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 � Manufacturing  
Excellence Panel 
The Manufacturing Matters!  
first Excellence Panel features  
award-winning manufacturers 
sharing insights into the 
challenges facing  
manufacturers today

 � Don Peppers’ 
Thought Provoking 
Insights 
Don Peppers shares startling 
statistics on how technological 
change can both challenge 
and promote business 

 � Success Story:   
Dalco Metals gets stellar  
results with Lean

 � Whose Innovation  
Is It, Anyway?  
Mike Klonsinski shares his 
blog thoughts

Cover story:

 
Fifty Manufacturers 

Selected for Wisconsin 
Profitable Sustainability 
Initiative Pilot Program

Governor Jim Doyle recently announced the 
fifty companies that will participate in the 
Profitable Sustainability Pilot Program. The 

state is investing $1.75 million through WMEP 
to help small and midsized manufacturers use 
sustainable practices to save money and gain a 
competitive edge. The announcement was made 

at the Manufacturing Matters! Conference  
in Milwaukee. 
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Fifty Manufacturers Selected for Wisconsin Profitable 
Sustainability Initiative Pilot Program

When appropriate, the team will include a 
financial expert to assess financial performance 
and identify credits, grants, or other financial 
incentives to support the company’s sustainability 
initiatives. 

50 Companies Selected
The Governor recently announced the 50 
companies that will participate in the Profitable 
Sustainability Pilot Program. The state is investing 
$1.75 million through WMEP to help small and 
midsized manufacturers use sustainable practices 
to save money and gain a competitive edge. The 
announcement was made at the Manufacturing 
Matters! Conference in Milwaukee.

In his State of the State Address in January, 
Governor Doyle announced the Wisconsin Green 
to Gold Fund. By streamlining existing state 
resources, the state is creating a new $100 
million revolving loan fund for manufacturers to 
reduce their energy costs. As part of that effort, 
the Profitable Sustainability Initiative helps small 
and midsized manufacturers plan and implement 
sustainable practices.

The goal of the Initiative is to help manufacturers 
invest in more efficient processes that minimize 
their impact on the environment, reduce their 
use of energy and natural resources, improve  
employee and consumer safety and—most 
importantly—improve their bottom line.

 
WMEP can provide a Profitable 
Sustainability Diagnostic and Assessment 
for your company to help you find ways to 
achieve savings as a result of increasing 

sustainable manufacturing products and 
processes. 

To find out more, contact WMEP at 877.856.8588  
to schedule an assessment with our Profitable 
Sustainability Specialists. 

Sustainability = Profit
In 2009, WMEP’s landmark Next Generation 
Manufacturing Study found that approximately 
one third of manufacturers saw sustainability as 
critical to their strategic direction, but less than 
20 percent had made good to world-class progress 
on sustainability. The numbers were even lower 
for smaller manufacturers. Common reasons 
cited for lack of progress included: no visible link 
between sustainability and profits; lack of time 
and resources; and lack of knowledge about 
sustainable practices. 

Many Wisconsin manufacturers are experiencing 
pressure for improved sustainability from their 
customers as well as the communities in which 
they operate. The Profitable Sustainability Initiative 
will help these companies make progress toward 
profitable and sustainable manufacturing more 
quickly and with lower cost.

How Manufacturers Will 
Benefit
The Wisconsin Profitable Sustainability Initiative 
provides practical assistance to small and midsize 
manufacturers through diagnostic evaluations, 
operational assessments, analysis and project 
implementation.

A “tiger team” of 3-5 experts will be deployed to 
work with company management and identify 
and prioritize high-impact, sustainable practices 
that fuel improved financial and operational 
performance.   

Areas of expert assistance will include: 

 � Operating processes

 � Energy use and waste reduction

 � Logistics and product transport

 � Product design and packaging  

Pro�table
Sustainability

Wisconsin

Initiative

Company Location
ACH Foam Technologies Fond du Lac

AFW Foundry, Inc. Lannon

Alive & Kickin’ Pizza Crust Green Bay

Ashland Industries, Inc. Ashland

ATACO Steel Products Corporation Cedarburg

Ball Metal Food & Household 
Products Packaging Division

DeForest

Cardinal Insulating Glass Spring Green

Cardinal Solar Technologies Mazomanie

Copps Industries, Inc. Mequon

Cray Inc. Chippewa Falls

Didion Milling, Inc. Cambria

Dutchland Plastics Corp. Oostburg

Edstrom Industries, Inc. Waterford

Floral Plant Growers, LLC Denmark

Foremost Farms USA Rothschild

Foremost Farms USA Plover

Future Foam, Inc. Middleton

H Window Company Ashland

Humane Manufacturing Co., LLC Janesville

Hydrite Chemical Co. Cottage Grove

Jarp Industries, Inc. Wausau

Johnson Electric Coil Co. Antigo

KCS International, Inc. Oconto

Klondike Cheese Co. Monroe

KMC Stampings Port Washington

Lakefront Brewery, Inc. Milwaukee

Megtec Syetems De Pere

Modern Equipment Company, Inc. Port Washington

Neo-Brake Systems, Inc. Oak Creek

NWP Inc. Sheboygan

Oxbo International Corp. Clear Lake

Palermo’s Pizza Milwaukee

Professional Power Products Darien

Quality Packaging, Inc Fond du Lac

Quick Cable Corporation Franksville

R & B Wagner, Inc. Milwaukee

Rayovac Corporation Portage

Regal Ware, Inc. Kewaskum

Salm Partners Denmark

Shelmet Precision Casting Co., 
Inc.

Wild Rose

Spectrum Industries, Inc. Chippewa Falls

Superior Lidgerwood Mundy Corp. Superior

Trans-Coil International, LLC Milwaukee

TriEnda, LLC Portage

W S Darley & Co. Chippewa Falls

Washburn Iron Works, Inc. Washburn

Wausaukee Composites Inc. Wausaukee

Webcrafters, Inc. Madison

Whitefield Industrial Coatings Oshkosh

Wildeck, Inc. Waukesha

Small and midsized manufacturers to model high-impact, sustainability 
projects to improve the bottom line.

At the Kick-off Event at Manufacturing Matters! on April 20th in Milwaukee, representatives of the 
50 participating Profitable Sustainability Pilot Program companies joined WMEP, the Department of 
Commerce, the Department of Natural Resources, BT Squared, Baker Tilly, Orbis Corporation and 
LogiServe in a group photo.



Manufacturing Matters! 2010—
	 Featuring	the	first	Manufacturing	Excellence	Panel

WMEP works closely with manufacturers to make sure each annual Conference provides the thought-
provoking, relevant content attendees have come to expect from Manufacturing Matters!  This year, we  
introduced the Manufacturing Excellence Panel to the afternoon session. This group of award-winning 
manufacturing executives discussed the issues facing manufacturers today.  

Excerpts from the Excellence Panel:
Brian Baker, vice president and chief financial officer for Sentry 
Equipment, an employee-owned company that makes sampling systems 
and components. Based in Oconomowoc, Sentry has 128 employees. 

How do you find and keep skilled employees?

“In the factory we have assemblers, skilled assemblers, welders & machinists.  
Before the recession we had trouble filling positions – the recession eased 
that pressure,  but long term, there’s a mismatch.  In Wisconsin, the demand 

for skilled machinists and welders will increase, so we focus on employee retention. One way we do this is 
through our participative management style. Plus, because we’re employee-owned, each non-executive 
and non-sales employee is involved in a gain-sharing plan. Last year that equaled approximately 25% of 
their salary.  The financial incentive is important in retention.  In addition, we invest heavily in training 
– 2% of payroll. We also are big in employee development, including promoting from within.  We have 
several employees who have moved from welding and assembly to customer service. We make it a 
great place to work in other ways as well. We just built an energy-efficient new building and located it at 
an interchange to reduce commuting time.  The building itself is very nice and we paid attention to the 
indoor environment as well; for example, we included smoke and grit extraction systems.”

Chad Abel, president of Northwoods Paper Converting (NPC), a 
100-employee company located in Beaver Dam that converts large rolls of 
paper to sheets with a wide range of specifications.

Regarding	sustainability:

“There’s no one pushing us toward sustainability except ourselves. We’re 
always trying to find the most energy-efficient equipment. In addition, last 
summer we built a 95,000 square foot facility that uses natural lighting, and 

we’ve beefed-up insulation in the walls and ceilings. We actually don’t heat our facility – we use the 
energy we get off the equipment; though it’s not a lot, it heats the facility.  We worked with Alliant 
Energy’s Shared Savings Program, and we evaluate every piece of equipment against this.  I estimate 
we save $100,000/year in energy costs between the equipment we’ve purchased and by not heating 
the new building.  As far as increasing sales, it hasn’t helped us – except that we’re more efficient and 
can keep our costs down, making us more competitive.”

Tom Duffey, president of Plastic Components, Incorporated (PCI), a custom 
plastics manufacturer with 50 employees, based in Germantown.

Regarding	the	growing	need	for	manufacturing	talent:

“Nine months ago, we wanted to hire three process technicians.  In the 
space of about six weeks, we hired three of the best technicians we’ve ever 
brought into the company, due to the recession. Now we’ve been looking for 
one process technician for about six weeks and have found no one within 

the state.  We’re probably going to hire someone from Michigan.  I think this is a dangerous situation.  
For the last 10 or 15 years, we have been talking about how miserable manufacturing is, and how 
dangerous the future of manufacturing is, all over, especially in the state of Wisconsin.  I think there’s 
a gap between age 20 and 30 where kids don’t want to go into manufacturing. We’re trying to create a 
culture of high tech manufacturing companies, and we’re all doing the right things in terms of culture, 
safety and employee empowerment. But there aren’t a lot of 25 year old kids who want to go into 
manufacturing.  I think we’ve created a wave here – there’s a whole bunch of high school graduates 
who would have become good welders, process engineers, good mechanical engineers, who have gone 
on to other careers, or maybe don’t have a job right now because we’ve scared the heck out of them for 
the past 25 years.  We have to have a safe environment. We have to create a culture of learning so that 
people believe they can come to your company and continue to grow and thrive. Manufacturing presents 
incredible opportunities, and this story is not getting out. 

How do we entice the next generation to be interested in manufacturing?

We have a tremendous resource in Milwaukee—MSOE and MMTC. I think what we need to do is provide 
summer jobs and internships for students in these programs…provide a conduit.  It is hard to find talent, 
and if we can address this issue, formally or informally, with the educational institutions, there’s some 
upside potential.

The 2009 Wisconsin Next Generation Survey of 
more than 500 state manufacturers produced 
results that mirror the ideas shared by the 
Excellence Panelists:

The MM! 2010 Manufacturing Excellence Panel, 
moderated by Mary Isbister, president of GenMet, 
included 2009 MOTY award winners Brian 
Baker, vice president and chief financial officer 
of Sentry Equipment Corp., Chad Abel, president 
of Northwoods Paper Converting, Inc., and Tom 
Duffey, president of Plastic Components, Inc.

Highly important

Important

Average

Somewhat

Not important

49.4% 32.1%

14.0%

3.2%
1.3%

World-class manufacturers invest in employee 
training, with 28.1% investing 21 or more hours 
per employee annually.

40 or more

21-40

9-20

8 or fewer

9.7%

18.4%

43.0%

29.0%

1.3%

Highly Important

Important

Average

Somewhat

Not Important

21.2%
21.6%

15.7%

29.9%

11.6%

More than 80% of Wisconsin manufacturers 
rated the importance of human capital 
acquisition, development and retention as 
important or highly important to their success 
in the next five years:

32.8% of Wisconsin manufacturers believe that 
sustainability is important or highly important 
to their success over the next 5 years.

Go to www.wmep.org/MMXClips.aspx
to view video clips of the 

Manufacturing Matters! 2010 
Excellence Panel.



At Manufacturing Matters! 2010, Don Peppers 
shared some startling statistics on how 
technological change can both challenge and  
promote business. According to Peppers, “No 
matter how innovative your product is today, 
tomorrow it’s going to be a commodity.“

Tomorrow is coming faster 
than ever before
“Tomorrow comes a lot faster than it used to.  The 
rate of technological change is speeding up—it’s 
not your imagination. 

“There are 20 million Google searches every hour, 
24 hours per day—just Google.  Scientists estimate 
that the amount of technical information doubles 
every two years and by 2015 it may be doubling 
every 72 hours.

Keynote speaker Don Peppers offers remarkable insight and ideas 
for building profitable customer connections.

Balance Offense and Defense
“Skills and talents required for innovation 
conflict with those required for operations.  
Innovation is messy.  It requires trial and error 
and experimentation.  Operations requires orderly 
routine. It requires things to work like clockwork.  
You want regular, predictable processes.  You want 
invariability.

Creativity + Design = Innovation
“Creativity and design drive innovation. Defining 
what creativity is can be difficult.  It involves 
boundary-crossing and mixing perspectives up.

“The Wright brothers tested 200 wing designs, and 
they crashed seven times before they successfully 
took off at Kitty Hawk. James Dyson built 5,000 
vacuum prototypes before he built the one vacuum 
that made him a billionaire.  Why did the Rocket 
Chemical Company name it’s popular lubricant 
WD 40?  Because the first 39 water displacement 
formulations failed. Long-term success requires 
persistence. 

Building customer trust
“In the long run, you need to be able to earn the 
trust of customers. Earning their trust means 
taking the customer’s perspective—see things 
from the customer’s point of view. The customer 
is not interested in your plants or your products 
or your people or your channel. The customer 
wants his need to be met.  That’s all he wants, 
so the question you have to ask yourself is: Do I 
speak the customer’s language, or do I speak my 
product’s language?

“It’s important to speak the right language in order 
to communicate with the customer on his terms. 

“Earning the trust of customers is really critical.  
It’s based on two requirements:  

1. The customer has to view your intention as 
being benign (that you intend to act in the 
customer’s interest).  

2. The customer has to think you have the 
competence to act on that intent.  

“If you want to earn your customer’s trust, here’s 
a checklist to help evaluate your company’s true 
perspective:

 � Do you have one story for the company and 
another for the customer?  If so, that’s a sure 
sign that you have a trust problem.

 � Do you remind customers when their warranties 
are almost up?

 � Would you rather sell to a knowledgeable 
and informed customer than to an uniformed 
customer? 

 � Do your sales reps make more money by selling 
products or by building relationships?

“Earning trust often requires trading a short 
term loss for a long term gain, unlike traditional 
business.  Amazon is a really good example of this.  
I’m a frequent customer at Amazon. I buy two to 
five books from Amazon per week.  If I’m online 
and I see a book mentioned that I don’t have, I go 
right to Amazon.com and find the book and click 
on it, and it’s ordered, paid for and in the mail.  
That’s really good service.

‘Once, I clicked on a book, and I got a warning: 
‘You already bought this book.  Do you want to buy 
it again?’  Amazon already had my money – they 
could have made a profit on the book I was going to 
buy from them again.  But they wanted something 
much more valuable than the profit on that book.  
They wanted my trust.  They’re protecting me from 
myself.  They’re giving up a short term profit for 
long-term value.  It’s definitely in my interest, and 
it’s also fundamentally in their interests if you 
calculate their interests correctly.” 

To view clips from Don Pepper’s  
Keynote speech, go to  

www.wmep.org/MMPClips.aspx

Information Age Statistics:

 � There are 20 million Google 
searches per hour, 24/7

 � 80% of US companies use 
LinkedIn to find new employees

 � One out of every 8 US couples 
who married in 2008 met each 
other online

 � The amount of technical 
information doubles every two 
years

 � Some universities don’t issue 
student e-mail addresses 
because students prefer social 
media

“Next, it might be RFPs delivered at Blackberry 
speed.  I talked to several Wisconsin manufacturers 
before the conference.  One of them told me that 
they’d had a customer for five years who shortened 
the turn around time on RFPs to 24 hours last year. 
The customer said that this year it was six hours and 
warned that very soon it would be just two hours. 

“Yes, there may be a recession, but technology is 
still advancing, and advancing very rapidly. Cost-
cutting and spotless operations are critical, but so 
is innovation.

About Don Peppers
Don Peppers is one of the world’s most 
influential experts on how to find, get, serve 
and retain customers. Author of numerous 
books including Rules to Break and Laws to 
Follow, Don is a noted thought leader.

 � Cited by The Times of London as among the 
“Top 50 Business Brains” 

 � Named by Business 2.0 magazine as one of 
the “foremost business gurus of our times”

FINTEL Assessment—for valuable insight into your business
 � Would you like to know where unseen financial 

strengths and weaknesses exist in your 
company’s operations? 

 � Do you know your company’s sustainable 
growth rate—the pace of growth you can 
profitably support today and tomorrow? 

 � Would you get value from comparing your 
company’s performance to your competitors?

In about one hour, a FINTEL assessment can 
provide new levels of insight into your company’s 
competitive potential and performance. To learn 
more about this unique opportunity, from a WMEP 
FINTEL Specialist, contact us at 877.856.8588.

For detailed information,  visit the FINTEL website at  
http://www.fintel.us/

Systemic Continuous Improvement - An attribute of Next Generation Manufacturing



Since 1973, family owned Dalco Metals of 
Walworth has been a premier supplier of flat-
rolled steel-processing services to manufacturers 
throughout the Midwest. John Ring, executive vice 
president of Dalco, credits this long-term success 
to the company’s focus on customer needs, 
close relationships with suppliers, and constant 
attention to quality in every manufacturing and 
business process. 

“About eight years ago, it seemed that everything 
pointed toward adopting Lean manufacturing 
methods.”

Soon after, Dalco Metals embarked on their Lean 
journey with the help of WMEP manufacturing 
specialist Jerry Thiltgen. 

Success Story: Dalco Gets Stellar Results with Lean

the program is the toughest part. We are trying 
to ingrain the 5S mentality in everyone’s minds 
here at Dalco, and I think it is working. As long as 
we have the support of management, Dalco will 
continue to operate at peak efficiency.”

Ferguson implemented the following steps to 
ensure that the company remains focused on 5S:

 � Institute a daily work area check list

 � Hold monthly committee meetings involving 
personnel from each work area for a fresh 
perspective and total employee involvement

 � Conduct audits in each work area every two 
weeks

 � Maintain a 5S communication board 

 � Publish a monthly 5S newsletter to keep 
everyone up-to-date on 5S news

Dalco Metals continues to benefit from the quality, 
efficiency and cost savings resulting from the 
5S process. In addition, there are unforeseen 
benefits, said Ring. “In the past, we had to shut 
down early to clean and prepare for a customer 
tour.  Now, our facility is a great selling point for us.  
Customers can see that we have a well-organized, 
quality-focused, clean and efficient operation. We 
were ready for the increase of orders that came as 
the recession eased.”  

Satisfied with the results of the Lean Office project, 
Dalco Metals began applying Lean processes to 
the manufacturing floor.  “I thought our shop was 
well-organized and clean,” said Ring. “When Jerry 
Thiltgen suggested using the 5S process to clean 
and organize our facility, I wasn’t convinced that it 
would make a big difference.”  

5S Results:
Dalco’s Lean journey began with Value Stream 
Mapping, and the improvements are maintained 
through the 5S process, resulting in: 

 � A cut in paperwork processing time from 
four days to two through Lean Office.

 � Implemented 225 improvements on the 
shop floor in the past year.

 � Realized an estimated $50,000 in cost 
savings through 5S improvements.

 � $100,000 investment in new plant 
equipment to improve productivity & safety.

For Lean, Value Stream Mapping or 5S, call 
877.856.8588 or e-mail results@wmep.org

Sustaining the Lean journey requires on-going commitment

The first step in a Lean journey is an evaluation 
of where the organization stands right now using 
the Administrative Value Stream Mapping (VSM) 
process. VSM  looks at the flow of information 
from the time a process is triggered until the 
task is completed. When a process needs 30 
minutes of work but takes a week to get through 
the system, that process is flagged for review. The 
keys to successful Lean Office implementation 
include the involvement of front office employees 
in shaping the change and strong leadership to 
clearly define the new direction.  The Value Stream 
Map at Dalco was a revelation: it took longer to 
process the paperwork for an order than it took to 
manufacture the order itself.

“The Value Stream Map was 
a revelation: it took longer 
to process the paperwork 
for an order than it took 

to manufacture the order 
itself.”

Thiltgen said, “5S is far more than just straightening 
up and cleaning.  It involves reviewing and re-
thinking each employee’s activity, and making 
sure their work area supports their work.”  The 
5S system is a Lean process organized around: 
Sorting, Setting in Order, Shining, Standardizing 
and Sustain. The goal is to create specific places 
for paperwork, tools and equipment so that they 
can be located within 30 seconds.  

The 5S process relies on employees taking 
control of their work areas and suggesting and 
implementing improvements. “The results of this 
process were amazing,” said Ring. “especially 
considering that the primary language of many of 
our employees is Spanish. Now employees know 
their voices are being heard,” said Ring. “We’ve 
made changes to facilitate better communication, 
including signage in two languages, publishing the 
employee newsletter in English and Spanish, and 
providing additional training in two languages.”

“Because of 5S, the plant is clean, open and well-
ordered. Everything is labeled, and now if anything 
is amiss, it can be spotted immediately,” said 
Ring. “5S has meant a night and day difference 
in our plant – including great improvements in 
productivity, quality and safety.”

“Dalco Metals is a great example of what it takes to 
generate the benefits of Lean manufacturing over 
the long-term,” said Thiltgen. “Many companies 
start Lean programs but lack the stamina and 
commitment it takes to fully realize the benefits 
gained when Lean is a way of life.  Dalco Metals 
has tremendous executive support for Lean – it’s 
a part of everyone’s job.”

Charles Ferguson, inside sales, applications, 
and 5S Facilitator, agrees. “The ‘sustain’ part of 

Russell Cords, Slitter Operator, prepares a  
cold rolled coil for metal processing.

Charles Ferguson reviews 5S data displayed  
next to the 5S Communication Board.

Dalco Metals took action: the new office space 
addition was completely re-designed to group 
staff around the flow of the work, rather than in 
departments. This change and other streamlining 
measures “cut the processing time from four days 
to two,” said Ring.

Oswaldo Torres, Shipping Specialist, loads 
finished product into one of Dalco’s carriers. 



Define Innovation
One can’t pick up a trade magazine, economic 
development plan, company strategic plan or 
economic policy white paper without seeing 
“innovation” cited as the key to future success. 
The problem is that no one seems to have the 
same definition of “innovation.”

To a policymaker, innovation is often viewed as the 
transfer of technology from our laboratories and 
universities. Viewed in this light, the solution to 
America’s economic challenge is simple: Increase 
investment in research and development and 
deploy groups to disseminate these technology 
opportunities to our companies or entrepreneurs. 
These firms will develop the technology into high-
growth businesses that will create wealth and 
jobs. This approach to innovation has resulted in 
some notable spin-offs and even the creation of 
entire industries, such as nanotechnology and the 
Internet.

Unfortunately, this supply-side ‘innovation’ 
approach doesn’t apply for most of America’s small 
and mid-size manufacturers. For the vast majority 
of American manufacturers, innovation is simply 
the ability to anticipate customer needs and then 
deliver products, services, and solutions to meet 
those needs…profitably, rapidly, continuously.

Customer-Focused Innovation
This demand-driven approach to innovation—or 
what we call customer-focused innovation—has 
led TLX Technologies in Waukesha, Wisconsin, 
to realize growth of 25 percent in the toughest 
economic recession of the past 30 years. 

This 25-person firm drives innovation by:

1.   Staying close to customers – even collaborating 
directly with customers on engineering solutions 
for new product development.

2. Routinely exceeding customer needs. If the 
specification calls for 100,000 cycles of use, 
they will engineer it to exceed 1.5 million cycles. 
They consistently make their solenoids and 
actuators smaller and better than competitive 
offerings. They can do this because they 
constantly recruit the best engineering talent 
they can to feed their innovation pipeline.

Or consider Northwoods Paper Converting in 
Beaver Dam, Wisconsin. Northwoods’ co-owners 
spend most of their time with customers gathering 
intelligence about new problems and future 
needs. The owners use that knowledge to drive 
rapid development of specialized paper products. 
They can charge higher margins on niche, 
specialty products and create them quickly due 
to their expert knowledge of the processes and 

their ongoing investment in new equipment and 
technology. This customer-focused innovation has 
powered growth at an average of 100 percent a 
year for the last seven years.

Both firms succeed with a simple-to-understand 
but difficult-to-execute strategy: Identify your 
customers’ needs and then provide a solution that 
exceeds their expectations.

Whose Innovation Is It, Anyway?
By Mike Klonsinski

innovation. By offering help in areas such as 
market research and product development 
process deployment, WMEP can better support 
those next generation manufacturing firms that 
are looking to carve out a profitable niche as an 
innovative solution provider.

It is clear that the nation’s investment in research 
and technology provides a competitive advantage 
and drives industry growth. But it is equally true 
that doubling the pace of customer-focused 
innovation for thousands of small and midsize 
American manufacturers will produce a national 
competitive advantage and drive quality job growth 
throughout the country.

Mike Klonsinski is executive director of the 
Wisconsin Manufacturing Extension Partnership 
(WMEP).

Check out this blog, relevant articles and more 
at: http://nextgenerationmanufacturing.
typepad.com/

WMEP’s Expanded Services
 
Customer-Focused 
Innovation

Production, Preparation, Process (3P)

3P is a methodology that focuses on fulfilling 
customer requirements by applying the expertise 
of a diverse team of engineers, designers and 
specialists in a multi-day creative process. The 
3P process enables the team to rapidly create 
and test potential product and process designs 
to meet customer needs. 3P typically results in 
products that are less complex and easier to 
manufacture, use and maintain. 

Call 877.856.8588 for more information or 
e-mail Mike Hablewitz, manufacturing specialist 
at hablewitz@wmep.org

Rapid Prototyping Services - NEW!

Through WMEP’s membership in Milwaukee 
School of Engineering’s (MSOE) Rapid 
Prototyping Consortium, small and midsize 
manufacturers are able to purchase 
professional prototyping services through 
WMEP at a discounted rate. Prototyping can 
save money by shortening product development 
time and resolving flaws early in the design 
process.

For more information, contact WMEP at 
877.856.8588 or e-mail results@wmep.org

Find out about WMEP’s new offerings by 
registering for our monthly e-newsletter.  

Go to www.wmep.org and click on the link at 
the bottom of the home page to sign up.

Manufacturers “Get It”
Awareness of customer-focused innovation is not a 
problem for American manufacturers. In the Next 
Generation Manufacturing Study, 84.6 percent 
of manufacturing executives said that customer-
focused innovation was ‘important’ or ‘highly 
important’ to their organization’s success over the 
next five years. The problem is that not enough 
are succeeding at putting in place the internal 
mechanisms to drive rapid, profitable, ongoing 
solution development. Three-quarters of American 
manufacturers realize less than 25 percent of 
sales from products introduced in the past three 
years, according to the NGM Study; two-thirds of 
American manufacturers are investing less than 
5 percent of sales in new product development/
R&D.

Too few manufacturers have sophisticated 
marketing or customer engagement efforts in 
place to anticipate emerging needs. Too few have 
invested internally in the equipment, technology, or 
people necessary to meet these rapidly changing 
customer needs. 

The solution to this problem is not realized by 
increasing the supply of new research. It is 
realized by helping America’s small and midsize 
manufacturers make the changes within their 
companies.

Expanded Services for 
Manufacturers
One positive step in this direction is that WMEP 
is expanding services beyond the traditional 
core of continuous improvement and increasing 
assistance in the area of customer-focused 

For the vast majority of 
American manufacturers, 

innovation is simply 
the ability to anticipate 

customer needs and then 
deliver products, services, 

and solutions to meet those 
needs…profitably, rapidly, 

continuously.

http://nextgenerationmanufacturing.typepad.com/my-blog/2010/05/whose-innovation-is-it-anyway.html

