
Issue 4   october 20I I

A  l o t  o f 
b o t t l e

The New 
Frontier

People with 
Know-how

Persistence
Determination

Integrity

Forges Ahead

CHINA GermANy U S A

TUrKey

A look at blow moulding

InfrAred
HeAtInG 
for HumAns

Content and 
communication 

‘‘

’

WHAt 
W H y 
WHen 
& HoW 
WHere 
& WHo’



Contents

Page 1
Chinaplas 2012 
Ceramicx to exhibit at Shanghi

Page 2
China
The new frontier

Page 4
Germany
Freek - People with know-how
Facuma  Exhibition 2011

Page 6
U.S.A.
WECO - Persistence - 
Determination - Integrity

Page 8
Turkey
SER Rezistans - forge ahead

Page 9
Product Range
A 7 page guide to Ceramicx 
standard product range

Page 16
U.K.
David Russell - reflects
Top tips for thermoformers

Page 17
Adrain Lunney
What, Why, When, and How, 
Where and Who.  

Page 18
Lot of bottle
A look at blow moulding

Page 20
Infrared for humans
Simon Lea, Birmingham-based 
inventor and innovator about 
infrared heating and the human 
body

Page 22
West Cork
First for industry

Page 24
Ceramicx News

Page 25
The Ceramicx team
Contact us
Talk to us today about your 
infrared needs

Dare I say it - but this issue of HeatWorks promises to be one of the most jam-packed 
yet: This is due in no small part to you, our readers. With every HeatWorks issue, the 
infrared heating issues explored here seem to generate more and more feedback. 
The more we discuss the IR subject, the more you seem to want us to discuss it further. 
There's clearly a great appetite for learning, communicating and doing more with 
Infrared heating. As Ceramicx continues to lead the way - with our products and 
IR innovations - we will continue to match these manufacturing efforts with these 
HeatWorks communications. 
At Ceramicx we hear the IR call from near and far. In the latter camp - as you will read 
here - the call has taken us out to China and will now see us setting out our IR stall in 
Shanghai at the Chinaplas exhibition in Spring 2012. More than that, Ceramicx has 
found its partner and distributor of choice in GCAE in China. It was our pleasure to 
host the Chinese company in Ireland this Spring and we now look forward to creating 
business together throughout China from this moment forward. 
Older relationships also continue to thrive and yield good results: In the US, the virtues of 
Weco International are explored in some depth in these pages. Despite the turbulent 
US economic backdrop, Brett and his team continue to grow the business, based on 
a trinity of core values. The key today is finding and working with good people - inside 
and outside Weco. Brett has made some inspired choices this year in this regard and 
Ceramicx pledges its support to each and all. 
The same commitment applies to old friends in Germany at Friedr Freek - also featured 
in this issue. The thoroughgoing nature of their approach; the breadth and depth of 
their know-how and its application to customer service has been the deserved key to 
their continuing expansion. 
Over in Turkey, the same qualities are being nurtured by the young team at SER 
Rezistans, led by Hasan Duman. Both Freek and SER are working towards important 
country-wide exhibitions next month; Fakuma in Germany and PlastEurasia, Turkey. We 
wish them well at these events - may they spread the IR message and the Ceramicx 
brand even further!
Once again, we hope that you enjoy your copy of HeatWorks magazine. 

We are always delighted to hear from 
you - and welcome your infrared 
heating news and contributions. 

   Sláinte! 

heatworks

Frank Wilson
Managing Director Ceramicx Ireland
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CeramiCx to exhibit at 
Chinaplas 2012

space and attracted a total of 2,435 exhibitors from 34 countries 
and regions. The show recorded a total of 94,084 visitors, 
representing a 15.5% growth of its 2010 event, with 20.27% visitors 
came from overseas. 
In 2012, the fair will return to Shanghai and will be held at 
Shanghai New International Expo Centre on 18-21 April, 2012. 
It will use all 17 exhibition halls in East, West and North wings of 
the fairground to host 11 theme zones and 11 country/region 
pavilions. The total exhibition area is expected to reach 200,000 
sqm. 

Shanghai - At the heart of China’s growth
East China, one of the fastest and most developed regions in 
China, is an important R & D and production centre of plastics 
materials. According to Chinaplas organisers, the region 
produced 24.66m tons of finished products in plastics in 2010, 
accounting for 42% of the total domestic output. 
Shanghai is at the hub of East China and is home to many  
manufacturers of plastics and rubber products as well as 
machinery. The total output of plastic products in Shanghai 
reached 2.04m tons in 2010, while resin output grossed 4.906m 
tons, up 27% year on year. Shanghai’s plastics and rubber 
industries are currently shifting towards high-tech, high value-
added and innovation-oriented development. 
The 12th Five-Year Plan Shanghai prioritises the development 
of innovation engineering plastics, plastic alloys, modified 
composites, building and decorative materials to meet the need 
of some large projects in aerospace, maritime engineering, 
wind power and urban rail transit. 
For further details of Ceramicx in China and also the company’s 
presence at Chinaplas, contact Frank Wilson direct. 

‘Ceramicx has the top-end 
infrared product excellence 
that the Chinese market now 
demands;  we have the innovation 
and the volumes to service the 
various company needs and we 
now have the local know-how 
and distribution in the shape of 
our new distributor, GCAE.’
Wilson adds that ‘as Ceramicx exports 
some 98% of our industrial infrared heating 
to plastics-based industries worldwide, 
we have a clear interest and duty to 
consider all international exhibitions as 
worthy of possible marketing spend. With 
a further growth in visitor numbers of 
15% expected and an overall footfall of 
100,000 plus visitors expected, Chinaplas 
2012 is the pick of the bunch. We are 
preparing for Shanghai next April with 
keen interest and great expectations.’

A trustworthy partner with a 
proven track record
Established in 1983, Chinaplas has a 
25-edition track record of developing 
and growing alongside the plastics and 
rubber industries in China and Asia. It 
is exclusively sponsored by Europe’s 
Association for Plastics and Rubber 
Machinery Manufacturers (EUROMAP) in 
China and is the only event approved by 
the Global Association of the Exhibition 
Industry (UFI) for the plastics and rubber 
industries in China. 
Chinaplas 2011 set a new record of 

180,000 sqm in exhibition 

In the Spring of 2010, Frank Wilson visited Chinaplas on a whistle-stop 
Far Eastern tour as a visitor. Next year he returns as an exhibitor - in 
partnership with new Ceramicx venture in China, GCAE.

■ 18th - 21st May 2012  ■  SNIEC Shanghi New International Expo Centre ■

'The Ceramicx expansion in China has been greatly facilitated by Xu Shan of the HENN company. 
Pictured here - April 2010 - is Xu Shan with Frank Wilson of Ceramicx. Xu Shan recalls that 'Frank said to 

me "next time, Ceramicx should also be here". Now after one year's concentrated effort, I am very 
glad to see that we have found an excellent distributor for Ceramicx in China. I am also very glad 
for my own facilitating part - visiting Ireland with GCAE, translation work, Chinese website building, 
trademark protective applications and so forth. Xu Shan adds that 'we still have much to do before 

next year Chinaplas 2012. However, I believe that once Ceramicx and GCAE appear at Chinaplas 
2012 in Shanghai City together, Ceramicx will already be a famous European brand -  with a high 
profile and reputation in the Chinese market. GCAE will also be a very successful company!'
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China - the new 
CeramiCx frontier

many needs for infrared solutions - such as painting dry process 
and plastic powder solidification processes. There are further 
opportunities in electronics, food and other industries. 
How will GCAE communicate the infrared heating message and 
benefits to customers in China?
Guangzhou Cerami Automatic Equipment will firstly work in 
promoting Ceramicx products to customers; provide technology 
supports and infrared education; help resolve all kinds heating 
difficulties and work to the goal of lower customer’s production 
costs. 
We will also rigorously train all GCAE employees in the required 
product knowledge and in infrared heating know-how for a 
monthly period. 
GCAE will also establish a dedicated technology department that 
will mainly provide customer with technical support. For marketing, 
we will structure activities according to the special character of 
end-use sectors - such as plastics, printing, paint etc - and we will 
and arrange authoritative GCAE sales people specifically for each 
sector. Thus, our people will be professionally based for that industry 
and will be able to offer the customer all kinds of technological 
supports. The scale of industries in China is large scale - so we have 
no illusions of the size of the task. The current output of the Chinese 
thermoforming industry, for example, is estimated to be more than 
double the size of the European plastics thermoforming industry.   

OK. China is a big country! How will you cover the bases 
geographically?
The industrial distribution in China is very wide. Coastal areas are 
well developed and currently the area of the interior of the country 
is showing the greatest industrial growth. Ultimately, we shall seek to 
develop teams of agents in every province in China. China, in truth, 
is now the world’s manufacturing powerhouse. Every manufacturing 
sector therefore, is represented by hundreds of companies large 
and small. 

Ceramicx has joined forces with Guangzhou 
Cerami Automatic Equipment Ltd (GCAE) - 
now supplying China with the best in 
infrared heating solutions. HeatWorks 
spoke with the new company 
about its plans and ambitions 
to make Ceramicx the leading            
wwiinfrared heating supplier 
xxxin the market. 
iiiiiiiWelcome to the world of Ceramicx 
- and to HeatWorks magazine! Tell us a 
little about yourselves please....
Thank you. GCAE stands for Guangzhou 
Cerami Automatic Equipment. We are 
located in Guangzhou city, the economic 
centre of South China’s coastal areas. We 
are a new company - founded earlier this 
year 2011 with a special remit to promote 
Ceramicx in China and with ambitious 
plans to become be Ceramicx’s biggest 
worldwide agent/distributor.  
We currently have eight employees and we 
plan a further 50% growth by the end of this 
year - embracing all technical, sales and 
logistics functions. Since we are established 
in Guangdong, our initial work will focus on 
that region. In the beginning of 2012 we 
will also establish the Shanghai area as a 
sales base for East-south market of China 
and from there progress to nationwide 
opportunities. 
What kinds of opportunity are there for 
Ceramicx infrared products in China? 
The variety and quality of Ceramicx 
products, gives us a lot of options and 
many marketplaces. In the first few months, 
GCAE will target production in plastics 
thermoforming - such as applications in 
vacuum thermoforming machine, cup 
making machines, applications for large 
thermoformings such as car interior trim 
parts forming machine, also machine for 
forming large products such as iceboxes 
and hard shell luggage. 
In addition to that, the printing industry 
has many needs for infrared heating and 
solutions - such as hot stamping machines, 
heat transfer processes and inkjet printers. 
China’s paint-based industries also have 

‘‘ Part of the newly formed GCAE team shown attending a specially 
designed training programme on infrared held at their main office 
in Guanzhou.



heat works  3OCTOBER 2011

www.ceramıcx.com

Plastics will be a key first market for GCAE and Ceramicx - 
what are the key issues for that industry in China right now?
In China the drive towards product quality and world class 
manufacturing continues. There is therefore a squeeze on the low-
end and middle-end production and a comparative shortage of 
high quality production. 
Upskilling and upscaling to high quality will continue despite a 
current bottle neck with the middle ground 
How widespread in China is the use of Infrared (IR) heating in 
industry?
Infrared technology is beginning from a limited base. But as 
Chinese industry continues to develop the infrared technology will 
have wider and wider application. Current heating alternatives 
to infrared are hot air, hot oil, gas, traditional electrical resistance 
heating. However, there is great pressure in China to build energy-
efficient and environmental heating equipment - which clearly 
favours infrared. Infrared demand in China will be huge - and 
GCAE hope to make Ceramicx to be most famous infrared brand 
in China.  
How did GCAE get to know Ceramicx - and to meet the 
company?  
We heard about the Ceramicx successes in the marketplace and 
after a period of research we visited with the company in Spring of 
this year. 
We were extremely impressed with the warm welcome we received 
from Frank and all the team in Ireland and with the professionalism 
and efficiency of the Ceramicx company. 
How will Ceramicx help GCAE give added-value and high 
quality to customers in China?
For us, some of the most valuable features of the Ceramicx-made 
products are: 
High quality products; this includes energy saving, evenness of heat 
quality and performance, temperature control precision, long life 
time)
Advanced Infrared-based technology - with applications in many 

kinds of industries
Breadth and variety of the Ceramicx product line; 
including long-wave, middle-wave and short-wave IR 
products
Thank you very much for talking to us. We will hope 
to talk some more in HeatWorks - after GCAE and 
Ceramicx have exhibited together at Chinaplas, 
Shanghai next April, 2012. 
Thank you. We shall look forward to it!’’

During a Busy fact finding trip to Ceramicx in West Cork, 
Mr Pingqiang Li found time to relax. Seen here on the captains 
bridge, safely navigating around Schull Harbour. 

Chinese plastiCs

Unimaginable scale and activity 
According to figures from Chinese industrial 
sources, the plastics industry in China is set to 
maintain a 25 percent growth rate through 2011 
and to provide continuity and stability for the 
future. 
The prediction was made by Cai Daying, 
director of the China Light Industry Information 
Centre who made his forecast during 2011 China 
Plastics Industry Conference which ended June 
2 in Ningbo.

Global figures
The centre's Report on the Development of 
the Plastics Industry in China in 2010, stated 
that there were more than 20,000 above-scale 
plastics enterprises in China in 2010. These 
achieved total industrial output value of 1.42 
trillion yuan, a year-on-year increase of 31.1 
percent.
The report also stated that imports to the 
industry also amounted to $61.4 billion, a year-
on-year increase of 36.9 percent. Total output 
value reached 314.5 billion yuan during the first 
quarter of 2011, a year-on-year increase of 30 
percent. 
The centre report also outlined a number 
of current challenges to the industry. These 
include undesirable product mixes, obsolete 
equipment, backward technology, insufficient 
research capacity, trade frictions and difficulties 
in exporting.

The five year plan
China’s twelfth five year plan should make 
provision for some further industry restructuring, 
scientific innovation, emissions-cutting, brand-
building and industrial upgrading in order to 
maintain the growth of the industry, according 
to the report. 
During the 12th Five-Year Plan (2011 - 2015), 
China looks set to focus on the development 
of seven emerging industries that have global 
strategic importance. These are:

■ Energy conservation and environment   
 protection
■  New-generation information technology
■  Biology and biosciences
■  High-end machine building 
■  New energy
■  New materials 
■  New energy automotive and transport   
 industries. 

In the coming period, the development of 
smart grids, wind power, solar power and 
new energy based transport is set to create 
enormous demand for a number of plastics-
based technologies. 
High-tech materials, modified plastics, and 
bio-plastics will be particularly sought after. 
In tandem with this, there will be premium 
on speciality rubber and plastics processing 
machinery that is both high-precision and 
energy-saving. 
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FrIEdr FrEEk
pEoplE wIth kNow-how

In this issue of HeatWorks magazine we feature a little more on the 
people side of Friedr Freek, the Ceramicx partner in Germany and the 
German-speaking world. 

iiiiiiiiiiFreek’s order processing and customer 
iiiiiiiiiiservice in industry is legendary. How 
do you go about that side of things?
From the first contact via the development to the 
after-sales-service the customer always has the 
same contact person. And because Freek is a very 
well established company that has succeeded 
in the minimum of staff turnover, relationships 
can last years. This continuity in staff and in our 
industrial partners such as Ceramicx is, in truth , is 
the way that it should be!

The other not so secret part is that we ensure 
to supply a very wide and full product range of 
heating elements. This deliberately broad palette 
of heating technology means that we can serve 
very complex applications and can therefore ‘mix 
and match’ different types of heating elements 

however the economy turns in the world - in Europe, the Far East, in Asia or India, there will always be a 
premium placed upon folks who really know their business. 
Says Frank Wilson, Ceramicx director, ‘I’m always fascinated and delighted by in-depth know-how of 
any kind. Companies can always - and should always be learning from everything that comes their 
way and I personally have learnt a great deal from the way our friends at Friedr Freek go about their 
business.’

The Freek sales engineering and marketing trinity of Stefan Kaiser, Stefan Düllman and Mareike Blaak 
recently put their heads together for HeatWorks magazine. 

Stefan kaiser  Mareike Blaak Stefan düllman

Tell us a bit more about yourselves and 
Ceramicx!
OK !  Freek has been partner to Ceramicx almost 
from the beginning. We traded and collaborated 
together in the 1990s on the ground breaking 
Eucopet study and we have both painstakingly 
worked together to establish a successful infrared 
heating business in Germany together with 
Ceramicx

We believe it to be no exaggeration to say that 
we now lead the supply side to the German 
thermoforming industry in this regard. 

How have you got to that place?
It’s a combination of a number of factors. Firstly, 
as you say, we know our business. Secondly, 
our advice - thanks to our complete and 
comprehensive product range - has to be 
impartial as regards technology and always in 

‘‘
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the best interests of the customer - giving the best opinion, for 
example, on the most appropriate kind of Infrared emitter. 

What then?
As you know, we do a lot of follow through: For the customer 
we might provide various calculations that estimate the energy 
consumption of the equipment, daily, weekly and over a period 
of time. We might also provide 

3D drawings and design of emitters and IR reflectors. We  might 
then get down to straightforward budget pricing. Other services 
included might involve;  thermal imaging, spectral analysis, 
material testing regarding heat-up behaviour on the surface 
and in the material. It also really helps the process that Freek has 
remained actively involved in topics of production research for 
more than 15 years. Ceramicx is one of five European specialists 
in relation to heating element.  Freek sites itself in the middle and 
derives much strength and benefit from the know-how of our 
partners. 

Tell us a bit more about Freek and infrared heating 
The standard work - the ‘bread and butter’ jobs are typically in 
the plastics thermoforming industry. It’s one of the reasons that 
we exhibit at the large plastics-based manufacturing exhibitions 
in Germany and elsewhere. 

Our other IR heating applications are a very mixed bag, such as:

■ Drying out of splints

■  Defrosting a watergate

■  Preheating a foil on glass before cutting

■  Supplying infrared heaters for sauna cabins

■  Preheating edges of wooden doors before varnishing

■  Creating 3D forming of plexiglass

The comparative novelty of infrared heating solutions means that 
we can attract some very novel applications to work with!

Could you talk us through one?
A new customer needs a new IR system for a plastic sinter unit. 
The plastic is melted and laminated in cyclic processes. The 
temperature has to be rather constant above the melting point.

When checking the heat distribution on the plate with an infrared 
camera (at the customers’ premises) we noticed that there is a 
huge drop of the temperature, especially at the filling hole. 

This is a problem and IR is not necessarily the best solution to solve 
the problem. Also the lift table and the outer form must be heated 
evenly. The heat consumption is different on the various parts and 
must be compensated by additional heat. We therefore offer a 
mix and match combination of heat sources in order to optimise 
the heating solutions. Once again it confirms the wisdom of being 
able to provide a very broad system of heating range and types. 
In most cases, all types of heating work together.

Good talking to you. Thank you very much for your time 
You’re very welcome!

Friedr Freek will be exhibiting its 
heating solution wares this coming 
october at Germany’s prime 
plastics exhibition, Fakuma. The 
show takes place on October 
18-21 in Friedrichshafen on Lake 
Constance near the borders where 
Germany, Austria and Switzerland 
meet. 

Fakuma - now in its 21st edition - is 
traditionally billed as the venue for 
German and German speaking 
plastics industry - with its main focus 
on injection moulding technology. 
Some 72% of the exhibitors are 
German-based, with significant 
representation from Austria, 
Switzerland and Italy. 

Partly because of the technological 
emphasis, partly because of the 
setting and other factors Fakuma 
has become known as a place of 
intense focus and convergence for 
plastics innovation and invention. 

Over 1100 exhibitors are already 
registered to participate. Show 
organisers are expecting a new 
high show record for event 
participation. 

The Friedr Freek exhibition stand 
will cover all the bases for heating 
in plastics thermoforming and 
injection moulding; infrared 
based heating; preheating of 
plastic platens for thermoforming 
machines; X-treme sealing as 
a new waterproof standard for 
HotMicroCoil heaters and Hotcoil 
heaters with a brass body, offering 
superb heat distribution and easy 
removal. 

http://www.fakuma-messe.de/en/

http://www.freek-heaters.com/’’
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wECo
pErSIStENCE - dEtErMINAtIoN - INtEGrIty 

Brett wehner
Brett is the President/CEO of WECO International and his 
commitment to the company, team members and customer 
service is 2nd to none. He has invested 24 years into the 
success of WECO.   The alliance formed with Ceramicx as well 
as other vendors has led to the growth and continued stability 
of the company.  

rachel herner
As the Inside Sales and Office Administrator, Rachel Flanagin-
Herner has advanced through WECO for the past 7 years.  
After effortlessly implementing a new ERP system, she has 
streamlined the quoting, orders and billing process, assuring 
our clients the best customer service possible.  Rachel truly 
enjoys the interaction with the client. 'Rachel's know how,' says 
Brett 'is key to matching the right product for your application 
at the best pricing available.'

Andrew kunc
Andrew Kunc has a valued 14 Year commitment to WECO 
International and the customers we serve. Through the years, 
Andrew has covered a wide territory in Michigan.  With the 
addition of several other sales engineers to Weco, Andrew 
will now focus on the Western Detroit market.  Andrew is a 

leader in customer service and contact management and 
has helped implement and train the WECO team in contact 
management software solutions to make sure every customer 
gets the attention they need and deserve.  Andrew is also 
heavily involved in the launch of new products, researching 
test markets and identifying key customer accounts for the 
new products.

ted rosingana
Ted Rosingana is the Vice President and serves as a key sales 
engineer for WECO International.  He attended Michigan 
Technological University receiving a Bachelor’s degree 
in Engineering. Ted has 14 years’ experience in industrial 
automation sales, including PLCs, motion control, HMIs, 
enclosures, industrial controls, safety systems, sensors, infrared 
heating and infrared temperature control.  
Says Brett: 'Ted serves the plastics industry across the US for 
infrared heating applications. He has considerable knowledge 
and experience to assist you in identifying the right products 
for your heater and controls projects.  He is directly involved 
with our materials testing program utilizing WECO test ovens 
located at our facility in Clio, MI, and provides hands-on 
applications assistance giving you “real-world” results prior to 
your purchase.'

WECO International - business partner of Ceramicx in the USA - 
continues to make great strides throughout the North American territory 
and heating markets. 
heatworks magazine takes stock of these achievements and of the weco personnel involved- and also reports 
on some new expansions at the company. 
'As WECO expands into new industries,' says owner and director Brett Wehner, 'we will provide engineering support 
and design for the most demanding applications.  WECO can achieve its goal with the support of Ceramicx, 
Ireland, our new alliances and the expanding infrared offerings.' With this vision of creating diversity under an 
umbrella of Infrared and heating solutions, Brett has guided WECO International into additional industries in North 
America and new growth.  
Under Brett's leadership, WECO International has experienced and continues to undergo amazing changes.  
With a customer-oriented attitude, Brett enjoys the hands on involvement and valued relationships having 
been built over the years.  Keeping the long-standing relationship with SCE solid, Brett has built new relationships 
with Ceramicx Ireland, Ltd. IR heaters, engineered solutions and oven systems. A relationship was formed with 
Hetronik for innovative IR heat control solutions.  From plastics to paint, food processing to comfort heat, WECO 
International honours the challenge to provide efficient solutions now and for many years to come.   
The WECO team has been key to this growth. The team includes individuals with diverse backgrounds and working 
experiences.  WECO is here pleased to introduce its team to HeatWorks magazine:

Brett Wehner Andrew KuncRachel Herner Ted Rosingana
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Jeff Conradson
Jeff Conradson is the West Michigan Sales Engineer.  A Mechanical Engineer 
with a degree from Michigan Technological University, he brings over 17 years 
of experience in manufacturing and distribution solutions.  Jeff is responsible 
for growing business in West Michigan and Nationally for WECO’s product line.  
He brings considerable knowledge of the automotive direct accounts as well 
as tier 1 and 2 suppliers.   'Jeff is a former Rockwell Automation salesman,' says 
Brett, and 'has an in-depth understanding of machine control and process 
solutions.  Jeff enjoys finding the right solution that work for his customers.'

tammy turowicz
Tammy is the newest addition to the WECO Team.   'But don’t let her six weeks 
of service fool you,' says Brett. 'She comes with seventeen years of experience 
in shipping and logistics from a world leading shipping company.  Tammy is a 
hands-on, confident, challenge seeker with a ‘don’t take no’ for an answer 
attitude.   Tammy will assist you with processing your orders and making sure 
they are delivered on-time every time.   She is a welcomed addition to our 
team.'
Throughout this year Brett has continued the general growth of WECO; believing 
in the age old saying “people buy from people”. instead of investing in time 
and risk of opening up new territories, Brett began looking for companies who 
share the same time tried values, namely; persistence, determination and 
integrity. 
The WECO owner made contact with several representative groups in early 
2011 and after a few meetings he extended offers to two companies to 
represent WECO/Ceramicx in their respective territories.  

One exclusive territory was given to Douglas C. Davis of Douglas C. Davis LLC 
located in Cape Elizabeth, ME.  Doug has spent a lifetime serving his customers 
in the heating and temperature control industry.  Once an owner of a thriving 
representative company, he thought he was ready for retirement.  After a few 
years of rest, he realized his true passion was meeting new people and helping 
them solve heating and process challenges.   Douglas has exclusivity of the 
New England States and has recently brought large opportunities to WECO.   
He is a very welcome addition to the WECO team.  
And back in February 2011, Brett and Ted travelled to Tennessee to meet with 
a group of sales representatives at the company Jordan Mahler and Hale, 
JMH Heat Company.   Brett was pleased to learn the story of JMH, it offered 
several parallels to the story of WECO.    

the weco foundations 
WECO was founded by Larry Wehner 
in 1972.  WECO, short for Wehner 
Company, soon began representing 
Saginaw Control and Engineering 
(SCE).  That first year, WECO had over 
$300,000 in sales for SCE which grossed 
sales over $1,000,000 for the first time.  
WECO Inc. began life headquartered 
in the basement of the Wehner family 
home in Fenton, MI.  Larry began 
diversifying his product line to include 
SCE sheet metal and wired panels; 
investment, sand and aluminium 
castings.  Larry grew the Weco business 
on the principles of persistence, 
determination and integrity. 
In the early 1990s WECO Products was 
created during the transition from 
being solely a representation firm 
to a company handling distribution 
and design of new products.  With 
Larry and his two sons Scott and Brett 
travelling the road, WECO Products 
continued to grow.  
In the late 1990’s Larry began slowing 
down his involvement with WECO 
and retired, leaving WECO in the 
reigns of his sons.  In 2003, Scott left 
WECO Products to pursue other 
dreams.  It was then that Brett took 
sole ownership of the evolving WECO 
to WECO Products, finally becoming 
WECO International, Inc as it is today. 

Larry Wehner
Founder of WECOJeff Conradson Tammy Turowicz

The new Weco International Logo

Jeff and Matthew Jordan are two sons of Richard Jordan who founded 
the company in 1970.  Just as Brett’s father did, Richard Jordan quickly 
grew the company into a thriving business with offices in Memphis, and 
Nashville Tennessee, and Little Rock, Arkansas.  JMH is now a company 
specialising in the Closed-Loop control, heaters, thermocouples, 
controllers, flow and level instrumentation. JMH has the products to 
help engineer and solve any heating application. Over the years 
the company has continued to grow and now has offices in Mobile, 
Knoxville, Little Rock, Nashville and Memphis with salesman covering 
Tennessee, Mississippi, Alabama, Arkansas, Louisiana and portions of 
Florida and Kentucky.  JMH has 4 experienced sales representatives 
that will help WECO expand their offering across the Southern United 
States. 
'All in all,' says Brett, 'it has been a year where our core values - 
persistence - determination - integrity - have served us extremely well 
in growing the market and in helping our customers to the infrared 
heating solutions that they deserve.'
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SEr rEzIStANS 
tUrkEy ForGES AhEAd 

heatworks magazine caught up with hasan 
duman of the company to hear the story so far....
Welcome to the magazine Hasan. Could you tell us a 
little background about your company please?
Certainly. SER Rezistans was founded ten years ago by Mr. 
Serdar Evrenkaya, now passed away. The SER name was build 
up by three brothers whose names (first letter) make up the 
acronym of the company Serdar, Erkan and Ramazan. Now 
Mr. Erkan is general manager and he is leading the company. 
Ser Rezistans started with only three brothers and over the 
past ten years has built employment up to over forty people. 
Our success has come about through a combination of 
dedicated hard work -  and always being open to the needs 
of customers. 

How has the partnership been going with Ceramicx 
since the meeting up at K 2010?
We met at the K2010 show and I had a warm and positive 
meeting with owner Frank Wilson and his son Cáthál. After the 
show we decided to quickly act as the Ceramicx distributor 
because we want to introduce Ceramicx IR products to 
the Turkish Market at Plasteurasia 2010 - and so we did. Our 
company relationship got stronger; the first goods started 
selling in Turkey and we started to sell and market Ceramicx 
products. We also redesigned our website;, added Ceramicx 
products to our brochures and started a web campaign to 
make our sub dealers aware of Ceramicx and their infrared 
heating options. 

What is the principal need for Ceramicx products 
in Turkey - eg. IR components for thermoforming; 
applications engineering; consumer units etc
Turkey’s packaging sector is growing very fast indeed - and 
now Turkey has the third biggest packaging industry in the 
EU zone. Firstly, at SER we recognised that our thermoforming 
sector needs efficient, good quality products. The other two 
brands doesn't have enough capabilities. The expensive one 
is durable but not efficient and the cheaper one is just cheap -  
nothing more. The Ceramicx product is therefore very popular 
and has given us great opportunity to gather market share.  

Please tell us a bit in detail what you like about the 
Ceramicx products?
Firstly I want to tell you that we very much appreciate the 
Ceramicx professionalism and expertise in the general science 
and engineering of Infrared Heating. They don’t just make IR 
heaters -  they are thinking, researching and developing new 
IR products. This makes Ceramicx different from others. Their 
quality management system is perfect and I think every firm 
should follow those QA principle. The Ceramicx product ‘birth 
certificate’ for ceramic components is one of the company’s 
key concepts - which shows how serious the company is about 
supplying world-class quality.  Since working with Ceramicx 
we have not received a single negative comment about their 
products - which is an unbelievable situation.

Last November, Ceramicx struck a partnership deal with 
leading Turkish company SER Rezistans for the latter to 
supply its IR products to markets in Turkey.
It has been a breathless ride since.

Tell us a bit about the relationship between the two 
companies?
Ser Rezistans is a family company like Ceramicx. This is the key 
as to how the two companies have bonded so easily. We 
have  same trading philosophy and it is win-win. They are also 
very professional in their work and  they have open-minded 
dedicated people. We are have already easily attained 
much achievement up to this point and I believe we will do 
better day by day.

What is Ser Rezistans main and current IR outlet for 
Turkish customers? Is Infrared heating well understood 
in Turkish manufacturing?
Our main volumes are Ceramicx-supplied Infrared ceramic 
heaters; generally used in plastics thermoforming processes in 
Turkey. Also we are supplying the Turkish market with infrared 
tungsten and halogen bulbs. We see a lot of IR misapplication 
in industry and therefore appreciate how important it is to 
teach the technology to users. Its a hard mission to take on, 
but we believe it will be one of the keys to out success…
Which geographical areas of Turkey is Ser Rezistans most 
active in? Any export markets outside of Turkey?
The industrial regions include the cities of Istanbul, Kocaeli and 
Bursa cities. We are also setting our sights on the Middle East 
markets now. The next K-Fair show will us pushing forward with 
export activities. 

Which sectors of Turkish manufacturing are growing 
fastest at the moment? 
The general Turkey economy is growing very fast and, in 
addition to packaging, the leading sectors are automotive 
and construction. Automotive is leading the durable plastic 
manufacturing industry which is important for our business.  The 
construction is like a detonator to the economy, a lot of sub 
sectors are growing because the building sector is expanding 
so fast. 
Ser Rezistans’s main target is became a industrial heater 
solution partner and we are expanding our product range to 
satisfy our customer needs. Also we are planning to expand 
our production capability next year with the probability of 
new facilities. 

Tell us a bit about your next upcoming exhibition?
PlastEurasia, October 27-30, Istanbul, is the biggest plastic fair 
in the region -  attended by 755 exhibitors from 38 countries 
and now in its 20th year. We are there to show how we are 
capable to solve their manufacturing problems  - also to show 
how big our product ranges and how can be help them 
with our Professional IR partner, Ceramicx. Infrared ceramic 
heaters and infrared quartz and halogen bulbs will be shown 
and Ceramicx products such as connectors, holders, and 
reflectors can help offer us new selling opportunities together. 

Good luck with all your efforts - catch up again next 
year!
Thank you!
 

Hasan Duman - Purchasing 
Manager, SER Rezistans. 



LFFE Large Full Flat Element

Drawing No. 050203A

245 x 95mm (9.65" x 3.74")

300W - 1500W

LFTE Large Full Trough Element

Drawing No. 050203B

245 x 110mm (9.65" x 4.33")

300W - 1500W

FFE Full Flat Element

Drawing No. 190401B

245 x 60mm (9.65" x 2.36")

150W - 1000W

FTE Full Trough Element

Drawing No. 130201A

245 x 60mm (9.65" x 2.36")

150W - 1000W

HFE Half Flat Element

Drawing No. 190401C

122 x 60mm (4.8" x 2.36")

125W - 500W

HTE Half Trough Element

Drawing No. 130201B

122 x 60mm (4.8" x 2.36")

125W - 500W

QFE Quarter Flat Element

Drawing No. 190401D

60 x 60mm (2.36" x 2.36")

125W - 250W

QTE Quarter Trough Element

Drawing No. 050203C

60 x 60mm (2.36" x 2.36")

125W - 250W

C
ER

A
M

IC
 E

LE
M

EN
TS

For further technical information please visit our website
www . c e r am ı c x . c om 09

CERAMICX STANDARD
pRoDuCT RANgE



C
ERA

M
IC

 ELEM
EN

TS

SFSE Square Flat Solid Element

Drawing No. 190401A

122 x 122mm (4.8" x 4.8")

150W - 750W

Cerix Thermocouple

Drawing No. 050203F
Ceramic element with built in 
Thermocouple K type 
Standard

Thermocouple J type
Standard

SFEH Square Flat Element Hollow

Drawing No. 050203g

122 x 122mm (4.8" x 4.8")

250W - 800W

FFEH Full Flat Element Hollow

Drawing No. 080702E

245 x 60mm (9.65" x 2.36")

150W - 800W

HFEH Half Flat Element Hollow

Drawing No. 050203H

122 x 60mm (4.8" x 2.36")

125W - 400W

QFEH Quarter Flat Element Hollow

Drawing No. 181207A

60 x 60mm (2.36" x 2.36")

125W - 200W

FTE-LN Full Trough Element - 
Long Neck

Drawing No. 27602A

245 x 60mm (9.65" x 2.36")

150W - 1000W

FTEL Full Trough Element Long

Drawing No. 050505g

285 x 60mm (11.22" x 2.36")

150W - 1000W

Drawing No. 170805A

285 x 60mm (11.22" x 2.36")

150W - 1000W

FTEL-LN Full Trough Element Long 
- Long Neck

ESE Ceramic Bulbs
Drawing No. 240907MA
Dia 64 x 137mm (Dia 2.52" x 5.39")    60W - 100W

Drawing No. 240907MB
Dia 80 x 108mm (Dia 3.15" x 4.25")    60W - 100W

Drawing No. 240907MD
Dia 95 x 140mm (Dia 3.71" x 5.52")    100W - 250W

Drawing No. 240907MC
Dia 138 x 135mm (Dia 5.43" x 5.31")  300W - 400W

ESEB

ESES

ESER

ESEXL

QCE Quarter Curved Element

Drawing No. 050203I

60 x 60mm (2.36" x 2.36")

150W - 250W

For further technical information please visit our website
www . c e r am ı c x . c om10



100 x 100mm (3.94” x 3.94”) 
Drawing No. 220202A
150W - 400W

112 x 112mm (4.41” x 4.41”)
Drawing No. 040401C
150W - 400W

140 x 140mm (5.51” x 5.51”)
Drawing No. 080302D
150W - 650W

150 x 150mm (5.91” x 5.91”)
Drawing No. 130600A
150W - 650W

FQE Full Quartz Element

Drawing No. 060201A-R2

247 x 62.5mm (9.72" x 2.46")

250W - 1000W

HQE Half Quartz Element

Drawing No. 060201B-R1

123.5 x 62.5mm (4.86" x 2.46")

125W - 500W

QQE Quarter Quartz  Element

Drawing No.060201E-R1

62.5 x 62.5mm (2.46" x 2.46")

125W - 250W

PFQE pillar Full Quartz Element

Drawing No. 100101A-R2

247 x 62.5mm (9.72" x 2.46")

250W - 1000W

PHQE SQEpillar Half Quartz Element Special Quartz Element

Drawing No. 050203L

123.5 x 62.5mm (4.86" x 2.46")

125W - 500W

Drawing No. 050203M

123.5 x 123.5mm (4.86" x 4.86")

150W - 1000W

STQH
Single Tube Quartz Heater

Heater Type FQE, HQE, with 
Thermocouple K in centre tube

For further technical information please visit our website
www . c e r am ı c x . c om 11
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QTS  Quartz Tungsten Short  Dia. 10 x 224mm (Dia. 0.39” x 8.74”)  Drawing.No. 150601S 750W / 240V

QTM  Quartz Tungsten Medium Dia. 10 x 277mm (Dia. 0.39” x 10.91”)  Drawing.No. 150601A 1000W / 240V

QTL  Quartz Tungsten Long Dia. 10 x 473mm (Dia. 0.39” x 18.62”)  Drawing.No. 140601A 2000W / 240V

QHS  Quartz Halogen Short  Dia. 10 x 224mm (Dia. 0.39” x 8.74”)  Drawing.No. 150601S 750W / 240V

QHM  Quartz Halogen Medium Dia. 10 x 277mm (Dia. 0.39” x 10.91”)  Drawing.No. 150601A 1000W / 240V

QHL  Quartz Halogen Long Dia. 10 x 473mm (Dia. 0.39” x 18.62”)  Drawing.No. 140601A 2000W / 240V

Quartz Halogen Heaters
Range of different sizes Range of wattages and voltages Available in clear and coloured glass

Range of termination options Available with gold and ceramic reflective coatings

FastIR 305
Drawing No. 041103B

305 x 305mm (12" x 12")
Fitted with 1000W quartz tungsten/halogen heaters (QTM/QHM)

4 TuBE - 4KW 5 TuBE - 5KW  

FastIR 500
Drawing No. 041103A

500 x 500mm (19.7" x 19.7")
Fitted with 2000W quartz tungsten/halogen heaters (QTL/QHL)

6 TuBE - 12KW 7 TuBE - 14KW  

For further technical information please visit our website
www . c e r am ı c x . c om12



Panel Heaters
Available with surface face of anodised aluminium and glass

Range of different sizes available

Range of wattages available for varying supply voltages

Multizone options with removable miniature thermocouple plug

Electrical connection via threaded stud terminal, connector 
block or flag terminal

For further technical information please visit our website
www . c e r am ı c x . c om 13

PFAE pillar Full Anodised Element

247 x 62 x 60mm 
(9.7" x 2.44" x 2.4”)

300W - 230/240V

PHAE pillar Half Anodised Element

122 x 62 x 60mm 
(4.8" x 2.44" x 2.4”)

150W - 230/240V

PFRE pillar Full Robax Element

247 x 62 x 60mm 
(9.7" x 2.44" x 2.4”)

650W - 230/240V

PHRE pillar Half Robax Element

122 x 62 x 60mm 
(4.8" x 2.44" x 2.4”)

325W - 230/240V
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RAS STANDARD
ALuMINISED STEEL 
REFLECToR 
supplied without heaters.

Drawing No. 201102A
100 x 60 x 160mm (3.94” x 2.36” x 6.30”) 

Drawing No. 300600A - R1
100 x 60 x 254mm (3.94” x 2.36” x 10”) 

Drawing No. 050203u
100  x 60 x 504mm (3.94” x 2.36” x 19.84”) 

Drawing No. 031201A - R1
100 x 60 x 754mm (3.94” x 2.36” x 29.69”)  

Drawing No. 050203V
100 x 60 x1004mm (3.94” x 2.36” x 39.53”) 

Drawing No. 220601A - R1
100 x 60 x 1254mm (3.94” x 2.36” x 49.37”)

RAS 0.5

RAS 1

RAS 2

RAS 3

RAS 4

RAS 5

PAS STANDARD
ALuMINISED STEEL 
pRojECToR 
supplied without heaters.

Drawing No. 050203W
94 x 76 x 258mm  (3.7” x 2.99” x 10.16”)  

Drawing No.111200A - R1
94 x 76 x 508mm (3.7” x 2.99” x 20.00”)  

Drawing No. 050203X
94 x 76 x 758mm (3.7” x 2.99” x 29.84”)  

Drawing No. 120700A - R 1
94 x 76 x 1008mm (3.7” x 2.99” x 39.69”) 

Drawing No. 050203Y
94 x 76 x 1258mm (3.7” x 2.99” x 49.53”)  

PAS 1

PAS 2

PAS 3

PAS 4

PAS 5

Drawing No. 100701A

Quartz Tungsten Short Reflector
247 x 62mm (9.72” x 2.44”)  

Quartz Tungsten Medium Reflector
302 x 62mm (11.89” x 2.44”)  

Quartz Tungsten Long Reflector
497 x 62mm (19.57” x 2.44”)  

QTSR

QTMR

QTLR

QuARTZ TuNgSTEN / HALogEN REFLECToRS



Drawing No. 050203N

CERAMIC BuLB 
REFLECTOR 

Dia. 220 x 110mm 
(Dia. 8.66” x 4.33”)

Drawing No. 161202A

E27 EDISON SCREW 
BuLB HOLDER

Dia. 53 x 74mm 
(Dia. 2.09” x 2.91”)

Drawing No. 050203o

2P CERAMIC 
TERMINAL END BLOCK
WITH STAINLESS STEEL FITTINgS
40 x 32 x 20mm 
(1.57” x 1.26” x 0.79”)

Drawing No. 210803C

3P CERAMIC 
TERMINAL END BLOCK 
WITH STAINLESS STEEL FITTINgS
62 x 32 x 20mm 
(2.44” x 1.26” x 0.79”)

R7S CERAMIC HOLDER 
FoR STANDARD QT/QH 
HEATER RANgE

Drawing No. 050203o

2P CERAMIC 
TERMINAL END BLOCK
No METAL FITTINgS
40 x 32 x 20mm
(1.57” x 1.26” x 0.79”)

FLAT CERAMIC BASE 
HOLDER FoR HALogEN / 
TuNgSTEN HEATERS FITTED 
WITH A FLAT CERAMIC BASE

Drawing No. 210803C

3P CERAMIC 
TERMINAL END BLOCK 
No METAL FITTINgS
62 x 32 x 20mm 
(2.44” x 1.26” x 0.79”)

Drawing No. 050203Z

STAINLESS STEEL 
Buzz BARS 

8 x 2 x 1000mm 
(0.31” x 0.08” x 39.37”)

STQH HOLDER
FoR ALL STQH TYpE HEATERS

ONE PIECE 
SPRINg / CLIP STEEL 

CERAMIC BEADS 
STRuNg

Drawing No. 090103A

MOuNTINg BRACKET

73 x 57x 25mm 
(2.87” x 2.24” x 0.98”)

Drawing No. 060203A

v CLIP 
AND SCREW SET 

Drawing No. 100501A

STEEL WAvE SPRINg
AND CLIP SET

CERAMIC BEADS
LooSE

For further technical information please visit our website
www . c e r am ı c x . c om14
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polished aluminised steel with white elements            Cream with cream elements           Black with black elements            Red with white elements               

For further technical information please visit our website
www . c e r am ı c x . c om 15

PuBSuN

Drawing No.  111200A - R1
96 x 76 x 508mm (3.78” x 2.99” x 20.00”)

Drawing No.  050203X
96 x 76 x 758mm (3.78” x 2.99” x 29.84”)

PuBSuN 2 

PuBSuN 3 

pubsun with heater type FTELN in wattages up to 650W per 
heater. Suitable for indoor and outdoor covered use. 

Available in polished aluminised steel finish 
or coloured powder coat.

COMFORT IR 1.3kW          230/240V or 120V           High efficiency white glazed ceramic infrared elements.
Choice of black powder coat or polished stainless steel finish                Minimum order of 6

C
o

M
Fo
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 H
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N
g

COMFORT IR +
1.3kW

230/240V or 120V 

High efficiency black glazed ceramic infrared elements.

Choice of black powder coat or polished stainless steel finish

Individually boxed with minimum order of 6

1.95kW          230/240V or 120V          450 x 450 x 160mm (17.72” x 17.72” x 6.3”)

ceramic elements quartz elements

Available with high efficiency black glazed 
ceramic infrared elements or quartz medium wave elements

COMFORT IR 360
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David Russell continues his column for HeatWorks 
Magazine, reporting in this issue on his recent 
foray into the thermoforming marketplace.

Recently, on my return from a two day technical fact-finding visit to 
Ceramicx I became even more convinced than ever that there are 
savings - of up to 30%!!! - to be had by improving heating efficiency 
through the effective use of REFLECTORS and replacing old and inefficient 
elements. 

I did it in my own business 10 years ago 
and the same savings opportunity is still 
there. My recent Ceramicx trip inspired 
me to write to many friends and 
associates in the industry beginning - 
“on the continuing theme of advancing 
thermoforming technologies I thought 
you would be interested in the following 
cost reduction opportunity.”
In keeping with my back to basics 
theme, we begin with the fairly 
mundane discovery that ceramic 

infrared heating elements emit heat in all directions. In other words, and 
to spell it out: if reflectors are not used a new 650W element will reach 
525C on the sheet side - and 450C on the back. When these temperatures 
are converted into heat reaching the sheet only 60% of the energy input 
reaches the sheet. 
Take a step back and fit the same set up with a reflector and then you 
will find that behind each element the sheet side of the element reaches 
590C. For a typical outlay of some £14 per reflector you then achieve 
80% of the energy being directed towards the sheet and hence ongoing 
energy savings of some 30%. 
To get the same sheet temperature with reflectors you can reduce 
energy input resulting in:

 ■ Up to 30% energy cost savings; in other words, heat the sheet, not  
   the frame or the factory

 ■ Faster heating -- and thus reduce cycle times, 

 ■ Heaters attain lower temperatures quicker,

 ■ Heater life is greatly prolonged - with less heat history and  degradation
In addition, manufacturers get much better results through planned 
maintenance programmes. Much better control is achieved, for 
example, if you replaced all the elements at the same time in order to 
eliminate the cold spots caused by old elements. 
So, with the renewal of inefficient elements and the addition of reflectors 
you could quickly achieve better control and a huge reduction in one of 
your major cost areas!
Ceramicx have been at the forefront of IR heater developments for 15 
years and very well used to this approach. They are currently replacing 
every heater platen for a major US thermoformer and would be happy 
to quote for the renewal of platens with reflectors and for any matters of 
up-to-date control systems. 
Many thermoforming moulders are sampling these methods by making 
the change on one machine shop floor machine in order to measure 
the improvement. When they see it works they then go forward to make 
wholesale savings - planning an on-going replacement programme for 
their other machines. 
Spare reflectors and heaters to get this process underway DIY style can 
be easily and quickly bought from the Ceramicx on-line shop but for 
best results - talk to myself or Ceramicx direct for a planned renewal 
programme. 

One of the major cost areas in 
thermoforming is heating the 
sheet.

To minimise costs and maximise 
control of the sheet here are 5 
points to always keep in mind:

Elements lose their efficiency 
through time, i.e. for the same 
energy input you will gradually 

get less heat output,

Elements emit heat in all 
directions – reflectors must be 

used,

Elements should be ‘tuned’ 
(selected) to suit the material,

Quality will be affected by 
cold spots (old heaters),

Measure actual sheet 
temperatures, not energy input 

(there’s no relationship!).

When the performance of 
the heating drops-off and 
cycle times lengthen, our 
recommendation would be, as 
part of an on-going planned 
maintenance programme, 
to replace the heater bank 
with one with new elements 
and reflectors and, during, 
say, the next 2 years re-build 
the replaced bank as a spare 
for fast changeover when 
performance drops off again. 

1

2

3

4

5

Aluminised steel reflectors and projectors

5
Top Five Tips for 
Thermoformers 

in Sheet Heating
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  Adrian Lunney PR

your answers - what, why, when, and 
how, where and who. 
What....is the most important trigger by far. 
What am I selling - and how? What news 
will give my buyer added confidence? 
What achievements has my company 
racked up this month? What customers 
do I enjoy doing business with - and 
how? What opportunities, anomalies, 
current developments do I want to draw 
the world's attention to? What does my 
business approve/disapprove of?
who should communicate this material?
You should. You and your people. Sure 
- manufacturers need to know about 
plenty of things; solutions; technology, 
materials; systems, equipment - but 
people buy from people. 
Get out of your mind
It is true of course that fear of talking in 
public comes second only to fear of 
death in most peoples' minds. So, maybe, 
there's a little hurdle to get over there. 
But experience shows that this hurdle is 
much much lower than you think. The 
fear lives only in the mind. The actuality is 
different. Remember: this is an opportunity 
to grow your company while practicing 
leadership. Equally important - here is 
also an opportunity to put your happy 
customers and business associates in front 
of the camera at every opportunity. 
once you get started....don't take all week
In fact, don't take all day - or even all 
morning. Get it done - sign off those 
communications -  and get 'em out 
there. Ceramicx, for one, is a past master 
at creating throughput and speed of 
response. Demand speed of response 
from your suppliers and helpers in 
communications.  Let the good ideas fly 
free and let a thousand flowers bloom...
(and try not to take it too seriously...) 
But we are a very specialist supplier...and 
I'm no Brad Pitt...
If you could just get over yourself you 
would find out that in the business world 
the buzzwords speciality and niche are the 
new handmaidens of the Internet. 
Have you noticed, for example, that the 
broadcasting age -  one supplier and 
millions of viewers/readers 1:10,000,000 - 
has already melted away?
The Internet shows us that micro-marketing - 
with its great specificity of terms - is actually 
where it's at. The ratio of seekers-suppliers is 
coming down all the time. 

In the last issue of heatworks magazine we learned 
from Granite Consulting about how Ceramicx has 
succeeded in harnessing the power of the Internet 
to great marketing effect. 

Adrian Lunney is a business journalist, 
writer marketeer and owner of his own 
business-to-business communications 

agency. 
From a English degree at 

Cambridge University he worked for the 
UK's National Economic Development 
Office before taking up a staff role on 

Europe's leading weekly business paper 
for the plastics industry - and then 

setting up his own business-to-business 
communications agency. 

Adrian describes his work as 'helping 
companies celebrate their own best 
practices and achievements - and 
communicating that to the outside 
world in the service of growth and 

expansion.'

which means that...
Regardless of any glamour, your buyers 
are now 1000% more enabled to find 
you....on a plate. So help them buy. 
You don't have to reveal trade secrets 
in order to establish the attractiveness 
of your products or services. If you know 
your stuff, why not let people know that 
you do?  You are free to choose exactly 
what you show and tell. 
And how should I deal with the press?
Turn it around. They are there to deal with 
you. No journalist will want to spend their 
time on your company without getting 
something that they can then use in a 
positive manner. Remember: trade and 
business journalists absolutely no interest 
in getting on your wrong side. Reason? 
Most trade magazines will depend 
on you and your peers - editorial and 
advertising - to keep going. It's in the 
media's interest to get the best from you 
- so get the best from them too. It's a two 
way street. 
Finally, never forget....
That you and your own communications 
are now the primary engine for your 
business growth and sales. Press 
coverage can be very nice; it gives 
the benefit of 3rd party interest. For 
sustained growth however, your own 
best interests are in your hands - and 
depend on your company's abilities to 
keep communicating who you are and 
what you do. 
So go to. take a leaf out of 
the Ceramicx book. put 
yourself in the driving seat - 
and enjoy !

adrian@adrianlunneypr.com

‘‘
Here Adrian Lunney, the other half of the Ceramicx marketing 
partnership, explains why great news and communication - 
ie 'content' - is vital in driving your company forward. 

Join the revolution
It's taking time, but the Internet   
continues to encourage 

a revolution; not least in social 
communications and in corporate 
and business life. Hierarchies, systems 
and protocols are tumbling daily. Cats 
are looking at kings and emperors are 
walking around without clothes. 
In these conditions, your company has 
great opportunity to be as bold and 
creative as it can be and to reach out 
for as much business as it can handle. 
So how to get started?
It's much easier than you think 
Because, for one thing........Your business 
needs to communicate anyway - right?
If you are any size of company you need 
to do some or all of the following: 
Website(s); company brochure(s); 
catalogue; customer communications. 
sales presentations; customer newsletters 
or ezines; press releases, press material....
the list goes on. And since you have no 
option but to do these things - you may 
as well do them right. It's time to move this 
issue up your agenda and make sure of a 
professional job. 
So.....
A great way of shifting things - at least at 
the outset - is to bring in a professional 
helper. This might be basically defined as 
someone who can:
 ■  Make the most of your source
      material - ie your 'content' 
 ■  Turn it into effective communications
      much quicker than you could 
 ■  Send it all out to the right customer 
      & media markets and 
 ■ Be transparent and open; 
     ie keep you and yours informed
      each step of the way. 
But why do I need to talk?  
OK, well if the above points have 
not registered, think about this: Your 
communications are a clear shot at an 
open goal. In other words, you can say 
what you want to say; promote your 
company and its ware - for free - and on 
your own terms ; through your website and 
any other communications channels you 
want. 
So what should I say?
Plenty. Begin with the notion of plenty 
- and then start editing? Use Rudyard 
Kipling's 6 honest serving men to organise ”
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A lot oF BottlE....
The contribution of Ceramicx infrared heating to 
the plastics thermoforming process and industry is 
well known. Here, however, we take a look at how 
Ceramicx heating is playing its part in the success 
of another big part of plastics - the blow moulding 
process. 
It is generally reckoned that the worldwide packaging sector 
consumes about 40% of the world’s plastics processing outputs: 
Less well known is the statistic that drinks packaging accounts for 
nearly 40% of materials volume within packaging. 
And within the growing sector of drinks packaging, plastics 
blow moulding solutions continues to dominate: Until relatively 
recent times, polyethylene of various kinds, PVC and sometimes 
Polypropylene were the materials most used. 
It is astounding to recall that, for example, circa 1976 there was no 
plastics bottle market at all to speak of in the United States. By 1999, 
however, the US plastic bottle market was estimated at some 10 
billion containers. Worldwide growth has continued steadily since 
then. 

The market - background 
And, over the past twenty years or so PET-based materials 
(Polyethylene Terepthalate) - a member of the polyester family 
of polymers - have come to take centre stage. The patent for 
PET material was filed in 1941 and the patent for the PET bottle 
was only lodged in 1973. The material’s semi crystalline structure, 
strength and excellent barrier properties make it a very suitable 
polymer for use in the growing carbonated drinks markets. 

Like many industrial developments, the PET drinks bottle started off 
large-size (two litres) and gradually worked its way downscale - to 
500ml applications and below currently. As the technology came 
to understand itself better, so one-piece mouldings (without base 
cups) came to be produced and mould wall thicknesses also 
began to reduce.
Furthermore, as the new millennium developed and buyers came 
to pursue a low-carbon agenda, so more and more came to be 
asked of the packagers and their blow moulding suppliers; more 
light weighting (less material, less wall thickness) often with an 
increase of strength and/or properties through biaxial orientation. 
Today, successful blow moulding operations are large scale and 
capital intensive and are often situated alongside major contents 
producers as ‘hole in the wall’ operations. The blow moulding 
sector is dominated by names such as Alpla, Graham Packaging, 
Nampak, Logoplaste and Serioplast with the top ten companies 
accounting for over one third of sales in Europe. 
That soft drinks market is now almost entirely ceded to the blow 
moulding industry. More recently - following recent research from 
Applied Market Information (AMI) - it is suggested that the new 
frontier for PET barrier bottles lies in beer, wine, and milk packaging 
- a market that in total is equivalent to the current size of the 
carbonated soft drinks (CSD) market for PET bottles in 
AMI points out that while beer and solid food markets represent 
large, untapped opportunities for plastic blow-molded bottles, for 

now the blow-molded bottles market is 
still largely driven by developments in the 
mineral water and household chemicals 
markets, where plastic bottles account for 
more than 90% of the packaging used. 

The role of IR heating 
Frank Wilson, Ceramicx director comments 
that ‘it is no accident that the precision 
and exactitude of infrared heating has 
been needed to play a full part in the 
development of PET-based blow moulding 
across many sectors. 
Ceramicx takes great care in the design 
and installation of these systems - usually 
based on halogen infrared sources and 
typically needing a precisely arrayed 
structure of six to eight levels of heating to 
get a good job done.’
Evenness of heat distribution is key to the 
process of reheating the blow moulded 
preforms prior to injection stretch.
Wilson says that ‘with large scale contracts 
and massive volumes at stake, the best 
producers take a thorough going approach 
when designing their blow moulding 
facilities. You only want to do it once - and 
fault-free plastics processing is critical. No 
moulder wants to be at the mercy of any 
line stoppages; burn outs or deformations in 
the product due to defective heating.’
Wilson adds that Ceramicx has three main 
ways to involve its infrared know-how in the 
blow moulding industry: 
   ■  directly with the machinery
         manufacturer  in producing standard
         machines 
  ■   with the blow moulding client/ 
        processor producing a bespoke
        heating system 
  ■  troubleshooting a project; ie repairing
       a system or retrofitting a better, more
       efficient one 

‘‘
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The process - injection stretch blow molding
Ceramicx infrared heating systems are mainly deployed in the 
Injection Stretch, or Reheat Stretch Blow Molding (RSBM) process 
where the plastic is first molded into a preform using the injection 
molding process. The preforms are fed later, after cooling, into a 
reheat stretch blow molding machine. 
The preforms are then heated - typically via rotation through an 
infrared heating system - above their glass transition temperature. 
The preform is then blown using high pressure air into metal blow 
molds. Usually the preform is stretched with a core rod as part of 
the process. The stretching of PET further improves the hardening of 
the resin, allowing the bottles to resist deforming under the pressures 
formed by carbonated beverages. 
There is competition between suppliers - not only to produce 
a thinner stronger bottle - but also to produce more of them: 
Increased cycle can mean reduced cost. One thousand bottles 
per hour was a benchmark in the industry for a time - but now that 
rate can be nearly doubled by the most advanced systems. 
But, as the packaging industry has advanced so the social 
agenda has changed - with an inarguable political climate on 
waste reduction and low-carbon production. On June 26th, 2007 
for example, the UK’s Waste and Resources Action Programme 
(WRAP) held an event on the sole topic of ‘Next steps in PET Bottle 
light weighting’.   Among other items, three different projects were 
unveiled, focussing on Amcor, Coca Cola Enterprises and Esterform 
Packaging. 
Says Frank Wilson, ‘in today’s climate it is not enough for industry to 
make markets simply on the basis of science, technology and price. 
The supplier must also include the best environmental practice as 
part of the offering - the same goes for PET packaging.’
Two years later, the UK’s Carbon Trust (see story below for more 
detail) put the country’s blow moulding sector again under the 
microscope - this time in terms of its energy use; the limits and 
opportunities there. 
Wilson again comments that ‘although the Carbon Trust research 
was primarily motivated by concerns about emissions, very many 

UK blow moulders involved in the ISBM 
process were seen to have a clear benefit 
in reviewing their heating process; not only 
to improve production, but also to make 
substantial savings on their energy costs. 
After all, for ISBM moulders, the infrared 
element represents 95% of the blow 
moulding energy cost. ‘It makes total sense,’ 
says Wilson, ‘to know one’s IR system inside 
out and to have one in place that is fully 
designed - with reflectors; specified quartz 
elements and so forth - and that it doesn’t 
leak energy, cost and carbon emission.
With the right infrared solution in place, this 
kind of opportunity, to me, is simply money 
waiting to be collected - and a further 
proof of the effectiveness of IR in blow 
moulding.’
Summarises Wilson, ‘from where we sit, 
the PET blow moulding story is still set to 
run and run. There may be sentimental 
attachments to other forms of packaging 
in the drinks business, for example, but from 
a life cycle analysis, transportation cost and 
ecological viewpoint, PET containers make 
a very strong case. 
Many of the current issues are typical for 
an industry that has come from nothing 
to exponential growth in the last 15 years. 
Infrared has a large role to play in continuing 
to both deliver the heating performance 
accuracy - but also the energy and 
environmental savings that a low carbon 
future and its public will demand.’

The UK plastic bottle blow-moulding industry processes over 630,000 tonnes of polymer per year through 
extrusion blow moulding (EBM) and injection stretch blow moulding (ISBM) across some 154 sites. Annual 
energy consumption is around 755GWh and carbon emissions are approximately 400,000tCO2 pa. The majority 

of energy use is electricity for the plasticisation of the raw material.
Infra-red lamps (ISBM) – improving infra-red lamp technology would significantly decrease the energy consumption 
in the ISBM process. Many manufacturers are considering increasing reflectance and lowering power consumption, 
and if implemented, could reduce your energy use by 15%.
The table gives an overview of the expected cost and payback of a range of energy saving measures and 
the percentage of sites for which the measure is viable. It also shows the estimated CO2 impact of these to 
both the whole sector and the average for applicable sites.

Production planning (ISBM)
Control of granulators (EBM) 

Barrel insulation (EBM) 
Infrared lamps (ISBM)
Induction barrel heating (EBM)

0
2,000

3,500
10,000
16,500

Immediate
<1

<1.5
2
2

50%
>80%

80%
50%
80%

35,000
11,000

32,000
4,000

50,000

455
89

260
52

406

5,455
1,071

3,117
623

4,870

Opportunity
Cost 

per site
( £ )

Payback
( years )

Applicable 
% of firms

Annual CO2 
savings 

( sector / tonnes )

Annual CO2 
savings 

( site/ tonnes )

CRC credit 
estimate £
( @£12/tonnes )

Process

Equipment

‘‘ ”
Points of reference  - IEEA plastics web page link: ww.carbontrust.co.uk/blowmoulding
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AINFrArEd hEAtING 
For hUMANS  

Outside of our main industrial markets, Ceramicx also has a number 
of infrared products and ongoing projects aimed mainly at the 
consuming public. 
Our technologies include infrared for indoor and outside space 
heating; infrared heating for pet care and creature comfort; 
a variety of food cooking techniques using infrared and also 
various infrared heating products for the medical and healthcare 
industries. 
To experience infrared heating at first hand is to know that there is 
a real and qualitative difference in kind between it and other heat 
sources. The expression often used is that ‘it really gets into your 
bones’. It’s not just humans. A number of IR heating applications 
are being developed on the pet care and livestock front that attest 
to the quality of the heat. 
This end of the infrared radiation spectrum, sometimes known as 
Far Infrared Radiation (FIR) has become of interest to Birmingham-
based innovator Simon Lea to whom we talked about some of the 
science and first principles. 

For the past few months Ceramicx has been 
conversing with Birmingham-based inventor and 
innovator Simon Lea about infrared heating and the 
human body and immune system. Here we lay out 
some of the fundamental knowns on the matter....

PART
ONE

Human radiation 
The first is that - like any living organism - 
human beings are themselves a source 
of infrared radiation. ‘Most research,’ says 
Lea, ‘suggests that humans emit infrared 
radiation to the tune of between 3-50 
microns.’ 
The exact methodology can be worked out 
using a number laws of physics, including 
Plancks constant, Boltzmann constant, 
temperature and light calculations, Though 
not normally for the general reader, the 
central equation can be presented thus:

The basic point, says Lea, is that in our solar 
system, objects - including humans - both 
absorb and emit infrared waves - and the 
above equation presents the differentials 
between the two. 
In daily life, the human sensitivities to 
infrared - give and receive can be noticed 
along the way. Several electromagnetic 
frequencies (EMF) are also transmitted 
from electrical devices we use every day - 
mobile phones, electric motors, hairdryers, 
hybrid cars, electrical pylons, phone masts. 
It is interesting to note says Lea that thermal 
imaging devices - such as night cameras 
- are typically set at most sensitive in the 
7-14 micron range for human beings and 
human vision.’
The first issue then is that when it comes 
to infrared emission the human body is far 
from a blank slate. Conventional scientific 
wisdom and measurement show that 
human beings typically emit most of their 
infrared radiation at around 9.5 micron 
wavelengths. This is the benchmark  - 
indicating the core human temperature - 
from which most systems will operate. 

Infrared and water 
The second issue with the IR/Human 
interface is the relationship of infrared 
radiation to water.  As human beings are 
comprised of at least 70% water - this 
relationship is of key importance. 
The nature of infrared wavelengths can in 
fact be defined by the water absorption 

‘The bottom line,’ explains Lea ‘is that the entire electromagnetic 
spectrum is derived from our solar system. Within it lies the infrared 
spectrum, and within the infrared spectrum can be described five 
distinct and overlapping sectors, culminating in the far infrared 
spectrum (FIR) which is graded from 3-1000 microns in wavelength. 
This is the part of the spectrum that most interests me - especially in 
relation to the human interface and the human body. 
There are two primary factors of equal importance at work when 
considering the impact of infrared systems upon the human body. 

 Tk = Temperature in Kelvin
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behaviour. Different wavelengths agitate the molecules in different 
ways. The size of the wavelength can be measured by how the 
molecules vibrate. 
Lea points out that ‘all molecules vibrate – as long as they are at a 
temperature above (theoretical) absolute zero (-273.15 °C). When 
they vibrate they give off a vibrational (infrared) frequency and 
scientists have worked out that when molecules are at a certain 
temperature each different type of molecule emits a different 
infrared frequency which can be measured by an infrared 
spectrometer  - a machine which measures the frequency a 
molecule is vibrating at.’

to many medical and, perhaps, sports and 
performance based applications
Research and literature is starting to 
emerge - mainly from Japan, and some 
from the USA - of the experimental role of 
infrared sources in promoting detoxicity - in 
humans and animals. ‘Not only that,’ says 
Lea, ‘but also in the effect upon certain 
diseases. These are early days but some of 
these studies could be looked back upon 
as leading the way,’ he notes. 

‘Most of us,’ adds Lea,  ‘are aware that our bodies should be made 
up of 70-90% water, so therefore it may be of some interest for us to 
know what the spectral absorption rate of water is.  Unfortunately 
as with a lot in the scientific field there is no easy answer to that!’
At the last count, according to published sources, ‘water has 
approximately 64,000 registered absorption rates! – Complications 
arise from temperature, atmospheric pressure solid liquid or gas. 
Different wavelengths agitate water (H²O) molecules in different 
ways.  Below are some examples of that agitation (known as 
stretching or bending). The pale blue represent the ‘H²’ and the 
dark blue represents the ‘O’.

Cáthál Wilson, Ceramicx, notes that ‘for 
good measurable science to proceed in 
these arenas, the quality of the IR emitter - 
its build and constituency and performance 
- is critical. Heater efficiency - ‘doing what it 
says on the tin’ -  is critical here and many 
appliances on the market today simply do 
not perform as they should.’
Lea concludes that ‘we know that infrared 
heating provides comfort and health for 

A graphs showing the absorption rates of water through the infrared 
spectrum is also shown. 
Says Lea, ‘it is worth noting that the absorbance of water at the 
4-8 micron range as seen above, is the wavelength at which water 
experiences bending vibrations in its molecular structure.
My view is that there is a direct correlation between the excitement 
(bending) of the water molecules and the human body: As we are 
all aware when anything vibrates it starts to warm up. The vibrational 
effect of these billions of molecules moving is that it actually warms 
up our bodies’ core temperature  - by up to 1 degree. 
It is this ability of infrared - ‘to literally penetrate into the body’s core’, 
that most excites Lea. ‘Comfort-based heating is, to be sure, the 
main and obvious outlet for this kind of heating - and this can apply 

humans - and part of my mission, and work 
with Ceramicx, is to determine exactly how 
and why. The world today seems to have 
barely scratched the surface of the potential 
for infrared useage and technology. If we 
can use good science to get it right, then 
many new benefits will accrue for all. 
The next HeatWorks article in this vein will 
move forward to look at some practical 
implications for infrared radiation/heating 
on humans and the biosphere. Meantime, 
to contribute, or for further details of these 
projects - please don’t hesitate to contact 
us direct at Ceramicx. 
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wESt Cork FIrSt 
For INdUStry

Mr Richard Bruton T.D.
Minister for Jobs 
Enterprise and Innovation

Clonakilty-based Carbery Milk Products and Balydehob-based Infrared 
heating specialist Ceramicx are now ranged up alongside the giants of Irish 
manufacturing such as Intel, DePuy, Bombardier, Boston Scientific, Pfizer. 
All of these companies share a common aim in working together to boost 
opportunities for all of Irish manufacturing under the low-carbon green 
industrial agenda. 
It’s not just that the West Cork environment produces lively businesses that 
punch well above their weight - although both Carbery and Ceramicx 
believe this to be true. The West Cork ‘X Factor’ is also very conducive to 
work in a successful small to medium-sized manufacturing business. 

Working for a smaller sized enterprise can indeed tick all the boxes in terms 
of job satisfaction and can also be key in helping Ireland steer a new 
economic course.

Frank Wilson, founder and director of Ceramicx, for example, says that ‘the 
West Cork environment somehow encourages a great blend of creativity 
coupled with drive and responsibility. 
At Ceramicx, for example, we design and manufacture everything ourselves 
- from concept to seeing the products ship out of our factory gate. Wilson 
adds that ‘there is, in fact, a great ‘fit’ between some of the best aspects of 
West Cork life and the best aspects of modern manufacturing in the twenty 
first century. 

Creating added-value
Michael McCarthy of Carbery agrees. Carbery, he notes, ‘is a relatively 
small player in the overall European dairy ingredients and cheese markets, 
Therefore to compete our company has to have excellent quality and 
be competitive on price. This is possible in a small West Cork community 
where we have an excellent, well-educated and motivated labour force. 
Innovation and creating value-added products is key in allowing Carbery 
to stay ahead of the competition. Our milk quality and supplies are second 
to none. Energy optimization through reduction and reuse has also played 
a huge part in our cost base and competitiveness.’

Carbery’s social and environmental 
responsibilities are also greatly assisted through 
the local sustainable sourcing methods of the 
area. ‘Our products’ life cycles,’ says McCarthy, 
‘really start back at our roots. Wholly traditional 
methods of farming have been used going back 
generations - and these only allow for the most 
natural results made as nature intended; free 
of any additives, preservatives, pesticides or 
hormones. This pure and natural environment 
invites consumer confidence and trust in food 
safety and in everything we do. Producing milk 
from dairy herds that graze the green, unpolluted 
pastures of West Cork exemplifies the essence of 
sustainability.’

A nurturing infrastructure 
The administrative infrastructure of the region is 
also conducive to the nurture of business and 
industry. Cork County Council, for example, last 
month recently invested €1.25 million in a range 
of business development supports that will lead 
to job creation in the County.

A total of €500,000 was allocated to financial 
contributions and bank guarantees exclusively 
for the SME Sector with incentives generally be in 
the €10,000 to €20,000 range.

A further €300,000 has also been earmarked 
within the fund to help provide additional 
enterprise centres and hot desk facilities in 
county towns. Funding will be made available for 
ICT enablement and hot desk provision however, 
and not towards other costs such as rent. 

Help with internships 
The National Internship Scheme was also launched 
in July by the Irish Government a scheme that will 
provide work experience placements for interns 
for a 6 or 9 month period. The scheme is intended 
to the cycle where jobseekers are unable to get 
a job without experience, either as new entrants 
to the labour market after education or training 
or as unemployed workers wishing to learn new 
skills. Up to 5,000 work experience placements in 
the private, public and voluntary sector will be 
provided for - for a limited period of time from 
July 2011. 

When Jobs and Industry Minister 
Richard Bruton TD announced 
details of a €5 million investment in 
a new Irish energy efficiency centre 
for manufacturing it was perhaps 
no accident that both of the small 
to medium sized (SME) companies 
who joined him at the May 20th 
launch were from West Cork. 
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Networking 
And, once established, businesses are well catered for in terms 
of networking and B2B relationships: Network West Cork, for 
example,  is a dynamic network for all entrepreneurs, owner/
managers and business people in the West Cork area. Business 
networking has been proven to be a vital marketing tool - not 
least for building supply chain relationships and generate 
new opportunities. Since 2007, the West Cork Enterprise Board 
has been running a Small Business Network and a Women in 
Business Network. These Networks have been re-branded and 
re-launched as Network West Cork - Business to Business.

The network intends to hold at least six Networking Events 
throughout the year, in addition to Women in Business Events. 
The events are free of charge and the only thing asked is 
participation and a commitment to NetWorking. 

Ceramicx’s Frank Wilson says that ‘there are a multitude of 
opportunities for companies setting up here. Ireland itself is 
clear in maintaining its goal as the manufacturing location 
of choice for European industry. And our West Cork base has 
enabled Ceramicx to pursue our objectives of world class 
leadership in our chosen fields.’
And since the Minister’s announcement Ceramicx has 
attracted a whole other raft of good news to go with its new 
national responsibilities. 

Grant funded - for innovation
Ceramicx together with its partner, Limerick University, has also 
won a second round of significant science and development 
funding from Enterprise Ireland. The project - which will recruit at 
least four key personnel in materials science and engineering 
- is to boost the technical know-how of the company in its 
chosen field of infrared heating. 

Over the next two years a detailed series of scientific-
based ‘road maps’ will be created at Ceramicx in order to 
describe the inputs and outputs in the complex mix of skills 
and ingredients that go to make up the manufacture of 
infrared heaters.  Materials; humidity; temperature, electrics 
and mechanical factors all combine to produce the ceramic-
based products. All this will help ensure that Ireland’s South 
West develops world leadership in these matters.

‘Nothing succeeds like success,’ notes Wilson and the sales 
growth of Ceramicx in the marketplace - up 19% last year -  is 
clearly driving the ability of the company to help attract new 
initiatives and research projects to its door. 
Job creation

Indeed, market growth and other positive factors are also 
driving the increase in employment at the company generally. 
In addition to the new scientific posts at the company, 
Ceramicx estimate that it will need a further six other positions 
in manufacturing over the next few months as part of the 
expansion in the business. 

Much of the new work involves matters of product invention, 
innovation and product design. ‘The past twelve months,’ says 
Wilson, ‘have seen the boundaries of application engineering 
and product innovation pushed ever wider. For much of this 
new business, we have been investing in a product ‘modelling’ 
approach. This allows us to look at issues of geometry and stress 
and so forth before we go further and release the job to the 
Computer Aided Design stage. Again, for the right businesses, 
the West Cork region and network is a sunrise environment 
within which new approaches and new industry can flourish.’

For all further details on opportunities in the region, please 
contact Frank Wilson at Ceramicx direct.

Michael Hanley, Chief 
Executive Officer of the 
West Cork Enterprise 
Board, lays out the 
business investment case to 
HeatWorks magazine 
primary advantages
There are many advantages for 
manufacturing companies establishing 
in West Cork. There is a very strong 
tradition of manufacturing in this region 
with many overseas operations locating here over the years. 
Our workforce is flexible and well trained with a wide range of 
available skills at all levels. We are well served infrastructurally with 
links to several European hubs via Cork International Airport and 
excellent shipping services via the Port of Cork. The ferry line also 
provides a direct link from the region to the UK. These are obvious 
advantages but the most important is the quality of life available 
in West Cork, which you will find very hard to surpass - something 
unique that must be experienced to be appreciated.
leading incentives 
There are incentives available to manufacturing companies 
locating in West Cork. Our 12.5% Corporation tax is uniquely 
advantageous and there may be other capital or employment 
incentives available from the IDA Ireland, Enterprise Ireland or 
the West Cork Enterprise Board, depending on requirements
Logistics 
There are several logistics companies operating in the area 
and communications is helped by ease of access to Cork 
City and beyond. High speed Broadband is available in all of 
the major locations and our road infrastructure has benefitted 
from improvements to both the N71 and the R586, the two main 
arteries in the region.
Industrial clustering 
A number of major companies have located in the region over 
recent times. The West Cork Technology Park in Clonakilty houses 
several international services companies. Further to the west 
companies such as Schaffer Electronics have made their home 
in the Bantry Enterprise Centre. We have other excellent facilities 
in Bandon, Dunmanway and Skibbereen, all geared for modern 
manufacturing or service operations. The region's traditional links 
with the third level institutions of University College Cork, Cork 
Institute of Technology and University of Limerick have worked to 
the benefit of many companies in the region.
the Ceramicx success story 
The West Cork Enterprise Board are very supportive of the work 
being undertaken by Ceramicx  to encourage partners into the 
region. The prospect of clustering companies in this field is one 
that excites us and offers potential to create a strong dynamic 
based upon the skills and drive already in place at Ceramicx. We 
welcome the expansion plans announced by Ceramicx. It is very 
encouraging to see the company building strong relationships 
with both the University of Limerick and its international partners 
to increase capacity and capability within the company. Our 
support is assured in whatever is required to further foster this 
dynamic.
For further details contact Ceramicx 
  or the West Cork Enterprise Board direct. 
  http://www.wceb.ie/about-us/contact-us

          wESt Cork - 
thE BUSINESS CASE

Mr Michael Hanley

West Cork
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 ınfrared ceramıc and quartz heatıng systems for ındustry

c e r a m ı c x / n e w s . . . . .

Family Day &

Bar-B-Que

Before Ceramicx closed for their annual summer break, staff and 

their families found time to enjoy a barbecue, prepared by master 

chefs ( Frank, Cáthál and Marcin ). They also tested the structural 

integrity of the bouncing castle, played games ( photos 

available upon request ) while some of the younger guests had 

their faces painted. 

Ceramicx is now embarked upon the second phase of 
its Innovation Partnership together with the University of 
Limerick (UL) and Enterprise Ireland. 
New recruitment of the UL team is underway and 
over the next two years a detailed series of scientific-
based road maps will be created in order to describe 
the inputs and outputs in the complex manufacturing 
mix of materials; humidity; temperature and electrics 
that combine in the manufacture of ceramic-based IR 
heaters
The first phase of the Innovation Partnership with UL 
brought Ceramicx world-class results in terms of our 
product definition, its measurement and automated 
quality control.
Frank Wilson notes 'our new work with UL and others 
emphasises the fact that you can never stand still in 
business. The time has now come for a further quantum 
shift in our IR development - underscored with the 
formality of a new project and expansion of activity 
here at the factory. 
Thanks are due here to our friends and associates Mark 
Southern, Paul McCloskey and Tom Bannon for all their 
help in framing the project scope and in lining up the 
terms of reference and the resources.'
Wilson adds that 'customers, customer needs and ideas 
and uses for IR technology (applications) have given 
us all the drivers we need for the engineering to make 
the products. And as our customers come to us with 
more variants for IR useage, so we need to be pushing 
the envelope even further. Our advances in product 
design need to be made, however, on a foundation 
of science and scientific laws. That is where the new 
project work and UL partnership comes in.
We are now getting down to realising the new project 
aims and making things happen. The Ceramicx 
ambition is nothing less than to create an unequalled 
matrix and underpinning of scientific know-how for IR 
heating manufacturing matters; all based on empirical 
measurement and on provable and repeatable 
scientific theory and engineering. 
The next issue of HeatWorks magazine will carry a further 
in-depth look at the new work. 

Ceramicx and UL team up again 
on expanded new project work

E I M E A R
C ÁTH Á L

AND

The Church of Mary Immaculate, 
Dromore was the picturesque 
setting for the wedding of 
Cáthál Wilson to Eimear Collins 
on Saturday 10th September. 
The service was followed by a 
reception at Inish Beg House, 
near Baltimore. 
Heatworks wishes them every 
happiness for the future.

with the right focus – and a common platform – everything is possible
Although the need to take a breath is frequent, Ceramicx continues to welcome in the continual change 
and innovation that has been our keynote all through this year.
At the beginning of July, for example, we opened our doors to host the board meeting of the new ICMR 
Technology Centre that was announced and launched by the Irish Industry Minister just a few weeks ago.
Managers and directors from some of Ireland’s largest manufacturers – Intel, Pfizer, EMC and officials from 
Enterprise Ireland and IDA – toured our plant and our expertise in infrared heating and then sat down with 
us around the Ceramicx boardroom table with more dialing in remotely. We discussed the fastest and most 
effective ways of rolling out best manufacturing practice and energy-efficient production through Ireland 
and we made plans to deliver those changes and benefits over the coming weeks and months.

Joe Foley, Factory Manager of Intel Ireland and chairman of ICMR board in full flow of thanks to Jim Lawler of 
Enterprise Ireland (seated). Jim is retiring - but is expected to stay abreast of the ICMR and its activities.

Congratulations
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www.ceramıcx.com

elizabeth 
best

Accounts

acc@ceramicx.com

sales@ceramicx.com

Ceramicx Ireland Ltd. Gortnagrough, Ballydehob, Co. Cork, Ireland.

+353 28 37510
+353 28 37509 Monday to Thursday  

08.00 - 18.00 gmt    
Friday 

08.00 - 14.00 gmt

N 51° 36′
W 9° 28′

Office hours

http://www.youtube.com
/user/infraredheaters

www.twitter.com/
ceramicx

http://www.google.
com/profiles/ceramicx.

infrared.heaters

http://www.linkedin.
com/companies/
ceramicx-ireland

http://www.ceramicx.
com/en/feed

http://www.ceramicx.
com/en/blog

http://www.facebook.
com/ceramicx

ceramıcx.com

Talk to us today about your 
infrared heating needs.

Frank Wilson
Managing Director

frank@ceramicx.com
www.linkedin.com/in/ceramicx

amanda 
murphy

Secretary / P.A.

amanda@ceramicx.com

Gráinne Wilson
Director

sales@ceramicx.com

marcin 
milczarczyk

Engineering

eng@ceramicx.com

Cáthál Wilson
Project Manager

cathal@ceramicx.com
www.linkedin.com/in/cathalwilson

pádraig 
Courtney

Production

padraig@ceramicx.com

mike 
sheehan

Quality / Purchasing

mike@ceramicx.com

Tadhg Whooley
Technical Sales Manager

tadhg@ceramicx.com



shoponline
CeramiC elements

Quartz elements

Quartz tungsten 
elements

Quartz halogen 
elements

glass infrareD 
bulbs

aCCessories

books

Long wave emitters

Medium wave emitters

Fast Medium wave emitters

Short wave emitters  
Fast IR systems

Large range of high 
temperature components and 

accessories

Infrared heating 
Elements Direct from 

the manufacturer
all standard stock items available online, 

goods despatched next day, competitive 
delivery rates.

For all non standard items contact 
                                      sales@ceramicx.com                                      




