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-OMING OF AGE
What opportunities will the
development of the electric

5Nip bring?

SAFE JOURNEY
'he safe transportation of
wind turbines is unaer
increasing scrutiny

FRESH INSIGHTS

Joining forces with universities

advances
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Sovon launching
stainless steel
sliding yacht doors

- T ‘.
Cheap costs with
high-end quality
Hugely successful
over the last

SCVEL YCars

Zdzistaw Nietupski, founder

“Just a few years ago, Kotniz employed
84 people; today we have 210," begins
Sebastian Nietupski, managing director

and son of founder Zdzislaw Mietupski. The
company was eéstablished in 1978, initially for
the implementation of installations and gas
grids, before applying its skills to a variety of
industries including baollers, electronic control
units and automobiles and finally, in 1988, it

| started marine hardware production. For the

first half of its life, under Poland’s Communist
government, Kotniz was required to remain no
larger than 15 employees. Following political
changes in the early 1990s this restraint was
withdrawn and the company grew steadily until
2004 then rapidly since.,

The company's first contact with the maritime
industry was in 1998, producing acid-resistant
steel accessories, but it was in 2005 that Kotniz
focused on the sector exclusively. Today its
product portfolic includes a wide selection of
yacht and motorboat accessories, sliding and fire
doors, steering wheels for yachts and furniture.
One of the most recent additions to its range
are stainless steel sliding doors. "During 2008
we launched our sliding doors range, initially in

| aluminium sulted for standard boats up to eight
metres in length,” Sebastian elaborates. "We

noticed, though, that nowadays stainless steel
products are quite popular for luxury yachts

of 50 metres or more yet there are only a few
suppliers of them in Europe, and often they are
very expensive. As we already have experience
with aluminium sliding doors and have a good
production capacity of up to 200 doors monthly,

i we decided to produce a stainless steel version.

It will be launched at Marine Equipment Trade
Shows (METS) in Amsterdam next year.”

Kotniz attnbutes its success, particularly over
the last six years, to three key performance
targets. The first of these is its quality, which
the company expects in its suppliers as much
as its clients expect from Kotniz. It sources
stainless steel tubing from Italy, for example,
which despite requiring more capital cost
guarantees more consistent durability, Moreover,
its location in the east of Poland means it has
received a great deal of funding from UAE-based
investment, thereby enabling it to purchase the
best CNC laser cutting, CNC bending and CNC
milling machines. The success of this decision

Fiting in

to focus on quality can be seen in its annual
guarantee claims statistics: of the 10,000 s=t= o
items it produces per boat per year - from 500
kilometres of tubing amongst other raw materas
- only 0,01 per cent result in guarantee clasms
The second key performance target s to ofer
clients a fair price for the high-end guality w=s
which Kotniz has established itself. Its situation
in Poland is once again a great benefit in thes
respect because labour prices are much lowes
than those of many west European countries,
reducing overall cost without compromising
on quality. The third key area where it has
succeeded Is that it offers timely delivery usag
just-in-time production methods, meaning s
standard turnaround time Is 60 days but it s 28
able to create units for emergencies within 2 fem
days.




total production capacity to be represented by a
single customer. Now, with the market picking up
once again, the company is in an ideal position.
A long history of experience in various
industries has taught the company that flexibility
and adaptability is crucial to long-term success
and so the Iintroduction of its new sliding doors,
as well as fittings such as leather covers for
various furnishings, attempts to broaden Kotniz's
product portfolio. Yet, as Sebastian points out,
the future also depends on expanding the reach
of these products: "Our target is to grow our
staff roster to 250 people and our client list
to cover most of the important customers
throughout Europe. This is the first step of

Sebastian Nietupski,

my strategy. The second step is to find good managing director
customers globally, particularly in the countries
"Qur strategy is to improve our production where many maritime companies are looking
processes, possibilities and range of products toward, such as Brazil because the country has
avery year,” says Sebastian. "For example we been recession-proof. Poland has been similar
recently began working to implement lean thanks to its cheap costs so, as a Polish company,
manufacturing processes so that we can produce this is the time now for Kotniz." 4

goods faster without losing out on product
guality. I have also opened a new depariment:
a production and logistics team made up of four
people whose only responsibility is to look for
cost savings throughout the manufacturing and
delivery process. It's already discovered ten per
cent in cost reductions; that's a big amount from
my point of view and enjoyed by our clients too.”
Given the speed with which Kotniz has grown
- pearly tripling its employees over seven years
to keep up with production demand - its business
has been generally good, even throughout a
recession that saw its turnover shrink by 50 per PRODUCTION OF
cent. In 2008 the company found it necassary ONLY TIG WELDED
to reduce staff but careful management and a STAINLESS STEEL

) < TUBES - SPECIAL
commitment by Sebastian and his father meant MIRROR POLISHING

anly ten per cent of jobs were lost in the end. FOR BOAT INDUSTRY
Catastrophe was also prevented by Sebastian’s —. Lol & —ounudi

. oy | Tubinox erf 5 a family run Comgpany
choice of not allowing more than 30 per cent of L e ke s o | PrOViding quality tubes and a very flexible

sarvice, Our product range s made up of
round tubes exclusvely with middle o small
diameters from & mm to 88.9 mm with wall

thickness from | mm up to 4 mm

TG welding = used in all production and
Irm 24 mm oulside daameter ralling af weld
bead is done.

Viie fave owr own palishing department,
specialising in grinded and mimor polish
finishing, very highly apprecigted in the boat
indusiry application. Each tube with this kind

ot surtase s protected wiln a plashc slesve

TUBIMGX sri Thi whole production 15 checked with Eddy
LOCALITA' GERA Cument technology and un-annealed.The
22030 EUPILID (Co) standard length for delivery s & meters; an
ITALY demanid it is howaver possible to daliver
Tel. +39031 644523 different lengths
Fax +3 | The tubes are marked with the stainless
Ermail-uiba ot uibe o nist steed guality, melt niember, dimension and
tubincxditiscalinet, it the operators imitials
wanwr. Tubimoo el O demand unmarked tubes can be suppleed
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