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Hydraulics & Pneumatics Magazine — Distributor Focu s Feature

Questions answered by lan Ritchie, Managing Directo  r, BRAMMER UK

1) Has the influx of parts and components from Asia affected UK
distributors within the fluid power space — in term s of safety,
compliance, loss of market share regarding European manufacturers
and distributors, etc.? If so, please discuss.

| think this is a question of perception over reality. Whilst the Asian and
European trade shows would suggest a great influx of parts, particularly from
China, how much of this product is actually being sold in the UK market?
Pneumatic (Norgren, SMC and Festo) and Hydraulic (Bosch Rexroth and
Gates) manufacturers continue to see their individual market share increasing
in both the original equipment (OE) and maintenance, repair and overhaul
(MRO) markets.

These manufacturers are concentrating on developing products that deliver
real innovation, aimed at reducing downtime and maximising throughput.
Whereas, far-eastern equivalents tend to predominantly replicate the market
leading products, often offering poorer designs with little or no product

innovation.

Customers, and in particular MRO customers, have much greater
requirements and expectations from products to improve production uptime
and throughput, provide greater reliability, whilst also addressing issues such

as energy efficiency and environmental impact.
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2) Do you feel quality of parts sourced from Asiah  as improved over the
past few years (cite examples)?

Clearly this has happened as manufacturing standards and techniques rival,
or are on a par, with western manufacturers. However, an ‘out-dated’ design

remains an ‘out-dated’ design, however good the quality.

3) Is there a noticeably growing demand for a parti  cular type of fluid
power solution/part/component in your experience? | f so, why do you
think this is?

The leading manufacturers are providing an ever greater range of innovative
product solutions. With ever improving product performance and shorter
product lifecycles, training is the vital - and often missing link - in really
improving manufacturing performance in the UK. At BRAMMER, we offer
training courses, provided by the leading pneumatic and hydraulic
manufacturers, in a unique training and demonstration environment that focus

on prediction and prevention, rather than a reactive cure.

4) Do you feel apprenticeships within fluid power s olution distribution

are now few and far between, or do you feel they ar e on the up? And

why do you think this is?

There is a greater commitment to Fluid Power training in general, but not
apprenticeships in their traditional sense. | would say that the skills and
knowledge base, particularly in Hydraulics, is decreasing. Many areas of
manufacturing industry complain of a skills shortage, but it is up to industry,
and engineering in particular, to make a compelling case to future employees.
This will require some ingenuity and commitment, bottom-up through the

schools and colleges, and some investment.
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5) Do you feel the UK press is exaggerating the do  wnturn and risk of
recession? If so, please discuss.

Yes | do. The counter arguments are strong. The UK has an increasingly
competitive manufacturing base built around assured quality and innovation.
There is also currently some assistance from foreign exchange rates! The
manufacturing output data that is reported continues to show momentum,
which is good for business continuity, which in turn is good for job security.
The financial services sector may be under pressure, but manufacturing

remains robust.

6) What do you consider to be some of the main deve  lopments and
business drivers in distribution in recent times (e g. increasing demand
for shorter delivery times, the dominance of the la rger distributors with
both centralised distribution centres and localised satellite warehouses,
etc.)?

Being close to the customer to be able to offer the right product, technical
expertise and ensure the right stock holding locally through invaluable local
customer knowledge is critical. That is why Brammer has a nationwide

network of 89 Sales & Service Centres right across the UK.

However, increased technical sophistication of processing and production
means gaining immediate access to a wide portfolio of products and an
extensive range of brands. Offering same or next day delivery across such a
broad product spectrum requires an extensive inventory. Brammer has a
National Distribution Centre in the UK, together with access to products held
in stock right across our European operations — delivered through our

European inventory management and logistics capability.
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7) Do you feel there is still a place for the small  er more localised
distributor? Please discuss.

Fluid Power distribution into the maintenance sector where Brammer operates
remains highly fragmented. This brings with it opportunity for small and larger
companies alike as well as risks and opportunities for customers. Regional
customers may often be happy with their local relationship and this can often
be sustained through long-standing personal relationships and | think this will
always have a place whilst the market is as fragmented as it is today.
However, for the larger customer, whether single large site, or multi-site, there
are other fundamentals which need to be addressed and these can typically
only be done effectively by a larger distributor. For example, meeting multi-
brand specifications from the original OE plant

provider; providing standardisation across multiple applications; bringing latest
innovations from key product suppliers; providing specialist technical support

from the equipment manufacturer.

8) What do you feel are some of the more important  value added
services that distributors are increasingly offerin g (eg. service, repair
and ongoing support)?

We see an increasing customer need for successful MRO relationships to
offer more than just prompt and competitive supply. Attitudes within
manufacturing are changing as customers get serious about issues such as
supply chain management, improving production output and efficiency and
reducing business costs. Equally, supplier reduction is a trend that will
continue to deliver savings to industry as purchasing professionals streamline
processes to reduce costs. Suppliers, like BRAMMER, who can reliably
provide a comprehensive range of components and services, will continue to

offer an attractive opportunity to rationalise the supply base.
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Providing a range of products, services and organisational solutions that can
help customers to reduce their total cost of acquisition, improve production
output and efficiency and reduce working capital is a key part of the MRO

distributor’s role in a competitive 21% century manufacturing environment.

9) Are there any other points you would like to mak  e?

As one of the leading providers of fluid power products and services in the
UK, we are extremely concerned that customers always receive authentic,
factory fresh parts with a full manufacturer’'s warranty. There is a perceivable
increase in sub-standard, and in some cases counterfeit, products leaking into
the UK market and the authorised distribution community and their

suppliers need to make a strong stand against this. Awareness campaigns
and influencing customers to always source from a trusted, authorised
channel are vital to not only protect the business environment but crucially

from a health and safety and production integrity perspective.
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