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I
t is a great tradition at Pumps & Systems to 
kick off  each year with our “State of the 
Industry” special report, which helps us 

forecast market and operating trends and busi-
ness strategies. h is year, we glean insight from 
14 experienced and well-respected industry 
executives.

Looking toward 2011, our panel of experts 
has good news. While still a conservative fore-
cast entering the fi rst quarter, the outlook is 
positive. h anks to concentrated strategies and 
careful planning during the past two diffi  cult 
economic years, it appears the “Economy Turns 
the Corner” in 2011 (page 16). Some companies 
predict growth of as much as 10 to 12 percent 
over 2010.

h e participating executives continue to 
search for diverse solutions to critical issues. 
Energy effi  ciency and pumping system optimi-
zation remain high priorities for most compa-
nies, while increased globalization opportunities 
begin to generate growth industry-wide.

I had the pleasure of meeting with 
Gretchen McClain, senior vice president, ITT 
Corporation/president, ITT Fluid and Motion 
Control, at WEFTEC. She says all indications 
point toward growth in emerging markets with 
particular opportunities in water and wastewater. 

With growth, companies search for creative 
ways to diff erentiate themselves and their prod-
ucts. For Grundfos Pumps Corporation, a prior-
ity is fi nding “innovative solutions and solutions 

focused on a more sustainable environment,” 
says President Dennis Wierzbicki.

We are also seeing advancements in tech-
nology and testing best practices. A few months 
ago, Vice President of Sales George Lake and 
I visited Hydro’s impressive new 5,000-horse-
power test lab in Chicago, which was designed 
specifi cally for the pump aftermarket to ensure 
high quality effi  ciency standards. “In the past, 
pumps have been routinely overhauled based on 
‘fi rst cost,’” explains Hydro President George 
Harris. “We believe that companies will begin 
to analyze the cost of energy and to consider the 
return on investment for pump upgrades, which 
can reduce the maintenance and operating costs 
of their pumping equipment.”

“Testing the performance of pumps to 
determine their effi  ciency enables the user to 
verify that upgrades in hydraulics, tolerances 
and other improvements have achieved perfor-
mance objectives,” Harris says.

Tell us what you think of the “State of the 
Industry,” and we will continue to keep you 
informed of the latest advancements and trends.

Best Regards,

Michelle Segrest
Editor
msegrest@pump-zone.com
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State of the Industry 2011

F
or the past two years, Pumps & Systems has used this 
annual “State of the Industry” space to report market 
uncertainty within the process industries that we cover. 

h e economic impact of a new U.S. administration combined 
with stimulus package updates and a struggling overall econ-
omy has plagued these pages—making it diffi  cult to fi nd indus-
try optimism.

h is year, however, there is a diff erent tone.
Reports from the fi eld indicate a rebound in the pump, 

seal, drive and motor markets for a positive 2011 outlook. 
Large corporations and small companies are experiencing sig-
nifi cant signs of increased business. Following a couple years 
of disciplined inventory maintenance, competitive bidding, 
strategic acquisitions and other conservative trends, companies 
prepare for a long-awaited upturn.

“h e processing industry today is coming out of ‘survival 
mode,’ and moving into ‘Let’s get busy’ mode,” says Chris 
Wilder, CEO, Sealing Equipment Products Co. (SEPCO). 
“h e organizations emerging are smaller, faster—and most 
importantly—smarter. Real growth will start in 2012. But the 
time to plan for it is now and in 2011.

“h is year should be used to sharpen the programs and 
processes that will be in place when the action starts.”

h e fi nancial downturn in 2009 provided many teachable 

moments for all pump companies, according to John Allen, 
CEO, JDA Global. “h ose with a fast and fl exible mindset 
were able to rebound successfully in 2010,” he says. “More 
importantly, the economy forced a new agenda for 2011 and 
revised best-in-class tactics.” Allen indicates that key market 
drivers for 2011 will include newly-defi ned globalization, low-
cost country procurement, facility consolidation and produc-
tion migration. 

Business in 2010…Forecast for 2011

Grundfos Pumps Corporation President Dennis Wierzbicki 
says signs of economic industry growth are a direct result of 
preparation and restraint during the tough times. “It is nice to 
be moving in a positive direction again.” Wierzbicki says. “Our 
industry survived cut backs in inventory, reduction in people 
and overall tightening of our belts. Most manufactures made 
it through, as well as most distributors, contractors, installers, 
plumbers and end users. Our industry continues the need for 
job growth, but we look forward to the economy picking up 
steam and growth in jobs and revenues.”

For some executives, optimism is prescribed in cautionary 
doses.

Neil Kane, president of Advanced Diamond Technologies, 
Inc., agrees. “h ere is no doubt that companies in the fl uid 
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sealing industry serving the worldwide process and power 
industrial segments are seeing a signifi cant improvement in 
business activity in 2010 vs. 2009. In fact, for many compa-
nies, the question is not how they are doing vs. 2009 but how 
are they doing vs. 2008.”

Kane says he believes that a portion of the increased busi-
ness in 2010 is related to replenishing inventories that were 
depleted in 2009. He says many companies are still questioning 
whether the sales growth is sustainable. 

“I think many companies feel they do not have a clear 
answer to that question for 2011,” Kane says. “As a result, there 
is an interesting mix of uncertainty and optimism 
in the market regarding 2011. Our business of dia-
mond-coated components grew in 2010, but we also 
experienced some growing pains that required con-
siderable investments in personnel and equipment 
to accommodate the growth. We expect 2011 to be 
a great year based on the trends we are seeing.”

Martin Perlmutter, president of Ebara Fluid 
Handling, says he is hopeful that the growth that 
began in mid-2010 will continue. “New models, as 
well as build-to-suit submersible pumps, will cer-
tainly have a positive impact for us. We are vigilant in control-
ling costs and improving operating effi  ciencies, as all companies 
must be.” 

Some of the biggest growth areas in the export markets 
remain in China, India and the Middle East, according to 
Wierzbicki. “Oil and gas and mining are some of the stronger 
export segments,” he explains. “On a domestic level, short-cycle 
business is the priority with most industries clearly focused on 
replacement, operating cost improvements and energy savings 
driven by tax incentives toward sustainability. Longer cycle 
business has slowed and continues to be strained in domestic 
markets.”

Industrial markets are showing life in some targeted sec-
tors again with mainly an eye on export, in Wierzbicki’s view. 
“Municipal projects are focused in certain markets and sectors. 

And although many municipalities have projects, ways to fund 
them are still in question.”

For Hydro, business activity varied among the regions 
and markets that the company services. “h e power generation 
industry experienced a reduction in demand with the result 
being that some older, less effi  cient plants have been scheduled 
to close,” says Hydro President George Harris. “We also saw 
a reduction in refi ning capacity, especially in the East Coast 

region. h e continued uncertainty in the U.S. economic out-
look forced many companies to reduce their operating and 
maintenance budgets. International operations have been 
strong, and we expect to show growth overall for the year.”

President Dean Douglas says Dover’s Pump Solutions 
Group (PSG) should end the year with an estimated 20 percent 
increase from 2009 and expects 2011 to be “slightly better” 
than 2010. “In line with this thinking, we have incorporated a 
top-line organic uplift of 4 to 6 percent in our annual operat-
ing plan, depending on the geography and the specifi c end-user 
segment,” Douglas says. 

For Nidec Motor Corporation, business in 2010 was 
“roughly fl at” vs. 2009, but it got progressively better through-
out the year, according to Scott Nieberle, vice president, mar-
keting, Industrial Motors and Systems. “Our short-cycle busi-
ness tied to the residential markets recovered earlier, followed 
by the longer-cycle industrial business,” Nieberle says. “For 
2011, we are expecting a double-digit percentage increase over 
2010. h is growth will be driven by the rebounding industrial 
market and the adoption of higher-effi  ciency/technology solu-
tions by our customer base.”

With a well-balanced portfolio of oil and gas, food and 
industry market coverage, PCM USA, Inc., experienced a pro-
ductive year, according to President Nicolas Parise.

“Economic cycles are diff erent, and our agile organization 
allows surfi ng the good wave as those cyclical trends hit dif-

ferent industries and markets,” Parise explains. “h e 
post-crisis period is the right moment to present and 
develop innovative technologies.”

ITT Corporation’s President of Industrial 
Process Bob Pagano, Jr., says he sees strong activity 
in some markets and is “cautiously optimistic” that 
business will continue to pick up in 2011. “h e eco-
nomic bailouts that started in Europe (Ireland and 
Greece) may create more volatility if we learn that 

more countries are in need of help,” Pagano explains. “Latin 
America and Asia, however, are growing, and we are well-pre-
pared to capture those growth opportunities with our existing 
resources in the regions.”

Lutz-Jesco America Corporation experienced varied 
growth among its business segments, says General Manager/
Executive Vice President Markus Seitenberg. “On the private 
sector, the industrial side of the business, slight improvements 

“Whether a facility utilizes double cartridge-

mounted mechanical seals with barrier fl uid 

reservoirs, simple-to-install split seals or a high-

performance die-formed packing ring-set program, 

these products are now available from select suppli-

ers in straight-forward programs that offer excep-

tional value—all with the understanding that the goal 

is to reduce the total cost of ownership of the program.”

Chris Wilder, CEO, Sealing Equipment Products Co. (SEPCO)

“In the foreseeable future, I see our customers 

looking for solutions that will help them improve 

productivity and effi ciency. The company that is 

able to fulfi ll these demands will be their business 

partner.”

Bob Pagano, Jr., President, Industrial Process, 

ITT Corporation
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were made,” he explains. “Low interest rates contributed 
to increased capital investments throughout 2010. On the 
municipal side, tax bases continued to erode. h e government 
tried to counteract the continuing slide of the state and local 
governments in particular with money dedicated 
through the American Recovery and Reinvestment 
Act (ARRA) of 2009. 

“However, while initially allowing any ARRA 
spending and investment only under extremely 
tight North American focused criteria, the program 
quickly came to the realization that the interconnect-
edness of global economies, in particular with regard 
to global supply of raw materials, would prevent 
such a stringent approach. Going forward, a loosen-
ing of requirements gives hope for additional investments.”

Mike Dillon, president of seepex, Inc., says the housing 
market is impacting municipal water and wastewater sales. “We 
don’t really expect to see this market recovering very soon. It 
may be three to fi ve years,” Dillon says. However, “oil and gas in 
the U.S. and Canada are expected to be very strong. Problems 
in Mexico and Venezuela, Iran and deep-water drilling should 
push more development onshore. Chemical looks strong out-
side the U.S. and with existing domestic facilities. Food is a 
stable market that is still of interest for us.”

Critical Issues

Improving Pump Effi  ciency
For Harris, improving pump effi  ciency and reducing energy 
consumption and costs should be at the top of the list of criti-
cal issues, especially for industries that rely heavily on pumps 
in their processes. For example, “consider that improving the 
effi  ciency of a 2,500-horsepower multistage pump 
by 3 percent can result in energy cost savings of up 
to $36,200 per year. 

“Until now, the industry has focused on new 
pump installations, but there are many, many oppor-
tunities to improve the performance of the existing 
installed pump population.” h e benefi ts of improv-
ing pump performance are two-fold, Harris says. 
“h ere is the opportunity to reduce annual energy costs, and 
through reducing energy usage and demand, to have a positive 
impact on the environment.”

Globalization and Acquisitions
“Finding and maintaining consistent growth for both 

globalization—in essence the ability to be competitive across a 
diverse set of emerging global market spaces—and in strategic 
acquisitions,” is a key focus for companies to succeed in today’s 
market, according to PSG’s Douglas. “Identifying and integrat-

ing the sources of this growth will be the greatest challenge we 
face, along with ensuring that we have the depth of talent to 
compete on all fronts.”

Personnel and Inventory
Finding and keeping experienced and innovative personnel 
continues to be an important market driver, Wilder says. “h e 
bar has been reset, and the playing fi eld has been leveled, but 
many facilities still do not have the personnel to devote time 
for critical process improvement thinking. With the awesome 

increase in information management capabilities, 
many organizations are turning to non-traditional 
vendors and suppliers as true partners on these criti-
cal issues. 

“Today, top-rated facilities can expect more 
from their MRO vendors, and in turning to those 
outlying suppliers, they are fi nding true, fast-moving 
adaptive organizations that can deliver a high level 
of training and process data as a function of their 

product off ering.”
Depleting talent in the process industries continues to 

concern industry executives. 
“h e retirement of experienced engineers, operations staff  

and skilled tradesmen both within the pump industry and in 
the industries that we service continues to be a critical issue 
today and will be for some years to come,” says Harris.

Uncertainty in the industrial and fi nancial markets has 
caused companies to reduce inventory and to delay investment 
in capacity and infrastructure, says Nieberle. “A key issue related 
to this phenomenon will be the availability of critical materi-
als and qualifi ed people needed to support business growth as 
market demand returns,” he says.

“There is no doubt that 2011 will pose consid-
erably more challenges and present more 

obstacles to overcome than 2010 did. I believe that 
through strategic price management and supply 
chain/procurement mastery, coupled with a culture 
focused on continuous innovation, we will be able 
to separate and differentiate ourselves from the 
competition.”

Dean Douglas, President, Dover’s Pump Solutions Group (PSG)

d

“With all economic studies forecasting the price of the barrel 
above U.S. $70 in the years to come, some of our clients 

will fi nd the best conditions to carry on their most challenging proj-
ects in the heavy oil market, while the others will remain focused 
on the revitalization and optimization of mature oil fi elds.”

Nicolas Parise, President, Oil & Gas Business Unit Director, 

PCM USA, Inc.

“Stable and transparent government poli-
cies can serve as a foundation for growth. 

Businesses must have the confi dence to invest in 
innovative technology in order to create long-term 
economic growth.”

Scott Nieberle, Vice President, Marketing, 

Industrial Motors and Systems, Nidec Motor Corp.
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Production Speed
Another topic impacting the industry is speed, according to 
Marcus Pillion, president of EagleBurgmann. 

“Everyone is simply challenged to do more, faster,” Pillion 
explains. “While many are standardizing their prod-
ucts and even cutting many product off erings, this 
does little to help not only OEMs but also end users 
who are also pressured to do more with fewer con-
straints in a faster time period. 

“More with less doesn’t mean you have to settle 
for a product that is not a fi t. We are taking the 
opposite response. Instead of streamlining and limit-
ing our product off erings, we are investing in creat-
ing products that provide a wider range of fl exibility 
for customers. One of our key objectives is creating products 
that are easy to customize at a high rate of speed. It is our belief 
that the marketplace is asking for suppliers to off er such cus-
tomization as well as to serve as partners in innovation.”

Waste-Stream Content
“Beyond the obvious—the unknown economic direction—
there are some prevailing issues in a few of our core markets,” 
Perlmutter says. “Waste-stream content, particularly fi brous 

materials, presents a dilemma for all pump companies, though 
most of us have developed solutions to reduce ragging or 
clogging.”

Solutions

Use Strategic Power Management
Strategic power management gives organizations 
signifi cant advantages, such as saving energy, reduc-
ing costs, improving sustainability and making busi-
nesses more socially conscious. 

“Emerging and existing technologies are help-
ing us meet energy challenges while addressing 
reliability, safety and effi  ciency concerns,” says Bill 
VanLandingham, vice president/general manager 
of Eaton Corporation’s Power Distribution and 
Control. “In pumping applications including water 
and wastewater, customers are also looking for equipment able 
to deliver on reliability, uptime and redundancy. With criti-
cal reliability concerns, serviceability, engineering and support 
become paramount expectations and requirements.” 

Develop Manufacturing Partners
“End users are increasingly looking for manufacturing partners 
who are able to deliver both engineering expertise and end-to-
end solutions to meet their evolving needs,” VanLandingham 

says. “Manufacturers who can provide engineering services 
along with a full product line—including power distribution, 
control and automation, power monitoring and management 
equipment—and rapid response or service are better positioned 
to meet customer’s requirements.” 

Optimize Pumping Systems
In this landscape, adjustable frequency drives are becoming 
more economically viable, as they are able to generate increased 

energy savings, in less fl oor space and are faster to 
commission, VanLandingham says. “Rising energy 
costs are driving customers to focus more on the 
total cost of ownership and to look at the effi  cien-
cies and savings that equipment is able to bring in 
overtime.

“Simply put, drives are designed for applications 
that require a variable power output. h ey are able 
to optimize energy usage by matching consumption 
to actual requirements. In other words, they allow 
customers to use the power they need. Additionally, 

drives can gradually accelerate the pump or motor, which helps 
to protect assets and extend equipment life. Optimizing the 
operating speeds of large pumps can both generate substantial 
energy (and cost) savings and minimize the wear and tear on 
valuable pump and motor assets.”

Understand Life Cycle Costs
A great deal has been said and written—both by the end-user 
community as well as equipment and service providers—about 

“The growth expectations are mixed for North 
America, so it is companies that have a world-

wide presence—with particular strength in Asia—
that are likely to see the best growth opportunities 
in 2011. Some economists are encouraging compa-
nies to treat 2011 as a year to position themselves 
for signifi cant growth in 2012 to 2014.”

Neil Kane, President, Advanced Diamond Technologies, Inc.

“Reduction of solid wastes and more local 
processing of wastes will grow. As business 

continues to get squeezed by imports, vendors will 
have to assume more responsibility for engineering 
and for systems. Hardware becomes a commodity, 
and commodities are shopped from offshore. Pump 
manufacturers have to become system suppliers or 
become aligned with system suppliers.”

Mike Dillon, President, seepex, Inc.

“The emerging middle class in the developing 
world is driving the need for basic goods—

from roads to sanitary ware. In the developing world, 
aging buildings and bridges will call for multibillion 
dollar restoration in major cities from London to 
New York, with emphasis on piping waste to major 
pumping stations. Desalinization projects will be a 
must as more of the world’s population is introduced to running 
water.”

John Allen, CEO, JDA Global



20   JANUARY 2011 www.pump-zone.com PUMPS & SYSTEMS

State of the Industry 2011

basing buying decisions on life cycle cost, says Kane. “However, 
this concept remains, to a signifi cant extent, in the theoretical 
rather than becoming a marketplace reality. h e reason for that 
appears to be a lack of real data on life cycle costs as well as a 
lack of credible fi nancial tools (and the training to use such 
tools) to make an optimal decision balancing what may be a 
trade-off  between initial cost and total life cycle costs.

“It would seem to be in the best interest of end users, as 
well as the equipment and service providers, to cooperate to 
track the data necessary to actually measure life cycle costs over 
time. It would also seem to be of mutual interest to adapt fi nan-
cial tools, and provide the training to use those tools to the staff  
people responsible for equipment decisions, in order 
to facilitate smart buying decisions based on hard 
data and appropriate fi nancial analysis comparing 
initial cost vs. life cycle cost.” 

“We believe that the industry will begin to 
analyze the cost of energy and the return on invest-
ment for pumps that are routinely overhauled based 
on ‘fi rst cost,’” Harris says. “‘First cost’ represents 
less than 20 percent of the total cost while operat-
ing costs represent 80 percent. Our challenge is to 
assist pump users in understanding total costs, the 
signifi cant role that energy plays in those costs, as 
well as the operating and maintenance factors that contribute 
to reduced pump performance.”

Build Productive Teams
“Without question, developing a great leadership team, along 
with implementing and embracing an unrelenting sense of 
urgency and a team-fi rst culture, will be the best and most effi  -
cient way to confront many critical issues,” says Douglas. 

“We will continue to identify and develop innovative and 
effi  cient technologies that enhance our customers’ competitive-
ness through increased plant profi tability while reducing their 
carbon footprint in the form of lowered energy consumption.”

Parise agrees. “We’ve got to be attractive and to guaran-
tee our potential new employees with a long-term plan where 
they will share responsibilities. Our strategy is based on a much 
longer vision than 18 months, allowing us to make investments 
when other companies may cut back.”

Enhance R&D Eff orts
“We continue to enhance our already considerable R&D 
eff orts here in the U.S. and in Japan to produce more resilient 

solids handling designs while maintaining the highest pump-
ing effi  ciencies,” Perlmutter says. “Product labeling will help 
as a grass-roots eff ort, and while central discussions about con-
sumer education are ongoing, these types of eff orts take time to 
impact habits.”

 

Business and Technology Trends
Globalization
Moving from “traveling and teaching” to “on the ground” 
quick response centers, pump companies who were on their 
game moved into key geopolitical areas such as Brazil and the 
Arab Gulf States, according to Allen. 

“Ironically, as global trends evolved, oil and water transfer 
(in all the various forms, from dewatering to tank cleaning) 
remained at far above 50 percent of all pump usage,” Allen 
explains. “With 60 percent of the world still without running 
water, there is a built-in market for generations to come. Most 
of this potential fl uid transfer growth will come from the devel-
oping world where culture and relationships must be nurtured, 
including strong government interface. h e oil industry mir-
rors the water industry for this need for close geographic prox-
imity to assure application fulfi llment.”

Globalization will continue to put pressure on local busi-
nesses in North America, both from a goods and services point 

of view, says Seitenberg. “Decreased demand due 
to the economic situation perpetuated this scenario 
and will most likely continue throughout 2010,” 
he says. “However, a trend emerged, showing the 
retraction from massively outsourcing additional 
North America manufacturing overseas, specifi cally 
India and China. 

“While on the service sector, the outsourcing 
continued to provide potential cost savings for U.S.-

based companies, quality issues prevented additional, and even 
reversed existing, outsourcing on the manufacturing side. We 
believe that, with some niche markets left aside, technology 
trends in the pump market will be heavily infl uenced by a trend 
to increased product simplicity and reliability with the goal of 
lowering the total costs of ownership. Such effi  ciency consider-
ations have most of the time proven to be predominant during 
economically-diffi  cult times.”

“As our collective needs for energy evolve and 
increase, there are challenges associated with 

discovering, delivering and managing energy effec-
tively. Yet technological advances from both public 
and private sectors continue to rise to the occasion. 
That said, in a landscape of rising oil and commod-
ity prices, sustainable, reliable, effi cient and safe 
energy management is critical.”

Bill VanLandingham, Vice President/General Manager of 

Power Distribution and Control, Eaton Corporation

“We are looking forward to economic stability 
and a clear direction that makes sense for 

everyone. Sustained improvement is vital for all of 
us.”

Martin Perlmutter, President, 

Ebara Fluid Handling
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Intelligent Pumping
In-depth coverage of the emergence of intelligent pumping sys-
tems can be found in 2010 issues of Pumps & Systems. h is 
trend will continue in 2011.

“We are hoping to introduce advancements in intelligent 
pumps and pump systems that are capable of managing opera-
tional parameters while, at the same time, off ering 
preventative maintenance,” Douglas says. “We are 
pursuing products that are capable of digital and 
mobile-technology integration.”

Continued Water Market Growth
“Continued ARRA support of water utility projects 
is helping boost the demand for system upgrades,” 
says VanLandingham. “It is allowing water utilities to evaluate 
new technologies and solutions that can generate substantial 
energy savings—in the long and short term—for their facilities. 
In this context, manufacturers are in a better position to help 
educate customers, provide advanced solutions and propel new 
technologies that deliver substantial energy savings.”

Reduce Energy Costs 
“For our customers to succeed, we need to help them innovate 
and increase their production and reduce their energy costs and 
impact on the environment, as well as help their bottom-line,” 

says Pillion. “We are committed to helping our customers be 
more competitive on a global basis, and for them to succeed, 
we need to have the ability to easily customize our solutions.”

h e motor industry continues to feel the impact 
of the U.S. Energy Independence and Security Act 
(EISA). “Clearly, increasing energy effi  ciency is a 
major trend impacting many industries today,” says 
Nieberle. “With electric motors, for example, the 
U.S. Energy Independence and Security Act will 
raise minimum effi  ciency levels for a broad range 
of industrial motors eff ective at the end of this year. 
Manufacturers and users are also beginning to realize 
the huge energy-savings available from higher-tech-
nology, permanent magnet and switched reluctance motors.”

Reliability and Safety
End users continue to focus on rotating equipment reliability, 
emission control and safety, as well as supply chain effi  ciency. 

Kane says that this is likely to continue. “However, it seems 
probable that the end-user community will begin to also focus 
on energy effi  ciency going forward,” he says. “It will be inter-
esting to see if their focus is more directed to the energy effi  -
ciency of systems vs. the energy effi  ciency of individual pieces 
of equipment.”

Low-Cost Country Procurement 
Low-cost country (LCC) procurement is a long-time buzz 
phrase, according to Allen. However, settling into the hard 
work of actually establishing trusting relationships in places 
such as China, India, Vietnam and Mexico for LCC procure-
ment is far from a sure thing. 

“Obtaining low-cost rubber materials, metal castings and 
injection-molded plastics is only step one,” Allen explains. 
“One must not overlook delivery times, duties, language bar-
riers and employee rules and regulations. h is also calls for 

moving from simply having buyers to fully-educated 
global procurement offi  cers whose travel schedules 
mirror that of the sales staff . 

“Without the face-to-face contact, LCC pro-
curement often falls short of its goal and sometimes 
even leads to ‘back-shoring,’ whereby the pump 
manufacturer returns to its original suppliers in the 
U.S. or Europe, only to fi nd that these groups are 
less than accommodating.”

Where globalization calls for “virtual head-
quarters” in the developing regions, the opposite 

exists with regard to manufacturing centers, especially as the 
downturn spread in 2009. “During the boom years of 2003 – 
2008, most pump companies expanded the number of manu-

facturing facilities,” Allen says. “In the last two years, facility 
consolidation has been the center point of many large pump 
manufacturers due to economic conditions. Most experts in the 
industry believe that consolidation is here to stay.

“As we look forward to 2011, many things con-
tinue to be unknown. But most feel we will not 

see a second dip, and all assume we will see growth 
in the economy and jobs in the coming months.”

Dennis Wierzbicki, President, 

Grundfos Pumps Corporation

“The economic downturn, a fl urry of environ-
mental regulations and our global economy 

continues to put unique pressures on our industry. 
However, instead of simply reducing our service and 
our product offerings, it is crucial that we continue 
to invest in new technologies, our processes and 
our people.”

Marcus Pillion, President, EagleBurgmann

“While adapting to change is a given, under-
lying the need to adapt are some busi-

ness basics that are essential building blocks for 
the long-term. Invest in your people, in process 
improvements, in new technologies and focus on 
servicing your customers. Staying focused on the 
basics provides the framework and the foundation 
for implementing the changes needed for continued growth.”

George Harris, President, Hydro
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“Further, product migration now dictates that pump man-
ufacturers make their products in the locations which can pro-
vide the highest ROI. Product lines can now be set up in China 
and then moved to Vietnam, etc., with more fl exibility. h is has 
led to a more mobile attitude at the leadership level. Product 

migration also allows for better use of complexity removal 
techniques since the old adage applies…‘Good management 
decides what to make, even better management decides what 
to stop making.’” 

The Next Big Thing
According to Allen, China is poised to become a net exporter 
of pumps. 

“Today, China serves as a billion-dollar market for U.S. 
and Euro pump companies for use in oil transfer to pharma-
ceutical packaging,” Allen explains. “Most pump companies 
have established manufacturing operations in China to take 
advantage of low-cost labor via wholly-owned foreign enter-

prises (WOFEs). Almost all pump suppliers, even 
those that are small or mid-sized, have garnered a 
high percentage of their raw material from China, 
with emphasis on rubber goods, metal castings and/
or injection molded plastics. 

“Many Chinese manufacturers have realized 
that they are more than capable of reproducing the 
entire pump item or now have the skill set to even 
refi ne or enhance the original item. Chinese-made 
pumps now account for more than a billion in rev-

enue, and most have yet to take on exporting. 
“2011 will see the emergence of China as a major pump 

producer, further challenging the rest of the pump world to 
calibrate its costs and features.”

P&S

Michelle Segrest is editor of Pumps & Systems. She can be 
reached at msegrest@pump-zone.com.

“Customer loyalty as a result of stellar customer 
service, combined with increased product 

reliability and stable pricing will be of most com-
panies’ concern, as a customer’s lifetime value is 
under increased scrutiny in more diffi cult economic 
times.”

Markus Seitenberg, General Manager/Executive 

Vice President, Lutz-Jesco America Corporation

Larox Flowsys Peristaltic Pumps

THE SOLUTION YOU’VE BEEN LOOKING FOR

With a range of sizes to choose from,
we have a pump to a accommodate every application

Larox Flowsys Inc.  •  North America  •  Tel. 410-636-2250  •  Fax 410-636-9062

info@larox.us  •  www.larox.us

NEW Patented Technology:

single roller design.

Uses up to 50% less

energy than traditional

peristaltic pumps.

100% savings on

maintenance
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 Units Value of Change
 Shipped Shipments in Value
Industry Summary in 2009 (in 1000s) from 2008

Industrial pumps (excluding hydraulic fl uid power pumps) NR 3,914,042 -589,951
Industrial pumps, value of drivers NR 565,527 -133,043
Domestic water systems, including drivers 1,507,329 265,701 -23,082
Domestic sump pumps, 1 horesepower and under, including drivers 2,573,326 189,606 -34,567
Oil-well and oil-fi eld pumps (excluding boiler feed) NR 664,381 -118,163
Other pumps, including drivers 2,732,824 408,463 -172,990
Parts and attachments for pumps and pumping equipment NR 1,262,382 -275,189
Air and gas compressors NR 3,625,367 -1,106,287

Centrifugal Pumps

Centrifugal sewage type (nonsubmersible), vertical or horizontal with non-clog impeller   
12-inch and under 13,839 NR NR
More than 12 inches 303 23,343 5,514

Submersible effl  uent pumps, less than 1-inch solids handling capacity   
Less than 1 horsepower 227,340 30,700 -5,487
1 horsepower and over 13,258 10,381 

Submersible solids handling pumps, solids 1 inches to 2 inches inclusive   
½   horesepower and under 330,592 57,524 2,607
More than ½   horsepower 87,490 33,099 -5,965

Pump Market Recap
Source: U.S. Census Bureau, Summary of Pump Shipments (2009)

Note: NR = Not Reported
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 Units Value of Change
 Shipped Shipments in Value
Centrifugal Pumps (cont.) in 2009 (in 1000s) from 2008

Submersible non-clog pumps, greater than 2-inch solids handling capacity   
3 inches discharge and under 6,414 8,735 -1,147
Discharge more than 3 inches but less than 7 inches 9,660 37,228 -9,324
7-inch and over discharge 592 11,873 2,363

Submersible grinder pumps   
2 horsepower and below 82,772 85,169 -11,886
More than 2 horsepower 5,521 9,082 -1,909

Single- and two-stage, single and end suction, close coupled with driver   958,707 169,254 -33,391
Single-stage, single-suction, vertical, in-line frame 6,387 19,367 -11,962
Single-stage, single-suction, frame or foot-mounted, metallic pumps 

(built to National or International Standards ANSI B73.1 or ISO 2858)  57,799 182,721 -109,488
Single-stage, single-suction, frame or foot-mounted, nonmetallic  pumps 

(built  to National or International Standards ANSI B73.1 or ISO 2858) 1,716 11,391 -3,329
Single-stage, single-suction, frame or foot-mounted, non-ANSI, non-ISO,  with or without recessed impeller   

Discharge more than 1 inch, up to 2 inches 19,687 15,157 -2,898
Over 2-inch discharge 28,290 85,263 -19,767

Single-stage, axially split, double-suction   
4-inch discharge and under 4,150 25,177 -3,838
Discharge more than 4 inches, up to 8 inches 8,804 59,401 -18,245
Over 8-inch discharge 3,314 179,630 42,937

Single-stage, radially split, double-suction impeller pumps, API compliant  68 21,213 2008 data NR
Multistage, single- or double-suction, diff user design, radially split case  13,569 144,606 14,294
Multistage, single- or double-suction, volute or diff user design, axially split case 1,352 119,834 45,025
Sealless centrifugal pumps, magnetic drive NR 49,856 14,376
Propeller and mixed fl ow, horizontal and vertical   

36 inches and under 1,009 63,242 22,940
over 36 inches 351 72,299 31,194

All other centrifugal pumps NR 329,322 23,318
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Vertical Turbine Pumps in 2009 (in 1000s) from 2008

Not exceeding 36-inch discharge, with submersible motor bowl   
Diameter 6 inches and under 15,898 7,498 -1,217
Bowl diameter over 6 inches 6,479 14,000 -2,997

Pump and bowl assemblies through 36 inches 
(all column and shaft lengths, including FM or UL approved vertical turbine fi re pumps; 
deep-well and short-coupled pumps, excluding can and pot type)     9,606 188,897 11,099

Can and pot type (pump and bowl assemblies, suction can and pot type)   988 40,255 -6,954

Reciprocating Pumps

Driven by electric motor, engine, or steam turbine, including reciprocating piston,  plunger, 
power-pumps for water fl ooding, or diaphragm (not air-operated) pumps  528,457 262,958 -150,245

Diaphragm Pumps

Air-operated 433,083 211,122 -80,675 

Rotary Pumps

100 PSI and under designed pressure   
10 gallons per minute and under, designed capacity 393,231 83,194 -24,045
11 to 99 gallons per minute, designed capacity 61,936 40,815 -10,902
100 to 299 gallons per minute, designed capacity 12,203 25,171 -4,645
300 gallons per minute and over, designed capacity 940 7,721 2008 data NR

Rotary pumps, 101 to 249 psi, designed pressure   
10 gallons per minute and under, designed capacity 53,137 17,771 -8,339
11 to 99 gallons per minute, designed capacity 33,042 36,409 -15,619
100 gallons per minute and over, designed capacity 12,875 33,312 -15,728

Rotary pumps, 250 psi and over, designed pressure 163,300 100,259 -24,069

19,000 Industry Leaders from 
Over 100 Countries

Get details at www.ipe11.org
or www.ife11.org
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 Units Value of Change
 Shipped Shipments in Value
Domestic Water Systems in 2009 (in 1000s) from 2008

Domestic water systems, including drivers 1,507,329 265,701 -59,442
Nonsubmersible pump systems (jet and nonjet) 1,000,669 148,952 -23,082
Submersible pump systems   

Up to 1 horsepower 323,484 69,007 -26,436
Over 1 horsepower to 3 horsepower 119,336 33,405 -7,290

Domestic Sump Pumps

1 horsepower and under, including drivers 2,573,326 189,606 -34,567
1 horsepower and under, pedestal, including drivers 226,580 12,108 2008 data NR
Submersible, including drivers, ⅓   horsepower and under 1,805,507 123,660 2008 data NR
Submersible, including drivers, over ⅓   horsepower 541,239 53,838 2008 data NR 

Oil-Well and Oil-Field Pumps

Oil-well and oil-fi eld pumps (excluding boiler feed) NR 664,381 -118,163
Oil-well and oil-fi eld pumps (excluding bolier feed), value of drivers NR 254,412 -99,796
Subsurface pumps for oil-well pumping 41,781 222,869 -26,068
Other oil-well and oil-fi eld pumps, including mud pumps (slush pumps)  20,152 187,100 7,701 
 
Parts and Attachments for Pumps and Pumping Equipment

Parts and attachments for pumps and pumping equipment NR 1,262,382 -275,189
Aftermarket (spare) parts for centrifugal pumps NR 681,903 -34,713
Aftermarket (spare) parts for vertical turbine  NR 72,469 3,135
Aftermarket (spare) parts for reciprocating pumps NR 154,277 -48,279

P&S

Learn from Industry Leaders

Slurry Pump Maintenance Course

GIW ofers you the opportunity to expand your knowledge of 

pump maintenance and operation through a practical, hands-on 

course. Learn from industry experts how proper slurry pump 

maintenance can increase the reliability and eiciency of your 

entire process. Interactive demonstrations will be held at our newly 

expanded Hydraulic Test Facility using full size pumps and testing 

equipment. Topics include wet end and mechanical maintenance, 

water hammer, stuing box maintenance, and troubleshooting an 

underperforming pump.

Register now for the Maintenance of Centrifugal Slurry Pumps 

Course to be held April 19 - 21, 2011.

For more information call (706) 434-0734 or email  

engineering@giwindustries.com
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