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Pio Nahum
One of the most recognisable and respected 
people in the professional lighting industry is 
Clay Paky’s Pio Nahum. Charming, outgoing and 
approachable, Nahum is an Italian gentleman 
who exudes confidence and panache. Not only 
is he frequently seen at all the most important 
trade exhibitions, he possesses a wealth of 
knowledge about lighting, derived from his 25 
years of experience in the industry.

During the recent Prolight + Sound Exhibition 
in Frankfurt, Nahum took time out to grant 
Entertainment Technology Asia an exclusive 
interview where he talked about the reasons 
behind Clay Paky’s recent commercial success 
and gave his opinion about the future of 
professional lighting. 

ETA: How did you start out in the 
professional lighting business?

PN: It began as an opportunity. At that time I 
was working for Michelin, in the tire industry. 
I had to commute very far everyday and I 
wanted to spend more time with my family. A 
friend of mine told me about a small company 
that was looking for a new sales director and 
was located very near to where I lived. I asked 
him for the name of the company and he 
told me it was Clay Paky. “Clay Paky? What a 
strange name,” I thought. “What do they do?” 
My friend told me that they did lights for clubs. 
I told him that I had never done anything like 
that but he told me not to worry because they 
just needed a person who knew languages 
and could do some sales management. 

So, I met with Paky (Pasquale Quadri, the 
founder of Clay Paky) in 1988 and it happened 
that I went from the total black of tires to 
the rainbow of colours of club lighting. It 
has been a big change for me, going from a 
huge multinational corporation to a very 
small company, but Clay Paky was already 
very successful and, with my knowledge in 
international sales, I helped the company to 
develop and it has been good.

A few years later I went to work at Martin 
Professional. After Martin, I had the 
opportunity to work in the architectural 
lighting business. I worked for 5 years at Targetti 
Poulsen. In 2009, I returned to Clay Paky. It’s 
just like coming back home, really nice! So, 

I’ve been in the lighting business since 1989, 
I have worked for different companies and in 
different fields. I know entertainment lighting 
very well but I have learned a lot also about 
architectural lighting, the real architectural 
lighting, not archi-tainment which is what 
I did at Martin. I have learned about pure 
architectural lighting - street lighting, office 
lighting, hospital lighting and outdoor lighting. 
In the future I will try to use this know-how 
for Clay Paky. 

ETA: What is the philosophy behind 
the design of Clay Paky’s products?

PN: The technology used in Clay Paky’s 
products has changed over time but historically 
the main principle has always been intrinsic 
quality - meaning reliability, durability, optical 
performance and high output. These are the 
kind of things that were perceived by the 
users as tangible examples of quality. 

Obviously, this approach has seen an 
evolution over time and nowadays we speak 
a lot also about sustainability, energy savings 
and going ‘green’. Clay Paky has tried to 
achieve energy savings in a different way than 
other manufacturers in our industry who have 
decided to go into LED immediately, believing 
that this technology is the immediate (and 
only) solution when it comes to saving energy. 
Clay Paky did not believe in this because, back 
in 2008, the LED technology was not mature 
yet. LEDs were not powerful enough and their 
quality inconsistent. At Clay Paky, we decided 
to achieve energy savings by improving the 
efficiency of our lighting fixtures. We have 
been working on traditional lamps at lower 
wattages that can deliver a higher output, 
enhancing their performance even further 
with improved optics and electronics. We 
have been very successful in this. For instance, 
the first of these low wattage, high output 
series was the Alpha 300. We made a very 
compact fixture with the power consumption 
of 300W but the light output of a 600W fixture 
of the older generation. Then, we released 
the Alpha 700, an incredibly small fixture, 
consuming 700W but delivering the light 
output of a 1200W fixture. The latest example 
of this design approach is our Sharpy which is 
extraordinarily efficient. With less than 200W 
of power, it is as powerful as 1500W fixture. 

The market still is and will continue to be 
interested in LED and in the meantime this 
technology has improved a lot. However, at 
the end of the day, what people need in a show 
is a very powerful light. In entertainment, it is 
not like in architectural lighting, you know. It 
is all about power. The producers want more 
and more powerful lighting systems. There 
is an escalation to entertain and to create 
emotion. LEDs have not always been the right 
solution and, because of this, Clay Paky got 
a segment of the market where nobody was 
actually working on and we have achieved 
some really good results. 

ETA: Clay Paky manufactures many 
products. Is there a product in your 
inventory that you are particularly 
proud of? 

PN: Obviously, I have to say that we are 
extremely happy to have released the Sharpy 
because the Sharpy is really a fantastic 
product. I can say that it is the best-selling 
product that Clay Paky has ever released. We 
had similar success with the Golden Scan in 
the 1990s but the number of Sharpys we are 
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selling is definitely higher than the Golden 
Scan and we are selling them in a shorter time. 
Lighting designers love the Sharpy and use it 
in large quantities. It is on tour with the most 
famous artists and we sold container-loads of 
Sharpys to the US, Europe, Asia, everywhere. 
There is no country in the world that is not 
into buying the Sharpy. We even sold Sharpys 
to Nigeria, for example. 

But it is very difficult to sue these companies 
in China. It is very complicated and it takes a 
long time. The Chinese government doesn’t 
help us with this problem. Procedures are 
complex, companies disappear suddenly and 
appear again under another name. Significant 
investment is required for lawyers and for 
collecting evidence of patent infringements. 
You have to pay for everything and, in the 
meantime, the damage is already done and 
our products risk becoming obsolete.

What we can do is to stop these products from 
coming to Europe or the countries where we 
have a patent registered. Rather than going 
after the manufacturers, which is very difficult, 
we will go after the people who are importing 
and distributing these products in the West 
and the rest of the world.

ETA: Aside from companies copying 
your products, do you face any other 
challenges doing business in Asia?

PN: There are companies that have enjoyed 
great success in Asia over the last 10-15 years, 
typically Martin I would say. They have their 
own branch offices in Singapore and over time 
they have captured a large market share. 

We have to improve our brand awareness. Our 
branding is strong. Everybody knows Clay Paky 
but there are still a lot of products around, sold 
by our competitors, that are used or specified 
mainly because they are available. They have 
been available for a very long time and the 
rental companies obviously prefer to use what 
is in their inventory rather than being forced 
to buy new equipment. It is a normal practice 
that we have to accept but that is what is 
making our brand promotion more difficult. 
However, many rental companies need to 
rejuvenate or to reinforce their lighting 
inventory and our fixtures are the best choice. 
They belong to the newest generation, with 
better features and lower running costs. A lot 
of lighting designers around the world specify 
our products and many American tours and 
shows use Clay Paky now, which is helping a 
lot. It will take some time before this “wave” 
will reach Asia but it will eventually happen. 
In the end, customers understand the value of 
what we are offering.

ETA: What are your predictions for 
the lighting industry in the future?

PN: I believe that LED technology is going to 
be important but it still has a long way to go. 
Nobody can do without LEDs today. But, you 
know, in the entertainment industry, as I was 
explaining earlier, it is a lot about power. 

To be honest, this is an industry where going 
‘green’ is just a motto that we use to please 
ourselves and satisfy public opinion. We 

often lie when we say we are going ‘green’ 
because in the entertainment venues, in show 
business, in concerts, in big events like the 
Olympic Games, at inaugurations, expos or 
whatever, the production company wants to 
have more lights and more sound. This results 
in more power consumption in the end. So, 
when we say we are going ‘green’, we are not 
being completely honest.

Of course, we all try to achieve some energy 
savings by improving the efficiency of our 
products. Using LEDs is one way but they 
aren’t powerful enough to completely replace 
traditional lamps in all applications. How can 
you make a search light like the Space Cannon 
of the old times with LEDs? It is impossible, 
you can’t do that. It would also be very 
difficult to create one of our stronger ‘beam-
lights’, like a 1500W Alpha Beam with LEDs. 
It would be too expensive and it won’t be 
effective. There are other issues as well, like 
the quality of colours. For years we have had 
discussions with theatre lighting designers 
about the shade of the colours, the palette 
of the colours and the purity of the colours. 
These discussions are even more critical, now, 
with LEDs. So, I think that there will still be a 
few more years for conventional light sources 
to exist in the market before being completely 
replaced by LEDs.

This does not mean that Clay Paky is not 
working at all with this technology. In fact in 
September 2011 we introduced the GlowUp, 
a battery-operated wireless LED uplighter. In 
Frankfurt, we launched the A.LEDA, a family 
consisting of three washlights with high 
performance and high quality LEDs. For users 
who prefer LEDs to conventional lamps, we 
have excellent solutions.
 
Therefore, as your question was about the 
future of the lighting industry, in general, I 
repeat that LED technology is going to be 
important. LEDs are already good enough for 
the less demanding stage lighting applications. 
And, if we speak about archi-tainment, if 
we speak about clubs, restaurants, small DJ 
products...well, we are there. LED lighting is 
already suitable for these applications. 
 
Without question, lighting fixtures have to 
become more efficient. We need to save as 
much energy as possible and Clay Paky has 
shown that its approach, over the last few 
years, has been very successful.

www.claypaky.it

The Clay Paky Sharpy

The measure of the success of the Sharpy is, 
unfortunately, the number of copies that are 
available in the market. We want to protect 
our investments in research and development 
and we have patents on the design and for the 
optical system. Nonetheless, there are tens 
of counterfeiters, mainly in China, that make 
copies, clones and sometimes even use the 
Sharpy name. What they do is illegal. It is also 
illegal to import and distribute these copies in 
the countries where Clay Paky has intellectual 
property rights.

ETA: What can Clay Paky do against 
these companies that make copies of 
your products? 

PN: Our solution is innovation, continuous 
innovation. We develop new products all the 
time and try to stay ahead. However, we have 
to be careful. We have to innovate and protect 
our customers’ investments, at the same time. 
That’s why we can’t avoid being disappointed 
by all these copies and we have to react. The 
Sharpy is a relatively new product. It was 
officially released in January 2011 and we 
have numerous copies already. In one year, 
the copy-makers can make our (and our 
customers’) investment completely fruitless. 
We can’t afford that, we have to react. We 
can react because we have intellectual 
property rights, and we will react. We are now 
collecting all the information, we are buying 
copies of the Sharpy that are available in the 
market and we are examining them to see if 
they are infringing our patents. We will go 
after these companies.
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