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THOUGHTS FROM THE EXECUTIVE BOARD

GET INVOLVED--TAKE THE CONTROL BACK THAT WE HAVE
GIVEN UP!

Wow! The election in Massachusetts has reallyadrhings upside down. | am sure you ard
preparing for me to go off on a political rant. Hower, | may surprise everyone. My concernfin
today’s environment is the hesitancy of peoplediunteer or get involved. | see it on every
level of our everyday lives, church, school, TTMMIMA, and politics--to name just a few.
The complacency in today’s society has led to gj\dontrol, in many cases, to people that d
not have our best interests at heart.
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I get involved for several reasonsHere are a few¥-o pay backthe people that have precedgd
me and in many cases made things better for mylyaand me.To pay it forward as an
example for my peers to see that doing somethingl @o positive for others has its own
rewards. By getting involved and volunteering | éabetter opportunityp control the
outcome of the things | care aboutThink how much better our public schools wouldfbe
parents got involved like they do in private sclsobhear many people complain that our
politicians do not pay any attention to our demandisybe that is because we don't let them
know our feelings? How many of you have communitgieur thoughts to your local

representative? How many have had their local sgprative visit their business?

| realize that right now the economy is bad andaveetrying to survive. However when it tur
around--and it will--there will be a need for trathemployees to replace those who have le
The local vocational schools are doing a much bgiteof training young people for the futurg.
There are a few members of the local TTMA chagtat have made a big difference in helpifg
the local trade schools improve the product théithe ready when the need arises. We nee
more of the members of TTMA to take an active pathe education process.

| challenge the membership to get involved on stawel. TTMA needs new board members
with fresh ideas. Get involved ahelp support the local trade schoolslf you have children
in school get involvedGet involved with the way your church is governddet involved
politically. Maybe now our representatives will lre¢p listen to us. | believe that The United
States of America is at a tipping point amd have two choicesRemaincomplacentand allow
things to progress the way they aredo as | have challenged yayet involved and take back
the control we have given up!

Ken Seilkop
Seilkop Industries
TTMA Board Member

/
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Business Matters...

Managing During Turbulent Economic
Times By Jeff Kvilhaug

“It was the best of times, it was the worst of tarie

While Charles Dickens used this famous line to begi
A Tale of Two Citiest could easily be used to
describe today’'s economy as well. Based on the
recent musings of our economic pundits, our
economy seems destined for some unsettled times.
So as an entrepreneur, how do you survive these
interesting times? If you are one of the forturfate
who are prospering, keep focused and continue your
current course. But, remember to pay attentichdo
things that you can and will need to improve.

If you are one of the many who find themselves in a
lull or worse, here are a few practical suggestibas
are often overlooked in times of stress.

Get close to your customer, if you aren’t
already—Sales is a people business, and there’s
nothing like a personal relationship to help you
understand what is important to your customers and
how you can help them with it. A word of caution:
don't go at this like a used-car salesman. Datiwa
genuine interest in learning what your customers
want and need—uwith their best interest in minde Th
minute you begin selling, you'll lose the opportyni
to learn what really matters to your customers.
Listen, get close and take a genuine interestdin th
business. Yours will be better for it.

Develop a plan and use financial models¥hile
many entrepreneurs are highly creative and
independent—ecritical attributes during the start-up
and growth phases of a business—surviving a less
prosperous time requires the discipline of a ptan t
provide consistent direction. This goes beyond the
financial model but certainly involves it. Avoid
including unrealistic sales in your plan. | cotesigly
see people trying to sell their way out of a firiahc
crunch rather than adapting their resources to the
reality of the business. When the sales don't bapp
they struggle to adjust—usually very late. Be
realistic.

Stay focused on your plan and follow through—
may be a lot of basic blocking and tackling, but a
sound plan is valuable. Bring the discipline te &e
through, and help instill it in others. Consideurse
corrections, but execute the plan consistently.

Get lean and manage cash tightly-Watch capital
expenditures and new investments, and reconsider

discretionary expenses, deferring or eliminating as
appropriate. If you have inventory, get lean these
well. Cut safety stock, increase inventory tuiarsg]
try to migrate to a just-in-time concept. Use Rase
principle: 20% of your inventory accounts for 80%
of your sales and cash flow. Conversely, 80% of
your inventory accounts for only 20 percent of your
sales and cash flow. This is the portion of ineent
to attach and turn to cash. Get people focused and
motivate them to get lean in this area.

Get close to your lenders—When things are going
well, it's easy for your to treat your lender asiyo
best friend. But everyone wants to hide when they
hit challenging times. Resist this temptation.
Communicate with your lenders, bring them into
your plans, and tell them your story. Be honest an
ask for suggestions. Your lender’s input will
strengthen your plans. Lenders want to know what's
going on, and in the absence of information, they
typically dream up scenarios far worse than reality
Communicate with them openly and honestly.

Although these suggestions sound simple, they are
not easy to do. Many talented people and busisesse
fail at these basic things. While they might not
guarantee your survival, they might provide youhwit
the chance to see another day. And with that day,
you can still chase the opportunities that thasesi
create. Odds are your competitor isn’t doing ¢lses
things very well. And that creates your next real
opportunity.

Jeff Kvilhaug is a manufacturing principal at
Larson Allen. Contact Jeff at
ikvilhaug@larsonallen.corr 704/998-5209

Why Branding Matters
by Craig Johnson, Matchstic

What keeps you up at night? Most business owners
lay awake at night thinking about one thing: growt
How do we increase sales? Do we have the right
employees? What new products can we introduce?
Are our customers telling their friends about us?

There are a lot of factors that contribute to
organizational growth, but they all start at thmea
place. In order to grow, a company needs to addres
the following three things: unity in leadership,
motivated employees and creating happy customers.
These three groups are vital in a company’s growth
for different reasons.
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What is the value of these three thingsStarting
with the last group first, traditionally speaking,
Happy Customerbuy. The end-all, be-all of sales
figures boils down to customers purchasing a prbduc
or service and being happy with their decisione Th
second group, Motivated Employees, intrinsically
creates happy customers $srving. Too often we
see customers switch brands or service providers
because of a lack thereof. And finally, motivating
employees starts at the top. United Leadergivies
direction. Without clearly defined goals from
leadership, the result is not likely happy custasner

Interestingly, those are all behaviors. In oraegét

the intended behaviors from each of these groups, w
need to_manage perceptioRerception is the
cornerstone of branding and tells us who we are and
why we matter.

If customers are going to buy, they haveée value.

If employees are going to be motivated, they need t
see purpose.

If leadership is going to give direction, they need
beunited around a clear vision.

So if there is a growth problem, it means more
realistically, there is a perception problem.

A brand is someone’s perception of youBranding

is all about what people say, think and feel alyout
It's not what you say it is, it's what they sayst
Ultimately they have to decide whether you are tvort
their investment. Notice that we’re not talkingoab
actuality, but what othetttiink about you. So if a
brand is perception and growth is about managing
perception, then the path to growth starts with
developing your brand.

So how do we go about developing a brand? There
are three steps:

1. Define intended perceptior—It starts with
defining the perception you want people to have
of you. In order to accomplish this, leadership

has to be united in the vision for the company. |
talk to business leaders all the time and find that
few leadership teams are truly united in the
overall vision. That is always the first step. A
simple task would be to get your leadership to
agree on the answers to the following questions:

How do we want others to define our
company to a friend?

What is the core value we can offer to
customers that makes us unique?

Build your culture around the company’s

larger purpose—It's not enough for leadership
to simply agree on the direction of the company.
It needs to be filtered throughout the entire
organization. Be very clear about the vision.
Get people on board. If someone isn’t on board
with the direction, understand why and then
decide if they are right for the company’s future.
If the entire company doesn't believe in the
vision, how do you expect customers to believe
in you?

Design the customer’s experienee-Now that

the leadership and the entire organization is on
board, it's time to invite your customers on
board. Everything you do affects their
perception of you. Every. Single. Thing. Don't
take anything for granted. Walk through your
customers’ experience and determine what they
are thinking at every point of interaction with
your brand.

Ultimately, when you have achieved alignment
among the leadership’s vision, your employees’
passion and what your customers value, then you
have built a great brand and are on the road to
growing your company to its deserved legacy.

Craig Johnson is co-owner of Matchstic, a
brand identity house in Atlanta, GA. He
can be reached atraig@matchstic.coror
404/446-1511

We get out of life that which we put into it--Volurteer!
Make a difference — it's your life —manufacturing s your industry

Share your knowledge and experience and find out alut TTMA
Executive Board Service!
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The FEDERATED Insurance Companies
Home Office: 121 East Park Square « Owatonna, Minnesota 55060
Phone: (507) 455-5200 « www.federatedinsurance.com

Visible, Active Senior Management.

Visible senior management leadership within yograoization promotes safety management as
an organizational value. It is management’s resjhdlity to take the lead in reducing accidents
and illnesses.

Things you can do:

Not only should the top management issue a writdfaty policy as a core value of the
organization, but designate roles and responsdslih ensuring a safe workplace.
Establish long and short term safety goals foasdlociates

Include safety as an agenda item in all scheduleetings

Regularly review health and safety goals with sujgers and employees

Participate in the safety process by joining safedjkthroughs or inspections

Model safety attitudes and actions

Develop a safety recognition program

Track and monitor safety performance as a key compioto production

Active support from upper management and executieesthe tone for therganization and
how it views safety.
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LOUEHMENRATIAILS,.,

Another Paid Leave Mandate Bill
Introduced

House Education and Labor Chairman Rep. George
Miller (D-CA) recently introduced new legislatioa t
mandate paid leave—H.R. 3991, the Emergency
Influenza Containment Act. This has been quickly
drafted as emergency legislation in response to the
H1N1 influenza outbreak. This proposal is separate
from the previously introduced healthy Families Act
(S. 1152/H.R. 2460).

While One Voice is still in the process of fully
analyzing this new legislation, following are soafe
the bill's major provisions:

Employees would not need to present medical
certification of an illness to receive this leave.

If employers already provide more than five days
of leave to be specifically used for “paid sick
leave” they would be exempted from this bill. It
is unclear if employers who collectively bank paid
time off would need to provide an additional five
days. If employers don't already provide five
days of paid leave for sick-leave purposes, they
will not be able to reduce employee benefits from
existing policies or collective bargaining
agreements.

It is unclear if employers would be required to
provide an additional five paid sick days if such
leave is already exhausted by the employee.

This bill would be effective 15 days after
enactment and would sunset in two years. The
Department of Labor would not be required to
issue regulations to implement this legislation.
However, the Department would be required to
offer employers guidance to assist in compliance.
Under this bill, all employees (including part
time) of employers with 15 or more employees
would be entitled to five days of paid sick leave
during a 12-month period.

Employees would be entitled to this paid leave if
they have been directed, instructed or advised by
their employer to leave work or not come in to
work if they have demonstrated “symptoms of a
contagious illness” or have been in close contact
with an individual (not necessarily a co-worker)
who has symptoms of a contagious illness. While
the legislation seeks to address the public health
issues of HIN1, this legislation extends far
beyond that particular influenza. Existing
employer policies that advise employees to show
up for work if they demonstrate symptoms of a
contagious illness may become a trigger for
employee paid-leave entitlements.

The employer would be required to provide the
amount of paid leave based on the employee’s
regular rate of pay and the number of hours that
the employee would be normally scheduled to
work.

Employees on paid sick leave would need to
provide employers reasonable notice of t heir
future absences after the first day of paid sick
leave. However, employers would have the
ability to terminate the paid sick leave following
notification by the employer to the employee that
the employer believes the employee no longer has
symptoms of a contagious illness.

Employers who do not comply with this new
legislation would be found to have failed to pay
minimum wages and would be subject to penalties
laid out in the Fair Labor Standards Act (FLSA).

One Voice will continue to follow this legislatiand
other paid sick leave bills and let members know
when action may be needed.

Congressman Developing Legislation to
Help Metalworking Industries

Following several months of working with
representatives and members of One Voice, Rep.
Chris Murphy (D-CT) is close to introducing
legislation to support metalworking industries.
Specifically, his bill will:

- Assist metalworking companies with large
purchases, such as equipment, that are essential to
day-to-day operations by offering no-interest loans
up to $3 million;

Encourage banks to lend to metalworking
manufacturers by expanding and improving the
Small Business Administration’s America’s
Recovery Capital Loan program which provides
loans to help companies meet payments on
existing debt;

Incentivize business by providing tax credits for
manufacturers and companies that subcontract
with American metalworking manufacturers;
Help free up the books of metalworking
companies by encouraging third-party purchase of
outstanding customer invoices, giving
manufacturers the choice of earning interest on
owed payments or having access to immediate
cash flow for daily expenses;

- \Encourage innovation and long-term stability by
authorizing grants to non-profit foundations to
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support metalworking manufacturing companies in One Voice will continue to work with Congressman

their identification of and diversification to new Murphy and others on Capitol Hill on a bipartisan
markets and technologies; exploration of export basis to proactively identify ways to support
opportunities; and skills training and research metalworking companies throughout the country.
activities.
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Each year the students’ excitement is compoundednd this year promises to be the best
ever for student team competition! They have the motivation, commitment, and the taleall
they need are manufacturing partners who will spottgeir teams!

Through the process of robot building, student’aginations are captured as they design, build,
and compete with t heir own robotic creations; imdugh this hands-on effort, students gain
practical knowledge of math, science, engineemmgnufacturing, process planning, and
teamwork.

The 2010 spring competition will be held Saturday, March 27, 2010 at the Upper Valley
JVS in Piqua, Ohig, and the instructors named below have teams wdity meed your support
in the form of student mentoring and advice, dareiof material and financial ai&o help us
build tomorrow’s manufacturing workforce by helping them build their robots today!

Dave Fox — Butler Tech/Colerain Dennis Larrick, Instructor
foxd@butlertech.org Project Lead the Way
513/649-1710 larrickd@greatoaks.com

513/947-7460
Shiela O’Neill — Butler Tech/Colerain

oneills@butlertech.org Dan McCrea, Instructor

513/649-1710 Scarlet Oaks
mccread@greatoaks.com
Jeff Smith, Instructor 513/612-5858
Live Oaks

smithj@greatoaks.com Ty Fitzgerald, Instructor

513/575-1900 Project Lead the Way
fitzert@greatoaks.com

Doug Paul, Instructor 513/761-7722

Project Lead the Way

pauld@greatoaks.com Peter Leeper, Instructor
513/947-7400 Project Lead the Way

leeperp@aqgreatoaks.com
513/831-2990
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Come to the February monthly meeting

As you know, the TTMA is a huge supporter of initidives that promote the manufacturing
industry and specifically the area of metalworking. Astéeo important component of the
Workforce Development initiative, we are pleased thiost Monica Pfarr, Corporate
Director, Solutions Opportunity Squad, American Weling Society Foundation, Inc.as our
featured speaker for thebruary 15" monthly meeting

The AWS Foundation was established by the AmeMaiding Society on September 13, 1989,
to support programs that ensure the growth andldevent of the welding industry through
strengthening research and educational opportanitiazelding and related industries.

From giving children their first glimmer of excitemt in learning about the natural sciences, to
providing funding for welding engineering underguates and fellowships for welding research,
the AWS Foundation supports the welding industry.

Led by a volunteer Board of Trustees, the Foundasmrganized as a not-for-profit 501(c)(3)
charitable organization. Administration, includipgpbgram development, fundraising, public
relations, marketing and financial managementrosiged by a small development staff of the
American Welding Society. Its operations are comelli¢rom the Society's offices in Miami,
Florida.

Monica will share the Foundation’s strategy’s toeate the public and motivate the next
generation to choose welding as an important cHoica career path in manufacturing.

The meeting will be preceded by tBperations Roundtable which will beled by Gary
Brunsman, Welding Instructor from Scarlet Oaks, who will be joined by additional Oaks
Weld instructors to discuss ways in which the TTIslAd its members can collaborate with
educators to attract young people to welding caraed maintain their interest in working in the
industry.

2010 Membership Renewal payment
are due by February 1, 2010
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2010 TTMA Calendar of Scheduled Events

February 15, 2010 Monthly Meeting - Monica Pfarr —Corporate Director, Solutions
Opportunity Squad — American Welding Society (AWS)Foundation, Inc.

March Shop Tour — Graphel, Inc. (Exact Date to be anounced) — Will be a
luncheon and tour

April 19, 2010 Monthly Meeting — Bodycote Thermal Pocessing — Heat Treating—The
Process

May 17, 2010 Annual Golf Outing — Crooked Tree GolfClub

Except where otherwise noted, meetings will be heid the Redwood Room at the Embassy Suites
Hotel in Blue Ash:

4554 Lake Forest Drive
Cincinnati, OH
513/981-3763
Monthly Meetings are suspended from June through Agust and will resume in September, 2010

Tri-State Tooling & Manufacturing Executive Board

Robert Hale John Cozad Joy Cariaga
Auto-Valve Inc. General Tool Co. Administratilzérector
937/854-3037 513/733-5500 859/431-8862
haleb@autovalve.com johnc@gentool.com ttma@fuse.net
A. J. Schaeper Ken Seilkop Greg Davis
Tomak Precision A-G Tool & Die RB Tool &Mfg.
513/421-1853 513/353-3090 513/521-8292
aj@tomak.com kensei@epcorfdy.com gregdavis@fuse.net
Sonny Welker Russ Crosthwaite Scott Speight
Atlas Machine & Supply GreatkGanstitute Earle M. Jorgensen Co.
513/874-9337 513/254-8650 /313-3223
diwelker@atlasmachine.com crosthwaiter@greatoaks.com sspeight@emjmetals.com
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