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On Monday, March 1, at the NTMA 
Annual Convention in St. Thomas, Russ 
Reschke was sworn in as 2010 Chairman of 
the Board. For those of you who could not 
be with us in St. Thomas, we would like to 
share his inaugural address with you.

Good afternoon, ladies and gentlemen. 
Let me introduce myself; I am Russ 

Reschke, and I am honored to be with 
you today. 

I once heard 
the story of a 
tool & die man 
who made a 
journey to 
sunny 
California’s 
sandy beaches 
and stumbled 
upon a bottle 

immersed by the tides. He dug it up, and 
as you would expect, out popped a genie 
who said he would grant him the prover-
bial three wishes.

The tool & die guy said he’d like to see 
Hawaii since he’d developed a liking for 
the beach since driving out to California; 
but he was afraid of airplanes, and 
although he enjoyed seeing the surf, he 
admitted he was truly afraid of water. He 
asked the genie to build him a bridge 
from California to the islands.

The genie hemmed and hawed and said 
that would take a lot of concrete even for 
him. Was there another, easier wish he 
might grant?

“Well,” said the tool & die man, “I’ve 
always wanted to understand the female 
mind. Could you give me that power?”

The genie frowned and asked, “Would 
you like that bridge to be 4 or 6 lane?”

I’m glad that being your NTMA chair-
man in 2010 doesn’t involve anything as 
difficult as grasping the feminine psyche.

Maybe you would wish to know a little 
about my wife and me? If not, well … I’ll 
grant that wish anyway! Joy and I have 
been married for 43 terrific years and 
have three children. Most of the time, 
they’re terrific, too! Our eldest son is 41 
and a gourmet chef. He and his wife live 
in our Southwest Michigan area and eat 
well. Our daughter is 39 and a cardio- 
vascular surgical PA, who, along with her 
strong-hearted husband, lives near 
Denver. And our youngest son is a first 
officer and federal flight deck officer for 
jetBlue. He and his wife and our spectac-
ular 2-year-old granddaughter live in the 
Austin, Texas, area. 
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GOT E2?

Since 1984 the E2 Shop System has helped thousands of 
shops streamline their business and increase prot 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 efciencies throughout your enterprise;  
streamlining business processes, empowering employees, 
increasing productivity and most importantly boosting prots.  

With E2, you can:
  

Quote fast and accurate

Schedule the shop oor realistically

Manage material effectively

Track jobs instantly

Ship on time, every time

Increase prot 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
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My father, George Reschke, started 
Metal Processors Inc. (MPI) in 1956 
when I was 10 years old. By the time I 
graduated from high school, I thought 
that I knew everything that there was 
to know about the tool & die trade. I 
told my Dad that it was time that I came 
into the family business. He said, “Now 
that I have to pay you, I think that you 
should go work for someone else.” 

So much for the next generation 
jumping into the president’s chair! 

To make a long story short, I went to 
work for a couple of shops and graduated 
43 years ago as a mold maker. I told my 
employer that I would give him at least 
two years of service after I graduated — 
unless he fired me first. He and I came 
to an agreement; we gave each other 
three years. 

I went to work for my dad in 1970, 
and Joy and I started to purchase the 
business 8 years later. Dad retired in the 
1980s and sold the building and land to 
us in 1995. MPI builds secondary tooling 
for the casting industry.

I first heard about NTMA from a 
friend who was working as a bean coun-
ter for Merlin Hanson, a past chairman 
of NTMA. My friend told me that I 
should become a member of the 
NTMA. I asked “Why?” and he said, 
“Take a look at the insurance program!” 

I looked and I joined, but I didn’t go 
to a national function until the late 
1980s. At that Florida event, I met 
Roland Sutton, Rich Wills, Bill 
Hockenberger, Jerry Weaver, John 
Weyreter and a host of other fantastic 
people. They took this kid from Michigan 
under their wings and treated me and my 
family as if we were one of theirs. They 
were my genies in the bottle. Today, we 
don’t call that magic … we call that 
networking with our fellow members. 

Since that time I have had the  
privilege to serve on the Networking, 
Budget and Finance teams. I can’t tell 
you how much I have learned from 
members of the NTMA. I can tell you, 
however, that sometimes I did not put 
the acquired knowledge into practice 
the way I should have, and I have, at 
times, suffered the consequences. 

The friendships that I have made 
with almost everyone that attends the 

conferences, the work that I have  
gotten from various members, the expe-
riences in participating in the Plant 
Managers’ Program, and the formation 
of the Owner Group — that emerged 
from the Plant Managers’ Group — 
gave me new insights into what it 
means to be an NTMA member.

Then came a day in 2008 when I 
received a call and was asked if I was 
interested in becoming an Executive 
Team Member. I said NO, NO, NO … 
and NO again. After getting advice and 

spending time on my knees praying, I 
told Joy that I didn’t think it was the 
right time to accept. I returned the call 
to give my answer … and I said YES. 
Go figure! And I’m very glad I did.

I had no idea how this experience 
would affect our lives and the close ties 
that would develop among the members 
of the past teams, this team and, I am 
sure, the future executive teams in years 
to come. So here I am … at the brink 
of my Chairman’s year.

(Continued from page 1)

(Continued on page 4)
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My theme for 2010 is BRIDGES to 
Success, BRIDGES to Excellence.

No bottles, no genies, no magic, just 
good old-fashioned American hard work.

Let me spell BRIDGES for you, letter 
by letter: 

B – Belief in yourself and your industry

This is a very difficult time in the ongoing 
history of our industry. We have customers 
failing and banks not willing to give credit 
to manufacturers, especially automotive-
related manufacturers. But in visiting the 
Connecticut Chapter in December, I real-
ized that the aerospace industry is feeling 
the pinch of the credit crisis also. We 
cannot and must not let this current  
economic downturn deter us from  
believing in ourselves or in our industry. 

Let me tell you a story about a bridge 
builder that wouldn’t stop believing … 

In 1851, James Roebling was thought to 
be out of his engineer’s mind. His dream 
was to build a bridge across the Niagara 
River Gorge. The gorge was 825' across 
and 200' straight down. 

Across this chasm, Roebling believed a 
train could cross. No girders or bridge sup-
ports, provided they even could be built, 
would ever survive the raging current. The 
only possible solution was a suspension 
bridge. And that was what had people 
worried. Suspension bridges, at that time, 
were regarded as a disaster in the making. 
They shook in the wind, and after a few 
years, they twisted and crumbled into the 
waters they were designed to span. 

In England, France and America, sus-
pension bridges collapsed under just the 
weight of human and livestock traffic. It 
came as no surprise that the experts were 
putting their money on the gorge — not 
the bridge. The task was too great and the 
risk was too much. 

But in March 1855, the bridge was 
complete. “Four plain towers 60' high (on 
opposing banks), 4 cables 10" in diameter, 
their suspenders and stays, and a straight-
forward timber truss joining the two levels 
to the one span” was how it was 
described. The first train went across, and 
just not any train … a train that had been 
built for just this purpose: to show every-

one it could be 
done. 

“No one is 
afraid to cross,” 
Roebling wrote to 
his family. 

Roebling 
believed in his 
industry and he 
believed in him-
self.  He believed 
in building bridg-
es, just as we 
should.

Where would 
any of us be if our 
companies’  
founding fathers 
quit believing 
their dreams or 
lacked the drive to 
continue when 
times got tough? 
Today, we have a 
wealth of tools to 
help us through 
these uncertain 
times. 

R – Resource development 

People, technology and networking: 
these are some of the finest tools and 
resources that we have. 

We must continue to invest in people. 
The apprenticeship program seems to be 
waning in most of our shops; we cannot 
and should not allow this to happen. 
Where would you be if someone had not 
given you the chance to be an apprentice? 
Where would your company be today if 
you had not given your employees oppor-
tunities to become apprentices or further 
their education? We have a bridge- 
building opportunity with the PJAM  
program — the dream of our own Jeff 
Kelly. I know that it has not progressed as 
well as we would have liked, but if we 
don’t continue to support it, where are we 
going to get workers when all of our shops 
are exploding with work and we have no 
people to do the jobs? Please, continue to 
support PJAM. It is a girder for future 
bridges — those yet to be built. Remember 
the old admonition on the bottom of the 
Coke bottle? “No Deposit, No Return.” 

As well, we must continue to invest in 
technology. I think of technology as 
machines, computers, software and  
systems that make our jobs easier and  
our companies more profitable. 

I know that we are all strapped for cash 
to invest in new technology. That is 
exactly why we need to make a pilgrimage 
to Washington every time there is a  
legislative conference. We need to let our 
politicians know that we want legislation 
passed that allows us to be competitive 
with our global peers. We need to keep 
the R&D tax break. We need tax credits 
on machines and software, and we need 

(Continued from page 3)
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training dollars so that we can inspire the 
next generation of leaders in our companies.

We must look beyond the walls of our 
companies and embrace the ideas and 
counsel of the members of the NTMA. 
As I mentioned earlier, the friendships 
that I have developed through networking 
in this association have been paid back to 
me “70 times 7.” If only we could get 
every association member to reach out to 
another member … just think of the 
things that could be accomplished.  
We would share work, customers and  
successes … and of course problems too, 
but we wouldn’t be in it alone. 

                 
I – Innovation in your workplace and 
association

What is innovation? Wordsmithing 
Webster says it is “the introduction of 
something new — a new idea, method or 
device.” 

In 1859, Joshua Norton became the 
first to advocate that a bridge was needed 
to cross the Golden Gate in San 
Francisco. Another bridge builder, James 
Eads, said, “Must we admit that because a 
thing has never been done, it can never 
be, when our knowledge and judgment 
assure us that it is entirely practical?” 

Seventy years later, in 1932, construc-
tion was started on the Golden Gate. 

Remember President Kennedy telling 
the nation, “We choose to go to the 
moon in this decade, not because it is 
easy, but because it is hard”? JFK captured 
our imagination and the spirit of good-old 
American innovation. Who will ever  
forget those famous words: “Houston, the 
Eagle has landed”? 

Like the Golden Gate, the “bridge” to 
the moon came about because builders of 
the future believed in striving for 
innovation.

I visited the L. A. chapter a couple of 
weeks ago, toured various job shops and 
their training facility – talk about innova-
tion! A WEDM shop cut a job 54” long 
by remanufacturing a standard WEDM 
machine, another company needed a 30’ 
VTL and didn’t spend $5 million to buy 
one; they made their own for one-tenth 
the going price. The training facility has 
reinvented the way we reach and teach 
young men and women.

Ladies and gentlemen, you and your 
employees are the people that create new 
heroes, new frontiers and feats of incredible 
innovation — not only in your industry 
but also in your association.

And speaking of your association, how are 
we being innovative? 

We have launched the Ask a Member 
Campaign — a forum that allows you, as 
members, to ask other members for infor-
mation about equipment, technologies 
and systems, along with questions about 
technical problems with tools or processes 
or where you can find the solution to your 
unique problem. Ron Overton used it a 
couple of weeks ago while we were testing 
it. His company was not used to cutting 
Inconel and needed help in machining 
parameters. He got two responses to his 
inquiry. One was the feeds and speeds 
that he needed to do the job, the other 
from a close friend stated, “Farm it out.” 
You may not like all the responses you 
get, but I am absolutely positive that you 
will get the correct answers from your 
peers if only you ask.  

We also have 
the Members First 
program where 
you can look for 
work — or post 
work that you may 
not have the 
capacity or the 
expertise to do. I’ll 
bet that one of 
your fellow  
members has a 
ready solution.

We have the 
NTMA Value 
Statement that 
allows you, at a 
glance, to find out 
just how many of 
the affinity pro-
grams are being 
taken advantage of 
by your company. 

The Purchasing 
Fair may not be 
the first thing that 
pops into your 
mind when you 
think of innova-
tion, but what 

other organization brings all of your 
potential customers to one location so 
that you can speak with them in one day? 

The list goes on and on. NTMA is pro-
viding innovative programs and tools for 
its members to make their companies 
more competitive and efficient. Take the 
time to discover that your membership 
doesn’t cost, it pays for itself many times 
over.

          
D – Determination to succeed

I don’t know your personal story, but 
this past year, for me, has been a chal-
lenge — a continual reaching for the 
determination to succeed. At this time in 
my life, I should be able to put the busi-
ness on cruise control. But then, we got 
hit with 7 Chapter Elevens by our cus-
tomers, and life as I knew it would never 
be the same.

I can only now imagine what it was like 
when my father came home one evening 
and told my mother that he had been 
fired … and that now was the time to 

Premier Precison Group 
2660 W. Quail Ave, Phoenix, AZ 85027

623.869.6749
623.780.8830 (fax)

sales@premierprecision.com
www.premierprecision.com

Jet Processing is now 
Premier Precision Group

 - Special Processing -
Announcing..

Chemical Processing
 Anodize
 Conversion Coa� ng
 Passiva� on
 Pain� ng
 Dry Film lubricants
 Tefl on Coa� ng

Non-Destruc� ve Tes� ng
 Liquid Penetrant
 Magne� c Par� cle
 Pressure Test
 Impregna� on

Lab Services
 Corrosion Resistance
 Taber Abrasion Resistance
 Coa� ng Weight
 Coeffi  cient of Fric� on
 Solu� on Analysis 
 Millipore Inspec� on

Assembly

(Continued on page 6)
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start his own business. They had a  
determined faith, not only in each 
other and in their skills, but also in 
God. 

I am sure that everyone present today 
can give testimony to a determination 
to succeed, despite all the road blocks 
put in the path. I applaud each one of 
you for your determination to succeed. 

        
G – Generations … listening, learning 
and understanding the next generation

I believe that we need to bridge the 
gap between the owners and the man-
agers of today and the next generation 
— whether it be the next generation of 
family or the next generation of the 
employees on the shop floor, in engi-
neering, programming or any other 
positions inside your company’s 4 walls. 

Just look around the room and see 
how the next generation is represented. 
Rick Ahaus, Bill Bachman, Malcolm 
Katt, John Belzer, Ron Overton, Bob 
Mosey … and many more. 

We cannot allow the next generation to 
be the last generation.

 
E – Ethics in your business and your 
personal life

Ethics isn’t a word that many people 
think about on a day-to-day basis. 
Perhaps, thanks to our dog-eat-dog 
world and the media, we have been 
brainwashed into thinking that “we do 
what is best for us — and to heck with 
everyone else.” 

In the most basic terms, ethics boils 
down to knowing the difference 
between right and wrong and choosing 
to do what is right — even in tough 
times. 

And in good times or bad … today is 
always the BEST day that ethics in busi-
ness and in your personal life should be at 
the top of your mind … at the forefront of 
every deal, every employee and vendor 
relationship and every personal relationship. 

Most of us have committed the 
Golden Rule to memory; let’s now  

commit it to life 
in the workplace 
and beyond.

I believe that 
Dan Yaharus’s 
theme for his 
chairman’s year 
was “Ethics in 
Business.” I can’t 
think of a better  
testimonial for 
the applied and 
vigorous applica-
tion of ethics 
than Dan, his  
business and his 
family. I don’t 
want to get 
“preachy,” but if 
we, as individuals 
in this industry 
and collectively 
as the NTMA, 
don’t stand up for 
what is right and 
condemn that 
which is wrong 
…who will?

       

S – Synergy between like-minded 
associations

Finally, I would like to address this 
question: “Where are the tooling and 
machining associations that exist today 
going to be in 5, 10 or 15 years?” Likely  
follow-up questions are “Will the 
NTMA still exist? And what about the 
PMA, AMBA, PPMA, AMT, 
AMTDA, NADCA, or any other 
alphabet soup organization?”

I believe that the only way we will 
survive is to form partnerships with these 
associations. We have been and will  
continue to be the bridge builders with 
other associations. Some see these part-
nerships as opportunities for new work 
from new customers, greater efficiency 
for our association, and a welcome end 
to the often-interminable waste of 
resources by all of our organizations. 
Others are fiercely angry with those 
they perceive as having sold out. I ask 
each one of you to look deep inside and 
ask, “Which one am I?” 

* * * * * * * * * * * * * * * * *

We are having a Fall Conference in 
Amelia Island with the PMA and then 
next spring, Grady will be hosting the 
Annual Convention in Arizona along 
with the PMA, AMT and AMDTA. 
We should be looking forward to these 
gatherings and the information we can 
learn from a host of new friends and 
acquaintances. 

As we learned from Ron Overton’s 
theme from last year, we all must be 
“Leaders in Uncertain Times” — leaders 
that have the belief, resources, innova-
tion, determination, generational 
insight and the ethics to bridge the gap 
between all the challenges that are just 
around the corner for our businesses 
and this industry in 2010.

In closing, I ask you to remember one 
thing: “Any bridge — real or imagined 
— is useless unless one person moves 
toward another person.”

Thank you for allowing me the honor 
to serve you and your fellow NTMA 
members as your Chairman in 2010, 
and may God richly bless each and 
every one.                             

2115 Progress Drive  |  Springeld, Ohio 45505  |  www.dillonmfg.com 
Phone: 1-800-428-1133  |  Fax: 1-800-634-6480  |  Email: sales4@dillonmfg.com

ISO 9000 Certied 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

(Continued from page 5)
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NTMA is pleased to announce a new 
service called “Ask a Member.” This 
service allows NTMA MEMBERS to 
post business or technical related  
questions out to the membership and 
encourages peer networking and  
support.

Members were automatically added to 
the Discussion List on February 25 and 
were e-mailed instructions for managing 
their subscription. 

To post a question to the Ask a 
Member list, members can send an 
e-mail to AskAMember@list.ntma.org. 
When responding to questions, selecting 
“Reply” will send your response only to 
the original poster. Select “Reply All” 
to send your response to the original 
poster and the entire list.

Kevin King, NTMA Manufacturing 
Technology Director (kking@ntma.org), 
will respond to questions and can be 
reached via e-mail or at 800-248-6862.
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Ask a Member

Our thanks to the 306 NTMA  
members who responded to the Business 
Conditions Survey for the 6-month 
period that ended Dec. 31, 2009. This 
special report provides a geographical 
“snapshot” of business trends and  
conditions in the special tooling and 
machining industry.

Summary
Business conditions for NTMA  

member companies began to rebound 
toward the end of 2009 and were a  
welcome change over the dismal  
conditions experienced during the first 
6 months. 

Thirty-eight percent of member  
companies reported business conditions 
as good, very good or excellent for the 
second half of 2009 – up from 22 percent 
for the first half of 2009 and slightly 
down from the 42 percent for the  
second half of 2008. 

Forty-four percent of survey respon-
dents projected business conditions will 
either remain the same or decrease during 
the first half of this year, a 36 percent 
improvement from the 80 percent 
reported previously. 

Additionally, more optimism is being 
communicated by our members as 56 
percent of respondents projected  
business conditions to increase during 

the first half of 2009 – up from the  
40 percent projected for the second half 
of 2009 and from the 24 percent that 
reported such optimism in December 
2008.

Other business condition indicators 
were as follows:

•	 Future	Work	on	Books	(Average)	–		
 15.1 weeks; up from 11.1 weeks in  
 June 2009 
•	 Average	Workweek	per	Skilled			
 Employee – 41.5 hours, up from 39.7  
 hours in June 2009.
•	 Number	of	Employees	(%	Change)	–		
 3 percent decline from June 2009  
 levels. 

For comparison purposes, the 
Institute for Supply management also 
reported improved business conditions 
in manufacturing during the second half 
of 2009, with August marking the first 
month since June 2008 that the 
Purchasing Managers Index registered 
more than 50; an indication the busi-
ness is generally expanding.

The complete Business Conditions 
Report is available in the “members 
only” section of our Web site. Once you 
have logged in, from the homepage 
click on Resources>Reports>Business 
Conditions Reports.

NTMA Business Conditions 
Report Now Available
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A Special Thanks To All That 
Make It Possible!

This year marks the 38th Annual 
NTMA/NIMS National Apprentice 
Competition. Each year we receive the 
generous support and selfless, behind-
the-scenes efforts from many NTMA 
Chapters and members, organizations, 
schools, individuals, vendors and local 
businesses from across the country to 
make this annual competition possible 
and a success as well. Their support has 
been demonstrated in various ways – 
some by volunteering their time and 
others by providing donations of cash or 
merchandise to a particular year. However, 
there are several that have supported 
this event consecutively for many years 
that we would like to recognize.  

This year will be the 20th consecutive 
year that GF AgieCharmilles of 
Lincolnshire, Ill., will sponsor the 
national event’s Grand Prize, with a 
value totaling up to $100,000! GF 
AgieCharmilles is the North American 
leading supplier of wire EDM, CNC and 
manual diesinking systems and high 
speed/performance and 5-axis CNC 
milling machines. One winning compa-
ny had this to say about the Grand 
Prize: “The Charmilles Robofil 510P 
Wire EDM allowed us to do different 
work than we were able to do prior, 
which in turn brought new customers to 
Mahuta Tool Corp. We liked the 
machine so much that a few years later 

we purchased another Charmilles 
machine – a Robofil 310 Wire EDM.”

For 25 consecutive years, H. Gerstner 
& Sons has sponsored the event by 
donating or significantly discounting 
various models of its high-quality, well-
crafted hardwood tool chests to the 
national contestants. The tool chests 
are built to be extremely durable and 
many of them are passed down through 
family generations. H. Gerstner & Sons 
is a 104-year-old, family owned busi-
ness, recognized for building the “finest 
tool chests in the world.”

Industrial Press, sponsoring the National 
competition for 17 consecutive years, 
has donated a copy of the Machinery’s 
Handbook and industry related books to 
each national contestant.  Industrial 
Press is the publisher of “The Machinery’s 
Handbook” and other technical books 
for engineering technology, manufactur-
ing and education since 1883.

For 10 consecutive years, the 
National Institute for Metalworking 
Skills Inc., or NIMS, has been a sponsor 
of this event. NIMS sets skills standards 
for the industry and certifies individual 
skills against the standards and accredited 
training programs that meet NIMS 
quality requirements. In the year 2000, 
NTMA integrated the NIMS standards 
into the competition, designing the 
projects and written test using the NIMS 
technical standards. In 2004, the compe-
tition guidelines were changed to allow 
NIMS credentials as a qualification option 

in lieu of graduation from a formal appren-
ticeship. Each year NIMS provides a 
scholarship certificate for the employer 
of each national contestant to cover the 
cost of registration and testing for industry 
credentials, as well as waive the fee each 
year for each contestant’s registration and 
testing on the NIMS Level I credential 
that is part of the eligibility requirements.

Each year a local NTMA Chapter has 
hosted the national competition. 
Several chapters have taken on this 
responsibility numerous times. Without 
the thousands of volunteer hours 
invested and financial support each 
year, this event would not be possible. 

Annual Year Chapter Host
1st 1973 Rochester 
2nd-14th 1974-86 Houston 
15th 1987 Regional only
16th 1988 Rochester 
17th 1989 Dayton 
18th 1990 NW Pennsylvania
19th 1991 Houston 
20th 1992 Rochester 
21st 1993 Akron 
22nd 1994 NW Pennsylvania
23rd 1995 Dayton 
24th 1996 Cleveland 
25th 1997 Houston 
26th 1998 NW Pennsylvania
27th  1999 West Michigan 
28th 2000 San Francisco Bay  
  Area
29th 2001 Michiana
30th 2002 Los Angeles 
31st 2003 NW Pennsylvania
32nd 2004 Rochester 
33rd 2005 Pittsburgh 
34th 2006 Arizona 
35th 2007 Pittsburgh 
36th 2008 Cleveland 
37th 2009 Indiana 
38th 2010 Indiana 

Please consider demonstrating your 
support of this important event by  
providing a cash donation or suitable 
awards to contestants and winners. If 
you have any questions, please contact 
the Education Department at NTMA 
Headquarters at 800-248-6862 or  
vsatterfield@ntma.org.

NTMA/NIMS Annual National 
Apprentice Competition

OIL MIST & SMOKE
IN YOUR SHOP?

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



Medical
Next Generation

Manufacturing
Developments

GF AgieCharmilles’ range of 
advanced EDM and 3- and 
5-axis high speed machining 
centers offers fl exible 
automation solutions that 
are ideal for the medical 
manufacturing industry. 

Tel. (888) 282-1336  +  us.gfac.com

Achieve more...
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We are about 5 months away from 
the 2010 World Congress being held in 
Windsor, Canada, June 20–24. The 
Congress will attract delegates from the 
global tooling and machining commu-
nity to share ideas about the challenges 
and best practices of the sector and to 
promote recognition of the industry.  

Business reasons NTMA members 
should attend include:

An Incoming Trade Mission. Meet 1. 
Canadian buyers.
Networking with hundreds of shop 2. 
owners and managers from around 
the world.
Better understanding of global  3. 
competition. We have to compete 
with them, so it’s best to know 
them.

Tours of some of Canada’s best 4. 
shops. Windsor has long been the 
center of Canadian parts and tool-
ing production due to its proximity 
to key U.S. markets.
A day of technical sessions  5. 
emphasizing best practices. 
Opportunity to attend the ISTMA 6. 
Americas and ISTMA World 
Annual Meetings.

The Congress also will be fun. The 
event’s leader, Les Payne, is an effective 
organizer with a love for a great time. 
Activities include the Windsor-Detroit 
Annual Fireworks Display, North 
America’s 9th largest, which we can 
watch from the hotel, and the Farewell 
Dinner at the Henry Ford Museum. 
Optional post-Congress tours to Niagara 
Falls, Toronto, Kingston and Ottawa 
offer an opportunity to see some of the 
highlights of our neighboring country 
while extending your global networking 
experience. The Jaeggins, Sustars, 
Razzanos, Stevensons and Mosers joined 
the last post-Congress trip and had a 
memorable time.

The Congress is organized for ISTMA 
by our neighbor ISTMA member 
CTMA (Canadian Tooling and 
Machining Association). You can  
register for the whole event or, for those 
too busy for 4 days, just for 1, 2 or 3 
days. The Congress agenda and  
registration forms are now available at 
www.ctma.com. Additional information 
will be posted to the Web site as it 
becomes available, so be sure to check 
back often!

ISTMA World Congress 2010
By Harry Moser, AgieCharmilles

Are You on the Right Path?  
It Leads to Windsor, Ontario, Canada in June 2010!

World Tooling & Machining Conference 2010

The 13th International Special Tooling & Machining Association World Conference
AND

The 11th International Pattern-Model Makers Congress

This high-profile event always attracts a top-notch calibre delegate list from the pattern, machinery, tool, die, mould and 
model making industry. It will blend a showcase of new developments and philosophies within the industry, benefiting 
delegates as they become better-informed about the latest innovations in the industry. Factory tours, speeches from 
industry leaders, an informative technical line-up, and an incoming trade mission are just some of the highlights that make 
this a must-attend event.

Did You Know?
ISTMA Member countries include: Canada, China, Chinese Taipei, 
Czech Republic, Estonia, Finland, France, Germany, Great Britain, 
Hungary, India, Indonesia, Italy, Japan, Korea, Latvia, Malaysia, Pakistan, 
Poland, Portugal, Singapore, Slovenia, South Africa, Spain, Sweden, 
Switzerland, Thailand, The Philippines, Turkey, United States of America.

PRELIMINARY CONFERENCE AGENDA

Saturday, June 19
Early Arrival Day for International Delegates

Sunday, June 20
9:00 am - 5:00 pm    Arrival & Registration
1:30 pm - 4:00 pm    ISTMA-World Board Meeting
1:30 pm - 4:00 pm    Pattern-Model Makers Presidents’ Meeting
6:30 pm – 10:00 pm   Welcome Dinner

Monday, June 21
9:00 am – 11:30 am    ISTMA Regional Meetings (Asia/Americas/Europe)
9:00 am – 5:00 pm    Incoming Trade Mission / Meet Buyers
10:00 am – 4:00 pm    Partners’ City Tour
1:00 pm – 4:30 pm    ISTMA Annual Meeting
6:30 pm – 8:30 pm        Cocktails & Dinner
9:00 pm      Windsor-Detroit Annual Riverfront Firework Display

Tuesday, June 22
8:30 am - 5:00 pm    Plant Tours
6:30 pm - 10:00 pm    Dinner & Entertainment

Wednesday, June 23
8:00 am – 4:30 pm        Technical Sessions
5:00 pm – 10:00 pm     Farewell Dinner at Henry Ford Museum, Detroit, USA

Thursday, June 24, 2010 
Optional Post-Conference Tours

Tour #1: Windsor – Niagara Falls – Toronto
Approx. Cost: $350.00 per person (including accommodation)
Duration: 2 days / 1 night

Tour #2: Windsor – Niagara Falls – Toronto – Kingston – Ottawa – Toronto
Approx. Cost: $675.00 per person (including accommodation)
Duration: 4 days / 3 nights

Tour #3: Windsor – Niagara Falls – Toronto – Kingston – Ottawa – Toronto – Windsor
Approx. Cost: $900.00 per person (including accommodation)
Duration: 5 days / 4 nights

Contact Person & Host Organization:
Mr. Leslie Payne  |  Canadian Tooling & Machining Association

140 McGovern Drive, Unit #3, Cambridge, Ontario
Tel: (519) 653-7265  |  Fax: (519) 653-6764  |  lpayne@ctma.com

www.ctma.com. 

Sponsorship Opportunities:

We wish to invite your company to 

become a corporate sponsor for the 

2010 World Tooling & Machining 

Conference. This sponsorship will 

provide your company with the 

ability to showcase and promote 

your products directly to company 

owners and senior staff executives 

from around the globe at this  

high-profile event.

 
Contact the CTMA for details!

June 20-24, 2010
Windsor, Ontario
Caesars Windsor
Convention Centre
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The National Tooling & Machining 
Association recently entered into an 
exciting new partnership with H. 
Gerstner & Sons, a 104-year-old, family 
owned business, recognized for building 
the “finest tool chests in the world.” 
This partnership will include a 25  
percent discount buying program for 
NTMA members, as well as a new 
“NTMA Exclusive” Gerstner Tool 
Chest design.

In announcing the partnership, Rob 
Akers, NTMA Chief Operating Officer, 
said, “H. Gerstner & Sons is an organi-
zation that is synonymous with the 
quality and precision standards that are 
represented throughout our industry 
and by our membership. Over the years 
we have enjoyed working with 
Gerstner, who has sponsored and  
supported our National Apprentice 
Contest since 1985. We look forward to 
offering a program that delivers  
additional value to the membership.”

NTMA and Gerstner recently sur-
veyed the NTMA membership asking 
their opinions on several aspects of the 
tool chest and what they would like to 
see in a new design for the perfect tool 
chest. Gerstner Tool Chests are well-
crafted hardwood chests, made of the 
highest quality, and the new design will 
not falter from that tradition.

NTMA received excellent feedback 
from our members on the survey that 
confirms the benefit we believe this 
partnership will bring.

Following are some of the actual 
comments from members:

“Gerstner Tool Chests are very high 
quality. We have purchased 5 of them over 
the past 30 years. This year we will be 
purchasing two additional ones as service 
awards.”

“It is those of us that take extreme pride 
in our skills and workmanship to truly 
appreciate and enjoy a Gerstner chest. 
Please keep the beauty and the quality of 
what you build.”

“I fell in love with the boxes when I was 
an apprentice 32 years ago. I have 4 in the 
shop that I have passed on to my son and 
my wife has one for a jewelry box at home. 
Please keep up the good work. I think they 
are a fine product.”

“My Dad bought his first box during 
WWII. He gave it to me in the early ’60s. 
My brother took it to Colorado in the ’70s. 
Dad said “you weren’t a real toolmaker if 
you didn’t have a Gerstner.” Gerstner is a 
tradition. It’s part of our heritage. I’m still 
in the trade but I’ve been in the corner 
office for the last 30 years. I have a new 
Gerstner on my work bench at home. 
Gerstner is special. It’s a reminder of 
American skill, pride and honor.”

“My Grandfather gave me his Gerstner 
when he retired in ’85. I have had it ever 
since. It brings a lot of nostalgia and class 
to my shop. I hope 
they continue 
making these 
boxes. It would be 
nice to have a 
leather covered top 
like the old version.”

As has been 
the case for more 
than 100 years 
(and as expressed 
in the above 
comments), indi-
viduals who use 
Gerstner Chests 
on the job exhibit 
a strong sense of 
professionalism 
and pride in 
their jobs. When 
prospective cus-
tomers visit, this 
professionalism 
also reflects on 
the quality level 
and work ethic 
of the entire 
company.

Jack Campbell, president of H. 
Gerstner & Sons, is equally enthusiastic 
about the new partnership. 

“We at Gerstner have always known 
that the companies who are members of 
the NTMA represent the industry’s finest. 
This new partnership will offer NTMA 
members and their employees the oppor-
tunity to own Gerstner Tool Chests at 
special prices that are not available 
elsewhere. It is our hope that NTMA 
members will see this as an additional 
benefit to their membership and in turn, 
that their own employees will realize this 
action as a matter of extra appreciation 
in the company for which they work.”

The complete line of Gerstner Chests 
and other fine wood products can be 
viewed at the company’s Web site – 
www.GerstnerUSA.com. For more 
information on the NTMA-Gerstner 
discount program or the new NTMA 
Exclusive Gerstner Tool Chest design, 
contact NTMA Customer Service at 
800-248-6862 at info@ntma.org or  
H. Gerstner & Sons at  
ntma-info@gerstnerusa.com.

Partnership with H. Gerstner & 
Sons Announced

PRECISION CNC MACHINING 

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

(60 miles north of Dallas at exit 494) 

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

PlanoMachine.com 
AS9100B / API / ISO 9001:2008 

World Class Manufacturing Technology Facility 
(completely climate controlled) 

20 CNC Lathes ranging from
15” x 21” to 33” x 80” 

25 CNC Machining Centers ranging from 
20” x 12” x 21” to 40” x 80” x 28” 

43 man shop with 963 years of machining experience 

Production runs & prototype capabilities 

Machine all materials: steel, stainless, titanium  
and high speed machining of aluminum 

Full CAD/CAM programming capabilities with Mastercam X4 

“Specialized” quality control equipment including
Zeiss Contura G2 RDS (CNC) Coordinate Measure Machine 

See complete capabilities at www.planomachine.com
Email: joe@planomachine.com 
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Dr. Lisa: Each employee has a life out-
side his or her job in a business. They 
have family, financial and other pressures. 
Time off is sometimes needed.

Brad: Of course, but business owners 
have to run the business to satisfy their 
customers, as well as make enough profit 
to stay in business. Time off can be a real 
issue. In some businesses, it is the main 
issue.

Dr. Lisa: In many businesses, employees 
have holidays and earned vacation. 
Normally there are paid breaks for non-
exempt employees. In addition, depend-
ing on the company, they might also have 
paid sick leave and/or unpaid time off.  

Brad: Oftentimes, the more senior the 
employee, the more earned vacation they 
have. And senior employees are frequently 
the most skilled. When they are off, it’s 
tough to maintain productivity. Early in 
my career, I supervised a small department 
of highly skilled employees. We were 
responsible for the production of a large 
group of paper mills. It didn’t take me 
long to realize that on average, one person 
would be off on vacation every day. And 
of course, it didn’t work out that way. 
Half the department would be gone the 
whole month of December. Most small 
businesses have this problem, although 
they cope with it in different ways.

Dr. Lisa: Yes, I’ve seen all kinds of dif-
ferent ways business owners cope with 

this, including 
NOT dealing with 
it at all. But, to 
maintain due date 
performance, there 
needs to be some 
predictability and 
consistency of 
resource availabili-
ty. In the Velocity 
Scheduling 
System, machine 
shops are  
comparing load to  
capacity for several 
weeks into the 
future. Often the 
company policy 
requires less notice 
for vacation than 
the scheduling 
horizon, meaning 
that significant 
variability is added 
from even planned 
time off, not to 
speak of unplanned 
time off that  

happens with no notice. Due date  
performance is jeopardized.

Dr. Lisa: Then there is the impact on 
profitability. Paid time off is an operating 
expense. Throughput (Throughput equals 
Sales dollars minus Truly Variable Costs) 
dollars must exceed Operating Expense to 
make a Profit. During some weeks and 
months of the year, there isn’t enough 
productive time available to produce 
enough Throughput to make money. This 
puts the business owner in the position of 
having to make enough money in the 
more productive months to make up for 
the loss months.  

Brad: And, customers don’t care about 
the people scheduling issues the supplier 
has. They expect what they want when 
they want it (or at least when it was 
promised). For sure, the demands placed 
on a supplier by a customer do not neatly 
fit into the preferences of when employees 
would like to work.

Dr. Lisa: So business owners cope with 
the issue in several ways. Many let the 
problem happen to them.  They have 
long-standing vacation policies that dic-
tate how much time off people get, most 
often dictated by length of service. Many 
times, the employees get to choose when 
they would like off, with no limit as to 
how many people can be off at a time. 
But some business owners do manage this, 
placing a limit on how many people can 
be off at the same time, and from the 
same department.

  
Brad: In my experience, once  

employees make enough money, time off 
becomes a high priority. And that is in 
conflict with the needs of the business 
and business owner. I want a secure, satis-
fied workforce to keep turnover down, but 
the more secure and satisfied they are, the 
more time off they desire.

Dr. Lisa: Interesting dilemma to have 
with your best and longest term employ-
ees. And, I would guess that you also have 
employees who constantly need last  
minute time off to deal with the crisis of 
the moment.  

Do Employees Really Need Time 
Off? That’s Unproductive! 
This is another article in a series about a process of ongoing improvement using 
TOC, Lean and Six Sigma.

Spend less on Electricity 
Spend  more  on  What  Matters 

As NTMA’s preferred provider of electricity  
consulting, the APPI Savings Solution  

Program identifies and implements options that 
reduce the costs of members’ energy and utility 

expenses. APPI provides expert, unbiased  
consulting to lower electricity bills and is only  

compensated when it delivers value.  
Call APPI today to learn more. 

(800) 520-6685 
Visit us on the web at www.appienergy.com  
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Brad: Yes, of course.  

Dr. Lisa: Unplanned time off can be 
very disruptive. Sometimes, it is the 
same people who need or take 
unplanned time off over and over again. 
That requires enough people in total to 
cover for the lost productivity. It may 
be additional “protective capacity” in 
the department, or in other departments 
that pitch in to help. Sometimes, the 
work just sits and waits for the employee 
to return, especially when no one else 
has that skill set. That interrupts flow, 
and flow is the most important thing a 
business needs to maintain.

Brad: Again, these problems hit small 
businesses especially hard. There is no 
one else with the needed skill set and/or 
there aren’t enough people to get the 
job done in the first place.

Dr. Lisa: How did you handle it as an 
owner of a label printing business?

Brad: By installing a system that 
wasn’t popular, but was very effective. 
For all non-exempt employees, I raised 
pay rates and the vacation that was pos-
sible to earn. That was the good news, 
and provided me the opportunity to put 
in a system that had some teeth to it. 
Everyone earned vacation by working a 
full work week. Any unplanned absences 
during regular hours (being late, sick, 
etc.) resulted in earning less vacation, 
and required using existing vacation 
time for the time off. No longer was 
vacation an entitlement that was just 
given, and we actually had a system for 
“earning” it. We coordinated employees’ 
vacations such that two weeks of vaca-
tion were taken by employees in blocks, 
one week in December and another in 
July. Otherwise, two weeks notice was 
required, and we quoted two weeks 
lead-time, so we could predict available 
resources accurately.    

Dr. Lisa: Would you recommend 
something like that for other business 
owners?

Brad: Only if they have a problem 
with availability of people.

Dr. Lisa: Nice answer and as you 
know, I agree. We should only do those 
things that are necessary and sufficient 
to achieve the results we’re after. So my 
recommendation is to do the Velocity 
Scheduling System Coaching Program 
first. Then, if you have this issue, it will 
show up in the red zone of the buffer 
and you now know what to do about it.  

Want to know where you should 
focus your improvement efforts? Your 
biggest disruption to flow and your big-
gest reason for going into the red zone? 
Go to www.VelocitySchedulingSystem.
com to learn more and sign-up for the 
next available program. Want to talk 
about it? Just give us a call or send an 
e-mail.       

The Science of Business  
(www.ScienceofBusiness.com) helps  
companies rapidly increase sales and  
profitability by implementing the Theory of 
Constraints (TOC), Lean and Six Sigma. 
Ask about our Mafia Offer!  

 “Dr. Lisa” Lang is President of the 
Science of Business. She recently served as 
Dr. Goldratt’s Global Marketing Director, 
and is a member of the Board of 
TOCICO. She can be reached at  
DrLisa@ScienceofBusiness.com and  
303-909-3343. 

Brad Stillahn is a business owner who  
successfully implemented TOC in his own 
business, exited his business on his terms 
and is now helping other business owners 
do the same. Set up a TOC Advisory 
Board for your company!  Brad can be 
reached at Brad@ScienceofBusiness.com 
and 303-886-9939.  
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Bremen Castings Finalist 
in 2009 Small Business of 
the Year

The Indiana Chamber of Commerce 
recognized Bremen Castings Inc. as one 
of 6 finalists for the 2009 Small Business 
of the Year during a luncheon held at 
the Indiana Convention Center in 
Indianapolis, on Nov. 10, 2009. Accepting 
the award on behalf of BCI was its 
President, JB Brown. JB congratulates 
everyone on the BCI team for making 
this happen. BCI has been an outstanding 
company since 1939, representing itself 
and the community throughout the 
world. A leader in the foundry industry, 
BCI is a manufacturer of machined 
complete components ready for assembly 
lines. Those representing BCI at the 
luncheon were Denise Wilkie, JB 
Brown, Carol Senour, Stan Hueni, Ray 
Reynoso, Dan Hirsch, Fred Bachman, 
Brad Harris, Cory Smith and Darin 
Spearman.

The applications included essay  
questions about how BCI is committed 
to improving its business, community 
and working with its employees,  
company and/or employee-related  
published articles, community service 
projects within the company and 
employees, and letters written by 
employees about why their company 
should be considered for this award.

Partners in THINC 
Welcomes Mayfran 
International as a New 
Partner

Okuma America Corporation is 
pleased to announce that Mayfran 
International, a global leader in provid-
ing chip and coolant management  
solutions, joined Partners in THINC.  

Mayfran provides solutions for chip 
and coolant management in metalcut-
ting applications to help improve 

machine tool uptime, improve product 
quality through coolant filtration and 
reduce overall operating costs. Their 
products convey, filter, separate, shred, 
briquette and process materials and  
fluids for the automotive, aerospace, 
consumer products, oil and gas, steel 
processing, medical products, heavy 
equipment and related industries.

“Mayfran is excited to be a part of the 
Partners in THINC program” said Bob 
Kimber, Okuma National Account Manager 
for Mayfran. “We welcome the opportunity 
to work with Okuma and their customers 
in serving applications with challenging 
chip and coolant handling needs.”

Mayfran products can be seen and 
demonstrated at the Partners in THINC 
facility in Charlotte, N.C.

CGTech Announces 24 
North American VERICUT 
Users’ Exchange Events

At the request of customers, CGTech 
has added additional VERICUT User’s 
Exchange (VUE) locations in 2010, bring-
ing the total number of North America 
events to 24. Attendees will learn about 
new software features, tips and tricks for 
improving manufacturing efficiency, and 
will have the opportunity to express 
ideas about the future direction of the 
software. There is no charge to attend.

All of the tips and tricks on the  
agenda were customer-driven following 
a survey of VERICUT users. In addition 
to tips and tricks, the agenda will 
include a review of enhancements 
added in VERICUT 7. This release fea-
tures significant performance-improving 
enhancements that reduce the time 
required for manufacturing engineers to 
develop, analyze, inspect and document 
the CNC programming and machining 
process. Instead of focusing on new  
features or add-on modules, CGTech 
developer resources have prioritized on 
diligent code optimization and custom-
er-driven enhancements. 

At VUE, CGTech also will be briefly 
demonstrating recent advancements in 
VERICUT Composite Applications.  
VERICUT Composite Applications are 
machine-independent off-line program-
ming and simulation software solutions 
for automated composite tape and fiber-

Members in the News

“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

©2010, Global Shop Solutions, Inc.
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placement CNC machines. There are 
two separate applications: VERICUT 
Composite Programming (VCP) & 
VERICUT Composite Simulation (VCS).

North American VERICUT Users’ 
Exchange schedule:
Monday, March 8 – Irvine, Calif.
Monday, April 12 – St. Louis, Mo.
Tuesday, April 13 – Phoenix, Ariz.
Tuesday, April 13 – Cambridge, Ontario
Tuesday, April 13 – Orland, Fla.
Tuesday, April 13 – Dayton, Ohio
Wednesday, April 14 – Santa Clara, Calif.
Thursday, April 15 – Charlotte, N.C.
Thursday, April 15 – Cleveland, Ohio
Thursday, April 15 – Livonia, Mich.
Thursday, April 15 – Salt Lake City, Utah
Monday, April 19 – Indianapolis, Ind.
Tuesday, April 20 – Windsor Locks, Conn.
Wednesday, April 21 – Milwaukee, Wis.
Wednesday, April 21 – Atlanta, Ga.
Thursday, April 22 – Montreal, Q.C.
Thursday, April 22 – York, Pa.
Friday, April 23 – Schaumburg, Ill.
Tuesday, April 27 – Wichita, Kan.
Thursday, April 29 – Minneapolis, Minn.

Tuesday, May 4 – Dallas, Texas
Thursday, May 6 – Houston, Texas
Tuesday, May 11 – Seattle, Wash.
Wednesday, May 12 – Tulsa, Okla.

To register for an event, call 
949-753-1050 or visit www.cgtech.com.

About CGTech
Headquartered in Irvine, Calif., CGTech 
specializes in numerical control (NC/CNC) 
simulation, verification, optimization and 
analysis software technology for manufac-
turing. Since 1988 CGTech’s product, 
VERICUT software, has become the 
industry standard for simulating CNC 
machining in order to detect errors, poten-
tial collisions or areas of inefficiency. With 
offices worldwide, VERICUT software is 
used by companies of all sizes, universities/
trade schools and government agencies. For 
more information, visit the CGTech Web 
site at www.cgtech.com, call 949-753-1050, 
or e-mail info@cgtech.com. 
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Misconception #3

GET THE FULL BENEFIT OF BIG-PLUS®: Visit www.bigplustooling.com or call 888-866-5776. 
We’ll improve your most demanding applications or we’ll take back our products – Guaranteed.

The Truth Is: BIG-PLUS® is a patented system with extremely tight tolerances that require the 
proper equipment and know-how that only authorized licensees of BIG Daishowa can obtain. Do not 
be fooled and assume that an unlicensed tool holder that ‘fits’ a BIG-PLUS® spindle has the required 
tolerances to perform as well as genuine BIG-PLUS® tool holders.

Only use genuine BIG-PLUS® products marked:
“BIG-PLUS SPINDLE SYSTEM – LICENSED BIG DAISHOWA”

BIG-PLUS® is a licensed and adopted spindle technology for more than 100 of the world’s best 
machine tool and spindle builders. When used with BIG-PLUS® holders this system delivers greater 
precision and rigidity.

Westec Booth #2525

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 manufacturing through 
networking, lobbying, education, 

procurement, advice and assistance, 
and focused cost savings programs.”
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In 2007, the NTMA Board of 
Trustees created a national project to 
develop best practices for training pro-
grams. The Precision Jobs for American 
Manufacturing, or PJAM, team was 
formed. At the head of this team is Ted 
Toth from Toth Technologies out of the 
Philadelphia Delaware Valley Chapter 
that also covers parts of New Jersey. 

Toth Technologies is a 62-year-old 
company in Pennsauken, N.J. Ted is the 
third generation to run the company. 
According to Ted, he went to the 
“University of DAD!”  He worked 
co-op in his last year of high school and 
was making more than most of his 
teachers. He revealed he got a D in 
metal shop and was bored. His passion 
at the time was programming computers 
with key cards and drafting. It wasn’t 
until 1974 that he started programming 
CNC machines and he felt his machin-
ing passion began to grow. 

The company has been fine-tuned 
during the past 10 years to serve the 
communications and RF microwave 
industries. Most of the parts they now 
make go on radar systems and satellites. 
They currently manufacture 5 different 
antenna element systems that are used 
on the next generation of GPS satel-
lites, along with parts for the “MUOS” 
and “GOES” satellite programs. They 
recently signed a license agreement to 
take over the design, manufacture and 
marketing of custom microwave coaxial 

push-on connectors used in advanced 
radar systems from their customer.  

Ted believes that one goal of every 
job shop is to develop and market their 
own product where there are higher 
profit margins as a manufacturer com-
pared to being a job shop. He con-
vinced his customer to license them a 
product line that they were phasing out 
so they could concentrate on their core 
values. Toth Technologies has manufac-
tured more than 75 percent of that 
product for more than 9 years. Now 
Toth Technologies has its own product 
line that it can support with new 
designs by keeping on top of new cus-
tomers needs. This will give the compa-
ny better focus and direction. 

“Giving our customers value-added 
services and listening to their needs 
keeps them coming back,” Ted said. 
“Define your business as a niche busi-
ness and the customer will come. 
Become an expert in that niche and 
they will keep coming back.”  

Toth Technologies became an 
NTMA member in 1998 as a 
12-employee company in a 5,000 sq. ft. 
garage. 

“We were machinists, and not busi-
ness people. By attending the local 
meetings and national conferences, I 
received the business skills I needed to 
grow the business. We’re now in a 
30,000 sq. ft., 7S Manufacturing 
Technology Center with 50 employees 
and estimated growth of 15-25 percent 
per year over the next 5 years,” Ted 
said. “We hope to split the business into 
separate parts in the next few years to 
allow each group to concentrate on 
what they do best.”  

The PJAM Team
The PJAM Team serves the precision 

machining industry by providing a 
holistic system to develop its current 
and future workforce through best prac-
tices in recruitment, training, place-

ment, retention and funding in order to 
support America’s present and future 
manufacturing needs. Team goals 
include:

Promoting and assisting in the  •	
adoption of industry-led, competency-
based standards for training and  
education of the manufacturing 
workforce at all levels.
Providing systems and support that •	
promote and improve the image of 
the precision machining industry.

Other members of the PJAM Team 
include:

- Pam Rubenstein, Allied Specialty  
 Precision, Mishawaka, Ind.
- Ray Rubin, Future Fabricators,   
 Phoenix, Ariz.
- Joseph Tenebria, Myers Precision  
 Grinding Co., Warrensville Heights,  
 Ohio
- Jeff Kelly, Hamill Manufacturing  
 Co., Trafford, Pa.
- Barry Maciak, World-Class   
 Industrial Network, Pittsburgh, Pa.
- Mark Romanchuk, PR Machine  
 Works, Mansfield, Ohio

Meet Your Team Leaders! 
Precision Jobs for American 
Manufacturing (PJAM)

Ted Toth

NTMA helps members  

of the U.S. precision  

custom  manufacturing 

industry achieve business 

success in a global  

economy through  

advocacy, advice,  

networking, information, 

programs, and services.

Visit NTMA  

website at  

www.ntma.org



Makino Engineering Services has an unmatched history of creating robust production-ready 

processes—including machinery, fixtures, tools, programs and documentation—for parts with 

complex geometries, demanding deadlines, challenging budget constraints and Six Sigma 

standards. We’ve solved production challenges and engineered tightly integrated manufacturing 

systems for hundreds of manufacturers. All with a guaranteed cycle 

time, lower cost per part and improved quality. Don’t be afraid of the 

part. Visit us at www.makino.com/engineering or call 1-800-552-3288. 

WHERE NEW THINKING TAKES SHAPE.

OUR APPLICATION ENGINEERS LOVE THE SCARY PARTS.
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At the beginning of January at New 
Century Careers Training Innovation 
Center, 3rd- and 4th-year apprentices 
competed in the 2010 Regional 
Apprentice Competition. Apprentices 
were judged on a written exam, as well 
as machined parts. Work was judged 
and scored, and the Pittsburgh Chapter 
is proud to announce that their 2010 
regional winner is Walt Gasper of 
Hamill Manufacturing.

Walt was hired as a co-op student at 
Hamill at the age of 17 in 2007. That 
autumn, he entered the NTMA’s 
Apprentice Program. He attended 
Central Westmoreland CTC for half of 
the day and worked at Hamill for the 
other half. One night a week he attend-
ed the NTMA program. Upon gradua-

tion from high school, Walt received a 
scholarship to Westmoreland 
Community College. He is currently a 
full-time engineering student there, a 
4th-year apprentice in the NTMA pro-
gram and works 30 hours per week at 
Hamill. He currently holds 10 NIMS 
credentials. 

Jeff Kelly of Hamill said, “From the 
first day at Hamill, everyone has been 
impressed with Walt’s intelligence, 
machining skills and work ethic. He’s a 
model employee and we’re very proud 
of him!”

Walt will now go on to represent the 
Pittsburgh Chapter NTMA at the 38th 
Annual NTMA/NIMS National 
Apprentice Competition in 
Indianapolis, Ind., June 9-12, 2010. 

A special 
thank you to 
Clinton 
Aluminum for 
donating the 
materials and to 
volunteers from 
Dura-Metal 
Products, Hamill 
Manufacturing, 
Jennison 
Manufacturing, 
Kurt J. Lesker 
Company and 
New Century 
Careers for proc-
toring the con-
test, inspecting 
the parts and 
auditing the 
results of our 
regional contest.

Pittsburgh Chapter NTMA 
2010 Regional Apprentice 
Competition Winner 

Calendar of 
Events

NTMA/PMA Legislative 
Conference

Westin Washington, D.C., City 
Center Hotel

Washington, D.C.
April 20-21, 2010

American Machinist
Machine Shop Workshop

Cleveland, Ohio
April 21-22, 2010

NTMA/PMA Contract 
Manufacturing Purchasing 
Fair: Bringing Work Back  

to the U.S.A.
Hyatt Regency Irvine

Irvine, Calif.
May 12, 2010

38th Annual NTMA/NIMS 
National Apprentice 

Competition
Indianapolis, Ind.

Hosted by Indiana Chapter, 
NTMA

June 9-12, 2010

13th ISTMA World 
Conference

Caesar’s Windsor
Windsor, Ontario, Canada

June 20-24, 2010

Joint NTMA Fall Conference 
& PMA Annual Meeting
Amelia Island Plantation

Amelia Island, Fla.
October 6-10, 2010

NTMA/PMA Contract 
Manufacturing Purchasing 
Fair: Bringing Work Back  

to the U.S.A.
MGM Grand at Foxwoods

Mashantucket, Conn.
October 29, 2010

Small Investment, Big Return.

It’s the SMARTer Manager philosophy!

Read This...

Solve resource scheduling problems before they happen.

Buy This...

Make your production floor run smoothly.

Act Now!

Experience the power of SMARTer Manager.

888.676.2787 | sales@smartermanager.com

www.smartermanager.com
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Members that need more sales can 
help themselves, the NTMA and the 
country by supporting the May 12, 
2010, NTMA/PMA Contract 
Manufacturing Purchasing Fair.

The NTMA and PMA, in  
collaboration with the Association for 
Manufacturing Technology (AMT), 
created a venue for larger U.S. manu-
facturers (OEMs) to conveniently find 
competitive domestic job shops for the 
custom manufactured parts and tooling 
that the OEMs are currently sourcing 
offshore (or onshore). NTMA has held 
more than 50 successful Contract 
Manufacturing Purchasing Fairs during 
the past 25 years. The May 12 Fair in 
Irvine, Calif., will, for the first time, 
focus on re-shoring: bringing work back 
to the U.S., benefiting customer compa-
nies, members and the U.S. economy.  
Work now being produced domestically 
is warmly welcome, as always!

Re-shoring, also called “back-shoring” 
or “on-shoring,” has become increasing-

ly popular the last few years for OEMs 
seeking a better trade-off of FOB cost 
vs. the logistic and competitive disad-
vantages of a long pipeline, especially 
from countries that do not offer intel-
lectual property (IP) protection. The 
Fair is intended to change the sourcing 
paradigm from “Off-shored is cheaper” 
to “Local reduces Total Cost of 
Ownership.”  Today, large manufactur-
ers re-shore to … 

Avoid rising wage rates, currencies •	
and reject rates in developing coun-
tries
Reduce pipeline and surge inventory •	
impacts on balance sheets and JIT 
operations 
Minimize IP and regulatory compli-•	
ance risk 
Avoid higher transportation and fuel •	
costs
Localize manufacturing operations •	
near R&D facilities, strengthening 
innovation
Minimize carbon footprint•	

All while staying cost competitive!

The Fair is the most direct and com-
prehensive national response to Main 
Street’s and Washington, D.C.’s calls for 
companies to bring manufacturing jobs 
back to the U.S.  The Fair seeks to har-
vest the lowest hanging fruit of interna-
tional trade by giving NTMA members 
the home-field advantage. NTMA 
members can be much more competi-
tive in the U.S. vs. imports than trying 
to export to other countries. All of the 
incremental costs of duty, freight, trav-
el, offshore sales forces, carbon foot-
print, language, etc., favor the U.S. job 
shop competing here and work against 
it competing offshore. The total differ-
ence is 20-25 percent of total product 
cost – roughly the percentage total cost 
advantage of low wage countries. 

The Purchasing Fair will be held from 
9:00 a.m.-4:00 p.m. on Wednesday, May 
12, at the Hyatt Regency Irvine Hotel 
in Irvine, Calif., close to the John 
Wayne/Orange County Airport. I just 
bought a $299 ticket to L.A. from O’Hare 
round trip to promote the Fair at 
WESTEC, so cost should not be a major 
factor. Approximately 200 of the top 
U.S. custom manufacturers, almost all 
NTMA and PMA members, will be in 
attendance to apply technology, auto-
mation and ingenuity to making U.S. 
manufacturing competitive on the OEMs’ 
jobs. As always, the Fair will focus on 
machined, stamped and fabricated parts, 
special tooling and special machines. 
For details and to register, go to www.
NTMA.org and click on “Learn More” 
in the notice starting “Re-Shore …”

You can help your company, NTMA 
and the country with this effort in  
several ways:

Promote the Fair to the OEMs. We •	
always need more OEMs to make the 
fair a success for the members. Here’s 
how:

Make a list of OEM prospects 1. 
(realistically, not your best current 
customers) that you would like to 
attend the fair. Select those that 
you cannot get through to, but do 

Build Your Sales and Marketing 
Plan Around the Re-Shoring 
Purchasing Fair!
By Harry Moser, AgieCharmilles

(Continued on page 20)
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outsource, perhaps offshore, the 
kinds of parts or tooling you or fel-
low NTMA members can produce 
most competitively: high accuracy, 
low - to medium - volume,  
complex, low labor content, etc.
Invite the prospects using the cus-2. 
tomer brochure that NTMA will 
shortly e-mail to all of you and 
submit the prospects’ contact info 
by e-mail to Rob Akers, or just 
submit the prospects’ contact info 
to Rob Akers and we will invite 
the prospect. In either case, an 
NTMA/PMA representative will 
contact the prospect to encourage 
them to attend. 
When competing with off-shore 3. 
sources, encourage the customer to 
analyze Total Cost of Ownership, 
not just the FOB price. You will 
lose on price. You have a chance 
with Total Cost. 
Use the Library of 30 re-shoring 4. 
articles on the Purchasing Fair 
Web site as sales tools. We will be 

adding articles with Total Cost of 
Ownership examples or analyses 
that you can use in selling.

If you have been involved with a suc-•	
cessful re-shoring, e-mail relevant data 
to me. The best cases will be the sub-
jects of magazine articles to document 
the advantages of re-shoring our kinds 
of work and to give you publicity. 
The Wall Street Journal even asked 
for a successful case for an article! 

Register and attend the fair.•	

The time is right for this effort to  
succeed! The dollar is down vs. many 
currencies. JIT and R&D are best sup-
ported by local sourcing. We are distrib-
uting the customer brochure to about 
1,000 past customer participants and 
the press release to about 1,000 trade 
magazines and dozens of general public 
newspapers and magazines. We already 
have placed at least 20 media articles 
and comments. Now we need you!

For more information on the fair, 
contact NTMA. For more on re-shoring, 
contact Harry Moser, Chairman 
Emeritus, AgieCharmilles LLC, by 
e-mailing harry.moser@us.gfac.com.

(Continued from page 19)

Need More Than ONE Solution?
Fabricating & Metalworking
www.fandmmag.com
40,000 Readers 10 Times A Year

Industrial Machinery Digest
www.indmacdig.com
78,000 Readers 18 Times A Year
(13,000 x 6)

Surplus Buying and Selling Guide 
Insert and Online
www.surplusguide.net
48,000 Readers A Month
(Plus 48,000 Additional E-Readers)

Total Industrial Plant Solutions 
Card Deck
www.tipscd.com
100,000 Circulation 5 Times A Year

Online marketing opportunities available 
to help brand your company and services.

Custom brochures, Sales Material,
Catalog printing of any size and volume.

www.cygnusb2b.com

Special NTMA member discount on ALL Advertising
Call William Strickland 866-833-5346

william.strickland@cygnusb2b.com

Welcome New 
Members
Aero Engineering  

Services Inc.
Sarasota, Fla.

William Stewart

B & L Industries LLC
Manchester, Conn.

Brandon Hall

Bar-S Machine Inc.
Chino Valley, Ariz.

Tim Smith

Doutt Tool Inc.
Venango, Pa.

Barry Stainbrook

K-D Machine & Tool
Union, Mo.

Kevin J. Doerr

Lynch Bros. Mfg. Co.
Phoenix, Ariz.
Wayne Craig

Paramount Machine
West Jordan, Utah
Steven Van Orden

Pinnacle Precision, LLC
Hyde Park, Utah

Ken Jensen

Swebco Manufacturing Inc.
Machesney Park, Ill.

Casey Schwebke


