


Both of these facilities provide an excellent 
opportunity to demonstrate the advantage 
that Fluid Power Professionals can bring to 
the table. It was shown that both companies 
could save about $30,000 a year in energy 
costs if they switched to central hydraulic 
power systems.

So, how would you, as a Fluid Power Profes-
sional, approach these challenges?

Well, I’m not going to do the math for you, 
even if you whine about it. I will, however, 
discuss some steps you could take, depend -
ing on your relationship with the facilities.

Let’s say you are a Fluid Power Profes -
sional who is the facilities manager of one of 
these companies. You’ve been reading these 
articles and are convinced that it would be in 
the best interest of the company to make the 
�uid power choice. Where would you begin?

The hardest step is overcoming the iner -
tia of “We’ve never done it that way before.” 
At both facilities, it would be best if you 
can get in at the planning stage for a new 
installation.  

At the molding plant, you can tell the 
grinding machine manufacturer that you 
want a quote on the equipment with hy -
draulic motors driving the knives directly 
and with no belt drives for speed reduc -
tion. You want a central hydraulic power 
unit that can handle the average load of 
the combined motors. You want directional 

valves that will allow you to reverse the mo -
tors (something the original grinders can -
not do) because sometimes material gets 
stuck in the knives, and without the revers -
ing capability, you will have to disassemble 
the grinder to clean it out.

At the water treatment plant, you would 
let the contractor know that you want an al-
ternative approach using a central hydraulic 
system driving the water pumps without gear 
reduction. You will probably have to get the 
contractor to give you the model number of 
the water pump, so you can call the manu-
facturer and �nd out what the actual input 
torque requirement is. The literature on the 
water pump will probably only tell you the 
suggested input horse power. What you need 
to know is the actual running torque without 
going through a reducer. This may take a lit-
tle pushing because the manufacturer is not 
used to being asked that kind of question. You 
may wind up talking to some lonely engineer 
in a back room somewhere who keeps that 
sort of information either in her head or in a 
box under the desk. (Oops! Did I say that out 
loud?) As I said, this is not going to fall into 
your lap. You will have to work for it, but it is 
worth the effort.

If you happen to be a Fluid Power Profes-
sional involved in application engineering, 
then you can approach the OEMs and let 
them know that you can help them in mar -

keting their equipment by introducing central 
�uid power as an alternative.

If you are attempting to make changes 
in an existing system, there are some basic 
things you will need to do whether you are 
the facilities manager or the sales person. 
Find the actual torque and rpm rating for the 
driven components. From this, calculate the 
theoretical kW to operate the machine. Then 
contact the local power company, and have 
them place meters on the machines to give 
you the data on the actual power usage and 
get a report on the power factor. With this in-
formation, you will be able to calculate the 
current cost, the potential savings, and envi-
ronmental bene�ts of the new system.

In all cases, you will need to be able to ac-
curately and convincingly defend the bene�ts 
of �uid power including ef�ciency, reliability, 
and �exibility.

Some utility companies are offering incen-
tives to make systems more ef�cient. Contact 
your local utility and �nd out what is avail-
able. This information, along with your Fluid 
Power Professionalism, will help you see the 
power factor as an opportunity.

Dan Helgerson can be reached 
at dhelgerson@schn.com
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