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1) Because the balance sheet date was changed, the equity ratio for fiscal year 2000/2001 is not comparable with that of the following year.
2) Proposal to be made at the General Meeting.

The Kässbohrer Geländefahrzeug Group in Figures.

(All figures in € millions)

Key  F igures  

Consolidated Income Statement

Sales 154.4 130.2 132.2 136.2

Gross revenue 161.2 137.7 127.3 138.4

Cost of materials -96.4 -80.0 -68.2 -79.8

Personnel expenses -28.1 -26.6 -25.6 -23.8

Depreciation and amortization expense -2.6 -2.6 -2.6 -2.5 

Other operating expenses/income -17.3 -19.6 -20.5 -17.6 

EBIT 16.8 9.0 10.4 14.7

Financial result -1.4 -1.9 -1.7 -1.2

Earnings before taxes 15.4 7.1 8.7 13.5

Taxes on income -5.4 -2.8 -2.3 -5.2

Consolidated net income after taxes 10.0 4.3 6.4 8.3

Consolidated Balance Sheet

Assets

Fixed assets 12.1 13.1 11.7 10.8

Current assets/prepaid expenses 90.1 86.6 76.7 63.3

Equity and Liabilities

Equity 41.8 32.7 30.3 31.6

Provisions 20.3 15.8 17.4 19.6

Liabilities/deferred income 40.1 51.2 40.7 22.9

Total assets 102.2 99.7 88.4 74.1

Additional Key Figures  

Average number of employees for the year 427 430 426 384

Sales per employee (in € thousands) 362 303 310 355

Return on sales (based on EBIT) in % 10.9 6.9 7.9 10.8

DVFA/SG earnings per share in € 1.96 0.97 1.32 1.65

DVFA/SG cash flow 13.0 7.5 9.9 11.1

Equity ratio in % 40.9 32.8 34.3 42.71)

Interest-bearing debt capital 23.5 32.4 26.6 10.6

Net investments 1.6 4.1 3.9 1.3

Cash dividend per share in €2) 0.40 0.15 0.30 0.41

Cash dividend yield in % 2.5 1.2 2.5 2.6

October 1 to October 1 to  October 1 to April 1 to
Sept. 30 Sept. 30 Sept. 30 March 31

2003/2004 2002/2003 2001/2002 2000/2001
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Foreword by the Managing Board.

Fiscal year 2003/2004 was a successful one for Kässbohrer Geländefahrzeug
AG. At € 154.4 million (previous year: € 130.2 million), consolidated sales
were at their highest level since the Company was spun off in 1994. Our
consolidated net income for the year of € 10 million was also a new high for
the Company. The cost-cutting program launched in spring 2003 contributed
substantially to this result. This program enabled us to keep operating costs
at the previous year’s level despite an increase in sales of nearly 20%.
Optimizing our sales organization and gaining additional market share in
North America helped offset the US dollar exchange rate, which is critical for
our Company. In Germany, the measures introduced increased productivity in
our vehicle assembly operations, reduced administrative costs and resulted
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in savings in our logistics department. This improved the Company’s compe-
titiveness in all markets.

Good to excellent snow conditions in the past two winters have been posi-
tive for business at winter sports destinations and ski resort companies. The
number of overnight stays by guests rose and more lift tickets were sold. This
also substantially improved the investment climate. The global market volu-
me for slope maintenance vehicles grew by approximately 20% in the
2003/2004 season. We were able to benefit by more than average from this
trend to further reinforce our position as the world's leading company in this
segment. With a market share of over 50% of all slope maintenance vehicles

Rolf Glessing

Dear Shareholders,

Gebhard Schwarz, Chairman



reached a stable position with an equity ratio of 41%. Based on the positive
outlook for the coming year, the Managing Board and Supervisory Board
therefore propose to increase the dividend as against the previous year
(major shareholders: € 0.15, other shareholders € 0.30) to € 0.40 per no-
par value share for all shareholders.

The key objective in the near future will be to expand the Company’s de-
velopment activities by building on our market leadership position in both
product lines so that we can continue to offer innovative and cost-effective
solutions.

We would like to thank our customers for their confidence in our Company.
In the future, we will continue to work with our employees and suppliers to
do everything we can to ensure your success and to conduct business as a
reliable partner.

The market volume for new vehicles for the winter 2004/2005 season has
already surpassed the disproportionately high level of the previous year.
Incoming orders have therefore increased once again. As long as snow con-
ditions are good this winter, we can expect good results in fiscal year
2004/2005. We can only meet these objectives thanks to the exceptional
enthusiasm and motivation of our employees. With their dedicated commit-
ment, we will succeed, which is why we would like to thank all our employe-
es for their efforts. Their strong identification with our Company and our pro-
ducts will continue to secure the Company’s success in the future.

In addition, we would like to thank our shareholders for their loyalty to our
Company.

Laupheim, December 2004 

The Managing Board

Gebhard Schwarz
Chairman

sold across the globe, we are also the market leader in terms of technology.
Securing and further reinforcing this excellent market position is a constant
challenge – one we can meet only with the support of our customers and
suppliers. Our primary goal is to collate the experiences and requirements of
our customers and to systematically feed these back into the objectives set
for development projects. Skiers’ quality requirements in terms of slope pre-
paration are constantly increasing. The challenge we face in meeting these
demands – and ensuring success for our customers – is providing new
solutions that enable them to profitably prepare the highest quality slopes
possible. This strategy can only succeed if the expertise of our suppliers is
integrated into the vehicle development process in addition to our own
experience. Long-term partnerships with our suppliers ensure that these re-
lationships are successful.

The performance, reliability, and cost-effectiveness of our products, as well
as the quality of our service organization, are the foundation on which our
customers base their purchasing decision. For this reason, we have continued
to press ahead with a high level of development activities.

The developments of past years have secured our market success. The new
PistenBully winch enabled us to increase the number of winch-equipped
vehicles sold by 60% in two years. The PistenBully 300 Polar is the top vehicle
on the market, and sales of this model far surpassed our expectations.

To keep up with the rising number of PistenBully vehicles in operation, we
further reinforced our service organization. We offer the highest quality
training to the employees of our customers, dealers, and service companies
in our training center in Laupheim.

Due to this solid foundation, we are optimistic about facing the challenges
of the future. Incoming orders for the 2004/2005 season confirm this view.
Once again, we began producing slope maintenance vehicles earlier so that
we can ship the vehicles on time at the beginning of the season. As a result,
our vehicle inventories rose as of September 30, 2004.

Sales of beach cleaning vehicles declined in 2003/2004 after extraordinary
sales in the previous year due to oil tanker accidents in France and Spain.
However, market growth remains positive, if muted. In the coming year, we
expect to further strengthen our market-leading position thanks to the
launch of the newly developed BeachTech 2800.

The strong seasonality of our core slope preparation business with its
emphasis on vehicle shipments in the months of October through December
requires us to start production early. The necessary advance production of
vehicles results in a higher seasonal demand for working capital. Securing
this working capital at acceptable terms is essential to the Company’s
performance and its ability to handle seasonal fluctuations. Investment
requirements for the near future also require financial resources. Due to the
increasingly restrictive lending policies adopted by the banking sector, this
can only succeed if the Company has sufficient equity. The Company has

Rolf Glessing



Report of the Supervisory Board.

In fiscal year 2003/2004, the Supervisory Board was briefed by the
Managing Board on the Company’s intended business policy, fundamental
issues of future management, the Company’s position and development, and
significant business transactions by way of regular written and oral reports.
It also advised the Managing Board on these issues.

The Supervisory Board held 11 meetings in fiscal year 2003/2004. At least
two meetings were held per calendar half-year. The Managing Board briefed
the Supervisory Board in depth about the Company’s position. All
Supervisory Board members attended every meeting. The focus of the
Supervisory Board's discussions was on market and business developments,
corporate planning, investments, cost management, the progress of develop-
ment projects, the Company’s annual financial statements, the ongoing
review of existing commitments at its branches and subsidiaries, potential
acquisition projects, the Managing Board’s risk control system, and issues
affecting the Managing Board itself.

The Supervisory Board also examined key individual business transactions
and passed resolutions on matters submitted for its approval.

In between the regular meetings, the Chairman of the Supervisory Board was
in constant contact with the Company’s Managing Board. In addition, the
Supervisory Board was kept up to date about the Company’s financial per-
formance via monthly reports.

As the Supervisory Board only comprises three members, it has not formed
any committees.

The annual financial statements and the consolidated financial statements of
Kässbohrer Geländefahrzeug AG as well as the combined management
report and group management report for the fiscal year from October 1,
2003 to September 30, 2004 were audited by Prof. Dr. Binder, Dr. Dr.
Hillebrecht & Partner GmbH Wirtschaftsprüfungsgesellschaft-Steuerbera-
tungsgesellschaft, Stuttgart – the auditors appointed by the General
Meeting – and submitted by the auditors to the Supervisory Board together
with the audit reports in good time before the meeting relating to the finan-
cial statements on November 30, 2004. The auditors reported on their audit
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as a whole and on the individual focuses of the audit at this meeting on the
financial statements, and provided detailed responses to all questions posed
by the Supervisory Board. Unqualified audit opinions were granted for both
the single-entity annual financial statements and the consolidated financial
statements; the Supervisory Board noted and approved the results of the
audit.

The Supervisory Board examined the single-entity annual financial state-
ments, the consolidated financial statements, the combined management
report and group management report, and the proposal by the Managing
Board for the appropriation of net retained profits. It did not raise any objec-
tions on completion of its inspection. The Supervisory Board approved the
annual financial statements of Kässbohrer Geländefahrzeug AG, which have
therefore been adopted in accordance with section 172 (1) sentence 1 of the
AktG (Aktiengesetz – German Public Companies Act). The Supervisory Board
concurs with the Managing Board’s proposal for the appropriation of net
retained profits. The Supervisory Board approves the consolidated financial
statements and the combined management report and group management
report.

The Managing Board presented the voluntary dependent company report
prepared in accordance with section 312 of the AktG to the Supervisory
Board. The audit report prepared by Prof. Dr. Binder, Dr. Dr. Hillebrecht &
Partner GmbH Wirtschaftsprüfungsgesellschaft-Steuerberatungsgesellschaft,
Stuttgart, in accordance with section 313 of the AktG was also presented to
the Supervisory Board. The auditor issued the following opinion on the basis
of the unqualified audit:

"On completion of our audit in accordance with professional standards, we
confirm that
1. the factual statements made in the report are correct;
2. the compensation paid by the Company with respect to the transactions

listed in the report was not inappropriately high;
3. there is no evidence to indicate that conclusions materially different to

those reached by the Managing Board should have been reached for the
measures listed in the report."



The Supervisory Board reviewed the dependent company report prepared by
the Managing Board in accordance with section 314 of the AktG. There were
no objections to this report. The Supervisory Board noted and approved the
audit report prepared by the auditor on the Managing Board’s report. On
completion of its inspection, the Supervisory Board did not raise any objec-
tions to the Managing Board's statement that the Company was not dis-
advantaged by business with affiliated companies and that it received appro-
priate compensation for every transaction, and that it was not disadvanta-
ged by any measures taken or not taken.

Karl Knab resigned from the Managing Board on November 30, 2003. Mr.
Knab had accepted a position on the Managing Board in spring 2003 until
a long-term replacement could be found. He has now returned to his position
in the Company’s management as head of the global service organization.

On December 1, 2003, Gebhard Schwarz joined the Company as a member
of the Managing Board and was appointed as Chairman of the Managing
Board by the Supervisory Board. Mr Schwarz has all the experience to 
successfully manage the Company thanks to his extensive experience in the
special-purpose vehicle sector.

In April 2003, Kreissparkasse Biberach instituted proceedings at the
Ravensburg Regional Court against the resolution by the Ordinary General
Meeting of Kässbohrer Geländefahrzeug AG on March 28, 2003 regarding
item 6 on the agenda (elections to the Supervisory Board). The Ravensburg
Regional Court dismissed Kreissparkasse Biberach’s case against the
Company as unfounded in its judgment dated October 28, 2003. On
December 2, 2003, Kreissparkasse Biberach appealed against this verdict to
the Stuttgart Higher Regional Court. The General Meeting on February 4,
2004 confirmed the election of the Supervisory Board by the 2003 General
Meeting with the approval of a clear majority of our small and major share-
holders. The actions in fiscal year 2002/2003 of Supervisory Board members
Ludwig Merckle, Dr. Susanne Frieß and Adolf Merckle, who were elected in
2003, were approved in the General Meeting of February 4, 2004 by the
major shareholders and a large majority of the small shareholders. However,
Kreissparkasse brought an action for rescission of the resolution confirming
the Supervisory Board election in the General Meeting on February 4, 2004

before Ravensburg Regional Court. This action was later withdrawn by
Kreissparkasse Biberach. In its judgment dated November 10, 2004, Stutt-
gart Higher Regional Court dismissed Kreissparkasse Biberach's appeal
against the ruling by Ravensburg Regional Court on October 28, 2003 and,
in this context also dismissed the action for rescission of the resolutions of
confirmation passed by the General Meeting on February 4, 2004.

The Supervisory Board would like to thank the Managing Board, the
management, and all employees in and outside Germany for their hard work
in the period under review. This effort enabled the Company to improve con-
solidated sales and net income.

Laupheim, December 2004

The Supervisory Board

Ludwig Merckle, Chairman



Well-equipped 
to Scale Any Peak.

Cost-effectiveness at work. Perfection down to the smallest detail. Functionality day in, day out.

Our customers on five continents have come to the right place.

Regardless of what next winter may bring, PistenBully vehicles by Kässbohrer
make the best of any situation. They prepare perfect slopes as skillfully as
they handle expensive man-made snow when snow cover is less than
optimal. All of the PistenBully model series feature innovative solutions for
customers and are the top, tried-and-tested products in their class. After all,
they are at home wherever high performance requirements and the need to
work cost-effectively are combined. It is no surprise then that PistenBully
vehicles featuring new Kässbohrer technologies are the world's clear-cut
leaders when it comes to slope preparation efficiency.

"Intelligent snow management is the key to

meeting the growing demands of today’s skiers.

For over 30 years, Kässbohrer Geländefahrzeuge

has been the world’s top company for slope

maintenance equipment. Nearly 70% of all

winch-equipped vehicles on the market bear the

name PistenBully. And that's no accident – our

secret is knowing how to meet our customers'

needs."  (Harald Häge, PistenBully Sales)

Emotional, rational, global.
As breathtaking as snow may appear, as emotional as the connection that
skiers have with mountains may be, decisions in the slope maintenance
business are made purely with financial considerations in mind, just like any-
where else. How gratifying that, as in the past, the market analyses prepared
by operators are increasingly featuring the PistenBully brand by Kässbohrer
Geländefahrzeug AG. This is a result of the numerous positive qualities that
speak in favor of each individual model series and each specific vehicle type.
This comprehensive product range enables customers to select the appro-
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priate vehicles for many different kinds of requirements and to build a homo-
geneous fleet. We were able to fulfill the wishes of our customers for greater
engine and tiller performance in past years with the PistenBully 300 Polar
without sacrificing cost-effectiveness in the process. And it is precisely this
that customers value: the perfect synthesis of high performance standards
and driving comfort, as well as clear-cut economic advantages for operators.
The PistenBully 300 has been a fixture on the slope preparation scene for
years and is the most frequently sold vehicle of its kind in the world. As the
only global supplier in this field, cost-effectiveness remains our top priority.

Bu l l y

AT  A  G L A N C E :
> The PistenBully 100 model series: well-equipped

for cross-country trail maintenance and special
purposes.

> The PistenBully 200 model series: the cost-
effective way to efficiently manage snow.

> The enormous power of the PistenBully 300 Polar
can move even very large snow masses.

> The rope failure detector early warning system
monitors the winch rope continually to identify
even the smallest amount of damage and auto-
matically warns the driver.

> The intelligent, adaptive SNOWtronic tiller control
adjusts the tiller automatically to conform to the
terrain and snow conditions.

On the go – safely and cost-effectively.
Slope preparation is a substantial expense item for our customers.
Acquisition costs (based on a deployment period of approximately 10,000
operating hours) account for barely one-third of total costs, so the factors
that sway customers to buy are clear. Favorable operating costs for service
and maintenance, replacement and spare parts at fair prices and 15 to 20%
lower fuel usage (about four to five liters per operating hour) for a compa-
rable area covered are clear arguments in favor of Kässbohrer Geländefahr-
zeug AG products.

1 | King of the hill. The PistenBully against a breathtaking mountain view that beckons to vacationers.
2 | High-powered professional. PistenBully 300 W Polar. Raw power does it every time. With or without a winch.
3 | The summit stormer. The PistenBully 300. Man-made snow or natural splendor. Moving moments in any terrain.

3

2



30 Degrees Below Zero. A Turn of the Key
and Your PistenBully Starts Humming.

Brushing your teeth with melted snow. Hot coffee. 6:00 a.m. in Antarctica.

What you need now is a good friend: the PistenBully.

"The real resilience of a machine becomes 

apparent in extreme situations, whether under

the harshest conditions in Antarctica, in very 

difficult-to-access locations, on extremely steep

slopes, but also in indoor centers.

Kässbohrer has the perfect solution for every

situation. Used PistenBully vehicles in particular

are re-equipped for new duties other than 

winter use."  

(Alexander Metschkov, PistenBully and BeachTech representative, Bulgaria)

Specialized vehicles for every use.
From Antarctica to glacier fields. Each PistenBully is designed specifically for
a particular use. From the versatile PistenBully 100 for grooming ski trails,
snowmobile trails, hiking paths, and chair and surface lift tracks, as well as
smaller slopes, to the Antarctic version of the PistenBully 300, we manu-
facture and adapt our vehicles so that they provide the right solution for
every use. From the very beginning, Kässbohrer is a professional partner to
operators on all continents.

Reliability and longevity.
Our measuring stick. And we invest more in quality assurance than in almost
anything else so that we can guarantee these features at all times. The
expected performance, duration of use and service costs of new vehicles are
taken into account from the very beginning of the development process.

A passion for technology and attention to detail.
No product leaves our production line in Laupheim without the approval of
the customer quality center. Before being shipped, each vehicle is tested in
various load scenarios. An automated program simulates different types of
terrain and uses. In terms of reliability and longevity, PistenBully wins every
time. And quality pays off in satisfied customers.
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1 | In summer as in winter. Whether the job is transportation or cross-country trail maintenance, the PistenBully Canyon can be deployed all year-round.   
2 | Young and ready to tackle any challenge. Just back from one deployment and already underway to a new destination. PistenBully vehicles find a home quickly at Kässbohrer's used vehicle show.
3 | According to plan. Motivated employees find the right solution for any requirement – regardless how small.

1



AT  A  G L A N C E :
> Reliability and longevity are the most important

criteria for each and every PistenBully.
> That is why we invest more in quality assurance

than in almost anything else.
> Before being shipped, each vehicle is tested in

state-of-the-art test beds for three to four hours
under various load scenarios.

> Our used vehicles keep on going and going and
going – even 15 years later – thanks to our 
supply of spare parts.

> New markets are being developed in the Far East
and across Asia, both on and off the slopes.

Used? – Try well run in.
Quality increases value – on the used market, too, where all PistenBully
models are much sought-after vehicles. They have been in operation for
5,000 to 7,000 hours over a period of four to six years. Kässbohrer has a
suitable offering for every customer, regardless of whether they choose to
basically refurbish the vehicles themselves or prefer the quality provided by
our PistenBully repair shops – and our accompanying guarantees on used
vehicles. It’s good to know that even 15 years down the road, Kässbohrer
still has spare parts available to enable your PistenBully to keep going and
going and going…

Innovative ideas, new markets:
Eastern Europe, China, Russia… Kässbohrer Geländefahrzeug AG’s team is
present on the ground anywhere slope maintenance or applications for
particularly challenging terrain are on the increase. Not only selling, but also
providing vehicle service and customer care. This enables us to provide
optimal support for every vehicle sold. For customers, a local presence is
often a key factor in choosing a supplier. Our highly skilled technicians are at
our customers’ call during and after commissioning of a vehicle. And
PistenBully comes out on top even in the summer months. The vehicle's low
center of gravity and minimal surface pressure makes the PistenBully a valu-
able preparation and working vehicle in water protection and wetland areas.
And for soil-saving harvesting and soil maintenance applications in biotopes,
erosion-threatened Alpine areas and heathlands.

Bu l l y
2 3
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4 O'clock in the Morning. 1 Call.
2 Helping Hands. On Site Quickly.

Thick snowflakes. Crystal-clear skies. New snow cover down into the valley.

A turn of the key. Nothing happens. Who can help right away?

"Anyone who owns a PistenBully has immediate

access to a complete service package, including

an exceptional level of service availability. With

more than 130 service stations and agencies

worldwide, service can be provided 24 hours a

day. A particularly efficient after-sales program

consisting of training courses, consulting and

information exchange provides services that

ensure greater independence for our customers."

(Thomas Häußler, PistenBully repairman, Laupheim)

Se rv

Accept no substitutes.
Our customers know that trying to save on spare parts and accessories can
result in unpredictable follow-on costs due to service interruptions. This is
why they rely in their operations only on the quality provided by original
PistenBully spare parts. We provide not only a six-month guarantee on these
parts, but also the peace of mind you get from a perfect fit, superior materi-
als and, finally, better value retention for your vehicles. When necessary,
original-quality replacement parts can be shipped within 24 hours.
Our global service network is also unique. With more than 130 service 
stations around the globe in all key markets, we offer you quick product 
support 365 days a year on site. Or should we say, on the mountain.
And Kässbohrer's comprehensive selection of services extends even further.
We provide thorough training courses to our customers' technicians on our
vehicle technologies upon request. This enables them to complete minor
repair and maintenance jobs themselves on the mountain in their PistenBully
garages. The objective is to ensure availability of our vehicles every single
night, regardless of the wind or weather conditions, for perfectly groomed
slopes every single morning.

1 

1 | Easy to service. Even a PistenBully sometimes needs attention. Service technicians guarantee maximum availability, even atop the highest peak.
2 | Design lessons. At the PistenBully snow park camp, professional instructors teach drivers the latest tricks for real snowboarding kicks.
3 | All set to go. Rapid delivery of spare parts worldwide guaranteed by the state-of-the-art parts warehouse in Laupheim.
4 | By professionals for professionals. Professionals train customers to be more efficient and effective in using our vehicles.



AT  A  G L A N C E :
> Kässbohrer Geländefahrzeug AG offers customers

a complete support system, from consulting
through purchasing and training to used vehicle
sales.

> With more than 130 service stations and agencies
worldwide, PistenBully service is available 24
hours a day.

> Training, consulting and information exchange:
our after-sales program turns our customers into
PistenBully experts.

2

i ces
3

Driver training at our snow park camp.
A sophisticated program of training courses is available to customers to
ensure efficient use of their vehicles. Thirty-one training courses with 468
participants from 20 countries were held in the training center in Laupheim
in the past fiscal year alone. And vehicle and snow management are not the
only topics covered. For the fifth time, Kässbohrer Geländefahrzeug AG held
a snow park camp in Saas Fee. During this camp, selected instructors intro-
duce participants to the latest trends in snow park construction with a mix
of theory and practice. The topics covered include safety aspects in the con-
struction of terrain parks and their features, such as halfpipes, boardercross,
bank turns, jumps and rails. In the past, these features had to be created
painstakingly by hand, whereas today, they are designed using a joystick
from a ParkBully.

4



30 Degrees in the Shade. 15 Km of Beach.
A Reliable Helper Is What You Need.

Waves rippling quietly. Seagull cries rising into the cloudless sky.

White, clean sand as far as the eye can see. Wonderful.

Professional beach cleaning is a must in today's world. Thanks to BeachTech
vehicles, this requirement can be met quickly, safely and cost-effectively. The
BeachTech model series include the BeachTech 2000, 2800 and 3000, and
the self-propelled BeachTech Marina. All of our BeachTech models share a
patented raking, sifting and mixing technology that can be adjusted depen-
ding on sand conditions and the desired cleaning result. Even the smallest
waste particles are cleaned up effortlessly.
BeachTech technology has also proven particularly adept at cleaning stub-
born pollution, such as oil clumps after tanker accidents. In doing so, our
vehicles have made a decisive contribution to rehabilitating the environment
for flora and fauna – as well as for vacationers.

It may be small, but it packs a punch.
The BeachTech Marina. Agile and quick. Equipped with BeachTech techno-
logy for cleaning beaches at around 15,000 m2 per hour. Featuring pivot
steering in front and active rear-wheel drive that can be used optionally, this
model is extremely agile. The BeachTech Marina, a true all-rounder: with a
three-point hitch for accessories, it is also equipped for mowing, sweeping,
raking, or snow-clearing. This model’s large loading deck also makes it a
good choice for transporting luggage, equipment, beach chairs, sun shades
and much more, for even more cost-effective use of your vehicle. Professional
beach cleaning today goes far beyond the sea – for example, the BeachTech
Marina was put through its paces at Switzerland’s Lake Lucerne.

"Travelers still prefer beach vacations above all,

regardless of whether the beaches are in Italy,

Spain, France, the United States, or Australia. The

world is talking about BeachTech. Thanks to their

professional construction and series production,

all model series are far superior to the vehicles

manufactured by mostly local suppliers in terms 

of their cleaning performance and our professional

customer service." (Christian Bauer, BeachTech manager)

Beach14 | 15

1 


