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5,0%
of sales is the R&D ratio of 
the HOMAG Group in 2016.

1,17
billion euro is the order intake  
received by the HOMAG Group in 2016.

HOMAG GROUP  
WORLDWIDE

Production, sales and service companies



6.100
people are employed by the HOMAG Group across the world.

1,08
billion euro is the sales revenue  
achieved by the HOMAG Group in 2016.

29,8%
is the world market share 
of the HOMAG Group.
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PROFILE

The HOMAG Group is the world’s leading 
manufacturer of plants and machinery for the 
woodworking industry and for cabinet mak-
ers. As a global player, we have production 
plants and sales and service companies 
across the world, in all important and growing 
regions. Employing approximately 6,100 
people, we have a presence in more than 100 
countries and an estimated world market 
share of nearly 30 percent. Our customers 
use our high-tech plant and machinery to 
produce home and office furniture, kitchens, 
parquet and laminate flooring, windows, 
doors, stairs and even complete prefabricated 
wooden houses. 

The range includes everything from individual 
machines for small cabinet makers through 
to complete networked production lines for 
highly industrialized, customizable furniture 
production. The many services we offer in the 
area of production plants and machinery,  
as well as the accompanying control software, 
make our range unique.

HOMAG GROUP MAGAZINE 2017
PROFILE

01



As a global leader in the woodworking machinery sector, we offer our customers special 

solutions for their individual requirements. We can see that the demand for fully 

automatic, networked systems continues to increase. And with our competence, our 

innovative strength and our effective global organization, we can offer these complete 

solutions from a single source. In order to continue meeting the high demands of our 

customers, the HOMAG Group is on the way to further becoming an integrated company.

We are making good progress with this transformation. For example, we are unifying 

our production processes and systems and combining our capacities to create an 

efficient global production network. In this way, we can manufacture closer to our cus-

tomers and increase our quality, efficiency and speed. Another visible sign of our 

transformation process is our harmonized market appearance – we have combined 

our brands into a strong global brand for this purpose: HOMAG. 

We are on the right track with this change process: for example, we recorded a double 

digit growth in incoming orders and profits in the 2016 fiscal year, which made  

2016 another record year. This allows us to continue making high investments in our 

research and development work for the benefit of our customers.

We want to continue building on this success and have started an innovation program 

so that we can continue to inspire our customers with new products in the future.  

In this context we will strengthen our activities in digitalization, networked production, 

cloud-enabled machines and the Internet of things. We want to be the driving force  

in this area in the future. For this reason, we have developed many tools, including an 

IOT platform with which we are setting a new standard for the entire sector.

FOREWORD

Dear Sir/Madam,
dear readers,
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Franz Peter MatheisPekka Paasivaara

Pekka Paasivaara (left) and Franz Peter Matheis (right).

We see our qualified and skilled employees as a further factor of our success.  

They support our customers every day with their passion, commitment and expertise, 

always with the goal of finding the best solution.

With this magazine, we would like to give you an insight into the HOMAG Group. Get to 

know our innovative products and solutions, our global service and our engaged 

employees. Together we are changing the market, inspiring our customers and shaping 

the future.

Kind regards,
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Our high-tech products saw, trim, drill and finish surfaces.  
Our connected machines cover every processing step from  
material storage to packaging. This enables our customers  
to produce furniture, flooring, windows, doors and much more.





Customers from the cabinet makers and industry value  
our power for innovation and the flexibility and expand- 
ability of our machines. They also appreciate competent 
advice from our sales teams and having our service  
employees close at hand.





 “LEADING  
THE MARKET”
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 “LEADING  
THE MARKET”

The HOMAG Group is growing together – 
focusing on its customers. CEO Pekka  
Paasivaara and CFO Franz Peter Matheis 
explain how the integrated group will 
lead the market in the future.

With ONE HOMAG, you have started a program to  
form a powerful integrated group. Why was that 
necessary?

Pekka Paasivaara: Until now, the HOMAG Group consisted 
of predominantly independent production companies. Their 
standards and working procedures have differed greatly.  
For this reason, we were more a group of medium-sized com-
panies and were not able to utilize the advantages of our  
capabilities as a group. Our range consisted of individual, high- 
quality machines and systems. 

What do you mean by that?
PP: Our customers in the furniture industry increasingly 
 demanded fully automatic systems that can be used to 
industrially produce very different products in large numbers. 
This is only possible if all machines can be used together  
and can be controlled from standardized software. We will be 
able to offer these increasingly complex solutions to our 
customers only if we seamlessly work together within the group.

How are the internal processes within the HOMAG 
Group changing?

Franz Peter Matheis: We are unifying production. In the past, 
our plants were not systematically connected. In future, 
they will work together in a targeted way, with unified stan-
dards, methods and processes. This relates to the produc-
tion of components as much as the assembly of systems and 
ma chines. One of the advantages is that we will be able to 
produce the same products in different plants. In this way, we 
will be able to manufacture closer to the customer and meet 
their demands more than before.

PP: This relates to our whole value creation chain. We will 
start by developing new products in direct collaboration with 
our customers, which will emerge in significant markets 
outside of Western Europe, such as China or North America. 
At the same time, we will standardize our range. In the 
future, developers will be able to use standardized technolo-
gy platforms, meaning innovations will reach the market 
quicker while keeping the costs in control.
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FPM: We are now implementing this request. We implement-
ed an intensive training program for our sales employees,  
so they have an in-depth knowledge of all the products in the 
group, or can obtain the necessary information quickly. This 
way, they are able to recommend complete solutions that are 
exactly tailored to their customer’s needs.

Competition in your sector intensifies every year. 
How are you adjusting to that? 

FPM: We are observing this very closely. The segments that 
are important for us are shared between a few competitors, 
as before. In particular, we are represented on the market 
by high quality, complex products that can only be delivered 
by a handful of suppliers worldwide. 

Where are you on the road to an integrated company?
FPM: We launched the unified HOMAG brand in March 2017. 
All machines that leave our plants bear the new logo. Products 
from WEINMANN and BENZ, as well as the consulting units 
SCHULER Consulting and eSOLUTION, will continue to appear 
on the market under their own respec tive brands.

Will the customers be able to relate to this?
PP: The customers were the reason for this change. We 
conducted a global customer survey of 1500 participants a 
year and a half ago, and the result was clear: Our many 
different brands confused the customers. In addition, the large 
majority also only wanted to have one central point of 
contact in sales who could give comprehensive advice. 

HOMAG GROUP MAGAZINE 2017
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 “In the past, our plants were 
not systematically connected.  
In future, they will work togeth-
er in a targeted way, with  
unified standards, methods 
and processes.”

   FRANZ PETER MATHEIS, CFO



PP: Many companies are able to develop and manufacture 
fully automated industrial systems for the woodworking in-
dustry from a single source. For this reason, we assume that 
our market share will grow if the demand for networked 
technology continues to increase within the framework of In-
dustry 4.0. We are making high investments in the area of 
digitalization and data management so we can set the trend 
for the highly flexible factory of the future. Our strategic  
goal is not just to be the market leaders in the future – we want 
to lead the market through innovation, performance and 
customer orientation.

Where do you see the greatest growth in the future?
FPM: Aside from Western Europe, where we have seen a  
significant increase in the past year, we are seeing growth  
on the North American market, in China and in other parts 
of Asia. Wherever wealth is growing, people invest more  
to furnish their houses and apartments. Our sector benefits 
from this.

Are you worried about the increasing protectionism 
in the world?

PP: There is the concern that some countries will increase 
this practice. We are also represented in the USA, to which 
the current discussion relates, with our own production. Our 
strategy of being close to customers worldwide pays off 
there. After all, we generate over 80% of our turnover outside 
of Germany. 

In Europe, the workforce is depleting due to decreas-
ing birth rates. How will you find enough qualified 
personnel?

PP: Until now, we have always had the employees that we 
wanted. And this will be the case in the future, too. We are an 
attractive employer and internationally positioned. Young 
people have global development options with us. And our pro-
jects relating to Industry 4.0 also make us attractive for 
many engineering graduates. In addition, we employ highly 
qualified professionals in North America and Asia so we can  
be close to our customers. —

HOMAG GROUP MAGAZINE 2017
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“Our strategic goal is not just to be the  
market leaders in the future – we want  
to lead the market through innovation,  
performance and customer orientation.”

 PEKKA PAASIVAARA, CHAIRMAN OF THE BOARD 



À  
LA 
CARTE
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The customized fitted kitchen is becoming the centerpiece 
of the modern apartment. But designing it can be a com-
plicated and lengthy process. The HOMAG Group has there-
fore developed a smart system, allowing retailers, car-
penters or end customers to design kitchens on the screen. 
The information is simply sent to the furniture manufac-
turer via the Internet. Using this software means the cus-
tomer can take delivery of cupboards, drawers and other 
components within just a couple of days after placing the 
order – all customized. Log of a digitized kitchen purchase. 
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SIT BACK AND SELECT
The carpenter arrives for his early-morning appointment at 
the customer’s home. He looks at the room and starts de-
signing together with the customer. Cupboards here, draw-
ers there, fridge at the end, cooker in the middle. The  
carpenter carefully measures walls and floor, notes down 
lengths, widths, heights, angles and distances. Then from  
his laptop he logs onto his supplier’s website. The kitchen 
manufacturer manages the sales process with the help  
of HOMAG’s woodNET program. Once the carpenter has en-
tered all the dimensions, a picture of the new kitchen  
appears on the screen. Each cupboard can now be viewed 
from different angles and changed individually. The car-
penter and his customer can experiment with colors and 
shapes, or change knobs and handles. The woodNET soft-
ware provides all data required for this from the manufac-
turer’s electronic catalog. Then, finally, it is decided: this  
is how the new kitchen should look. One final check, and the 
carpenter presses the send button.
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OFF TO THE FACTORY!
At the furniture factory, HOMAG’s woodCAD/CAM software 
starts processing the order. The program converts the data 
sent by the carpenter into specific commands for the ma-
chines, which is a fully automated process. When this takes 
place depends on the manufacturer’s production philoso-
phy. Some start manufacturing as soon as the order comes 
in, while others first collect several orders and then carry 
out sub-operations simultaneously. It is more efficient, for 
example, to cut furniture of the same color for different 
kitchens from the same boards, as they are collected from 
the same stack. This  reduces material wastage. Good plan-
ning saves trips and reduces costs. Before production begins, 
HOMAG’s woodFactory software decides which saw is 
best for which board, where edges are processed and holes 
drilled. Each workpiece is given a bar code, showing which 
order it belongs to. Guided by this electronically scannable 
ticket, each item travels through the factory, taking an 
optimized route. Manufacturing is either fully automated or 
relies on a worker manually placing the items into the  
machines. Most older  furniture factories can also be retro-
fitted and networked using HOMAG’s digital systems.

4
After
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SAFELY DISPATCHED!
woodFactory organizes the internal logistics, and checks the 
completeness and quality of the processed order. Just  
before leaving the factory, all items belonging to one kitchen 
arrive at the same place. They are sized, carefully stacked 
and eventually wrapped in cardboard packaging. Each packet 
receives a label, so the carpenter on site can see straight-
away what it contains. Kitchens can be delivered in several 
different ways: some businesses collect the material from 
the factory, others have it delivered directly to the end custom-
er. This is handled either by the manufacturer or by a deliv-
ery company.

24
After
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UP IT GOES!
The carpenter unpacks the items at the customer’s home. 
Before assembling the components of the fitted kitchen, he 
checks the delivery. Nasty surprises hardly ever happen. 
Carpenters no longer have to worry about holes being in the 
wrong place. The system automatically decides the right 
positions for the holes. Now, nothing stands in the way of a 
fast assembly. Just two days after the order has been 
placed, the kitchen can be installed at the customer’s home. 
It can even happen faster. Some manufacturers who use 
the HOMAG system guarantee a 24-hour delivery.

48
After
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COMPANY  
FUTURE
Networked production is not just for factories – it can also be used 
by trade businesses. Schorsch Brüderl, a carpenter from Traunreut  
in Bavaria, Germany, is convinced of this. For this reason, he has 
completely reordered his whole work sequence.
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1    Let’s go! The HPP 300 next to the cutting edge panel 
storage. The furniture manufacturing production starts here. 
 
2    Detailed work Brüderl’s new production system  
is already running smoothly – adjustments are only being 
made in a few places. 
 
3    Gem Brüderl has invested in edge processing and pur-
chased a Homag KAL 370 Ambition 2482. It is combined with 
a part return. This means that the machine can be operated by 
one employee. 
 
4    Craftsmanship Despite automation, furniture manu-
facturing is a manual trade. If necessary, trained joiners also 
use a smoothing plane.

  1

Schorsch Brüderl leads us through his com-
pany at a fast pace. He is wearing an open 
shirt, waistcoat, jacket and designer jeans. 
Even his appearance makes the impor-
tance of modernity in this company clear. 
Brüderl shows the visitors light-flooded of-
fices and smart showrooms, before moving 
on to the two plant halls where the pol-
ished machines that he recently bought from 
the Homag Group are located. He stands  
in front of the fenced-in panel storage and 
points to the modern pressure beam saw 
next to it. He is particularly pleased with the 
HPP 300 from Homag Group. “It cuts through 
the panels like butter,” he says. 

This station is where production begins in 
one of the most modern carpenter workshops 
in Germany. This is because the machines 
in both halls not only work automatically and 
precisely, but are also networked with each 

other. “This means that our production 
process for furniture and other fixtures is 
significantly more efficient,” says Brüderl. 

CHANGE IS PART OF THE TRADITION
His workshop is a small furniture company, 
adapted to the needs of a craftsman’s 
workshop. Vacuum grippers find the right 
material in the panel storage and place it  
in the saw. The cut parts receive a label with 
a barcode containing all information nec-
essary for further processing. Edge process-
ing, drilling, trimming – all subsequent  
machines can read the barcode and then au-
tomatically carry out the specified tasks.  
Meanwhile, the screen shows where each 
part is located. 

The refurbished plant halls are the most 
recent innovation of the company based in 
Upper Bavaria, at which change is part of 
the tradition. Brüderl’s father founded the 
trade business in 1949 in the neighboring 
town of Traunreut in Chiemgau. His son was 
also a master carpenter, but also studied in-
terior architecture and has expanded the 
field of activity of the company. The com-
pany now builds houses and sets up apart-
ments, offices and practices ready for use. 
The employees always try to find a design 
vocabulary that meets the expectations of 
the owner. The equipment is not purchased, 
but produced in the carpenter shop itself. 
Brüderl is clear: “The heart of the compa-
ny is the workshop.”

PRESSURE TO ACT BECAME STRONGER
Around 50 of the total 85 employees work 
in the “furniture manufacturing” depart-
ment. Brüderl has always trimmed the join-
ery for efficiency. He set up his own IT sys-
tem over 30 years ago. Computers have 
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  3

  2

  4

assisted in the construction of furniture for 
a long time. They plan the manufacturing 
and process work orders for the machines. 
In recent years, however, he has become 
certain that he needs to do more. “The sec-
tor is changing at an incredible rate. What  
is modern now might become obsolete in 
five years.” Customers demand high-quality, 
tailor-made furniture for increasingly lower 
prices, and are no longer willing to accept 
long delivery times. A year and a half ago, he 
got together with his two sons. They calcu-
lated that the “furniture manufacturing” de-
partment had to work 30% more efficiently  
in order to remain economical in the long 
term. “We had to turn the whole operating 
process upside down,” says Brüderl. 

There were problems in the past, for example 
with the software that was used, which 
reached as far as the machine control unit. 
Different user interfaces and program 
characteristics made production slow. The 
sequences were also not yet up-to-date: 
Workers pushed pallet trucks through the 
halls in order to bring the components to 
the respective machines. “This costed us 
time,” says Brüderl.

FALLING BEHIND WOULD HAVE HAD  
CATASTROPHIC CONSEQUENCES
Together with advisers, he developed a new 
production concept with modern software 
and intelligent sequences. To implement it, 
he needed machines that could be config-
ured appropriately. Bearings, saws, edge pro-
cessing, trimming and drilling technology 
needed to come from the same manufactur-
er in order to avoid interfacing problems. 
The Homag Group was the only supplier that 
could offer such a broad range from a sin-
gle source. Brüderl visited the showrooms 
and was given a detailed explanation of  
the operation of the machines. Finally, the 
Homag Group was awarded the contract. 
Brüderl is sure that he made the right deci-
sion. The Homag Group kept all their com-
mitments – particularly when it came to 
delivering on time. 

Delays could have had catastrophic conse-
quences for the family business, as the 
production had to continue during the refur-
bishment. The strict schedule determined 
every work step. An old machine could only 
be removed if its replacement was ready 
for operation. Walls were offset and broken 
open. Almost 300 cubic meters of old mate-
rial was scrapped. 

Now, Brüderl can complete more orders 
than ever before, meaning it can expand. In 
place of pallet trucks, an electric car drives 
through the halls and brings the necessary 
material to the machines with precise tim-
ing. The warehouse is buzzing with activity. 
Production is still being adjusted in places. 
But Brüderl is confident: “We have already 
increased efficiency by nearly 30%.” —
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ALWAYS AT  
YOUR SERVICE
Today’s satisfied customers are the basis of tomorrow’s success. This 
principle applies to the HOMAG Group more than ever before. The  
Life Cycle Services business unit supports the group’s customers 
around the clock, all over the world. Service technicians maintain  
and modernize machines and help solve problems. Because customers 
of the HOMAG Group should always be armed with the best possible 
equipment to tackle the competitive global market.
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650
deliveries of spare parts  
are processed every day.

1,200
employees work in the HOMAG Group 
service departments worldwide.

regardless of whether their factory is locat-
ed in the USA, France, Poland or China. 

However, this does not mean Hamm’s rapid 
response team is deployed every time some-
thing goes wrong on a machine. “In many 
cases we can solve the problem quickly and 
efficiently by remote maintenance,” says 
the manager, who has 30 years’ experience 
in machine construction and systems engi-
neering. When problems occur, the experts 
on the hotline within the country and 
abroad make direct contact with the opera-
tor in the factory and talk them through 
what to do. Special software allows them 
to access a machine that may be thou-
sands of kilometers away, and look for the 
solution. The innovative ServiceBoard fur-
thermore offers customers advanced digital 
video diagnostics and communication. It 
avoids language barriers through the use of 
visualizations, speeds up identification of 
the service incident and reduces standstill 
times. 

If a replacement part is required, it needs to 
be on site quickly. “Short response times 
and quick delivery times are the factors that 
should win the customer over here,” says 
Hamm. One thing that makes this possible 
is eParts, the electronic order portal for 
replacement parts. 

The way the service technicians proceed 
varies according to the customer’s prob-
lem. But whether it is a matter of a repair, 
modernization or maintenance – what 
counts is speed, thoroughness and preci-
sion. The following timeline describes  
an example for the use of the Life Cycle 
Services business unit. —

Anton Hamm follows the credo of Sepp 
Herberger, the German soccer coach who 
said, “After the game is before the game.”  
In his case, however, he is referring not to 
soccer training, but to business involving 
wood processing machines. “We know that 
the quality of our services is absolutely 
 crucial for securing customer loyalty,” says 
Hamm, head of the Life Cycle Services 
business unit at the HOMAG Group. With 
1,200 employees around the world, he is 
 responsible for ensuring that customers are 
still satisfied with their machines many 
years after purchase. 

Services these days have a totally different 
meaning for Hamm’s department than it 
did 20 years ago. Back then the sales de-
partment sold a machine and the service 
technicians only came on the scene when 
they were called for. “Today it is essential  
to offer the customer services to cover the 
machines’ entire life cycle,” says Hamm. In 
other words, from the moment they are de-
livered.

The woodworking industry is undergoing 
rapid development. The demands on plants 
and processes are constantly growing. 
Even the best control software needs regular 
updates. The most modern plants should  
be retrofitted with new modules every few 
years to ensure that they can make furni-
ture of even higher quality at the same cost. 
Experts also have to be able to detect wear 
of heavily utilized parts at an early stage, in 
order to avoid a sudden failure. Machines 
therefore have to be serviced regularly. And 
if a machine does ever come to a stand-
still, then a HOMAG Group technician must 
be available at once to help the customer – 
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IMMEDIATE  
ASSISTANCE
Emergency call from Poland

A call comes in at the HOMAG Group. An im-
portant machine has broken down in the  
factory of a customer from Poland. The plant 
operates a three-shift system and is at full 
capacity. Every minute costs money. Hasan 
Özkan of the HOMAG Group remote service  
is in no doubt: This is a priority case. He acts 
quickly, promising that an expert will call.

Remote service technician Nikolai Schäfer 
calls the machine operator on his cell phone. 
Luckily the plant is set up for remote main-
tenance. Schäfer accesses the machine over 
the Internet using special software and be-
gins the remote diagnostics. Minutes later he 
has located the problem: an error in snipping 
unit number 131. It may be caused by the mo-
tor, the regulator or the cable. He suggests 
changing one part after another to identify the 
faulty element.  

Disaster – the customer does not have any of 
the necessary parts in stock. Now they must 
act quickly. Schäfer brings in his colleagues in 
the spare part department. They organize the 
components required, prepare them for ship-
ping and call a taxi.  

The taxi sets off on its way to the customer’s 
site. Estimated time of arrival: 9:00 pm. 
However, the customer is concerned that his 
workers will be unable to change the parts. 
Schäfer alerts assembly planner Steffen Roth. 
He sees that the technician, Yannik Müller,  
is currently setting up a new machine at a site 
80 kilometers away from the customer in 
question. Müller sets off at once. 

The taxi arrives at the customer’s site. Müller 
gets started. First he replaces the cable. No 
good. Then he tries another motor. Bingo! The 
machine is running.

The night shift begins operations. Müller goes 
to bed. The HOMAG Group planners have re-
served a room for him in a local hotel. The next 
day he has to continue commissioning his 
new machine 80 kilometers away. —

3:15 pm  

3:23 pm  

3:35 pm  

4:07 pm  

9:27 pm  

10:11 pm  
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STRENGTH  
IN DIVERSITY

The HOMAG Group is a growing company in the global 
world. The rich diversity of the various locations in  
different countries is mirrored by the people who work 
at the company. Four examples demonstrate the vari- 
ety of paths that a career in the HOMAG Group can take.

equip students in ten different disciplines in 
the areas of tech nology, business adminis-
tration and infor mation technology. —

Our employees are the most important fac-
tor in our success. That is why we consis-
tently foster their development, in order to 
maintain and build on the high level of 
qualification and capacity for innovation in 
the group. To this end we offer numerous  
opportunities for development through our 
training programs. We have also set up our 
own program to establish and specifically 
support management trainees from within 
the company. This includes scope for rec-
ognizing and developing talent, and the 
 internationalization of management.

Personnel training is just as important to us 
as qualifications. The HOMAG Group offers 
training programs in eleven exciting, demand- 
ing technical and commercial careers. We 
also work closely together with various high 
schools in Germany and other countries and 
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Chris Balzer works in an interface area which is 
crucially important for the HOMAG Group products. 
In central purchasing he is responsible for achiev-
ing the target costs for newly developed products. 
It is a demanding job for the 26-year-old, at the  
interface between suppliers, technicians and sales-
people. “At the HOMAG Group I was able to take 
on responsibility right away,” says Balzer. This is 
something he values about the company. The  
mechanical engineer was introduced to the HOMAG 
Group during his dual study program, which com-
bined theoretical and practical elements. He realized 
early on that he did not want a career as a devel-
oper. “I was look ing for a job with variety and a co-
ordinative aspect.” Strategic purchasing offered 
him the opportunity. “I have the chance to involve 
suppliers in the search for technical solutions 
and to contribute to the devel opment of a product 
in a supporting capacity.”

Chris Balzer, 26
NETWORKER
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Anqi Lv, 29

What does she like best about the Black Forest? 
"The landscape, but also the air is much better than 
in a lot of Chinese cities," says Anqi Lv with a 
laugh. The 29-year-old engineer has completed a 
15-month trainee program in Schopfloch. The 
HOMAG Group consciously promotes young talent 
from China, as the Asian country is becoming into 
the key market for wood processing machines. "The 
combination of mechanics and electronics fasci-
nates me," says Anqi Lv. That was already the case 
while studying for her Bachelors in mechanical 
engineering in the Chinese city of Xian. Then she 
improved her German language skills and com-
pleted her Masters at the Karlsruher Institut für 
Technologie (KIT). After discovering the HOMAG 
Group at a career fair, she joined as a trainee. This 
meant she could gradually get to know the whole 
company. Today, she develops the control systems 
for format motors in the Development and Control 
department of the Edge Technology business unit.

STRIVING TO  
MEET HER GOALS
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When Michael Zetzsche received the offer from 
the HOMAG Group, he did not hesitate for long. 
“The job fascinated me,” says the 42-year-old. Now 
a department head in charge of a team of 40, he 
develops software to use in control systems for 
machines. He has the programs tested in the 
HOMAG Group’s technical center for development. 
For Zetzsche the position is the next logical step  
in his career. After leaving school he trained as an 
electronics engineer for energy systems, building 
switch cabinets. He gained his university entrance 
qualifications and studied electrical engineering. 
He honed his programming skills at various medi-
um-sized machine construction and systems engi-
neering companies. Just before the move to Schopf-
loch, he was a department head at a company that 
supplied production lines for the automotive indus-
try. His management experience and thorough 
knowledge of control technology are useful assets 
when he implements his first big project for the 
HOMAG Group – the introduction of a simulation 
that allows developers to test software on ma-
chines that only exist in the virtual realm. A suc-
cess, which he and his team have worked hard to 
achieve. Zetzsche says: “We are pretty proud of it.”

Michael Zetzsche, 42
TECHNICAL PASSIONATE

Alexander Trinzen, 42 
BRAVEHEART
Sometimes things happen very quickly. In July 2016, 
his boss asked him if he would like to lead the 
production plant of the HOMAG Group in the USA. 
Two months later, Alexander Trinzen packed his 
furniture into a moving container and bought a one- 
way ticket to Michigan with his wife and two sons. 
Now, he leads a 40 person team from the only pro-
duction location for the HOMAG Group in the USA. 
Two machine models from the group go from here 
to the North American market, totaling 250 units 
in the past year. He has new experiences every day. 
"I had to learn to think much more in the short 
term than I did in Germany," he says. For example, 
employees in the USA are happy to switch com-
panies at short notice, which makes personnel plan-
ning more difficult. Trinzen joined the HOMAG 
Group in Lemgo after completing his dual studies 
in production technology. He worked as a tech-
nical expert, led strategic purchasing and was later 
responsible for supply chains. He finds the work  
in Michigan fun. At this point, he can't imagine going 
back to Germany. He doesn't have to, either. His 
contract continues for three years, with an optional 
extension.
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 digital.
wood.
works.

Welcome to tapio - the first digital solution platform 
for companies in the woodworking industry

tap. input / output.
tapio is the digital future within the 
woodworking industry - and this future be-
gins right now. tapio combines sophisti-
cated digital products for the woodworking 
industry with thousands of production  
machines and the inexhaustible supply of 
production material and tools. tapio 
pools knowledge from the areas of mechanical 
engineering, servicing, software and con-
sulting to make your work easier. tapio sup-
ports you with uniform solutions for all 
process stages– and makes your business pro-
cesses faster, more efficient and more 
reliable than ever before.

Open to partners. And good ideas.
tapio gives a home to all woodwork-related 
technological solutions. The digital solu-
tion space provides open interfaces to all 
partners, customers and technologies. As 
such, older machines can be integrated just 
as easily as our partners’ software solu-
tions or products made by other manufactur-
ers. With tapio we can work together to 
solve the digital challenges that lie ahead 
- and we are looking forward to it. 



www.tapio.one

See the individual aspect. Get the bigger 
picture.
Machine-based, non-machine-based, business 
process, production process - in times of 
radical digital change, many such separate 
terms fall short. Nowadays it really is 
more important than ever before to harmon-
ise all details and parameters along the 
supply chain - in other words, the entire 
process that takes woodworking to a new 
dimension throughout the production phase, 
the processes and the data streams. tapio 
can do this.

Solutions for the field. From the field.
Woodworking is a complex business. It goes 
without saying that an understanding of 
the demands of partners and customers is 
just as important as the development of 
technologies and trends. Yet what kind of 
digital opportunities present themselves? 
What will the end consumer want in future? 
And how will services develop? tapio em-
braces machine-based competence, software 
expertise, consulting excellence and  
service proficiency – and is committed to 
taking woodworking to a new level. 



THE HOMAG GROUP ON THE 
CAPITAL MARKET

In 2014, Dürr became the majority shareholder in HOMAG 
Group AG. A special general meeting of the HOMAG Group AG 
on March 5, 2015 agreed to the conclusion of a dependency 
and profit and loss transfer agreement between Dürr Tech-
nologies GmbH and HOMAG Group AG. Following this, the 
shareholders have been receiving compensation from Dürr 
Technologies GmbH since 2016 in the amount of EUR 1.18 
gross per HOMAG share, minus the sum of any corporation 
tax and the solidarity tax contribution. 

After a realignment of the segments at the German Stock 
Exchange, the shares of HOMAG Group AG have been  
listed in the “Basic Board of the Open Market” segment of 
the Frankfurt Stock Exchange since March 1, 2017. —

*Adjusted to new calculation method

GROUP KEY FIGURES

2016 2015 2014 2013

Order intake EUR m 1,165.3 1,058.4 911.4 * 833.8 *

Sales revenue EUR m 1,082.0 1,039.3 914.8 788.8

Investments EUR m 24.3 29.7 32.6 24.3

Employees as of December 31 6,126 5,906 5,659 * 5,114 *

In percent

SHAREHOLDER STRUCTURE AS OF MARCH 31, 2017

   55.85   Dürr Technologies GmbH

   22.05   Schuler/Klessmann shareholder group

   22.10   Free float
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YOUR SOLUTION

As an innovative partner for our custom-
ers, we think and act in solutions. We 
adopt a holistic approach and can supply 
everything from a single source. Our  
precise technologies and products, as well 
as our excellent service worldwide,  
allows us to meet the challenges of our 
customers.

We understand the connections in your 
operations and live industry 4.0. Our ma-
chines and systems are networked and 
combine efficiency, auto mation and maxi-
mum flexibility. In short: YOUR SOLUTION.
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