specifically

And yet many people continue to reduce every choice to a
simple question of price...

«The quality is more important than the price. Planning an
investment in machinery and components purely by looking
at how to contain costs is not always the best solution. A low
price almost always means poor quality in terms of design
and construction, and often points to poor quality materials
too. In other words: problems and damage, in every sense of
the word. So how can one help but wonder how much machi-
ne downtime could cost, added to the fact that repairs or
worse, replacements, might be needed? So much the better
if you spend a little more for a quality product, without having
to then deal with any unpleasant incidents along the way.
And that applies to a farm machine just as it does to a single axle!».

related to our role as vehicle manufacturers.

Could you give us a concrete example of your contribution to
the project?

«A lot of inspection tests were carried out at Castagnole. These
began with checks on the initial designs, right up to fitting the
suspension system under the machinery, and checking the reactions
of Sidra in working conditions. But the most concrete example
would be the definition of the widths - this was a crucial factor in
order for Sidra to be adapted to the solutions that the majority of
vehicle manufacturers choose».
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The sliding axle is our response to a request from a manufacturer of
sprayers, the majestic machines used to spray chemical substances
over cultivated fields. It is at once simple and ingenious, as Stefano

Chito explains.

Previewed at the Hannover Agritechnica, GKN Axles’ latest
product, the sliding axle, is now coming to the end of the
prototype stage. It is as simple in its design as it is ingenious
in how it applies certain technical adjustments. It will offer
remarkable advantages to manufacturers seeking, in a single
product, an axle that can be adapted for various uses. Often,
ideas, design solutions and even whole products are born
through the continuous exchange of experiences between
the engineers at GKN Axles and our customers . Stefano Chito,
who is head of Research and Development at the
Carpenedolo company, explains «The sliding axle was
created following a specific desire expressed by the
designers from a large multinational that specialises in
producing sprayers, those enormous machines with protruding
arms on which there are nozzles for spraying chemical
substances on cultivated fields».

Depending on the distances between the various crops,
these machines have to be adapted each time by adjusting
the track. «Changing machines each time would not be cost-
effective; replacing the axles and fitting the machines with
different ones each time would be complicated and
laborious. Some of our customers had already managed to
find a solution - for example by using stub axles inserted in
the chassis structure, using suitable supports. Now it’s
possible to have just one axle that can be easily fixed to the
machine without having to build particular structures; this
axle is able to vary the track of the machine onto which it is

fitted, and above all, remove the need to change the position
of the brake actuators, which remain in the same position in
the centre of the axle», the engineer explains.
It all began about a year ago, when the GKN engineers began
to «sketch out the first lines» on the company’s CAD systems.
«The product was expressly created to meet the requests of
a manufacturer that was looking for an axle that could cover
a wider range of applications; but there’s no doubt that using
it would also offer advantages for the end user, i.e. the farmer,
seeing as this way, for example, he can buy just one machine
and use it on various types of crops throughout the year». As
for the technical side, the solution chosen by GKN Axles
involves the axle being combined with a camshaft with a
special construction. In this way the brake system remains in
a fixed position compared to the chassis of the machine, so
even when the track is varied there are no problems with
obstruction. As it slides, the camshaft keeps the brake lever
group fixed in its central position, and adapts the axle to the
new dimensions. Chitd concludes, «It's certainly a high-end
product, aimed above all at special agricultural machinery.
Who will choose it? Certainly all those manufacturers who,
until now, have had to make variable track machines by using
stub axles and complicated support systems underneath the
chassis. With a single product, they could solve all their
problems».
Not bad at all.

(E.R.)

Born
to win...

On 25th January, GKN OFFHIGHWAY won the “Supplier of
the year award”, set up by Claas, the undisputed leading
European manufacturer of farm machinery, with net sales
of 2,175.3 million euros in 2005. For GKN it meant once
again stepping up to the virtual podium of business; this
time, the honour was bestowed by a company which
won two of the three awards at stake in the international
“Tractor of the year” competition in November. On the
second annual “Supplier Day”, at the Claas headquarters
in Harsewinkel, the Supplier of the Year prize was
accepted with satisfaction by Martyn Vaughan. This is
what the Chief Executive of GKN OFFHIGHWAY had to
say about the event: «We have been a supplier to Claas
for over thirty years and we are delighted to accept this
award for outstanding performance in all areas of our

business».

..and take
the prize!

GKN Axles has received the Excellence Award External
Quality: this special recognition is awarded by the
OffHighway division to the company in the GKN group
which, after sales, has received the least number of
returns. The prize was awarded in La Manga (Spain)
during the first global conference for GKN OffHighway
representatives. It is tangible proof of Carpenedolo’s way

of working, and of the level of quality it has reached

throughout its production cycle: what better launch pad

than this for reaching levels of excellence that are, if

possible, even more ambitious.




Markets

Everything...and more

A manufacturing unit covering an area of thirty thousand square
metres, and three distribution warehouses. This is how GKN
Geplasmetal operates on the Iberian market, with excellent results.

It was 1965 when the Geplasmetal plant produced its first
wheel for agricultural use. Forty years later, the Spanish
company belongs to a multinational with 48 thousand employees
across the world; it has a turnover which exceeded 23 million
Euros last year; and its production portfolio is in constant
evolution, to meet the needs of an increasingly demanding,
well-informed market.

The key year for Geplasmetal, already an Iberian market leader
in the sale of agricultural and rubber suspension axles, was
1986. That was when the Spanish company was chosen by
the top management of Fad in Carpenedolo as the ideal
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Markets

Ask, and you
shall be given

In the old days, a few technical
data sheets were enough. Now,
the market has truly changed:
customers want support,
assistance, services. And advanced
technology. GKN Axles is able to
provide the best solution for every
requirement; it does this with an
increasingly suitable
quality-cost ratio.

Michele Riello tells us more.

“Thick shoes and a sharp brain” says an old Italian proverb
about farmers. Times have changed, but the truth behind that
saying remains the same. A conversation with the GKN Axles
manager for the Italian market Michele Riello bears this out.
«Nowadays, the farms that were founded by the grandparents
are being managed by young people who have high school
diplomas and degrees; they may not yet have the experience
of older generations, but make up for it by being very well-
informed and knowing what they want from a supplier».

It stands to reason that a company like GKN Axles has to
adapt and come up with products suitable for this “new” kind
of customer. «Our customers are no longer just direct farmers
but often they are also contractors who work in the construction
or industrial sectors: nowadays machinery such as cask
wagons, trailers and manure spreaders are used for a variety
of functions». Excavation work for building roads or
warehouses requires highly powerful tractors for moving the

company for increasing productivity and, through the synergies
between the two companies, increasing the range of
available products, acquiring major new contracts. Then
came the arrival of the British, a historic moment when the
company joined the GKN group and became an integral part
of the Service & Distribution division. GKN Geplasmetal is
currently organised into four different sites: the central head-
quarters in Zaragoza, which covers a total surface area of 30
thousand square metres, of which around 10 thousand are
used for warehouse space; and three smaller warehouses in
Vallodolid (around 2000 sgm), Granada (600 sgm) and

earth; manure spreaders are often used for disposing of industrial
sludge. Transfers increasingly take place on asphalt and this
means that specific regulations and design and construction
solutions need to be followed that are very close to those
used in the industrial sector.

«That is why it has become crucial to immediately set out
what the machine will be used for», stresses Michele Riello.
«Therefore distinctions are made based on type and level of
use. For example, simple constructions, like for an axle that
is to be used in a mixer, can nowadays require cutting edge
technology; for example, a toothed wheel with sensors to
control the distribution flow. Axles which are to be used for
heavy duty and loads, especially if combined with a suspension
system, allow customers to see the differences between one
supplier and another. That is why GKN Axles has always chosen
the steel hub, which is a real workhorse, and has recently
developed the SIDRA hydraulic suspension system. We
intend for the latter to become an indispensable product for
heavier tasks and, as it gradually becomes more widespread,
we will be able to offer it at increasingly competitive prices.
It's just like air-conditioning in cars, which at first was only
designed for the more luxurious models and was very expensive.
Now, it's practically standard even in utility cars, and costs
considerably less than before. More importantly, however,
nobody wants to go without». The same goes for SIDRA...
Riello continues, «Nowadays the Italian market is very
demanding, partly due to the cuts in state subsidies which
have caused a drop in investments. Yet at the same time,
demand for the most advanced technologies is growing». The
price factor is still the first to be assessed when purchasing

23.319.000

Albacete (1000 sqm), all of which are used for distribution.
But let's look at the products. If you were to ask a
Geplasmetal engineer what his company produces, you'd get
more or less the following answer: “Everything that's needed
to make a trailer”. Nothing could be truer: the company’s
catalogue includes wheels and hubs, axles and brakes for
agricultural use and drawbars, rubber suspension axles and
brakes for car trailers. In short, there’s nothing missing in
terms of crucial components for trailers and machinery for all
speeds.

Just as the advert says.

a machine: a farmer won’t bat an eyelid when writing large
cheques for a tractor, whereas he’s very cautious about
investing in the vehicle that will be attached behind it. «Our
task», Riello concludes, «is to supply that farmer with all the
information he needs to spend his money in the best way, and
buy the most suitable product for his particular situation. But
all that isn’t enough: today’s customer also wants technical
and commercial assistance, services, flexibility, quick
answers to his requests. All of those are factors that make the
difference between companies: we at GKN Axles are very
aware of that».
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Projects

Try it to believe it

Sidra, part two. If this was a screenplay that could be the
title, seeing as in the last edition of Axalis we described the
hydraulic suspension system created by GKN Axles in
collaboration with DBD Components. A lot more has been
done since then. Michele Vincenzi is the head of the Sidra
team, along with Walter Delcomune and Ernesto Volta. He
begins by saying, «When we met the engineers from GKN
Axles in July last year, our aim was to draw up a project
schedule that would enable us to begin this year with a definitive
project to finalise. That is why we carried out a finite element
analysis on a solid model that was created on a computer
using a CAD (Computer aided design) system. A FEM
calculation is based entirely on mathematical data but does
not produce clear results on every part of the design. That is
why we realised we had to do further tests with extensometers
on a piece that was actually made». For this purpose, three
units were created so that they could form a tridem. These
were given to the German company Strautmann, which is a
customer of GKN Axles; some German engineers, working
together with a local university, then carried out the actual
tests. The extensometers were positioned in certain areas of
the machine that were chosen by the Sidra team; a plot was
used to identify certain data, which is currently being analysed

Words are not enough

Do you want to know how GKN Axles is changing?

Easy: take an old catalogue of the company’s products and
compare it to the new one.

Even a layperson would immediately notice the transformation.
Cinzia Furiani, communications manager at the Carpenedolo
company, explains: «Under the previous ownership, there
was no full time communications manager [See article on
this topic on page 2].

The person who covered those duties did it alongside their
other corporate functions.

The result was obviously that no special care was given to
marketing or to various other communication activities,
which the management decided on as the need arose with a
total lack of continuity».

When GKN Plc acquired the company, all that changed.

The company is now part of a multinational, and the new
management wished to allocate significant resources to
“markcom” activities; they believe that these strategic
choices can help a company to grow, boost its results and

improve its external image.

The new catalogue is the proof of that.

«Previously, two separate catalogues were available, one for
wheels and the other for axles; both were designed in the
same way so that they could work together», Cinzia Furiani
explains.

«Starting from this year, the axles catalogue was totally
redesigned in terms of content and graphics; this is a further
reflection of just how much the company has changed in the
past two years».

But that’s not all: the requirements of the sales team were
given absolute priority, so that now the catalogue is a
precious tool both for clients and for the engineers who help
to define the orders.

This is because it provides all the necessary information for
choosing the most suitable solution for each specific case,
from the large variety of GKN Axles products.

and processed.

«The test with extensometers measures the micrometric
lengthening of the structures when stressed at peaks of load
which vary throughout the various phases of work; it then
measures the fatigue that they are subject to. The purpose of
the test was to provide further confirmation of the theoretical
calculation done on the computer». The improvement of the
product coincided with the certification of the welding, which
was approved by a GKN Axles engineer; he checked all the
critical areas that were to be welded, setting the parameters
needed to ensure perfect welding. This was followed by
visual tests, liquid penetration tests and hardness tests.
«Then, at the Eima Show we tried Sidra out by fitting it onto
one of the machines of the Veneto company Fratelli Bertuola,
who had been the first to use Sidra to carry out field tests».
Nevertheless, the team at DBD don’t have time to rest on
their laurels. «We're already looking ahead to the constant
evolution of the Sidra product, and on identifying areas to
work on so that we can improve it even further. The first
results have come quite quickly, and we can now talk of a
Sidra family, made up of units with different carrying capacities

(starting from 9000 kg) which mean they can be used for a
(ER.)

vast number of applications».
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One year on from the terrifying tsunami that hit the Indian Ocean
region, the inhabitants of the areas that were affected are
slowly returning to their normal lives. The whole world has
given them a helping hand. And that world includes the people
at GKN.

Let’s talk about you

A stewardess among the axles

«l began my career at Alitalia. | was a flight attendant on
European and transcontinental routes for several years. In
that role | learnt how to be extremely flexible and how to deal
with all types of unexpected situations. Later, | worked as
executive secretary at two of Milan’s most prestigious hotels
(the Four Seasons and the Grand Hotel et de Milan, both of
which are part of the Leading Hotels of the World chain). So
when | arrived at Fad, it wasn't hard for me to get used to the
pace of an industrial company».

Now, at GKN Fad , Elisabetta Rampazzo covers the delicate
role of Executive Assistant, supporting the top management
of the entire plant.

«When | first joined, this was still a typical owner-run
company, so everyone saw me as the person to go to for all
sorts of requests. It was natural that everybody should come
to me and that | should deal with every problem, and either
pass it on to top management or to the various technical
and commercial staff around the world. That was nothing
new to me: all my previous roles had essentially been based
around customer service».

Then along came the Brits... «When Fad was acquired by
GKN, the company’s organisation underwent a radical
transformation, and my role changed too: nowadays the
methods, the people, the ways in which data and information
are managed are all different. Mainly due to the new
technology that all the managers now have, information

56 pages of
technology

Available either in digital or hard copy, the new GKN
Axles catalogue brings together the technical and
construction features of the products that come out of
the Carpenedolo factory. The first part is dedicated to
the activity of the Brescia-based company and GKN Plc,
the British multinational which has over 48 thousand
employees all over the world; it also gives some useful
suggestions for purchasing axles. The next few
sections are divided up according to type of product:
fittings and brakes, fixed and steering axles, bogies and
suspension systems, drawbars and special manufactures.
Each product category describes the application data
and standard carrying capacity, making it simple to
identify the type of axle most suited to a specific final
usage.

Enrico Ravini

travels in real time, everybody is contactable at all times,
immediately, wherever they may be.
My job now is to make sure that any information necessary
gets to the person who needs it in the blink of an eye. While
a manager is required to deliver the utmost autonomy and
speed in decision-making, | am expected to provide the
utmost efficiency in assisting him.
I could almost describe myself as a link between
Carpenedolo, the various branch offices of the group scattered
across the world, and the headquarters in the UK.
Business trips, events, meetings, news for staff who are
travelling or visiting our factory...
| certainly don’t have time to get bored. I'm definitely a... what's
the management-speak for it? Oh yes, a problem solver... | have
to say, it's a rewarding description».

Enrico Ravini

Bits and Pieces

Managers must be able to achieve this alchemy in order to
guarantee the company a long and healthy life. What is the
secret of those who succeed in winning the everlasting
loyalty of their customers? It seems a banal question, but it
isn’'t: the secret lies in their ability to ask themselves what
needs, expectations, and reasons for satisfaction or dissatisfaction
the user has as far as the products are concerned, and to
then find the answers and solutions. All that’s needed to
obtain this information is to listen to the customer, asking a
series of questions through direct contact; an impromptu

FLASH

phone call could be all it takes. Curiously, the same thing can
be done with excellent results in relationships that are light
years away from the world of work. For example, in love or
friendship. Listening skills are bound to be useful in every
sphere of life, as they allow us to focus on what our interlocutor
really wants, and then give it to him. Without listening, we are
blindly feeling our way through the darkness - with the risk of
tripping up.

Alessandro Bolla,
content and communication manager, partner Soluzioni s.r.|

The latest
from our holding company

The word of the day: expansion. At least it is for GKN Plc, which has decided to restructure its board in order to reach the
growth targets it has set itself. The various appointments, which have affected some of the company’s leading top managers,
include that of Martyn Vaughan, number one at GKN OffHighway. It is recognition for the good work done for the entire
OffHighway division, which includes the Axles and Wheels factory at Carpenedolo.

As of 1st January this year, Vaughan joined the company’s Executive Committee, chaired by Kevin Smith (Chief Executive
Officer), together with Nigel Stein (Finance Director and Corporate Development manager) and Maureen Constantine (Group
Human Resources Director) and several top managers including: Marcus Bryson (CEO of aerospace business), Arthur
Connelly (CEO of the Driveline division), Grey Denham (Group Secretary), Simon Pryce (CEO of the “Diversified Business”
division) and Andrew Reynolds Smith (CEO of the Sinter Metals division, a market leader in the sintered metals sector).

At the same time, lan Griffiths, CEO of the Automotive division, is resigning from GKN at his own request to take on a high-profile
role in the company that manages the U.K. postal service.



GKN AXLES:
axles with the best performance ratings for all ground conditions.

When the going gets tough, the tough get going. To win.

This is why more and more companies choose GKN AXLES. Steel hubs are the perfect solu-
tion for all agricultural machinery and trailers - equipment exposed to the highest stress
ratings.

GKN AXLES: axles with the famous steel hub - ready to take on the toughest jobs.

GKN AXLES - GKN FAD S.p.A. - Viale S. Maria, 76 - 25013 Carpenedolo (BS) Italy
tel +39 030 99861 - fax +39 030 9986234 - www.gknaxles.com - info@gknaxles.com

GKN OFFHIGHWAY _—=FOOT ON THE GAS



