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A Long, Strange Trip

by Steven Tamasi

“It's been a long, strange trip.” I'm
sure many in the manufacturing
industry would agree. Over the past
four years we've seen the economic
and competitive conditions in our
industry change drastically. The
economic conditions went from bad to
worse, but have now rebounded for
most. As the recession took hold,
many of the large muitinational
corporations aggressively chased lower
labor costs. As the downturn became
protracted, many plants either closed,
were bought out or merged with larger
firms. As a result, the competitive
landscape has been significantly
altered.

What we've just experienced can
be likened to a stock market correction
of sorts. Immediately after the carnage
takes place, there are opportunities to
invest in those companies that got

swept along with the tide, but still have
a solid foundation and fundamentals.
Similarly, as the economy began to
heat up, so did the need for reliable,
quality stateside manufacturers.
Therefore, companies that were able to
stick to a plan in anticipation of this
upsurge are now in a position to satisfy
the demand for such services.

In recent past Centerlines issues,
I've written about our strategic
planning, posture and actions we've
taken in preparation for growth. Since
the original plan in 1997, our team has
worked diligently to execute the
multitude of steps needed to prepare
the organization for sustained 15% -
20% annualized growth. In other
words, we were ready for this time and
the opportunities that lay ahead. What
I am most proud to proclaim is that
while we are growing at an unprece-

dented rate — well beyond our targeted
20% growth rate, we have been able to
maintain our high level of service to our
customers. Our cost of quality has
gone down and our on time delivery
has improved.

Obviously, we had to add staff to
accomplish this (we’ve added over 20
employees in 2004), but it can largely
be attributed to three main compo-
nents. They are 1) the focus on market
segments where demand for high
quality, quick turn services would be
most valued, 2) an infrastructure built
for tomorrow’s workload, and 3) a
strong team effort and adherence to
our TIQ Values (Teamwork / Integrity /
Quality). Everyone has contributed his
or her part, in a respectful manner,
towards a common goal. For that, |
thank all of the members of the BCAR

team. (Continued on page 2)

A Visit to Asia — Participating in the Global Economy

by Michael Tamasi

The invitation was open
to all National Tooling &
Machining Association
(NTMA) members - the
International Special Tooling
and Machining Association’s
(ISTMA) Annual Conference
in Bangkok, Thailand - a
great opportunity to visit Asia
with our peers from around
the world. After much
deliberation, Steven and | decided
that this opportunity was too important

Steven (

2nd from left) and Michael Tamasi (righ) visiting ilnd plant.

to pass up.
We made plans to attend the

conference in Bangkok, and
included a 2 day stop in
Schenzen, China. The visit
to Schenzen was the resuit
of a key customer coordi-
nating tours of their facility
and other manufacturing
plants in that region of
China. This was an oppor-
tunity to see with our own
eyes what we've been
reading about in the press and
(Continued on page 3)

"To accomplish great things, we must not only act, but also drearﬁ;
not only plan, but also believe."

- Anatole France
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Now, I'm sure that many would
also agree that ‘the long, strange trip’
hasn’t ended. American manufacturers
still have to contend with competition
from China and many other low-cost
countries, as well as unfair foreign
trade practices and policies. In
addition, we must battle a low public
image, resuiting in a limited infusion of
talented ‘individuals into the industry.
Given these challenges, we must not
deviate from what got us here. We
must re-focus our efforts on continuous
improvement objectives and the
advancement of skills throughout the
organization. During this last quarter,
we will begin educating all of our team
members (a refresher course for many)
on the philosophy and techniques of
world-class manufacturing. We have
also begun to structure a program for
advanced technical and team leader
training. A recent training grant award-
ed from the state of Massachusetts will
be used to support these efforts.

And we must do this all without
losing sight of our customers’ needs for
today, and tomorrow. To stay ahead of
this curve, we continue to expose and
educate ourselves about the global
marketplace. We recently attended an
ISTMA (international Special Tooling
and Manufacturing Association)
conference in Bangkok, Thailand where

25 countries were represented. A
member from each country spoke
about emerging trends and technolo-
gies in their respective countries. From
there we visited plants in Shenzhen,
China to get a first hand look at the
capabilities and structure of some of
our potential competitors (read more on
this in Asia article, pg.1).

Never satisfied with the status quo,
we've continued to enhance the
services we provide to the marketplace.
We started a new division, which sells
ultra-precise pin gages (see article on
pg. 4), created some new strategic
alliances, and have bolstered existing
alliances. We bhave introduced new
technological capabilities, allowing us
to provide a greater range of compo-
nents, and / or sub-assemblies. And in
reaction to the tightening supply of raw
materials, we've expanded our
inventory levels and range of products.

Even with all that we've done to
prepare and execute along this ever-
changing journey, we wouldn't be
where we are today without the
patience, support and continued
interest from our customers. We are
grateful for the confidence that you
have placed in Boston Centerless. If
we stay on our mission, and continue to
work together toward a common goal,
we can make this a long, successful
trip.

The Golden Bar Award is presented to employees who are nominated and
selected by fellow employees for their achievements.

AccuRounds

Adelino Araujo (left) passing award
on to Sean Gadsby.

Boston Centerless

Skip Woznik (left) receives award
from Kevin Strahan.

Profile of
Patrick O’Connell

Ireland,
started with AccuRounds as Operations
Manager on St. Patrick's Day 2003.
His main responsibilities encompass

Patric, er|0 hails from

sales, production and inventory
planning; managing the flow of work
through the shop. Patrick’s role also
involves customer satisfaction as well
as purchasing / supplier management.

His career in manufacturing began
as a production planner for the Nestle
Corporation in Dublin. He later moved
to the U.K. and worked for British
Airways as a production manager in
their flight catering division before
returning to Ireland to take up a senior
management position with one of
Europe’s leading designers and
manufacturers of architectural window
and door systems. In 1999, Patrick
relocated to the U.S. and worked as
General Manager for a precision
engineering company in Syracuse, NY
before coming to AccuRounds.

Patrick -and his wife, Barbara,
reside in Scituate and have two
children, Paige and William. In his
spare time Patrick likes to play and
coach soccer for the town club. He
also loves music and enjoys skiing with
his family and friends.

Have a Happy Thanksgiving!
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hearing about from our customers —
outsourcing to Asia.

An airplane trip to the other side of
the world put us in Bangkok. The
conference was informative, particu-
larly the industry reports by ISTMA
member country representatives and
the plant tours. To nobody’s surprise,
the United States and Europe reported
that, in general, business conditions
have been tightening the past few
years, while India and Asian countries
spoke of the rapid growth in tool and
die and machining work in their
countries. '

The two plant tours in Thailand
were very interesting. The first
company we visited had recently
moved into a new building, which was
quite impressive.  Their CNC and
conventional support equipment was
state-of-the-art. This company would
rival the best shops in the U.S., and it
appeared to be a well-managed
operation. During the plant tour, we
engaged in a conversation with an
engineering employee. We learned
that he went to college in the United
States and interned at a company in
Danvers, MA (an NTMA member
company who we know quite well).
Wow, what a small world!

In speaking with the company's
owner and key managers after the
pfant tour, we identified potential
business opportunities. They had
some material needs, and we had
some special tooling needs. This
conversation prompted them to visit
Boston Centerless on their trip to the
United States the following month.
Their visit was a positive one, and we
have since placed an order for special
tooling with them.

The second company we visited
was a stamping facility. This company
was not so current with their equipment
or facilty. The working environment
was not very safe or organized. This
visit was a stark contrast to our plant
tour in'the morning.

The trip to China was a tremen-
dous learning experience. The
massive and ongoing infra-structure
development was an awesome sight.
The continuous build-up was quite

evident, lending cred-
ence to the information
coming in to the States.
Shenzen was barely on
the map 10 years ago,
and now it is a major
manufacturing center in
the world.

We visited several
plants in China, which
ran the gamut from good
to poor. Most companies
were utilizing older, used
equipment to process their
material, with plenty of manual labor to
throw at any bottleneck.

With 1 billion people living in India
and 1.3 billion people living in China,
it's only natural that a shift in
manufacturing takes place. As
consumers, we want to purchase
quality items for less money. As we
drive that phenomenon, the rebalanc-
ing of manufacturing throughout the
world will continue. Unfortunately, this
shift may take another 20 years or
longer before we see a more even
distribution of product manufacturing
worldwide. With labor rates in Asia
less than $1.00 per hour, Americans
cannot compete on labor alone.
American ingenuity needs to be strong
and ever present.

As for manufacturing in the United
States, the pressure on price will con-
tinue for some time. There will always
be the need for a manufacturing
presence in this country. Hopefully, the
playing field will level to a point where
more production will stay State-side
than less. Only time will tell.

If you plan to be in manufacturing
for the long haul, you would be wise to
visit Asia and see what your competi-
tion is up to. You can make it in
manufacturing in the States, but you
need to pay attention to overseas
activity. That knowledge, in concert
with a strategic plan for the future
viability of the services you provide, will
bring you the success you desire.

As for the invitation to all 1,700+
NTMA companies to attend the ISTMA
conference, only 6 companies attend-
ed. Continued ignorance and apathy
toward the global economy, which is
what less than 1% of NTMA member

CNC lathe department in Thailand facility.

attendance suggests, will be the
demise of a strong manufacturing base
in the United States, not our customers
outsourcing to Asia. Start participating
in the global economy today!

Footnote: | would like to thank the
teams from MKS Instruments, both in
Massachusetts and China, who helped
make our trip easy, informative and fun.

Tech Tip Corner

Convert Messages to
Tasks or Appointments

One powerful but largely over-
looked feature in Qutlook lets you
convert one type of entry, such as a
message, into another type, such as a
task or an appointment, simply by
dragging and dropping.

If you get a message scheduling a
meeting, for example, drag that
message onto your Calendar icon or
folder. Outlook creates a new
appointment with the message subject
as its title and inserts the message
text as a note. Just set the date and |
time and click Save and Close.

Similarly, make a new task by
dragging a message to the Task icon
or folder. The feature works the other
way, too. Drag an appointment, task,
or note to the Inbox, and Outlook will
create a new, un-addressed message
with the subject and text inserted for
you.
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