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cantly improves efficiency levels.

“VVR allows us to make the
compressor more flexible to max-
imize the efficiency as conditions
change,” said Rob Landes, prod-
uct manager, positive displace-
ment chillers, Daikin Applied
Americas. “As customers are
looking for more flexible solu-
tions and more efficient perfor-
mance, you can do it one of two
ways — throw money at it by put-
ting on bigger heat exchangers, or
you can try to innovate.

“Daikin  took the latter

approach,” he continued. “We
gave the compressor the abil-
ity to change its volume ratio.
Instead of being hard-machined
into the compressor, we gave it a
slide mechanism that allows the
volume ratio to change. In doing
so, we allow the compressor to
match its volume ratio to the sys-
tem’s pressure differential.”
Daikin’s Magnitude centrifu-
gal chillers feature magnetic
bearing technology that elimi-
nates the need for oil, mechanical
seals, and gears, which enables

longer machine life as well as
better efficiency and reliability
that can save end users up to $4
million in energy costs over the
lifetime of the chiller. Daikin’s
unique RideThrough and Rapi-
dRestore  technologies  allow
chillers to maintain stable opera-
tion during short power outages
and drastically improve restart
times, if needed.

“Qil-based chillers are largely
a thing of the past,” said Art
Rizoli, director of centrifu-
gal products, Daikin Applied

Americas. “If you compare
magnetic-bearing to oil-based
chillers, the magnetic-bearing
chiller will keep its performance
throughout its life while the oil-
based chiller will start to lose
its performance the minute after
it’s started. The oil will con-
taminate the system, and per-
formance will diminish. From
a reliability and life cycle per-
formance standpoint, magnetic-
bearing chillers are here to stay.”

When asked to summarize
Daikin Applied in one word,

Thorne chose the word, “Driven.”

“Daikin is a very unique com-
pany that embraces a driven cul-
ture,” Thorne said. “While some
companies are very much focused
on the short term, Daikin is con-
tinually investing in the industry’s
future as well as its own future.
That’s what’s guided the last five
years and will push this company
forward for the next five, 10, and
50 years.”

For more information on the DGSM,
visit www.daikin.com.

Evapco Penetrates Dry Market

BY KYLE GARGARO
THE NEWS STAFF

ALTIMORE — Evapco
is adding dry.
At its recent 2017
Global Sales Confer-
ence, the company introduced its
eco-Air™ Series of dry and adia-
batic products. For a company
that built its reputation on the
wet side of the industry, it was a
bit of a turn.

But, this change in the com-
pany did not come suddenly —
it’s been about eight years in
the making.

Bill Bartley, Evapco president
and CEO, related the company
to hockey great Wayne Gretzky.
When Gretzky was asked in an
interview why he was so good,
the Hall of Famer replied that
he skated to where the puck was
“going” to be. Evapco is taking
a page out of Gretzky’s book by
going to where they believe the
market will be expanding.

In 2009, Evapco purchased a
company in Denmark to begin
this journey to the dry side of
the industry.

“We were not in dry cooled
products, but we thought we
could get to know the prod-
ucts in those markets under the
radar,” Bartley said. “We have
been in that business in a small
way in Denmark. We are now
globalizing it.

“In their selling efforts, our
reps now have a complete spec-
trum product approach by being
able to offer solutions to custom-
ers with no bias as to what is
best,” he continued. “It doesn’t
matter to them if a system design
moves toward dry, evaporative,
or hybrid; Evapco reps have all
the solutions.”

Evapco’s
dry and adiabatic products pro-
vide flexibility in a wide range
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of capacities, footprints, motor
types, and controls. From the
smallest factory-assembled
evaporative coolers to the larg-
est field-erected air-cooled
steam condensers, Evapco offers
heat transfer products designed
to meet the water and energy
requirements for any project.

The eco-Air family of prod-
ucts provides a range of heat
transfer solutions with minimal
or no water use with V-coil or
flat-coil configurations. The
series includes eco-Air Series
Dry Coolers, eco-Air Series Air
Cooled Condensers, and eco-
Air Series Adiabatic Coolers
and Condensers

“The world is changing,” said
Jamie Facius, vice president,
North America sales, Evapco.
“Water is becoming more critical
with shortages and drought con-
ditions. We are positioning our-
selves for that future with these
dry and adiabatic units that can
conserve a lot of water.”
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There was record attendance
at the sales conference — a total
of 650 attendees from 34 coun-
tries. The event was titled, “Full
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A WALK ON THE DRY SIDE: At their recent 2017 Global Sales Conference,
Evapco introduced its new eco-Air Series of dry and adiabatic products.

Spectrum Global Solutions.”

“We have an international
global sales conference every
three to four vyears,” Bartley
said. “We always have a reason
for a meeting in the form of new
product introduction. It seems
to propel the company to a new
level of success as we introduce
new products and new markets.
The camaraderie and team build-
ing is also a real benefit. It’s a big
investment by the company, but
we think it’s time well spent.”

In addition to the new prod-

uct launch, one of the high-
lights of the event was a keynote
speech by Ross Shafer. Shafer is
a comedian and TV host turned
leadership speaker. He told the
audience that being aggressive in
your business is always relevant.

“I see a lot of organizations
that are just trying to get by,” he
said. “They’re waiting for the
economy to turn around or for
legislation to change. You need
to go out in the marketplace and
shake it up. That’s what will win
for you.”

He urged the audience that
if they had an idea, then launch
it. The herd — customers — will
tell you what is right and what is
wrong about it.

“That is what Evapco is
doing here,” Shafer said. “If you
don’t launch an idea quickly in
this market, you’ll be last. And
nobody wants to be last. We’ve
all launched ideas that are bad.
As long as you trust what the
herd is telling you and adapt
to that, you’ll be fine. Innovate
before the competitors catch up.”

The conference ended with a
lunch at the new 160,000-square-
foot manufacturing facility in
Taneytown, Maryland, where the
new products will be produced.

“As demand for the product
takes off, we will expand fur-
ther,” Facius said.

During the event, the com-
pany gave away a new Tesla
Model S75 to one of the sales
representatives in
via random drawing. Bartley
announced Dr. Avi Shalev from
Krashin-Shalev Metal Industries
Ltd. in Barkan Ind. Park, Israel,
who has been working with
Evapco for 20 years, as the lucky
winner of the car.
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