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“Actually, the green aspect 
came in quite strongly five 
years ago. I think today it is 
quite normal to talk about 
environmentally friendly 
products but it was five 
years ago that we had to do 
something for the market 
really,” he adds.

Magni says the company had 
a head start in this area as it 
had been trading in the 

Japanese market, which called 
for eco-oriented products well in 
advance of the rest of the world. 

Marco Magni’s father, 
Giuliano, had also previously 
developed a method of 
vacuum-packing memory 
foam mattresses, condensing 
them into a small package that 
consumers could carry from the 

shop, which 

also helped to cut shipping 
costs and emissions during 
transport from the factory. 

“With vacuum-packed 
mattresses you can carry the 
same number of products in 
one truck as nine trucks of 
standard spring mattresses,” 
says Magni. “With this 
invention my father allowed us 
to have a product that is very 
environmentally friendly and 
very hygienic because from the 
company to the consumer, our 
product is sealed.” 

Magniflex have pursued 
natural benefits through 
technological means in other 
areas too, including infusing 
certain products, such as its 
Geoethic range of mattresses, 
with essential oils that are 
medically proven to aid restful 
sleep, says Magni. 

“We have special fabrics 
like lavender and aloe vera 
where we use, in this case, 
nanotechnology treatments 
that allow us to install millions 
of microcapsules that contain 
different kinds of essential oil 
inside the fabric,” says Magni. 

“We start with the lavender, 
because it is a proven by 
doctors that it helps you to 
relax and go into REM sleep. So 
we say it is a key point for the 
mattress because if you suffer 
from insomnia or need a lot of 
time to start to sleep we can 
help with this issue,” he adds. 

Magni says that the ranges 
being introduced into the 
UK will be supported by full 
training for retail staff to 
help them make sales in an 
increasingly well-informed 
consumer market.

“Now the consumer is 
not the same as 10 years ago. 
Now, sometimes the consumer 
knows much more than the 
sales person because of the 
internet,” he adds.  

Intriguingly, Magni says 
the firm have also started 
producing beds as well as 

mattresses: 
“We are now getting 

also into beds because 
the support for the 
mattresses is very 

important. So it is 
something that was missing  

from our products before but 
we want to develop this kind of 
line with Magniflex beds; it is a 
support that in the end will look 
like a bed – possibly you can use 

them like a normally designed 
bed in your home.”

More speculatively, 
Magni says that full product 
personalisation may be available 
from the company in the future.

“We have a lot of different 
products, so in the end you can 
find the right one for you. In the 
future there might be a special 
department that will be like Nike 
ID, where you can design your 
own product,” he continues. 

“This is something we are 
developing with the IT guys 
but at the moment it is not yet 
real personalisation. We try to 
develop products so in every 
product we find a certain kind 
of feature for a certain kind of 
person,” he adds.

With this creative approach to 
product development, it’s easy 
to imagine that the company 
will gain a fair bit of attention 
from consumers in the UK as it 
rolls out its previously unseen 
lines in this country. But amid 
all this fanfare, Magni says 
Magniflex will be taking the long 
view to achieve success: 

“Actually our feeling is that 
2010 probably won’t be the 
launch year for the economy,” 
he says. 

“I think 2010 is where you 
will feel the real crisis and our 
feeling is that maybe from 2012 
we will start to see the real re-
start of the market. We cannot 
complain, because since 2008 
when the recession started we 
have always maintained the 
same numbers,” Magni adds, 
observing that keeping a cool 
head during the good times 
helped them during recession.

“We didn’t invest in anything 
risky. For sure, we had a lot of 
offers because as a company 
we were quite healthy, but 
we preferred to stay out from 
this stage. Actually it is paying 
us today because we are not 
stressed to give back money to 
someone, so we can concentrate 
on the products and the right 
quality and advertising to the 
consumer in the market.”

This, like much at Magniflex, 
makes doing global business 
seem no more than a matter of 
prudent family housekeeping.

Family values underpin 
the company’s approach to business
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