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“As a supplier, we can contribute to 
 increasing a vehicle’s availability. If, for 
example, the components on the axle are 
equipped with sensors and networked 
with one another, we can determine  
the overall technical condition of a trailer 
and report it to the fleet operator.” 
Alexander Geis, Chief Executive Officer (CEO)



SAF-HOLLAND is the largest independent listed commercial vehicle supplier in Europe. We develop 
solutions for the global truck, trailer and bus industries. With our innovative components and 
 systems, we contribute to the worldwide success of our customers. In the original equipment busi-
ness, we supply truck, trailer and bus manufacturers. And through our comprehensive global 
spare parts and service network, we ensure the rapid supply of spare parts to our customers. As 
one of only a few suppliers in our industry, we are internationally well-positioned and present  
in almost all markets worldwide. With the innovation campaign SMART STEEL – ENGINEER BUILD 
CONNECT, SAF-HOLLAND combines mechanics with sensors and electronics and drives the digital 
networking of commercial vehicles and logistics chains.

Million  
With sales of EUR 1,300.6 million in 2018, we are one of the 
leading manufacturers of chassis-related modules and components 
for trailers, trucks, buses and recreational vehicles.

1,300.6EUR

10,000
Spare Parts and Service Stations  
Our reliable network of more than 10,000 spare parts 
and  service stations ensures that our end customers have 
fast  access to our spare parts worldwide. 

Employees  
More than 4,400 employees make SAF-HOLLAND 
one of the largest suppliers to the commercial 
 vehicle industry.

4,470

Production Sites 
The majority of our  
production sites have tradi-
tionally been located in 
North America and Europe.

26
Continents  
Following the merger of SAF  
in Europe and Holland in  
the US in 2006, SAF-HOLLAND 
is now operating on six 
 continents.
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LISA doesn’t leave the service technician’s side. 
With her expertise, she identifies which truck axle 
needs repair, indicates which spare parts need to 
be ordered and explains the repair process step by 
step.
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3 Questions to Alexander Geis,  
CEO of SAF-HOLLAND

With transport volumes continuing to grow world-
wide, online commerce has emerged as one of the 
key drivers. What should be done to master these 
growing volumes? How can commercial vehicle  
suppliers contribute to a solution? These three 
questions have been addressed to Alexander Geis, 
CEO of SAF-HOLLAND.

Trans-
plosion

2 
The growing demand for transport is being met with limited 
transport capacity. Do you see any solutions to this?

There are several factors to consider, starting with  
relatively simple things like avoiding empty runs.  
The proportion of empty runs overall is still very high. 
For example, in Germany, around 260 million fully load-
ed runs are countered by more than 150 million empty 
runs – meaning more than a third of all journeys are 
made empty. This makes neither ecological nor eco-
nomic sense and places an unnecessary burden on 
the  infrastructure. Digitization and networking using 
logistics platforms can help by, for example, identifying 
free loading space capacity and possible partial loads 
and connect them with optimal route guidance.

1 
Are digital offers in online retailing still leading to  
growing transport volumes?

For several years now, we have been seeing tremen-
dous demand for tractors and the corresponding trail-
ers in the world’s most important commercial vehicle 
markets – including those in Europe and North America. 
Online commerce, in particular, has been one of the 
driving forces behind this trend, not only in terms of 
freight transport over the last mile, but also in long- 
distance transport from one distribution center to an-
other, or from a port terminal to a distribution center.

Alexander Geis,  
CEO of SAF-HOLLAND
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3 
How can suppliers help increase the  
availability of transport capacity?

Relatively simple technical systems can already prevent 
these types of unscheduled downtimes for trailers. 
When the axles are equipped with sensors and net-
worked with one another, then we can easily determine 
the overall technical condition of a trailer and report it 
to the fleet operator. Lastly, automation and assistance 
systems can reduce the pressure on the driver and in-
crease availability. Automatic coupling systems, for ex-
ample, are the solutions we are working on because  
the driver no longer has to maneuver between the cab 
and trailer in wind and bad weather in order to connect 
trucks and trailers. Instead, he can do it conveniently 
from the driver’s seat. These types of convenient fea-
tures also make the driving profession more attractive – 
and can help counteract the driver shortage.

Thomas Horst,  
Chief Sales Officer, Hermes

Conversation
with Thomas
Horst
Thomas Horst is the Chief Sales Officer at Hermes,  
a transport company that operates around 3,500 trac-
tors and around 8,000 transfer platforms in Germany 
alone. Horst is also an active member of the Board of 
Directors of the German Federal Association of Parcel 
and Express Logistics.

In 2018, online commerce in Germany grew to  
EUR 63 billion. How do you see the development  
from here on out?

Horst: As a subsidiary of the Otto Group, Hermes has 
had a long tradition of delivering goods purchased 
through catalogs. Today, with online retailing, every-
thing is much faster and more convenient, and cus-
tomers have come to appreciate these benefits.  
Online commerce in Germany alone is projected to 
double over the next seven years.

And how does this look from a global perspective? 

Horst: Even on a global basis, we are expecting trans-
port volumes to increase. In the large growth markets 
such as China and India, there is a growing middle class 
emerging that is increasingly ordering goods online.

What solutions do you see for more efficiency in 
 online commerce?

Horst: We need even more accurate forecasting,  
for example through digital platforms, artificial intelli-
gence and blockchain technologies. We need to go 
deeper and more precisely into the analysis. Actually, 
we need to know already in the winter what will be 
happening in the following summer.
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Building 
connections 

SAF-HOLLAND has enhanced its digital expertise with the 
purchase of a majority stake in British telematics specialist 
Axscend. Founder Tim Steer and his experts have devel-
oped a system that takes important trailer data from com-
ponents such as the brakes, lights and tires, and sends  
this data to an app that gives fleet managers real-time infor-
mation about the status of their fleet.

6  NEXT  Building connections 
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Sometimes it’s the drive to invent something new that leads to 
innovation and sometimes it’s just coincidence. In other cases, it 
can come from just ordinary everyday events. When Tim Steer 
was fiddling with his invention in a small town called Folkestone 
in southeastern England in 2006, the transport industry in the UK 
was spending a lot of time and effort on monitoring their trailer 
brakes. “The regulations for monitoring the brake performance 
of trailers are very stringent in the UK,” says Tim Steer, founder 
and CEO of the digital company Axscend. Fleet operators are 
 required to schedule periodic inspections with the transport au-
thorities depending on the age of their fleet, their particular 
driving habits and the operator’s track record of complying with 
the rules. “This means that, on average, every trailer has to  
be tested on a chassis dynamometer at a repair shop every ten 
weeks to check the brake performance,” estimates Steer.  
“Imagine a large fleet with several thousand trailers – that’s a 
considerable amount of effort and cost.”

Steer recognizes the potential for greater efficiency. His idea is to 
transfer the data from the trailer to an app, making visits to the 
test bench at the repair shop superfluous. “There were already a 
variety of electronic components collecting data, such as GPS 
trackers and tire pressure monitoring systems,” says Steer. “We 
wanted to combine these various components into one system 
and add additional functions. We not only wanted to monitor 
brake performance but also, for example, to get a complete snap-
shot of the overall state of the brakes and lighting.” Using digital 
methods to avoid visits to the repair shop and lowering fleet 
 operators’ costs – this idea also won over SAF-HOLLAND. In 
July 2018, the company acquired a majority stake in the digital 
trailer management specialist, which soon will relocate to 
 Runcorn in Cheshire. SAF-HOLLAND will have the option to ac-
quire the outstanding shares.

In order to evaluate a trailer’s brake performance without the 
need to sit on a chassis dynamometer, a lot of data needs to be 
collected and evaluated in real time. The TrailerMaster system 
from Axscend first compares the deceleration brought on by the 
brake pedal to the air pressure at the actuators of the trailer’s 
brakes. This data is evaluated in a small box attached to the chassis 
of the trailer or semi-trailer, which is connected to the electronic 
brake system via the CAN bus. The system calculates the actual 
 deceleration based on the wheel speed before and after braking.  
It also receives up-to-date load data from the air springs. Also im-
portant for calculating the brake performance is a road’s inclina-
tion angle, which is recorded using a patented sensor system. 

A small computer in a polycarbonate 
box is at the heart of Axscend’s 
 TrailerMaster system. The micropro-
cessor is connected to the trailer via a 
CAN bus, giving it access to data from 
the electronic brake system. Other 
 parameters, such as the inclination an-
gle of the road, are captured using 
 additional sensors. A GPS receiver pro-
vides the location of the trailer, while  
a GSM interface sends the data  
to Axscend’s network infrastructure.  
The equipment also includes short-
range radio technology such as (ISM) 
and Bluetooth.
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Using all this data, an algorithm determines the 
deviation in the brake performance from the driv-
er’s request.

The results are then sent wirelessly and dis-
played on an app. “To give fleet operators and 
fleet managers the chance to get a quick over-
view at all times, we report the readings from 
the individual trailers using a traffic light system,” 
explains Tim Steer. “If the brake performance 
falls below the regulatory prescribed value, the 
traffic light will turn red.” The app also provides 
important information about the trailer fleet, 

Tim Steer 
(on the right), 
Founder of  
Axscend, being 
interviewed.

The TrailerMaster system also evaluates the 
trailer’s brake performance without having 
to go on the test bench or to the  repair 
shop.

such as the location of the trailers, the wear 
status of the brakes, the tire pressure, the 
condition of the lights and the next mainte-
nance interval. 

“In the future, we want to use SAF-HOLLAND’s 
presence in the market to continue to devel-
op our system for other requirements for 
customers in Europe, and in the next step 
globally,” explains Steer. Digital systems like 
TrailerMaster not only help fleet operators  
to comply with statutory test regulations but 
also to avoid unexpected errors before they 
occur. This type of system would also be  
a prerequisite for an ever-growing level of 
 autonomous driving in the future. After all,  
if there is no driver left to control the tire 
 pressure on the trailer, then the newly net-
worked systems must do so.

“Fix trailer defects, long  
before they cause problems.”
Tim Steer, CEO Axscend

Building connections   NEXT  9



How can trailer management systems increase 
a fleet operator’s efficiency?

Taking a look at the future – how do you think 
the networked fleets of tomorrow will look?  

Tim Steer: Back then, trailers were already begin-
ning to be equipped with several individual 
 technologies. Electronic Braking Systems saw the 
introduction of a permanent power supply on 
trailers, which is the basic prerequisite for elec-
tronic equipment of this sort. Our idea was to 
bring the individual solutions together in a single 
system. After completing this, new functions could 
be added. We then just continued to develop the 
system based on new technologies and what was 
needed in the market. 

Tim Steer: Because networked telematics can 
contribute to greater efficiency. Transport com-
panies are in a very competitive market and need 
to be able to manage large fleets. This is not only 
a logistical challenge but also a financial one.  
A perfect business model would always ensure that 
you have the right assets in the right place at the 

Tim Steer: Controlling the tire pressure and locat-
ing the trailers using GPS transmitters, for exam-
ple. Also an assistance system for the loading ramp 
that works with ultrasonic sensors. This system 
can activate the brakes if the trailer is headed for a 
collision. The ability to calculate the brake perfor-
mance was added later. It was important for us to 
be able to show the data directly on the trailer 
 using small traffic lights and not only show it on the 
app. This gives the driver the ability to see 
 whether or not the trailer’s status is okay, at just a 
glance. 

How did you get the idea for the TrailerMaster 
system?

Why is trailer management such an important 
issue for transport companies?

Which individual technologies are you specifically 
referring to?

Interview 
with Tim Steer

Tim Steer: These systems connect the fleet man-
agers with their trailers in real time and convey 
valuable knowledge about the fleet’s status. The 
information itself is already very valuable, but 
when it’s available on a real-time basis, the fleet 
manager has every opportunity to unleash great-
er efficiency, however small. It is always better  
to have precise readings than to have to resort to 
empirical values. This way, even minor errors can 
be fixed long before they cause major problems, 
which can already start with an insufficiently 
filled tire. Companies are also investing in these 
types of systems to show the authorities that 
they take regulations seriously.

Tim Steer: Today, many of the decisions at trans-
port companies are made by people based on 
their education and experience. This usually leads 
to sound results, but the decision makers never 
really have the entire picture. A decision may in-
crease efficiency in one area but lower it else-
where, possibly due to secondary effects. In the 
future, these decisions will probably be made,  
or at least supported, by Artificial Intelligence. 
This would take all of the data into account to 
lead to the optimal decision. The data required 
for this will be provided by systems such as 
 TrailerMaster.

right time. But things can often look very differ-
ent in the real world. Everyday problems can 
come up that disrupt processes such as damage 
to the trailer, an unavailable driver or merely a 
traffic jam. Added to all this are the regulatory re-
quirements, such as periodic safety checks on  
the trailer. All of these factors can get in the way 
of a perfect business model, which is why trailer 
management is so important.
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With new acquisitions, SAF-HOLLAND is not only expanding its product 
portfolio, but also its global footprint. The acquisition of the York Group,  
a manufacturer of trailer axles and suspension systems, opens up access 
to the Indian subcontinent and Asian-Pacific market. The Italian coupling 
specialist V.ORLANDI enhances the Group’s range with new components. 
Dr. Matthias Heiden, CFO of SAF-HOLLAND, explains the strategic impor-
tance of the new family members.

The family 
grows 
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Interview with CFO Dr. Matthias Heiden

“We focus on the fastest 
integration possible  
to avoid losing any of the 
initial momentum.” 
Dr. Matthias Heiden, CFO SAF-HOLLAND

Dr. Matthias Heiden: As far as acquisitions are 
concerned, our strategy focuses on three areas: 
our product portfolio, our global presence and 
our technology. Our new acquisitions fit precise-
ly into this framework. V.ORLANDI is a medium- 
sized company that first and foremost enriches 
our product portfolio. In addition to classic fifth 
wheel couplings, V.ORLANDI also offers products 
that were not yet a part of our portfolio such  
as coupling systems for agricultural vehicles and 
mining vehicles. In fifth wheel couplings,  
V.ORLANDI is currently the number three in Eu-
rope. Now, following the acquisition, it is 
strengthening our number two  position in this 
segment even further.  

In 2018, SAF-HOLLAND successfully completed 
a number of acquisitions. How do these acquisi-
tions fit into your overall acquisition strategy?

What advantages do you gain in terms  
of customer access in India through your 
 acquisition of York?

Expanding our global footprint is also firmly an-
chored in our 2020 strategy. SAF-HOLLAND has  
a strong position in Europe and North America 
for historical reasons. With the acquisition of 
York, we are now expanding our business in In-
dia – one of the fastest growing trailer markets 
in the world. But that’s not all: York also serves 
many of the neighboring markets in the Asian- 
Pacific region, such as Thailand, Indonesia, Viet-
nam and Australia, from India. We will now be 
better able to approach the fleet customers in 
these markets who are interested in trailer axles 
and suspension systems than we were before.

Dr. Matthias Heiden: In India alone, we now 
have around 200 service outlets from the York 
acquisition that we can rely on. This expands  
our worldwide service and spare parts network 
to more than 10,000 outlets. It is important to 
 understand that the road infrastructure on the 
Indian subcontinent is different than in Europe 
or the United States. Above all else, this requires 
tailor-made products that meet the actual  
needs of our customers. It also means that the 
trailer axles and suspension systems need to  
be as cost-effective as possible while, at the 
same time, offering the quality required. That is 
why service and application-related develop-
ment play a particularly important role in these 
markets.
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York Transport Equipment (Asia) Pte. Ltd. is head-
quartered in Singapore and operates trailer axle 
and mechanical suspension system manufacturing 
facilities in Pune, India, and Qingdao, China. York 
serves the majority of the truck and trailer manu-
facturers in the Asia-Pacific region and is represent-
ed not only in India, but also in other fast-growing 
markets such as Thailand, Indonesia, Vietnam and 
Australia. York has a strong market position, espe-
cially in the heavy-duty segment with a gross vehi-
cle weight of nine tons or more. In addition, the 
York Group is one of the major suppliers of parts 
and accessories for trailers and semi-trailers on the 
Indian subcontinent with a network that includes 
more than 200 service points and dealers.

V.ORLANDI S.p.A. is a manufacturer of coupling 
systems for trucks, trailers, semi-trailers and 
 agricultural vehicles based in Flero near Brescia 
 (Italy). Before being acquired by SAF-HOLLAND, 
V.ORLANDI was the third largest manufacturer of 
fifth-wheel couplers in Europe and is now strength-
ening SAF-HOLLAND’s position as the number two 
in Europe. At the same time, SAF-HOLLAND is 
 expanding its specialty business with couplings and 
drawbar eyes for trailers and vocational trucks. 
V.ORLANDI currently generates around 20 percent 
of its sales from the industrial, agricultural, forestry 
and mining segments. The company manufactures 
at two locations in northern Italy near Brescia.  
In addition to Western Europe, the company’s prod-
ucts are mainly sold in Russia, Asia and Australia.

V.ORLANDI S.p.A., Italy

York Transport Equipment, India

Dr. Matthias Heiden: The first step is to take a 
clean inventory. With this information, we al-
ready developed an integration concept during 
the two due diligence periods. Now we can fo-
cus on integrating these companies as swiftly as 
possible – for example, through the quick inte-
gration of the sales activities – so that we don’t 
lose any of the initial momentum. We are also 
looking for synergies in processes and adminis-
tration, such as in the areas of finance or IT. And 
thirdly, we are analyzing synergies in purchasing. 
But, above all, it is important to get people on 
board – and this is where a coherent integration 
strategy can help. In the end, however, it is also 
important that local management be easily ap-
proachable.

Dr. Matthias Heiden: That’s absolutely correct. 
This was the rationale for the acquisition of the 
British technology company Axscend. Our col-
leagues there are working on digital trailer man-
agement, both in terms of hardware compo-
nents and in the development of software. This 
acquisition also opened the door to new busi-
ness models, for example, based on the analysis 
of other important trailer data that Axscend 
 already records today, beyond the condition of 
the brakes.

What approach will you take to further inte-
grate York and V.ORLANDI?

Technologically, SAF-HOLLAND has placed  
the digitalization of the trailer at the forefront 
of its “SMART STEEL” campaign.  

Dr. Heiden, thank you very much  
for the interview. 
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The Auto-
mators 

Anyone seriously considering autonomous freight transport, should also  
be thinking about automatic coupling and uncoupling for tractors and 
trailers. An international team of SAF-HOLLAND engineers from  Germany, 
the US and China has developed an automatic coupling system and  
 already presented their first prototype at the IAA Commercial Vehicles 
2018 in Hannover. Now, this system is being further developed for  
series production. 
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However, there are still several unanswered questions before 
the first driverless trucks take to the streets. How would auton-
omous systems deal with complex inner-city traffic situations, 
for example, when traffic consists of both networked and con-
ventional road users? There is not yet a clear regulatory frame-
work in place to govern the autonomous transportation of 
goods on the road. There is one aspect that people usually fail 
to consider, and that is if there is no driver on board, how 
should a tractor change a trailer? 

The Automators   NEXT  17



Until now, this has been done manually, with the coupling and 
uncoupling of tractors and trailers representing an everyday 
event in logistics operations. “Anyone seriously considering 
autonomous driving for commercial vehicles should also  
be thinking about automating the coupling and uncoupling 
processes,” points out Alan Feltham, who works at 
SAF-HOLLAND on the development of coupling systems in 
 Europe, the Middle East and Africa (the EMEA region). This 
 issue is what prompted a global team of SAF-HOLLAND engi-
neers to launch the “Automatic Coupling System” project in 
April 2017. The first prototype of the system was presented 
at the 2018 IAA Commercial Vehicles trade show.

Coupling a trailer to the tractor is still a manual process that 
has a certain number of possible errors built in and takes a 
skilled driver about five minutes to complete. The driver  
first sets the tractor back with the fifth wheel open until the 
 coupling under the trailer is slightly ahead of the kingpin. 
Then the rear axle of the tractor is raised with the help of air 
springs to allow the coupling plate to rest directly on the 
 trailer’s skid plate. The fifth wheel must be in direct contact 
with the skid plate, otherwise there is a risk of so-called “high 
coupling,” where the kingpin does not enter and lock into  
the fifth wheel lock but rather on the coupling plate or the lock. 
Another possible error can occur during the manual connec-
tion of the electrical and pneumatic supply lines. To avoid this, 
the driver climbs into the space between the cab and trailer 
and puts the connections together by hand. EBS and pneu-

“Anyone seriously consider-
ing autonomous driving for 
commercial vehicles should 
also be thinking about au-
tomating the coupling and 
uncoupling processes.”
Alan Feltham, Director R&D Fifth Wheel,  
Kingpin & Coupler EMEA

matic control lines are particularly crucial for the semitrailer’s 
braking system. Any faults can lead to a failure in the brake’s 
function.

IAA prototype to be further developed for series production

“When automating the coupling process, we analyzed previous 
solutions but ultimately decided to take a different approach,” 
explains Sebastian Köster, head of the Automatic Coupling Sys-
tem Project at SAF-HOLLAND. “Right now, we are looking into a 
variety of possible solutions using pneumatic and electric drives 
to automatically open the fifth wheel.” Engineers are relying on 
inductive proximity sensors to monitor the distance between 
the fifth wheel and the skid plate, as well as the mechanical 
connection of the kingpin and fifth wheel. They pay close atten-
tion to the connection between the supply lines. A turntable is 
mounted to the kingpin of the trailer to which a boom is at-
tached with a plug-in element. Now, when the fifth wheel with 
a connector approaches the kingpin, the turntable automatical-
ly aligns with the fifth wheel, and the connectors connect 
 positively. This also enables the tractor and trailer to be coupled 
at an angle to each other. Another important point is the elec-
trical retraction and extension of the landing gear, which sup-
ports the trailer when it is parked. Initially, the project team 
 accomplished this with an electric drive that can be operated 
directly from the driver’s cab. “For highly automated coupling, 
this function can also be performed automatically in the future 
using the tractor control,” Köster explains. 
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The fifth wheel needs to be operated 
and monitored from the driver’s cab 
to make automatic coupling and un-
coupling possible. The developers are 
also working on several pneumatic 
and electrical solutions. Inductive 
proximity sensors then monitor the 
distance  between the fifth wheel and 
the skid plate and check the mechan-
ical  connection between the kingpin 
and the fifth wheel.

Ready for 
coupling

The development of the prototype shown at the 
2018 IAA Commercial Vehicles trade show will 
continue until it is ready for series production. 
The focus now is on reliability and durability 
when coming up against mechanical strain. “The 
system also needs to operate safely under the 
prevailing environmental conditions, such as high 
and low temperatures, moisture and dirt,” adds 
Köster. SAF-HOLLAND has the best prerequisite to 
succeed: the expertise of the global project team, 
which includes not only SAF-HOLLAND’s German 
locations in Singen and Bessenbach, but also 
co-workers in the US at the Muskegon and Holland 
(Michigan) sites. There is also a colleague contrib-
uting the know-how of the Chinese site in Xiamen, 
where parts of the automated landing gear were 
developed and manufactured. By cooperating 
 internationally, the various requirements in the 
individual world markets can be best taken into 
account.

Teamwork: Sebastian 
Köster, Alan Feltham and 
Randy Kübler (from left  
to right) automate the 
coupling process.
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Every liter of diesel saved counts. For freight forwarders, fuel 
represents the second largest cost after the driver’s salary. 
It’s no wonder that truck manufacturers today are all trying 
to determine whether electrified tractors have a positive 
cost-benefit ratio. So far, there has been little attention on the 
trailer, which still usually lacks its own drive. However, with 
the development of two electrified trailer axles, SAF-HOLLAND 
is now demonstrating that electric drives can also be worth-
while in a trailer. The commercial vehicle supplier has devel-
oped two concepts. The first is the SAF TRAKr, which has a 
 capacity of 30 kWh and briefly up to 50 kWh and works as a 
generator during braking. The electricity obtained can be 

Less consumption – less noise: Electric drives 
offer considerable advantages, not only 
for the truck but also for the trailer. With the 
 development of a family of electric axles, 
SAF-HOLLAND is preparing for the paradigm 
shift in transportation.

An extra 
dose of 
energy 
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used to power electrical equipment in the trailer, such as a re-
frigeration unit. This differs from the second concept – the 
SAF TRAKe – which temporarily relieves the tractor and has a 
maximum capacity of 120 kWh.

Even the small e-machine in the SAF TRAKr can achieve con-
siderable savings. Until now, diesel generators have been 
used for refrigerated trailers, which must also run while sta-
tionary, so that temperature-sensitive cargo does not spoil.  
If these generators were temporarily replaced with battery- 
powered electric machines, not only would the forwarder 
benefit, but also the environment. Battery-powered electric 
machines emit no exhaust fumes and significantly lower 
noise. This is not a niche application either: every fifth new-
ly registered trailer in  Europe today is equipped with a cool-
ing unit. The amount of fuel saved when using the TRAKr 

Better mileage: 
Fuel savings of 
up to 15 percent 

 depends on the respective application. “There are several 
factors involved,” explains Olaf Drewes, who is responsible 
for Advanced Research & Technology at SAF-HOLLAND.  
“The cooling capacity required can differ considerably, de-
pending on the region and the season.” The more powerful 
SAF TRAKe is always the option used when a particularly pow-
erful drive is required, for example when a truck is driving 
 uphill and has to accelerate. The electric motor provides up to 
4,100 Nm additional torque to the wheels at lightning speed. 
The additional support is also welcome when a truck and 
trailer combination is in the inner city and needs to operate 
purely electrically to protect residents from the noise of de-
livery trucks. SAF Holland sees some interesting applications 
not only for food but also for automotive transporters. In the 
latter, the electric drive in the trailer could also quietly power 
the hydraulics for the lift pump.
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The SAF TRAKr supplies energy to the  
refrigeration unit, for example 

This is an advantage when loading and unloading the transport-
er in the city because deliveries can then take place at night. 
LOHR Industrie is working together with SAF-HOLLAND and 
the SAF TRAKe to make these types of applications a reality. 

A modular family of axles

SAF-HOLLAND’s electrified axles form a family of axles whose 
basic construction is identical. For example, the engine-trans-
mission unit is located in the middle of the axles and is con-
nected to the wheels via the axle shaft. “This gives us a high 
degree of flexibility in matching various customer needs,” 
says Drewes. The transmission housing is even part of the 
load-bearing axle housing, which saves weight and also makes 
it possible to keep the same bolting points as with conven-
tional axles. 

In the future, SAF-HOLLAND would like to be able to calculate 
which axle represents the right solution for which customer 
by using a simulation program. This program is currently under 
development in cooperation with the Technical University of 

Braunschweig. The software takes into account the typical 
routes, including any slopes that occur and calculates the ulti-
mate fuel savings expected for a specific battery size. “Our 
goal is to advise the customer on the optimal configuration,” 
says Drewes. “An average savings of 15 percent is quite realis-
tic.” The additional weight of the trailer is expected to range 
between 500 kg and 1,000 kg, depending on the version of 
the axle and battery size. There are however efforts to expand 
the current regulations to take into account the use of elec-
trical systems in the trailer. Trucks and tractors may be allowed 
to weigh up to 1,000 kg more due to the electrical compo-
nents that do not reduce the permissible payload.

The first hardware tests are also currently underway. There is 
one thing SAF-HOLLAND is sure of and that is it will be a sys-
tem provider for electrified axles in the future, which include 
the parts for the battery, thermal management and electronic 
control system. “All components are coordinated,” assures 
Drewes. “That’s why we’re constantly expanding our team 
and our know-how.” When the time comes to IAA 2020, this 
work will have paid off: SAF-HOLLAND’s e-axles should be 
ready to start production.

1

3

2

Olaf Drewes,  
Director Advanced  
Research & Technology
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Wheel head without changes to  
series model at wear parts and brakes

Engine-transmission unit with  
50 kilowatts of maximum power 

Modular design enables 
high flexibility 
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Marie-José Navarre is Deputy Managing 
Director of LOHR Industrie S.A.

LOHR Industrie: We will equip 3 car-trailers in  
the first quarter of 2019 and gradually our new 
range of  car-carriers in the middle of this year.  
They will be delivered for three operators, one in 
South  Africa, one in the United States and one in 
Europe. Three different uses in terms of loading’s 
performance  and complex urban environments 
in order to get a lot of experience feedback.

What does LOHR Industrie’s roadmap for the 
 introduction of this technology look like?

LOHR Industrie: Axeal (AXle Electric Assist Lohr) is 
totally independent from the tractor, providing 
power  assist during acceleration and regenerative 
braking. It improves driving comfort and increas-
es performance by reducing fuel consumption.

The central mechanical system includes a differ-
ential, a reduction gear and a power take-off 
which can be coupled when halted to drive a pe-
ripheral (e. g. hydraulic pump). When halted, the 
electric motor can be disconnected from the 
transmission to drive a peripheral (e. g. a hydraulic 
pump) required to operate the trailer for example.

What is LOHR Industrie’s motivation for the  
application of e-axles to its trailers?

LOHR Industrie: SAF Holland has been working 
with LOHR Industrie for over 20 years. Its interna-
tional alignment and its  commitment to develop 
different e-mobility solutions naturally made us 
choose SAF-HOLLAND as a partner for Axeal 
 development. 

Why did you choose SAF-HOLLAND as a partner 
for the realization of your vision?

LOHR Industrie has been active in the 
design, production and sale of freight 
transportation systems for more  
than 50 years. The LOHR Group,  
headquartered in Alsace, has around 
2,000  employees worldwide.  
LOHR Industrie works together with 
SAF-HOLLAND in the  development of 
electric trailer axles.

Three questions for Marie-José 
Navarre, LOHR Industrie S.A.
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SAF-HOLLAND is developing a future service 
app using augmented reality technology for the 
first time. This app will enable service techni-
cians to use the camera function of an end de-
vice to identify axles by their applied codes. 
Technicians are then able to see a virtual model 
of the axle on a display and examine it from all 
sides, as if it were physically there. The techni-
cian can see an animated video demo of a com-
ponent, such as a brake caliper, by tapping the 
axle’s image on the screen. Technicians can also 
retrieve additional information about individual 
components via a direct link to SAF-HOLLAND’s 
spare parts shop, where they can order new 
parts such as brake pads. Short video tutorials 
are also available for more complex repairs, 
such as brake caliper repairs.

Talk to me 

Hub unit 
Part number: 03307304502

Disc break – INTEGRAL 
Part number: 04079001303

Rubber bearing bush 
Part number: 04177302800

Order catalogue

LISA doesn’t leave the service technician’s side. With her 
expertise, she identifies which trailer axle needs repair, in-
dicates which spare parts need to be ordered and explains 
the repair process step by step. LISA is not a human being, 
but rather the project name for an app developed by 
SAF-HOLLAND whose full name is “Learning Intelligent Ser-
vice Assistant.” SAF-HOLLAND is currently in the process of 
getting this service app and its augmented reality functions 
ready for series production. 
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A future edition of the service app is planned 
that will enable the app to speak to the techni-
cian. The idea comes from an everyday occur-
rence in the repair shops, where employees get 
their hands dirty. Instead of typing or wiping 
the screen, the technician can ask the app ques-
tions, which the app then answers out loud. 
This ability is still in the making. Users currently 
have to pay closer attention to their sentence 
structure and grammar when the area they are 
in gets louder. Therefore, more development is 
needed before this technology can be used in 
repair shops in all settings.
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SAF-HOLLAND already presented the first proto-
type of the new app at two trade shows last 
year. “The response has been thoroughly posi-
tive, from both trailer manufacturers and repair 
shop owners,” says Alexandre Charpiot, Vice 
President Sales Original Equipment and After-
market Europe at SAF-HOLLAND. Research is still 
needed, however, before the technology is 
ready for everyday use in the repair shop. The real 
challenge is what is called “tracking.” Tracking 
ensures that the virtual model of the product  
in question is placed over the actual object. Ref-
erence points cannot be used to determine the 
spatial location in a repair shop, and dirty or 
damaged components make tracking much more 
difficult. 

SAF-HOLLAND intends to have all of the remain-
ing technical issues solved over the next two to 
three years. Even so, the company is already 
thinking about the apps next phase of expansion 
where LISA will also be able to have actual con-
versations with service technicians.

At the end of 2018, SAF-HOLLAND introduced  
a new content management system for technical 
documentation so that the company can one 
day feed digital assistants with the right content. 
The goal is to migrate 80 percent of all of the 
 relevant documentation to the new system. 
The rest will be reconstructed based on the new 
requirements. SAF-HOLLAND already offers digi-
tal capabilities to 10,000 service contract part-
ners worldwide – and the plan is to significantly 
expand this.  Today, the company’s partners 
 already have the possibility to order spare parts 
from any smartphone using the “SH Connect” 
catalog app via an online portal. SAF-HOLLAND 
has been right in line with the trend with this 
app: direct customers, mainly wholesalers and 
intermediaries, are reporting a steady rise in the 
number of  online orders from repair shops.

Interview with
Alexandre
Charpiot

Alexandre Charpiot: As our original equipment 
business grows, so does the worldwide installed 
base of trailers equipped with our axles. As a re-
sult, we have been able to record a significant in-
crease every year in Europe for the past several 
years. It will take some time for this to carry over 
to the aftermarket business. The first brake pad 
change is usually not required until after the first 
two years, and the replacement of the brake disc 
is generally only necessary after at least three 
years. Our most important goal in the aftermarket 
business is that customers use the original spare 
parts we manufacture for their maintenance. We 
have to gain the confidence of dealers and ser-
vice  outlets. Digital offerings such as our service 
app have proven to be a good way to generate 
customer loyalty.

Alexandre Charpiot: Yes, it’s true that all com-
mercial vehicle manufacturers are working to 
make the most of their service network, and this 
includes digital offers. Incidentally, they are also 
taking over an increasing share of the trailers’ 
maintenance as the service intervals for tractors 
continue to grow longer. This is the reason why 
we work together with a number of manufactur-
ers in the aftermarket.

Mr. Charpiot, what are SAF-HOLLAND’s 
 strategic goals in the aftermarket?

The commercial vehicle manufacturers have 
 already recognized this as well ...
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Alexandre Charpiot, Vice President Sales 
OEM & Aftermarket Europe

Alexandre Charpiot: The shortage of skilled 
workers in the service area is already very evident 
today and is expected to intensify even more in 
the years ahead. Digitally guided repairs are 
therefore gaining in importance. And although I 
don’t believe digital tools can be used to replace 
all training, I do believe these apps will make  
it easier to keep repair staff up to date on topics 
that go beyond what is taught in classroom 
 training. In fact, we use some of the same digital 
content for our service app that we use in our 
training courses. We are also working on a pure 
online training offer via our recently introduced 
e-learning portal. This type of offer can also serve 
as a boost to our original equipment business.  
We won a large OEM order in the US simply be-
cause we had promised the manufacturer that  
he could train his sales team with our portal.

How do digital tools such as service apps 
 benefit repair shops?

What is your general approach to developing 
digital offers?

Alexandre Charpiot: Our goals for digitalization  
are completely separate from our goals in the 
 aftermarket. Our aim in the aftermarket is to 
 ensure that customers are satisfied with their 
SAF-HOLLAND products over the entire life of 
their vehicle. In the digital world, this means cre-
ating a positive customer experience. This is the 
reason we do not develop our digital services  
in a vacuum but instead bring our own service 
 technicians on board for the service app.

“We want to create 
a positive customer 
experience.” 
Alexandre Charpiot
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SAF-HOLLAND Production Sites

SAF-HOLLAND Production Sites

 CANADA
 Woodstock

 USA
 Cincinnati, OH 
 Dumas South, AR 
 Dumas North, AR 
 Nashville, TN 
 (as of Jan. 2019) 
 Warrenton North, MO 
 Warrenton South, MO 
 Wylie, TX

 MEXICO
 Querétaro City

 BRAZIL
 Alvorada

 GERMANY
 Bessenbach /  
 Frauengrund 
 Bessenbach /  
 Keilberg 
 Singen

6    ITALY
 Flero (Brescia)
 Nave

 T URKE Y
 Düzce

 SOUTH AFRICA
 Johannesburg

  UNITED ARAB 
EMIRATES

 Dubai

 INDIA
 Pune

 CHINA
 Baotou 
 (until Dec. 31, 2018) 
 Beijing 
 (as of Jan. 2019) 
 Xiamen
 Qingdao 
 Yangzhou 
  (as of second half of 

2019)

 THAILAND
 Bangkok

 MALAYSIA
 Kuala Lumpur

 SINGAPORE

 AUSTRALIA
 Melton
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This annual report is also available with interactive 
media and additional footage on the Internet at 
ar2018.corporate.safholland.com.

www.safholland.com

http://ar2018.corporate.safholland.com
http://www.safholland.com
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