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This issue of The Salamander News is designed to
make you hungry.  Not for food, but for the variety of
food applications that have yet to discover the advan-
tages of using ceramic elements.  One thing I love
about this product is the endless possibilities for its
use.  Ceramic elements are incredibly adaptable to
even the most unusual applications.  The food indus-
try provides a huge market of possibilities through
restaurants, from fast food to fine dining, commercial
food producers, and food equipment manufacturers.
They can also be used in a variety of processes as
listed below.

Baking
Ceramic elements have been used for making ovens
for many years.  Even though the concept is the same,
they have not been used for baking food.  Existing
oven adaptation might be difficult, but new oven
construction is a unique possibility.  The oven would
function with the same combination convection and
radiant heating pattern as traditional ovens, but with
the added energy efficiency ceramic heaters offer.
Their clean and washable ceramic surface are an
added benefit for required hygienic conditions.  Con-
veyor oven systems are even more suitable for  ce-
ramic use and more conducive to retrofit.

Warming
Food warming is already a popular application from
fast food restaurants such as Kentucky Fried Chicken
to exclusive fine dining kitchens as found in the
Grand Plaza Hotel in Grand Rapids, MI.  They
provide a gentle, even heat without fear of corrosion
or breakage.  The manufacturers of food equipment
also need to be made aware of the ceramic heater
option and its benefits.

Dehydrating
Research and development work done on an apple
dehydrating application proved ceramic heaters to be
both effective and efficient.

Elements may be used in small single unit machines
or large conveyor systems.  Along with food dehy-
dration, are agricultural applications such as grain
drying.

Broiling
A ceramic element certainly doesn't look like a tradi-
tional broiling element but it can have a high enough
watt density to function like one.  Ironically, the
shape of a ceramic element provides an advantage in
broiling.  It can provide much more even heating
over a wider area.  The HSE (square element) is a
good example of the surface area coverage as op-
posed to a tubular element.  Using one or more HSE
elements in a small table top broiler or larger com-
mercial broiler could provide obvious benefits.

Toasting
Toaster ovens have as much of a potential for ce-
ramic heater use as broiling.  The cleanliness of
ceramics can be a strong selling point for both appli-
cations since one causes spattering and the other
crumbling.  The ease of cleaning a ceramic element
can prevent grease or food build up that can interfere
with heating effectiveness, smoking or burning, and
harbor harmful bacteria.

Melting
Ceramic heaters are ideal for a melting operations
such as chocolate or cheese.  Their gentle, even
heating can be easily controlled for such  heat-
sensitive procedures.

As with most applications, no matter what the mar-
ket, ceramic elements remain the unknown alterna-
tive.  Selling must sometimes take a backseat to
educating the customer about, what they are, how
they work, the differences between them and the heat
source they commonly use, and highlighting the ben-
efits they can provide.
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It's difficult to get customers to try anything new or
make a change. They must have proof or a good
presentation showing them the logic behind the change
required.  The basis for selling ceramic elements must
be technology oriented.  A customer must understand
how they can benefit, if not immediately, then over
time.  Don't start, or stop, with price.  A knowledgeable
salesperson should be able to point out the long term
cost savings created by more effective production,
improved product quality, and overall efficiency.

It has been one year since both Infrared companies
moved into new surroundings. We have spent this last
year, literally letting the dust settle, restructuring our
production processes and refining our product. Besides
updating the physical aspects of our companies, we
paid close attention to our customer’s needs and our
relationship with them. Just as there are physical differ-
ences between brands of ceramic heating elements,
there are also differences between manufacturers and
their philosophies of doing business.

Infrared Internationale is a small company that focuses
totally on the manufacture and distribution of ceramic
infrared emitters. We feel this is an advantage over
competing with large corporations whose ceramic sales
are only a small percentage of their total distribution.
Infrared Internationale exists only for its customers
and because of its customers. Our only purpose is to
meet our customers needs, and one of the greatest
needs seems to be immediate delivery.

The manufacture of ceramic elements can be a labori-
ous and lengthy process. That’s why it is often difficult
to get them quickly. This is an antithesis to the cus-
tomer’s need. In studying this issue, we have spent the
past year working towards adapting our procedures to
meet the growing need of element availability. The first
thing we have done is increase our stock at both
locations. Stock levels for quantity and type of element
were based on customers usage. We now stock over 25
different elements in quantities up to as many as 2700
pieces. We have already satisfied many customers by
shipping them hundreds of elements, the same day they
placed the order.

“That’s fine,” you may say, “as long as the customer
needs what is on the shelf.” That’s true, but there is
also a way for customers to get elements manufactured
“their way” just as quickly.

We are placing our emphasis this year on stocking
agreements. Today's distributors, and small manufac-
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turers are becoming purchasing arms for many compa-
nies. Stocking agreements are a method that can assure
a customer immediate delivery of even the most un-
usual element.

Working together, we establish the element type, quan-
tity needed, and length of time the agreement should
cover. The customer must agree to purchase any re-
maining elements at the end of the agreement. They are
then able to either purchase this prioritized product as
they wish throughout the established time period, or
they can be shipped in previously specified amounts as
with a blanket order or JIT (Just In Time) agreement.

There is no extra charge for this service. The customer
will be updated regularly on the balance of their stock
remaining. Agreements may also be easily renewed or
altered as needed. We have found that these agree-
ments not only meet the customers need, but form a
mutual bond with the customer of understanding, trust,
and reliability.

For additional information on how to set up a stocking
agreement, see our website at:
 www.InfraredHeaters.com/stocking.htm

Stocking Agreements Now Available


