Purmo poland
Wojciech makowski

Wojciech Makowski is something of a Polish paradox: simultaneously a shrewd
businessman and a famously generous, friendly character. Always on the alert to
see who he can help, Wojciech has managed to surround himself with people
who, in plain terms, love him. Clever Magazine travelled to Warsaw to meet the
man who introduced panel radiators to Poland, distributed Italian furniture, and
in one chapter of his life employed 70 people in a company producing blue jeans
from imported Brazilian fabric.
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was there. So I set up the company TKM
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to pay up-front for the products they

“I am grateful to have a lot of friends, and

wanted. Many of those same suppliers are

after the political transformation of 1989, 23

plastic pipes, from Italy, Finland and Sweden,
using the contacts I had made through the

“So I had become a normal merchant, and in

still operating today, and we have a strong

years later, it has been wonderful to watch

Institute.” The ever-important thermostats

the first year was very successful, very good

bond of loyalty there, a very good
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Around this time, in co-operation with the
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that there was no corrosion in panel
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says, “sports - I like biking, swimming and

radiators, as there was in the past, with open
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Polish market. Today, the Rybnik factory is
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and leaky installations. Thankfully, installers
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the most modern in Europe, producing
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radiators for distribution throughout Europe
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and Asia.
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Sowing the seeds for economic
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made heating very cheap, and as a result,

pipes that only weigh only 20kg. At the time,
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point, around 1993, when sales really took
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houses on both sides. One side of the road,
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traditional heating systems. On the other side
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the first. Of course there were other people

of the road, directly opposite, we installed a

at one point I was employing 70 people. At

the window – it was very primitive. I reasoned

who wanted to become secondary

modern equivalent: panel radiators,

the same time, I was importing and selling

that if the cost of heating went up, because

“I remember after a particular presentation,

merchants, to supply our products to

condensing boilers, and so on. After a year,

Italian furniture, a very enjoyable period of

the subsidies would disappear, then

an installer came to me and said . ‘I am

customers. But the problem was that they

the people in the new houses had energy

my life. But there was increasing competition

everyone would have to start caring

going now to sell my iron stock, all of it. I will

didn´t have any money. So I had an idea. We

bills 50% less than their neighbours across

from the east, from China, and in 1989 the

about their energy use. And I saw a clear

now only work with panel radiators’. That

company closed.”

opportunity. It was time to go back to my

was a very proud day.” There was another

first expertise, back to heating.” The

interesting aspect of the technology shift at

For some people that might mark an ending,

challenge ahead was huge: in a country

work. During the casting process for iron

but not for Wojciech. It was 1989, a time of

dominated by cast iron radiators, with

radiators, the inside of the radiator is left

real political transformation and transition

heavy iron pipes and leaking plumbing,

with a fine coating of sandy grit that cannot

in Poland. The socialist government until this

only 4% of households used panel radiators.

be completely flushed out. When

time provided subsidized energy, which

“It was very primitive, and the opportunity

thermostatic valves were introduced, it was

pipes. We made presentations to them,
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were there at last.

especially of Poland. Warsaw in particular.”
“There was another moment - a real tipping

I got a very interesting
offer from Rettig and so
in 1992 I sold the business
and remained on as MD
of the company
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