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Choosing the Invisible 
Since 1980: Choosing Compressed Air — and Staying the Course 

In 1980, when Pakistan's manufacturing sector was still 
finding its footing, Rastgar & Company (Pvt.) Ltd. made an 
unusual choice. It chose compressed air. 

At the time, compressed air was everywhere—and nowhere. 
It powered factories, assembly lines, and workshops, yet 
remained largely invisible. It was taken for granted, poorly 
understood, rarely optimised, and almost never treated as a 
system deserving serious engineering attention. Few 
companies saw it as a lifelong pursuit. Fewer still built 
businesses around it. Usually the air compressor was locked 
in the dog house at the far corner of the plant and never 
attended till it actually broke down. 

What Rastgar Did. 

From the outset, the company believed that manufacturing 
excellence depended not only on machines, but on utilities 
that worked reliably, efficiently, and quietly in the 
background. Compressed air, though seldom discussed, was 
central to productivity, quality, and energy consumption. 

Rather than spreading itself across multiple product 
categories, Rastgar chose focus over breadth. It committed 
itself entirely to understanding industrial air in all its 
complexity—generation,  t reatment,  distr ibution, 

consumption, and service over time. This decision shaped 
everything that followed. 

As Pakistan's industrial base expanded, Rastgar grew 
alongside it—learning from factories, engineers, operators, 
and maintenance teams. Every installation became a lesson. 
Every service visit, a classroom. Every customer relationship, 
a long-term engagement rather than a transaction. 

Over time, Rastgar earned a reputation not for selling 
machines, but for standing behind them—for answering calls 
long after warranties expired, for advising against 
unnecessary capacity, and for insisting that reliability, not 
price alone, defined value.

Forty-five years later, the company remains rooted in that 
original decision. 

Founder's Reflection 
Why Focus Matters in Industry.

In manufacturing, focus is not a 
limitation—it is a discipline. By staying 
close to one domain, a company learns 
not just how equipment works, but how 
people use it, misuse it, depend on it, 
and sometimes ignore it. Over time, this depth becomes its 
own form of resilience. That belief has guided Rastgar from 
the very beginning.
 

1980: Company founded with exclusive focus on 

compressed air 

Introduction of leading German air compressor 

technologies 

Establishment of service workshops and trained 

engineering teams 

Expansion into audits, optimisation, and lifecycle 

services 

Transition toward market leadership and 
international outlook 
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“Mastery takes time. 

Trust takes even longer.” 
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When German air compressor brands first entered Pakistan, 
technical excellence was never in doubt. German engineering 
spoke for itself. The real challenge lay elsewhere. It lay in 
translation—of expectations, operating habits, service 
culture, and long-term thinking. 

German manufacturers brought machines designed for 
efficiency, durability, and precision. Pakistani factories 
operated in environments shaped by power fluctuations, 
harsh ambient conditions, evolving maintenance practices, 
and cost-sensitive decisions. Bridging this gap required more 
than catalogues and quotations. It required presence. 

Over the decades, Rastgar worked closely with leading 
German manufacturers—ALUP Kompressoren, BOGE, and 
later CompAir—not merely to sell their products, but to 
establish them. As voluntary Chairman of the local Skills 
Development Council at Islamabad, Imtiaz Rastgar organised 
one day seminars, delivered by sales engineers from Germany 
on basic air compressor understanding of subjects like “how 
to choose an air compreesor, piping of compressed air, 
filtration of compressed air, essentials of maintaing an air 
compressor etc.” 
 
Each brand entered the market with its own philosophy. 
Rastgar's role was to translate those philosophies into real, 
working systems inside Pakistani factories. This meant 
educating customers on lifecycle cost rather than upfront 

price. It meant insisting on correct sizing even when “bigger” 
seemed safer. It meant training technicians to service 
machines to German standards, often without local precedent. 
Brand-building the German way is rarely dramatic. It is 
incremental. Trust is earned through consistency, not 
campaigns.Rastgar adopted this ethos instinctively. 
Marketing was measured. Sales were disciplined. Service 
was non-negotiable. Spare parts were planned long before 
they were needed. Over time, these quiet practices did what 
advertising could not: they built confidence. 

Pakistani manufacturing plants learnt that a German 
compressor represented by Rastgar would perform not just on 
day one, but years later. Engineers learned that advice was 
grounded in experience, not commission. German principals 
learned that Pakistan, approached with patience and respect, 
rewarded commitment. 

In this way, Rastgar did not merely represent German 
brands—it incubated them. From ALUP to BOGE to 
CompAir Each partnership marked a chapter—introducing 
new technologies, refining service practices, and deepening 
market understanding. Together, they shaped a culture of 
reliability that continues to influence Rastgar's approach 
today. 

“Representation meant standing behind 

the machine-long after the invoice.” 

German Engineering, Carefully Planted 
Building Brands the German Way: Patience, Precision, and Presence 
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Despite its importance, compressed air remains one of the 
least understood utilities in manufacturing. No university 
faculty specialises in it. No formal engineering curriculum 
treats it as a system. Engineers learn about electricity, 
thermodynamics, and mechanics—but compressed air is 
often left to habit, vendor advice, or improvisation. The 
consequences are costly. 

Oversized compressors waste energy. Undersized systems 
fail under load. Leaks quietly drain power. Poor air quality 
damages equipment and compromises product integrity. 
Across industries, compressed air losses frequently exceed 
30–40 percent—an invisible tax on competitiveness. 

For 45 years, Rastgar has operated in this gap between what 
compressed air should be and how it is actually used. 

Through audits, service calls, and long-term customer 
relationships, one truth became clear: manufacturers do not 
merely need compressors. They need understanding. They 
need partners who view compressed air not as a machine, but 
as a living system—one that evolves as factories expand, 
processes change, and energy costs rise. 

Often, Rastgar's most valuable contribution was not a sale, 

but a conversation—explaining inefficiencies, correcting 
assumptions, and guiding optimisation.

Over time, these conversations became a form of informal 
education, quietly filling a void left by formal engineering 
training. Rastgar's journey in industrial air has ultimately 
been about making the unseen visible.

Service as an Industrial Philosophy 
Compressed Air: The Most Critical Utility No One Teaches 

Ÿ Correct sizing based on real demand 
Ÿ Air quality management 
Ÿ Energy audits and leak detection 
Ÿ System optimisation as production scales 
Ÿ Long-term service and lifecycle planning 

What Manufacturers Really Need 
from a Compressed Air Partner 

From Advice to Audits: 
A 360° Commitment 
System design, installation, commissioning, 
performance audits, upgrades, and structured service 
contracts—ensuring compressed air systems perform as 
intended throughout their working life. 
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Inauguration of AirEnd Refurbishment Center
with Service Engineers Trained at Simmern, Germany.
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After decades of representing some of the world's most respected 
air compressor brands, a deeper pattern began to emerge. Large 
multinationa  organisations—despite their engineering 
strengths—had gradually accumulated layers of bureaucracy. 
Decision-making became slower. Procedures lengthened. Costs 
increased. Product pricing reflected not only engineering 
excellence, but also the weight of global overheads, compliance 
structures, and internal processes far removed from the factory 
floor. For distributors and customers alike, this often translated 
into long lead times, procedural rigidity, and rising prices—even 
as global competition intensified. At the same time, 
manufacturers from countries such as China, Turkey, Taiwan, 
and India were entering markets with shorter supply chains, 
faster response times, and increasingly competitive quality. The 
industrial landscape was changing, and traditional models were 
struggling to adapt. 

Rastgar experienced this shift first-hand. As a long-standing 

distributor, the company found that extended 
procedures within large multinational frameworks 
often sapped energy—not only of distributors, but 
also of customers who required speed, flexibility, 
and practical solutions. What once ensured 
consistency had, in many cases, become an 
obstacle to responsiveness. 

It was against this backdrop that SKY Air 
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From Experience to Intent: The SKY Chapter 
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Shortening the Chain, Strengthening the 
Outcome 

SKY was not conceived as a departure from 
international standards, but as a structural correction. 
By shortening the supply chain and removing layers of 
non-essential overhead, Rastgar sought to deliver 
compressors that retained the engineering discipline 
learned from decades of German partnerships, while 
achieving greater cost efficiency and speed of 
execution. The objective was clear: to pass on savings 
directly to customers, without compromising reliability, 
energy efficiency, or service integrity. 

SKY compressors are therefore designed with real 
operating conditions in mind, supported by structured 
service systems, planned spare parts availability, and 
warranty programmes aligned with international 
benchmarks. 

Decision-making is closer to the market. Feedback 
loops are shorter. Support is immediate. In this model, 
distributors are empowered rather than constrained, and 
customers are engaged as long-term partners rather than 
procedural endpoints. 

Looking Beyond Borders 

Today, Rastgar's outlook extends beyond Pakistan. With 
deep experience in industrial air systems and service 
ecosystems, the company is preparing to take its model into 
South East Asia, the CIS countries, East Africa, and the 
Middle East—regions where cost discipline, energy 
efficiency, and service reliability are critical to industrial 
competitiveness.  These markets demand solutions that are 
globally benchmarked yet locally responsive. They reward 
clarity over complexity, and partnership over paperwork. 

Rastgar's approach remains unchanged. The same 
principles that guided its early years—focus, patience, and 
technical integrity—now guide its future ambitions. 

A Commitment Renewed 

From representing German engineering within 
multinational structures, to building a streamlined, 
responsive, and internationally competitive brand.

Rastgar & Company's journey reflects a simple conviction: 
engineering excellence must be accessible, efficient, and 
relevant to its time. With SKY Air Compressors, that 
journey continues— quietly, deliberately, and with 
confidence in the road ahead. 

+92 334 5933391        info@skyair-compressors.com        www.skyair-compressors.com
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