
Established 30 years ago, Simmtronic is amongst 
the UK’s leading providers of truly intelligent, 
responsibly-developed lighting control solutions.

INVESTING, ENHANCING & 
EXPANDING TO ENSURE COMPLETE 
LONG-TERM SATISFACTION

Operating with the ambition to the 

be the UK’s market leader in intel-

ligent lighting control solutions, the 

firm has actively worked to demon-

strate high standards of customer 

service, authenticity, integrity, and 

an ability to adapt to the changing needs of the 

market. These efforts have led to the contin-

ued commercial success and expansion of the 

company over its many years of operation.

As a technology-driven business, Sim-

mtronic has always pursued a path of contin-

ued investment into the business (particularly 

in product development) so as best to keep 

up with the changing needs of the market and 

maximise the utilisation of new technologies 

and methodologies as they become accessible. 

Even during the pandemic when large portions 

of the industry came to a standstill, Simmtronic 

not only adapted to the changing nature of the 

period very rapidly, but also utilised the period 

as a catalyst for further product development 

and of catching up with changes in market di-

rection to best position the company for after 

the pandemic.

To learn more about Simmtronic and the 

business’ activities over the last few years, we 

spoke with Mario Costanzo, Director & Found-

er of Simmtronic Lighting Controls, who ex-

plained: “Over the last two years we’ve been 

spending a lot of time focusing on product 

development. We didn’t furlough any of our 

technical staff, they kept on working through-

out the entire COVID period, developing lots of 

new hardware and software packages. Some of 

our new products include: the new touch plate 

and the touchless plate, and many software up-

grades. We have noticed a much bigger drive to-

wards smart buildings so have been focusing on 

this area too. The reason we have been spend-

ing money on development is because we have 

had clients asking for it. We are forever doing 

things, researching new products and software 

requests. A lot of products are being driven by 

what client wants, as in, what features they 

want or need.

“One of the biggest market trends has been 

people wanting data. They want large amounts 

of data from the controls to serve up a server/a 

cloud/ a data lake – all of which offer all building 

information in real-time to a big server to third 

party software developers such as MSI’s – mul-

ti service integrators who utilise the info and 

make up graphic dashboards for clients. They’ll 

use our information to integrate to other com-

panies – such as booking systems etc. People 

want information much faster, at a more in-

depth level, which has led to MQTT - very much 

suited to web-based applications. We’re about 

to launch an IoT Gateway which provides infor-

mation on a floor-by-floor basis to a MQTT data 

lake. Our next product launch does exactly this.”

Further to broadening its product range, 

Simmtronic has also been enhancing existing 

services with an emphasis placed on the com-

pany’s aftercare offering. Following on from 

the establishment of a very small maintenance 

department some 15 years ago, the firm has 

gradually been expanding this department and 

enhancing client aftercare to ensure complete, 

long-term satisfaction. Offering an “around 

the clock” service, Simmtronic supports exist-

ing customers with software upgrades, ample 

product maintenance, and a rapid turnaround 

due to the firm’s UK base. Support is also pro-

vided in an assortment of ways, including tele-

phone support, face-to-face engagement, and 

online resources to ensure that clients get the 

most out of the company’s services.

“One of the biggest 
market trends has 

been people wanting 
data. They want large 
amounts of data from 

the controls to serve up 
a server/a cloud/ a data 
lake – all of which offer 
all building information 

in real-time to a big 
server to third party 
software developers 

such as MSI’s – multi 
service integrators who 
utilise the info and make 

up graphic dashboards 
for clients.”
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Of course, going forward, the industry cer-

tainly doesn’t have a shortage of challenges in 

its way. Although Simmtronic did utilise time 

during the pandemic to advance its offering to 

the market, issues such as Brexit, the pandemic 

itself, and now the conflict in Ukraine have all 

contributed to a struggling global supply chain. 

Unfortunately, the issues seen in the sup-

ply chain have held back many organisations 

across the manufacturing sector from taking 

advantage of the commercial opportunities 

becoming available and have certainly made it 

difficult for businesses to offer resilient servic-

es to customers. This is something Simmtronic 

has been working very hard to overcome both 

for the present day and also going forward as 

the geopolitical situation around the conflict in 

Ukraine evolves.

“Any technology-based company like our-

selves has had many challenges over the last 

few years,” explained Mario Costanzo. “Brexit 

was a logistical challenge, making sure we could 

get our components, ordering well in advance, 

making sure we had the long lead time items in 

plenty of time and ordering bigger quantities 

ordered in advance, so we had a lot more stock 

and were prepared, when hit by COVID.

“COVID has been two years of challenges, 

like BREXIT, as in we’ve had a problem with lead 

times as some companies in China for example 

were shut down, providing logistic issues, as 
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things weren’t getting moved around due 

to port closures. It’s gradually easing up in 

the last six months. However, because of 

logistical issues, we are gradually now find-

ing ourselves moving into chip shortages as 

companies have been ordering larger orders 

of chips, and therefore larger manufacturers 

are only supplying larger companies who 

order bigger orders, so companies like us 

have had to order much bigger quantities 

for parts. Our Gesture Switch for example 

initially received a quote for 72 weeks to 

receive parts - but we managed to get some 

components, so it’s now drastically reduced 

the lead time.

“Now we are into the Ukraine war terri-

tory, luckily, we don’t buy anything directly 

from Ukraine or Russia. Unfortunately, both 

countries supply raw materials to many 

semi-conductor manufacturers in the Far 

East. The full impact of this has not yet hap-

pened but if it carries on for a long time, this 

will also have a very large impact for anyone 

that uses these materials in their products.”

 “Brexit was 
a logistical 
challenge, making 
sure we could get 
our components, 
ordering well in 
advance, making 
sure we had the 
long lead time 
items in plenty of 
time and ordering 
bigger quantities 
ordered in advance, 
so we had a lot 
more stock and 
were prepared, 
when hit by COVID.”


