Industry Leader

Located on the outskirts of Toronto, Castool is a divi-
sion ol Exco Technologies, a multinational group of
15 companies and more than 2000 emplovees. Exco
Technologies is a major technology provider serving
the die cast, extrusion and auromotive industrics in the
global market.

According to Castool General Manager Paul Rob-
bins, *Our role is to design, build and support tooling
and process related equipment used primarily by light
mictal die casters and extruders.”

“Of course we benefit by being part of a parent com-
pany that includes such leading die cast mould builders
as Exco Engineering, Edco and Extec, but Castool is
very definitely a stand-alone operation. We have grown
steadily in the past 15 vears and now provide the most
comprehensive line of world-class products and equip
ment currently available to the two industries we serve.”

Recently LINKS talked with Robbins about his
background, his management philosophy and the
suceess of Castool,
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ROBBINS:

I have a postgradu
ate degree in busi-
ness administration

and while I was still at
university, I worked
part time for
Exco Tech-
nologices,
Writ
ing
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After gradua-

tion, I joined

Exco Tech

n 1983 to

run Canallov,

their steel division. [
moved to Castool in 1987,

LI‘ I{“H Since then

have been some major changes in Castool

I gather that there

ROBBINS: | ikely the biggest change over that time

has been in the attitude of our employees. The pereep
tion that a customer has of any company depends to a

arge extent on the artitude of its emplovees at all levels,
At Castool we adopted the motto, “Our success depends
on the success of our customers.”™ This may seem a
prerty obvious statement and one that should be raken
for granted, but industrial companies that are seriously
customer-oriented are actually not all that common,
Secondly, “Anyvthing that can be measured can be
improved.™ Once evervone accepted that concept and
became comfortable with ir, we made a sincere com-
mitment to ongoing improvement throughout the
company. This had some surprising and positive results,
For example, the mere fact of measuring and record-
ing many things that hadn’t been measured regu-
larly before, scemed to almost guarantee immediare
improvement.

_' | imagine that this would certainly

have an impact on both vour productivity and the qual

ity of your products

ROBBINS: Well, Castool was the first tooling sup
plier in its field to have ISO9002 certification. Then,
since some of aur customers are second tier supplicrs to
the automotive industry, although we were not required
to, Castool became the first tooling supplier to the two
industries we are in, to achieve the considerably more
stringent Q89000 certification,
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Plinger vod with proprictary ving plunger

We have a special temperature-controlled calibra-
tion room where all measuring instruments are regu-
larly cleaned and calibrared. Tt contains, for example,
a computerized length measuring machine that has a
guaranteed accuracy of one hundred thousandth of an
inch, We also regularly test our inspectors, to be sure
that their measuring rechniques are consistent,

Quality is an interesting topic, because the market is
now so competitive that quality is actually no longer a

¢. It has to be
a given. In tact, in promoting industrial products, the

selling teature. Quality is not negotiab

word “fearures™ is increasingly being replaced by *ben-
cfits™, What the customer today really wants to know is
how vour product will increase his profit. He wants the

assurance ol a measurable financial benefit.
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ROBBINS: A knowledge-based company is
simply one that recognizes and profits from the fact
that throughout the industrialized world we are now
moving from an information economy into a knowl
edge-based economy. Let me explain:

Changing technology is driving the next wave of eco
nomic growrh. To rake advantage of that growth, we
will have to apply not only the new technology, but also
new thinking. But first, we should clearly understand
the shifts in the economy from data to information to
'!'\H::\\ i.l.'dll:.'\t_'

Data is the basic building block of both the informa-
tion cconomy and the knowledge-based business. We
collecr dara primarily in the form of numbers, words,
sounds and images. When data is arranged into mean
mglul patterns, it becomes information, The importance
of data as an economic factor Arst became apparent in
the 19505 and 60s, when room-sized computers made it
possible to collect, sort and store vast amounts of data.
[his then had to be programmed by users to produce
nformation. With the advent of increasingly power
ful. smaller and cheaper computers, as an economy we
are now beginning the transition trom information to
knowledge. We can define knowledge as the productive
and profitable use of information.

For a die caster, effective use of knowledge will have
4 positive impact on costs, cvele oome, productivity and
profit. Learning and education are obviously good for

any company, but to be perfectly frank, the real point of

knowledge-based strategy is to make more money.
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ROBBINS: As well as being of considerable value
to the user, tvpically, a knowledge-based product will
be “smart™. By smart, [ mean t
callv connected, not freestanding, so that its operation
automatically changes with a changing need. Also, it
will likely be customized for cach particular installa-
tion. Finally, it will likely be easily upgradable

1t it will be elecrroni
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ROBBINS: The Castool temperature-controlled
shot sleeve is a good example of a smart product.
Together with the Allper plunger tip, it illustrates Cas-
tool’s approach to a major problem in the cold chamber
dic casting of light metals.

For acceprable productivity, the plunger must pass
through the shot sleeve guickly and smoothly. This can
only happen if the shot sleeve is round and straight and

also it the gap berween the plunger tip and the sleeve
always remains at abour four thousandchs of an inch. It
at any time during the shot this gap exceeds four thou,
the alloy is likely to penetrate the space and flash or
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Shot sleeve with thermal control jacket

blowby can occur. This will inevitably cause excessive
wear. 1f the gap becomes less than four thou, there is
a danger of interference and inconsistent shot velocity,
Scrap will result.

The problem is that when heated, metal expands.
And a copper plunger tip expands at a much greater
rate than the steel shot sleeve.

Castool’s solution to this problem is to automarically
control the temperature of the shot sleeve, thus making
its I1) more consistent during the shot.

The efficient heat transfer of the patented water-
cooled plunger tip effectively restricts its thermal
expansion. It also cools the biscuit much more quickly
than a conventional plunger tip. This reduces the
length of time that the mould remains closed and also
allows a thicker biscuit. Even a few seconds reduction
in a short cyele time will have an appreciable affect on
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productivity and profit.

In researching the flow of temperature through the
sleeve during the shot, when upgrading our tempera
ture controller, we used the finite element method.
This required a computer to resolve more than two
million mathematical equations, turning data into
information. The computer modeling then converted
information into knowledge,

: Where do vou see your
company in the coming vears?

ROBBINS: The future for Castool looks good.
Completing its line of products for die casters coincides
with a growing market. The automotive indusery wants
to increase its use of light metals to reduce vehicle
weight and fuel consumption... and most of the light
metal now used by auto makers is die cast.

There has likely been more improvement in the tech-
nology of light metal die casting in the past 10 years,
than in the previous 20. This is good for the industry
and it is good for Castool,

: What advice would you give a die
caster who wants to profit from the current movement
toward a knowledge-based economy.

ROBBINS: [ would suggest that he be constantly
aware of the fact that providing the cheapest product
that will do the job is often no longer enough. Today’s
buyer wants more value for his dollar, The die caster
who can add the most value to the product he makes
will get the business.

Many engineers who design parts to be die cast have
no idea how large, how thin, how precise and how
complex light metal castings can now be made with
the aid of vacuum. For example, some components
that have previously been made from two castings can
now be redesigned into one. Parts that were machined
after casting, can now be cast with the required close
tolerances, Making walls thinner can reduce weight.
Structural integrity can be improved and serap reduced
by climinating porosity.

The number of ways to add value to his product is
limited only by the imagination of the die caster, his
knowledge of what now can be accomplished and his
determination to succeed.

WANT TO
LEARN MORE
Vist
CASTOOL Tooling Solutions

on the Internet at;
www,castool.com
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