New machinery
is tested. :
(Courtesy: PEKO)
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Since 1966, PEKO Precision Products has been a contract
manufacturing company specializing in manufacturing
and designing equipment, machinery, and major
mechanical assemblies in order to help move innovative

ideas to full-scale production.

By KENNETH CARTER » Wind Systems editor

here seems to be no limit to the innovative advances
coming from the wind-energy industry, but when
it comes to moving a prototype to mass production,
that innovation can sometimes hit a roadblock.

The minds behind PEKO Precision Products understand
that all-too-often challenge, and the company prides itself
into moving fledgling products to the next level.

“We get all sorts of technologies that come around here;
said Scott Baxter, marketing and business development
manager with PEKO Precision Products. “I never know
what’s going to walk through the door. With renewables,
it’s a budding, exciting industry. It’s a new industry. What
you’ve got out there, from our perspective, is a lot of new
product innovators. They might come from a startup-type
ecosphere or have a startup complexion to them. They
might come from a large company that is getting into a
new segment. But they do have this thing in common where
they always have a skilled set of core technology experts.
They’re usually very good at, ‘How do I take this motion and
turn it into energy?’ And they’ve all got their own secret
sauce or variations of other secret sauces. But where they
struggle, whether it’s a big company or not, is how they get
a unit made.”

J

DEVELOPMENT TO COMMERCIALIZATION

To that end, PEKO is a multi-faceted advanced center for
technology development and product commercialization
with a dedicated division that aims to help alternative en-
ergy companies bring hardware, machinery, and equipment
to market in order to fuel growth through customized com-
mercialization programs.

In recent years, the company has put a major focus on
renewable energy and U.S-based manufacturing, offering
a full range of in-house contract manufacturing services
specifically designed for renewable energy machinery and
equipment manufacturers. In addition to the wind industry,
PEKO also works with other renewable sectors including fu-
el-cell power generation, energy-storage systems, and solar
and photovoltaic.

With its depth of experience that spans 50 years, PEKO
has put itself in the ideal position to help innovators move
from working concept to repeatable machinery and equip-
ment, according to Baxter.

“That’s a heavy lift,” he said. “So, having the engineering
team here is paramount to that. We’re a manufacturer and
engineering firm. Commonly, a lot of folks show up at the
door and they’ve got this first prototype, this feasibility unit.
And they say, “Well, I've got one. I've got to build 100 every

year from now on. How in the world am I going to do that?’
And they just don’t know. That question is not answered
very well by industry in general. That’s what the engineer-
ing team does. It’s a new product introduction division that
takes that one unit and commercializes it and sends it over
to our production group. And that can take six months to
ayear or more to get all that going.”

MASS PRODUCTION CHALLENGE

Baxter points to a recent example PEKO did for a wind-en-
ergy company that needed help mass producing a trans-
mission system.

“They were trying to optimize the power curve as it
comes in through the turbines,” he said. “You can think
of a piece of equipment as roughly eight feet tall, eight
feet long, and eight feet wide. It’s a large transmission. We
helped him take this idea he had and some basic concepts
and turn it into something he could actually go out and
show more investors and put into a turbine. That was a real-
ly good day. When you think about the equipment involved
in wind, that’s a perfect example. There are some smaller
applications that come in every once in a while. We had
a company that was doing some small turbines, building
mounted. We were optimizing the manufacturing of the
housings for the turbine.”

With wind and other renewables and their related in-
dustries only getting bigger and bigger in the U.S., Baxter
emphasized it is an exciting time for PEKO.

“At heart, this is a group of engineering fanatics,” he said.

“To us, this is an exciting industry because it’s a place where
we can take our knowledge of building equipment and our
knowledge of physics — maybe we’re not experts to the Nth
degree, but we can add some applied expertise there. And
for us, that’s exciting. When we see these jobs come across
our plate, we get interested in engineering problems. That’s
a company philosophy. We like to solve engineering prob-
lems. We like to solve new engineering problems. We’re
more than excited to get involved. It doesn’t escape us that
the future is trending toward renewables. We would rather
be lock step with that future than behind. And the manu-
facturing industry has a tendency to lag a little bit.”

PATIENCE AND BUY-IN
And as the industry has grown, Baxter said there are two
things that have kept PEKO with its finger on the pulse of
new innovations: patience and buy-in.

“Patience is this: These are new technologies; we under-
stand that, and, quite frankly, there are a lot of companies
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The NPI Group works on various technologies. (Courtesy: PEKO)

that fail; there are a lot of ideas that fail,” he said. “Having
the patience to at least listen to some of these folks and say,
‘Let me hear more about your idea. How did you crack the
nut? And now what are you going to do with that?’ How
can you be sure the market will accept your solution? It’s
a difficult conversation, so we have to have the patience
to talk to everybody and realize not every company’s a fit
for us as a business. Now we have this growing network of
like-minded manufacturers that enable us to say, ‘Well, all
right. Maybe PEKO can’t help you. But here’s a place that
might be able to help. Here’s some resources.’ I think that’s
super valuable. You should never really turn anyone away
because they have an idea that you can’t help with or maybe
seems a little off the wall to you. I think all the good ideas
started with that kind of connotation.”

That’s the patience part of the equation, according to
Baxter. The buy-in part comes from PEKO’s expertise in the
industry.

“We’ve been working with renewables since the early
2000s,” he said. “We do have some sense of what we think
might work and what we think might not. Some people are
really resistant to renewables right now. Wind sometimes
has that connotation to it because some of the other ones
are more well-known or you see them every day. People are
more familiar and probably see solar panels out every day.
But you don’t really see a wind turbine every day. Buy-in is
another thing. But luckily, we have this physics background.
Between us, we see that the energy industry is trending
that way and is starting to work and there are a lot of tech-
nologies that really do work and that can deliver what they
promise. That, combined with, again, this fun engineering
challenge, I think a lot of folks around here are more bought
in now than they’ve ever been.”

FIRST TASK: DISCOVERY

Working with a client so that it can take advantage of all
PEKO has to offer is an ongoing process, according to Baxter.
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Panels for fuel cell power generation enclosure. (Courtesy: PEKO)

“The first thing is really a discovery,” he said. “You come
to me, and you say, ‘We’ve got this new technology, this new
turbine, and here’s why it’s different. Here’s what I want
to do with it And I say, ‘OK, tell me more about who your
market is. Tell me more about what the price points you
think have to be. Tell me more about your investors. Tell
me more about what the customer looks like and what they
care about. Tell me more about how you want to scale.’ These
will all start to formulate how I want to approach anything
from a proposal to actual engineering and fabrication after
an order.”

Once that’s established, Baxter said the company would
want to know why a potential client is approaching PEKO
in the first place, and then address that at a technical level.

“They may come to us and say, ‘I can make 1, butI certain-
ly can’t make 100, nor do I know how,”” he said. “That’s just
a superficial level, just to understand each other, build a
relationship. The second is: Now we’ve got to do work. We’re
going from talking to doing work. The engineering team,
the NPI —new product introduction team — has to get with
that person. A little bit of this will actually happen at the
quoting stage to say, ‘What have you got? What don’t you
have? Do you have proper manufacturing documentation?
Have you run tests? Do you have CAD models? Do you have
a bill of materials? Do you have print package that’s manu-
facturable? Is this thing itself manufacturable?’ And then,
‘Can you show us a sample? Can you show us what it’s sell-
ing? Can you show what you would wish to achieve that you
aren’t quite achieving yet?’””

There is a lot involved in undressing a client’s challenge
at a technical level, but Baxter said he thinks customers
appreciate that because they sometimes lack that bridge
between engineering and manufacturing.

FROM BASEMENT TO MAJOR PLAYER

It’s interesting to note that PEKO’s gamut of expertise it can
offer now began, simply enough, in 1966 with three guys




Renewable energy equipment production. (Courtesy: PEKO)

in a little tool-and-die machine shop working in someone’s
basement.

As the company moved into the 1980s, it started building
machinery and equipment where one side of the business
was doing metal fabrications while the other side was doing
equipment top-level systems machinery builds for compa-
nies such as GM and Delphi. In the 1990s, PEKO ventured
into contract capital equipment builds for companies such
as Kodak, IBM, and Xerox. Moving into the 2000s, PEKO ex-
panded into more contract manufacturing.

“We build machines; we build equipment,” Baxter said.
“We’re still leaning heavy into metal fabrication for difficult
stuff, and all of this is grounded with an engineering base.’

That varied background coupled with decades of exper-
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tise has put PEKO in a unique position to help usher the
exponential growth of wind and other renewables, accord-
ing to Baxter.

“We see it exploding; all signs point that direction,” he
said. “We’ve invested heavily this year in growing the seg-
ment. We have more inquiries than ever from the renew-
ables industry. But this year, we started really hitting that
campaign hard. So, it’s going to take some time for a lot of
that to materialize. But we’ve got our sales up in that direc-
tion, so we’ve made a spot for it in our business model. As
far asrenewable energy goes, we're there by its side, whether
it’s wind or whether it’s energy storage or solar.”

MORE INFO www.pekoprecision.com
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