CUSTOMERS
HAVE THE
RIGHT TO

FAIR TRADE

Service and sales employees of replacement cutting consumables
manufacturers increasingly encounter confused customers.

This confusion often is initiated from attempts of plasma cutting
system Original Equipment Manufacturers (OEMs) to recover

the market shares they have lost to fair competition in the
replacement torch and consumables market. These companies
often use questionable argumentation and procedures for this.
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production costs fo then make a profit
later by selling overpriced operating
materials or required consumables,
will only work if the provider holds

a market-governing monopoly
position. Luckily, this is not the case
for users of cutting devices, torches
and accessories.

The claim made in this context is that
third-party providers of consumables
have no expenses for development
and innovation which is not correct
either. For example, Thermacut spends
more than 5 % of its sales in the field
of plasma for R&D. Improvement and
specifically further development of

Graph: The number of starts achieved with TungstenEX-® nozzles
compared to other manufacturers (130 Amp, Mild steel)
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present OEM technologies concurrently
with clear benefits regarding service
life and cutting performance for the
users provide this and are essentially
responsible for the sustainable
economic success of Thermacut.

The best examples for this are the
consumables technologies Silver-EX™
for electrode innovations and Tungsten-
Ex™ for nozzle innovations.

Let it also be noted that Thermacut
invests about 6 % of its plasma sales in
new production methods and state-
ofthe-art highly efficient production
machines every year fo continue to
provide customers with highest-quality
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TungstenEX-®
220182-UR-W /
Thermacut SilverEX-®
ELECTRODE 220181-AG,
MILD STEEL 10 MM
CUTTING SPEED 3400 MM/MIN.

torches and parts at attractive prices
below the OEM price level.

The hypocrisy of the above pleas

to the purchasers’ morals becomes
clear when considering the following:
Hypertherm® as the largest OEM of
plasma cutting systems in the world
itself happily offers copies of cutting
torch consumables. Through its
subsidiary “Centricut®”’, Hypertherm®
sells consumables of other wellknown
competitors. Therefore, Hypertherm®
makes a considerable contribution to
the global business with replacement
consumables, thus reducing the
turnover of its OEM competitors.

Graph: Number of sfarts achieved with SilverEX-® electrode
compared to standart cooper OEM electrode.
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ONLY MYTHS, BUT NOT REALITY!

This analysis of the arguments

or methods in which OEMs try
to reclaim their customers for the
consumables business demonstrates
that the OEMs seem to want to
keep their customers confused.
They use the customers’ lack of
knowledge regarding technical
and electronic interrelations

to fuel fears that cause customers
to return to the OEMs’ arms —

much more expensive but allegedly
more secure. They use questionable
argumentation and claims and often
move on rather thin ice, legally
speaking.

However, it is also characteristic
that these methods are usually only
used orally in consulting meetings
with the customer, in order to avoid
the danger of conflict with the com-
petition supervisors.

Hypertherm®, Centricut® are registered trademark of Hypertherm, Inc. Thermacut is no way affiliated with manufacturers mentioned above.

Every technology user
should critically question this
procedure and respond out
of their own interest.
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