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Sequel

[ˈsē-kwəl] noun.  A work of litera-

ture, film, theatre, television or music 

that continues the story of, or ex-

pands upon, some earlier work.

If you’ve ever had the pleasure 

of working with a great team 

at some point in your life, you 

might dream about reassembling that 

team and creating a new and reimag-

ined company. That’s exactly what 

Rich Carr did with a new wire and 

cable manufacturing company. It’s 

also why he chose the name Sequel. 

A few weeks ago, I had the plea-

sure of speaking with Rich Carr and 

Denise Feece to discuss the creation 

of Sequel. They were excited about 

exhibiting at the EWPT Expo, and had 

an exciting story to tell about their 

launch. First, let’s cover Rich and De-

nise’s background. Their individual 

stories reveal a great deal about why 

they created Sequel Wire and Cable.

Rich has been in the Wire and 

cable business since 1973 when he 

began working for a company called 

Ristance. “We were originally a har-

ness manufacturer to the appliance 

marketplace,” he recalled, “but grew 

to do a number of things.” The com-
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Huntsville Alabama is nick-

named “The Rocket City” 

and it’s long been the 

home of many Department of De-

fense contractors. It’s a great place to 

be in the Wire Harness Industry, and 

it’s the home of this issue’s Profile 

company, Kinney Industries. It was 

a pleasure speaking with Todd West-

brook, President at Kinney Industries, 

as he took some time to tell us about 

the company’s history and what 

makes them unmistakable to their 

customers. 

The company was established in 

1972 by a gentleman named Gary 

Kinney, and Todd told us how Gary 

came to start the business. Gary was 

a technician for a large company in 

Huntsville and liked to race motor-

cycles on the weekends. “I guess he 

was injured a lot, and his recupera-

tion time often extended to the be-

ginning of the work week,” Todd said. 

“Eventually Gary and the company 

decided on a parting of the ways, and 

he found himself needing a job.”

A friend of Gary’s gave him a lead 

on a Midwestern company that had 

a requirement for some cables they 

needed built quickly. Gary quoted the 

job and won the bid. He cleaned out 

an old van and fitted it with a work-

bench. His wife drove to the custom-

er’s site while Gary built the cables 

in the back of the van. It was the only 

way he could complete the order and 

meet the delivery schedule. “When 

they got there, he had finished build-

ing the lot of cables,” Todd chronicled. 

“They liked the cables and gave him 

more orders, and that’s how Kinney 

Industries started.”

Gary picked up other business 

along the way. The company did well 

and eventually grew to about 50 em-

ployees. “Huntsville is a DOD orient-

ed town, so the company grew in that 

path,” Todd described. By the early 

2000’s, the company had dwindled 

down to about five employees. “Gary 

had gotten into some other ventures 

and I think his interest in this busi-

ness had waned a little.” The company 

still had a great reputation building 

quality products in town, however. 

So, Todd, along with some investors, 

acquired the company in 2005. “We 

bought the company with the intent 

Sequel’s new state-of-the-art facility.

By Joe Tito
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By now, you are all aware 

that the 2020 EWPT Expo 

has been canceled. Galant 

attempts to reschedule the show hit 

too many road blocks. EPI Shows, 

along with their partners at the Wis-

consin Center were forced to cancel.

A great deal goes into planning 

this show. If you’ve attended, you 

have witnessed the hard work of Jay 

Partington and Cheryl Luck of EPI 

Shows. I joke with them that they 

each have a twin, because they seem 

to be in two places at the same time. 

The quality of the show certainly 

bears witness to their diligence.

Having been involved in some of 

the discussions that were held sur-

rounding the cancellation, and at-

tempted rescheduling of the 2020 

show, I wanted everyone to know 

just how hard Jay and Cheryl worked 

over the past couple of months. I 

bugged Jay until he relented to speak 

with me about all the hoops they had 

to jump through. 

“Like everyone else, we thought 

it would be over by May. But by 

late February, we started getting 

some input from our larger exhibi-

tors and attendees from Europe that 

we ought to think about postpon-
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ing,” Jay began. By early March they 

were caught between two disparate 

views. “Cheryl and I were in contact  

with many exhibitors. Some were 

emphatic the show go on, and others 

were wondering how we could even 

think about going forward with it.” 

Making the decision even more 

 

treacherous was the fact that this 

years show was tracking to be one of 

the best ever. “We had already spent 

over $100,000 in advertising, and our 

preregistrations in February were the 

highest they’ve ever been in the 20 

years of the show - almost double!” 

Exhibit sales were also way up from 

2019, and the hotels had been calling 

Jay to inform him they had hit the 

block reserve, and asking if he want-

ed to add rooms.

As daily discussions were going 

on between the Wisconsin Center, 

exhibitors and sponsors, Jay was also 

reaching out to some of his peers. 

Having been in event management 

for 38 years, he knows a lot of folks 

who run shows or manage associa-

tions. Many were saying they’d had 

shows in early March where atten-

dance was very low. 

The picture began to get more 

bleak by the day. A March 15 meet-

ing with Jay, Cheryl and the Wis-

consin Center yielded a decision to 

postpone the show. “We were look-

ing at September 23 & 24 but would 

have to move some [smaller] shows 

around, and also coordinate with ex-

hibitors, contractors and hotels,” Jay 

explained. 

But the Ryder Cup had booked up 

the rooms for that time period. Since 

those dates wouldn’t work, they had 

to look at other possibilities. “We 

spent days with the Wisconsin Cen-

ter to determine dates for our show, 

and there just weren’t a lot of them.” 

Many of the March/April shows had 

rescheduled for the September/Octo-

ber time frame.

They finally ended up with August 

19 & 20. There are a number of fes-

tivals going on in Milwaukee during 

that time of year. The hotels would be 

busy, but it was doable. Jay and Cheryl 

were having a bit of difficulty getting 

enthusiasm from exhibitors for those 

dates, but they continued to rally. 

“Then the Democratic Convention 

decided to take those dates, and that 

was it.” Jay lamented. “And we really 

couldn’t go past September, because 

how could you put on a show, then 

immediately ask folks for a deposit 

for May 2021?.” And thus, on April 6th 

the decision was made to cancel, and 

concentrate on the 2021 show.

In his final remarks, Jay wished to 

express special gratitude to Marty 

Brooks, President and CEO of the 

Wisconsin Center, and also to Megan 

Seppmann, the venue’s Vice Presi-

dent of Sales. “Marty was emphatic 

that everyone be reimbursed. His 

main concern was that the people 

who trusted us through the years 

should have all their money back to 

help keep their businesses afloat in 

these times. Megan and I spoke every 

day throughout the process, and she 

worked really hard on this.”

From all of us here at Wiring Har-

ness News, we would like to express 

our deep appreciation to Jay, Cheryl 

and everyone at EPI Shows for their 

tireless efforts throughout this ordeal. 

When you see them next year, please 

take the opportunity to thank them. 

Their efforts often go unnoticed, but 

they are key in making the EWPT 

Expo the success it has been for 20 

years.

2020 EWPT Expo Inside the Juggling Act
Continued from page 1 _____________
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By Loren Smith
__________________________________

As one would expect, our 

business is not different 

from most during this 

time of extreme disruption caused by 

the coronavirus. I continue to stay in 

close contact with a number of wire 

harness manufacturers, and each re-

ports changes that we all hope are 

reversed before long. 

As I write this, I am aware of com-

panies asking their administrative 

employees to work from home … 

companies implementing contagious 

workplace disease practices, such as 

reconfiguring their facilities to allow 

for additional space between work-

ers … and companies preparing con-

tingency plans to be executed in the 

event of significant reductions in de-

mand. And many companies are tak-

ing more than one of these steps.  

Although the impact of the coro-

navirus varies from region to region 

and company to company, and no 

one knows the eventual impact on 

different segments of the economy, I 

can tell you one dynamic of our wire 

harness industry that will remain 

constant: Even in a time of unprec-

edented uncertainty, some owners 

will want to sell––and they will find 

buyers. 

My years of helping craft deals 

have revealed that when an owner 

is intent on selling, delaying may 

not be possible, even in the face of 

something as seemingly obstructive 

as a national crisis or recession. Many 

harness owners, because of their age 

or health issues, need or want to re-

tire before a temporary circumstance 

runs its course. So the critical ques-

tion is whether there are any poten-

tial buyers when the climate for sell-

ing turns bleak. And the answer is yes, 

but they must be buyers who do not 

require bank financing to fund a deal.  

Granted, a pandemic or reces-

sion is hardly the ideal time to sell 

a business, but it is not impossible. 

Prospective buyers can be interested 

in harness acquisitions for all sorts of 

reasons, and these reasons often re-

main in place regardless of the state 

of the economy. Therefore, if an own-

er needs to sell, and if her business 

is fundamentally sound, finding a 

match is entirely doable––especially 

with the benefit of experienced help 

in sourcing prospects. It’s possible to 

craft a deal that includes allowanc-

es for a circumstance that will turn 

around with time.

The word “unprecedented” is be-

ing used a lot these days, for good 

reason. Based on my current obser-

vation of the wire harness industry, I 

feel secure in saying that even in this 

uncertain period ownership of some 

wire harness companies will change 

hands. 

Loren Smith can be reached 

at lms@blvcapital.com or www.

bluevalleycapital.com

Loren Smith CEO 
Blue Valley Capital

Pandemic Realities
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By Paul Hogendoorn
__________________________________

I write this column as I enjoy 
14 days of self-isolation. It is 
a forced (and not entirely un-

welcomed) “pause” that has given me 
much time for reflection. It’s sort of 
like pushing the reset button.

Its been sometimes said that “a cri-
sis is too valuable a thing to waste”, 
or words to that effect. Crises always 
come at a very high cost, but we sel-
dom look to extract the highest value 
that can come of them. A couple of 
days into my 14 day pause, I took the 
time to watch the movie “Eric Clap-
ton: Life in 12 Bars”. It struck me that 
it took the biggest crisis in his life to 
change his life’s trajectory. It came at 
a very high cost – a cost that no one 
would want to pay, the death of his 
four-year-old son. His friends that had 
watched him through many a smaller 
crisis believed that this one would be 
the one that ultimately defeated him. 
But it didn’t; it set him on an entirely 
different trajectory, and he arrived 
at an outcome he wouldn’t have 
otherwise arrived at. It took a crisis, 
and it required making a determined 
choice.

And so, it will be with the current 
crisis. The cost will be very high and 
the trajectory of a lot of businesses 
will be altered. The outcome they 
arrive at will be to a large degree af-
fected by the decisions and choices 
they make. Some are just aiming to 
survive it, and of those, some will and 
some won’t. Some will be aiming to 
get back to where they once were 
and to recapture lost ground and mo-
mentum. But there will be some oth-
ers that recognize the present situa-
tion presents an opportunity to do 
things they otherwise wouldn’t do 
and make decisions they otherwise 
couldn’t make. They get the chance 
to alter their trajectory.

What keeps companies from mak-
ing these kinds of trajectory chang-
ing choices? I suspect it is because 
they are either modestly successful, 
or they are moderately failing – they 
are just managing to avoid complete 
failure. It takes a tremendous amount 
of desire, and courage, to abandon a 
comfortable position of moderate 
success. It is equally hard to let go of 
a failing situation, if you are somehow 
managing to hold on and survive. And 
that’s why a crisis is often a very valu-
able thing. We are forced to make a 
choice: simple survival, return to sta-
tus quo, aiming for something else, 
or charting out a new route to get to 
where you are aiming to go.

Crises also have the effect of bring-
ing out the best in people. (The worst 
too – like hording toilet paper, of all 
things). Its a good time to assess your 
people and see who you want to go 
into battle with. Character, dedica-
tion, and their response to the vision, 
will all be clearly evident. Who rallies 
to the cause, and who rallies to their 
own cause? A crisis is a defining mo-

ment, not just for the company, but 
for individuals themselves.

Every company is different, and 
their response to this current crisis 
will be different too, but every com-
pany has the opportunity to assess at 
least a few things they can do to make 
their company better. The three most 
common conversations I have had 
with manufacturers before this crisis 
were about the challenge of digitiz-
ing their work flow, gaining visibility 
into their production condition in 
real time, and the need to make their 
factories and jobs more attractive to a 
younger work force.

The first two topics fall squarely 
into the “Industry 4.0” conversation. 
Perhaps this crisis is the singular 
event that causes many companies to 
actually take a first, concrete step. It 
doesn’t have to be big, and it doesn’t 
have to go plant wide, but it just has 
to be something tactile – something 
that gives everyone confidence that 
bigger steps can be taken and bigger 
plans should be made. The last topic 
however, is key, and needs to be con-
sidered inside or outside of the Indus-
try 4.0 conversation. The manufac-
turing industry has been aware of a 
looming skills and labour shortage as 
the current generation retires and the 
uptake for their jobs by the new gen-
eration is unenthusiastic. The Coro-
navirus crisis will exasperate this 
problem as the older generation will 
reassess what is truly important in 
their lives and many will opt to retire 
even earlier. Unfortunately, the way to 
address this problem is not by trying 
to change the younger workforce to 
fit our factories and jobs, it has to be 
by changing our factories and jobs 
to fit the next generation of workers. 
Our employment model hasn’t really 
changed since the later 60’s, 70’s and 
early 80’s, although technology has. It 
is time to push the reset button, and 
put our focus back on our people. 
And sometimes, it takes a good crisis 
to make it happen.

Paul Hogendoorn is cofounder 
of FreePoint Technologies. For more 
information on gamification or “re-
connecting meaning with work”, 
contact Paul at paul.hogendoorn@
getfreepoint.com

Pushing the Reset Button
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pany began to make ignition wire 

sets, then became a PVC compound-

er with sights set on producing their 

own insulated wire. “We eventually 

fabricated our own copper and be-

came fully vertically integrated,” he 

said. He served in many capacities, 

and eventually the company was sold 

to ECHLIN. 

Rich stayed until 1990 when he 

and two other gentlemen started a 

wire company called Copperfield. 

“We operated Copperfield until 2007 

when we sold it to Coleman,” Rich 

chronicled. “I stayed with Coleman 

until 2014 when that company was 

sold to Southwire.” Rich remained 

onboard for about three years. By 

that time, the company had migrated 

quite far from his original concept 

with Copperfield, so Rich decided to 

leave. As he served out his noncom-

pete, he dreamed about recreating 

the magic he had with his team at 

Copperfield. 

Denise then described her expe-

rience. “I started with Copperfield 

in 2005 and then transitioned to 

Coleman when the acquisition hap-

pened,” she remembered. “I worked 

out of the Coleman corporate office 

in Waukegan, IL, but when the South-

wire acquisition occurred, I began 

to bounce around within the organi-

zation, doing a lot of traveling.” She 

decided the traveling was too much, 

and left Southwire in 2015. Denise 

worked for a couple of manufactur-

ing concerns but never lost sight 

of those happy days at Copperfield.  

She constantly thought about being 

part of a similar business from an 

ownership position.

Having made the decision to cre-

ate a new company with Copperfield 

as a model, Rich began to assemble 

the ownership team. In addition to 

Denise, with strengths in the opera-

tional and financial areas, he round-

ed out the ownership team with 

financial guidance from Jim Merritt, 

the former CFO of Copperfield, and 

Greg Miller, a seasoned business per-

son with specialties in the insurance 

and benefits area. The facility will be 

managed by Andy Carr, Rich’s son. 

Andy boasts over 20 years of plant 

management experience with Cop-

perfield/Coleman/Southwire.  Sequel 

will be Andy’s third greenfield start-

up in his career.

In order to grasp what Rich and 

his team aim to achieve with Sequel, 

it’s important to understand the 

niche they carved out at Copperfield, 

and why the formula worked so well. 

“Copperfield was a primary wire sup-

plier to the OEM and distribution 

market,” he described. “It was mostly 

single conductor in the 26 to 4/0 

AWG, with various insulation types; 

mostly PVC and crosslink polyethyl-

ene wire.”

It was this schematic, along with 

Copperfield’s unique commitment 

to customer service and special re-

quests, that made them so attractive 

to Coleman, and eventually South-

wire. “It’s a difficult footprint to oper-

ate in,” Rich outlined, “because even 

though the wire that the customer 

buys is very similar, each one wants 

them packaged a little differently, or 

has other special requirements.” He 

further explained that the OEM cus-

tomer tends to be more demanding 

than other consumers of wire. “Most 

companies lack the capacity to put 

the programs together to give those 

customers the exact products they 

want at the right price, and with ex-

cellent quality and customer service.” 

____________  Continued on page 13 

Sequel Wire - A New Player with Deep Roots
Continued from page 1 ____________
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This, Rich indicated, was Copper-

field’s true calling. 

From our conversation, it seemed 

reasonable that, although quality re-

mained high, some of the attention 

to these niche needs waned as the 

company passed through subsequent 

owners. It’s that perceived void that 

propelled Rich and his crew to pur-

sue that level of excellence once 

again. “That’s why we called our com-

pany Sequel,” he explained. “We think 

we can do the same thing over again. 

The market is ready for a good, sus-

tainable supplier that will focus on 

their needs and give them the quality 

and service they desire and frankly, 

came to expect.”

“When I started Copperfield, I had 

a dream that a wire company could 

actually be different about the way 

they treated customers and employ-

ees.” Rich beamed. He aspires to what 

he calls the ‘two kings philosophy’, 

and plans to do the same at Sequel. 

“I believe you can treat your custom-

ers like kings and your production 

employees like kings, and so we will 

run the company with a servant men-

tality.” 

But Sequel is not just a clone of 

Copperfield, as Rich revealed. “I don’t 

want to reproduce Copperfield, I 

want to build an even better ver-

sion with Sequel.” Rich and his team 

are technologically savvy enough to 

realize that today’s manufacturing 

customer expects a high level of in-

formation that is fresh and readily 

available. “If they want to place an 

order or get an update at two o’clock 

in the morning, they can do that,” he 

informed. “People operate 24/7 these 

days, and they use their phones for 

everything, so our systems and cul-

ture will be very much aligned with 

that. If they would rather have human 

interaction, they’re able to do that as 

well,” he explained.

In deciding where to open up 

shop, the group was looking for the 

right community, with the right incen-

tives, to start this business. Since they 

would be a big power user, electricity 

costs were crucial. They spent a great 

deal of time interviewing communi-

ties and settled on Argos Indiana. “It’s 

a very small community, about 1,500 

people, and there’s not much indus-

try, so we’re definitely the talk of the 

town,” Rich mentioned. The town of 

Argos had purchased some farmland 

and developed a new industrial park. 

Sequel will be the first tenant.

Sequel is in the process of mak-

ing wire, and is in the final approval 

stage. They had a booth secured at 

the EWPT Expo, and were poised to 

be ready to take orders at that time. 

Although the show won’t happen in 

May, they are well on track to reach 

that goal. You can hear the excite-

ment in their voices as they embark 

on this new venture, and they seem 

well poised for success. If you’d like 

more information on Sequel Wire 

and Cable, check out their website 

at www.sequelwire.com, or contact 

them at sales@sequelwire.com,  574-

626-1515.

Sequel Wire - A New Player with Deep Roots
Continued from page 10 ___________
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By Christine Siebert
___________________________

Important criteria up-
dates, reducing un-
necessary rework for 

products, greater ease-of-use 
and enhancing the accept-
ability with other key stan-
dards are among the changes 
users will find in the newly 
released D revision of IPC/
WHMA-A-620, Requirements 
and Acceptance for Cable and 
Wire Harness Assemblies. This 
important industry 
standard is a joint ef-
fort of IPC and the Wire 
Harness Manufacturer’s 
Association (WHMA).

This revision ad-
dresses more than 
375 documented 
comments and rec-
ommendations from 
users throughout the 
industry and features 
a number of new or 
revised graphics. This 
is a heavily involved 
process managed by 
committee members 
from 15 different coun-
tries. The process for 
revising this standard 
begins with items/
comments sent to the 
committee for discus-
sion. The committee 
then reviews and per-
haps modifies the com-
ments and eventually 
votes on for inclusion 
into the standard. The 
line items spanned 176, 
11x17 pages.  All of this 
was accomplished, and 
the standard was ready 
to be published 11 days 
ahead of the three-year 
goal for publishing.  
Congratulations to all 
involved in this intense, 
significant and time-
consuming process. 

The major change 
in this revision was 
to remove the “tar-
get condition” from 
the entire standard. 
The committee ad-
dressed the challenges 
that some organiza-
tions had with defin-
ing “close to perfect” 
criteria. This can often 
cause unnecessary re-
work to products. This 
change moved much 
of the target criteria 
to acceptable criteria. 
Many of the pictures 
associated with target 
criteria were retained 
since they would apply 
to acceptable criteria. 
Any pictures or criteria 
that were removed will 
be sent over to the next 
revision of the hand-
book, IPC-HDBK-620.

Some other major chang-
es that were made was the  
revision of Section 18 solder-
less wrap criteria and a new 
section for over-molding of 
flexible flat ribbon. A redline 
document outlining all the 
changes will be available in 
the next few weeks.

IPC/WHMA-A-620D is 
420 pages long. IPC/WHMA-
A-620D, Requirements and 
Acceptance for Cable and 
Wire Harness Assemblies 
is available now at https://

shop.ipc.org/WHMA. IPC/
WHMA members can pur-
chase the hardcopy for $145 
or the single-user download 
for $130. The industry price 
for the hardcopy is $290 or 
the single-user download for 
$260. For more information 
or to purchase a copy of IPC/
WHMA-A-620D, visit https://
shop.ipc.org/WHMA.

If you have any questions 
or comments, please email us 
at contact.us@whma.org.

Just Released - IPC/WHMA-A620 Revision D

http://shop.ipc.org/WHMA
http://shop.ipc.org/WHMA
mailto:contact.us@whma.org
http://www.eicwipers.com
http://www.thermosleeve-usa.com
https://wiringharnessnews.com/article/whma-wired-in-may-june-2020/
https://wiringharnessnews.com/article/whma-wired-in-may-june-2020/
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By Todd Fries
HellermannTyton North America
__________________________________

Safety comes in many forms, 
but from a general perspec-
tive, accident prevention is 

where safety begins. And this is a crit-
ical point, especially when you con-
sider that more workers died in 2019 
than in any year since 1995. 

If that’s not enough to raise eye-
brows, last year, OSHA fines rose to 
$13,260 per violation, which is re-
peated for every day a company fails 
to correct the violation. Complying 
with ANSI and OSHA requirements 
makes “getting it right” all that much 
more important.

Today, there is a perception that 
electrical labeling is well established, 
that no new information affects what 
is already being implemented or en-
forced. Many inspectors and elec-
tricians, when confronted with the 
codes and the reason for the label re-
quirements, are the first to admit they 
either do not label properly 100 per-
cent of the time or are ignoring key 
code requirements. Facilities manag-
ers and companies manufacturing 
industrial automation equipment are 
sometimes lulled into a false sense of 
security when it comes to labeling 
equipment. This puts them and the 
companies they represent both finan-
cially and physically at risk.

Safety labeling needn’t be a mys-
tery. Of course, it does help if your 
supplier can lend support in terms of 
verbiage, visuals and what labels are 
needed where. The design is more 
than a matter of word choice. It must 
comply with ANSI Z535.4, which de-
fines the signal word text (Danger, 
Warning, Caution, Notice and Safety) 
along with the colors and newly re-
quired safety alert symbol. The old-
style designs that did not include the 
safety alert symbol were made obso-
lete in 2002. However, they are still 
allowed for pre-existing installations 
that incorporated the old designs pri-
or to 2002 to maintain consistency in 
the facility.

Once the format is selected, the 
safety manager must determine the 
level of hazard. Danger, for example, 

is reserved for situations that are 
likely to cause death or serious in-
jury, while Caution is reserved for 
situations that could cause minor to 
moderate injury. That said, making 
this decision is somewhat subjective 
though critical. You are ultimately re-
sponsible for ensuring the equipment 
you manufacture, install or service 
has proper labeling. OSHA 29 U.S.C 
654.5(a)1 states: “Each employer shall 
furnish to each of his employees em-
ployment and a place of employment 
which are free from recognized haz-
ards that are causing or are likely to 
cause death or serious physical harm 
to his employees.”

Code compliance is made more 
complex considering all of the vari-
ous sources of information that de-
fine proper and code compliant 
labeling. In addition to the newer Na-
tional Electrical Codes, such as NEC 
2017/2020, customers must also con-
sider OSHA, ANSI and NFPA as well 
as UL for labeling requirements and 
specifications.

Given the seriousness of the is-
sue, effectively communicating safety 
threats is only part of the challenge. 
Learning to recognize potential haz-
ards in unique applications is yet an-
other. When auditing your own facil-
ity, here are some things to consider 
for safety labeling:

1. Are they consistent within the 
facility (new ANSI vs old ANSI)?

2. Are they still legible (damaged 
or worn signs must be replaced)?

3. Are they accurate and do they 
effectively communicate the mes-
sage? It is important that the message 
be presented in either pictograms, 
text or both to ensure the operator 
understands the hazard immediately. 

4. Do they meet OSHA and ANSI 
standards? For example, is the signal 
word readable from a distance of five 
feet? Does the labeling need to be 
multilingual?

5. Are existing signs affixed as 
close as possible to the hazard and 
not easy to remove?

Finding the right tools to help man-
age the constant changes, updates 
and new signage is a never-ending 

task. The responsibility of communi-
cating hazards in and around the fa-
cility and particularly the equipment 
is a constant challenge. 

It more than justifies the develop-
ment of a continuous improvement 
program. When an internal auditor 
finally thinks your signage is up to 
date is often the last time anybody 
checks it for the next several years. 
This is what often leads to accidents, 

so maintaining a consistent policy on 
safety is critical. 

Make safety as easy on your team 
as possible. Don’t rely solely on your 
own experience (or worse, beliefs), 
but instead, leverage the knowledge 
of the many experts at your disposal. 
Take advantage of any tools, proce-
dures or tips that can augment your 
routine or challenge your own per-
ceptions. If you are unsure, get a set 
of fresh eyes to review the situation. 
Failure to do so could end up tragical-
ly, and while OSHA does not accept 
excuses, none will relieve you of the 
financial and personal loss that could 
result from relying on inadequate or 
faulty assumptions.

Todd Fries is product category 
manager – identification systems 
for HellermannTyton North Amer-
ica. Todd has led the innovation of 
HellermannTyton’s identification 
products and programs for over 30 
years, including a mobile labeling 
app designed to help installers re-
main code compliant. He has served 
on Code Making Panel 4 for NEC 
2014, NEC 2017 and NEC 2020.

Safety Labeling Reduces Liability

Good Labeling

Bad Labeling

http://www.getfreepoint.com
https://wiringharnessnews.us17.list-manage.com/subscribe?u=1f75a9fd6c71d6cdeebe05031&id=47e9acf717
https://wiringharnessnews.com/?p=1637&preview=true
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Print a bar code label only Restrict an operator from Identify the operator for Verify the bar code label
if the harness passes? altering the program? labels and data collection? is applied to the harness?

Transfer programs to tester Send alert if harness is Connect to a network for file Work as a standalone system
via a memory card? removed prematurely? transfers and data collection? without needing a computer?

In the world of manufac-

turing, the words “safety 

first” couldn’t have big-

ger implications. One must al-

ways consider the harsh envi-

ronments within which many 

electrical connections are used. 

With the help of NEMA, a “safety 

first” mentality is commonplace 

in manufacturing companies all 

throughout North America.

What does NEMA stand for? 
Founded in 1926 and based 

in Rosslyn, Virginia, NEMA is the 

National Electrical Manufactur-

ers Association. Developed to 

create the technical standards 

for the manufacturing of both 

electrical and medical imaging 

equipment, NEMA is known as 

the largest trade association of 

electrical equipment manufac-

turers in the United States.

The primary focus of the 

organization is to set industry 

standards for safety and innova-

tion within the world of manu-

facturing. NEMA’s membership 

is made up of about 350 dif-

ferent companies that manu-

facture products used in utility, 

commercial, industrial, commer-

cial, residential and institutional 

applications.

What are the different 
NEMA ratings?

Every five years, NEMA pub-

lishes new ratings that are used 

to protect electrical equipment 

from damage due to dust, liq-

uids and corrosive materials. 

The ratings are based on the 

types of enclosures that electri-

cal components are manufac-

tured with. While not all electri-

cal components are designed 

with NEMA enclosures, the rat-

ings are meant to be used as in-

dustry standards on a voluntary 

basis. There are no less than 13 

NEMA ratings with some being 

broken down into several sub-

groups.

NEMA 1 refers to general 

purpose enclosures that are 

constructed for indoor use. 

They protect human contact 

from electrical charges and pro-

tect the electrical com-

ponents against dust, 

light, dirt and debris. 

NEMA 2 is much like 

NEMA 1 except this 

rating stipulates protec-

tion from light dripping 

and splashing of water. 

It’s referred to as “drip-

tight”.

NEMA 3 is regarded 

as “weather-resistant” 

and is divided into a 

number of subsections. 

These enclosures are 

created for both indoor 

and outdoor use, espe-

cially on ship docks, 

construction sites, tun-

nels and subways. They 

protect against falling 

dirt, windblown dust, 

rain, sleet and snow. The 

3R subsection omits 

protection against 

windblown dust. 3S 

also protects from ice 

while 3X, 3RX and 3SX 

offer additional corro-

sion protection (espe-

cially from salt water).

NEMA 4 and 4X en-

closures provide the 

same protection as a 

NEMA 3 enclosure with 

additional protection 

against water ingress 

and/or hose-directed 

water. They’re referred 

to as “water-tight”.  

NEMA 5 is “dust-tight” 

and is commonly used 

in steel mills and ce-

ment plants.

NEMA 6 and 6P are 

“submersible”. They 

offer the same protec-

tion as NEMA 4 enclo-

sures, but also protect 

against temporary or 

prolonged submersion 

in water or oil. NEMA 

What is NEMA?

Continued on page 20 _
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6 is temporarily submersible while 

6P withstands occasional prolonged 

submersion. NEMA 7 is built for haz-

ardous locations that are primarily 

indoors. NEMA 8 offers the same pro-

tection as NEMA 7 but can be used 

either indoor or outdoor.

NEMA 9 enclosures are dust igni-

tion proof and intended for indoor 

use in hazardous locations. NEMA 10 

enclosures meet MSHA (Mine Safety 

and Health Administration) standards. 

NEMA 11 protects against the cor-

rosive effects of liquids and gases 

while meeting drip and corrosion-

resistance tests.

NEMA 12 and 12K enclosures are 

intended for indoor use and protect 

against dripping and splashing wa-

ter. They are also rust resistant. Fi-

nally, NEMA 13enclosures provide 

the same protection as NEMA 12 en-

closures, but with added protection 

against dripping and/or sprayed oils 

and coolants.

For more information about NEMA 

and their various ratings, please don’t 

hesitate to give Flux Connectivity a 

call at 1-800-557-FLUX or email us at 

connect@fluxconnectivity.com.

(Part 2 of the series Basics of Wire 

Stripping will appear in the July/Aug 

Issue)

What is NEMA?

Continued from page 18 ___________
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to use the goodwill Gary had estab-

lished to reconnect with customers 

and revitalize the business.”

And that’s exactly what they did. 

“We started with five employees, and 

today we are somewhere just under 

50,” Todd sighted. About 80% of Kin-

ney Industries’ business is DOD relat-

ed, with another 20% being commer-

cial and medical. “We don’t operate 

under the medical certifications that 

you generally need, but we sell to cus-

tomers who do,” he explained. 

Within their realm, Kinney Indus-

tries has developed the reputation 

of being a versatile supplier with a 

wide range of capabilities. “We have 

a lot of capabilities for a company 

our size, and that’s because we get a 

lot of interest from people who have 

odd requests. We do injection mold-

ing, over-molding, insert molding and 

a lot of potting. Basically, if it has any-

thing to do with copper wiring, we 

have some level of experience with 

it,” Todd elaborated. Many companies 

develop an expertise, then go chasing 

after business. But for Kinney Indus-

tries, it’s been the opposite. These ca-

pabilities have all been the derivative 

of problems the company has solved 

for customers.

The company does all this without 

a sales force. “My partner Tim and I 

are the internal sales force,” Todd ex-

plained. “We get calls from customers 

looking for companies who do what 

we do. We happen to be in a great 

town for what we do, and that helps 

a lot.” They also have a couple of sales 

reps who are experts in seeking out 

the types of problems Kinney Indus-

tries can solve. 

Continued from page 1

Kinney Industries

_____________ Continued on page 22

Custom molding assembly in production.
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Stand-Alone Product Development

Serving the role of ‘problem solver’ 

has allowed Kinney Industries to de-

velop some stand-alone products for 

their customers. “The first one we did 

was back in 2008 for a communica-

tion equipment supplier to the Army,” 

Todd mentioned. They developed 

and sold about 14,000 wireless push-

to-talk units that affix to a gun mount 

or on the soldier themselves. “Design-

ing and building that product paved 

the way for us to get into injection 

molding and insert molding, so the 

project really opened up other path-

ways to do things we hadn’t done be-

fore. It’s symbiotic in that we had the 

opportunity to do some design work, 

and then the capital equipment that 

came along with that work allowed 

us to offer new capabilities to our 

customer base,” he asserted.

By far, the most successful prod-

uct development is a hand-held wire 

harness tester that is known as the 

DIT-MCO HT-128. “Back in 2014, we 

had a customer who made mining 

equipment and they were having 

problems diagnosing hardware is-

sues in the mines. They were mak-

ing wrong and expensive decisions 

as to whether problems were being 

caused by electronic hardware or a 

faulty wire harness,” Todd described. 

The equipment that was available to 

test the units was cumbersome and 

required carrying 40 ft. of heavy test 

Continued from page 21

Kinney Industries

Cable testing at Kinney Industries.

http://www.inscoinc.com
http://www.mecalbystarn.com
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cables deep into the mines. They 

desperately needed a more portable 

test solution. “And so, we conceived 

a hand-held 128-test node product to 

do a full range of low-voltage testing.” 

Today, a single HT-128 tester can be 

wirelessly linked to up to eight more 

testers in order to test up 1000 wir-

ing nodes at a time. 

After a couple years of refinement, 

Todd got a call from Brent Stringham 

of DIT-MCO who expressed interest 

in having Kinney Industries private 

label the tester under the DIT-MCO 

brand. “We were very fortunate to 

hook up with DIT-MCO. They are the 

Cadillac of the testing industry and 

they have the brand recognition and 

market penetration that would have 

been very difficult for us to develop 

on our own,” Todd stressed. He and 

his team enjoy the relationship they 

have cultivated with DIT-MCO. “They 

are a very well run and disciplined 

company and have the customers we 

want to sell to. It makes it a lot easi-

er for us, and we’re thankful to have 

them as a partner.” 

That was their entry into the be-

spoke product arena, and they are al-

ready working on another one. They 

are in the midst of doing a power dis-

tribution product for the Army and 

Marines. He warned, however, that 

product development is not without 

peril. “It’s expensive to develop mar-

kets for a new product, and nothing 

is a sure thing. Product development, 

while exciting, is both a blessing and 

a bit of a curse as you never truly 

know how things will turn out.”

Kinney Industries is able to do all 

this without a large in-house engi-

neering department. “We do not have 

_____________ Continued on page 25

DIT-MCO HT-128 from Kinney Industries.
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development engineers on staff, but 

we leverage resources from a net-

work of engineers and programmers 

who work as independent contrac-

tors.” Todd again credits their key lo-

cation in Huntsville for the availabil-

ity of talented engineers who work 

well with the company.

Tragedy struck Kinney Indus-

tries in 2013 when a fire virtually 

destroyed their building. “We had to 

move what we could out of our build-

ing and rebuild. To add to the stress, 

in the midst of this, we started the de-

velopment of the handheld tester.” It 

was a very difficult time for the com-

pany both financially and managerial-

ly. “It challenged our team, but we got 

through it with loyal customers who 

stayed with us.” Todd has always been 

thankful no one was injured, and 

knows the experience made them a 

stronger team and a better company. 

Kinney industries seems to do 

well in the problem-solving lane of 

the cable and harness industry. This 

approach affords Kinney the op-

portunity to try many new things. 

“We don’t try to be who we’re not, 

though,” Todd advised. “I always tell 

people cables and harnesses are the 

core of our business, and that’s what 

pays the bills. We try new things that 

make sense respecting that we are 

ultimately a cable and harness shop, 

and anything we’ve don’t outside 

that is because our base business has 

allowed it.” 

Continued from page 23

Kinney Industries

Soldering operations at Kinney Industries.

http://www.cetecerp.com
https://www.ttiinc.com/content/ttiinc/en/apps/part-search.html?searchTerms=&systemsCatalog=254613&inStock=true&parametrics=4294205839%2C4294205837%2C4289219042%2C4289273600&krosSearch=false&x=true


26  MAY/JUNE 2020 Wiring Harness News	 INDUSTRIAL INFO-TAINMENT

PKC Group is a 

global supplier of 

automotive elec-

tronics and one of the lead-

ing wire harness manufactur-

ers in the world. PKC designs, 

manufactures and integrates 

customized wire harnesses, 

related architectural com-

ponents, vehicle electronics, 

wires and cables, especially 

for commercial vehicles and 

agricultural and forestry ma-

chinery. PKC Group is part of 

the Samvardhana Motherson 

Group, one of the world’s 26 

largest automotive compa-

nies worldwide.

PKC customizes wire har-

nesses for their customers, 

and the marking process 

of these customized wire 

harnesses was rather ineffi-

cient and costly. Two differ-

ent methods had to be used 

for marking: CO2 laser and 

heat-shrink tubing. CO2 cov-

ered less than 10% of all the 

materials being used, and 

the rest had to be identified 

with heat-shrink tubing. The 

use of heat-shrink tubing 

causes a number of additional 

manual work phases, as they 

need to be cut to the correct 

size, marked with an ink jet, 

threaded around the wire 

and heated for shrinking. The 

manual multi-stage process 

increases the chances of er-

ror, causing unnecessary risks 

for electronics provided to 

the vehicle industry.

Cajo designed a dedicated 

solution for fast and cost-

effective marking of wire 

harnesses. One fiber laser 

system is capable of marking 

the entire material range be-

ing used. The parameter set 

has been defined already for 

around 300 different wires, 

and this allows for quick 

implementation when new 

systems are required around 

the world in PKC production 

sites.

The dedicated interface 

for marking wire harnesses 

was designed in collabora-

tion with PKC. Now, instead 

of looking for the right heat-

shrink tubing, the oper-

ator reads the bar code 

from the cable bundle, 

and the dedicated user 

interface CajoMark re-

trieves the order infor-

mation directly from 

PKC’s ERP system. The 

UI indicates with color 

code, which is the next 

wire to be marked. As 

a whole, the process 

minimizes the possibil-

ity of errors and, with 

ease of use, anyone is 

capable of using the 

system.

“We have recently 

developed dedicated 

marking solutions for 

various industries to 

better meet customer 

needs. For example, 

in the cable and wire 

harness industry, this 

means close coopera-

tion with the world’s 

leading manufacturers, 

such as PKC Group and 

Prysmian Group. When 

PKC updated from two 

separate marking tech-

nologies into one Cajo 

fiber laser system, this 

decreased the amount 

of separate work phas-

es, which allowed for 

payback time less than 

8 months”, explained 

Cajo CEO, Niko Karsi-

kas.

For more informa-

tion contact Niko at 

niko.karsikas@cajo-

technologies.com. Cajo 

Technologies, www.ca-

jotechnologies.com

CAJO Technologies Designed a Dedicated Solution for
Marking Wire Harnesses in Collaboration with PKC Group

CAJO Laser Wire Marking
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By Atul Minocha
Chief Outsiders

______________________________

The more things change, the 

more they stay the same; 

it is an axiom that is true–

and even comforting–during dark 

times and good.

In fact, even at a time when the 

world is completely consumed, and 

seemingly transformed, by the Coro-

navirus, many of us can take stock in 

this generationally-tested truism.

When the clouds part (which they 

will), and we are buoyed by the sil-

ver lining of commerce, the two most 

vital elements of growth will, once 

again, separate the contenders from 

the pretenders:

Always focus on the customer, and;

Hone your strategy—in a reasoned 

way—rather than simply execute on 

ill-conceived, reactionary tactics.

The persistent relevance of these 

tenets of marketing were recently 

affirmed in a landmark 2020 market 

outlook survey conducted by Chief 

Outsiders of its more than 70 fraction-

al chief marketing officers (CMOs) 

with Fortune 500 experience. 

So, in these uncertain times, when 

we all have an inordinate amount of 

time to focus on the future, how can 

you get a head start toward embrac-

ing these growth essentials? Here’s 

some advice to help you get started:

Focus on Customer:

Often companies don’t take the 

time to understand who their cus-

tomer is. It’s a narrow perspective 

that forsakes some very important in-

tangibles. When working with a B2B 

or B2C buyer, dealing with interme-

diaries who facilitate the value and 

distribution chain is likely; and the 

end user, whose consumption of the 

product or service is ultimately what 

pays the bills. 

That intermediary, though critical 

to cracking open the window, is your 

partner – and though elemental to 

the business, they are not your cus-

tomers. Instead, you want to focus on 

the end user – the person or group 

that ultimately pays the bills. Once 

this customer is identified, examine 

a set of essentials to ensure ongoing 

relevance to them, including: 

Is everything being done to maxi-

mize the value delivered to the cus-

tomer, both through the product, and 

the ongoing service?

Does your company ensure that 

each step of the delivery chain adds 

clear value to the customer? If you 

find that any link is not holding up 

the rest of the chain, it’s likely to 

come back to bite you – potentially 

in the form of your competition, who 

will capitalize on this weakness.

How is the relationship with chan-

nel partners? Remember, they hold 

the key to direct, deep, and mean-

ingful understanding of your mutual 

customers. They can help connect 

with customers through things like 

regular surveys and focus groups. If 

your relationship is strong, the busi-

ness can both benefit from the find-

ings in the form of an even deeper 

understanding of customers’ needs 

and wants.

Strategy Before Tactics:

Whether you’ve been warned 

that forsaking strategy is like a “Fire, 

Ready, Aim” approach, or if you see it 

as committing “random acts of mar-

keting” – either way, it will quickly be 

apparent that not having a clear and 

well-thought-out roadmap in place 

before execution is a surefire recipe 

for disappointment.

Has this happened? You’ve had 

a success where the company ad-

mittedly got lucky and managed to 

stumble upon the right results. Count 

your blessings, but this, in the overall 

analysis, is not a good thing: In fact, 

it’s a disappointment. 

Here’s why: Because the results 

were achieved by committing ran-

dom acts of marketing, and you likely 

have no idea what worked and what 

didn’t. And it’s rare that the same 

formula, or even another spin of the 

marketing roulette wheel, would be 

successful next time.  As a result, you 

will not know what to STOP doing 

from your randomly created potion 

that seems to work.

As the classic adage of advertis-

ing – uttered nearly a century ago by 

John Wannamaker – goes: “Half the 

money I spend on advertising is wast-

ed; the trouble is I don’t know which 

half.”  Doing strategic thinking before 

execution will significantly reduce 

your “wasted” dollars, while allowing 

you to track and measure success and 

to continue to refine your marketing 

machine.

Bottom Line

If history tells us anything, it’s that 

consistency is key to surviving, and 

thriving, the most difficult times. By 

taking some time now to renew your 

focus on what’s important to your 

business, you’ll be ready to embrace 

growth, no matter what the season.

So, in these turbulent times, what 

actions have you taken today that 

were strategically focused on the cus-

tomer?

Atul Minocha is Partner & CMO 

with Chief Outsiders, the nation’s 

leading fractional CMO firm fo-

cused on mid-size company growth. 

He works with global healthcare, 

automotive, technology, software 

and industrial goods companies to 

solve seemingly inextricable growth 

challenges. More information at 

www.chiefoutsiders.com

Maintaining Focus in 
Turbulent Times
Customers and Strategy Hold the Key

https://www.ttiinc.com/content/ttiinc/en/apps/part-search.html?searchTerms=&systemsCatalog=254598&inStock=true&parametrics=4293889787%2C4293892130%2C4294654107%2C4293878107%2C4294661957%2C4294728786%2C4294256594%2C4293857019%2C4293889789&krosSearch=false&x=true
https://wiringharnessnews.com/article/maintaining-focus-in-turbulent-times/
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With the introduction 
of Harness Builder for 
E3.series 2020, Paul 

Harvell, the Director for the E3.series 
product rage at Zuken USA, feels it is 
edging closer to the perfect answer 
to the problem of creating wire har-
ness quotations faster, and more ac-
curately. He stresses it has the extra 
bonus of entering the manufacturing 
stage much earlier by using the same 
tool for the two jobs. Specifically, He 
had this to say:

“It is so important to get the wire 
harness quotation created quickly 
for the potential job and have it 
be as accurate as possible so there 
is no monetary loss from a discrep-
ancy, such as a long lead time item 
not being flagged, or protracted as-
sembly time for complicated parts 
not being highlighted. What we have 
with Harness Builder for E³.series is 
a system that allows accurate quo-
tations to be driven from a design 
database that can be reused and 
not reinvented for the actual mani-
festing formboard design.” 

This will save time and maintain 
the accuracy of the product, he main-
tains. There is always a balance in the 
quotation process. On the one hand, 
you must avoid over-engineering 
a quote, but on the other, you must 
avoid doing just enough to return 
accurate costing and labor rates. Har-
ness Builder for E3.series offers dif-
ferent levels of data input to achieve 
this balance.

Auto Selection and 
Placement of Labels

New auto placement of device and 
cable labels along with heat shrinks 
should vastly increase the tedious job 
of manual measurement and place-
ment on the drawing (Figure 1).

 User-definable content is extract-
ed directly from the design for print-
ing or exported to the vital build doc-
umentation. This negates the chore of 
checking for compatibility and accu-
racy of information to the design.

Different label families can be se-
lected and automatically sized to the 
harness bundle, then placed at set 
distances or locations defined in the 
interface.

The labels can be sent out directly 
to a variety of different printers and 
print software. Zuken has recently 
been working with Dasco to generate 
data directly to be used in their latest 
printers (Figure 2).

Harness Builder for E3.series also 
exports to Brady, Brother, Epson and 
Phoenix printers and can create data 
that can be directly loaded into other 
larger machines such as the Sumito-
mo range of thermal printers.

Tape Auto Placement
Zuken has also added new auto 

placement of tape or fixings in pre-
defined positions on nets and set 
distances from connector ends. This 
eliminates the need for manual cal-
culations and measurements. Tape, 
labels and heat shrinks are automati-
cally added to the quotation and or 
the bills of materials if desired (Figure 
3 Page 30).

 
Design Aids

Through the years, Zuken has 
made it a priority to listen to their 
customers. In doing so, they discov-
ered an important problem: one of 
the more difficult parts of designing 
the harness on any CAD/CAE design 
system, is the issue of adding pre-
defined lengths of cables that might 
wind around a pin or peg and are not 
at just straight paths.

Harness Builder for 
E3.series 2020 Design to Quote

Figure 1.  Auto Selection Label

Figure 2.  Dasco Printer Integration

_____________ Continued on page 30

http://e3.series
http://e3.series
http://xn--e-7ca.series
http://e3.series
http://e3.series
https://www.ttiinc.com/content/ttiinc/en/manufacturers/k-o/molex/campaign/molex-battery-lug-perma-seal.html
https://wiringharnessnews.com/article/harness-builder-for-e%C2%B3-series-2020-design-to-quote/
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In response to this, the new 
2020 version of Harness Builder for 
E3.series includes a new co-pilot tool. 
This allows the user to enter in a pre-
defined length, and then freely draw 
that length around curves or along 
straight paths on the formboard 
sheet in order to maintain the length 
(Figure 4).

 Testing Times
This year Zuken has also added 

support for the CableScan Test equip-
ment. This joins existing export op-
tions to Cirris, Cami Research and 
Dynalab. They have also collaborated 
with DIT-MCO, expanding the infor-
mation interface to their test equip-
ment. Zuken developers worked with 

Continued from page 29____________Harness Builder for E3.series 2020

Figure 3. Tape Auto Placement

Figure 4.  Co-pilot Tool

http://e3.series
http://www.inscoinc.com
http://www.judco.net
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the skilled staff at DIT-MCO to create 
the right level of integration to their 
tools, including passing pin, connec-
tor and netlist information necessary 
for the machine to create test files 
(Figure 5). 

Brent Stringham, Marketing Cus-
tomers service at DIT-MCO recently 
said:

“This partnership allows custom-
ers using Zuken’s Harness Builder 
for E3.series and DIT-MCO wiring 
analyzers to save time and money 
by helping them quickly and eas-
ily create test programs. You’ve al-
ready invested the time and effort 
to design the wire harness in Har-
ness Builder for E3.series, why not 
take advantage of that data to more 
quickly create your (DIT-MCO) test 
programs? This partnership allows 
two of the leading companies in the 
Mil/Aero wiring harness industry, 
Zuken and DIT-MCO, to provide a 
higher level of integration to their 
joint customer base.”

The new interface will export the 
drive file directly to the equipment 
and deliver a reference map for the 
connection pins. This makes it much 
easier to ‘fault’ find the build. 

DIT-MCO wiring analyzers are 
used world around, primarily by cus-
tomers in the Defense, Aerospace and 
Rail industries, to assure quality in 
the wiring systems of their products. 
From DOD and commercial end-cus-
tomers, to their key suppliers, thou-
sands of customers rely on DIT-MCO 
for their wiring harness and intercon-
nect testing.

Zuken had planned to show the 
new Harness Builder for E3.series 
2020 and the link to the DIT-MCO 
XXX equipment at the Wire Process-
ing Show in Milwaukee and also at 
the annual Zuken Innovation World 
conference in San Diego. Unfortu-
nately, both events were cancelled. 
However, the system is ready for dem-
onstration and will be presented in a 
future webinar. 

 
Long Term Projections

Zuken and Delta Sigma are con-
tinuing their close partnership by 
adding more diagnostic projections 
in the interchange of data from Har-
ness Builder for E3.series 2020 to 
the ProjectionWorks 2020 version 
(Figure 6). The new outplacement 
of the taping functionality has really 
increased the accuracy of placement 
and dramatically increased the speed 
of design, which can then be trans-
ferred directly to ProjectionWorks

 
Craig Cappai, President of Delta 

Systems recently said this:
“DSC was introduced to the 

Zuken sales team at the Milwau-
kee Wire Conference in 2018. Dur-
ing our discussions with Zuken 
and current customers, we felt that 
Zuken was the best fit for providing 
a simple, clean integration of the 
two products. In these past months, 
we have found that the Zuken devel-
opment team is willing to help DSC 
and its customers provide a simple 
solution during this collaborative ef-
fort. We are incredibly excited about 
the future of this relationship and 
what new business opportunities it 
will provide.”

_____________ Continued on page 34

Figure 5.  Integration with DIT-MCO Equipment

Figure 6.  HarnessWorks Formboard

http://e3.series
http://e3.series
http://e3.series
http://e3.series
https://www.ttiinc.com/content/ttiinc/en/manufacturers/a-b/3m/campaign/3m-7700-series-cables.html
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HarnessWorks was developed 
with the help of the United States Air 
Force Research Laboratory. The proj-
ect’s focus is on delivering a low-cost 
method of providing clear and specif-
ic “optically projected “work instruc-
tions. Files can be imported from 
popular harness design software or 
existing DSX files. 

ProjectionWorks then allows the 
software to project step by step in-
structions for building your wire har-
ness, directly on the board. Each step 

shows CAD data, colors, line widths, 
sizes, and part numbers. Any notes or 
annotations can be included in any 
stage where deemed necessary for 
the assembler. Projectors can be add-
ed to accommodate any length board 
you require

Wire Seal Support
Wire seal support was added to 

Harness Builder for E3.series 2020, 
along with more examples added 
to the delivered database (Figure 7). 

Continued from page 31____________Harness Builder for E3.series 2020

Figure 7.  Wire Seal Support

http://e3.series
http://www.inscoinc.com
http://www.springmillsmfg.com
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This means the seals and the termi-
nal crimps are automatically selected 
when the wires are added into the 
harness. Connector within connec-
tors is also supported to allow com-
plex modeling of connectors like 
the ARINC 600/NSX Avionics series. 
Zuken maintains this is a substantial 
timesaving function that will help 
build the complete bills of material. 

Those very same terminals can 
also be linked to PDF documenta-
tion detailing how the terminal is 
crimped or assembled. The manufac-
turing companies can also link their 
own important documentation to the 
parts and drawings. Even the stock 
room locations of certain crimping 
tools, or detailed assembly notes for 
complicated items can be added.

Wire Processing Integration - 
Komax

From initial quote, all the way 
through to direct manufacturing ex-
port, Zuken’s Harness Builder for 
E3.series design software is well-
suited for wire harness production 
automation. It is designed to work 
in conjunction with most brands of 
wire processing equipment. Wire cut-
ting, stripping, termination, and even 
connector block loading can be al-
tered directly in the design and the 
changes sent directly to the Komax 
machines, for example. Whether the 
customer owns a benchtop Komax 
Kappa machine or one of the fully 
automated Omega or Zeta platforms, 
Harness Builder for E³.series 2020 
will drive it (Figure 8).

Zuken and Komax enjoy a strong 
partnership and offer their mutual 
customers a fully interactive experi-
ence between Harness Builder for 
E3.series and the extensive Komax 
range of automatic cutting, stripping, 

bundling and marking systems.
The link to the Komax Zeta and 

Omega platforms allows for direct 
connection from the Harness Builder 
for E3.series design to those wire pro-
cessing systems. Detailed drive files 
are passed directly to the machine 
to setup seals, terminals and wire di-
mension details, eliminating the need 
to manually program the machine.

 Tim Crider, National Sales Director 
of Komax Corporation:

“We are encouraged by the re-
sults of our collaborative activities 
with Zuken. Our mutual customers 
are best served with a complete de-
sign and manufacturing system to 
cost effectively produce wire har-
nesses. We have successfully demon-
strated Zuken’s Harness Builder for 
E3.series at several industry events 
and hope to do so again in the near 
future.”

Harness Builder for E³.series 
2020

There was a general realization 
that the harness manufacturing team 
might not necessarily have the same 
skill sets as the engineering compa-
nies that were designing the prod-
ucts. In addition, they might not be af-
forded the time to train on and learn 
complicated interfaces. So, emphasis 
was placed on “ease of use” and the 
tool was created with concise easy-
to-locate functions with pictures 
and videos available for on-line help. 
That, coupled with Zuken’s hotline 
support and online user community, 
make for a quick startup and ramp up 
time with the new software tool.

One of the key features for the 
product is that it does not require 
or force the harness manufacturer to 
create a schematic in order to create 

a harness, but it does offer a sche-
matic dynamically created from the 
harness after it has been drawn. The 
single object technology of E³.series 
makes it flexible enough for a design 
engineer, or a harness manufacturer, 
to detail the same drawing sets and 
have a sense of comfort that all views 
of the same information are updated 
automatically. Thus, if a connector is 
added to a schematic, it will also be 
present on the formboard. If a wire is 
added into the harness, it will appear 
in the schematic. 

This single object approach means 
that bills of materials and detailed 
wire cutting information are always 
in synch.

Scalability of Design
The E3.series tool can work as a 

standalone with single user input to 
determine quotations and design. It 
can also be used as a full multi-user, 
enterprise application platform to al-
low more than one person at a time 
access to the design process. This can 
be useful when more than one har-
ness is being designed at the same 
time.

Paul Harvell and his team at 
Zuken USA are based in Westford 
MA. More information on this 
Windows-based application can be 
sourced from Zuken at www.zuken.
com

Figure 8.  Komax Wire Processing Station

http://e3.series
http://xn--e-7ca.series
http://e3.series
http://e3.series
http://e3.series
http://xn--e-7ca.series
http://xn--e-7ca.series
http://e3.series
http://www.zuken
http://www.getfreepoint.com
http://www.inscoinc.com
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Refurbishing offers a 

less expensive op-

tion during these 

uncertain economic times.

Wardwell Braiding Co., 

Rhode Island, a world leading 

manufacturer of wire braid-

ing equipment for over 100 

years, wants to extend its sup-

port to customers during this 

uncertain time and will con-

tinue to operate at full capac-

ity. Wardwell understands that 

many companies have a hold 

on their budget for new equip-

ment and will continue to offer 

its refurbishing and upgrading 

program on all Wardwell Braid-

ing machines with original, 

new parts as a more cost-effec-

tive option.

As machinery ages, it begins 

to decline in performance and 

consume more replacement 

parts. Wardwell’s braiding ma-

chines are excellent candidates 

to be refurbished with new 

parts and updated features. Op-

tions can include high-efficien-

cy motors, drives, broken wire 

detection, empty bobbin detec-

tion, core run-out sensors and 

longitudinal taping systems. 

The advancements in mechani-

cal and electronic components 

make retrofit a cost-effective 

option to improve performance 

on existing machines.  

Retrofitting is a safer option 

than purchasing used equip-

ment and offers the additional 

benefits of reduced machine 

downtime and increased out-

put, often, at a lower cost. Re-

conditioning is particularly 

suitable for Wardwell machines 

because wear is, generally, lim-

ited to the braiding head and 

rotating parts. These are easily 

removed, shipped to Wardwell 

for refurbishing, and re-installed 

when complete.  The work 

is carried out by Wardwell’s 

trained technicians, who 

evaluate the machine’s 

mechanical components 

and advise customers on 

the condition and op-

tions available. Electrical 

and safety systems are re-

placed with factory-origi-

nal parts and modernized 

to comply with current 

standards. Machine func-

tions are tested and vali-

dated after completion. 

Retrofitting reduces 

or eliminates the costs 

associated with acquir-

ing and evaluating used 

equipment, purchasing of 

additional replacement 

parts to achieve the re-

quired performance plus 

the training needed by op-

erators and maintenance 

personnel. This process 

is an excellent option, es-

pecially in these times of 

economic uncertainty.

Wardwell, Central 

Falls, Rhode Island, began 

in 1911 as a supplier of 

braiding machines to the 

manufacturers of textile 

products and later devel-

oped machinery models 

for reinforced hose and 

composite structures. 

Since the 1970s, the com-

pany’s focus has been on 

specialized braiding ma-

chines that serve the wire 

and cable industry. Today, 

Wardwell is a global sup-

plier of braiders, winders 

and payoffs for the wire 

and cable industry.

For more informa-

tion, please visit www.

wardwell.com 

Wardwell Braiding Co. Continues to Offer Refurbishing 
and Upgrading Program

http://wardwell.com
http://www.whiteproducts.com
http://www.wardwell.com


INDUSTRIAL INFO-TAINMENT	 Wiring Harness News MAY/JUNE  2020 37

http://www.schunksonosystemsnorthamerica.com


38  MAY/JUNE 2020 Wiring Harness News	 INDUSTRIAL INFO-TAINMENT

Often, we run across 
press releases at 
WHN that pique 

our curiosity. Such was the 
case with the new ShiftWorx 
Plus production data software 
package. We had a conversation 
with Lisa Bailey, Director of 
FreePoint Technologies about 
the reasoning for the enhance-
ment and more of the details.  
Following are excerpts from 
that conversation, followed by 
FreePoint’s official press re-
lease. 

Lisa began by discussing the 
rational for the “Plus” in Shift-
Worx Plus. “We’re always talk-

ing with our custom-
ers about how they are 
using the product, and 
how we can connect 
with other systems 
within their compa-
nies,” she informed. 
They found two very 
separate islands of in-
formation within the 
manufacturing envi-
ronment. “One is the 
plan, and it generally 
comes from the MRP/
ERP/MES systems, and 
it tells me things like 
what is my job, how 
many hours, materi-
als required, etc.,” she 
detailed. The missing 
link, or other island of 
data, is what is actually 
happening on the shop 
floor. “How do we con-
nect the plan to actual? 
That’s where we had 
to fill in the blanks.”

FreePoint released 
a new version of Shift-
Worx in general, and 
also released a new 
bundle being Shift-
Worx Plus. Lisa tells 
us that with ShiftWorx 
Plus, you are able to 
track things like job 
information, machine 
activity, scrap and oth-
er real-time data. This 
key information can be 
shared with MRP/ERP/
MES systems.

If you’ve ever seen 
a ShiftWorx demo at 
one of the shows, you 
will, no doubt, be famil-
iar with the blue bar 
charts it uses to display 
data. “It’s the exact 
same concept,” Lisa de-
scribed, “but now you 
are able to put a par-
ticular job/machine/
operator on a screen 
and have that visible to 
the operator, or from a 
higher-level [manager] 
standpoint.” You can 
still have the graphical 
representation as be-
fore, but now you can 
have key performance 
indicators displayed 
on tiles (Figure 1). She 
underscored the ability 
to fully customize and 
organize the screen to 
the user’s preferences.  

FreePoint Ups the Ante on ShiftWorx  
Production Software

Figure 1.  ShiftWorx Plus Dashboard with KPIs

_Continued on page 40
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Another interesting key feature of 
ShiftWorx Plus is its ability to be used 
as a digital call box system. It can to-
tally replace expensive hardwired an-
don lights in the production setting. 
“We actually created a digital version 
so that, at the tap of a screen or click 
of a mouse, you can activate a call 
to engineering, maintenance, quality 
control or to a supervisor,” she an-
nounced. 

Lisa concluded our conversation 
relating the success story of an early 
adopter to the system:

“We have one manufacturer in 
New York who used to outsource 
30% of their work because they 
didn’t have capacity on their ma-
chines. Since they’ve installed our 
system they’ve actually eliminated 
outsourcing and now they’ve opened 
up enough capacity to our source for 
other companies. They were able to 
visualize and change their processes 
and behaviors enough to increase 
their capacity.”

Following is the official press re-
lease:

FreePointTechnologies,an award-
winning industry leader in the indus-
trial internet of things, announces 
the release of ShiftWorx Plus; an ad-
vanced machine monitoring solution 
that manufacturers are using to great-
ly increase their production capacity. 
Existing customers using FreePoint 
ShiftWorx have seen production im-
provements of up to 50%. Now, in ad-
dition to tracking and explaining ma-
chine downtime, manufacturers can 
use the new product to track produc-
tion and machine uptime by job, part, 
and operator, and to document scrap, 
workorders and more. Now manufac-

turers can significantly increase the 
amount of actionable data being col-
lected.

With ShiftWorx Plus, manufactur-
ers see machine data presented in 
easy-to-understand dashboards that 
can be tailored to operators, supervi-
sors and managers. With live, action-
able data immediately visible on the 
shop floor, workers and managers 
alike become more engaged and can 
quickly take action to keep produc-
tion moving at full speed. Collecting 
more data leads to richer reports, 
and deeper insight into the manu-
facturing process—highlighting nay 
bottlenecks that are present. And by 
displaying relevant metrics for ev-
erybody to see, manufacturers can 
produce more with less while driv-
ing meaningful, continuous improve-
ment throughout their shop. With 
highly flexible configuration options, 
each manufacturer can scale out a 
ShiftWorx Plus solution that’s tai-
lored to their unique needs.

“Customers are telling us Shift-
Worx Plus is a game changer” says 
John Traynor, CEO of FreePoint Tech-
nologies:

 “We’re always looking to provide 
manufacturers with the metrics they 
need to be successful. With the latest 
addition to our machine monitoring 
platform, we’re helping manufac-
turers better understand their data, 
while getting a 360° view of their 
downtime.”

Manufacturers can use FreePoint 
ShiftWorx Plus to identify and elimi-
nate bottlenecks, inefficiencies and 
production issues within their shops. 
Now, manufacturers can experience 
end-to-end visibility on their shop 
floor, with no blind spots.

ShiftWorx Continued from page 38 ____________
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_____________ Continued on page 44

By Melissa Femia
______________________________

After reading about the 
numerous individuals 
highlighted in the Power 

Women series, I hope that readers are 
sharing the various engineering suc-
cess stories with the young females 
in their lives.  While highlighting the 
accomplishments of the engineers, 
the articles seek to encourage stu-
dents to take a path that they may 
otherwise not have chosen.  Instead 
of showcasing one engineer in this 
edition, I am instead providing his-
torical data that confirms incremen-
tal increases in female engineering 
graduate percentages and will also 
draw a metaphorical comparison to 
a literary work.  Choosing a path in 
engineering is akin to Robert Frost’s 
road taken—certainly more com-
plex, perhaps more challenging, and 
clearly less-traveled than many other 
fields, especially for women.  

Robert’s classic poem was written 
in 1915, published in 1916, and con-
templates which path to walk (figu-
ratively) or literally—which decision 

to make.   While the literary analyses 
of the poem vary, an interpretation is 
that the walker could have chosen 
either path and perhaps would have 
been equally successful.  However, 
the last line “And that has made all the 
difference” ultimately leads the read-
er to believe that the alternative path 
would not have yielded such positive 

Power Women: 
An Engineering Road Taken 

Melissa Femia

http://www.mecalbi.com
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Chart 1 (Roy, 2019)

Chart 2 (Roy, 2019)

results.  In relating this poem to the 
choice of whether to become an en-
gineer or not, excellent students gen-
erally exhibit key skills and strengths 
that would help them succeed in or 
out of engineering.  The karat, how-
ever, is that the opportunity in en-
gineering is not only satisfying, but 
also offers easier job placement and 
higher starting salaries than most 
other fields.  As cited in The Guardian, 
“more than 80% of female engineers 
are either happy or extremely happy 
with their career choice” according 
to a 2013 survey by the Royal Acad-
emy of Engineering (2019).  Further, 
studies indicate that many female en-
gineers who leave the technical field 
do so only to advance in to manage-
ment or executive positions (Nation-
al Academies Press, 2014).  

The following chart (Chart 1) up-
dated July 15, 2019 by Joseph Roy, 
provides the historical percentage of 
United States-based degrees awarded 

to males and females, respectively, 
from 2009 through 2018 (Roy, 2019).  
With the exception of 2009 to 2010, 
the data indicate that there has been 
a gradual, year over year, increase in 
the percentage of degrees granted to 
females.  While the trend is positive, 
females still only account for about 
22% of the degrees awarded in the 
USA.  Thus, pursuing an engineering 
degree still represents the road less 
traveled.  In reviewing Chart 2, one 
can see that some fields such as envi-
ronmental and biomedical engineer-
ing are nearly at parity between males 
and females.  More traditional forms 
of engineering such as mechanical 
and electrical engineering still show 
significant gaps between females and 
their male counterparts.  

In summary, engineering of-
fers countless opportunities for fe-
males—within various types and siz-
es of companies and also via limitless 

positions and work concentrations.  
From a financial standpoint, engi-
neering also offers one of the highest 
post-collegiate starting salaries and 
boasts a high rate of employment.  I 
hope that engineering will be your 
path taken.  
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If you are interested in sharing the 
stories but missed the original WHN 
distribution, the articles are available 
on the Jana Diversity Solutions web- 
site at www.janadiversity.com, or at 
wiringharnessnews.com.

If you know a female engineer 
who would make a great candidate 
to feature in the Power Women series, 
please direct them to me at melissa.
femia@janadiversity.com

Power Women Continued from page 42 ____________

The Road Not Taken 
BY ROBERT FROST

Two roads diverged in a yellow wood,

And sorry I could not travel both

And be one traveler, long I stood

And looked down one as far as I could

To where it bent in the undergrowth;

Then took the other, as just as fair,

And having perhaps the better claim,

Because it was grassy and wanted wear;

Though as for that the passing there

Had worn them really about the same,

And both that morning equally lay

In leaves no step had trodden black.

Oh, I kept the first for another day!

Yet knowing how way leads on to way,

I doubted if I should ever come back.

I shall be telling this with a sigh

Somewhere ages and ages hence:

Two roads diverged in a wood, and I—

I took the one less traveled by,

And that has made all the difference.

https://www.theguardian.com/careers/2019/jun/26/
https://www.theguardian.com/careers/2019/jun/26/
http://www.xuron.com
http://www.techflex.com
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Flux Connectivity Appoints 
Chief Innovation Officer

Jonathan Regidor has joined 
Flux Connectivity as Chief Inno-
vation Officer.

In this newly designed ex-
ecutive leadership role, Jona-
than will champion both exter-
nal and internal innovation in 
alignment with Flux’s customer-
centric model. Reporting to the 
CEO, Jonathan’s leadership will 
include the development and 
execution of commercial ac-
tivities that strategically position 

Flux to become a premier con-
tract manufacturing provider.

A strong passion and wealth 
of experience  

Jonathan brings a unique 
perspective that combines di-
verse career experience and a 
passion for enabling customer 
success. In 2011, Jonathan start-
ed as a warehouse technician at 
Delco Wire & Cable, where he 
began to learn the internal work-
ings of the industry and open his 
eyes to opportunity. Since then, 
Jonathan has successfully held 
multiple roles in the electrical 
distribution business that con-
sisted of a $15M privately held, 
a $400M employee-owned, and 
a $9B publicly traded organiza-

tion. Each instance providing 
him with deeper insights into 
the strengths and weaknesses of 

each operating model. 
It is this experience that 
fuels Jonathan’s belief 
that to create long-term 
sustainability you must 
marry the delivery of 
value with transactional 
excellence.

In his spare time, 
Jonathan dreams about 
the future of manufac-
turing, the possibilities 
of space travel and also 
song writes on his piano 
and guitar. We welcome 
Jonathan on this excit-
ing journey.

Jonathan Regidor
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Heilind Signs Agreement 
with Smiths Interconnect to 
Expand Americas Connector 
Portfolio

Heilind Electronics, a premier 
global distributor of electronic 
components, has expanded its 
Americas connector portfolio 
with the addition of Smiths In-
terconnect – a global manufac-
turer of advanced connector 
solutions. This new agreement 
positions Heilind as a global 
partner for Smiths Interconnect, 
expanding upon current distri-
bution agreements in both Eu-
rope and Asia.

In the Americas, the distribu-
tion agreement includes both 
Heilind Electronics and Inter-
state Connecting Components 
(ICC), the mil-aero division of 
Heilind. The Smiths Intercon-
nect offering will include the 
Hypertac and Sabritec technol-
ogy brands, providing a robust 
offering of harsh environment 
interconnect products for aero-
space, defense, medical, space, 
industrial and rail applications.

“As the largest electronics 
component distributor special-
izing in interconnect products in 
North America, we are thrilled to 
add Smiths Interconnect’s com-
prehensive product portfolio to 
our broad line of interconnect 
products,” stated Alan Clapp, 
Vice President of Supplier Busi-
ness, Heilind Electronics. “The 
advanced technologies that 
Smiths products provide, cou-

pled with Heilind’s position in 
North America, further our value 
proposition with our customers 
across multiple markets.

About Heilind Electronics
Heilind Electronics, Inc. 

(http://www.heilind.com) is 
one of the world’s leading dis-
tributors of connectors, relays, 
sensors, switches, thermal man-
agement and circuit protection 
products, terminal blocks, wire 
and cable, wiring accessories 
and insulation and identifica-
tion products. Founded in 1974, 
Heilind has locations throughout 
the U.S., Canada, Mexico, Bra-
zil, Germany, Singapore, Hong 
Kong and China. Follow Heilind 
on Facebook at facebook.com/
Heilind and on Twitter at twitter.
com/Heilind.

About Smiths Interconnect
Smiths Interconnect is a lead-

ing provider of technically dif-
ferentiated electronic compo-
nents, subsystems, microwave 
and radio frequency products 
that connect, protect and con-
trol critical applications in the 
commercial aviation, defense, 
space, medical, rail, semicon-
ductor test, wireless telecom-
munications and industrial mar-
kets. Smiths Interconnect has 25 
Sales, R&D and Manufacturing 
locations in 12 countries. For 
more information, visit http://
www.smithsinterconnect.com.

mailto:www.jim@wiringharnessnews.com
http://www.heilind.com
http://facebook.com/
https://shop.electricalproductsstore.com/
http://www.hakkousa.com


48  MAY/JUNE 2020 Wiring Harness News	 INDUSTRIAL INFO-TAINMENT

ICC Introduces SOURIAU Hermetic 
Connectors SOURIAU D38999 
Hermetic connectors

LUMBERTON, N.J. Interstate Con-
necting Components, (ICC), a division 
of Heilind Mil-Aero and a leading dis-
tributor of military-aerospace connec-
tors and accessories worldwide, has 
expanded its portfolio of harsh envi-
ronment interconnects with SOURIAU’s 
D38999 hermetic connectors.

The recently expanded hermetic 
line is qualified to MIL-DTL-38999 Se-
ries III specification and features glass-
to-metal seal technology to counter 
extreme changes in temperature and 
pressure. The connectors are con-
structed with stainless steel housing 

for corrosion resistance and threaded 
coupling for quick and reliable mating. 
These high-density connectors also 
feature an extremely low leak rate, as 
well as a 30 percent space savings over 
standard versions.

As with their non-hermetic coun-
terparts, SOURIAU’s D38999 hermetic 
connectors feature a robust mating cy-
cle, 360-degree EMI-RFI shielding and 
an operating temperature range of -65 
degrees Celsius to 200 degrees Celsius.

D38999 hermetic connectors are 
ideal for applications like military and 
civil aeronautics, military ground vehi-
cles and offshore marine vessels. Spe-
cific uses include sensors, actuators, 
valves and fuel tanks.

Interstate Connecting Components 
is currently stocking an extensive se-
lection of SOURIAU D38999 hermetic 
connectors, with many popular part 
numbers and layouts available for im-
mediate shipment. Visit ICC’s website 

for more information about SOURIAU 
D38999 hermetic connectors.

About Interstate Connecting Compo-
nents (ICC) 

A division of Heilind Electron-
ics, North America’s largest intercon-
nect distributor, Interstate Connecting 
Components (http://www.connecticc.
com) is an AS9100D-certified value-
added distributor for the entire spec-
trum of electronic connectors, fiber 
optic connectors, backshells, tools, 
identification solutions and connector 
contacts. ICC specializes in the military-
aerospace market and offers T’DA® 
2-day assembly on 26482, 26500, 
5015, D38999, M28840, M83513 and 
many other MIL-SPEC connector lines. 
Follow ICC on Facebook at facebook.
com/connecticc and on Twitter at twit-
ter.com/connecticc.

About SOURIAU 
SOURIAU-SUNBANK is a global 

leader in harsh environment intercon-
nect technologies. SOURIAU designs 
and manufactures solutions for a wide 
range of industries, including aeronau-
tics, space, defense, transportation, 
energy and industrial equipment.

TTI Introduces Sensor Market and 
Technology Resource Center

TTI, Inc., a leading specialty dis-
tributor of electronic components, is 
pleased to introduce the new Sen-

sor Market and Technology Resource 
Center.  Just as a sensor collects and 
communicates critical data on its en-
vironment, TTI’s new resource center 
collects literature, video, white papers, 
line cards and other resources all in one 
place. Growing technological trends, 
such as the Internet of Things and ar-
tificial intelligence, rely heavily on sen-
sors to gather the data needed to carry 
out “smart” or autonomous capabilities 
such as assisted vehicle operation or 
automatic temperature adjustment. If 
you would like technical information 
on any of those markets, check out 
TTI’s Sensor Market and Technology Re-
source Center found under the Techni-
cal Resources tab on www.ttiinc.com

 About TTI
TTI, Inc., a Berkshire Hathaway 

company, is an authorized, specialty 
distributor of interconnect, passive 
and electromechanical (IP&E) com-
ponents and the distributor of choice 
for industrial and consumer electron-
ics manufacturers worldwide. Broader 
and deeper inventory, leading-edge 
products and custom supply chain 
solutions have established TTI as the 
leading specialist in electronic com-
ponent distribution. Globally, the com-
pany maintains over 2 million square 
feet of dedicated warehouse space 
containing over 850,000 component 
part numbers. Along with its subsid-
iaries, Mouser Electronics, Sager Elec-

SOURIAU-D38999 Hermetic Connectors

JOIN WHMA TODAY!            
www.WHMA.org

http://www.connecticc
http://twitter.com/connecticc
http://twitter.com/connecticc
http://www.ttiinc.com
http://www.whma.org
https://imada.com/product-category/force-applications/crimp-testers/
http://www.aerospacewire.com
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tronics, and TTI Semiconduc-
tor Group, TTI employs more 
than 7,000 people at more 
than 133 locations throughout 
North America, South Amer-
ica, Europe, Asia and Africa. 
For more information about 
TTI, visit www.ttiinc.com.

WAGO Unveils Next Gener-
ation I/O System Controller 
with PROFINET

WAGO extends their family 
of PFC200 Generation 2 con-
trollers with the release of the 
new 750-8215. The 750-8215 
is IIoT-ready, comes with two 
Ethernet ports, two PROFINET 
ports, and is programmable 
with WAGO’s e!COCKPIT soft-
ware (CODESYS 3.5). 

The PROFINET ports 
are switched for use 
as a line configuration 
enabling the control-
ler to function as an I/O 
device connected to a 
PROFIBUS master. The 
two Ethernet ports can 
be used in a switched 
configuration or sepa-
rated, and support other 
protocols such as Ether-
Cat and Sparkplug (with 
additional licenses). 

Other features of the 
705-8215 controller in-
clude:

• USB-A port with 
removable memory to 
extend memory capa-
bilities of the controller

• High Speed pro-
cessor for complex ap-
plications

• Large on-board 
memory plus SD card 
slot

• Built-in Web server
• CANopen port al-

lows connection to 
other devices on a CAN 
network

This controller can 
be used for multiple ap-
plications and is avail-
able now.

For more on the latest 
from WAGO, visit www.
wago.com/us/press-
contact

About WAGO:
Innovation is at the 

heart of everything we 
do at WAGO. From 
our pioneering CAGE 
CLAMP® spring pres-
sure connection tech-
nology to our extensive 
range of Interconnect, 
Interface and Automa-
tion solutions, such 
as the fieldbus inde-
pendent WAGO-I/O-
SYSTEM, our customers 
count on the uncondi-
tional performance and 
reliability of our prod-
ucts to ensure the safe, 
efficient operation of 
their systems every time.

750-8215 PFC200 Generation Controller

http://www.ttiinc.com
http://wago.com/us/presscontact
http://wago.com/us/presscontact
mailto:chiefsupply@att.net
http://www.schaefer.biz
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Available at TTI – New FINEPITCH 
Connectors from Phoenix Contact

Fort Worth, Texas – TTI, Inc., a lead-
ing specialty distributor of electronic 
components, offers Phoenix Contact’s 
FINEPITCH connector range of prod-

ucts and they are available off the shelf, 
ready to ship.

With board-to-board connectors 
from the FINEPITCH series, Phoenix 
Contact provides shielded and un-
shielded solutions for signal and data 
transmission. This allows you to realize 
individual PCB orientations with differ-
ent designs, stack heights, and num-
bers of positions in compact 0.80mm 
and 1.27mm pitches.

Thanks to its double-sided contact 
system, the high-position FINEPITCH 

series offers the ideal solution for in-
dustrial PCB connections. You have 
maximum flexibility when it comes to 
arranging the PCBs in your device, and 
the wide range of FINEPITCH products 
enables space-saving signal and data 
transmission. In addition, the shielded 
versions offer excellent EMC proper-
ties.

Learn more on the Phoenix Contact 
FINEPITCH Connectors page.

About TTI
TTI, Inc., a Berkshire Hathaway com-

pany, is an authorized, specialty distrib-
utor of interconnect, passive and elec-
tromechanical (IP&E) components and 
the distributor of choice for industrial 
and consumer electronics manufactur-
ers worldwide. Broader and deeper 
inventory, leading-edge products and 
custom supply chain solutions have es-
tablished TTI as the leading specialist 
in electronic component distribution. 
Globally, the company maintains over 2 
million square feet of dedicated ware-
house space containing over 850,000 
component part numbers. Along with 
its subsidiaries, Mouser Electronics, 
Sager Electronics, and TTI Semicon-
ductor Group, TTI employs more than 
7,000 people at more than 133 loca-
tions throughout North America, South 
America, Europe, Asia and Africa. For 
more information about TTI, visit www.
ttiinc.com

DROSSBACH
DROSSBACH, WHO WE ARE: (where 
we’ve been and where we’re going)

Drossbach, is a proud Delfingen 
partner, and exclusive North America’s 
distributor of Reiku products. Com-
bined, our companies bring you over 

200 years of knowledge and experi-
ence in the cable management and 
protection profession. Our founder’s 
ideals, history, hard work, dedica-
tion, and onsurpassed products have 
brought us where we are now… a 
world leader in our industry. Today, we 
are continually growing, developing 
new and modern products, technolo-
gies, and solutions while still believing 
in the tenets of honesty, integrity, and 
trust in our business relationships. 

DROSSBACH, WHAT WE DO: (why you 
should get to know us)

We know from experience that there 
is no “one-size-fits-all” answer to every 
issue. Instead, we provide the cor-
rect solution and recommendations 
by listening to you, and learning about 
your specific application or problem. 
Be it a, heavy equipment, automotive, 
rail-mass trans, electrical, industrial ro-
botic, collaborative robotic, or wire 
harness cable management/protection 
issue we can help. We can also pro-
vide no-charge Engineering support, 
3-D project simulation videos and 
product data sheets. It’s alright if you 
currently use other sources but, we 
welcome the opportunity to talk with 
you about your next project. We sin-
cerely believe by doing so, you’ll get 
to know our customer-centric staff and 
we’ll earn your business.  

DROSSBACH, GET TO KNOW US: (how 
to get in touch)

Please feel free to reach out to us at 
any time, we look forward to it!

Phone: (330) 688-8460  or  toll-free 
(800) 841-5804. Visit www.drossbach.
com    or www.reikuna.com.
CrimpCenter 64 SP – Produce 

http://ttiinc.com
http://www.drossbach
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http://www.industwire.com
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At the recent WHMA Confer-
ence, WHN met Joe Foytek, 
Regional Sales Manager for 

W. Silver Recycling, Inc. The company 
handles ferrous and non-ferrous met-
als in the harness and electronics in-
dustry in Mexico. He introduced us 
to Lane Gaddy, CEO of W. Silver. Lane 
told us about the company and the 
services they offer. Most notably, he 
gave some great tips on dealing with 
scrap metals in Mexico that can be 
useful anywhere in the world.

WHN:  Tell us about W. Silver.

Lane:  We started in El Paso Texas 
99 years ago, so we’re coming up on 
our centennial. We have a total of 11 
locations, and we have always done 
business in Mexico. In fact, all of 
our facilities are tied into US-Mexico 
cross-border business. 

After NAFTA came into place in 
the 90s we saw the textile industry 
move out, and the automotive indus-
try move in. That’s when we got more 
specific with our niche and moved 
into servicing integrated manufactur-
ers in Mexico. 

These are predominantly Fortune 
500 or Russell 2000 companies, most-
ly US-based, but with Mexico opera-
tions. That really started changing in 
the last few years as we’ve seen more 
FDI (foreign direct investment) com-
ing into Mexico. 

We are in a little over 225 plants 

throughout Mexico, and we have 
enjoyed a lot of growth there. We’ve 
seen a lot of the challenges, but cer-
tainly there continues to be strong in-
terest to manufacture in Mexico. 

WHN:  Has the recent trend to-
wards near-shoring lifted your busi-
ness? 

Lane:  Yes. We’re seeing a ton of 
that right now, even in the last few 
weeks given shut downs in Asian 
production. With the MCA deal in 
the rearview mirror, it will continue 
to pay dividends for North American 
manufacturing. 

WHN:  Tell us about what you 
folks do to improve your customer’s 
value stream.

Lane:  First, we do a free assess-
ment to make sure there is value that 
W Silver recycling can bring. Once 
we do the preliminary vetting, we 
will come in and look at all the pro-
cesses and procedures, and ultimately 
come back with a full scope of work. 
And that’s not just about pricing. Of 
course, pricing is a big part of it, and 
everyone wants to get the best price.  
But there’s a lot more that goes into 
making sure you have a trusted scrap 
company. Do you have a company 
that is looking at marrying proper 
procedures in place for internal 
theft? Do you have sufficient audit 

Dealing with Scrap
Discussion with W. Silver Recycling, Inc.

http://www.entradagroup.com/whn
http://www.astrotool.com
https://wiringharnessnews.com/article/dealing-with-scrap-in-mexico-harness-manufacturing-facility/
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30 – Applicators – SCHLEUNIGER, MECAL, KM USA
1 - ARTOS MTX5 Multi-Task Wire Processor
1 - ARTOS CS338 Cut & Strip Machine, 2014
2 - CARPENTER Model 39, 36A Cut & Strip Machines
3 - COBRA 450 24-C, 32-Carrier Braiders
2 - GETTIG #2000 Tape Machines
2 - HELLERMANN-TYTON TT230SM, TT330SM Thermal Transfer Printers
4 - HAAKO FX300 Solder Pots
1 - HANKE 963 Crimp Press, 2011 (ARTOS Crimpmatic 963)
1 - JUNQUAN 2T Semi-Auto Crimping Machine, Model SATC-20, 2007
1 - KM Model 3011 Stripper/Crimper, 2015
1 - KODERA C551 Cut/Strip/Crimp Machine
1 - KODERA C377 Wire Stripper
1 - KODERA C373 Cut & Strip Machine  
1 - KOMAX Gamma 333LCD Crimping Machine
1 - KOMAX Gamma 311 Automatic Crimping Machine
4 - KOMAX Kappa 325, 310, 225 Cut & Strip Machines
1 - LOEPFE Thermal Transfer Printer, Model TTP4000 (Schleuniger TTP4000)
1 - MARKEM IMAJE 9040 Ink Jet Printer, 2009
1 - MOLEX TM3000 2T Press (P/N 63801-7200)
4 - NEW ENGLAND BUTT 16-C, 24-C, 48-Carrier Braiders
1 - ONDAL Linear TaperS, 2016
1 - PANDUIT CP-871 Crimp Press w/CA-9 Applicator
1 - RAMATECH Prefeed, Model ABW 800/300, 2005 				  
	1 - SCHLEUNIGER CC36S CrimpCenter
1 - SCHLEUNIGER CC60 CrimpCenter
1 - SCHLEUNIGER CC500 CableCoiler
1 - SCHLEUNIGER CP1500 Heavy Duty Coiler 
1 - SCHLEUNIGER CS5500 CoaxStrip, 2018 		
1 - SCHLEUNIGER CS5300 CoaxStrip		
1 - SCHLEUNIGER CT60 Heavy Duty Crimper
1 - SCHLEUNIGER ES9300 EcoStrip
1 - SCHLEUNIGER MS9600 Megastrip w/PF4600 Prefeed
1 - SCHLEUNIGER MS9600 Megastrip w/PF4000 Prefeed, CC4000 Coiler
1 - SCHLEUNIGER OS9400 OmniStrip 		
9 - SCHLEUNIGER PF4000, PF2000, PF2200, PF1000, PF1100 Prefeeds 
2 - SCHLEUNIGER PS9500 PowerStrippers w/PF2200 Prefeeds, CC1400 Coilers
4 - SCHLEUNIGER SC750 StripperCrimpers
2 - SCHLEUNIGER SC200 StripperCrimpers
1 - SCHLEUNIGER TS60 Shuttle Rack w/6-Tooling Shuttles		
6 - SCHLEUNIGER US2300, US2300D Wire Strippers, 2018, 2019		
1 - SONOBOND Model SM86 SeamMaster Knitter
1 - STAPLA ‘Raptor II’ Ultrasonic Welder
1 - SPECTRUM ‘Sienna 210S’ Radial & Axis Laser Wire Stripper (modified to 210D) 
2 - TRI-STAR Auto Crimp Systems, Models TAC-7AE, TAC-10AE
1 - TRI-STAR Laser Marker, Model M-100L/FG-TT
1 - WDT Model GST-32/N Prefeed

Contact: Martin Kenner
COMMISSION BROKERS, Inc.
P.O. Box 8456 • Cranston, RI 02920-0456
Tel: (401) 943-3777 • Fax: (401) 943-3670
Website: www.commissionbrokers.com 
E-mail: marty137@aol.com

controls? It’s not just about the best 
price, but ultimately the best return. 
At the end of the day, if your material 
is going out the back door, and not 
being accounted for, well then what-
ever price you’re supposedly getting 
is not the price you’re realizing. Un-
fortunately, that’s a very common is-
sue in Mexico.

WHN:  What sets you folks apart?

Lane:  We think like a manufac-
turer and we have the systems and 
procedures that are different than a 
traditional scrap company. We don’t 
service the public and we don’t buy 
cars. All W. Silver does is service cross-
border manufacturing and utilities, 
and our systems are very much mar-
ried to those of our accounts. Cross 
border commerce is not exactly the 
easiest or most common sense type 
of transaction to begin with. When 
you layer country of origin, scrap and 
recovery, and all the different layers 
of risk and variables…well that’s re-
ally the niche that we’ve carved out. 

We have border to border cover-
age. We have a facility Calexico Cali-
fornia for servicing Tijuana Mexicali 
and the broader Baja and all the way 
to South Texas. Then we have our fa-
cilities in Mexico. If you’re manufac-
turing it within Mexico, we have a 
facility to service it. 

WHN:  So, you folks specifically 
accommodate wire harness manufac-
turers?

Lane:  Yes. If you look at the large 
manufacturing companies out there, 

they may have a harness division, but 
they also have a seating division or 
other divisions under one umbrella. 
We specialize in wire harnesses. We 
have also developed a niche for what 
are called #2 copper products. These 
are things like brass connectors or 
any sort of tinned wire, so it is very 
specific. It’s not just that W. Silver 
takes wire. We have carved out the 
actual harness side as our bread-and-
butter. So, if you are stamping termi-
nals for applications in the harness 
industry, that would also fall under W. 
Silver’s electrical products division. 
Electrical products for us is probably 
about half of our business. 

We also have other metal segments 
that fall under a different division, so 
we can certainly handle everything, 
as long as there some derivative value 
in it. If it’s just a bunch of trash going 
into a landfill, then we’re probably 
not the right company to call. What 
we do is make sure that we extract all 
of that value by putting layered inter-
nal controls and processes in place.

WHN:   Are there misconceptions 
about the value of other materials 
like plastics?

Lane:   I think everyone’s gotten 
pretty realistic over the last two years 
with plastics. There was a time three 
or four years ago where everyone 
was saying, ‘I know my plastic is gold, 
come buy it!’ They thought they were 
going to completely change their 
P&L statement based on selling plas-
tic.  I think everyone has really come 

_____________ Continued on page 55 
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to understand that, at one point, there 
was some value there. But that equa-
tion has changed.

WHN:   What are some of the per-
ils of picking the wrong recycling 
company?

Lane:   A lot of what happens in 
Mexico is crazy, particularly with 
wire. It’s literally taken into a field 
and put in barrels. They’ll add gaso-
line, burn off the insulation, and 
scrape out the copper. That’s about 
the worst thing you could possibly 
do for the environment. So, if you’re 
a harness producer, and you’re sell-
ing your [scrap] harnesses out of the 
back door to a company you’ve never 
visited, you should probably take an-
other look at that risk profile. There 
could be severe fines, or certainly it 
could be a black eye in the media, etc. 
It’s best to have someone, particular-
ly a US based company, who has EPA 
permits, and where you can look at 
their processing equipment to make 
sure that you know exactly where 
your material is going. It is very im-
portant, and we process everything 
in El Paso Texas.

WHN:  Have you had some new 
clients come to you who have had 
bad experiences?

Lane:  Yes, absolutely!  We’re hav-
ing people coming to us saying, ‘you 

know, this didn’t end up the way we 
thought it would.’ Ultimately this 
stuff is a commodity. There’s plenty 
of transparency regarding pricing. If 
someone is telling you all you need 
to do is put your material in a con-
tainer, extend them credit, and they’ll 
pay you double what you’re getting, 
you should be dubious. You only do 
that once before you realize it’s not a 
good practice.

WHN:  So what’s really the bottom 
line with respect to recycling?

Lane:   There’s a lot happening 
right now in the world-wide supply 
chain.  Knowing that the company 
your dealing with has a strong bal-
ance sheet, that they’re going to pay 
you, and they’re going have control of 
your material - I mean if that wasn’t 
important before, it certainly will be 
moving forward. 

You have to ask the right questions 
and conduct site visits. It’s important 
to treat scrap just like you would any 
other supplier. For some reason when 
comes to scrap, all of those best prac-
tices sometimes fall off the radar. Yes, 
its scrap, but it shouldn’t be treated 
any different than any other product 
or service coming in the plant door. 

If you’d like to learn more about 
W. Silver, visit them at http://www.
wsilver.com. There, you can follow 
current pricing for copper, nickel 
and aluminum. You can contact Lane 
at: lgaddy@wsilver.com

Dealing with Scrap
Continued from page 53 ____________  
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CrimpCenter 64 SP

Faster, More Precisely, More Cost 
Effectively

With the CrimpCenter 64 SP you not 
only produce more precisely, quality 
consciously and between 8 and 14 
percent faster, the latest creation from 
Schleuniger has also been designed 
with a focus on achieving your produc-
tion goals more cost effectively. The in-
novative, fully automatic crimping ma-
chine provides you with a significant 
cost-per-lead advantage of 5 percent 
compared to its predecessor, remark-
ably efficient setup times, as well as 
numerous innovations that have a posi-
tive effect on your work process and 
daily routine.

The new CrimpCenter 64 SP bears 
an SP on its cover, which stands for 
outstanding performance. This isn’t just 
a decorative element but above all a 
hint as to its substance. The ingenious 
attributes of the Schleuniger Group’s 
latest innovation ensure highly efficient 
machine setup processes and provide 
you with a significant cost-per-lead ad-
vantage of typically 5 percent as well 
as 8 to 14 percent faster production 
compared to its predecessor. With the 
newly developed Dual ToolingShuttle 
quick-change system for example, you 

can prepare a new job while produc-
tion is still running, change applicators 
and terminals in only 30 seconds and 
save more than one minute per termi-
nal changeover compared to conven-
tional methods. And the new Com-
mandPod control device helps you to 
achieve fast and uncomplicated setup 
processes. 

Furthermore, the new CrimpCenter 
64 SP offers an extensive list of innova-
tions: Application-specific default val-
ues for process parameters, automatic 
control of the pneumatic pressure of 
feeding belts and gripper systems, a 
sophisticated straightening unit and a 
newly developed roller design for very 
thin, demanding cables. Add to this 
a newly developed deposit gripper 
system that ensures perfectly aligned 
production batches for easy removal. 
And with integrated crimp-force moni-
toring for multiple stamped terminals 
as well as a split-cycle function, it is 
possible to process belted, preinsu-
lated, closed-barrel type terminals as 
standard.
Monitor all quality-relevant processes

The CrimpCenter 64 SP offers sev-
eral quality-monitoring options to en-
able you to provide your customers 
with a high-precision manufactured 
product that meets the high quality 
requirements of OEMs. The optional, 
fully integrated process-monitoring 
sensor system SmartDetect, for exam-
ple, monitors the complete stripping 

Looking to Sell Your 
Cable Assembly Business?

Looking for an experienced buyer to 
keep the business open?

	 We are a privately-owned small group of cable 
assembly and harness facilities looking to acquire 
a $3-10M total revenue cable assembly business.

	 •	 In house engineering capability is a plus
	 •	 Overmold capability is a plus
	 •	 ISO 9001, 13485, 14000 is a plus
	 •	 Experience in robotics cable is a plus

	 If you are thinking about selling and want to ensure 
continuity and investment for your business and em-
ployees.

We are interested in talking.

Please email us at  
mark.aurel@quaestinternational.com

https://www.waytekwire.com/manf/34/Techflex/%26pageSize%3D36?utm_source=Wiring_Harness_News&utm_medium=May20_Digital_Paper&utm_campaign=Techflex_Overview
http://www.techflex.com
mailto:mark.aurel@quaestinternational.com
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process in real time, detects contacts 
between the stripping blade and the 
wire and automatically finds the best 
stripping parameters for the wire to be 
processed. The new WireCam (avail-
able in 2Q 2020) ensures — without 
loss of performance in crimp and seal 
applications — traceable production 
quality, precise repeatability of desired 
results as well as impeccable monitor-
ing of stripping results and seal posi-
tions with 100 percent inline quality 
control. And with the integrated CFM 
20 crimp-force monitoring system, 
which tracks signals during the crimp-
ing process with a sensor and com-
pares them with the reference signal, 
you can measure, compare and moni-
tor up to 4 signatures for multistamped 
terminal applications. But that’s not all: 

To ensure that correct production ma-
terials are used, the CrimpCenter 64 SP 
employs Material Change Detection to 
register changeovers of wires, terminals 
or crimp applicators during production 
and thus meets the standards set by 
end users. The crimp-force monitoring 
Guided Feasibility Study evaluates the 
monitorability of solderless, electrical 
crimp connections and ensures the re-
liability of the monitoring parameters. 
In addition, the motorized PullTester 
320 measuring device determines pull-
off-force values of crimp and ultrasonic 
welding connections, and the CHM 
measuring system is responsible for 
simple and user-friendly crimp-height 
measurement. In addition, the Error-
Expert for the EASY software ensures 
simple resolution of errors by means of 

detailed images and notes.
The software of the CrimpCenter 64 

SP runs independently of PC operating 
system and hardware and allows in-
tuitive management of your production 
orders.
Maximum productivity and control

The new CrimpCenter 64 SP en-
sures maximum productivity thanks 
to various combination options with 
crimp and sealing stations, a double 
gripper module, a twisting and a tin-
ning station. Four processing stations 
can be installed simultaneously on the 
fully automatic crimping machine. But 
it gets even better: With the DiIT 4Wire 
software solutions for manufacturing 
execution systems (MES), KSK produc-
tion and logistics, you keep your wire 
harness production under control and 

can optimally manage all production 
areas — from assembly, production 
and installation to shipping — flexibly 
and entirely according to your needs. 

The CrimpCenter 64 SP excels fur-
thermore with an integrated signal light 
(TowerLight), whose signals indicate 
the current machine status and can be 
programmed according to customer 
requirements. Moreover, the globally 
standardized transformer guarantees 
easy changeover to the required volt-
age, no matter where in the world your 
production plant is located.

More information about this new 
product can be found at www.schleu-
niger.com. Should you have any ques-
tions, please e-mail sales@schleuniger.
com or call (603) 668-8117. 

http://www.schleuniger.com
http://www.schleuniger.com
http://www.whma.org
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The 2020 WHMA 27th An-
nual Wire Harness Confer-
ence held in Las Vegas, Ne-

vada on February 18-20, 2020 at the 
JW Marriott Las Vegas Resort & Spa 
was a huge success. With a record-
breaking number of 41 exhibitors, 
more than 60 first-time attendees and 
nearly 200 total attendees, this was 
one of WHMA’s best conferences to 
date.

Another first this year was the 
technical education workshop held 
February 18, “The Evolution of IPC’s 
Cable and Wire Harness Documents: 
IPC-D-620, IPC/WHMA-A-620 and 
IPC-HDBK-62” presented by Robert 
Cooke, NASA Johnson Space center.  
Twenty-five attendees learned about 
IPC’s cable and harness assembly 
documents, how they are used and 
plans for revisions.

Space fans were awed by keynote 
speaker B, Gentry Lee’s presentation, 
“A Passion for Space Exploration.” 
He captivated his audience by high-
lighting his exploration career and 
discussing his role of wires and har-
nesses with spacecrafts. His responsi-
bilities included engineering integrity 
of all robotic planetary missions man-

aged by JPL for NASA, Lee provided 
engineering oversight for the Curios-
ity rover mission to Mars in 2012, the 
Dawn mission to the asteroids Vesta 
and Ceres, the Juno mission to Jupiter 
and the GRAIL missions to the Moon.

Additional presentations included:
• “Wire Harness Industry Econom-

ics – Managing in an Uncertain Econ-
omy” presented by Taylor St. Germain, 
ITR Economics

• “Space Challenges from Wire 
Harness” presented by Bob Cooke, 
Johnson Space Center

• “Megatrends of CASE (Connect-
ed, Autonomous, Shared and Electrifi-
cation)” presented by Jim Hawersaat, 
TTI, Inc.

• “Micro Trends and Mega Chang-
es” presented by Shawn Dubravac, 
IPC

• “Electric Mobility will Change 
your Business,” presented by Benoit 
Dagenais, Innovative Vehicle Institute

Roundtable topics included using 
the IPC/WHMA-A-620 standard as 
a marketing tool, growth strategies, 
wire harness industry economics, 

low pressure molding, and high-per-
formance teams and trends in direct 
labor affecting wire harness opera-
tions in Mexico.

“This year’s event was very suc-
cessful thanks to WHMA/IPC staff, 
our stellar lineup of presenters, and 
event sponsors and exhibitors,” said 
Rick Bromm, WHMA chair and presi-
dent of ALTEX. “We’re already plan-
ning for the 2021 conference which 
will take place February 18-21 at the 
Westin La Paloma Resort & Spa in 
Tucson, Arizona.” 

2020 WHMA 27th Annual Wire Harness Conference, 
One of WHMA’s Most Successful Events to Date

http://www.whma.org
https://wiringharnessnews.com/article/2020-whma-27th-annual-wire-harness-conference/
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 Prototype Technician 
For Cable Assemblies

Must have 5-10 years experience. Person will construct all 
work instructions with photos. Central Florida area. 

Please respond to
Wiring Harness News • PO Box 669

Schererville, IN  46375 • Attn: Classified Ad #28862
Email: info@wiringharnessnews.com

RLO - Consulting
for the Wire Harness Industry

• Strategic Market Planning	
• Lean Initiatives
• Overall Equipment Efficiency	
• Standards & Qualifications
• Lead-Time Reduction	
• Quality Improvement

With over 35 years in this industry, I can help you identify markets 
you’re missing, streamline your facility, and show you how to get 
quality products out the door!

Randy Olson (503) 320-9040
rlo4242@gmail.com

“The  Slicker Stripper, Quicker Shipper”

Top place Your Classified Ad 
in  Wiring Harness News 

contact Jim Brown

Phone (708) 594-7764
Email jim@wiringharnessnews.com

mailto:info@wiringharnessnews.com
mailto:jim@wiringharnessnews.com
mailto:rlo4242@gmail.com
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SALES REPRESENTATIVE AVAILABLE
FOR WIRE HARNESS / CABLE ASSEMBLY                                                                                        

_ ____________________________________________________________________________________________________________________

	 Well established “hands on” personable individual with a very strong industry 
knowledge and proven experienced professional contract Sales/ Marketing Rep-
resentative for; Electrical Wire Harness, Electronic Cable Assembly along with 
Value Added product applications. My objective is seeking a long term business 
relationship with your organization that is presently challenged with future ad-
ditional sales growth in your company’s  new business development efforts within 
the various marketplaces. 
	 Please submit your company’s interest of requirements, whereby we can mu-
tually explore and strategies these great business opportunities confidentially to:

Wiring Harness News • PO Box 669
Schererville, IN  46375 • Attn: Classified Ad #13263

Email: info@wiringharnessnews.com

SALES REPS WANTED
KM USA is seeking additional outside independent sales represen-

tation throughout the North American market.  Join our team that  
offers some of the best products with the lowest prices, great customer  
service all backed by the longest warranties in the industry!  

Please contact us by email at 
sales@kmusallc.com or call us at (231) 237-9060.

SALES REPS
Established manufacturer of lead/hook-up wire and 
multi-conductor products including cords is seeking 
both sales rep firms and sales people to further ex-
pand our growing business.  Various territories are 
available.  If interested, please contact us via: 

Wiring Harness News
PO Box 669 • Schererville, IN  46375

Classified ad #86434

Email: info@wiringharnessnews.com

mailto:info@wiringharnessnews.com
mailto:sales@kmusallc.com
mailto:info@wiringharnessnews.com
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http://www.komaxwire.com

