Laying the foundation in prefab

Any person who has ever played with Lego or an Erector 5a
understands the advantage of combining standardised cld
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Querzoli namesake Giovanni Querzoli laid
the foundation for the modern prefab
specialist back in 1951, amid Italy’s post-
war reconstruction boom. The initial goal
in those nascent days was to provide con-
struction services to small communities
and municipalities in the Northern Italian
province of Forli-Cesena. The death of the
founder brought the company’s develop-
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ment to a screeching halt in 1961, While
this proved to be a huge blow, the enter-
prise used this difficult time to regroup it-
self and find new emerging markets in
construction.

This led the next generation of the com-
pany's management to the production of
prefab elements, starting in 1963-1964,
Ina 2,000 m2 production hall, Querzoli

ments 1o create new structures in a short time. Prefabricate
concrete elerments offer similar advantages in the con
tion of everything from new buildings and bridges 1o sewer
and canal systerns: shorter construction time andd reduce
cost. These are the factors that have lec {’}Mgﬂﬂiz’i«{}ﬂﬁﬁé In
both the private and public
R.L. Drawing on the expertise of its worl
force and 50 years of experience, the
ist, which is based in Forli, delivers innovative solutions thert
meet the needs of its customers in terms of both flexibility
and design. These factors are enabling the family-owned
enferprise to begin fo make the fransition to new markets in
Europe and the Middle Eqast.
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embarked on the next chapter in its
history. Buoyed by the success of its new
direction, the Italian enterprise was soon
looking to buy a larger space, settling on
a 7,000 m? facility, At the same time, it
invested heavily in its production capanbili
ties and engineering. By the mid-1980s,
Querzoli had expanded into its current |
market in Northern Italy, which is concm%




Individual elements can be combined to create larger ones or entire

turnkey buildings

trated around Emilia-Romanga and Tus-
cany. Still the period was not without its
setbacks. For example, ltaly’s real estate
crisis in the mid-1980s had a serious ef-
fect on the enterprise’s bottom line. At
the same time, after years of toiling with
few competitors, Querzoli saw the ener-
gence of many new players in the prefab
market. Once again, the italian company
used these hurdles to its advantage in
order to strengthen its bottom line, while
also expanding its capabilities and effi-
ciency. When the real estate market

bounced back, the prefab specialist was in

a strong position to benefit from the up-
swing. Such shrewd business decisions

have paid off handsomely
for the family-owned enter-
prise, which today is an in-
dustrial group. Besides Quer-
zoli, the industrial
construction unit, the Quer-
zoli Group today also in-
cludes a real estate arm with
seven independent compa-
nies. The real estate business
is a product of the group’s
efforts to provide customers
a complete package of serv-
ices and products. These
companies build and sell
turnkey-ready residential
homes and industrial
buildings.

To this end the group has
also forged strong partner-
ships with major names in
the construction field, in-
cluding CLM and Prefabbri-
cati Santerno.

The programme covers
everything from prefab
bases, pillars and beams to
garrets, swinging roof pieces
and gabled and flat roof ele-
ments. These come in both
standardised and customised

Prefabricated arches are an increasingly favourite solution

sizes, in order to provide maximum flexi-
bility. The standard sizes of the founda-
tion elements, for instance, range from 50
x 50 to 70 x 70 cm. The pillars come in
typical norm lengths, The beams come in
both standard lengths and special lengths
up to 30 m.

Many architects and planners fear that
prefab has to mean boring, predictable o
inflexible. Querzoli has taken great strides
o demonstrate that this is far from the
case. By tapping into more than five
decades of experience and the skilis of its
outstanding workforce, the ltalian prefab
specialist is able to create the right sclu-
tion to meet the requirements of the
most demanding architects, technicians
and engineers. These efforts include re-
search and development on tomorrow’s
solutions, created through the application
of new techniques and materials.

"We take enormous pride in our ability to
fulfit our customers” exact requirements
for customised elements,” underscores
Widmer Spadoni, managing director, "We
can meet demands for every length and
width. In addition, we can combine indi-
vidual elements to create aesthetically
pleasing solutions, such as roof elements,
arches or curved elements.” The pinnacle
of its customisation service is when
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Querzoli receives the architect or plan-
ner’s documents at the earliest stage, al-
lowing it to develop each element for the
project.

Another area where the prefab specialist
is seeing more demand is for complete
turnkey solutions. On such projects, it
combines its own elements with construc-
tion materials from other suppliers. “We
seek out the right supplier to meet their
needs,” explains Mr. Spadoni. “We even
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go so far as to seek out the right parcel of
land to fit their needs. Finally, when
everything is in place, we construct the
building according to the customers’
exact specification, providing one invoice
for the entire job. This kind of project re-
flects our commitment to building a close
connection to our customers.”

The elements are made from heavy-duty
cement guaranteeing substantial structur-
al performance, with an eye towards

achieving the optimal balance between
weight and strength. At the same time, it
guarantees outstanding quality. In fact,
Querzoli is confident of its quality and re-
liability that it offers custorners compre-
hensive warranties.

Service is another element in Querzoli’s
quiver, Service at the Northern Halian en-
terprise starts at the initial contact and
continues all the way to the customer’s
door. Little wonder that it has carved out







