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Parma is famous for a lot of things: the University, one of the 
oldest educational institutions in the world, magnificent palaz-
zos and exquisite churches and, of course, its rich gastronomic 
tradition. But there is more to the province of Parma than just 
beautiful landscapes and gourmet cuisine. It is a home to many 
businesses, including the diamond tooling industry and Cuts 
Diamant is one of its most established companies. 

Started out as re-seller
Cuts Diamant’s founder Roberto Fontanesi started to deal in 
abrasive tools in the mid 1970s. It was not long before he came 
across diamond blades and immediately recognised the potential 
of the new technology. The 1970s and 1980s were the time when 
the diamond tooling industry was developing rapidly. Demand 
was voracious, yet supply was scarce. Fontanesi lost no time in em-
bracing the new business opportunity, first as a re-seller. Shortly 
after he entered a partnership with a local manufacturer that spe-
cialised in diamond tools for stone processing. But Fontanesi had 
his sights set on the construction industry, and together they set 
about developing diamond consumables for these applications. 
The year was 1983, and Cuts Diamant was born.  

Blade runners
At the outset, the fledgling manufacturer, with only five employ-
ees, focused on making diamond blades for cutting concrete and 
asphalt. It took a few years for the new brand to win recognition, 
but once that was achieved, business took off and kept going 
until the 2008 recession. Towards the mid 1990s, Cuts Diamant 
expanded its product range with core bits and, two years later, 
with masonry and floor saws. This allowed the company to 
boost its market share by 20%. The growth was fast and steady 
throughout the 2000s and, by the time the crisis struck, the 
company had 28 employees and manufactured some 100,000 
pieces of diamond tooling and 1,500 machines a year, with most 
of the products sold domestically. But the global crunch made 
the Italian producer to drastically change its plans. 

Survivors
To navigate through the crisis, Cuts Diamant instigated a major 
overhaul of its business practices. It almost halved the number 
of employees, streamlined the manufacturing process and shifted 
its focus towards international markets. Although about 60% 
of the company’s output is still sold in Italy. Cuts Diamant has 
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set a goal to increase export to the same figure within two years. 
Currently, the manufacturer supplies its diamond tools and 
machinery to over 40 countries, with France, Spain, Germany 
and Austria being its biggest markets in Europe. The company 
has also established a strong presence in North Africa and the 
Middle East. 

Constrcution prioritised
With a burgeoning quarry industry, Italy teems with suppliers of 
diamond consumables for stone cutting. Cuts Diamant, on the 
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est equipment is the masonry saw MT 750 for cutting concrete 
and stone blocks, which accommodates blades of up to 750mm. 
Laser-welded wall saw blades with positioned diamond, floor 
saw blades for green concrete and a new range of floor sawing 
machines are in the pipeline. 

Technology-savvy team
Despite being one of the oldest and venerable toolmakers in 
Italy, Cuts Diamant has a vibrant and forward-thinking team 
of professionals. They appreciate the importance of the Internet 
and strive to maximise its capabilities. The company’s website 
features 10 language options for foreign customers to navigate 
and is continuously updated. “An attractive and well maintained 
website is like a nice booth at a trade show, but unlike a real booth, 
is open for customers all the time,” said Cut Diamant export 
manager Stefano Bertani. Besides the website, the company is 
listed in every business directory and has its profile on all the 
popular social networks.       

Aiming for new markets
Being a small company does not prevent Cuts Diamant from 
thinking big. The manufacturer believes that the balance of power 
in diamond tools is shifting from Europe and US to Africa and 
South America. It is these markets, along with some Eastern 
European countries like Russia, that Cuts Diamant plans to 
penetrate in the short to medium term. It already has North Africa 
covered, but the continent is huge and the business opportuni-
ties are almost limitless. A small company’s big advantages are 
short lead times and flexibility, and these are the strengths that 
Cuts Diamant plays on to survive and prosper in such a fiercely 
competitive environment as diamond tools.  These qualities also 
make the company a reliable OEM manufacturer. At the moment 
private label manufacturing accounts for 35% of the company’s 
export turnover, and Cuts Diamant looks to boost this figure in 
the near future. Another short-term priority for Cuts Diamant is 
to enter the plumbing and installation industry. To get a foothold 
in this business, the company is going to exhibit at the MCE trade 
show in Milan in March. But the company is pining its hopes 
on the Internet, rather than trade shows, in reaching out to its 
customers. “Exhibitions are still very important in the areas where 
the Internet is not yet omnipresent, but anywhere else the best 
way to reach your target audience is to get online,” said Bertani. 

www.cutsdiamant.com
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other hand, is one of the few that have prioritised construction 
since day one. Its range boasts enough products to satisfy con-
tractors with small diameter core bits and floor saw blades up to 
1.6m wall saw blades. The company’s core competence, though, 
is diamond blades for concrete and asphalt cutting. 

The latest additions include asphalt blade EC 715, with 
15mm segments, and the EC 620, available with both standard 
and turbo segments. The company believes in the benefits of the 
positioned diamond technologies, and it has recently introduced 
such core bits into its portfolio. On the machinery side, the lat-
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A Cuts Diamant blade in action.  


