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Dear Readers,
 
At work and in our professional lives, our 
focus is quite naturally on the present and 
the future. We rarely have the time to look 
back and ask what has shaped the way 
things are today. 
The 100th anniversary of ewo is, however, 
surely a fitting occasion to take a journey 
in time through the company‘s history, 
and examine developments from today‘s 
perspective. In research for this brochure, 
we looked for documents about the 
company‘s 50th and 75th anniversaries. 
We found very few. 

A proud history

Discover the highs and lows; the changes 
and successes. I am sure that you will learn 
a new side to the company. 

I hope you enjoy reading our 100th anni-
versary brochure.

Jürgen Holzapfel

 

ewo Managing Director

ewo – in typically Swabian style – tends 
not to trumpet its achievements. „Net 
schwätze, schaffe“ – „Less talk and more 
action“, as my grandfather Hermann Holz-
apfel would doubtless have said. 
We have, however, discovered some 
fascinating history, painted a picture of 
the present and taken a look to the future.
The following pages take you through 
ewo‘s history – from the early days of the 
Vaihingen welding workshop „Werkstatt 
für schweißtechnischen Apparatebau“ to 
a modern, mid-sized company. 

„Augusta“ high-pressure 
acetylene generator, 
c. 1950

„microair“ filter-
regulating station 
for paint spraying
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Hermann Holzapfel was quick to recognise 
the growing importance of pneumatics in 
industry and trade. Starting in the 1950s, he 
began to market high-demand products in 
this segment alongside the company‘s core 
welding business.

In 1969, Hermann Holzapfel handed over 
management of the company to his four 
sons: Hermann junior (commerce and ad-
ministration), Klaus (engineering), Bernd 
(procurement) and Gerd (finance). Three of 
the brothers stood down from the company 

ewo is now 100 years old, and has been in 
the Stuttgart Holzapfel family since 1938. 
Such continuity is rare in German industry. 

Hermann Holzapfel, the grandfather of 
current managing partner Jürgen Holzapfel, 
took over the „Werkstatt für Apparatebau“ 
from Emil Wolf in 1938 after a number of 
years as the company‘s works manager. 
With typical Swabian hard work and a dri-
ving ambition for improvement to the point 
of perfection, he laid the foundations for a 
strong and sustainable business. 

ewo acetylene 
high-pressure 
equipment, c. 1940

Hermann Holzapfel senior Jürgen Holzapfel

Hermann Holzapfel‘s four sons took on 
joint management of the company in 1969 
(from left to right): Klaus Holzapfel, 
Gerd Holzapfel, Hermann Holzapfel jr. 
and Bernd Holzapfel 

Three generations, one ambition: 
innovation in pneumatics and welding technology

in 2002; Gerd Holzapfel then continued on 
his own. He was succeeded in 2005 due to 
illness by his children Jürgen and Daniela.
 
The company has been under the sole ma-
nagement of Jürgen Holzapfel since 2008. 
Under his management, the company has 
introduced key and pioneering measures 
including successful product innovations, 
efficient changes to the IT structure in line 
with modern business requirements and 
the targeted development of international 
partnerships.
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Stuttgart-Vaihingen:
the past and present headquarters

When Emil Wolf set up his production 
workshop „Werkstatt für Apparatebau“ 
in a house in Hauptstrasse, Vaihingen in 
1914 he could hardly have known what an 
ideal location he had chosen: a site that 
would later be at the heart of the indust-
rial Stuttgart metropolitan area with easy 
access to the motorway and airport.

Headquarters in Vaihingen industrial estate, 1956 c. 1956 In the 1960s

Th e home and business 
of Emil Wolf, c. 1920

ewo headquarters in 2014
in Stuttgart-Vaihingen

In 1955, with the old building bursting at 
the seams, there was still no question of 
leaving Vaihingen. 
New premises were found just one kilo-
metre away in Heßbrühlstrasse, on an 
industrial estate. Th is also ensured that 
the company could retain its experienced 
and valued staff .
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1914 – 1936

Enterprise was Emil Wolf‘s 
start-up capital

Emil Wolf recognised the growing business 
potential – in particular in the metal indus-
try. Th e upturn was being driven largely by 
rapid growth in automotive production and 
machine and equipment manufacturing. 
Wolf extended his manufacturing range 
with cutting torches and pressure reducers 
for gas and oxygen. In 1921, he launched 
acetylene generator production and invested 
in the construction of a facility adjacent to 
the business at 77 Hauptstrasse in Stuttgart-
Vaihingen. 
Emil Wolf ‘s investments bore fruit. By 1922, 
he was already employing a staff  of 30. 

In 1914, Germany was ruled by Kaiser 
Wilhelm II. In Sarajevo, a political assas-
sination ultimately led to the First World 
War. Germany was beginning to feel the 
eff ects of increasing infl ation. Th is was the 
turbulent year in which Emil Wolf set up 
his own business. Th e fi rst letters of his fi rst 
name and surname are still behind the ewo 
brand today. An enthusiastic and hard-
working pioneer, Emil Wolf specialised 
in the production and repair of pressure 
reduction valves for carbon dioxide.
Once the country started to recover aft er 
the devastation of the First World War, 

Th e Reichsmark,
legal tender in 
Germany from 
1924 to 1948

Unfortunately, the infl ation crisis reached 
its height soon aft erwards with a dramatic 
devaluation of the German mark. People 
were paying with 100 billion mark notes. 
A fall in orders and payments defaults 
meant that business had to be scaled down 
considerably. Emil Wolf now had only 
fi ve workers, one salaried employee and 
three apprentices. Yet he did not lose his 
entrepreneurial spirit. Banking on the 
established wisdom that a boom follows 
every crisis, he added another fl oor to the 
existing production building.

His personal ambition and the courage to 
take risks paid off . Th e company rapidly 
recovered. Th is was due in large part to its 

growing business with foreign partners. 
Emil Wolf was supplying his products to 
customers all over the world. Exports 
accounted for 75 percent of total business 
and the workforce was growing signifi cantly.

From 1928 on, there was a gradual decline 
in the export business as Germany under-
went radical political upheaval. Th e next 
crisis was looming. By this time, Emil Wolf 
had also reached a considerable age. He 
looked for a successor to secure the future 
of his company. Th e successor Wolf found 
in 1936 was Hermann Holzapfel, his works 
manager at the time. 
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Hermann Holzapfel was initially a part-
ner in the business, before taking on sole 
management in 1938. He brought fresh 
ideas; new products were created, and new 
young staff taken on who brought the same 
spirit of enthusiasm and innovation as their 
manager. Now operating as „Autogenwerk 
ewo Hermann Holzapfel KG“, the company 
began to flourish once more.

Hermann Holzapfel focused on the ma-
nufacture of welding and cutting torches, 
soldering guns, acetylene gas systems and 
spray and paint spray guns. 

Hermann Holzapfel
steers the company to success

opened on the newly developed Vaihingen 
industrial estate. Business was soon growing 
rapidly and the workforce fast expanding.

In 1964, in the company‘s 50th anniversary 
year, it acquired the large main building in 
Heßbrühlstrasse. There was now a capacity of 
6,000 square metres for production, adminis-
tration and storage. 

Assembly work at 
the company site in 
Stuttgart-Vaihingen, 
c. 1938

The ewo brand built up a reputation in 
industry and trade for excellent and reliable 
quality – before the company premises 
were completely destroyed by bombing in 
1941. 

Yet in 1943, Hermann Holzapfel and ten 
committed staff were already rebuilding. 
Rapid economic growth in the Federal Re-
public of Germany post-1945 was good for 
business. Soon, the turn-of-the-century site 
was much too small and further expansion 
was impossible. The company had to move. 
In 1955, the first production facilities were 
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Six years later came the next stage of 
expansion: another neighbouring building 
was purchased for use as the warehouse 
and distribution facility. 

ewo became a mark of quality
in autogenous welding

One of the main reasons for ewo‘s success 
was Hermann Holzapfel‘s launch of new 
manufacturing lines from 1950 on: com-
pressed air preparation equipment such as 
fi lters, pressure reducers, lubricators and 
maintenance units, and for tyre pressure 
measurement at fi lling stations and garages. 
Th ese lines became strong new business 
segments for the company.

Hermann Holzapfel‘s four sons and his 
grandson Jürgen Holzapfel have kept his 
entrepreneurial spirit alive and carried on 
his life‘s work – with careful and eff ective 
adjustments to changing modern require-
ments.

Hermann Holzapfel senior 
(bottom right) and his family on 
a works outing to the Allgäu

Photographs of „Armatu-
ren- und Autogengerätefab-
rik Hermann Holzapfel KG“ 
in the 1930s 
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|| Strategic IT ||   
Integrating customised modern information 
technology into business processes is as important 
as the engineering itself. Neither is possible without 
the other.

Andreas Schröter
Head of IT, joined ewo in 1973

|| Security through diversification ||  
The extended workbench is what has made our large 
portfolio possible. Our broad product range helps us to 
deal with market fluctuations in specific sectors.

Manfred Stäbler
Assembly and Engineering, joined ewo in 1976

|| A focus on the international markets ||  
In today‘s world, businesses must carefully analyse exactly 
which international markets offer genuine growth potential. 
These are the countries in which we launch operations – 
our market decisions are individual and targeted; we do not 
engage in indiscriminate expansion.
Oliver Reinl, Head of Exports, joined ewo in 2008

|| Extended workbench a success ||  
We had no alternative to the extended workbench strategy. 
What is important is that we have not compromised on our 
quality requirements, flexibility or speed. 
Markus Schiffner
Head of Material Planning and Production Engineering, 
joined ewo in 1976 

|| Thinking big ||  
Courage and a sense of proportion have helped ewo to 
make the major step from supplying multiple small firms 
to successful major client business, with all the new 
challenges this brings.
Reinhold Michalski
Accounting, joined ewo in 1971

|| Customer proximity in practice ||  
We have always listened carefully to our partners on the 
market and been open to their suggestions and needs – 
often recognising these for ourselves.

Eberhard Henke
Head of Sales in Germany, joined ewo in 1972

Action, not reaction.
How ewo harnessed structural change

Since the 1960s, the company history has 
been one of continuous adjustments to 
changes on the markets. Choosing and 
carefully implementing the right measures 
has secured ewo‘s ongoing operations up to 
the present day. This approach has brought 
the company through difficult times in 
the face of structural change, particularly 
post-1970.

At the heart of every decision were and are 
ewo‘s core values: engineering experience, 
a taste for a challenge and a commitment 
to do everything in our power to promote 
our customers‘ interests. This has been the 
key to ewo‘s success at a time of structural 
change. Numerous companies, including 
businesses in our immediate area, hesitated 
and clung to outdated concepts for too 
long. Many gave up their business, became 
insolvent or became easy targets for inves-
tors interested primarily in their expertise.
One of the major changes in ewo‘s business 
strategy was the „extended workbench“. 
This strategy gained momentum in the 
mid-1970s. 

There were a number of reasons behind 
the extended workbench subcontracting 
approach. For structural reasons, it was not 
possible to install the new, heavy CNC 
machining centres for production on our 
own premises. A new nearby greenfield site 
was not an option, and we also wanted to 
avoid expensive below-capacity operation 
in the event of an economic downturn. 
Moreover, our core range was now on a 
scale which we could not maintain with 
in-house production. 

The extended workbench for industrial 
manufacturing enabled a significant 
reduction in payroll costs and allowed us 
to offer competitive prices. 
Most standardised assembly requiring a 
relatively large amount of manual work is 
now carried out by experienced businesses 
in the immediate vicinity. Expert, reliable 
staff in these businesses have been working 
on our products for years. In line with the 
number, date and technical requirements, 
we can select just the right assembly 
partner to ensure we have excellent 

finished products by the deadline set. 
We retain the „Made in Germany“ mark 
of quality and direct control of assembly 
quality. 

Adjustable Blowgun 
with standard 
connector

„proficlean“
safety
washing gun

Rapid-action 
coupling with high 
pass, DN10

Maintenance unit 
in modern, 
modular design

Filter for 
pressures of up 
to 40 bars

„variobloc®“
maintenance 
unit

„euroair“
digital hand
tyre inflator



16 17

Mr Holzapfel, ewo has now been in your 
family for three generations. How do you 
explain ewo‘s 100-year history?
I felt it as soon as I took over management 
in 2008: how staff  identifi ed with the 
company. Th is strong connection is an ewo 
tradition. I believe this identifi cation is 
one of the main reasons for our continuity. 
Nevertheless, work is never complete: as a 
company, we must continue to engage with 
our staff  to create acceptance, and of course 
to listen to employees‘ needs and sugges-
tions.

Are there other reasons too?
Of course. Th e determination to seek 
solutions until something is perfect and 
sustainable is a classic Swabian virtue. Our 
broad product portfolio poses daily chal-
lenges that demand thoroughness and quite 
literally dedicated „tinkering“. 
Th e usual issues are not a problem. What 
makes the diff erence is dealing with the 
unusual. We enjoy cracking the tough nuts.

ewo has never expanded or departed 
from its core business areas. Why?
We specialise in compressed air prepara-
tion and welding. We have great expertise 
and enormous experience in these areas. 
We do, of course, also have the courage 
to take risks. However, the risks must be 
calculable. Rush headlong into expansion 
on the modern market and you will soon 
come to a crashing halt.

What key areas have you focused 
on at ewo?
I have built on strong past achievements. 
New strategic focuses have been set in 
a number of areas – for example with 
targeted portfolio expansion for 
comprehensive service; speed and product 
availability; the use of smart information 
technology and the dynamism to develop 
new international markets.

Could you give us a few facts and fi gures?
A browse through our catalogues gives a 
good indication of how our portfolio has 
expanded. Th ere are few products that our 
partners have to source elsewhere. We are 
currently constructing a large warehouse 
at our headquarters to off er even faster 
assembly and delivery. We will be expan-
ding our international distribution 
network over the coming years with our 
own international sales subsidiaries. 
Customer proximity with a minimum of 
compromise: that is our daily objective.

Do you think ewo now has a strong 
basis for the future?
For the next few years, certainly. But we 
also know that failing to progress is itself 
a step backwards. We must remain focused, 
look to the future, and act when the situati-
on demands. Everyone at ewo knows this.

Th ank you for talking to us, 
Mr Holzapfel.

„Everything depends on 
recognising the trends“ 
Interview with ewo director Jürgen Holzapfel

„Listening to 
sta�  needs and 
suggestions“

„Customer proximity 
with a minimum of 
compromise“

„Stay focused 
and look 
into the future“
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The trademarks of ewo today:
fast, innovative and committed to partnership

Th e company logo
over the years

ewo is a mid-sized company with fl at 
hierarchies ensuring direct internal 
communication, and direct links between 
the ewo decision-makers and customers. 
Th anks to this structure, we are aware of 
market developments and individual 
client needs; it brings a dynamism and 
fl exibility to our business processes – 
from component procurement to delivery 
of the fi nished products.

Customers can choose between the top, 
medium and lower price bracket for each 
product and system in the ewo range. 
Th e customers decide exactly what their 
purchase requirements are. ewo customers 
are advised by professionals who are 
familiar with users‘ needs and are anything 
but mere sales staff . 

ewo is the right partner for all those 
seeking the ideal solution. We take this 
claim and this standard extremely seriously. 
We know that it is the only way to acquire 
new customers and – even more impor-
tantly – to retain our existing ones. 
Many of our customers have now been with 
us for decades. 

As well as selling new products, we also 
provide a repairs service. If we can see 
that changing a specifi c component will 
solve the customer‘s problem, there is no 
question of selling them a complete new 
product. Th is is a cost-saving benefi t that 
few businesses off er nowadays.
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For us, customer focus means 
listening closely to what our 
partners expect. Is there already 
a suitable ewo product, or is a 
customised solution required? 
We advise our customers on the 
most effective and efficient way 
to meet their requirements. 
In the absence of a spontaneous 
solution, the case is discussed by 
the ewo innovation group.

Market potential –
feasibility assessment

„proficlean“
washing gun

„variobloc®“ 
maintenance unit

„microair“ filter-
regulating station

Blowgun with 
blowstar nozzle

Findings from ongoing and strategic 
market analysis accelerate the 
innovation cycle. The technology, 
material and services must be 
available without delay to secure 
our competitive edge. We draw on 
100 years of ewo expertise to make 
that happen.

Implementation is rapid, direct 
and to strict quality standards

Examples from the innovation circle:

The innovation group: pushing
for the perfect solution

Senior ewo staff from the Sales and 
Engineering departments meet on a regular 
basis for in-depth analysis of market 
developments and trends. 

The meetings assess suggestions from 
partners and ideas from ewo‘s own 
observations. They rapidly decide whether 
a product or system can be implemented 
in a way that will offer specific customer 
benefits. For example: ease of handling, 
compact or lightweight design, and 
impressive functions. A good price-
performance ratio is always a key focus.

If a concept is deemed feasible, research 
and development, prototyping, testing 
and optimisation are immediately launched 
following effective and established 
procedures. Provided that everything runs 
smoothly including the manufacturing 
processes, the product or system is then 

launched soon. Despite the speed of these 
procedures, we make sure that there is no 
compromise on the quality. Our motto: 
innovate, but not at any cost.

This approach, continuously adapted to 
the latest technological developments and 
new management processes over the years, 
has gained us the reputation of a pioneer 
and quality leader in the sector.



22 2323

Our customers expect a clear response to 
growing cost pressures in their industries, 
and the need for optimised application and 
maximum safety and reliability in use for 
ewo products.

We are an experienced development part-
ner, able rapidly to recognise how customer 
specifi cations can best be implemented. 
Numerous new developments and modifi -
cations over recent decades are testimony 
to our expertise in this area.
Our strategic objective for each and every 

Measurable benefi ts from
development to assembly

order is to make the required ewo products 
available in a comparatively short space of 
time. Th is requires a rapid fl ow of goods 
from the moment the order is received, 
throughout the manufacturing process, and 
right up until a product is dispatched to the 
client. Th is is the only way to ensure short 
delivery times – particularly when the pro-
ducts are customised rather than standard 
items. Not least in the light of our huge 
portfolio, ensuring maximum, job-based 
fl exibility in manufacturing processes is 
absolutely essential. All assembled products 

are, of course, subject to a thorough inspec-
tion before delivery to the customer.

High standards set out the importance of 
our quality assurance system, in particular 
for incoming goods. We know just how 
serious faults caused by material defects 
can be, and therefore the importance of tes-
ting for those defects at the outset. We do 
everything we can to ensure our products 
have a long and reliable service life. Our 
quality assurance measures include extensi-
ve computer-assisted test bench procedures 

for the precise measurement of required 
fi lter pressures. Each and every ewo part 
goes through specialised monitoring and 
measuring stations. 

Th e reliability of our methods has even im-
pressed the competent offi  ce of weights and 
measures: for a number of compressed air 
preparation devices, we are authorised to 
conduct the calibration processes ourselves.

Assembly 
machine for
couplings

Feeder station 
for component 
assembly

Assembly machine 
for compressed 
air preparation 
components

Test equipment 
for fl ow 
measurement
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Partnership with the Rudolf-Sophien-Stift 
foundation: both sides reap the benefi ts

Th e Rudolf-Sophien-Stift  foundation is an 
institution for the medical, professional and 
social rehabilitation of mentally ill adults. 
Th e foundation is run by the association 
Evangelische Gesellschaft  Stuttgart e.V.

Since 2001, over 40 people from the 
Rudolf-Sophien-Stift  foundation have been 
fi tting components for the high-perfor-
mance modular compressed air prepara-

Staff  from the Rudolf-
Sophien-Stift  foundation 
inspecting components 
aft er assembly at the ewo 
site

tion system „variobloc®“ at the ewo site in 
Stuttgart-Vaihingen.

Th is assembly work requires concentration 
and motivation from the Rudolf-Sophien-
Stift  workers. Th ey are able to see the value 
of their work, and receive recognition and 
appreciation for what they do. Th e confi -
dence placed in them and support provided 
by the Rudolf-Sophien-Stift  foundation

Assembly work gives the mentally 
ill, with our sensitive support, the 
opportunity to learn and to hone 
vocational skills. From the outset, 
the partnership with ewo is groun-
ded in mutual understanding. We 
would like to thank ewo for their 
long-term contribution to destigma-
tising the mentally ill in our society.

Rolf Heimerdinger
Rudolf-Sophien-Stift  foundation
Departmental and Workshop 
Manager

„The focus is 
on access to the 
world of work“

Every person in our society deser-
ves the chance to lead an inde-
pendent life. Both for ewo and for 
us, this is the main reason for this 
joint project. We can see just how 
people are progressing in their 
development. We look forward to 
pursuing this project with ewo in 
the future.

Günter Bruns
Rudolf-Sophien-Stift  foundation
Assembly Manager

„You can sense the 
concentration and 
motivation every day“

and by ewo helps these people on their 
path to re-integration in our society. Th e 
partnership has been a success for both 
parties, and is an important contribution 
to inclusion.

For ewo, the advantage of the partnership 
is that the complex variobloc® system 
is assembled on-site and direct quality 
control is therefore possible.
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variobloc

Tyre infl a

Tools
Welding 
   and cuttingTyre infl a   and cuttingTyre infl a
Welding 
   and cutting
Welding 

Filtration

FiltrToolsFiltrTools

Th e over 8,000 ewo products for compressed 
air preparation, welding and cutting are 
used in many diff erent sectors including 
industry, trade, fi lling stations, the emergency 
services and the health sector.

tors

variobloc

Welding 
    and cutting
Welding 
    and cutting
Welding 

Tyre infl ators

Tools

variobloc
Tools

variobloc

ation    and cuttingation    and cutting

The ewo product portfolio
In a portfolio clearly structured by application, ewo off ers a 
wide range of standard products and customised solutions. 
Th ese products are constantly being updated in the light 
of new and greater challenges in practice. 
Customers can rapidly fi nd the right product for their needs 
in various diff erent price categories.
One of ewo‘s strengths is our customised solutions. If for 
some reason a standard product is not appropriate, ewo 
will soon develop the right solution. We have 100 years of 
experience to draw on.
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In 1999, ewo launched the innovative 
maintenance unit „variobloc®“ with 
filters, pressure reducers and lubricators 
for compressed air cleaning, control and 
lubrication. The modular system has been 
continuously optimised over the years 
to maintain its cutting-edge technology. 
variobloc® was a portfolio bestseller from 
the outset.

Key variobloc® features are simple and 
flexible component adjustment to changes 
in operating conditions, the unit‘s robust 
design (zinc die-casting with excellent 
surface protection) ensuring a long service 
life, and easy handling for rapid mainte-
nance.

ewo has been launching regular innovations for com-
pressed air preparation since the 60s. Some of the most 
significant achievements are the pressure regulator 
independent of primary pressure (1967), the pressure 
regulator with an internal gauge in the setting knob (1973), 
the combined maintenance unit (1984), the 40-bar filter 
(1996), the 60-bar filter and pressure regulator (2005) 
and the filter pressure regulator with stainless steel 
maintenance unit (2012).

Thorough filter cleaning, a long service life and minimal 
pressure loss: the special filters from the VMA range are the 
products of choice for pneumatic applications.

An idea that sets new standards A pioneer in engineering and service

variobloc® Filtration and Regulation

variobloc® 
maintenance unit

variobloc® in
the engineering 
industry

variobloc® maintenance 
unit at a machining centre

VMA range
(pre-filters, micro-filters and
activated carbon filters)

Membrane dryer,
TYPE 494. 
For removing 
water vapour

combibloc 
range

Filters for 
pressures of 
up to 60 bars

Integrated maintenance 
unit with lubricator, pre-filter 
and micro-filter
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ewo built up a strong reputation amongst specialist 
garages from 1970 on with its customised product 
range of fluid application products for the sector. 
This range includes: blowguns with a range of 
air-saving nozzles, washing guns, spray guns, paint 
guns and sandblasting guns.

Strict standards for ergonomics and safety in use 
coupled with excellent energy efficiency are some 
of the main trademarks of ewo tools.

The no. 1 for filling stations and garagesImpressive in practice

For all autogenous 
equipment needs

Welding is the oldest ewo business segment. The company 
history started with welding in 1914. Our welding portfolio 
includes autogenous and propane equipment and a wide 
range of accessories and protective equipment. 
The core products in the ewo range are a wide selection 
of welding and cutting torches, and pressure regulators for 
almost all bottled gases.

Tools Tyre inflators

Welding and cutting

Portable tyre 
inflator with air 
tank: „airquick“

„euroair“ hand tyre inflator – 
a tried-and-tested classic

Multispray

„airprofi“ 
blowing kit

„proficlean“ 
safety
washing gun

Blowgun with 
energy-saving nozzle

Blowgun with energy-
saving nozzel in use

Digital automatic tyre
inflator for garages: 
„airmate“

Our advanced ewo equipment for tyre inflation and 
tyre pressure measurement for all types of tyre have been 
part of the standard equipment at filling stations and 
garages since the mid-1960s. The wide range offers safe 
operation, absolute ease of use and easy-to-read 
measurements, preventing reading errors. Professional 
ewo devices can be used for car, commercial vehicle, 
motorcycle, racing car, aeroplane and bicycle tyres.
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Hans-Peter Gorges (le� ) and 
Michael Gorges in Unterhaching, 
near Munich, are our � eld sales 
representatives in Bavaria. � e
father and son run an ewo site with 
its own distribution warehouse. 
ewo in Stuttgart would like to thank 
„team Bavaria“ for their excellent 
work over so many years.

ewo in Bavaria

� e ewo sales team
in Germany (from le�  to right) 
Sebastian Krukenberg, Sales Administration
Birte Holzwarth, Sales Administration
Stefan Henke, Field Sales
Andrea Schi� ner, Sales Administration
Eberhard Henke, Head of Sales
Hans Wendel, Field Sales
Klaus Juretzek, Field Sales
Claudia Lang, Sales Administration
Ingo Klimmek, Field Sales

Seven in-house employees and a freelance 
sales agent serve our German customer 
base of over 2,000. A team of four at the 
Sales Administration department in Stutt-
gart ensure smooth and e�  cient quote and 
order processing.

� e ewo sales team is headed by Eberhard 
Henke, who served his commercial 
apprenticeship at ewo back in the 1970s. 
Eberhard Henke was for many years the 
ewo representative in Baden-Württemberg. 
He knows the market like the back of 
his hand. And he believes that product 

availability and rapid order processing 
coupled with established ewo quality are 
what give the company its edge.

Sales means contact with customers. Not 
just online, and not just on the telephone. 
In-depth discussions at the customer site 
or at trade fairs is, we believe, much more 
important. We can o� er customers 100 
years of ewo experience in face-to-face 
consultation. We are the only � rm with 
such extensive expertise in the pneumatics 
and welding segments.

How do you acquire customers and retain 
them in the long term? What is behind 
customers‘ loyalty to ewo, o� en over 
decades? Looking for the quick sale would 
be the wrong, and certainly a short-sighted 
approach. 

At ewo, we consider all customer needs 
in terms of practical applications, and of 
course also in the light of overall market 
developments: where could tomorrow‘s 
demand lie? Developing early solutions 
on this forward-looking basis to create 
products that meet emerging demand: 

Listening to the market –
and acting

that has always been one of ewo‘s strengths.
Past examples include a plug-on system for 
couplings to replace time-consuming screw 
connections, compact combined three-
piece maintenance units, digital tyre in� a-
tors and the modular variobloc® series for 
easy handling in compressed air prepara-
tion. 

� e list of impressive ewo developments 
is a long one. Many of the new products 
were the result of close dialogues with 
whole-salers, industry, purchasing associa-
tions and trade.

ewo Germany
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ERIKS

A pleasure
to work with you

We would like to thank all our 
customers and business partners 
– including those whose logo is 
not shown here – for their loyalty 
to ewo and their belief 
in our services. 

Positive feedback, constructive 
criticism and many ideas and
suggestions have motivated us 
and driven us forward.

ewo Germany            
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ewo is in close and daily contact 
with its international partners to ensure 
shared success.

Operating in over 50 countries

ewo started to build up its international 
business back in 1960. In partnership with 
a global manufacturer from the drive and 
fl uid technology sector, ewo developed 
products for international distribution. 
ewo then steadily expanded its interna-
tional sales business with a network of 
representatives and distributors on each 
of its key markets. Today, 90 percent of 
international business is processed through 
authorised dealers, a third of which are 
exclusive ewo dealers.

ewo has adapted its strategy over 
recent years to focus more on 
setting up its own subsidiaries 
in selected industrialised 
regions and newly 
industrialised countries. 

„One face to the customer“

Stuttgart, Germany

St. Marys, Canada

Johannesburg, South Africa

Th e ewo team for export 
(from left  to right) 
Achim Rausch, Business Development Manager
Matthias Stemmler, Sales Administration
Oliver Reinl, Director of Sales
Stefan Engler, Sales Administration

ewo International

In parallel, ewo intends to acquire up to 
two distributors each year for each country 
with the same sales strategy as ewo. 
Many contacts for this process are brokered 
through close dialogue with the chambers
of commerce, German chambers of 
commerce abroad and SME development 
agencies.
For technical goods, the growth potential 
for German companies is clearly in the ex-

ewo is seeking greater customer proxi-
mity in these countries, and the ability to 
respond to both cultural and technological 
country-specifi c aspects. Th is strategy 
requires detailed analysis and planning; im-
plementation is therefore for the medium 
to long term. ewo already has its own sub-
sidiaries in the Czech Republic, Switzerland 
and China with distribution warehouse. 
ewo also owns distribution warehouse in 
South Africa.

port sector. Th e „Made in Germany“ label 
is a strong brand. 

With empathy and an understanding of the 
cultural diff erences between and within 
countries, ewo can select international 
partners for a win-win collaboration.
Th e export team under Oliver Reinl with 
Achim Rausch, Stefan Engler and Matthias 
Stemmler works hard to show „one face 

to the customer“. Nowhere is professional 
and personal interaction more important 
than in the export business. Th e scale of the 
ewo portfolio alone results in a permanent 
stream of enquiries. 

Each export customer at ewo has a quali-
fi ed contact person who identifi es with the 
complete ewo range, is familiar with the 
relevant applications and is committed to 
providing more than just conventional ser-
vice. Th is form of cooperation creates trust 
in our products and services and avoids 
misunderstandings.

ewo around the world 
(from left  to right) 
Helen Hu, ewo China
Jan Chlupsa, ewo Czech Republic
Fredy Künzi, ewo Switzerland
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ewo International100 years of ewo
What our partners say

Taiyo International
Corporation, Tokyo

|| More than just a typical 
supplier-client relationship ||
Th e successful partnership began in the 1950s with 
a meeting between the two founders, Mr Holzapfel 
senior and Mr Volz. Th ey had the same goals and 
approach, and a close relationship soon developed. 
Th e Sicutool catalogue in 1954 was the fi rst time 
ewo welding equipment and tools for garages had 
been marketed in Italy. Th e fi rst pneumatic range 
was then introduced in 1969. Th e number of ewo 
items in the Sicutool catalogue has risen steadily 
over the years – Sicutool now off ers the full ewo 
range. In 1978, the ewo range was transferred 
to our affi  liate Comwerk Marketing and Sales. 
Our ties to ewo are more than just a typical 
supplier-client relationship. Th e friendship between 
the Corradini/Volz and Holzapfel families and their 
staff  is extremely important. 
Marco Corradini, CEO

||  We were shure that ewo pro-
ducts could be sold well in Japan. ||
First of all, Taiyo International Corporation would 
like to off er our words of congratulations to ewo 
for the achievements of its 100th anniversary this 
year since its establishment in 1914. We are very 
pleased to have been a business partner of ewo for 
more than 15 years in Japan.  Th e fi rst time we met 
the ewo products was when we have looked for the 
high pressure products due to the request from our 
customer. It was not easy to fi nd high quality high 
pressure products at that time, and we’re almost 
at our wit’s end. One day, our friend and German 
partner Mr. Czerwonka, president of CIC, gave us a 
phone call and introduced us ewo products. For us, 
it was a true lifesaver.  Our customer was very satis-
fi ed with its quality, and it was the moment we got 
sure that ewo products could be sold well even in 
Japan. Since then, we have promoted ewo products 
to Japanese market and its high pressure products 
have been especially acclaimed.
Hiroyuki Sawada, President 

Kulthorn Group
Bangkok, Thailand

|| We wish ewo and its passionate 
team all the best ||
Kulthorn Group is the sole representative of ewo 
in Th ailand for more than 20 years. ewo products 
are a great combination of world leading tech-
nology and elegant history. Working with ewo 
makes us proud, being part of an esteem family. 
Our common history began more than 20 years 
ago with representing ewo products in Th ailand. 
Since then, we yearly present ewo’s products on 
Th ailand’s exhibitions and we are looking forward 
into another 20 years of a successful partnership 
and friendship.
We wish ewo and ist passionate team all the best 
when stepping into the second centennial.
Sutas Simakulthorn, CEO

Societá Italiana Commerciale
Utensili, Mailand

Island Automation Inc,
St. Marys, Canada

|| From the beginning the relation-
ship has been warm and friendly ||
Our beginning with ewo was really a happy chance. 
We call it serendipity. Island Automation needed 
to fi nd a quality supplier of quick disconnects, and 
ewo was seeking new representation for North 
America. We were delightfully surprised when the 
Canadian German Chamber of Commerce contac-
ted us to ask if we were interested in meeting with 
this well established company. Out of curiosity we 
attended this meeting, and it was almost instantly 
obvious that this was the type of loyal and high 
quality company that we had to partner with.  
From the beginning the relationship has been 
warm, helpful and friendly. Th is is truly rare in 
today‘s modern and faceless world of business. Th e 
ewo staff  have always done everything possible to 
help us serve our customers, and have shown great 
determination in meeting the new challenges that 
come from entering into a new and foreign market.
Dean Bachellier, CEO
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Almost every partner who orders from us 
expects rapid delivery, no matter how large 
the order.

We have a wide range of goods in stock, 
and these are generally sent out the day an 
order is received. Special jobs involving 
assembly and testing are processed on a 
comparatively short timescale thanks to our 
efficient manufacturing processes. We use a 

We have a lot in store –
to ensure short delivery times

Organised and 
tidy from the first:
the ewo warehouse,
c. 1935

Advanced logistics 
concepts ensure 
rapid availability for 
ewo products

modern, ultra-efficient enterprise resource 
planning system that is customised for our 
deep and broad compressed air preparation 
and welding portfolio. 
This enables us to give our customers bin-
ding delivery time and price information 
almost immediately. 

Our transport systems are designed in the 
customer‘s interests. We work with reliable 
global logistics firms that deliver both small 
and large-scale orders to their destination, 
rapidly and safely. 

Following a long period with a decentra-
lised warehouse system, ewo now makes 
most of its deliveries in Germany from 

the central ewo warehouse at the company 
headquarters in Stuttgart-Vaihingen. 
The only exception is our warehouse in 
Unterhaching near Munich. Hans-Peter 
and Michael Gorges in Unterhaching 
provide advice and punctual delivery for 
ewo customers in Bavaria. 

Internationally, ewo is taking the opposite 
logistics approach to ensure rapid, secure 
and good-value availability in certain states. 

The ewo subsidiaries in South Africa, China 
and Canada have their own distribution 
warehouses. ewo products are also stocked 
by major distribution partners around the 
world.
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In-depth exchange at 
trade fairs with customers 
from all over the world 
gives ewo key information 
and inspiration for new 
developments

Presenting success

senting company innovations and assessing 
the direct response and feedback. Trade 
fairs and other industry events also off er 
an important insight into general deve-
lopments which could soon trigger new 
market trends. 

At the same time, trade fairs are an impor-
tant tool in our search for new global sour-
cing options for diversifying our portfolio 
and improving effi  ciency. 

Moreover – and this applies primarily to 
our international business – trade fairs are 
a valuable opportunity for networking, as 
we seek to develop our ewo representative 
network in specifi c regions.

ewo has been presenting its compressed air 
preparation range in Hanover ever since 
1947, when the International Hanover 
Fair was fi rst held. In the „drive and fl uid 
technology“ segment, trade fairs are an op-
portunity to engage with industry visitors 
from all over the world. Since 2013, ewo 
has had its own stand for welding products 
at the Schweißen + Schneiden welding and 
cutting trade fair in Essen again.

ewo‘s involvement in fi ve to six dealership 
fairs each year demonstrates its strong 
relationship with its distribution partners. 
Th ese events, mainly in the garage equip-
ment sector, off er a great insight into the 
needs and requirements of trade.

ewo has always been represented at the lea-
ding German and international trade fairs, 
exhibiting either alone or together with one 
of its partners.
For ewo, there is no alternative to trade 
fairs. Th ere are a number of reasons for 
this. Exhibiting is, of course, all about pre-

ewo at the Hanover 
trade fair, 1954
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Th e ewo catalogues reveal how advertising has changed 
between 1914 and the present day. In this era of Photo-
shop, the retouch masterpieces in good old-fashioned 
advertisements are likely to raise a smile. Yet one thing 
has always been clear: off ering high-quality products is 
not in itself enough. Th e benefi ts of those products must 
also be clearly and widely communicated. A little bit of 
trumpeting is, aft er all, part of the job.

From early adverts to today‘s bestsellers

Since the very fi rst ewo catalogues for 
compressed air preparation and welding 
appeared, this resource has been a valued 
reference work for our customers – even 
in the age of Internet. Two comprehensive 
catalogues present around 8,000 pro-
ducts, clearly arranged by application and 
price segment. Clearly presented technical 
information provides a useful guide and 
decision-making tool.

Elvir Murtic 
is responsible 
for ewo catalogue 
distribution

Th e ewo catalogue is published in English, 
Spanish, French, Russian and Chinese as well 
as in German. An electronic catalogue is, of 
course, also available. It can be downloaded 
from: ewo-stuttgart.com
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Equipped for the future.
We‘re raring to go.

National and international competition is 
certainly not getting any easier. It is clear 
that both our domestic and international 
markets will remain highly competitive 
in the future. We are realists. That is why 
we need to be and remain better than our 
direct competitors, and stand out thanks 
to the high quality of our services. 

Our operations will be centred on 
recognising new trends, on targeted 
implementation of ideas, on developing 
leading products and targeted services to 

meet the needs of trade and users – 
without neglecting value creation for future 
investments.
We are not going to rest on our laurels. 
That would be a dangerous luxury.

What is more, we enjoy seeking and 
developing intelligent solutions. The 
compressed air preparation and welding 
markets should therefore expect more 
ground-breaking innovation from ewo in 
the future. We want to be the first – the 
others can follow. 

Compact combined 
three-piece mainte-
nance unit. 
ewo only drives 
forward systems that 
offer clear customer 
benefits.

New project:
filter-regulator-lubricator
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