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On the surface, “optimistic” is a word that seems to describe our outlook in many facets of our 
lives. Whether it’s in manufacturing or the overall economy, good things seem to be on the 
horizon. There’s no doubt a lot of effort needs to be placed in the manufacturing field since the 
lack of it in our country throughout recent years.   
  
 This leads me to comment about the last TTMA meeting when Bodycote presented a 
heat treating seminar of how their company endures the day-to-day challenges we all face in our 
own profession. I personally learned many details about the heat treating process, but the more 
significant lesson for me was how we, as a united industry, would all be better served if we 
would take the time to learn from each other in our own field of expertise. In recent years, I have 
realized you cannot meet every expectation and speculate excellence in all you do. God has 
given us all gifts in many variations, and we are best to use them accordingly. Therefore we 
should depend on each other to use our talents, and collectivity, we can all prosper.  
  
 As simple as it sounds, I realized that our approach to manufacturing affects the heat 
treating process and I, for one, have taken this for granted. We send parts to be heat treated, 
unaware of the demanding processes involved, and simply receive them back. I understand that 
there are methods we could fulfill to make their jobs easier, resulting in time savings and cost. 
What improvements can we implement, not only to help our own companies, but our 
manufacturing community? As a whole, there are improvements we could all make to help better 
our product and perform more competitively.  
  
 The February news letter written by Mr. Seilkop focused on involvement in our 
churches, communities, and professions. I have come to appreciate that when you give, you 
typically receive much from your efforts. I encourage all to take advantage of our freedom, to 
excel in all we do, and keep our country on the forefront so that we may prosper for generations 
to come. Get involved to better yourself and others, for you may be surprised with the results of 
your efforts. Thank you.  
 
 
Greg Davis 
RB Tool & Mfg./EDM                    
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Some Will, Some Won’t, So What! 
By John Boe 
 
I can think of no other profession that’s as closely 
associated with the term rejection as a career in sales.  
You might say that rejection is as natural to a sales 
person as trail dust is to a chuck wagon cook…it 
comes with the territory.  In fact, frequently the first 
two orders many new sales reps receive are “Get out 
and stay out!” 
 
The sales profession can be financially and 
personally rewarding for those tough-minded 
salespeople who develop the capacity to keep 
rejection in perspective.  How well do you take 
rejection?  Your ability to persevere in the face of 
rejection is a key factor in determining your income 
potential and career longevity.  Obviously, you can 
never totally eliminate rejection from the selling 
process, but, there are actions you can take to reduce 
the frequency and minimize its mental and financial 
impact. 
 
I am absolutely convinced that the best antidote for 
taking the sting out of rejection is to prospect with 
greater intensity and qualify more effectively.  
Prospecting for new business is critically important 
and for the majority of sales people, it is the most 
challenging and stressful aspect of their profession.  
Successful sales reps are proactive and recognize the 
importance of prospecting for new business on a 
daily basis.  When you don’t have enough prospects, 
the tendency is to shoot yourself in the foot by down-
playing the needs analysis and qualification process.  
It’s like putting lipstick on a pig—a waste of time 
and it irritates the pig.  By having more prospects to 
work with, you automatically water-down the impact 
of any single “no sale” and are far more likely to 
qualify your prospects realistically.  Improper 
qualification is in direct relationship to increased 
rejection; it’s a self-imposed, vicious cycle. 
 
At the end of the day sales, like baseball, is a game of 
statistics.  A baseball player gets paid by the number 
of times he hits the ball, not by the number of times 
he strikes out.  Keep score and know your sales 
effectiveness number so that you can improve your 
batting average. 
 
When a sales person experiences a “no sale,” there’s 
a common weakness to point fingers and look for 
mitigating circumstances, such as a bad economy or a 
lower-priced competitor, when in reality it just might 
be them.  It’s appropriate to take rejection personally 

if you learn from the experience and view rejection as 
nothing more than a feedback system.  Top producers 
look at rejection as merely a wet stone that allows 
them to hone their presentation abilities and sharpen 
their people skills.  So the next time a prospect says 
no, just remember that you can profit from the 
experience and that some will, some won’t, so what! 
 
 
© Copyright 2009, John Boe International 
 
 
Getting Jobs Through Engineering - (Another 
article in a series about a process of ongoing 
improvement using TOC, Lean and Six Sigma.) 
By Dr. Lisa Lang and Brad Stillahn 
 
Brad:  It’s been three years since we joined NTMA 
as National Associate Members.  Shortly after we 
joined, after seeing the benefits Theory of Constraints 
(TOC) could have for NTMA members, you 
developed the “Velocity Scheduling System.”  It is 
for scheduling machine shops (and job shops) to help 
them improve lead times, due date performance and 
reduce the ensuing chaos that results from the 9 
Challenges of Scheduling A Machine Shop* they 
contend with daily.  You’ve had 35 small, medium 
and very large shops attend—online—with a 100% 
success rate.  Why create a program for engineering? 
 
Dr. Lisa:  Many machine shops also cope with 
problems in engineering.  A job comes in, and it goes 
into the queue.  It can be feast or famine.  When it is 
feast, engineers are multi-tasking between hot and 
red hot jobs, and put the shop under real-time 
pressure when they are late with their designs and 
prints.  They need a good solution too, so I developed 
the Project Velocity System, and there is a software 
package to support it. 
 
Brad:  Engineering is like graphic design in printing.  
When new orders start coming, it is easy to have 
them pile up, starving the shop.  It can be a real 
bottleneck.  And when it is slow, that’s an expensive 
resource to have idled.  Very few other people know 
how to do their job, and engineers don’t seem to do 
other jobs well, either. 
 
Dr. Lisa:  Yes, that’s exactly what happens.  
Engineering or design starves manufacturing.  And, 
many of the companies that participated in Velocity 
scheduling System went on to create a Mafia Offer 
with our on-line Mafia Offer Boot Camp.  This put 
even more pressure on engineering, because once 
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they had an outstanding market offer, shops started 
bringing in more NEW business, which means more 
load on engineering. 
 
In addition, even without a Mafia Offer, you typically 
do not want engineering to be your constraint.  
Engineering needs the capacity to feed the shop, so 
the company can meet its sales goals and maintain 
short, responsive lead-times with 100% due date 
performance all of the time. 
 
Brad:  Aren’t customers the real problem?  
Supplying incomplete information to the engineers, 
late? 
 
Dr. Lisa:  Blaming customers won’t solve the 
problem, although what you say is often true and they 
are a large source of variability. 
 
Brad:  So what is the real problem, and what is the 
solution? 
 
Dr. Lisa:  The real problem is how engineers do 
what they do.  (It’s typically NOT that we need more 
engineers.)  But it isn’t just the engineers, it’s all of 
us.  It is how projects are managed.  We allow some 
bad assumptions about the best way to manage 
projects significantly deteriorate our project 
performance.  It is true everywhere around the world. 
 
Brad:  For example? 
 
Dr. Lisa:  For example, the idea that there is good 
multi-tasking.  Multi-tasking has a terrible effect on 
engineering.  Engineers must finish projects, and that 
means they need to 1) know which projects to focus 
on and 2) work on finishing t hose, rather than 
starting all of them.  Projects need to flow quickly 
through engineering.  But that is just one example.  I 
have a white paper on the subject called “Information 
Overload Destroyer,” that can be downloaded at 
www.InformationOverloadDestroyer.com for 
additional examples.  
 
Brad:  So what is Project Velocity System, and how 
does it help? 
 
Dr. Lisa:  In the Project Velocity System Coaching 
Program, I will take the people involved with 
managing and doing projects through 10 sessions, 
followed by 10 coaching sessions aimed at getting 
immediate improvement in project delivery:  On 
time, in scope and within budget.  In other words, we 
will focus on getting a job ready for manufacturing 
BEFORE they need it. 
 

Brad:  I thought that in project management, if 
you’re lucky, you only got to pick two of the three.  
Of course, with a lot of projects, you get one or none.  
It’s not unusual for projects to be late, with scope 
sacrificed, and way over budget. 
 
Dr. Lisa:  That’s reality without a process, but with 
the right process, you can ensure that engineering is 
not, and will not, starve manufacturing, and this can 
be accomplished by the end of the Project Velocity 
System Coaching Program, and most often without 
hiring a single additional engineer. 
 
Want to improve your engineering and project 
management performance?  Go to 
www.ProjectVelocitySystem.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 

�����
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*You can download that free report at:  
www.VelocitySchedulingSystem.com/ebook 
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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 that 
successfully implemented TOC in his own 
business, exited his business on h is terms, and is 
now helping other business owners do the same.  
Set u pa TOC Advisory Board for your company?  
Brad can be reached at 
Brad@ScienceofBusiness.com and 303-886-
9939. 
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Are you prepared to react to the challenges that would result if a tornado, fire, or flood affects your business? 
 
Disasters of all types can threaten businesses and homes no matter where you live.  Federated Insurance is a 
member of the Institute for Business and Home Safety (IBHS), a national non-profit group that offers programs 
to reduce commercial and residential property losses associated with extreme weather events and natural 
disasters. 
 
Open for Business® -- Business Continuity Planning—The Open for Business program helps businesses 
develop and store business continuity plans.  It contains a variety of tools to help small business owners not only 
reduce potential for loss should disaster strike, but also reopen quickly if forced to close.  It includes a 
comprehensive continuity plan to help identify and resume essential business functions, protect people and 
property, minimize downtime, and retain clients and customers following a disaster. 
 
Disaster Safety—Personal Planning—Disaster Safety is another great tool available online that’s designed to 
help protect your home and personal assets by creating awareness of the likely perils that can occur in your 
region, determined by ZIP code. 
 
Getting Started is Simple—This program—which IBHS values at $2,000—is available at no additional cost to 
Federated clients and to members of associations that recommend Federated.  To learn more, visit 
www.federatedinsurance.com and follow the easy registration process under Client Login.  Select Open for 
Business/Disaster Planning for businesses or Disaster Safety for homes. 
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Metalworking Industry Leaders Lobby Congress 
During One Voice Legislative Conference 
 
More than 100 NTMA and PMA members joined 
together in Washington, D.C. April 20-21 for the 
second annual One Voice Legislative Conference.  
Participants heard presentations from keynote 
speaker Susan Molinari, former member of Congress 
from New York; Assistant Secretary of Commerce 
for Manufacturing and Services Nicole Lamb-Hale; 
and card check/labor law experts Brian Worth and 
Josh Ulman.  One Voice lobbyists John Guzik and 
Omar Nashashibi also briefed attendees on the access 
to credit issues and prepared the group for the 
following day’s congressional meetings. 
 
Participants enjoyed a networking reception with 
Congressman Mike Rogers (R-MI) and heard from 
Congressmen Fred Upton (R-MI) and Jason Altmire 
(D-PA) the following day at the breakfast briefing. 
 
Conference attendees then spent a full day on Capitol 
Hill lobbying Congress on access to credit, cap and 
trade, card check/labor law, taxes, trade and 
workforce training.  More than 100 congressional 
offices were visited.  See the issue papers that were 
distributed on Capitol Hill by visiting 
www.metalworkingadvocate.org/pdf/One-
Pagers.pdf. 
 
White House Wants Access to Credit Bill by 
Memorial Day 
 
Members of One Voice traveled to Washington in 
March to meet with officials at the Departments of 
Commerce and Treasury and on Capitol Hill to 
discuss the challenges manufacturers face accessing 

credit and to offer solutions.  This issue also was a 
focal point in the Capitol Hill meetings that took 
place during last week’s Legislative Conference. 
 
In February, the President introduced the Small 
Business Loan Fund to inject $30 billion into 
community banks to lend to small and medium-sized 
companies.  The One Voice lobbying firm, The 
Franklin Partnership, has learned that the White 
House is calling on Congress to move quickly on 
legislation to establish the fund and help improve 
access to credit for small businesses.  In working 
with Senate staff, One Voice aims to try to attach 
legislative language on the next “jobs” bill that 
Congress expects to pass by Memorial Day. 
 
Climate Change Legislation Remains On Hold 
 
Although a climate change bill passed the House in 
July 2009, it stalled in the Senate.  Sens. Kerry (D-
MA), Lieberman (I-CT) and Graham (R-SC) have 
been working on a pricing and energy production 
plan that no longer takes an economy-wide approach 
but instead would implement varying standards 
sector by sector (energy, transportation, 
manufacturing).   One Voice has been working with 
Sen. Brown (D-OH) and others to provide legislative 
language for the manufacturing sectors’ provisions, 
including potential ways to help alleviate increased 
costs on small manufacturers. 
 
Sens. Kerry, Lieberman and Graham were expected 
to unveil the legislation on April 26, although that 
was postponed due to the White House and 
Democrats’ plan to focus on immigration instead.  As 
new developments arise on this issue, One Voice will 
keep members informed. 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

John Finn receives the TTMA’s first Lifetime Achievement Award! 
 

The mood at the April monthly meeting was festive and sentimental as Board member, John Cozad spoke about 
his longtime association with John Finn and presented him with the TTMA’s first Lifetime Achievement Award.  
This award was developed as a token of recognition for outstanding service in the manufacturing sector. 
 
John Finn, who recently announced his retirement from his position of Sales and Customer Service Executive 
with Bodycote Thermal Processing, has worked in our industry for over 40 years in addition to raising a family 
and volunteering in his community--all with commitment and humility.  A statement from his acceptance speech 
may be the clue to his dedication and success--“When dealing with customers and vendors, I have always 
behaved as though the company was my own company.” 
 

Thank you for your years of service to our industry, your volunteerism and your 
contributions to the Tri-State Tooling & Manufactur ing Association John! 
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Communication: Step Four of the Ten Step Business Plan  - Ohio Bureau of Workers Compensation 
 
A program of regular safety and health communication keeps employees informed and solicits feedback and suggestions.  Your 
approach to managing safety and health will include regular verbal and written communication on matters affecting employee safety 
and health. Communications include:  

·  Quarterly written and/or verbal feedback to all employees on their accident-prevention performance;  

·  Process for upward communication and downward communication throughout the organization;  

·  Communication such as memos, bulletin boards, staff and general meetings;  

·  Feedback incorporating your organization's overall safety and health performance.  

The following ideas can help you design your communication plan:  

·  One-on-one discussion - the supervisor sits down with each employee on a scheduled basis to discuss safety concerns, 
suggestions and ideas.  

·  Informal discussion - inform employees that the accident-prevention coordinator is available to discuss their safety and 
health questions confidentially.  

·  Group discussion - provide the opportunity for executives, supervisors, team leaders and employees to discuss safety issues 
at employee gatherings. Regularly schedule meetings to share information and seek input on safety and health matters.  

·  Written communication - communicate key information, which can be motivational, developmental or informative, in 
writing;  

·  In-house company publications - an in-house company newsletter provides accident-prevention information on a regular 
basis;  

·  Safety and health booklets - provide safety and health information to employees;  

·  Safety alert notices - inform employees of accident causes and how they can prevent them;  

Safety bulletin boards - use for posting safety-related policies, notices, articles, meeting schedules, meeting minutes, memos, etc. 
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Inspect Your Way to Safer Work Areas 
 
The ideal workplace inspection isn’t one that follows a safety 
incident.  Nor is it a surprise visit from OSHA.  It isn’t even an 
inspection that’s part of a workplace safety audit.  The ideal 
inspection is a routine that you and your employees faithfully 
observe and manage yourselves. 
 
Five Good Reasons to Inspect—To protect workers and prevent 
accidents, you need to know everything about the areas you 
supervise and the work that goes on there.  Routine inspections 
help you: 
1. Make sure that safety and health policies and procedures are 

being followed. 
2. Identify and correct safety and health hazards before they 

cause injuries or illnesses. 
3. Determine the need for safety training. 
4. Ensure that your work areas will fare well in the next 

workplace safety audit and would pass an OSHA inspection 
with flying colors. 

5. Show employees you’re concerned about their safety and 
health 

 
When and How—The timing of safety inspections depends on 
other type of work areas you supervise.  Very hazardous areas 
might require formal, scheduled weekly inspections, whereas 
office areas might need only a monthly inspection. 
 
Supplement formal, scheduled inspections with informal, daily 
walk-around inspections of most or all work areas.  Also conduct 
some unscheduled inspections, especially targeting areas that have 
had more than their share of safety problems.  Use follow-up 
inspections to make sure that problems identified in prior 
inspections were effectively fixed. 
 
Create and use checklists for every safety inspection.  For daily 
walkarounds, you might carry the list in your head.  But for more 
detailed inspections, use a written checklist so you can check off 
each item as you inspect it.   Leave space for notes and 
descriptions of issues that need attention. 
 
Employee Involvement is a Big Plus—As the supervisor, you 
take the lead in work area inspections.  You’re also the one 
responsible for making sure action is taken to correct problems.  
But don’t go it alone.  Work area safety inspections are a great 
training tool and a good way to involve employees in safety 
programs.  Getting employees involved motivates them to work 
more safely, as well as saving you time. 
 
Here’s how employees can help with inspections: 

�  Ask workers to help develop inspection checklists for 
their work areas. 

�  Appoint individuals or a team to conduct inspections 
under your supervision.  Members can serve on a 
rotating basis to involve everyone. 

�  Meet with employee inspectors after the inspection, and 
discuss safety problems and corrective action. 

�  Talk about the results of work area inspections with all 
employees in weekly safety meetings. 

 
What to Look For—Depending on the type of inspection you’re 
conducting, your inspection checklists will vary in length and 
detail.  Here are some common inspection lists. 
 
·  Housekeeping and general storage 

o Are work areas neat, clean and orderly? 
o Are aisles clear? 
o Are floors free of tripping and slipping hazards? 

o Are trash and other waste material placed in proper 
containers and disposed of regularly? 

o Are materials and supplies stored safely? 
o Is ventilation operating properly? 
o Is lighting adequate? 
o Are stairways clean, clear and well lit? 
o Are appropriate warning signs posted where necessary and 

do workers obey them? 
·  Fire prevention 

o Are flammable materials stored properly? 
o Are “No Smoking” signs posted in appropriate areas? 
o Are fire alarms and extinguishers accessible? 
o Are fire extinguishers fully charged and ready to use? 
o Are sprinkler systems operating properly and not blocked by 

stacked materials? 
o Are emergency exits open and accessible? 

·  Machinery and equipment 
o Are machines and equipment clean and well lubricated? 
o Are machines equipped with required guards and safety 

devices, and are they operating properly? 
o Are electrical cords, wires and plugs in good condition? 
o Are machine repairs being performed only by qualified 

personnel? 
o Are lockout/tagout procedures followed for equipment 

maintenance and repairs? 
·  Hazardous substances 

o Do all containers of hazardous substances have complete and 
legible labels? 

o Are containers tightly sealed? 
o Are material safety data sheets (MSDSs) available for all 

hazardous materials and accessible to employees on all 
shifts? 

o Are hazardous materials properly stored in an appropriate 
location? 

o Are absorbent materials available for use in case of a spill? 
o Are work areas where chemicals are used or stored free of 

food and beverages? 
·  Personal protective equipment and clothing 

o Is required PPE available to employees on all shifts? 
o Is necessary PPE worn by all employees? 
o Does PPE provide adequate protection against hazards in the 

work area? 
o Is PPE maintained in good condition and stored properly? 

·  Emergency Preparedness 
o Are emergency exits and routes clearly marked and known to 

all employees in the work area? 
o Are eyewash stations and emergency showers available if 

required and working properly? 
o Are first-aid supplies available? 
o Are emergency numbers posted by all telephones in the work 

area? 
 
Don’t Wait for An Accident!— Save is all about 
awareness and knowledge.  Knowledge gives you the 
power to prevent accidents.  One of the best ways to keep 
informed about ever-changing work area conditions is to 
perform routine safety inspections.  Don’t wait for an 
accident to find out about a hazard that could have been 
corrected. 
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 2010 TTMA Calendar of Scheduled Events 
 
May 17, 2010 Annual Golf Outing – Crooked Tree Golf Club 
 
September 20, 2010 Monthly Meeting – NTMA Board Executive 
 
October 18, 2010 Monthly Meeting – Federated Insurance 
 
November 15, 2010 Monthly Meeting – To be Announced 
 
December 18, 2010 Monthly Meeting – To be Announced 
 
Except where otherwise noted, meetings will be held in 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 August and will resume in September, 2010 
 
 
 

Tri-State Tooling & Manufacturing Executive Board 
 

Robert Hale  John Cozad   Joy Cariaga 
Auto-Valve Inc.  General Tool Co.   Administrative Director  
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       Great Oaks Institute  Earle M. Jorgensen Co. 
              513/874-9337       513/254-8650   513/771-3223 
              dlwelker@atlasmachine.com        crosthwaiter@greatoaks.com  sspeight@emjmetals.com 
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