
.

 

23
Edition

July 2003
12th year . . .  NEWS

  http://
   www.ersa.com
   www.kurtz.info

The customer and employee journal

Asia and 
the Kurtz Group

   ERSA opening
up horizons

   China's
automotive 
industry

   KURTZ exhibits
casting technology
for motor blocks
at GIFA

   The gentle way
   



LeaderEditorial

NEWS      32   NEWS

The hot summer weather we are having is 
an appropriate climatic background for an 
edition of Kurtz News devoted to the conti-
nent of Asia.

Can you explain why we actually make 
a distinction between Europe and Asia? 
They are not divided by an ocean and 
no expanses of water separate Europe 
from the central Asian part of the Russian 
Federation, or indeed from Mongolia, 
Korea, China, India and Pakistan, 
Afghanistan, Burma, Thailand, Vietnam or 
Malaysia. Island states such as Indonesia, 
the Philippines and Japan belong to Asia 
just as the British Isles belong to Europe.

But there is nevertheless a line running 
along the Ural Mountains on and around 
60° east which represents the boundary 
between these two continents. It is a 
boundary which was drawn as early as the 
2nd century A.D. by a Greek philosopher. 
For many centuries now Asia and Europe 
have had lively commercial relations, as we 
know from the existence of the Silk Road, 
or the maritime routes around the Cape 
of Good Hope and later through the Suez 
Canal.

For the Kurtz Group, Asia is a continent of a 
great – and steadily growing – importance. 
As far as transport and communications are 
concerned we now have – in addition to the 
above-mentioned land and maritime trade 
routes – the aeroplane, the telephone and 
the internet and are thus constantly in close 
contact with our business partners all over 
Asia. We are particularly pleased that we 
are no longer bound by the restrictions that 
have affected travel in Asia – particularly to 
China, Singapore and Taiwan – over the last 
few months. Thankfully, none of our staff or 
business partners was directly affected by 
the epidemic. But the mere fact of travel 
restrictions in so many areas naturally meant 
that personal contacts were likewise reduced 
and this led to investment decisions being 
postponed and our not being on location to 
deal directly with problems that arose during 
this period. One fact that the whole business 
has impressed upon us very strongly is that 
in spite of modern communications – from 
e-mail to video conferencing and electronic 
data exchange – nothing can provide a 
satisfactory replacement for direct personal 
contact.
For us in the Kurtz Group, this insight only 
serves to confirm the general orientation of 

our business strategy. We have long made 
it a priority to have specialists all over the 
world who are capable of understanding 
and communicating with our customers. 
We believe that this is the only efficient 
way of turning customer wishes into 
customers profits, and that it is impossible 
without personal contact and readiness on 
both sides to learn from one another. And 
the current tensions in economics and 
politics the world over mean that we have 
to improve our performance constantly to 
keep our heads above water.
We are no exceptions in this respect 
– everyone is having to work harder at 
developing innovations and becoming ever 
more flexible. We are committed to rising 
to the challenge and would above all like 
to thank our staff for pulling their weight in 
rising to the concrete challenges involved. 
We are determined to show our customers 
that we are better and quicker than anyone 
else at solving problems and developing 
new ideas. Please put us to the test!
We wish all our readers an enjoyable 
summer!

Where are Asia's 
limits?
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Asia Pacific - too many choices

The most intriguing thing about Asia 
Pacific is its variety. Each country 
has its unique and fascinating 
character. You can be certain of 
finding your favourite electronic 
toys in Japan, and the latest ones 
as well; historians can spend 
months here looking back upon 
thousands of years of civilization as 
represented by the Great Wall, the 
Silk Road, the terracotta tomb of 
China or the Angkor Wat temple in 
Cambodia. Adventurers could wish 
for no better quest than searching 
for the mystic Shangri-la supposed 
to be located in Yunnan Province in 
south-west China – and once they 
have found the Shangri-la, they can 
continue by exploring Tibet, known 
as the place closest to heaven. 

And even for the more materialistic 
(or more degenerate) – or simply 
the less ambitious – paradise is 
just as close at hand. In Hong Kong 
electronic items are sold two to three 
times more cheaply than in Europe, 
and food is high on everybody’s 
agenda – it is, like the weather in 
Europe, often the opening topic 
of conversation. You will find the 
nicest and most affordable resorts 
in the world in Thailand, Malaysia 
and Indonesia, resorts where the 
customer really is King. 

For others, paradise is to be found 
in entertainment and nightlife. 
Whatever it is, they will surely find 
it in Asia Pacific.

Asia Pacific can be divided into four 
areas: Japan and Korea; China, 
Taiwan and Hong Kong; the ASEAN 
Countries; Australia. Although its 
variety is what is special about the 
region, it is often a major obstacle. 
“European”, “American” or “African” 
are meaningful terms, but you 
seldom hear of an “Asia Pacifician”

Where do we begin? How is it 
possible to describe a region with 
an area of 50.71 million km2, a 
population of 3.3 billion, and 30 
different kind of languages with 
over 1000 different dialects in 45 
countries? 

When Kurtz set out to explore 
opportunities in Asia Pacific some 
18 years ago, we decided that our 
first stop in the region should be at 
its very centre, namely Hong Kong. 
Since then Hong Kong has become 
the centre of all our activities too. 
There are numerous factors which 
are advertised as Hong Kong’s 

selling-points – the efficiency of the 
people, excellent communications, 
a transportation network which is 
extremely convenient and easy 
to use, clean and clear laws and 
regulations, the duty-free port, low 
and simple taxation, to name just 
the best-known ones. But perhaps 
the most important factor is that 
businessmen often find Hong Kong 
to be the closest place to home 
once they have been out and about 
sampling dishes of fried beetles in 
Korea or freshly-slaughtered turtle 
soup in China, or have been taking 
their rest in cabinet-size rooms in 
Japan or working in temperatures 
of almost 50oC in the EPS factories 
in tropical Malaysia, Thailand or 
Singapore.
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 –  there is no such expression. 
Culture and language differences 
make communication very difficult 
for westerners in Asia Pacific. The 
English language can of course 

get you around the region without 
problems, but it is not quite enough 
if you want to build a relationship for 
successful business cooperation.

Apart from in Australia, you will find 
that most business professionals or 
entrepreneurs are Chinese in origin. 
They commonly speak Mandarin or 
at least one of the many Chinese 
dialects. Japan and Korea have 
their own languages, but Chinese 
is commonly used as a means of 
communication, even in writing. 

All these close links perhaps 
constitute the main reason why so 
many enterprises have migrated to 
China during the past twenty years. 
A vast pool of business talent and 
investment from the “overseas 
Chinese” is now joining forces in 
China. 

The result is something which the 
world cannot afford to ignore.

The focus in China over the last 20 
years has been on exports, which 
grew by 980% from 27.2 billion US 
dollars in 1980 to 293.69 billion 
in 2002.  Toys not made in China 
could soon become a precious 
collectors’ item. Trainers, jeans and 
watches are just three China-made 
products which top their respective 
league charts for the whole world. 
Ten years ago, low-cost labour was 
the only advantage that China could 
offer, but now the other advantages 
are becoming more obvious. 

Today, China (including Hong Kong 
and Taiwan) is the world’s largest 
producer of televisions, monitors, 
DVD players, air-conditioning 
systems, personal computers and 
mobile phones, and the region is 
beginning to hold its own in state-
of-the-art telecommunications 
equipment. 

Low labour costs and improved 
skills, refined management 
concepts, and better education for 
the talents available – all these 
things are combining with the stable 
political situation to create a perfect 
launching site for the Chinese 
economy.

It is sometimes claimed that the 
effect of all this on the Western 
economy is a negative one, as 
reflected in unemployment figures. 
But it is equally true that China is 
supplying more affordable products 
for the enjoyment of the general 
public in the West. Many prices in 
chain stores in the USA and Europe 
are much lower than before, which 
definitely makes the customers the 
final beneficiaries. Trade balance 
figures also show that China is not 
just taking money away from the 
rest of the world. In 2002 China’s 
imports from the USA amounted to 
USD 27.23 billion and those from 
Europe to USD 38.54 billion.

For those who still consider it 
unfair that China is taking away 
their business, the next decade will 
bring proof of the benefits China 
is bringing the world. Average 
incomes are on the rise in China 
– the average salary is now 
USD1000 p.a. and USD2,300 in 
large cities. Almost all the Fortune 
500 companies have offices or 
facilities in China ready to take on 
this last frontier of the world market. 
Cheap labour cost is no longer the 
motivation; what they are after is a 
share in the immense purchasing 
power of the Chinese economy.

China’s huge potential is something 
that has been talked about for 20 
years now, but somehow it has 
always seemed to be out of reach. 
To capitalize on this potential 
is never easy. In China, people 
always demand low prices, but 
once the price is right, they will 
buy in huge quantities. Traditional 
western companies used to 
working with “loyal” customers 
and business partners often find 
it hard to cope when faced with 
the big hammer of the Chinese 
purchasers. Interestingly enough, 
a lot of western companies 
themselves apply the global 
purchasing concept that basically 

means going for huge quantities 
at the lowest price – and what is 
that if it is not the big hammer? It is 
sometimes forgotten who has been 
learning from whom –  low pricing is 
actually a worldwide issue and not 
a Chinese monopoly.

In China, you can buy a 29-inch 
television set for less than €250, 
have a full meal in a restaurant for 
less than €3, and repair a punctured 
inner tube for €0.55. EPS-packaging 
products sell for as little as €0.0012 
per gram, and a locally made EPS 
shape-moulding machine can be 
sold for 30% of the price of a similar 
European machine. 

How was it that Kurtz managed 
to increase its EPS machinery 
business in China by almost 350% 
over the past three years, and 
ERSA its tools business by almost 
400% in the space of just one 
year – the year after ERSA Asia 
Pacific took over the business from 
agents? 

Unsurpassed quality, technology and 
service are the keys. Professional 
personnel are required to tap into 
the real Chinese mentality and to 
build up trust and confidence. 

It is often said that relationship is 
everything in China. This is not 
entirely true. Relationship may 
help to open the door for you but 
it does not necessarily guarantee 
successful sales. One has to 
realize the change in the nature 
of enterprises in China. Most of 
these have gone or are going into 
private ownership and the old way 
of doing business deals over dinner 
and entertainment is no longer the 
fashion.

The mainland Chinese generally 
believe that the next 10 years will 
usher in a golden era for China. 
Events such as the Olympics in 
2008 and the World EXPO in 2010 
are commitments to the world on 
the state level that show that there 
is no longer any need for concern 
about political stability.

Tens of thousands of foreigners are 
working in China. Both in China 
and elsewhere in Asia Pacific, the 
local people are well known for their 
hospitality and friendliness.  If you 
are planning a trip to the region, 
please let us know where we 
can help. Kurtz/ERSA has offices 
in Hong Kong, Shanghai, and 
Singapore – and agent coverage 
in almost every country in Asia 
Pacific.
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Tool-user and tool-supplier 
– cooperation to increase the efficiency

Substantial orders from Asia 
in recent months have ena-
bled us to make important 

steps towards tapping into large sec-
tors of the market. In order to deliver 
in the shortest time possible and to the 
greatest satisfaction of our customers, 
we went to the trouble of optimising a 
number of production procedures by 
working together with the tool-supplier 
Stellram.

The right use of the right tool

It is no secret that multi-functional 
cutting tools raise levels of 
flexibility in the production 
process. The increase 
in performance capa-
city and the consequent 
lower resetting frequency 
combine with shorter 
adjustment times to make 
the changeover to a 
new task a matter of 
seconds. Tool storage, 
handling and tool management 
have all become considerably 
simpler.

KURTZ supply division workpieces 
are objects of considerable complex-
ity, being made of a wide variety of 
materials and sometimes requiring up 
to 100 tools. As a cutting tool supplier, 
Stellram has become one of KURTZ’s 
most indispensable collaborators, 
particularly because company’s ser-
vicing division is constantly on call for 
a great number of different tasks – a 
factor which makes them a highly re-
liable partner.

It is clear that the tool-producers have 
had a few very good ideas in their deter-
mination to fulfil their customers’ wishes:

Top producers put their confidence 
in top-quality production methods. 

This principle is what is behind of 
the intensified collaboration between 
KURTZ and Stellram in the field of 
press frame production. Particular 
attention was paid to reducing piece 
costs. One approach was to raise 
both the machining rate and the tool 
life of each cutting edge, in order to 
complete the machining of the piece 
without the rotary cutting panels hav-
ing to be changed.

T h e 
reason why this is particularly 
difficult is that not only St 52-3 steel 
has to be mill-cut but also welded 
seams and gas-cut edges. Taking into 
consideration the thin-walled charac-
ter of the pieces in question and the 
great variety of qualities displayed by 
the materials, it was suggested that a 
cassette-equipped face-mill ø 160 mm 
with a setting angle of 45°, unequal 
tooth-spacing and a level of vibration 
absorption with medium tooth-quota 
(Z = 10) might be the answer.

Because of its special qualities, the 
choice for a cutting material fell on 
X500, which was deployed with a 

precision-sintered 4-edge rotary cut-
ting panel set at 45°. The cutting mill 
is inserted in cassette form to make it 
easier to set rotation and other running 
factors. The cassette construction fur-
thermore provides good protection in 
the case of a cutting edge breakage. 
In that case only the cassette has to 
be changed and the machine is then 
fully operational once again.

The 4-edge rotary cutting panel with 
positive clearance angle was chosen 
in order to reduce cutting pressure, 
which has a favourable effect on the 
machine’s driving power. With an 
allowance of 5-7 mm the relatively 

thin-walled machine construc-
tion parts can be worked on with 
a feed motion of 0.4-0.5 mm per 
tooth without vibration and with 

a satisfactory tool life.

Stellram are delighted to have 
had yet another opportunity to 

show their capacity for coming 
up with solutions to complex tech-

nical problems, and to have become 
their customer’s first-choice supplier.

This claim is quite true, as 
a variety of KURTZ grey 
and nodular cast iron parts 

are an important component of the 
Trigonal high shear mixers for wet 
size reduction produced by the plant 
and machinery manufacturer Siefer in 
Velbert, Germany.

Siefer’s machines are used with great 
success in a wide variety of industries 
ranging from bitumen and asphalt to 
chemicals, cosmetics and paper, not 
to mention delicatessen products, 
fruit, meat and animal fodders. 

Fig.1 shows a Trigonal machine which 
can crush, homogenize, disperse 

and mix the material in question. 
Siefer Trigonal machines work on the 
principle of kinematic high-frequency 
technology – having been subjected to 
centrifugal acceleration, the material 
to be processed is carried axially into 
a grinding centre consisting of rotor 
and stator and the actual crushing 
takes place in the gap between these 
two. The secret behind all Siefer‘s 
wet crushing machines – no matter 
what use they are put to – lies in the 
particular flow orientation given to the 
materials as they pass at a rate of up 
to 500 million per second through the 
rotors and stators. In some cases the 
machines are in operation throughout 
three-shift days the whole year 
long without any time allowed for 

maintenance, only the highest quality 
will pass muster. Siefer‘s high degree 
of specialization and exceptional 
quality levels have made the company 
leaders in their chosen field, so that 
it is no exaggeration to say that 
between them Siefer and KURTZ play 
an important role in road-building the 
world over. China is high on the list 
of the many countries of the world 
engaged in large-scale road-building 
projects and a notable example of a 
country where KURTZ is pulling its 
weight too.

The cast parts supplied by KURTZ are 
fully up to the quality demands made 
by Siefer. Production of the hand-

moulded nodular cast iron casing-
lids calls for the kind of controlled 
feeding and cooling techniques which 
will ensure that the cast parts are 
sufficiently densely constructed to 
take high pressures and loads. As an 
unfinished casting, the casing lid (Fig. 3) 
weights 158 kg and is produced with two 
cores using the furan resin procedure. 
In the raw state, the second cast 

KURTZ helps to build roads in China

Fig.1: trigonal machine

Fig. 2b: bearing housing Fig. 3: casing lid

Fig. 2b: bearing housing

part, a grey cast iron bearing housing 
(Fig. 2a+b), weighs 467 kg. Both parts 
are hand-moulded single parts and 
are manufactured to customer and 
machine requirements. In addition to 
the requisite quality levels, other major 
ingredients in the highly successful 
collaboration between KURTZ and 
Siefer are designs that are tailor-
made for the application in question 
and regularly prompt delivery dates.

Given Siefer’s high export rate of 85%, 
there is no doubt that cast parts from 
KURTZ will continue to be used the 
world over in the foreseeable future.
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5000 years of metal-casting

Casting metal in moulds is 
an ancient technique which 
has been used to produce 

tools and other objects ever since 
mankind first discovered how to melt 
metals down. The oldest cast objects 
still in existence, weapons and cultic 
objects in copper, originated in the 
Near East, India and China. While 
the earliest copper alloys contained 
arsenic, lead-tin bronzes were cast 
with success as early as 2500 B.C., 
a n d brass was melted, 

moulded and cast in 
Roman times. 

 The melting and 
s m e l t i n g 
furnaces of 
the earlier     
B r o n z e         

and Iron 
A g e s 
c l e a r l y 

d e r i v e d 
in part from 

ceramics kilns 
and were already 
in use around 
6000 B.C. 
Bellows were 
used very early 
on to improve 
the     firing and 
were probably 

developed in 
China. The 

early days   of 
casting also 

saw lost forms 
being made from 

c l a y , 
a n d 
p a t -
terns 

being made from wax or stone, while 
castings were also given hollow 
insides by means of cores. It is thus 
no surprise that an issue of KURTZ 
NEWS with the theme “Asia” will also 
give consideration to the history of the 
art of casting. This history goes back 
so far that it shows KURTZ’s centu-
ries-long tradition to be merely the 
last stretch of a much longer road that 
stretches way back into the past.

Iron ores were first smelted around 
1500 B.C., but other metals had been 
smelted and used for casting before 
that time – gold, copper, lead, mixed 
copper ores and tin ores.

Even in prehistoric times, mankind 
recognized the importance of ensuring 
a good air supply to fires and furnaces, 
which were often built on hillsides to 
make the most of the upward motion 
of the air. In China, bellows were used 
to regulate the air supply and were 
already run on water-power.

Excavations in China have brought 
to light moulds in fired clay which are 
over 3000 years old. Vessels have 
been found from that period which 
were cast in threefold moulds inclu-
ding an inner fireclay core. The lost-
wax or cire-perdue process was like-
wise used as early as 3000 B.C. and 
many of the resulting castings, prima-
rily cultic objects in bronze, have sur-
vived to the present day. The castings 
found naturally also include a great 
number of weapons, which were cast 
„serially“ in long-lasting stone moulds.

There is no doubt that Asia was the 
birthplace and nursery of the bell, 
clappers for which are still produced 
in the KURTZ iron forge at Hasloch, 
which has been in operation since 
1735. A propos of bell-clappers, it 
should be noted that the clapper of an 

Gunpowder, a familiar part of life from 
about 1350, could only be used in cast 
gun barrels and cannons. Examples of 
extant copper castings from the time 
include a vast number of gun-barrels, 
and furthermore apothecaries’ mortars 
and figurative pieces.

The Chinese have been masters of 
the art of iron-smelting since 500 
B.C. The decisive factor was that the 
Chinese developed the use of bel-
lows at an early stage, which made 
it possible for them to reach the 
critical temperature of around 1400°C. 
In addition, they were also familiar 
with the kind of fireproof materials 
which are a prerequisite for work at 
this heat. For agriculture and other 
purposes, the Chinese engaged in 
serial production of cast-iron tools, 
which were furthermore subjected to 
graphitization-annealing at 1000°C. 
The very sizes of the pieces that they 
cast are extremely impressive. In the 
7th century A.D. in Shansi Province, a 
Buddha was cast which was around 

This two metre-high bronze found near Piraeus in 1959 
is, according to W.W.Krsysko, the oldest known large-
scale figure to have been cast hollow using the lost-wax 
procedure. It dates from between 530 and 520 B.C.

20 metres high. The oldest surviving 
iron pagoda, dating from 1061, is 
21 metres high and weighs 48 tons. 
One result of the splendid isolation 
which China followed was that there 
was almost no technology transfer to 
Europe in the field of iron-casting.

Europe had to wait until around 1400 
A.D. for its first cast-iron artefacts, 
which included gun-barrels and can-
nons with their respective bullets 
and cannon-balls, water-piping, bells, 
appendages for fireplaces, and ovens. 
Applications for cast iron multiplied 
with the advent of industrialization. 
Demand rose constantly and such 
items as construction tools and 
machine and vehicle parts underwent 
an unceasing process of improvement 
and refinement; there can be no better 
demonstration of the end result than a 
glance at KURTZ’s past and present 
products. The KURTZ family business 
has been producing parts in grey cast 
iron since 1779 and nodular cast iron 
parts for a good while now too.

The Trundholm sun chariot, a small bronze-age cultic object now 
in the Danish National Museum in Copenhagen, is the oldest 
extant figurative hollow casting from central and northern Europe.

The casting of the famous Buddha of Nara in Japan is very well documented. This drawing gives a vivid 
impression of its size and proportions; the hand is 2.6 metres long, many times the size of a human hand.

Casting is thus a very ancient art, but 
also one which never loses its moder-
nity and innovative power.

Both as a business concern and as an 
upholder of the great casting tradition, 
KURTZ constantly plays its part in 
ensuring that metal-casting holds its 
own – and will continue to hold its own 
– on the modern industrial market.

The „Heroes of Riace“ were found in the sea in 1972 
near the town of the same name on the south coast of 
Calabria. They are 1.98 metres in height and are among 
the few extant Greek figurative castings from the 5th 
century B.C.

Asian bell is external and horizontally 
swinging onto the outside of the bell 
to set it resounding. Beijing’s Great 
Bell weighs 250 metric tons and was 
cast around 1550 using the clay-block 
process. In order to carry out casting 
in these dimensions, the crucible fur-
naces were perforated in such a way 
as to fill the mould with one uninter-
rupted stream of molten metal.

Moving on from ancient times, it was 
many centuries before the western 
world of the Middle Ages was able 
to emulate the great achievements 
of antiquity in the field of metal-cast-
ing. We have the Church to thank for 
the remarkable sacred artefacts such 
as bells and fonts produced under its 
aegis from about 750 A.D. onwards. In 
the 11th to 14th centuries, the Church’s 
continued sway meant that bells held 
their place among the most important 
products of the trade; at this time they 
were cast by itinerant master crafts-
men, with the first foundries as such 
coming into being in the 15th century. 
Later on, important inventions in other 
fields influenced the foundry world. 
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Problems solved in Asia: cooperation between 
foundry machines and aluminium foundry 

Casting complex parts with 
the gravity die procedure 
is no easy matter. To begin 

with, the performance of the caster 
and his form on the day in question 
have an important influence on the 
quality of the castings. Factors such 
as a given part‘s geometrical complex-
ity – which may result in the multiple 
division of the die with sliders – make 
it all the more difficult to achieve opti-
mal gating. When using the gravity 
die procedure it is thus inevitably very 
rarely possible to ensure the ideal 
casting conditions which are so criti-
cally important for technical and com-
mercial success.

Getting the injection right 

Finding and using the right injection 
channel is of critical importance for 
foam-free die-filling, as air is often 
sucked into the channel along with 
the molten metal and the oxide skin 
surrounding the stream of liquid is 
constantly broken and flushed through 
into the die. When this is the case, it 
is not pure molten metal but a cocktail 
of metal, air and oxide that ends up in 
the die cavity, with the air and oxides 
normally remaining in the resulting 
cast part. If they appear on the sur-
face during machining then the cast-
ing usually has to be rejected; or, at 
the very best, the resulting casting is 
weakened by the imperfection. Neither 
case is desirable – these days, in fact, 
both are unacceptable in any self-
respecting foundry.

KURTZ low-pressure machines 
have huge advantages

In low-pressure casting, the die cav-
ity is filled from below with the low-
est possible level of turbulence. This 
results in zero air intrusion and only a 
low level of oxidization, which means 

that low-pressure casting offers great 
advantages as compared with gravity 
casting; it is thus hardly surprising that 
more and more safety-critical parts are 
now being produced using this excel-
lent and reliable method. User-friendly 
controls not only facilitate filling pro-
cedures which are tailor-made for the 
part in question but also guarantee 
reproducibility once the ideal casting 
procedure has been found.

These KURTZ low-pressure casting 
machines are highly valued by cast-
ers on all the continents of the world. 
No wonder, then, that Asian casters 
choose KURTZ machines for prefer-
ence when they are casting such dif-
ficult parts as wheels, cylinder heads, 
main brake cylinders and motor 
blocks. And it likewise goes without 
saying that casters go to KURTZ when 
problems arise, because KURTZ not 
only offers solutions but can also turn 
the solutions into reality.

Both at the KURTZ aluminium foundry 
and at the KURTZ foundry machines 
construction department, our staff 
have the necessary depth of know-
how at their fingertips to respond to 
the constantly rising demands made 
by their customers and the cast parts 
they want to produce. The spectrum of 
foundry machines and tools construc-
ted by KURTZ and the company‘s alu-
minium die casting range are second 
to none worldwide, and all under the 
roof on one company. 

KURTZ has no difficulty providing 
solutions for even the most complex 
projects. 
The cross section clearly shows the 
different wall thicknesses. In the 
interior the water channel is formed by 
the so-called water core. A very dificult 
casting, which can only be produced 
with the low-pressure casting process 
to achieve the required quality.

“KURTZ offer more than 
just the supply of a machine“

KURTZ are capable not only 
of initiating friendships but 
also of maintaining long-term 

relationships with their customers. It is 
one thing to sell a customer firm their 
first machine, but it is quite another 
thing to maintain constant customer sa-
tisfaction with the service and back-up 
provided over a period of many years.

The company LEIMEKO has now 
been a customer of KURTZ GmbH for 
eight years. LEIMEKO was founded in 
1939, is still a family enterprise, based 
in Berlin, and has a total of 120 staff 
in two factories. LEIMEKO is a typical 
customer-foundry, manufacturing small 
to middle-sized serial batches for the 
machine and plant industry, and for the 
electrics and car industries. Production 
is orientated towards supplying ready-
to-install aluminium cast parts. This 
is made possible, firstly, by the most 
modern machining equipment and, 
secondly, by the surface finishing 

technology installed at the beginning 
of 2002 at LEIMEKO’s second factory.

Over the last eight years, 
KURTZ has delivered 
eight low pressure 
casting machines, four 
AL 10-7 TC and four 7-5 
TC machines, and two 
tiltable casting machines 
AK 01 to the capital of the 
Federal Republic. And in 
this period, low-pressure 
casting has become a 
constitutive element in 
LEIMEKO’s production 
programming.

LEIMEKO sets great store by quality 
in melting and thus uses crucible 
furnaces; in order to achieve maximum 
flexibility, they also use a great variety 
of core pulls, which can be exchanged 
from machine to machine. The 
differences between the various core 
pulls relate to stroke, construction and 
power.

Another of LEIMEKO’s priorities is 
loyalty to long-term business relations, 

as reflected in the 40-year-
long relation the com-

pany has enjoyed 
with Siemens AG. 
LEIMEKO produces 

a large range of cast 
parts for Siemens AG 
PTD – 50 different low-
pressure cast parts for 
high tension switchgear 
installations.

Fig 2: cross-sections through the cylinder head

Fig.1: detail of a four-cylinder cylinder head
Alloy: GK Al Si 7 MG T6
Weight: 22 kg
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ERSA opening up horizons 
– rework systems in China’s boom-towns

„For the one who sits in 
the well, the sky is only as 
big as the well is round.“ 
Chinese proverb

The staff of ERSA’s worldwide sales 
network have long since climbed out of 
the well and seen the true size of the 
sky. ERSA has now been in China for a 
full two years, building an ever stronger 
presence in what is very likely the most 
interesting electronics production mar-
ket in the world today. 

It was in autumn 2002, only a little more 
than half a year after the launch of 
the ERSA rework system combination 
IR 550 A and PL 550 A, that the pro-
duct was actively marketed in China’s 
coastal growth centres. This has led to 
the vigorous building up of a network of 
qualified retailers by ERSA Asia Pacific 
(EAP). Members of this network are 
now capable of offering their customers 
ERSA’s entire range of soldering tools 
and inspection systems.

Not only the strong local sales part-
ners but also ERSA’s own excellently 
trained staff play their part in ensuring 
customer satisfaction in China. In the 
final analysis, what existing customers 

expect to be able to rely on is support 
from Germany and this is what helps 
to win new customers for ERSA in this 
very fast-moving market.

A two-week trip through some of 
China’s electronics production boom 
towns was enough to convince 
ERSA GmbH’s soldering tools pro-
duct manager Jörg Nolte, and David 
Chen, General Manager of EAP, of the 
performance potential of these struc-
tures. Today the regions of Shanghai 
and Hong Kong / Shenzhen are both 
taken care of directly by EAP sales 
staff, with experienced retailers col-
laborating with the ERSA network in 
Shenzhen and Dongguan. 
ERSA products are also being mar-
keted with success in Xiamen. EAP is 
also building up its capacity for taking 
care of customers’ needs in the Beijing 
area. In these regions, the production 
plants of well-known manufacturers 
of electronics goods and their OEMs 
work day in day out, seven days a 
week, mass-producing high-quality        
articles for the lowest imaginable 
prices. More and more store is being 
set by the use of the very best produc-
tion equipment from companies such 
as ERSA.

Both on visits to customers and in 
the course of internal training ses-
sions, the ERSA rework systems have 
regularly been subjected to stiff tests 
with particularly tricky applications, a 
procedure which has also provided a 
good opportunity for in-depth consi-
deration of customer wishes. Which 
rework system is capable of regula-
tion and optical control suitable for 
soldering in and out a 3 x 3 mm µBGA 
on a mobile phone? Who can fail to 
be impressed by the use of a special 
holder to make the user‘s life easier 
when working on small circuit boards? 
And which supplier of soldering tech-
nology apart from ERSA is offering its 
software in a simple form of the tradi-
tional Chinese language?

Recent times have clearly seen ERSA 
both sharpening its perception of 
customer needs and the particular 
conditions prevailing in the fast-moving 
Chinese market and extending its hori-
zons. Application consulting and after-
sales service are two other fields which 
are given top priority by EAP, ensuring 
that ERSA quality is made available to 
as many Chinese companies as pos-
sible and not only to those firms which 
are active worldwide.

“Made in Germany“ – a distinct 
advantage for doing business in China

With over 50% market 
share in mainland China, 
Volkswagon clearly proved 

the powerful marketing strength of 
„Made in Germany“. Although the 
market is flooded with low cost 
Taiwanese, Japanese, and local 
Chinese products, there is clearly 
a growing market base for top 
quality European products in many 
industrial and commercial sectors. 

ERSA Soldering Tools & Inspection 
Systems Division capitalized on this 
market  knowledge to successfully 
enter the world’s largest growing 
market with its core products.

Since 1921, ERSA has been an 
important German manufacturer 

of soldering irons and stations for 
commercial and industrial use. The 
ERSA 30, for example, has been 
sold several million times since it’s 
first introduction in 1938. 

The quality of this commercial 
soldering iron can be appreciated 
and understood by all those users 
who, still after 25 years, are happily 
soldering! 
When ERSA began to look at the 
Chinese market, which consumes 
nearly 50 million of such low cost 
(average life 6-8 weeks) irons 
annually, it did not take long at 
all to develop a strategy for doing 
business in China. 

ERSA’s fundamental sales 
philosophy is to offer soldering 
solutions which will allow our 
customers the ability to increase 
quality, increase productivity, 
and decrease annual operational 
costs. 

Although the manufacturing costs 
are considerably higher than 
in those countries of our Asian 
competitors, ERSA’s stream 
lined and experienced production 
facility in Wertheim, Germany, has 
managed to offer a performance/
price ratio which is accepted by 
the market. The bottom line is: if 
our customers can solder better 
and faster while at the same 
time saving money on spare and 
replacement parts, then they will 
be willing to pay a somewhat 
higher price. And this fact has in 
reality affected our bottom line!

Within the first year of setting 
up a new sales, distribution 
and marketing organization in 
Shanghai, ERSA realized a 500% 
growth in the total amount of 
equipment shipped to China. 

Today, 18 months after the founding 
of ERSA Asia Pacific, ERSA’s 
dealer network includes over 60 
personnel actively promoting the 
ERSA product range throughout 
this vast country. In addition to 
taking advantage of the growing 
economy, ERSA has taken market 
share away from existing Asian 
competition, particularly in the area 
of temperature controlled soldering 
stations. 

Although the devastating effects 
of SARS cannot as yet be 
determined, ERSA is confident that 
our continued growth targets will 

be achieved. Chinese end users 
are realizing the benefits of ERSA’s 
innovative soldering solutions, 
and how ERSA can positively 
affect their bottom line. “Made in 
Germany” makes sense in China!
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Changhong leads the boom in China’s household appliances industry 

China‘s entry into the WTO 
in 2001 has resulted in far 
greater integration in the 

global economy. Since then, 
a number of transnational corporations 
have been intensifying their pene-
tration of China’s economy, and the 
old isolation is becoming increasingly 
a thing of the past. Domestic house-
hold appliances provide us with a 
typical example of an industry which is 
already merging into the global market-
place. On the one hand, world-famous 
consumer electronics manufacturers
– such as Sony, National, Sharp 

from Japan and Philips, Thomson, or 
Whirlpool from Europe and the USA  
have entered the domestic market. 
On the other hand, domestic brands 
including Changhong, TCL, Haier and 
Konka have launched out into the 
international market.

The colour TV industry 

China’s colour TV industry was born 
in the mid-1970’s. In view of the 
overall industrial distribution, the gov-
ernment designated 57 enterprises, 
Changhong included, as TV-set manu-
facturers. The growth phase soon 

started. Economic restructuring and 
the general opening up of the coun-
try made people more aware of their 
long-suppressed materialistic desires. 
As a result, demand for household 
appliances soon exceeded supply. 
Enterprises consequently brought 
more and more new technology from 
abroad to increase production. All the 
enterprises involved engaged in a 
decade of life-and-death competition, 
with some rising to national renown 
and others plunging into unfathomable 
despair. Some national brands such 
as Beijing -- Tianjing, Jinxing/ Feiyue/ 

Kaige -- Shanghai, Peony -- Beijing, 
Panda -- Nanjing and Changhong 
-- Sichuan became established 
companies on the domestic market. 
The introduction of an assembly line 
for colour TV sets and other equip-
ment from National -- Japan enabled 
Changhong to compete with other 
enterprises and accumulate capital. 
By raising prices in 1988 and reduc-
ing them one year later, Changhong 
gained national fame overnight, with 
its production volume rising from 200K 
sets in 1987 to 1 million in 1992.

The industry entered maturity in the 
mid-1990’s. By cutting its TV price 

again in 1996 Changhong finally 
outranked National of Japan and 
became the top domestic supplier. 
Newly-emerged manufacturers such 
as Konka, TCL and Skyworth took 
advantage of the make-up adjustment 
of colour TV products, thus acquiring 
a larger market share than the above-
mentioned 6 enterprises and joining 
Changhong to form the core and life-
blood of the industry. The market had 
become the focus of brand competi-
tion, and brand marketing had become 
the key factor in business manage-
ment. Manufacturers were henceforth 
rivals in technology, price and service. 
A more centralized brand effect tend-
ed towards market monopolization on 
the part of leading brands. No wonder 
that the industry had become a fierce-
ly competitive field. In the meantime, 
company agendas began to include 
capital pooling, merging and acquisi-
tion, typical examples being Haier/ 
Sanyo and TCL/ National entering into 
partnership.

By 2000, China’s production capa-
city had reached a gigantic 30 million 
sets, with actual production amounting 
to 21 million. In 2002, domestic pro-
duction and sales totalled 27 million. 
There are currently 98 manufacturers, 
five of which with annual production 
capacities of over 1 million. 

The refrigerator industry 

By the end of 1985, 32 Chinese fridge 
manufacturers had introduced a total 
of 36 assembly lines from 25 compa-
nies in 9 countries. China counted a 
total of 116 manufacturers, but only 
3 with an annual capacity over 30K. 
They are Ningbo Refrigerator Factory 
(50200 fridges), Far East Refrigerator 
Factory (33700 fridges) and Zhujiang 
Refrigerator Factory (30800 fridges). 
On the market are different types, 

including single-door, double-door 
and energy-saving fridges, and dif-
ferent brands such as Shuangyan, 
Baiyun and Bole, with Bole being the 
best seller with yearly sales at 23K. 
The refrigerators industry has gone 
through virtually the same growth proc-
ess as that of the colour TV industry, with 
the former experiencing less competi-
tion. By 2002, refrigerators produced 
and sold domestically totalled 11 mil-
lion with the four companies of Haier, 
Kelon, Xinfei and Meiling dominating 
the domestic market.

The washing machines industry 

In 1982, Yingkou Washing Machine 
Factory was the first Chinese factory 
to introduce production equipment 
from National of Japan.  By 1985, 
30 factories had introduced relevant 
technology and moulds from 13 com-
panies in 8 countries. Currently 5 
factories manufacture a total of 100K 
washing machines a year. Those with 
yearly production capacity exceeding 
200K are Siqile – Shanghai (207600), 
and Shaanxi Washing Machine 
Factory (200000). Diehua is most 
popular with annual sales amounting 
to 14K for double vat washers and 
13K for single vat washers. Second 
to it in terms of sales is Shuangxiang. 
In 2002, a total of 10 million washing 
machines were manufactured and 
sold on the domestic market. So far, 
Xiaoya Electric Appliances Company 
Ltd. in Shandong province, the first 
domestic company to produce roller 
washers, has become the largest 
production base for roller washers at 
home and indeed in the Asian-Pacific 
region. The technology adopted and 
equipment installed were principally 
introduced from Italy. This company 
now has a production capacity of 
800K washers and enjoys the largest 
share in the domestic market.

The VCD industry 

VCD and DVD became key household 
appliances in November 1996, a great 
leap for recording multimedia as vital 
memory devices in the 21st century. In 
1996 VCD became the most popular 
household appliance on the domestic 
market with as many as 2.24 million 
VCD sets being sold. Top manufactur-
ers Shinco Electronic Group in Jiangsu 
Province produced 420K sets, 20% of 
the national output. On the VCD mar-
ket, famous brands such as Shinco, 
Idall, Malata, Saste accounted for half 
of the market share with 28% being 
held by Shinco. On the other hand, 
Panasonic and Philips took on aver-
age only 3% of the market. 2002 saw 
a strengthening of China’s status as a 
global DVD-producer. Domestic DVD 
products have 86% of the market and 
are 20% lower in price than imported 
ones.

The air-conditioners industry 

Increasing domestic demand has 
brought about an expansion in the 
air-conditioner industry, with annual 
output amounting to 13,378,000 sets 
in 1999. Now China not only manufac-
tures common air conditioners (such 
as window model and separated 
model, cooling and cooling-heating, 
wall installed model and top exhaust 
model), but also produces advanced 
technology conditioners on a large 

batch basis (frequency converting 
model and fuzzy controlled model). 
Currently, the top 3 brands for high 
production efficiency and soaring 
sales figures are Gree, Midea and 
Haier. 

Two decades of capital accumula-
tion and all-round expansion have 
resulted in China’s household appli-
ances industry now boasting a mul-
titude of major corporations such as 
Changhong, TCL, Haier, and Konka.

Chang Hong started producing EPS 
packaging many years ago, initially 
with the primitive steam bath proc-
ess, then switching to using horizontal 
moulding machines, either imported 
from Taiwan or locally made.  In 1995, 
Changhong placed its first order to 
KURTZ for foam equipment. So far it 
has purchased more than 100 sets of 
K 813 and K 1214 moulding machines 
and pre-expanders. What follows is 
a brief introduction to Changhong’s 
growth history. 

Changhong, formerly the Sichuan 
Changhong Machine Factory, was set 
up in 1956. In 1972 the company began 
to develop black-and-white TV sets. In 
1985, it entered into partnership with 
Panasonic, introducing an assembly 
line for automatic colour TV sets. The 
current President, Ni Runfeng, was 
then Factory Director. Adopting the 
“single key product” and “base area” 
strategy and tactics and amassing the 
limited capital, Changhong embarked 
on the development of its key product 
– the colour TV set  and thus accu-
mulated abundant funds. Its products 
are regarded as pacesetters in the 
industry. In 1992, Changhong for the 
first time produced and sold over 1 
million sets on the domestic market. 
10 years later, it still ranked first at 
home and second in the world in 
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China’s automobile industry

China’s accession to the 
WTO represents a golden 
growth opportunity for the 

national automobile industry. It is 
estimated that the total number of 
domestic-made cars will reach a 
record high of 3.7 million in 2003. 
China will then be the 4th largest 
car manufacturer in the world and 
the growth trend will continue over 
the next 5 to 10 years. 

Almost all the major international 
players now have their domestic 

production base in China. 
German car manufacturers, 
mainly represented by VW, 
lead with a market share of 
around 50%. Although BMW, 
with its cooperation with the 
Hua Cheng group, will be a very 
important player in the middle- 
to high-level car market, they 
will be challenged by fierce 
competition from American and 

Japanese car manufacturers. 
This will only serve to increase 
the overall competitiveness of 
China’s automobile industry. 
Instead of transferring old or 
unsuccessful models to China, 
car manufacturers are moving 
their best models to China in 
order to improve their market 
share. This creates a wonderful 
opportunity for EPP which, thanks 
to its superior physical properties, 
is used more extensively in the 
new car models.

About 400 tons of EPP were used 
in China’s car industry in 2002. 
Shanghai GM was the largest 
user, consuming about 200 
tons. Although VW is the largest 
car manufacturer in China, its 
consumption of EPP was around 
120 tons per year. Most of the EPP 
parts in VW cars are lightweight 
parts such as sun visors, door 
panels and so on. The remaining 
EPP tonnage is shared by the 
other four car manufacturers.

It is anticipated that China's 
booming automobile industry 
will experience market growth 
of about 30% per annum for the 
coming 3 to 5 years. In 2003, 
there will be about 11 new car 
models with EPP parts in China 
and the total EPP consumption 
will soar to 550 tons. 2003 is also 

seeing EPP being used in new 
applications including the car 
roof and the carry board. China’s 
car industry clearly offers EPP a 
bright future.

Changhong (2)

terms of total output. Sets 
produced and sold up to 
2002 totalled over 70 mil-

lion. Ever since 1989 Changhong 
has had the top domestic market 
share and is now worth a total of 
RMB 26 billion. 

Changhong products are now sold 
in more than 40 countries world-
wide. In March 1988, Changhong 
began to restructure its manage-

ment system, and in March 1994 it 
became a full member of Shanghai 
stock exchange. Its stock was 
praised as China’s first blue chip. 
In 1997, Changhong had subsidia-
ries formally established in Jilin 
province and Jiangsu province. 
One year later, Changhong man-
sion was completed in Shanghai. 
2002 saw a further subsidiary 
being set up in Guangdong pro-
vince. Currently, Changhong has 
subsidiaries in a number of coun-
tries including Indonesia, Australia 
and the USA. 

An important feature of 
Changhong’s business manage-
ment restructuring in the early 
1990’s was management plural-
ism, starting with vertical pluralism 
and extending to the development 

of a wide range of products includ-
ing whole machine production, 
injection mode, spraying and coat-
ing, metal sheet pressing, plating, 
devices packing, and moulding. 
In 1995, Changhong began to 
develop air-conditioners and now 
has an annual output of 2.8 mil-
lion sets. Shortly after, it entered 
the VCD industry and now has a 
production capacity of 5 million 
sets a year. 

In 1998 it broke new ground 
again by moving into the bat-
tery industry, first acquiring The 
Wuzhou Power Source Factory 
in Mianyang, Sichuan and then 
entering into technological coop-
eration with Toshiba. Its annual 
capacity now stands at 500 million 
mercury-free alkaline manganese 
dioxide batteries.

Changhong is now a sizeable group 
with yearly sales earnings amount-
ing to RMB 200 million and a net 
capital of over RMB13 billion. 

Changhong started overseas 
management in 1999, earning 
USD 10 million that year. Income 
for 2000 amounted to USD 30 mil-
lion, for 2001 over USD 100 mil-
lion, with the curve soaring to USD 
780 million for 2002. Changhong’s 
2002 development strategy was 
oriented towards growth as a 
global enterprise and contained a 
road-map for becoming the global 
giant in colour TV sets. 

The rapid growth of income from 
overseas is closely linked to 
Chinese integration into the glo-
bal economy, and Changhong’s 
growth epitomizes the general 
trend in China’s household appli-
ances industry. This is clearly 

a field in which both China and 
Changhong have a bright future.

Article provided by
Mr. Huang Qing
Deputy Chief of Planning Dept.
Chang Hong Electric Co., Ltd
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KURTZ block moulding machines in China

The main advantages of using EPS 
blocks as road foundation are as 
follows:
1. Short construction period 
 and convenience for construction
2. Favourable anti-sedimentation
 effect
3. Less expenditure on maintenance

The disadvantage is the comparatively 
large lump-sum investment.

As the roads and bridges are being 
built for long-term use, our quality 
requirements regarding the EPS 
are correspondingly high.  The 
main criteria for evaluation include 
compression strength, conglutinate 
rate, water absorption, and bending 
strength. The equipment our factory 
imports from KURTZ in Germany is of 
a quality unsurpassed the world over, 
which means that all our products are 
well up to the requirements made on 
them.

KURTZ equipment has two principal 
advantages – high production speed 
and likewise high quality. In general, 
the production time for 20 kg per 
cubic meter board is five minutes 
or less. The equipment works with 
vacuum sintering, so that the butt 
fusion of products is excellent.  
Generally speaking, full outside-to-
inside penetration during the sintering 
process can be effected with a mere 
1.2 bar of steam 
pressure, whilst 
8 bar of steam 
pressure is 
required when 
using domestic 
equipment.  

With the develop-
ment of municipal 
projects in 
Shanghai region,

demand for EPS boards is constantly 
on the increase.  In 2002, the 
broadening of the 6 km-long Jiading 
Section of Shanghai-Nanjing 
Expressway used more than 60,000 
cubic metres of board.  It is now open 
to traffic and working efficiently.

As a result of the above developments, 
the reformed Shanghai Yide Plastic 
Products Factory did not hesitate 
to import another KURTZ Ecomat 
block mould in 2002 in order to meet 
increasing market demands. Our 
latest project is to supply high-quality 
EPS blocks for the Shanghai Formula 
One Racing Circuit.

Shanghai Yide Plastic Products 
Factory
June 2003

Shanghai Yide Plastic 
Product Factory, previously 
known as the Shanghai 

14th Plastic Products Factory, first 
imported the KURTZ Vario block 
moulding machine in 1993. 

The last ten years have seen a major 
development of EPS application 
in municipal road-building in the 
Shanghai region.

There are two main reasons why 
conventional construction techniques 
are now thought to be obsolete  the 
softness of the ground in Shanghai 
and the speed at which municipal 
construction is developing.  

If an expressway or a bridge is to 
be built and opened to traffic within 
one year, conventional construction 
techniques are not up to completing 
the high-soil-filling section of the road 
or the bridge-approach of the bridge 
on time – to mention only one factor, 
the sedimentation period of soil is at 
least half a year. However, if we use 
the EPS board as filling, we can both 
shorten the duration of the project 
and at the same time achieve more 
satisfactory results. 

And because EPS board is very light 
– generally 20 kg per cubic meter, 1% 
of soil weight – there is scarcely any 
ground sedimentation.

Well-earned award for KURTZ 
solution in the field of ICF applications

The „Bakalstroj 2003“ trade 
fair took place from May 13th 
to 16th in Irkutsk, Russia, with 

KURTZ  among the participants. The fact 
that the name of the trade fair ends up 
with „stroj“ (Russian for „construction“) is 
already a clue to its central theme, which 
is in fact the EPS construction materials 
production sector and the numerous EPS 

On display at the KURTZ 
stand at this year‘s PLAST 
trade fair in Milan from May 

6th to 10th was, of course, its familiar 
range of proven systems for particle 
foam materials processing, ranging 
from the panel-handling and machin-
ing robot ProRob, and the KDG 20 mill 
for EPS-recycling to the shape-mould-
ing machine K 813 with an LTH and 
Eco-LTH-tool.

Design from Milan - KURTZ at PLAST

applications which are of interest to con-
struction experts.
True to form, KURTZ had a very special 
selection of systems on display, and the 
KURTZ technology designed for the pro-
duction of ICF-elements (ICF = insulated 
concrete form) received special recognition 
in the form of a trade fair award both for its 
particular relevance to today’s needs and 
for its competitiveness. The reason was not 
hard to find – what was on offer was one 
single system incorporating both insulation 
and constructional elements.

Further highlights offered by KURTZ to the 
trade fair’s visitors were systems for exter-
nal wall and roof insulation, under-floor 
heating systems, footstep absorption insu-
lation, perimeter panel insulation and drain-
age panels, all of which are of the greatest 
interest to Siberians where winter tempera-

tures can be as 
low as minus 
70°C! But visi-
tors were also 
impressed by 
KURTZ prod-
ucts which had 
nothing to do 
with that partic-
ular considera-
tion – for in-
stance technol-
ogy for the pro-
duction of fit-
tings for internal 
rooms and 
facades such 
as ceiling pan-
els and decora-
tive border 
mouldings.

Nevertheless, the products which really 
stole the limelight were the new generation 
of pre-expanders represented by the X 
series. KURTZ’s priority when developing 
this series was of course to combine 
quality technology with operational 
efficiency, but this series shows that 
these priorities are fully compatible with 
an attractive designer-modelled outward 
appearance. 
This series, our most recent brain-child, 
is unique in the whole field and its slick 
appearance is a visual reflection of what 
it in fact is – a top product, completely re-
developed to incorporate improvements 
with regard to technology, quality and 
customer-orientation. In numerous test 
runs the flow conditions of the media 
steam and air were optimized. They 
resulted in extremely efficient steaming 
possibilities combined with a gentle 
expansion process in shortest possible 
cycle times.

With their clear and strong design and 
the striking silver-blue colour the KURTZ 
pre-expanders of the X series clearly set 
off  optically from  competitors‘ products. 
The improvements in the areas of 
ergonomics and ease of servicing are 
visually emphasized in the new casing 
design.
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The 2003 GIFA – the world’s 
biggest trade fair for the foun-
dry and casting industry – took 

place in Düsseldorf from June 16th to 21st. 
In spite of decreases both in exhibitor par-
ticipation and visitor numbers as against 
1999, it was an entirely successful event 
for the Kurtz Group. The 160-m2 stand 
offered a wide range of eye-catching 
exhibits – from aluminium, grey, nodular 
and heavy metal cast parts from the home 
foundries in Hasloch, Wiebelbach and 
Mannheim, to, centre-stage, the casting 
machines themselves. KURTZ’s cast-
ing machines construction sector’s prize 

exhibit was a low-pressure aluminium 
casting unit for the production of V6 to 
V12 motor blocks, destined to be put into 
operation after the trade fair as the 12th of 
its kind at the Kolbenschmidt Aluminium-
Technologie AG in Neckarsulm. The 
attraction of this very special machine did 
not lie simply in its imposing dimensions 
(5m x 5m x 7m) but also its construc-

tion – as was immediately clear to all, 
this clearly involves no cheap solutions 
whatsoever. The impression made by the 
machine was all the greater for being on 
show with the V8 and V12 motor blocks 
specially produced on this machinery for 
BMW. Customers for these V-type motor 
blocks include AUDI, Jaguar and Porsche, 
with their new cross-country Cheyenne. 
Further insight into these machines’ pro-
duction procedures was provided by a 
video which was a constant source of fas-
cination to our visitors. The list of KURTZ 
customers from the automobile and 
automobile suppliers industries does not 

end there – further 
well-known names 
include BMW, 
DaimlerChrysler, 
MAHLE and Hydro
Aluminium. KURTZ 
machinery also produced no less ce-
lebrated a motor block than the one used 
by the Formula 1 BMW Williams team.

KURTZ exhibits state-of-the-art casting 
technology for motor blocks at GIFA

Experts from the casting field had the 
advantages and potential of low-pressure 
casting demonstrated to them by means 
of the numerous cast parts on exhibition 
and an actual performance – the filling 
procedure in action on a plexi-glass 
mould.
Dipl. Ing. Bernd Schmitz, who heads the 
KURTZ casting machines sector, put 
it like this: “In spite of its being held in 
unfavourable economic circumstances, 
the GIFA 2003 was an entirely successful 
event for us. We not only intensified our 
relations with existing customers but also 
made many new and highly interesting 
contacts. These results reflect the excel-
lent developments undergone by the 

KURTZ casting machines sector, which 
has almost doubled its turnover in the last 
two years.” 

New ERSA products successfully 
presented at the SMT trade fair

At the end of the day, ERSA 
was able to give a very pleas-
ing report on its achievements 
at the SMT, held in Nürnberg 

at the beginning of May, at which the 
levels of interest shown by visitors sig-
nificantly exceeded the realistic expec-
tations of those responsible for ERSA‘s 
participation.

Two factors had given reason for cau-
tion. 2003 is a „Productronica year“ 

– the Productronica being the leading 
electronics trade fair, a biennial event 
which this year will be taking place 
from November 11th to 14th in Munich. 
Secondly, the electronics production 
market is still in a fairly precarious 
state. Nevertheless, there was a con-

stant stream of visitors at the ERSA 
stand. The main reason for this was of 
course the range of attractive and inno-
vative new products being exhibited for 
the first time for the specialists present 
at the SMT.

There is no doubt that the highlight 
exhibit was the brand-new, semi-
automatic selective soldering system 
VERSAFLOW ecoselect.

Automatized selective soldering is 
currently one of the most interesting 
developments in processes for elec-
tronic components production. It makes 
a significant contribution to process 
reliability and raises the quality of the 
final products to a quite unprecedented 
level. Until recently the only obstacle to 
complex selective soldering systems 
being used by businesses, even small-
er businesses, had been the relatively 
high levels of investment demanded.

With its presentation of the semi-
automatic selective soldering system 
VERSAFLOW ecoselect, which can 

be used both for point- and bulk-sol-
dering, ERSA – not only market-lead-
ers but also leaders in technology for 
selective soldering – has opened up 
new possibilities to firms with smaller 
budgets. 

The HOTFLOW2/20, the latest top 
model in ERSA’s successful HOTFLOW 
range of reflow soldering systems, is 
capable of rising to the most challeng-
ing demands made by the lead-free 
reflow soldering procedure. Among its 
most attractive features are its excep-
tionally good temperature behaviour 
and flexibility in the shaping of profiles; 
it furthermore gives the highest possi-
ble satisfaction in respect of servicing 
and has an incomparably convenient 
software package which makes life a 
lot easier for anyone using it. 

There was also an exceptionally high 
level of interest in the SMT/BGA-
Rework-Systems with their IRsoft-proc-
ess documentation-software, available 
free and containing a number of very 
practical new features.

ERSASCOPE inspections systems 
were also on display – and much in 
demand as a result of the new price 
structure introduced in order to make 
interesting packages available to first-
time buyers in this field.
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Up-to-date

Great interest in ERSA‘s 
two-day Lead-Free Technology Seminar 

According to current EU guide-
lines, it will from July 1st  2006 
no longer be permitted to offer 

electrical and electronic goods containing 
lead on the open market. All members of 
the electronics industry will consequently 
have to change their production processes 
to accommodate lead-free solders in the 
near future.
As market-leaders in the field of soldering 
system production, ERSA was careful to 
pave the way for this development well in 

advance of time. The company’s whole 
range of reflow, selective soldering and 
wave soldering systems have already 
been adapted for lead-free use. 
As the right soldering system is only one 
component in any complex production 
procedure, there is however still an enor-
mous demand for information and know-
how transfer on the part of our customers 
– the electronics manufacturers – as they 
consider the consequences for their own 
production.

As it was precise-
ly with the aim of 
meeting this need 
that ERSA put 
on its lead-free 
technology semi-
nar on May 20th 
and 21st at Kurtz 
Holding’s train-
ing premises in 
Kreuzwertheim-
Wiebelbach, it 
was no surprise 

The BASF-KURTZ 
seminar was held in 
Beijing on March 21st, 

2003, with the aim of giving a 
further boost to the Chinese EPS 
industry‘s technical know-how 
and processing knowledge. More 
than 30 participants from northern 
China were invited, most of whom 
are the largest EPS moulders in 
their region. 

With the 2008 Beijing Olympics 
not far off and the Chinese 
government’s awareness of the 
importance of house insulation, 
the EPS industry will enjoy 

The BASF/KURTZ 
joint seminar in Beijing

tremendous growth, especially the 
sector related to the construction 
industry. This seminar was held 
to cater precisely for the needs of 
this industry and all the moulders 
were agreed that it achieved its 
aim.

This is the second in a series 
of KURTZ seminars since the 
AMEPS meeting in November 
2002.  
It is perhaps worth repeating 
that KURTZ's commitment to the 
Chinese market is not just to do 
with selling machines; it is just 
as much to do with upgrading the 

to find that the course was very soon 
fully booked-out. 
The seventy-plus participants were unani-
mously impressed by the event’s compre-
hensive programme and perfect organi-
zation. Thirteen well-known authorities 
from a variety of fields gave talks which 
shed light on the theoretical and practi-
cal significance of the lead-free process 
for electronic goods manufacturers, and 
clarified the factors which have to be taken 
into account before a changeover is car-
ried out on a given production line. Among 
the speakers were not only manufacturers 
of components, circuit boards and solder-
ing pastes but also experts on soldering, 
rework procedures, automized inspection 
and quality control. Participants also made 
the most of the breaks between the talks 
and the evening programme in Wertheim 
Castle to exchange information with one 
another and compare their experiences 
in the field – an opportunity which par-
ticipants rated as having been very helpful 
when they evaluated the seminar.

technology and application levels 
of our precious customers.

A hot 
weekend ... 
… and not just because of the soaring 
temperatures 
The Kurtz Group already has a fine 
tradition as far as sporting events 
are concerned, whether we are talk-
ing about running races such as the 
Kaffelstein or the Wertheim Trade Fair 
Event, about cycling tours or table ten-
nis and volleyball tournaments. 
Never, however, has there been so 
much perspiration involved as there 
was on July 12th and 13th, when three 
events took place on one weekend!

Saturday was football day, with the 
KURTZ Dream-Team (which hadn’t 
achieved much to write home about 
previously) pitted against the Georg 
Fischer Foundry team. 
As our readers may recall, last 
autumn’s away match had ended in a 
1:16 defeat for KURTZ, but the return 
match at home on July 12th brought 
sweet revenge for the Dream-Team as 
they wiped the pitch clean with GF in 
a clear 4:0 victory. 
The following morning at 9.20 a.m.,
it wasn’t Noah’s Ark but the KURTZ Ark 
which pulled out for its first outing in the “Red
Dragon Cup 2003”, organized by the

Marktheidenfeld Rowing Club. The 
Kurtzians “went in two-by-two” in ani-
mal costumes, their muscles rippling 
quite as threateningly as the waves 
of the River Main – and didn’t do half 
as badly as expected. Some of these 
heroes – still wearing their animal 
masks and dripping sweat and Main 

water – sped off 
immediately to 
display their prow-
ess on land in the 
Kaffelstein Race. 
A racing distance 
of 4.5 kms was to be tackled with a 
succession of very steep vineyards to 
be negotiated in the process. Some 
Kurtzians were even brave enough to 
be there at 9.30 a.m. in time for the 
starting pistol that set the 10km race 
going.

After the lion‘s share of the honours had 
been mopped up by the Kurtz Group 
– no surprise, it seems to happen every 
year now – we all gathered at 1.20 p.m. 
to support the KURTZ Ark in its second 
outing in Marktheidenfeld. Noah‘s 
rowers had clearly learnt a thing or two in 

their first outing and improved their time 
by a phenomenal five seconds! The Ark 
ended up about half-way up the league 
of contestants – a very respectable place 
for an emancipated boat that carried an 
honourably full quota of oarswomen! Its 
perfidious competitors fielded all-male 
boats, some rowers vainly pretending 
to represent the fairer sex by sporting 
skirts and wigs. The Kurtz Group‘s 
sporting heroes and heroines finally saw 
the day out by cooling off in and by the 
Main, celebrating their achievements on 
this hottest of weekends in a manner 
befitting the doers of such epic deeds.
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Mosbach Technical College information day 
On April 4th, 2003, the Mosbach 
Technical College study courses infor-
mation day provided Kurtz Holding 
GmbH & Co. with another opportunity 
to introduce itself to a wider public. The 
Kurtz Holding machine construction, 
electrical engineering and mechatronics 
students gave interested pupils and their 
parents information about the possibility 
of following a dual course of study.

This integrated course of study is made 
up of alternating three-month periods of 
study and practice. Over three years the 
students acquire a unique combination 
of university-level theoretical know-
ledge in their speciality and sound work 
experience. Financial independence is 
guaranteed through an incrementally-
structured training remuneration for the 
whole period of study. An exceptionally 

economical use of the time available 
means that the course only takes three 
years, which also offers these graduates 
from the Technical College good career 
opportunities in the Kurtz Group.

Main-Spessart Careers Information Day
On March 14th and 15th, Kurtz Holding 
GmbH & Co. took part for the third 
time in the biennial Main-Spessart 
Careers Information Day, held in 
Gemünden. This event attracted a 
lively crowd of pupils in the 8th and 9th 
classes (roughly the 14- to 16-year-
olds) of all schools from the Main-
Spessart rural district. Over the two 

days they had ample opportunity – as 
did their parents – to talk in detail with 
our trainers about training and career 
opportunities in the Kurtz Group. 
Currently in training at the Kurtz Group 
are, among others, industrial, tool, 
and metal-cutting mechanics, power 
electronics engineers and foundry 
mechanics.

Release ceremonies at the Kurtz Group
Release ceremony at KURTZ GmbH and Kurtz 
Holding GmbH & Co. in Kreuzwertheim. 
Our picture shows from left to right:
Trainer Werner Grosch; Training Master Frank 
Adam; Barbara Grimm (Industrial Clerk with 
Additional Qualification); Markus Cicewski 
(Mechatronics Engineer); Trainer Dirk Schlosser; 
Hans-Peter Blum (Industrial Mechanic in Machines- 
and Systems Technology and Representative of 
Young Personnel); Michael Behringer (Foundry 
Mechanic for Pressure and Die Casting Technology); 
Michael Haas (Industrial Mechanic in Machines- and 
Systems Technology); Daniel Schwab (Metal-Cutting 

Machinist in Lathe Turning 
Technology); Wjatscheslaw 
Krening (Designer Machine 
Building); Johannes Nöth 
(Metal-Cutting Machinist in 
Lathe Turning Technology); 
Chairman of the KURTZ 
Works Committee Jochen 
Kraft; Florian Geyer 
(Industrial Mechanic in 
Machines- and Systems 
Technology); Head of 
Training Department Jürgen 
Schmidt and Manager 
Finances and Personnel 
Dipl.-Kfm. Günther Bartschat.

Release ceremony at ERSA GmbH in Wertheim. 
Our picture shows from left to right:
Chairman of the ERSA Works Committe Rolf 
Prasse; Manager Finances and Personnel Dipl.-Kfm. 
Günther Bartschat; Bernd Koch (Power Electronics 
Engineer); Stefan Brauner (Power Electronics 
Engineer); Trainer Michael Burger; Frank Weimer 
(Industrial Mechanic); Head of Training Department 
Jürgen Schmidt

lively music from the Radio-Ton team 
and a range of refreshing drinks, includ-
ing special beers for the connoisseurs; 
there were also a number of humorous 
contests – bobby-car racing, for instance, 
or guessing the beer column – with 
attractive prizes for the winners. Renate 
Bestler had hit the proverbial jackpot with 
her quick ‘phone call and the manage-
ment duly expressed their gratitude with 
a large bouquet 
of flowers. She 
was also thanked 
personally by 
many of the staff 
for providing 
them with a very 
welcome surprise 
party.

ERSA staff member Renate Bestler 
wins a party for the whole firm
That was a real coup! Renate Bestler 
from the ERSA personnel department 
rang in to the local radio station Radio-
Ton during her 9.00 a.m. am coffee 
break and won a party sponsored by the 
Distelhäuser brewery for the whole com-
pany. The management spontaneously 
approved the idea and brought the end 
of the working day forward to 3.00 p.m. 
And it actually happened! 
The Distelhäuser logistics department 
were true to their word – six hours later, 
the company premises had been trans-
formed into a party zone. The ERSA staff 
were put into the best mood possible with 

In recognition of his outstanding 
results in final exams, Stefan Brauner 
was awarded the FABI-Prize at a 
small celebratory gathering at the 
Technical and Business College 
in Bad Mergentheim. This prize is 
awarded to the best trainees in each 
field at the various colleges.

One remarkable fact is that Stefan 
Brauner – like Bernd Koch – completed 
two training courses. He first obtained 
excellent results when training to be 
an industrial mechanic (specializing 

FABI-Prize for ERSA trainee
in machines and systems technology) 
and then followed a second course to 
qualify as a power electronics engineer 
specializing in operations engineering, 
finishing up with equally distinguished 
results. This double training has given 
him an exceptionally high level of 
knowledge, which means that he can 
be deployed in the company with a 
great degree of flexibility. 

It is Kurtz‘s hope that more and more 
trainees will undertake this kind of 
double training.

Wertheim in a 
jubilant mood 
In the framework of its cultural sponsor-
ing, the Kurtz Group has made a dona-
tion of seven so-called „jubilee-revellers“. 
These groups of metal figures, produced 
by MBW, represent the motif chosen as 
the logo for Wertheim‘s 900 year jubilee 
event.
At the opening ceremony, the Mayor 
of Wertheim, Stefan Mikulicz, put it as 
follows: „We are grateful for this donation, 
which demonstrates the company‘s 
solidarity with nearby Wertheim, a town 
which boasts a lively cultural life. I see 
this as a very positive signal“.
The Kurtz Group‘s sponsorship also 
included a further hundred book-stands 
with the „revellers“ motif. Proceeds from 
the sale of these goods and from the 
auctioning of the „revellers“ at the end 
of the jubilee year will go to local cultural 
institutions.

Party on call! 
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The gentle way ...

„The gentle way“ is one way of rendering 
the sense of the Japanese word „judo“, 
and as a practitioner of sporting judo it is 
a path that I have been following for over 
23 years now. 

A relatively young sport, Judo was de-
veloped by Jigoro Kano towards the end 

of the 19th century on the basis of the 
ancient self-defence school Ju Jitsu, 
from which Kano eliminated all the 

dangerous techniques such 
as blows and kicks. In de-

veloping judo he set great 
store by spiritual and 

moral education.

O n e 
b a s i c 
principle of 
judo is that 
of winning by 
„giving in“; one 
uses the power 
and momentum of 
one‘s opponent in order 
to throw the opponent onto his 
or her back. Another principle 
is „mutual help and self-help“, which 
means that partners and friends train 
and fight with each other without hurt-
ing each other.
The technique of judo consists of a great 
number of throws, most of which are 
carried out over the shoulder or over the 
hip. There are furthermore arm-levers and 

a variety of holds, strangleholds and other 
holds, which are used when fighting on the 
ground.  I was only twelve years old when I 
began judo training in Marktheidenfeld. In 
1990 I transferred to Aschaffenburg Damm 
Sports Club where I passed the exam for 
the 1st Dan (or “black belt”). In 2000 I was 
given my grade C trainer’s licence and in 
2001 I had my greatest success with the 
team to date when we were promoted into 
the Bavaria league.

Judo is a sport 
which 

d e v e l -
ops not 

only physical
 attributes 

s u c h 
a s 
the 

feeling 
for move-

ment, balance 
and muscu-
lature but 
also inner 
q u a l i -

t i e s                                                   a n d
c a p a b i l i t i e s such as 
se l f -d isc ip l ine, r e s p e c t 
(self-respect and r e s p e c t 
for others) and con- cent ra-
tion. As such it is a sport for every age 
group.

Thomas Ehehalt    

School-firm – an adventure called “Gravurli” 

We – that is to say a group of pupils 
from the 9th class of the Urphar-
Lindelbach secondary modern school 
–made a resolution at the beginning of 
this school year. We decided to become 
entrepreneurs, that is to say, to produce 
something and to market it. We and 
one other secondary modern  school 
in Baden-Württemberg are currently 
taking part in the “Junior Project” of 
the Institute for the German Economy 

in Cologne, which has involved us in 
founding our own firm.

In May 2002 we had already taken a 
look at the “mini-enterprises” that went 
before us and were so impressed by 
their end-of-year shows that we imme-
diately decided that we would like to 
follow their example. After a long pro-
cess of deliberation we finally decided 
that our “line” would be engraving. The 
basic equipment is easy to obtain, and 
engraving can be applied to a great 
range of products – the objects we 
offer to engrave for our customers 
include door-plaques (large and small), 
key-rings, ballpoint pens, pocket mir-
rors and watches.

We quickly came up with a name for 
our company which combined “engrav-
ing” with the name of our school. 
“Grav” plus “ur” (for Urphar) and “li” 
(for Lindelbach) – and “Gravurli” was 
born. All that was left to do was to 
settle on a design for our logo and 
to elect directors of the firm’s depart-
ments. We elected a board and heads 

of Production, Finance, Marketing and 
Administration.

The project has been carried out within 
the framework of the school syllabus 
and has as such always had the official 
backing of the Ministry of Education. 
But our firm is – just like any other 
“proper” firm – obliged to pay wages 
and salaries and to deduct tax. This 
naturally meant that we needed capital 
to start with, which we raised by selling 
75 shares at €10 apiece. This funding 
enabled us to buy the engraving equip-
ment and start an advertising campaign. 
We were furthermore obliged to submit 
monthly reports on our activities to the 
Institute for the German Economy in 
Cologne.

In December 2002 we held the first of 
two shareholders’ meetings, at which 
the shareholders gave their approval to 
our business concept. We subsequently 
negotiated with our sponsor company, 
Kurtz, for a large order involving the 
engraving of 1000 ballpoint pens. Our 
experiences of Kurtz in the training field 
have always been positive – our Head 
of Production, Klaus Dinziol, will in fact 
be starting as an apprentice metal-cut-
ting machinist at Kurtz later this year.

On May 14th, 2003, we took part in 
a competition held by the Ministry of 
Education for Baden-Württemberg 
in Stuttgart and were judged by the 
jury to be the land’s best school-firm, 
which gave us the chance to represent 
Baden-Württemberg in the German 
national competition in Cologne from 
June 25th to 27th, 2003. Unfortunately, 
we were not able to make one of the 
first three places in this competition, but 
just to have achieved the participation 
in this event at all – as the only second-
ary modern school in Germany – was a 
great success for us!

A family of 
„only children“
Jürgen Schumann – top right in the 
picture and KURTZ staff member 
in Kreuzwertheim – grew up as an 
only child. On the Ascension Day 
holiday this year, he met up with 
his brothers and sisters. 
Impossible, you might say? 
No, not at all – it was possible, 
thanks to television. As a guest 
in the television  programme 
“Britt – The Talkshow at One” 
our colleague found out that the 
woman sitting next to him in the 
studio was his sister. But Jürgen 
Schumann was not the only child 
of his parents to have grown up in 
the care of adoptive parents. The 
same thing happened to his four 
sisters and two brothers.
My heartbeat went into overdrive”, 
says Schumann when talking about 
the TV programme which changed 
his life. The brothers and sisters were 
originally put up for adoption in Dres-
den and Magdeburg. Jürgen, Kerstin, 
Heike, Gabi and Heike (No.2), now 
adults, are all happily married and 
have settled down all over Germany. 
The youngest of the brood –Tobias – is 
still a relative youngster. 
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e-mail: kw@kurtz.de • http://www.kurtz.de/
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Tel. +49 (0) 93 42 / 80 50 • Fax 80 51 79
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KURTZ Altaussee GmbH
EPS-Technology
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e-mail: kurtz.mgm@t-online.de

ERSA GmbH
Leonhard-Karl-Str. 24 • D-97877 Wertheim
Tel. +49 (0) 93 42 / 80 00 • Fax 80 01 00
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KURTZ South East Asia Private Ltd.
25 International Business Park • 02-106 German Centre

Singapore 609916
Tel. +65 6 5 62 92 05 • Fax 6 5 62 92 06

e-mail: kurtzsea@singnet.com.sg

KURTZ France S.A.R.L.
Vente, Assistance Technique, S.A.V.

8, rue des Moulissards • F-21240 Talant • France
Tel. +33 (0) 380 / 56 66 10 • Fax 56 66 16

e-mail: kurtz.france@wanadoo.fr

KURTZ Italia S.R.L.
Vendita, Assistenza, Consulenza Tecnica
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130 Mio € turnover • 1000 employees

International

Kurtz Far East Ltd started operations 
in Hong Kong in 1995 with a staff 
of 5. Today KURTZ/ERSA has 
offices in Hong Kong, Shanghai 
and Singapore and the staff has 
grown to 27. Business turnover has 
multiplied many times over. At the 
same time, we have been happy to 
see most of our customers enjoying 
the same – or even higher –degrees 
of success.

But it’s not the size of the offices or the 
numbers of employees that matter 
most. The most important factors 
are the quality of communication 
between KURTZ and its customers, 
and whether KURTZ can meet its 
customers’ needs satisfactorily and 
promptly. The way we achieve this 
is through the united efforts and 
dedication of the entire KURTZ 
team. The perfection of the team 
spirit linking Germany and the Asia 
Pacific is something we are proud of; 
it is not for nothing that our slogan is 
“At home all over the world”.

We are equally confident about 
our plans for the future. Our supply 
range already includes products 
from our business partners to 
create one-stop solutions for our 

customers. Apart from our familiar 
layout design proposal, we are also 
playing our part as contractors by 
utilizing local resources for complete 
factories construction. 

Our determination to give our 
customers top-quality service is 
unlimited. 

Let KURTZ take care of you!

Nothing but the best is good enough for 
KURTZ customers in the Asia Pacific 


