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Środowisko i Innowacje
Sp. z o.o.

Interview with Zbigniew Pik, Co-owner and Independent Proxy of Środowisko i Innowacje Sp. z o.o.

Taking care of the air we breathe
As technological advances and knowledge become known to the world, people learn more
about what is beneficial and what is harmful to them. Less than half a century ago, commercial buildings, schools and homes were being constructed using asbestos. Like other things
that are now in the past, humanity has learned that airborne asbestos does more harm than
good. There is a vital need to have companies in place that can remove past mishaps for the
improved health of society. Środowisko i Innowacje Sp. z o.o. specializes in asbestos removal
and is dedicated to maintaining the well-being of those living today.
Środowisko i Innowacje officially

novative idea and approach earned

got its start in 2007, but initially the

the company a lot of recognition

owners and operators thought the

in the industry. “In 2009, we took

company would focus on bio-diesel

our idea to the Innova Exhibition in

production. They quickly realized

Brussels and won the gold medal

that this idea was not in the best

for our unique revitalization ap-

interest of the forming company

proach,” says Mr. Pik. Środowisko

and changed to the asbestos re-

i Innowacje has also received a

moval industry. “The initial land we

bronze medal from a Paris expo

bought for the oil refinery had an

hosted by the French company,

old asbestos company on it,” ex-

Concours Lepine. Additionally,

plains Zbigniew Pik, Co-owner and

the company was recognized by

Independent Proxy of Środowisko i

Forbes Poland with a Diamond

Innowacje Sp. z o.o. “When we did

Award in the small company cat-

further research, we realized that

egory.

the future was in asbestos removal,

Some of Środowisko i Innowacje’s employees in full waste removal gear, ready to
effectively do their job

The company is only allowed to

waste treatment with plasma. The

operate in Poland, since Polish

company intends to research this

so the company decided to focus

The company also sets itself apart

legislation forbids the transporta-

waste treatment innovation further.

on that area of expertise.” This

by being the only landfill in Poland

tion of asbestos waste across

“We are a reliable, trustworthy com-

move proved to be the right one.

that operates its own removal,

borders. Nonetheless, on average,

pany that is making improvements

In 2008, the company purchased

transportation and disposal lines.

Środowisko i Innowacje employs 70

where we can, while remaining

“We are active in every step of the

people and will achieve a predicted

dedicated to fast and safe waste

future expansion. New offices were

process,” says Mr. Pik. “We are

turnover of 30 million PLN in 2015.

removal,” sums up Mr. Pik.

built and Środowisko i Innowacje

unique in that we have no daily

The bulk of the company’s work

achieved two ISO certifications –

limit on the amount of asbestos

comes from municipal tenders and

9000 and 14 000.

we can haul and dispose of.” The

is rounded out by companies that

usage of asbestos in Poland is still

deliver waste directly to the landfill

The land the company bought

high, with the estimate hovering

and by demolition contracts. For

was an old sulphur mine, so the

around 15 million tons. Środowisko

the future, Środowisko i Innowacje

powers that be decided to not only

i Innowacje is permitted to dispose

expects to command more of the

improve its community’s air qual-

of three million tons and has space

market share. The company is also

ity, but also wanted to revitalize

for five million tons more, making it

en route to becoming a publicly

the land and surrounding area that

capable of disposing of half of the

traded company. Furthermore, the

was destroyed by the mine. This in-

country’s asbestos waste.

firm also holds a permit for thermal

850,000

m2

of additional land for

EUROPEAN
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Środowisko i Innowacje
Sp. z o.o. Składowisko
azbestu
Dobrów 8
28-142 Tuczępy
Poland

 +48 882 099999
 +48 41 2605001
 office@sii.com.pl
 www.sii.com.pl
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Sii Sp. z o.o.

Interview with Emilia Iwinska, Head of Marketing & Sales Support, Sii Sp. z o.o.

Global technology services from
the heart of Europe
In the ultra competitive and ever-changing world of technology, envisage a company that can
solve all your IT and engineering challenges in a one-stop shop. Now imagine finding such a
company that can also offer an innovative, cost-effective, international service from the heart
of Europe, with highly motivated and talented staff and guaranteed system security. Based in
Poland, Sii Sp. z o.o. currently provides just such a service to over 100 clients in 20 countries
around the world.

Established in 2006 by CEO Gre-

testing and quality assurance,

entire project teams to the client,

the company supplies managed

goire Nitot, Sii Poland is the largest

engineering (mechanical, electri-

bringing with them exceptional

services for system maintenance

subsidiary within the Sii Group,

cal and embedded systems), and

levels of experience plus the flex-

and application management, both

which was founded in France

training. Within each of these ar-

ibility to optimize team size as

for Sii and third party installations.

in 1979. With its headquarters

eas, Sii can offer a range of coop-

required. The third service model

This ensures business continuity

in Warsaw and a further eight

eration models. Its specialists can

offers end-to-end project delivery

and security for the customer with-

branches across Poland, the com-

be outsourced on an individual

where Sii resources and manages

in a clearly defined service level

pany employs over 2,300 staff in

basis to augment a client’s exist-

the whole solution, bringing pro-

agreement. Sii’s employees work

a range of IT and engineering dis-

ing team, assigning highly talented

ject experience, and robust tools

in eleven cross-branch practices,

ciplines: IT applications, software

individuals on a flexible basis and

and systems while maintaining

each of which delivers solutions

development, IT infrastructure,

thereby mitigating employment-

transparency with effective com-

and services within a specific com-

service desk and user support,

related risks. Sii can also lease

munication and reporting. Finally,

petence domain.

›››

Sii has eleven practice teams, each of which provides expertise in a specialist
domain. Here, the team from Gdańsk
EUROPEAN
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The practice teams operate cross-branch. A team from Warsaw
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Sii Sp. z o.o.

››› Interview with Emilia Iwinska, Head of Marketing & Sales Support, Sii Sp. z o.o.

Sii has a wide portfolio, serving cli-

abroad and be much more vis-

ents from all sectors. A significant

ible in international locations.

proportion of its work comes from

We will be marketing heavily and

banking and financial services, tel-

expanding our team.” In terms of

ecommunications and media, the

its services, Sii intends to focus

automotive industry and electron-

on managing whole projects and

ics. Although the company cooper-

pro-moting its competence prac-

ates with other subsidiaries in the

tices. Its current client base is

Sii Group, its clients often prefer

primarily for-profit business and

to work directly with Sii Poland. In

Sii is aim-ing to expand its activi-

addition to competitive prices, Sii

ties into the public sector. The

Poland offers staff with extensive

company has set itself a target

foreign language skills and cultural

of a 20% increase in revenue in

awareness, who can travel to their

2016/17, no mean feat but based

clients easily from Central Europe.

on its current per-formance,

Customers from the United States,

clearly achievable.

Canada and Japan, as well as

Much of Sii Poland’s success

across Europe, have already ben-

stems from its business philoso-

efited from Sii’s approach. “I re-

phy. In addition to clear profit tar-

cently talked to a client who works

gets, Sii has a clear focus on cli-

with us in the UK and Nordic

ent and employee satisfaction, a

countries,” explains Emilia Iwin-

vision to achieve growth in excess

ska, Head of Marketing & Sales

of mar-ket expectations and stay

Support. “He was very satisfied.

ahead of the competition, while

The technical level is very good,

having fun and taking pleasure

and the English proficiency was

from what it does. These objec-

excellent as well. And ownership of

tives are under-pinned by a

the projects – he said we are more

number of core values such as

like a partner than a supplier.”

engagement, respect, flex-ibility,

Current projects include solutions

courage, transparency and of

for corporates such as UniCredit,

course, quality. “I am proud to

Nordea, Orange, T-Mobile, Dürr

work here,” states Ms. Iwinska, “I

and Thyssen Krupp.

love the atmosphere. Our mission

Sii branch in Gdanśk, founded in 2008, currently employs more than 500 engineers
and specialists

Specialist based in Sii headquarters in Warsaw

and objectives are clear to everySii has very clear plans to build on

one and they are really applicable

its outstanding success. “We are

in life.”

looking at worldwide expansion,”
says Ms. Iwinska. “We aim to gain
increasing numbers of clients from
EUROPEAN

business

›››

Practice team from Poznań branch, opened in 2010 and home to specialists and
project teams
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Sii Sp. z o.o.

››› Interview with Emilia Iwinska, Head of Marketing & Sales Support, Sii Sp. z o.o.

Teamwork brings innovation in Poznań

Extensive engineering expertise across all branches

In brief
Core Competence
IT applications (software development) and infrastructure, service desk and end-user support,
testing and quality assurance, engineering, training

Sii considers its greatest asset to
be the vast combined experience
of its employees. This, together
with its flexibility, profitability and
performance, clearly differenti-

Facts & Figures

ates it from the competition. The

• Founded: 2006
•	Structure: Shareholders – Gregoire Nitot, founder and CEO of Sii Poland 30%, Sii Group
70%
• Branch offices: Warsaw, Gdańsk, Poznań, Kraków, Łódź, Lublin, Katowice, Wrocław
• Employees: 2,300
• Turnover: 72 million EUR (2015/2016)

company attributes its remarkable

Products & Services

and a leading position in the indus-

Outsourcing (specialists and team leasing), end-to-end project delivery, managed services of
Sii or third party installations

success to the clarity and focus
on its mission, objectives and core
values, underpinned by its passion
for technology, which will undoubtedly ensure its continued growth
try well into the future.

❙

Target Groups

All sectors, including banking and financial services, telecommunication and media, automotive
industry, high tech and electronics; national and international/multinational clients

Fairs & Exhibitions
Trade fairs in UK, Scandinavia, Germany, USA, GET.NET Conference 2015
Philosophy

Profit, client and employee satisfaction, growing above the market & winning against our competitors, fun – pleasure from what we do

Future

Worldwide expansion, more international clients, more focus on end-to-end projects, expand
into the public sector
EUROPEAN

business

Sii Sp. z o.o.

al. Niepodległości 69
02626 Warsaw
Poland
 +48 22 4863737
 +48 22 4863734
 informacja@pl.sii.eu
 www.sii.pl
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Hotel Savannah ****
Deluxe
Interview with Andrei Antoniu, Hotel Director of Hotel Savannah **** Deluxe

A hotel fit for both
business and leisure
The attractive hotel entrance creates a
lasting first impression on customers

Spacious double rooms give guests
plenty of space to relax during their
travels

The hotel industry is finally picking up again after a long economic
recession. Families are starting to take vacations again, and businesses are resuming their routines of organizing off-site conferences
and sending employees around the world. Therefore, hotels must
provide an impressive array of amenities in order to keep up with
the competition, and Hotel Savannah, located in the Czech Republic,
does just that. Its luxurious facilities attract a clientele made up of
both businesspeople and families.
Opened in 2009, Hotel Savannah

ages typically include accommoda-

However, it also attracts an interna-

is a four-star deluxe hotel that of-

tion for a set number of days, se-

tional clientele of 10%, consisting

fers a wide range of features and

lect meals as well as access to the

mainly of people from Germany

services. In addition to its 77 guest

spa and casino. Because the hotel,

and Slovakia. The hotel welcomes

rooms, the hotel also has a large

spa and casino are accessible un-

a majority of business travelers

amount of space available for

der one roof, these packages are

during the week, but during the

events. Private functions can be

very appealing to customers. Hotel

weekend, Hotel Savannah accom-

held in one of Hotel Savannah’s

Savannah allows its standard deals

modates mostly tourists. Last year,

eight conference rooms. “Events

to be booked year round, while

Hotel Savannah achieved its high-

are an extremely important part of

other packages are seasonal. “We

est occupancy rate since it opened.

our business,” says Hotel Director

constantly create new package

Mr. Antoniu hopes to build on that

Andrei Antoniu. The conference

deals,” explains Mr. Antoniu. “The

success in the future. “Our goal is

areas can seat 100 to 250 people,

Valentine’s Day package is our spe-

to raise our occupancy rate by an-

depending on the room, and can

cial offer in February, for example.”

other 10 to 15% in the next couple

be used for meetings, receptions

Other deals include honeymoon,

of years,” he says. “We strive to

or any other group gathering. “We

health and cosmetic packages.

uphold our service standards and,
in turn, attract more customers.”

hope to host many more events in
Conference rooms are freqeuntly
arranged for large business meetings

the future,” explains Mr. Antoniu.

The hotel lies on the Czech side

With a diverse selection of ameni-

Guests can also take advantage of

of the Austrian-Czech Republic

ties and packages on offer, Hotel

the impressive spa located in the

border, and most of its customers

Savannah is sure to satisfy its cus-

hotel, which includes a 22 m by 8

come from these two countries.

tomers for many years to come.

m pool, sauna, beauty treatments
and Ayurveda healing remedies.
Additionally, the spa provides its
customers with a state-of-the-art
fitness facility filled with a variety of
exercise equipment.
Guests are also given the opportuThe indoor pool allows guests to unwind
during their free time
EUROPEAN

business

nity to purchase one of the hotel’s
customized packages. These pack-

❙

Hotel Savannah **** Deluxe
Trans World Hotels & Entertainment, a.s.
Chvalovice-Hatě 198
66902 Znojmo
Czech Republic

 +420 515 284084
 +420 515 262815
 hotel@hotel-savannah.com
 www.hotel-savannah.com
7

Remiva, s.r.o.

Interview with Miroslav Vala, Managing Director of Remiva, s.r.o.

Competence in compounding
In April 2011, a fire destroyed 99% of the facilities and most of the raw materials belonging
to the Czech company Remiva, s.r.o. By 2012 the plastic recycling specialists were back in
business with new production and storage facilities and new machines, the starting point for
new growth with a focus on plastics compounding.

View of the headquarters of the Remiva Group at
Chropynĕ, Czech Republic

On the way to being the number one, the
new compounding line

Detailed view of the final station
on the compounding line

Remiva is a name and a program,

the recycled EPS granules became

an acronym of REcycling and MI-

our main product. At present we

roslav VAla, the founder and head

manufacture 5,500 t of recycled

of the company. “Right from the

granules and chips which are in

start 18 years ago, we specialized

high demand with automotive

in plastics recycling and in the

industries, electronics, building

development of plastic materials,”

materials and packaging industries

are and we closely cooperate to

to three years we will triple the

says Mr. Vala. “Today, Remiva is a

across Europe. 90% of our turno-

fully meet their wishes. We market

capacity. Being the number one

group of three companies. Ceptum

ver of 7.4 million EUR is generated

the products via the Internet and at

in compounding in the Czech Re-

CZ specializes in the development

in Europe, 2% in India, China and

specialized trade shows such as K

public is our declared target for the

and production of new plastic ma-

other Asian countries and 8% in

in Düsseldorf.”

future. Moreover, we are looking

terials, test services and rental of

the domestic market.”

facilities. Miroslav Vala – MARCUS

High quality compounds manufactured to customers’ requirements

for a potential partner, who is interAt present the focus is on com-

ested in investing in our company,

focuses on the repair and refur-

It is the quality of the products

pounding and Remiva is investing

an experienced partner with new

bishment of shredders, granulators

which makes the difference. Remi-

heavily in new machines and new

product ideas.”

and smaller granulation lines.”

va has state-of-the-art facilities

facilities . “Compounding is more

and its own development and test

than a trend, it is a necessity,” Mr.

Remiva has a lot of experience

laboratories. Manufactured to cus-

Vala points out. “According to EU

with all sorts of plastic materials

tomers’ requirements, all products

regulations, as from 2017 compa-

and the company is especially

come with test certificates. Service

nies will have to take back recycled

well-known for recycling EPS,

is another success factor. “We do

granules and therefore they need

expanded polystyrene. “In 2006

not offer the best price, but the

to be compounded. We are build-

we were the first Czech company

best service,” underlines Mr. Vala.

ing a new hall, one of three we

to recycle EPS,” states Mr. Vala.

“I have excellent personal contacts

plan for the future. At present we

“Sold under the Remistyren brand,

to our customers wherever they

compound 500 t/year, within two

EUROPEAN
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Remiva, s.r.o.

Komenského 834
76811 Chropyně
Czech Republic
 +420 573 358 655
 +420 573 359 166
 info@remiva.cz
 www.remiva.cz
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Steinex a.s.

Interview with Vit Steinhauser, Member of the Board of Steinex a.s.

Czech flavour
Steinex a.s.

Mojmírovo náměstí 20
61200 Brno - Královo pole
Czech Republic
 +420 541 212065
 +420 549 211305
 info@steinex.cz
 www.steinex.cz

In order to be flexible, Steinex operates
its own fleet of vehicles

Meat plays an important role in Czech cuisine. Pork sausages, ham from Prague or Czech
roast pork, which is the basis of the country’s national dish, are known internationally.
Steinex a.s., based in Brno in the Czech Republic, is an expert in meat products. Thanks to
continuous research and development and investments in modern production equipment, the
company is able to provide products of unparalleled quality and for special needs. Vit Steinhauser, Member of the Board of Steinex and Financial and Import and Export Manager, is
positive that the company will be able to double its production in the coming years.

Today, Steinex is known mainly for
its sausages and for its ham products. The company uses a unique
production technology, MIM (meat
in meat). “We do not inject water
into the ham as most of our competitors, but we inject small parts
of minced meat into our cooked
ham,” explains Mr. Steinhauser.
“As a result, our ham contains less
water – and more meat means
more taste.” Another highlight of
the product program is Kreolis,
the company’s own label for Greek
extra virgin olive oil.

›››
EUROPEAN

business
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Steinex a.s.

››› Interview with Vit Steinhauser, Member of the Board of Steinex a.s.

The company’s production facilities

Steinex is known particularly for its sausages

The company draws on special production technology
in order to ensure the best possible flavour

“When we started importing the oil

Steinex was founded in 1994 as a

name stands for reliability and con-

year. “Our goal is to double our

in 2002, we were the first company

meat production company. In the

tinuity. We always try to achieve

production capacities and gain

to offer Greek extra virgin olive oil

beginning, the young business pro-

the best result for our clients. Last

opportunities from R&D,” says

nationwide,” says Mr. Steinhauer.

duced mainly for one major client.

but not least, our logistics chain is

Mr. Steinhauser. “We are in good

“Today, Kreolis is well-established.

In order to become more independ-

highly efficient, and we offer good

shape, and I am optimistic that

Innovation has always been an

ent, Steinex soon entered the retail

value for money.”

we will be able to open our new

important driver of our business.”

and HORECA markets. Today, the

Altogether, the product program of

business has a staff of 100 and

At present, the company’s pro-

enhance our international market

Steinex boasts 50 different prod-

unites five butcheries around Brno

duction capacities are limited, so

position.”

ucts. The variety of sausages and

(with another 28 people on the

a new facility is planned for next

cooked ham is unique. The com-

payroll).

facilities in around two years and

❙

pany’s daily production is between
18 to 20 t.

“We excel in quality,” Mr. Steinhauser explains the success of the

Steinex is a household name in the

company. “For example, recently

retail market and draws on many

we started to produce and sell hot

long-term partnerships. Recently,

dogs for gas stations. There, the

the dynamic meat expert added

sausages often stay in the heater

hot dogs to its portfolio, targeting

for many hours, which requires

petrol stations in the Czech Repub-

high-quality products. We cre-

lic, Austria, Slovakia and Hungary.

ated a special product which will

As the new products are a success

still be juicy and tasty even after

already, Steinex now aims to gain

long heating periods. Most of our

ground in Poland and the UK. “At

competitors are not able to supply

present, our export activities con-

comparable quality as the develop-

tribute around 10% to our annual

ment of such products requires

turnover,” says Mr. Steinhauser.

high investments in technologies

“For sure, there is much more po-

and know-how. As a family-run

tential for us abroad.” In addition

business, we are flexible and fol-

to its retail clients, the company

low a long-term-oriented strategy.

sells to Bidvest, a well-known sup-

We run our own fleet of vehicles to

plier of the HORECA and retail

be able to respond to our clients’

segments.

needs flexibly and quickly. Our

EUROPEAN

business

The company’s
product portfolio also includes several
snacks
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Ing. Petr Gross s.r.o.

Interview with Ing. Petr Gross, Managing Director of Ing. Petr Gross s.r.o.

Perfection in plastic parts
Identifying market opportunities is a proven means for economic success, as the Czech company Ing. Petr Gross s.r.o. well documents. Starting out as a small injection moulding shop
with three machines and a staff of eight, the company has developed into a medium-sized
business with 35 machines and a staff of 200, a competent partner for high-quality plastic
parts for demanding applications. Owned and headed by the namesake Ing. Petr Gross, the
Czech plastics specialist owes its success to the flexible reaction to market trends and to ongoing investments in state-of-the-art technology.

“It all started in 2001 with a

name, Ing. Petr Gross. “Parts for

and Bosch had gone to China for

Today, the company has a staff of

competition in Milotice,” says

white goods were the first prod-

production. So we concentrated

200 and generates turnover of 320

Mr. Gross, Managing Director.

ucts we manufactured, mainly for

on the automotive industry and

million CZK, about twelve million

“A competition about injection

coffee machines and kettles for

invested in new technologies and

EUR. Ing. Petr Gross has its own

moulding, and I was the winner.”

Siemens and Bosch,” explains

new machines to cope with the

tool shop with a staff of 45 plus five

Mr. Gross was no newcomer to the

Mr. Gross. “Then there was an

challenge of rapid development.

specialists for development. “90%

trade. He had a lot of professional

opportunity to make automotive

For example, we introduced two-

of our products are made for the

experience, and at the time he

parts, and we started manufactur-

component injection moulds, and

automotive industry,” states Mr.

was Managing Partner of a plas-

ing technical parts and lighting

we were the first in the Czech

Gross. “Lighting technology and

tics processing company. He sold

components for cars. By and by

Republic to offer three-component

optical parts are our specialty.

his shares in that company and

we realized that there was no

injection moulds.”

founded a new one bearing his

future in white goods as Siemens

Lighting components for cars, an Ing. Petr Gross speciality
EUROPEAN

business

›››

Plastics for demanding applications, special components for the automotive industry
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Ing. Petr Gross s.r.o.

››› Interview with Ing. Petr Gross, Managing Director of Ing. Petr Gross s.r.o.

We have invested a lot of money

marketing. We are well known, and

in this technology, and we are

suppliers of lighting systems are

leading the way in Europe today.

aware of our competence. They

For example, we manufacture

keep placing orders. We have the

thick-walled lenses for Bentley,

latest technology, a highly expe-

Jaguar and Range Rover. We also

rienced and motivated staff, and

develop our own products such as

we always try to meet customers’

automatic snow chains, which can

requirements promptly. We want to

be easily adjusted to the wheels of

further optimize operations to re-

cars or trucks.”

duce production time and cost. We
have an eye on market trends and

Czech automotive suppliers are

invest in new solutions. You never

the main target group of Ing.

know what the future will bring. All

Petr Gross. “We have hardly any

you can do is react flexibly to the

exports, as almost all carmakers

market, and that’s exactly what we

have Czech facilities,” underlines

do, now and in the future.”

Mr. Gross. “We can also do without

EUROPEAN

business
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Lighting technology and optical parts, such as thick-walled lenses, are part of Ing.
Petr Gross’s product spectrum

Ing. Petr Gross s.r.o.

Milotice nad Bečvou 96
75367 Milotice nad Bečvou
Czech Republic
 +420 581 110507
 +420 554 213814
 info@ipg.cz
 www.ipg.cz
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Eurobox d.o.o.

Interview with Damjan Krajc, CEO of Eurobox d.o.o.

Thinking outside the box
Reliable packaging solutions are critical components in the
entire food safety process. Today, as food distribution networks
globalize more and more, packaging plays a pivotal role in ensuring the final product is secure, fresh and safe for consumption. Eurobox d.o.o. in Cerknica, Slovenia, fully understands
the needs of the food industry. The company specializes in the
production of cardboard packaging products that match not
only the high standards of the food industry.
For more than 25 years now, Eu-

robox has been a completely

robox has been synonymous with

family-owned company,” explains

cardboard boxes. “We have always

Mr. Krajc. “We consider this struc-

focused on boxes made of cor-

ture to be a great advantage as it

rugated cardboard,” stresses CEO

is characterized by lean structures

Damjan Krajc. “Over the years, the

and a very straight approach.

Italy, and well-selected dealers

Due to its expertise, customer-

market has changed fundamental-

Compared to bigger competitors,

build the basis for the production

orientation and flexibility, Eurobox

ly. We have always followed those

we are simply more flexible and

and distribution of different kinds

is a much sought-after partner of

changes and adapted quickly. This

quicker to realize customer needs.

of boxes including laminated,

the food, automotive, electronics,

extraordinary flexibility has been

Based on this approach, Eurobox

die-cut and gift packaging, card-

glass and plastics industries that

essential for our constant growth.”

has grown continuously over the

board pellets, and special corner

looks to the future with a lot of

last few years. Today, we employ

protection systems. 40% of them

optimism and ambition. “We are

Eurobox was founded in 1988 by

more people and operate interna-

are sold abroad, mainly in Austria,

going to focus on higher product

Franz Krajc and a partner; ten

tionally. As it was sometimes chal-

Germany, Italy and Denmark. “De-

quality,” states Mr. Krajc. “At the

years later, Damjan Krajc joined

lenging to control these dynamic

pending on individual needs, every

same time, we will cooperate with

the company. “Since 2001, Eu-

processes, there has been a lot of

single day, we produce around 80

customers with more challenging

reorganization in recent

different boxes in different sizes

requirements. Our vision is basi-

years.”

and models,” sums up Mr. Krajc.

cally very simple. Every day, we

“As clients’ needs are always

need to be better.”

Today, Eurobox has 85

changing, most boxes are custom-

employees and recorded

ized.” Thanks to its own research

turnover of nine mil-

and development department

lion EUR in 2014. For

and cooperation with well-known

2015, a further increase

paper institutes, Eurobox regularly

to ten or eleven million

launches new products. Two years

EUR is expected. Two

ago, it introduced reusable boxes

plants in Slovenia, sales

from polypropylene that are in high

offices in Austria and

demand today. “We strive to use
different materials to better protect
the products,” adds Mr. Krajc.

Customized packaging solutions often require thinking
outside the box
EUROPEAN

business

“This is extremely important in the
food industry, for instance.”

❙

Eurobox d.o.o.
Podskrajnik 33
1380 Cerknica
Slovenia

 +386 1 7090590
 +386 1 7090599
 info@eurobox.si
 www.eurobox.si
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SVUS Pharma a.s.

Interview with Lukáš Jirka, General Manager of SVUS Pharma a.s.

Packaging pharmaceuticals
Many state-owned enterprises had to reinvent themselves or face closure after the fall of
communism in Eastern Europe. In the case of the former state institute for glass research
in Hradec Králové in the Czech Republic, that reinvention has been highly successful. Privatized in 1992, its new owners decided to use the clean rooms that had previously been home
to optical glass research for pharmaceutical contract packaging instead. Since then, SVUS
Pharma a.s. has become one of the Czech Republic’s leading contract pharmaceutical manufacturers and has even launched its own range of products under the Farmax brand.

SVUS Pharma is regularly inspected by clients and the
regulatory bodies

SVUS Pharma started out modestly

hard aluminium film or a combina-

in the beginning. Having obtained

tion of aluminium foil and paper.

the necessary certifications, it

“In itself, we do not perform very

focused on boxing and labeling

complicated operations,” says Mr.

blister packs for the Czech market.

Jirka. “Aside from observing strin-

“At first, we did everything manu-

gent hygiene requirements, the

ally,” says General Manager Lukáš

technology involved is not that so-

Jirka. “Later, as demand for our

phisticated. However, you do have

services increased, we were able

to be well organized and control

to buy blistering lines and offer

the flow of activities down to the

primary packaging of non-sterile

last detail. We are also regularly

solid dosage forms.” Gradually, the

inspected both by clients and the

business grew so that today SVUS

regulatory authorities.”

Pharma offers a full service encompassing packaging, warehous-

SVUS Pharma has the infrastruc-

ing, logistics and dispatch.

ture and facilities to cater to any
type of client. The General Man-

SVUS Pharma packages generic medicines under strict
clean room conditions

One of SVUS Pharma’s blister packaging lines
EUROPEAN

business

“We offer primary packaging in

ager prefers to have five or six ma-

blisters of all solid pharmaceuticals

jor customers whose businesses

and food supplements including

are diverse enough for there to be

tablets, caplets and capsules,”

no conflict of interest: “The ideal

says Mr. Jirka. “Our blister lines

client from our point of view takes

can package pharmaceuticals

advantage of all the services we

bought in bulk into blisters of vari-

have to offer. We can also offer our

ous sizes and configurations.” The

distribution network, as well. We

blister packs are made up of a

have our own sales organization in

variety of thermoforming materi-

Central and Eastern Europe. We

als such as PVC, PVC/PVDC, PVC/

are also accustomed to handling

Aclar, PP, PE and POP while the

complex operations.

blister lids can be made of soft or

›››
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SVUS Pharma a.s.

European Business
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››› Interview with Lukáš Jirka, General Manager of
SVUS Pharma a.s.

SVUS Pharma a.s.

Smetanovo nábřeží 1238/20a
500 02 Hradec Králové
Czech Republic
 +420 495 736111
 +420 495 214192
 svus@svus.cz
 www.svus.cz

SVUS Pharma has a team of field sales representatives visiting pharmacies to sell
its range of proprietary generic products

For example, we can store a mil-

known names such as Maxicor,

lion vials of oncology medicine

Folgravid and Preventan.” Propri-

and deliver them in small batches

etary brands of generic medicines

across Europe in a few weeks. That

are seen as a growth area for the

means we have to organize the

future. The Preventan range of

appropriate packaging, label them

dietary supplements is already

in the right language and organ-

worth 2.5 million EUR each year.

ize transport. We are very flexible

“We have e-shops in each country,

in that respect and can even offer

advertising across a range of chan-

just-in-time delivery.”

nels and a field sales force visiting pharmacies,” says Mr. Jirka.

CONTACT US!

+49 5971 92161-801
EUROPEAN

business

In addition to contract manufac-

Turnover from both activities is ex-

turing on behalf of other clients,

pected to reach 13 million EUR in

SVUS Pharma also packages

2015 with a rise to 20 million EUR

its own products for distribution

targeted for 2020. “The market is

under its own Farmax brand.

looking very positive for us with our

“We manufacture a number of

two-pronged B2B and B2C model.

proprietary products under the

We hope to attract investors to pro-

Farmax umbrella,” says Mr. Jirka.

vide the capital needed to acceler-

“This includes a number of well-

ate our growth.”

❙
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Armex Energy a.s.

Interview with Ivo Pavelek, Director for Strategy and Development at Armex Energy a.s.

Putting customer service first
Since the liberalization of the EU energy markets, more companies have set up as energy
providers and compete largely on the basis of price. As such, most pare back on anything
that pushes prices up. This means that most have cut back significantly on their physical
presence so that customers can only access support online or via a telephone hotline. An exception is Armex Energy s.a. in the Czech Republic. A key part of its strategy is setting up a
network of customer contact points to ensure that it does not leave its customers in the cold
while keeping them warm.
Armex Energy celebrated its tenth

energy and gas supplies. That was

anniversary on 1 April this year

one of our goals, and I am pleased

and looks back on a decade of

with the progress we have made

steady growth. Director for Strategy

so far, but we still have some way

and Development Ivo Pavelek has

to go to meet our target of 100,000

clocked up twice that amount of

clients.”

time in the energy industry and still
finds its development fascinating:

Armex Energy hopes its network

“I joined Armex Energy in 2013. It

of customer contact points will

still felt like a new company with

persuade more end users to sign

new ideas, which is why I was mo-

up for its services. Establish-

tivated to make the move here.”

ing the network was one of the

Director for Strategy and
Development Ivo Pavelek

company’s medium-term aims,
Armex Energy still ranks as a

and it now numbers 22 individual

relative newcomer to the energy

service points, mainly in northern

sale of gas boilers through the cus-

for apartment buildings or office

market and is still working to gen-

and eastern Bohemia and south-

tomer contact centers. “We already

blocks,” says Mr. Pavelek. “Heat-

erate new business with end con-

ern Moravia. With the growth of

have a company in our holding

ing strategies in the Czech Repub-

sumers and business customers

this network, the ranks of Armex

group that is focused on servicing

lic are changing in recognition of

in energy and gas supply. In the

Energy’s employees have swelled

gas boilers, and we aim to estab-

the fact that the supply of brown

beginning, it focused only on small

rapidly. The workforce numbered

lish a sales network to complement

coal is dwindling.”

and medium-sized companies,

88 at the end of 2014 but has now

this activity,” explains Mr. Pavelek.

but after five years, it also added

risen to 118. Turnover in 2015 is

The other project is similar to the

products for private end consum-

expected to rise to 1.3 billion CZK

first but larger in scale. “We in-

ers to its portfolio. “Since 2011 we

(47 million EUR) in 2015. “After

tend to build much larger boilers

have opened up activities in the

just ten years in the market, we

gas market as well so that we can

already rank among the top ten

now also supply gas to our custom-

energy and gas suppliers in the

ers,” says Mr. Pavelek. “Initially

Czech Republic,” says Mr. Pave-

growth was slow with 10,000 end

lek. “We also have plans to expand

consumers won as customers by

our areas of activity in the future.”

2013. Now that figure is growing
more quickly, and we now serve

There are currently two projects in

35,000 private households with

the pipeline. The first concerns the

EUROPEAN

business

❙

Read the full article at
www.european-business.com

Armex Energy a.s.
Folknářská 1246/21
405 02, Děčín
Czech Republic

 +420 412 516688
 +420 412 512784
 energy@armexenergy.cz
 www.armexenergy.cz
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VWS MEMSEP s.r.o.

Interview with Damien Cyril Léonard, CEO of VWS MEMSEP s.r.o.

Water treatment
project managed
Water quality in industrialized nations is generally taken for granted. However, the process
for achieving high standards of cleanliness and purity is not so straightforward and it requires
significant expertise to ensure that the treatment process results in water that is safe to use
while not adversely impacting the environment. VWS MEMSEP s.r.o., based in Prague, designs and project manages the installation of water treatment plants within the Czech Republic, Eastern Europe and beyond. This year, MEMSEP celebrates its 25-year anniversary.
MEMSEP offers a broad range of

where the company designs the

solutions for water treatment in a

plant and arranges for the supply

Léonard, CEO. “We have tremen-

“Although we have tough competi-

range of industries and brings these

of components to ensure only top

dous engineering competence and

tion, in terms of investment it is

to life by project managing installa-

quality materials are used. A local

are able to innovate new treatment

quite stable and I see some good

tions. Historically, its main clients

partner then installs the plant, after

solutions.” This is primarily due to

activity in the years to come.”

have been in the power industry

which MEMSEP commissions the

skills of the MEMSEP team. “Our

within the Czech Republic but in re-

equipment and provides the guar-

strength is in our people,” con-

cent years the company has started

antee that the plant meets all re-

tinues Mr. Léonard. “On the one

to build up a customer base within

quired standards. The company is

hand, we have process engineers

other segments such as phar-

thus able to add value through the

designing solutions for clients,

macy, food and beverages, and the

combination of its expertise in both

and on the other we have project

chemical industry. As a secondary

design and project management.

managers who are able to bring to

activity, it also undertakes pipeline

projects,” explains Damien Cyril

life what the engineers conceive.”

construction projects in the public

Project sizes vary, usually within

Future growth is dependent on cli-

sector. With its technologically in-

the range of one million EUR up to

ent investment in water treatment,

novative solutions, MEMSEP is also

six million EUR; the largest project

however the signs are positive,

in demand in the export market,

undertaken to date was 25 million

especially in the Eastern European

particularly for projects in Russia,

EUR. “We are proud of our capacity

export market, for example Serbia,

the Ukraine, and in Eastern Europe,

to undertake such large, complex

Romania and Hungary. “I expect

Installations are kind to the environment and contribute to a sustainable future

EUROPEAN

business

growth,” concludes Mr. Leonard.

❙

VWS MEMSEP s.r.o.
Sokolovská 100/94
18600 Prague 8
Czech Republic

 +420 251 561468
 +420 251 561469
 vwsmemsep@memsep.cz
 www.memsep.cz

MEMSEP engineers innovative solutions for water treatment
plants, tailored to its clients’ requirements
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