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The finished batch

Once a batch plant is up and running, one of the biggest
challenges faced by owners is the maintenance of the equipment.
In recognition of this, EME has developed its after sales services to
cater to the needs of its customers, with several maintenance
contracts already concluded. To find out more about the benefits of
this service to both the supplier and owner of a batch plant, Glass
International spoke with Egbert Wenninger, Managing Director of
EME, and Robert Rose, Operations Director for Quinn Glass. 

EME - Egbert Wenninger

Q: What were the main factors
that led to EME providing after
sales maintenance contracts to
customers?
A: We want our customers to prepare
the best possible batch for a high quality
glass product with minimised
downtimes, less failure, and all of that in
a clean, safe and healthy environment
for the operators. This is only possible by
means of a regular maintenance.

Q: What are the major
challenges in a batch plant in
respect of maintenance?
A: In just two words: Abrasion and
dust. Most materials used for glass
manufacturing as well as the final
product are highly abrasive and
challenge the equipment every day.
With sophisticated EME equipment
design you can maximise the lifetime,
but at a certain point maintenance is
needed. In addition, the majority of the
raw materials have a grain size from
3mm down to almost 0mm, which
means a small portion of it is powder
material. All EME lines have various dust
prevention features, but it only works
properly as long as it is maintained
thoroughly and on a regular basis.

Q: Can you explain what the
maintenance contracts entail?
What exactly is offered to

customers who sign up for this
after sales service?
A: EME is offering a wide range of after
sales services. We distinguish between
planned and on demand services. The
latter requires immediate reactions, and
depending on the service level different
reaction times are guaranteed. This may
be remote access to the control system
but also onsite interventions. The
planned services, on the other hand, are
functional checks, audits, upgrades,
health & safety checks and preventive

maintenance. The services may be
combined, and will be complimented
with preferential pricing on spare parts.

Q: Is this service offered as
part of the package for every
customer, or is it an additional
service that customers can
choose to •add-on•?

continued »

“Our vision of business
is a long term

partnership and the
after sales services

reflect this.”   
Egbert Wenninger
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Batch plant

A: Depending on the scope of supplies
we can offer almost all services from the
EME service matrix. For a full batch
plant the On Demand service is typically
free of charge during the warranty
period. All other services require a
separate add-on service contract.

Q: How popular have you found
this service to be and what do
you think has been its main
selling point? 
A: The industry is getting more
sensitive to it and more and more
customers are asking for it. Production
and raw material losses are not tolerated
any more, since the financial pressure
on production is enormous. 

The same applies to complete
breakdowns or even damage to the
equipment because of poor
maintenance. In addition, health and
safety standards are getting more rigid
and the exposure of workers to dust can
only be minimised by regular
maintenance.

Q: What does EME achieve by
offering this service, and how
do the maintenance contracts
most benefit EME?
A: Our vision of business is a long term
partnership and the after sales services
reflect this. We are closer to our
customers and are better able to
understand their needs and daily
challenges. This helps us to become
better in the future.

Q: What, in your view, is the
most beneficial aspect to the
customer? 
A: I am sure that in the long term our
customers will have a commercial
benefit. Equipment will last longer,
losses will be reduced and less spare parts
will be needed.

Q: Will you be adding anything
to your after sales service
going forward? Do you have any
other ideas on how to improve
maintenance in batch houses?
A: We are learning more about the
needs in the field in respect to
maintenance, and I am sure we will have
new ideas in the future and add other
services. 

The main improvement, however, I
expect to be in our equipment and our
designs. The result will be more
maintenance friendly and more reliable
equipment. �

Quinn Glass - Robert Rose

Q: What made you choose EME
as your supplier, and what were
the reasons to conclude a
maintenance contract now?
A: EME provided the best
comprehensive and technical solution
to suit our production requirements. In
these challenging times we felt it was
very important to use the best available
resources to maintain and optimise the
productivity from our batch plant.  A
maintenance contract with EME was the
perfect solution.

Q: Is after sales service
something you usually take in
to consideration when choosing
a supplier? 
A: Yes, especially in a plant of this size,
after sales and service is vitally
important to us.  As a company we pride
ourselves on our after sales service and
we equally expect this same high level of
service from our suppliers.

Q: What common challenges do
you normally face, with regards
to maintaining a batch house?
A: Due to the highly abrasive nature of
the batch and running a 24/7 operation,
maintaining a safe and clean process is
always a challenge. By using a scheduled
plant maintenance system we can
ensure our batching facility is clean, safe
and highly efficient.

Q: How have you found the
service? In what ways has it
benefitted your company?
A: The service provided by EME has
proved very beneficial, it has enhanced
our knowledge and understanding of the
batching operation allowing us to fully
maintain and service the equipment to
optimise the productivity of our overall
plant. In-depth hands on training with
our engineers has been very valuable
with positive results.

Q: What has been the main
benefit to your company?
A: I would say that the main benefits
to us have been the closer
customer/supplier relationship we
enjoy; an increased knowledge base,
with a cleaner and safer working
environment; a more efficient operation
with enhanced maintenance schedules;
and the employment of best practices. �

* Supplier of the batch plant:
Egbert Wenninger – Managing Director
EME Maschinenfabrik Clasen, Erkelenz
Germany
www.eme.de

Customer and owner of the batch plant:
Robert Rose – Operations Director,
Quinn Glass and Cobevco
Elton, UK
www.quinn-glass.com

“EME provided the best
comprehensive and
technical solution to
suit our production

requirements.”   
Robert Rose


