IMF shifts the playing field
By John Walley

The International Monetary Fund (IMF) has released a report called
ORethinking Macroeconomic Polidy whi ch has <chall
that single minded inflation targeting was the best option for world
economies, admitting that in light of the economic crisis this policy
was wrong.

Essentially the report concludes that inflation targeting has two main
flaws:

In small economies it has caused excessive exchange rate volatility
as interest rates used to try to restrain inflation are forced higher.

This creates a differential between the interest rates of larger

countries causing investors to buy the currency of small countries.
This causes exchange rate appreciation which is detrimental to the
tradeable economy. They note that most small countries that do
practice inflation targeting (but not New Zealand) veer away from
their stated policy by paying significant attention to stabilising the

exchange rate.

They also note that an inflation rate of two percent could be
detrimental to larger countries with lower interest rates, as the limit
of a zero percent official rate reduces the effectiveness of monetary
policy stimulus. If the average inflation rate was higher this would
leave central banks with more room to move.

Inflation and Offical Cash Rate
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The graph shows that notradeable inflation has been above the
target band of three percent since 2002 and has been largely
unresponsive to the Official Cash Rate (OCR). Tradeable inflation has
been far more fluid due to fluctuations in commodity prices and
exchange rate pressures. The only influence the OCR has had on
inflation has been via its affect on the exchange rate. When the
exchange rate moved up due to interest rate differentials it tended to
bring tradeable inflation down, in turn, bringing the net Cost Price
Inflation (CPI) figure back within the target band.
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The results for the export sector have been pronounced. Exchange
rate variations have meant that
sector has dried up as exporters are unable to accurately forecast their
returns. Other small economies such as Singapore that have put more
emphasis on the exchange rate have seen significant export growth.

The IMF report admitted that small countries were wise to move away
from strict inflation targeting and to pay more attention to the
exchange rate. They noted that
than their rhetoric. Large fluctuations in exchange rates, due to sharp
shifts in capital flows (as we saw during this crisis) or other factors, can
create | arge disruptions in acti

Unfortunately wunder the guise ¢
embraced the rhetoric and macroeconomic management has been
less than pragmatic. Little attention has been paid to wild exchange
rate fluctuations leading to long term damage to the real economy,
growth and jobs.

Hopefully this report will send a clear message to the Government and
the Reserve Bank that ©6best prac
experience. Exchange rate stability needs to be a priority to create

more jobs and growth in the tradeable economy.
QM “/J

Dondt for
us on Twitter

Vv i Exprebs your views
on our Blog

Bty
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The latest New Zealand Manufacturers and Exporters Association
(NZMEA) Survey of Business Conditions completed during
February 2010, shows total sales in January 2010 decreased 3%
(export sales decreased by 32% with domestic sales increasing
15%) on January 2009.

The NZMEA survey sample this month covered NZ$452m in
annualised sales, with an export content of 28%.

Net confidence rose to 45, well up from thell result reported
last month.

The current performance index (a combination of profitability and
cash flow) is at 100.5, down from 101.5 in December, the
change index (capacity utilisation, staff levels, orders and
inventories) rose to 99 from 98 in the last survey, and the
forecast index (investment, sales, profitability and staff) is at
104.5, up on Decemberd6s result
indicates a contraction.

Markets were the only reported constraint.
Staff numbers for January 2010 decreased year on year by 13%.

0Confidence has turned
negative territory but that will be little comfort until sales and jobs
start to pick up,6 says
0There are reports of markets
a fair way to go to get back to normal. A persistent concern is the
exchange rate which continues to hit profitability even in
industries where sales have

0OA | ower cCross rat e and cont
economy will help manufacturers selling to Australia, particularly
if they buy materials in US dollars. Overall markets are still soft
and remain the only reported constraint. Europe is particularly
we ak.
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Monthly Survey of Business Conditions - January 2010

Bumping Along the Bottom

OWor king papers released by t
this month have reinforced the messages that the Government
has been receiving for some time on management choices for

he

the economy and currency issues.
optimaldé is a pretty <clear me s s
|l ooks Iike it has fallen on deaf
0The medium term outl ook wi |1

Government refuses to address the imbalances in the economy.
The foreshadowed tax changes demonstrate that even if the
needs of the tradeable sector are understood, they are being

ignored. o

The New Zealand Manufacturers and Exporters Association
survey gathers results from members around New Zealand. It
provides a monthly snapshot of
sales and sentiment.
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By Amanda Munting -Kilworth of MGZ Ltd

Holidays Act 2003 - Recommendations for Change

As you are likely aware the Government is undertaking a review
of the Holidays Act 2003 with the aim of:

Making the Act easier for businesses and employees to
understand and apply;

reducing direct and compliance costs; and

making the Act more readily applicable to a
range of employment patterns.

The following is a summary of the areas for review and the
recommendations made by the Ministerial Advisory Groug
(comprising employer and union representatives) which was
established to advise the Minister of Labour on options for
achieving the aforementioned aims:

The calculation of Relevant Daily Pay (RDP)
Two recommendations were made:

The empl oyer representativesd
accrual and payment mechanisms for all statutory leave should
be changed to simplify the legislation by providing for one rate at
which all leave events are paid (i.e. annual holidays, alternative
holidays, public holidays, sick leave and bereavement leave)
using 52 week averages. It is proposed that this will eliminate
distortions created by the use of four week averages. Further i:
was recommended that legislation should provide for the accrual
of annual holidays, sick leave and taking of all leave in
contractual hours or whatever time unit is best suited to the
individual workplace, which could be hours, days or week/s. It is
proposed that this will eliminate, for employees with variable

wor k periods, any requi rwenrdmbt
annual h ol i d adyasffod othher fombad leave). s a
The union representatives strongly oppose the employer

representatives proposed extension of the alternative formula to
the calculation of annual holiday pay, and their proposal to
accrue and record all h ol workay
unitsé rather t han t he present
representatives recommended that payment for sick leave,
bereavement leave, public holidays and alternative holidays (but
not annual holidays) should be calculated using a formula
wherebypatymentdé for
@ontractual
| eave. ratkRwWrther,

equat easnntu@l 6 gr ods vé aedcoltgatud h e

hours for the relevant period?d
Trading in annual holidays for cash

Two recommendations made:

The employer representatives recommend that employees are
able to trade annual holiday entitlements provided a balance of
three weeks of entitled annual holidays remain, subject to a raft
of safeguards. The most common benefit referred to by
submitters was the additional income this would provide
employees.

The union representatives recommended that the statutory
minimum annual holidays entittement should not be able to be
traded for cash and were strongly opposed to such a proposal.

The main objection against this is that it would reduce the
empl oyees® opportunities for
which in turn negates workife balance and health and safety
issues in the workplace. One of the several other important
issues canvassed was that of equity. It was submitted that
women were more likely to want to take holidays for family
reasons therefore increasing the gender pay gap.

Casual Employees

The Ministerial Advisory Group recommends that the Government
maintain the current entitlements for holidays and leave,

however, it recommends the Department of Labour provides
more educational information for employers and employees as to
casual empl oyeeds

Transferring public holidays to another day

They rgogt CoRMEMN RENREt infayour jofsthis concent (amopggt
others) is that it allows for recognition of and enhances cultural
diversity in the workplace. The main reason for opposition to this
practice is that it would be administratively complex, making it
harder for businesses to plan ahead and manage staff.

The Ministry Advisory Group recommended the ability for
employers and employees to agree to transfer public holidays
subject to conditions.

Accumulation of alternative holidays

khe employee reprgseni@tives prgcpmmengl that ge Act be

gimplified by:

(i) Del et i he
holidaysd .

(i) When an employee works on a public holiday, on a day that
Jpulg otherwige,bg a workingjday, instead pfraccuymylating a

welgR s 0forl e@ypes t haghet henjnothmber
publ i c holiday are added to
entitlement.

(iii) Taking of time could be the same as annual holidays.

ng t

a equatesato ethe event 6 )
houmsi | of plliestdndatyt a W% ¢/op representatives recommend no change to the
t lsdyva nmrao @o d = PRUPHIaH0R pfraligrnagive holidays.

0
Treatment of public holidays

The group recommends no changes to the current legislative
treatment of public holidays. With regard to Easter Sunday
however, the union recommends that this becomes the 12
public holiday, and the employer representatives recommend the
status quo.

As a result of the recommendations it is anticipated that a Bill will
be drafted for introduction into the house in the near future.

This article was provided by McPhail Gibson & Zwart Ltd. If you
require further information relating to this topic please contact us
on email: mea@mea.org.nz or phone: 0800 353 2540.
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BUSINESS SALES

)Z( TABAK

By Damian Fahey of Tabak Business Sales

Making Sure Your Business is Ready to Sell When You Are

When determining how and when you will sell your Stay Current

business you need to take a critical look at every aspect of

your operation. Put yourself in the shoes of a buyerandask A buyer wi | | want to understan
what would make your business look more attractive? You, and future potential. You will need to have up-date

the seller, are an important part in the overall financial statements, income statement and balance sheets
marketing plan and your role starts with cleaning up your available on a monthly basis in order to clearly and accurately

businessd physically and financially.

reflect the current operation of your business. Keep

unnecessary expenses to a minimum but make sure all
The overriding principle is to continue running your revenue is reflected.

n

business operationally |like youdre going to own it forever

start running it financially like you want to sell it. Business Systems

Expert Advice Make sure business systems are efficient and effective. If
youodve been thinking about i

Selling a business is specialised- i t 0 s mu ¢ h busmess software, now might be the time if it will make your

complicated than selling your house or car and there are likely busi ness | ook up to date rathei

to be valid reasons to keep the sale process have written records of your basic business
confidential. Step one should be to call in a professiona procedures, get started on a written manual for your

business broking service. A business broker provides business.
guidance as you prepare for sale, identifies potential buyers,

and manages the negotiations and due diligence processes. What é6s Your Bottom Line?

The sale of your business may be one of the largest financial

transactions yodidl ds evetr s omdebving & gleat and feaistic value expectations and being
left to chance. prepared to be flexible on settlement terms will put you in a

Stay Focused good

position when itds ti me

time to add more value before putting it on the

Once you make that crucial dBdkesandwhen ygu agegready, make sure yoi syrround,

lessening of your commitment to the busines$ but now is = Yourself with professional advisors.

the time to go into overdrive. Improve your systems,

document your procedures, continue employee training This article was provided by Tabak Business Sales. If you
programmes, Step up customer service and review al require further information relating to this tOpiC please
advertising to make sure it éc@entadhiust pnn gmailh mea@mea.rrg.nz op ophoas: |
things you have always done to build your businegsbut try =~ 0800 353 2540.

to do them better.

The fewer discretionary items seen to have been put through
the books the better. Your accounts will be more transparent
and believable to any potential buyer.

Manuals & Training Resources
for Canterbury businesses since 1999

Sales & order \4 Finance & V
management administration

Logistics Human resources
Factory SOPs Payroll

Machine ERP user manuals
manuals & on-line help

Health & safety Customer manuals

www.streamliners.co.

Custom bu ilt for your business.
Easy to use and understand.
On-line and on paper.

Always up -to-date.

N
T LLNEMLINERS
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Livingstone

BUSINESS CHING GROUP

Most would agree that the setting of the direction of a

manufacturing business is the role of its board of directors.

but where does strategic marketing fit in at board level, and

wh at does t he board know a
direction and needs?

Many businesses look to their boards for defining their
strategic direction by setting a strategic vision, and
increasingly a vision with an emphasis swinging from a pure
emphasis on product production to a customer focus through
strategic marketing. This occurs even more often in smaller
organisations that lack marketing departments or specialists
who may see it as their role.

A strategic vision requires real discipline and persistence to
define and identify the trends affecting the future, building on
the usual strategic planning process. Having identified
possible future trends and changes enables the business to
cope with strategic surprises much better and is able to fend
away developing threats and take advantage of opportunities
as they arise. In this way a strategic vision is of major benefit.

The board defines a corporate mission statement that
provides clear guidance of what businesses, markets anc
products the business is to be in now, and most importantly,
in the future. Critically, the board needs the business to
create sustainable competitive advantages, strategies valued
by the market and supported by competencies not easily
replicated by competitors or negated by them. Very
commonly, sustainable competitive advantages are
uniqueness of product benefits, quality, brand recognition and
name, as well as customer support and service. It is easy to

By Eric Livingstone of Livingstone Business Consultants

Boards and Strategic Marketing

If we remember that customers are those who take their
custom from supplier to supplier, but clients are those with
whom we have a deeper relationship akin to business

Brienaighip, wet lshow dheirs futarenglanss (@s thieyu affectr aur

businesses), their future needs and our strategic planning
takes shape around our top clients needs for the years to
come.

Directors are vitally interested to see strategic relationships
and alliances are established
so that their future needs are catered adequately for in the
strategic vision and marketing they approve.

Management of course runs the factory within the approved
business plan for this financial year and prepares the ground
for the implementation and achievement of the boards longer
term goals. Meanwhile, the board approves the strategic
allocation of resources to meet the future needs of its top
clients with whom it is developing strategic partnerships. In
this way both management and the board are ensuring that
sustainable competitive advantages are developed for the
future needs of its clients and not just their present needs.
The board is responsible for the future, for the long term
survival of the business, and any neglect of the strategic
marketing fit or of the strategic vision may risk all.

Management then implements the strategic marketing fit that
protects the sustainable competitive advantages as directed
by the board, delegating to marketing specialists the
development of detailed marketing plans and marketing mix
strategies.

see why a boar dds rol e i s Soundsrsinples?i Batghbwy often dovveel seeendajor ibusiness h e
development of a strategic marketing approach that brings reputations and market share dented by poor product
about the vision built around those future sustainable performance like a recent major telecommunications failure.
competitive advantages. We all need to give adequate protection to the future of our
businesses by ensuring the strategic marketing is customer
We can see that competitive divehyimplemented wgorauslyeby managemerp and yed by
most important assets, of value far exceeding fixed assets or the board following its strategic vision.
shareholders funds, as they represent future abilities to earn
profits, particularly if the advantages are sustainable. As such, This article was provided by Livingstone Business
they are a critical asset that the board of directors charges Consultants. If you require further information relating to this
management with growing and protecting as a key function. topic please contact us on email: mea@mea.org.nz or phone:
0800 353 2540.
The smaller the company, naturally the more involved the
board of directors is in developing and taking of ownership of
the setting of the strategic position of the business is relative
to its competitors. Strategic positioning is the way the
business derives its differentiation from its competitors and
grows in stature and depth of relationship with its clients.
At ANZ, we have a large team of dedicated and experienced Relationship Managers
committed to helping medium to large businesses grow and realise wealth.
AR B N P ’ ’
P—— — Contact us:
Carlyle Boyd - Commercial Banking ( 03 3682448
& aN S Samuel McCully - Corporate Banking ( 03 3682400
Paul Saunders - Global Markets 03 364 5312
We appreciate the support by the ANZ  Institutonal and Commer ci al Banking in sponsorj]ng

New Zealand Manufacturers and Exporters Association
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Forums

Forum start times vary but generally sessions run for 90 minutes. Forums are open to all members of your staff, members and
non-members of the NZMEA. For more information and to registerlare visit: www.mea.org.nzselect Events/Trainingfor the full list of
events. Or you can contact us on: 0800 353 2540 or email: mea@mea.org.nz.

Implementing Lean Manufacturing The Human Factor
Tuesday 16 March, 4:00pm, Christchurch

Lean Manufacturing is about having the will and ability to make significant change at a rate faster than your competition.
I n todayds world companies need to have | ow operating co
motivating its greatest asse® people.

Who should attend?Companies, who are either involved or looking to implement Lean practices, improve efficiency and
reduce manufacturing waste

Presented by Chris BennChrisis a Productivity Improvement Coach for Improv@roup NZ His role sees him coaching a
diverse range of organisations in lean methodology. These include food and beverage, timber, engineering, compounds
and healthcare.

Drug and Alcohol Policies in the Workplace
Tuesday 16 March, 4:00pm, Auckland

Do you know the signs of drug use and/or dealing within your organisation and do you want to know more about drug
trends in the workplace?

| f you ar e asking yourself oOWhere do I start? What C
I di scuss it with?d6é then this is a Forum that you shoul
wanting to add to their current Drug and Alcohol Policy, there is helpful information as well.

Who should attend? Any size enterprise from Business Owner, CEO, General ManagdiR Managers and
OSH Managers.

Presented by Paul Thomasf Elite Dog Services. Paul has a wealth of knowledge in relation to the drug culture gained
while a police officer. Over the last eleven years he has worked on a daily basis in this area assisting organisations to
educate, train, manage and deal with the drug issues.

Security and Risk Management Internal Theft and Fraud
Wednesday 24 March, 4:00pm, Christchurch

I nternal theft and fraud are New Zealandds fastest growi

This Forum offers a thoughprovoking overview of the risks, facts, types, and techniques of internal crime, with actual case
histories, defensive strategies and guidelines, and many options for improving deterrence, prevention and detection. This

is not just for those who think they may have 06i ssues?é,
Who should attendManagers, HR and anyone concerned about internal crime

Presented by Steve DavisManaging Director of Davis Consulting. Steve has devoted 25 years exclusively to
corporateindustrial security and counteifintelligence, risk and crisis management, internal theft and fraud control. He has
been a corporate security director and a professional consultant to over 1000 major companies. Steve is a frequent
presenter on security and risk control issues to management, trade, corporate, and professional groups.

Pages New Zealand Manufacturers and Exporters Association



Workshops/Programmes

Workshops are open to all members of your staff, members and rorembers of the NZMEAF-or more information and to
register online visit: www.mea.org.nz, select Events/Training for the full list of events. Or you can contact us on:
0800 353 2540 or email: mea@mea.org.nz.

First Line Management: National Certificate of Business Level 3
Starts Tuesday 23 March, Christchurch, 7 days, 8:30am4:30pm

Team leaders are crucial in any business. They are the line between the businesses management and the general staff. If
the 6First Line Managersd are doing their job well, then

This training not only serves as skill enhancement but also allows individuals to have their skills recorded and recognised
on the NZQA Quialifications framework, as well as building staff loyalty and a positive learning environment.

The National Certificate in Business (First Line Management) Level 3 focuses on the areas of quality, people and
performance skills. Knowledge and skills covered in the programme include relevant business skills such as quality
management, systems and resources, people development, and interpersonal skills.

Who should attend:This qualification is for people who are, or are training to be first line managers (team leaders,
supervisors, or charge hands etc.) People in these roles are likely to be responsible for managing people, resources, or
workplace operations, and may have had a little or no formal training.

Registration Closes Tuesday 16 March

For further details on this programme and to register online visit www.mea.org.nz and go to Events / Training.

Supervisors: Leading and Coaching Teams
Wednesday 14 April, Christchurch, 9:00am 12:30pm

Consider how incredibly difficult it would be to think of a new product idea or design changes to a process and then
implement those ideas and changes all by yourself?

No matter how smart you are, the different expertise, experience, energy and perspectives of others make things happen.
A smart team knows how to make differences work.

This leading and coaching workshop will give you an overview on:

Understanding the importance of consistency in behaviour to maintain personal credibility.

Coaching for improved behaviour and performance, focusing on the facts not the personality. Learn how to use the
tools and techniques.

Actively manage differences and trust each other.

Know what behaviour to reward.

Making motivation a team effort.

The workshop is designed to assist new and existing supervisors/team leaders to gain confidence in leading and
coaching teams. This progNauBGowlLeadanshinprbducTodaytandhet
be held later in the year.

Who should attend:Anyone already or soon to be in a supervisory or team leader role.

Registration Closes Wednesday 7 April.

For further details on this programme and to register online visit www.mea.org.nz and go to Events / Training.

New Zealand Manufacturers and Exporters Association Page 7



By Diana Hanafin of TriEx Health, Safety and Wellness

Workplace Health, Safety & Wellness Exit Medicals and Annual Testing

TriEx was recently asked to provide feedback on a question With hearing this could include sudden impact noise, with
posed in the health and safety publication Safeguard lung functions; exposure to sensitising agents causing
regarding the necessity of exit medicals given routine asthma, both of which could have implications for long
health monitoring is carried out and how to measure this term health.
against the requirement of taking all practicable steps.

Other hazard related parameters should also be assessed
The Approved Codes of Practice for Management of Noise on exit. Blood lead for lead exposure; solvent
in the Workplace and Safe Use of Isocyanates, among questionnaire for solvent exposure; discomfort, flexibility
others, stipulate recommendations for health monitoring and grip strength to confirm muscular skeletal health if the
frequency. Exit tests are advisable for companies to gather position involved manual handling. Health assessments
absolute end point information on a variety of health must be completed with comprehensive recording of
parameters to ascertain potential company liability but are  symptoms relevant to the hazard and all associated
not requirements under The Codes of Practice. Therefora nonwork and work exposures.
0Al I Practicable Steps0d cannot be used to measure this
Liabilities apportioned to companies and taken on board Optimum time frames for completion of exit medicals are
by them under the auspices of a partnership programme determined by the nature of the hazard and reliance only
with ACC or by ACC, for established harm, dictate the need on annual monitoring to provide accurate data on exit may
for exit medical testing. While there are no current prove costly to the company in the long term.
obligations in this area this may change with the evolving
nature of our ACC scheme. This article was provided by TriEx. If you require further

information relating to this topic please contact us on
Best practice indicates that exit health tests need to be email: mea@mea.org.nz or phone: 0800 353 2540.
completed when leaving the position which involves
hazards. If the last annual monitoring test is relied upon
for state of health on exit you may not capture changes
occurring in the interim.

The NZMEA would | ike to thank iitds members that sub
comments from the survey inform much of our comment on the economic climate and provide a valuable source of
data. Your time and participation is appreciated.

THANKYOU

Baalbeck International Inc

International Corporate Investigations, Intelligence & Risk Management
South AmericaAsia-Middle EastEastern Europe
Level 4, 369 Queens Street, Auckland 1010

PO Box 5636 Wellesley Street, Auckland 1141

Email enquiries@baalbeckinterational.comT. + 64 (0) 9 306 8883

www.baalbeckinternational.com

=
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Damned ifYouDo dDa mn e d

A seminal news item from |
Commission and Microsoft have negotiated software
discounts for government departments every three years;
since 2000 but talks broke down in May 2009, leaving
departments to arrange thei

And, in a strange cencidence, in August 2009 the
New Zealand Open Source Society, with Victoria University
and Affinity consultancy, launched the Public Sector Remix
project to explore how access to open source software on
the desktop would increase four business freedoms
described as follows:

Freedom is a competitive landscape offering real
choice of systems and suppliers.

Freedom is escape from vendor loek and

mitigating the risk of vendor capture.

Freedom is the ability to make a choice today that
doesnét remove our abil
tomorrow.

Freedom is control over softwared the ability to
share our experiences and adapt software to our
needs.

At the same time the project undertook to explore the
number and capability of New Zealand companies
providing and supporting open source software.

Interim project results show that local firms can provide
the main opensource desktop and graphics solutions.
And agencies and councils have an appetite for
implementing open source for occasional, nestrategic
use. But respondents like the three agencies that have &
client base of over 500 desktops, and the six supporting
between 100 and 500 desktops, say that they need more
certainty of support matching their large requirements.

By Frik de Beer of TopTech Limited

| f

Department of the Prime Minister and Cabinet are
amongst leading open source trialists, with Inland Revenue
planning it for next year.

r own |licensing deals. 6

So where does that leave the rest of us? We, who have to
reduce desktop operating and support cost, without adding
business risk? And we, who by the sweat of our brow,
develop highvalue software, build it into premium
products, and license it outward to earn a living and
strengthen New Zeal andds

Do you do the fashionable thing, talk open source and not
look too closely at what your technical people are building
into your enterprise systems and commercial products,
and save money now? Or do you take the established
option and keep it predictable and legal: mandate only
proprietary licensed software in your systems, and
jealously guard your own software hard work with trade
sebret pgbté’ction,m Tbnfdenti@llity afréemén®, clear

licensing contracts, auditing and escrow?

Experience confirms that sustainable freedom demands
responsibility, and always has a cost.

We are interested in your views, concerns and solutions
and are planning a forum on the following topic: Software
Intellectual Property and Protecting Your Hard Work.

This article was provided by TopTech Limited. If you require
further information relating to this topic please contact us
on email: mea@mea.org.nz or phone: 0800 353 2540.

ADVANCE NOTICE SUPPLY CHAIN MANAGEMENT:

Certified Production and Inventory Management Programme (CPIM)
Please see dates and further information below:

. Module 1 Basics of Supply Chain Management (BSCM)
Term 3: 23 September, 7 & 21 October, 4 & 25
November

. Module 2 Master Planning of Resources (MPR)
Term 3: 16 & 30 September, 14 & 28 October,
18 November

. Module 3 Detailed Scheduling & Planning (DSP)

If you would like to discuss or register for any of the above modules please contact:

New Zealand Manufacturers and Exporters Association

Page 9

Yo u
&arizonsyRegional Conkih &lewSZeaande Pos$, eandvthec e <

expo



HAYLEYMEDIA

Zecante is a research and development company set up to
market inventions based around improvements to existing

products. The talent behind these inventions is company
director, John Vazey, an engineer with an extensive
background in the oil and wine industries.

Over the years John has either been asked to solve a
particular problem or has come up with better ways ol
doing things.

Unable to rely on big multhational companies to get these
to market as quickly as they would like, the company
decided to take it on ourselves to set up a global
distribution system based around appointing independent
manufacturers representatives in various countries and
regions.

The first products available are a new table and a tray for
drill press machines.

John says that while the electronics have improved over
time, the tables have remained unchanged for 40 years.
He has developed a new table that offers five
improvements over the standard table. The main one is
that it allows drilling to top dead centre on cylinders or
tubes to a high level of accuracy, better than two
thousandths of an inch. Anyone who has used a drill press
would understand instantly how useful that would be.
There is virtually no set up time, no need for clamps or jigs.

The secret is in the positioning of the unique V shaped
channel and it's orientation to the shaft of the machine. It
means you can swing the table to an approximate position,
place the item in the V and drill away. You get a perfect top
dead centre hole each time.

By Rachel Hobbs of HAYLEYMEDIA

Solving Problems and New Solutions

This is particularly important when you need intersecting
components to fit together perfectly.

While these jobs can be done on things like milling
machines or by using jigs and clamps, this just saves time
and ensures accuracy with little effort.

Two versions of the table will be available for swing
presses and rotating swing presses.

The other neat idea is an easily removable tray to catch
the shavings or swarf as it's called. This one pretty much
speaks for itself and comes under the heading: "How come
no one thought of this before?"

For more information visit: www.zecante.com.

Story supplied by NZ Engineering News Magazine.

This article was provided by HAYLEYMEDIA. If you
require further information relating to this topic please

contact us on email: mea@mea.org.nz or phone:
0800 353 2540.
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