Sensitizing the Asian market in
safety matters

Rieckermann Group provides maintenance

for VENTEX® valves in Asia

Regular checks are imperative in or-
der to ensure that explosion protec-
tion products function smoothly and
without interruptions. There is no
doubt that the maintenance of safe-
ty-relevant components in plants is
highly important for the protection of
employees and products. Errors due
to insufficient maintenance work can,
in case of emergency, cause huge
economic damages and endanger the
integrity of staff and equipment. The
manufacturers and distributors of
explosion protection products are
aware of this responsibility. That is
why RICO Sicherheitstechnik AG and

the Rieckermann Group cooperate
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since 2016. The latter provides,
among other things, the mainte-
nance of VENTEX® valves in the en-
tire Asian region. Aleksandar Aga-
tonovic, deputy CEO of RICO and
Sebastian Daldrup, Head of Technical
Services at the Rieckermann Group
answered our questions regarding

important safety topics.

Why is the topic of maintenance
in Asia of particular importance
so that a partner company had to
be entrusted with the task?

Aleksandar Agatonovic: First of
all, it is generally important that the

valves are maintained regularly -



whether it is in Asia or any other part
of the world. Many companies that
work in the powder-processing in-
dustry are located in Asia. This mar-
ket recorded a double-digit growth
and became more and more interest-
ing in the last years for us as explo-
sion protection component suppliers.
Hence, the need for subsequent ser-
vices and maintenance works has
grown correspondently. Having a
partner on-site is also an advantage
- not least because of financial eco-
nomic reasons. The employees are
domestic in said market and are
therefore able to provide quick and
competent help. This was our aim
and we found the ideal partner with

Rieckermann.

Mr. Daldrup, what characterizes
Rieckermann as the right part-

ner?

Sebastian Daldrup: We operate for
over 125 years now on the market
and function as industrial solutions
suppliers. We have been focused on
the Asian market since our founda-
tion. Rieckermann provides an all-
around carefree package: A customer
needs for instance a product line, we

provide the complete execution of
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the project - starting with the engi-
neering and the component acquisi-
tion, the development, the commis-
sioning, to the maintenance. Safety
technical components that are im-
plemented are a part of that. Explo-
sion isolation solu-
tions are corre-
spondently a part
of the package,
since our customer
base is set, among
others, in the pow-
der-processing in-
dustry. The world-

wide proven VEN-

TEX® explosion isolation valves o
RICO are commonly used here.
Therefore, it was obvious that we
operate as certified service partner
for RICO products. Not least due to
our long-time experience, we are
able to conduct service and mainte-

nance work in a professional manner.

Experience alone probably does
not qualify the maintenance of

certain products, does it?

Sebastian Daldrup: The qualifica-
tion and expertise for these special
services have been acquired by our

employees by means of intensive




trainings in Herisau (CH) at the RICO
HQ. We flew in employees from Asia,
since the Asian region is the focus for
our cooperation, so that they could
take on the topic on-site. The
knowledge was deepened in another
training session, in order to acceler-
ate the main market further. We
maintain in Asia own country
branches, which transport our Euro-
pean standards in the market. Espe-
cially the topic safety plays a decisive
role and needs to become more pre-
sent for plant users. Our team had
already experiences with safety
products in the field of dust explosion
production before the cooperation
with RICO. This knowledge was in-
tensified with the specialization of all
VENTEX® valve types.

Aleksandar Agatonovic: As manu-
facturers of the valves, we searched
for a partner, who was not complete-
ly without prior knowledge regarding
our products. We pursuit the aim
with each sale that our valves have a
very long lifetime and fulfill its safety
functions throughout their complete
life cycle. Many operators in Asia ne-
glect unfortunately the mandatory
maintenance intervals, since we are

talking about a passive system with-
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out external power, which works reli-

ably during normal operation.

It is a fallacy to draw such a conclu-
sion from the reliability of the prod-
uct! We also want to set a position at
this point and show presence to en-
sure that our components work op-
timally in case of emergency within

the scope of the plants or products.

This means that the safety
standards for plants will be main-
tained on a consistent level due

to the cooperation?

Sebastian Daldrup: That would be
great - this is currently unfortunately
not the case. The prescribed mainte-
nance intervals are not called into
question in Europe for instance. In
Asia, it is generally somewhat differ-
ent. Here, a hard piece of work is still
ahead of us. We also endeavor to
raise awareness in this matter and to
obtain a permanent safe production
environment. The valves need to be
inspected annually in order to ensure
the functionality and maintenance
intervals are set on every 5 years.
There is no liability in legal terms for
the supplier, if these instructions are
not followed. There should be no ne-

gotiation margin regarding the topic



of safety. Therefore, the manufactur-
er specifications should be fulfilled
100% - in other words: regular
maintenance is mandatory to fulfill
the obligations of the plant operator.
We inform on-site, in order to sup-
port our Asian customers and try to
convince the operators regularly that
shorter intervals raise the safety. The
awareness is unfortunately missing
at too many places. We see usually
production environments, in which
no maintenance work is conducted. I
explain it to the people in charge in
such cases with an example: I ask
them to consider, if the airbag of car
should be neglected during its in-

spection.

Aleksandar Agatonovic: We are
currently working on a list, on which
we collect the companies in Asia who
are using VEN-
TEX® valves.
The colleagues
from Riecker-
mann are dget-
ting by and by
active, in order
to offer services
and mainte-
nance contracts

and to push the
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safety topic in this way. This is of
course very close to our hearts, since
our complete company philosophy is
based on it. We are safety technolo-
gy manufacturers in different areas
and would not develop and distribute
them, if it wasn’t our concern that
the products are in perfect condition
at all times to prevent worst case

scenarios best possible.

Sebastian Daldrup: In fact, many
plant operators do not know what
safety technical components are
used - therefore they do not know
that they have VENTEX® valves. But
only because they are functioning
reliably in normal operation that does
not mean that there is no need for

examination.

Which advantages result from
your cooperation for the clients

in Asia?

Sebastian Daldrup: A decisive ad-
vantage is that we work via local
subsidiaries all over Asia. For the us-
ers this means faster response times,
no language barriers and lower costs.
We have overall more than 140 ser-
vice engineers who perform repair
and maintenance works. It should be

stressed that we set European



standards in our local subsidiaries!
Every employee in Asia is trained in
accordance with said specifications

and implement them strictly.

Aleksandar Agatonovic: From our
side it needs to be said that the pos-
sibility to be able to send out techni-
cians that are trained by RICO and
are domestic in the different regions
is a gain. Because these do not only
perform the mandatory standards,
they also have a completely different
insight into the market, on its needs
and customs. Many Rieckermann
employees build quickly a good con-
nection to the customer and foster

the contacts in this way better.

How is, in your assessment, the
explosion market in Asia general-

ly positioned?

Aleksandar Agatonovic: The need
for explosion protection products is
big, our sales in this field raise con-
stantly. We were able to multiply our
direct sales within the past 5 years.
We registered a great plus especially
in the pharmaceutical and food in-
dustry. There are many important
trade fairs in Asia regarding said in-
dustries, in which we took part for
the first time in 2017 due to the high
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demand. We were also here able to
generate new contacts where there is
a real need regarding explosion isola-

tion solutions.

Sebastian Daldrup: The market
grows but has, in my opinion, defi-
nitely more potential. The explosion
protection topic has still a too low
significance in Asia. Internationally
acting companies located in Asia
show, on the other hand, high stand-
ards. We see in local companies that
the awareness is growing slowly but
steady. There is still a lot of room for
improvement and we are working to
also establish here high safety
standards. We are, to this end, in
contact with RICO for further devel-
opment of the service products to
find the best possible solution for the

customers.



