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When we published the previous issue of SWEP Exchange six months ago, 

many among us – even the experts – believed the world would have returned 

closer to normal by the end of the summer. That did not happen, which shows 

how difficult it is to foresee the future. There are still many cases of infection, 

but we have learned a lot about how to prevent and treat the disease, so more 

people are being kept safe or have recovered. We have also seen how 

important social interaction is to us. Many people are suffering from isolation 

during restrictions, or struggling to follow them, and perhaps putting 

themselves and others at risk. We can only ask everyone to behave responsibly 

and explore other, safer, ways to maintain the social relations that are still 

possible. 

Digital meetings can never replace the impact of physical ones, with all their 

intangibles. But they do have their upsides. For example, more people can 

attend and get involved when they do not have to travel for a meeting. Perhaps 

this is something we will take with us into the new normal: individuals or small 

groups connecting from many places. We have seen how digital meetings have 

evolved from just showing PowerPoints and profile photos to using live 

cameras. In fact, some people even feel they get closer and more personal 

contact when they give and get glimpses of people’s private homes and family 

lives.

In this issue you can read about how we have taken action to stay close and 

accessible. In China, we have opened an e-shop on Alibaba, making it easier to 

find us, get in contact, make enquiries, and buy from us. We have launched the 

first version of our own virtual tradeshow for District Energy, and more 

business segments are in the pipeline. We have also held and recorded a 

number of webinars on various topics. You can watch them on our 

YouTube channel.

We also present several cases where we successfully helped save 

energy and costs for some recreation areas that we have not been 

allowed to visit for some time now. I guess we value them even more 

highly now, and hope that they soon be available as normal for our 

health and pleasure once more.
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Cooling sheet metal
laser cutting equipment 

SWEP’s robust All-Stainless brazed 

plate heat exchangers (BPHEs) helped 

provide optimized cooling for sheet 

metal laser cutting equipment using 

deionized water as the main coolant. 

A copper-free chiller system was 

imperative to maintain the integrity of 

non-conductive coolants.

The challenge in the early stages of 

this laser cutting case was leaking 

evaporators due to the corrosion of 

the copper brazed heat exchangers 

that had been provided by previous 

suppliers. SWEP’s All-Stainless 

BPHEs helped Glen Dimplex Thermal 

Solutions (GDTS) situated in 

Kalamazoo, MI, USA, overcome this 

major obstacle.

Cooling sheet metal laser cutting 

equipment is the main application in 

this case. GDTS formed a partnership 

with an OEM laser cutting integrator 

to provide a closed-loop cooling 

solution for their products, with 

refrigeration and hydronics as the 

primary means of heat rejection from 

their process.

Precise process imposes high 

demands on equipment

Precise temperature control through 

cooling is critical in maintaining the 

integrity and accuracy of the cutting 

beam. This ensures the laser can hold 

extremely tight tolerances while 

cutting. During this process, the laser 

resonator, optics, and electronics 

generate a lot of waste heat that must 

be rejected in a controlled manner. 

The primary means of heat rejection 

is deionized water that travels 

through the laser’s cooling plates and 

on to the chiller. This in turn is cooled 

by the BPHE, which is subsequently 

cooled by the refrigeration circuit. The 

use of deionized water as the main 

coolant is vital because it prevents 

short-circuiting of critical electrical 

and electronic components in the 

unlikely event of an internal leak. The 

chiller is an integral part of the laser 

cutting equipment, so the reliability of 

the chiller is key in ensuring high-

quality cutting and preventing costly 

downtime. 

The chiller must also meet stringent 

footprint limitations to improve the 

marketability of the OEM’s turnkey 

solution by requiring minimal floor 

space from the end user. Together, 

these key factors ultimately led to 

BPHEs being used in the chillers for 

this application. BPHEs are extremely 

exchangers, BPHEs provide the same 

robustness with a lower total cost of 

ownership, which is key in cost-

sensitive OEM applications like this.

Why SWEP BPHE technology?

A large proportion of the chillers 

produced at GDTS’s facility had 

previously used BPHEs from a 

different manufacturer. However, 

these BPHEs lacked options and 

support. This led to BPHEs being 

oversized, which added significant 

costs to many OEM applications. 

GDTS’s business opportunity with the 

OEM partner emerged in 2016, around 

the time SWEP was making an initial 

approach to GDTS to form a 

partnership as their primary BPHE 

supplier. At that time, GDTS did not 

have a suitable optimized heat 

exchanger solution to successfully 

displace the OEM chiller supplier.

From GDTS’s first contact with SWEP, 

they were very impressed by how 

SWEP’s sales and engineering team 

could quickly offer a wide range of 

options (various types of brazing 

materials in a variety of executions), 

in-depth selection guidance (through 

SWEP’s selection software SSP), and 

technical support – all combined in a 

very attractive value proposition.

As mentioned, precise temperature 

control is key in maintaining the 

laser’s accuracy. The chiller achieved 

this by implementing hot gas bypass. 

Hot refrigerant discharged by the 

compressor is fed in a controlled 

manner directly into the evaporator in 

with SWEP All-Stainless BPHEs
the circuit, which is the BPHE in this 

case. This allows any excess cooling 

in the evaporator to be trimmed 

precisely, ensuring a tight tolerance 

for the coolant temperature. 

Conventionally, hot gas merges with 

cold refrigerant downstream of the 

throttling device (such as a 

thermostatic expansion valve) before 

entering the evaporator. This requires 

We truly appreciate the time 

and dedication from the 

SWEP team over the years, 

especially in this project.

Screenshot from 
3-D CAD model of 

the laser chiller 
showing a 

Q80ASx60 SWEP 
BPHE.

Actual 
installation of 

a SWEP 
Q80ASx60 BPHE 

(insulated).

additional piping and enough length 

for the two streams to mix 

homogeneously. SWEP achieves this 

with their unique Q-pipe technology, 

which enables the hot gas to be 

introduced into the distribution port 

without affecting the suction liquid 

distribution. SWEP worked closely 

with GDTS to implement a method of 

integrating this hot gas stream 

directly into the BPHE, further 

reducing piping components and 

length while providing equivalent 

functionality.

SWEP’s All-Stainless range supports 

an efficient solution to the challenge

A key issue that GDTS faced with 

compact, with high surface area to 

volume ratios that enable efficient 

heat transfer while requiring minimal 

space. This makes it possible to 

reduce the chiller’s volume and 

footprint. Although copper is the main 

brazed material used in BPHEs, 

stainless steel is also widely used as 

an alternative because, critically, it is 

resistant to highly copper-corrosive 

deionized water. Compared with other 

types of all-stainless steel heat 
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chillers from their previous suppliers 

was leaking evaporators. Cost 

pressures meant the previous chiller 

manufacturers had begun to use 

standard copper BPHEs instead of all-

stainless steel BPHEs. The copper 

BPHEs could not withstand corrosion 

by the deionized water. 

After prolonged exposure, pin-hole 

leaks would form in these BPHEs 

between the refrigerant and water 

channels, leading to cross-

contamination. Rectification required 

very costly repairs to both chiller and 

laser equipment, and led to prolonged 

downtime for the customer.

This issue was noted by GDTS as an 

important problem for their 

customers, and was relayed to SWEP. 

SWEP painstakingly evaluated the 

conductivity of the deionized water 

with an eye to material compatibility, 

which determined that all-stainless 

steel BPHEs were required. SWEP All-

Stainless products are developed for 

systems demanding 100% stainless 

steel components, and for high-

temperature applications. They can 

be used with fluids that are corrosive 

to copper, e.g. ammonia, or for 

sensitive applications where copper 

and nickel contamination must be 

avoided. 

SWEP's unique process technology 

enables a compact product with 

minimal material usage relative to its 

mechanical strength. SWEP’s All-

Stainless range has extended its 

The new virtual reality
Due to the ongoing 

COVID-19 pandemic, 

SWEP recently held its 

first virtual trade show. 

We take a look at how 

this new approach to 

business, meetings and 

networking can benefit 

us all in the long-term. 

Virtual trade shows have existed 

for many years, but the COVID-19 

pandemic is really taking the 

phenomenon mainstream. Trade 

show organizations are naturally 

steering their businesses through 

these digital platforms, and there 

are many variations popping up. 

Most commonly we see chat 

forums, spaces where you can 

upload information about your 

offering, webinars, etc., and that 

they are limited in time. We have 

attended a few, and are currently 

evaluating the outcome.

Version 1.0 of 

SWEP’s virtual trade show

We have developed our own 

platform for virtual trade shows, 

which will be open 24/7. We 

want our visitors to have an 

experience that is as close as 

possible to a physical visit. 

However, we can also use the 

platform format and its 

advantages to add animations 

and graphs – in other words, a 

layer of information or 

functionality that is not available 

in the real world. This first 

version of our platform does not 

have live chat, but it – and other 

functions – will be added in the 

future.

One of the largest benefits of a virtual 

trade show is that distance is 

irrelevant: visitors need not spend 

time and money on travel. The trade 

show can also be set up to make 

timing unimportant. The virtual 

tradeshow is available and open 

whenever visitors want, and on their 

terms.

When we exhibit at a physical 

tradeshow, we spend a lot of money, 

resources, and time on something 

that only lasts a few days. That same 

investment in a virtual trade show has 

a much longer life-span and enables 

us to reach people that normally 

would not visit a physical trade show. 

Having said that, some value is lost 

compared with a physical trade show. 

Informal face-to-face meetings and 

gaining a sense of new market trends 

are just a couple of things that come 

to mind.

We believe that in the future, virtual 

and physical tradeshows will exist 

side-by-side and will be complement-

ary. The challenges facing physical 

trade shows are similar to those 

bricks-and-mortar retail is facing with 

e-commerce. The physical world will 

have to offer some kind of experience 

you cannot get online. Right now, we 

are in the middle of everyone’s first 

attempts to make the digital arena an 

interesting and meaningful meeting 

point. We shall soon see how 

exhibitors and visitors embrace the 

change.

SWEP will continue to add trade 

shows for residential heating and AC & 

refrigeration, as well as for various 

industrial applications. We can adapt 

the showrooms on our digital platform 

to fit any audience or target group, 

unlimited in time, language, and space.

The District Energy trade show is 

available on swep.net. All future virtual 

trade shows will also be available 

there.  n
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product offering and further 

challenged competing 

technologies. In this case, 

SWEP succeeded in providing a 

package with the required 

material and a viable total cost 

of ownership.

There are now several hundred 

SWEP BPHEs in chillers designed 

for this OEM laser cutting 

integrator. They are being used 

across the United States by 

various machine shops and 

fabricators ranging from large 

three-shift, 24/7 operations to 

small businesses. 

All BPHEs operate in the field very 

closely to designed conditions with 

no issues. SWEP’s BPHEs have 

made leaking BPHEs, cross-

contamination, and excessive 

downtime a thing of the past. This 

has strengthened the relationship 

between GDTS and the OEM laser 

cutting integrator because GDTS 

has proven to be a very dependable 

supplier. 

SWEP’s technical team has 

demonstrated meticulous accuracy 

in BPHE selection to meet the 

application’s requirements while 

remaining mindful of the need to 

provide cost-effective solutions for 

OEM projects.

“We truly appreciate the time and 

dedication from the SWEP team over 

the years, especially in this project. 

By supplying their specialized range 

of All-Stainless BPHEs, they helped 

us tackle an ongoing problem by 

providing a sustainable solution 

moving forward.” Sean Weera, Lead 

Engineer – R&D at Glen Dimplex.

SWEP and Glen Dimplex look forward 

to continuing their collaboration for 

years to come in multiple applications 

where BPHEs can provide highly 

efficient solutions.  n

Laser chiller 
with air filters 

removed.
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Laser chiller 
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removed.
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The Vice President of 

Facility Operations for a 

major sporting arena in 

the southern part of the 

United States has a simple 

goal. Provide the most 

comfortable arena, for the 

best entertainment 

experience and deliver the 

best ice in the league. 

moisture and patrons are uncomfort-

able, and the ice conditions worsen. 

Too little, and the same thing. Just 

like Goldilock’s porridge, it has to be 

just right.

MULTISTACK modular chillers are 

designed to work flawlessly, however, 

hard water scaling can over time 

effect even the best designed 

systems. However, in this arena, the 
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In fact, before a cleaning, the head 
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commissioned!

After reviewing the issues, Scott 

Meinert of Wagner-Meinert contacted 
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an appropriate solution to removing the 
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for an alternate solution to pulling and 

replacing the heat exchangers, a labor 

intensive – and expensive – process. 

Recently, Goodway has entered into a 

relationship with SWEP brazed plate 

heat exchangers and since those were 

the brand of heat exchangers used in 

Goodway Technologies 
Manufactures specialized 

industrial maintenance products 
for diverse markets including 

HVAC, energy, maritime, 
manufacturing, and food & 

beverage production.

Wagner-Meinert, LLC 
Was established as a team of 

professionals providing complete 
engineering, design & build, 

construction, and service for turnkey 
requirements on all process, 

refrigeration, and mechanical needs 
in the food process/distribution and 

manufacturing industries.

Multistack
Founded back in 1989, Multistack 
perfected the modular chiller and 
leads the industry in innovative 

and environmentally friendly 
modular solutions.
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SWEP’s 250AS range was 

launched in 2016 and is still 

the leading technology in its 

class, covering an operating 

range from 80 to 250 kW. 

The range, which also 

includes the F250AS and 

P250AS evaporators and the 

B250AS condenser, is 

specially developed for high-

efficiency air- or water-

Despite its compact dimensions, this 

innovative B4T-U model can 

withstand transcritical pressures, 

making it a strong solution for CO  2

applications. It can be used as a 

condenser, economizer, and gas 

cooler, with the unit’s H and M plates 

giving it great flexibility in most 

thermal cases. The ability to combine 

plates with two different patterns in 

one BPHE allows the thermal length 

to be optimized.

The new B4 Ultra Pressure model 

joins SWEP’s comprehensive range of 

BPHEs engineered to deliver the 

highest COP and the lowest life-cycle 

cost. SWEP offers optimized 

solutions for all your refrigerant 

needs. 

Visit the B4T Ultra Pressure product 

page on swep.net to view and 

download the product sheet.  n

SWEP is widening the application reach of the 250AS product family. The 

250AS range, which is designed for high-efficiency reversible chiller and heat 

pump applications, is now extended with another single-circuit evaporator. 

The all-new V250AS targets reversible chiller applications with higher 

temperature approaches.

SWEP’s new B4T-U (Ultra Pressure) model has 

been developed for applications in refrigeration 

targeting CO  as the preferred natural refrigerant 2

choice, with a specific focus on water loop 

applications and small condensing units.

cooled reversible chiller and heat 

pump applications.

The large ports combined with the 

AsyMatrix® plate pattern improve 

heat transfer while decreasing water 

pressure drop and refrigerant charge.

The range can be used with a majority 

of the current high-pressure 

refrigerants. The newly added 

V250AS extends the application reach 

even further. This new BPHE is an 

excellent choice for medium- to low-

efficiency applications requiring a low 

pressure drop over the distribution 

device.

Visit the V250AS product page on 

swep.net to learn more and download 

the product sheet.  n

The new B4T ultra-pressure model 

targeting CO  2

refrigerant 
applications

SWEP EXCHANGE     11

Expansion of the successful 
new 250AS range

these MULTISTACK units, it 

made sense to pursue a descaling 

solution. This partnership between 

Goodway and SWEP included a 

long term study of Goodway’s 
®ScaleBreak - MP descaling 

solutions and their effectiveness 

and safety on descaling brazed 

plate heat exchangers. The 

outcome? ScaleBreak-MP is fully 

approved for use on descaling 

SWEP brazed-plate heat 

exchangers.

After working with Goodway’s 

descaling expert, Tim Fregeau, 

Wagner-Meinert chose the GDS-C40 

descaling pump system, and the 

SWEP verified ScaleBreak-MP liquid 

descaler. 

After following proper shutdown 

and lockout procedures, and 

isolating the heat exchanger from 

the rest of the system, the 

ScaleBreak-MP solution was 

thoroughly circulated within the 

condenser. After a visual inspection, 

the results were apparent, and once 

the system was put back online, 

they became clear. Head pressure 

reduced from 423 PSI to 254 PSI, a 

40% reduction! And that was just on 

one heat exchanger. Since then, 

Wagner-Meinert has deployed the 

descaling solutions across all of the 

condensers, seeing similar results 

with each descaling process.

The results of the cleaning were 

enormous! Wagner- Meinert was 

able to deliver a solution for their 

customer that exceeded their 

expectations and saved them a 

large capital investment in 

replacement heat exchangers.

Moreover, arguably the most 

important result? The Vice 

President of Facility Operations can 

sleep better at night knowing his 

patrons are comfortable and his ice 

is the best in the league.  n
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SkiStar AB is the leading 

Swedish leisure, tourism, 

property and retail company, 

listed on the Stockholm Stock 

Exchange. Its core business is 

providing alpine skiing 

holidays in Sweden, Norway 

and Austria.

One of the company’s best-known 

resorts is Lindvallen in the village of 

Sälen, to the west of Sweden near the 

Norway border. Sälen is the starting 

point for the famous Vasaloppet 

cross-country ski race over 90 km 

which finishes in Mora city. Lindvallen 

has an altitude of 579 m, with 42 km 

of marked runs and is a popular 

location for novice as well as more 

experienced skiers.

In the center of the resort is Experium, 

which boasts water park, spa, 

relaxation area, restaurants, cinema, 

bowling and shopping facilities.  

Operating all of this is very energy 

intensive and so, in keeping with 

SkiStar’s sustainability commitments, 

at the start of the project it decided to 

build its own standalone heat 

network, by setting up a dedicated 

energy company to run it.

The energy company is called 

Fjällvärme AB (which means 

‘mountain heat’), a joint venture 

between SkiStar and PEAB, a major 

Nordic construction and civil 

engineering company (and the 

original founder of SkiStar).  The 

energy center which powers 

Experium, as well providing district 

energy to the outlying resort villages, 

has an output of 3 MW which it 

produces from burning woodchips 

from the surrounding timber 

industries. As such it is 100% 

sustainable. SWEP has provided the 

unit that transfers the heat from the 

energy center to Experium and the 

villages.

SkiStar and PEAB, through Fjällvärme, 

have now gone on to build a second 

energy center to serve the 

neighbouring resort of Tandådalen. 

SWEP have played a major role here 

as well.  The energy center currently 

has a capacity of 1.5 MW, soon to be 

upgraded to 3 MW through a newly 

delivered SWEP unit. This will be 

sufficient to sustainably heat a newly 

developed 19000 square meter hotel, 

without any use of fossil fuel.

SWEP turns on the 
heat for SkiStar

The SWEP unit works as a conduit or 

link between the energy center and 

the buildings that receive and use the 

hot water. The heat is produced from 

the energy center at a starting 

temperature of around 100 °C (212 

°F) when it reaches the SWEP unit. It 

is then transferred to the heat 

network at 80 °C (176 °F) when it 

reaches the recipient buildings. 

Ulf Schröder, operations manager for 

the Energy Center in Lindvallen and 

Tandådalen plants says,

“The set-up here is impressive and 

shows the way forward. The 

electricity to run the ski lifts comes 

from hydropower generated from the 

local river and power station. The heat 

network is fuelled by woodchips. 

What we’re doing here is 100% 

sustainable and enabling us to play 

our part in the fight against climate 

change.”   n

What we’re doing here is 100% 

sustainable and enabling us to play 

our part in the fight against 

climate change.

The illustration 
shows the hydraulic 
separation from the 
energy center to the 
block level using a 

SWEP BPHE.

Written by: Chris Brown, Chris Brown Communications
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Online sales are quickly becoming a large 

part of SWEP’s business in Asia. We spoke 

with Kathy Wu, Market Communication 

Specialist APAC at SWEP, about how SWEP 

uses the online shopping portal 1688.com 

to sell products in China.

We’ve heard that SWEP uses Alibaba 

as a sales channel in China/Asia. 

How much of SWEP’s product range 

is available on Alibaba?

SWEP launched its own Alibaba e-

shop in April 2020. Alibaba Group has 

developed two ebiz platforms. One is 

1688.com, which focuses on 

domestic business, and the other is 

Alibaba.com, focusing on overseas 

business.

Currently, the SWEP e-shop is on 

1688.com. It covers four applications 

(refrigeration, residential heating, 

district energy, and oil cooling) and 16 

products, and offers BPHE products, 

consulting, and online/offline ordering 

to China.

The purpose of building an e-shop on 

Alibaba was first to increase our 

brand awareness in the market as a 

trustworthy and leading BPHE 

supplier, and second to offer and 

provide products in a channel that 

more and more customers are using.

Are there still customers that prefer 

to talk to a SWEP expert before 

buying a BPHE? Or has buying moved 

totally online?

Since most of our BPHEs are 

customized products, it depends on 

the specific application, which varies 

from customer to customer. Most 

customers prefer to talk to a SWEP 

expert for further BPHE selection 

advice and price negotiations.

When an agreement is reached, the 

customer can pay SWEP either offline 

or online, but it makes no difference 

to the terms of the contract. If it is a 

replacement order, the sales team will 

usually forward it to our dealers to 

follow up, which gives the customer 

local service.

At the moment, SWEP’s e-shop is a 

combination of online and offline 

sales. Every time someone visits our 

shop and contacts us through the 

online chat, the customer support 

team in Suzhou will reply and ask 

about their contact information and 

business needs, then forward the 

inquiry to the right sales person or 

dealer to follow up.

How well is SWEP’s e-shop 

progressing so far?

So far, it’s running quite well. Every 

day we receive inquiries from the e-

shop, and some sales have been 

generated through this platform. More 

importantly, an e-shop contact can be 

converted from a one-off order into a 

direct customer with the potential for 

long-term BPHE sales and support.

Do you think this number will 

continue to grow?

In my view, yes. I see this as a future 

trend of doing digital B2B marketing. I 

think the channel set-up does not 

matter to customers. When they are 

searching for BPHEs and they 

become aware of SWEP, what they 

care about is having a seamless 

experience that enables them to 

easily find our contact information 

and start the conversation.

The e-shop gives us an additional 

channel to enable customers to reach 

out to us at any time via the online 

chat function. It complements our 

existing marketing communication 

tools, such as our website, social 

media, and physical activities. This 

means our customers are always 

close to us and are encouraged to 

reach out and take action when the 

need arises.

Alibaba is an online sales platform, 

which means all its visitors are buying 

or selling. Therefore, if we build com-

munication bridges in this platform, 

sales will come. The only question is 

whether it’s a big order or a small one. 

Our success here has everything to do 

with how we follow up the contacts 

we get on the platform.

Do you use Alibaba or 1688.com?

Alibaba Group is a big company 

running a wide range of diversified 

businesses. Both 1688.com and 

Alibaba.com target wholesaling and 

B2B, and they are not often used by 

individuals buying day-to-day necess-

ities. I use Taobao a lot, which is 

another well-known e-commerce 

platform under the Alibaba Group, 

to buy almost everything you can 

think of.  n

Opening a 
new world 

of sales
kathy

...our customers are 

always close to us and 

encouraged to reach out 

and take action when 

the need arises. 
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What is it like to live and 

work in the land down 

under during Covid-19? 

We talked to Tobias 

Lindsjö and John Griffiths 

about what it’s like for a 

Swedish expat and a 

‘native’ Australian to work 

in Australia during the 

pandemic.

How long have you been with SWEP?

Tobias Lindsjö (TL) “I started working 

for SWEP back in 2008 in the Product 

Management department, which at 

the time was starting to grow and 

spread beyond Landskrona. I had two 

great years at HQ where I got to know 

a lot of fantastic people.”

John Griffiths (JG) “I have worked 

with SWEP in some capacity since 

1999. In simple terms my role at 

SWEP is to develop and grow the 

business in Oceania.”

Tobias, you’re from Sweden. How did 

you end up in Australia?

(TL) “I’m not sure how it started, if it 

was Stefan, Magnus, or Claes, but one 

day I got a phone call from the Sales 

and Marketing manager, Magnus 

Working through the

Folkelid, asking if I wanted to start 

working in Sales with Claes Larsson 

down in Sydney. He was alone and 

had just opened up the Sydney 

warehouse, ACW, and might need 

some help increasing sales. 

A couple of months later we had 

moved down and I met up with Claes 

in his rough and rundown office on 

top of a gas station. He became my 

mentor and taught me the basics of 

SSP, our calculation software, BPHE 

applications, and sales. We went out 

on sales meetings together in his car 

and I watched and learned. I have very 

fond memories from that time.”

John, are you a native?

(JG) “I consider myself a hybrid 

Aussie, I was born in Liverpool in the 

UK. My family migrated to Australia in 

the 60s, when I was 3, and settled in 

Adelaide. We moved around Australia 

as my father followed work 

opportunities in Hobart and 

Melbourne, where I have settled.”

With the ongoing Covid-19 pandemic, 

the communication behaviors of 

internal colleagues and customers 

have changed radically. What kinds 

of internal and external communi-

cation challenges have you met?

(TL) “A big change in our way of 

working is that we aren’t meeting 

people face-to-face for the time being. 

This means that you lose out on the 

details that are very important in a 

sales environment, such as the 

spontaneous discussions about 

current and future projects, gossip, 

and the leads to other companies and 

projects. Even the virtual trade show 

phenomenon, which is great in many 

other ways, is a headache for sales 

people because you lose the main 

reason for going to events like that – 

the networking, the gossip, the leads.”

“As any sales person will tell you, 

nothing beats a face-to-face meeting. 

Since communication between two 

people is 90% nonverbal, being 

restricted to email and phone means 

you lose almost all the underlying 

mechanisms that form good 

communication. 

I think digital meetings over 

Teams/Zoom is a great way to close 

the gap between email/phone and 

face-to-face meetings. From an 

environmental point of view, it’s 

superior and it can definitely be a tool 

going forward for maintaining 

existing relationships to some extent. 

But to build new relationships, to 

network, to get the gossip and the 

spontaneous leads, there is only one 

way to meet – IRL.”

(JG) “Internally, technology (i.e. 

Teams and Skype) has been more 

important, and with the current 

isolation people both internally and 

externally seem willing to connect a 

little closer. I have found that with 

most people working from home, the 

more human side of your customers 

has emerged, and connections can 

actually become closer as we all work 

our way through the difficulties of 

Covid-19.”

“Until there is a vaccine, there will be 

disruption to the normal customer 

visits. Video conference calls may fill 

the void, but as things return to a 

more normal situation I see face-to 

face meetings resuming their position 

in the communication options, 

because humans by their nature 

prefer to interact in a real 

environment not just in a virtual 

environment.”  n

pandemic

Tobias Lindsjö, Regional 
Sales Manager, Australia

Photography: 
Ingrid Sjodahl

John Griffiths, 
Sales Team Leader, 

Australia and 
New Zealand

I have found that with most 

people working from home, the 

more human side of your 

customers has emerged...
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Crown Paradise Cancun – 

a popular resort in Mexico 

– hired Ecochillers, a 

manufacturer of chillers 

and condensing units, to 

provide a more efficient 

heating system that better 

served their needs. With 

the help of a SWEP heat 

recovery solution, they got 

a dependable and efficient 

system with low main-

tenance and remarkable 

savings in energy and 

costs.

Before the installation of SWEP 

BPHEs, the resort had no heat 

recovery process in place. Instead, 

they were using a boiler that operated 

day and night at full capacity for all 

their hot water needs.

The previous solution sent hot water 

from the condenser outlets to a 

cooling tower where the heat was 

then dumped – wasting it. At the 

same time, water for the pools and 

hotel’s water tanks was being heated 

by the boiler system.

The resort leadership knew that there 

had to be a more energy-efficient way 

to provide this heating, so they 

decided to enlist the help of 

Ecochillers to suggest a more 

resourceful, effective, and economical 

solution.

As part of the solution, four SWEP 

DP400x142 models were installed as 

evaporators on the site to help cool 

the water supply to the Trane chiller. 

The evaporator inlet temperature is 

52 °C (126 °F) and the outlet 30 °C 

(86 °F). The chiller now operates 

more efficiently with the lower outlet 

temperature of the SWEP BPHEs.

In addition to the BPHEs being used 

for heat recovery in this system, 18 

SWEP Minex titanium units have been 

installed to help heat chlorinated pool 

water as part of the heat recovery 

process. The SWEP Minex units now 

enable the pools to reach 28 °C 

(82 °F) and the jacuzzis to reach 38 °C 

(100 °F) in just five hours and then 

maintain those temperatures. Now, 

rather than sending hot water out 

from the condenser to a well or a 

Heat recovery saves
energy and costs 
at Cancun resort
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tower, SWEP BPHEs are pulling heat 

into a water heating loop. This 50 °C 

(122 °F) hot water outlet is divided 

between heating the pools and 

providing water for the hot water tank 

that supplies the rest of the complex.

As an added benefit, the new design 

reduces the average water tempera-

ture going back to the condenser 

from 40 °C to 35 °C (104 °F to 95 °F). 

This reduction makes the condensers 

more efficient and enables them to 

reduce the condenser water pump 

flow rate due to the higher 

temperature difference between the 

two sides. The chiller cooling capacity 

is also increased with the lower water 

supply temperature.

Results and conclusion

With the heat recovery process now in 

place, and thanks to SWEP BPHEs, 

the boiler currently only operates at 

20% capacity for a few hours a day. 

This optimized solution provides hot 

water 24 hours a day for the 600 

guest rooms, pools, kitchens, and 12 

restaurants, while the boiler now only 

works to generate steam for the 

onsite laundry. More advantages 

resulting from this highly efficient 

new system include:

• Chiller discharge pressure reduced 

by 5%

• Reduced maintenance costs for 

boilers and condensing water 

pumps

• 20% energy savings on water 

pumps with less GPM per ton 

required

In addition to providing a more 

energy-efficient and sustainable 

solution, Ecochillers and SWEP were 

also able to reduce the customer’s 

costs by up to US$180,000 a year. 

SWEP is proud to have collaborated 

with Ecochillers on this project, and 

we look forward to similar future 

opportunities where we can recover 

heat and help provide more energy-

efficient solutions in processes 

around the globe.  n

SWEP DB400Hx142 
models installed as 
condensers on site 
for heat recovery.

Since SWEP 
BPHEs were 

installed, the pools 
now reach the 

desired 
temperatures.

Two of the 18 
SWEP Minex units 

installed onsite 
for pool heating.

Application news, product 

insights, and the latest industry 

trends, directly from the industry 

experts. SWEP offers a number of 

free webinars as a simple and 

engaging way to boost your 

knowledge and help you as a 

professional working on heat 

exchanger solutions.

Topics range from refrigerant 

trends, heat transfer, and BPHE 

technology to more specific 

applications such as Sealix 

surface protection and DThermX 

calculation software. We try to 

keep webinars brief but 

informative. They typically last 

30-45 minutes, including an 

opportunity to engage directly 

with local experts who will try to 

answer one-to-one questions in a 

Q&A.

The webinars are being recorded, 

so you can always go back and 

review them or share them with a 

colleague.

If you have ideas for webinars 

that you would like to see in the 

future, we invite you to tell us 

about them. We will do our best 

to accommodate your wishes!

Did you miss a webinar? Watch 

previous webinars on our 

YouTube channel.

For upcoming webinars, please 

follow our LinkedIn page.  n

Boost your knowledge 
with SWEP Webinars
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SWEP and Eastfirst have been 

collaborating since 1996. We sat 

down with General Manager 

Oliver Xie to hear the story about 

how this unique partnership 

began and how things have 

changed over the past 25 years.

Oliver Xie first heard about SWEP in 

1992 in the course of business. At 

that time, SWEP wasn’t established in 

the Chinese market, but the Chinese 

had high expectations and were more 

than ready for the introduction of new 

Swedish heat exchanger technology.

Fast forward to 1996, when Xie 

established Eastfirst Mechanical and 

Electrical Equipment Co. LTD and 

began acting as distributor for SWEP 

heat exchangers. When asked why he 

named the company Eastfirst, Xie 

revealed that the name came to him 

during New Year. New Year in 

Chinese is “Yuan Dan”, and “Yuan” 

means “first” or “the beginning”. The 

Chinese word “Dong” means “East”, 

which represents the geographical 

position of China, so Xie named the 

company “Dong Yuan” in Chinese, 

with the vision of becoming the No. 1 

distributor in China. The English name 

Eastfirst is a direct translation of this.

Eastfirst’s main business area is the 

refrigeration and air conditioning 

industry, but it is also involved in 

hydraulic cooling and replacement 

cooling projects. When asked why the 

company chose to be a dealer for 

foreign brands, Xie said, “In general, 

foreign brands own leading 

technologies, have good quality with 

warranties, and perfect after-sales 

service. These are some of the 

inherent advantages.” He used SWEP 

as an example to illustrate the 

cooperation between two companies: 

“Eastfirst works with SWEP on 

business development in the southern 

district. We have already formed a 

close relationship with team manager 

Ellen Feng and her team members.”

He also spoke highly of SWEP's 

regular dealer conferences and 

training programs. “It's a great 

opportunity for us to attend these 

events organized by SWEP, where 

dealers across the country are 

gathered together to learn and 

communicate,” Xie said. “The Nordic 

corporate culture of equality and 

mutual respect makes dealers willing 

to speak their mind during meetings, 

helping SWEP understand the 

opportunities and challenges facing 

dealers on the front line and provide 

corresponding support.”

Xie then paused for a moment, 

tapping his finger on the table, and 

continued, “But when foreign brands 

enter the Chinese market, they still 

need to examine their attitude and 

think about strategic direction and 

actions appropriate to local 

conditions. As a component 

manufacturer, SWEP still has an 

advantage in terms of market share, 

but we need to acknowledge that 

domestic companies are also 

entering this sector and that 

competition will only become 

increasingly intense. To break 

through, I personally suggest that 

SWEP invest more in research and 

development, especially in the 

refrigeration and air conditioning 

industry, to differentiate itself. We 

both have a lot of work to do on this 

front.”

When it comes to memorable 

customer cases, Xie smiled and said: 

“We have a domestic customer that 

was developing a modular chiller. The 

twelve V45 x 40 heat exchangers for 

the test were first sent to Shantou by 

the import company, and then 

delivered to Shenzhen by bus. That 

day I was standing on the street next 

to the bus station waiting for the 

delivery. One by one, I moved all the 

heat exchangers from the bus to a 

taxi, and then I went by taxi with the 

heat exchangers and our foreign 

colleagues to the customer’s 

location…”

At the end of the interview, Xie 

suggested summarizing the 

cooperation between Eastfirst and 

SWEP in one sentence. He proudly 

says, “Eastfirst is both a participant 

and a companion along SWEP’s 

developmental journey.” In March 

2019, at the SWEP annual dealer 

conference held in Suzhou, SWEP 

presented a special commemorative 

crystal award to Eastfirst, with the 

text: “The purple air comes from the 

east” – an optimistic omen, 

symbolizing the beginning of all.  n

It's a great opportunity for us to attend 

these events organized by SWEP, where 

dealers across the country are gathered 

together to learn and communicate.

Peter Holloway, 
SWEP Sales 

Director, APAC, and 
Oliver Xie, General 

Manager 
of Eastfirst.

The SWEP 
team provided 

technical training 
to Eastfirst.

Working together for 
25 years and counting 



22     SWEP EXCHANGE SWEP EXCHANGE     23

SWEP and Eastfirst have been 

collaborating since 1996. We sat 

down with General Manager 

Oliver Xie to hear the story about 

how this unique partnership 

began and how things have 

changed over the past 25 years.

Oliver Xie first heard about SWEP in 

1992 in the course of business. At 

that time, SWEP wasn’t established in 

the Chinese market, but the Chinese 

had high expectations and were more 

than ready for the introduction of new 

Swedish heat exchanger technology.

Fast forward to 1996, when Xie 

established Eastfirst Mechanical and 

Electrical Equipment Co. LTD and 

began acting as distributor for SWEP 

heat exchangers. When asked why he 

named the company Eastfirst, Xie 

revealed that the name came to him 

during New Year. New Year in 

Chinese is “Yuan Dan”, and “Yuan” 

means “first” or “the beginning”. The 

Chinese word “Dong” means “East”, 

which represents the geographical 

position of China, so Xie named the 

company “Dong Yuan” in Chinese, 

with the vision of becoming the No. 1 

distributor in China. The English name 

Eastfirst is a direct translation of this.

Eastfirst’s main business area is the 

refrigeration and air conditioning 

industry, but it is also involved in 

hydraulic cooling and replacement 

cooling projects. When asked why the 

company chose to be a dealer for 

foreign brands, Xie said, “In general, 

foreign brands own leading 

technologies, have good quality with 

warranties, and perfect after-sales 

service. These are some of the 

inherent advantages.” He used SWEP 

as an example to illustrate the 

cooperation between two companies: 

“Eastfirst works with SWEP on 

business development in the southern 

district. We have already formed a 

close relationship with team manager 

Ellen Feng and her team members.”

He also spoke highly of SWEP's 

regular dealer conferences and 

training programs. “It's a great 

opportunity for us to attend these 

events organized by SWEP, where 

dealers across the country are 

gathered together to learn and 

communicate,” Xie said. “The Nordic 

corporate culture of equality and 

mutual respect makes dealers willing 

to speak their mind during meetings, 

helping SWEP understand the 

opportunities and challenges facing 

dealers on the front line and provide 

corresponding support.”

Xie then paused for a moment, 

tapping his finger on the table, and 

continued, “But when foreign brands 

enter the Chinese market, they still 

need to examine their attitude and 

think about strategic direction and 

actions appropriate to local 

conditions. As a component 

manufacturer, SWEP still has an 

advantage in terms of market share, 

but we need to acknowledge that 

domestic companies are also 

entering this sector and that 

competition will only become 

increasingly intense. To break 

through, I personally suggest that 

SWEP invest more in research and 

development, especially in the 

refrigeration and air conditioning 

industry, to differentiate itself. We 

both have a lot of work to do on this 

front.”

When it comes to memorable 

customer cases, Xie smiled and said: 

“We have a domestic customer that 

was developing a modular chiller. The 

twelve V45 x 40 heat exchangers for 

the test were first sent to Shantou by 

the import company, and then 

delivered to Shenzhen by bus. That 

day I was standing on the street next 

to the bus station waiting for the 

delivery. One by one, I moved all the 

heat exchangers from the bus to a 

taxi, and then I went by taxi with the 

heat exchangers and our foreign 

colleagues to the customer’s 

location…”

At the end of the interview, Xie 

suggested summarizing the 

cooperation between Eastfirst and 

SWEP in one sentence. He proudly 

says, “Eastfirst is both a participant 

and a companion along SWEP’s 

developmental journey.” In March 

2019, at the SWEP annual dealer 

conference held in Suzhou, SWEP 

presented a special commemorative 

crystal award to Eastfirst, with the 

text: “The purple air comes from the 

east” – an optimistic omen, 

symbolizing the beginning of all.  n

It's a great opportunity for us to attend 

these events organized by SWEP, where 

dealers across the country are gathered 

together to learn and communicate.

Peter Holloway, 
SWEP Sales 

Director, APAC, and 
Oliver Xie, General 

Manager 
of Eastfirst.

The SWEP 
team provided 

technical training 
to Eastfirst.

Working together for 
25 years and counting 



Grow your business profitability and challenge energy efficiency 

with SWEP.

 

Explore and develop brazed plate heat exchanger opportunities.

Become a SWEP Dealer. Contact us today to learn more.

Join the SWEP Global 
Dealer program

CHALLENGE EFFICIENCY

www.swep.net


