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About Plasmatreat: 

Plasmatreat is involved in engineer-

ing and manufacture of proprietary 

technology atmospheric pressure 

plasma surface treatment systems. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Stecher, would you tell 

us about the vision at Plasmatreat?  

Mr. Stecher: The vision is to funda-

mentally change the way manufactur-

ers treat surfaces of various materials 

that they might be dealing with. The 

current status, and it has been this 

way for quite some time, is that 

manufacturers use typically chemicals 

to treat surfaces. What I mean by sur-

faces is that every manufacturer typi-

cally deals with materials; whether it 

is plastic, metal, ceramic, wood, glass 

to build something or to create some-

thing. In doing those processes they 

need to prepare the surface for a next 

step. However, surfaces are inher-

ently unclean; they get contaminated. 

They are spoiled during handling 

whether it is dust or oils. It could be 

out of the manufacturing process 

where there is molding and there is 

chemicals used for dealing with that. 

Then you take the next step, 1) you 

have to have a clean surface, and 2) 

you need a surface that responds well 

to something that comes after. For 

example, if you want to bond surfaces 

together, you probably will use an ad-

hesive. The adhesive has to stick to 

the surface. Many of the plastics, 

plastic substrate, plastic materials that 

are used in the industry today do not 

respond very well to anything on the 

surface. The most typical example is 

something like Teflon that does not 

like anything on its surface. It was 

built that way. Plasmatreat becomes 

the equalizer. We essentially elimi-

nate chemicals and alcohols like rub-

bing alcohol and isopropyl that is of-

ten used for cleaning surfaces. 

Plasma also allows for activation so 

there is a better response from the 

surface to things like adhesives or 

other forms of surface preparation-

like coating. Our company wants to 

introduce an environmentally friendly 

technology and eliminate currently 

expensive and also very detrimental 

chemicals in those types of proc-

esses. 

 

CEOCFO: Have there been attempts 

in the past to create what you are 

looking to create now?  

Mr. Stecher: Plasma is unique in a 

sense that plasma is: 1) a natural 

phenomenon. Nature creates 

“plasma”. Plasma is the 4

th

 state of 

matter (after the physical states of 

"firm, liquid, gaseous”). When you 

look at a lightning strike in nature, 

lightning creates a plasma. It is a 

temporary situation and what we do is 

we artificially create a plasma that 

can then be used industrially in a 

manufacturing environment. Plasma 

has a surface cleaning effect. It has 

what we call a functionalization and 

has a surface activating effect. The 

typical methods still used very heavily 

today involve using alcohol, chemi-

cals, primers and adhesion promot-

ers. We are in a way opening new 

avenues to do the same thing that 

industry needs in any case in a faster, 

more efficient, less expense, and 

more environmentally friendly way. 

 

CEOCFO: What types of companies 

or what industries are most applicable 

for you today?  

Mr. Stecher: The industry that initially 

responded mostly to it, and still is the 

majority industry that we are in today 

is the automotive industry. One of the 

first applications that we started 

twenty years ago was the automotive 

headlamps. Here you have a socket 

in which the front lens bonds into 

which the bulb essentially goes. What 

car manufacturers had a problem with 

was a lot of moisture ingress and a lot 

of electrical shortages occurred, 

which basically caused the lamp to 

fail. The car manufacturers had to 

find a way to get a better bondage 

between the lens, the front and the 

socket. The socket is usually made 

out of plastic and the lens out of poly-

carbonate. Plasma was used to help 

form a great bond. Automotive was 

the first industry, but there are many 

hundreds of other applications that 

have emanated from that. Medical is 

a big industry for us today because 

plasma not only cleans, but it literally 

sterilizes the surface. It completely 

eliminates any bacteria and contami-

nation on the surface. We have indus-

tries like packaging. For example, the 

plastic packaging that you may know 

from the supermarket. It could also be 

paper boxes, because often paper 

boxes actually have a plastic coating 

on it to make them look shiny, and 

then the flaps of the packages do not 

bond very well with the adhesive. So 

the flaps do not fall apart on the shelf, 

they get plasma treated for better 

bondage. Solar is another industry 
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that we work with. We deal with the 

outside contractors, electronic manu-

facturing. There are a variety of in-

dustries where plasma can make a 

difference. 

 

CEOCFO: Are there competitors in 

plasma or is this a proprietary tech-

nology?  

Mr. Stecher: There are competitors. 

Originally, plasma began in a cham-

ber. That started about forty, fifty 

years ago. It was a very, very limited 

application. Aerospace was using it. 

Beginning in the late 1980’s, early 

1990’s, Plasmatreat began what we 

now call the atmospheric plasma. 

We took the plasma treatment out of 

the chamber where it was limited to 

just batch processing. In batch proc-

essing you literally had to put your 

materials in a chamber like in an 

oven. You had to close the door to 

do the treatment. Then open the 

oven door and take the product out. 

Plasmatreat have acted as pioneers 

and we have many, many patents, 

although some of them have since 

expired. With our technology one 

can run treatment directly on the 

product. It literally comes down the 

assembly line at very high speeds in 

the physical areas that needs the 

surface treatment. Plasmatreat pio-

neered this. We were the first ones 

to introduce this. However, we have 

given licenses to others or some 

people have copied our technology 

based on expired patents. 

 

CEOCFO: What is your geographic 

reach?  

Mr. Stecher: All of the world. The 

company is headquartered in Ger-

many, but we have locations all over 

Europe, North America, South Amer-

ica, the Asian basin—Japan, China, 

Singapore, Indonesia and we are 

looking for Australia and India, We 

also have a little bit in South Africa. 

We are in all of the major industrial 

hot spots; either with our own subsidi-

aries or we deal with contracted part-

ners.  

 

CEOCFO: Why should manufacturers 

choose Plasmatreat over your com-

petitors?  

Mr. Stecher: Our business model is 

not to be an equipment seller. We 

have on our team electrical engi-

neers, manufacturing engineers, 

chemists and physicists. All of those 

aspects really come together when 

you really want to understand the cus-

tomer situation and create value for 

them. Our sale and business devel-

opment approach is to “get to the no” 

quickly. We know when we can help a 

customer and we also realize when 

we cannot. We like to approach a 

situation by quickly determining if we 

can be a help and a value to a cus-

tomer. If we can be of help, we want 

to be a partner throughout the whole 

process. That means we want to un-

derstand what the product is and what 

the process of the customer is. Then 

to the various technical functions in-

side of our own company, the various 

engineers, electrical, mechanical, or 

the chemists or the physicists. We 

can either look at the processes, the 

plans and the product itself, because 

when we talk about different sub-

strates, the treatments in order to be 

effective is not something that you 

can just pull out of the drawer and 

say, “Well, this is method XYZ, or 

method ABC or DEF, so let us use 

this one.” Of course you have the 

tools set that you have to rely on. 

However, just like a doctor would ana-

lyze a person trying to find out what 

the problem might be, you cannot just 

arrive to really quick conclusions just 

because this person feels pain in a 

certain spot. There could be a variety 

of reasons. We try to do the same. 

Our business model is to really un-

derstand the whole value chain in-

side the customer and then point to 

where we can actually increase 

value. If you cannot do that, then 

you really have no place to be there. 

We find that other companies focus 

mostly on selling equipment and that 

is not good enough for us. 

 

CEOCFO: How is business these 

days? 

Mr. Stecher: Business is not bad. In 

2011, we were able to grow our busi-

ness by 30%, and in 2012 added 

another 12%. We cannot complain. 

One other aspect that we are also 

pushing that is finding success, es-

pecially in the area of aerospace 

and medical markets, is we do toll or 

contract treatment. That means 

treatment of products or items. This 

is not necessarily bound to an inline 

process—meaning it is molded, it is 

treated, it is painted, coated, what-

ever, packaged then something 

else. We actually can receive prod-

uct items literally in boxes. We treat 

them and then send them back and 

they are reincorporated into their 

manufacturing process. We have 

focused on that area which we call 

the toll or contract services busi-

ness. We are establishing that 

branch as well. We are actually in 

the process of making an acquisition 

in that area for a company that is run-

ning a similar type of business to kind 

of consolidate and build additional 

volume. 

 

CEOCFO: Are additional acquisitions 

part of your growth strategy or is it 

opportunistic?  

Mr. Stecher: It is opportunistic. We 

want to grow organically. We really 

believe in the value approach as I 

said earlier. This is nothing where you 

“The vision is to fundamentally 

change the way manufacturers 

treat surfaces of various materi-

als that they might be dealing 

with… Many of the plastics, plas-

tic substrate, plastic materials 

that are used in the industry to-

day do not respond very well to 

anything on the surface. The 

most typical example is some-

thing like Teflon that does not 

like anything on its surface. It 

was built that way. Plasmatreat 

becomes the equalizer. We es-

sentially eliminate chemicals and 

alcohols like rubbing alcohol and 

isopropyl that is often used for 

cleaning surfaces. Plasma also 

allows for activation so there is a 

better response from the surface 

to things like adhesives or other 

forms of surface preparation-like 

coating. Our company wants to 

introduce an environmentally 

friendly technology and eliminate 

currently expensive and also very 

detrimental chemicals in those 

types of processes.” 

                               - Andy Stecher 
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can easily find and just acquire an-

other company. Number one, our 

technology is a niche business. This is 

not selling ice to the Eskimos. You 

really have to find a market and an 

appropriate application. Even inside 

of a company, certain engineers in-

side of potential customers, there are 

certain niches inside of a company 

that deal with the challenges that we 

can address. To find another com-

pany that matches our technology, 

our technology ideas as well as our 

business model; approaching the cus-

tomer is very difficult. We would 

rather focus on building our own busi-

ness, but as you said, if there is an 

opportunity, when that seems to be 

the case, then of course we are look-

ing at it.  

 

CEOCFO: Why should investors and 

people in the business community pay 

attention to Plamatreat? What makes 

you an exceptional company?  

Mr. Stecher: We are the best in what 

we do in the market that we are in. 

Again, the nice thing about being in a 

niche is that it is not a very crowded 

place. We can be the leader, and we 

are the leader in what we do; albeit 

being a small market. Worldwide, this 

might be a market that is no more 

than a hundred million. That from 

many large, medium to large compa-

nies may be the size of one of their 

medium sized divisions. This is the 

total market for plasma. But in that 

market, it is not extremely crowded. 

We can devise a business model that 

works for us and works for our cus-

tomers. When I talk about the market 

size, I am referring to the current mar-

ket. The market potential is much, 

much larger. The biggest challenge 

that we have is not so much competi-

tion, but it is really to change the 

minds of the people. It is very, very 

difficult. People are very reluctant to 

change. Therefore, to suggest to 

somebody that we have a better 

mousetrap, it takes often a great deal 

of convincing. We have done a pretty 

good job with it. We can always do 

better. Our future growth lies ulti-

mately in our ability to help convince 

people and create a momentum to 

win over people, literally jump on the 

bandwagon and say, “You do not 

need chemicals for this. We are okay 

with plasma.” There is nobody better 

out there that has been able to do 

this. Everybody else is just following 

us. That is really what I believe 

makes us a star in what we do. 
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