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Dear Readers,

Prospects for the second half year of 2010 are  
optimistic, even if the upturn in metal machining and 
processing is not yet equally noticeable everywhere. 
The situation in our company has also strongly im-
proved in recent months. As we make a large share 
of our sales in Germany and our products are used 
for particularly challenging machining tasks, we con-
centrated even more in this economic period on the 
optimisation of the production. How can our tools 
best be used so that the customer can obtain the 
maximum benefit from this investment? – Under this 
maxim, among other things, we have developed new 
products, strengthened support and service and 
expanded our portfolio in the direction of complete 
machining.

The current issue 2/10 of our world of tools customer 
magazine contains some information about these 
measures. One application from the aviation industry 
shows what potential can be developed by close 

EDITORIAL

collaboration with the customer. The article about the 
OEM department gives you an overview of our range 
of services for complete machining. We will be pleased 
to give you detailed information about the products 
and the associated services on the occasion of the 
IMTS in Chicago and the AMB in Stuttgart. We are 
counting on an optimistic exhibition climate and invite 
you to visit us in West hall, booth number W-1732 in 
Chicago and in hall 1, booth I16 in Stuttgart.

Lothar Horn
Managing Director, 
Hartmetall-Werkzeugfabrik Paul Horn GmbH, 
Tübingen
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MILLING CUTTERS ON THE UPTURN

The strict regulations applying to the maintenance of aircraft 
engines place limits on the scope for applicable machining 
process development. In turn, our expertise is of decisive 
importance for the efficiency and reliability. 

The Lufthansa Technik Group is one of the leading 
manufacturer-independent providers of maintenance, 
repair, overhaul and modification services for aircraft in 
the civil aviation industry. Within this group, Lufthansa 
Technik Aero Alzey with its 460 highly qualified em-
ployees specialises in maintenance and repair of 
aircraft engines for regional transport aircraft. 

Maintenance and repair according to 
exact requirements

It is precisely specified in the manual provided by the 
aircraft engine manufacturers which repairs must be 
made, which methods are applied and which original 
parts are permitted to be installed. Even coolants, 
grinding wheels and other auxiliary equipment are 
precisely defined. Winfried Schneider, responsible for 
aircraft engine parts repair and operating equipment 
production, names the characteristic challenges for his 
team: "There is always only one workpiece. Therefore, 
its machining must be done properly first time taking 

account of the requirements in the manual". As mainly 
CrNi steels and materials with high heat resistance 
have to be machined in Alzey, the technical advice 
of our Technical Consultant Thomas Massinger is 
very much in demand.  

Milling brackets from solid material 

Both aircraft engines, weighing up to two tons, and 

The DAH high-feed milling 
cutter roughs the bracket 

from the solid material 
made of material 1.4542.  

A DA system milling cutter 
finishes the surface  

afterwards.

The outlet channels on the 
low pressure distributor are 

re-milled on the inside  
reliably and with high tool 

life using the 6-cutter 
circular miller M328.

Special requirements for  
turbine maintenance

FROM PRACTICAL  
EXPERIENCE
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Picture right:
The jointly developed  
strategy has proved to be 
the best. The people  
involved from left to right: 
Thomas Massinger, our 
Technical Consultant, Daniel 
Disson, Machining Master 
Craftsman, Winfried  
Schneider, Production  
Manager and Benjamin 
Biglé, Machine Operator 
from the company Lufthansa 
Technik Aero Alzey.

individual parts must be handled carefully and brought 
into ergonomically correct working positions. The op-
erating equipment construction produces the transport 
equipment and holders such as brackets required 
for this. Until recently engine-specific lifting gear was  
milled using carbide milling cutters supplied by a well 
known manufacturer from a solid block of material 
1.4542, measuring 150 x 170 x 130 mm (5,906" x 
6,693" x 5,118"). Tool life left a lot to be desired. 

Top priority:  
process reliability and tool life

For this application, Thomas Massinger suggested 
roughing with the DAH high-feed milling cutter and 
finishing afterwards with a milling cutter from the DA 
system. As the question of how this material could ef-
ficiently be machined at all had top priority, the cutting 
data played a rather subordinate role. Focusing on 
"reliable", the high-feed milling cutter DAH 40, cutting 
edge diameter 40 mm (1.575"), was used with a cutting 
speed vc = 120 – 130 m/min (4724.409 – 5118.110 
inches/min). Winfried Schneider and Daniel Disson, 
Operating Equipment Manufacture and Engine Parts 
Production Manager, commented on the satisfactory 
result: "The bracket was reliably milled with a tool life 
which covers further parts". 

Milling Ni (nickel) layer on low pressure  
distributor

Among other things, corrosion traces on the sealing 
surfaces must be removed from the 24 outlet channels 
of a low pressure distributor. As this usually requires 
several milling processes, the sealing surfaces must 
be restored using electrolytic application of nickel 
with milling to size afterwards. 

For this operation, Thomas Massinger replaced the 
previously used "classic" cutter head of a competitor 
with a Type 380 slot miller for surface milling of the 
sealing surface. This tool, which is actually designed 
for circular interpolation groove milling provided a 
decisive benefit as its five indexable inserts project 
beyond the milling shank by approx. 5 mm (0.197 "). 
As a result, the transitions from the sealing surface 
to the distributor case can also be milled out exactly 
during the same set-up. This was not possible using 
the previous cutter head so an additional work opera-
tion was required. At a speed of n = 1,200 rpm, the 
24 sealing surfaces were milled with high process 
reliability and the tool life of one milling cutter was 
sufficient to machine more than one compressor.

In addition, a slot miller M328 with special indexable 
inserts was selected for the reworking of the inside 
of the outlet bore hole. At n = 2,300 rpm, its tool 
life now makes the machining of six low pressure 
distributors possible. 

Scope for efficiency improvement  
extended

Winfried Schneider summarises: "Tool life and thus 
the efficiency of the machining were previously not 
acceptable. However, we also know that our materi-
als with the high Cr and Ni proportion are not easy 
to machine. This situation is exacerbated as we are 
restricted in the scope for tool design due to the 
tight specifications applying to individual parts. As a 
result, the tool manufacturer also experiences limita-
tions. However, due to the close collaboration with 
the HORN company, we have found solutions whose 
results have even exceeded our internal requirements 
and desires. 

FROM PRACTICAL  
EXPERIENCE

Picture left:
A "not used for its intended 
purpose" type 380 slot 
miller brings the applied Ni 
layer on the low pressure 
distributor to size. In  
contrast to the previously 
used classic cutter head 
miller, the transition from 
the sealing surface to the 
next outlet channel can 
also be milled in an exact 
straight line with this.
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FROM PRACTICAL  
EXPERIENCE

With and without partner companies from 
the quotation to the commissioning 
Increasingly complex parts also result in more complex  
machining processes. As a consequence work operations arise 
which are not included in our core business. In such cases, 
we draw on the services of our partner companies.

Manufacturing workpieces on CNC lathes, milling 
machines and machining centres in one clamping 
provides numerous benefits with respect to re-tooling 
times, utilisation factor and quality of the finished 
parts. Multitasking machines mainly open up many 
opportunities for complete machining. However, the 
work processes must be carefully planned in advance 
and matched to the machine, its configuration and 
the surroundings. This is not always an easy process 
as the complexity of the parts is very often combined 
with difficult to machine materials. 

We use the process and product expertise of our 
partner machine and tool manufacturers for machin-
ing which cannot be covered by our product range. 
The OEM Department was established many years 
ago so that collaboration with partners and custom-
ers for these complex tasks can take place, allowing 
high quality solutions to be delivered in the shortest  
possible time. The department analyses the workpiece 
drawing of the customer and develops a tool plan 

from this which is finally fixed in a concrete assign-
ment and process plan.

OEM supports machine tool  
manufacturers

Joachim Hornung has been Project Manager of the 
OEM Department for fifteen years. He was previously 
a designer in our company for 15 years. He and his 

3D volume model of a tool 
for machining the crank-

case for a combustion  
engine. Thanks to the 

modular design, the tool is 
easy to maintain and repair. 

The OEM Department: 
Joachim Hornung,  

Alexander Brosch, Klaus-
Peter Schröder, Ute Ott, 

Christian Helleis, Sascha 
Steinhilber (from left to 

right).

OEM DEPARTMENT:  
CONCEPT STUDIES AND TOOLING SOLUTIONS



7

FROM PRACTICAL  
EXPERIENCE

five colleagues process approx. five to ten projects 
per month a workload which is tending to increase. 
Technical or commercial issues are discussed inter-
nally with the responsible departments during the 
development of these projects because OEM cannot 
operate successfully without overlapping work and 
the support of other departments. We demonstrated 
impressive (prime) examples of complete machining 
on the occasion of this year's Technology Days in 
Tübingen. 

Concept study as discussion basis

OEM initially discusses the customer request for 
machining a complex workpiece with the "machine 
manufacturer" partner. The concept study develops 
from this with information about the machine concept, 
the working areas and equipment such as workpiece 
and tool clamping, tool change and other considera-
tions. It is not uncommon that machining alternatives 
for the requested workpiece emerge from the concept 
study; for example due to the use of a new process 
or a combined tool and even due to proposals for 
modification of the design. These suggestions and 
alternatives for the process optimisation are appreci-
ated by the customers.  

When the concept study is finalised and the ma-
chining can run as planned, OEM defines the tool 
requirements for our partners and integrates their 
suggestions in our complete proposal. An important 
part of this proposal contains time studies. The tool 
technology data mentioned in them such as cutting 

Combined tool work example: 
production drawing (section) 
and end product.

speed, feed rate, speed and other parameters pro-
vides the customer with a well-founded comparison 
and decision basis. The proposal is completed by 
drawings of the proposed tools.

During the subsequent proposal follow-up, discussions 
with the customers enable corrections or improve-
ments to our recommendations if necessary. If the 
order is then made, our Design Department produces 
3D volume models of the proposed special tools. 
These drawings are checked and approved by the 
customer. They also enable him to make a prompt 
process simulation in his machine. 

Project responsibility from the proposal 
until the machine acceptance

Like all other orders in our company, OEM projects are 
also entered in the IT system via the work preparation 
and the individual production steps are defined and 
scheduled in doing so. We simultaneously order the 
required tools from the partner company whereby the 
short delivery times which distinguish our company 
must also be complied with by our partners.   

The complete tool package is then delivered to the 
machine manufacturer. Our Service Department is of 
course available during implementation of the machine. 
It is our objective, in consultation with the machine 
manufacturer and end customer, to check the work 
processes for weak points and optimise them. As the 
orders run under our control and responsibility as 
complete provider, they are also invoiced by us.
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PRODUKTE

1 2 3

PRODUCTS

Tools and strategies for  
demanding applications
Many of our products are used for machining tasks 
which require a consideration of the complete pro-
cess. We see our task as supporting the customer 
with products, advice and service for the optimisation 
of his production. These varied applications prove 
what can be achieved in doing so.

1   Fine cutting punch:
Material S690, 62 – 63 HRC, batch size 10 pieces.
Task:
Mill out coated internal diameter 77.2 ± 0.005 mm 
(3.039 ± 0.0002") by 0.2 mm (0.008") to a depth of 
3 ± 0.01 mm (0.118 ± 0.0004") including transition 
of r = 0.3 mm (0.012") in a diameter 68.7 ± 0.01 mm 
(2.705 ± 0.0004").
Previous machining:
Tools of various makes.
Solution:
Solid carbide milling cutter DMR6, 6 mm (0.236") 
diameter, 6 cutters, r = 0.3 mm (0.011"). 
Carbide grade TS3E designed for HRC 50 – 70. 
Result:
Many times higher tool life. Process reliability and 
repeat accuracy enable five times reworking on one 
punch.

2   Injection moulding tool
for spectacle frame.
Task:
Roughing a pocket 230 x 250 x 60 mm 
(9.055 x 9.843 x 2.362") made of material 1.2321.
Previous machining:
Competitor's milling cutter with different design.
Solution:
High-feed milling cutter DAH, 32 mm (1.260") diame-
ter: Dry milling to 5 mm (0.197") depth, then wet to 
40 mm (1.575"). Development of the bottom contour 
with existing form cutter.
Result:
Roughing time reduced by a factor of 3, tool life  
increased by a factor of 3. 

3   Spindle:
Material 1.4301, batch size 25/year.     
Task:
Cut thread Tr 52 x 3 mm (2.047 x 0.118") in the  
250 mm ( 9.843") deep spindle bore and make groove  
r = 3 mm (0.118").  
Previous machining:
Quotations from various tool makers with solid carbide 
shanks were ruled out for reasons of cost and time.  

CHALLENGES AND SOLUTIONS
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4 5 6

Solution:
Standard and special inserts with boring bars made 
of tool steel. Work process: Bore out workpiece with 
deep drilled holes to thread core diameter, machine 
undercut at hole bottom, cut thread, broach groove, 
re-cut thread. 
Result: 
Broaching makes complete machining possible with 
significant time and cost benefits. Despite 250 mm 
(9.843") throat depth, production is within the tole-
rances. Tool delivery time of only 15 days secured 
the customer's first order. 

4  Planetary gear carrier
made of tin bronze for the aviation industry.
Task:
Milling of three recesses offset by 120°, 11.9 mm 
(0.469 ") deep, 3.6 + 0.05 mm (0.142 + 0.002") wide, 
in tin bronze 40 mm (1.575") diameter. 
Previous machining:
Rough milling with HSS side milling cutter, finish mil-
ling with solid carbide saw blade, problem: frequent 
chip blockage.
Solution:
Roughing and finishing with standard circular miller 
636, cutting edge diameter 36 mm (1.417"), 6 cutters. 
Deburring of the edges and bore holes on the pla-
netary gear carrier using combination milling cutter 
DM and Supermini® insert. 
Result:
Expectations with respect to chip flow, tolerances 
and process reliability completely fulfilled. Cycle time 
reduction on the planetary gear carrier by approx. 
50%. 

PRODUCTS

5   Track sections made of brass:
Task:
Milling of slots 1.5 mm (0.059") wide, 15 to 20 mm 
(0.591 to 0.787") deep.
Previous machining:
Slotting with HSS saw blade, problem: frequent chip 
blockage.
Solution:
Slotting cutter M 139 with exchangeable self locating 
carbide inserts, 1.5 mm (0.059") wide. Climb milling 
prevents chip blockage.
Result:
Primary time reduction by 60 – 70 percent.
Insert replacement enables the milling of wider and 
deeper slots with the same main cutter body. 

6   Surgical instrument:
Part for the optics of surgical instruments, material 
1.4301.  
Task:
Internal machining for wall thickness 0.1 mm  
(0.004 ") and external diameter 5 mm (0.197"). 
Problem: interrupted cut due to slot and 16 drilled 
holes with 0.5 mm (0.020") diameter.
Solution:
Inserts of the Supermini® system for the pre-turning 
and finish turning including 45° chamfer.
Result:
Temperature-resistant inserts with very good coefficient 
of friction enable reliable working at throat depth up 
to 10 mm (0.394"). 
Complete machining is guaranteed.
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NEW PRODUCTS

Miller type Cutting edge 
diameter [mm] 
(inches)

Number of  
indexable 
inserts

Groove depth 
up to [mm] 
(inches)

Groove nominal 
width up to [mm] 
(inches)

Thread pitch 
[mm] (inches)

Thread cutting 
edge diameter 
[mm] (inches)

Milling shank  
DIN 1835 A

31  
(1,220)

4 2,5*  
(0,098)

1,1 – 3,15*  
(0,043 – 0,124)

1,5 – 3,5 
(0,059 – 0138)

ab 31 
(1,220)

*circlip DIN 471/472

Screw-in  
milling cutter

31  
(1,220)

4 2,5*  
(0,098)

1,1 – 3,15* 
(0,043 – 0,124)

1,5 – 3,5 
(0,059 – 0138)

ab 31 
(1,220)

*circlip DIN 471/472

Cutter head 38/48/58/78 
(1,496/1,890/ 
2,283/3,071)

5/8/10/14 1,75** 
(0,069)

1,1 – 3,15**  
(0,043 – 0,124)

1,5 – 3,5 
(0,059 – 0138)

ab 31 
(1,220)

Side milling 
cutter

58/78/98 
(2,283/3,071/ 
3,858)

10/14/16 cutting depth 
up to 4 mm 
(0,157")

cutting depth  
up to 4 mm 
(0,157")

  

NEWS ON IMTS                  

Groove milling with System 275

We have been carrying System 275 holders and  
indexable inserts or special applications in the range 
for many years. We have collected the experiences 
gained in doing so, adapted to modern production 
requirements and released System 275 for grooving, 
profiling and face milling in the standard range. The 
tools can be used as shank, arbour-mounted and 
side milling cutters. 

Key data for System 275

The small indexable inserts are a valuable feature. As 
a result, more inserts than for conventional tools are 
in contact; a significant advantage for higher cutting 
performance, longer tool life and smooth operation. 
The RS 275 indexable inserts are available in various 
carbide grades for the machining of different steels 
and aluminium. 

Picture right:  
Our "butler" provides 

information about special 
tool solutions.

Picture left:  
Grooving, profile, face and 

thread milling.

your machining problems. We look forward to seeing you in 
Chicago and here is a preview of some of our innovations we 
will be highlighting.

Visit us in Chicago for IMTS. The world’s second largest 
exhibition for production and automation, more than 1000 
exhibitors including HORN USA will present their products. 
Come by our booth in the West hall, booth number W-1732. 
We have many new products being introduced as well as a 
fully staffed booth of our technical engineers to help you with 

**circlip DIN 471/472 with chamfer
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NEW PRODUCTS

Slotting cutter M 310

With a cutting width of 3 mm (0.118) and cutting  
edge diameters of 80/100/125 and 160 mm 
(3.150/3.937/4.921 and 6.299"), these new slotting 
cutters are designed for milling depths of 18/25/32 

and 50 mm (0.709/0.984/1.260 and 1.969"). Depend-
ing on the diameter, 8/10/12 or 16 indexable inserts 
are clamped on the circumference of the main body. 
They are available now in clockwise and anticlockwise 
versions in various carbide grades for milling 3 mm 
(0.118"), 4 mm (0.157") and 5 mm (0.197") grooves in 
steel, stainless steel and in heat-resistant materials.  
System M310 is impressive for all materials due to 
an outstanding cutting division and excellent chip 
flow. The proven clamping of the indexable inserts 
has been retained for the new development.
The new milling cutters with their cutting edge  
diameters of 80 to 200 mm (3.150 to 7.874") extend the 
working range of the original M310 milling cutter series 
downwards and expand the application areas.

Coating AS 45

This AlTiNi coating is specially developed for milling 
cutters and is distinguished by high thermal resi-
stance, wear resistance and impact strength. The 
AS 45 new development is based on the proven  
AS 62/66 coating developed for turning. 
In-house coating provides an additional benefit for 
our customers. It is a decisive link for us in the "tool 
manufacture" process chain. All work processes are 
performed by us in-house which provides an extre-
mely short cycle time which is a particular benefit for 
replacement purchases.

Insert S 316

In the course of the expansion of the product range 
and the extensive standardisation of our products, 
the insert S 316 which we have been carrying in our 
product range as a special tool for approx. 10 years 
has been further developed. This standardisation has 
been made possible by process improvements for 

sintered pressing production. Four dies now press 
the insert blanks including geometry in one pass. 
Afterwards, the sintered indexable inserts are preci-
sion ground on the circumference and on the cutting 
edge. In practical use, the new type of pressing pro-
vides another benefit: thanks to the centrally arranged 
cutting geometry, the s-dimension for all inserts can 
be kept constant.
The triple-edged indexable inserts are available in 
anticlockwise and clockwise versions for grooving 
and parting off for groove widths from 1,5 mm to  
3 mm (0,059" up to 0.118"). There are three geome-
tries available for the different materials: geometry .5 
is intended for universal use. The newly developed 
geometry .FY is particularly suitable for stainless steels 
and the geometry .EN for high feed rates. Coatings 
are also matched to the application and the three 
geometry versions: AS45 and TI25 for the geometries 
.5 and .FY, coating AS4G for the geometry .EN.

Outstanding cutting division 
for slot cutting.

Coating with high wear 
resistance and impact 
strength. 

Standard range with new 
geometries and coatings.
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NEW PRODUCTS

 
Our patented DR (Urma licence) high performance 
reaming system is now available for reaming diameters 
from 11.9 to 141 mm (0.469 to 5.551"). In addition to 
the extended working range – the previous product 
range was designed for reaming diameters up to  
100.6 mm (3.961") – the many variants and combina-
tions of the System DR provide numerous technical 
process and economic benefits:

–  reaming diameter 11.9 to 141 mm 
 (0.469 to 5.551")
–  reaming inserts for through-bores and blind 

holes
–  extremely stiff, only 4.3 to 5.3 mm 
 (0.169 to 0.209") thickness reaming inserts 
– distortion-free absorption of the radial forces
– indexability of the reaming insert < 3 µm 
 (0.0001") (in relation to the concentricity) 
–  it is possible to change the cutter in the machine 

spindle
–  cylindrical reaming insert holders made of steel or 

carbide 
–  shanks for bore holes from 35.6 mm (1.402") Ø with 

integrated alignment interface 

AMB STUTTGART                                 
28th September – 2nd October  2010

More than 1,000 exhibitors from 27 countries will 
demonstrate their equipment, products and services 
at the AMB, which occupies an area of more than 
105.000 square meters.
 
HORN will also be represented at this most important 
trade fair for mechanical engineering and tool making 
in Germany. In hall 1, booth I16, we show numerous 
innovations and further developments (see pages 
10, 11 and 12).   

Visit us in Stuttgart.

– all shanks with internal coolant supply
–  carbide or Cermet inserts, coated and not  

coated 
– straight or anticlockwise helical cutting geometry 
–  cutting speeds and feed rates are significantly 

above the well known values 
– tool life increase by up to 50 percent

Reaming with process and 
cost benefits.

Exhibition Preview

Reaming 11.9 to 141 mm (0.469 to 5.551") diameter
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ABOUT US

The Technical Marketing department determines whether 
an idea is implemented into a product. Information about 
the market, the likely application areas and their conditions 
must be available before the decision is made.

The information comes from different sources, however 
it must be bundled, evaluated and converted into 
concrete proposals. The Technical Marketing depart-
ment was created and the management assigned to 
Matthias Oettle in order to ensure the efficiency of 
this process. As manager of our Technical Develop-
ment for many years, he is well known in technical 
and customer circles as an extremely competent 
specialist. In addition to experience as designer and 
"developer", his interest in practical matters is accom-
modated by his new task. It draws him frequently into 
the demonstration room to precisely observe "his" 
products during the test run.

Viewing and evaluating information

Numerous ideas and suggestions come from the field-
based personnel. Knowledge gained in dialogue with 
customers reaches Technical Marketing via Sales. 
The ideas are analysed there and evaluated with 
respect to their market opportunities and feasibility; 
also with the expertise of other departments depend-
ing on "weight". 

As technology leader, the contacts to institutes, uni-
versities and research institutions are very important 

Technical marketing – Our link between 
Sales and Development

for us. Matthias Oettle will perform this task more 
intensively in the future as the open exchange of 
ideas – including involved competitors – provides 
important stimuli.

Internal and external communication

With his product and company knowledge, he is 
also predestined to communicate the services of our 
company to the outside world. For example, in the 
form of technical reports, presentations and discus-
sions with specialised journalists. He is also respon-
sible for maintenance of the contact with our partner 
companies. Another elementary task concerns the 
safeguarding of our expertise, for example by fol-
lowing up on property rights and collaboration with 
patent attorneys. 

Analysis of the competition, substitution 
products and processes

Only someone who knows the technical development 
and the positioning of his products can generate 
impulses from this and control the range policy. One 
example of this is broaching. Introduced as a special 
tool, it is now an important standard tool in the product 
range. Such product range expansions and designs 
are one of the primary tasks of Matthias Oettle because  
the Technical Marketing department is ultimately  
responsible for the HORN product portfolio. 

Matthias Oettle,  
Technical Marketing  
Manager.
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PRODUKTE

Primary objective: shortest cycle times
Investments in buildings and flexible production concepts 
form the foundation for further improvements of our product 
development times. In the framework of these measures – 
especially our GreenLine production philosophy – the work 
preparation and the grinding shop programming are making 
a decisive contribution.   

Throughput speed has priority

On average around 50,000 production orders in 80,000 
tool variants, half each for standard and special tools, 
pass through our production each year. Standard 
indexable inserts and tool carriers are delivered ex 
stock, small numbers of special tools within one week, 
and tool holders in a maximum of two weeks. 

Our objective is to further increase the current 95% 
on-time delivery capability. Among other things,  

a "self-regulating, cross-departmental order process-
ing according to priorities" system has been created 
for this. This organisational form is called GreenLine 
and applies for the complete company. 

GreenLine: HORN lean production 

This situation is well known: cars are stopped at the 
red traffic light while a bus proceeds to the traffic 
light on the reserved lane. When the traffic light is 
green, it can start immediately and approach the 
next destination while only few vehicles on the other 
lane succeed in doing so. The objective which Walter 
Wiedenhöfer and his team pursued with the conception 
of GreenLine enacts this metaphor: route specially 
identified orders past other orders in order to be able 
to deliver even quicker.   

Start order within one shift

GreenLine orders must be started within one shift! The 
basis for this is an hourly rhythm for the order entry 
and the internal provision of raw materials. The order 
data defined by Sales is automatically transferred by 
the IT within one hour to the work preparation which 
then produces the production sequence and the 
works orders for production.  

ABOUT US

Walter Wiedenhöfer, 
Production Manager and 
member of the Executive 
Board, Jürgen Bahlinger, 
Grinding Shop Program-

ming Manager and Harald 
Oesterle, Work Preparation 

Manager (from right to 
left) are getting GreenLine 

underway with their teams.

WORK PREPARATION AND PROGRAMMING 
ARE GETTING GREENLINE UNDERWAY

Approx. 170 machines are 
installed in our grinding 

departments. The Grinding 
Shop Programming Team 

creates the machining 
programs. 
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GreenLine also stands out visually from other orders. 
For example using a highlighted screen display and 
the green colour of all order-dependent papers and 
also of the storage areas for the blanks and finished 
parts. 

IT checks GreenLine capability

During the online order entry in Sales, entries such 
as piece counts, special or standard tool, type of 
coating and others are automatically compared with 
the stored GreenLine requirements. Then the IT de-
cides: GreenLine-capable yes or no. The path through 
production including time schedule is also defined 
with this decision. Thanks to this scheduling, depart-
ments external to production can query the current 
production status and set new priorities, if necessary, 
according to customer requirements – a particular 
benefit for special tools. All processes are based on 
standard SAP software which has been expanded 
with HORN-specific modules for our special work 
processes.

Interface between Sales, Design and 
Production

Technicians and engineers in the Work Preparation 
department managed by Harald Oesterle plan and 
record the data of newly developed products.  Produc-
tion orders with the technical production data – the 
tool master data can be created quickly and easily 
thanks to the specified SAP system – are printed in 
paper form and forwarded for production. These 
contain instructions about the processes to be used 

such as turning, milling, grinding and heat treatment 
as well as on which machine group the part should 
be machined and in which sequence the work opera-
tions should be performed. 

The Work Preparation department's tasks also include 
the development and implementation of new SAP 
special programs for the production. A planning tool 
has been developed for GreenLine which shows the 
sequence of production orders to the worker and 
special SAP evaluation programs help department 
managers to recognise optimisation potentials and 
to derive measures from these. 

Software programs for the grinding shop

Jürgen Bahlinger and his team are responsible for the 
machining software required in the grinding depart-
ments. Their programs "supply" approx. 170 grinding 
machines. The software broken down by product groups 
contains all data of a standard item. The machine 
operator loads the corresponding grinding program 
on the machine by entering the item number. In the 
case of special and GreenLine orders, he specifies 
the grinding operations using input screens. The NC 
program is automatically generated and stored after-
wards. Due to the networking of the machines, this 
special item is immediately available on all machines 
for subsequent orders. The work process, with or 
without GreenLine, can start.

Picture left:  
In the case of special and 
GreenLine orders, the  
machine operator specifies 
the grinding operations 
using input screens. 

ABOUT US

WORK PREPARATION AND PROGRAMMING 
ARE GETTING GREENLINE UNDERWAY

Bild rechts: 
Picture right: The green  
colour distinguishes Green-
Line from all other orders. 
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The Russian market is huge, full of contradictions and often 
difficult for Western businesses to understand. These cultural 
differences do not always make it easy to set up a long term 
business relationship with a sales partner.

A specific attitude from the days of the centralised 
Soviet economy is suspicion of unknown company 
names and products. At that time metal cutting tools 
– along with most other products – could only be pro-
cured via state organisations functioning as general 

purchasers. Western importers or producers who 
were not listed in their directories were unknown to 
Russian end users. Only since the fall of the Berlin 
Wall have they able to freely select suppliers and 
source products independently in the market.
LLC Intercos-Tooling also aimed to benefit from this 
opportunity when it opened its first office in St. Peters-
burg in the year 2000. The success of this venture is 
demonstrated by the current 26 employees and the 
established regional offices in the important industrial 
regions such as Moscow, Perm, Ekatherinenburg, 
Vladimir and Izhevsk.
CEO Andrey Mikhin, who previously managed the 
subsidiary of a tool manufacturer in the NorthWest of 
Russia has in-depth knowledge of the Russian market 
for metal cutting tools. It was therefore important for 
him to include grooving tools in the company’s range 
of products and services.

Gradual building of trust

HORN had loose business relationships with Intercos 
Tooling until 2005. The level of sales under these con-
ditions was not very significant as they were primarily 
achieved where the competition could not provide 
anything. However, it allowed us to get to know each 

ABOUT US

Special HORN cutter for 
premachining root form of 

turbine blades.

Our sales partner is gradually and effectively 
establishing itself – and us – in the market

RUSSIA'S COMMERCIAL MILLS ARE  
GRINDING DIFFERENTLY

Russia



17

  

other better. Based on the trust developed in this way, 
exclusive distribution for our products in Russia was 
assigned to Intercos Tooling one year later.

Sales strategy developed jointly

Andreas Vollmer, member of our Executive Board, 
recommended that our Russian colleagues should 
not concentrate too heavily on the automotive industry 
when planning its cultivation of the market. This sector 
should be approached step by step mainly due to 
the time that would need to be invested. As a result, 
Intercos Tooling defined the key sectors as energy 
generation, aviation and mechanical engineering. 
The success of this strategy is demonstrated by the 
following examples.

Expertise and special tools as  
door openers

The most important Russian manufacturers of power 
stations and related equipment are located in St. 
Petersburg. This proximity to Intercos Tooling’s head 
office simplifies the introduction of new tools. The 
breakthrough for a manufacturer of power stations 
was made with a proposal for machining straight 
ventilation slots on the circumference of a shaft for 
turbogenerators. For this application, we developed 
side milling cutters of 450 mm (17.71") diameter and 
cutting widths of 6 mm (0.236") and 8 mm (0.315") 
These special tools, supported by our Export Manager, 
Harald Haug, were successfully introduced.
A short time later, other side milling cutters showed 
their superiority for the milling of Christmas tree slots 
for locating steam turbine rotors. The benefits of  

tangential inserts, positive chipping angles and mainly 
the use of standard inserts, impressed the custom-
ers. An order for twenty 350 mm (13.78") diameter 
side milling cutters for machining five rotor profiles 
followed promptly. Our Russian colleagues are con-
tinuing to make progress this year with another side 
milling cutter of 900 mm (35.433") for machining 
turbo generator slots.

Successive expansion of the market 
position

Alexey Sataev, Technical Director of Intercos Tooling 
since 2001, finds it easy to formulate arguments in 
favour of HORN tools: high precision, modern and 
from professional production. However, in order to 
offer the best solution for the customer the techni-
cal knowledge and well-founded local analysis are 
indispensable requirements.
Although Andrey Mikhin is pleased with the sales 
successes and the increasing turnover he is keen to 
see the rate of  growth accelerate. Major new sales 
opportunities have been identified for the machining 
of oil tubes and sleeves. The first tools for pipe thread 
cutting have already been delivered, and as the nine 
Russian tube manufacturers work around the clock, 
early successes are also hoped for in this sector. 
However, the technical conditions exist not only for 
the tube end machining but also for all applications 
of the HORN products as most employees of Intercos 
Tooling have already been to Tübingen for training.

ABOUT US

Employees of our sales 
partner LLC Intercos- 
Tooling in St. Petersburg. 
Front row, centre:  
Andrey Mikhin, CEO  
Second row, third from 
right: Alexey Sataev,  
Technical Director.

RUSSIA'S COMMERCIAL MILLS ARE  
GRINDING DIFFERENTLY
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ABOUT US

Perfect presentation  
of theory and practice
This outstanding visitor summary endorses the relevance of 
the topics and the right mix of theory and practice. Another 
plus point is the unanimous statement: ‘We will visit the next 
Technology Days!’

It was questionable at the announcement of the 
Technology Days in our world of tools 1/10 customer 
magazine whether we could repeat the success of 
the May 2009 event. The answer was clear: around 
1,400 visitors from Germany and abroad came to 
Tübingen during the four day event, setting a new 
standard for success.

Theory meets practice

We wanted to impart both basic information as well as 
a preview of future developments for key production 
topics such as cost-saving tool usage and efficient 
process technology, including innovative machining 
approaches for all tools. The visitor questionnaire 
confirmed that this approach complied with their 
information needs.

Rating good to very good

Feedback regarding the technical presentations and 
practical demonstrations, organisation and support 
was documented in average ratings of 4 to 4.4. This 
was based on an evaluation scale from 1 (poor) to 5 
(very good). The demonstrations on the machines, 
the organisation before and during the event, the 
catering and the notice and information boards  
received extra praise.

Product enhancements and innovations 
presented practically

In addition to our classic product range, we also  
showed, among other things, tools for drilling, reaming, 
high-feedmilling, mirror turning and milling and for 
end machining of pipes for the oilfield industry.
We installed these six machines exclusively for the 
Technology Days for practical product demonstra-
tions: DMG multispindle lathes and DMG machining 
centres, Benzinger high precision lathe, EMAG sleeve 
production and Unitube pipe machining machines.

Practical demonstrations 
communicated valuable 

ideas.

TECHNOLOGY DAYS 
OF 20 – 23 APRIL 2010
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Produktion 6. Mai 2010 • Nr 18

maschine+werkzeug Mai 2010

x-technik Fertigungstechnik 2/Mai 2010

VDI-Z Special Werkzeuge Mai 2010

Technische Rundschau Nr.5/2010

Tecnologie a Meccaniche Giugno 2010

ABOUT US

Around 1,400 visitors 
came to the Technology 
Days.

Enormous press coverage in 
the trade media.

Technology leadership proven

Many customers know us as a competent and reliable 
partner in their individual field of activity. However we 
also wanted to show the breadth of our activities and 
our non process-specific expertise on the occasion 

TECHNOLOGY DAYS 
OF 20 – 23 APRIL 2010

Twenty-one (21) technical journalists accepted our 
invitation to the press conference on April 23. This large 
attendance confirmed the high level of interest of the 
trade press in our company. The first discussion and 
contact opportunities were provided on the previous 
evening during dinner at a Tübingen restaurant. The 
press day started at 9 a.m. with information about 
our new developments and the company. During the 
tour afterwards, the focus was on practical use with 
in-depth information about our range of products 
and services.

We have taken some publications and reproduce 
some extracts of them here.

of the Technology Days.  Judging by the visitor com-
ments this is an objective that we have achieved and 
that provides an incentive for the next event.
Our Technology Days in 2011 will be held on May 11 – 13.

Technology Days in the view of the trade press
Press conference communicates insights German and Italian language headlines
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