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High level of incoming orders 
despite economic recession 

Ladies and ge nt l e m e n ,
Dear business co l l e a g u e s,

M ay I use the opportunity to draw your at t e ntion to a first rough estimate of the world-wide eco n o m i c
d eve l o p m e nt and the re s p e ct i ve outlook for the carto n b o a rd industry. After a highly t u r b u l e nt ye a r
2000 — soaring prices for nat u ral re s o u rce s, exploding energy co s t s, s u b s t a ntial price increases para l l e-
led by exceptional demands in Western and Eastern Europe — eve rything points to a slackening of eco-
nomic activity in 2001.

D evelo pm ent of t he world eco n omy:

The deve l o p m e nt is int e r p reted in diffe re nt ways : M r. Alan Gre e n s p a n , chairman of the US Fe d e ra l
Re s e rve Board , fo recasts a "near-ze ro Óg rowth for the United Stat e s, b u t does not speak of re ce s s i o n .O n
the other hand, M r. Alain S. B l i n d e r, the US star eco n o m i s t , e s t i m ates economic growth in the United
S t ates at a p p rox i m ately 2%. At the last world eco n o my forum in Davo s, the economists J�rgen Vo n
H a a ge n ,G e r m a ny, and Jakob A. Fra n ke l , United Kingdom, p re d i cted an economic growth of 2 — 2.7% .

The packaging marke t has t raditionally paralleled GNP deve l o p m e nt. I t would t h e re fo re not be surpris-
ing if our industry saw a co m p a rable growt h . We at MM Ca rto n b o a rd Division estimate marke t g rowt h
in Western Europe at roughly 1.5 — 2%. Even higher figures are ex p e cted for Eastern Euro p e. All in all, we
ex p e ct a t h o roughly positive business deve l o p m e nt : at a lower leve l , ye t m o re stability, p ro g ra m m a b l e
d eve l o p m e nt , a cceptable delive ry periods, s a fe supply and a close and flexible co - o p e ration among all
p l ayers of the ent i re "supply chainÓ. A l re a d y, the Int e r n e t is increasingly used as a plat form for info r m a-
tion exc h a n ge as well as our business t ra n s a ctions  (B2B).

Hoping t h at this year will be chara cterised by a dynamic and promising business deve l o p m e nt in our
i n d u s t ry, I re m a i n

S i n ce rely yo u r s,

F. Rappold 

United States 0 — 2%
Europe 2 — 2.7%

Western European
packaging 

market1.5 — 2%
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In the year 2000 we co ntinued implementing and optimising the "3CÓ computer system along with t h e
n e ce s s a ry orga n i s ational change s . A b o u t 120 employees in our sales off i ces and 250 employees in our
mills we re fully t rained to provide a uniform level of know l e d ge for highly qualified carto n b o a rd
ex p e rts in the customer serv i ce.

In the last q u a rter of 2000, the "3 C Sys t e mÓ was also int ro d u ced in our mill in Ko l i cevo. This means t h at
n ow all our mills, sales off i ces and wa rehouses are fully linked to the ce nt ral database in Vi e n n a .T h i s
g u a ra ntees on-line t ra n s a ctions and on-line info r m at i o n .

O ne custom er , o ne co ntac t :

One of the principles of  "3 CÓ is Óone custo m e r, one co nt a ctÓ. To accomplish this t a s k , MM Ca rto n b o a rd
Division has established a Ólogic sales unitÓ in its mills (e. g. Ko l i cevo for Eastern Euro p e , Vienna fo r
ove r s e a s, G re e ce and Tu r key, and Eerbeek for Scandinavia and Ire l a n d) .

All orders for these markets are now being dealt with and pro cessed by one "sales unitÓ instead of 7
off i ces in the past.

This is why we have also extended our know l e d ge with re ga rd to customers and markets for each
co u nt ry. A d d i t i o n a l l y, our re p re s e nt at i ves now have one single co nt a ct within our orga n i s ation for ease
of co m m u n i c at i o n .

We have also int ro d u ced a ÓHelp-Desk Te a mÓ t h at is available to all our employees in the sales, f i n a n-
ce , l o g i s t i c s, e q u i p m e nt and despatch depart m e nts as well as to our laborato ry staff and all other
d e p a rt m e nt s .

A d j u s t m e nt and fine tuning is on the agenda for the modules Óp ro cess document ation and
re p o rt s /s t at i s t i c sÓ to provide an even better serv i ce to our customers and to our mill and sales off i ce
e m p l oye e s .

A professional team of ex p e rts implement the re - o rga n i s ation of our dat a b a s e , g u a ra ntee the use of
m o re eff i c i e nt e q u i p m e nt and better use of co m m u n i c ation sys t e m s .
Work on the 3 C modules Óco m m i s s i o n , disco u nt allowa n ce , budge t and co m p l a i nt sÓ will also be co n-
cluded this ye a r. In the first q u a rter we will already be able to print the pro cess documents for our cus-
tomers at our local sales off i ces in Pa r i s, Neuss and Lo n d o n .
This provides a further improve m e nt of the speed of t ra n s a ctions and ge n e ra l l y, a more eff i c i e nt s e rv-
i ce.

Ó3 CÓ has already been used as a Óp l at form for our B2B and B2C act i v i t i e sÓ and some customers have
a l ready acquired the status of Ótest c u s to m e r s Ó, which has enabled us to optimise our Int e r n e t s i t e
ÓCo M M u n i t y Ó and also guara nteed a free on-line info r m ation serv i ce for our business part n e r s .

Staff t r a ining 2001:

Also this ye a r, our employees will ge n e rally part i c i p ate in numerous 3 C t raining courses to learn more
a b o u t the system pro ce d u re , our pro d u cts and technical know- h ow in t rade and co m m u n i c at i o n , t h u s
i m p roving their know l e d ge and meeting the rising demands of the marke t.
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3 C Customer - Communication — Cartonboard

Training of 370
employees 

Ò3 C SystemÓ in
Kolicevo

ÓLogic sales unitÓ for
all markets

Further optimisation
of 3 C modules

ÿ

ÿ

ÿ
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In the last six mont h s, MM Ca rto n b o a rd Division has co n d u cted an opinion poll among the decision-
m a kers of leading brand pro d u cers in the food and non-food industry.

The main object i ve of this survey was to inve s t i gate the demands and re q u i re m e nts of folding box
b o a rd manufa ct u rers and assess to what ex t e nt re c yc l e d - f i b re -co ntaining carto n b o a rd qualities still
m e e t the re q u i re m e nts of to d ay Õs co nve rting and leading brand industry.

80 com pa nies survey ed in Eur o p e :

Some 25 folding box board manufa ct u rers and about 55 leading brand producing  companies took part
in this survey. The t a rge t g roup of this survey we re decision-makers in the fields of packa g i n g, d i s t r i-
bution and manufa ct u r i n g.

The survey was principally co n d u cted in European co u nt r i e s, with special focus on Germany, G re at
Britain and Fra n ce.

The questionnaire t h at was sent to the surveyed companies ge n e rally comprised t h ree main issues:

¥ Pa rt I : A s s e s s m e nt of marke t d eve l o p m e nt and t re n d s
¥ Pa rt II : Use of folding box board in existing pro d u cts 
¥ Pa rt III : Use of folding box board in new pro d u cts 

R e s ults of t he survey:

The re q u i re m e nts t h at c a rto n b o a rd manufa ct u rers in the co re areas are ex p e cted to fulfil are defined
as fo l l ows :

I n c reased pro d u ct l i a b i l i t y, which already starts with the pro c u re m e nt of raw mat e r i a l s ; higher pro d u ct
competency of the sales staff, which goes beyond know l e d ge of folding box board ;m o re openness; t h e
fo u n d ation of strategic part n e r s h i p s ; and more co nt i n u i t y. These we re identified as future serv i ce
re q u i re m e nts demanded from carto n b o a rd manufa ct u rers of the future.

On the part of the leading brand producing co m p a n i e s, t h e re is a significant demand for innovat i ve
p ro d u ct s . Those re l ate to carto n b o a rd manufa ct u rers as well as co nve rting co m p a n i e s .
Feedback from the surveyed companies has revealed t h at t h e re is growing competition between re c y-
c l e d - f i b re and new- f i b re based carto n b o a rd . This competition will howeve r, n o t lead to a dra m at i c
c h a n ge of existing marke t conditions over the medium t e r m .

0 3 / 0 1
Newsletter

3

S urvey among leading brand producers and foldin g
b ox board ma n ufac tur ers co n c er ning t he Óuse of
f o l d ing boxb oard co nta ining recyc l ed fib r e s Ó

Product liability,
product competency,

strategic 
partnerships
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m m - com munit y

Objective

Customer 
information system

Paperless office man-
agement

The ta rget —"Bring off-line inf o r mation on-line " :

In to d ay Õs business wo r l d , co nt e nt , availability and data security are int e g ral co m p o n e nts within t h e
co m m u n i c ation and business pro ce s s e s .
M ay r- M e l n h of Ka rton is moving towa rds an innovat i ve approach which will dispel any pre j u d i ces of
the "old eco n o my" - not only by offering a unique customer info r m ation sys t e m ,b u t also making docu-
m e nts available over the Int e r n e t and fostering elect ronic co m m e rce.
T h e re fo re , MMK decided upon implementing an internally managed "e-wo r k p l a ce " , rather than joining
an already existing marke t p l a ce.

The process of implementat i o n :

M ay r- M e l n h of Ka rton strongly believes t h at only the co m b i n ation of the "old and new eco n o my "
retains the potential of ge n e rating value for all partners within the supply chain.

The ability to offer co m p re h e n s i ve , t i m e l y, i n d e p e n d e nt and customised info r m ation online is a mile-
s tone within the carto n b o a rd business - eight c u s tomers are already implementing our new and inno-
vat i ve "S tock t racking and monitoring to o l s" and "O rder monitoring and dispatch t racking to o l s" in
their day- to -d ay business.
Fo l l owing the conclusion of the t e s t p h a s e , all customers will be ready to ge n e rate their own re p o rt s,
a d j u s t them to their individual needs and int e g rate them into their analys e s .
Launching this new tool is a ve ry import a nt step towa rds a new and adva nt a geous customer info r m a-
tion system and an exciting challenge for our sales orga n i s at i o n s .

Upon the finalisation of this "e-wo r k p l a ce Óp ro j e ct , all customers will have the ability to download t h e
m o s t e s s e ntial documents (order co n f i r m at i o n , i nvo i ce , c re d i t n o t e s, quality ce rt i f i c at e s) , a d m i n i s t e r
existing orders and initiate new ord e r s .

M M - Com munit y:

M MÕs To o l s e t :
¥ Traditional co m m u n i c ation lines have allowed us to provide top quality serv i ce — the 

i m p l e m e nt ation of this Óe - wo r k p l a ce Ó will co m p l e m e nt these existing serv i ce s .
¥ The co n s i s t e nt a p p l i c ation of this tool will re d u ce total serv i ce and supply chain costs for 

each part n e r.
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ht t p : / / w w w. m m - com munit y.com
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The Ócombi-blade unitÓ is still one of the linchpins of our carto n b o a rd pro d u ction business.
As the name "blade" already illustrat e s, this tool essentially consists of a blade t h at is responsible fo r
the lustre and smoothing the co at i n g.

This so-called "blade" is normally a t h i n , elastic steel blade t h at

¥ extends over the ent i re carto n b o a rd machine width,
¥ is mounted in a mechanical clamping arra n ge m e nt
¥ and,l i ke in any surfa ce co at i n g, is applied to the topside 

of the carto n b o a rd .

The tip of an ord i n a ry steel blade tends to wear down rather quickly,
t h e re fo re its set angle must be co ntinuously co r re cted upwa rd s
t h ro u g h o u t the operating pro ce s s .
This has the effe ct t h at during the 6 to 8 serv i ce hours of a co nve n-
tional blade, the application we i g ht , l u s t re and smoothness co n-
s t a ntly change s .

T h a n ks to stat e - of- t h e - a rt plasma t e c h n o l o gy, i t is now possible to
co at the tip of this steel blade with a thin ce ramic laye r. This pro-
longs the life of the "ce ramic bladeÓ to over 200 serv i ce hours, s o
t h at i t is no longer nece s s a ry to co ntinuously co r re ct the blade
a n g l e.

The machine pro d u ces a carto n b o a rd quality with co n s t a nt and non va rying pro p e rties (a p p l i c at i o n
we i g ht ,l u s t re and smoothness) ,which also has an ex t remely  positive effe ct on  machine "runnability"
in the printing pr o ce s s .
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New "ceramic bladeÓin our Froh nleiten mill 

Prolonged service life
thanks to plasma

technology

Consistent quality

N o t a re p l a ce m e nt for existing serv i ce s :
As we devote ourselves to the highestl evel of serv i ce for all our custo m e r s, we are 
co nv i n ced t h at even this ex t ra o rd i n a ry instrument will not r e p l a ce the individual co nt a ct o u r
c u s tomers curre ntly share with our sales re p re s e nt at i ve s .

We kindly ask you to send any co m m e nts and ideas which may have come to your mind during custo m e r
visits and t a l ks with co l l e a g u e s,d i re ctly to the MM-Co m m u n i t y Õs email addre s s :

m m -co m m u n i t y @ m m - ka rto n . co m

We look fo rwa rd to an innovat i ve and int e resting co - o p e rat i o n .

D r. Wilhelm Hoermanseder Franz Ra p p o l d
(Member of the Board of Dire cto r s) ( D i re ctor Marketing & Sales)


