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Technical changes reserved

Newsletter

Dear Reader,

We're happy to inform you about
a number of interesting develop-
ments at BMA Nederland. We
have made some organizational
changes, opened a new subsidi-
ary in China and set up a new
service concept.

Apart from that, BMA Nederland
has participated in a number of
international exhibitions: Potato
Russia 2007, Polagra 2007 and
the International Potato Process-
ing & Storage Convention in
Calgary, Canada.

If you have any remarks or
recommendations, please do not
hesitate to inform us.

Best regards,
Jurrien Overheul

Sales Director
BMA Nederland BV

Exhibitions

FOODPRO INDIA 2007
Chennai, India
24—27 November 2007

INTERPACK 2008
Dusseldorf, Germany
24—30 April 2008

salon
international
process
alimentaire

17-20 NOV. 2008
PARIS-NORD VILLEPINTE

IPA 2008
Paris, France
17—20 November 2008

Ready for the Future!

In order to better respond to the needs of a
growing multi-national customer base, BMA
Nederland has outgrown its former
structure which was divided according to its
various brands. The result was a new
functional structure with one Managing
Director (Bernd Stolte) and centralized
departments with their own departmental
heads, respectively for:

Operations (Wiebe Schmitz)

Finance/HRM (Etienne Rijntjes)

Sales (Jurrien Overheul)

Engineering (Erik van Loon)

Apart from this structural change, the existing
product portfolio was also analyzed and a
comprehensive research and development
program was launched. The company has put
many improved or newly developed products
onto the market, such as a newly-developed
vacuum frying system for potato chips and a
new generation of freeze tunnels with many
improved details. The updated product
portfolio is an expression of the strong
intention to respond to market requirements.

The new structure for BMA Nederland was set

up by using a three-step approach:

1. Who are the customers and what do they
need?

2. What product or service offerings will meet
the target segments need and offer a
sustainable competitive advantage?

3. What strategies and programs, resources,
capabilities and processes are required to
develop and implement effectively the
product or service solutions?

A continuous improvement process has been
established which ensures that BMA
Nederland will keep adapting to shifts in its
markets and its environments.
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New BMA Subsidiary in China

The BMA Group has opened a sales and
service office in PR China. The new company
will be managed by Mr. André Wendt and is
located in Kunming, Yunnan Province.

China has become more and more important
as a market for the BMA products in recent
years. In the nineties BMA sold the first potato
chips lines and many single machines into the
Chinese sugar industry. The first modern
sugar refinery in China, with key process
equipment from BMA, was commissioned last
year and at this time BMA is commissioning a
potato chips line.

BMA already has sales and service offices in
Greeley (CO), USA and Tunis. The new office
in Kunming underlines the importance of the
Chinese market for both the German and the
Dutch BMA business units.

Head Office of BMA Nederland BV in Woerden, the Netherlands.
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Polagra 2007
Poland

The Dutch Ministry of Economic Affairs
organized a collective participation in
Polagra 2007, from 17 until 20 Septem-
ber 2007 in Poznan, Poland. This exhibi-
tion is the most Important fair for the
food industry in Central and Eastern
Europe, with a representation of all main
suppliers in the food (and dairy) industry.

Teun van Loenen and Peter Plooij of
BMA Nederland joined 13 Dutch compa-
nies in the Holland pavilion of Polagra.
The key products of BMA Nederland
were promoted: the potato processing
machinery as well as the cheese treat-
ment equipment of Elten Systems. Many
interesting potential clients and suppliers
were met.

International Potato Processing &
Storage Convention 2007, Canada

Pleun Lagendijk of BMA Nederland has
participated in the International Potato
Processing & Storage Convention 2007 from
10 until 12 October in Canada. This yearly
event was located in Calgary, an important
agricultural area with large factories of
processing companies such as Agristar,
McCain and Old Dutch. Mr. Hans Schmidt of
BMA Americas Ltd participated for the first
time on behalf of the BMA group. He has
learned about the sales possibilities of our
products in the USA and Canada. Dr. Mirko
Loéhn of BMA AG has given an interesting
speech about vacuum frying, which received
a lot of attention from the Food Innovators.
The group of participants consisted of a pro-
fessional mix of producers, processing com-
panies and suppliers. Many interesting con-
versations have taken place at the stand.

Potato Russia 2007
Russia

From 21 until 23 August, BMA Nederland
was present at Potato Russia 2007 in the
All-Russian Exhibition Centre in Moscow.
This leading event was held in Russia
for the first time and brought together all
the sectors involved in the potato value
chain.

In order to further developing its activities
in Eastern Europe and Russia, BMA
Nederland shared a stand with KEY
Technology. Jurrien Overheul and Peter
Plooij went to this exhibition. It was
convenient that KEY Technology as well
as BMA Nederland had a Russian
speaking sales manager on the stand.
Many leads were gathered.

Service over the whole product life cycle !

BMA'’s new service concept L
The elimination of unplanned production
stops due to equipment break-downs on
the one hand, and the reduction of fixed
costs for maintenance staff and spare
parts on the other hand, form a dilemma
for many food processors today.
Standardization of machines and spares
parts, e.g. by using the same brand of
valves or pumps in all manufacturing
facilities companywide are one approach
to reduce the complexity of maintenance.
However, a close cooperation with the
machine suppliers is also important.
“Service over the whole product life
cycle” is a concept that is increasingly
being picked up.

evels of after-sales service

Reactive repair service: repairs only take
place when the machines break down.
Pro-active field service: preventive
maintenance on the basis of machine
condition, age of wear-parts and service
check-lists.

Productivity improvement service: this
goes beyond mere mechanical
maintenance and repair and comprises
the modernization of assemblies based

on maintenance documentation
(“weakest link”), software updates,
retrofit of new subsystems, capacity

increase by elimination of bottle-necks,
the adaptation of the machine to new
products, training of operators and
process improvements.
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Minimized handling costs

BMA strives to minimize costs for tender-
ing, ordering, order processing and
transport for the customer and for BMA.
One important item in this context is the
service software. BMA is setting up a
common ERP software-platform
(ProAlpha) for all companies of the BMA
group. The ERP system software
controls all internal actions along the
internal supply chain and is an important
tool to build up an efficient order
processing process. In the future, the
local sales and service offices of BMA
will also be integrated in the BMA
IT-network.

The second measure to reduce the
handling costs are local stores for spare
parts. The most common spares are
stored in the local service offices and

therefore time-consuming import
procedures are eliminated. Where
possible, bought-in spare parts are

sourced locally so that import duties are
saved.
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