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INTERVIEW

We love what we do!
A T S Ü D B A C K I N S T U T T G A R T, G E R M A N Y, T H E R E W A S A S TA N D T H A T H A D P R E V I O U S LY N O T
B E E N S E E N AT O T H E R E X H I B I T I O N S . T H E S I G N R E A D : W A LT E R S C H M I D T B A C K T E C H N O L O G I E
G M B H & C O . K G . T H E S TA N D W A S N O T O N LY N E W, I T W A S A L S O V E R Y L A R G E . T H E P R O D U C T S
SHOWN RANGED FROM A WOOD-FIRED OVEN, AN IN-STORE BAKING OVEN, A THERMO-OIL
TROLLEY OVE N TO A COM PLETE ROLLS LI N E - ALL AI M ED AT ARTISAN BAKE R I E S. I N TH IS I NTE RV I E W, W A LT E R S C H M I D T E X P L A I N S H I S CO M PA N Y TO B A K I N G + B I S C U I T I N T E R N AT I O N A L

bbi: Mr. Schmidt, what kind of business is this, who
are the people behind it, where did the money come
from, who put forward the ideas and what product range are
you offering?

+

+ Schmidt: I founded the company Walter Schmidt Backtechnologie GmbH & Co. KG. on February 2, 2008, in Feuchtwangen, Germany. I am the sole owner and General Manager of the company, abbreviated WSB. As we are a familymanaged company and as I have numerous contacts from
my former professional activities, there were no problems in
finding the right staff members for my company. Following
our motto, “We love what we do”, all colleagues and employees are highly committed. The customer feels this right from
the beginning. I always had a good sense of business and was
active in an entrepreneurial way. So the idea of founding my
own business was implemented quickly after my last job was
terminated. Finally, I have been able to develop and implement my own ideas. The financial frame was rapidly defined
and secured. As a result, all our activities are geared to expansion. The market is waiting for a new system supplier,
and WSB is ready for the market. As a system supplier, we are
able to cover almost all requirements that bakers have which
includes our new logistics system for in-store bakeries.

+ Schmidt: The question must be: “What will help the baker
in the future?” Our WSB team is convinced that we can only
survive in this highly competitive market if we provide solutions that have an added value for our customers.
Prerequisite is that we have products which are outstanding
in their performance. We have already developed such products together with our customers.

+ bbi: Could you please explain this in detail? For example,
what makes your wood-fired oven so outstanding that it is
worth customers opting for it?

+ Schmidt: There are different wood-fired oven systems on
the market, which involve all the benefits and shortcomings
of this specific heating technology. However, the question is:
“How intelligently does the control handle the energy input
for this oven?” We are able to adjust the energy input precisely for the product. This makes all baked goods reproducible at any time.

+ bbi: Controlling the energy input by demand sounds economically and ecology-minded. How about an energy comparison between this type of oven and a gas or oil-heated
cyclotherm oven?

+ bbi: When someone enters a market as a novice, he must

+ Schmidt: Any material, no matter whether it is iron or

offer something that is either much better or much cheaper
than the existing products in this market. In what direction
are you heading?

stone, can only pick up and store a certain amount of energy
within a certain period of time. The excess energy is dissipated and discharged through the chimney or used in a heat
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exchanger for the production of warm water. This is the reason why we apply our advanced MIP control for the Flammador
oven. Compared to a cyclotherm oven, the
energy costs are 40-50% less than those required for heating with oil or gas. Of course,
the deviating prices for wood pellets must
be considered.

+ bbi: In the field of thermo-oil ovens, you
are representing the Daub Company. Why
did you feel that you had to expand your
product range by thermo-oil ovens?

loaded at 300 °C and the products are baked following a descending temperature curve to 220 °C, the heat-up time is
about 30 minutes plus some time for equalizing. However,
the release for loading is only given after the stone has been
confirmed to be ready for baking again.

+ Schmidt: Experienced bakers know that
each system has its own characteristics
and they appreciate that. As a system supplier, we cannot omit the new Daub systems
otherwise our consultation service would
be incomplete. In particular, the new thermo-roll oven, Artisan Stone by Daub, will
succeed in the market. With its built-in
stone plates, it is an all-purpose oven in
the bakery suitable for almost all products. There is no need to store the hot stone plate in the
baking area when changing the product. This oven has its
own characteristics and can be operated around the clock.
The automatic loading system is designed to handle almost
any type of product.

+ bbi: The range of in-store baking ovens that can be pur-

+ bbi: It seems now that it is just the rack oven missing for a

chased in Europe ranges from a spiced up grill to a small
production oven. On which side of the scale does your oven
stand and why?

complete picture. Do you see it that way?

+ bbi: How long does it take for the oven to
reach its baking temperature again after
one batch of baked products has been finished and removed?
++ Walter Schmidt

+ Schmidt: Presuming that the oven is

+ Schmidt: Many customers visiting our stand at Südback
immediately recognized the sophisticated development behind our Panador Shop in-store baking oven.
Our own market analysis and predominantly our discussions with sales personnel in the bakeries pointed us in the
right direction. Again and again we were confronted with
the following complaints:
+ The control is a mystery to us
+ The programming needs too much effort
+ Fear of cleaning the glass windows
+ High breakdown rate of the ovens
+ Poor finishing and sharp edges
+ Costs too high
+ Service and spare parts are too expensive
+ Central unit break down and with this the entire oven
+ Radiation too high
+ Oven bakes too fiercely
Together with our Development Manager, Michael Schroeder,
and with Josef Opelka of Opelka Company, along with our
Service Team Manager for Baden-Württemberg, Wolfgang
Lutz, we designed our own individual solutions, e.g. a door
that opens to the outside for cleaning (patent pending). Our
specific MIP control will be used for all WSB products because it facilitates the handling by the sales personnel significantly.
Each module of our Panador Shop oven has its own individual control making it independent from a central computer. Added to that, the control is thermally insulated from
the oven, and via connector system, it can be replaced without high service costs. Our modular system fulfills (almost)
all requirements that today’s baker demands.

+ Schmidt: Of course! 25 years experience in the market
has left its mark on me and created the desire for a perfect
rack oven. Now, I have fulfilled my dream with our new
rack oven Brise FO. For this oven, Josef Opelka and I combined our experience and know-how. In the course of the
joint development work, we were surprised to learn how
much energy, commonly available systems, are still consuming.
Therefore, our benchmarks for this oven in terms of energy
savings, juiciness and homogeneity of the baked goods
were very high. Another factor important to us was the operating cost. Sturdy construction of the drive without turning table for almost all racks on the market was a must as
was the new MIP control. There are ovens commercially
available that need so much energy within an eight hour
shift that it is almost possible to finance a new WSB oven
just with the energy cost savings.
왘
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+ bbi: The biggest problems that a bakery encounters today
with its equipment are service, spare parts and downtimes.
Service technicians and spare parts are expensive and not always immediately available. Did these aspects play a role in
the construction of your ovens?

breath. On the contrary, we have had to increase our staff
numbers in order to stay on top of everything.
We distribute in all sectors, including the Munz system refrigeration technology, Pick/Gostol or our own developments;
we focus on everything. Nevertheless, there is my personal
favorite product, our wood-fired oven Flammador.

+ Schmidt: During the development, we opted for long service life and profitability. In particular, in the automotive industry, there are sophisticated technologies that are also
cost-efficient. All parts were subjected to an endurance test
to verify that they would withstand the harsh requirements
in a bakery. Service and related costs must be affordable.
This is our credo and we will implement this rapidly. It is
not only the purchasing price that is decisive but rather the
entire system with the oven or line.

+ bbi: How far will your distribution net span? What sizes of
bakeries do you intend to win as customers?

+ Schmidt: WSB, with its trained sales and service people, is
able to advise and handle all customers from the artisan
baker to the industrial bakery with high competence. My experience and knowledge and the experience and know-how
of my employees and colleagues will convince every customer that he has found the right partner with WSB.

+ bbi: Can you offer your services area-wide and what type
of service can a customer expect from you prior to purchase
and after purchase?

+ bbi: In which regions are you active right now and what

+ Schmidt: We guarantee our customers that his WSB prod-

+ Schmidt: Our sales activities, in 2008, are still focused in

uct will be ready for operation for the next production. To
achieve this, our own service team is available day and night
as are our partners on the market. They are all trained to
maintain our products and spare parts are available.
Service to us is not limited to after-sales service but also includes the commissioning by our own Master Baker Torsten
Siller.

Germany and Austria. Of course, we will expand our internal organization in a way so that we can handle a “small”
part of the export market in the future.

distribution areas are you striving for in the ideal scenario?

+ bbi: The world right now, is sliding into a recession. This
is probably not the most favorable time for starting a new
business. Are you concerned about that?

+ bbi: Today, all manufacturers of bakery machines have

+ Schmidt: What about 1945? Were times better then? Our

suppliers that provide components and/or entire machines
or ovens, respectively. How does this work with you and how
do you ensure quality control and warrantee?

fathers and mothers did not give up and I and my employees
and colleagues couldn’t agree more. We will not wait for the
government to support us. The market is not my concern
because we know what we can do.
I just hope that our company will be treated fairly and that
our performance will be recognized.

+ Schmidt: The Panador deck oven is produced according
to WSB specifications. Our manufacturing partner has 40
years experience in heating gas circulation technology; his
know-how is just as convincing. For many customers, the
oven is an “old acquaintance”. All our suppliers have at least
20 years on the market and their business is healthy – this
ensures reliable spare parts supply and function in the future as well. Our Head of Development, Michael Schroeder
and his team are responsible for the quality check of our
products.

+ bbi: You founded your company in February 2008. How is
your business progressing and what fields are the bakers
most interested in?

+ Schmidt: Since our appearance, in October, at Südback,
the WSB Company, with its partners, has been accepted as a
system supplier. The launch of the new products will be
completed in January 2009. It will be interesting to see what
ideas we will come up with. The sales and distribution for
South Germany and Austria is running smoothly; we will
soon expand our sales activities throughout all of Germany.
Our current orders at hand are not allowing us to take
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+ bbi: You have been active in the bakery trade for 30 years.
How do you assess the chances that artisan bakeries have in
the traditional medium-sized oriented bakery markets in
Austria, Germany or even the Benelux States?

+ Schmidt: I am positive that the small and medium-sized
bakeries will experience increased pressure from the larger
craft bakeries and the industrial bakeries. However, there
are sufficient companies that have shown how to withstand
this pressure after they have recognized that it is time to
react. When looking at the market with open eyes; much
can be learned. France is a good example of this. Here,
small and industrial bakeries exist quite well next to each
other. Everybody knows his strengths and uses them. The
team at WSB will do everything needed to make sure that
our customers will be able to work profitably in the future
as well.

+ bbi: Thank you very much for your frank answers. We
wish you and your company all the best for the future. +++

Review: Out-of-home
market Europe
Special edition of baking+biscuit international
Wrapped sandwiches eaten as snacks, pizza
delivered to the doorstep, donuts and coffee
to go – modern lifestyle and consumption
habits create new markets. The new Review
presented by baking+biscuit international
provides a survey of these new markets
where baked goods play an important role.
Aside from a description of the current
situation of the European out-of-home
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market, the review issue offers detailed
analyses of individual geographical markets and specific product segments,
portraits of key market players as well
as technical features on advanced production processes for the most important product
categories. The overview of this interesting market seen through the lens of the baking industry
is completed by company-specific articles on leading market suppliers.

Review: Out-of-home market Europe

Order information:

Special edition of baking+biscuit international

f2m foodmultimedia GmbH

English language

Distribution department

Softcover, 152 pages,

Behnstraße 61

price 30.00 Euro plus postage + handling

22767 Hamburg, Germany
Phone +49 41 52 84 77 39 40
Fax

+49 40 39 90 12 29

E-mail foerster @ foodmultimedia.de

B
m ack
us gr
eu ou
m nd
‘H p
et ict
W ure
a r s:
m N
e ed
La e
nd rla
’, n d
H s
at B
te ak
m k
. er
ij-

technology in food production systems and bakeware

FROM SILO
TO TRUCK
Engineering, logistics,
proofing, cooling,
freezing, cratehandling, conveying,
straps and sheets
Kaak Nederland b.v.
P.O. Box 16
7060 AA Terborg
the Netherlands
Tel +31 (0)315 33 91 11
Fax +31 (0)315 33 93 55
www.kaak.nl
info@kaak.nl
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Dough preparation

Thermal-oil heated
ovens

Ovens, Proofers,
Pizza Lines

Coatings

Benier Nederland b.v.
P.O. Box 2165
5202 CD ‘s-Hertogenbosch
the Netherlands
Tel +31 (0)73 615 05 00
Fax +31 (0)73 615 05 01
www.benier.nl
info@benier.nl

Daub Backtechnik GmbH
P.O. Box 910161
D-21160 Hamburg
Germany
Tel +49 (0)40 547 690
Fax +49 (0)40 547 69166
www.daub-hamburg.de
info@daub-hamburg.de

MCS Srl.
via E. Fermi 6/8
38061 Ala (TN)
Italy
Tel +39 (0)464 67 56 00
Fax +39 (0)464 67 15 85
www.mcsbakery.it
info@mcsbakery.it

Lhotellier R2A
Z.I.-6 Rue Nicolas Appert
F-41700 Contres
France
Tel +33 (0)2 54 79 70 00
Fax +33 (0)2 54 79 70 10
www.lhotellier-r2a.fr
info@lhotellier-r2a.fr
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