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Dear Readers,

The preparations for DREMA and FURNICA trade fairs are in full
swing. Over 800 companies are known to take part, and they will be
presenting their offers on an exhibition area exceeding 35 000 m?.
Today over 50% of this area has been booked. Such an interest in
the fairs is the result of the previous edition’s success, owed — among
others — to the hard work of the organization team. As they say about
themselves in this edition of the DREMA-FURNICA News magazi-
ne, they are a dream-team enthusiastically completing even the most
difficult tasks. As a result, the fair participants are offered an even
more modern product transcending the set patterns.

The schedule of the next fair edition looks very interesting. It is
discussed on the following pages of our magazine. You can find there
the announcements of professional sector debates, the most promi-
nent of which is the Polwood Forum touching upon the most impor-
tant problems facing the entrepreneurs in the wood sector, as well as
numerous competitions and an invitation to take part in a unique
project — The Furniture Factory Live. Next year it will take off with
even more speed ahead and — as the organizers announce — it will be
even more interactive.

Apart from the professional organization, the economic upturn also
contributes to the success of the fair. The representatives of the largest
sectoral organizations, of the Ministry of Economy, and of the exhi-
bitors themselves talk in our magazine about the opportunities and
threats to the wood and furniture industry. You can also learn from
them how they benefit from their participation in the fair.

We would like to encourage you to get acquainted with the offer of
MTP prepared for exhibitors. In order to make your participation
in the fair most effective it is well-advisable to take advantage of the
services offered by the Congress Centre, the Stand Construction De-
partment, as well as of different forms of advertising, it is also well-
worth to learn the new rules for the organization of matchmaking
meetings. And when you finally call it a day, we recommend an
outing to the city.

We wish you a pleasant read and many successful fair meetings.
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Looking ahead

TOMASZ KOBIERSKI
Vice-President

of the Management
Board of MTP

What is the position of Poznari International Fair in the trade fair
sector in Europe?

Europe is the cradle of fair industry, it is enough to have a closer
look at the powerful fair centers in Germany or lItaly. We are
doing well against such backdrop, we rank 26th in the world
with respect to the exhibition area. We organize a number of
business events reckoned with on the European market. | can
proudly name such famous events as BUDMA, DREMA, POLEKO,
POLAGRA FOOD or ITM Poland.

What is the importance of Poznan International Fair for Poznan itself?
The fair contributes to the development of the city, almost 600
thousand guests visit Poznan annually, and they leave 1 billion
Polish zloty in restaurants and hotels alone. What is more, our
company is the showcase of the region, contributing to the
promotion of Wielkopolska Province and Poznan both in Poland
and in the world.

What do you imagine the company will look like in 20 years’ time?

In our part of Europe the economy changes very rapidly, therefore
| believe that constant keeping track of market trends is essential.
IT is undoubtedly the future of our industry. We are constantly
modernizing the infrastructure of the fair grounds, so that it was
convenient and satisfied the world's standards. | may add that we
have just accomplished the installation of the central vacuum-
cleaning system located in the floor, which will allow our exhibi-
tors to reduce the costs of fair-participation. The fair, regardless of
the industry sector, needs a change of the formula every couple
of years, in order to adjust to the requirements of its participants.
As a company we try to be our customers’advisors as regards the
best selection of appropriate marketing tools.

What is the significance of DREMA and FURNICA trade fairs in the cata-
logue of Poznan International Fair products?

DREMA and FURNICA are among the best-developing busi-
ness events organized by Poznar International Fair. They rank
third in Europe with respect to their size. It is a perfect exam-
ple of a professional tool of a strictly business character, which
integrates the participants of the investment goods market
for wood and furniture sectors.

Which factors are conducive to the development of such fairs?

In this sector the quality of contact and the effective use of
time spent at the fair are most important. As the organizer of a
professional business events we do our best to make sure that
the costs incurred by the fair participants were a high-return-
rate investment. Therefore our main goal today is not so much
the sale of exhibition area, but rather the creation of the most
comfortable conditions for achieving the marketing goals of our
Customers. For DREMA and FURNICA, a big step was the change
of the formula of professional visitors'servicing.
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DREMA, FURNICA QUO VADlS’

From 31 March to 3 April 2009, Poznan
will host the International Trade Fair of
Machines and Tools for the Wood and
Furniture Industries DREMA as well as the
International Trade Fair of Components for
Furniture Production FURNICA. How will
these events be organised?

DREMA and gaining international reputa-
tion FURNICA, which are held simultane-
ously in one location, are now part of the
regular agenda of all professionals in the
wood and furniture industry. Once a year,
suppliers of products for the industry come
to Poznan from all around Poland and from
abroad to meet CAPEX decision-makers.
However, four days of trade fair are only
the final stage of the intensive preparatory
works, both for exhibitors and organisers.
And those four days are bound to be very
attractive. During the next year’s edition,
over 800 companies will showcase their of-
ferin an exhibition area of over 35 thousand
square meters. Half of this area has been
booked already.

Trade fairis not all about eye-catching stands
and extensive portfolios of exhibitors — it also
offers interesting programme of conferences
and seminars, as well as interesting exhibi-
tion spaces. The 2009 edition will see both
of them. Preparations for the launch of the
Furniture Factory Live are already underway,
and the word has it that this unique pres-
entation will be even more interesting that
last year’s. The 3rd Economic Forum of the
Polish Wood and Furniture Industry Polwood

Over 21,000 professionals visiting the DREMA and
FURNICA trade fairs in 2008 became familiar with
the offer of over 800 companies from 21 countries.
These events are the most important wood and
furniture industry fairs in Central and Eastern Europe
and Southern Europe. Practically all leading brands
from all over the world sent their representatives to
take part in both events. These fairs receive a lot of
attention in the media. They are of interest not only
to the industry press, but they are an inspiration for

journalists representing the general press, TV, and
the radio as well. In 2008, 275 Polish and foreign
journalists were accredited.

organised in co-operation with the Inwes-
tor Publishing House is another highlight
of the DREMA and FURNICA trade fairs that
you just cannot miss. Its participants will in-
clude representatives of the wood and fur-
niture industry as well as experts in the field
of economy and business. A conference on
the Russian market will be a new item on the
next year's agenda. Participants of this con-
ference will share their knowledge and ex-
perience, also on their raw material bases in
the East. Visitors of the FURNICA fair can look
for inspiration in a special Charm of Detail
exhibition space, traditionally accompanied
by an interesting series of presentations on
furniture design.

In the capital goods market, a professional
character of business talks is of key impor-
tance for the achievement of marketing goals.
MTP has already introduced a visitor registra-
tion system to make participation in the fairs
as effective as possible — both for visitors and
exhibitors. During the next year's edition, par-
ticipants will feel even more comfortable with
free food and drinks available in all exhibition
venues on all days of the DREMA and FURNI-
CA fairs. In addition, professional visitors who
register on the Internet or at the entry will pay
no entry fees. As a reminder, up until now un-
registered professionals had to pay an entry
fee equal to 50% of the ticket value.
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In addition, MTP will offer a matchmaking
service to visitors and exhibitors. Match-
making is a way to plan your visit at the
fair in the most precise manner. And fi-
nally, thanks to co-operation with institu-
tions and the media from the Eastern Eu-
rope, more visitors from Russia, Ukraine,
and the New Europe are expected next
year.

The rising popularity of DREMA and FUR-
NICA is a result of a large-scale advertising
campaign. Press ads in the key industry and
business media both in Poland and abroad
are only part of the complex plan for the
promotion of wood and furniture industry
fair. Polish journalists are regulars, but the
number of representatives of the foreign
media (Italian, German, Russian, Ukrainian,
Czech, or Romanian) is on the increase. As
a result, DREMA and FURNICA trade fairs
gain recognition in Europe and around the
world, and Poznan is widely recognised as
the city of innovations.

This new formula of the key business event
in Central and Eastern Europe and South-
ern Europe is well suited to the current
needs of visitors representing all sectors
of this industry — from sawmill production
to manufacture of finished goods (doors,
windows, or furniture). DREMA and FURNI-
CA is the place where a company’s image
is created and effective business talks are
held. With the new form of customer serv-
ice proposed by organisers, professional
visitors will feel even more at home during
their visit to Poznan.
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Professional audience

Organisers of DREMA and FURNICA fairs find it particularly important to attract
potential customers for their exhibitors. They keep in touch with over 20 thou-
sand representatives of the wood and furniture industry. Large-scale promotion-
al events are organised all year long to pass the word on DREMA and FURNICA
fairs to professionals both in Poland and abroad. Using a special visitor registra-
tion system, organisers are able to maintain and update an address database

of all persons interested in the wood industry, and hold special surveys among
visitors to know more about their needs and expectations. Based on an in-depth
analysis of these results, an optimum programme of fairs will be developed and
more professionals are likely to participate in these events.

Presented below are the results of surveys held in 2008 describing type of
visitors.

Position held in the company by the visitors

DREMA 2008

FURNICA 2008

employee

other 5.2%

17.7 %

45.0%
15.5 %

department manager

CEO, managing director

16.5%

15.1%(

14.6%

(co)owner

You have been acting as Project Manager of DREMA and FURNICA
fairs for a year now. 2009 will see the 25th anniversary of the
fair. How do you cope with great expectations of both exhibi-
tors and visitors?

Given the last year's success of the fairs, we will have to
live up to these high expectations. | consider it as a plus.
We have a chance to break new grounds, set trends in
the exhibition business, and develop personally as well.
What are the organisational plans for the next edition?

In addition to the permanent items on the agenda,
a couple of new elements will be added. We are plan-
ning to organise a conference on the Russian market
with our media partners from the Eastern Europe.
| hope that this will be an interesting new dimension,
given the current market situation. During the fair,
a meeting of the Governing Board of EUMABOIS will
be held, which will be of particular importance for the
manufacturers of machinery, equipment and tools for
the wood and furniture industry.

Future is the key

MI£0SZ MATELSKI
Project Manager of DREMA and FURNICA

Are any changes in exhibitor service planned?

Our ambition is to go beyond the standards. What was
good yesterday may not be enough today. Therefore,
we are boosting our organisational team and impro-
ving functionalities of our websites. Exhibitors may also
use editable electronic forms which facilitate the appli-
cation procedure.

Will DREMA and FURNICA still remain business-oriented?

This is the optimum orientation for the capital goods
market. We are fine-tuning this system, for instance by
adding the matchmaking service to allow a more pre-
cise planning of the time spent at the fairs. Next year,
we are expecting a considerable increase in the num-
ber of professional visitors from Eastern and Southern
Europe. We are also planning to do away with the entry
fee for registered professionals. | hope that this initia-
tive, plus free food and drinks in exhibition halls, will
make business negotiations even more comfortable
and professional.

DREMA-FURNICA NEWS




Furniture Factory
Live

Next year, the number of companies involved in Furniture
Factory Live will be even higher. Organisers decided to take
it up a notch and add even more value to this interesting
project.

More interactive

According to Michat Rézanski, Furniture Facto-
ry Live co-ordinator responsible for every sin-
gle aspect of this project, there are some new
ideas to make this presentation even more at-
tractive. It will involve visitors of the DREMA
and FURNICA fairs to a greater extent.

Last year’s presentation space showed the ins
and outs of the manufacture of kitchen fur-
niture using state-of-the-art machines, equip-
ment, tools and components. For the furniture
industry professionals, the Factory is a unique
source of practical knowledge, because it is
practically the only place where they can gain
insight into all technological processes used
together “live”. Construction of this space is a
great organisational challenge.

Dozens of companies are usually involved in this

project and each has its own tasks said Mitosz Ma-
telski, Project Manager of DREMA and FURNICA
fairs. Construction of Furniture Factory Live at the
fair grounds is a result of intensive and time-con-
suming work on the schedule and coordination
of these tasks. What we have here is a real supply
chain where all links are interconnected.

This task is even more complex as ideas of the
furniture designer must be turned into practice.
The machinery and components are therefore
not a set of randomly selected elements but
rather a precisely interconnected system of well-
selected technological processes. According to
organisers, this is the key to the overriding goal

Furniture Factory Live is back at the
next edition of the fairs. This project,
which is truly unique on a European
scale, has gained appreciation of the
industry and the media in Poland and
abroad. In 2008, 28 companies took
partinit.

of this project — unique insight into the practical
application of technologies.

Media partners and extensive promotion

Furniture Factory Live is extensively promoted
in the leading general and industry media
both in Poland and abroad. This special space
is described in the following periodicals: Gazeta
Przemystu Drzewnego, Meblarstwo, Produk-
cja Mebli, Meble Plus, Moebel Fertigung, Holz
Zentralblatt, Il Legno, Ljesnaja Industria. The
following web portals have been publishing
information on this project: drewno.pl, drewno.
net, stolarstwo.pl, meble.pl, forda.com. Business

=4

Photo: MTP Photoservice

sections of the Polish dailies such as Gazeta
Wyborcza or Puls Biznesu are also interested
in this initiative.

Great marketing effect

Furniture Factory Live takes the com-
panies involved in this project one step
closer to their marketing goals. In addi-
tion to their participation in DREMA or
FURNICA (or both), where the exhibition
stand is a standard tool of communica-
tion with customers, they have a chance
to showcase their products in practical
applications — or “live”. These solutions are
tested and verified by customers against
the background of the entire project. Visi-
tors of Furniture Factory Live may assess
the pros and cons of a given technology,
talk to specialists, take investment deci-
sions, and start doing business with reli-
able partners.

International not only by name

After three years in the market, FURNICA is changing. The structure of exhibitors and the
increasing number of foreign visitors are the main reasons for an addition of the adjective

"international" to the name of the fair.

The International Trade Fair of Compo-
nents for Furniture Production FURNICA
has been held in Poznan every year since
2006. At the beginning it was organised
together with the Furniture Fair MEBLE, but
in response to the market feedback, MTP
decided to organise this event earlier, to-
gether with the International Trade Fair of
Machines and Tools for the Wood and Fur-
niture Industries DREMA.

— Three years ago, when we decided to cre-
ate the new fair FURNICA to present the latest
developments in the production components
for furniture manufacturers, nobody expected
that this event would gain international rec-
ognition in such a short time — said Mitosz
Matelski, Project Manager. In his opinion,
the international success of FURNICA is a
result of a good placement of this event
in the context of the furniture industry
needs. At the same place and time, visitors
gain access to cutting-edge components
and technologies, take part in interesting
events, and participate in unique presenta-
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tions such as Furniture Fac-
tory Live — a common link
between DREMA (technolo-
gies and techniques) and
FURNICA (components).

Growing number

of foreign exhibitors
FURNICA presents the complete range of
components and prefabricated units for
furniture production. The list of exhibitors
includes global leaders. It is of particular
importance to visitors who gain access
to the latest global trends, which is a re-
quirement if they want to compete in the
demanding consumer markets. Last year,
37% of all exhibitors came from abroad.
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Market leaders

FURNICA is a place to be for the leading com-
panies specialising in the production and
supply of components for furniture manufac-
turers. Their solutions are used to create even
the most sophisticated furniture collections.

To gain insight into what’s new and inspirational, you should
go beyond your own industry and specialist field. If we allow
trends and interesting solutions to go from one industry or field
to another, their effects might come as a surprise, said Zuzanna
Skalska, trendwatcher from the Dutch agency VanBerlo

Strategy + Design, who had a series of lectures at the FURNICA
fairin 2008.

In addition to the standard offer for kitchen,
living room, or office furniture, FURNICA also
presents textiles, accessories, and compo-
nents for the production of soft furnishings.

Unique offer and positive feedback

The programme of FURNICA also includes
interesting seminars and presentations
responding to the current needs of the
furniture production industry. The Charm
of Detail is one of them; it focuses on the

top trends in furniture production com-
ponents. The latest trends are presented
by special guests such as Zuzanna Skalska
- trendwatcher from the Dutch agency
VanBerlo Strategy + Design.

Year after year, FURNICA has been gain-
ing more popularity and good word of
mouth not only among suppliers and
customers of new furniture components.
In 2008, patronage of the fair was taken
by the Minister of Economy for the first
time ever, as FURNICA is a major con-
tribution in the transfer of professional
knowledge to the furniture industry,
which plays a key role in the Polish econ-
omy as a whole.

Technical input is provided by institu-
tions such as the Polish Chamber of
Commerce of Furniture Manufacturers
with an interesting offer of lectures and
seminars. Fair organisers co-operate with
the Silesian Centre of Entrepreneurship
in Cieszyn — a design centre recognised
in many professional circles.

FURNICA has earned a good reputation
both in Poland and abroad. The growing
number of foreign journalists accredited
at the fair confirms it. We do hope that the
greater international dimension of the fair
proposed by the organisers will turn into a
success also in 2009.
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Visitors Service Specialist

i Visitor is the Boss!

In what way are visitors important to exhibitors at trade fairs?

I think that it all depends on the specific industry and business
event type. In the case of DREMA and FURNICA fairs, which
are connected with the market of capital goods, professional

character of business negotiations is the key.

Is the current model of the fairs sufficient to achieve these effects?

This question should be answered both by exhibitors and
visitors. However, given the results of our market research
and the dynamic development of DREMA and FURNICA fairs
in the past several years, | can confirm that this model proved

effective.
But still the market is evolving, needs are changing ...

Exactly. And that is why we have an extensive and well-tested
visitor communication system in place. With this system, we
can adjust the model of the fairs to the industry needs and

requirements.
What are these needs today?

Today we are trying to ensure the most favourable atmos-
phere for business talks. Our main objective is to turn these
fairs into a closed circle only for the wood and furniture indus-

try for a couple of days.

DREMA and FURNICA are famous for being very professional. What are you

planning to improve in 2009?

Professional visitors registered at the entry or on-line will not have
to pay for the ticket. They also get free of charge catalogue. In ad-
dition, free food and drinks will be made available in all exhibition
halls. We hope that this will make exhibitors feel even more com-

fortable, as they will not have to arrange it on their own.

S DREMASILESIA
15 MEBELTECHEXPO

COMPACT FORMULA

On 3-5 October, Katowice will host the 2nd
edition of DREMASILESIA - MEBELTECHEXPO
fair. The exhibition will include machinery and
equipment used for woodworking and furniture
production, with a special focus on the needs of
small and medium-sized enterprises.

The honorary patronage over the fair was taken by
Droma Association of Manufacturers of Woodwork-
ing Machinery, Devices and Tools.

Last year's meeting held in the province of Upper
Silesia several months after DREMA fair in Poznan
presented another opportunity for business talks
between representatives of the wood and furniture
industry and suppliers of woodworking machinery,
devices and tools. Concentration of the wood and
furniture industry in the region and considerable in-
terest in new, state-of-the-art technologies, are an

incentive for the organisers to fine-tune the form of
these business meetings. Last year 56 companies
participated in the fair, but their number is expect-
ed to go up this year.

We have received positive feedback from the industry
leaders and therefore we can assume that both the
number of exhibitors and the exhibition area will in-
crease. We also expect more visitors said Mitosz Matel-
ski, co-ordinator of the fair representing MTP.

Fairs for this industry have been traditionally organised
in Upper Silesia for many years, but only now, after we
started co-operating with MTP and changed the date
of this event, are we finally able to fully utilise the po-
tential of this market said Piotr Kubica, President of
the Board of International Katowice Fair.

Organisers: Miedzynarodowe Targi Poznarskie Sp.z 0.0,
International Katowice Fair Sp.z 0.0
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FU funds

Under the National Cohesion Strategy for 2007-2013 the Min-
istry of Economy is responsible for the implementation of pri-
orities connected with the energy security and environment-
friendly energy infrastructure. To what extent can these funds

be used by the wood industry?

The total amount of funds earmarked for the implementa-
tion of the Operational Programme Infrastructure and Envi-
ronment is EUR 36.7 billion, of which EUR 27.9 billion from
EU funds and the remaining EUR 9.7 from the national con-
tribution. Community funds earmarked for this Programme
will come from the Cohesion Funds (EUR 22 billion) and European
Regional Development Funds (EUR 5.7 billion). The Ministry of Econ-
omy is the Intermediate Body responsible for the implementation of

Priority Axes 9 and 10.

Under Priority Axis 9: Environment-friendly energy infrastructure and
energy efficiency, funding will be used for projects with the goal to in-
crease the use of primary energy in the energy sector (i.e. increase the
generation efficiency and reduce energy transmission and distribution
losses), reduce the energy intensity of the public sector, and increase the
production of energy from renewable sources, including biofuels. These
projects must have clearly definable positive environmental impacts by

ANNA KACPRZYK

Deputy Director of the
European Funds Department
in the Ministry of Economy

guaranteeing considerable quantifiable energy savings or
increasing the use of renewable energy sources.

Priority Axis 10: Energy security including diversification of en-
ergy sources, will support projects focusing on the extension
of electricity, gas and crude oil transmission and distribution
systems, as well as construction and extension of underground gas depots.
Co-financing will be also targeted at the construction of gas distribution sys-
tems in areas with no gas supply systems as well as the industry manufactur-

ing equipment used to produce fuels and energy from renewable sources.

Co-financing from the Operational Programme Infrastructure and Envi-
ronment, remaining at the discretion of the Minister of Economy, may be
used by the wood industry under Priority Axis 9, Measure 9.5, supporting
projects involving the construction of production plants producing bio-
components and biofuels, excluding the production of biofuels with ad-
mixtures of petroleum-based fuels and the production of pure plant oil
and bioethanol from agricultural crops.

Take partin the discussion

™ Polwood

3RD ECONOMIC
FORUM OF THE POLISH
WOOD AND FURNITURE
INDUSTRY POLWOOD
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Is Poland the wood industry superpower? Can we produce and export more?
Or maybe the wood and furniture market is coming to a halt?

These are the questions asked by the wood in-
dustry entrepreneurs, experts — market analysts,
scientists, as well as decision-makers — politicians
who create the economic environment where
enterprises run their businesses. All these enti-
ties are invited to participate in the Economic
Forum of the Polish Wood and Furniture Industry
Polwood by its organisers: Publishing House In-
westor, Poznan International Fair, and Pricewater-
houseCoopers.

The Polish wood and furniture industry is con-
sidered a major player in the global market. The
intensive development of this sector is fuelled
not only by large plants, but also by small family
companies. After several years of Poland’s mem-
bership in the European Union, the EU funds
helped to achieve equal production standards
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and equal opportunities in the Community free
market.

This debate was initiated by people truly interested
in the promotion of good standards in business
and development of the wood and furniture in-
dustry in Poland.

The project is based on the research conducted
by the Publishing House Inwestor in close co-
operation with PricewaterhouseCoopers. The
key data used as the basis in the decision-mak-
ing process on the directions of development
of wood and furniture companies in Poland are
used as the starting point in discussions among
experts, scientists, and entrepreneurs. Results of
surveys conducted among entrepreneurs who
use wood or wood products in their production,
trade or services, are analysed.

The modern form of this debate distinguishes it
from conferences based on a predefined agenda
with a series of successive lectures and presenta-
tions. The idea behind this debate is a discussion
among a small number of top-notch experts, mod-
erated by top journalists, with active participation
of the audience.

Based on this model, the current situation in the
wood and furniture industry, opportunities and di-
rections of development, as well as threats putting
this development at risk can be discussed.

At the end of Polwood 2009 Forum, the Polwood
award will be presented to the best investment of
2008. This award is a prestigious distinction grant-
ed to a leader in the wood and furniture sector. In
2008, the award went to Ludwik Olczyk for his in-
vestment in the Olczyk Sawmill.

We are good

In the past several years, revenues of companies manufac-
turing wood machine tools and equipment have been on
the increase. Will this trend be maintained?

The Polish wood industry companies need invest-
ments to be able to successfully compete in the in-
ternational market, which increases the demand for
cutting-edge woodworking equipment and tools.
The situation of the Polish wood sector and its eco-
nomic downturns and upturns influence the eco-
nomic and financial standing of enterprises and the
amount of surplus funds which can be used in in-
vestments. Borrowings in the form of loan facilities or
investment funds are also important for investments.
These factors determine the investment potential of
companies and the demand for woodworking equip-
ment and tools.

According to the Central Statistical Office, in 2007
the wood industry sales went up by 12.6% and
furniture production went up by 8.6%. In Q1 2008,
the wood industry sales went up only by 1.8%, and
furniture sales dropped by 2% vs. 2007. In 2007,
manufacturers of wood products recorded net profit
margin of 7.2%. All sectors of the wood industry
were profitable in 2007, and their net profit margin
ratios ranged from 4.2% to 10%. Profitability of fur-
niture manufacturers was lower and reached 3.6%.
In this sector, profit margins depend on the level of
exports, and by extension on the exchange rate of
the Euro and US dollar.

The rate of growth in the wood industry is expected
to be lower than in 2007; the same holds true for the
economy as a whole. It results from the lack of stability
in international markets and the rising oil prices.

On the air

Radio Inwestor is the only radio station of the wood and
furniture industry. It will be on the air during DREMA and
FURNICA fairs and, as its team claims, if you listen to Radio
Inwestor, you will know much more and much faster. The
programme includes:

B News on the hour B Review of the industry press
B Anything interesting in exhibition stands? (infor-
mation on machines and technologies) B Tip of the
saw — show: discussions on politics, economy, indus-
try affairs @ Our guests (CEOs of companies, cham-
bers, associations, etc.) B Visitor's perspective — opin-
ions of visitors, their assessment of the fair, service,
machines B The programme - what? where? when?
DREMA and beyond B Competitions B Industry at
the stock exchange - stock market information, mar-
ket research B DREMA by night — what is going on in
Poznan, the places to be, etc.

Radio Inwestor, created in cooperation with Ra-
dio Merkury and Poznan International Fair, sup-
plements the offer of Wydawnictwo Inwestor at
DREMA 2009.

ANDRZEJ POLROLNICZAK
President of Droma
Association

of Manufacturers

of Woodworking Machinery,
Devices and Tools

Despite these unfavourable macroeconomic factors,
entrepreneurs should benefit from financial instru-
ments supporting the development of competition
in the industry, i.e. EU funds to be launched this year.
These funds should help maintain the growth of this
sector and development of the Polish manufacturers
of woodworking machinery, devices and tools.

Can Polish woodworking equipment and tools compete in
the global market?

For a number of years now, Polish manufacturers
of woodworking machinery, devices and tools have
been successfully competing in the international
market, which is confirmed by competitiveness of
their products. Participation of Polish companies in
major international industry events, such as LIGNA
and DREMA fairs, is a sign that out woodworking
machine tools and equipment can compete with
products offered by our competitors in individual
product groups. Of course, we must be aware that
this is a very dynamic market and the introduction
of product and technology innovations is neces-
sary to remain competitive.

Is it possible to rebuild business contacts with customers
from Eastern Europe?

The Eastern market has a great potential for develop-
ment, and so it must become one of the target mar-
kets for our companies. Many Polish companies are
already doing business in this market, but the volume
of sales definitely falls below our expectations. To this
end, we must act together as an industry, because our
comeback to the Eastern market will require consider-
able marketing spending which cannot be borne by
companies alone.

How can DREMA fair help companies do business in the
market?

DREMA is one of the major European exhibition events
in the woodworking equipment and tools sector. Its
importance is measured not only by the exhibition
area hired, the number of companies participating in
the fair or the number of visitors, but also by the im-
portant accompanying events drawing the attention
of everybody who is involved in or connected with the
wood industry sector. We can say that organisation of
this fair and its atmosphere is conducive to the pres-
entation of the potential of woodworking machines
and tools.

As a result, for members of the Droma Association
of Manufacturers of Woodworking Machinery, De-
vices and Tools, DREMA is the major exhibition event
and an opportunity to present their products. The
fact that our offer is presented in a common exhibi-
tion area makes it easier for us to present all of our
achievements.

- DREMA 2009

EURNEGUL

Brand new quality
in Ukraine

International Trade Fair of Machinery for
Furniture and Wood Processing Indus-
tries DREMA UKRAINA & FURN’EQUIP
2009 that will be held on 24-27 Febru-
ary in Kiev, Ukraine is a joint initiative of
Poznan International Fair and Interna-
tional Contract Fair.

The brand of DREMA Fair as part of the
name of this new exhibition event is not
a coincidence. A good reputation of the
International Trade Fair of Machines and
Tools for the Wood and Furniture Indus-
tries DREMA as well as potential of a grow-
ing Ukrainian market are good grounds for
creating new trade fair.

The Ukrainian market has good perspec-
tives for development and offers many
opportunities. That is why we decided to
co-operate with our long-lasting Ukrainian
partners, said Mitosz Matelski, co-ordina-
tor of the project representing Poznan
International Fair.

Based on long-lasting experience in the
field of direct marketing, the organizers
hope to create a brand new quality of fairs
for the woodworking and furniture indus-
try in Ukraine.

Poznan International Fair and Inter-
national Contract Fair in Kiev created
a common project team for DREMA
UKRAINA & FURN'EQUIP organization
thatimparts information, as well as gives
professional support before, during and
after trade fair. The organizers offer
services as regards rental of exhibition
space, stand furnishing and ordering ad-
ditional stand equipment. An assistance
in booking hotel rooms and air tickets is
also available (as well as transfer of trade
fair participants on their way to: airport
- hotel - airport and hotel - exhibition
grounds — hotel).

M Potential of the Ukrainian market has grown three-
fold during the last five years. Boom in construction
industry and growing purchasing power constitute
main driving force of this economic growth (EUR 1.07
billion in 2007, EUR 1.35 billion in 2008).

B According to the statistical data, the year 2007 wit-
nessed 29% growth in furniture sales as compared to
the previous year. Some 68% of furniture sold in the
Ukrainian marker is manufactured internally, the rest
is imported from the EU.

M There are 970 — 1000 companies working in the
furniture manufacturing sector in Ukraine. Nearly
80% of them are small enterprises, generating annual
sales turnover at the level below EUR 130 000. Almost
80% of furniture production comes from 160 — 170
furniture manufacturers.

M Preparations to the European World Cup 2012, and
especially the necessity to develop hotel infrastruc-
ture, opens new development prospects for furniture
manufacturers in Ukraine.
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Participation in FURNICA is a must

Marek Adamowicz, Managing Director of the Office of the Polish Chamber of Commerce of Furniture Manufacturers

hat are the opportunities and

threats facing the Polish furni-

ture industry?
The Polish furniture industry has
become a strategic sector of the
economy, it has a time-honored and
respectable tradition, it attracts dy-
namic, open-minded people. The
workforce efficiency is also on the
increase. Owing to the combination
of these factors and continuously im-
proving quality, Polish furniture has
won a strong position in international
markets. It was not an easy task and
it is extremely difficult to maintain
that position in the face of the ag-
gressive competition on the part of
low-cost producers, especially the
ones from Asia. For this reason the
furniture industry, being an important
sector of the economy, should enjoy
friendly interest of the public opinion
and the support of the government,
since growing furniture production
is in the best interest of Poland. The
achieved success may be a reason for
pride, however, we should carefully
assess, analyze and keep track of the
opportunities and threats for further
development. The opportunities for
the furniture industry lie in the grow-
ing domestic demand, increasing
workforce efficiency, and the use of
modern design and innovative pro-
duction techniques and materials.
Also significant are ever closer links
between furniture producers and
their cooperators, growing awareness
of the necessity to adopt a common

stance and to take good care of this
sector, as well as the intensive promo-
tion of Polish furniture brands both in
the country and abroad.

There are also threats we need
to be aware of and actively coun-
teract. First and foremost, it is the
global competition, particularly on
the part of low labor-cost and low-
tax producers, the rising costs of
innovation and investment capital,
rising costs of labor, and high con-
centration of raw-material suppliers
and furniture distributors leading to
high prices of services and produc-
tion materials.

What is the importance of participation
in FURNICA fair for furniture industry
companies?

Today the materials and accessories
used for furniture production to a
large extent determine the final look
and price of products. The design,
exerting an enormous influence on
the appearance of a given piece of
furniture, as well as furniture price
are two of the key factors determin-
ing the competitiveness of a specific
product. The costs of furniture making

materials currently play the most sig-
nificant role in shaping the final price
of the product. Comparing the cur-
rent structure of furniture production
costs in Poland to that of the EU-15
countries, we can clearly see the dif-
ference — in Poland the largest share
of costs corresponds to materials and
energy consumption, whereas in the
EU-15 countries it is the costs of labor
and third-party services.

Growing salaries in Poland will entail
the rise in labor costs, which in turn
will lead to a situation in which labor
costs will no longer determine the
competitiveness of Polish furniture.
Therefore the cost of materials (which
in Poland is relatively higher than in
EU-15) plays an extremely important
role in maintaining the competitive-
ness of the Polish furniture in Europe
and in the world.

For these reasons the presence of
furniture  manufacturers and our
Chamber at FURNICA fair is a must.
It is necessary to be up to date with
current trends, new solutions, and
cheaper technologies. It is in the
common interest of both exhibi-

tors and visitors of FURNICA fair to
maintain the strong position of the
Polish furniture on the world’s mar-
kets. It is important to adopt a com-
mon stance and persuade the entire
furniture sector and its cooperators
that they share a common goal of
maintaining the growth despite ad-
verse external factors.

Establishing cooperation is yet an-
other important benefit of participat-
ing in the fair, since it is possible to
obtain first-hand information about
the industry, its materials and ac-
cessories, as well as about the Polish
Chamber of Commerce of Furniture
Manufacturers and manufacturers
themselves.

Another key aspect of the fair are
meetings with industry and national
press, giving you a chance to be in
touch with editors and journalists.
FURNICA fair is a place of compre-
hensive presentation of technological
and material innovations in furniture
making. It is a unique opportunity to
preview the available solutions. It gives
you the time to sit down and talk about
of possible cooperation.. [ ]

Poland is the tenth largest furniture producer in the world. In 2007 the sales in furniture industry amounted to PLN
27 billion. Poland ranks fourth in the world in exports, following China, Italy and Germany.

Its strong position in international markets is owed to attractive design and high product quality. Polish furniture
has gained recognition all over the world, it can be seen in prestigious salons as well as in various institutions, such
as e.g. the Kremlin, the Polish Pontifical Institute in Rome or the Lithuanian Parliament.

8TH POLISH CHAMPIONSHIPS IN NAIL HAMMERING

CONJURED FROM WOOD

Creativity is valued

Since the very beginning of the school year,
young artists from the wood and forestry high
schools have been preparing themselves for the
competition Conjured from wood organised by
the Inwestor Publishing House and MTP. We call
them artists — because their pieces often resem-
ble small works of art.

The idea is the key element; it often proves the
most difficult as well. In 2009, this competi-
tion will be held for the 6th time and it is get-
ting more and more difficult to come up with
something original. Therefore, both students
and teachers who decide to give it a try deserve
praise. Authors of the most original and creative
projects with the best workmanship will receive
awards. Creativity and innovative approach to
woodworking are the key criteria.

This competition is also an educational initiative:
it encourages independence, develops creativ-
ity, and the ability to complete a production
process — from the concept stage, through se-
lection of the available technologies, up to prod-
uct promotion.

Valuable prizes described in the rules of the com-
petition — a Metabo power tool for the winner
and a cheque for PLN 5000 for his or her school
for the purchase of Metabo power tools for the
school workshop, are an incentive to develop
professional skills and get to know cutting-edge
technologies.

All works will be exhibited and
prizes will be handed out dur-
ing the fair.
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In your opinion, what is the current market standing of
the Polish producers or processors of sawn timber in the
EU market?

No reliable statistics are available, which makes it diffi-
cult to evaluate the actual production of sawn timber
in Poland, but it definitely is significant on a European
scale. In my opinion, it is currently ranked 5th or 6th.
The real problem is technology — we have only just
started upgrading our processes and constructed
the first several large, cutting-edge sawmills in Po-
land and thoroughly upgraded a number of smaller
plants. Smaller sawmills are still prevailing in Poland
- production capacity of a typical sawmill is 10-25 cu-
bic meters of round timber per year. This is a specific
feature of our market. Unfortunately, investments in
sawmills came to a halt — only temporarily, | hope. Di-
versification is our saving grace — most of our sawmills
go beyond the production of sawn timber only. They
are usually involved in the processing of sawn timber
and production of floors, roof trusses, landscaping
elements, pallets, etc. It helps us survive even if the
production of sawn timber itself is less profitable, as
it is now — given the high prices of timber coming
from the State Forests (a state-owned enterprise “Lasy
Panstwowe") and a strong Polish currency.

How to become a major global partner? What can be our
competitive edge?

Negative factors include the lack of long-term sta-
bility of wood purchasing terms and conditions,
rising wood prices, no flexibility of the State Forests
in critical situations, unequal treatment of their

Managing Director of the Office
of the Polish Economic Chamber of Wood Industry

Optimistic and sceptical

customers, and potential underutilization of the
production capacity of our forests. If these prob-
lems are eliminated, loan facilities will be made
available, investments will be launched, and state-
of-the-art technologies will be used extensively by
the Polish sawmills. And at that point our position
in the European and global market will become
very strong.

What is the importance of DREMA and FURNICA trade fairs
in this context?

It is obvious — fairs are a key channel for new tech-
nologies. There is no need to travel around Europe to
assess the latest solutions, as well as their costs and
expected results, and meet new business partners.
Itis only natural the entire Polish wood industry par-
ticipates in these fairs, which has another positive
effect — it is a chance to establish new contacts or
keep in touch. And that is why we have been partici-
pating in DREMA and we formed an Island of Asso-
ciations in co-operation with Poznar\ International
Fair — a group of interconnected stands of similar
organisations.

To what extent can these meetings, debates and confer-
ences influence the direction of development of produc-
tion plants?

As | mentioned earlier, they help to gain knowledge
of and insight into new products and solutions of
any kind — technological, technical or organisation-
al.We also have a chance to listen to experts and ask
questions. It gives us knowledge based on which
we define directions of our development.

COMMEMORATION OF
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Strength or precision?

Emotions are high once a year only — at DREMA
and FURNICA fairs in Poznan. The strongest and
the most precise competitors are competing in
the Polish Championships in Nail Hammering. It is
a great physical effort, but also a great satisfaction
and a chance to win a prestigious title of the Polish
Nail Hammering Champion, not to mention some
valuable prizes.

Just as in any professional sport, participants of
Polish Championships in Nail Hammering compete
in two leagues: subscribers and exhibitors. Any
exhibitor taking part in DREMA and FURNICA fairs
can compete in the exhibitors’ league. Subscribers’
league was created for the readers and subscrib-
ers of the wood and furniture industry periodicals
"Gazeta Przemystu Drzewnego” and “Meblarstwo”.

8 NEWS DREMA-FURNICA

The list of competitors includes carpenters, em-
ployees of pallet manufacturers, but also students
visiting the fair, both men and women. The only re-
quirement is to be 18 years of age. The Polish Cham-
pionships in Nail Hammering is meant primarily for
fun, although some find it very difficult to drive five
nails in a square-sawn timber with a hammer with
just five strikes. The main prize is the target for all
competitors who are preparing for the big event all
year long. Itis with giving a try, as every day you can
win a power tool.

Finalists from each day of the competition will com-
pete in the big final. The competitor who manages
to strike five nails with only five strikes in the shortest
time will receive a title of the Champion for the next
12 months until the next edition of the Champion-

ships. The winner will also receive PLN 5000 worth
Metabo power tools.
In 2008, dozens of competitors did their best every
day to get through to the final. 100 kg of nails were
used over four days.
So start training today to become the Nail Ham-
mering Champion!
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The First Sailing Cup of the Wood
and Furniture Industry took place
on 14-15 June 2008. Sailing enthu-
siasts representing the wood and
furniture industries met in the tour-
ist village of Wilkasy near Gizycko.
Emotions were high, but it was all

=% about a good time. 17 crews of

THE 25TH DREMA EDITION

{

e

Sailing with DREMA

Omega yachts showed up at the
starting line.

The MTP Cup was won by the crew
of Gopol from Jarocin, Instalexport SA
was the runner-up and Gasstech came
third. The race leaders received stylish
statuettes and small gifts from the In-
westor Publishing House — the media
partner of this event.

On the second day, the Wielkopolska

Sailing Association Cup race was held.
This time, Instalexport SA came first.
All participants received diplomas.
The Sailing Cup was organised as an
event accompanying the 25th edi-
tion of the International Trade Fair
of Machines and Tools for the Wood
and Furniture Industries DREMA to be
held from 31 March to 3 April 2009 in
Poznan. n
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apout the market

and the fair..

The market and the fair are tightly connected. On the
one hand the fair is a reflection of what is going on in
the market, on the other - the fair stimulates market de-
velopment. We decided to interview some DREMA and
FURNICA participants, asking them various questions

about those interrelations:

‘ What is the marketing importance of fair presence? To what
extent does it help to recognize market needs and contribute to
the development of companies? What is the importance of pre-
senting new products and participating in special events? Is the
fair a place for promoting brands or for concrete business talks?

What are the predictions for the buyers’ market? Do EU funds
create new opportunities for the development of the sector?

What to do in order to survive on the market?

Andrzej Golecki, Kleiberit

‘ DREMA and FURNICA trade fairs are more
than just commercial events. Owing to an uncon-
ventional selection of organizers, they have become
a kind of celebration of wood industry in Poland. As
for myself, participation in the annual meeting of
companies and the people associated with them is
a great honor. It is not just about sharing expertise
(individual and group symposia on specific technological issues), or presentations
of new releases — often world premieres. New projects are born here, inspiring
further cooperation. DREMA and FURNICA fairs enjoy great popularity as well as
support of the scientific world. Scientists as well as their students and pupils are
present at each fair edition. The fact that woodworking traditions are still very
much alive among Poles gives grounds for optimism, and by presenting our com-
pany’s achievements at the fair we make an investment in the future.

Obviously, the fair is also a great effort, and great effort calls for superb fit-
ness, self-discipline, and full mobilization. However, perfect service, exten-
sive assistance and cooperation on the part of organizers are of great help.
In addition to measurable economic results, which might be achieved by
presenting your company during the most important meeting of wood-
workers, the psychological aspect is also important. It has two components:
the visitor and the exhibitor. If both parties are happy with their participation
in the fair, it means we have been truly successful.

We - as exhibitors and organizers — are trying to assure that goal by cooper-
ating with a team of young, ambitious, creative people. One of the results of
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our efforts is a sort of nostalgia felt by DREMA frequenters as soon as the fair
is over, followed by joyful expectation of the next edition.

The economic upturn in the woodworking market is triggered by such factors as
the exchange rate of euro against the Polish zloty, the oil price (transportation
and chemical substances for wood processing), wood prices in Poland and all
over the world, and the purchasing power of Polish citizens and of the citizens
of other countries to which Polish producers sell their goods. The Polish market’s
absorbing power for products made in Europe also depends on the intensity of
the invasion of products manufactured in China, Korea, India and Turkey. What
is more, ifthe threatening crisis in America is unleashed, we will all be hiccupping
for quite a while, which may prove ruinous to medium-size entrepreneurs.
However, the Poland’s potential is not that easy to measure, particularly
because business development in our country is to a large extent influ-
enced by EU funds.

The absorbing power of the market is not just about material things, it is also about
the assimilation and adaptation of new practices in production. Here Poland has an
advantage in that it is inhabited by gifted people who are smart at selecting and then
implementing innovations. Diligence and versatility of the Polish people is appreci-
ated by those who have put their trust in them. We invest in cutting-edge technolo-
gies, we conquer new markets, we cooperate with the entire world. What we have
achieved in the last twenty years is a true reason for pride and optimism. [ ]

. Felder Group Polska purposefully
chose DREMA as a place for its official en-
trance to the Polish market in 2000 - a fact
which speaks for itself. Unquestionably this
fair is the most important event of this type
in Poland and an indicator of the condition
of the wood sector, therefore we participate every year. Our exhibition stand grows
in size each year, in line with the growth of our company. We prepare very care-
fully for each edition of DREMA, beginning several months in advance, and we try
to make sure that all loose ends are tied up. We are aware of the fact that the fair
is known to and visited by nearly every carpenter in Poland. They know that here
they will have the unique opportunity to see woodworking machines live, which
plays animportant —and sometimes decisive — role in making purchase decisions.
Only upon seeing the technical solutions of machine details, which very often de-
termine the precision of woodworking or the operating comfort, does a client de-
cide to purchase our machine. For these reasons we attach enormous importance
to exhibiting the entire range of our woodworking machines on DREMA, new
releases included. We can present them to a particular client, convince him/her of
their advantages and learn our customers’opinions. We consider the exhibition of
our new releases on DREMA a must, in the positive sense of the word.

Krzysztof Bogdanowicz,
Impress Decor Polska Sp. z o.o.

. FURNICA is a good place for promoting a brand and for the concep-
tion of new business ideas, first and foremost because you can present
your new products to a large number of furniture-sector and interior-de-
sign companies over a short period of time. After four fair-days our knowl-
edge on the reaction of the market to new ideas is very rich and allows us
to shorten the time-consuming testing stage. Our offer — decorative paper
- perfectly fits the formula of FURNICA fair. We do not feel like an odd ex-
hibitor, only loosely connected with the fair profile. We feel as if FURNICA
was tailor-made for us.

The market potential of our buyers is impressive. Chipboard manufacturers and
furniture producers operate on a very competitive market, but they manage to
handle economic fluctuations and changes in customers’ taste well. Therefore we
operate in a continuously developing sector modernized through technical and
capital investments. n

Our company has developed systematically over the past 8 years. It started out
as a sole proprietorship, today we employ several dozens employees. The idea
to provide our clients with superb woodworking machines, competent advice,
professional service and best possible organization and logistics, adopted at
the very beginning of the company’s existence, has been the driving force be-
hind its dynamic growth. This idea also provides for the prospects of our com-
pany’s development. Also in the future we intend to provide carpentry shops
with the best woodworking machines — made in Austria — using new technical
solutions and a wide range of options, so that all carpenters can find products
matching their specific needs. We also wish to increase the sales of CNC ma-
chines, which undoubtedly are the future of woodworking, also in carpentry.
We will provide additional training for our sellers and service technicians and
increase the number of our service partners, which will allow us to minimize
the time of activating a new machine and to shorten the repair and mainte-
nance time. We are also planning to expand our network of showrooms with
service teams, because we would like to be closer to our customers. Devel-
opment is not about still being where you are, but rather about continuous
change and improvement. ]
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Teresa Hauser, SCM Group Polska Sp. z o.o.

. DREMA trade fair is one
of the most important events

of the year. It is an opportunity ~ The years 2007 and 2008 were truly successful
to present new market releases, for SCM Group Polska. The wood and furniture
which is very important — partic-  sectors have developed very quickly, and the
ularly in selling increasingly tech-  intense outflow of workers abroad has created
nologically-advanced machines.  greater demand for professional woodworking
Engineering, technology and software develop so fast that the ~ machines. The increasing production, but also

Pawet Dawidowicz, Metabo Polska Sp. z 0.0.

. Metabo has taken part in DREMA fair for fifteen
years. For us DREMA and FURNICA are above all a great
opportunity to meet the current and potential users of
our machines and equipment. Over a couple of days all
who visit our stand have an opportunity to get a hands-on
experience of all our woodworking machines, including
new releases, and to get answers to any questions, even
the most detailed. We are mainly visited by professionals,

number of new solutions rises rapidly. The Furniture Factory
organized at DREMA fair creates an ideal opportunity for the
presentation of industrial machines. The customers may watch
machines live in the production mode, which would be difficult
to accomplish on a regular exhibition stand. Such a project cre-
ates ideal conditions for the presentation of current trends in
both design and the application of machines and equipment
for the production of latest-fashion furniture, as well as the ef-
ficiency of production. Visiting the Factory, the customer also
has the chance to compare various machines in operation and
the efficiency of different solutions.

We treat our participation in the Factory initiative as a long-term
project and assume that not only does it attract active furniture
manufacturers but it also constitutes a repository of knowledge
for those training to be carpenters or thinking of starting their
own business in this sector.

The cooperators, fitters and wholesalers have a unique oppor-
tunity to witness the complete production process. Thanks to
projects such as the Factory, many of them decide to start their
own production, since here they can learn the applied tech-
nologies and production processes, as well as calculate the ex-
penses associated with starting their own production.

‘ Participation in the fair is no longer just
about establishing new commercial contacts
or presenting new products. Increasingly,
product presentation is no longer limited to

the customers’ demands for higher quality, force
a large number of carpentry shops to purchase
machines that would on the one hand accelerate
the production process, and on the other — im-
prove the quality of the offered products. This
situation has led to a considerable rise in sales of
medium-size woodworking machines - that is standard machines. A similar situation - and a
significant rise in sales — can be seen in furniture factories and production works. Here the need
for automation has led to enquiries about industrial machines or technology lines. SCM has seen
an enormous growth of sales of machines to such places. Compared to previous years, in which
such enquiries were rare, in 2007 and 2008 they happened on daily basis.

The years 2007 and 2008 have also seen a growth of interest in solid wood working, and the
manufacturing of windows, doors and stairs. Similar trends were observed at the fairs, whereas
in the previous years the customers would rather only watch the stands. Today both at DREMA in
Poznari, and DREMASILESIA in Katowice, as well as at regional fairs, customers search for specific
solutions and make concrete decisions concerning purchase. EU subsidies are yet another pur-
chasing incentive. Many customers took advantage of the previous batch of funds for the years
2005/2006, however, a large number of applications were rejected for formal reasons. Thanks to
our customers’ gained experience, they will be able to make better use of EU’s new programming
period. For this reason subsidies will play a significant role in their purchase decisions. Currently
many of our customers are filing applications, while inquiries are submitted continuously. Even
though EU subsidies involve tiresome procedures and are associated with a large amount of
red tape, many factory owners do not give in, and this will surely prove beneficial to both the
machinery market and the wood sector. ]

Mieczystaw Malinowski, Hdifele Polska Sp. z o.o.

About 80% of Hdfele'’s offer is targeted at furniture-sector buyers. It seems
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simple exhibition, but it points out to possible solutions and their application con-
text. It becomes an incentive to improve the company's image, but also a platform
for communication with the buyer. The emotional appeal becomes increasingly
common. The visual aspect of the exhibition stand itself creates opportunities for
a memorable presentation of our company’s mission. Since the fair gathers all
market participants in one place and time, it is a unique opportunity to recognize
the buyers’ specific needs. At the same time it creates the opportunity to take
numerous marketing actions within the adopted company’s strategy.

Being an innovative company providing specialist service on a global scale,
Hafele attaches great importance to the possibility of implementing market-
ing strategies on industry fairs. The company’s presentations evoke a positive
response. The fact that the company was awarded the Acanthus Aureus Award
at FURNICA 2008 fair lends credence to this notion.
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that there are prospects for growth in the furniture sector. The comparison
of production results for the first six months of 2008 to the corresponding
period of 2007 is promising. Other factors also confirm that the furniture sec-
tor is still strong.

However, we mustn't forget about strong competition and close ties of the sector
with external markets. The continuing unfavorable PLN to EUR exchange rate
has had a negative impact on the profitability of export sales. When we addi-
tionally take into consideration the anticipated rise in the prices of construction
materials and energy, we might expect many challenges facing the sector. The
inflation pressure affects the entire economy, and today it is difficult to predict
how it will affect the condition of the furniture industry. Watching the instability
of financial markets we need to be aware of the fact that our sector is dependent
upon the global situation. | ]

so for us marketing means mostly discussions and explanations of specific details of
new machine functionalities or the use of machines in unusual conditions. | am con-
vinced that giving a full, professional answer to such questions is the best method of
enhancing our - already strong — position in this sector. What is more, all customers
purchasing machines and accessories for wood-processing at the fair were given
a special discount.

. The closest possible contact with customers is the
essence of success in international and domestic mar-
kets. It's only natural that due to the distance and the
notorious lack of time this contact is to a certain degree
limited. One may say that in the era of cutting-edge me-
dia technologies these limitations are not as bothersome,
we need to remember, however, that for many people
nothing can compensate for the lack of face-to-face con-
tact. Participation in DREMA and FURNICA trade fairs is
conducive to numerous face-to-face meetings over a short period of time.
However, we mustn't forget that while personal contacts are very impor-
tant, they are just one of many ways in which we express our concern for
our clients. Even the best of relations are good for nothing if we are not ca-
pable to provide our customers with broadly understood service and new
attractive products. It is at the fair that we have the chance to present the
results of — frequently months-long - efforts of our designers and con-
structors, and learn the first opinions concerning our products. Participa-
tion in the fair is also important because over a relatively short period of
time a large number of customers — both well-established and prospective
— visit our stand. For this reason for many years FURNICA has secured a firm
standing in our calendar of events and has been a sure entry in Nomet's
promotion budget.

The last 3 or 4 years have been successful in terms of the annual sales growth. This was
mainly due to the construction boom and the EU subsidies for micro- and small enterpri-
ses. Currently, as indicated by macroeconomic factors, this situation is changing both for
the economy as a whole and for the furniture sector. The oncoming downturn in the furni-
ture sector will be mainly caused by the excessively strong Polish currency, the rising cost of
labor and the limited supply of wood — and as a consequence - its rising price. According
to our estimates, the situation will stabilize both this year and next, which means that we
will still be seeing the growth in demand for this type of machines, however, at the pace of
several percentage points a year. ]

Reducing the distance between the supplier and the customer is of paramount
importance if you wish to be present on the market. It is one of the necessary
conditions for a high position on international markets. Continuous care for
new designs and keeping pace with modern trends is no less important. More
than that, the sole observation of market trends and instantaneous following
of them may not suffice in this world of continuous change - today only those
countwho are capable of creating new trends and who are imitated by others
(which unfortunately is inevitable in our industry).

For this reason, cooperation with leading designers, architects or constructors is
very important — it allows us to be a market leader and to attract customers.
However, | would like to emphasize that the sole presentation of new prod-
ucts does not guarantee international success. Short implementation peri-
ods and quick launching are the indispensable conditions for market suc-
cess. Reliable service: dependable and regular supplies, shortest possible
order turnaround, immediate reaction to all shortcomings and flexibility in
relations with customers, are becoming increasingly important, particularly
in the face of Far-East suppliers’ expansion. Frankly speaking, it is difficult to
pinpoint the most important factor which would guarantee success — only
serious approach to all of them can be regarded as the basis on which a solid
international position can be established. | |
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Dream Team

This year, DREMA and FURNICA trade fairs
have a strong team in the first league of products of Po-
znan International Fair. According to Milosz Matelski,
Project Manager, this boosted team has one objective
only: make sure that exhibitors win.

These words set the entire office space on fire. Not every-
body can survive this exhausting training, not everybody
will participate in this top project — organisation of the
next year’s edition of DREMA and FURNICA trade fairs.
The team has been reorganised - some of the players were
sold to other teams (Ewa Kozlowska, Jolanta Dudziewicz
Radzka, Michal Rézanski); they will have some very im-
portant work to do as well. New players joined the team
to increase its chances in these “championships”. Hanna
Ochnik-Pawlowska is the new team leader who will lead
it to victory under the watchful eye of the Project Mana-

Hanna Ochnik-Pawltowska,
Deputy Director of the Project,
Exhibitors Assistant

Interests: rollerblades, cinema, literature

ger. Lukasz Lochocki is a real midfield fighter; the entire
team counts on him. To work with such professionals is a
great challenge, he says. The team will be supported by
Lucyna Zybura - a valuable right wing player.

Natalia Kulinska and Anna Banaszak are a great team
of their own and no end-to-end advertising campaign
in Poland or abroad can be held without them. And let
us not forget Monika Wietrzynska who will assist Jacek
Obarski in his efforts. Together they will take care of the
good image of the fairs.

Although there are still a couple of months to go before
the big final game, the team is working very hard. This is
no place for lazybones, but hard work will be rewarded, en-
sures Mitosz Matelski and invites to take partin DREMA
and FURNICA starting on 31 March 2009 in Poznan.
Go, DREMA and FURNICA!

When | think about my work, one thing al-
ways makes me happy: | really like what | do.
| see new challenges and continuous devel-
opment, and | am happy to work with such
a great team. People and teamwork are the
greatestvalue in my work. | like when we add
our energies and involvement to meet the
expectations of exhibitors and make them
satisfied. All these things make me very happy in my everyday work.

I don't know if there is any golden rule for success, but | believe that it is im-
portant to set specific and feasible objectives and believe in their achievement,
never give up, and have positive attitude, and most of all - remember about
others before you think of yourself. The real success depends on the quality and
attention to details.

Mitosz Matelski
Project Manager
Interests: music, cars, travel

During this year’s FURNICA fair, Zuzanna Skalska — trendwatcher from VanBerlo
Strategy + Design, said: “To find inspirations you must travel far beyond the ho-
rizon of your imagination (...)" The same holds true in our work, where creativity
and enthusiasm must break with conventions. When working as a team, we must
do our best to make this work more and more interesting every single day.
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Anna Banaszak
Visitors’ Assistant
Interests: cinema, Russian literature, travel

What | like about my work are contacts with
people. | am fascinated with the process of trans-
lating the needs of visitors into concrete actions
with the goal to increase the number of visitors
and improve the level of their satisfaction.

The key condition of success is to set a clearly de-
fined goal - invite professionals to participate in
the fair and ensure the most comfortable condi-
tions and professional service. Determination
and enthusiasm can help. It is good to feel that
we work to the benefit of the project with the
involvement of the entire team. Satisfaction
of visitors and their positive feedback are also
important. | really like to hear that the visit at
DREMA and FURNICA was worth the trip! It is
the best reward for many months of hard work
preceding this event.

Lucyna Zybura
Exhibitors Assistant
Interests: cinema, literature, music, Far East civilizations

What is fascinating about my work is that | can
meet people from many different industries.
It is never monotonous or routine. Every new
project poses new challenges for us and gives us
a chance to test ourselves. | think that consist-
ency and dynamics are important, but insight
into the industry needs is the key. Knowledge of
the industry is a must if you want to put yourself
in exhibitors’ shoes. We feel the greatest satis-
faction when we can meet the expectations of
our partners at the fair.

tukasz tochocki
Exhibitors Assistant
Interests: sport, literature

What is fascinating about my work is that this
industry is very innovative: it changes year after
year and makes us face new challenges. DREMA
and FURNICA are thriving now and work at this
project is very challenging. | hope that the next
edition will be even better than the previous
one. Patience and focus on the achievement
of clearly defined objectives are the key ele-
ments of success. Participation in one of the top
projects, that is DREMA and FURNICA, and co-
operation with specialists who can share their
knowledge with me are also important. But
what really makes me happy are contacts with
satisfied customers who appreciate our work.
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Natalia Kuliriska

Visitors’ Assistant

Interests: the Balkans, literature, music, international
relations

Visitor is the Boss! In my opinion, the number and
type of trade fair visitors is the main factor for the
success of any event. Our priority is to ensure the
appropriate structure of visitors with profession-
al interest in the fair. We want our visitors to feel
valuable, unique, and receiving a special treat-
ment. We are trying to create a place and atmos-
phere which is conducive to the establishment
and maintenance of business relations. | like my
work, this adrenaline rush that | feel especially in
the last months before the event, new challeng-
es... Achievement of our goals is a source of the
greatest satisfaction for me.

Jacek Obarski
Innovations Coordinator
in the Product PR Team

Interests: marketing, music, literature

Consistentimplementation of goals, enthusiasm,
openness to new ideas — this is what makes me
passionate about my work. | like to break with
conventions, set new directions, and achieve
objectives. One of my goals is to improve com-
munication with representatives of the foreign
media, whose number is increasing every year.
They make sure that DREMA and FURNICA are
recognised in Europe and around the world.

Monika Wietrzyriska
Assistant in Promotion Department
Interests: sociology of post-modern society, healthy food, travel

What fascinates me mostly in my work is fac-
ing new challenges, continuous learning of new
things and gaining skills as well as getting to
know my own limitations and permanent over-
stepping borders. | am very happy that | can
make capital of my knowledge acquired during
my studies and verify it in practice. Working on
DREMA and FURNICA trade fairs is my first im-
portant challenge which makes me even more
happy that | can join a team of fantastic and ex-
perienced professionals and work together with
them.
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POZNAN-FAIR CONGRESS CENTRE

How about a conference?

Organisation of conferences or seminars
definitely adds value to the fair. Meetings
at conferences present an opportunity for
the achievement of many marketing objec-
tives. A well-selected theme and audience
may be of key importance for the compa-
ny's strategic goals. It is worth giving some
thought.

Poznan—-Fair Congress Centre can assist compa-
nies in the organisation of any conference, semi-
nar or meeting. It has the largest congress facility
in Poland located in the area of the MTP. It is one
of the largest and most up-to-date conference
and congress centres in Poland, among the top-
ranked conference facilities listed at www.meet-
ingspoland pl. There are 58 excellently equipped
and air conditioned conference rooms which can
be adapted and arranged both for business meet-
ings in small groups as well as for large meetings
involving more than 5 thousand people. Addi-
tionally, exhibition pavilions may also be adapted
for conference events and can accommodate as
many as 10 thousand participants. And, what is
most important, the Congress Centre guarantees
high quality of conference services - air-con-

ditioned rooms with multi-
media equipment, screens,
conference interpreters, and
simultaneous  interpreting
equipment. Congress Centre can also assist in
organizing a banquet, transport, reception, pro-
gramme of events before and after the confer-
ence, as well as accommodation. In addition to
the hire of conference rooms, Poznan—-Fair Con-
gress Centre offers end-to-end congress organisa-
tion services. It has been awarded the certificate
of Professional Business Tourism Organiser in Po-
land by the Polish Tourism Organisation. What it
means in practice is that the Centre offers world-
class assistance at all stages of organisation of
congresses and conferences. The personnel can
tackle every problem. They have a proven record
of success — over 1100 various events every year,
including conferences, congresses, and training
sessions participated by 250 thousand people.
High standards, good infrastructure, location, and
experienced staff — this potential is often used
by participants of the trade fairs, but not only
them. For instance, the conference facilities has
become a meeting place of the Governing Board
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of EUMABOIS. According to Waldemar Kujawiak,
Logistics Director, The infrastructure is well adapted
to broad-based projects. We accommodated over
1500 participants of the General Assembly of the
Council of European Municipalities and Regions
(CEMR) as well as over 3500 participants of the 6th
International Cardiology Congress representing 22
countries. In 2008, we will face a unique challenge
- organisation of the international Climate Change
Conference. At the same time, we have many events
of a very different nature — meetings in small groups
and company training sessions. This extensive expe-
rience is the best guarantee of the top quality of our
services. Without a doubt, Poznan-Fair Congress
Centre is the best venue for any congress, con-
vention, conference, training session, company
presentation or press conference — be it a large
event or a small meeting - throughout the year.
The largest fair organiser in Poland - MTP, and the
biggest congress facility in Poland — Poznan-Fair
Congress Centre is a good match. ]

MATCHMAKING

Time well spent

Over 21 thousand professional visitors from Poland and abroad come to DREMA and FURNICA trade fairs every year
to find new business contacts. Organisers of the trade fairs are doing their best to make sure that this potential is fully
utilised by exhibitors and that visitors are satisfied with their stay at the fairs. To this end, MTP will offer a special pro-
gramme for the participants of DREMA and FURNICA in 2009 to make it easier for them to find the specific offer and

business partners they need.
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Hosted Buyers is a programme targeted at the

' largest customers of products offered by the wood

and furniture industry. This group will receive spe-

y cial VIP treatment. As professional visitors, they

will be entitled to the free entry and free parking
space in the premises of MTP, as well as free fair
materials, catalogue and conference programme.
They will also participate in the industry event in
the evening and will be granted access to the spe-
cial Business Meetings Area where they can meet
exhibitors in a creative business atmosphere over
a cup of tasteful coffee.

To make the best of one's stay at the fair, MTP will
also offer a chance to arrange meetings with specific
exhibitors in advance. Having specified the profile of
their target exhibitors, participants will receive a list
of companies recommended by the organiser. After
the desired companies are selected, MTP will set up a
meeting either at the exhibition stand or in the Busi-
ness Meetings Area. Such meetings are more con-
structive and allow all trade fair participants to make
the best of their time spent at the trade fairs. In 2009
meetings prepared together with the Russian partners
are expected to be especially interesting. [ ]
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Closer to the press

Participation in the fair is a chance to
reach out to a larger group of potential
customers not only during the event,
but also before and long after the fair.
Before the fair, special publications of
DREMA-FURNICA News are prepared
and sent to prospective customers,
and up-to-date information on innova-
tions is published on the websites. But
obviously the fair itself is the big event.
Journalists come to this event from Po-
land and abroad. Contacts established
with them during the fair may be use-
ful for exhibitors when lobbying for the
industry and promoting their solutions
and technologies in the industry press.
To facilitate meetings with journal-
ists, the Press Centre was set up in the
middle of the exhibition hall. All types
of information are made available here
for representatives of the media: cata-
logues of exhibitors, innovations guides,
programmes of events, and press con-
ference information. There is a separate,
comfortable space for radio interviews
and talks. Exhibitors’ Press Service is
a special offer for exhibitors, including
a set of press services: MediaContent,
Media Contact, and PressCentre. Media-
Content opens the trade fair websites
where exhibitors can publish informa-
tion for the media, press releases, and
photos. Media Contact is where you can
put your company contact information
on a website and in the hard-copy trade
fair bulletin. And finally, PressCentre al-
lows to publish company's press bulle-
tin on a website and in hard copy in the
Press Centre. |

Good stand - good contractor
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e have extensive experience and

practice in the construction of exhi-

bition stands. Every year, we develop

about 3 thousand stand designs, i.e.
about 12 designs per every business day. Our work
is appreciated not only by our customers, but on
a greater scale as well. We received a number of
Acanthus Aureus awards in a competition award-
ing interesting architectural solutions used in exhi-
bition stands, creating good environment for work
and business talks. Our design and assembly team
can take credit for these awards. They provide
end-to-end assistance — from the design stage to
disassembly of stands. We offer professional ar-
rangement and furnishing of exhibition stands in
a turnkey system. We are ready to put various ideas
into practice and implement various projects,
within the company’s financial limits. All in all, it
is the idea that counts, not an unlimited budget.
In our assembly works, we use state-of-the-art
technical solutions. To enhance the company and
product image, we employ eye-catching architec-
tural solutions, arrangements, lighting, attention-
grabbing sound effects, and other media tech-
niques. We guarantee high quality. But most of
all, we are aware of the specific character of trade
fairs. We know that every stand must be unique; it
must stand out, and must be closely related to the
company’s marketing strategy.

So what should a good exhibition stand look like?

Our experience tells us that there are three ba-
sic elements of a successful trade fair exhibition.
First of all, exhibition stand is a sign of the com-
pany’s participation in the trade fair - it must be
visible and catch attention. However, its primary
function is to present the company’s offer. The
products must be well showcased. It should also
facilitate communication with customers and the
market — which is of prime importance in direct
marketing. It is basically a workplace — a place
where business meetings are held. Consistency
of an exhibition stand with the company’s mar-
keting strategy is of key importance.

A well-prepared stand is one of the key factors of the
successful presentation of a company at a trade fair.
Arrangement of exhibition stands is an integral part
of the service offered by Poznar International Fair.
Zbigniew Jozefiok, MTP Technical Services Manager,
explains why it is worth using the services of the MTP
Stand Construction Department.

Sounds good in theory, but how do you translate it into practice?
Every customer receives individual treatment. It all
boils down to customer’s expectations. Therefore, it
is important that the company specifies its require-
ments for its exhibition stand. An exhibitor who de-
cides to showcase his products at a trade fair must
answer a couple of questions before we can start
any design works: what is the goal of his exhibition?
who is his target audience? and what is the message
to get through? We are ready to face even the most
untypical challenges and implement very sophisti-
cated solutions. We can implement projects supplied
by customers, but there is also a possibility to use
own design team. Anything goes in our department
— from the arrangement of system-based stands up
to some out-of-the-box solutions, as well as attractive
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designs of congress and conference venues. We are
more than happy to share our knowledge and experi-
ence with our customers. A dialogue with a customer
is the key for an optimum solution. It all depends on
your objectives — a different stand will be designed
and constructed for a company whose goal is to de-
velop its sales network, and a very different one for
acompany whose primary objective is to market
a new product. Therefore, my opinion is that exhibi-
tors must be assisted by an experienced designer
who will propose good solutions, and a constructor
who knows the ins and outs of his area of work and
has extensive practice which allows him to construct
a stand in the most efficient manner. Selection of a
good company offering the design and construction
of exhibition stand is most important. [
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Exhibitor's Directory - the most important contacts
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Tomasz Kobierski Mitosz Matelski i = L :--F o -
Vice-President of the Board Project Manager of DREMA, FURNICA,

DREMASILESIA — MEBELTECHEXPO, DREMA -UKRAINA & FURNI'EQUIP

Gtogowska 14, 60-734 Poznan, Poland Gtogowska 14, 60-734 Poznan, Poland Int TN i i r i r r i A CRECE It M IR P =em
phone +48/61 869 25 93 phone +48/61 869 25 89, fax +48/61 869 29 56 "'Inte Eltlﬂﬂﬂ' Fﬂlr ﬂf '-ﬂEIEhII"IE ‘-'Ir fﬂ' FurnlturE and wnu 'rJ'r—J—“'"""—"]I":j _lfj_j_.l_..-_.f].:;!_,.
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Hanna Ochnik-Pawlowska tukasz tochocki ?
Deputy Director of the Project Exhibitor’s Assistant
Gtogowska 14, 60-734 Poznan, Poland Gtogowska 14, 60-734 Poznan, Poland
phone +48/61 869 22 64, fax +48/61 869 29 56 phone +48 61 869 24 47, fax +48/61 869 29 56
e-mail: hanna.pawlowska@mtp.pl e-mail: lukasz.lochocki@mtp.pl

t=' 74 International = ...‘ International

W7 Fair W27 Fair
Lucyna Zybura Michat Hempowicz
Exhibitor’s Assistant Business Meeting Organisation Director
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Jacek Obarski Michat Rézanski
Innovations Coordinator in the Product PR Team Furniture Factory Live Coordinator 1 .
¢ Become part of a growing market and
develop your sales in Eastern Europe
Gtogowska 14, 60-734 Poznan, Poland Gtogowska 14, 60-734 Poznan, Poland
phone +48/61 869 21 69, fax +48/61 869 29 60 phone +48/61 869 29 88
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Public Relations Specialist Poznan-Fair Congress Centre Manager
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