
More than three decades ago, Pietro 
Saccomano co-founded Novimpianti, an 
Italian firm specializing in air systems and 
reducing energy consumption. More recently, 
the Lucca-based company has focused 
mainly on tissue mills. Earlier this year, 
Novimpianti became ANDRITZ Novimpianti, 
part of the ANDRITZ Paper & Tissue Division.

We spoke about the deal with Pietro 
Saccomano and Klaus Gissing, Director of 
Air & Energy Systems and the new tissue pilot 
plant PrimeLineTIAC within 
ANDRITZ Paper & Tissue.

Novimpianti is one of the leading suppliers of drying and ventilation equipment for all kinds of paper machines

How did the deal come about?

SACCOMANO: In the early days, we sold 
to paper mills in the Lucca area, but over 
time, the market became more global, and 
so did we. On one side, we were selling to 
paper machine manufacturers locally and 
abroad. The other was direct sales to mills 
as rebuilds on existing paper machines, 
new hoods, and auxiliary equipment. 
Then in 2015, we had no sales related to 
new machines at all, so we were forced to 
increase the rebuilds part of the business. 
That was when we decided to look around 
to join a machine manufacturer, because 
the worldwide market was difficult to han-
dle for a small company like ours. And that 
is when we met Klaus.

GISSING: I was on a business trip in Italy 
when we had the first discussion. Could 

this be possible in the future? At that time, 
we were busy building the new pilot plant. 
So I said to Pietro: “Of course ANDRITZ is 
interested, but we have a lot to do with 
this pilot facility” – so we couldn’t imme-
diately start serious discussions. But it 
was definitely our goal.
 
SACCOMANO: In that meeting, we 
found that there was a common inter-
est. But on the ANDRITZ side, there was 
a long wait.

GISSING: But Pietro and Novimpianti 
did not forget. After we installed the pilot 
machine, I went back to Lucca and he 
asked “Are you ready now?” That was in 
October-November last year.

SACCOMANO: It was good that we had 
enough time to think it over. Because we got 

together when we were really ready and we 
had a full idea of what we wanted to do.

What did Novimpianti have that ANDRITZ 
didn’t?

GISSING: ANDRITZ is really successful in 
the business of new tissue machines and 
we had delivered our machines and our 
hoods. But with all our success in selling 
new machines, we did not focus so much 
on innovation in Air & Energy systems, and 
Novimpianti is really strong in the area of 
energy saving, which has become more 
and more important. We saw that we had 
to go far deeper into that, too.

SACCOMANO: We have always tried to 
save thermal energy, electrical energy, 
and operational energy, i.e., people. 
Manpower is energy. Also, being able to 

supply both paper machine manufac-
turers and the rebuild market gave us a 
great opportunity to improve the product. 
When you replace a product, you have to 
know very well what you are removing, 
because the customer expects that your 
new product will do a better job. When I 
replace a hood, I want to know what the 
Yankee is doing. And that doesn’t mean 
just replacing something broken or old. 
Often, they want their return on invest-
ment from higher production capacity or 
lower energy consumption, so you need 
to improve on what you replace.

Pietro Saccomano, Managing Director of ANDRITZ Novimpianti, and Klaus Gissing, Director PrimeLineTIAC and Air & Energy Systems at ANDRITZ
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So it’s all about the relationships?

SACCOMANO: The good relationship 
with a paper mill is the place to start. That 
is why we organized a group of techni-
cians that maintains a good relationship 
with the customers. Because those tech-
nicians are available when the customer 
has a problem, you grow a special rela-
tionship with the mill. And that helps you 
to sell when they need a replacement. 
That was another point that was of inter-
est to ANDRITZ when they were thinking 
about acquiring Novimpianti. It’s easy to 
know who needs a new paper machine 
around the world, but it’s more difficult to 
track who needs rebuilds. Such business is 
a must for improving direct sales.

On the ANDRITZ side, when you add a 
company like Novimpianti to the family, 
what will change for ANDRITZ customers?

GISSING: As well as rebuilds and opti-
mizations, our existing customers will also 
get information on new technology much 
faster. We will come up with new prod-
ucts in the future. Just a few weeks ago, 
we had an R&D meeting in Lucca, and we 
shared lots of ideas. 

So when you include innovation, you are 
talking about 1+1=3. Just merging two 
companies, you usually get 1+1=1.7 in 

headcount or 1+1=2 or 2.5. But we have 
planned for innovation and new prod-
ucts. Our goal is in the next 3-4 years, 
at least double the employees and triple 
the revenue. 

Any hints on the innovations to come?

GISSING: One aspect is resource sav-
ing – energy as well as water. To give 
you a hint: we will work on heat storage, 
and steam generation from the exhaust. 
I guess we will launch a couple of new 
products within the next 12-18 months. 
In the past, ANDRITZ grew very much by 
acquisition, not so much by innovation. 
This is a cultural change – the focus will 
now be on innovation. Pietro will take 

ANDRITZ and Novimpianti have become one, enabling customers to 
energize their mills with proven air and drying systems for innovative 
tissue and paper production

Combining Novimpianti’s products and expertise with the experienced 
ANDRITZ tissue & paper team means customers have a superb range of 
engineered solutions for productivity, quality and sustainability

care of the R&D for the next few years. 
Lucca is the right place for this. Also, we 
call it ANDRITZ Novimpianti Air & Energy 
Systems. We have to take care of a tis-
sue mill’s full energy chain in future. More 
and more tissue producers these days are 
newcomers, and they don’t have a big 
organization, so they like to have every-
thing from one source, one interface, one 
responsibility. So that is another direc-
tion – complete solutions.

It’s been a few months since you 
announced this deal. How has this first 
phase been?

GISSING: I think the most important 
aspect for this merger and integration 

is respect. We have the same goal in 
mind  – to create an ANDRITZ Novimpi-
anti that can really grow and come up 
with innovations and new products for the 
future. It’s my belief so far that we have 
managed it well.

SACCOMANO: I agree. We are taking 
the general rules of ANDRITZ and adjust-
ing them to the reality of what Novimpi-
anti is. The challenge is to integrate with 
such a big company as ANDRITZ, but to 
maintain the good features of Novimpi-
anti Drying Technology. 

Pietro, it was mentioned that you will take 
care of R&D for several years. What are 
your plans for retirement?

SACCOMANO: I will retire when I am 
tired of work. For now, I enjoy working, so I 
don’t think about it. 

GISSING: We decided on a transition 
period. Pietro will be CEO of ANDRITZ 
Novimpianti, but we will bring in a new 
CEO very soon in the next year. Pietro will 
then take care of R&D and innovation. We 
want to keep him in the organization – his 
experience is extremely valuable. 

SACCOMANO: I will do what I enjoy the 
most!

GISSING: We definitely recognized that 
our customers expect more support from 
us on rebuilds and service. For us it was 
logical to acquire a company that was 
very strong and competitive in the area 
where we want to improve.

What will be the benefits for ANDRITZ and 
Novimpianti customers?

GISSING: With the acquisition of 
Novimpianti, we can serve all of our 
customers  – new machine custom-
ers and existing customers with running 
machines  – both for rebuilds and opti-
mizations and, in the future, new innova-
tive products, especially in energy and 
air systems in tissue mills. We see a huge 
potential in Novimpianti for innovation. 
We have installed the most modern tis-
sue pilot plant in the world, but most of 
the success is expected from the wet end. 
ANDRITZ Novimpianti should help to max-
imize the benefits from the dry end, too.

Who will the existing Novimpianti cus-
tomers call, now that you are part of the 
ANDRITZ GROUP?

SACCOMANO: It's now ANDRITZ 
Novimpianti, but still with the same 
people. Customers know the people, 
not the company. There is a relationship 
with the people. 

PIETRO SACCOMANO
Managing Director of 
ANDRITZ Novimpianti

“It is now ANDRITZ 
Novimpianti, but still with 
the same people. Customers 
know the people, not the 
company. There is a 
relationship with the 
people.”

KLAUS GISSING
Director PrimeLineTIAC 
and Air & Energy 
Systems at ANDRITZ

“We have the same goal in 
mind – to create an ANDRITZ 
Novimpianti that can
really grow and come up 
with innovations
and new products for 
the future.”

CONTACT

Klaus Gissing
klaus.gissing@andritz.com
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