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BACKGROUND
Konecranes fi nancial performance continued 
to develop favorably in 2007. All geographical 
regions and Business Areas posted strong 
order and sales growth. 

In 2007, Group sales totaled EUR 1,750 
million. The Group has 8,400 employees in 
more than 470 locations in 43 countries. 

INNOVATIONS 
AND CREATIVITY
In the global economy, the year 2008 has continued as it 
started - feeding itself on bad news. When a person, company, 
industry or market hits a negative trend, it usually takes a real 
fi ght to break out of that downturn spiral. That is when courage, 
vision, innovativeness, creativity and hard work are valued. 
Great things can be accomplished when people are determined 
to succeed, but it takes more than a strong will and great 
skill. It requires the right culture and effective management, 
appropriate processes and tools, systematic work and creative 
thinking; with these a company can continually strive towards 
excellence in all its operations.

Making a customer magazine presents a challenge in many 
ways. It is not enough just to put together some copy and 
some pretty pictures. The foundation is formed by the team, 
with the innovation and creative capabilities to bring stories 
to life. Stories that nourish the imagination, feed the hunger 
for technical information, and bring the world of skilled and 
motivated people closer to the reader. To create a magazine 
that serves you, the reader, with a wide range of business 
topics and valuable information is the core of the work of our 
editorial team.

The fi rst issue of Way Up this year brings stories about 
innovative, creative and highly skilled people around the world. 
These people are not afraid to look into the future and change 
the current ways of working. The featured articles take you 
from building bridges in Venezuela and refi ning oil in India to 
serving customers 24/7 in Italy. We bring you insights into what 
innovating really means in today’s business environment, show 
how technical solutions can make a difference, and discuss how 
to patent the most valuable assets in a competitive fi eld.

Feed your imagination.

Mikael Wegmüller
Editor-in-Chief
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Editor’s noteKonecranes

Standard Lifting MEUR 578.3 

Service MEUR 665.5

Heavy Lifting MEUR 505.9

Europe, Middle East, Africa MEUR 951.4

Asia–Pacifi c MEUR 208.6

Americas MEUR 589.7

Sales split by 
Business Area 2007 

Sales by 
Market Area 2007 

33%

29%

54%

34%

12%

38%
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LIFTING SOLUTIONS

AGENDA

TECH #1

TECH #2

EXOTIC

The costs and downtime were 
minimized in a modernization 
project in Eastern Germany.

Katja Tauriainen and Hannu 
Lindfors: Patents protect the 
core of knowledge.

The new RTG cuts fuel 
consumption, eliminates high-
speed idling and reduces noise.

DynALift Synchro function 
increases performance, 
accuracy and safety.

Big patients are transferred with 
XN5 chain host in a veterinary 
hospital in Finland.

SECTIONS

Rethinking and innovations 
are the key to the success 
of a company. 

INNOVATING 
THE BUSINESS

When Venezuela’s most important bridge 
collapsed, it affected the country’s whole 
economy. However, the new bridge was 
built in record time.

RISING UP

This publication is for general informational purposes only. Konecranes reserves the right at any time, without notice, to alter or discontinue the products and/or specifi cations 
referenced herein. This publication creates no warranty on the part of Konecranes, express or implied, including but not limited to any implied warranty or merchantability or fi tness 
for a particular purpose. The articles in Way Up magazine contain opinions of individuals. They do not necessarily represent Konecranes’ offi cial position.

™

COKER UNIT
The refi nery of the Indian 
Oil Corporation Limited 
in Panipat is leading 
the way in the industry 
with its coker unit.
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Reduce downtime, optimize costs – 
Konecranes offers the highest lifecycle value

LIFTING SOLUTIONS
Story by Norma Rosemeier 

The modernization 
concerned three 
cranes with 
similar problems: 
the rope reeving 
arrangement 
contributed to 
wearing problems.

production time did not present a long-term 

solution. This situation had to be dealt with 

quickly.

SOLUTION IS RE-DESIGN
Konecranes developed a convincing 

modernization solution. To improve the 

reliability of the cranes, Konecranes proposed 

a re-design of the existing hoisting machinery. 

Instead of the existing reeving with two 

ropes and four sheaves per rope, the new 

solution included new drums with four ropes 

and two sheaves per rope. To match the 

hoisting speeds of the original equipment, 

new hoisting gears with altered gear reduction 

ratios were needed. 

The existing hoist motors with variable 

speed controls were retained. Mr. Werner 

Marquardt, Konecranes project engineer for 

crane modernization, took on the technical 

management role. “Scheduling and carrying 

out the project presented a challenge. As is 

the case in many modernization projects in 

the production environment, time was of the 

essence. Every minute of lost production time 

in the customer’s systems costs money.” He 

developed the master plan: all components 

were pre-assembled on new supporting 

frames at the local Konecranes premises 

in Boxberg. Subsequently, it was possible 

IN the Eastern part of Germany, right 

next to the border with Poland, is the 

district of Boxberg. Here Konecranes has a 

branch offi ce with a total of 11 employees. 

In the middle of last year, the branch was 

able to gain a new customer nearby: the 

concrete factory Europor GmbH. The company 

successfully develops and produces porous 

concrete elements for the construction 

industry. 

A PROBLEM WITH 
ROPE WEAR

The request Europor made of Konecranes 

concerned the modernization of three cranes 

in their production – one double girder crane 

with a capacity of 17 t, a double girder crane 

with a maximum load of 26 t, and a loading 

crane with a capacity of 15 t. 

None of the cranes were made by 

Konecranes, all three cranes had been 

imported and they all displayed similar 

problems: the rope reeving arrangement 

contributed to wearing problems. 

In the critical production environment, the 

ropes were wearing out rapidly and needed 

frequent inspection. For safety reasons, 

Europor decided to exchange the ropes 

routinely in intervals of four weeks. The 

high maintenance cost and loss of valuable 

A modernization project in Germany is a good example of how 
Konecranes successfully minimizes the costs of downtime and 
maximizes the productivity of uptime.
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NEWS
News around the world  | Spring 2008

Konecranes YardIT – container handling 
software products from Konecranes
In July 2007 Konecranes acquired the Finnish-based container 
handling software specialist Savcor One Oy. The acquisition is now 
completed and this new business unit is called Konecranes YardIT.
The product line of Konecranes YardIT offers autosteering for RTGs 
and container positioning systems for yard cranes, reach stackers and 
straddle carriers. Although fully automatic stacking crane yards are 
quickly becoming the state of the art in container handling, Konecranes 
believes strongly in a Sustainable Automation™ approach in container 
handling equipment.

The base for Konecranes YardIT products is a proven, robust DGPS 
architecture that allows further automation modules to be added to 
the infrastructure according to 
need with minimum investment, 
downtime and modifi cations.
Konecranes YardIT products are 
ideally suited for terminals that 
operate large fl eets of container 
handling equipment, such as 
RTGs, RMGs, reach stackers and 
straddle carriers.

to perform the assembly at the customer’s 

location during scheduled downtime, within 

just one week. 

After approval of the modernized cranes 

by an independent crane inspector, the 

fi nal steps in the Konecranes project were 

handing over the equipment and training the 

operators. “This project is a good example of 

the continual goal that Konecranes pursues: 

commitment to increasing our customers’ 

business by minimizing downtime and 

increasing productivity,” says Marquardt. 

The load is suspended from four wire ropes 
instead of two. Each rope travels through two 
sheaves instead of four, thus signifi cantly 
reducing the wear on the ropes and increasing 
the uptime of the crane.

The new wire ropes are shorter and therefore 
more cost-effective; they can be replaced with 
less effort, in less time.

The new design of the rope drive mechanism 
avoids the previous opposite bending direction 
of the ropes in the sheaves, thereby increasing 
the useful life of the ropes and increasing the 
maintenance intervals signifi cantly.

FACT SHEET

• In January Konecranes acquired 
the Norwegian machine tool 
service (MTS) company Eiker 
Automasjon AS. Eiker Automasjon 
AS specializes in tailor-made 
automation and modernization 
applications for machine tools 
in several industries. Through 
the acquisition Konecranes 
strengthens its competence in 
robotics and handling (pick and 
place) and widens its product 
offering for the engineering 
industry.

• Konecranes has in March 
acquired the entire share capital 
of Spanish crane and service 
company Eydimen 2000 S.L. Prior 
to this transaction, Konecranes 
held 19.2 percent of the share 
capital in Eydimen, which has 
been selling Konecranes branded 
industrial cranes in Spain since 
2005. The acquisition is in line with 
Konecranes’ strategy of becoming 
a major crane and service company 
in all major markets.

• Konecranes has signed an 
agreement to increase its holding in 
the joint venture company Meiden 

Hoist System Company, Ltd. (MHS) 
of Japan from 49 to 65 percent. 
MHS has been marketing the MXT 
branded hoist, which is based on 
Konecranes CXT hoist technology, 
in Japan since April 2003. The 
company holds approximately 
ten percent of the electric wire 
rope hoist market in Japan. By 
increasing its shareholding in MHS, 
Konecranes targets to increase 
its presence in the large Japanese 
hoist market as well as in Japanese 
export markets. 

Acquisitions
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Story and photos by Lasse Lecklin

India’s biggest oil company, 
Indian Oil Corporation 
Limited, has been running 
a new coker extension for 
two years now. The heart 
of it pulses incessantly 
around a coker crane. The 
Panipat refi nery serves as 
a model for the way the oil 
refi ning industry will head 
into the future. 

OILthe
REFINI
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A two-hour drive north of India’s busy 
capital, New Delhi, takes us to the middle 

of lush green fi elds. This is where some of the fi nest 
textiles in India come from, but Panipat is not only 
known for its textiles. Further away from the city, in the 
middle of the fi elds, we reach a huge area with pipelines 
crossing both horizontally and vertically. This is where 
Indian Oil Corporation Limited (IOCL) has its most 
modern oil refi nery. 

The refi nery has gained more and more importance. 
Thanks to the recent coker unit, the refi nery has 
doubled its production from 6 to 12 million metric 
tons per year.

The coker crane Konecranes commissioned in 2006 
is working constantly in the heart of the coker unit. It 
is the largest one Konecranes has built thus far, a 44-
metric-ton crane with a clam-shell bucket of 25 cubic 
metres, specifi cally designed for handling petroleum 
coke on the coke yard. 

After the strict security control, we drive along 
the straight pipelines to reach the coker unit. 
On the way, Bill Shukla, the General Manager 
of Operations for Konecranes India, is anxiously 
looking forward to seeing the coker crane in 
action.

“This is my fi rst visit to the Panipat refi nery 
since the crane was installed,” he says. 

An affair for three
When IOCL decided to build a coker unit at 
the refi nery, there was no Konecranes offi ce in 
India. An agent called Supra Engineering Services 
appeared on the scene. 

“Our main businesses are refi neries and 
petrochemical complexes. We have been working 
with IOCL since 1993. We were aware that IOCL 
Panipat was implementing a coker plant, and that 
there would be a requirement for a crane. That is 
how we got in touch with Konecranes Houston 
and reported this opportunity,” explains Pratik 
Parikh, the director of Supra Engineering. 

The crane was prepared in the US – in 
Houston, Texas – and was shipped in early 2005. 
Subsequently the start-up was completed, and 
operation of the crane began in September 2006.

As the customer, IOCL, was not experienced 
in operating or maintaining the crane, which 
contained plenty of PLC (programmable logic 
controller) technology, it included a maintenance 
and operation agreement with Konecranes 
Thailand. The closest Konecranes representative 
specializing in process cranes maintenance was 
then located in Thailand. Crane operations were 
subcontracted to Supra Engineering’s local team 
in India. 

“When we started this project about six years 
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IOCL in brief

FACT SHEET

 Business focus: refi ning and marketing oil 
products.

 Main products: petrol, diesel, LPG, kerosene, 
petrochemicals.

 57.97 million tonnes of petroleum product sold 
in 2006.

 State-owned company, the largest public-sector 
oil company in India.

 India’s biggest company by sales, with a 2006 
turnover of US$ 51 billion and profi ts of 
US$ 1.73 billion.

 The 20th largest petroleum company in the world.

 The highest-ranked Indian company in the Fortune 
Global 500 listing, in 135th position (2006).

 31,800 employees.

 Indian Oil Group control 10 of India’s 19 refi neries, 
of which the total refi ning capacity reaches 60.2 
million metric tons per annum.

 47 % of the petroleum products market in India, 
40.4 % of the refi ning capacity, and 67 % of the 
downstream sector pipeline capacity.

 A network of 32,500 sales points around the 
country, including 16,600 petrol and diesel 
stations.

 Establishment in 1964 by the merger of Indian 
Refi neries Ltd. (est. 1958) and Indian Oil 
Company Ltd. (est. 1959).

www.iocl.com

ago, we wanted to make sure we would be able to 
support this process crane so far away from our nearest 
service resources,” says Don Paulino, Product Manager, 
Process Cranes, at Konecranes in Houston. “The 
teamwork formed with Supra Engineering, Konecranes’ 
team in Thailand and now Konecranes India is the key 
to the success of this installation. It’s a service support 
model for future projects.” 

The maintenance engineers’ team from Thailand 
visits the site monthly, on an agreed schedule. “At the 
beginning, there was of course training involved in 
the daily maintenance of the crane, so the IOCL team 
could take care of the day-to-day routine maintenance. 
That includes cleaning, 
greasing, and oiling,” explains 
Jari Rantala, country manager 
for Konecranes Thailand. 

A Thai team of three 
specialist engineers performs 
the on-site preventive 
maintenance for fi ve days 
every month – that is in 
addition to the 24-hour on-
call service.  

 “Basically, IOCL 
engineers are doing the basic mechanical maintenance, 
Konecranes Thailand’s engineers do more 
comprehensive electrical checks and adjustments. When 
we are not here, they can give us a call and we’ll fl y here 
on the fi rst available fl ight if necessary,” says Rantala. 

Local agent on site
There are fi ve operators from Supra Engineering 
working in three shifts, seven days a week. In addition, 
a site supervisor coordinates all the activities in the 
refi nery. “Supra is also helping us to coordinate 
and schedule the maintenance between IOCL and 
Konecranes Thailand. If there are problems with the 
crane, they inform us,” says Rantala. 

 Shukla says: “The operation of this crane is 
as critical as the maintenance. In that sense, credit 
goes to Supra, for constantly keeping the same set of 
operators, which is the reason for the excellent crane 
performance.”  

“We try to source local people from the area where 
the operations are. It saves a lot of time and money, 
compared to foreigners coming for the same job,” says 
Parikh, who acts as the liaison between Konecranes and 
IOCL.

Passing the ball
Konecranes India was established in 
February 2007.

“In 2006 Konecranes decided to 
establish a local presence in India. There 
were many large Konecranes projects, 

and different Konecranes Group companies were 
responsible for these projects,” explains Shukla.

Panipat

INDIA

PAKISTAN NEPAL

BAY OF BENGAL

ARABIAN SEA

The distinctive 
features of 
the coker 

crane are its 
speed and 

steadiness in 
full operation. 

“The operation of this crane is as 
critical as the maintenance.”

– Bill Shukla, Konecranes India
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Recently, two similar coker cranes have been 
delivered to a private-sector oil company. Konecranes 
India is going to be supervising the installation of the 
cranes and may also provide the maintenance in the 
future.  

“Regarding this project with IOCL, Konecranes 
Thailand has a service contract until March 2009. 
The long-term plan is that at the end of this contract 
Konecranes India will pick up the ball and do 
preventive servicing using Indian staff,” says Shukla.

“And as part of that long-term plan, in the coming 
months, we plan to have an Indian service team 
present every time the Thailand team arrives. That way 
there’s a smooth transfer from Konecranes Thailand 
to Konecranes India, and from the customer’s point of 
view it will be one seamless company.”  

Refi ned work
The distinctive features of the crane in Panipat are 
its speed and steadiness. The operator can move 
1,000–1,400 tons of coke in one eight-hour shift, with 
1,100 tons as the average. The anti-sway and anti-skew 
technologies are praiseworthy. 

“That is one of the distinctive points adding to 
productivity and safety. And it reduces operator’s 
fatigue. Thanks to the DynAPilot anti-sway and 
DynATrack anti-skew technologies, he is not worried 
about the swinging bucket, and he doesn’t have to 
reduce the swing,” says Shukla. 

Up on the crane, one can really sense the stability. 
The crane is steady as a rock even when it’s in full 
operation. From this height one can easily let the eyes 
enjoy this magnifi cent view: from the refi nery to the 

end of the plant and to the surrounding 
fi elds.

The Panipat refi nery was established 
in 1997–1998, and this coker unit was 
commissioned during the expansion 
eight years later. 

“This is the most modern, the 
biggest, and the most productive coker 
unit. It is unique in many ways,” says 
A. S. Sahney, production manager at 
the IOCL Panipat refi nery.

“People 
normally, in 
refi nery terms, 
call the heater or 
the compressor 
the heart of the 
unit, but frankly 
speaking, this 
crane is as 

For a foreign company, it is not easy to do 
business in India without one’s own local 
branch. You need local presence close to 
the customer. That’s why Supra Engineering 
Services was appointed as an agent for this 
crane deal with IOCL Panipat. 

“Supra has had a dual role: as Indian 
agent to sell the crane before there 
was a Konecranes offi ce in India, and, 
subsequently, when the crane entered the 
picture, as subcontractors of Konecranes 
Thailand to operate the crane,” says Supra 
Engineering’s Parikh. 

In India it is quite common to have an 
Indian representative facilitate the business 
of a foreign company. Parikh explains why: 
“India’s way of doing business is different 
than in Europe or America. An Indian 
company is more comfortable with locals 

rather than deals with foreigners.” 
Comfort factors like time, language, and 

accessibility are realized and appreciated by 
the customers. 

PRESENCE MATTERS
“The most important thing is the fi rst contact 
and a good relationship with the customer. 
IOCL is not a new company for Supra, and 
that’s a big advantage. We are familiar with 
the work environment and culture; we know 
the people,” says Parikh. 

Rantala of Konecranes Thailand confi rms 
this: “With IOCL it’s especially important, 
because it’s a government organization and 
Konecranes is not familiar with the paperwork 
and bureaucracy. Supra’s expertise and 
relationship with IOCL were crucial when we 
were negotiating the contract. That has made 

a lot of things run more smoothly between 
IOCL and Konecranes.”

“Negotiating the contract took one and 
a half years and included several visits. 
Without Supra, we most probably wouldn’t 
have been able to close the deal,” states 
Rantala.

Parikh says: “Our presence is an 
important driving force for getting any 
business with the customer, at least in India. 
We are involved in regular interaction and 
coordination. Our role is to get to know the 
customer on a day-to-day basis, so that we 
can call them by their fi rst names.” 

The cooperation of these three companies 
has been fruitful. Parikh sees a bright future 
as well: “The fi rst success was here in 
Panipat. There will be more cranes coming in 
the near future.” 

The agent co-ordinates the business knowing 
the customers by their fi rst names

Jari Rantala 
(left), Bill 

Shukla, A. S. 
Sahney, Avirat 

Majmudar 
and Pratik 
Parikh are 

satisfi ed with 
cooperation.
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critical as those compressors or 
anything else. We can’t operate 
without it. A breakdown would 
have serious effects on the 
production process and, therefore, 
profi tability,” says Sahney. 

The fuel-grade coke produced 
by the Panipat refi nery is sold to 
power plants and especially to 
cement plants, where it fi ts well and 
leaves no ash.

Setting a trend
Initially cokers were not part of 
refi nery complexes in India, but 
with today’s climbing crude prices, 
all of the refi neries are planning to 
establish a coker unit. 

“A coker unit adds value to the 
production. There is a good market 
for coke as fuel in power plants and 
for the chemical industry. If they 
didn’t process this kind of crude, 
they would sell it as scrap or burn 
it off. Now, as they can work this 
crude into coke, it makes good 
profi t,” explains Avirat Majmudar,
director of Supra Engineering. 

Shukla says: “This is the fi rst 
crane of its kind to be installed in 
an IOCL plant. About three IOCL 
plants have this kind of coker 
extension, and they all have sent 
representatives to come here and 
observe the crane in action. They 
studied how it works and found 
that it does a good job. No doubt it 
does. We have been working with 
it for the last two and a half years 
without any major problems. This is 
a showcase for us.” 

The other option would be to 
move the coke manually with the 
help of dumpers. By contrast, a 
high-speed crane operator can move 
1,100 tons of coke in a single shift, 
so manual work when compared to 
that sounds quite impractical.

“In that sense, Panipat is leading 
the way. All the IOCL units will 
follow with coker expansions after 
this,” says Shukla.

Taking into consideration 
India’s energy needs, projected 
to grow by 40 % in the next fi ve 
years, production is also expected to 
expand.

“A COKER UNIT 
ADDS VALUE TO 
THE PRODUCTION.”
– Avirat Majmudar, Supra Engineering

Bottom products – high 
value
IOCL is looking for growth, and 
for cokers it indeed exists. A coker 
unit is essential in a refi nery for 
profi tability.

“I don’t think there is a refi nery 
today that is considering operations 
without a coker, at least in this part 
of the world. In India alone, in 
the last 40 years, around 25 coker 
drums have sprung up. And it is 
projected that around 34 coker 
drums will be brought into use in 
India in the next three years,” says 
Sahney. 

Because the global prices of 
light crude are going up, more and 
more refi neries want to process 
heavy crude, but that leaves them 
with more bottom product. A coker 
unit yields double benefi ts: the 
refi nery can buy the bottom crude 
at a lower price, and the by-product 
can be sold to other industries. 

“This coker unit itself is 
designed for 25 percent more 
capacity. Maybe we can consider 
another crane at some point in 
future – because with the feed 
processing capacity increasing by 
25 percent in one to two years, the 
crane will be even more critical,” 
says Sahney. 

The production of the Panipat 
refi nery is expected to expand from 
12 million to 15 million metric 
tonnes per annum within two 
years. Then in 2–3 years, IOCL is 
going to establish a large coker unit 
in Baroda, Gujarat, followed by one 
in Paradip, Orissa.

“Frankly speaking, we have 
not faced any problems. I don’t 
want anything extra, nor do I want 
Konecranes to produce anything 
for us! I just want them to allow me 
to produce coke. And that they are 
doing,” laughs Sahney. 

As the sun starts to set over 
Panipat, it’s time to leave the 
refi nery behind. On top of the 
distillation tower, the fl ames 
continue to paint the sky with fi re 
and, as always, the coker crane 
continues its productive work 
incessantly. 
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– Katja Tauriainen
          Legal Counsel, IPR

  – Hannu Lindfors
     R&D Manager, Patent Offi cer

Agenda

the core of knowledge
Patents protect

Konecranes

One of the cornerstones of Konecranes’s strategy is our leading 
position as a developer of crane technology. This is manifested by 
our numerous product and service innovations. 

Around a hundred of the company’s inventions are such that we 
wanted to secure our exclusive rights to these ideas and the products 
developed from them with patents. Protecting key inventions in all 
signifi cant markets adds up to about one thousand patents.

Patenting is a demanding tool, and expensive too. Keeping one 
patent in force in selected countries for the maximum period, 20 
years, may cost in excess of 100,000 euros. 

Konecranes has a rather strict patenting policy compared to 
its key competitors. We only protect the most valuable core of 
our innovations. Through eg. press releases, we ensure that our 
competitors are not able to use the published ideas surrounding our 
core innovations. 

Occasionally, we knowingly choose not to patent an innovation 
so as not to make it public. 

When patenting, we want to focus on ensuring the customer’s 
success as well. Patents are not directly marketed as patents, but 
as special benefi ts available only in Konecranes products. We 
patent insights that introduce features in our equipment which 
will materially improve the customer’s business. Examples include 
inventions that increase the effi ciency of customer processes 
by enhancing load controllability or by reducing the energy 
consumption or need for maintenance of our products, which also 
makes them ecological.

Among our most widely patented equipment is the rubber tired 
gantry, RTG, crane dating from 1994. The next major group of 
patents was taken out at the turn of the 21st century for the CXT 
crane.

We also have many patents serving our entire product portfolio, 
eg., innovations related to controlling the swinging of the load.

Konecranes’ technical know-how is widely known, so there 
are expectations for us to come up with the next invention worth 
patenting on a wide scale.

The company’s excellent fi nancial performance enables major 
investments in research and development. It also creates the 
conditions for turning inventions into products and launching them. 
Our extensive maintenance network, from which R&D receives 
valuable information, provides a good backdrop for innovations.

that will provide the most benefi t if patented.

      The challenge, 
 therefore, is to identify the innovations
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THE HIGHEST 

LIFE CYCLE 
VALUE:

Read on...

This article is part of a series which 
introduces the crane’s Life Cycle by 
describing customer’s business. This story is 
about Konecranes’ new Port Unit in Italy.

Story and Photos by Vesa Eskola

New 
equipment 

Moderni-
zations

Service life 
analyses and 
planning

Predictive 
Maintenance

Repairs 
and small 
improve-
ments

Konecranes has opened a new Port Unit in Vado Ligure, 
Italy. By acquiring Technical Services S.R.L., a port service 
company, Konecranes takes another foothold in Italy and 
further strengthens its position in the Mediterranean area.

HARBORING
DREAMS
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“THEY UNDERSTAND 
THE SOUL OF THE CRANES 

– HOW THEY TICK. THEY 
KNOW WHAT TO EXPECT.” 

– Doriano Mistrangelo, Konecranes

14 KONECRANES MAGAZINE



Genoa

ITALY

V
ado Ligure is a small industrial town just west of Savona. 
A bit further east lies Genoa and in the west, the French 
Côte d’Azur – vacation paradise for thousands and 
thousands of tourists.

The Konecranes Port unit in Vado Ligure is run 
by Doriano Mistrangelo. His curly hair and sparkling 
brown eyes create the impression of youth. He has been 
in business with locals since the founding of Technical 

Services S.R.L. 10 years ago. Last year Konecranes acquired this Port 
branch.

We meet Mistrangelo at the port of Vado Ligure, where a big grab 
unloader is operating at full speed, emptying a cargo ship loaded with 
grain. The wheat is to be transported inland. Some of the grains fl oat gently 
down into the water. A few seagulls are circling in the air, waiting for an 
adventurous fi sh to pop its head above the surface.

Mistrangelo witnesses the hectic operation in calm spirits.
“I am happy about the new situation,” he says. “We started in August 

2007 with 22 people, most of whom are electricians with automation skills. 
They all come from the technical fi eld, where they have learned to do this 
kind of maintenance work. They understand the soul of the cranes – how 
they tick. They know what to expect.”

The technicians in Vado Ligure are also very experienced. The work 
consists mainly of electrical upgrade work.

SWITZERLAND
SLOVENIA

CROATIA

Corsica

Sardinia

Vado Ligure

The goods traffi c in 
Italian ports is growing 
and new investments 
will be made. “We can 
give customers excellent 
maintenance service 
and equipment,” says 
Doriano Mistrangelo 
from Konecranes.
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“We work with both DC and AC cranes. Usually we 
can do upgrade work very quickly. We are also very well 
supported by Konecranes,” says Mistrangelo.

And good support is needed. Goods traffi c in 
Italian ports is growing, which keeps everybody busy. 
Mistrangelo mentions the harbor of Vado Ligure as 

a perfect example, 
saying, “APM Terminals 
(Maersk Group) and the 
local Port Authority are 
about to invest close to 
450 million euros in a 
new container terminal. 
This will benefi t the 

whole area. The ports in Italy are organizing their 
operations. They are expanding and upgrading. I also 
think that managing the technical side of the business is 
not the port operator’s priority. Thus, if traffi c increases, 
they will need to outsource the technical maintenance. 
They need to have a good external partner to make sure 
that the cranes are run effi ciently and safely.”

This is where Mistrangelo smells an opportunity. 
“There are a lot of small players working locally 

with the ports in Italy, but the ports need a bigger 

partner. My idea is that we can give our customers 
good maintenance service and also the best possible 
equipment. Before, when we offered only maintenance 
services, we lost the opportunity to do more business. 
But also, without maintenance you would lose another 
part of the game. Being able to offer both service and 
sales is a very big thing for us.” 

Cranes, forklifts, diesel engines...
The ship is almost unloaded. Another is already fl oating 
further away, waiting for its turn. There is no lull in 
the action; the port operates 24/7. A few Konecranes 
technicians are walking on the pier, just to be sure that 
everything is running as planned.

“The main workload comes from continuous 
preventive maintenance. Most of our customers have 

There is no lull in 
the action; the port 
operates 24/7.

“Our task is to 
modernize the cranes 
and to see that the 
port operations run 
smoothly”.

– Doriano Mistrangelo, Konecranes
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no maintenance personnel at all, so we always have 
technicians on site. They also look after the cranes 
when there is a ship in the quay. Many cranes in 
Italy are more than 10 years old, so there is a lot 
of electrical revamping. But that is not enough, 
the ports need more cranes as well. Konecranes is 
a big player and has surely a lot to offer. Our main 
contracts include port services in Vado Ligure, 
Savona, and Genoa,” says Mistrangelo.

It is obvious that good maintenance requires a 
multitude of different spare parts. Mistrangelo sees 
that his customers can benefi t from the network of 
Konecranes.

“We are organizing our spare parts business 
with the aim of helping customers achieve the best 
possible price/quality balance with the right delivery 
time.”

Sometimes revamping is more sensible than just 
replacing the broken parts.

Mistrangelo says, “There are not always spare 
parts available for older equipment, so upgrades are 
necessary. Our task as a technical maintenance unit 
is not only to modernize the cranes but also to see 
that port operations run smoothly. A ship cannot 
stay idle for a long time.”

The spare parts business could also lead to other 
sales.

“Konecranes Port Service hasn’t traditionally 
been strong in Italy, but I have a very positive 
outlook. The forecast for port services is good. The 
goods and container traffi c should grow at a rate 
of about 10 percent per year. The Italian coast is 
dotted with lots of ports, there is one every 150–200 
kilometers. They are not very big, but they are 
nevertheless all multipurpose with many terminals 
inside,” says Mistrangelo.

Eastern promises
A growing fl ow of ships is arriving from China and the 
Far East. According to Mistrangelo, to be able to keep 
up with the growth, the Italian ports need to raise their 
game.

“Several Italian ports are older and not yet 
organized well enough to handle the growth. They 
need to invest in new equipment and develop their 
structures. The shipyards of the Far East are already 
building the next generation of ships, which can carry 
more than 6,000 containers. Some of our ports are not 
deep enough or they cannot handle the demanding 
operations with the old ship-to-shore 
cranes.”

The competition is tough. 
Ports in Spain, like Barcelona or 
Valencia, are attracting business. 
Ports in northern Italy have one 
advantage, though: location. They 
are a natural port platform of 
Europe. They are more central. 
Central Europe is only a few days’ 
drive away. This, of course, is only 
an advantage when utilized.

“If we can develop our ports 
into more effi cient ones, with good 
logistics and infrastructure we will 
be able to attract 
a lot of shipping 
lines. But we have 
to react rapidly – it 
is actually urgent.”

The good news 
is that Konecranes 
is ready for the 
task.

How quickly could the ports of Italy 
grow? It’s hard to estimate, but 
Doriano Mistrangelo at Konecranes 
and his team are there when needed.

“The biggest port in Italy is Genoa, 
where we have good relationships 
with several terminal operators. 
There are many terminals in the port 
of Genoa, altogether shipping about 
40 million tons a year. Three are the 
main terminals: the biggest – the PSA 
terminal – handles a million TEUs 
[twenty-foot equivalent units] a year, 
while the terminals located in the old 
port such as Ignazio Messina and 
SECH (South European Container 
Hub) move about 350,000 TEUs each 

a year,” he says.
The ports are busy, but, in 

Mistrangelo’s opinion, Genoa has the 
capacity to handle 
even more containers 
and goods traffi c. 
And, of course, there 
are the expansions 
in the Port of Vado 
Ligure. 

“A new quay is 
planned for 2012, 
which will be able 
to operate an APM 
terminal. It would mean a lot of new 
equipment: cranes and forklifts, and 
of course, services. We are less than 

a kilometer from the site, so we are 
in a good position to promote our 
equipment,” says Mistrangelo

The new facility 
will handle 450,000 
TEUs annually, 
increasing to 
720,000 TEUs by 
2020.

The Italian ports 
are keeping up with 
the growth, not only 
by Mearsk but also 
Contship, MSC and 

other big players. They are all trying 
to organize their structures of goods 
moving. 

Port of call

There is a 
permanent staff 
of Konecranes 
technicians at 
the port of Vado 
Ligure. 
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Organizations should move on from continuous 
improvement to continuous innovation, says 
Rowan Gibson, a business strategist.

Illustration by Vesa LehtimäkiStory by Helinä Hirvikorpi

Innovation and rethinking are at the core of Rowan 
Gibson’s message. The future cannot be built by looking 
back on how successful we have been. Organizations 
must have the courage to question their practices, as 
the world no longer revolves around established ways of 
doing things.

“There are several reasons why innovation and 
rethinking are indispensable for organizations. When 
you ask management what the biggest imperative 
for innovation is, the answer is usually growth. 
Shareholders, for example, tend to demand ambitious 
growth objectives of organizations. If a growth 
objective is expressed as a percentage (say 6 or 7 %), it 
might seem low, but if we turn that percentage into a 
monetary fi gure, it could add up to millions, or even 
billions of euros a year in organic revenue growth. 
This will make you realize that the objective can’t be 
reached through cost-cutting and rationalization alone. 
The only way to close such a growth gap is through 
innovation in a company’s products, services, strategies 
and business models – in new ideas that generate 
value for customers,” Gibson argues. His last book 
Rethinking the Future has been translated into 23 
languages. Gibson’s new book, Innovation to the Core, 
has just been published by Harvard Business Press. 

Growth is only one imperative for innovation. 
Another is the need for strategic renewal. Organizations 
need to make sure that they do not miss fundamental 
changes in their external business environment 
– changes that could all of a sudden reduce the value 
of their share price. “There is a continuous need to 
radically rethink and strategically reshape a company’s 
business model in a world of hyper-acceleration and 
hyper-competition – a world where the customer is no 
longer king but God. New options must be created and 
choices must be made fast,” Gibson stresses.

INNOVATIONS 
– the DNA of an organization

ROWAN GIBSON
 A British business strategist 
(innovation and rethinking)

 Author of bestselling business 
books: Rethinking the Future, 
Innovation to the Core (with 
Peter Skarzynski)

 Former creative director of 
RSCG, an advertising agency 
network

 Lives near Düsseldorf in 
Germany
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– Rowan Gibson, author and business strategist

“Making an organization 
innovative requires three to 
fi ve years of systematic work.”

19



Creating a system for innovation
The fundamental issue is how we innovate and question 
old practices. Most organizations do not have a 
systematic process for innovation.

“If you read the annual report of any organization, 
it typically says that innovation is a key priority. But 
if you ask people inside a company to describe their 
organization’s innovation system, you usually fi nd that 
they don’t even have one. There’s a huge gap between 
rhetoric and reality. On the other hand, the quality 
management systems of organizations are systematic 
and can be described,” Gibson says.

Many organizations have R&D units, but 
innovation cannot be left to one unit only. It requires a 
systemic approach that involves the whole organization. 

“When I talk about an organization’s innovation 
system, I am referring to a sustainable enterprise 
capability that involves leadership, infrastructure, 
processes, tools, people, skills, culture and values. What 
we need is all these components working together 
systemically. Most organizations don’t work this way,” 
Gibson notes.

However, there are organizations, such as the 
global GE, which have understood that they can 
only grow through innovation. This has required an 
extensive internal change program from the new CEO. 
Whirlpool is another example. They have an executive 
vice president who acts as the innovation director, an 
innovation budget, 25 full-time innovation consultants 
and 600 part-time mentors.

“It’s not just companies like Google or Apple that 
have to be innovative. Today traditional industries 
must also embrace innovation,” Gibson points out. 
Making an organization innovative does not happen 
overnight. Building the tools and the processes 
usually requires three to fi ve years of systematic work. 
Changing an organizational culture takes time because 

Ari Kiviniitty, Chief Technology Offi cer of 
Konecranes, believes that the general 
atmosphere is particularly important for 
innovation. This means encouraging people to 
question familiar ways of working and product 
solutions. “At the unit level, our internal 
development is rather well organized, in 
other words, we have an effective suggestion 
scheme in place. But there is still room for 
improvement at the customer interface, 
particularly in the collection and systematic 
utilization of experiences and ideas from 
maintenance operations,” says Kiviniitty.

With more than 1.5 million customer 
encounters a year, Konecranes could 
probably get even more good ideas for 

implementation. Innovation processes have 
been systematized during the winter by, 
for example, posting employee invention 
rules and ways of working on the intranet. 
“Hopefully this will stimulate innovation and 
thereby the fl ow of ideas.” Sometimes an 
organization’s core business can spawn new 
business. Kiviniitty feels that here too, there 
is a need for openness when it comes to 
products and, in particular, service. “In my 
view, the important thing in the systematic 
handling of innovations is not just the number 
of good ideas but also that the chosen ideas 
are followed through, put into practice. We 
have an employee invention system and a 
suggestion scheme to support the practical 

implementation of innovations,” notes 
Kiviniitty.

In addition to actual product development, 
various methods for creating ideas have been 
introduced in the development projects of 
units. The company aims to come up with 
as many different solutions as possible 
whenever something is developed, and then 
choose the best one or ones. “We recently 
had a development project where a team 
of less than 20 people wrote down over a 
thousand ideas in one day. The law of mass 
also applies here: when there are a lot of 
ideas, the probability for fi nding really good 
ones increases. The best ideas have already 
been taken forward,” Kiviniitty says.

Ideas from 1.5 million customer encounters

A GOOD INNOVATION 
SYSTEM REQUIRES:

FACT SHEET

 Good leadership and management

 A dedicated infrastructure

 Appropriate processes 

 New tools for generating insights and ideas

 The involvement of many minds

 Broad-based training

 An open organizational culture

 Consistent values and behavior

it is not a mechanical action. Change cannot be forced. 
In strategic transformation, management practices 
change, and this has an effect on processes, the R&D 
unit, budgeting and several practices. “The moment 
employees notice that innovation is a truly tangible 
value – and not just something that is talked about in 
the annual report – is the moment the organizational 
culture starts to really change,” Gibson says.

Innovation is everyone’s business within an 
organization. Through systematic activity, it is possible 
and benefi cial to involve all employees. What is needed 
is a dynamic human system, a social network.

Insights from all levels
“Young people can often see future trends more clearly, 
they are more unprejudiced. Also, new employees or 
people who used to work in another sector, as well as 
those who are in direct customer contact can be really 
creative and innovative when given the chance,” Gibson 
says.
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to the political and geopolitical trends, cultural trends, 
lifestyle trends, environmental trends. Will some of 
them alter the entire industry structure?

We must also ask ourselves how we use our core 
competencies, if we could use them in new ways. Could 
new businesses be spun off from the core competence 
to respond to rapidly changing customer needs? It is 
also good to ask once in a while what is wrong with our 
product, even if the organization feels that the product 
is outstanding. “Even brilliant products often have 

features that annoy the customer,” Gibson says.
As a former brand specialist, Gibson also pays 

attention to the brand of an organization and product. 
This is not a matter of image, however, but a matter of 
credibility. Nowadays, Gibson stresses that the brand 
promise must be truthful.

Creativity is not just for the so-called creative 
industries. All humans are creative in their own way. 
Gibson draws a parallel to people going home from 
work, building, making something with their hands or 
playing a musical instrument. This kind of creativity 
should also be encouraged in the workplace. Companies 
must learn to tap into the most innovative resource they 
have – the minds of their own people. 

How to collect the good ideas? A suggestion box 
is an old thing that may work in some companies. 
However, if a company wants to generate ideas that are 
strategically signifi cant, something more is required.

We need to create a systematic process to gather the 
insights that the competitors do not yet have. We must 
view the environment through new eyes, and rethink 
our ways of working. We must follow the trends and 
their impact on competition, and leverage our core 
competencies and strategic assets as never before. We 
need to take account of unarticulated customer needs, 
share insights and communicate them throughout 
the organization. We must discuss these insights and 
combine them in new ways.

“When an R&D unit creates new equipment, it will 
only be new for a short while before the competitors 
follow suit. It’s usually strategic innovations at the level 
of the business model that cannot be so easily imitated 
by competitors,” Gibson compares.

Will previous success factors last?
Rowan Gibson says that an organization must 
constantly challenge conventional ideas about the 
future. Organizations usually go wrong when they use 
the past for measuring the future. People in general tend 
to repeat the formulas that made them successful. But 
the world no longer works that way. This is why the 
basis for successful competition must continuously be 
challenged.

According to Gibson, it is not enough to keep an 
eye on the trends in our own industry, since this is what 
the competitors are doing. We must look past them, 

“There is a need for openness 
when it comes to products 
and  service.”

– Ari Kiviniitty, Konecranes
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The collapse of a bridge cut daily 
connections to Venezuela’s capital of 

fi ve-million people and silenced the port 
of the import-dependent oil-producing 

country. Builders rolled up their sleeves, 
and prepared to break records.
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Story by Joni Mäkitalo Photos by Ivan Gonzalez
Th

eFASTEST-CONSTRUCTED 

BRIDGEin the world
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The   
road rises 

from the 

gentle waters 

of the Caribbean Sea towards 

Caracas, the capital of Venezuela. 

Th e car plunges into a tunnel, into 

the depths of a large rainforest 

mountain. A lush view opens up 

before us as we drive onto a bridge 

crossing a ravine.

Th e four-lane Caracas–La 

Guaira highway inspired 

international admiration and awe 

when it was completed in 1954. Th e 

French Eugene Freyssinet had been 

selected as the architect, and he 

drew two tunnels through rainforest 

mountains and three beautiful 

viaducts over ravines.

Th is most important highway 

in Venezuela is only 26 kilometers 

long. Lorries transport groceries and 

other commodities along the road 

to the capital’s fi ve million residents. 

Venezuela’s hefty oil revenues 

enable the country to buy almost 

everything from abroad, so import 

is essential for the country.

On weekends, the inhabitants 

of Caracas, caracueños, take the 

highway to get to the beach. Coast 

dwellers use it to commute to 

Caracas. Th e highway connects the 

capital to the international airport 

located right by the sea.

“Th ere’s the collapsed bridge,” 

the driver says, patting my shoulder 

and gesturing at the concrete 

remains on the mountainside.

Viaduct collapses 
into a ravine
Some Venezuelan engineers 

anticipated the bridge was going to 

collapse. Th e side of the mountain, 

hammered by heavy rains, was 

gradually pushing the bridge 

sections together. Th e mountain 

was bending the structure, lifting it 

up at the middle and twisting the 

pillars.

“Th e whole mountain is moving. 

Several engineers advised the 

government many months before 

that the bridge would collapse,” says 

Luis Van Dam, engineer and owner 

of Venezuela’s biggest steel structure 

company Vhicoa.

Th e government closed down 

the dangerous bridge in January 

The collapse of the old 
bridge was a disaster 
to the economy and 
daily life in Venezuela. 
“Time was essential 
when rebuilding the new 
bridge. Instead of two, 
three years, the bridge 
was built in 13 months,” 
says Luis Van Dam. 
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required fi rst aid. A two-lane road 

was constructed at the bottom of 

the ravine, far away from the old 

swaying bridge. Well-designed 

and built with determination, the 

temporary road was completed 

in less than a month and was 

immediately jammed.

Some lorries climbed over the 

mountains to get to Caracas, using 

the road built in the 1500s by the 

Spanish. Many Caracas residents 

also braved the mountains with 

their four-wheel drive SUVs.

Th e construction of the 900-

meter-long and 22–60-meter-wide 

four-lane bridge began. Th e life of 

the old viaduct was dramatic until 

the very end: it fell into the ravine 

as the construction of the new 

bridge started.

A national ordeal
Th e expectations of families, friends and 

acquaintances – all Venezuelans – spurred the 

builders on. Th e bridge site became a national 

touchstone closely followed by the media. Th is 

great challenge had been taken on without delay 

with no help from outside the country.

“All the more than 300 construction workers 

were Venezuelans,” says Antoine Douaihy 

proudly. He was in charge of supervising the site 

as the government representative.

“No one believed the bridge would be 

completed on time. Th e schedule was seen as the 

government’s attempt to pacify people”, Douaihy 

says.

Vhicoa has constructed over 2,000 bridges. 

Van Dam notes that he has not seen work 

performed at such a pace at any other site.

“We had to work 24 hours, days and nights, 

Saturdays and Sundays, Christmas and New Year. 

We never stopped working.”

Only the most experienced workers were 

allowed at the site. Th ey worked two 12-hour 

shifts and only had one day off  a week.

Th e number of workers was also limited 

2006. Practically all activities at the 

seaport stopped. Th e situation in 

the densely populated metropolis 

quickly became a near-emergency. 

“It was a disaster,” says Van Dam.

Th e old bridge was a Caracas 

landmark. In the crossfi re of 

competing opinions and hopes for 

repair, it took too long to give it up. 

Th is is admitted by all. However, 

when push came to shove, results 

were achieved in record time.

Th e Ministry of Transport and 

Communications asked for bids on 

a new bridge from three selected 

construction companies: Venezuelan 

Precomprimido, Brazilian 

Odebrecht and Italian Ghella. Steel 

structures were purchased from 

Vhicoa, a leading national company 

in the industry.

 “We had to do all the 

calculations in less than one week. 

Time was of the essence and the 

biggest challenge during the whole 

project,” Van Dam says.

He praises the quick actions of 

the government.

“Everybody worked as a team 

to get the bridge done as soon as 

possible.”

Precomprimido, which knows 

the local conditions well, won the 

competitive bidding. It promised to 

build the bridge within 13 months 

and at a lower cost than the others.

“It usually takes two to three 

years to build a bridge this big,” Van 

Dam notes.

Th e logistical emergency 

Government’s 
representative 

Antoine Douaihy 
is proud of the 

Venezuelan 
construction 
workers who 

built the bridge.

“You can make 
excellent, beautiful 
things fast, if you 
plan well.”

– Luis Van Dam, Vhicoa
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•Caracas

because of the traffi  c diffi  culties. Th e builders used 

the same congested roads as others to get to the 

site and, once in a while, to go home to rest.

Cars moved slowly along the temporary road 

at the bottom of the ravine. People had time to 

follow the progress of the bridge above, where 

Vhicoa was putting together the steel structures 

using two Konecranes normal double girder 

cranes.

Th e strict schedule placed extra demands on 

tools.

“We had to be sure that the cranes would not 

be down on any single day. Th e cranes worked 

perfectly during the whole construction period,” 

Van Dam says.

“We knew their reliability 

before. Th ey have a factory, 

service and spare parts here.”

Konecranes Country 

Manager, Finnish Oiva 
Tuukkanen, who has lived 30 

years in Venezuela, says he knew 

the cranes would stand up to 

hard use.

“All work at the site would have stopped had there 

been any problems,” he says at the Konecranes plant 

east of Caracas.

Vhicoa’s engineers were simultaneously building 

and designing the bridge. Th e steel beams were fi rst 

transported from an inland warehouse to the sea along 

a river, then by sea to the Port of La Guaira behind the 

mountains of Caracas. All possible resources were used.

“We decided to use all the prefabricated pieces that 

we had,” Van Dam says.

Th e shed erected at the edge of the ravine was a real 

bridge-making machine. Steel beams were assembled 

using two Konecranes double girder cranes, whose main 

hooks handled parts up to 60 metric tons and auxiliary 

hooks that handled parts up to 6.3 metric tons.

What came out of the shed were 54-meter-long 

sections of completed steel structure, pushed by two 

wire jacks griding on Tefl on pads lifted by two winches. 

At the same time, the load-bearing prefabricated pillars 

were being erected at the bottom of the ravine.

 “We had to make three sections in a week, 

launching 60 meters every week,” Van Dam says.

Th e bridge was constructed upwards on a slant, 

from the sea towards Caracas. It rises ten meters over a 

distance of 100 meters.

“At fi rst we thought about using gantries at the site. 

Th e chosen cranes were, however, the best solution both 

technically and fi nancially because of the steep angle of 

ascent,” explains Jeff erson Calahorrano, Commercial 

Manager of Konecranes.

Reusing the cranes
Van Dam is a powerful fi gure in Venezuela’s economic 

life. In Vhicoa, he is continuing his father’s work, and 

Oiva Tuukkanen, 
Konecranes’ country 

manager in Venezuela, 
knew the cranes would 
stand up the challenge 

in the construction site.
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“No one believed the bridge would be 
completed on time.”

his son Maurício also works for the company.

In the middle of all the rush, Van Dam was able 

to think ahead. He wanted the cranes to be 6 meters 

wider than what would fi t the site, the cranes were 

manufactured according to this specifi cation.

Th e rest of the cranes were cut off  and 

reconnected when the bridge was ready. From the 

site, Konecranes transported the cranes to Vhicoa’s 

steel structure plant and put them into operation 

once more.

“Vhicoa also ordered six new cranes from us for 

their plants. We are currently making them. We are 

also negotiating on the maintenance of their entire 

crane fl eet,” says Jeff erson Calahorrano.

Konecranes is Venezuela’s largest crane company. 

It employs 70 people, slightly over half of whom 

perform maintenance work on cranes. Konecranes 

manufactures 80 to 100 cranes a year in Venezuela.

The bridge lessons
As promised, the Caracas bridge was completed in 

record time. Th rongs of jubilant people came to the 

inauguration ceremony – there was almost no room 

for everyone. President Hugo Chávez Frías walked 

among the moved crowd holding the country’s fl ag.

“It was a very emotional moment. I was 

thinking of all the sacrifi ces we had made to get the 

bridge done,” says Antonio Douaihy.

In its size class, the bridge is the fastest-

constructed in the world. It runs at a height of 68 

meters, which is the highest point of a 24-storey 

building. It contains 7,500 metric tons of steel and 

over 12,000 cubic meters of cement. More than 

60,000 cars cross the bridge daily.

Van Dam assures that this new bridge of 

successes and tears will not be aff ected by the crumbling 

of the mountainside. Both ends of the bridge and the 

pile foundations are fi rmly built on rock, unlike those of 

the collapsed viaduct. Th e other two viaducts along the 

highway are in top condition.

Van Dam says he has learned a lot from the project. 

Fast construction does not mean sloppiness.

“You can make excellent, beautiful things very fast, if 

you plan well. Th e fact that you have to make something 

fast does not mean that you could not do it effi  ciently 

and with quality. But you have to use the best machinery 

and instruments available. Th at was the reason we used 

Konecranes. No doubt about it,” he says.  

– Antoine Douaihy, government representative

The cranes that helped 
built the bridge are now 

in reuse at Vhicoa’s steel 
plant. According to Jefferson 
Calahorrano (above), six new 

cranes are to be delivered.
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Venezuela is the sixth largest country in South 
America. It lies at the northern extreme of the 

continent, holding many South American features: 
stretches of the Andes, areas of Amazonian rain 

forests, fertile plains known as llanos, miles of 
Caribbean shoreline and even a small desert. In 

parts of the Caribbean shoreline one could easily 
imagine being in one of the Caribbean paradise 
islands. Venezuelans are famous for their easy-

going nature and funloving spirit. 
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The Venezuelan 
oil reserves are 
vast. Oil revenues 
account roughly 
90% of export 
earnings.

OIL AND BEAUTIES 
In an oil-producing country, 
petrol is cheap. Venezuelans 
pay less than 30 eurocents for 
a liter of fuel. The American 
cars and shiny SUVs gliding 
on the jammed streets of 
Caracas do not cost much for 
their owners.

T
he vehicles themselves are also 
rather inexpensive in Venezuela. 
Last year, more than a thousand 
new cars were sold daily in the 
country. Roads, on the other hand, 
have mainly remained unchanged, 
which is one reason for the traffi c 
jams.

Almost one in four Venezuelans 
lives in the capital blessed by a 

favorable climate. It is hard to get lost there. The verdant 
peaks of the El Ávila mountains rise on the north side of 
Caracas.

On weekends, part of the population head for the shops 
or ride the aerial cableway to the restaurants and parks in 
the mountains. The clear waters of the Caribbean and the 
restaurants of the coastal cities are another option.

Tourists easily fall in love with Venezuela’s warmth and 
the diverse nature. However, the inhabitants of Caracas 
are the proudest of their history and their beauty queens, 
telenovelas and baseball stars who have made it in the US.

Venezuela’s soap operas are exported almost as widely 
as its oil, and its beauty queens have scooped more 
international prizes than the representatives of any other 
country.

Part of this success is explained by plastic surgery, 
which is very common and fashionable in Venezuela. 
Caracas inhabitants even call their city Silicon Valley.

Beauty is, of course, in the eye of the beholder. In the 
perfume-scented shopping malls of Caracas, you can, 
however, fi nd yourself wondering at much more than the 
multitude of goods on offer. 
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Konecranes has launched a new 
type of fuel-saving RTG crane 
featuring a variable-speed diesel 
alternator system. This innovative 
solution diminishes fuel 
consumption signifi cantly by 
eliminating high-speed idling, and 
it reduces noise and emissions.

“Three years ago we were approached by an 
important global container terminal operator 
who was looking for a means to reduce 
the fuel consumption of RTG cranes. Fuel 
consumption is a crucial issue in yards where 
hundreds of containers are handled each day,” 
says Jorma Merimaa, chief electrical engineer 
for RTG cranes in the Konecranes’ Business 
Area Heavy Lifting.

“The terminal operator had experimented 
fuel saving ideas on its own prior to 
approaching OEM suppliers. Konecranes 
started to explore the idea of developing 
a system with new ideas. The basic idea, 
an adjustable drive, would be similar to 

R&D   STORY BY:  LEENA KOSKENL A AKSO  I L LUSTR AT ION BY:  STE WART GRE Y

Cutting fuel consumption 
with the new RTG

technology options, such as the permanent 
magnet generator, but all of them were still 
too expensive.

CHALLENGING TRADITIONAL 
THINKING
At this point, the project team had to start 
looking for alternative approaches.  

“We asked ourselves the question “Do we 
have to do it this way?” and realized that we 
could use a programmable logic controller, or 
PLC, to calculate the generator power needed 
and regulate the engine’s running speed,” 
says Merimaa. “At fi rst, our regular alternator 
supplier in the UK did not believe in the 
feasibility of our concept, but we managed to 
convince them of its functionality. They gave 
us their support and some devices originally 
developed for totally different applications to 
work on.”

Among these devices was a voltage 
regulator, which was different from the 
normal ones in that the output voltage of the 
alternator was almost linear with the rotation 

Dragados SPL, a leading port and logistics operator in Spain, received their fi rst 
fuel-saving Konecranes RTG in September 2007, and, encouraged by the large 
reduction in fuel costs achieved with it, have ordered three more.

We consulted terminal director Alfonso Gonzáles of MARVALSA, the public 
container terminal of the Port of Valencia, to fi nd out why they decided to purchase 
their fi rst fuel-saving Konecranes RTG.

“After good experiences in Malaga, a terminal developed by Dragados SPL in 
2004, we started to consider Konecranes as a possible RTG provider. Their quality, 
price, service, and schedule compromise, together with a very interesting proposal 
for a fuel-saving system, caused us to opt for their fuel-saving units,” says Gonzáles. 

MARVALSA handles 1.8 million TEUs per year, operating more than 1,500 
vessels. The yard operations are quite busy, with more than 2,000 trucks being 
served and a total of 5,600 yard moves being performed each day.

“We have a total of 16 STS (ship-to-shore) cranes and 62 RTGs, and fuel costs 
are an important component in our operating costs. Therefore, one of our main 
targets is to reduce fuel consumption. Our experience to date is that the fuel 
consumption of these specifi c units has decreased by 40 %,” Gonzáles points out.

“We are satisfi ed with the RTGs provided by Konecranes. Their main benefi ts 
to us are a low breakdown rate; reliable equipment and materials; and latest-
generation RTG specifi cations for speed, capacity, safety, and smooth operation.”

Spanish customer gets 40 % fuel savings

solutions already in the market while the 
implementation would be based on our 
own electrical planning with only the diesel 
alternator being subject to modifi cation,” 
Merimaa explains.

PROJECT KICK-OFF
In March 2006, Konecranes set up a project 
to develop a fuel-saving system involving a 
variable-speed diesel alternator system. The 
objective was to come up with a solution that 
would allow handling containers with as little 
fossil fuel as possible, thus reducing with the 
noise and emissions.

The designers were told not to 
compromise on the productivity of the RTG: 
the productivity of fuel-saving RTGs should be 
equal to that of normal RTGs. The idea was 
to use as many reasonably priced, previously 
used components as possible but combine 
them in a new way.

Konecranes contacted several suppliers 
to fi nd out how they could contribute to this 
project. The project team studied various new 
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The variable-speed 
diesel alternator 
system brought about 
a new cost-effi cient, 
high-performance 
fuel-saving solution.

speed of the alternator’s axle. When the 
rotation speed changed, the frequency and 
voltage changed correspondingly. Instead of a 
constant voltage, it was variable. 

“Having seen the principle of this voltage 
regulator in 
action, we 
realized that 
once we had 
developed the 
diesel motor 
control algorithm, 
the rest of 
the project 
would not be a 
problem. Volvo 
Penta, a regular 
Konecranes engine supplier, has contributed 
signifi cantly to this project, helping us to 
understand the control of a modern diesel 
engine,” says Merimaa.

DUTY CYCLE IS THE KEY
According to Merimaa, the RTG duty cycle 
is the key to fuel savings. Konecranes has 
studied the real operation of port RTGs and 
has established that most of the usage time 
consists of a 0 % to 25 % load, with 75 to 100 
% of full capacity representing only a marginal 
part of the power spectrum. This shows that 
high-speed idling produces enormous fuel 
losses, and it demonstrates the need to 
produce only the amount of energy that is 
really needed at any given time.

In the Konecranes fuel-saving system, the 
PLC calculates how much power is needed, 
and the diesel engine speed is adjusted to 
be equivalent to the power required. The 
PLC contains all the intelligence inherent in 
the system, and it has several cutting-edge 
features.

The diesel engine is driven with optimal 
effi ciency at all operating points, which 
eliminates high-speed idling completely. The 
DC-bus voltage is controlled by the active 
supply unit, which functions independently 
from the speed of the diesel alternator. Full-
scale productivity is thus also available with 
lower diesel alternator speeds. 

The less speed, the lower the losses, with 
less fuel consumed – and diminished fuel 
consumption results in lower noise and fume 
emissions. 

BIG FUEL SAVINGS
“As our RTG cranes already operate at an 
extremely high effi ciency rate, there is no 
point in giving high percentage values to 
indicate the scale of fuel savings,” Merimaa 
notes. 

“We prefer demonstrating the savings with 
fi gures based on our work cycle calculations. 

We estimate the fuel consumption of a 
normal RTG to be 315 litres a day, whereas 
the fuel-saving Konecranes RTG consumes 
only 212 litres a day. Fuel prices vary, but at 
a fuel price of EUR 0.5 per litre the savings 

would be 103 
litres a day. This 
means EUR 50 a 
day, and a total 
of EUR 18,000 a 
year.”

The savings 
are large even 
now, but they will 
be even higher 
after Konecranes 
has introduced 

the next step in the fuel-saving concept. The 
components for the new concept are being 
tested at the moment, and the fi rst deliveries 
will take place this year. “We will report 
more when the new concept is ready,” says 
Merimaa.

RAPID RETURN ON INVESTMENT
The variable-speed diesel alternator system 
project, which ended in spring 2007, brought 
about a new type of cost-effi cient, high-
performance fuel-saving solution for RTG 
cranes. Konecranes has always been at 
the forefront of technological development, 
and the new integrated intelligent fuel-
saving system is an important additional 
functionality that brings added value to RTG 
customers.

“The investment in our fuel-saving RTG pays 
for itself very quickly. The initial investment 
costs might be higher because of the active 
electronic components involved, but the 
product pays for itself within a couple of years, 
owing to the great savings in fuel costs,” 
Merimaa points out.

The fi rst fuel-saving Konecranes RTG was 
delivered to Dragados SPL in Valencia, Spain, 
in September 2007, and, in total, 30 new 
orders are now waiting for delivery.

The new fuel-
saving RTG handles 

containers using 
approx. 40 % 

less fuel, without 
compromizing its 

productivity.
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Steel warehouse center operations 
and other demanding industries 
around the globe are familiar with 
the challenge of safe and effi cient 
transport of longitudinal goods 
such as steel rails with overhead 
cranes. Transportation of these 
goods is often accomplished with 
two or more load hooks. 

The traditional dual-speed control of hoist 
motors, however, has the disadvantage of 
non-synchronized speeds, which is inherent 
to the design of these non-synchronous 
motors. The lack of speed synchronization 
becomes particularly obvious when the loads 
suspended from the hooks are not equal. 
This is because the motor lifting the heavier 
load operates at a different speed compared 
to the one with fewer loads, creating the 
potential for differing hook heights during the 
lifting process.   

Manual hook height adjustments by 
the crane operator are required under 
these circumstances, and loss of valuable 
productive time is inevitable. Additional 
motor starts and stops generate heat in 

Enhanced safety and effi ciency 
for the transport of long goods

the motor windings and shorten the service 
life of motors and switching contactors. 
Less safety, reduced uptime, and high 
maintenance costs are the bottom line.

AN ECONOMICAL SOLUTION
Konecranes has now developed a new 
and economical solution that helps 
boost customers’ uptime and avoids the 
shortcomings of traditional dual-speed 
confi gurations in multiple-hook applications. 

The new DynALift Synchro function 
synchronizes loads lifted by several hoists. 
It allows up to four separate hoist hooks to 
be operated together, more accurately and 
safely, by means of speed synchronization 
through its proven DynALift inverters. The 

Among the fi rst customers 
to have purchased this 
equipment is Kerkstoel 

2000+ of Grobbendonk, 
Belgium. They specialize in 

precast wide fl oor slabs and 
double-wall panels made 
of concrete and are very 

pleased with the improved 
lifting experience provided by 
cranes modernized with CXT 
hoists featuring the DynALift 

Synchro function.
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new solution replaces its predecessor, the 
BY240 unit, and outperforms it in accuracy, 
safety, and ease of operation. 

The DynALift Synchro function is a 
SystemBus-based common hoist application 
that is fully integrated into the hoist inverter. 
It enables operation with the same hoisting 
speed for all of the hooks. As a safety 
feature, if one hook stops because of an 
overload or some other reason, the other 
hooks are designed to stop as well.

A STABLE AND LEVEL LOAD
When synchronization is activated, the 
hook movements follow the speed of the 
slowest unit, even if the loads are distributed 
unequally. The load remains level throughout 
the lifting operation, thus increasing the 
ease of operation and the speed of material 
transport, as well as enhancing safety. Since 
no additional motor starts are required to 
control the hook height position, the lifetime 
of the motor coils is increased, improving the 
uptime of the equipment.

The system’s speed control reduces 
the difference between hook heights from 
centimetres to just millimetres. 

EASY START-UP 
AND MODERNIZATION
The new option is available with standard 
CXT hoists with DynALift-inverter hoisting 
control, in which the hoist motors provide two-
channel speed feedback to the D2L inverter 
drive. A hoist selector switch activates the 
synchronization via a digital input, and an 
internal SystemBus board is incorporated 
into each hoisting inverter. Fibre-optic cables 
transmit control signals between the inverter 
drives.

Start-up is simple because the 
inverters come fully tested and with pre-
programmed factory settings. As a result, 
special hardware installations and on-site 
adjustments are not needed. Existing CXT 

FACT SHEET

DynALift Synchro 
function allows up 
to four separate 
hoist hooks to be 
operated together, 
more accurately 
and safely.

cranes, especially those already using 
DynALift inverters, can easily be modernized 
by adding the DynALift Synchro feature as a 
retrofi t.  

SETTING NEW STANDARDS 
The high performance and accuracy of the 
DynALift Synchro feature, combined with its 
ease of use and simple start-up, set new 
standards for the entire lifting industry. 

Higher safety thanks to level hook 
positions, less downtime as a result of 
longer motor life, higher productivity due to 
reduced downtime, and the faster material 
transport allowed by automatic hook 
height adjustment… all of these benefi ts 
result in the highest life cycle value for the 
customers; they add value for lifting loads 

such as steel bars and plates, containers, 
paper rolls, concrete slabs, panels, and 
rails. The Synchro option is included in the 
Markman sales program April 2008 release, 
and will be available immediately. 

Non-synchronized 
hooks

Synchronized 
hooks
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The patient weighing half a 
ton can be transferred easily 
and safely with a Konecranes 
XN5 chain hoist from the 
anaesthesia room to surgery. 

Story by Antti Hentinen Photos by Väinö Teittinen
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At 9 am, the fi rst patient of the Equine Hospital, walks 
towards the operating room. It is suffering from roaring, 
and is about to go through an operation which will 
hopefully cure its throat that becomes blocked during 
exertion. Surgeon Timo Paananen walks the trotter to 
the anaesthesia room and begins the preparations. 
The fi ve-member team consists of veterinarians, 
veterinary assistants and students. The preparations 
are being made purposefully but unhurriedly.

“Once the horse falls asleep, it is important that 
there is as little noise as possible. You must also 
be careful that there is no one underneath when the 
horse falls asleep and lies down on the padded fl oor,” 
Paananen advises.

Gradually the sedative begins to take effect, and 
the horse is allowed to lie down on the padded fl oor. 
The team works swiftly around the anaesthetised 
horse. The unconscious animal is lifted by its hooves 
with a Konecranes XN5 chain hoist and transferred 
almost silently from the anaesthesia room to the 
adjacent operating room. The trotter, weighing half a 
tonne, can be transferred smoothly and safely with 
the hoist thanks to the hoist’s two-speed operation, 
including main speed and micro speed (one quarter of 
main speed). The horse is set down on the operating 
table, and the preparations are continued.

“There is no other way to lift an anaesthetised 
horse. This is how it’s done all over the world. There 
used to be an operating table that rose from the fl oor, 
but it’s hard to get a horse lie down just in the right 
place. A hoist works much better.”

After an hour-and-a-half operation, the trotter is 
once again lifted from the table and moved to the next 
room to wake up. The operation has been a success, 
and the patient is doing fi ne.

The hour-and-a-half 
operation was a 
success and the 
horse is doing fi ne.

The biggest patients of the University of Helsinki Veterinary 
Hospital weigh as much as a small car. The safe transfer 
of a horse anaesthetised for an operation would be almost 
impossible without a hoist.

hospital assistant
SUPER

TRONG
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Konecranes is a world-leading group of Lifting Businesses™, serving a broad range of customers, including manufacturing and process
industries, shipyards, ports and terminals. Konecranes provides productivity-enhancing lifting solutions as well as services for lifting 
equipment and machine tools of all makes. In 2007, Group sales totaled EUR 1,750 million. The Group has 8,400 employees, in more than 
470 locations in 43 countries. Konecranes is listed on the OMX Helsinki Stock Exchange (symbol: KCR1V).
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WAY UP QUESTIONNAIRE

Dear reader,

In order to develop the Way Up magazine to meet your needs even better, we would need your valuable 
feedback. Please fi ll in this questionnaire and fax it back to us at +358 (0)20 4278 2103. You can 
also fi ll it in on our web site at: http://www.konecranes.com/portal/media/way_up_magazine/ or 
send it by post to Konecranes Plc, attn. Anci Sandås, P.O.Box 661, 05801 Hyvinkää, Finland. 

What is your general impression of the magazine?

  excellent
  good 
  satisfactory
  mediocre
  poor

How did you like the contents of the magazine?

  excellent
  good
  satisfactory
  mediocre
  poor

What was the best article in this issue?

             at pages

How much time did you spend with the magazine?        minutes

Please contact me. Name and contact information: 

Any other comments concerning the magazine, any special subject you would like us to cover?
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INFORMATION 
TECHNOLOGY


