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Welcome to CLIMMAR

First of all, I’d like to express my pride as a
president about our first annual report. It is an
important step forward for us with which we
want to give an insight in the activities of our
members - 16 national branch organisations
from all over Europe — who represent a total of
16.898 dealers and 139.894 employees. They all
‘fuel’ the success of CLIMMAR as an umbrella

association.

Founded in 1953, CLIMMAR is the inter-
national association of agricultural machin-
ery distributors. We consider ourselves to
be an international ‘melting pot’ of all the
associations, dealers and employees that
rely on us. Exchanging and sharing infor-
mation is our secret. Not only amongst
each other, but also with stakeholders
and fellow associations. In all our activi-
ties, we put the interests of our dealers
at the forefront.

In recent years, our industry and mem-
bers have faced challenging conditions.
Our customers, farmers and contractors
especially, suffered from low prices of
commodities like milk, pork and cereals
resulting in fewer investments in new trac-
tors and machines. On the other hand, we
see our industry and distribution changing
rapidly and dramatically. Our suppliers,
mostly large global manufacturers, con-
tinue their strategy to become full liners
in order to be able to offer a complete
product offering to their dealers and their
customers. Recent examples include the
acquisition of Kongskilde Agriculture by
CNH Industrial and the acquisition of the
Lely forage activities by AGCO. These
strategic moves also result in chang-
ing distribution models and channels. A
striking example is the recent change of
John Deere in Denmark who completely
changed their distribution model to one
single importer and dealer organisation.
Other examples are New Holland in Ro-
mania and the fight between Fendt and
Claas in Germany.

Luckily, we currently see the first signs of
recuperation of the economy in general
and the agricultural machinery markets in
particular. Farmers and contractors are
willing to invest again in new tractors and
machines, and in maintenance. A gradu-
ally increasing part of these investments
will be in automation, robotisation and big
data. We are at the forefront of a next
industrial revolution often referred to as
Industry 4.0. | strongly believe that this will
change our industry and playing field as
drastically as the shift from traction horses
to tractors and mechanisation did. I'm also
sure that this will result in new changes for
dealers. We have to develop new busi-
ness models for making money with data,
robots and autonomous vehicles which
is a true challenge for many dealers and
distributors. It also requires different em-
ployees, different skills and sometimes a
cooperation with or even the acquisition
of a specialised (start-up) company.

I’m convinced that CLIMMAR remains to
be able to play a decisive role in lifting our
dealers and the industry as a whole to a
next level. In this annual report, you'll dis-
cover various examples of our projects
and activities like the Repair and Mainte-
nance Information (RMI) lobby, Dealer
Satisfaction Index (DSI), Branch Reports,
exhibitions, education and apprentice pro-
grams as well as the EuroSkills competi-
tion. Yours sincerely,

Erik Hogervorst
President of CLIMMAR
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Open access to Repair and Maintenance
Information (RMI)

Open access

to Repair and
Maintenance
Information (RMI)

In imitation of the automotive sector (cars
and trucks), the EU wants to “open up”
the market of Repair and Maintenance
Information (RMI) in the sector of agri-
cultural and forestry vehicle. As of January
I, 2016, EU Regulation 167/2013 requires
the RMI to be available to authorised
dealers, repairers and independent ser-
vice operators, regardless of brand and
expertise. Manufacturers have to provide
this access to vehicle RMI quickly and easy
through websites in a standardised format
and in a non-discriminatory way. A price
for such information may be requested by
the manufacturers also in a non-discrimi-
natory way. The aim of these EU legislative
provisions is “to ensure free and fair com-
petition on the aftermarket and provide
in the European Union the freedom to
choose where and by whom the users of
the agricultural and forestry vehicles would
have their vehicles serviced”.

Till the end of 2015, only the EU manu-
facturers association CEMA was taking an
active role in this file towards the Europe-
an political institutions. The dealers and
repairers were not involved in this debate
till then. This changed when at the CLIM-
MAR congress in Stockholm, October
2015, CLIMMAR decided to start playing
an active role in this file because it affects
dealer interests.

Decision points by
CLIMMAR

I: CLIMMAR is advocating the idea for max-
imum transparency in RMI data and com-
munication protocols (such as realised in the
automotive industry already), and to capture
this into the European and national regula-
tions and to play an active role. CLIMMAR

prefers that service providers and dealers act
at a certain expertise level to freely make use
of the RMI.

2: To start a project with the aim of imple-
menting all the requirements necessary to
achieve: Standardised access to all repair and
maintenance information (RMI) on a central
website of the manufacturer.

Work in progress

With the help and support of an expe-
rienced expert on this file during 2016,
CLIMMAR was actively involved in shaping
and influencing the final legislation with the
input from the member associations.

In order to provide additional informa-
tion on the implementation of the legal
requirements specified by the EU Regula-
tion 167/2013 and its delegated acts, and
to consider the specific conditions in the
sector of agricultural and forestry vehicles,
the European Commission provided the
European Committee on Standardisation
(CEN) with a mandate to develop a Euro-
pean Standard (EN).

Extensive work has been done on for-
mulating a draft standard (prEN 16944).

This was done within the so-called TC
|44 Working Group of the CEN. The first
draft was written without the involvement
of the CLIMMAR. During several formal
and informal meetings, CLIMMAR repeat-
edly claimed that the formulated draft
standard prEN 16944 was not compliant
with EU Regulation 167/2013 and that
it would be necessary to start develop-
ing a draft version with all stakeholders
and to withdraw the current version of
prEN 16944.

By the end of 2016, the decision was
reached that a new version of the stand-
ard should be made which also represents
the so called “use cases” for standardised
access to RMI and to bring the implemen-

tation of the standard to ISO stage. This
was what CLIMMAR had claimed for and
the decision can be considered as a pos-
itive outcome. The continuation of the
process is that a new standard should be
drafted under ISO instead of under CEN.
For CLIMMAR the first goal has been
reached: open access to RMI. Now the
process of further implementation will
take place and CLIMMAR will try to con-
tribute to this process in a positive way.



Workgroup “Branch Reports*‘:
Data from Europe for the members

For a long period of time CLIMMAR has
asked their members in so called ,mod-
els" for statistical data from the national
branch. But this survey was too large to
fulfil completely and the results were not
really useful for the members’ use. That’s
why the new presidency in 2014 decided
to restart the CLIMMAR-statistics com-
pletely, with focus on obligatorily integrat-
ing all CLIMMAR-members — CLIMMAR
expects a ,,change in daily work", shorten
and concentrating the survey based on the
old ,models”, but developing it year by
year and creating useful results that na-
tional members are pleased to work with.

That was the day the new CLIM-
MAR-Workgroup 2 ,Market Reports” was
founded, chaired by Germany. Workgroup
2 cut down the old survey concentrating
onto these basic needs:

* Basic national markets data:
number of dealers, employees, trac-
tor-sales

* Current branch trends: How was
it, how will it develop? Quick check
for 10 key-items like turnover, costs,
investments

* Average dealer data from nation-
al members: average turnover per
dealer; margins, costs, wages

*  Warranty conditions: detailed over-
view of the most important brands

Making this easier, Workgroup 2 separat-
ed the survey-figures in “obligatorily to
answer” and “optional to answer”. The
effort: Meanwhile a lot more members are
participating in the survey, 71% of the ob-
ligatory questions are answered and 36%
of the free ones. Some member-countries
implemented CLIMMAR'’s questions in the
national task area for the first time. That
means: The CLIMMAR figures become
more and more relevant.

Every year on the congress, a short over-
view on the current results is given, all
CLIMMAR-members get the full results
afterwards. Here a very short version,
starting with basic national markets
data.

Workgroup 2 ,,CLIMMAR Market Reports“ with (left to right): Chairman UIf Kopplin from Germany, Dr. Viktor Medina (Hungary), Secretary
Ulrich Beckschulte (Germany), Dr. Manfred Kandelhart (Austria), Pédr Thunstrom (Sweden) and Engelbert Pruckner (Austria).

National Markets and Structures:

relations: Employees per Company
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All over CLIMMAR every company employs 8.3 persons; the largest units (national averages) are in UK and Denmark.

National Markets and Structures:

relations: Turnover per Employee
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In relation the turnover looks like: In the average every employee creates a turnover of 290,000 €.



Next is the view on current branch
trends. Here CLIMMAR shows the re-
sults in a tableau even on a map and finally
as an index. The question is always the
same: In comparison with the previous
year were there better; equal or worse de-
velopments to be seen in turnover-groups
(new and second hand equipment, work-
shop, parts), in costs, employees, stock
and investments.

But this was only the overview of nation-
al results — how is the average trend in
Europe at large looking like? For that the
index-view was developed: We weighted
every ,,plus” and ,minus“ with the country
it is coming from and so finally got an index
for the branch-trends in CLIMMAR-Eu-
rope — one for “How was it?” and another
for “How we expect it to develop?”:

I. Comparison to same period last year: January - June 2016

A Turnover total
Al Turnover Machinery
A1 New machinery
Al12 Second hand
All - Turnover Workshop

Al Turnover Spare Parts

B. Costs

[ Employees
E. Stock

F. Investments

ACZD DKLV PL SK

= (minus / worse) = (equal)
ACHCZDFHILPLSK BDKNLS
ACHCZDFHILPLSK DKLV NL S
ACHCZDDKFHILLVPLSK NL
AFHPL BCHCZDILLVSSK
A CHF NL BCZDLPLSK
ABCHF CZILPLSK
ABCHCZDKHIPLSSK
NL ABCHCZDDKFILLVPLSK
ILv ABCHCZDKPLSSK

CHHILNLS

+ (plus /
better)

LV
B
BS
DK NL
DKHILVS
DDKHLVNLS
DL NL
HS
DFHLNL
B

In which countries turnover changed in the Ist half of 2015 to 2016é: better, equal, worse — shown with vehicle country codes

-

Turnover total

development of turnover in
the first half of 2016
compared with the same
period 2015:

less / worse /decrease
equal

more / growing / increase

cegcae

open

Shown on a map: Having a look on Europe’s map there is a lot red to be seen — there turnover was worse

d

Shown on map: Looking at the service-segment there is a lot more gray and green.

Turnover
workshop

development of turnover in
the first half of 2016
compared with the same
period 2015:

less / worse /decrease
equal

more / growing / increase

cegcae

open



The average-dealer-data is the most
complicated one, here lots of members
aren’t able or willing to give the answers
CLIMMAR is asking for; but it gets better
every year. For example a view on the
average income of a master in the work-
shop.

At last CLIMMAR wants to compare war-
ranty conditions of the most important
brands, compared in details of about 10
aspects, country by country — and there
are a lot differences to be seen... Ask your
national associations’ offices: they have the
current conditions from these brands and
countries.

All'in all CLIMMAR-Workgroup 2 is quite
satisfied with the members work, except
one. We still believe that there is some
minimum and absolute indispensable
marks to be asked for; so the survey for
2017 will become renewed, but just a bit.
All members are invited to influence our
work by joining our meetings.

Development Trend Indices: Turnover
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Inthe Ist half of 2015 all members had worse development in new equipment turnover (left bar graph the blue one), in second half (orange)
is was “just” even -1.8, in the st half of 2016 (gray, -2.1) again worse.

Indices for Expectations of Turnover
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What do you think how the branch developes? It is the other question — for the dealers stomach: In most of the cases this estimation became
true. Watching the new machinery segment (left bar graph, green column, -2.3) the 2nd half of 2016 will be the most difficult ever.

Wage per year (master)
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Valtra X S x x x X
Fendt X X X X X X
Landini X X X
Kubota X X X X

JCB x X
Kuhn X X

Péttinger X X

Krone X X
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DSI (Dealer Satisfaction Index): a survey
where European dealers appreciate their
tractor suppliers

The origin of this action was the first sur-
vey made in France in 2005. It was pre-
sented at the CLIMMAR congress the next
year, then Germany started the same sur-
vey in 2008, with the same questions, and
the first common survey (France & Ger-
many) was presented in 2009.

In 2010, the first European survey counted
5 countries, 7 in 2011, 9 in 2014. Now
we receive answers from more than 1200
dealers of 17 different brands of tractors
coming from the main agricultural Euro-
pean countries.

What are the main
aims of the DSI survey?

The first aim of this survey was an answer
to the dealers complaining about too high
interference of the tractor manufacturer
inside the dealership management, and
more generally about a high pressure on
the network, a way to know what was the
real thought of each network about their
manufacturer.

First of all, it is considered as a positive
process, with a willingness to give dealers
tools to improve the general relationship
between manufacturers and dealers. It
is a way to help dealers and to bring an-
swersthat can be shared, and convincing
arguments when negotiating.

The final results are sent to the brands
headquarters, except some items that
could interfere with commercial topics.
CLIMMAR does not publish countries re-
sults, but only overall results.

Each participating country can compare its
own results with the European results, and
this is also a way to introduce arguments
in the discussion.

The DSI counts 70 questions in |4 head-
ings, the same in each country for the Eu-
ropean comparison.

The results of the survey are published
and presented during the first interna-
tional exhibition following the congress.

Brand average — all countries 2016
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For example, during a CLIMMAR press
conference at Agritechnica, SIMA or
at EIMA.

As decided during the congress, the pres-
entation in each country is depending
on the habits of the country (press con-
ference, meeting with brands, congress,

tc...) and the form of the presentation
is free.

To be able to have significant results, we
need your answer! Thanks for answering
the next DSI!

The European results (final ranking) for the
last 3 years show the evolution of the brands.
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Training for the future

The commitment of CLIMMAR in terms
of training can be spread out in four parts:

* CLIMMAR is the basis for the or-
ganisation of training periods of
students inside the 16 member
countries.

*+ CLIMMAR is the place to study
and compare the different edu-
cational systems as we do for the
economical facts and the ratios
of the profession inside Europe.

+ CLIMMAR is also the place to
promote the jobs and the train-
ing systems in order to bring
young people to the profession.

« CLIMMAR is engaged in the
Worldskills Europe organisation
for the competitions like Eu-
roskills held every two years.

CLIMMAR has always been deeply involved
in the training, promotion and development
of our trades. Even before joining the or-
ganization of Euroskills, which promote
the profession of agricultural machinery
mechanics and technicians, the CLIMMAR
Skills had shown the wish to create a Euro-
pean platform for vocational training.

The exchange of students (mechanics and
technicians) inside CLIMMAR started in
2002 with the help of the European pro-
grammes LEONARDO and ERASMUS.
With the participation of schools and the
dealerships members of the national or-
ganisations, this action creates a positive
and fruitful relation based on vocational
training inside Europe. This action is also

sometimes relieved by other actions like
twinnings between schools or colleges.

CLIMMAR and Skills: the idea to organise
a European competition for students at
the end of their training in maintenance
of agriculture machinery was something
that CLIMMAR members had in mind for
quite a long time.

The first CLIMMAR Skills were held in
Switzerland in June 2008. The second ones
were held in Holland within the frame-
work of the open-air trade fair AgroTech-
niek Holland in September 2010.

Following these two events, CLIMMAR
was approached by the Euroskills organ-
isation and decided to join the European
competitions. So CLIMMAR was present
at Spa Francorchamps in Belgium for the
Euroskills 2012, in Lille in France for the
Euroskills 2014, in Gothenburg in Sweden
for the Euroskills 201 6.

Special focus on this last competition in
Gothenburg was on excellence, perfor-
mance, endurance, preparation, stress,
competition... That is what lived the
eight candidates before and during the
5th Euroskills competitions in Gothenburg,
Sweden.

The aims of this scheme are manifold.
First, of course, there is the competition
between students from various countries,
but it is also a way to compare the differ-
ent training systems. Last but not least it is
a great way to promote our jobs.

In fact, the promotion of our jobs was
the main topic of the Riga forum in 201 |

where we talked about the way each
country was organising the promotion
of our jobs and trainings. Like everything
else that CLIMMAR does, the the aim is to
gather the best ideas, compare the results
and share what works best.

Obviously, the most difficult is to get the
population and the general public to take
an interest in agriculture, and particularly
in the jobs linked to agricultural machin-
ery. It is also difficult to popularise these
little-known jobs.

It is the main objective of everything we
do, which takes various forms from one
country to the other.

The promotion of our trades is also done
on a regular basis in our member coun-
tries, especially during the big trade fairs
devoted to agricultural machinery such as
Agritechnica, SIMA, and EIMA, but also
during Agricultural weeks or fairs such
as SIMA in Paris. For example, after such
an event in France, the number of young
people entering vocational training in ag-
ricultural machinery is increasing.

Workshops and shows featuring live per-
formances help highlighting all the assets
of our technical trades as well as receiv-
ing large media coverage. There are many
films and promoting tools which can be
used in the schools everywhere and can
be found in the different members organ-
isations websites.



Euroskills 2016 in Gothenburg

8 countries for ‘“Agricultural mechanic” skill

Excellence, performance, endurance,
preparation, stress, competition... That
is what lived the eight candidates before
and during the 5th Euroskills competitions
in Gothenburg, Sweden.

Mikhail Mesheryakov (I8) from Russia,
Anders Ebbekaer Pedersen (23) from
Denmark, Maurice Bakker (23) from
The Netherlands, Christian Hilpert
(21) from Germany, Maurice Haner
(23) from Switzerland, Thibaut Laboute
(23) from France, Krisjanis Jurans (24)
from Latvia, and Dominik Stauffer
(23) from Austria, were the Europeans
champions in their country that have
brilliantly competed during three days on
five assignments.

The tasks were based on five big themes:
hydraulics, electronics, engines, repara-
tion and setting in motion, mechanics,
and on the following machines: tractors,
scrappers, big balers, forestry machines
and engines.

The eight candidates were judged on the-
ory, practice, but also on thought process,
deductive reasoning, security, explanations
in English.

They have been prepared and judged by
the following experts: Valeriy Lyovin from
Russia, Per Hedetoft from Denmark, Au-

gust Mussmann form Germany, Alexan-
dre Cabrol from France, Janis Vitols from
Latvia, Werner Seltenhammer from Aus-
tria, and of course by the Deputy chief
expert Paul Sidler from Switzerland and
the Chief expert Paul Dijkstra from The
Netherlands.

Congratulations to
all, and specially also
for the medallists!

Gold.................. Anders E. Pedersen
(Denmark)

Silver.......ccc....... Christian Hilpert
(Germany)

Bronze..................... Krisjanis Jurans
(Latvia)

Thanks also to the two Swedish teach-
ers on the stand, Lars Holm and Fredrik
Jensen, who helped to bring the machines
and to be present during the competition,
and also to AXIMA, the Swvedish compa-
ny who brought the three tractors, two
balers, two scrappers, the engines and the
forestry machine!

The school was be also responsible for
the ‘try-a-skill’ corner nearby the stand,
where the young visitors could practice
on simulators some agricultural works
and enjoy a game before receiving in-
formation on the skills and the possible
future careers.

Sweden were expecting 40,000 visitors,
but more 75,000 visitors attended this
big event, coming mostly from the South
part of Sweden and from some neighbour
countries. It was a big success.

This is the way of promoting our jobs to
the public and specially the schools visiting
the competition. A lot of televisions from
different countries were present, for ex-
ample in France the two most important
televisions TF| and France 2 were present
during all the competitions and will give
reports that we will use later on.

Following programme

At the end of the competition, the ex-
perts decided to change the name of the
skill and to be more in phase with the
Worldskills competition. “Agricultural
mechanic” will become “Heavy vehicle
technology” and will be based on a larger
types of machines. It was already the case
here with 2 scrappers and the forestry
machines.

The Chief expert and the Deputy Chief
expert remain the same after the votes
Paul Dijkstra and Paul Sidler. Werner
Seltenhammer is also ready to help for
the future.

The next Euroskills competition is in Buda-
pest (September 26-28, 2018). Pal Kis and
Viktor Medina, from Megfosz, were pres-
ent 2 days on the competition and learned
a lot for the following edition.

The following edition will be in Graz,
Austria in 2020.
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Austria (ARGE Landtechnik)

About the
organisation

The ,ARGE Landtechnik” represents the
interests of the Austrian agricultural deal-
ers sector in various areas, like legal, eco-
nomic and technical issues and is a coop-
eration between the Federal Association
of Machinery and Technology Trade and
the Federal Association of Metal Techni-
cians. All these organisations are part of
the Austrian Federal Economic Chamber.

We help and assist our members in the
above mentioned areas, have strong con-
tacts with our ministries and also with the
representatives of the agricultural sector
in Austria. We organise meetings for our
members and try to develop a positive
image of our sector and the profession.
Moreover we are also responsible for the
education of our employees and also the
entrepreneurs.

© landwirt.com

Key figures and
contractor profiles

In Austria, we have a total of approximate-
ly 900 agricultural machinery dealers. Due
to the special construction in Austria they
are all members of the Austrian Federal
Economic Chamber. They are specialized
in delivering machines for agricultural and
forestry services, livestock breeding, land-
scape maintenance, they act highly efficient
and have specific know-how in our sector.

The turnover of our branch including
service and maintenance totals about 1.5
billion Euro plus our turnover with used
machines.

For exemple, in Austria we sell about
4,500-5,500 tractors on average and
100 harvesters. We employ about 8,000
people in different functions. That means
that our members have 9-12 employees
on average.

NAME
ARGE Landtechnik

PRESIDENT
Engelbert Pruckner

GENERAL SECRETARY .
/I CONTACT

Manfred Kandelhart

-

ADDRESS

Wiedner Hauptstr. 63,
A-1045 Wien, Austria

PHONE
+43 5 90 900-3352

E-MAIL
maschinenhandel@wko.at

WEBSITE
www.wko.at/landtechnik
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Belgium (FEDAGRIM)

Fedagrim ASBL, the Belgian federation of
suppliers of machines, buildings and equip-
ment for agriculture and green spaces, is
an association of national and regional
manufacturers of tractors, agricultural
machines, and material for gardens, parks,
and forests, as well as companies building
and dealing in barn equipment in Belgium.

The federation consists of four sub-
groups, one of which is an association of
those companies distributing agricultural
and garden materials. The federation has
67 member dealers, representing 20 %
of all Belgian tractor dealers. In 2015, the
total turnover of this sector was around
€969,267,000.

Despite significant demand for agricul-
tural mechanics, the level of employment
in these companies has remained rather
stable over the last 10 years, due to the
difficulty in finding qualified staff. In 2015,
a Belgian dealer employed an average of
6.4 workers (based on FTE = Full Time
Equivalent). Dealers who belong to Fed-
agrim boast higher employment levels,
employing an average of 9.2 FTE. Machine
sales, on the other hand, were stable, with
sales amounting to 2,243 tractors and 73
combine harvesters.

Some agricultural distributors are able to
carry out other activities, such as the sale,
rental, and repair of machines and equip-
ment for industries including landscaping,
civil engineering, materials handling, cars,
building, bikes and motorbikes; machine
import; work for agricultural and/or hor-
ticultural companies; the sale of products
connected with the garden industry; retail
commerce; the construction of buildings
and stables.

As an example of the services offered by
Fedagrim to its members, over the last
year they organised a number of meet-
ings with themes such as organising a
showroom, managing a shop, the latest
European legislation on a Europe-wide
certification process, and communicat-
ing with clients. This year, for the third

year running, Fedagrim also conducted a
satisfaction survey among Belgian tractor
distributors.

In 2016, its results represented the views
of over a third of the market in tractor
distribution. Also, for the first time, each
distributor was able to receive detailed
results of his/her brand(s). Other news
is that Fedagrim has joined forces with a
public employment partner to organise a
course to train those seeking work as an
agricultural mechanic. This training is to
be conducted partly in a training centre
and partly in companies, and began in No-
vember 2016, with completion scheduled
for June 2017.

In addition to
developing activities
for its members,
Fedagrim also
organises four events:

* Agribex, the international trade fair
for agriculture, farming, gardens, and
green spaces, held every two years in
Brussels. The next edition will be held
between 5 and 10 December 2017.

* Demo vert, the largest Belgian open-air
demonstration of materials for gardens
and green spaces, sports fields, and
urban cleaning, organised every two
years in the park at Laeken in Brussels.

e Demo Fenaison, which takes place
every four years, is an open-air demon-
stration of haymaking materials.

» Potato Europe, held every four years
by the Belgian federation, is a potato
trade fair including a demonstration of
materials involved in the harvesting of
potatoes.

NAME
FEDAGRIM

PRESIDENT
Jos Lowette

GENERAL SECRETARY
| CONTACT 5

Delphine de Theux

ADDRESS

Avenue Jules Bordetlaan 164 b 4,
| 140 Brussels, Belgium

PHONE

E-MAIL

WEBSITE
www.fedagrim.be
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Czech Republic (SDZT)

Agricultural
Machinery Importers
Association (SDZT)

The Agricultural Machinery Importers
Association was founded in 1994 as the
Czech trade association for importers of
agricultural and forestry machines. SDZT
supports independent agricultural machin-
ery dealers across the Czech Republic pro-
viding support and services to industry.

SDZT is a forum for cooperation and
exchange of experience, and a body for
acting in common questions in the trade,
it works for healthy and appropriate com-
merce. The focus lies on compiling statis-
tics and coordinating national trade fairs in
the best interest of the members.

The agricultural mechanisation industry is
characterized by a high degree of innova-
tion. The mechanisation industry operates
in a dynamic world: upscaling and globaliz-
ing agro-businesses, the increasing impor-
tance of technology plus the integration
of the production and service chain. Ma-
chines and vehicles are getting bigger and
faster. This compels the industry to look
with increased concern at safety issues
during operations, or on the road. SDZT
underlines the importance of testing and
certification.

SDZT represents the interests of its mem-
bers and industry as a whole by campaign-
ing to improve the trading conditions for
dealers within the Czech Republic by
working together with other industry
partners and various government depart-
ments. SDZT co-operates very closely
with the association of manufacturers.
Therefore, these parties can address ar-
eas of attention more efficiently. These
platforms also constitute one interlocking
entity in terms of agendas for strategy and
lobbying.

Based upon a joint approach, SDZT wants
to utilize the efficiency of the industry
more effectively, as well as to promote
it. To achieve these aims, SDZT coop-
erates with politicians, and collaborative
partners. SDZT boasts specific know-how
in the agricultural mechanisation industry.
SDZT has good contacts and networks
to propagate their expertise more wide-
ly. SDZT wants to achieve more results
for its members, and for the industry as
a whole. In this context, a strong, mutual
voice receives a better hearing than the
voice of an individual company that only
safeguards limited interests.

All decisive importers are now members
of SDZT. The total amount of member
companies is currently 47. The daily work
is run from an administration located in
Brno.

NAME

SDZT

PRESIDENT
Tomas Kvapil

GENERAL SECRETARY
/I CONTACT

Dusan Benza

ADDRESS
Veveri 102,
616 00 Brno, Czech Republic

PHONE
+420 541 235 256

E-MAIL
sdzt@post.cz

WEBSITE

www.sdzt.cz
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Denmark (DM)

About The
Association of
Danish Agricultural
Machinery Dealers

The Association of Danish Agricultural
Machinery Dealers is the official industry
and employer association for agricultural
machinery in Denmark. The association
was founded in 1918 and will be celebrat-
ing its 100th anniversary next year.

The membership includes 130 main stores
with 194 outlets across the country, con-
stituting 95% of all machine dealers in
Denmark. In 2015, the members had a
turnover of approximately 8.8 billion DKK
distributed on new and used equipment
as well as on spare parts and repairs. As
of 30 September 2016, the members em-
ployed 2,820 employees within service,
parts, sales, and administration.

The average member sells |0 new tractors
per year, has 25 employees, and produces
an average profit of 70,000 EUR.

The Danish
agricultural machine
market

In recent years, sales of new tractors have
declined significantly, from 3525 in 2007 to
1530 in 2016. From 2015 to 2016 alone,
we witnessed a decrease of approximate-
ly 13%. As for other agricultural machin-
ery, sales was likewise on a decline from
201472015 to 201572016, with a drop
of 3% on combined harvesters, 15% on
balers, and status quo on foragers.

The market indicates a trend towards
greater owner units among machinery
dealers, but approximately the same num-
ber of outlets. Machine dealers will not
turn down, but will come up with solutions
to galvanise the distributor structure.

Danish agriculture

Danish agriculture is among the world’s
most efficient and knowledge-based ag-
ricultural clusters. We hold a leading
position when it comes to food safety,
quality, and development of new agricul-
tural products. We have over 2.6 million
hectares of cultivated land, which is more
than 60% of Denmark’s area. Denmark
has around 36,000 farms, and we pro-
duced 5,300 million kilos of milk and 1,950
million kilos of porkin 2015.

Agromek

The Association of Danish Agricultur-
al Machinery Dealers is co-organiser of
Agromek, which is Northern Europe’s
largest agricultural fair. Agromek was held
in November 2016 in Herning, Denmark.
This were four very positive days. The
good atmosphere was, partly, due expec-
tations of a brighter future with rising pric-
es on agricultural products. This provides
the opportunity that Danish agriculture
may initiate a much needed renovation
and modernisation of the production
machinery. Agromek had 41,688 visitors
in total.

Euroskills

We are proud that Denmark has the
best agricultural machinery mechanic in
Europe. After Euroskills in Gothenburg,
23-year-old Anders Ebbekar Pedersen can
call himself the European champion within
his profession.

This is a unique achievement, as Denmark,
after all, is one of the small nations in this
context, and thus only have a limited
amount of apprentices to choose from.
We fancy comparing Anders achievement
with the Danish national football team’s
European Championship gold in 1992.

NAME

The Association of Danish Agri-
cultural Machinery Dealers

PRESIDENT
Jens Aage Jensen

GENERAL SECRETARY
/| CONTACT

Klaus Nissen

ADDRESS

Kokholm 3C,
DK-6000 Kolding, Denmark

PHONE

E-MAIL

WEBSITE
www.danskmaskinhandel.dk
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France (SEDIMA)

SEDIMA is the only organisation which re-
groups the dealers in France for distribu-
tion and service for agricultural and garden
machinery. It was created in 1919 and so
will celebrate its 100th anniversary. But
this profession is always looking for the
future, for new projects, first for the mem-
bers but also with all the environment and
specially involved in training and education.

Economical facts

France is the biggest market for agricultur-
al and garden machinery in Europe:

* 2,700 firms from | to 500 employees
* 35,000 employees
» €1 billion of turnover

Over 70 % of the turnover of the profes-
sion is realised by members of SEDIMA

Our members

*  Work in different geographical areas,
with a wide range of sectors: crops,
breeding, milk equipment, vineyards,
irrigation, forestry, arboriculture, mar-
ket gardening, landscape maintenance.

* Their know-how: sales of new and
used machinery and equipment, after
sales maintenance and service in the
workshops and outside, renting of
machines, sales of spare parts in the
free-service shops, training and advice.

* Their customers: farmers, groups of
machines users, agricultural works
contractors, local collectives, land-
scape gardeners, individual customers,
and all the persons related to earth
cultivation.

The mission

* To represent the profession to the au-
thorities, to the whole branch and to
the professional organisations.

* To federate the members: congresses,
conventions, general assemblies.

* To promote the exchanges: regional
and departmental meetings, group of
young dealers, working groups, specific
trainings.

* To defend the rights and interests of
the members: collective agreements,
initial and continuous training, dealer
satisfaction index, code of deontology,
risks and painfulness.

» To anticipate: surveys, economic and
social futurology, tools for the firms
(ratios, wages barometer, online sec-
ond-hand machines quotation).

¢ To advise and assist: social laws, con-
tracts, quality, environment, recruit-
ment, tax system laws.

e To train: relations and work with the
ministry of education, vocational con-
tinuous training, specific vocational
training for the profession.

SEDIMA has 14 working groups that work
with one specialised employee and 6 to
|| members on different subjects: social,
training, guaranty, security, communica-
tion, satisfaction index, international rela-
tions (CLIMMAR), used machinery, young
dealers, specialised jobs, garden, economy
and management.

SEDIMA is also present during the SIMA
show, during professional exhibitions like
SPACE, Sommet de I'élevage, SITEVI, and
during promotion and orientation shows
for the youngsters.

NAME
Syndicat National des Entre-
prises de Service et Distribution
du Machinisme Agricole et des
Espaces Verts

PRESIDENT
Pierre Prime

GENERAL SECRETARY
I CONTACT

Anne Fradier

ADDRESS

6, boulevard Jourdan,
75014 Paris, France

PHONE

E-MAIL

WEBSITE
www.sedima.fr

B

Annual sales of new machinery 2015 2016

Tractors 24 948 24 890 22 653
vmeyardandorChardtractors ...................................... o oo
Gardenmacmneryuactors .......................................... o o
combmeharvesters ..................................................... o o
..... R oundba"ers o o
Telescopldoaders ......................................................... - .
Agncu'tumltraﬂers ...................................................... o o
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Germany (LBT)

Association’s
structure

The structure of firms and their associ-
ation in Germany differs a lot from our
sister-associations in Europe: it is a grown
one, coming from the service side. Region-
al companies acting in our branch come
together in a regional employers’ circle
called “Innung”, all Innungen in a country
found an over-regional construct named
“Landesinnungsverband” and these ones
build on top the national relevant associ-
ation “LandBauTechnik-Bundesverband”
(LBT). That means LBT formally has 12
members, but represents about 4,300
companies, dealing with agricultural equip-
ment, even garden-, construction- and
cleaning-machinery and, most important:
the do the service for all. Not included
are construction-companies (industry) or
contractors (most important customers).
All in all LBT covers about 60% of the
companies and more than 90% of their
market share.

About 600 of the companies have exclu-
sive contracts with most important tractor
brands, so-called A-dealers. These nor-
mally are larger, create more turnover and
in most cases have own satellites in the
countryside and are organised in so called
“Brand-Associations”. On the other hand
there is a special daughter association for
dealers that concentrate on the garden
and municipal machinery called “Bun-
des-Fachgruppe Motorgerite”.

Agricultural equipment dealers in Germany:

basic structures

GERMANY

In Germany we count 4,330 active com-
panies with 44,000 employees creating
€9.1 billion turnover (2015). 3,600 of the
companies are educating and training ap-
prentices, all together 7,700. Only % of
all apprentices are female.

Market and Branch

In Germany meanwhile just 286,800 farm-
ers cultivate 16,725,000 ha, average farm
size is 58.3 ha. In Eastern Germany the
average farm size is 232 ha, in the South
37 ha and in the North 70 ha. That means
the concentration of the customers is var-
ying enormously, as well as their activities.
If we compare the national average with
the A-dealers at all there are even more
differences to be seen.

Association’s current
items

LBT’s most important item is qualifica-
tion of the whole staff in the dealerships,
this means: from the base through the
whole life. For that LBT is busy in con-
tinuously developing the basic qualifica-
tion for apprentices. The same is guilty
for the next steps on the branch-ladder:
LBT developed an official degree named
“Service-Technician” — a very intensively
focussed expert for all technicians items,
that is needed in the more and more

farmers per company

all exclusive compa-
companies nies (A-dealers)
65 567
.................... 3 863 e
93 .......... -
|8 .......... -
..................... 323 o
..................... IOI "
ZI .......... e
08 .......... -

NAME

LandBauTechnik-Bundesverband
e.V.

PRESIDENT
Ulf Kopplin

GENERAL SECRETARY
/| CONTACT

Michael Oelck

ADDRESS

HuttropstrafBe 58,
D-45138 Essen, Germany

PHONE
+49 201 89624-0

E-MAIL
info@landbautechnik.de

WEBSITE
www.landbautechnik.de

$ Land BauTechnik
o Bundesverband

specialising workshops. Even the quali-
fication-system for the highest top-lev-
el, our “Meister”, is regularly recreated
by LBT. The results of these efforts are
clear: agricultural equipment-service is
one of the only professions in Germany
that is growing year by year since 1995. A
very important item is our campaign for
promoting branch and profession “starke
Typen” (“technics for solid youngsters”)
supported nearly by the whole branch.

LBT is partner of the Agritechnica, and
of some more exhibitions of national
importance like DemoPark (garden- und
municipal equipment), EuroTier (animal
husbandry) or Re-TEC (used equipment).
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Hungary (MEGFOSZ)

MEGFOSZ (National
Association of
Agricultural Tool
and Machinery
Distributors)

MEGFOSZ was established on 9. May,
1999 with the purpose to represent pro-
fessional interest of the Hungarian Agri-
cultural Tool and Machinery Distributors,
to determine their mutual goals and to
realise them.

An important task of the Association to
determine the basic norms of the mem-
bers operation, making known the provi-
sion of law, participation in preparation
of changing law. The Association express
the opinion of member companies in the
permission and control issues of agricul-
tural tool and machinery distribution for
the increase of efficiency. Influencing the
other conditions of machinery distribution
(subsidy, credit, leasing) in order to help
the activity of the members.

Another task of Association is to have and
up-to-date and precise data base and its
continuous actualization, operation and
expansion and provide it to Association’s
members.

Preparation of evaluation of domestic and
international market and submission of its
analysis to the members during professional
forums or any other ways. Organizing exhi-
bitions and fairs to advertise the Agricultur-
al Tool and Machinery distribution.

MEGFOSZ management was renewed in
2012. The new management is very active-
ly organized the Association operation and
it brought results. The number of Associa-
tion’s member companies is continuously
increased, in 2012 the Association had 60,
in 2016 they had 95 member companies,
and there are 3 more candidates, who are
just waiting for becoming new members.
It is undoubtable that Association became
successful and stronger.

Annual turnover of MEGFOSZ members
from the distribution of agricultural tools
and machinery was approximately 800
million EUR in 2015, 717 million EUR in

2016. This means more than 90% of the
whole market, so this shows very well the
power of the members of Association.
Sales of new tractors was 2.279 pieces in
2016 in our country (search: AKI statistics).
Amount of employees working within the
companies of the sector is about 3200 peo-
ple in 238 firms in 201 6. There were about
320 people in the sector as trainee in 2016.

MEGFOSZ is a non-profit organization and
has started a program in 2014, called: ,Be
an Agricultural Engineer!” The main goal
of this program is popularization of the
sector, joining more than 100 partners,
such as Ministry of Agriculture, The Hun-
garian Chamber of Agriculture, MKB Bank
Zrt., Hungarian Association of Agricultural
Machinery Manufactures, and almost all of
the agricultural secondary schools.

Goals of our program

* MEGFOSZ would like to assure the
agricultural replenishment: mechani-
cian, mechanical engineering, machine
operator, etc.

* Increasing the prestige of the agricul-
tural career.

* Improving the employment rate of the
agricultural sector outside the capital
Budapest.

* Increasing competitiveness of the Hun-
garian agricultural output through as-
suring the appropriate experts in long
term.

Our plans for 2017 is to continue the
foregoing success of the popularization of
agricultural machinery workers, the con-
tinuous and long term development, the
openness of the Association towards oth-
er professional Associations like MEGO-
SZ (Hungarian Association of Agricultural
Machinery Manufactures), National Agri-
cultural Chamber or the related Ministries.
This cooperation covers the fields of sub-
sidy systems, regulations of registry and
road usage of agricultural machines.

The cooperation with MKB Bank Zrt. is
very special, because there is no more
such a large-scale cooperation in the sec-
tor in Hungary.

NAME
MEGFOSZ

PRESIDENT
Zsolt Harsanyi

GENERAL SECRETARY
/I CONTACT

Viktor Medina

ADDRESS

Pater Karoly u.l. Aula 129 —
H-2100 Godolls, Hungary

PHONE
+36 205 100 417

E-MAIL
info@megfosz.com

WEBSITE
www.megfosz.com
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Exhibitions

There are a lot of agricultural regional
exhibitions in Hungary, so our Marketing
Committee has decided to focus only the
3 biggest event in order to help the mem-
bers optimize their exhibition budget. The
three big exhibitions are:

* AgrargépShow, Budapest

¢ Alfoldi Allattenyésztési Napok, Héd-
mez&vasarhely

*  MEGFOSZ Szantéfoldi AgrargépShow,
Mezéfalva
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Italy (UNACMA)

UNACMA, the National Union of the
Agricultural Machineries’ Merchants, is
the Italian association representative of
merchants, workshops and spare parts’
dealers for the agricultural, gardening, for-
estry, irrigation and zootechnic machinery
areas. It is uniformly present throughout
the national territory and it gathers to-
gether both the local ACMA (Agricultural
Machineries’ Merchants’ Associations) and
the individual companies. In between 2016
and 2017 the Association mostly focusses
on the enforcement of the Italian law on
the agricultural machineries’ inspection.

Key figures of the
sector

In Italy there are 2,300 dealers. This in-
cludes retailers exclusively selling used ma-
chinery or only equipment, or systems and
equipment for gardening whereas there
are no more than 400 dealers handling
tractors, equipment and combine harvest-
ers. UNACMA has about 200 members
with an aggregate turnover of the 80%
of the total. The total number of dealers’
employees is about 8,300. In the past 15
years there has been a decrease of 50%
in tractors’ sales (with the same amounts
of dealers!).

According to the data collected by Fed-
erUnacoma, the number of new tractors
soldin 2016 is 18,341, a decrease of 0.5%
compared to 2015. But, this number also
includes unsold tractors enrolled during
the last three months. There are good
reasons for expecting a further decrease
in tractor sales in between 2017 and 2018.

Despite of this, in the agricultural market
a process of progressive digitization is oc-
curring. The Ministry for Agriculture, Food
and Forestry set a target of increasing the
use the precision farming from 2% to 10%
by 2020.

Activities of
the national
representative
organization

UNACMA continuously deals with the
association’s members during national
fairs, exhibitions and local events. Apart
from its role in helping the associates
to increase their margins, UNACMA
focusses on training and safety. With
respect to its training activity, the most
important and successful project is the
Mech@griJOBS.

The aim of this project is to inform stu-
dents of the ltalian technical institutes
about the skills they need to have in or-
der to become professionals of the sector.
During the EIMA exhibition, over 600 stu-
dents and about 30 teachers from several
Italian secondary schools participated in
the workshops related to the project.

In partnership with INAIL (the National
Institution for Insurance against Accidents
at Work), UNACMA deals with profes-
sional updating courses. The aim of the
program is to train the dealers and work-
shops about the Italian law on the agricul-
tural machineries’ inspection.

On October 2016 UNACMA organised
the 63rd edition of the CLIMMAR Con-
gress in Venice in which about 80 dele-
gates and 40 accompanying partners from
| 6 European countries participated.

Further information

UNACMA is partner to ENAMA (ltalian
Body for Agricultural Mechanization and
Engineering, that is acting for the Ministry
of Agriculture and its Members as a cer-
tification body in the field of agricultural
engineering) and CONFCOMMERCIO
(the Italian Confederation of enterprises
that is very active in lobbying round the
institutions).

The association is promoting the establish-
ment of a “GRUPPO MACCHINE” that
brings together all the most important
associations of the operating machiner-
ies’ field.

NAME
UNACMA

PRESIDENT
Roberto Rinaldini

GENERAL SECRETARY
/I CONTACT

Gianni Di Nardo

ADDRESS

Via Spinoza 28,
00137 Rome, Italy

PHONE
+39 0687420010

E-MAIL

segreteria@unacma.it

WEBSITE

www.unacma.it
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Latvia (LTRTA)

LTRTA is a voluntary non-governmental

LTRTA goals and

organisation, founded in 1999 by 6 mem- tatistics: NANE

bers as the industry’s business represent- statistics: LTRTA

ative. It combines agricultural equipment
manufacturers, traders and service pro- » Protect the interests of agricultural ma-

viders, professionals and other interested chinery manufacturers and dealers — to PRESIDENT

individuals and legal entities in order to
promote the development of the sector
and to promote mutual cooperation and
professional development.

One of the earliest tasks was to lobby reg-
ulation for agricultural machinery dealers
to establish custom warehouses, because
Latvia was not EU and we needed to find
advantages and to postpone taxes until the
time of sale. Now LTRTA works together
with other agricultural NGO to implement
EU-rules in national regulations and we fol-
low the legislative amendments in order to
promote the agricultural equipment mar-
ket. LTRTA is active in the technical colleges
Advisory Convent together with specialists
of the Ministry of Agriculture in order to
implement EU laws and regulations and
changes in existing law. In collaboration with
the Rural Support Service of Latvia, LTR-
TA is working on rules to get EU funding
for agricultural machinery and to improve
the tractor driver training and license ac-
quisition system. And in cooperation with
Educational Institutions, LTRTA organises
competitions for young mechanics.

arranged a clear and comprehensive
regulatory framework providing agri-
cultural equipment and service mar-
ket, where services are provided by
a responsible and competent staff, in
cooperation with well-informed and
equally accountable farmers.

* |mprove agricultural material and tech-
nical provision and quality of services
in Latvia.

* Represent our members in the negotia-
tions in all institutions and organisations
that are affecting members’ interests —
Ministry of Agriculture, Farmers Par-
liament, CLIMMAR and farmers NGO
Advisory Council.

¢ Number of farmers: 83,386

* Average farm size: 27.2 ha

Guntis Tigeris

GENERAL SECRETARY
/I CONTACT

Normunds Zunna
4

ADDRESS

Republic Square 2, Office 922,
LV-1010 Riga, Latvia

PHONE

E-MAIL
birojs@ltrta.lv

WEBSITE
www.ltrta.lv

LTRTA

Latvia LTRTA members o
Tumover .......................................................... esz 08 mll IIO n ................... €32 3| mll “o n (62 O %) .......
..... N umberofemployees|9007|0(374%)
2014 2015 2016
Used New New % Used New New % Used New New %

Tractors 723 332 31.47 914 607 3991 1342 613 31.36
combmeharvesters .................... | 76 ................ |25 .............. 4|53 208 ................ ”8 .............. 3620 ............. ;58 ......... I .20 -
..... E xcavators“232|233465|69|5|47|9|37 86 o
..... F orestmachmes”SI2532895630348859 28 o
sempmpe"edloaders ................. | |4 ................ |23 .............. 5|90 ............... |0| ................ lél .............. 6|45 ............... I .|7 ......... I .38 o
Tractortrallers ............................ | 20 547 .............. 820| ............... |65 757 .............. 82|0 .............. | .8 S ;08 o
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Luxembourg (FEMAL)

Key figures and
contractor profiles

Fédération des Entreprises du Machinisme
Agricole et Industriel du Grand-Duché de
Luxembourg (FEMAL), 16 dealers (90%
of all established dealers in Luxembourg)
with nearly 260 employees.

The profession of the mechanic of agri-
cultural and viticultural machines is de-
termined by the law as activities related
to maintenance and repair of agricultural
machines, equipment and technical instal-
lations of any kind for the agriculture, vit-
iculture, the forestry, the horticulture, the
construction of machines, equipment and
agricultural installations as well as their ac-
cessories and the manufacturing of spare
parts related to it.

To be able to work in the profession it is
necessary to be a holder of a DAP (Diplo-
ma of Vocational Aptitude) after having
followed 3 years of professional training
(company/school) in an apprenticeship
contract in an established company.

In order to established in the profession
the candidate has to make an additional
master’s degree after 3 years of profes-
sional practice in the branch.

2016
e Tractors ....................................... l. 60 ..............
e combme harvesters ...................... 4 ...............
Telescopeloader .......................... 69 ...............
..... F orageharvesters“7

Activities of the national

The turnover of the whole sector was
around 180 millions euros in 2014 with
|83 tractors, |16 combine harvesters and
|00 other agricultural machines sold in
that year.

Most of the retailers are SMEs with
around |0 employees. Their enterprises
are mostly established in the more rural
northern part of the country.

The customers of FEMAL members in-
clude: farmers, local authorities, construc-
tion enterprises, infrastructures, owners of
forests and viticulture which is a traditional
and important activity of the eastern re-
gion’s agriculture.

The number of the agricultural enter-
prises sinks annually (15-20 firms/year)
which naturally has a negative effect on
the sale of agricultural machines.The new
Plan for Rural Development (PRD) reduc-
es the subsides for agricultural machines
to a minimum: within seven years the
maximum of subsides can now reach
20,000 euros.

These negative tendencies are reflected in
the sales of agricultural machines:

2015 2014 2013 2012

|68 ................ |83229 ................ |72 ........
....................... | 7 |2 23
65 ................. |26 ................ I70 ................ |57 ........
....................... 2 lz 8

representative organisation

2016: Representation of the interests of
the members at national and local level,
presence at National Agricultural Exhibi-
tion of Ettelbruck in June, participation at
CLIMMAR Congress in October in Venice,
organisation of “Week of Agricultural Ma-
chines” in all enterprises of the federation
in December.

Projects for 2017: National representation
of members in government, organisation
of a second-hand market of agricultural
machines, presence at National Agricultur-
al Exhibition of Ettelbruck in June, organi-
sation of CLIMMAR Congress in October.

PRESIDENT
Romain Siebenaller

GENERAL SECRETARY
/I CONTACT

Francois Engels

ADDRESS
2, Circuit de la Foire
Internationale, L-1347
Luxembourg-Kirchberg, Luxem-
bourg

PHONE

E-MAIL

f.engels@fda.lu

WEBSITE
www.femal.lu
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Netherlands (Fedecom)

Fedecom is the Dutch organisation for
manufacturers, importers and dealers of
agricultural, material handling and con-
struction equipment. It has 960 members
and these cover about 85% of the overall
sector. Since there is no mandatory (road)
registration, exact information on the
number of machines sold is not available.
Members however participate in a volun-
tary survey that is published 12 months
after the registration date in compliance
with European competition rules. The best
estimation of the turnover in our sector
is €3.5 billion. About 16,500 people are
employed. Between 2,500 and 3,250 trac-
tors are sold annually over the last couple
of years. The number of farms declined
to about 64,000 in 2016 and we have
about 2,500 contractors. The contract-
ing business is relatively important, since
farmers are getting to be more managers,
than (field)workers. They decide on a day-
to-day basis whether “to make or buy”.
Prices for agricultural land are extremely
high, on average €57,000/ha.

Fedecom has
five departments
focussing on:

* Agricultural equipment
» Cattle and dairy farming equipment

* Material handling and industry equip-
ment

* Municipality and turf care equipment

* Horticulture and greenhouse equip-
ment

The mission of Fedecom is to support
members in getting stronger business
every day. We try to do so in several
ways, including lobbying (in politics and
governmental bodies), tools (market in-
formation and statistics, benchmarking,
general business information) and sup-
porting/servicing (promoting exhibitions,
education, quality inspection system).
Our main goals are: sufficient and quali-
fied employees, security and safety of ma-
chinery in use and in traffic, performance
improvements of members’ business and

promotion/presentation of the business.
Through our so-called Fedecom Academy
we train new students and experienced
workers. An essential part of the Fedecom
Academy is the “lifelong support” by our
Mentor Plus consultants. They visit over
400 students and their employers six times
a year in order to optimize the effect of
the training.

With VA-Keur, we have our own certifica-
tion tool. Even though annual testing is not
mandatory in the Netherlands, about 30%
of our members are VA-Keur certified and
execute over 140,000 inspections annually
to improve worker safety and machinery
security.

We offer our members several market
statistics and since the end of 2016, an
anonymous benchmarking tool, where
some key performance indicators enable
them to benchmark their operations with
others.

As Fedecom, we
own and organise
two mayor national
exhibitions:

* AgroTechniek Holland for farming
equipment and

¢ GroenTechniek Holland for turfcare
and municipality equipment

Both are outdoor events and are organised
intermittent, once every two-years. Both
Fedecom members and non-members are
participating in these exhibitions. Fedecom
has close relationships with other branch
organisations including (contractors), LTO
(farmers) and GMV (processing industry).
On several important topics, we team up
to lobby in politics. Like any other branch
organisation, Fedecom hosts a number of
meetings for its members throughout the
year. All interested members will be pre-
sented with a lot of valuable information.

President of Fedecom is Erwin Ros. He
is managing director of Kamps de Wild
Holding, a subsidiary of Royal Reesink.
Director of Fedecom is Gerard Heerink.

NAME
Fedecom

PRESIDENT
Erwin Ros

GENERAL SECRETARY
/I CONTACT

Gerard Heerink

ADDRESS
Einsteinbaan |, 3439 NL Nieu-
wegein, The Netherlands

PHONE

E-MAIL

WEBSITE
www.fedecom.nl

f
f Fedecom
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Poland (PIGMIUR)

Big size gives power

This motto promotes the firms which de-
cided to establish the Polish Chamber of
Commerce for Agricultural Machines and
Facilities (PIGMiUR) in 1998. The motto
is still valid. Nowadays, the Chamber con-
stitutes a significant voice in the industry,
which takes care about its interests.

PIGMiUR is an independent organisation
currently bringing together 76 companies
from the sector of agricultural machinery
and equipment. It includes all the major
domestic manufacturers and distributors
of machinery and representatives interna-
tional brands of agricultural machinery and
equipment. The Chambers members have
33 factories in the country and employ
11,200 people. The total annual revenue
of these companies in 2015 amounted to
PLN 8,750 million.

Industry facts 2016

* In2016 9,607 new agricultural tractors
were registered. 3,489 units less than
in 2015 (minus 26.6%)

» 8.952 tractors were of domestic origin
and 655 units (| 1%) were imported

* The sales volume imported used trac-
tors remained almost at the unchanged
level in 2016, 12,589 units (186 units
less than in 2015

What are the reasons
of this difficult market
situation?

The Polish industry of machines and fa-
cilities is still strongly dependent on the
external financing, in particular on the EU
subventions. At present, the entire indus-
try waits for a mobilisation of the funds
from the subsequent Rural Development
Programme 2014-2020. The farmers sus-
pend investments, wait for considering
their applications. It has been also influ-
enced by the process of the agricultural
products, in that in particular low buying-in
milk prices, what has contributed restrict-
ing the investments from the own funds.

Exhibitions

Mazurskie AGRO SHOW (Mazurian
AGRO SHOW)

The hall exhibition of the agricultural ma-
chines, which has been organised since
2015 in Ostréda (northern Poland) with
200 exhibitors, 40,000 visitors and 37,000
m?2 of total exhibition area.

Zielone AGRO SHOW (Green
AGRO SHOW)

Dedicated to the cattle breeders and dairy
farmers with demonstrations and over 150
exhibitors, 35,000 visitors, 15,000 m2 of
exhibition area (total area of 45 ha).

AGRO SHOW

AGRO SHOW is the largest outdoor agri-
cultural exhibition in Europe that has been
organised since 1999 with over 900 exhib-
itors (100 from abroad), 150,000 visitors
and 150,000 m2 of exhibition area.

Education & Training

*+ MECHANIK NA MEDAL (PERFECT
MECHANIC) — the contest intended
for the employees of the services of
agricultural machines and facilities.

+ MLODY MECHANIK NA MEDAL
(PERFECT YOUNG MECHANIC) —
the contest intended for the students
of the agricultural schools, who plan
their future with a profession of a me-
chanic for agricultural machines.

* SERWIS NA MEDAL (PERFECT SER-
VICE) — the contest, which is aimed at
designating the best servicing points in
Poland and improving quality of service
in the servicing points within the whole
area of Poland.

« ACADEMY OF COMMERCE AND
MANAGEMENT - the training pro-
ject intended for the members of the
Chamber within the frames of which
are conducted trainings for the employ-
ees of the commercial departments
and for the middle- and to-level man-
agement.

NAME
Polish Chamber of Commerce
of Agricultural Machines and
Facilities

PRESIDENT
Aleksandra Gralik

GENERAL SECRETARY
/I CONTACT

Renata Arkuszewska

ADDRESS

ul. Poznanska |18,
87 — 100 Torun, Poland

PHONE
+48 56 651 47 40

E-MAIL

biuro@pigmiur.pl

WEBSITE
www.pigmiur.pl

FIRM FRIENDLY FOR AGRICULTUR-
AL EDUCATION — an objective of the
project is to deliver current and mod-
ern training materials prepared by the
firms associated in the Chamber to the
schools.
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Slovakia (AGRION)

AGRION - the
Slovak Association

of Agricultural
Technology Suppliers

AGRION - the Slovak Association of Ag-
ricultural Technology Suppliers was estab-
lished in 1994. It connects 50 of the most
important importers, sellers and manufac-
turers of agricultural machinery. Members
of the association have approximately 800
employees.

In 1995 we started organizing a practical
demonstration of agricultural machinery,
where farmers got the opportunity to
compare how individual technological lines
work. The event, called the Fodder Plant
Field Day, was organized in Central Slova-
kia and has taken place every year since
then. The event is hosted by members of
the only faculty in Slovakia specializing in
agricultural machinery and also includes an
expert workshop. The aim of the event is
to present the work of various technologi-
cal lines to farmers. The Fodder Plant Field
Day is regularly attended by more than 20
companies, which present approximately
one hundred machines altogether. The
event is attended by around a thousand
farmers.

Another important event is the Maize Field
Day, which is organized in September. The
autumn date provides the opportunity to
present technologies used for maize har-
vesting, tillage and plant protection. In
addition to the commented presentation
of machinery, the event also includes a dis-
play of approximately 150 maize hybrids
from world-class seed companies.

AGRION has long been taking part in
the organization of AGROKOMPLEX, a
trade fair for agricultural machinery that
has taken place every August since 1974.
AGRION also initiated the establishment
of a specialized trade fair for agricultural
machinery called AGROSALON, which
has been held biannually since 2006.

The association’s newest activities in-
clude the preparation of a new secondary
school study programme entitled AGRO-
MECHATRONICS. This new modern
specialization is based on recent findings

from the area of agricultural machinery.
The content of the study programme is
supervised by the member companies of
AGRION themselves. Their duties include
retraining teachers, providing educational
documents, lending machinery to schools
as well as helping provide practical expe-
rience. The new secondary school study
programme was created in record time,
partly thanks to the approach of state in-
stitutions and schools themselves. The first
students will start with the programme in
three select schools as soon as September
2017.

The aim of the AGRION secretariat is
providing the members of the association
with information about tractor sales, aid
for machinery purchases and educational
activities. We publish approximately 40
fact sheets with these overviews annually.

AGRION organizes a wide range of activi-
ties, which is why in recent years there has
been a steady increase in the number of
members who are interested in our ser-
vices and presentation activities.

Information about
Slovak agriculture

Agricultural land 1,9 mil. hectares

Number of

52,000
emloyesses
Number of farms 24,473
— legal entity 2276

The average area
of farms

The average area
of legal entity

Value of agricultural

) 1960 mil. eur
production
— crop production 1124 mil. eur
— animal production 836 mil. eur
Sales of tract
ales of tractors 779

over 50 HP (2016)

NAME
AGRION

PRESIDENT -
Jan Jech -

GENERAL SECRETARY ;

/ CONTACT g
j Hub
Juraj Huba 5

ADDRESS

Rybarska 37,
949 01 Nitra, Slovakia

PHONE
+421 911 986 603

E-MAIL
agrion@agrion.sk

WEBSITE
www.agrion.sk

AGRI(®)N

ZDRUZENIE DODAVATELOV
PODOHOSPODARSKE]
TECHNIKY V SR
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Sweden (ML)

About MaskinLeve-
rantérerna (ML)

Established in 1948

ML today consists of six different sectors.
The member companies are suppliers
or dealers for: Construction equipment,
Forklifts, Forest machinery, Road mainte-
nance equipment, Agricultural machinery
or professional Lawn and Garden equip-
ment.

The agriculture sector in ML has 77 deal-
er members and 47 importers and man-
ufacturer members. (figures from January
2017). ML has approximately 90 % rep-
resentation in the total agriculture sector
in Sweden.

ML is a forum for cooperation and ex-
change of experience, and a body for
acting in common questions in the trade.
The focus lies on developing general terms
of supply and counselling regarding these,
compiling statistics and coordinating na-
tional trade fairs in the best interest of the
members.

The daily work is run from an administra-
tion located in Stockholm.

Activities in Maskin-
Leverantorerna (ML)
in 2016

In the beginning of June ML organised
it'’s first own national exhibition for mo-
bile machines where only members of
ML were allowed to exhibit: “Svenska
Maskinmassan”. The exhibition was held
at Solvalla horse race track just outside of
Stockholm . The exhibition was very ap-
preciated by both exhibitors and visitors
and attracted about 12000 visitors.

Another big exhibition in 2016 for ML
members was the agriculture fair “Elmia
Lantbruk” (Elmia Agriculture). This fair
was held in October in Jonkoping in the
south of Sweden and attracted almost
20,000 visitors. This time all sectors of
Sweden'’s agricultural industry were pres-
ent. A bigger and more complete exhibi-
tion than before.

Key sales figures in Sweden

2015 2016

Tractors 2681 2965 (+11%)
comblneHarvestersl% ........... e
seedmgmaChmes .......................................................... 423 ........... i
..... R oundBalers275294(+7%)
..... P Ioughs462 o
" Turnover for the member companes 995000000 58K = _

(dealers) 981,238,000 €

NAME

PRESIDENT
Carl Lindell

GENERAL SECRETARY
| CONTACT

Lina Tuvesson
Hallman

ADDRESS

Klara Norra Kyrkogata 31,
|04 22 Stockholm, Sweden

PHONE

E-MAIL

WEBSITE
www.maskinleverantorerna.se

(VD

MaskinLeverantdrerna
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Switzerland (Agrotec Suisse)

Agrotec Suisse, the
association of the
Swiss agricultural
machinery business

Agrotec Suisse is the Swiss association
of agricultural machinery companies. It
counts over 600 members and is part
of the umbrella organisation AM Suisse.
Agrotec Suisse is responsible for the tech-
nical education of agriculture, construction
and garden machinery mechanics as well
as the farriers in the area of basic, further
and higher education. In addition, Agrotec
Suisse provides a large amount of servic-
es in the field of occupational safety, eco-
nomics, nature of expertise and the legal
service. The Swiss agricultural machinery
branch of trade is rather small-structured
compared to many European countries.
Only 20% of Agrotec Suisse member
companies employ more than 10 people.
In 2015 our approximately 600 members
employed around 4,800 people and had
1,200 apprentices. Members are special-
ised agricultural machinery dealerships,
agricultural machinery traders and im-
porters with their own distribution bases
in the fields of agricultural and communal
machinery as well as garden machinery
equipment. Many companies are doing
additional activities in other related fields.

A brief history
of AM Suisse

In 1891, the Swiss Association of Forges
and Wainwrights was founded, shortly
before the Swiss Association of the Lock-
smiths. 1972 they merged to the Swiss
Metal Union. Since then, the interests of
the agricultural, metal construction and
farrier industries have been perceived by
a joint umbrella organisation. For over 125
years, the work of the association was
dominated by the core themes of busi-
ness management, vocational education
and lobbying. In 2016 the association got
the new name AM Suisse. Today it repre-
sents the interests of some ,900 member
companies and their 22,000 employees.
They generate a turnover of CHF 5 billion
and educate more than 4,300 apprentices.

This year, AM Suisse invests about CHF
|0 million in the extension of the educa-
tional centre in Aarberg.

Structures of the
agriculture

Swiss agriculture is characterised by its di-
versity. The branches of production range
from agriculture to milk and livestock farm-
ing (including alpine farming) to specialised
crops such as wine and fruit growing. Actu-
ally, Switzerland still counts almost 53,000
farms in the Swiss plateau region as well as
in the mountains. The average farm size is
almost 20 hectares. The wages and costs in
Switzerland are at a very high level. The en-
vironmental and animal welfare regulations
are the strictest worldwide and the level
of agricultural mechanisation is relatively
high. Contractors do an increasing share
of agricultural work.

Swiss agricultural
machinery market

Switzerland is also often referred to as a
country of milk. Thus, animal husbandry
is an outstanding element in Swiss agri-
culture, characterised by family farming
businesses. The investments in technolo-
gy for livestock management makes up a
substantial part of the industry. Swiss milk
producers are increasingly investing in au-
tomatic systems: more than 600 milking
robots are already in use. The importance
of livestock production is also reflected
in the market volume green line machin-
ery, which was around 4,300 units in the
2015716 season. With some 2,200 units,
the market for agricultural tractors fell by
13% in 2016 compared to the previous
year. 50% of the tractors sold are in the
segment between 100 and 140 hp, 30%
in the range under 100 hp and 20% over
140 hp. The structures in Swiss agricultural
machinery dealer networks are subject to
increasing dynamism. The traditional role
division between importers, dealers and,
in some cases, customers is constantly
developing. There is a noticeable trend
towards larger and more professional
structures.

NAME
Agrotec Suisse

A professional association of AM
Suisse

PRESIDENT
Jorg Studer

CLIMMAR DELEGATED
/I CONTACT

Werner Berger

ADDRESS

Chréjeninsel 2,
CH-3270 Aarberg, Switzerland

PHONE

E-MAIL

WEBSITE
www.agrotecsuisse.ch

WA
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United Kingdom (BAGMA)

N/
/N

Machinery
Association

The British Agricultural and Garden
Machinery Association (BAGMA)
supports thousands of independent
agricultural, garden and groundcare
machinery dealers across the UK
providing support and services to
industry.

BAGMA's heritage goes back to its 1917
inception as the National Association of
Agricultural Engineers and Implement
Dealers, becoming BAGMA in 1972. In
2017 BAGMA celebrates its 100th anni-
versary as a trade association. BAGMA
represents the interests of its members
and industry as a whole by campaigning to
improve the trading conditions for dealers
within the UK by working together with
other industry partners and various gov-
ernment departments. BAGMA has over
600 members representing over 750 out-
lets in agricultural machinery, garden ma-
chinery and groundcare equipment.

The UK Land-based Engineering Sector
has over 3000 dealers with in excess of
25.000 staff in an industry sector that is
worth over £4 billion a year (Euro 4.8 bil-
lion). There are approximately 1200 agri-
cultural machinery dealers with 700 having
tractor franchises.

One of the main roles of BAGMA over
the many years has been to ensure that
new people are drawn into the land based
industry sector and that they have access
to training and apprentice programs to en-
sure that they are fully trained to meet the
developing technology that our industry
uses, enjoys and benefits from. To this end
BAGMA works with industry and the ed-
ucation system to ensure that there is al-
ways new talent coming into industry and
that the existing talent has a clear career
pathway to follow.

BAGMA has developed a number of in-
dustry specific training courses and pro-
vides training on these courses for around
450 technicians and sales people a year
through BAGMA appointed training pro-
viders and partners.

Go to http://bagma.com/training/

UK Industry Key Facts

* BAGMA have 650 members, agricultural
and garden machinery dealers

* BAGMA members represent over |.2 bil-
lion pounds of UK sales

* UK Sales of agricultural equipment is esti-
mated at over 4 billion pounds

* 1200 Agricultural Machinery Dealers

¢ 703 Tractor Franchised dealers represent-
ing 15 brands

* 1000 Garden Machinery Dealers
* Over 25.000 employees
* 10.000 technicians (40% of dealers staff)

BAGMA has a Council of Representatives
who deal with strategic issues and a BAG-
MA Connect Group who deal with daily
industry issues and provide the connection
between BAGMA and its members in a
proactive and a constructive way using
social media and regional meetings.

UK Farming Facts

¢ Farmed area represents 70 % of land in
the UK

* UK utilised agricultural are 17.2 million
hectares

* Total available agricultural area 18.4 mil-
lion hectares

* Average farm size 77 hectares
e 36 % crops

* Sheep and lambs 32 million

* Pigs 4.5 million

* Dairy cattle 4.5 million

« Cereal crops 3.1 million hectares (wheat
2 million hectares)

* Oil seed rape 756 hectares

Figures above from 2015

The UK produces less than 60% of the
food it eats. Although agricultural activity
occurs in most rural locations, it is con-
centrated in East Anglia (crops) and the
South West (livestock). Of the 212,000
farm holdings, there is a wide variation in
size from under 20 to over 100 hectares.
There are approximately 58.000 people
engaged in UK farming.

UK Machinery Sales

Tractor registrations in the UK of over
50hp units have fallen in the last ten years
from just over 17.000 to just over 10.600
in 2016. Average registered horsepow-
er’s have increased to just under [60hp
in 2016. Combine sales have averaged
around 800 in the UK but have seen a

NAME
BAGMA

F !
PRESIDENT |

&Y%

Brian Sangster

GENERAL SECRETARY
/I CONTACT

Keith Christian

ADDRESS
225 Bristol Road, Edgbaston,
Birmingham, West Midlands,
B5 7UB

PHONE
+44 1295 713344

E-MAIL

admin@bagma.com

WEBSITE
www.bagma.com

Lo s

peakin 2015 of 1250 and lower numbers
in 2016 of around 650.

Consolidation of agricultural machinery
dealers is still an issue in the UK with the
number of companies reducing but outlets
remaining the same.

Garden machinery and groundcare ma-
chinery sales have been in the region of
£550 million (Euro 660 million) per year.
Domestic trends are showing an increase
in robotic mower sales and an increase in
battery powered hand held tools with de-
velopment toward battery power in larger
machinery.
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Conclusions from the 63 CLIMMAR
Congress — 20 to 23 October 2016

During the 63rd edition of the annual
CLIMMAR congress held in Venice (ltaly)
from 20th to 23rd October 2016, 16 na-
tional dealer associations discussed about
the future of agricultural dealer organi-
sations. With difficult market conditions,
continuing reorganisations of distribution
channels and new upcoming European
RMI regulations, the landscape remains to
be very challenging.

The 63rd congress was organised by lItal-
ian member association, UNACMA. All
in all 70 participants including delegates
from dealers all over Europe as well as
various speakers shared their conclusions
and worries about their national mar-
kets. A special welcome was given for
the representative of the China Agricul-
tural Machinery Distribution Association
(CAMDA), who joined the congress in
Venice as a possible prelude for CLIMMAR
membership.

Low commodity
prices put stress on
distribution channels

Low prices for commodities like milk,
meat and arable products have led and
are still leading to lower incomes for
farmers throughout Europe resulting
in lower demands for new tractors and
new machinery. In Germany for instance,
LandBauTechnik-Bundesverband reports
an average downturn in the market leading

to lower dealer margins and uncertainty.
Globals like f.e. John Deere decreased the
number of authorised dealers from 60 to
under 40 and AGCO (Fendt) and Claas
force large dealer companies to choose
a single and exclusive brand strategy. We
estimate that cooperatives like f.e. Agravis
and BayWa service up to 50% of their re-
gional markets. Germany currently has
500 tractor dealers for the most important
8 brands. British BAGMA sees AGCO and
New Holland dealers going out of busi-
ness whilst others put (renewed) effort
in garden and grounds care machinery.
There are 25 John Deere dealers (down
from 40) and || Claas dealers with 22
outlets, partly owned by Claas. The over-
all agricultural machinery market in 2016
has gone down by 20%. The devaluated
English Pound offers chances for exporting
used machinery. French SEDIMA sees the
number of private dealerships increas-
ing. Agricultural dealers no longer grow

regionally, but nationally and new com-
panies build new distribution channels.
One example is Groupe Dubreuil who is
active with car dealerships, petrol distribu-
tion and airline transport and has bought
several successful Case IH and New Hol-
land dealerships, now owning 23 outlets.
In both Italy and Sweden several tractor
and machinery manufacturers have started
with direct sales. In Italy, multiple manufac-
turers (like MaterMacc and Goldoni) are
now owned by Chinese manufacturers.
One of the largest New Holland dealers
quit business with other brands filling the

GENERAL SECRETARY < ‘
/I CONTACT

Jelle Bartlema

PHONE

E-MAIL
bartlema@fedecom.nl

gap. New European distribution models
are becoming effective.

Despite of the market conditions stabilis-
ing again, Danish Dansk Maskinhandler-
forening is experiencing turmoil in deal-
erships. Several brands Including AGCO,
Claas, John Deere and Véderstad reorgan-
ise their distribution channels both severe-
ly and rapidly. One third of the AGCO
dealers is gone and LMB Danmark A/S
took over the Claas importership. Most
striking is the new strategy of John Deere,
that transfers the complete importer and
dealerships to Semler Gruppen, the im-
porter of Volkswagen Group.

Alike the bigger countries, smaller markets
also suffer from severe market conditions.
Belgian Fedagrim speaks of a downturn
of 15% and also in Luxembourg sales
are down dramatically. Tractor sales de-
creased from 229 in 2013 to 124 until
October 2016. Combine sales are down
from 12 (2013) to 4 and forage harvest-
ers are down from 12 (2013) to 2 units
in 2016 so far. Grey import of new trac-
tors and machinery is causing increasing
problems in most European countries.
Austrian association ARGE reports one
third less tractor registrations in 2016 so
far. More worrying is the average gross
profit of dealer companies of only 1.9%.
A striking 34% of the dealers is making a
loss on operations.

CLIMMAR will continue to lobby and ad-
vocate for the interests of dealer compa-
nies throughout Europe and continue to
carry out the necessary activities to help
creating optimal conditions for them.
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GREEN FUTURE - SMART TECHNOLOGY

Join us at the world'’s largest agricultural machinery trade fair!
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WHERE INNOVATION MATTERS.
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CLIMMAR congresses through the years

Once a year, CLIMMAR members gath-
er for the annual congress in one of the
members’ countries. The first edition of
the congress was held in 1953 in Paris,
France and the most recent congress took
place from 20 to 23 October 2016 in Ven-
ice, Italy. The 2017 edition is scheduled for
5 to 7 October in Luxembourg city. The
national branch organisation Fédération
des Entreprises du Machinisme Agricole
Luxembourgeois (FEMAL), is responsible
for the organisation of this 64th CLIM-
MAR congress.

The congress is not only one of the high-
lights in the activities of CLIMMAR, it also
plays an important role in determining
the strategy and activities of CLIMMAR
as a branch organisation and the activities
of the various working groups. During
the congress relevant international sub-
jects are addressed with the objective
of enhancing the sharing of experiences,
developing innovative techniques in the
management of the distributors and ap-
plying modern technology in agricultural
mechanisation. Both internal as well as

eminent external speakers and guests pay
their attention to the congress. The 2016
edition in Venice attracted 70 participants
including delegates from dealers all over
Europe as well as various speakers. A spe-
cial welcome was given to the represent-
ative of the China Agricultural Machinery
Distribution Association (CAMDA), who
joined the congress as a possible prelude
for the CLIMMAR membership.

In chronological order the CLIMMAR congresses took place in:

1953 — Paris (France)

1954 — The Hague (The Netherlands)
1955 — Vienna (Austria)

1956 — Zurich (Switzerland)

1957 — London (Great Britain)

1958 — Verona (ltaly)

1959 — Bad Godesberg (Germany)
1960 — Copenhage (Denmark)

1961 — Grand Duchy (Luxembourg)
1962 — Paris (France)

1963 — The Hague (The Netherlands)
1964 — Vienna (Austria)

1965 — London (Great Britain)

1966 — Berlin (Germany)

1967 — Rome (ltaly)

1968 — Paris (France)

1969 — Amsterdam (The Netherlands)
1970 — no congress

1971 — The Hague (The Netherlands)
1972 — Hertenstein-Weggis (Switz.)
1973 — Rottach-Ergern (Germany)
1974 — Vienna (Austria)

1975 — Edinburgh (Great Britain)
976 — Brussels (Belgium)

1977 — Palermo (ltaly)

1978 — Obernai (France)

1979 — Amsterdam (The Netherlands)
1980 — Dublin (Ireland)

1981 — Lisbon (Portugal)

1982 — Munich (Germany)

1983 — Appenzell (Switzerland)

1984 — Salzburg (Austria)

1985 — Dijon (France)

1986 — Maastricht (The Netherlands)
1987 — Porto (Portugal)

1988 — Athens (Greece)

1989 — Grand Duchy (Luxembourg)
1990 — Locarno (Switzerland)

1991 — Ostend (Belgium)

1992 — Cologne (Germany)

1993 — Vienna (Austria)

1994 — Troyes (France)

1995 — Copenhagen (Denmark)

1996 — Amsterdam (The Netherlands)

997 — Swindon (Great Britain)

1998 — Stockholm (Sweden)

1999 — Grand Duchy (Luxembourg)
2000 — Venice (Italy)

2001 — Brno (Czech Republic)

2002 — Budapest (Hungary)

2003 — Lisbon (Portugal)

2004 — Dublin (Ireland)

2005 — Morat/Murten (Switzerland)
2006 — Berlin (Germany)

2007 — Brussels (Belgium)

2008 — Neudsiedl/See (Austria)
2009 — Avignon (France)

2010 — Krakow (Poland)

201 | — Edinburgh (Great Britain)
2012 — Kolding (Denmark)

2013 — Rotterdam (The Netherlands)
2014 — Riga (Latvia)

2015 — Stockholm (Sweden)

2016 — Venice (ltaly)
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1. Post your machine on LECTURA
Market. It's sure to draw attention.

2. We direct all leads to your own
website, where buyers find
detailed information on the
machine.

3. You carry on with the sales
process and sell the machine!

Complete ad on
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=3 One on one session: How to get better on Google
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#THEDiscMower

Stay connected
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~ OF INNOVATION
DISC MOWER

www.kuhn.com

KUHN disc mowers: providing farmers
with the best innovations to ensure forage quality,
performance and profitability for 50 years!

forage harvesting | livestock husbandry | arable | landscape maintenance

be strong, be KUHN



