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Four years ago the NTMA started the National Robotics
League (NRL) with funding from the National Tooling &
Machining Foundation (NTMF). The leaders of NTMF and
NTMA realized at the time that if manufacturing and engi-
neering were to exist in the future, they needed to find a
means to attract youth to our much-maligned industry.  

In the late-90’s U.S. learning institutions began eliminating technical classes. It
was the “new economy” and people weren’t going to need to work with their hands,
they weren’t going to need any skills, and easy money was going to be made in the dot
com and Wall Street world. The service economy mantra was being preached and the

future was going to be in managing wealth, not creating or
manufacturing it. Moreover, our skilled labor shortage
took hold and sowed the seeds we are now reaping.

As we pull our way out of the latest recession, it is inter-
esting to note that manufacturing is leading the way. A
recent Wall Street Journal article mentioned that more stu-
dents entering Harvard are focusing on technical degrees
rather than financial degrees. Over the last several weeks

more and more stories in the media are indicating the need for skilled young people
to enter manufacturing and engineering.  

NTMA is leading this charge to get information to the public, while at the same
time we are actively engaging high school and college students in our NRL programs.
We recently held the 2011 NRL National Championship competition in Indianapo-
lis. It was my first chance to attend one of these competitions and I must say I was

very impressed! I saw robots manufactured with all of the
tools of our industry and students giving interviews and
describing this as their first introduction to manufacturing.
The students were working on strategy, problem solving,
mechanical and electrical engineering and, most importantly,
they were developing and using team skills.

Chairman’s Corner
Grady Cope, NTMA Chairman of the Board

(continued on page 3)



GOT E2?

Since 1984 the E2 Shop System has helped thousands of 
shops streamline their business and increase profit margins.  
Most people work hard but the key is working smarter  
through the use of the #1 shop management system on  
the market today.  

Every day, over 20,000 shop people log into E2 to help manage 
their shop effectively.  E2 equips you to see your shop like 
never before, and get the big picture on the best way to 
manage it.  E2 creates efficiencies throughout your enterprise;  
streamlining business processes, empowering employees, 
increasing productivity and most importantly boosting profits.  

With E2, you can:
  

Quote fast and accurate

Schedule the shop floor realistically

Manage material effectively

Track jobs instantly

Ship on time, every time

Increase profit margins by weeding out those loser jobs…

See why E2 is the #1 most widely used shop management system on the market today.  
Visit www.shoptech.com or call 800-525-2143 for a free information packet.

The Authority on Shop Floor Control.  

Software  
Shoptech is American owned and operated  

Greg Ehemann

Co-Founder and one of the  

E’s of the E2 Shop System



(continued from page 1)

What makes this competition so
amazing is not just the battle in the
arena, though that is an incredible thing
to watch, it is the work that preceded
the event. Many of the students have
been doing this for a few years and com-
mented on the changes in design or
more specifically the evolution of the
design process. These changes and inno-
vations are unveiled at these competi-
tions for the next generation of com-
petitors to build on. Many of the robots
are machined from some of the most
highly engineered materials available
today. The students, working in shops
like yours and mine, learn and observe
all manufacturing processes and when
asked about what they saw and learned,
the normal response is “it’s cool!”  

Some of life’s most important lessons
are learned during the competition.
Watching the students in the Pit Area,
you would  think you were observing
one of the labs at MIT. The concentra-
tion and teamwork is over the top. The
students become very creative in repair-
ing or in some cases rebuilding their
robots after each heat. The problem
solving that is learned and implemented
is nothing less than what occurs in our
shops everyday. Every member of the
team has a role and works under the
pressure of time and design constraints –
sound familiar! Once they know the
robot that they will be competing
against, the team works together devel-
oping a strategy to win and minimize
damage to their robot. The skills I saw
exhibited by these young people
impressed me so much that I would have
hired any one of them on the spot.  

Attending this event has been one of
the highlights of my year as Chairman.
In fact, I’m now committed to getting a
league started in the Rocky Mountain
Region. NPR – National Public Radio,

covered the competition. You can read
and listen to the report by going to the
following link: http://www.npr.org/2011/
05/31/136716245/robot-gladiators-pre-
pare-kids-for-manufacturing-jobs.  

It is interesting to note that after this
report aired high school teachers, par-
ents, and students wanting to get
involved have contacted me. I have had
requests for shop tours. People are truly

interested in manufacturing!
Little steps, grassroots efforts, and 

love for our industry will help us all to
succeed.

Grady Cope
Chairman
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OIL MIST & SMOKE
IN YOUR SHOP?

www.mistcollectors.com
Tel: 1-800-645-4174

White House Worker Training
Initiatives Build on Efforts 
by Manufacturers to Expand 
Skilled Workforce

The National Tooling and Machining Association (NTMA) and the Precision Metal-
forming Association (PMA) today saluted a White House initiative to expand U.S.
manufacturing by recruiting and educating more skilled workers. The initiative mirrors
ongoing efforts by NTMA, PMA and other manufacturing groups to develop more quali-
fied workers for the metalforming, tooling and machining industries through two main
avenues: actively recruiting new workers, and developing widely recognized credentials
that signal their qualifications.  

Currently, there is an insufficient supply of skilled workers for U.S. manufacturing
jobs despite the fact that jobs in the manufacturing sector pay an average of $22 per

hour, compared to average service-sector
job pay of $11 per hour.

“It is essential to the future of our industry
that we find creative ways to attract the
attention of new workers,” said NTMA Pres-
ident Dave Tilstone. “That’s why NTMA

sponsors activities like the National Robotics League, which draws students to technical
careers by partnering student teams with local manufacturers to build complex machines
designed to do battle and test ingenuity – all while building high-tech skills. NTMA’s
Chairman, Grady Cope, is involved in another worthy effort: the SkillsUSA National
Leadership and Skills Conference. Over 5600 technical education students compete with
one another using expertise they’ve developed in occupations like electronics, computer-
aided drafting, precision machining, and more. Events like these let students know that
there may be more rewarding career opportunities available to them than an average serv-
ice-industry job.”

“Alongside creative recruitment efforts, the key to developing more skilled workers
in the U.S. is the use of uniform, widely-recognized and industry-driven credentials to
demonstrate competency in the specific industry skills needed by employers,” said



Beyond Blast
TM

 technology uses low-pressure conditions
to offer high-pressure performance

Through-channel coolant, delivered at the cutting edge, 
results in twice the tool life of standard inserts 

Delivers superior performance on Titanium 
and high-temperature alloys, using either 
high- or low-pressure coolant systems

Effective thermal management results in reduced cutting 
temperatures, improved lubricity, superior chip control, 
and longer tool life

  

At Kennametal, innovation follows vision. Our revolutionary products are inspired by asking “what if?” 
The solutions that follow — like our Beyond Blast

TM

 through-coolant inserts — deliver remarkable results
in the world’s most demanding machining environments. 

A cutting-edge insert that delivers coolant precisely at the cutting edge. Now that’s Different Thinking. 
That’s Kennametal. 

To learn more about your productivity gains using Beyond Blast
TM

 technology, call 800.446.7738
or visit www.kennametal.com.

More than just the right tool — the ultimate solution.
That’s Beyond BlastTM . That’s Different Thinking.
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With sparks flying and metal grinding,
29 robots built by 91 students from 14
schools battled for national recognition
in two days of intense battle at the
National Tooling and Machining Asso-
ciation’s (NTMA) 2011 National
Robotics League (NRL) Championships
held May 21-22 at Vincennes Universi-
ty’s Aviation Technology Center in
Indianapolis, IN.   

Bloomsburg (PA) Area High School’s
Pixie received the highest overall point
score as a result of a combination of

points earned through the robot’s per-
formance and documentation submitted
with the robot, and was declared the
“2011 NRL National Champion.” The
school was awarded a $500 check from
the NRL to support the robotics 
program.  

NTMA founded the NRL to help
change misperceptions about manufac-
turing and attract students to high-pay-
ing technical careers. The program part-
ners teams of middle school, high
school, and post-secondary school stu-

dents with local NTMA manufacturers
who work together to build machines
designed to do battle and test ingenuity.
The result is the creation of incredible
15 lb. robotic machines and fun and

(continued on page 7)
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PMA President Bill Gaskin. “PMA and NTMA have worked closely with the
National Association of Manufacturers to devise a way to validate metalworking
industry skills through the National Institute of Metalworking Skills (NIMS)
machining and metalforming certifications. NIMS certifications offer a concrete path
for students to acquire or increase specific skills, while in turn providing a set of cre-
dentials that signals employers that they're able to perform to quality standards in a
skilled machining or metalworking job. Both the worker and employer benefit as a
result.” NTMA

Winners Crowned At National Robotics
League Championship
Students’ High Tech Skills on Display in Two-day Competition

NTMA Chairman Grady Cope being 
interviewed by Chris Arnold of NPR.

Yarde Metals, Inc has broken ground
on a 150,000 sq. ft. expansion to its cor-
porate headquarters located in
Southington, Connecticut. The new
facility, expected to be completed in the
Spring of 2011, will house a Cut-To-
Length Line capable of processing coils
up to 50,000 lbs, ¼” thk x 72” wide. The

Herr-Voss Cut-To-Length Line which
includes Leveling, PVC and Paper Inter-
leaving equipment will process alu-
minum, stainless and carbon. 

“We are excited about the opportuni-
ties the addition of the Cut-To-Length
Line brings not only for Yarde Metals
but for our customers,” stated Matt

Smith, President and COO. “We’re
going to see reduced lead times while
providing more opportunities to meet
customers unique size requirements. The
expansion allows us to increase our
inventory and processing capabilities to
better serve our customers not only in
the Northeast but throughout the U.S.
and internationally.”

In addition to the Cut-To-Length
Line Yarde’s sheet facility will house a
MetalSaw, 3 shears and a 4.0 million
pound capacity sheet racking system in
addition to coil products.

Yarde Metals, a metals service center, is
headquartered in Southington, CT with
17 branch locations throughout the
Northeast, Mid-Atlantic, Mid-West and
Southern United States. The company's
international division is located in Con-
necticut. Yarde Metals stocks and offers
processing of aluminum, stainless, carbon
steel and brass products and is ISO:9001
and AS:9100 certified. NTMA

Yarde Metals Corporate Announces
Expansion and Addition of 
Cut -To-Length Line

(continued from page 4)



exciting events, all while building high tech skills and sparking
the interest of students about careers in manufacturing. The
bleachers were packed with cheering fans watching rounds of
metal-crunching competition in the Lexan (Polycarbonate)
bullet proof arena.

A volunteer panel of three judges from the Indiana Chapter
of the NTMA scored each round, with points awarded for com-
bat and engineering. NTMA Board Chairman Grady Cope,
CEO of Reata Engineering & Machine Works in Englewood,
CO, presented trophies to the 1st, 2nd, and 3rd place teams.

“The large numbers of students, parents, teachers, and vol-
unteers that the NRL brought together exceeded our expecta-
tions,” said NTMA Vice President and Chief Operating Offi-
cer Rob Akers. “The NRL program is one of the best
mechanisms we have found to attract students into our indus-
try and teach them about the highly-technical, well-paying
career opportunities in manufacturing.” 

Bloomsburg also received recognition for “Coolest Robot”
(Excessive Force) by a vote of all the student participants.
Competition judges awarded Fayette County (GA) Area Voca-
tional Technical School a certificate for “Best Documentation”
for their Grim Reaper III robot, and University of South Flori-
da Robotics Interest Group’s The Brain, was awarded first place
in the day’s competition.

(continued from page 6)

Competition was held at Vincennes University’s Aviation Technology 
Center, Indianapolis, IN

University of South takes 1st Place with their robot “The Brain.”
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2115 Progress Drive  |  Springfield, Ohio 45505  |  www.dillonmfg.com 
Phone: 1-800-428-1133  |  Fax: 1-800-634-6480  |  Email: sales4@dillonmfg.com

ISO 9000 Certified QMS 

Full Grip Jaws
• Available in aluminum – diameter size range  
   from 6-inch to 36-inch 
• Jaw heights range: 2-inch, 4-inch, and 6-inch 
• Close tolerances and concentricity easily maintained 
• Allows for complete gripping of  
   the work piece 
• Special oversized jaws available 
• Excellent for gripping fragile  
   works such as thin-walled  
   parts without distortion 
• Machine and tool life  
   extended due to lighter  
   weight jaws, reducing  
   mechanical stress   
• Made in the USA

www

Member

 Aerospace  Defense  Medical 
  Mass Transit  Electronics  Precision Machine

 Metal
 Finishing  
 Plating
 Anodizing
 Electropolish
 Conversion 
  Coatings
 Vacuum 
  Impregnation
 Dry Film Lubrication
 Black Coatings

Aerospace Quality Systems
  Chemical Processing

(continued on page 8)



PRECISION CNC MACHINING 

Phone: 940-665-2814             Fax: 940-665-5130 

PlanoMachine.com 
AS9100 / API-Q1 / ISO 9001:2008 

World Class Manufacturing since 1 967 
55 man shop with 1,050 years of machining experience 

Let us quote your next project 

See complete capabilities at www.planomachine.com

Email: joe@planomachine.com 

Plano Machine & Instrument, Inc. 
2720 S. I-35, Gainesville, Texas  76240 

(60 miles north of Dallas at exit 494) 

Seiki, Grainger, and DS SolidWorks
The top three finishers in the robot battle competition:
• 1st Place: University of South Florida, Tampa, FL 

Team: USF Robotics Interest Group
Robot: The Brain

• 2nd Place: Bloomsburg Area High School, Bloomsburg, PA
Team: Malicious Intent
Robot: Pixie

• 3rd Place: Venango Technology Center, Oil City, PA
Team: Joy Manufacturing
Robot: Khaos

For more information, photos and competition videos, visit
us on Facebook.com/gonrl. NTMA
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“One of the most educationally effective components of the
weekend was the professional review of the engineering documen-
tation and personal interviews with the student teams, said
Michael Bastoni, coach of the Plymouth (MA) North High
School Team. “This represents ‘Best Practice’ with respect to proj-
ect-based learning and authentic assessment and was a particularly
beneficial experience for the student designers and builders.”

The NRL Championship was sponsored by DMG/Mori

Bloomsburg High School, PA team captures 2nd place with “Pixie.”
Venango Technology Center, Oil City, PA, battled for 3rd place finish 
with “Total Khaos.”

(continued from page 7)

NTMA Joins LinkedIn Generation!
The NTMA has formally joined the LinkedIn 
Generation so members can network 24/7 

without leaving their companies.

• Do you want to network with other NTMA members?  
• Are you thinking about buying new software 
or machines?
• What to see what peers have to think about 

a business idea?
If you can control your mouse, you can join too! 

It’s very easy.

Go to the NTMA website (www.ntma.org). Click on the
LinkedIn icon and follow the instructions. This program is
open to any staff from any NTMA member company. This
is an NTMA members’ – only program, so you won’t get
selling or un-wanted pressure from outside groups.

Networking, when you want it, 
coast to coast!



“That’s why we went with Global Shop Solutions. They were in, they were
out, and we were seeing major new efficiencies—right from the start.
What a tremendous difference their ERP system, and their people, made
in accelerating our workflow, lowering overall costs, and setting the stage
for unconstrained growth. Very powerful. Only regret
is that we didn’t go with them years ago.”

For a FREE copy of “Get ERP Right The First Time™”
call 1-800-364-5958 or visit
www.GlobalShopSolutions.com.

Helping manufacturers produce results.
A Right-From-The-Start™ ERP success story.

Designed to Streamline™

“The busier we got, the more we
needed a powerful ERP system

up and running. Out here,
there’s no time for down time.”

Andy Bubulka, 
Manufacturing Plant Manager
H-J Enterprises, St. Louis, MO

©2011, Global Shop Solutions, Inc.

          Page 1
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VISIT US ONLINE AT WWW.INDUSTRIALPRESS.COM
TO ORDER AND FOR A COMPLETE LIST OF TITLES.

INDUSTRIAL PRESS INC.
989 Avenue of the Americas, New York, NY 10018

Phone: 212.889.6330  Fax: 212.545.8327
Toll-Free in U.S.: 888.528.7852
Email: info@industrialpress.com

INDUSTRIALPRESS
PUBLISHERS OFMACHINERY’S HANDBOOK

LEARNING AND APPLYING
SOLIDWORKS 2011-2012

L. Scott Hansen
450 pages, Illustrated
ISBN 3443-3, $44.95

LEARNING MASTERCAM X5 MILL
2D STEP BY STEP

Valentino & Goldenberg
900 pages, X5 Demo Incl.

Illustrated, ISBN 3423-5 $74.95

BEGINNING AUTOCAD 2012 
Cheryl R. Shrock

560 pages, Illustrated 
ISBN 3430-3, $39.95
Also Available ... 

Advanced AutoCAD 2012
and 

AutoCAD Pocket Reference, 5th Edition

Essential Training Guides

        

This article provides information
regarding electricity procurement and a
way to reduce risk with respect to electric-
ity prices. For NTMA members with
operations in CT, DC, DE, IL, MA, MD,
ME, MI, NJ, NY, OH, PA, and TX elec-
tricity deregulation is mature and compe-
tition is dynamic. Deregulation means
you no longer have to buy your electricity
from the local utility; you have a choice
of competitive suppliers eager to serve
you. Costs can be reduced if you can pro-
cure electricity supply at a price lower
than the applicable utility tariff rate.  

There are several types of supply con-
tracts and pricing structures in the mar-
ket. Contractual terms and conditions

Volatile Energy Prices
How NTMA Members can Reduce Risk
By Kathy Kiernan

are a way that suppliers differentiate
themselves. The two primary contract
types are full requirements/fixed price
and index contracts with prices keyed to
a variable index. Within electricity sup-
ply, there are many components that
can be “locked-in” and included in fixed
pricing, or they can be “passed through”
to the customer by the supplier. 

A “full requirements,” fixed price con-
tract provides price certainty for all
components required in your electricity
supply for a specific period of time. A
fixed price contract provides for budget
certainty and stability in electricity
expenses.

An index contract provides for two

components – an index price that
changes monthly for the commodity you
consume, and fixed or variable costs for
other supply components. With an
index contact, the customer assumes or
“wears” the risk of price changes and
volatility in the market. An index con-
tract may yield overall lower costs if
managed prudently, however it provides
no budget certainty. This means that the
actual price per kWh will change each
month, possibly dramatically so. Cus-
tomers with experience in other com-
modities markets may be comfortable
with an index contract and price, but
remember that index contracts require a
commitment  to ongoing management
and the ability  financially and mentally
to bear and live with price risk and
changing market conditions. 

(continued on page 10)
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As you can see from the graph above,
electricity prices are volatile. Prices
change every hour of every day. The
good news is that today’s electricity mar-

ket is very competitive and prices are
near historic lows. Forward prices for the
coming two to four years are near seven
year lows. Now is an exceptional time to

implement a fixed priced contract with
a competitive supplier in a fully vetted
supply contract. It might be the best
solution for you if you seek to avoid risk
and the vagaries of the energy market.

NTMA

Kathy Kiernan is senior vice president for
Affiliated Power Purchasers International
LLC (APPI Energy), an independent utility
consulting firm endorsed by the NTMA and
140 other National, State, and Local Asso-
ciations that helps businesses reduce and
manage energy expenses. She can be reached
at kkiernan@appienergy.com or 1-800-520-
6685. View more at www.appienergy.com. 

 

Electricity – PJM Day Ahead Averages ($/m wh)
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(continued from page 9)

Great family businesses share certain
traits: loyalty among the team, vigilance
and competitiveness in their fields.
Those that pass successfully from one
generation to the next have a sense of
cohesion because, deep down, family
members really do care about each other
and they can get through the hard times.
They’ve found ways to manage con-
flict – not always resolve it, but manage
it. They’ve also figured out ways to make
decisions when there are differences of
opinion. Yet, real pitfalls lurk. 

The biggest challenge is being insu-
lated from the outside world says Ted
Clark, executive director, Center for
Family Business at Northeastern Uni-
versity. Another is the boundary issue—
mixing up family and business, so they’re
making business decisions based on fam-
ily issues and vice versa, says family-
business consultant Jane Hilburt-Davis,
president of Boston-based Key

Family Business
How to Build a Well-Run Family Business (Or Compete with One)
By Sally Deneen

Resources. 
The payoff for family businesses that

can make it, though, can be great.
“When a family business works well, you
can’t beat it,” says Northeastern’s Clark,
who considers publicly traded corpora-
tions at a disadvantage due to their
short-term horizons. Family businesses
“pull together for the right reasons, and
it’s not a 13-week [profit] payoff. It’s for
the good of the family. It’s good the
employees, it’s good for the community,
and it’s long-term. “It’s really hard to
compete against them. You think about
a business that is saying: I’m going to
take my payoff next year, or I’m going to
take my payoff in the next generation.” 

So how to avoid the pitfalls? Here are
some keys: 

Remember: You have 
Two Ears and One Mouth.

Use them proportionately, says family-

business consultant Paul Karofsky. He
was a third-generation CEO of his fami-
ly’s wallpaper business before he sold it
and eventually helped launch North-
eastern University’s Center for Family
Business. Communication is essential,
he and other experts say. While close
family members tend to have insights
into each other’s thinking that wouldn’t
exist among business partners who aren’t
related, it’s essential they hear each
other out on business matters, rather
than assuming they know each other’s
views. 

“Really, the lesson is: Enhance your
listening skills. Employ active listening
techniques,” says Karofsky, now princi-
pal of Transition Consulting Group in
Palm Beach Gardens, Fla., and a Family
Firm Institute board member. 

During conversations, our energy
tends to be mainly focused on ourselves
and our own responses instead of under-

(continued on page 11)
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The

Book Sale

We’re selling some of our
current edition NTMA textbooks 

at lower prices
Quantities are limited and once they’re gone...

THEY’RE GONE! 
Call 800.248.6862 to order.

When calling use code NTMA11 to receive discount*

NTMA-How to Read Shop Prints
Our Normal Price $59.95
• 50 texts $18.00 each = $900 
• 40 texts $20.00 each = $800
• 30 texts $22.00 each = $660
• 20 texts $24 each = $480
• 10 texts and below $26 each = $260

NTMA-Practical Mathematics
Our Normal Price $51.95
• 50 texts $16.00 each = $800 
• 40 texts $18.00 each = $720
• 30 texts $20.00 each = $600
• 20 texts $22 each = $440
• 10 texts and below $24 each = $240

OTHER HUGE SAVINGS

Text Name Our Normal Price SALE

PRICE

Basic Jig & Fixture Making $39.95 $19.95

Basic Machine Shop Theory $39.95 $19.95

CNC: A First Look Primer (Delmar) $113.50 $54.21

Complete EDM Handbook $59.95 $20.00

Intro to Geometric Dimensioning & Tolerancing $45.95 $22.50

Learning Computer Numerical Control (Delmar) $110.50 $48.98

Lock-Out – Tag Out $15.00

Machine Tool Practice (PearsonEd/Prentice Hall) $125.95 $55.00

Machine Tool Practice Workbook (Prentice Hall) $56.95 $20.00

Measuring & Gaging in the Machine Shop $45.95 $22.00

(These two books will be shipped with a FREE Mold Finish Specimen Kit a $33.95 value)

Moldmaking & Diecast Dies $45.95 $22.00

Precision Grinding $51.95 $25.00

* Please note: shipping and handling fees are extra

standing what the other person is actu-
ally saying, Karofsky says. “But what we
need to say is: It’s OK to take time out.
It’s OK to listen. That, to me, is
absolutely vital.” 

Fight Insulation by Seeking
Counsel from an Advisory 
Board of Experts.

“I don’t think you can name one long-
term successful family business – and by
successful, I mean of any substance –
that’s had longevity and not used an
advisory board,” Clark says. “You need
an outside perspective. That’s the com-
mon pitfall.” 

No golf buddies, not your attorney,
not your accountant – they don’t belong
on the advisory board. (You’re already
paying the latter two for advice, Karof-
sky says. Plus, they’re never going to rec-
ommend firing themselves.) 

Think of the critical success factors
for your company, and then choose
impartial experts in those areas to be on
your advisory board, Karofsky says.
Example: You run a restaurant. One crit-
ical success factor is food; others are
government regulation, marketing and
location (real estate). “Once you get a
handle on critical success factors, you
then go seek the best and the brightest
who have the knowledge, skill and expe-
rience in those arenas,” Karofsky says. 

The advisory board adds knowledge,
skill and experience that go above and
beyond the family members. You need
people who will tell the truth because
they have nothing to lose. “Otherwise,
you get in a situation where the king has
no clothes. Everyone’s afraid to tell the
truth because they don’t want to cut off
the gravy train,” Clark says. “You need
to have people around you who you can
trust to tell you what’s in your best inter-

(continued from page 10)

(continued on page 12)
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est, not theirs.” 
Usually advisory board members are

paid for their time. Karofsky recom-
mends a prorated amount equivalent to
the CEO’s salary. 

Create a Strategic Plan.
Strategic planning means creating a

plan of action which, Hilburt-Davis
says, should envision such issues as:
Where is the business going? What are
the goals? How will we get there? Who
will do what? What are the time lines? 

Strategic planning is especially critical
for when there’s a transition of leader-
ship because, Karofsky says, “if you don’t
know where the business is going, how
do you know what’s expected of the next
leader to get it there?” 

Manage Conflict 
by Doing This... 

A certain amount of conflict is
healthy. Businesses need diverse opin-
ions. The trick is to manage conflict.
And you can manage it, Karofsky says,
by managing expectations. There are
two key pieces to this: 1) Anticipate
someone else’s reaction. If you’re unable
to anticipate someone else’s reaction
before you say something that may be
volatile or testy, then don’t just come
out with it. 2) Anticipate the conse-
quences. “I think we then move to try to
give the other person the benefit of the
doubt. Hopefully,” Karofsky says, “we
can minimize conflict.” 

In family businesses, “the relation-
ships are more tender and deeper and
the consequences are greater,” he says.
For instance, if you’re rude to someone
in the supermarket or in another car on
the highway, that’s one thing, but if
you’re rude to your sister, she’s hurt.
“There’s much more at stake. The con-
sequences are greater.” 

Resist the Urge to Rush to a Solution. 
Does this describe you? Every time

you see a problem, you try to solve it
instantly. Resist that urge, Karofsky says.
Instead, try to figure out what’s really
going on. When you hear about a prob-
lem, think, What caused that? Then,
what caused that? Keep peeling back by
trying to understand the cause. Then
explore the options and talk about solu-
tions. “It’s like peeling back an onion,”
Karofsky says, “trying to get to the depth
and the substance, the core.” 

Coalesce as a Family, Such 
as by Telling Stories at Periodic
Family Meetings.

Stories of current and past generations
are the way to get the message through
to the younger generation about values,
Karofsky says. 

He often told his kids about March 1,
1959: “I woke up in the morning, and
my house was quieter than usual when I
came downstairs. My mom told me that
my dad’s business had burned to the
ground in the middle of the night. It was
a five alarm fire. We all got in the car
and went down to see what was going
on,” says Karofsky, then 16. 

His dad was already there. The teen
ran up to fi nd his father standing across
the street from the fi re and jotting
notes on a clipboard. “What are you
doing?” young Karofsky asked. “Making
plans to order four 40-foot trailers fi lled
with wallpaper to fill the warehouse on
Wednesday,” his dad replied. “But it
burned down,” the surprised teen noted.
“Well, today is Sunday. I’ll have a new
location by Wednesday. And when
they’re on the road, I’ll call them and
tell them where to deliver it,” came the
reply, as Karofsky recalls. 

And so it was that the Northeastern
Wallpaper Corp. in Boston got a new

home on Tuesday, and the teen would
grow up to work there for more than 20
years, ultimately as CEO. Moral: Instead
of issuing dry commandments, tell sto-
ries. “I can tell my grandchildren to
plan, or I can tell them that story,”
Karofsky says. “The story is indelible….
That’s how you get the message through
about planning.” 

Realize the Key Factors in a
Good Family Business are…
Good Business Factors.

A family business that’s successful
long term has a board of advisors and a
board of directors, Clark says. They
communicate the goals of the family and
the goals of the business, and they run
the business like a business. 

Tell the truth. It’s easier to remember,
says Karofsky, who considers it one of
his top essentials for a successful family
business. 

A major challenge in coalescing as a
family is figuring out how to minimize
the next generation’s sense of entitle-
ment – “a brutal epidemic in this coun-
try today,” Karofsky says. “It’s critical to
help try to minimize that. We need to
talk about it and help our kids under-
stand that even though we’ve given
them a lot, it’s their turn to take over
and their turn to earn.” 

One strategy: Don’t simply give the
business to the next generation. It’s
“very important” the transfer involve a
combination of a purchase by the
younger generation and a gift, he says.
“There are two kinds of ownership –
there’s a material ownership and there’s
an emotional ownership. Emotional
ownership can come in a far deeper
sense,” Karofsky says, “when it’s earned.” 

At Reynolds’ Garage & Marine,
which turned 150 this year, fi fthgenera-

(continued from page 11)

(continued on page 13)



Intercontinental Chicago 
O’Hare Airport Hotel
5300 N. River Rd., Rosemont, IL 60018

September 7-8, 2011

Face-to-Face, 
Business-to-Business, 
Cost-Effective Sales 
Networking

Meet face-to-face with buyers and
engineers directly involved in the 
purchasing of contract manufacturing
products and services – including
OEMs that have been outsourcing 
offshore but are now looking to 
bring work back to the U.S.

Who Should Attend:
If you provide any of the following
products or services, you will certainly benefit by attending:

• Stamped, Fabricated & Formed Metal 
Components and Assemblies

• Tool & Die Making
• Mold Making
• Injection Molding
• Special Machines (Design and/or Build)
• Engineering & Design
• Precision Machining/Custom 

Manufactured Components

September 7 – Half-day value 
added Sales Session and 
Networking Reception

September 8 – Full-day Purchasing Fair

For more information contact:
NTMA, www.ntma.org or call 800-248-6862
www.PurchasingFair.com

There are two ways to get new business:  
Wait for it…or go out and get it!
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tion president Gary Reynolds says one secret to his company’s
longevity from its 1859 origins of building carriages to today
selling and repairing cars in Lyme, Conn., is this: Each succes-
sive generation has had to buy the company from the previous
one. 

“Not that my father or any of the rest of them didn’t give or
help me do part of it. But it was a transaction, not a gift,” says
Reynolds, 65, whose three children work at the garage. “I paid
my father $2,412.55 a month for more months than I care to
admit. I think that’s a reason that it’s worked – at least you
have to work for it.”  NTMA

Reprinted from Success Magazine. To subscribe to Success,
call 1-800-570-6414, or visit www.successmagazine.com.

(continued from page 12)

The NTMA would like to welcome new member, Solar Atmos-
pheres – the world’s largest commercial vacuum heat treating com-
pany. Through unmatched technical expertise, equipment, and
quality assurance, Solar’s thermal processing produces bright, scale-
free parts with minimal distortion. For clients requiring an “out-of-
the ordinary” application, their in-house R&D team of metallur-
gists and scientists can develop innovative, custom process
solutions. Serving over 18 markets, Solar’s state-of-the art services
also include brazing, carburizing and nitriding. 

With over 50 furnaces for vacuum heat treating and brazing,
ranging from lab sized furnaces to the world’s largest commer-
cial vacuum furnace (36 feet long, 150,000 pound capacity),
Solar can efficiently handle any size job. Proprietary technolo-
gy and precise temperature controls are employed to consis-
tently produce, top quality results. Personalized customer serv-
ice, regional pick-up/delivery and 24/7 plant operation allows
Solar to meet even the most aggressive turn-arounds.

Solar Atmospheres plant headquarters is located in Souder-
ton, PA near Philadelphia. An additional facility operates in
Hermitage, PA ,near Pittsburgh, and Solar is celebrating the
grand opening of a new plant in Fontana, California, near Los
Angeles.

The team at Solar look forward to meeting fellow NTMA
members at upcoming local and national meetings. In 
the meantime, please visit www.solaratm.com for more 
information. NTMA

Welcome Solar



Okuma America Corporation is pleased
to announce that Quaker Chemical Cor-
poration, a global provider of process
chemicals and services, has joined Part-
ners in THINC. “Quaker’s broad industry
experience, technical expertise and
extensive service make them a terrific fit
for the Partners in THINC program as we
bring complete machine tool and manu-
facturing solutions to companies across
the U.S.,” stated Jeff Estes, Director of
Partners in THINC.

Quaker is focused on one goal: creat-
ing more value for the customer. By

Partners in THINC Welcomes 
Quaker Chemical as a New Partner

focusing intensely on a few areas in
heavy manufacturing industries, they
achieve a high level of understanding of
their customers, their processes, and
their needs. Quaker’s history and under-
standing help them develop metalwork-
ing fluids and services that not only
solve today’s problems but help create a
more profitable future.

The principal industries served by
Quaker include: automotive, steel finish-
ing, heavy equipment, aerospace, tube
and pipe, and bearing manufacturing.
With a focus on providing a combination

of process fluids, services, and technical
expertise that helps manufacturers reduce
costs, improve performance, and achieve
a safe work environment, Quaker’s busi-
ness model is an ideal fit for the Partners
in THINC concept.

Quaker Chemical products can be
seen and demonstrated at the Partners
in THINC facility in Charlotte, North
Carolina and at the Okuma Tech Cen-
ters in Chicago and Houston.

For more information, visit
www.okuma.com, 
www.partnersinthinc.com and
www.quakerchem.com.  NTMA
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For the first time in recent years, lead-
ers at Tampa Bay Workforce Alliance
say they are seeing an uptick in hiring
right now for manufacturing jobs, and
they’re trying something new to funnel
more candidates into the positions.

Tampa Bay Workforce Alliance is
helping to identify qualified candidates
who then go on to participate in the
Mobile Outreach Skills Training Pro-
gram, or MOST. Candidates train for
two weeks on a large mobile bus, which
travels all over the country. The bus has
been based in Tampa for the last two
weeks.

After the two week training, each
candidate is not only training in manu-
facturing, but is also guaranteed to be
placed in a new job. Some start immedi-

No More Cuts! Tampa Bay Area
Manufacturers Adding Jobs
By Ashley Glass

ately, like Zedric Dun. “I was at my
breaking point,” Dun said. He had been
out of work for a full year. “Everybody
on this trailer is serious about working.” 

MOST leader, Ted Astolfi, said,
“We’re training this class with Work-
force Florida grant money, state money,
so it costs nothing for the company or
the trainee.”

However qualification requirements
to even be considered to take part in the
program are stringent. “We have great
retention rates, and it’s because of our
prescreening and selection. There is a
drug test you have to pass, a national
background check, a basic education
test and a behavioral interview,” Astolfi
said. You also have to be unemployed.

MOST leaders said most of the posi-

tions start at $12.00 per hour, and there
is opportunity to grow.

Dun starts his new job almost immedi-
ately. He graduates today, Friday, and
starts his new job with a Tampa based
manufacturing company Monday morn-
ing. He said, “It's kind of like I’m seeing
light at the end of the tunnel.”

Tampa Bay Workforce Alliance is
already gathering candidates for the
next time the bus comes to town, which
could be in August.

If you are interested, visit the home-
page of the following websites. There is
a special section where you will fill out
an application. Look for the section
with the “M.O.S.T.” within the links
www.worknetpinellas.org, www.work-
forcetampa.com. NTMA
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2011 Fall 
Conference

October 13-16, 2011
The Broadmoor, Colorado Springs, CO

“Marketing Manufacturing 
to America”

NTMA Chairman Grady Cope
expands his theme of
“Marketing Manufacturing to
America” with a program
focused on building a sustainable U.S.
manufacturing economy. 

Industry roundtable sessions are back on
the program – always a highlight of our
NTMA conferences. Join fellow 
members in discussing business
conditions, challenges 
and opportunities in your industry sector.

Please join us for an unforgettable conference 
at one of America’s most historic 

resort locations! 

Save the Date

Pikes Peak or Bust!
Situated at the foot
of the Rockies, the
Broadmoor has
served as the
destination of
choice for
presidents,
diplomats and
celebrities since its
opening nearly a
century ago. NTMA
joins the list of
esteemed
customers for our 2011 Fall Conference.

For more information go
to www.ntma.org or call
800-248-6862

Grady Cope, 
NTMA Chairman

NTMA Customer 
Value Proposition

“Your membership in the National 
Tooling & Machining Association will 

position your company amongst the best
in the industry by providing the resources

and tools necessary for world class 
performance.”

“Your return on investment is immediate
as you leverage the vast knowledge that

resides within the Association and 
apply it to your business.”

“An advocate for our industry, NTMA
leads the charge for precision manufactur-
ing through networking, lobbying, educa-
tion, procurement, advice and assistance,

and focused cost savings programs.”

Waukesha® Metal
Products listed in the
2011 Future 50

Waukesha® Metal Products, an international service supplier
of metalforming capabilities including metal stamping, sheet
metal fabrication, and tool design/build has been awarded
placement on the 2011 Future 50 list by the Metropolitan Mil-
waukee Association of Commerce (MMAC) and its Council of
Small Business Executives (COSBE).

The Future 50 program recognizes outstanding achievement
of local, fast-growing, privately owned businesses located in the
seven county regions of the Milwaukee Area. Waukesha®

Metal Products has demonstrated stability, growth and success
throughout the past few years that earned them a spot on the
2011 Future 50 list.  

For more information on Waukesha® Metal Products, visit:
www.waukeshametal.com  NTMA



WIRE EDM
Makino

The DUO wire EDM “cuts” everything better, even wire expenditures (by up to 

60 percent). Makino combines a number of unique technologies in its DUO wire EDM, 

including a dual spark generator, dual flushing pumps for independent control of upper and  

lower flushing pressure, and a dual wire-guide option for the widest range of applications of 

any wire EDM today. It’s a combination that cuts not only wire expenditures by up to 60%,  

but also EDM time by up to 30%—all while delivering a high-quality part. To see how much  

you can save, go to makino.com/wirecalc. 

© 2011 Makino


