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fafairir l lasast t yeyearar, , MrMr S Shehen n didiscscovered that hahann-

dle-less door panels were e cucurrrrenentltly y trtrenendiding 

in furniture and interior design. Since thenen 

he had been on the move, looking for a re-

alistic solution to reproduce this look for his 

range of bathroom cabinets, which are mo-

stly exported to Europe. 

The Stefani Solution achieveves s exexacactltly y ththis. 

‘J‘J’, ‘ ‘L’, or 45-degree-angle profiles can be 

done in one fell swoop, elimimininatatining g g lalalaboboboriririouous s 

prprococededurureses o of f cucuttttining,g, r rououting and manual 

spraying. In doing so, the process not only 

saves s titimeme andnd l lababouour,r, i it t alalsoso r rededucuceses h harar-arar

mfmfulul emissions from paint spray. Common 

ededededgegegegebababandndndnderererers s s s onononon t t thehehehe m m m marararkekeket t t cacacan n n onononlylylyly p p p p p prorororo-

cececececessssssss fl fl fl fl flatatatat e e e edgdgdgdgdgdgdgeseseseseses. 
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twtwtwo o o o enenengigigineneneneererers s frfrfromomomomom I I I Itatatatalylylylyly w w whohohoho t t tooooooooook k k k thththe e e chchchananan-

cece t to o trtraiain n anand d certrtifify y anananotototheher r 4 4 enenengigigineneneererers s s s 

frfrfromomom C C Chihihihinana, ToToTonana w wilill l hahaveve a 2 24-4-hourur r r ree-

momote assistance e sususupppport guguararananteteeded b by y thththe e 

ChChChChChinininesesesese e e e teteteteteamam a at t ththe e ShShenenzhzhenen s serervivicece c cen-

trtre e duduriringng t thehe d dayay a andnd b bacackeked d byby t thehe I Itatalilianan 

teteamam d dururining g ththe e ninighght t shshifift”t”

A DIFFERENT TYPE OF AMBITION
At 44, Mr Shen is a rare breed of bosses in China—where price is often the deal breaker when it 

comes to finalising a sale. But to him, money isn’t everything.

“There is so much potential in this investment,” he said. “I’m one step ahead of everyone in the 

industry, that’s an advantage isn’t it?”

Tona, founded in 2002, is one of the market leaders in China’s industrial cluster for bathroom fur-

niture manufacturing. The region comprises Taizhou, Xiaoshang and Pinhu in Zhejiang province.

By 2007 the company had fixed its vision on design-based, high-end bathroom furniture for the 

North American and European markets. In December last year, a new e-commerce channel was 

launched to tap into the domestic market. Its target audience is young families as well as the mil-

lennial generation of young, trendy consumers in pursuit of taste and style.

In 2015, Tona’s total sales reached RMB 173 million yuan (US$26.8 million). This year’s target 

is set to increase 30%.

“I dream to be listed on the stock exchange one day,” said Mr Shen. 420 workers (including 12 

designers) on Tona’s payroll are constantly working towards this goal. A lot also depends on equip-

ment that can transform good design into reality whilst achieving better yield and efficiency. To this 

end, the Stefani Solution is one of the investments that will take this ambition forward.

Since the demand for handle-less doors panels is expected to accelerate, Mr Shen has already 

planned to buy another machine down the road.

He said, “Handle-less doors are going to trickle down to Asia, it won’t go out of fashion so soon. 

Anyway, if the design changes, the Stefani Solution can revert back to ordinary functions.”

“It is certainly a revolutionary machine.”
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Shen is not ononone e toto pasass upupupup on a a gogogogogogol-

den opportunititity whwhenen he e sesees i it.t.t.t.t. It 

totookok him a mere 303030 m minututes—f—f—f—from m ththththe 

first contact to finfinfinalal p purchchase—e—e—toto s s s sayay 

‘yes’ to the Stefaninini S Solutioion, a a a a newew e e e ed-

gegebabander offered b by y ththe SCSCM M GrGrGroup p thththththththat 

can create ‘J’, ‘L’, a andnd 4 45-degrgrgree-a-angngngngngngngngle 

profileles. There was n no o hesisitatatation. ThThThThThThThe e 

chchaiairmrman of f ToTonana B Batathroooom m Furnrnitititititurururure 

saw samples broughght to his T Taiaiaiaiaizhzhzhou C C C C C C C Citity y 

officfice e and immediatelely y liked ththe e e e machchchinine e e 

bebehihindnd i it.t. He hadn’t e eveveven seseenenen the r r r reaeaeaeal l l 

thing. “WhWhatever it cococoulululd dodo, , I I knew t t t t t t thihis s s 

was whatat I was lookingngng f f foror,” saiaid d d MrMrMr Shehehehehehehen,n,n, 

“the discussssion after ththththatatat wasas m m m more ababababababouououououout t t 

after-sales support.”
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