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WJI: How does your company choose a specialty cable 
to develop? Does that often stem from one or two possible 
reasons? 

In many cases, our specialty/custom cables are built 
when some of our customer’s requirements—such as 
mechanical properties or country approvals—are not sat-
isfied by our standard product range. Once an inquiry is 
submitted, our design department tries to find a solution 
that best meets, or exceeds, the customer’s expectations. 
In other cases, we are able to take one of our mainline 
products and customize its construction, such as adding 
shielding, changing insulation materials, or jacket com-
pounds, in order to meet a customer’s unique applica-
tions. For example, Liebherr, one of the world’s largest 
manufacturers of construction and industrial machinery, 
determined that customizing the HELUWIND WK 103w 
EMV, traditionally used in a wind turbine’s cable loop, 
would be their best option for their LH 150 EC High 
Rise, an electric material-handling machine. Kevin Sie-
gel, marketing manager, HELUKABEL USA.

Since our business is largely in the aerospace and de-
fense sector, weight savings is always an area of interest 
and we are constantly looking for ways to improve the 
A&D products. That focus can be seen in cables we made 
that were part of a SBIR (Small Business Innovation 

Research) based on nanomaterial shielded wires, with the 
intent of using a lightweight material for EMI shielding to 
gain weight savings on the overall cables. Michael Weiss, 
president, WHITMOR/Wirenetics.

In 2015, about four million Variable Frequency Drive 
(VFD) units were sold in North America, indicating an 
enormous potential for specifically designed VFD cables. 
These cables are mostly required for the interconnection 
between the motor and drive. Lapp Group has always 
been a leader in the development of innovative VFD 
cable solutions, and we’re the first company to introduce 
this type of design to the marketplace. Lucas Kehl, prod-
uct manager, Lapp Group.

Comtran develops specialty products that are a natural 
fit with our strengths as a company: engineering com-
petency, manufacturing capability and product differen-
tiators in the industry. Does the product provide a value 
for both the customer and the company? Does it help the 
company achieve a competitive advantage? Our VI-
TALink® Circuit Integrity products not only correspond 
well with our sales objectives and product portfolio with-
in the Marmon Cables companies, but also serve the high-
er purpose of life safety while providing the contractor 
a superior solution to meeting building codes for critical 
circuits. Danielle Braley, sales engineer, Comtran.

WJI: Would a specialty product always stem from a 
specific customer request, or could you develop a product 
if you believe that the market would welcome it?

Specialty/custom cable creations are developed from 
both scenarios actually. Not all custom cables are devel-
oped from formal requests for one specific customer/ap-
plication. They may also come from informal discussions 
with customers about where technology is headed and 
future expectations of components. These conversations 
are crucial because it allows us to develop cables alongside 
new technological advancements, instead of reacting to 
market changes. This is what allows us to stay ahead of 
technological trends. An example of this process would be 
our TOPSERV Hybrid servomotor cables that combine Michael Weiss, president, WHITMOR/Wirenetics.
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 Most wire and cable manufacturing is for commodity production, but increasingly, 
more companies are offering specialty products. This feature presents comments 
from some of those producers, Integer Research, and more.
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WJI: Quabbin Wire & Cable reports 
that its new Cat. 6a cable has achieved 
an industry first: what exactly is it? 
  Rivernider: We set out to design 
a Cat. 6a cable that does not have a 
separator or spline, and I’m proud to 
say that we have done that. 

WJI: What advantages does a 
“splineless” cable provide end users? 
  Rivernider: Splines are used in 
category cables to reduce cross talk, 
and that’s particularly important in 
shielded cable, but splines are also 
cumbersome. The 
biggest problem 
is that assemblers 
need to cut them 
out during patch 
cord assembly, and 
that can be tricky. 
Because the spline 
is placed in the 
center of the cable, 
removing it takes 
precision cutting. 
By removing the 
spline and a second 
component, the 
tape, our new cable 
is easier to maneu-
ver and work with. 
It’s also lighter. 
We’ve made it 
very compatible 
for connectors 
through efforts and collaboration 
with connector manufacturers so  
that the cable is ready to be de-
ployed. This isn’t always the  
case; there have been instances 
where there are substantial wait 
times for plugs or connectors to  
be developed.

WJI: What was the key to achieving 
a “splineless” cable?  
  Rivernider: Without going into 
the details, the key was the shield 
arrangement. We had an idea for a 
design change that would allow us to 
not need the spline. Also, by elimi-
nating the spline, we were also able 
to eliminate another component, and 
that’s a polyester tape. 
 
  WJI: How sure were you that there 
would be enough customer interest in 
this product to justify the investment?  

  Rivernider: Having a design with 
a spline has never been the ideal 
construction for reasons mentioned 
above. However, the splines are 
needed to achieve the desired cross-
talk performance in shielded Cat. 6 
and 6a cable. We had been working 
on and off for 10+ years (when time 

allowed) 
to develop 
a design that 
would eliminate 
the spline without 
compromising the 
performance. Recent 
work on Cat. 8 cable 
brought these efforts 
to the forefront. Our 
due diligence was done 
by filing a provisional 
patent and then showing 
and introducing our design 

idea to key 
players in the 
industry to get 
their perspec-
tive and level 
of interest. 
This helped us 
get a current 
feel for how the 
product would 
be received into 
the market, as 
well as to address 
obstacles that may 
come as a result of 
a new and innova-
tive product, such 
as compatible plugs 
and connectors.

WJI: How big a 
market is there for 

this product?  
  Rivernider: The size of the 
market is basically as big as the 
shielded patch cable market, 
which includes applications in data 
centers that span the globe. We are 
still learning of other applications 
that this product is perfect for too.

Quabbin Wire & Cable Process Engineer Jason Sterndale, l, and Vice 
President of Engineering Jim Rivernider display the company’ s patent, 
#9,355,759 B2, for its splineless Cat. 6a cable.

Quabbin Wire: we’re proud to say that we’re ‘splineless’
   U.S.-based Quabbin Wire & Cable reports that it has made a remarkable  
specialty cable advance: a splineless Cat. 6a cable. Below, Jim Rivernider,  
vice president of engineering, discusses what the company has achieved.

’

At right, Quabbin Wire’s splineless cable. 
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power and signal elements to connect servo drives and 
motors that use the SICK HIPERFACE DSL® protocol, 
and others that followed shortly thereafter. Kevin Siegel, 
HELUKABEL USA.

As an innovative company, we want to be on the fore-
front of product development whether it is to meet an ex-
isting need or create a new one. A concept can be inspired 
by anyone, anything or anywhere. What is key within the 

Comtran organization, 
and throughout the 
Marmon Group as a 
whole, is that innova-
tion is encouraged and 
supported at all levels 
and that time and 
resources are allocated 
to nurture these efforts. 
Our two-hour, fire-rat-
ed circuit Integrity 
cables were developed 
because there was a 
need in the market-
place to ensure the 
public’s safety in the 
event of a fire and old 
methods were expen-
sive, labor intensive 

and cumbersome. With the availability of new compounds 
and the recognized need, the VITALink® concept was 
born and became the first polymeric cables available in the 
marketplace. Danielle Braley, sales engineer, Comtran.

WHITMOR/Wirenetics is divided into two business 
units: WHITMOR is 100% a custom wire and cable manu-
facturer while Wirenetics is a distributor for other manufac-

turers’ products. On the WHITMOR side of the business 
every day consists of manufacturing custom cables that 
are driven by our customers. By working closely with our 
customers we are developing solutions that in most cases 
are specific to their requirement(s). Some instances may 
require an NDA (non disclosure agreement) that we sign 
with a customer. This will keep the development unique 
(as well as protected for both parties). In other cases  
there are products developed from an overall need from 
the general community. Michael Weiss, WHITMOR/
Wirenetics.

Definitely both! For example, our ÖLFLEX® VFD 2XL 
series is perfect for customers who need an XLPE insula-
tion. In addition, we added features that make the product 
unique in the market. It now has both a UL TC-ER 600V 
and 2000V rating so customers who have a demand for 
a cable with both can now streamline their inventory and 
select only the Lapp 
solution. Also, we’ve 
equipped this cable 
with a TPE-based jacket 
that makes for a better 
choice for customers who 
don’t want PVC-jack-
eted VFD cables. The 
ÖLFLEX® VFD 2XL is 
a reduced-diameter cable 
that provides different 
voltage ratings per UL 
TC-ER. Smaller diame-
ters mean more room and 
less weight in the cable tray, while the dual voltage rating 
reduces inventory SKUs. These unique attributes make 
routing faster and easier, help expedite installation and 
provide cost savings. Lucas Kehl, Lapp Group.

Danielle Braley, sales engineer, 
Comtran.

WJI: Your company has sought a 
patent for this: what’s the status, and 
how has the process gone?  
  Rivernider: We 
previously filed for 
two patents, one of 
which was not a suc-
cess story but resulted 
in being a learning 
experience for what to 
do with future patents. One important 
takeaway was that we knew we need-
ed a patent attorney, and that it would 
be best to have one with experience 
in wire and cable. Even still, our 
patent was rejected twice.

WJI: Why the two rejections? 
  Rivernider: The first time was that 
our claims were deemed too broad, 

which is not un-
common in this 
process. Since 
the issuance 
of our patent 
we have filed 
a continuance 

with the objective of broadening 
our claims further as we have found 
additional applications for the con-
struction and believe securing our 
protection in these areas is warrant-
ed and justifiable.

WJI: Was there one or two key 
people who drove this project? 
Can you estimate how many staff 
hours went into the R&D and the 
patent process? 
  Rivernider: Yes, while we very 
much work as a team, there were 
two of us at Quabbin that invested 
extra time and effort. I’m very 
proud to have led the design of 
the cable, and Jason Sterndale 
deserves credit for the unique 
tooling. In total, we estimate 
that 300+ hours have been spent 
on the design, development and 
patent process to date.
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Specialty Cable Corporation: it’s all special
  If ever there was a company one would expect to be a natural for this feature, it would be 
Specialty Cable Corporation (SCC) in Wallingford, Connecticut, so its responses were singled 
out. Below, SCC Vice President of Sales Jim Streifel discusses his company’s ‘special’ focus.

 WJI: How does your company 
choose a specialty cable to develop, 
such as the described one you have 
chosen to highlight? 

Streifel: You asked us to focus on 
a single specialty cable, but as you 
might guess from our company name 
basically e-v-e-r-y-t-h-i-n-g we make 
is a specialty cable, so our experi-
ence is different from most other 
companies. We 
manufacture 
a variety of 
cables to service 
many markets. 
Our foundation 
has been flight 
critical wire 
and cable for 
the military 
and commer-
cial aerospace 
markets, but 
we also service 
the medical, 
heat-tracing, 
industrial, 
commercial 
and high-end 
audio markets. 
Many customers purchase special 
proprietary constructions from us that 
have been developed by both parties 
to address an unique situation for 
which only a specially designed cable 
would work. 

I could point out a few that we find 
especially interesting, such as the 
polyimide cable we build for robots 
used in a nuclear power plant that, 
once they go in, will never be seen 
again. Or, there’s the high-end audio 
cables that use cryogenetic copper 
conductors to eliminate noises caused 
by the earth’s north and south poles. 
Additionally, we produce cables 
that are used in our most advanced 
military weaponry. Seldom is our 
production ever off the shelf. That 

makes for a dynamic workplace 
that’s never boring.

Many of our cables start out from 
a concept or an actual need from a 
customer with a very specific applica-
tion that was not being met from any 
cables commercially available. Going 
back to the above nuclear power plant 
cable, our customer needed that for its 
robot that would perform maintenance 

on the reactors while they were in 
operation. As you can imagine, it is not 
an easy job shutting down and restart-
ing such a site. The plan was to have 
this robot stay inside the reactor for 
several years performing the necessary 
maintenance, eliminating the shut-
down need. Our customer gave us the 
cable requirements and details about 
the harsh environment it would need to 
operate in. Once we understood all the 
requirements, we went to work design-
ing a cable that was up to the task. 

WJI: Would a specialty product 
always stem from a specific custom-
er request, or could you develop a 
product if you believe that the market 
would welcome it? 

Streifel: Not all of our constructions 
are specific to a company or individual 
use. Many have been developed over 
the years as industries have evolved. 
A great example of this is the aero-
space industry, which has continued to 
redesign and refine the aircrafts. The 
cables have needed to become lighter 
and able to handle higher temperatures 
to operate in increasingly hostile en-

vironments. Those 
conditions forced 
us to refine and 
redesign our cable 
constructions. 

WJI: For such 
a product, do you 
start R&D with a 
high degree of con-
fidence of the final 
result?  
  Streifel: When 
we first engineer 
and select our 
constructions for 
our prototypes, we 
do start out that 
way, but experience 
has shown that little 

actually goes as planned. Adjustments 
inevitably have to be made during the 
process, from concept to final pro-
duction runs, something needs to be 
adjusted. Yes, that can be frustrating, 
but it’s also exciting learning how our 
designs actually perform in the real 
world, and what we need to do to 
make them even better.

WJI: Do you set specific time goals?
Streifel: We assemble a product 

development team for every new 
design to work on the project. This 
usually consists of individuals from 
engineering, production, quality and 
sales. An initial timeline is set for 
all stages of development. These 
timelines will vary depending on the 

Specialty Cable Corporation Vice President of Sales and Marketing Jim Streifel.
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difficulty of the cable requirements, 
design, material, manufacturing and 
testing criteria. We usually meet 
every two weeks to discuss the status 
of the project or more if the project 
requires more immediate attention. 

WJI: Do you patent your products?  
  Streifel: Many of our processes 
are proprietary and our new con-
structions are customer specific. 
The cables are typically low volume 
and will not be mass produced, so 
the cost associated with securing a 
patent is usually not justified. There 
are a handful of other companies 
that may have the technical and 
processing abilities to design and 
manufacture the cables, but because 
of the time it takes to development 
and the low volume, most of our 
competitors choose to pass. Our 
ability to move the process quickly 
and efficiently enables us to cost 
effectively design and manufacture 
the cables.

WJI: Do you seek to have specialty 
products represent a certain percent-
age of your revenues? 

Streifel: New products and new 
designs are key to our business 
strategy as well as our future. New 

designs force us to continually keep 
pace with the ever-changing industry 
needs. Our policy is to build on our 
past successes, with an emphasizes 
on continual improvement. This 

keeps us sharp and experts in our 
industry. 

WJI: What aspect did the editor 
not ask about that would have been 
of interest? 

Streifel: I cannot overstate how 
important quality is. Along with 
new products and designs you must 
have a quality product. I know, that 
sounds like a given, but our cus-
tomers today expect nothing less 
than an exceptionally high-quality 
product. Of course, they also want it 
delivered on time and at a fair price, 
but quality trumps everything, and 
that focus drives us. SCC meets or 
exceeds the industry’s most stringent 
of standards. We have numerous 
QPLs, UL and CSA ratings. Our 
quality systems are recognized by 
AS9100 and ISO 9001. What we do 
is too important for us to approach 
our work without being prepared to 
be the “special” company that we 
know we are. 

You can take our 
new cold welder 

almost anywhere

MADE IN THE UK

Pressure Welding Machines Ltd
Tel: +44 (0) 1233 820847

Email: pwm@btinternet.com
North America inquiries:

Tel: 774-991-0504
Email: joe@jsnee.com

Easy to move and simple to operate, 
our new CP180 machine, air line and 

air/hydraulic power system are  
supplied in a handy carry pack. Just 

connect an air supply and you’re ready 
to weld - wherever you are. For wire, 
strip and profile 0.30mm to 1.80mm 

(.0118" to .071"). 

Find out more and see  
the video demo at  

www.pwmltd.co.uk

New PWM welders and dies available only  
from PWM or its authorised distributors.

World leader in cold 
weld technology
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WJI: For such a product, do you start R&D with a 
high degree of confidence of the final result?

99% of our R&D is started with confidence and 
based on our 57 years of experience that the final 
result will be successful. Often we are approached 
with an idea from someone that does not understand 
the complexity of designing and making the product. 
By them not knowing the equipment that is used to 
manufacture wire and cable and/or market conditions, 
material restrictions, etc., we sometimes have to in-
form the customer of obstacles we need to overcome. 
In most cases it comes down to financial limitations. 
This is where we work our hardest to accommodate 
the requirement and at the same time, work with or 
around the limitations. On occasion we come across 
an application that is simply too difficult. In those rare 
cases the ideas will never leave the drawing board as 
even with today’s modern equipment, the idea just 
cannot be manufactured. Michael Weiss, WHIT-
MOR/Wirenetics.

Yes, once a concept is justified for further develop-
ment, I am very confident that our team is personally 
and emotionally committed to the success of the 
product. In addition to our talented engineers, we are 
also privileged as a member of the Marmon Group to 
rely on resources within sister companies to help prob-

lem-solve should a challenge arise. With the VITALink® 

CI product, we just completed a hugely successful 
round of testing to UL 2196, which some would clas-
sify as one of the toughest two-hour fire rating tests 
for cables in the world. We collaborated on this project 
with team members from Marmon Technology & Inno-
vation Center, Rockbestos Surprenant, and Cable USA. 
I am extremely proud of our team that has developed 
an exceptional product to serve the industry. Danielle 
Braley, Comtran.

There is great confidence amongst our specialty/cus-
tom cable department in Windsbach. Our cable R&D 
engineers have years of experience and come from 
different backgrounds that include chemistry, electrical 

engineering, and mechanics. Their knowledge of differ-
ent synthetic materials, and understanding how, and with 
what, those materials can be combined, gives us endless 
capabilities to construct unique cable constructions. Kev-
in Siegel, HELUKABEL USA.
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Aerospace: an especially challenging specialty cable market
     U.K.-based Integer Research has just come out with a study on specialty cables. It notes that 
their work continues to be the only in-depth source of information on key vertical markets within this 
sector. Below is an overview of just one of the six industries covered in the report: aerospace cable.

The specialty cable market as a 
whole may well be the least under-
stood and analyzed high-market 
segment as it is highly dependent 
on standards and specifications that 
change over time. Each end-use mar-
ket segment is distinct, and therefore 
requires a different approach. 

The aerospace 
market is es-
pecially chal-
lenging as it has 
unique drivers 
that are not so 
easily quantified. 
The market is 
geographically 
diverse, with 
U.S. activity 
significantly 
different from 
the European and 
Asian markets, 
the latter two 
of which have 
country-by-coun-
try distinctions. 

The rise in 
aircraft demand 
in the last decade 
has been rapid, 
as growth in the 
size of mid-
dle-class globally 
has increased alongside cheaper fares 
and more globalized business. Demand 
is concentrated among a relatively 
small number of producers of com-
mercial and military aircraft, engines 
and avionics companies and space 
and satellite systems’ manufacturers, 
with primary purchasers of aerospace 
cable including those who produce 
wiring harness for aircraft and airframe 
producers.  

The largest aerospace companies are 
primarily U.S. or Western European, 

with the largest players being: Boeing 
(U.S.), Airbus (France), Lockheed 
Martin (U.S.), United Technolo-
gies (U.S.), General Electric (U.S.), 
Northrop Grumman (U.S.), Raytheon 
(U.S.), Safran (France), Finmeccanica 
(Italy) and Rolls-Royce (U.K.).

Integer has estimated cable demand 

for aircraft by identifying aerospace 
production by region and determining 
the intensity of use of cable: looking 
at electrical install, cable value and the 
percentage of spend that is for cable it-
self (excluding labor and accessories). 
The current demand for aerospace 
cable has reached more than US$400 
million globally.

The key distinction for the point of 
consumption of cable is split between 
two key areas, where the main body of 
the aircraft is produced and where the 

wiring harness is manufactured. As a 
result, the majority of demand is in air-
craft manufacturing hubs in the U.S., 
China and France, and in locations 
where there are wiring harness produc-
ers, such as in Morocco and Mexico. 

As a result, some of the primary 
purchasers of aerospace cable are those 

who produce 
wiring harness 
for aircraft 
and airframe 
producers, such 
as Labinal (Sa-
fran), Boeing, 
EADS (which 
owns Airbus), 
Sukoi and the 
Aviation In-
dustry Corpo-
ration of China 
(AVIC).

Aerospace 
cables have 
some of the 
most rigorous 
test specifica-
tions and stan-
dards and so is 
focused among 
fewer compa-
nies than in 
other industrial 

sectors, with the 
top 10 companies representing 70%  
of the total market in 2015. As the 
 U.S. is a key site for civil and military 
aircraft production, a third of aero-
space wire and cable production is 
based there and only three of the  
top 10 producers do not have a plant  
in the U.S. 

The top 10 aerospace cable producers represented 
70% of the market in 2015

Other 
companies

Huber & 
Suhner

SouthwireMarmon Aerospace 
Wire & 
Cable

WL GoreTE 
Connectivity

Mitsubishi 
Cable

NexansGlobal 
production

SEIPrysmian

US$ million

Rest of the World
USA

The majority of aerospace specialty cable is produced in the U.S. 

For more report details, please  
contact the editor, Louisa Winnik, at 
louisa.winnik@integer-research.com. 
Also, see p. 101.
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Lapp has R&D departments in various regions across 
the globe. Our engineers work hard to make sure we’re 
always among the top innovative cable manufacturers. 
Here at Lapp, it’s not just the R&D department who 
drives development projects—we thrive on a cross func-
tional team consisting of product management, supply 
chain, quality control, manufacturing and others. Our 
company follows an internal innovation and commer-
cialization process for all our projects that’s consistent 
worldwide. Lucas Kehl, Lapp Group.

 WJI: Do you set specific time goals, i.e., by three 
months agree on basic solution; eight months have three 
different versions to test/assess; 14 months have cable 
ready for tests, etc.? 

This can be divided into two sections: 1. When a cus-
tomer brings new design for a current requirement, we 
will normally complete the process within one to three 
weeks. 2. When a new design with unproven materials 
comes to us, the process will then take two weeks to 
three months, depending on the complexity. In our world, 
we have to be able to respond quickly to our customers’ 
requirements and our custom cable team is very good 

about bringing the solution to completion with mini-
mal delays.Michael Weiss, WHITMOR/Wirenetics.

We have in-house test centers to guarantee quali-
ty and reliability to our customers with the shortest 
possible lead times. 
Here in the United 
States, the laboratory 
is a member of the UL 
Client Data program, 
meaning that we can 
shorten the time for 
select UL approvals by 
completing tests for 
which Lapp has been 
self-certified. A typical 
innovation process at 
Lapp includes con-
cept, development and 
prototyping, followed 
by industrialization 
and validation be-
fore a new product is 

www.strecker-limburg.de
www.streckerusa.com

Innovation meets Tradition

THE buttwelding company since 1933!

WIRE INDIA 2016
O c t o b e r  0 5 - 07
M u m b a i ,  I n d i a
booth E02 hall 1 

WIRE CHINA 2016
September 26-29
Shanghai, P.R.China
b o o t h  W 1 F 6 0

Lucas Kehl, product man-
ager, Lapp Group.
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launched. While we’re typically able to estimate how 
long the process will last, it’s sometimes hard to be 
exact because we’re dealing with high level innovative 
product development. Lucas Kehl, Lapp Group.

You absolutely need a product development strate-
gy that includes a primary objective with milestones 
and deadlines in-between to keep progress moving. 
And even when you’ve obtained the primary goal, it’s 
important to build upon that accomplishment – there’s 
always room for product expansion, product enhance-
ments, cost improvements, etc. From a salesperson’s 

perspective, that timeline can’t be quick enough, how-
ever great products take careful planning, persistence 
and execution. Still, speed to market is important and 
Comtran’s design through delivery process is well-or-
ganized and rapid. Being a mid-size cable company 
offers the advantage of a focused team with streamlined 
processes, communication and approvals. Comtran’s 20 
year veteran Design Engineer Bruce Lamoureux sums 
it up best, “I’ve been in the business a long time, and 
I’ve launched more products in two years than I did in 

eight years at a bigger company,” he says. “There’s 
just not as much red tape.” Just within the last six 
months, the Circuit Integrity cable line grew from 
three constructions to nine, with additional improve-
ments in certifications and conduit fill; making it 
the only approved product in Canada and achieving 
the best conduit fill in the industry. Danielle Braley, 
sales engineer, Comtran.

We are conscious of our customer’s timelines to 
bring new products to market where our cables will 
be used, and try to develop our specialty/custom 
cables accordingly. Most special cable requests from 
customers can be solved with the appropriate struc-
tural design and the proper use of existing plastics. 
Due to a high diversity of materials, especially in 
the plastics sector, and the technical expertise of our 
engineers in Windsbach, a solution can be conceived 
within one to four weeks, depending on the applica-
tion. In some cases, a customer visit is made to look 
at the particular application on-site. In these cases, 
the cable must only be designed and manufactured 
over a period of about three to four months, then 
pass a testing phase of about one to three months.

The length of the test period again depends on the 
application. For example, meaningful results from 
a torsion test can be obtained after about a month, 
while a track cable test requires a minimum of three 
months and can last as long as a year or more. In 
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this case, depending on if the customer has immediate 
deadlines, we use extrapolated data from the vast amount 
of test data we have gathered over the years to forecast 
the ending test result. 

There are also cases in which a new raw material 
(special plastic, fabric or yarn) is required. This requires 
research to explore what options are available in the 

market. If a material is located, sample tests must take 
place, which can take up to three months to determine its 
effectiveness. In special cases, this timeline can be ex-
tended based on the delivery times for sample materials. 
The production and the tests again require the timeframe 
described above.

There are also special cases in which the cus-
tomer requires a country approval, such as UL, 
VDE, or CCC, which can further extend the de-
velopment timeline by up to nine to 12 months. 
Kevin Siegel, HELUKABEL USA.

WJI: Do you patent your products? Do you 
do a patent search to see if anything similar is 
offered, and if so, can that end the process or 
result in a change in direction?

For innovations with a high level of impor-
tance, we carefully evaluate the costs affiliated 
with obtaining a patent. This decision is not 
only based on commercial parameters but also 
encompasses factors that revolve around the 
effects the invention has on the image of the 
company. We decided to patent the rope that in-
cludes the electrical conductor for the SkySails 
kite, which provides wind propulsion for cargo 
ships, in conjunction with the rope manufac-
turer. Before starting the patenting process, 
we thoroughly search the internet for existing 
patents that might interfere with our innovation. 
However, this is rarely the occasion. Should 
that be the case, we make sure that our innova-
tion doesn’t interfere with the existing patent. 
In more complicated cases we also get a patent 
lawyer involved. Kevin Siegel, HELUKABEL 
USA.

Kevin Siegel, marketing manager, HELUKABEL.USA.
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We do not hold any existing 
patents, though some of our em-
ployees do. The benefit of a pat-
ent is protection of a unique idea, 
however a company must also 
consider if intellectual property 
will be exposed and how a patent 
can be defended if it’s infringed 
upon. There is always someone 
out there willing to build the 
better mouse trap with an im-
provement on an existing idea, 
therefore we do not let an existing 
patent prevent us from moving 
forward. Per our director of 
engineering, Rama Nippani, “For 
any new product, we mold our de-
signs to not encroach an existing 
patent. We are obviously pursuing 
new designs every day which 
shows in our new and innovative 
products like the VITALink®, DE-
FENSE-LINK™ shipboard cables, 
and Hub-LINK™ transit cables.” 

Danielle Braley, Comtran.

We generally do not seek a patent, but instead will 
trademark many of our products. Michael Weiss, 
WHITMOR/Wirenetics.

WJI: Do you seek to have specialty products represent 
a certain percentage of your revenues? 

Since 2010, Comtran has rebalanced its product portfo-
lio embracing the 80/20 strategy for sales and manufactur-
ing. In order to use our resources wisely and operate our 
business as efficiently as possible, our goal is to have 80% 
of our profits come from 20% of our products. Although 
the organization stays true to its roots in maintaining 
a core base of commercial cable products, we are con-
tinually expanding into more profitable specialty cable 
markets and leveraging our expertise to get a leg-up on 
competition as demonstrated in recent specialty product 
cable introductions, including our DEFENSE-LINK™ 
Shipboard cables and VITALink® 2 Hour Fire Resistive 
cables. Comtran continues to lead the way in specialty 
cable products. Danielle Braley, Comtran.

In that we have no catalog to sell from for the manufac-
turing division, everything is a specialty product. The only 
cables we stock are those that are contractually ordered 
and scheduled. What we sell to one customer, in most 

A Comtran 
VITALink® cable.
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cases, cannot be sold to any other customer. Our manufac-
turing of specialty products is not driven by metrics, but 
it is an area that we are very aware of and always looking 
for opportunities. This was a founding principal of the 
company and remains in place today. We want to ensure 
that these products are of value and not just hitting a met-
ric check mark. Michael Weiss, WHITMOR/Wirenetics.

As a company, we recognize that innovation is critical 
for maintaining a leading marketing position. Therefore, 
we do have targets regarding new products as a percentage 
of revenue. Lucas Kehl, Lapp Group.

WJI: What aspect did the editor not ask that would have 
been of interest? 

Any cable installation in a building or structure may be 

subject to inspection by the local Authority Having Juris-
diction (AHJ). It’s important to remember that interpreta-
tion of NEC code requirements and the subsequent adopt-
ing of new regulations differs by state, city or county. 
Lapp products are tested in accordance with applicable 
agency standards in our state-of-the-art laboratory that’s 
a member of the UL Client Test Data Program (CTDP). 
When testing products, we employ the same methods, 
procedures and equipment used by UL. Additionally, we 
have an internal 5V (validation) process that confirms 
product integrity and lets us uphold our industry-leading 
reputation for high quality. Lucas Kehl, Lapp Group.

Over our many years in business, we have been sought 
out to provide answers for unusual applications. These 
requests have come from a number of industries such 
as (but not limited to) oceanographic, entertainment 
(television, motion picture studios, audio equipment man-
ufacturers), automotive restoration, home and industrial 
lighting, medical, geophysical, seismological.  

To this day we stand firm on the two principal corner-
stones we were founded on service and quality. We feel 
our quality system is second to none and we stand behind 
every product we sell. Michael Weiss, WHITMOR/
Wirenetics.   

WYREPAK INDUSTRIES — A Huestis Industrial Company  •  www.WYREPAK.com   
68 Buttonwood Street, Bristol, Rhode Island 02809-0718 USA  •  tel:  800.972.9222  or  401.253.5500  fax:  401.253.7350

DESIGNERS & MANUFACTURERS  
OF PAYOFF & TENSION CONTROL  
EQUIPMENT FOR WIRE & CABLE

ISO9001
REGISTERED

Got 
manufacturing 
tension?
Let Wyrepak Industries show you how 
to control your tension issues! With 
our many cost-effective manufacturing 
applications, backed by a solid 
guarantee and excellent customer 
service – Wyrepak has the answer for 
all of your manufacturing needs!

For more details on any of our manufacturing 
product solutions, call us at 800-972-9222 or 
email sales@wyrepak.com
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