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MEWAG AG
Established more than 150 years ago, ME-
WAG is one of the best manufacturers of tube 
bending machines, renowned for its very high 
accuracy and advanced development in new 
bending methods. MEWAG produces fully 
electronic and high quality products using 
state-of-the-art components to construct ro-
bust and reliable tube bending machines. ME-
WAG’s machines are used in a diverse area. In 
2012, sales reached CHF 9 million (80% of 
which was export), mainly to Germany. In 
2013, MEWAG was taken over by Daetwyler.

Proceeding
The team analysed the current market situa-
tion and the market expectation in each in-
dustry by primary and secondary research. In 
the preliminary stage, the team gathered in-
formation about the French market in each  
industry by secondary research and calculated 
the market potential. Based on this informa-
tion, the team did primary research to under-
stand the customers’ needs and create a 
proper promotion strategy. The team inter-
viewed existing and potential customers as 

well as an automotive market expert by 
phone, and then sent them an online ques-
tionnaire.

Results 
The aviation and aerospace industry shows 
the most promising demands for tube bend-
ing machines because of the global leading 
companies located in France and the positive 
market situation. Although the automotive in-
dustry has been shrinking due to the financial 
crisis, there is still an opportunity related to 
the development of the green car technology. 
On the other hand, there is already huge com-
petition in the tube bending machine provider 
market. Therefore, MEWAG should focus on 
the aviation and aerospace industry. Estab-
lishment of the representatives based on Île-
de-France where many headquarters of the 
automotive, aviation and aerospace industries 
are located will be helpful when building-up 
the market. Improved customer relationship 
management by efficient after-sales service 
and an enhanced brand awareness with clear 
positioning are also essential for the success 
on the market.

Client
MEWAG AG, Wasen
Thomas Dietler, Area Sales Manager
www.mewag.com

From the beginning we were 
satisfied with the students. 
They understood the task and 
our problems and goals. We 
always received the status re-
ports in time. Our goals have 

been met and we can continue working with 
the acquired information.

Coach 
FHS St.Gallen
Dr. Christa Uehlinger

The team faced different 
challenges, but gradually 
managed to find its way to 
make the project successful. 
It also had the advantage of 
having two French members 

familiar with the country-specific condi-
tions. At the end, the team came up with 
convincing recommendations for the client, 
allowing him to reembark on the French 
market. 
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Market Research on Tube Bending Machines in France
France accounts for 7% of MEWAG’s exports. As the company’s sales figures in 
the French market have dropped significantly in the last 5 years, MEWAG would 
like to increase its sales volume based on a market analysis focusing on the 
three main industries: Aviation and Aerospace; Automobile; and Tube Bending 
Service Providers.
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