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“We spec only Progressive’s Ejector Pins.
Their sizing is the industry’s most consistent,
and where others’ gall, Progressive’s perform.”
Steve Kieffer, Termax LLC

engineered for production
Molders shouldn’t experience tooling downtime due to inferior
ejector pins failing. To eliminate this, turn to Progressive:
• Best surface finish and hardness for 420 SS inserts
• No dishing or nicking due to a 48-50 HRC core
• Consistent quality, no need to size holes for pins
Don’t let substandard components bench your tools.
Call Engineering at 1-800-269-6653 to discuss how
the Progressive advantage can generate profits for you.

VIEW TEST RESULTS AND
CUSTOMER TESTIMONIALS AT
PROCOMPS.COM/PINS
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SPEAK OUT ///

A

Toby Bral

s this Midwest weather can’t decide day-to-day whether
it wants to hold onto the cold or turn over a new leaf to
springtime, I hope that your businesses have nothing but blue
skies ahead as we kick off 2018. Change is in the air at the AMBA as
well, as you may notice a new picture on this page as I start my term
as AMBA president. I certainly have a tough act to follow in Justin
McPhee, our past president, as he brought great energy, drive and
enthusiasm to the position and to this association.

AMBA President
MSI Mold Builders

As I look back at my time on the board of directors so far, Justin and I
are now the elder statesmen (in tenure, not age!). I would like to thank
those current and past board members for their service, dedication
and direction for this organization. We have a very talented board and staff who do a tremendous
job of making sure the AMBA is best serving its membership. I would encourage anyone who
may be interested in serving on the board next year to please let the AMBA staff know.
We just ended our 2018 AMBA Conference in February, and I am still blown away at the turnout
by our members. Our conference is normally in May but would have conflicted with NPE this
year, so the date was moved. As I told the delegation at the conference, if someone had told me
that a conference in February in Grand Rapids, Michigan, would be the largest turnout for an
AMBA event ever, I would have said he was crazy – but it absolutely turned out that way! With
the largest overall attendance and largest average number of attendees per company, this year’s
conference event shows the value attendees get from the conference and the value received by
the companies whose employees bring actionable items back to use in their departments. From
great speakers and engaging content to breakout discussions and networking opportunities, the
conference had something for everyone.
In August, the board spent a couple days dedicated just to strategy planning for the association,
and that yielded a clear vision, mission, objectives and goals for the next few years. The vision of
the AMBA is “To be the competitive advantage for US mold builders,” and that is certainly the
guiding focus as we move into 2018. The AMBA is working hard on many levels to make sure
we improve the competitive advantage of our membership:
•
•
•

•

Last year, the AMBA released its first Membership Benefits book, which summarized the
benefits exclusive to AMBA members from our partner organizations. We are working
closely with our partners to offer special rates, discounts, payment terms and service.
The AMBA gives out scholarships every year for members’ employees or dependents of
employees who want to go into moldmaking or another plastics-related industry. This helps
broaden the potential labor pool and also improves the skill set of current employees.
Continuing the theme of workforce development, the AMBA introduced the American
Mold Manufacturing Advancement (AMMA) Fund in 2017 to provide grants to support
localized efforts to build the next-generation workforce and support programs that advance
the moldmaking industry. This represented a huge investment into grassroots campaigns and
provides opportunities for more AMBA-member companies to win these grants.
The AMBA Skills Certification program is another way the AMBA is supporting
workforce development, creating a CNC and moldmaking skills assessment process.
Through the certification, companies know what skill sets an employee has relative to this
industry, whether it be a Master Moldmaker, Master CNC Technician or a Primary Skills
certification. The person achieving these levels also receives credentials that are known by
AMBA companies.

Together, the AMBA member companies hold a ton of knowledge and talent to help ensure that
we have a strong moldmaking market here in the US. We are stronger companies if we have a
robust domestic industry, so – even though I know we all get busy in our day-to-day activities –
please take the time to reinvest in yourself and in your company by reaching out to others, asking
questions and giving advice. The future of the association relies on us getting better together, and
highly engaged members help ensure our success. n
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Mark Slack Named
AMBA Mold Builder
of the Year
By Dianna Brodine, managing editor, The American Mold Builder

M

ark Slack, director of operations for Roush
Manufacturing, has been named the AMBA’s Mold
Builder of the Year.

With a family history in moldmaking – Slack’s three brothers
and father were in the trade – tool building might have been the
logical choice for Slack’s career, but it wasn’t the first profession
he tried. “Originally, I went off to do different things,” he said.
“I worked for a clothing store and worked in life insurance, but
when I was going to get married I needed something steady.”
Thirty-eight years later, Slack’s vision and leadership have
propelled two companies to the forefront of toolmaking
excellence. Additionally, he has been a passionate advocate
for keeping moldmaking in the US and developing the skills
needed in the next generation of tool builders.

38 years of industry experience
Slack was 22 when he began working at Shapiro Mold in the
late 1970s. While there, he continued his education in the trade
by taking CNC machining classes at Henry Ford College. In
1987, a year after founding CruCam, Kevin Crute brought
Slack on as his first employee to run day-to-day operations.
CruCam became the leading provider and servicer of CAMAX
CNC Software in North America. From 1987 until 1999,
the company grew to nearly $14 million in annual sales and
employed more than 150 people.
In 1999, CruCam was acquired by Roush Industries, and Slack
was appointed operational director of the business, which
became Roush Manufacturing. “Roush was looking for a shop
with large machine capacity,” said Slack, “and we had 27 milling
machines at that time, but we also were building molds.” The
mold building capability led to significant opportunities.
In the early days of the Rousch acquisition, the company
primarily built prototype tooling, but Slack was instrumental
in taking the business directly to the OEM level, rather than
waiting for molds to be sourced through a Tier 1. “It was a
big strategic change, but we had all of the equipment and
knowledge,” he said. “It was a matter of finding the right
people to call on.” In 2005, Roush became an interior cockpit
prototype integrator for Ford Motor Company.
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From there, Slack was able to leverage the core moldmaking
business into a direct OEM market offering and further
expanded the company’s reach as a global player. From 2009
through 2013, Slack rebranded Roush Manufacturing as Roush
Global Tooling and grew the business from $14 million to
$40 million in annual sales. The Roush Global Tooling team
built the infrastructure and global supply chain to manufacture
and deliver injection mold tooling into each major automotive
market: North America, Asia, Europe and, most recently, Brazil.
Slack’s leadership has been evident in other ways not measured
by the bottom line. Through the most difficult times after the
recession, Roush maintained its people and customers, coming
out of that period in a position of stability before returning to
strength through tremendous growth.

Regional leadership
In 2010, Roush Global Tooling became a member of the
AMBA. “I don’t remember what drove me to join initially,” he
said, “but I saw the value in it – and I was disappointed there
weren’t more tool shops from our side of the state involved

in the organization.” Soon, Slack and other AMBA members
decided to form a Southeast Michigan chapter.
“The main purpose was to get more of the tool shops in this
area working together,” Slack continued. “By building a
relationship with each other, we can help each other to keep
work in the United States. I think in any industry, it helps
when your competitors also are your friends.”

Molded to Perfection

With Slack at the helm, Roush continues to participate in
AMBA events, quarterly OESA meetings and NTMA Detroit
chapter meetings. He has included two other members of
the Roush team in the Southeast Michigan chapter and often
contacts members and nonmembers to spread the word about
chapter activities and benefits. Roush recently hosted an
AMBA event where all three local community colleges were
invited to present their capabilities to the AMBA Southeast
Michigan chapter, prior to a tour of the facility.
Slack also has served on the advisory committee for the
Skilled Trades program at Schoolcraft Community College.
The school is active in the development of youth in the trade
and has worked with Roush to improve its curriculum and
visibility in southeast Michigan. Slack worked with his team
to develop an in-house apprenticeship program for Roush,
actively pursuing the younger generation to join Roush and
be trained in the profession.

Mold Builder of the Year
At AMBA Conference 2018, Slack’s commitment to the
industry was celebrated when he was named as the Mold
Builder of the Year, an award sponsored by Progressive
Components. “It’s still a blur,” Slack said of the surprise.
“After a little while, it dawned on me that it was my career
being discussed.
“Over 40 years, you start thinking about where you started,”
he continued. “I remember, when I was about 10, my dad had
a benching company polishing cavities and cores in a mold.
He would bring the work home and do it out on the picnic
table, and I remember him teaching me how to polish a mold.
At that time, I didn’t think that was the career direction I was
going in, but I always liked working with my hands. Once I
got into the shop and started working, I felt accomplishment
when I took a raw piece of steel and made a mold or component
to a mold. There was satisfaction in doing that.
“Now, after all the years of hard work, there’s satisfaction in
receiving this award. To be recognized by your peers for what you
have accomplished over your lifetime – you’re being recognized
for making a difference. That’s a little overwhelming.”

With over 160 years of steel production experience backing their
brands, SCHMOLZ + BICKENBACH is not only a pioneer, but
also a market leader in specialty steels. Their comprehensive
range of Formadur®, Thermodur®, and Cryodur® grades
allows you to choose the ideally suited mold material for your
application. In addition, an extensive range of value added
services provides you with more alternatives from one source,
SCHMOLZ + BICKENBACH.
www.schmolz-bickenbach.us
www.schmolz-bickenbach.ca
Phone: +1 800 323 1233

The award is accompanied by a $5,000 scholarship grant, and
Slack has chosen Romeo Engineering & Technology Center
and the Lincoln High School CTE Center as the recipients. n
www.amba.org
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MSI Mold Builders Wins
Tooling Trailblazer Award
By Lara Copeland, assistant editor, The American Mold Builder

R

ecently announced at the AMBA Conference 2018, MSI
Mold Builders, with locations in Cedar Rapids, Iowa,
and Greenville, South Carolina, received the Tooling
Trailblazer of the Year Award. Introduced last year to recognize
members whose leadership has resulted in a notable impact in
education, the award comes with a $5,000 scholarship grant from
Wauconda, Illinois-based Progressive Components, to be donated
to the industry-related educational program of the winner’s choice.

Since 1971, MSI Mold Builders has done more than design
and build steel and aluminum molds for injection, structural
foam, rim, blow, gas assist and structural web processes. The
company also has gone above and beyond in championing
tooling education in the newly developed Cedar Rapids Iowa
City Corridor – a 4,400-square-mile area in eastern Iowa that
includes 500,000 residents in seven counties.
Due to a shortage of talent for its specialized business, the
company established partnerships with the local schools many
years ago—including community colleges and high schools.
“We’ve been working with the local community college,
Kirkwood, since we started in 1971,” said President and Owner
Roger Klouda. The partnership has helped the company establish
various methods to evaluate and train potential employees.
8
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“Educational outreach is not a this-year, next-year event, rather,
it is an every-year focus for MSI,” Dale Larsen, MSI’s human
resource director explained. The company is continuously
recruiting and training interns not only from the local community
college, but also the surrounding high schools and four-year
colleges. “At one point at our Iowa plant this year, we had eight
different interns: four in the CNC department and one each in
assembly, IT, maintenance and design,” Larsen acknowledged.
“We also have two interns at our South Carolina facility.”
The internship program pays 100 percent of the student’s
tuition, books and fees for anyone working with the company
more than 10 hours a week. Full benefits are provided for those
working more than 30 hours per week. “This has really helped
in encouraging all classes at the community college to explore
and investigate the world of moldmaking,” Larsen added.
Impressively, an entire work cell in its Iowa manufacturing
facility is operated by interns. “They are responsible for
manufacturing mold components that do not touch plastic,”
Production Manager Eric Kolsto stated. The interns make
lifter gibs, rods and shoes; wear plates, locks and pins for
cams; and anything else required. Kolsto emphasized that
these components are critical to a mold’s function and not just

AWARDS
work to keep interns busy. The interns also are responsible
for training the next first-year students in running the same
machines as they move up into more responsible roles.
Larsen mentioned that about 60 to 70 percent of the interns go
on to have a career with MSI, and of the interns who do not
continue with MSI, most of them get so excited and involved
in the industry that they decide to continue their education.
MSI also has been building relationships with local high
schools for the past five or six years. “Since the 1980s,
high school students have been told they have to enroll in a
four-year college,” Larsen suggested. “We have to go a step
further in combatting the belief that people must have a fouryear degree to be successful – so we champion skilled trades
in advanced manufacturing and moldmaking consistently
and repeatedly.” MSI makes it a point to reach out not only
to these students, but also to their parents. Larsen said it
helps when parents see the types of jobs their children would
be involved in: the process and the clean, well-ventilated
working environment.
To reach the high school population, MSI welcomes students
to job shadow all aspects of the business, anywhere from 45
to 90 hours each. “It’s a great position for them to get to see
what kind of future they could have,” Kolsto explained.

use for scholarships and outreach in the CNC and advanced
manufacturing area. Additionally, MSI would like to continue
to expand its market penetration. “Our employee footprint is up
to an hour in every direction, and within that area are four more
community colleges and more than 40 high schools,” Larsen
said.
Realizing that MSI is competing with large, highly funded
universities and even larger Fortune 500 companies, one of the
most important factors in beginning that relationship with the
nearby high schools, according to Larsen, is the “eye-test.”
“We need to present ourselves as a professional organization/
path that would benefit students,” Larson continued. “We need
the ability to look as good on paper in our market and advertising
efforts as we do in person when we bring people in.” The company
will soon be creating professional print material that would allow
MSI to stay on the same footing as any other entity advertising its
personal benefits with the schools.
“Our outreach in tours and education, in shows and fairs, in
classroom presentations and job-shadows, has been a rousing
success and continues to highlight not only the wonderful world
of manufacturing, but specifically moldmaking at its best,”
concluded Toby Bral, MSI sales manager. n

To attract potential employees, MSI participates in the
Advanced Manufacturing Advisory Board, Advanced
Manufacturing Sector Board and the Foundation Board.
The advisory and sector boards operate hand-in-hand and
are also co-chaired by Kirkwood and the Corridor Business
Journal (CBJ). “The advisory board meets to go over trends,
happenings, the direction of the industry and to provide
guidance to the sector board, which then tries to enact plans to
draw people and employees to this area,” Larsen confirmed.
Considering the myriad ways MSI increases the visibility
of the mold manufacturing industry, it’s no surprise that the
company won the Tooling Trailblazer Award. When asked to
reflect on what it means to him to win this award, Klouda
said, “It validates that what we’ve worked so hard on is
succeeding.”
Larsen continued, saying, “I think it’s a validation of the
whole concept of the vision that clinched it for us.” It’s not
just one thing we tired – we tried many different things, and
some worked and others didn’t. Ultimately, it’s because MSI
believes in education for current employees. It’s because the
company believes in manufacturing, in the mold industry and
in this community that allows us to have a lot of freedom with
how we approach education.”
MSI plans to continue to develop educational outreach
and has decided to give its $5,000 grant to Kirkwood to
www.amba.org
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NPE2018 Returns to Orlando in May

M

ore than 65,000 professionals representing the entire
plastics industry and its vertical markets will assemble
in Orlando, Florida, May 7 through 11 to discover
the latest trends and newest technology being used in the
plastics industry. Produced by Plastics Industry Association
(PLASTICS), this triennial international event features a 1
million-square-foot exhibit hall, filled with full-scale, operating
machinery and equipment; 2,000 exhibiting companies;
multiple education opportunities; cutting-edge Technology
and Exhibit Zones; and more. The following exhibitors are of
interest to The American Mold Builder audience:

A-1 Tool Corp.		
Booth S31037
Delivering proven performance with large, multiple-cavity,
action, thin-wall, specialty designs, stack and tandem
molds. A-1 Tool is known for quality injection molds produced
domestically and internationally. Its manufacturing capacity
and latest technology work together for optimal efficiency.
In-house design, manufacturing and sampling ensure accurate
parts with the productivity needed.
American Mold Builders Association
					 Booth S33058
Distributing membership information, the AMBA Sourcebook
of US mold builders and The American Mold Builder magazine.
AMBA is the competitive advantage for US mold builders,
providing workforce development resources, benchmarking
metrics, cost-saving programs, peer exchange forums, plant
tour workshops, conferences and more.
BORIDE Engineered Abrasives
Booth W4783
Displaying its made-in-the-USA mold and die polishing stones,
Mold Makers Diamond Compound and a wide variety of mold
10
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and die polishing accessories. Stop by to discuss finishing
applications with BORIDE’s team of experts.

Carson Tool & Mold		
Booth S19175
Engineering, manufacturing and repairing plastic injection
molds and components to the highest quality. The company is
celebrating its 73rd anniversary.
Choice Tool & Mold		
Booth S31137
Offering solutions for the most complex, challenging and timesensitive injection molds, cavity independent, Choice Tool &
Mold is leading the pace in high-precision molds for small- to
medium-sized plastic parts, with micro parts from 0.0008g +.
Choice Tool & Mold is an OCTEX operating company.
DMS 		
Booth W4783
Featuring BORIDE, Koolflow water manifolds, Balzi venting
products, Worm Gear, Diprofil, I-mold tunnel gate inserts,
Desoi Unscrewing Units, REDE VAULT, ICS Laser full-color
plaques and more.
EDRO Engineering		
Booth W103
Manufacturing custom mold bases and specialty steels for the
plastics tooling industries and offering a comprehensive line
of unique proprietary steels, such as RoyAlloy, as well as
aluminum and MoldMAX products. EDRO is the exclusive
distributor of BÖHLER tool steels, ready to handle the toughest
requirements.
Ellwood Specialty Steel		
Booth S30014
Manufacturing various types of mold steel, including P20, high
hard, lens quality, H13, holder, stainless steels and MoldAlloy.
Ellwood also has a large inventory of various aluminum grades

PREVIEW
– 5000, 7000 and 6000 series for mold building needs. ESS –
Ready and Reliable – Mold Steels made in the US.

Extreme Tool and Engineering, Inc.
					
Booth W5391
Displaying information and examples of its total plastics
solution, including engineering, moldmaking, automation,
process development, injection molding and validation.
Celebration and highlights of its 20th anniversary and
milestones along the way, with exclusive offers including no
cost tool transfer and experience bringing plastics to life (or
back to life) at Extreme.
FCS System		
Booth S30009
Supporting the technological evolution through innovative
systems for clamping and production process optimization.
Introducing Industry 4.0 principles with these main product
lines: engineering, clamping, motion and control. The clamping
system provides a flexible, repeatable and precise setup for
unrestricted access to five surfaces and quick mounting.
Finkl Steel		
Booth S15037
Racing ahead of the competition with new products developed to
machine faster, polish better and provide more comprehensive
solutions to the changing lens tooling industry.
Gesswein & Company, Inc.		
Booth W4043
Presenting a full line of welding solutions for mold repair. The
SWA and SWT Sisma brand laser welders will be on display
and demonstrated in the booth. Additionally, Gesswein also
will demonstrate the new PUK U5 Micro-TIG welder, which
offers a less expensive solution for mold repairs.
GF Machining Solutions, LLC
Booth S37079
Providing machines, automation solutions and services to the
tool and moldmaking industry and to precision components
manufacturers. Products range from EDM and high-speed,
high-performance milling machines to 3D laser surface
texturing machines, consumables and automation solutions. A
division of the Switzerland-based Georg Fischer Group.
HASCO America, Inc. 		
Booth S26003
Leading as a global supplier of modular metric standard mold
bases, components and accessories, while offering components
and hot runner solutions for moldmaking. Presenting keyed
ejector pins, parting line shims, round mechanical cycle
counters, stack systems in two sizes, round latch lock units and
a new screw-in hot runner nozzle.
HRSFlow		
Booth W991
Showcasing its servo-driven valve gate hot runner technology.
This is a transformative technology for injection molding
process control, which allows for advantages when producing
cosmetic surfaces in automotive applications. Other advantages
are better process control for family molds, reduced tonnage
and reduced warpage.

INCOE Corporation		
Booth W4463/S19023
Highlighting Melt-Logistics™, SmartWork, temperature/
valve-gate control technology and hospitality at its booth.
Supporting businesses with hot runner system solutions
engineered for applications. INCOE Hot Runner Systems is a
partner for successful injection molding.
Industrial Molds Group		
Booth S29069
Consisting of industrial Molds and Pyramid Plastics. Providing
mold build and design, prototyping and molding services
(injection, thermoplastic and custom).
JMMS, Inc.		
Booth S31001
Providing next-generation tooling that offers a standardized,
consistent, repeatable process to meet OEM quality benchmarks
and lead times, with a lower total cost of ownership. It
combines a tradition of metalworking craftsmanship with
a commitment to continuous improvement in engineering,
manufacturing and service.
Makino 		
Booth S34188
Highlighting the D200Z 5XC VMC technologies and
demonstrating how continuous 5-axis processes deliver higher
quality results with faster cycle time and longer tool life. The
D200Z will be integrated into an EROWA robot cell with an
EDNC6 Sinker EDM to showcase the latest advancements in
automation and productivity.
Maruka U.S.A., Inc. /Westminster Tool Inc.		
			
Booth W911/W1103
Displaying one of its high-quality injection mold solutions,
Westminster Tool Inc. is a trusted premium injection mold
supplier with over 19 years of experience. Distinguished by its
company culture and internal training program, Westminster
Tool offers in-house, value-added services, providing
innovative solutions from design through validation.
Meusburger USA
Booth S23109
Highlighting Meusburger mold innovations. Leading
international manufacturer of high-quality standard parts,
hot runner and control systems, and selected workshop
equipment. Focusing on how to make molds more competitive
by incorporating ideas and products that are creative, while
providing high efficiencies in mold performance. Specialists
are on site and look forward to questions and ideas.
Milacron		
Booth W2703
Providing excellence in pellet-to-part solutions and service
for customers around the globe. Focused on the power of what
is possible in the industry, Milacron encompasses several
brands, including Mold-Masters, DME, Kortec, Uniloy and
Cimcool.

page 12 u
www.amba.org
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Model Die & Mold, Inc.		
Booth S17158
Displaying its mold design and build capabilities. Meet with a
sales associate, pick up a brochure and enter to win the prize
giveaway. Model Die & Mold is one of America’s largest
injection and compression mold builders. Molds up to 4,000ton press size. Serving the industry for more than 50 years.
Mold Craft, Inc.
Booth W4207
Designing and building micro molds for successful, highvolume, single- and multi-cavity mold projects for intricate
parts for perfection-driven customers. Mold Craft, Inc. will
be molding live, using leading-edge micro mold design and
build. Mold Craft offers complete and true interchangeability of
components at tolerances to ±0.0001" – done right the first time.
Mold-Tech, Inc.
Booth S32004
Designing and building precision injection molds. Specializing
in multicavity production, hot runner, auto unscrewing, in-mold
decoration, insert, micro, MIM, multishot, silicone, shuttle and stack
molds. Services include design for manufacturing, dedicated project
management, in-house design, full in-house tool manufacturing,
mold sampling and tool repair. ISO 9001, ITAR Registered.
M.R. Mold & Engineering		
Booth W4391
Exhibiting R.D. Abbott’s 3D LAM silicone printer. In addition,
the company has an optical automotive lens mold running

with Zeiger Industries. In Krauss Maffei’s booth, M.R. Mold’s
in-mold slitting duck bill mold will be running. M.R. Mold
will highlight an optically clear magnifying glass mold in the
Maruka USA booth. With Boy Machines, M.R. Mold will
feature a plastic bottle opener mold.

MSI Mold Builders		
Booth S23035
Specializing in large tonnage moldmaking for the injection,
structural foam, compression and blow molding industries.
Located in Cedar Rapids, Iowa, and Greenville, South Carolina,
MSI has expertise in wide-ranging markets and materials, from
aluminum to hardened steels, and extensive capabilities for repair
needs.
Osco Inc.		
Booth W891
Using its hot runner ingenuity to produce the best molding
solution for customer applications. Its unique niche is to make
the hot runner fit the application, not the other way around.
Osco is enthused to meet other AMBA members.
PCS Company		
Booth W4170
Manufacturing and distributing mold components, mold
bases, hot runner products and molding supplies for the plastic
injection industry. Headquartered in Fraser, Michigan, and
dating back to 1950. Its customers include injection molders,
moldmakers, mold designers and die casters.

I stand for
precision.
Ejector pin, anti twist head Z 410 /. . .

The new generation of ejector pins with an anti-twist head
allows the precise alignment of individually contoured
ejector or core pins in the mold. The centring ensures
a precise mounting position within the mold.
–
–
–
–
–

Hot-working steel, through-hardened
Precise centring through anti-twist head
Accurately repeatable positioning
Simple mounting geometry
All sizes available from stock
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HASCO America Inc.
270 Rutledge Road, Unit B
Fletcher, NC 28732 USA
Toll Free 877-427-2662
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Precision Laser Technology
Booth S15073
Assisting mold manufacturers with etching of precision
details, logos and surface textures for the plastics industry.
Laser services extend to direct part marking of plastic and
metal (MIL-STD-130), laser and micro-TIG welding, and
laser drilling and cutting of thin materials. Providing value
through laser solutions; responsive, technical support; ontime delivery; and cost-efficient service.

leading US manufacturer of precision mold and die components.
Its full product line, along with free downloadable CAD models,
can be viewed on the company’s website.

Prestige Mold, Inc.
Booth W8555
Utilizing robotic automation manufacturing cells to ensure quality
and interchangeability; serving the demanding requirements of
its customers for 35 years. Sister company Pres-Tek Plastics is
a world-class molding technology center complete with Class
8 clean room and full metrology lab. Prestige Mold is a hightechnology mold manufacturing company.

Superior Die Set		
Booth W5562
Manufacturing mold bases. including “Be Fast” style in P20
steel, Fortal® aluminum, Toolox 44, No.1 and 2 steels. Six-side
squaring of mold-plates up to 48" square with FCS holes. Also,
Glide-Rite™ components, Slide-Locks™, EXAFlow® tunnel
gates and the Threadformer unscrewing device. Its subsidiary,
FCPK Bytow, manufactures Euro-type bases in Poland.

Progressive Components		
			
Booth S33004, W4871
Introducing new advancements in mold monitoring and
maintenance technology, as well as new mold components
and mechanisms for optimal injection mold performance.
Progressive Components is the only American-owned,
independently-operated developer and distributor of
proprietary mold mechanisms and maintenance and
monitoring software for the injection molding industry.

Wisconsin Engraving Co. Inc./Unitex			
					
Booth S36056
Offering engraving, texturing and specialty services for the most
difficult projects. Wisconsin Engraving Company (WEC) applies
its services to injection molds, thermoform molds, blow molds,
rotational molds and stamping dies. See WEC for electrodes,
EDM work and overflow CNC machining. n

Slide Products, Inc. 		
Booth S32045
Offering mold releases, mold cleaners, rust preventives, specialty
lubricants and purging compounds. Free samples and technical
support are available at Slide’s booth.

Punch Industry USA, Inc.		
Booth S32055
Supplying standard and custom-made mold components.
Punch Industry USA, Inc., is a subsidiary of tool and die
components manufacturer Punch Industry Co. of Tokyo,
Japan, and was established April 3, 2017, in Itasca, Illinois.
Roembke Mfg. & Design, Inc.		
Booths S20125, W3303, S29085
Displaying various rubber and thermoplastic molding
technologies in partnership with Shin-Etsu, Momentive and
Engel. Roembke Mfg. & Design is one of the preeminent
mold manufacturers in the US. Offering everything from
production-equivalent LSR/HCR quick prototype molds to
complete turnkey molding cells featuring fully integrated
automation.
SCHMOLZ + BICKENBACH USA, Inc. 			
					 Booth S15037
Supplying mold steels, vacuum heat treatment and machining
services, with eight service centers throughout the US and
Canada. The complete line of Formadur® stainless mold
steels – for applications including mold base, core and cavity
and other components – is featured.
SelfLube Mold & Die Components		
					 Booth W3888
Carrying over 10,000 standard part numbers, including wear
strips, bushings, gibs, wear plates and more. SelfLube is the
www.amba.org
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GF Machining Solutions Introduces FORM P 350
and Mikron HSM 500 Graphite
GF Machining Solutions, Lincolnshire, Illinois, unveiled
its new FORM P 350 die sinking EDM machine and the
Mikron HSM 500 Graphite high-speed mill. The FORM P
350’s compact C-axis construction, fixed table and cast-iron
frame offer high stability and force reduction to help maintain
a precise spark gap between the part and the electrode. The
FORM P 350 comes standard with a four-position linear tool
changer for System 3R macro tooling. The Mikron HSM 500
combines the features of a dedicated graphite machine with
the flexibility of the company’s HSM 500 high-speed milling
platform. The machine sports an optimized Step-Tec 42,000rpm spindle, a sophisticated exhaust system and the ability
to quickly switch between wet and dry machining. Its highdynamic drives, polymer concrete base and improved spindle
allow the machine to hold extremely tight tolerances, such as
those required for advanced glass molds and other graphite
parts. For more information, visit www.gfms.com.
Makino Offers Next-Gen EDGE-Series
Makino, Mason, Ohio, presented its next-generation EDGESeries machines, the EDGE2 and EDGE3, to the US
manufacturing market. Built for general
precision machining applications, both
electrical discharge machines (EDM)
provide accurate and reliable performance
for standard die/mold components or
contract manufacturing with a spacesaving design for shop floors of any
size. The EDGE-Series sinker EDMs
feature an integral rise-and-fall work
tank designed with unobstructed access to the work zone for
set-ups, which improves visibility to monitor the machining
processes. The machines include an eight-station automatic
tool changer (ATC) to extend unattended operation and fully
support robotic automation for greater unattended operations.
For more information, visit www.makino.com.
HRSflow Introduces HPgate
HRSflow, San Polo di Piave, Italy, presented a new valve
gate solution for manufacture of high-quality parts without
flash. Compared to the conventional
versions, the gate is machined on a
hardened metal insert produced by
HRSflow. The insert is screwed into
the mold, so it’s easy to replace in the
event of wear. The solution saves the
moldmaker the time-consuming and
complex machining of the standard
cylindrical gate, including narrow tolerances and large and
variable depths. It also provides coaxiality between needle and
gate. For more information, visit www.hrsflow.com.
14
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Meusburger Releases Fine Centering Unit
Meusburger, Wolfurt, Austria, introduced its new E 1307 fine
centering unit, flat. It features minimal installation space, which
provides for maximum space utilization within the insert. Through
the DLC-coated centering elements, available with or without
fixing holes, the designer enjoys maximum flexibility during
design, and the wear is reduced to a minimum. The large chamfer
on the contact surface of the centering parts allows corner radii on
the insert and at the same time facilitates assembly. In addition,
the withdrawal thread facilitates disassembly. The fine centering
unit, flat, is available in two versions with two sizes each – the E
13076 with mounting holes as a ready-to-use variant and the E
13070 without mounting holes for individual adjustment to the
required dimensions on a specific insert. For more information,
visit www.meusburger.com.
New Ejector Configurator from HASCO
HASCO, Ludenscheid, Germany, recently unveiled its new,
innovative ejector configurator, which enables online users
to conveniently configure ejector pins
in any desired lengths. The Z40/... and
Z41/... are currently available from the
extensive ejector range, and further
variants are to follow shortly. Alongside
different diameters and freely definable
lengths, four different tolerance levels are available: the readyto-install tolerances of +/-0.01mm and 0/+0.02mm and the
oversize tolerances of 0/+0.1mm and 0/+2mm. The flexibility
achieved in this way allows users to select the correct ejector pin
for each application. Additionally, the new online configurator
is highly transparent and user-friendly. For more information,
visit www.hasco.com.
CGTech Releases VERICUT® Version 8.1.2
CGTech, Irvine, California, announced it now is shipping
version 8.1.2 of VERICUT® CNC machine simulation and
optimization software. More
than
150
customer-driven
enhancements
and
software
requests have been implemented in
version 8.1.2, including the ability
to stop at specific variables when
they are set or changed; support added for 3DEXPERIENCE
2017X, ESPRIT 2017, NX12; new calculation and reporting
of die sinking electrode contact areas; and more. For more
information, visit www.cgtech.com.
Siemens Releases Sinumerik CNC Software
With its new Sinumerik CNC software release 4.8, Siemens,
headquartered in Berlin and Munich, Germany, is making
a range of new functions available to improve the speed,
precision and safety of machine tools. Benefits of version 4.8

///

PRODUCT

include a facility for compensating
unwanted axis nodding movements
and protection against machine,
tool and workpiece collisions.
Nodding compensation (NoCo) is
used to compensate for dynamic
position deviations in one or
more linear machine axes caused
by acceleration processes. The
software release 4.8 also comes
with an advanced collision protection: Collision Avoidance
Eco and Collision Avoidance Advanced. The Sinumerik
Operate user interface has been further developed to enable
manageable and intuitive operation of machine tools. This
gives machine tool builders the opportunity to develop
their own individual designs in keeping with corporate
identity. For more information, visit www.siemens.com.

Mitutoyo America Introduces HR-530 Series
Hardness Testers
Mitutoyo America Corporation, Aurora, Illinois, released
the latest Rockwell Hardness Testers in its HR-530 Series,
including the HR-530 (maximum
specimen size height: 250mm;
depth: 150mm) and the HR-530L
(maximum specimen size height:
395mm; depth 150mm). The series
features a unique electronic control,
giving it capabilities for Rockwell,
Rockwell Superficial, Rockwell
testing of plastics (A & B) and Light
Force Brinell hardness testing. The
touchscreen functions include direct
hardness scale selection, curved
surface compensation and measurement, statistical analysis,
graphic display of statistical calculation results and X-R
control charts, measurement with a nose-indenter shaft and
continuous measurement function. For more information,
visit www.mitutoyo.com.
Moldex3D Introduces Moldex3D Cloud Extension
Moldex3D, with a North American location in Farmington
Hills, Michigan, launched Moldex3D Cloud Extension, which
enables businesses of all sizes to rapidly expand simulation
capabilities and migrate heavy simulation workloads to the
cloud to address spikes in customer demand, without the
need to purchase additional licenses. In addition, the Cloud
Extension provides support for more than 90 percent of
special molding processes, including foam injection molding,
viscoelasticity (VE), gas-assisted injection molding (GAIM)
and water-assisted injection molding (WAIM). The calculation
specifications on the Cloud Extension are continuously
updated. For more information, visit www.moldex3d.com. n

Self-Centering
The EROWA Self-Centering Vise is a
powerful, compact precision vise that
performs under the heaviest machining
demands. When used with our 148 P pallet,
the vise can hold blanks with 19,000 N of
clamping force at 60 Nm of torque on the
spindle.

Booth #135037
www.amba.org
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200+ Attendees Get
Connected in Grand Rapids
More than 200 US mold builders and mold
industry service providers joined together
in Grand Rapids, Michigan, February
14 through 16 for AMBA Conference
2018. Attendees heard several keynotes,
including David Horsager and Joe
Theismann, and participated in breakouts
with crucial best practices and up-to-date
industry benchmarking on 4DX, workforce
development and more.
Save the date for the AMBA Conference
2019, May 8 through 10, in Itasca, Illinois.
16
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MB CONNECT
These conference sessions led by
members of the mold building community
had the potential to change the way
business is done in the facility of each
attendee. Organizational leaders in
manufacturing companies from across the
US shared their successes with hard milling
tactics, preparing the next-generation
of employees, growing revenue and
eliminating scheduling bottlenecks.
Among the multitude of ideas, strategies
and tactics discussed were the following:

David Horsager

Top-Line Revenue – Better Ways
to Maintain and Grow
• Don’t ever stop selling! Oversell
the shop and maintain a network of
outside vendors that you can rely on
if you are over capacity.
Hard Milling – Ways Others are
Cutting through Steel like Butter
• If you cannot maintain feed rate for
80% of your cycle, then you need to
determine what RPM level can be
maintained for 80%. That will help
set a consistent chip load.
Scheduling – Ways Others are
Eliminating Bottlenecks
• Be sure you understand your shop’s
true spindle utilization. Paying to
install a monitoring system is less
expensive than buying a machine
you don’t need.
Training – Ways to Prepare
the Next Generation Workforce
• Have professional development
plans for everyone in the shop.
Show each employee a path
forward, give everyone feedback
and create a culture that allows for
critique.

Alan Hobson

Beth Johnson

Troy Nix
www.amba.org
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Applying more energy
toward fewer goals =
success.
Beth Johnson, GreenLeaf Industries
Tired of setting goals each January and
forgetting about them by March, GreenLeaf
Industries in Lenoir City, Tennessee, searched
for a new way to achieve its targets. Johnson
shared a case study with conference attendees,
explaining the company’s implementation of
4DX – The Four Disciplines of Execution – and
providing a road map for other companies
stuck in the whirlwind of daily operations. More
details can be found in the article on page 20.

A lack of trust is your
biggest expense.
David Horsager, Trust Edge
Leadership Institute
Trust is a fundamental, bottom line issue. Without
it, leaders lose teams; salespeople lose sales; and
organizations lose reputation and revenue. But
with trust, individuals and organizations enjoy
greater creativity and productivity. Horsager used
academic research and firsthand experience to
demonstrate how little things, done consistently,
add up to huge results.
Horsager reminded attendees that doing what
they say will do is one of the keys to building trust
with employees and customers, but too many
people set goals without having a specific plan
to achieve them. He said three key words provide
clarity on every issue: How? How? How? Asking
“how” three times whenever a goal is expressed
forces a detailed plan for achievement.

Where do you focus:
the crevice or the ladder?
Alan Hobson, Climb Back
A member of three self-guided, self-organized and corporate-sponsored expeditions to Mt. Everest, Alan Hobson spoke to attendees about the Brilliance of Resilience.
Hobson’s first expedition missed the summit by 3,000 vertical
feet and his second by just two city blocks. Finally, on his
third expedition, he reached the peak. But, Everest was not
his toughest climb. Three years later, he was diagnosed with
acute leukemia and given less than a year to live.
Hobson connected the everyday challenges in mold building
shops to the obstacles encountered on his attempts on the
mountain. In life or death situations – whether related to the
climb or his illness – Hobson encouraged the audience to
follow his lead, focusing on the path to goal achievement
rather than the hurdles in the way.

18
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When was the last time you
rediscovered your “why”?
Leaders who take the time
to discover and communicate
their professional “whys” are
leaders who get people on
the bus.
Troy Nix, AMBA Executive Director

Initiatives from leading
tool suppliers include...
•
•
•
•
•

In his highly anticipated opening, AMBA Executive
Director Troy Nix took the stage on the first morning of
the conference to reflect on the lessons he has learned
through 20 years of association leadership. From the
power of sharing the “why” behind a company’s founding
to the weight of a promise, Nix spoke passionately about
how articulating the goals that seem like a stretch can
help them come true.

3D printed parts
Flexible manufacturing
Standardized work
Quoting software
Visual flow and scheduling

Laurie Harbour, Harbour Results, from her
Game Changer: Navigating Peaks and Valleys talk

Plant Tour Event: Byrne Tool + Design
On Wednesday prior to the conference, 40 attendees boarded a bus for a short drive to Byrne Tool + Design in nearby
Rockford, Michigan. After being welcomed to the facility, attendees funneled to stations where employees discussed
initiatives in 3D printing for tooling and fixtures; a focus on 5S that has created an open, bright and clean shop area; and a
production scheduling system that allows team members to manage their own timelines.
After the tour, attendees discussed potential areas of improvement and a long list of industry best practices found during
the event, sharing praise and process modification possibilities with the Byrne Tool + Design team. This “cross talk” session
is one of the most valuable aspects of the tour, as attendees learn more about how best practices were conceived so those
ideas can be taken back to their own shops for implementation, while plant leadership hears suggestions that could lead to
improved processes in their own facility.

www.amba.org

19

OPERATIONS

4DX Strategy Pushes Ideas to Goal
Execution at GreenLeaf Industries
by Nancy Cates, contributing writer, The American Mold Builder

E

20

very manager has done it: Look at the P&L sheets and
analyze production. Consider customer comments
and complaints. Prep for the meeting. Invite all the
players to gather in one room. Review strengths, weaknesses,
opportunities and threats. Brainstorm. Put ideas on the board.
Stir the pot. Swap out this concept for that. Argue points until
reasonable consensus is achieved, goals set and responsibilities
assigned. Finally: a strategic plan with everyone on board.

important goals.’ So the teams’ goals are in alignment with the
corporate goal. Everybody’s working on the same large team,
heading in the same direction.”

Three months pass – or maybe just a month. What happened
to the plan? Does anyone even remember the goals? One goal?
That bothered Lawrence Segrest, CEO of GreenLeaf Industries,
a small plastic injection molding company in Lenoir City,
Tennessee. “I’m one of those aggressive people who wants to
do everything at once,” he said. “That was my history. Every
year, I’d be looking at the annual plan, things we wanted to be
better at, and would say, we’re going to get better at all these
things. In the end we wouldn’t achieve much of anything. I had
the vision but didn’t have the execution part.”

1. Focus on the Wildly Important: Set wildly important goals,
or WIGs.
2. Act on the Lead Measures: Set quantifiable goals with
predictive outcomes that individuals can influence.
3. Keep a Compelling Scoreboard: Make scoring simple to
understand so it is easy to evaluate how the team is doing.
4. Create a Cadence of Accountability. Teams report on the
previous week’s commitments – no excuses allowed. They
review the scoreboard to assess whether they are moving
forward or losing ground and why. Finally, they make
commitments for the next week.

4 Disciplines of Execution
“I started looking for books on how to execute,” Segrest
continued. “After reading the descriptions of some of the books
available, the 4DX book stood out to me. It was simple. It really
enforces alignment. Once we decided on a corporate goal – one
or two – it emphasized how you need to focus on the ‘wildly

“The fourth discipline, the Cadence of Accountability – where
people make commitments and hold themselves and teammates
accountable weekly – is the key,” Segrest explained. “I thought
that even if the rest of this failed, that will be an incredible
improvement to the culture. Everyone holds themselves
accountable, so it’s not just the managers doing that.”
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The 4DX system being used at GreenLeaf is based on the book
“The 4 Disciplines of Execution,” by Chris McChesney, Sean
Covey and Jim Huling (FranklinCovey Co., FreePress 2012).
The book outlines the four disciplines as:

OPERATIONS
Before 4DX, Segrest said, there was difficulty remaining
focused on implementing the annual plans. A second concern
was that the leadership team – two or three people managing
the family-owned company of about 45 – seemed to be forcing
it. “Everyone was going through the motions without any real
buy-in to the concepts,” he said. “We wanted to change the
dynamic so that everyone was pulling the same direction.”

Implementation and launch
After deciding to implement 4DX, Segrest said, “We started
out with the leadership team learning and practicing how to do
brainstorming, set goals, look at lead measures and work with
your team. When we hit our stride, the program starting really
looking good.
“That was how we launched,” he continued. “It took us about
six months to get going and 12 to 15 months to do it well. We
had patience, and at this point I say it’s how we do business.”
Beth Johnson, GreenLeaf’s vice president of operations and
quality systems, added that the company had used quality
circles before starting the 4DX program, but the implementation
lacked excitement as well as overall alignment and clarity about
what was most important.
“In using quality circles, what teams decided to work on may
or may not have a big impact on the bottom line,” Johnson
explained. “It might be an improvement but not really
impactful. In looking at the Four Disciplines of Execution, we
determine what really is the most important thing. If it’s truly
important to your organization, then why isn’t everyone in the
organization working toward that particular goal? It’s common
sense-driven.
“We took a step back,” she continued. “In the quality circle
world, you want the team to pick its project because then the
team members have ownership of it. In following the Four
Disciplines, we did something different. The executives looked
at what was impacting profitability: Where is the waste? By

looking at that, we came up with the most important goals.
Then the individual teams got together to pick their projects,
but they had to be aligned with the corporate Wildly Important
Goals. Now we have 10 teams working on programs that drive
the corporate goals in the right direction. The bang for the
buck is tremendous, plus everybody feels good with 10 teams
working on the same problem. The impact on the bottom line
and on morale is huge.”
Everyone in the company is on a team, and each of the 10 teams
has a leader. Team leaders are given guidelines or boundaries as
each team brainstorms to set its own goals and lead measures.
Lead measures involve everyday activities that can be quantified
and evaluated regularly in terms of progress toward the goal.
These measurements go on each team’s section of a board that
measures progress toward the end goal. A date is set to kick
off the next 4DX goal and everyone goes to work. Each team
meets weekly for 15 minutes near the scoreboard to evaluate
progress and set commitments for the upcoming week.

Culture shift
Johnson said the system has benefited employees – including
some with lower levels of experience or education – in allowing
them to learn to identify waste. “They are trying to figure out
where there is waste in the system: ‘Can we do this better?
Faster? Can we move the racks closer to where we are so we
don’t have to take so many steps? Why do we wait to put this
part together at this point, because if we make a mistake it takes
us three times longer to fix? How can we be sure we don’t make
that mistake at all?’
“We’re seeing a shift in how people do things,” she continued.
“Before, sometimes people would throw waste in the trash can
because they didn’t want to have to count it. Now we have a
tremendous amount of accountability and teamwork: Every
pellet, every purge gets measured for waste. Instead of hiding
the mess, they discuss it at their 4DX meeting. They can bring
page 22 u
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Once a month, Johnson said, all employees gather at the
“4DX wall,” where each of the projects is outlined. As the
money is saved, after a drum roll, someone climbs a ladder
with a pitcher of plastic pellets and pours them into a giant
thermometer-like tube on the wall to represent the company’s
progress toward the next goal. Though it’s not really a part of
the 4DX program, the gathering helps create excitement.

Activities are quantified and evaluated regularly to measure
progress toward a goal.

up their problems, ask for help in eliminating a problem and
improve their efficiency. There’s a lot of discussion, and the
conversations have changed to ways to make the job better and
improve overall productivity.”
To really celebrate accomplishments through 4DX, Johnson
said, the company wanted to do something creative. The teams
report weekly, as outlined in the 4DX program, but management
decided to tie a portion of the dollars saved in the program back
to the factory.

“Sometimes we might have T-shirts, or a barbecue or ice
cream social as small prizes,” Johnson said. “We alternate
that with things for the factory. For example, we might have
our mold-tech team use a portion of the budget to pick their
own reward to allow them to do their jobs better. They might
pick an electric pallet jack or a quick-release mold clamp or
a marble-top table to measure product – all things that are
improvements to the factory, but they get to decide what it
is they need to help them do their jobs better. It has really
created a lot of excitement.
“This is our third program,” Johnson continued, “and
employees have earned a new break room with a television
on the wall and an outdoor picnic area. This time we shared a
financial benefit: Every single employee in the factory got a
$1 raise. The big prize for the current goal is an extra vacation
day or the equivalent benefit dollars for those who don’t like
to be off work.
“It’s pretty exciting when you think about it,” she said. “We
are trying to break down the ‘entitlement’ mentality that
is plaguing corporate America now. Everything that (the
employees) get, they earn. They see that it’s not just that the
GreenLeaf executives have all this money: They all have
helped save that money, and it can be used to make their jobs
better, improve the factory or do something fun together as an
organization. We didn’t just give them a break room or a pay
raise: They earned it. There’s a tremendous amount of pride
and self-worth that comes along with that, so we are totally
sold on it.”

Execution scorecard
Before 4DX, Segrest said he would have tried to tackle
everything at once. Now, once a goal line is achieved, planning
begins for the next one. The first three programs were wasterelated, but the leadership team is open to determining the next
major goal: quality, customer service or something else. Then
the team looks at ways to measure improvements, evaluates
how much can be saved and sets goal lines.
“We try to put ourselves in our employees’ shoes,” Segrest
continued. “Maybe this is their first job ever in manufacturing,
so what can they come up with to achieve the goal? Can they
be successful?”
The sales and marketing team has joined 4DX by looking at
ways to do a better job with quotes and service to current
22
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We let Grainger
handle the
small stuff

while we
save

Big!

Grainger offers AMBA members signiﬁcant discounts
off 13 categories, including:
•
•
•
•

Motors
Safety (people)
Electrical
Safety footwear

• Power transmission
• Safety (facility)
• Hand tools

• Material handling
• Abrasives
• Power tools

• Lubrication
• Welding
• Machining

Members also receive a discount off all other Grainger catalog
and online products, as well as FREE shipping (restrictions apply).

Start saving with

today!

Visit www.amba.org
Grainger hotline: (888) 326-8605
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Other freight charges will be incurred for such services as expedited delivery, air freight, freight collect, sourced orders, export orders, hazardous materials, buyer’s carrier, shipments outside the contiguous U.S. or other special
handling by the carrier.
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and potential customers. The program also has been expanded
to include the front office team, whose members look at
the methods of dealing with customers, processing orders,
interviewing and selecting job seekers and onboarding new
employees. An unexpected benefit has been a higher level of
engagement between the front office and the factory, Johnson
said. “We’re all thinking about waste in different ways. It’s
been really good for the entire organization.”
In terms of “lessons learned” from implementing 4DX, Segrest
said the first improvement made was holding leadership
accountable. “We started having weekly meetings with team
scorecards where team leaders could measure themselves in
10 categories, with an ultimate score of 100. The leaders put
that information into a spreadsheet to show how well we were
doing in leading the company and leading our teams. That’s
actually one of our lead measures. If the leaders are leading the
teams well, we’re going to hit our goals.”
In addition, Segrest continued, corporate goals weren’t on the
board in the beginning because a celebration of profitability
might send a negative message to visiting customers. After
recognizing that the missing corporate goal was a big weakness,
they changed the measurement from profitability to waste

reduction – which, Segrest said, ultimately represented the
same thing.
A third improvement to the GreenLeaf program was to assign
an employee to shepherd and maintain the 4DX teams. Her
assignment includes looking at scoreboards to determine when
teams might need assistance, conducting leadership team
meetings and visiting with the teams to ensure they are on track.
Segrest believes making that investment sends an important
message. “It demonstrates our commitment to the program and
reinforces the ability to achieve the goals being set.”
Johnson said she would recommend that companies employing
4DX work to improve the quality of the weekly commitments
sooner rather than later. “Every week, you come to the meeting
with a commitment already determined. At first, we were just
happy they were making commitments because we wanted
them to learn to do it – and that was a great starting point – but
we probably didn’t move into enforcing quality commitments
soon enough. Now everyone is held accountable.”
Today at GreenLeaf, Segrest said, execution is no longer a
concern. “When I do my quarterly or annual reporting, it’s all
tied back to 4DX and how that’s impacted our bottom line or
our waste reduction program or the latest goal. We talk about it
a lot, and everyone in the company participates.” n

THE INDUSTRY LEADER IN TOOLING MATERIALS

Finkl Steel

Premium Quality Steel for Lens Molds
Recommended for use in the production of critical tooling applications such as headlamps,
television screens, clear lenses or other tools that require an optical-quality finish.

MLQ
DCXTRA
420LQ
MAR-X

Hi Hard P20 for lens tools • Patented VAR/VAD Processing • Excellent texturing, machinability and polishing
Premium grade H13 • Longer wear and corrosion resistance • Reduced segregation levels and improved cleanliness
Modified 420 • Through-hardened stainless steel • Added molybdenum protects against corrosion resistance
15-5 PH stainless • Maximum level of corrosion resistance • Extremely stable through the aging process

CHICAGO 800-621-1460
DETROIT 800-367-4720
LOS ANGELES 800-248-0551

www.amba.org
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AMBA Launches 2018 AMMA Grant Program
The AMBA Board of Directors is proud to launch the American
Mold Manufacturing Advancement Fund (AMMA Fund)
for 2018. It was created by the American Mold Builders
Association (AMBA) to invest in the advancement of the
industry. In its second year, the purpose of the fund is to support
AMBA members in programs and projects that fall within
three primary areas: Training, Advocacy/Industry Promotion
and Research & Development. AMBA proudly awarded a total
of $90,000 in 2017 to AMBA member organizations that are
impacting their communities and has slated $60,000 to fund the
program in 2018. Single award size is $1,000 to $10,000, with
a maximum five-year accumulation not to exceed $25,000. The
grants are available only to AMBA members, and applications
must be completed in full and received by April 30, 2018, to be
considered. (Grants will be awarded in June 2018.) For more
information, contact Susan Denzio at sdenzio@amba.org or
Kym Conis at kconis@amba.org.
AMBA Releases 2018 Wage and Benefits Report
The 2018 AMBA Wage and Benefits Report represents the
largest compensation study focused on the US mold building
industry. Now in its eighth year,
AMBA’s Wage and Benefits Report
contains comprehensive analyses
on 50 job classifications from mold
manufacturing-related firms that
serve a variety of end-use markets.
The 2018 report allows mold building
executives the ability to benchmark
beginning and average wages for
individual positions specific to the
mold building industry by both
company size and United States region. The report also includes
a host of operational policies and trends, vacation packages and
insurance and benefits offerings. To purchase the full report,
visit www.amba.org.
National Scholarship Program Accepting
Applications
AMBA’s National Scholarship Program has awarded more
than $255,000 nationally since the program’s inception in
1991, continuing to demonstrate AMBA’s commitment to the
industry, to education and to offering valuable member benefits.
Scholarships will be awarded to AMBA member employees or
employee dependents. Authorized by the board of directors,
AMBA will grant up to 10 $1,000 scholarships for qualified
applicants for the 2018-2019 school year. Scholarships are
paid directly to the educational institution. Applications must
be submitted and postmarked by April 20, 2018. To access the
application, visit www.amba.org.
Take the 2018 iWarriors Challenge
Celebrating its seventh year, iWarriors has officially kicked
off the 2018 Challenge. According to iWarriors co-founders,
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Tim and Kim Bartz (Mold
Craft), “In 2017, the AMBA
member community and
industry at large showed
its support for our combat
wounded service members
by raising over $71,000!
In doing so, we were able
to dramatically improve the lives of 128 wounded service
members who received iPad gift packages this past year.”
Since 2011, iWarriors has raised $396,000 for the iWarriors
iPad program, supporting more than 600 severely injured
service members. To learn more about the iWarriors challenge
or to donate, visit www.iwarriors.org.

AMBA Welcomes New Board Members
Dan Glass
Dan Glass, Strohwig Industries, Richfield, Wisconsin, has
been in the mold building industry for more than 26 years,
starting with his journeyman toolmaker
certificate that he earned through the
AMBA. Now, as sales manager at
Strohwig Industries (specializing in
large injection molds, die cast dies, and
custom machining across a broad range
of industries), he continues to participate
on association boards, including serving
as AMBA Wisconsin chapter president
for over 20 years and serving on the
GLASS
AMBA board of directors from 2006
through 2013. “While on the board, I hope to contribute to
the AMBA’s educational outreach initiatives in getting a new
generation of kids interested in mold building,” stated Glass.
Don Dumoulin
Don Dumoulin is the CEO and owner of Precise Tooling
Solutions. Precise Tooling Solutions, Columbus, Indiana, is
a full-service tooling shop building
and repairing plastic injection molds.
The company also custom machines
weldments and steel plates and has a
line of ergonomic workstations and
machine bases. Prior to purchasing
Precise Tooling Solutions, Dumoulin
was the CEO at King Systems. He also
served as president of Empi Recovery
Sciences, senior vice president and
general manager at Roche Diagnostics,
DUMOULIN
and worked at both SmithKline
Beecham and Procter & Gamble. Dumoulin currently is on the
board of directors of Synovia Solutions LLC, the Ball State
University Miller College of Business Deans Advisory Board,
the Purdue University Technical Assistance Advisory Council
and past board member of both the United Way of Central
Indiana and the Indiana Chamber of Commerce.

ASSOCIATION ///
Tyler VanRee
Tyler VanRee, native to Western Michigan, currently
serves as vice president of Legacy Precision Molds, Inc.,
Grandville, Michigan, specializing in
the manufacture and service of highprecision plastic injection molds.
Pulling from his 14-plus years of
experience in the moldmaking trade,
his passion for mold manufacturing
and excellence is evident in the
active role he plays in his local
AMBA chapter. His passion also is
exemplified in the way he continues
VANREE
to lead and grow the workforce
at Legacy Precision Molds – an area to which he hopes to
contribute with best practices while serving on the AMBA
board.

NEW MEMBERS

American Tool & Engineering, Inc.
Jeff Chesnut, Sales Engineer
641.816.4921 www.atemold.com
American Tool & Engineering, Inc., supplies high-performance
molds to the blow molding, thermoforming and pressure forming
industries, providing product design, mold engineering, mold
manufacturing and mold maintenance services.

NEW PARTNERS

Falcon Tool Company, Inc.
Betsi Burns, Sales & Product Manager
800.321.8512 www.falcontool.com
For more than 45 years, Falcon Tool Company, Inc., has had an
unequaled reputation for fine quality, fast service and competitive
prices. The company has a large selection of fine tools for
moldmakers, die makers, engravers, die sinkers, tool rooms,
production plants and hobbyists ready to ship the same day as
ordered. n

1923 -
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H.S. Die & Engineering
Eric Kamyszek, Engineering Manager
616.453.5451 www.hsdie.com
H.S. Die was originally established as a custom moldmaker
and now services its customers in many aspects, including
moldmaking, automation equipment, custom machining,
mold sampling and production mold runs.

Proficient Tool & Design, LLC
Richard Keaton, Owner
630.509.2628 www.proficienttool.com
Proficient Tool & Design incorporates decades of expertise
in the building of single, multi-cavity, multi-slide tooling for
aluminum, die cast and zinc molds. The company takes projects
from concept straight to 3D part design and into a tool ready
for running production in a proficient, timely and cost-effective
manner.

The Threadformer™
UNSCREWING MOLDS MADE EASY

Micro-Weld Technologies, Inc.
John Yates, President
859.336.0699 www.micro-weldtech.com
Micro-Weld Technologies, Inc., is a unique, state-of-the-art
facility, specializing in microscopic welding and complete
mold repair and revisions. In 2005, the company added a
tooling division, allowing Micro-Weld to build and repair
complex mold tools.
Wepco Plastics
David Parmelee, President
860.349.3407 www.wepcoplastics.com
Wepco Plastics is a family-owned company with an inhouse tooling department. The company manufactures
both aluminum and steel tooling and specializes in quick
turnaround rapid prototyping. From inspiration to completion,
Wepco Plastics maintains a hands-on approach through the
whole project.

video

For an online
demonstration

· Hydraulic power
· Precision core stop
· Compact & sturdy design

www.superiordieset.com
www.amba.org
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WHO’S BRINGING NEW LEVELS OF PERFORMANCE
TO COMPACT HOT RUNNER/MANIFOLD SYSTEMS?
At Plastic Engineering & Technical Services, we are.

for better process repeatability, and no over-pressurizing the

We define performance. For nearly 30 years, we’ve helped our

cylinders. It all adds up to a reduced sized hot runner system,

customers to produce more efficiently, with lower cycle times

shorter heating times and better tool performance.

and lower per unit costs.

We deliver value. We complement our hardware with

Our new compact stainless steel, modular unitized system

leading-edge analytical tools, including Moldflow® and

features flexible heaters that can be utilized on multiple designs,

MOLDEX3D software. We’ll work with you on design issues

so you don’t have to stock custom bent heaters. Our new drop

and optional gating solutions before the mold or hot runner

heaters provide more uniform heating and feature smaller

manifold system is ever built. Use us for the mold flow analysis

pockets and no clamps. They have in-line flow restrictors

and the manifold build, and we’ll do whatever it takes to make
your hot runner/manifold system work to your complete
satisfaction.
We’re committed to your success. Find out more.

Call us today at 248.373.0800 or visit us at www.petsinc.net.

TECHNOLOGY

Making the Move
to 5-Axis Machining
By Harvey Lemire, sales and technical specialist,
CGS North America, Inc.

I

still remember hearing of “5-axis CNC machining” as an
apprentice, more than 20 years ago. It was going to be the “future,”
saving companies thousands of dollars in time and labor.

The concept itself was exciting to me, but I only understood
how revolutionary the 5-axis CNC process actually was when I
witnessed a machine in action. Gone were the multiple, complex
setups for a single job, and the possible errors in trigging out
angles correctly. We no longer had to wonder if the job was
picked up properly. All of these worries just seemed to fade
away when I was introduced to my first 5-axis CNC machine.
Fast forward to today, the 5-axis CNC machine is a staple in
many tool and mold shops, as well as in many manufacturing
plants. While these systems were once reserved for complicated
and special applications, manufacturers now realize the value
of using a 5-axis CNC machine for every project.

Why move to 5-axis CNC machining?
There are numerous factors that support the decision to make
the move to 5-axis CNC machining. Minimizing lead times,
bolstering efficiency and improving profitability are some of the
key factors. The use of a 5-axis CNC machine also will cut the
time it takes to complete any given project. A standard 3-axis
CNC machine will require several set-ups and changes in work
holding: i.e., vices, V-blocks and angle plates. These all require
extra time to prepare prior to machining. In contrast, the 5-axis
CNC machine is capable of machining five sides in one setup,
which translates into considerable time saved.
Another key benefit with 5-axis CNC machining is tooling.
Operators are able to use shorter tooling, which aids in longer tool
life. It also should be noted that more aggressive cutting parameters
can be utilized with shorter tooling, resulting in faster machining.
Using 5-axis CNC machining gives CAD/engineering
departments the ability to machine more complex components
for molds. When making designs for a 5-axis CNC machine,
the CAD/engineering department can cut components that
normally would require a compound setup or multiple setups
on a 3-axis CNC machine. Since 5-axis CNC machines can cut
in a single setup, it translates into CAD/engineers not having
to spend valuable time designing a component that is less
complicated to machine. This allows completion of increasingly
complex projects within tighter timelines.

Everyone knows how much work is involved in a tool build
from start to finish. One of the key components of the process
is machining. With the use of a 5-axis CNC machine, tool shops
not only receive the benefits of faster machining time, but also
benefits realized after the machining process is completed.
For instance, the ability to remove more material via cutting
with smaller tooling reduces the need to use electric discharge
machining (EDM) and reduces the need for EDM time in
design/cutting of the graphite for this process.

3+2 vs. simultaneous CNC 5-axis machining
There are two types of 5-axis CNC machining. The first, and
most common, is 3+2 machining. The second type, which
now is becoming more popular, is simultaneous 5-axis CNC
machining. A majority of operators prefer to program using
the 3+2 machining option because it is quicker and easier
to program. However, there is a push to program using
simultaneous 5-axis CNC machining. This achieves a smoother
surface finish and a consistent tool path along the surface shape.
Simultaneous 5-axis CNC machining can be controlled in many
ways, depending on the CAM software. With simultaneous 5-axis
machining, all five axis points are utilized at one time, which aids
with better surface finishes and with little to no transition lines.
With 3+2 machining, operators choose the axis, view or angle to
be cut. This designates where the Z direction will travel. In 3+2,
the programmer is required to create a new workplane to establish
the cutting direction. There are many ways to create a workplane,
and the approach varies, based on the CAM software.
page 30 u
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COMMITTED TO PROVIDING THE
HIGHEST QUALITY ABRASIVE PRODUCTS.
We provide the highest quality abrasive products through our
three unique brands, BORIDE Engineered Abrasives, Falcon
Tool Company and Adamas Laboratory including Mold Polishing
Stones & Accessories, Diamond Compounds & Powders, and
General Industrial Tool Room Supplies and Equipment.

TRAVERSE CITY, MI · 800.662.0336 · BorideAbrasives.com

Even with their differences, both 3+2 and simultaneous
5-axis CNC machining are more efficient and quicker than
traditional 3-axis machining. CAM-TOOL and other CAD/
CAM software companies are constantly trying to make
programming 5-axis easier, evolving to control new machine
tool technology and adapting to what cutting tools are capable
in the tool shop. CAM companies are working on new ways
to automate simultaneous functions, requiring less input from
programmers. Machine simulation and tool path verification
make it much easier to be confident that cutting programs are
correct, ensuring that machines will run without issues.

Challenges in adopting 5-axis CNC machining
With changing machine capabilities and software innovations,
the knowledge necessary to operate 5-axis CNC machines
effectively has become the challenge. Adding two more axes
brings more factors into play, such as the risk of potential
collisions with tables, sheet metal, fixturing, lasers, etc. These
were never an issue with a 3-axis CNC machine.
Finding individuals experienced in programming these
machines can be a challenging task. Many companies
commonly cater to what their employees are familiar with,
due to the employees not wanting to step out of their comfort
zone. This is most common when bringing in new software.
Employees can see the benefits of switching software and
moving to 5-axis CNC machines. However, they have been
programming 3-axis with their current software for a long
time, and there is an unwillingness to change. Once they have
made the switch though, operators quickly see a significant
increase in productivity when given proper training and an
understanding of the range of capabilities.

wisconsin engraving, Proven

craftsmen.
www.wi-engraving.com | 262.786.4521

Specialty Capabilities
CNC Machining • Steel Marking Stamps •
Steel Embossing Dies • Graphite/Copper
Electrodes • Laser Digitizing • Polishing
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In closing, adopting a 5-axis CNC machine increases
efficiency and output for any tool shop over traditional 3-axis
CNC machining, which requires more setups and tasks the
operator with reprogramming for each one. Using 5-axis
CNC machining helps reduce production time and labor
involved, which translates into quicker tool builds.
No longer limited to complicated and special applications,
5-axis CNC machines will aid in the completion of simple
components as well. In my personal experience, having
operated a fair amount of 5-axis CNC machines, adopting a
5-axis machine into the shop is the way of the future. Any
other shops are bound to fall behind. n
Harvey Lemire is sales and technical specialist for CGS
North America, Inc., in Ontario, Canada. He has 20 years
of machining and manufacturing expertise, including 3-axis
and 5-axis machining and 3D surfacing. For more information, call 844.737.6009 or visit www.camtool.com.
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THERE ARE OTHER COMPANIES THAT CAN DO SOME OF THE THINGS WE CAN.
NO ONE CAN DO ALL OF THE THINGS THAT WE CAN THE WAY WE CAN.
BECAUSE AT ALLIANCE WE MAKE A DIFFERENCE.
E

INCLUDING:

E

POLISHING, LASER WELDING, LASER ENGRAVING, HOT RUNNER REBUILD,
MANIFOLD CLEANING, PREVENTATIVE MOLD MAINTENANCE, AND LASER MACHINE SALES.

D

D

C

C

B

B

WE DO THAT TOO.
A

A

PHONE
MOLD
SERVICES

1

2

847.487.1945

ADDRESS

265 INDUSTRIAL DR. WAUCONDA, IL 60084

ALLIANCESPECIALTIESINC.COM
3

MACHINE
SALES

ALLIANCELASERSALES.COM
4

PROUD PARTNER MEMBER

www.amba.org

31

REGISTER NOW!

Novi, MI | June 13-14, 2018

A M E R I M O L D E X P O . C O M

EXHIBIT HALL
featuring machine tools,
mold components, tooling,
materials, software, more
BUSINESS DEVELOPMENT
OPPORTUNITIES
for mold builders
and mold buyers

AMERIMOLD TECH TALKS
on designing, machining,
maintaining molds

BOOTH SALES ARE OPEN
Reserve Early and Save!
Sales@amerimold.com

CO-LOCATED WITH:

COMPOSITES

OVERMOLDING

PRESENTED BY:
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Tax Reform Implications
for the Mold Building Sector
by Michael J. Devereux II, CPA, CMP, partner, Mueller Prost

A

gainst the odds, the Republican-led Congress and
President Trump were able to pass the Tax Reform
& Jobs Act of 2017 (The “Act”). As such, most mold
builders will see a drop in their tax bills, beginning in 2018.
Many of the provisions mold builders rely upon to compute
their federal tax liability were changed, ushering in new tax
rates and new deductions, while eliminating some deductions
and incentives. The following describes the changes made by
the Act that are most likely to impact AMBA members.
The Act permanently reduces the corporate tax rate to a flat
21 percent, replacing the graduated rates of 15 percent to 35
percent. The new tax rate went into effect Jan. 1, 2018. For
taxpayers with non-calendar year-ends, the IRS will have to
apply the different tax rates on a pro-rata basis, based upon the
number of days before Jan. 1, 2018, and the number of days
after Dec. 31, 2017.
In addition, the Act eliminates the corporate Alternative
Minimum Tax (AMT) for tax years beginning after 2017. The
Act also makes the AMT credit refundable for any tax year
beginning after 2017 and before 2022 in an amount equal to 50
percent of the excess of AMT credit carryforwards for the tax
year over the amount of AMT credits allowable for the tax year
against the regular tax liability. Any AMT credits remaining in
2021 will be refunded to the taxpayer.

and eligible owners are
entitled to the deduction
whether they itemize
their deductions or
claim the new, greater
standard deduction.
The deduction is limited to the greater of a) 50 percent of the
W-2 wages paid by the company, or b) the sum of 25 percent
of the W-2 wages paid by the company, plus 2.5 percent of the
unadjusted basis, immediately after purchase, of all qualified
property.
In addition to the new flow-through deduction, the Act
temporarily reduces individual tax rates for all income levels.
The Act has seven tax brackets: 10 percent, 12 percent, 22
percent, 24 percent, 32 percent, 25 percent and 37 percent; and
they all apply to tax years beginning after Dec. 31, 2017, and
before Jan. 1, 2026.
The Act allows for 100 percent bonus depreciation for eligible
property placed into service after Sept. 27, 2017, through
Dec. 31, 2022. This provision is one of the few retroactive
provisions. As such, mold builders that purchased and placed
in service equipment after Sept. 27, 2017, will be able to deduct
100 percent of the cost of the asset.

Flow-through entities, such as S corporations, partnerships and
sole proprietorships, are taxed at the owner level. That is, the
entity does not pay income tax. Rather, the income, deductions
and credits “flow-through” to the owners of the company, and
those owners pay the federal income tax on the profits of the
business. Most AMBA members are likely organized as flowthrough entities.

The benefit phases out, however, over the following five years:

Rather than reduce the tax rate that individuals or trusts pay
on their business income, the Act allows for a new 20 percent
deduction of domestic qualified business income from a
partnership, S corporation or sole proprietorship for tax years
beginning after Dec. 31, 2017, and before Jan. 1, 2026.

for property placed in

However, this new pass through deduction can be limited. The
deduction is equal to the lesser of the combined qualified business
income of the taxpayer or 20 percent of the taxable income. The
deduction reduces taxable income, not adjusted gross income,

• 80 percent bonus depreciation
service during 2023;
• 60 percent bonus depreciation
service during 2024;
• 40 percent bonus depreciation
service during 2025;
• 20 percent bonus depreciation
service during 2026;

for property placed in
for property placed in
for property placed in

Mold builders are eligible for the 100 percent bonus depreciation
for both new and used qualified property, a change from past
bonus depreciation regimes. Therefore, mold builders will be
able to claim bonus depreciation on used equipment that they
have purchased, as long as it is new to them.
page 34 u
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The Act also increases the §179 depreciation limit from
$510,000 to $1 million for tax years beginning after Dec. 31,
2017. IRC §179 is a provision that allows processors to deduct
the cost of qualifying property placed in service during the
tax year rather than to recover the costs through depreciation
deductions. The IRC §179 limit is phased out, dollar-for-dollar,
for purchases exceeding a threshold amount of $2.5 million (up
from the prior $2 million threshold).
The Act keeps the R&D tax credit in its current state, a credit
that most mold builders utilize to reduce their tax liabilities. In
fact, the credit became more beneficial with the passage of the
Act due to the decreased corporate tax rate.
While the credit was preserved, mold builders must begin to
capitalize their research expenditures that are paid or incurred
in tax year 2022 and thereafter, amortize them over a period
of five years (15 years for research performed outside the
United States).
For tax years beginning after Dec. 31, 2017, the Act limits
the deduction for net interest expense incurred by a taxpayer
with average annual gross receipts greater than $25 million
to the sum of the business interest income and 30 percent of
the adjusted taxable income. Any amounts exceeding this
limitation may be carried forward indefinitely.
In addition, the Act limits the net operating loss (NOL)
deduction for NOLs arising in tax years beginning after Dec.
31, 2017, to 80 percent of the taxable income, with any excess
NOLs carried forward indefinitely. Further, NOLs will no
longer be allowed to be carried back.
Moreover, most mold builders have been required to use the
accrual method of accounting in reporting their revenue and
related deductions. However, for tax years beginning after
Dec. 31, 2017, taxpayers with average annual gross receipts
of $25 million or less for the prior three tax years may use the
cash method of accounting, regardless of the company’s entity
structure. That is, the mold builder will recognize revenue
when it receives the cash and claim deductions when the
expense is paid.
Further, taxpayers with less than $25 million of average annual
gross receipts for the prior three tax years are exempt from
the requirement to account for inventories in a traditional
manufacturing sense. Thus, mold builders will be able to treat
their inventory as incidental supplies and deduct the inventory
when it is used in the manufacturing process. In addition,
mold builders falling under the $25 million threshold will be
exempt from the UNICAP rules, and therefore not required
to capitalize their indirect expenditures and overhead into the
cost of their inventory.
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The Act eliminates the deduction for entertainment expenses,
while preserving the limited deduction for business meals.
Further, the Act eliminates the domestic production activities
deduction for tax years beginning after Dec. 31, 2017.
Many of the provisions of the Act are favorable to mold
builders, and mold builders’ federal tax liabilities should
decrease. Careful planning, however, may be necessary to
ensure all benefits and incentives are recognized. n
Michael J. Devereux II, CPA, CMP, is a partner and director of
Manufacturing, Distribution & Plastics Industry Services for
Mueller Prost. Devereux’s primary focus is on tax incentives
for the manufacturing sector. He has been an AMBA partner
since 2015. Mueller Prost’s Tax Incentives Group is nationally
recognized and has assisted numerous companies in the plastics
industry capture these benefits. For more information, email
mdevereux@muellerprost.com or call 314.862.2070.

New Individual Tax Rates
Married Filing Jointly and Surviving Spouses
• 10% (Taxable income not over $19,050)
• 12% (Over $19,050 but not over $77,400)
• 22% (Over $77,400 but not over $165,000)
• 24% (Over $165,000 but not over $315,000)
• 32% (Over $315,000 but not over $400,000)
• 35% (Over $400,000 but not over $600,000)
• 37% (over $600,000)
Single Individuals & Married Filing Separately
• 10% (Taxable income not over $9,525)
• 12% (Over $9,525 but not over $38,700)
• 22% (Over $38,700 but not over $82,500)
• 24% (Over $82,500 but not over $157,500)
• 32% (Over $157,500 but not over $200,000)
• 35% (Over $200,000 but not over $300,000)
• 37% (Over $300,000)
Head of Household
• 10% (Taxable income not over $13,600)
• 12% (Over $13,600 but not over $51,800)
• 22% (Over $51,800 but not over $82,500)
• 24% (Over $82,500 but not over $157,500)
• 32% (Over $157,500 but not over $200,000)
• 35% (Over $200,000 but not over $500,000)
• 37% (Over $500,000)

Your partner

for successful mold making
INCOE provides Mold Makers with Hot Runner
Technology

solutions

throughout

the

entire

process — from engineering mold review and
filling simulation to on-site technical support.
Our global commitment is to be your partner —
producing value in your process — and ultimately
delivering satisfaction where it counts.

www.incoe.com
North America | Europe | Asia | South America
© 2017 INCOE® 11/17

www.amba.org
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CGTech Celebrates 30 Years
CGTech celebrated three decades of innovation and consistent
growth. Headquartered in Irvine, California, with 10 whollyowned subsidiaries, CGTech
began when President Jon Prun
recognized a need to verify
NC tool path programs without
wasting CNC machining time.
VERICUT software was the
world’s first widely available,
productive method to test NC machine tool paths in an offline
virtual reality environment. The company has grown rapidly
in recent years to keep up with the demands of its customers
in virtually every manufacturing industry and every major
aerospace and automotive company. For more information, visit
www.cgtech.com.

GF Machining Solutions’ full array of EDM, milling, laser
texturing, additive, micro-machining and 3R automation and
tooling solutions, as well as a wide variety of machine tool
consumables. For more information, visit www.gfms.com/us.

GF Machining Solutions Announces New
Distributors
GF Machining Solutions, Lincolnshire, Illinois, has strengthened
its distribution network. Peak EDM, Inc., now serves GF
Machining Solutions’ customers in Michigan’s entire lower
peninsula, and Midwest Machinery Solutions has been selected
to serve the company’s customers in northern Illinois. With
the agreements, these distributors will provide customers with

Industrial Molds Celebrates 50 Years
Industrial Molds Group, Rockford, Illinois, has reached its
50th anniversary as a family-owned business. Established in
1968, Industrial Molds Group has earned a reputation as a
premier precision mold manufacturer, designing and building
molds for thermoplastics, thermoset, die cast and insert
precision applications. Started by Jack Peterson, his six sons
of worked in the company over the years, and two – Tim and
Eric – have made their careers at Industrial Molds, running
the operation today. The third generation of Petersons is
active in the company, with Peterson grandchildren working
in the office, in production and as an apprentice. For more
information, visit www.industrialmolds.com.

The Mold Polishing exPerTs

iso 9001-2008 CerTified

SST Partners with SmalTec International
SST, Auburn Hills, Michigan, has collaborated with SmalTec
International to bring the EM203 and GM703 micro-precision
electrical discharge machines (EDMs) to SST’s West, MidAtlantic and Northeast regions. Based in the Chicago area,
SmalTec is a micromachine manufacturer known for highand ultra-high precision equipment. For more information,
visit www.singlesourcetech.com or www.SmalTec.com.

Polishing Services
•
•
•
•
•

All SPE-SPI Standards
Diamond Lapping
Textured Surface Prep
Benching
On-Site Support

Capabilities
•
•
•
•
•

50+ Polishers
30 ton Capacity
24 hours – 7 days
Pick-up and
Delivery
3-D CAD File
Capabilities

Partnerships
•
•
•
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Wiegel Tool Works Announces Partnership
with M.S. Ambrogio S.p.A.
Wiegel Tool Works, Inc., (WTW), Wood Dale, Illinois, and
M.S. Ambrogio S.p.A. (MSA), Cisano Bergamasco, Italy,
have announced a joint venture partnership to provide a metal
forming portfolio and expertise to the global manufacturing
market. MSA-Wiegel will operate in North American-based
manufacturing locations. Its expertise in Bihler multi-slide
stamping technologies, Bruderer high-speed stamping and
Minster heavy stamping will be valuable to current and future
partners. For more information, visit www.msa-wiegel.com.

Ph: 847-352-5249
Fx: 847-352-4052
sales@ultrapolishing.com

640 Pratt Ave N
Schaumburg, IL
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INCOE Expands Its Global Footprint in Mexico
INCOE Corporation USA, Troy, Michigan, announced its
recently acquired facility in Querétaro,
Mexico, will become INCOE Mexico.
With a total floorspace of 4,000 square
feet, INCOE Mexico will be primarily
focused on providing technical service
and spare parts for the growing market
in Mexico, complementing INCOE’s
representative partners Privarsa and
C&V TechnoPlast for spare parts in 10
locations throughout Mexico. Heading
INCOE Mexico as Country Manager
is Isaac Gomez, a longtime technical service representative for
INCOE. For more information, visit www.incoe.com.

///
Brown Machine Group Merges
with Freeman Company
Brown Machine Group (BMG), Beaverton, Michigan,
announced its merger with Freeman Company, Freemont, Ohio,
a manufacturer of thermoform tooling for the high-volume food
service and packaging industries. Brown is a manufacturer and
servicer of highly engineered thermoforming and automated
material handling equipment used in the conversion of plastic
sheet. Brown provides its equipment and related services
under the Brown, Lyle, Nalle Automation Systems (“NAS”),
and EPCO brand names. Larry Mears, Freeman CEO, will be
retiring after the BMG combination, with Mike Mullholand,
Freeman COO, assuming full leadership responsibilities of the
Freeman operation. For more information, visit www.brownmachine.com or www.freemancompany.com.
New Faces
Federated Insurance Companies, Owatonna Minnesota,
announced the appointment of Michael G. Kerr to the role of
president of the companies. Kerr added these responsibilities
to his current role as chief operating officer.
Gilman Precision, Grafton, Wisconsin, announced the
addition of Rich Olson to its sales force as a business

INDUSTRY

development specialist. Olson will
oversee the Midwest territory in
the US, facilitating the connection
between engineers and customers
to solve linear and rotary motion
challenges.
Foremost Machine Builders, Inc.,
Fairfield, New Jersey, has appointed
Walter Folkl as manager of sales.
Folkl will drive the sales and
marketing strategy for Foremost’s
complete line of auxiliary equipment.
Craftsman Tool & Mold, Aurora,
Illinois,
has
announced
that
Tim Roth has accepted new
responsibilities associated with the
position of technical sales. Roth’s
19 years as a machinist and plant
manager at Craftsman Tool and Mold
will enhance the company’s ability to
provide extra technical assistance on
all customer projects. n
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BENCHMARKING

Challenges Give Insight into 2018’s
Moldmaking Industry
By Ashley Burleson, analytics manager, AMBA

As of now, 81 percent of moldmakers report that current
business conditions are positive. However, these conditions will
likely plateau or even decrease throughout 2018, as only five
percent of mold manufacturing executives anticipate substantial
increases in business over the next 12 months, according to
the 2018 Business Forecast Report recently published by
the American Mold Builders Association (AMBA). Several
key indicators supported the anticipated plateauing business
conditions, including fourth-quarter performance, industry
challenges and trends in offshoring molds.
Now in its eighth year, AMBA’s annual Business Forecast
Report analyzes data collected from more than 100 senior-level
executives representing US mold manufacturing shops across
the country. This report helps company leaders benchmark
how their companies are stacking up in comparison to the
moldmaking industry norms and helps executives to better
align their anticipated outlook for the year.
The industry entered 2018 with less momentum than previous
years, as fourth-quarter quoting, shipment and backlog either
remained stagnant or decreased for the majority of mold
manufacturers. In the fourth quarter of 2017, only one-third
of moldmakers reported increases in shipments – down more

than 10 percent from last year. Quoting either remained the
same or decreased for 63 percent of moldmakers in the fourth
quarter, and backlog levels dropped for 38 percent of mold
manufacturers (Chart 1). However, the slow fourth quarter may
not necessarily be negative, as many moldmakers are shifting
gears internally to become more competitive.
To no surprise, workforce development issues continue to
plague the moldmaking industry, with 100 percent of executives
indicating that recruiting, retention and training challenges are
a top priority for their leadership teams in 2018 (Chart 2). This
challenge may give insight as to why compensation and benefits
costs and continuous improvement programs also topped the
list of challenges for mold builders over the next 12 months.
A tightened labor market across the US has left moldmakers
feeling the pressure to offer more competitive wages and
benefits to attract talent. This is likely one of the reasons that
healthcare and compensation costs concerns jumped 14 percent
from last year.
As healthcare and compensation costs are eroding moldmakers’
bottom lines, mold builders now are turning their attention to
continuous improvement and capacity building initiatives.
Twenty-six percent of moldmaking executives report that

Chart 1.
Chart 1: Fourth quarter 2017
showed decreases in quoting,
backlog and shipments
for the majority of survey
respondents.
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continuous improvement programs will be a major focus in
2018. A newfound concentration on continuous improvements
may help to alleviate the time and costs associated with
overcoming workforce development constraints.
The US moldmaking industry has long been concerned about
the impact of offshoring in the manufacturing industry. Each
year, executives attribute weakened or subpar profits to
customers outsourcing their mold builds. Looking into 2018,
the trend continues. This year, a record number of plastics
processors reported going offshore for tooling production.
However, the plastics industry also now is seeing reshoring
trends for the actual molding. Moldmakers are beginning
to evaluate their internal sales strategies and diversify their
customer base. Forty percent of moldmakers reported that
an emphasis on new sales strategy will be imperative to their
leadership teams in 2018. Keeping a heightened focus on
strategic sales and new customer acquisition will be key to the
US moldmaking industry to compete with the allure of low-cost
offshore toolmaking. It will be up to the mold manufacturers
to find new ways to differentiate their organizations’ offerings
to potential customers.
While 2018 may not be as robust as 2017, it will most likely
be a steady year, as moldmakers begin to switch their focus to
efficiency, capacity building and strategic sales. Mold builders
that are able to dive into new markets – those focused on
quality, not only price – and improve their internal processes
will be positively positioning themselves as manufacturing
starts to return stateside.
For more information or to purchase the complete report, visit
www.amba.org. n
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SOLUTIONS

Establishing an Effective Machine Tool
and Spindle Service Program
By Chris Hetzer, CEO and partner, Gilman Precision

I

f a spindle breaks down, what is your company’s plan of
action? Is it the most practical and efficient way to deal
with a down spindle? Spindles need maintenance at varying
intervals, based on the length and design of their operation.
Normal use of any machine will cause wear and tear, the
spindle being the component that receives the majority of the
wear. It is necessary for them to run at the right speeds and
feeds to keep the wear minimal. Because of this, a good spindle
program should take into consideration the specific operational
information of each individual spindle.
Companies need to have a well-planned maintenance strategy to
be successful when compared to the competition. A faster and
newer machine does not automatically mean that a company
will keep the competitive edge. When a spindle breaks down,
the company that manages the machine proactively will reduce
downtime and expenses, resulting in an increase of productivity.
This will significantly boost a company ahead of the competitors.
40
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The process of managing a machine includes developing a
machine tool and spindle service program to achieve a high
level of overall equipment performance. Overall equipment
performance comprises three factors: asset availability,
production and quality level. The following four programs
display the different procedures used when a spindle goes
down. These range from the most basic plan of action to a
highly advanced plan.

The emergency program
An emergency program can be compared to hitting the panic
button. If an important spindle breaks down, the company
will do whatever it takes to get that spindle repaired as soon
as possible. No matter the expense, the company will have it
shipped and serviced with the highest priority. Repairing the
spindle immediately reduces downtime, but the costs add up
because of the urgency, making it less practical than other
programs.

SOLUTIONS
The ‘first in, first out’ program
The “first in, first out” program works as if there is no program
at all. There are no precautions taken, such as scheduling
routine maintenance checkups. Similar to the emergency
program, if a spindle breaks down, it is simply taken in to be
serviced. The difference is there is no urgency to fix it. This
program may be impractical, especially if the spindle that is
down is important. There is no priority put on it when being
serviced, which means it can take weeks or months before it is
back up and running. This can put production behind schedule.
The scheduled program
Routine maintenance checkups are performed when using
the scheduled program. The checkups are scheduled based
on the previous maintenance records. This program provides
the spindle with enough attention to keep it running in
good operating condition. However, it does not take into
consideration fluctuating hours of operation, environmental
considerations and whether or not it even needs to be serviced.
The problem is the spindle could be running fine, but time
and money may be lost because of unnecessary services.
The spindle ‘hotel’ program
The spindle “hotel” program takes preventive measures by
ensuring the company possesses more than one spindle that is

exactly alike. The spare spindle acts as a replacement in case the
main spindle breaks down. The spare is kept either on site or at
a designated repair facility. The positive to this is that downtime
remains low. If the spindle breaks down, the spare replaces it and
production does not have to stop while waiting for a repair. The
downside to this program is that the amount of capital sitting in
the “hotel” could outweigh the convenience of the program.
The program followed needs to align with the company’s
objectives and should be individualized to the spindles.
Monitoring spindles can save them from unpredictable damage
and allow production to be maximized. Reducing unnecessary
downtime and costs can help push a company ahead of the
competition. If a company is questioning what it is going to do
when a spindle breaks down, it is time to implement a strategy
that will optimize overall equipment performance. n
Chris Hetzer is CEO and partner at Gilman Precision. Gilman
Precision provides a spindle R&R service that allows any spindle
to be housed for up to 12 months after being repaired. Rush order
service also is available. Hertzer holds a bachelor’s of science
degree in mechanical engineering from the Milwaukee School
of Engineering (MSOE) and has worked in the mechanical
technology field for 40 years. For more information, call
262.377.2434 or visit www.gilmanprecision.com.
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APRIL 2018
AMBA Webinar: Supply Agreement Best Practices, April 25, www.amba.org
MAY 2018
NPE2018, Orlando, Florida, May 7-11, www.npe.org
JUNE 2018
PLASTEC East, New York, New York, June 12-14, www.plasteceast.com
Amerimold, Novi, Michigan, June 13-14, www.amerimoldexpo.com

JULY 2018
EHS Summit, Columbus, Ohio, July 18-20, www.amba.org
AUGUST 2018
AMBA Plant Tour Workshop: Extreme Tool & Engineering, Wakefield, Michigan, August 30,
www.amba.org
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DYNA-BLUE

®

THE ULTIMATE PROTECTION AGAINST WEAR
FROM GLASS FILLED PLASTICS!

DYNA-BLUE®, DYNA-GLOSS™, DYNA-BRITE™ & DYNA-SHINE™
• Resists glass filled plastics wear up to 10 times longer than nitriding or chrome
• Resists attack from harsh environments such as PVC
• Better weldability than ion/gas nitride
• High wear and corrosion resistance
DYNABLUE.com
• Maintains excellent micro finishes
ISO 9001:2008 ACCREDITED
• Capacity 75"x120" up to 15 tons
APPROVED BY AEROSPACE & FDA
• Enhanced parting line durability
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DEFENSE AND TOOLING
• Dimensionally stable
• Reduces sticking (Better release)
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CUT COSTS & INCREASE TOOL LIFE WITH DYNA-BLUE®,
DYNA-GLOSS™, DYNA-BRITE™ & DYNA-SHINE ™
The most cost-effective way to cut mold/tool cost is to increase tool life.
DYNA-BLUE® is a low temperature Ferritic Nitrocarburizing process that produces
a hard 75+ HRC compound zone diffused into the steel supported by a Nitrogen
rich diffusion which increases wear resistance 2-10 times over nitriding and other
coatings. We also offer DYNA-GLOSS to maintain gloss levels on textured molds
and DYNA-BRITE to maintain high finishes on Len/Lighting Molds and provides
better release.

7784 Ronda Drive • Canton, MI 48187
Tel: 734-459-8022 • dynablue.com
Loren Epler, President • lepler@dynablue.com

Controlling Versatility & Dependability

Hot Runners, Controllers & Service
From Your Single Source Solution Provider

DME Stellar
DME TSP Plus

NPE2018: THE PLASTICS SHOW

MAY 7-11, 2018 I ORLANDO, FL USA

Visit Milacron-DME @ exhibit #W2703

DME provides you with superior Hot Runner Systems, Controls, Parts
and Service. With our team of global experts in the mold technology
industry, we can design, build, and control your melt delivery system.
Combined with our industry leading technical service centers, our
technicians can support your service needs on any manufactured hot
runner system.

We’re here for you on your next project.
Systems & Service: dme.net or 800.626.6653
Parts: https://store.milacron.com

