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Our CombiMAX: more flexibility, 
greater efficiency and increased speed!   

After the pre- 
sentation of our 
new product – 
the CombiMAX 
- during our 
„Demo Days“ in 
Büllingen, we 
received nothing 
but positive re-
actions from the 

sector. This innovative and far-reaching 
concept enjoys absolute priority in our 
plans, because we are fully convinced of 
its principle and the idea behind it: vari-
ety in the combinability of the different 
components for semi-low bed and low-
bed trailers for payloads between 50 and 
250 tonnes.   

Our objective is to provide you with  
a tool so that you can compose your vehi-
cle fleet as needed depending on the job 
at hand. A construction set that offers you 
unlimited possibilities in the implemen-
tation of your individual vehicle solutions. 
Wholly in accordance with the motto: more 
flexibility, greater efficiency and increased 
speed at lower investment volume!   
  
With the CombiMAX principle, every 
customer – whether a large company or 
small – finds an appropriate solution for 
its transport needs. „Define your trans-
port job, configure your vehicle solu-
tion!“  This is the leitmotif that neatly 
captures the fundamental philosophy. 

A number of technical innovations are 
the central elements for the CombiMAX. 
All steering systems are based on a cen-
tral, universal gooseneck – our world-
wide unique „One-Neck-Technology“. 

Add to this the combination of three cou-
pling systems: universal coupling head 
with bolt-lashing coupling, hook adapt-
er and incorporable telescopic add-on 
beam. 
User-friendly innovation from the house 
of Faymonville.

All of this makes the CombiMAX a  
future-oriented product. With all possi-
bilities to sustainably place its stamp on 
and indeed revolutionise heavy trans-
port logistics. With the CombiMAX, we 
are comprehensively closing the gap 
between our existing semi-trailers of all 
variants up to 120 tonnes in payload and 
the heavy-load modules.    

Our development team nevertheless 
continues to work with equal intensity 
on our existing products. Faymonville is 
a full-range supplier and has the indi-
vidually appropriate solution ready for 
every transport challenge.  

Alain Faymonville
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Using a construction kit system 
with a modular platform structure,  
Faymonville is setting future- 
oriented trends on the market  
with the new CombiMAX series.  
The strategy in the development of 
the new vehicle type is based on the  
variety of combinations of stand-
ardised components. The principle  
is being implemented for pure road 
vehicles. In this way, from now on,  
the company can offer its customers 
individually configured solutions.

With this strategic decision, the product port-
folio experiences an innovative, nearly revo-
lutionary expansion. Until now, Faymonville 
has manufactured vehicles to a large extent 
according to the principle ‘design to order’, 
which means: tailor-made solutions, precisely 
matching the customer’s wishes. This resul- 
ted in a current product range with its fourteen 
basic models and that has become increa- 
singly complex - after all, there are more than 
3,000 different vehicle chassis with lengths of 
between 8 and 60 metres and a dead weight of 
between 6 and 44 tonnes.

“Up to now, this has been without a doubt 
the right philosophy, because we can quick-
ly and flexibly produce what the customer 
requires in the short term”, says CEO Alain  
Faymonville looking back. “This individuality 
secures the strong and stable market pres-
ence for our company.” In the meantime, the 

PRODUCT TO THE MAX

The strategy behind the development of the new vehicle type is built 
on variety in the combinability of standardised building elements.

Faymonville will revolutionise heavy duty transport 
with the COMBIMAX 

Modular combinability offers unlimited possibilities

complexity of the range is reaching its limits. 
However, to face this fact, Faymonville is not 
renouncing the customer-specific solutions, 
but instead is launching a complementary ve-
hicle, “with which we are providing customers 
with an inexpensive option of being able to in-
dividually configure their own vehicles.” That 
is how Technical Director Guy Fickers outlines 
the new product concept. From this perspec-
tive, the new CombiMAX can be considered a  
supplement to the existing MegaMAX,  
MultiMAX, GigaMAX, VarioMAX and  
ModulMAX product groups.

Individuality will be clearly 
less expensive in future

The principle of modularity is already  
being applied to heavy load vehicles, but so 
far it has not been rigorously implement-
ed with pure road vehicles. Modularity and 
thus versatility are now being transferred to  
Faymonville’s core product, i.e. to the trailers 
and stepframe semi-trailers for medium to 
heavy payloads of between 50 and 250 tonnes. 
An important reason for the development 
of the CombiMAX is not least the EU-wide 
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harmonisation of the vehicle registration 
regulations with the future limitation of the 
axle load to a maximum of 12 to 14 tonnes.  
“The worldwide tendency towards the restric-
tion of the axle loads inevitably forces you 
into new considerations and developments”, 
says Commercial Director Arnold Luxen. 
         
In order to realise the CombiMAX, a selected 
development team has developed new com-
ponents and processes that are considered 
to be absolutely new on the market. These 
include, for instance, a lightweight construc-
tion for modular vehicle chassis, decentral-
ised ‘add-on’ steering systems, universal  
goosenecks, lighter pendle axles and inde-
pendent suspensions, symmetrical coupling 
heads and modular elements made of over-
length edge parts for automatic welding.

Basic steering 
by universal gooseneck
  
The technical advantages of the CombiMAX are 
far-reaching due to the uniform basic steering 
alone. “There is only one steering transducer 
for all steering receivers used so far in the vari-
ous units”, says Alain Faymonville, mentioning a  
salient feature of the concept. More precisely, 
this means that “all steering systems can be con-
trolled by a newly developed, universally usable 
gooseneck, regardless of whether it involves ve-
hicles with 4 or 8-tyred pendle axles, vehicles with 
knuckle-steering axles (hydraulic or air suspen-
sion), or vehicles with independent suspension 
from the Twin Axle II series.”

The combination of three coupling systems 
which have already been familiar for a long time 
as individual solutions is also new. Regardless 

of whether bolt coupling, quick disconnect hook 
system or installable telescopic centre beam - the 
three components are combined with one ano- 
ther as a standard without any problem on the new  
CombiMAX. This enables customers to react  
flexibly to the most diverse transport require-
ments, even after the purchase.

Streamlined operation
 
In addition, the new system interface also  
enables the direct combination of vehicles 
with different heights and widths - but with 
the same axle load in the overall combination. 
And then there is also the noticeably easier 
operation. Until now, this has certainly been 
a complex challenge for the user, especial-
ly with the heavy models. The purposeful 
streamlining of the operating elements and 
thus simple operation are an important and 
often neglected factor in today‘s international 
and strongly networked world of transport.

The decisive positive factor for the freight for-
warder is above all the flexible establishment 
and expansion of his vehicle fleet. “We give 
our customers a tool with which they can con-
ceive their own vehicle fleet more universal-
ly”, says Arnold Luxen, pointing out the high 
value of the CombiMAX to the customer. With 
his capital investment, the freight forwarder 
can achieve a significantly higher number of 
transport alternatives, increasing the degree 
of utilisation and mileage of his vehicles and 
allowing him to adapt flexibly and promptly to 
the frequently fast-changing order situation.             

Perfectly-tailored configuration

“Basically he can reduce his idle stock, since 

PRODUCT TO THE MAX

„One neck-technology“: all steering systems can be controlled from a newly-developed, 
universally-deployable gooseneck.

The CombiMAX : the decisive positive factor is above all the flexible establishment and expansion of the vehicle fleet.
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PRODUCT TO THE MAX

he can assemble the transport combination 
needed at any particular moment from the 
CombiMAX construction kit. It is ideal, be-
cause it fits perfectly”, adds Guy Fickers.  It 
is also important to allow the customer grea- 
ter freedom in his decision-making and in his 
choice - according to the principle: “Define 
your transport task - configure your vehicle 
solution!” If the buyer analyses his needs 
as accurately as possible, the CombiMAX  
construction kit enables him to find the opti-
mum solution, because that solution is indi-
vidual.

Conclusion: the new CombiMAX series com-
bines all the advantages of a modular sys-
tem with the user-friendliness of a conven- 
tional heavy load vehicle such as the  
MultiMAX, MegaMAX or VarioMAX and offers 
the customer an inexpensive and variable 
solution for the most diverse requirements 
thanks to its versatile combinability.

Rigorous standardisation 
 
The economic background for the develop-
ment of the innovative CombiMAX was dicta- 
ted by the market, which demands continuous 
optimisation of product variety and production 
flexibility - in conjunction with a reduction in 
costs at the same time.

Against this background there would no 
longer have been any profit on the market 
within a foreseeable time, since it is out of 
all proportion to the technological develop-
ment costs. With the CombiMAX, however,  
Faymonville is also creating new in-house 
economic perspectives. “We can reduce the 
internal work expenditure by means of rigor-

ous standardisation”, says Arnold Luxen. And 
Alain Faymonville adds, “With the CombiMAX 
we will also be able to turn customer-specific 
requests faster, more flexibly and more eco-
nomically into individual vehicle solutions.”  

Pricing pressure forces 
the market to react
 
At the same time the CEO emphasises that 
“we are not really inventing anything new.” All 

the individual solutions already exist. “With 
the CombiMAX, however, we are creating a 
common platform with which we can com-
bine the advantages of the existing series  
(MegaMAX, MultiMAX, GigaMAX, VarioMAX 
and ModulMAX) in a variety of ways.”  

Every conceivable combination can be con-
figured from the variable basic principle of 
the CombiMAX - even more efficiently than 
in the automotive industry, where the plat-

form concept has been a valued and proven 
standard for years. “With the CombiMAX we 
are practically drawing the connecting line 
from the Polo to the Bentley.” Faymonville can  
produce models ‘ad infinitum’ from now on 
with a manageable number of components. 
To put if briefly: with its virtually limitless  
combinability the CombiMAX is opening the 
door to the market of unlimited possibilities.

The CombiMAX unites all the advantages of a modular system with the 
user-friendliness of a conventional heavy-load vehicle.
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PRODUCT TO THE MAX

From « design to order » to 
« configure to order »
 
The development of the CombiMAX also ne-
cessitates an expansion of the production lo-
cations. The floor area of the steelwork facto-
ry in Goleniow/Poland has been enlarged by a 
further 6300 square metres and the workforce 
has also been increased.

A new assembly plant for the CombiMAX is 
currently under construction in Lentzweiler/
Luxemburg. Faymonville is building a work-
shop with a floor area of 10,000 square me-
tres for assembly and surface treatment on an 
area of 7.5 hectares. A possible subsequent 
doubling of the capacity is accounted for in 
the planning.      

Further expansion 
of two production locations

The conception of buildings and production 
equipment is guided by an optimum process 
developed internally by Faymonville on the 
basis of the positive empirical values with the 
MAX Trailer. With regard to productivity, how-
ever, an even higher level is to be achieved. In 
Lentzweiler too, production is starting in the 
initial phase with additional qualified work-
ers. A new training and distribution centre is 
being added in Luxemburg - not only for the  
CombiMAX, but for all Faymonville products 
that are manufactured in Lentzweiler.

At the same time as the development of the 
CombiMAX construction kit module, new  
development processes, new manufacturing 
methods and new information technologies 
were and are being introduced. In this context, 

valuable and future-oriented findings have 
been collected from the manufacture of the 
MAX Trailer over the past years and these are 
now being incorporated into the development 
of the CombiMAX.

After all, the MAX Trailer is also a stan- 
dardised product in proven Faymonville high  
quality, which was well accepted by the market 
in a very short time. A success that is based 
not least on the concept of the configurable, 
modular construction kit with cost-optimised 
assemblies, standardised interfaces and a  
maximum number of common parts.

Important findings 
from the philosophy 
of the MAX Trailer
 
“That was without a doubt a welcome expe-
rience”, says Yves Faymonville, looking to 
Goleniow, where the MAX Trailer is manu-

factured in an assembly hall specially built 
for the purpose. Arnold Luxen also sees it 
that way. “The CombiMAX concept is based in 
terms of standardisation, configuration and 
logistics on the MAX Trailer philosophy - but 
adapted for higher payloads.”

The first prototypes of the CombiMAX are cur-
rently undergoing trials - partly in inhouse 
tests and partly on behalf of customers. 
Hence, the goal which Faymonville has set out 
for itself, namely the continuous production 
from early autumn, can be maintained - ini-
tially still in Büllingen, then from next year in 
Luxemburg.  

Guy Fickers is firmly convinced that “we 
are capturing the spirit of the time with the  
CombiMAX”, particularly since the expecta-
tions on the market are both high and positive 
after the initial feedback from the circle of se-
lected core customers.

Therefore, the long-term internal target from 
2016 on is extremely ambitious. Faymonville 
plans to produce up to 400 CombiMAXes 
per year in the future. This process will be  
accompanied by the creation of further jobs in  
Poland and in Luxemburg. 

With the CombiMAX, one principle applies 
both to the company and to its customers 
from now on: in engineering and production, 
success will lead away from the principle of 
‘design to order’ towards the main idea ‘con-
figure to order’.

„Define your transport assignment - configure your vehicle solution!“ – 
the presentation of the CombiMAX encountered enormous interest.
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Weight optimisation and stability improvement

The new FloatMAX generation 
was put on a diet
In the sensitive glass inloader segment, a completely new production series is 
awaiting the customers, who in recent years have ever more insistently been  
demanding higher load volumes.

„Certainly a challenge that will be as ex-
citing as it is rewarding“: such was Albert  
Balke’s first reaction when he saw these 
specifications. Behind the lead engineer of the  
ILO/inloader development team lies both a 
productive analysis of the market and a logi-
cal sketch of the specifications. It was focused 
above all on two questions: What will pro-
duce a higher added value for the customers? 
And what can the customer do without? The  
answers would be put into practice first 
with the FloatMAX, but later also with the  
PrefaMAX, where „the creative lever is also  
being applied“.  
The strategic-technical answer at  
Faymonville is a new FloatMAX generation 
with four entirely redesigned models being 
brought out at the same time. „I’m convinced 
that this decision will allow us to secure grea- 
ter market shares within the short term“, says 
Manuela Rauw, the sales manager in charge, 
explaining why she looks to the future with 
optimism. And the first contacts and sales 
contracts have proven her right. Whether in 
Germany, Poland, Turkey, Italy or France - the 

customers appreciate the targeted weight op-
timisation and the new model range. 

High safety standard
 
The technical configurations were guided by a 
twofold consideration: a significant increase 

in the stability and service life combined with 
a simultaneous reduction of the empty weight. 
For example, thanks to a number of techni-
cal changes (including abandoning the front 
hub swings), the weight of the SuperLight 
could be reduced to 6,550 kilograms. A semi- 
trailer that at the same time presupposes  
a new generation of lighter tractor units  
(in the sense of a precision landing when  
loading and unloading). 
A „close relative“ is the Light model, which 
lies at 6,800 kilograms including front  
hydraulic hub swings. With the „Economy“ 

class Faymonville wishes above all to serve 
markets with lower-quality road infrastruc-
ture. Here a more robust vehicle, without 
the subtleties but with an empty weight of 
7,300 kilograms, offers the best prerequi-
sites. The production series is completed by 

the also modified „Intermodal“ variant for 
use on roads and rails (which has already  
received certification from the Belgian railway  
authority Infrabel).
However, despite all the weight reduction, 
a constant high safety standard remains an  
absolute commitment. Albert Balke empha-
sises that the „no risk“ specification contin-
ues to apply for all models.

A reasoned lightening

The innovations can be seen primarily with 
the noticeably reduced empty weight and the 
clearly increased load volume - but not just 
there! For example, the load channel was 
lengthened on all models, which means a sig-
nificantly improved load distribution. There is 
also a variant with a front platform.
The reduction was achieved through a pains-
taking search for weight savings, also con-
ducted in collaboration with the suppliers. 
When asked to list just a few points of im-
provement, Manuela Rauw and Albert Balke 
mention „new materials, more advanced pro-
duction processes, reduced but more stable 
components, reinforced central cross beam 
as well as a justifiable elimination of the spare 
wheel, side cladding or central lubrication“.

In the meantime, a large fleet of the new SuperLight 
FloatMAX is already being run by a company based in 

Italy/France that is active throughout Europe.

You´ll find 
a video on this 
article here 



MultiMAX special order for APB Pilzen

A precise fit between the rail and the road
Transport companies always face special challenges when rail vehicles leave their track bed and have to make it the rest of 
the way to a destination by road. Assignments that can only be successfully carried out with exceptional equipment - which is 
why the company APB Pilzen came to Faymonville.

The experience of the leading Belgian manu- 
facturer in the transport of railway vehi-
cles quickly led to a perfect solution for the 
Czech principal. Two seven-axle flatbed low 
loaders (each extendable) from the MultiMAX 
series were developed to meet the specifica-
tions. The decisive technical plus was the use 
of offset axles, whereby Faymonville could  

reduce the loading height in driving position 
to 740 millimetres up to the rail guide on the 
semi-trailer. This trick allowed the load to 
easily remain below the required total heights, 
so that underpasses were no obstacle.   

A further technical refinement is the rail guide 
incorporated into the loading platform, which 

makes it possible to choose variable rail 
widths of 1,000, 1,450 or 1,670 millimetres. 
An indispensable requirement, since railway 
vehicles have different rail widths depending 
on the country where they are used.

APB Pilzen ordered both vehicles with an 
innovative hydraulic liftable and lowerable 
rear extension („stander“) for secure loa- 
ding and unloading and to optimise the load 
distribution. The integrated rail extensions 
of the „stander“ allow the rapid assembly of  
a loading ramp with a maximum incline of  
2.5 degrees (without the use of a forklift truck 
or similar). The rear extension can also sup-
port up to 15 tonnes of pay load during the 
transport. Thereby, the tractor unit can be 
significantly relieved and the load distribution 
is further improved. 

Simplified handling

Along with the telescopic loading platform, 
APB Pilzen has the possibility of expanding the 
semi-trailer with mountable extensions. To 
achieve this, a separation point - a so-called 
compression joint- was built in between the 
gooseneck and the loading platform. Here too, 
Faymonville made sure a single person can 
handle all operations, without further assis-

tance. For instance, all functions are executed 
hydraulically and the extension elements can 
be mounted or disassembled effortlessly by 
means of roller supports and wheels.  

Last but not least, thanks to the precambering 
of extension support itself, the heaviest rail-
way vehicles with several wheeled chassis can 
be transported without any deflection of the 
loading platform.

In sum, Faymonville was able to cope with 
even the most complex specifications of the 
project of APB Pilzen and came up with an op-
timal technical and economic solution. So it is 
not surprising that the cooperation is soon to 
be expanded. 

With Faymonville, the company APB Pilzen found a partner that developed a customised solution for transporting railway 
vehicles (particularly with regards to height).

APB Pilzen ordered both vehicles with an innovative 
hydraulic liftable and lowerable rear extension.
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Information stand in Abu Dhabi pays off

Door to Saudi Arabia opened
At the beginning of the year, Faymonville 
was once again present in the Middle East. 
At a trade fair in Abu Dhabi the nume-
rous contacts that had been made in the 
preceding months could be confirmed. 

Along with the presence at smaller-scale 
meetings in the region (including in Qatar 
and Iraq), our own information stand at the  
„Intermat Middle East“ actively focused on 
cultivating human relations in the largest of 
the seven United Arab Emirates. In Abu Dhabi, 
Julian Thelen had a good opportunity to en-
gage in personal exchanges with customers 
about the economic perspectives for the near 
future in the Middle East.
The fact that the network that had been  
patiently developed across the region in re-
cent years could be expanded was particularly  
appreciated. Faymonville secured its first 
sales contracts in Saudi Arabia, which  
undoubtedly remains the market with the 
greatest potential on the Persian Gulf. 
One of the customers, a respected crane  
company, purchased a five-axle MultiMAX, 
mainly in order to transport counterweights 
for its various large or small cranes. These 
are often used in the petrochemical sector, 
wherea compact vehicle with extension and 
ramps as well as flexible handling is required 
for use in narrow areas and roads inside the 
confines of oil and gas refinery complexes. 

Shopping window in Africa
 
Faymonville’s now nearly ten year-old  
presence on the South African market 
was emphatically reinforced by the first  
„Bauma Africa“ in Johannesburg. „Presence 
and contacts confirmed the successful path 
that we’ve been following until now in the field“, 
says Julian Thelen, contact person for the  
African market (amongst others). Especially 
the displayed vehicles (G-modules, eight-axle  
MultiMAX and four-axle MegaMAX with  
extremely low bed) generated keen interest 
from the sector at this first African „Bauma“ 
offspring with 754 exhibitors from 38 coun-
tries. The material on exhibit already found 
purchasers before the show, „but it was 
agreed with the three customers that the 

vehicles would be made available for display 
throughout the trade fair“. 
The echoes and contacts were highly encou- 
raging. „We certainly made a major  
structural effort“, says Julian Thelen. „But 
in the final analysis I realised that we could 
score decisive points on this booming market 
– which at the same time is also the gateway 
to the countries north of it.“
The focus of the potential clientele conti- 
nues to be on heavy equipment. In demand are  
vehicles as of five or six axles and up, always 
power-steered, telescopic and polyvalent. The 
inquiries precisely in the modular area con-
tinue to be large in number, but the existing 
contacts have to be regularly refreshed. In 
any case, Faymonville has already marked its  
calendar for the next „Bauma Africa“, to be 
held from 15 to 18 September 2015.

Faymonville was able to further strengthen its network in the Middle East (here a sales object in Qatar) thanks to its trade fair presence in the Emirates.

At the first „Bauma“ in Johannesburg, the presentation 
of vehicles already sold to South Africa gave Faymonville 
an important advance in market leadership.



After this clear success, the „Racing Day“ should regain 
its fixed spot in the agenda every year in the spring. 
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EVENT TO THE MAX

„Racing Day“ promotes better customer relations

For a whole day petrol runs in the blood

It took three years until Faymonville could 
once again find room in the racetrack´s  
annual agenda for this event. The partici- 
pants were divided into three categories:  
„pro drivers“ for those with proven race course 
experience, „casual drivers“, i.e. without  
motor sports knowledge, and last but 
not least „racing taxi“, with professional  
drivers at the wheel to give their co-pilots  
a first „race feeling“. Most guests never-
theless arrived in their own sports cars and 
appreciated the chance to zoom through the 
„Eau Rouge/Raidillon” combination and to pull 
back into the pit lane after seven kilometres 
and some famous bends such as „Combes“, 
„Rivage“, „Blanchimont“ or „Source“.

Most people drove themselves  
  
The purpose behind this meeting was natu- 
rally to foster customer relations, as Alain  
Faymonville acknowledges, but very inten- 

tionally far away from production and sales. 
„With the ´Racing Day´, we want to offer a 
chance to get away from business discussions 
for a whole day. After all, sometimes inten-
sive, at other times casual opportunities to 

cultivate personal relations are very impor-
tant.“ 
Following the General Manager, the impor-
tant thing is not even to primarily conduct our 
own exchanges with the clientele, but rather 
to help develop „a network amongst the cus-
tomers themselves“. In this way, relaxed „pit 
lane conversations“ quickly came to dominate 
the scene, focusing on everything having to 
do with braking points, vehicle types and cor- 
nering ability. In other words: during the week, 
many transport entrepreneurs inevitably have 
diesel in their blood, but on the weekends it´s 
petrol. Later on, the offer was supplement-
ed by easy conversations in the laid-back  
atmosphere of the freshly renovated forge in  
Rocherath. 

With the „Racing Day“, the Spa-Francorchamps circuit offered the ideal setting for informal contacts far away from 
production and sales.

Several years had passed since  
Faymonville´s last motor sports 
meeting held on the renowned 
Spa-Francorchamps circuit in the  
Ardennes. „We were especially  
delighted that, despite this unintend-
ed time-out, we were able to imme-
diately pick up the event’s earlier  
success”, says Alain Faymonville 
„looking in the rear view mirror“.
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Multifunctional use as conference centre

New perspectives for an old forge
„Back to the roots...“ With the reconstruction of the old forge in Rocherath, Faymonville is returning after a quarter century 
with at least one foot to its historical, indeed „ancestral“ domicile - where six generations earlier the foundations of the family 
business were first laid. 

„For a long time now, we have been in need 
for space to hold certain activities outside  
of the operating site, for example training 
courses, meetings and seminars“, notes Alain 
Faymonville, explaining the background of this 
„Renaissance“ of the former workshop with 
multifunctional use as a conference centre. 
Thus, in Rocherath the company now has an 

ideal infrastructure of its own that is drenched 
with both business and family memories.  
A quick reminder: the forge and the work-
shop were located for over four generations in  
Rocherath. Therefore, as Alain Faymonville 
admits, the entire site is certainly based on 
„a touch of emotion“, which explains why it 
was decided not to abandon the infrastruc-

tural legacy, but rather to „make it fit for the 
future“.
“Originally we were really ‘only’ thinking 
about doing a renovation, but this project li- 
terally fell together, since the building was  
simply too old for mere renovation“, as Yves 
Faymonville describes the development. The 
decision was therefore quickly reached to tear 
down the former forge and - together with the 
residence - rebuild it in a „historical“ style. 
From the original idea of a small museum 
grew the plan to use the building in its new 
form as a conference centre as well.

With love for detail  

A project whose implementation ultimate-
ly only took a year to be turned into reality.  
Except for a few adaptations due to statics, 
the floor space remained identical. As did the 
front facade, whose earlier look was replicat-
ed on the basis of old photos. „In any event, 
everything corresponds to the earlier style“, 
exults Yves Faymonville, who coordinated  
the project. Selected photo motifs keep 
the memories alive. The same holds for a  
number of traditional tools that have been 
placed around a meticulously restored  
fireplace with chimney hood and bellows.  The 
seminar centre can be used on three levels: 

on the ground floor there is a seminar room 
for 60 to 80 people with adjacent kitchen, on 
the upper floor a sitting corner for smaller 
face-to-face discussions, and in the cellar an 
additional conference room (which can also be 
used as a wine bar). In short: a building that 
opens up new perspectives for the company´s 
own seminar activities while at the same time 
conveying a feeling of down-to-earthness and 
familiarity.

Selected photo motifs evoke the atmosphere and 
activities in the family forge.

Apart from a few adaptations based on static requirements, the residence and forge were precisely rebuilt with historical 
materials in their original style.
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Faymonville Logistics running up against physical limits

Short, quick service routes  
Faymonville Logistics has since long 
become an indispensable partner for 
its worldwide clientele. A „compa-
ny within the company“, which was 
painstakingly reassembled after the 
fire two and a half years ago. „Despite 
the large amount of material damage 
suffered back then, it was also a key 
opportunity to work on the produc-
tion sequencing and customer ser-
vice“, says Yves Faymonville about the 
steadily increasing importance of this 
branch of the company. 

The commissioning of the new, modern  
logistical centre in Büllingen/Bütgenbach 
also pointed the way towards a stronger local 
concentration - „to facilitate shorter, faster 
and thus more effective pathways for fulfil-
ling customer wishes“, adds Marc Josten,  
Manager of Faymonville Logistics. In the me-
antime, however, the capacity is again alrea-
dy running up against its limits. „We simply 
need more space.“ The number of Kardex  
shuttles was increased from an original  
six to the current eight (with the pos-
sibility of adding two more shutt-
les). The decisive basis for efficient  
logistics remains the finely-calculated balan-

The structural-personnel concept of  
Faymonville Logistics is organised in such a way that 

external orders across Europe arrive  
at the customer´s  within a single day.
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ce between centralisation and decentralisati-
on. Which is why e.g. palletised goods that are 
processed only at a single location often go 
directly to the relevant production site.

Continuous cultivation 
of customer proximity 
 
„The shorter the delivery times, the higher  
the necessary inventory levels“, is how  
Yves Faymonville describes a fundamental 
challenge. Turnaround customer service can 
only be implemented if the department has 
fast and comprehensive access to the desired 
article. The guiding principle in the concept 
at Faymonville Logistics is the demand of the 
customer, „who’s basically asking us for quick 
delivery of the necessary parts“. In light of the 
market pressures, it’s hardly surprising that 
„after-sale“ expectations are becoming ever 
greater. „Therefore the big strategic challen-
ge for the coming years will be to cultivate  
customer proximity even more intensively.“ 
Another step in this direction is the creation of 
service stations in Poland, Russia and France.

The business activity at Faymonville Logistics is 
divided into four segments. Besides supplying 
the three production sites, these are shipping 
replacement parts to external customers, the 
internally processed warehouse sales and the 
issuance of material to the maintenance and 
repair department right next door.

Preliminary work 
for service workshop

For the direct supply of production,  
the processing time of the ordered vehicles 
dictates the inventory level and the reprocure-

ment periods. In general, the parts list arrives 
at Logistics three to four days before the start 
of production. 

The external customer service is based on the 
principle of delivering anywhere in Europe wi-
thin 24 hours via TNT and the Liège hub. All 
orders that come in electronically by 3 p.m. 
are still packed and sent to Shipping on the 
same day. A service that in recent years has 
grown enormously because of the constantly 
increasing number of Faymonville products 
on the worldwide market. 

Moreover, Faymonville Logistics is increa-
singly called on by the internal service  
workshop. „Every vehicle that is booked in the 
Service department at the same time receives 
an order number for the replacement parts 
that will at some time be necessary from us“, 
as Marc Josten summarises the process. A 
way of operating that frequently functions „on 
call“. Precisely this preliminary work for our 
own service workshop („the back channel“) 
is constantly growing in percentage terms - 
„with up to 200 accesses per day at the coun-
ter“. The employees who work there „absolu-
tely must have proven product experience“, 
emphasises Yves Faymonville, which is why 
most training is done in-house. 

Article code for every part  

Every article has a Faymonville reference  
number, a so-called „article code“, which is  
systematically generated on the basis of around 
twenty parameters. „This code system is  
the most important single element in the  
entire warehouse management“, explains Marc 
Josten. Only with such a wanted poster does 

a part receive the release for the Warehouse  
Management System.“ The minimum inventory 
reserve is left out of consideration here.

In the meantime, replacement parts sales alone 
represent nearly a third of the inventory reserve. 
Thus around 2,500 individual parts, which are 
no longer used in production, but must remain 
on hand for the entire product range, which at 
some time is delivered „worldwide“. Moreover, 
a component receives the status as a “replace-
ment part” when the Technical Office takes said 
part, which was originally incorporated into a 
vehicle, out of the ongoing production process 
and replaces it with a new one. 

The entire material flow at Faymonville  
Logistics is kept running by fourteen employees 
in Büllingen/Bütgenbach, plus thirteen people 
at the three production sites. 

The Kardex shuttle system creates an unusually large amount of storage space within a 
manageable area and is above all the optimal warehouse option for fast, frequent utilisation.

You´ll find 
a video on this 
article here 
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New centre in Noginsk welcomes all brands 

Faymonville: from Russia with complete service 

Moscow and its surrounding region remain 
the strongest sales area in Russia, from which 
the market in the other regions is handled. 
The new service station on a 12,000 m2 site 
in Noginsk, located along the major trans-
port axis M7/E22 in the direction of Nizhny  
Novgorod, brings us even closer to the  
ever-growing clientele on the expanding  
Russian market, where over the past 20 years 
Faymonville has progressively established  
itself as sector leader.
„A permanent service presence in Russia 
was therefore indispensable“, as Arnold  
Luxen summarises the background of this 
site. „Until now Russian transport compa-
nies have always had to turn to different 
workshops for comprehensive service or in 
case of different technical requirements“, 
says the Sales Manager. It is true that until 
now, Faymonville has been able to assure a  
competent service in the field via a mobile 
workshop team. „However, an added handicap 

was that the time and burdensome paperwork 
involved for importing spare parts made our 
after-sales offer especially difficult“, notes 
Yves Faymonville.  
All these complex issues have been neatly  
resolved by building our own service sta-
tion. In a first hall of around 2,500 m2,  
the customer can now „receive the same servi- 
ces offered in the service station in Büllingen“.  
Yves Faymonville outlines „the strategic and 
technical importance of this site“. Service, 
general overhaul (including sandblasting and 
painting) and a spare parts warehouse form 
the cornerstones of Faymonville Russia.

Stock vehicles ready for pick-up

The centre is run by Elena Fadeeva, who brings 
many years of experience in the Russian trans-
port segment to the position of general manager. 
Our intensively trained personnel are intimately 
familiar with all of the organisational, technical 
and analytical know-how. Added to this is a se-
lected range of stock vehicles that are ready for 
pick-up and immediately available in Noginsk. 
The time-consuming import procedures have 
already been completed for these vehicles.  
„This allows us to fulfil the increased customer 
wishes a lot more quickly“, says Arnold Luxen.

Moreover, Faymonville Russia´s offer is inten-
tionally addressed to more than just its own 
customers. The entire sector will be served in 
the new service station, regardless of brand and 
supplier in the transport and semi-trailer seg-
ment.
„We are the first, and certainly for a long time will 
remain, the only provider building up a complete 
service in Russia“, Yves Faymonville empha- 
sises. And Arnold Luxen sees in the multi-
functional location much more than just a  
service station over the medium and long term:  
“de facto this will become our business anchor 
in Russia“. 

The new Faymonville Russia site offers complete high-quality service for customers of all brands in the transport and semi-trailer segment.

Since March, Faymonville also has a 
fixed address in Russia - with its own 
service station in the east of Moscow. 
Thanks to this strategic site, the compa-
ny can for the first time offer complete 
service with its own staff in Russia.  



Anyone interested will easily find the vehicle they want 
on the company grounds in Essen.
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Faymonville and ES-GE Nutzfahrzeuge

Proven partners
Over the past two decades, the mutually interesting partnership between Faymonville/Büllingen and ES-GE/Essen 
has developed into a valuable supplement on the market. 

In the meantime, ES-GE is considered as one 
of the leading German addresses, both in  
the trade and in the field of leasing/lease-pur-
chasing of heavy transport vehicles. And  
this also thanks to the extensive range of  
Faymonville products, a primary component 
of the ES-GE portfolio.   
„It is certainly an advantage for the interes- 
ted customer if he can try out a heavy-du-
ty utility vehicle over a period of several  
months under actual use conditions“,  
Alain Faymonville notes. In this way, what 
starts as a lease often ends up in a sale. After 
the lease period, renters also often decide for 
the same new Faymonville vehicles, because 
during the lease period they can extensively 
try out the respective vehicle type in terms 
of its suitability for the types of transport  
they do. 
Thanks to a permanent inventory level of 100 
to 150 new or good-as-new semitrailers of 
all kinds on the company grounds in Essen, 
anyone interested will easily find the vehicle 
they want (the constantly updated stock can 
be viewed at www.ES-GE.de). A further 250 to 
300 low-bed trailers are currently on the road 
in Europe „under rental agreement“. 
ES-GE´s farsighted stock policy is also  
certainly of interest for the customers. For  
example, large numbers of vehicles are al-
ways on advance order with the producer 

Faymonville. Naturally, the correspondingly 
shortened delivery period is very attractive for 
the end customer. 

Interesting market niche 

„A large proportion of the vehicles ordered 
from Faymonville - generally in the medi-
um-duty segment - are intended for rental“, 
says Helmut Sucko. He has worked in the 
sector for over fifty years, and was one of the 
founders of the company 28 years ago. He 
continues to be active for ES-GE as a consul- 
ting partner. 
„Since we do not engage in any lease busi-
ness on the German market ourselves, ES-GE  
occupies quite an interesting market niche 
here, which is useful for both sides“, says 
Arnold Luxen, Sales Manager at Faymonville. 
The cooperation between the two companies 
was recently intensified through the intro-
duction of the „MAX Trailer“ brand, whose  
distribution throughout Germany is also han-
dled by ES-GE.     

Faymonville can look back on a twenty-year partnership with ES-GE and ALS Remorques. This called for a small 
celebration, at which Faymonville´s top executives presented anniversary presents to the company representatives. 
Markus Hurdelhey and Thomas Tiedtke for ES-GE (second and third from the left), next to Didier Lagouy from ALS 
Remorques.



ModulMAX  
doesn´t shy away from a challenge
400 tonnes, 74 metres long and 8.4 metres in diameter - those were the impressive 
figures of an LPG tank on a port site in Genk. An assignment for which the company 
Maxtrans NV relied on S-module axle lines from Faymonville.

The company has been a satisfied Faymonville 
customer for a long time already, and recent-
ly, it took care of the transport of an LPG tank 
from the production hall of its manufacturer 
Ellimetal to the port. The project once again 
demonstrated that Faymonville modules make 
it possible to get the job done smoothly and 
flexibly, any time and any place. The imposed 
deadline could be met without difficulty, so that 
the transport of the LPG tank by ship via the 
Albert Canal to Antwerp could be continued 
right on schedule. 
One thing was made clear: exceptional quality 
and constantly striving for optimisation charac-
terises Faymonville in the module segment as 
well. The adaptability to every specific transport 
challenge is one of the fundamental advanta- 
ges of the ModulMAX range. Not only can they 
be combined with one another (in length and 
width), but also with many other types of trans-
port equipment and accessories. Moreover, 
Faymonville offers seamless interoperability 
with identically constructed vehicles from other 
manufacturers (so-called G- or S-modules). 
Using a gooseneck, Maxtrans NV could easily 
attach the modules to its 8x4 tractor unit. Even 
the sinuous exit roads could be mastered effort-
lessly thanks to the two turntables. This showed 
how the user-friendly operating concept allows 

the modules to ensure flexibility and econo- 
mic efficiency for even the most complex heavy 
goods transports.
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NEWS

Training assures competence

The activity is primarily centred on the  
transportation of all types of objects, especial-
ly oversized ones such as tower elements, XXL 
containers etc. The contacts with Faymonville, 
which have grown over the past three years, 
now include a number of visits to Büllingen. 
Last year, thanks to continuous customer  
relationship management on site in South 
Africa, the first sales contracts were 
signed. To summarize: a total of one 4-axle  
MegaMAX and four 5-axle MultiMAX, the lat-
ter will firstly be used for a the transport of 
numerous concrete tower sections for wind 
turbines. A training session in South Africa 
was held by the Area Sales Manager, Julian 
Thelen.
The main focus was put on the operation 
of the MegaMAX. The  training was not only 
aimed at the drivers, but also at the tech-
nicians who will later be maintaining the  

vehicle. Its various functions were first  
explained, before the focus shifted from theory 
to practice. A fundamental point for example 
was the rapid and safe installation and remo- 
val of the delivered extension parts for special 
transports, which is one of the MegaMAX’s 
most important points of added value.

NEWS

„Absolute Rigging and Transport“, headquartered in Cape Town, is still a very 
young company, yet its proprietor family centred around Armien Hassiem can 
boast of ninety years of tradition and experience in the South African transport 
industry.

In the S-modules Maxtrans NV found the optimal 
component for transporting a 400-tonne LPG tank.

You´ll find 
a video on 
this article here 

You´ll find 
a video on 
this article here

For the personnel of Absolute Rigging and 
Transport in Cape Town, Faymonville organised 
a training session on the delivered MegaMAX.


