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I do not wish to discuss the coronavirus here. A lot 
has been said about it, often inappropriately. Regar-
dless, the scenario is not one of the most encoura-
ging, and even at Colcom we are not exempted from 
practical and organisational challenges. Hence, we 
have maintained a positive and constructive attitude.
Soon after the lockdown, we consolidated long-stan-
ding relations with our loyal clients by launching 
commercial initiatives designed to even practically 
and financially support those who are determined 
to roll up their sleeves and set to work once again. 
Since time unknown, people who can do it have 
helped those experiencing difficulties, n’est pas?
I am convinced that in a healthy economic setting, 
companies can and must help and support each 
other, at least as far as possible. This will contribute 
to also build a society that possesses such traits; one 
that is more stable, firmly grounded and close-knit, 

Organisations can and must be 
mutually supportive 

SIMONSWERK has been one of the most widely re-
nowned manufacturers of hinge systems for resi-
dential doors, main entrance doors and for doors 
in public buildings. The company is famous for high 
quality standards, ongoing product innovation and 
high client loyalisation.

ECONOMIC BODY
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Dario Pedretti - General Manager

one that participates honestly and supportively.
I always joke with my rivals, with whom I have 
excellent relations, that “we are competitors, not 
enemies”, experiencing the market as a training op-
portunity to make the most of our qualities, our in-
telligence and our creativity, always in competition 
but never against anybody.
It might take decades to change certain mental pat-
terns of today’s society and economy. However, if we 
view the current events as an opportunity to impro-
ve, and leave the former egotistic patterns behind, 
the time required might certainly get shorter, and 
the goal might become achievable already for the 
new generations of tomorrow.

Enjoy reading!

Dario Pedretti

OUR GROUP
IN THE WORLD 

You are aware that Colcom has been a member of Simonswerk Group 
for about one and a half years. Together, we are the protagonists of in-
novation in the sector of systems and accessories for tempered glass 
and wooden doors. Our companies are united by a custom-designed 
project and by research focused on finding innovative solutions, whi-
le enhancing safety, which is always a priority. The entire production 
process (design, processing and finishes), and distribution in the mar-
ket (Italian and international) are carried out within the group, always 
ensuring the best possible solution.
With nine offices located in Europe and North America, the Group’s 
products are sold in the 5 continents and in more than 70 countries.  
Our capillary presence is achieved through partner companies, which 
manage the distribution of Colcom and Simonswerk products.

SIMONSWERK Group

SIMONSWERK Group

SIMONSWERK GroupSIMONSWERK Group

Our future goals: expand the product portfolio for clients and develop the international presence of Group companies.



THE CHANGING ROLE
OF SALES PEOPLE 

There’s already been said a lot about COVID 
and the consequences this virus is bringing to 
all aspects of our life, so, it is not my intention 
in this article to unveil to the world anything 
that has probably not been said or written be-
fore.
My intention in the next few words is to reflect 
with you about the future of sales roles in this 
new scenario where all sorts of restrictions 
making the traditional salesman role of mee-
ting people a game changer. Being a salesman 
travelling all over the world and enjoying me-
eting customers became luxurious, some say: 
it will never be the same again. 

The opinion of Xavier Ilarza 
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REDUCE LEAD TIME AND
INCREASE PRODUCTION
SYSTEM EFFICIENCY

PRODUCTION NEWS   RESTORING KANBAN  

After relying, for a period, on the MRP 
system to launch production orders, 
we have decided to use the KANBAN 
method once again. This easy and effecti-
ve system has accompanied us for more 
than twenty years.
The Kanban system is a PULL supplies 
management method designed to achie-
ve high production volumes, while using 
minimum levels of raw material supplies, 
WIP (semi-finished products) and fini-
shed products.
The term Kanban designates the iden-
tification card of a certain quantity of a 
specific material code, either finished, or 
semi-finished or to be purchased. It au-
thorises replenishment and production 
of components upstream. Hence, every 
Kanban presents a code and a quantity, 
besides its own path. It refers to the ma-
terial of a warehouse and acts as a mere 
identification tag when the material is 
stored in the warehouse.
 

Unlike the MRP system, in which pro-
duction “pushes” goods towards clients 
located downstream and, subsequently, 
product flow depends on the estima-
ted future demand, the Kanban system 
does not start from an estimate but ra-
ther from the practical need to manifest 
downstream of the production process. 
Kanban is, therefore, a management 
system that can be used to organise a 
production process that concomitantly 
ensures flexibility, quality, productivity 
and a rapid response.

Xavier Ilarza - Responsabile Vendite Estero

The main question I ask myself…. Do we salesmen, need to start thinking about converting 
ourselves and finding new jobs to do in the future?  The answer I find is yes and no at the 
same time…

Do we need to find a new job to do in the future? 
Certainly not, but, do we have to convert our roles and practices in order to adapt ourselves 
to the new scenario whilst providing added value to our customers in the way we do our job?  
Certainly yes.

So, the question is what and how we need to change to adapt to the so called “new normal”
It is clear our customers still will be willing to be technically and commercially suppor-
ted from salesmen they trust, but this needs to be done from a distance now using online 
methods. Salesmen have to be expert users in all kind of online platforms to connect with 
people just like we are on different airlines or airports. At the same time customers will also 
have to be more accessible to participate in online meetings and trainings to be aware about 
the latest innovations and trends in their businesses…

I know many will think that online meetings are not going to substitute the personal touch 
of a live meeting with a customer or supplier over a coffee or a tea. Neither exhibitions, pre-
sentations, events, trainings, etcetera, can be easily substituted in a digital format… and I do 
agree… it would be like saying that attending a football match at the stadium would be the 
same as watching it from your sofa at home…

What I want to highlight is that despite all, COVID crisis like all other crises before, is brin-
ging to all of us new opportunities. Also for us salesmen it’s an opportunity to reduce our 
travelling time and optimize our time with customers and colleagues. Instead of spending the 
time behind the wheel or queuing in airports all over the world, using our minds and souls 
feeding new ideas and market intelligence to our companies should certainly be a benefit to 
any organization.

Here at Colcom we are all committed to continue day by day to evolve and adapt to the new 
challenges. Change is an essential part of the game in any organization, this is the reason we 
only want to look ahead in a positive and motivated way. 
Unfortunately COVID will stay for a while and will keep forcing us to adapt and change roles 
but it will be overcome as all other crises in history. 

Salesmen roles will have adapted and changed by then but will still be of key importance in 
every organization. Maybe in a different way, but still responsible to build bridges between 
suppliers and customers. 

“From a strictly production-related perspective, the 
scope of such a system is to reduce the entity of

production batches in order to also reduce the lead 
time, and to increase the efficiency and elasticity

of the production system.”

THE COMPANY
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GALVACOM: OUR GALVANIC PROCESS
Process control, eco-sustainability and colour range

FEATURE SPECIAL PRODUCT FINISHES, GALVANIC TREATMENTS

The innovative chromium plating system based on PVD (PHYSICAL VAPOUR DEPO-
SITION) uses plasma technology. This environmentally friendly process does not use 
toxic chemical products for applications. Instead, it exploits low cost materials and 
does not alter the physical appearance of the surfaces treated as it is completely in-
visible. This technology offers the benefit of eliminating heavy metals - such as chro-
mium and derivatives in wastewater and during processing -, of considerable water 
savings, and of reducing hazardous gas emissions with remarkable beneficial effects 
for both the environment and for the health of workers.

Galvacom performs galvanic treatment on brass 
and aluminium. The company’s plants are capable 
of meeting a wide range of production requiremen-
ts; therefore, they offer a complete service for metal 
surface treatment. The experience acquired over the 
years has ensured Galvacom’s excellence in specific 
treatments, such as chrome plating of aluminium. 
But the renewal process never draws to a close, and 
it is precisely with ongoing updates that Galvacom’s 
know-how is expanding day by day.

EXPERIENCE IS ACQUIRED OVER TIME
Experience is never an intrinsic quality. Experience 
is acquired on a daily basis, in an organisational de-
velopment process that is in step with its products. 
The finishes
 

proposed by Galvacom clearly represent this evo-
lution. Indeed, the selection has increased over the 
years, counting several proposals today, with hues 
studied to meet the miscellaneous market demands.

The first step to ensure that every phase is 
carried out with the utmost care is to perso-
nally supervise the entire process.
From surface preparation, to galvanic pro-
cessing of aluminium and brass, and the fi-
nal shift to PVD: Galvacom controls each of 
these processes.

At the end of all the operations, quality con-
trol is performed with the utmost care by the 
in-house laboratory using the thermal shock 
test and the salt spray test.



The new range of special finishes: surface emotions 

A guide to choose the most suitable finish

05 THE COMPANY • PRODUCT HIGHLIGHTS

Galvacom offers a wide choice of finishes, each one 
performed by carefully supervising the production 
process.

GALVANIC PROCESSING PHASES
● ultrasound degreasing of the parts
● preliminary treatment to meet requisites for excellent surface 
adherence
● nickel-plating with appropriate thicknesses and processes. First 
columnar and then lamellar nickel with overall thickness 22 micron 
(only for aluminium plating).
● chromium-plating with 0.23 micron chromium thickness (only for 
aluminium chrome-plating).
● tests to ensure adherence of the parts, checked with the thermal 
shock test
● corrosion resistance check using the
salt spray test AASS (Acetic Acid Salt Spray) with a 220-hour cycle
● drying of the parts by oven heating.
● securing the parts with particular dedicated frames for excellent 
performance and premium quality.

The PVD process is carried out using nanotechnologies. It allows to 
produce very thin coats that stand apart for their particular physical 
and mechanical features, corrosion and wear resistance and, especial-
ly, ecological efficiency.

13imitation satin stainless steel polished chrome matt chrome polished bright bronze satin mat bronze polished bright champagne

imitation polished gold matt gold nikel satin mat champagne polished bright gunmetal grey satin mat gunmetal grey

PV
D

PV
D16

14

17

15

19

66

69

67

70

68

71

All patch fittings with body in “22” finish and stainless steel covers have a strength of 5. In the case of aluminum covers the 
resistance is indicated in the table above

Legend

1
Low corrosion resistance

2
Moderate corrosion resistance

3
High corrosion resistance

4
Very high corrosion resistance

5
Excellent corrosion resistance

Colors Inner Outer
Doors Shower

Boxes
Standard

environments
Special

environments

Material   ALU   BRASS ZAMAK   ALU   BRASS ZAMAK   ALU   BRASS ZAMAK   ALU   BRASS ZAMAK

02    4    4    4    4
05    4    4    4    4
13    4    4 4    2   4 4    2   4 4
14    4    5 4    3   5 4    3   5 4 5 4
15    4    5 4    3   5 4    3   5 4 5 4
16    4    4    2   4    2   4
17    4    4    2   4    2   4
22    5    5    5    5
31    5    5    5    5
32    5    5    5    5
47    4    4    4    4
60    5   5 5    5   5 5    5   5 5    5    5 5
62    5   5 5    5   5 5    5   5 5    5    5 5
66    4    4    2   4    2   4
67    4    4    2   4    2   4
68    4    4    2   4    2   4
69    4    4    2   4    2   4
70    4    4    2   4    2   4
71    4    4    2   4    2   4

  CAUTION: For installations in particular environments or climate (ex. wet, acid, saline) consult sales office first
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Colcom Sadev Ibérica

New name, 
new website...
Renewed enthusiasm!

From the Spanish branch, we wish to say that we  
have a new name. Now we are Colcom Sadev Iberica.   
We have a new website and a new Linkedin page.   
Visit them and follow us, so you do not miss any news!

MADE EXPO 2021

A few days after the event commenced, the trade fair agency officially announced that it 
was suspended and postponed to 17-20 March due to the Coronavirus epidemic.

Despite the period of uncertainty and doubts, which make us won-
der whether our clients will visit us, whether our clients will still be 
discouraged by the circulation of the Covid-19 virus, and if the fi-
nancial commitment will be to no purpose at all, we have decided to 
invest in this event. We believe in it and we need to place our stakes on 
the future. Moreover, we have numberless interesting new proposals 
you should not miss!
We look forward to your visit!
Explore the innovations and future trends!
Visit the leading trade fair in the world for windows, doors and façades. Discover the 
attractive offer of products, avant-garde technologies, construction components and 
elements at the exhibitors’ stands. Be inspired by intense, high standard discussions 
with global experts. Recognise the sector-specific trends. Four days packed with infor-
mation, new contacts and prospects for your success await you. It will be a pleasure to 
welcome you and present our latest key proposals!

Breaking news to celebrate the 10th 
anniversary of MADE expo. We shall be 
there, despite the uncertainties

TRADE FAIRS06
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THE GERMAN MARKET:
NEW DEVELOPMENTS
30 June 2020 marked the end of a long-standing
partnership with the company Gebo glas-elemente

CANADA : OUR NEW OFFICES  
The Canadian branch has renewed the interiors
The increasing market demand for our products has generated 
the need for a larger and more spacious facility. Our premises 
stretch over a surface area of ca. 5,000 m2 of offices and warehou-
ses to better serve our clients and store more material.

The office has been designed to host a showroom, and technical 
and sales meetings. Situated in a strategic location in Bolton, On-
tario, the facility can be easily reached from the Pearson Interna-
tional Airport and from the Greater Toronto Area (GTA).

The new premises of our Canadian branch, Colcom Sadev, are in 
Bolton, Ontario:
101 Simona Drive, Bolton, Ontario Canada L7E 4E8
(+1) 416 917 6150 – info@colcomsadev.ca
www.colcomsadev.ca 

Effective from 1 July 2020, Colcom Group S.p.A. directly manages sales of its products in Germany. The consolidated and profitable 
partnership with the company Gebo glas-elemente ceased on 30 June 2020. A sincere thank you to Gebo glas-elemente, especially to Mr. 
and Mrs. Balekjian who, in recent years, worked with deep commitment to recommend and sell our products in the German market.

Hence, from 1 July 2020, all sales and logistic activities carried out in Germany are managed by Colcom Group S.p.A. and Sadev.
The representative in Germany is Mr. Luigi Rosati, with sales office based in Nettetal. Counting 20 years of experience in selling acces-
sories for glass panels in Germany, he is enthusiastically preparing for this new appointment, which started on 1 March 2020. 

We wish you every success, Luigi!
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The standard specifies requirements for controlled door closure devices, and applies to manually operated 
closure devices, in which energy required to close the door is generated by the user during the door ope-
ning phase, ensuring that the released door returns to the closing position in a controlled manner.

WHY WE DECIDED TO APPLY FOR CERTIFICATION
To obtain the industrial certification for our hydraulic system products and, therefore, to align our or-
ganisational system with the standards established by the rules for certification and by the rules in force.

WHAT IS THE CERTIFICATION APPLICATION PROCESS?
Before obtaining the certification, a product must pass a process made up of 3 phases:
Phase 1: verification to ensure that the product complies with both Italian and international rules and 
protocols;
Phase 2: all processes concerning the manufacturer’s quality systems are evaluated during this phase;
Phase 3: after obtaining the certification and the related brand, regular interventions are carried out to 
provide evidence that the efficiency of certified products and equipment is maintained.

WHAT HAPPENS AFTER PASSING THE CERTIFICATION TESTS?
After passing the certification test, the company can affix the Certification logo on all materials related to 
the various products marketed and on corporate communications.

WHY WE DECIDED TO APPLY FOR THE TÜV CERTIFICATION
Because TÜVs (German acronym for Technischer Überwachungsverein, which is translated into Ita-
lian as “Association for Technical Control”) are certifying companies, which were originally German, in 
the sector of food safety, environment and quality management systems. Besides Germany, TÜVs are 
also present in other countries, including Austria and Italy, with proprietary trademarks and their own 
network of auditors.

The certification services offered are many, spanning system certification, product certification, in-
spection activities and technical support, personnel certification and training activities.

WHAT LOGO INDICATES THAT THE TÜV CERTIFICATION HAS BEEN PASSED?
The logo, which indicates that the TUV Certification has been passed, is a Blue octagon containing spe-
cific indications of the tests passed.

ABOUT STANDARD UNI 1154
Our products comply with standards

HYDRAULIC SYSTEM items in the collections:
BILOBA (8010-8011-8015-8060)

TRILOBA (8201 – 8202)
UNICA (100E10)

have been awarded the certification
for standard EN 1154.
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Nuova serie
di cerniere
a scatto
per box doccia

new
8500N Polymer
• Nuovo azionamento a polimero  senza molla
• Completamente in ottone
• Senza viti a vista
• Regolazione del punto 0° sempre garantita
• Testate e garantite per 50.000 cicli

New series
of clicking
hinges
for shower
cubicles

new
8500N Polymer
• New polymeric functioning without springs
• Completely in brass
• Without visible screws
• 0° regulation always guaranteed
• Tested and guaranteed for 50.000 cycles
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This is the first impression of the new Technical Director of Colcom who was 
appointed in July this year. 
Enrico De Cesaris has diversified experience both concerning duties and 
organisational sectors, which range from the textile machinery area to the 
extrusion of tecnopolymers, and to the food & beverage sector.

Research Development & Technical Department
The new Manager introduces the team 

MAGAZINE

Enrico De Cesaris - Research and Development Manager 
Simone Danesi

Roberto Lombardi

“I instantly liked Colcom’s warm welcome and propositio-
nal style. I found an expert technical team that was highly 
skilled and close knit, despite considerable differences in 
terms of experience and seniority. I am sure that we shall 
face the future challenges with professionalism and re-
sourcefulness”

Today the team of technicians dedicated to research and development, and to the management of existing products counts, overall, 
5 highly efficient resources: Mihai Mesaros, Creative Structural Engineer; Roberto Lombardi, dynamic Designer with consolidated 
experience; Raffaele Toninelli with ten years of experience in Colcom products; Simone Danesi, precise and resourceful, expert in 
AutoCAD software. 

The R&D Department is the pulsating heart of the Colcom Group. The Department’s goal is to design new products and to make 
the most of the existing ones to meet glass market requirements. The team of engineers and the Design Department are capable of 
ideating custom-made items even for larger projects.  
Italian design, made in Italian style, technical competence acquired over the years, the outstanding capacity to detect market de-
mands in a timely manner, and to anticipate trends have led to the creation of a catalogue, which offers several innovative and 
successful proposals.



Raffaele Toninelli

Mihai Mesaros

TEAM11

The sudden news of Marco’s death has left us stunned 
and shocked. He had neither any disease nor health is-
sue that would even have made us fear the worst.
Marco was a kind, friendly, well-mannered and helpful 
colleague, who was deeply committed to his work.

We shared moments of professional commitment and 
also entertaining moments, such as Christmas dinner, 
the corporate meeting, the business trip to the trade 
fair, which offered the opportunity to get to know each 
other, laugh together and have fun! He was an affectio-
nate father who was there for his family.

You will be greatly missed
by your family and by all of us.
Have a good journey, Marco!

Goodbye Marco,
we will miss you

Marco Caggioni - Area Manager
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It is the latest door-closing hydraulic hin-
ge, which is entirely concealed in the door. 
The door closes automatically.
Conceived for wooden doors, ti can also 
be installed on profile doors.

Fitted with a shock absorber 
that prevents the door from 
unhinging, and with an over-
pressure device, which preven-
ts breakage in case of acciden-
tal yanking. Can be either wall 
or wood-mounted, and even 
installed on door jambs that 
have a stop gasket.

Hidden hinge for wooden doors with 
striking plates. The firts Colcom hin-
ge that is entirely “concealed” in the 
gasket, and which can be adapted to 
every project as required by the client.

Designed for glass doors with 
perimeter striking plates, it has 
been studied to adaprt to wooden 
frames, in compliance with German 
standards (regulation: din 18101). 
Ideal for sealing.

MAGAZINE

“What the market was lacking is now available with 
hydraulic hinges for wooden doors. Such hinges are 
designed to open and close the door, and are studied 
to meet miscellaneous needs. Entirely Made in Italy”

OLEO WOOD
Hydraulic hinges are now also 
installed on wooden doors

107E40 107E42/47 835E40 845E10 845E20 8060WD

• UNICA WOOD                                           • EVO WOOD                           • EVO VELA WOOD                               • 8060WD



Oleowood is the line of Hydraulic Colcom products conceived for Wooden 
doors. The technical experience acquired over the years in the glass sector 
has allowed us to develop some of our Top products also for Wooden doors.

All the latest Oleowood devices ensure the usual guaranteed features of door 
closure hinges in the Biloba collection, and some specific additional featu-
res, depending on the chosen model, including:

• Automatic hydraulic closure
• Adjustable closure speed,
   which can also be set in advance
• Adjustable 0° point
• Door axis adjustment
• Stop at 0° +90° -90°
• Constant braking control
• Shock absorber to prevent unhinging
• Customisation based on the client’s request - OEM

Design and versatile features are the main characteristics
of our hinges, which are capable of meeting the aesthetic
needs of modern design and the structural requirements
of our clients.

NEWS13



CLIENTS14

Modern offices are currently designed with particular care 
for design features and with casual furnishings. Modern de-
sign demands light lines, pale hues and large glass windows 
and doors for a work environment that stimulates creativity. 
Spaces must meet the ever-changing needs, which favour 
dialogue and interaction without ever neglecting privacy.

PROJECT
This is an example of a perfectly designed modern office. 
Our dealer T-Concepts Glass based in Miami has created its 
offices and the showroom by closing the spaces with glass 
partition walls. Colcom’s aluminium profile P35E, which is 
suitable for installations in offices and in residential settings, 
allowed to easily divide the areas without impairing bright-
ness. In this case, the black aluminium profile has endowed 
the entire project with personality.

CLIENT PROJECTS
Glass partition walls 
for the modern office 
Country: USA – Miami
Project: Partition walls for offices T-Concepts 
Product: New Striqe – P35E
Project design by: T-Concepts

PRODUCT
P35E is the first modular aluminium profile available on 
the market that is able to hold glass thickness in the range 
of 8 - 21.52 mm. Ideal for offices and houses, it easily divi-
des rooms without any loss of brightness. The format and 
minimal design favour rapid installation of partition walls. 
NEW STRIQE is the ideal solution to create essential frames 
for entrances in masonry and for glass walls. It can be per-
fectly combined with the profile for partition walls P20E and 
P25E, and with Colcom hinges and locks. NEW STRIQE has 
5800 mm long rods, and is available in natural aluminium, 
steel-like satin finish and anodized black. Rapid and easy in-
stallation. Possible height and depth adjustments.

MAGAZINE
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The request made for this project was to 
design and install Kiro’s shop window, in 
the city centre of Bolzano. The goal was 
to underscore the aesthetic beauty of the 
window made of a single glass panel, wi-
thout renouncing the functional features 
of accessories studied to minimise the im-
pact on aesthetics, in order to ensure the 
utmost transparency and lightness at the 
entrance. The door, located in a busy area, 
must guarantee stability and safety. Con-
sidering all these reasons, the choice fell 
on Biloba Evo, the ideal hinge for doors 
with a 180° opening.

PROJECT
Biloba Evo, the hinge for doors with 180° 
opening, has dramatically changed the 
idea of door closure hinge. It was installed 
on the entrance door to the store Kiro’s in 
Bolzano. It is the first hydraulic door clo-
sure hinge capable of ensuring adjustable 
closure and constant braking control for 
all door opening angles up to 180°.
 
Biloba Evo is fitted with a shock absorber 
that prevents the door from unhinging, 
and with an over-pressure device, which 
prevents breakage in case of accidental 
yanking. Finally, this hinge’s internal me-
chanism and hydraulic system are pro-
tected by international patents.
Immediate delivery, easy and rapid on site 
installation with the technical support 
provided by the head office, and also the 
clear assembly instructions published on 
every box ensure the project’s success.

Transparency 
and lightness at 
the entrance
Country: Bolzano – Italy
Project: Kiro’s clothing store
Product: Biloba EVO for doors with 180°opening
Project design by: Nuova Vetreria Druso

PRODUCT
The compact minimal design of the Bi-
loba Evo hinge makes it highly adaptable 
for all types of applications on hinge do-
ors, ranging from residential and office 
interiors to outdoor areas of high transit 
public buildings, and even bathroom par-
titions, without ruling out many other 
applications. It is also easy and quick to 
install without breaking the floor.
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