PACKAGING WORLD

AUTONOMOUS PARTS OF
A SUCCESSFUL WHOLE

The Paxiom Group is made up of four independent companies.
Three of them make bhut don’t sell. One sells but doesn’t
make. Different? Who cares? It works like a charm.

BY PAT REYNOLDS, editorial advisor

= AT A GLANCE

Paxiom Group

LOCATIONS: Showrooms: Las Vegas, Toronto; Manufactur-
ing: Montreal, Miami, Shanghai

GROUP FOUNDED: 1991

GROUP EMPLOYEE COUNT: 200+

SALES CHANNELS: 80% direct, 20% distribution

SHOWROOM SIZES: 15,000 sg. ft., Las Vegas; 10,000 sgq. ft.,
Toronto

SHOWROOM CAPACITY: Up to 30 machines, or $2 million
in inventory

PRODUCTS: Primary packaging machinery including filling,
bagging, wrapping, and conveying; secondary packag-

ing machinery including case/tray forming, case packing,
robotics, scaling machinery including multi-head weighers,
combination scales




When Louis Taraborelli founded WeighPack Systems in
1991, it's unlikely he could have predicted that the Mon-
treal-based firm would one day be part of a four-pronged
packaging machinery entity with an unusual way of going to
market. But that is indeed what WeighPack Systems - along
with sister companies CombiScale, Eagle Packaging, and
Paxiom - has evolved into.

Each independently operated company brings
something different to the table. WeighPack manufac-
tures primary packaging machinery, including filling, bag-
ging, wrapping, and conveying solutions. Miami-based
Eagle Packaging, acquired by WeighPack in 2008, is a mak-
er of secondary packaging solutions; case/tray forming,
case packing, and robotics. And then there's CombiScale,
launched in 2006, which builds multi-head weighers and
combination scales in both Montreal and Shanghai.

None of these three has its own sales organization.
That's where Paxiom comes in. While the other three groups
focus on manufacturing, Las Vegas- and Toronto-based
Paxiom is essentially what knits the four firms together, be-
cause Paxiom is the sales division that represents the ma-
chinery made by the other three.

That alone would make the Paxiom Group consider-
ably different in the universe of packaging machinery OEMs.
Further differentiating it is management’s strong belief in
what it calls its Paxiom System Centers. The first of these
opened in Las Vegas in 2002. Now there’s one in Shanghai
and Toronto, too. Much like a well-appointed automobile
showroom, this is where customers can not only see but
actually use the machinery, test their products, and make
sure the Paxiom solutions meet their expectations. Each vis-
it is tailored to the customer’s personal needs. And facto-
ry-trained representatives are available to discuss specific
applications, offer training, and provide necessary expertise.

Three complete weighing and bagging systems, ready for
demonstration, line the System Center floor.

The idea is to design, manufacture, and inte-
grate state-of-the-art packaging solutions at exception-
al value, while developing lasting partnerships through
great quality and excellent service. Covered is a broad
range of filling, bagging, case erecting, and palletizing
machines with models to suit every application, produc-
tion requirement, and budget. With five global facilities
- Montreal, Toronto, Miami, Las Vegas, and Shanghai
- Paxiom Group has delivered thousands of packaging
solutions throughout the world and lets customers work
with one manufacturer, one service department, and one
point of contact.

Nicholas Taraborelli (top) has found that the low stress, low-distraction environments at Paxiom System Centers (bottom), like well-appoint-

ed auto showrooms, deliver a differentiating buying experience.

So why go to market as autonomous entities?

“Each of our companies has its own stand-alone
value, brand recognition, expertise, and customer base,”
says Nicholas Taraborelli, son of the company’s founder
and Paxiom's vice president of sales. “Each entity thrives as
its own business while offering the best buying experience
through our Paxiom System Centers.

STARTING THEM OUT YOUNG

No profile of Paxiom Group would be complete with-
out mentioning how the organization has been able to
leverage the talent and energy of the second generation
as it expanded from its WeighPack roots in Montreal.

“I moved to Las Vegas when I was 22 to
launch our first System Center,” says vice president of
sales Nicholas Taraborelli, whose father, Louis, founded
the organization in 1991 and now serves as CEO of all
the Paxiom Group companies. “And my brother James
moved to China at 24 to establish our Shanghai facility
and manufacture a diverse product line there.”

Taraborelli says that the move into China was
not by way of partnership or joint venture. “By that time,
we'd done enough work in China to recognize that the
only way to do things well in that market was to be there
ourselves,” he says. He also emphasizes that the goal
from the very beginning was for the China facility to be-
come a leading supplier of packaging solutions for the
Asian Pacific market and where possible reduce manu-
facturing costs in North America by supplying to that
market stamped sheet metal, electrical enclosures, and
other things, that can be more or less mass produced at
a significantly lower cost.




System Centers

Let's get back to those Paxiom System
Centers, because they're the straws
that stir the Paxiom drink. Taraborelli
calls them “the most exciting part of
our business.”

“It's a fact that a manufac-
turing environment is one with a lot
of distraction, making it difficult for
clients to focus on the equipment
they need to consider,” he says. “Our
showroom settings are designed for
the ultimate consultation experience.
They range in size from 10,000 to
15,000 sq. ft. and each includes more
than 30 packaging machines and
more than $ 2 million in finished ma-
chine inventory. We modeled them
after the personalized buying experi-
ence that's offer in the retail industry.
After all, these are long-term invest-
ments of high value, hence we ensure
that the appropriate amount of time
is invested with our clients to be cer-
tain that they find the right solutions
for their needs. Our service includes
hotel or airport pickup, customizing
our showroom per the requirements

of their project, and ensuring we have
all the available resources to thor-
oughly run product while the cus-
tomer is with us.

“Investing in packaging au-
tomation equipment can be daunt-
ing, especially as a first-time buyer.
There are a lot of steps in the deci-
sion-making process. We feel strong-
ly that we can provide customers with
the best experience possibly by let-
ting them see the machinery in per-
son, test their product, and validate
for themselves that this is the right
packaging solution that meets their
requirements - all in a setting that's
optimized to make the buying expe-
rience less stressful. It really comes
down to inventory and environment.
There's a lot of competition out there,
and how we separate ourselves is by
providing customers this unique buy-
ing experience.”

Because being a sin-
gle-source supplier is such a key
component in the way Paxiom Group
goes to market, it's fair to ask which



The compact SleekWrapper-40, show here at the HEXX chocolate shop at the
Paris Hotel, Las Vegas, can automatically wrap as many as 100 chocolate pieces
per minute

of the three machinery builders handles integration responsibilities
when a new line is installed. Taraborelli says it varies from case to
case. If it's largely an Eagle integrated solution, they will manage
line integration. If it's WeighPack or CombiScale, the same practice
follows.

Ute Mountain Tribe Farm & Ranch Enterprise offers a good
example of how this plays out (see pwgo.to/1741). At this rural
Colorado facility, corn meal is filled into pre-made pouches by a
WeighPack auger filler feeding a WeighPack Swifty Bagger. Sec-
ondary packaging - lane diverting, pouch orientation, case erec-
tion, case packaging, and case sealing - is done by machines made
by Eagle Packaging. Eagle also supplied the robotic palletizing. In
this particular line, some of the more challenging issues revolved
around secondary packaging and robotics, so Eagle bore the re-
sponsibility of line integration.

200 - strong

The group employes more than 200 people and generates between
$20 and $50 million in annual sales. It's a global player with geo-
graphic sales and support in North and South America as well as
Australia, India, and Asia Pacific. In those markets are 15 travelling
field service technicians. As for sales, about 80 percent are accrued
directly and the rest through distribution.

When it comes to new product development, Taraborelli
says it almost always starts with a customer’s needs. Once a project
reaches R&D, three key questions are asked. First, is it a one-off
solution for this client alone? Second, might this client place mul-
tiple orders for this product? And third, is there global market for
this machine? All three questions are carefully weighed, and the
answers shape the project if it's decided to move ahead with it.

Taraborelli estimates that about 80 percent of the ma-
chines built would fall in the off-the-shelf or standard category.
“We pride ourselves on being able to offer our clients quicker

delivery times than industry standards,” he
points out. “Hence we have created a standard
product line that is configurable for most every
client’s need and project specifications.

Other sources of new ideas about
packaging machinery, in addition to custom-
er requests, are international trade shows like
Interpack and PACK EXPO. But Taraborelli also
emphasizes how educational and influential
routine business travel can be. With offices
and people in such far-flung places, a certain
amount of globetrotting is inherent in Pax-
iom’s corporate DNA. Management makes
a concerted effort to make sure people are
paying attention to what's in the supermarket
from one region to the next. “We're seeing a
lot of fruit getting individually wrapped these
days in Italy and France,” Taraborelli points out
by way of example. “This trend is on its way
to North America, and we're making sure our
people in R&D are preparing for it".

Taraborelli says the firm invests about
10 percent of sales in R&D. “As a group we em-
ploy more than 30 engineers,” he adds. “Each
of our three manufacturing companies has its
own engineering department, and though they
operate autonomously, at times there’s a lot of
cooperation and sharing resources.”

When it comes to finding employees,
Paxiom once again benefits enormously from

being as geographically dispersed as it is. The cities where
it's located - Toronto, Montreal, Miami, Shanghai, Las Ve-
gas - are all dynamic cultural, educational, and social hubs
where talent is, if not abundant, then certainly available.
Languages spoken in these places are also numerous, and
in today's global marketplace, who wouldn’t want an em-
ployee base with a collective command of not just English
and Spanish, but also French, Cantonese, Mandarin, and
more?

One smooth flow

As for customer needs assessment, project management,
systems integration, and Factory Acceptance Tests, the
goal is to have them flow as smoothly as possible one to
the other. Needs assessment is essentially an interview
process aimed at verifying what the project requirements
are. "As important as it is to provide the right machine for
the specific application is to understand customer expec-
tations, including labor reduction, increased productivity,
and overall corporate goals and priorities”, says Taraborelli.

Once a purchase order is in hand, a project
manager is assigned who will follow the project right
through to Factory Acceptance Test, training, and on
into installation in the customer plant, where the train-
ing process continues. The project manager pays close
attention to engineering drawings as they evolve and
makes sure things like container samples are readily
available when the time comes.

So what does the future hold for Paxiom
Group? Plans are definitely in place for additional Pax-
iom System Centers, though Taraborelli prefers not to
tip his hand as to where they might be. Whatever city
they wind up in, it's a safe bet they'll be shaped by the
same core philosophy upon which the rest of the or-
ganization rests, a philosophy Taraborelli sums up this
way: "Be ready to adapt and be driven.” PP-0EM




From product to pallet. An example of Paxiom'’s single source capabilities is a complete system to automatically fill stand-up
pouches, package, case pack, and palletize.
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