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PRESIDENT’'S MESSAGE

Technology, where

does it end?

e answer is - it doesn’t. Not long ago,
was in a board meeting and one of our
directors made the comment that it would
be nice if we could have just one meeting

and not discuss technology and websites.
respectfully let him know that just wasn’t going
to happen. Technology is a good thing. Yes, it can
be extremely frustrating, but it is here to stay and
we're better for it.

Your IDC Independent Distributors recently
revised the www.IDC-USA.com website. This
revision tells you, our customer, a little bit more
about the benefits
of working with an
IDC Independent
Distributor. It also lets
you find out where
the IDC Independent
Distributors near you
are located. As excited as
we were at launch, we also faced challenges.
You know the drill; the beta site works great the
day before, then the wheels fall off when you
“flip the switch.”

As the old saying goes, “Technology is great...
when it works!” But our industry won't give up,
even when the user expectation bar is raised by
technology giants like Amazon, eBay, etc. The fact
is, the distribution industry is a little behind other
industries when it comes to technology, and
we need to continually try to catch up, capital
resources notwithstanding,

In an effort to better serve you, the distribution
industry has had to place much more focus on
logistics, and logistics is driven by technology.
Your IDC Independent Distributors are
committed to a continuous effort to improve
our technologies to better serve you. These
efforts aren’t just limited to our website, but
also with measures to reduce transaction costs,

IDC INDUSTRIAL REVIEW SPRING/SUMMER 2013

IDC’s goal is to provide
local expertise on time,
any time, every time.

and improve our ability
to tell you when product
can be expected. It’s a big
elephant, but we’ll get
the job done, one bite at a
time. The goal of the IDC
Independent Distributor is \

to provide our custgmers JACK L. BAILEY
local expertise on time,
any time, every time.

And let’s not forget product technology.
This issue of IDC Industrial Review contains
some informative
articles on product
technologies from
manufacturers
such as Energizer,
Maxi-Lift and ITW
Professional Brands.
As your industrial
partner, IDC Independent Distributors want to
make you better and more profitable. We are very
appreciative of the advertisers that support our
ability to provide this publication to you without
charge. Any products you see advertised in IDC
Industrial Review can be sourced from your IDC
Independent Distributor.

To find those IDC Independent Distributors
near you, go to www.IDC-USA.com.

IDC Industrial Review is published twice per year by
IDC-USA. Editorial, design and production services mC-US A
provided by Direct Business Media, LLC, 401 S Fourth

Street W, Fort Atkinson, WI 53538-2106. Program

Director: Stephanie Schoening; Editorial Coordinator: Rich Vurva;

Graphic Design: Amy Klawitter, Advertising Sales: Patricia Wolf;

Production Manager: Deb Pierce. For editorial, subscription and

advertising inquiries, call (866) 214-3223. For further information on

any of the products featured in the magazine, contact your local IDC
Distributor. The contents of this publication may not be reproduced in

whole or in part without written consent of the publisher.

www.IDC-USA.com



Lubriplate®
Advanced Lubricants For All Industries.

The Lubricants You Need...

From a name you know and trust.

B Multi-Purpose Gear, Bearing,
Chain & Recirculating Fluids & Oils

Compressor Fluids & Oils

Hydraulic Fluids & Oils

Specialty Lubricants

Multi-Purpose Greases

Environmentally Responsible
Lubricants

B NSF H-1 Registered
Food Machinery Lubricants

M Spray Lubricants
M Metalworking Fluids

Automotive Lubricants
Motor Oils

Perma Automatic Lubricato

Backed By:

Lubriplate®

ESP

Extra Services Package

Training
Follow-Up Oil A

- ® - . .

Lubriplate® Lubricants Available
rom:

Newark, NJ 07105 / Toledo, OH 43605 =

1-800-733-4755 / E-Mail: LubeXpert@Ilubriplate.com

To visit us on Facebook, Twitter or

LinkedIn, go to www.lubriplate.com n H m
and click on the desired icon. L 1-866-575-2025 ¢ www.IDC-USA.com
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BEARING LOCKNUT SOCKETS

Designed, engineered and manufactured at the request of IDC-USA

* Made from chrome molybdenum alloy

* Impact quality

* Lifetime warranty

* Exceeds ANSI & DIN standards

* Large, easy-to-read markings

* Drive-end sized for standard ratchets,
t-handles, or torque wrenches,
3/8”, 1/2" 3/4”

* Sockets sized for locknuts N-01 thru N-13

* Priced 50-70% below competition

& '
KING TONYAMERICA
©KTPRO (M7 & KING TONY

2432 Peck Road, City of Industry, CA 90601
Toll free: 877.708.6657 - www.kingtonyamerica.com
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v/ Screw Conveyors v Hoppers and Silos
v Bucket Elevators v Belt Conveyors
v Drag Conveyors ’

MADE-TO-ORDER COMPONENTS
KWS stocks a full line of CEMA standard parts and an

extensive inventory of specialized parts and accessories. .
y s o For over 40 years, KWS Manufacturing has been

dedicated to providing you the highest quality
equipment and service available to the bulk
material handling industry.

We know your industry. You'll love our
workmanship. We have the solutions you need.
That’s the KWS difference!

Design
Engineering
Manufacturing

KWS Manufacturing Company
3041 Conveyor Drive « Burleson, Texas 76028 s,\“
\\ \»“
\Q’ ‘\\\

, Toll Free: (800) 543-6558
Certified  Jgabiaie www.kwsmfg.com S
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IDC NEWS

Cleveland Gear offers screw conveyor drives

Cleveland Gear is proud
to announce its NEW Screw
Conveyor drives to complement
its line of helical shaft-mount
reducers. Cleveland’s shaft mount
reducers are available in Sizes
2 -9 and the Screw Conveyor
reducers are available in Sizes
2 - 6. These drives are suitable for
Class I, Il and III applications. This
new offering is both customer and
distributor friendly, as the cast
iron housings are the same for
both product styles. The housings
are precision machined to accept
the screw conveyor mounting
adaptors. These adaptor kits are

designed to CEMA standards
and provide all the components
necessary for screw conveyor
drive applications. Standard
CEMA drive shafts are also
available. Gearing is carburized,
case hardened and ground in
ratios of 15:1 and 25:1.

Rely on Reelcraft

o

5 ] Heavy duty power
ﬂ | and light cord reels

= Series L4000

& O Series DP5000 -
Y ; Compact dual
y @usrin pedestal hose reels

Available through your local IDC-USA distributor.

QIREELCRAFT

www.reelcraft.com | 800-444-3134
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These products are available
from “Stock” in multiple locations.
Please contact your local IDC-USA
distributor or Cleveland Gear for
more information and request
Catalog # SMCG.

Vacuforce offers
universal vacuum tool

The new Jellyfish universal vacuum tool from
Vacuforce offers the robot integrator unparalleled end-
of-arm vacuum tooling solutions. Composed from 100%
acrylic and made under a proprietary manufacturing
technique, the Jellyfish weighs 75% less than typical
end-of-arm vacuum tools, to enable smaller robot
selection, saving the user many thousands of dollars
in capital cost. The universal feature of this new tool
enables the user to handle varying size loads such as
multiple cardboard boxes, different product footprints
and more. Available in various modular sizes, the
Jellyfish sets the new standard for lightweight, flexible,
universal vacuum tooling.

www.IDC-USA.com
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ﬁaditional bin storage vs. vending

When you hear Vendor Managed Inventory (VMI), you

typically think of traditional binning solutions. They are
available in the widest array of storage equipment types
including slide racks and drawers, large bins, wall cabinets,
chemical cabinets, wire racks, threaded rod racks, hose
racks and more. In many MRO applications involving small
inexpensive consumable maintenance parts, traditional
binning solutions may provide the most cost-effective

solutions.

When you’re dealing with high-usage personal protection
consumables like gloves and safety glasses, you can
eliminate lost productivity by utilizing Kimball Midwest’s
Vending Solutions. By keeping personal protective
equipment and mission critical parts on the production floor,
you will eliminate multiple trips and travel time to the tool crib
and costly out-of-stock situations. With Kimball Midwest,
you can control and manage assets by securing and

If you are looking to control costs and show documented
savings, Kimball Midwest’s Vending Solutions are an easy

dispensing tools, identify who is currently using checked-out  way to find those extra dollars. Learn more from your local

equipment, and control access to items at the user level.

Sign up for
IDC University

IDC University provides an
intense learning environment
where students gain valuable
industry knowledge to apply
immediately to their daily jobs.

Check out the courses offered
and register today by visiting
www.IDCuniversity.com
POWER TRANSMISSION
PRINCIPLES
Aug. 19-22, 2013

HYDRAULIC PRINCIPLES
AND APPLICATIONS
Sept. 16-19, 2013

BULK MATERIAL HANDLING
Nov. 18-21, 2013

MOTORS & CONTROLS
Dec. 9-12, 2013

BEARING TRAINING: A-ZZ
March 2014

www.IDC-USA.com

IDC Distributor or by visiting www.kimballmidwest.com.

\‘A\\“' ' [} ’ ’
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INDUSTRIAL
THERMOPLASTIC
HOSE

Food, Material Handling, Petroleum &
Water Hose, Banding Coils & Sleeves

e peanlie

API Adapters & Couplers, Vapor
Recovery Part C

Crimp Couplings, Ferrules & Sleeves.
Couplings in Aluminum, 304SS,
Polypropylene & Brass

INDUSTRIAL RUBBER & PVC HOSE, COUPLINGS & ACCESSORIES

Jason _
Industrial Inc: DISTRIBUTION CENTER

CO. CAROL STREAM, IL - (630) 752-0600

CORPORATE HEADQUARTERS
FAIRFIELD, NJ - (973) 227-4904
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I?WS Manufacturing launches new website

KWS Manufacturing announced the launch of a new and more rapid solutions to resolve our customers’ needs.
website (www.kwsmfg.com) with a focus on usability and Remember, KWS stands for Knowledge, Workmanship and
search engine friendliness. The new site design offers an Solutions.”

improved user experience, expanded content and online
resources for both existing and prospective customers and
sales representatives.

KWS selected Visual App for a website redesign, search
marketing and site management.

“With an updated website, KWS
now has a solid foundation for their
online marketing initiatives,” said
Jeff Old, principal at Visual App.
“Redesigning their website is a

key element in building their online
marketing strategy. It will assist

KWS in reaching new customers

and continue to be an online

resource for their industry.”

Headquartered in Dallas, KWS
Manufacturing Company Ltd. is the leader in the
design and manufacture of conveying equipment
for the bulk material handling industry.

“In today’s technological environment, it is
extremely important for companies to have
a cutting edge website to not only attract
new clients, but to provide a real-time venue
for existing customers to have accessible,
critical information at their fingertips,”
said Bill Mecke, president of KWS. “The
expanded content includes
videos, product animations,
‘Ask the Experts’ and problem
solving success stories. The
enhancement of our online
offerings will allow us to provide
instantaneous interaction

12
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SERVING YOU FOR 25 YEARS B
With hundreds of locations across the U.S. s I& .
IDC Distributors have the solution you need. Hingl vour - gggtor -USA

www.IDC-USA.com .5 Ll
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IDC-USA redesigns website

The URL is still the same but
the focus has changed. IDC-USA,
the only U.S.-based independent
distributor-owned organization in
the power transmission industry,
has made it even easier for you to
find the products and expertise
you will only get from an IDC
Independent Distributor. New
features of the website emphasize
training and products in addition
to callouts that lead you to the
right solution with the simple
click of a button.

IDC-USA.com enables you
to easily find the nearest IDC
Independent Distributor by

entering your zip code or city
and state into the “Find an
IDC Distributor Near You”
search. For questions about
projects or machine parts,
you can “Ask an Expert.” This
online form is routed to the

IDC NEWS

closest IDC Independent

Distributor and answers are
provided within 24 hours. The
redesigned website also includes a
listing of products, allowing you to
browse the lines available through
IDC Independent Distributors.

“It is IDC-USA’s responsibility to
continually provide the means for
our independent distributors to

thrive in this economy. Making

it easy for customers to find the
solutions they need will give
them another great reason to
continue to do business with an
independent distributor,” said Jack
Bailey, IDC president and CEO.

FYH

The foremost brand of
Japanese mounted units

&

~forover sixty years.

B

P
a5

FAARSA
= ap == s

FYH BEARING UNITS USA, INC. 132017 FYH Drive Huntley, lllinois 60142, USA

www.IDC-USA.com

TEL: 847-487-9111 FAX: B47-487-9222 E-mail: sales@fyhusa.com
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The decline in U.S. manufacturing
plants is much bigger than
“runaway plants.”

BY DANIEL J. MECKSTROTH, CHIEF ECONOMIST, MAPI

plant closing

announcement stirs up

a great deal of anger and

rustration: the media

focuses on job losses and what
they mean to individuals and
the community, and politicians
denounce the company’s
decision, promising government
assistance to the affected. In
the case of a runaway plant, the
cause and effect is usually very
clear—foreigners got our work.

Single-minded attention on
runaway plants, and for that
matter their return to the United
States, is misplaced. Relatively
few plants are shut down in the
United States by an owner who
opens up an identical facility
abroad and supplies the U.S.
market with imports from the
foreign affiliate. A widespread,
more fundamental reason for
plant closings and openings is
the sourcing decision (where
firms purchase intermediate
goods and services—from
domestic or foreign suppliers).
The procurement decision is
based on cold, hard calculations
of the total cost of ownership.

Domestic plant decline

What may be surprising to
some observers is that the rate

IDC INDUSTRIAL REVIEW SPRING/SUMMER 2013

of plant closings shows a
declining trend over the last
13 years. Unfortunately, the
rate of plant openings has
consistently fallen even more.
On average over the last 13
years, of all plants, 3.5 percent
closed each quarter and 2.9
percent opened. The most recent
data for the first quarter of 2012
show that approximately 10,000
plants closed (3.3 percent of
plants) and 8,000 plants opened
(2.6 percent of plants). U.S.
manufacturing plants fell from
375,000 in 1998 to 304,000 in the
first quarter of 2012.

The number of manufacturing
jobs has also been damaged by
the flow of factories opening
and closing. Total manufacturing
jobs started growing again in
the first quarter of 2010; all of
this growth, however, came from
existing plants. Between job
gains from opening plants and
losses from closing plants, there
was a cumulative loss of 108,000
jobs from first quarter of 2010 to
first quarter of 2012.

Foreign investment not the
same as runaway plants
There are many reasons to
invest in foreign manufacturing
operations. One reason U.S.

multinational
manufacturing
corporations (USMMCs)
invest overseas is that
they view themselves as global
companies. In many cases, they
must have a manufacturing
presence in a country or region
in order to participate in the
market because of trade barriers,
the cost of shipping goods over
long distances, and the need to
customize the product for the
geographic market. Another
reason is that the fastest growth
is occurring outside the U.S,,
particularly in less developed
countries.

A common complaint is that
domestic corporations invest
in manufacturing facilities in
other countries and then export
products from their affiliates
to the United States. Equating
foreign direct investment with
runaway plants, however, is
incorrect. There is a major

www.IDC-USA.com
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distinction between
investment in runaway
plants and investment
in foreign affiliates

to participate

in the global
marketplace. The

difference hinges on

where foreign manufacturing
affiliates of U.S. corporations
make their sales. If the affiliates’
sales are to the U.S. parents, then
it is possible—although still not
likely—that the sales come from
runaway plants. If the affiliates’
sales are to non-U.S. customers,
however, the investment abroad
was clearly to participate in the
global market, not for shipping
back to the U.S.

The U.S. Bureau of Economic
Analysis collects statistics on the
operations of U.S. multinationals
and tracks the sales of U.S.
foreign affiliates. Foreign
manufacturing affiliates’ sales
outside the United States, valued
in dollars, grew 109 percent
from 1999 to 2010. USMMCs
saw superior sales growth from
foreign affiliates compared

www.IDC-USA.com

to their U.S. manufacturing
operations, which grew only 47
percent during this time.

In 2010, 89 percent of foreign
manufacturing affiliates’ sales
went to non-U.S. customers. Only
11 percent ($242 billion) went to
the United States—9 percentage
points to the U.S. parent and
2 percentage points to non-
affiliated U.S. customers.

To summarize: U.S. manufacturers
invest abroad primarily to
participate in the global market; only
a small portion of foreign affiliates’
sales come back to U.S. parents.

Sourcing determines
domestic production
Manufacturing is complex.
Firms analyze their bill of
goods and make decisions on
what components to produce
internally and what to buy from
suppliers. The make-versus-
buy decision is influenced by
many factors, including the
strategic importance of the
component, the intellectual
property involved, the cost

COVER STORY

of manufacturing, and the
availability of supply. Not
surprisingly, the more complex
the products and the more
competitive the marketplace,
the more likely firms are to
outsource components and
services and concentrate on
what they do best.

Suppliers have suppliers,
and this creates a supply chain
of relationships. The intricate
web of multiple intermediate
purchases before products are
sold to the end-use customer
results in a double-counting
of sales. Consequently,
manufacturers purchase more
direct material, indirect goods
and services from suppliers than
the value they add themselves.

The volume of intermediate
purchasing is huge. Gross
output—the sum of all revenue
from manufacturing shipments
in the United States—was
$5.4 trillion in 2011. Only $1.7
trillion of this amount was
manufacturing’s value-added,;
$3.7 trillion was intermediate
purchases of goods and services.
The sourcing decisions for these
intermediate purchases have the
largest impact on whether there
will be a manufacturing revival.

Imports accounted for a rising
share of intermediate purchases
through 2006, making up 21
percent in that year. The import
share went up and down during
the 2008-2009 global recession,
but rose to 23 percent by 2011.

The important points are
that (1) the nearly $4 trillion
in sourcing decisions made by
domestic manufacturers dwarf

SPRING/SUMMER 2013 IDC INDUSTRIAL REVIEW
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the runaway plant and export
platform issues in determining
the location of manufacturing
production, and (2) the statistical
data show that the import share
of intermediate purchases is not
declining within manufacturing.

U.S. manufacturing
conditions improve

The narrative for a
manufacturing revival comes
from the strong production and
job growth in the economic
recovery since 2009. There are a
number of economic reasons for
expecting a revival:

I The value of the U.S. dollar
has fallen 23 percent versus a
broad basket of currencies since
2002. The dollar depreciation
makes U.S. goods relatively
cheaper to foreign buyers and
makes imports denominated
in foreign currencies more
expensive. A falling dollar
promotes exports and
discourages imports.

1 Unit labor costs in U.S.
manufacturing have been
relatively flat over the last 10
years and well below the overall
rate of consumer inflation. Unit
labor costs averaged only 1.4
percent a year in non-high-
tech manufacturing (which
excludes the computer and
electronics products industry).
Including the impact of high
productivity growth in high-tech,
manufacturing unit labor costs
have increased only 0.3 percent
a year.

I The country benefits from
abundant natural gas and
increased oil production. Natural
gas prices in the United States

IDC INDUSTRIAL REVIEW SPRING/SUMMER 2013

are at least two to three times
lower than in Europe and Japan.

I The increasing cost of
shipping goods over long
distances incents a domestic
supply network.

I Natural disaster supply
disruption from tsunamis,
earthquakes, volcanos, floods,
etc., has increased the cost
of extended supply chains.
Additional inventory, expediting
and supply continuity measures
are costly. To lessen the risk of
supply disruption, firms should
be more willing to source locally.

I Customers are demanding
just-in-time delivery, six sigma
quality and more collaboration to
spur innovation from within the
supply chain. Strategic supplier
relationships are difficult with
long supply chains.

I Compensation is increasing
very rapidly in developing
regions of the world, narrowing
the gap with U.S. labor costs.

I The high cost of travel and
time involved in managing
supplier relationships from afar
are problematic.

I Intellectual property
protection poses difficulties in
developing economies.

Little solid evidence of a

manufacturing revival (yet)
Despite the fact that

economic forces and business

requirements seem to be shifting

in favor of domestic sourcing,

there is little evidence of this

in the statistical data available.

For example, the number of

-

manufacturing plants continued
to decline through early 2012.
Manufacturing’s share of GDP
fell from 15.1 percent in 1998

to a low of 11 percent in 2009
before rebounding to 11.5
percent in 2011. The reason for
the improvement has more

to do with the severity of the
recession than a structural
improvement in the sector.
Manufacturing value-added (in
current dollars) fell 9.3 percent
from 2007 to 2009 compared with
a 0.4 percent decline in GDP. In
the recovery from 2009 to 2011,
manufacturing value-added rose
12.4 percent while GDP expanded
7.9 percent, thus adding back
about 0.5 percent of the sector’s
share of GDP (11 percent to

11.5 percent). Nevertheless, the
manufacturing sector is the

net loser over the cycle. GDP
increased 7.5 percent from 2007
to 2011, while manufacturing
value added increased only 2
percent. The sector’s share of
GDP fell from 12.1 percent in
2007 to 11.5 percent in 2011.

The import share of U.S.
manufacturing consumption
was 38.4 percent in 2006 and
remained relatively flat through
2010 before rising to 39.6 percent
in 2011. In other words, nearly
40 percent of the producers’
value of manufactured goods
consumed in the U.S. economy
is from imports. All of U.S.
manufacturing’s advances in
competitiveness have only been
able to somewhat stabilize the
import share, not reduce it.
Fortunately, some progress was
made on the export side of the
trade equation. The export share
of U.S. manufacturing was 22.8
percent of production in 2006

www.IDC-USA.com



and rose to 27.3 percent in 2011.

A barometer of the impact
of trade is the dollar value of
exports less imports, revealing
net exports. The manufacturing
trade deficit bottomed out in
2006 at about an $800 billion
deficit. The deficit improved
(became less negative) during the
2008-2009 global recession, but
worsened during the economic
recovery in 2010 and 2011. It
stood at $712 billion in 2011—an
improvement over 2006—but it
has been moving in the wrong
direction since then.

Government policies

Alag of a year or more is
common for the economic
statistics that measure progress
of a potential manufacturing
revival. That’s why it is not
possible to definitely say that
a manufacturing revival is
under way. It’s doubtful that a
turning point in the number of
manufacturing plants, foreign
outsourcing and trade deficits
has occurred. The reason is
that the positive economic and
strategic forces for creating a
manufacturing revival are not
reinforced by public policy.

Numerous studies have
recommended changes to
federal policies that would
improve the competitiveness of
the manufacturing sector. And
there is virtually unanimous
agreement on the policies that
could support a revival. Robert
Atkinson of the Information
Technology & Innovation
Foundation classified the policies
into four major areas called the
four Ts—tax, trade, technology
and talent. Tax policy should

www.IDC-USA.com

address the uncompetitive

U.S. corporate tax, change the
territorial tax system that traps
U.S. foreign profits abroad,
implement a permanent and
expanded R&D tax credit, and
recognize that many small
manufacturers are organized

as subchapter S corporations.
Conducive trade policy would
promote more export financing,
re-evaluate the export control
lists, actively use diplomacy

to stop trading partners from
export-promoting currency
manipulation and actively
promote new trade agreements.

Competitiveness-enhancing
technology policies involve
improvements to the technology
transfers from federally
sponsored research to private
companies, and getting more
federal support to take basic
and applied research further
into product development. A
good example of an industry-
government technology
partnership is President Obama’s
proposed National Network
for Manufacturing Innovation.
Another idea is to promote
clustering and centers of
excellence in technologies and
products to take advantage of
economies of scale.

The issue of skill shortages in
manufacturing shows the need
for a talent initiative. The United
States needs a better-performing
K-12 system. Other countries
spend much less and have
better results. Manufacturers
are calling for more training in
science, technology, engineering
and math. NAM’s Manufacturing
Institute is a leader in promoting
community college and
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apprenticeship programs that
have nationally recognized skill
certifications.

One additional major policy
area that MAPI considers
important is to slow the pace of
regulation. A recent study done
for MAPI found that while federal
regulations analyzed in isolation
may have a small economic and
financial impact, when they
are analyzed collectively—or
“layered” on top of another
in practice—this interaction
creates additional distortions
that lead to high costs, both for
manufacturers and the overall
economy. Regulation should
be more closely scrutinized for
the actual cost and benefits
and adopted only if there is a
substantial net benefit.

Conclusion
Runaway plants are only the
tip of the iceberg when it comes
to job and plant destruction
within U.S. manufacturing. A
widespread, more fundamental
reason for the decline in the
number of manufacturing
plants is the sourcing decision
to purchase intermediate
goods from foreign rather than
domestic suppliers. Although
economic forces and business
requirements seem to be shifting
in favor of domestic sourcing,
there is little evidence that
a manufacturing revival has
occurred—the necessary positive
economic and strategic forces
are not reinforced by supportive
public policy.

Excerpted from a report by
the Manufacturers Alliance for
Productivity and Innovation (MAP]I).
Visit www.mapi.net for more.
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One—stop c\eaming Shop

ITW Professional Brands manufactures multiple
lines of products that meet a wide variety of
Industrial, janitorial and institutional requirements.

BY CLAIR DAVID URBAIN

e mantra in every
manufacturing and
institutional facility:
Cut down; simplify;

streamline. Repeat.

It’s a well-documented
fact that using fewer product
suppliers and stocking fewer
products can positively affect the
soft costs of MRO acquisition. But
consolidation only works when
the streamlined product line can
consistently perform across all
applications.

That’s a fine line to walk, and

Rich Bucher, director of sales and
marketing at ITW Professional

IDC INDUSTRIAL REVIEW SPRING/SUMMER 2013

Brands, believes the company
has accomplished that with
its line of five brands that can
be used in industrial, MRO
production and institutional
settings.

“We have combined five
leading brands - Scrubs, Dykem,
Spray Nine, Dymon and Atlantic
Mills — and created the umbrella
company of ITW Professional
Brands. Under one house of
brands, customers will be
able to consolidate purchase
requisitions to reduce acquisition
costs. Instead of going to several
manufacturers for janitorial
and industrial supplies, they

can go to one supplier - ITW
Professional Brands,” he says.

Separately, the products
are leaders in their product
fields, each offering superior
performance in demanding
applications. Many offer task-
specific features that aren’t
found in any other product
and are capable of tackling
challenging cleaning or marking
applications.

Here’s a look at each segment
of products at ITW Professional
Brands and their distinct
advantages:

www.IDC-USA.com
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DYKEM MARKING PRODUCTS

Dykem Marking Products include a wide
variety of products from paint markers
to layout fluids, as well as
tamper-indicating pastes :
that harden and crack to -
show if vibration or tampering
has affected a seal.

“The paint markers are .«
valve-actuated — they pump ‘
out paint or ink material as the tip
is pushed. They look more like a fountain pen
than a felt tip marker. They can be reprimed and used
if the cap is left off and the tip dries out, unlike a felt tip
marker. You simply shake it up, depress the tip and use

it again. The Dalo and Texpen markers

have stainless-steel ball tips and can
write on rough metals, over oil
and can even write underwater,”
Bucher says.

“The Dykem Steel Blue layout
fluid has been around since
1923. It’s the industry standard
for highlighting scribe
marks in metal-cutting
operations. It really
makes the scribe line pop
out,” Bucher says.

The Dykem line includes:

b Valve-actuated
paint markers

D Remover and prep
fluid for layout
marking

b Layout fluid

D Steel-tipped paint
markers

D Temporary/
removable markers

D Ink markers
D Staining colors

www.IDC-USA.com

D Cross-Check
tamper-proof
torque pastes

D Specialty markers
— high purity and
high-temperature
formulations

b Cling products for
lubrication

b Hi-Spot bearing
high-spot markers

D Fountain brush
and bottle

MANUFACTURER PROFILE

DYMON SPECIALTY CLEANERS

The Dymon product line

=
started out as a private-labeled &y [
line of aerosol products, but has | ! R
grown into its own brand, says E——— ) B
Bucher. “It is a professional-grade do-it ]

group of cleaners, disinfectants,
deodorants and floor products.
It’s a high-quality line known by
professionals and complements
the Spray-Nine and Dykem lines.”

The Dymon line includes:

D Metal and stainless
steel cleaners
and polishes

D General cleaners

b Disinfectants and
deodorizers

D Upholstery cleaner
and protectants

D Floor care products

D Furniture polishes
and dusting aids

D Washroom cleaners

b Graffiti removers

D Enzyme and odor
control products

D Insecticides

D Glass and lens
cleaners

D Hand cleaners b Oven cleaners

D Skin care products

ATLANTIC MILLS DISPOSABLE
WIPING PRODUCTS

The most recent addition to the ITW Professional
Brands line has been the Atlantic Mills line of disposable
wiping products. Although the majority of dry wipes are
used for foodservice/institutional uses, some are dry
wipes embedded with cleaning agents and disinfectants
formulated for specific applications. When the wipe is
immersed into a bucket of water or dampened, it creates
a high-performing solution that can clean or disinfect as
required by the application,” says Bucher.

Atlantic Mills wipes are available to meet the cleaning
needs of food service, janitorial and industrial customers.
The Atlantic mills line also offers a complete line of
lightweight and breathable aprons for workers.

CONTINUED ON PAGE 20
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SCRUBS

These handy pre-moistened wipes are dispensed from SCRUBS SCRUBS«
a variety of packages designed for the job at hand. The
pre-moistened wipes have a variety of uses that match k: P
specific types of jobs required by various industrial,
institutional or other uses.

St { Ty Ty
\...n....... L i _‘;'u.__ Yo

“We offer Scrubs wipes in 21 different pre-moistened

formulas that are specifically designed for the SCRUBS wipes are available in:
contaminants they are used to clean up. SCRUBS-In-A-

Bucket is now a 20-year-old product that fills the need D Hand cleaners D General and glass
of industrial and institutional workers who need to clean D Sanitizers, cleaners

oil, grease or adhesives from their skin. They can perform disinfectants, D Sunscreen

those messy chores without leaving their workplace and deodorizers

na t | " i di b Insect repellants
going 10 a Cleanup area, SO It saves 1ime ana Is more D Metal and stainless

ognvement. They are very effective, and have a pleasant steel cleaners and
citrus fragrance. The dual-texture towel allows for easy polishes
cleanup,” Bucher says. “We originated the concept and D Floor care

. L w b Graffiti and
are the No. 1 brand of professional-grade hand wipes. .
P 9 P whiteboard cleaners b Degreasers

b Furniture polish
and dusting

If you're looking to control bearing and power quality to meet the high-performance demands of today’s
transmission costs, IDC Select offers a complete line industrial applications. IDC Select products are exclusively
of quality products. Manufactured in ISO certified available from IDC Suppliers who maintain inventory stock
facilities, IDC Select products exceed the quality, levels at their respective local facilities. A Iarger inventory
performance, appearance and packaging standards is maintained at their IDC-USA

expected in today’s industrial marketplace. Independent distribution center in Indianapolis.
lab tests ensure every IDC Select product has the
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SPRAY NINE

Spray Nine is a well-respected product that can help
users dramatically consolidate their cleaner/disinfectant
line. “They can use one spray product instead of nine. It
can clean, degrease, disinfect in 30 seconds, disinfect
bacteria in 45 seconds, sanitize in 10 seconds, kill fungus
in three minutes, deodorize, control mold and mildew and
remove stains. No other liquid cleaner can do all of this.
Some need 10 minutes or more of dwell time to
work, but not Spray Nine,” says Bucher.

“Spray Nine is used for
cleaning in industrial plants, by
professional housekeeping
staffs and in institutional
settings. It is available in
packages ranging from spray
bottles to 275-gallon totes,”
Bucher adds.

MANUFACTURER PROFILE

Spray Nine brand products include:

D Coco Scrub and

D Industrial cleaners
D Odor-eliminating

D Grez-Off degreaser

D AV-8 aircraft soap

D Earth Soap bio-
friendly cleaner/
degreaser

D Glass and stainless
steel cleaners

Poly Scrub hand
cleaners

and degreasers

specialty products D Tub and tile cleaners

D Screen cleaners

Contact your local
IDC Distributor to
learn more about

these products

- Manufacturer of
[ ] [ ]
® A\ Smith®Bearing
443 North Ave © Garwood, N © TEL800.932.0076  FAX.908.729.9429

P Applications/Markets
* Medical Equipment
o Lift Trucks
* Refuse Equipment
* Bottling
® Packaging Food Processing
® Industrial Automation
¢ Indexing Applications

P ABC Products

) Cam Followers

) SMITH-TRAX®

) Aerospace Bearings

) Drill Jig Bushings

) Specialty Bushings

) Needle Bearings

) Load Rails

) Industrial Applications

) Ball Bearing Cam Followers
) Stainless Steel

ACCURATE BUSHING COMPANY

Accuracy Is Our
Best Policy

sales@smithbearing.com
www.smithbearing.com

www.accuratebushing.com

www.IDC-USA.com

[SOSTATIC

LEADERS IN BRONZE BEARINGS...and MORE

Redice yorr production cosis while enbancing your equipment’s
performance. Isostatic® stocks thousands of items in inch and
metric sizes. Economical made-to-order sizes are also available
with quick turn around. Contact your local IDC-USA Distributor
at www. [DC-USA.com.

IDC-USA'
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A behavior-based safety
program can help prevent
injury In your workplace

BY THOMAS ALLGOOD

ost of us spend our

days at work doing

the same task over

and over. All too
often, it becomes such a routine
that we adopt a “nothing to it”
frame of mind. Before we know
it, we are daydreaming of our
times spent with our families.
We may even witness someone
being injured on the job or know
someone who has been injured,
and still continue with the
routine.

I have witnessed the
aftereffects of a disabling
workplace injury and have seen
the tremendous impact and
burden it brings on an entire
family. I have also experienced
the personal benefits of a

2 2 IDC INDUSTRIAL REVIEW SPRING/SUMMER 2013

Behavioral Based Safety process
at my workplace that continues
to have a lasting impact on

my safety as an individual.
However, not all companies
teach and practice the behavioral
observation approach with their
workers.

In our everyday lives in the
work force, we can usually
find several opportunities to
observe potentially dangerous
situations that require a specific
type of safe behavior to avoid
injury. However, without proper
training and a systematic
approach to hazard recognition,
our eyes become callused,
making it difficult to consistently
practice making safe behavioral
observations. At my job site, I

have been trained to practice this
proactive approach to safety, but
many sites around the country
do not have this process in place,
and end up depending far too
much on luck.

Here’s a real life example: It
was early one morning at the
start of the workday. My brother-
in-law, Robert, was going about
his usual duties at a concrete
plant that made septic tanks.
Robert’s job was to feed the rolls
of reinforcement wire between
two rollers that would unroll the
wire and flatten it out. Then, the
sheet of wire would be bent into
the forms of the septic tank.

That October morning at 6:30
a.m., Robert had no idea that
in 15 minutes his life would
change forever. Like any other
day, he began feeding the wire
into the four-inch rollers, which
had strings of beads welded
along the rolls to grab the wire
to make sure the rollers would

www.IDC-USA.com
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bite the wire and keep feeding
it into the machine. Fourteen
minutes into the process,

the machine’s appetite was
relentless as it pulled the heavy
gage wire in between the rollers.
Then, in the blink of an eye, it
happened. Robert’s little finger
on his left hand momentarily
hung up in the wire mesh and
the feeding action of the rollers
began pulling his hand into

the rollers. The cold realization
that his left hand was not
coming back out hit the pit

of his stomach. Instinctively,

he moved his right hand into
position to try to free his left
hand. For a moment, he thought
that he could save his left hand,
but then it went from bad to
worse. His right hand had now
become entrapped in the rollers
and Robert was immediately
facing the gruesome prospect of
being completely pulled into the
machine head first. At this point,
Robert was trying desperately to
somehow pull himself free from
the grip of the machine. As the
rollers snatched the fingers off
his left hand, he continued with
his right hand to free the left.
All this time, the kill switch was
located on the other side of the
machine and all he could do was
scream for help. By the time help
arrived and the machine was
shut down, Robert had lost most
of both hands and continued to
be pinned in the machine until
the ambulance arrived.

After many painful surgeries,
Robert has only two thumbs,
one of which was formed using
bone from a toe. His life remains
changed forever. Even the simple
task of buttoning his shirt
requires help.

www.IDC-USA.com

Reflecting back, Robert believes
that he had performed this task
over 20,000 times in the course
of his employment. So what
happened? Why could he not
see the danger? With repetition,
he eventually lost sight of the
potential hazard.

That’s why it’s so important to
have others observe you doing
your task and then get feedback.
With a behavior safety process
in place, Robert would have not
only had more eyes on him doing
the task, but his own visual
perspective would have become
more focused to see for himself
the hazards around this task.

After looking at the location
where Robert was hurt, it was
obvious to see how easily this
disabling experience could have
been avoided. An inexpensive
modification to the equipment
combined with a basic safety
observation process would have
prevented this injury.

Behavior-based safety prevents
incidents because it provides a
systematic approach to working
safe. Would it have saved Robert?
Absolutely! One observation by
a trained observer could have
spotted several at-risks spots to
eliminate the exposure. That’s
exactly what I meant earlier by
stating why a proactive approach
to safety is preferred over a
reactive one. The at-risk situation
would have been eliminated and
the equipment improvements
would have been made instead
of waiting to fix the problem
after Robert was injured.

The key to a truly effective
safety process is total

INNOVATION CENTER

involvement. I have worked

with groups to start a behavioral
safety process at several different
sites, and the first thing I express
is the need for engagement from
all the employees.

The first step is to do an
assessment of the site to
evaluate if employees are ready
to embrace such a process. After
employee interviews we do an
inspection of injury reports over
the past year to access what
behaviors should be addressed.
Once we have established that
a process will not only work,
but will definitely reduce the
amount of injuries, we meet with
management to plan our second
step, which is the steering team
training. This training will take
three to four days.

repetitior

LI L]

The training is a very cost-
effective way to not only
reduce injuries but to engage
employees in taking a role in
eliminating the barriers that
keep them from working safely.
The bottom line in the process is
that management’s workload is
reduced and hourly employees
are engaged in safety.

I am convinced that a mature
behavioral safety approach is key
to long-term safety success.

Thomas Allgood is a behavioral
based safety consultant. He can be
reached at awgud@yahoo.com.
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iIN your workplace?

Guidelines to help avoid claims of age discrimination

BY J.J. KELLER & ASSOCIATES INC.

ost people have
heard that Baby
Boomers are now
reaching retirement
age, and the fact is that they’re
doing so en masse. Since January
2011, more than 10,000 Baby
Boomers in the U.S. have turned
65 every single day, a trend that
will continue for almost two
decades. But that doesn’t mean
that older workers are exiting
the workforce. According to a
recent survey of Baby Boomers
conducted by the American
Association of Retired Persons
(AARP), 40 percent of Boomers
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currently in the workforce plan
to work “until they drop.”

Correlating with this trend
of aging employees working
longer is the fact that one of the
top five charges filed with the
Equal Employment Opportunity
Commission (EEOC) in 2010 was
age discrimination. With older
workers staying in the workplace
longer, employers must remain
vigilant about preventing this
type of discrimination. However,
while it’s one thing for your
human resources department to
be well versed in avoiding age

discrimination, your supervisors
are on the front lines, typically
making them the first point of
contact with employees. How
many age discrimination charges
may have resulted from the
actions of untrained supervisors?

What your supervisors
need to know

For both HR professionals and
managers, older workers can
present unique issues. What
follows are some guidelines
you can follow and share with
supervisors to help avoid claims
of age discrimination:

CONTINUED ON PAGE 26
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cizus Order Your Training DVD Today,
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www.|DC-USA.com

YOUR EQUIPMENT

EXTEND THE LIFE OF

Less down time. Save money.

When you consider the financial investment you make in your equipment, it's
important to give it the best care. Proper performance means fewer repairs, less
downtime and more money in your pocket.

IDC University offers a comprehensive training DVD covering the basics of proper
installation & ongoing maintenance, storage tips & ways to extend service life, and
safety. This 6-module training DVD includes study materials and a final exam with
answer key for each module.

The 6-modules consist of:

* V-belts * Bushings » Unmounted bearings
* Roller chain * Shaft couplings * Mounted bearings

Each module runs approximately 15 minutes and covers:

» Basics of proper installation and ongoing maintenance
+ Storage tips and ways to extend service life
+ Safety considerations to avoid injury and other damages

== Contact Your Local IDC Distributor!

IDC

Visit www.IDCuniversity.com for
additional training opportunities.




EMPLOYEE EMPOWERMENT

Don’t act on assumptions
or stereotypes:

Assuming that an older
individual would not be as
creative, physically able or
efficient as a younger worker are
all good ways to invite a lawsuit
based on age discrimination.

Play to the strengths
of older workers:

Having older workers remain

in your workforce can be
extremely beneficial. They are
probably very knowledgeable
about their positions and have
valuable insights that can be
shared. Making certain that you
value their contributions can
help keep morale high, which
may keep them from looking for

a reason to sue.

Clearly communicate
consistent expectations
to all employees:

Never assume that an individual
wouldn’t be interested in a
certain type of training or
initiative because of his or her
age. All employees should be
given the same opportunities,
and all employees can be
required to learn new skills.

Be aware of possible
clashes between generations:

The lingering presence of older
workers also may be frustrating
for younger workers who may
not be able to move up the
ranks while older workers are

Be wary of
age-related
jokes or
comments
that might
suggest a
bias toward
older workers.

Norfolk, VA 23513

Split-to-the-shaft
bearings mean
less downtime

I easy access without full
disassembly

I long life with superior
performance

I seals lubricants in,
contaminants out

I unmatched load capacity
with new O1E & 02E Series

The Cooper Split Roller Bearing Corp.
5365 Robin Hood Road, Suite B

Tel: 757 460 0925 Fax: 757 464 3067
Email: CoopersalesUS@kaydon.com

CCOPER

www.CooperBearings.com
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Platinum Supplier

Electric Motors

—— Fractional HP up to 600 HP

YOUR COMPLETE LINE OF
ELECTRIC MOTORS

Shaft Mount Reducers

Direct Drop-in for Dodge TXT
CEMA Screw Conveyor adaptable
Sizes 2-9, 15:1 & 25:1
Accessories in stock

(800) 884-0404

www.naemotors.com [Elgh[El

Visit us in booth #838 EASA
Las Vegas - June 30-July 2 [=]

www.IDC-USA.com



still holding their posts. Keep

an eye out for tension that

may translate into harassment
between workers. Also, be wary
of age-related jokes or comments
that might suggest a bias toward
older workers.

Carefully document discipline:

It may happen that performance
problems arise with older
workers. While managers should
be sensitive with such issues, a
worker’s age does not exempt
him or her from discipline (or
even termination). To protect
the organization from claims

of discrimination, be sure to
clearly document reasons for
discipline. Make sure your
actions are consistent with

company policies and treatment
of other employees in similar
situations. Older workers still
can be required to meet the
same standards to which other
employees are held.

Ask about retirement, but
don’t pressure employees:

Pressuring or forcing an older
individual into retirement can be
considered age discrimination.
Ask about an individual’s
retirement plans only if you have
a legitimate reason for doing so,
such as planning for the person’s
replacement, and preface

your inquiry to the employee

by explaining your reason for
asking. Employees shouldn’t feel
badgered about their retirement

EMPLOYEE EMPOWERMENT

plans, so don'’t pressure an
employee to explain his or her
decision, and don’t make a
practice of asking an employee
for regular updates about his or
her plans. &

J. J. Keller and Associates Inc.,
is a compliance resource firm
headquartered in Neenah, Wis. It
offers a diverse line of products and
services to address the broad range
of responsbilities held by human
resources and corporate professionals.
To learn more, visit www.jjkeller.
com and www.prospera.com. J. J.
Keller & Associates is not engaged
in rendering legal services. If legal
counsel is required, seek the services
of a competent professional.

YOUR BEST SOLUTION™

The Right Products, Tools and Team
to Keep Your Industry Moving.

Factory-Trained Sales Force Online Educational Resources

18

www.IDC-USA.com

S.D.[L.]™ SDS Label

crcindustries.com/ei

o Adhesion to many substrates
¢ Withstands extreme temp cycling
e Excellent chemical resistance

RTV Silicone Gasket Makers

Designed for use in mechanical assemblies, RTV Silicones create a “formed-
in-place” gasket with excellent resistance to temperature, moisture, vibration
and weathering. RTV Silicones can eliminate the need for costly inventory of
cut gaskets.

e One-part formulation
o Extremely flexible
¢ Room temperature moisture cure

Email: sales@vibra-tite.com
Ph: 800.521.2663 » www.vibra-tite.com
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TODAY’S TECHNOLOGY
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Answers to common guestions
about battery technology

atteries have been
around so long (since
at least the late 1700s),
that most users take
them for granted. But when you
think about it, advancements
in battery technology have
dramatically changed the
workplace. They’re used on
jobsites to power flashlights,
calculators, laser levels, stud
finders, handheld digital devices
and much more.

This article from Energizer, an
IDC Preferred Supplier, provides
a brief overview of the most
common batteries used by

working professionals today. It
also addresses common myths
about batteries and provides
advice on the proper handling
and disposal of batteries.

In simple terms, batteries
come in two basic types: single-
use and rechargeable.

Single-use batteries, also
known as primary batteries,
have one life cycle and must
be replaced when drained.
Examples include alkaline,
carbon-zingc, lithium, silver-zinc
and zinc air.

www.[DC-USA.com
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Rechargeable batteries, also
known as secondary batteries,
can be recharged and used
repeatedly. Examples of
rechargeable batteries include
nickel metal hydride (NiMH),
nickel cadmium (NiCd), lithium
ion (Lilon) and sealed lead acid
(SLA) batteries.

Here’s a look at some of the
most common battery types that
Energizer offers.

Energizer MAX

Energizer MAX with Power
Seal Technology holds power for
up to 10 years while in storage,
providing long life for devices
used every day.

www.IDC-USA.com

I Best for household electronics

I Most popular long-lasting
power source

I Very good shelf-life — up to 10
years

Energizer Advanced Lithium
Energizer Advanced Lithium
battery technology maximizes
your gear’s performance and
keeps you going non-stop.

I Best for high drain/high-tech
devices

I High performance battery for
the devices you rely on

I Great storage life — 10 years

I 33% lighter than alkaline
systems

Energizer Ultimate Lithium
Energizer Ultimate
Lithium batteries
deliver long-lasting
power to keep up with
today’s high-tech,
power hungry devices

L
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like digital cameras, l-E
photo flash units ! ,Eﬂgg
and handheld GPS E.r
devices. J

I Best for heavy @
drain/high-tech
devices

I Excellent extreme
temperature performance

I Great storage life — 15 years

I 33% lighter than alkaline
systems

Energizer Rechargeable
High-tech devices demand high-
powered batteries. Energizer
Recharge Power Plus batteries
deliver more power in every
charge, making them ideal for
the power-hungry devices such
as digital cameras, handheld
GPS, MP3 players and electronic
games.

TODAY’S TECHNOLOGY
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I Energizer Recharge
Power Plus batteries
last 4X longer in digital
cameras and hold their 4&
charge for up to 1 year.

I Best for frequent use/
heavy drain devices

I Recharges hundreds
of times

I Limited shelf-
life —loses 1% of
deliverable energy per day

i
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Common battery questions
Users often hold onto common
misconceptions about how
to extend a battery’s life or
improve its performance. For
example, some people think
they can extend the life of
a battery by storingitin a
refrigerator or freezer. In fact,
cold temperature storage can
harm batteries if condensation
results in corroded contacts
or label or seal damage due to
extreme temperature storage. To
maximize performance and shelf
life, store batteries at normal
room temperatures (68 F to 78 F
or 20 C to 25 C) with moderated
humidity levels (35 to 65% RH).

When stored at room
temperature (i.e. 70 F/ 21 C),
cylindrical alkaline batteries
have a shelf life of five to 10
years and cylindrical carbon
zinc three to five years. Lithium
Cylindrical types can be stored
from 10 to 15 years. Prolonged
storage at elevated temperatures
will shorten storage life.

Another common error
involves mixing batteries of
different chemistries or brands
in a single device. Mixing battery
types (different chemistries,

CONTINUED ON PAGE 30
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brands and/or fresh vs. used) in a
device is not recommended and
can significantly increase the
potential for leakage and reduced
device run time. The primary
concern is an imbalance in
capacities or available energy
between the installed batteries.
As the weakest battery becomes
exhausted, it will be force
discharged by the stronger
batteries to very low or negative
voltage levels which drastically
increases the potential for
leakage.

Typically, alkaline batteries will
not leak under normal storage or
usage. The potential for leakage
significantly increases if the

IDC INDUSTRIAL REVIEW SPRING/SUMMER 2013
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batteries are subjected to
charging, mixing of battery
chemistries, mixing of fresh and
used batteries, physical damage,
extended exposure to high
temperature or deep discharged.
Alkaline battery leakage is
extremely caustic and contact
with bare skin should be avoided.
In the event that battery leakage
comes in contact with your skin,
flush the area for 15 minutes with
copious amounts of water and
seek medical attention.

There are also many common
misconceptions surrounding the
use of rechargeable batteries.
One of the most misunderstood
areas concerns memory effect,

NiMH batteries
are more
environmentally
friendly than
NiCd batteries

or the loss of battery capacity

due to partially discharging and
recharging repetitively without
the benefit of a full discharge.
This was evident with early nickel
cadmium (NiCd) rechargeable
batteries but is not found in nickel
metal hydride batteries (NiMH)
currently manufactured. Both
types of batteries are rechargeable
but NiMH batteries have a higher
energy density (ratio of energy to
volume). NiMH batteries are also
considered more environmentally
friendly than NiCd batteries.

When not in use, nickel metal
hydride batteries will lose 20%
to 50% of their charge within six
months due to self-discharge.
Several factors such as cell
size, construction and storage
temperature can impact the self
discharge rate. NiMH batteries
that have not been used for an
extended period of time should
be recharged before being put
into use to obtain maximum
performance.

Another common question
concerns overcharging batteries.
NiMH batteries are sensitive
to continuous over charge. A
smart charger monitors the
cell condition during charge
and prevents overcharging and
subsequent negative impact on
battery cycle life. Smart chargers
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use microprocessor circuitry to
monitor battery parameters such
as temperature, voltage and state
of charge. This information is
used by the charger to determine
when to terminate the charge.

In normal use, NiMH batteries
can be recharged hundreds
of times. Many factors effect
cycle life. Some of these factors
include depth of discharge,
charge and discharge current,
method of charge control,
storage and operating conditions
and shelf life. Typically batteries
with a higher mAh capacity will
have a lower cycle life than lower
mAh capacity batteries.

Battery disposal

Regulations may vary by
municipality or state so please
check your local regulations.

Most everyday use batteries
are alkaline and lithium,
which in most states can be
disposed of via your normal
waste management process.
This is possible because today’s
batteries no longer contain
heavy metals, such as mercury.
Therefore, these products don'’t
contain any hazardous materials,
as classified under federal EPA
guidelines.

Most rechargeable batteries
used today are considered
non-hazardous based on their
“metal” content, which is nickel
metal hydride and lithium ion.
Therefore, they can be disposed
of according to U.S. federal
guidelines. However, users
should recycle their rechargeable
batteries to capture those that do
contain hazardous waste such as
lead acid and nickel cadmium.

www.IDC-USA.com
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Following are recommendations
that should be followed to obtain
maximum battery performance.

Do read the instructions on your
device before installing batteries.
Make sure to insert the batteries
properly, following the symbols
showing you the correct way
to position the positive (+) and
negative (-) ends of the batteries.

Do replace batteries with the size
and type specified by the device’s
manufacturer. Remove all used
batteries from the device at the
same time, and then replace them
with new batteries of the same size
and type.

Do store batteries in a cool, dry
place at normal room temperature.
Remove batteries from devices that
will be stored for extended periods.

Do inspect a device’s battery
compartment every few months to
be sure batteries are not leaking.

Do keep battery contact surfaces
clean by gently rubbing with a clean
pencil eraser or cloth.

DON’T:

Following are recommendations
that users should follow to prevent
problems or situations that could
lead to personal injuries.

I Don’t carry loose batteries in a
pocket or purse with metal objects

TODAY’S TECHNOLOGY

HANDLING

DON’'TS

like coins, paper clips, etc. This
could potentially short-circuit the
battery, generating high heat.
When unpacked batteries are
mixed together, they can easily
short-circuit each other, particularly
button-type batteries.

I Don’t recharge a battery

unless it is specifically marked
“rechargeable.” Attempting

to recharge a primary (non-
rechargeable) battery could result in
rupture or leakage.

I Don’t use rechargeable batteries
in chargers that are not designed
for the specific battery type.

I Don’t put batteries or battery-
powered devices in hot places —
elevated temperatures increase the
self-discharge of batteries.

I Do not dispose of batteries in fire.

I Don’t mix old and new batteries,
or mix different types or makes of
batteries. This can cause rupture or
leakage, resulting in personal injury
or property damage.

I Don’t crush, puncture, take apart
batteries or otherwise damage
batteries. This can cause rupture or
leakage, resulting in personal injury
or property damage.

I Don’t allow children to play with
batteries.
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MANUFACTURING PRIDE

s

\Vanutacturing growtn
What does the next generation of
manufacturers need to do to grow?

BY MICHAEL COLLINS

merican manufacturing

is going through

some gut-wrenching

changes and continues
to shrink as a percentage of
GDP. When you read articles in
trade journals and newspapers,
everyone agrees that we need to

find ways to grow manufacturing.

Most solutions to this problem
offered by manufacturers,
associations, trade journals and
political pundits are focused

on government solutions.

They want the government to
reduce taxes, halt the rise in
healthcare premiums, eliminate
cap and trade legislation and
stop the manipulation of foreign
currencies.
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This author also hopes that
manufacturing gets a break on
many of these issues, but I would
like to suggest that we can’t
depend on government to solve
our manufacturing problems. But
there are many changes that can
be adopted by manufacturers
that can halt the decline of
manufacturing simply by
adopting new strategies. In fact,

I will go out on a limb and say
that many of these strategies are
being used today by progressive
manufacturers and they will
become commonplace in the
next generation. Here are nine
of the strategies that I believe
survivors in this economy will
eventually adopt.

PROBLEM: Your customers (even
large customers) also have many
pressures and problems trying to
compete. They also have to layoff
people, “farm-out” systems that
were integral to their manufacturing,
reduce inventories and get more
done with fewer people. Their
problems can be opportunities if you
can find out about them.

1) Monitoring customers and
markets. The key is to focus
on how to improve customers’
performance and solve their
problems. It requires visiting
the customers and finding out
what you can do to help them
solve their internal problems.
Harry Brown of EBC Industries

www.IDC-USA.com
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believes there will always be
opportunities for manufacturers
that can change with their
customers and continuously
offer innovative services.

The idea is simple. Show the
customer how your product and
services will solve their problems
and improve their performance.

PROBLEM: The old sales approaches
aren’t working. The old selling
techniques that are still taught in
national sales training programs are
not working very well for today’s
markets and buyers. The old idea

of selling product features and

using magical closing methods does
not work, especially for buyers of
industrial equipment.

2) Consultative selling. Buyers
don’t want to hear a sales pitch
but they do like salespeople who
can understand their problems
and have empathy for the buyer.
It is called consultative selling
and it is more about interviewing
than selling.

PROBLEM: We need innovation and
new products but we also have to
establish a competitive advantage.
The biggest single reason new
products and new ideas don’t sell

is that the company does not find
out until the point of sale that the
product or idea is not unique.

3) Improve the success rate
of new products. Progressive
manufacturers spend time
finding out what kinds of
competitor products or services
are in the market prior to
spending a lot of money on
design or prototypes. They invest
this time because they want to
make sure their new product
idea is unique. You know you
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have done a good job on this
step of product development
when you have identified every
competitor and compared their
features and prices in a matrix.

PROBLEM: Manufacturers do not
use modern marketing strategies
to find new opportunities. The

old days of attending a few trade
shows, printing literature, running
an occasional ad in a trade journal
and waiting for prospects to find
your website just don’t get it. In
the glory days of manufacturing it
was possible to get on a lot of bid
lists and customers would come to
you, but now manufacturers must
be more proactive. This means
identifying the best customer
profiles, identifying the market
niches and finding low cost ways to
reach them.

4) Using sales prospecting and
niche marketing techniques.
Progressive manufacturers have
figured out that they can use
modern methods to identify,
contact and pursue prospects.
One industrial marketing
strategy is to use inquiries to
identify new prospects and
customers. By generating
inquiries and identifying market
niches by NAICS codes, a
manufacturer of robot systems
was able to identify a specific
application in the dairy industry,
and the 150 plants that could use
these robots. Once this specific
application was known, it was
possible to focus the marketing
techniques and make sales calls
on the plants. The sales forecast
was achieved in just one year,
and within three years, they
were growing at 15% per year,
while the company achieved its
sales and profit goals.

MANUFACTURING PRIDE

PROBLEM: In some industries, like
the EDM machine marketplace,

sales are down 50% from previous
years and may never come back.
Depending only on products to make
the sales forecast may not be enough
for OEMS to stay in the business.
They need other kinds of sales.

5) Creating new services.
Harry C. Moser, president of Agie
Charmilles Corp., Lincolnshire,
Ill., decided that the company
could increase sales volume
by selling more services to his
customers. Agie Charmilles hired
20 additional service engineers
at a cost of about $1 million
annually, Moser says. “But by
having them we were able to cut
our travel expenses by $500,000.
Instead of having people flying
to see customers, we expanded
field operations to 31 locations
and made it easy to make
business calls by car. In addition,
local service reduces the need for
engineers to incur hotel costs.”

Localized service also reduced
turnover since service engineers
were not continually away from
home, Moser adds. “That cut
attrition costs by approximately
$500,000. Those two cost savings
wiped out the cost of hiring
for the service expansion,” he
says. “And because those people
increased our capacity, we
increased our sales of service
and preventive maintenance to
our existing customer base by $2
million annually. That validated
our decision to hire 50% more
service engineers.”

PROBLEM: The old sales channels

just aren’t working for today’s

customers. Many manufacturers
CONTINUED ON PAGE 34

SPRING/SUMMER 2013 IDC INDUSTRIAL REVIEW

33



MANUFACTURING PRIDE

that used only inside sales people
(as in job shops), independent reps
and distributors, and traditional
sales organizations are finding
they are not working very well

in this new era of globalization.
The problem is that customers are
more sophisticated, have many
options, and there are many new
requirements and tasks required in
the selling process.

6) New sales channels.
Manufacturers need to profile
their various customers and
their requirements and consider
evaluating new types of sales
channels. For instance, job
shops may have to hire their
first outside sales manager.
Manufacturers of packaging
machines may have to
consider training specialized
independent reps who sell a few
complimentary lines and know
as much about the products
as factory sales people. And
some companies that sell to
a wide variety of markets and
customers may have to create
a system of multiple sales

34

PROBLEM: Almost every
European country is good at
exporting (including their small
manufacturers). They are good
because they recognized along
time ago that they had to sell
internationally to survive.
Americans have been spoiled by
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being located in the biggest market
in the world, and have avoided
marketing internationally.

7) International marketing.
There are many market niches
overseas that are just developing
and can use existing U.S.
products. So why not commit
to simply taking the first baby
steps at learning how to market
to foreign countries. You don’t
have to be a large manufacturer
to sell to foreign customers.

Hal Hickman of Powerhammer
Inc. in Tigard, Ore., is a small
manufacturer of power hammers
used in foundries. The foundry
industry has been leaving the
U.S. for many years and many

of the foundry products used

in the U.S. are imported from
foreign foundries. By using good
industrial marketing methods
and attending the critical

trade shows in this worldwide
industry, Powerhammer has
survived and now sells 90% of its
products to foreign countries.

What is unique about all of
these ideas is that they are all
external strategies. Hammering
away at the bottom line with
continuous improvement is
absolutely necessary, but if you
want to create a new future
for your company, you need to
develop a growth plan focused
on external strategies to find
growth opportunities.

The bottom line is that to
survive, manufacturers are going
to have to become industrial
marketers. The alternative is
keep doing what you do best
and hope that conditions in the
economy will improve. Perhaps
the dollar will continue to

decline and the price of imports
will increase, forcing many
customers to buy from American
suppliers. Or perhaps some of
the customers that now buy
from foreign suppliers will tire of
the hidden costs, late deliveries
and quality problems and come
back to you. This defensive “wait
and see approach” is possible,
but dangerous. Suffice it to say
that waiting for outside events
to change or the government to
step in and save manufacturing
may never happen. Hope is not

a plan.

This article is an attempt to
convince readers that there are
many things we can do to grow,
despite the problems. Remember,
American manufacturers have
some clear advantages. We are
located in the market, we are
close enough to monitor cust-
omer needs, we can offer short
lead times and unique products,
we can offer unique overnight
services, and we are still the
most innovative manufacturing
sector in the world.

A better strategy for growth
would be to go on the offense
and take matters into your own
hands. I believe that the next
generation of manufacturers
that survive this shakeout and
prolonged recession will use
many of the strategies described
in this article. Their cultures will
change from a focus on internal
processes to a focus on external
customer and market issues. <

Michael Collins is
the author of
Saving American
Manufacturing and his
website is mpcmgt.com.
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BY TRACY STRAWN

recently received an e-ma
from a client asking ho
they could demonstrate
the business impact that
maintenance planning and
scheduling would have on their
business. The client asked if
there was a figure they could
use to demonstrate the value of
planned and scheduled work and
where did this figure come from.

I replied that the rule of thumb
that I use is that planned and
scheduled maintenance work
is three to four times more
cost efficient than breakdown
maintenance. I have used this
number for years. I am not quite
sure where this figure comes
from but I do know it’s fairly
well accepted in industry and is
consistent with my experience.

In this particular case, the
client was persistent and wanted
to know a little more about
how to use this rule of thumb.
Perhaps the best discussion
of how this rule of thumb
can be used comes from John
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Maintenance planning and
scheduling can make a
pbottom-line difference

Campbell’s book, “Maintenance
Excellence, Optimizing
Equipment Life Cycle Decisions.”
In the introduction, he describes
a simple process for quantifying
the cost saving potential of
improving the planning and
scheduling process.

What are the savings if an
organization moves from
breakdown maintenance to
more planned and scheduled
maintenance? This is really what
everyone wants to understand,
especially those in charge of
the budget.

Why is it important that we
quantify the savings or, as some
call it, “the size of the prize”?
Unfortunately, management
typically understands one
language and that is the
language of money. When a
program or improvement effort
can be quantified in terms of
dollars and cents, it makes it
easier for management to justify
the resources required to staff
and implement the project.

Doing the math

The rule of thumb for
determining the cost saving

www.[DC-USA.com
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potential goes like this.
Maintenance work can be broken
down into the following cost
units:

Work performed in a planned
fashion such as preventive,
predictive or planned corrective
maintenance will cost $1.00 per
cost unit.

Work performed in an
unplanned, unscheduled
fashion will cost $1.50 per cost
unit.

Breakdown or emergency work
costs $3.00 per cost unit.

What the “work unit”
represents will become clearer
as we explain the calculation.

Let’s use an example. Our
annual maintenance budget
is $10 million and the work
distribution is 60% planned, 20%
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unplanned and unscheduled,
and 20% breakdown or
emergency. What would a shift
from 60% to 70% in planned and
scheduled maintenance yield us
in terms of cost savings?

Next, let’s break this down into
cost units (CU).

60% x 1.0 = 60 cost units
20% x 1.5 = 30 cost units
20% x 3.0 = 60 cost units
Total CU = 150 cost units

Now we divide $10m by 150
work units and we get $66,666
per work unit or $.067m per work
unit. We will use this number in
our calculation to determine how
the costs are split between the
three different types of work.

Planned work costs
60/150 x $10m = $4m

Unplanned work costs
30/150 x $10m = $2m

Breakdown/emergency work costs
60/150 x $10m = $4m

Let’s determine what the
savings would be if we increased
the amount of planned work
from 60% to 70%. The shift in
work units would look like this:

70% Planned work
(70% x1 x $.067m= $4.7m)

15% Unplanned work
(15% x1.5 x $.067m = $1.5m)

15% Emergency work
(15% %3 x $.067m = $3.0m)

New total annual maintenance
costs = 9.2m or $9,200,000

An improvement from 60% to
70% in the amount of planned
work yields us $800,000 annually.
If you factor in the downtime,

INNOVATION CENTER

it could be much more. In some
industries the cost of breakdown
maintenance can be as high as
20 times the cost of planned
maintenance when you factor in
things like production losses.

The truth is, the benefits of
planned maintenance are much
more than the cost savings.
Some of the benefits of a well
executed maintenance planning
and scheduling process are
listed below:

Increased uptime
Reduced inventories

Improved safety and health
performance

Improved environmental
performance

Improved maintenance and
repair quality

Increased asset integrity

Reduced fixed costs

In today’s uncertain economic
business environment, you
cannot afford to have an
ineffective maintenance
planning and scheduling process.
The investment in the way you
manage your work will more
than pay for itself. <

Tracy Strawn is a maintenance
and reliability consultant with over
30 years experience in the process
and manufacturing industries. He
is vice president of international
programs at the Marshall Institute,
a Raleigh, N.C.-based asset
management consulting and training
company dedicated to helping
companies improve the maintenance
contribution to their organizational
performance. Learn more at www.
marshallinstitute.com.
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L eading by
example

Leaders train and develop
through their actions

BY PAT HEYDLAUFF wrote to his leadership team,
ere are many ways for “Your every action (and mine as
a leader to train and well) is a direct reflection of our
develop a workforce: entire organization.” Disney was
teaching, coaching, well aware of the fact that his
encouraging and nurturing. actions spoke louder than any
However, the one form that words he might utter - if he
speaks loudest and is rarely did not perform well and
considered a strategy is a constantly raise the bar of
leader’s actions. excellence neither would his

leadership team.

If a picture is worth a thousand
words, then the actions of a
leader are worth significantly
more. Leaders are under constant
scrutiny from their workforce.
They are watched to see how
they perform, how they act on a
normal busy day and how they
react during a crisis.

The workforce no longer
performs in isolated cubicles,
endless production lines or on
impersonal electronic equipment
- employees are at minimum
connected to each other. They
may be focused on the work at
hand but they also watch their
leader as much as their leader
watches them - and employees
will tell each other what
they see.

When Disneyland first opened
in the mid-1950s, Walt Disney
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Leaders develop
their workforce

This isn’t just about
training manuals and new
employee welcome sessions.
It is about hands-on leading
and performing by example
24/7 whether at work, at
play or at home. People are
always observing you. Is
your performance up to their
expectations - is it up to your
expectations? If they follow your
example will their performance
improve or will it stay the same?

Going to work every day should
be approached much like an
entertainer who performs on
Broadway or a conductor who
presides over an orchestra.

Every day is a new performance
and you need to physically,
emotionally and mentally give
your best, even if under the
stress of a workplace emergency,
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an electronic communications
disaster or a questionable
economy. You are the leading
lady (or man) and your support
cast or team is watching your
lead. They will follow in your
footsteps, which will either
result in a great performance or
perhaps one that is not so good,
depending on what they see.

A training strategy that
exceeds expectations

First, leaders must realize
that training their team, their
support staff and their managers
is not up to someone else. Just
as babies do not come with an
owner’s manual, neither do
employees. They may have the
basic skill set needed to fill a
particular job, but they need
more than a written manual
about the company and what
is expected of them. And that
responsibility rests right on the
shoulders of the leader.

TEC is a strategy that is simple,
easy and nearly foolproof, if the
steps are followed correctly.

Teach - Educate your
workforce about your company,
your core values and what
is expected of them. This is
where most businesses miss
the greatest opportunity to
create employee buy-in and
engagement. Provide them a
higher sense of purpose such as
performing the best concert ever
so each concert attendee will
remember it for the rest of their
lives. Explain how they each have
a unique purpose. Explain how
the job they perform fits into the
overall picture. Explain how the
concert might fail without their
best performance. Otherwise,
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their job is just another job

and performance will remain
stagnant at best and disengaged,
or even destructive, at worst.

Encourage — Leaders need
to model excellence to inspire,
and continually raise the bar of
their excellence to raise the bar
of workforce performance. When
educating and developing the
workforce, constructive feedback
is critical for improvement
and to retain your credibility.
They need to know you care
- about their quality of work
and about their needs and
expectations. While in their
presence, stay actively focused
on their behavior, performance
and attitude. Be generous with
accolades and acknowledgement
of accomplishment no matter
how small. Encourage and
nurture good and improving
performance. But don’t stop
there. Being actively focused
means offering constructive
feedback when behaviors occur
that need correction or change.
Do not wait until a performance
review or put off the talk until
days later. Passivity means you
tacitly approve of the incorrect
behavior and the employee’s
actions will only get worse, not
improve.

Communicate —
Communicate consistently,
communicate constantly and
communicate circularly. You
cannot communicate too often
nor can you communicate
through too many vehicles
or venues. However, it is the
circular communication that
is often the missing link in so
many organizations that are
on the verge of excellence.

EMPLOYEE EMPOWERMENT

Circular communication not
only means leading by example
and modeling excellence, it
means obtaining constant
feedback from the workforce

to make sure what you are
communicating is what they are
receiving. Have them playback
to you regularly what they think
you are communicating. Much
like a posting on a social media
page can be totally distorted
and sound very different

by the time it is re-tweeted
several times, internal business
communications can be totally
misinterpreted or misunderstood
and repeated that way tenfold.
Two-way communications can
provide many opportunities

to solve problems, answer
questions and inspire. When set
up and used properly, it can be
the most effective tool in your
training strategy.

The TEC strategy only works
when a leader models excellent
behavior. It is then that
companies can create a more
engaged and inspired workforce
that will eagerly aspire to better
performance when following a
leader that does the same.

Pat Heydlauff, a “flow of focus”
expert, speaker and consultant,
designs workplace environments that
unleash the flow of focus, maximize
productivity and transform org
charts for future sustainability. She
is author of the forthcoming book,
Engage, Unleash the Power of
Focus and published books, Feng
Shui, So Easy a Child Can Do It
and Selling Your Home
with a Competitive
Edge. Contact her at
(561) 799-3443 or www.
engagetolead.com.

HEYDLAUEE
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-
makes the MOove

Material-handling elevators are the rapid transit
systems in manufacturing operations and their
buckets are like high-speed boxcars.

BY CLAIR DAVID URBAIN

ansforming raw materials into
finished goods means handling bulk
commodities and shuttling them
quickly and reliably from delivery to
storage or to the production line.

Often, vertical elevators are the
conveyors of these materials, and
their uptime and efficiency is key to
productivity. If the elevator stops or slows
the production process, it means greater
costs and more headaches for facilities
aiming for optimum production and lowest
finished per-unit cost. Unfortunately, they
can also be a high-wear item, requiring
expensive replacement and downtime.

PHOTOS: MAXI-LIFT INC.
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Customer needs

“We surveyed end-users of
elevator buckets and found
that 60 percent of them
were unhappy with elevator
bucket life. It’s expensive to
replace elevator buckets, and
can be dangerous, so outside
maintenance professionals are
often called to do the job quickly
and safely. That’s why we strive
to develop buckets that last as
much as six times longer than
other buckets,” says Paul Phillips,
Maxi-Lift president.

Maxi-Lift, based in Addison,
Texas, has a 300,000 sq.-ft.
manufacturing plant that
makes a wide variety of elevator
buckets in various materials.

It is the leading international
manufacturer and marketer

of plastic elevator buckets

and related accessories for
agricultural and industrial
facilities. Since 1973, Maxi-

Lift has helped customers
succeed by engineering elevator
buckets with longer life, less
breakage and more capacity.
For customers, that ultimately
means improved uptime, lower
total cost of ownership and
greater reliability.

“Our elevator buckets are
used to move bulk material in
many agricultural and industrial
applications around the world.
In industrial applications,
our buckets are used to move
cement, sand, aggregate and
even glass,” says Phillips,

“We have a bucket for every
application; they are made
with ductile iron, steel or
plastic. We design in toughness,
which means longer life. The
innovations we put into our
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Right: Maxi-Lift’s
manufacturing
facilities in
Addison, Texas. =
Below: Maxi-Lift Uy
management team &
includes CEO Beau | % -
Sahm, chairman \

and founder Victor 1
Sahm Jr.,, and |
president Paul \
Phillips.

material and our bucket design
puts that material in the right
place and at the right thickness,
which increases the life and the
capacity of our buckets.”

Maxi-Lift has a sister company,
Southwest Agri-Plastics Inc.,
which produces a wide variety
of plastic slats, grates, feeders
and other equipment geared for
agricultural operations. Maxi-
Lift and Southwest Agri-Plastics
continually work with customers
to identify needs and develop
new and innovative products for
facilities around the world.

Presently, their products are
used in more than 70 countries.
“Our products are used on
rice farms in Guyana, elevator
upgrades in Romania, new
feed plants in China, large
river and port projects in North
America, cement facilities in
Mexico, and the largest soybean
processing plants in Argentina.
The Maxi-Lift name is known
internationally for outstanding
products and services. We are
proud to call ourselves the global
leader in the industry,” says
Phillips.

“We offer free technical service
that can help you, no matter
what type of problem you may be
facing. We can help you design,
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analyze, evaluate or validate
the technical details of your
bucket elevators. We specialize
in troubleshooting existing
elevators, assessing upgrade
capacity for new demands and
verifying your existing elevator
setup. No problem is too big

or too small for our team,”
Phillips says.

Buckets worthy of
the Maxi-Lift name

“Our customers demand
the toughest, longest-lasting
buckets and we manufacture the
strongest brand-named buckets
in the world: Tiger-Tuff, Tiger-CC,
Maxi-Tuff, CC-Max, and HD-Max.
It’s no surprise that the largest
agricultural and industrial
Fortune 500 companies ask for
Maxi-Lift buckets by name,”
Phillips says.

Each line of Maxi-Lift
elevator buckets is built with
the durability and capacity in
mind for specific materials and
material-handling environments.
CONTINUED ON PAGE 42
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AGRICULTURAL APPLICATIONS
m Tiger Tuff and Tiger Tuff-CC.

These maximum-duty buckets

for agricultural applications are

available in 30 sizes in polyethylene,

nylon and urethane materials.

They have thicker corners and
walls for greater wear resistance
and heavier front lips for increased
digging capability. The buckets can
be configured to increase elevator
capacity and are excellent high-
volume buckets for grain, fertilizer,
pellets and other agricultural or
light industrial materials.

The buckets are made with high-
impact/abrasion-resistant materials
that last long and are non-corrosive
and non-sparking. The Tiger-CC
buckets are designed for high-
volume operations and can move
up to 30,000 bu./hour in a single row
configuration. Bucket vents can be
added to improve material pick-up
and discharge.

m HD-Mazx. Second only to the
Tiger-Tuff buckets in durability,
these buckets have a reinforced
front lip to increase bucket life and
reduce bucket breakage. Primarily
used in agricultural applications,
they are available in polyethylene,
nylon and urethane materials in
32 sizes. A low-profile style allows
closer spacing on the elevator belt
for increased capacity. Bucket vents
can be added to facilitate material
pick-up and discharge.

m CC-Max. These heavy-duty

agricultural buckets are designed

as a direct replacement for CC and
other older-style buckets. They have
the same shape and performance
characteristics, but are designed to
last much longer than conventional
CC buckets. They are also available
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TIGER TUFF

TIGER TUFF-CC

HD-MAX

CC-MAX

MAXI-TUFF AA

DI-MAX AA

DI-MAX AC

WELDED STEEL
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in a low-profile style that can help
increase elevator capacity. They are
available in 28 sizes in polyethylene,
nylon and urethane materials.

m Dura-Buket SS. Built primarily
for agricultural applications, this
plastic bucket has more than 50
years of performance history. Its
versatile design performs well
at a wide variety of speeds and
applications. It’s also available in a
low-profile style that can increase
elevator capacity and comes in
polyethylene.

INDUSTRIAL APPLICATIONS

m Maxi-Tuff AA. This industrial-
duty bucket is designed for slow-
speed (125-450 fpm) centrifugal
discharge elevators. It’s optimal
for cement, stone, sand, gravel,
coal, fertilizer, clay, salt, limestone
and concrete conveyance. It has
the traditional shape of a cast-
iron bucket but has thicker walls
and lips for greater durability. The
polyethylene, nylon or urethane
buckets weigh as much as 80
percent less than cast iron buckets,
which reduces energy requirements
to operate the elevator. They are
easier to install and save money
when compared with carbon-steel
buckets, Phillips says. They are also
available in medium front (MF)
styles, which work well with fluffy,
free-flowing materials or materials
that need gentle handling.

m Tiger Tuff. Tiger Tuff industrial-
duty buckets have the same
performance characteristics of Tiger
Tuff agricultural duty buckets, but
are designed to operate in slow-
speed (125-250 fpm) elevators. They
can reduce elevator weight by as
much as 80 percent, netting energy
savings, and their polyethylene,
nylon or urethane materials and
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unique bucket design results in
longer life. They are heat-, impact-
and abrasion-resistant and are
non-corrosive and non-sparking.

m DI-Max. These ductile-iron
AA-, AA Digger- and AC-style
buckets have thicker walls and
a reinforced front lip for long
life. The ductile iron wears
better and withstands abrasive
materials better than malleable
iron of the same gauge, resulting
in longer life. They can work in
temperatures up to 600 F.

m Welded steel. Maxi-Lift has
welded steel buckets in AA, AC,
SC ACS styles with medium front
(MF), low front (LF) or high front
(HF) lips. They can be fabricated

from 14-,12-, 10-, or
7-gauge or 1/4”, 5/16”,
3/8” or ¥” carbon
steel, aluminum or
stainless steel. They
can be fabricated
with optional AR
plates, wear lips,
hardened surfaces
and hard bead welds.

m Custom styles. Maxi-Lift
engineers and sales professionals
are no strangers to special-
application situations. They will
work with you to custom-build
any bucket style to meet the
demands of your specific material
handling needs. They can even
offer suggestions in design and
material changes to help you

Facilities can greatly
improve productivity, reduce
operating costs and extend
elevator life by matching
the elevator bucket to the
material being handled.

Maxi-Lift engineers
recommend the following
steps to select the proper
replacement bucket for
your elevator. Consult with
Maxi-Lift professionals for
ideas on bucket selection to
improve capacity, increase
productivity and improve
bucket life.

Step 1
Measure the bucket

Measure the bucket
length at the back mounting
surface, from end cap to end
cap. For other dimensions,
lay the bucket on its back
and measure the projection,
which is the vertical
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measurement from the back
to the lip as it would project
from the belt or chain. Finally,
measure the bucket depth,
which is the overall side
profile dimension.

Step 2
Select bucket style

Agricultural-style buckets
typically have a high-speed
centrifugal discharge rate of
210-900 fpm; industrial style
buckets typically have a low-
speed centrifugal discharge
rate of 125-450 fpm. Identify
your elevator’s fpm speed,
then identify its style: Tiger-
Tuff, HD-Max, CC-Max, AA,
HF, MF, LF, SC, AC, ACS or
custom.

Step 3
Choose bucket material
Buckets are made with
several types of materials
that can be best matched

to the material handling

application:

PRODUCT PROFILE

achieve longest bucket life and
best performance.

m Parts and accessories. Maxi-
Lift offers a wide range of elevator
bolts, drag conveyor flights, screw
conveyor hanger bearings as well
as a full line of belt splices needed
to complete final installation
of your replacement material
handling equipment. *

For highly abrasive and
high-impact materials.

Polyethylene: FDA-approved

for grain and food

products; can be used in
-120 F to 180 F with 210 F
intermittent exposure;

Nylon: Non-FDA approved
for hot, dense, high-impact
abrasive materials from

-60 F to 300 F with

intermittent exposure;

Urethane: FDA-approved;
for heavy, abrasive,
materials from -60 F to

180 F with 210 F

intermittent exposure;
FDA nylon: FDA-approved

for hot, high-impact

abrasive food-grade

material with -60 F

300 F operating range;

Plastic: For general grain and

sugar applications;

Step 4
Identify bucket
vent pattern

Vents can aid in bucket fill
or discharge of light, fluffy
materials or materials that
are extremely dense or do
not flow easily. A #1 vent
has vent holes that match
the bolt mounting holes; #2
vent has one row of holes
on 1 1/8” centers; #3 vent
has two rows of holes on 1
1/8” centers; and #4 vent
has a hole configuration the
same as a #3 vent with three
additional holes in each end
cap. Custom vents are also
available and Maxi-Lift sales
and engineering experts
can offer advice on their
configuration based on the
material being handled.

350 F

sticky

to

Ductile iron or welded steel:
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Use these tips to help maximize
your company’s growth potential

BY MICHAEL MENARD

ost organizations

know that in order

to grow and be an

industry leader, they
have to continually innovate and
undertake key projects that lead
to growth. Unfortunately, many
companies do so in a haphazard
or non-strategic way.

Here’s what typically happens:
Leaders keep saying yes as
various projects and ideas
are presented to them for
investment. They say yes until
they run out of resources. The
projects and ideas first on the
list get funded in contrast to
the best of all ideas across the
organization. The sad truth is the
early bird does get the worm. As
a result, they waste money and
resources, lose momentum, and
then wonder why they never
achieve their strategic goals.

But it doesn’t have to be
that way. There’s a proven
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approach that enables leaders
and decision makers to make

a greater contribution to the
business, activate the strategic
plan, achieve the desired
balance and optimize allocation
of limited resources. Here are
the four things you need to get
right in order to make better
decisions so you can maximize
your company'’s Capital Efficient
Profitable Growth (CEPG).

Define your strategy:

Before your company can
undertake any new initiative,
you first have to identify your
strategy. In other words, who
are you and what do you want
to do? Unless you know this
information, it’s difficult if not
impossible to move forward in a
productive way.

While most companies have
a general idea of their strategy
based on their vision or mission
statement, often it’s not focused

enough to translate into
specific strategic goals. For
example, suppose you're a
beverage company that offers
a variety of soft drinks. How
do you grow? You could
introduce one new beverage
after another and expand into
new markets at random, but
that will quickly drain your
resources. A better approach is
to define a specific strategy for
growth. For instance, you may
decide that you want to be the
North American leader in
bottled water. Now you have

a focused strategy to guide
your efforts.

Generate ideas

Armed with your strategy,
you can now generate ideas
that support the strategy. Some
people call this step innovation
or creative brainstorming.
Whatever you call it, the goal is
to come up with possible options
for advancing the strategy.

PHOTO: MATTJEACOCK
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Going back to our beverage
company example, if the strategy
is to be the North American
leader in bottled water, your
team needs to generate ideas
that fit the strategy. Some ideas
could include adding nutrients
to the water, adding protein to
the water, adding exotic flavors
to the water, offering different
bottle shapes or sizes, etc.

Prioritize and select
the best ideas

Next is to select the portfolio
of ideas that are the best for the
company to pursue and that
will advance the strategy. As
you do the prioritization and
portfolio selection process, you
need to ask two key questions.
The first is, “Will this portfolio
of ideas and projects deliver our
strategic goal?” If the answer
is no, then you have to do
something different. Either you
alter your strategic expectation
or you increase the number of
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ideas. Keep going through these
iterations until you can say, “Yes,
our portfolio has the potential

to deliver our strategy.” And
remember, at this point you're
simply assessing whether the
portfolio will meet your strategic
goals. You're not assessing
whether it’s something you
actually could do.

Once you agree that the
portfolio of ideas and projects
will help you meet your strategic
goals, the second question to
ask is, “Do we have the resources
(time, money, people, equipment,
etc.) to fund the portfolio?” If
the answer is yes, then celebrate
and move on to step four. But
if the answer is no, then you
need to circle back and solve
the equation. Can you lower
your strategic goals? Can you
generate bigger, better ideas?
Can you add resources? Change
the timing? Scale back the idea?
Once you have a portfolio that

EMPLOYEE EMPOWERMENT

allows you to say yes to both
questions, you've completed
the prioritization and selection
process.

Execute on the ideas

Finally, it’s time to take
action and actually execute the
portfolio of ideas. This is where
project management comes into
play. As you execute each step
to support the strategy, outline
the detailed activities needed
to complete the project on time
and on budget. Assign key people
to be responsible for each role,
and establish checkpoints so
you know if the project goes off
track. The more thoroughly you
manage the execution of the
portfolio, the more success
you'll have.

Get it Right...Now! No matter
what industry you're in, long-
term business growth depends
on these four things: Strategy,
Idea Generation, Project
Selection and Execution. When
you take the time to implement
this process in your company,
not only will you make better
strategy decisions, but you’ll also
achieve the breakthrough results
that achieve the ultimate goal:
Increased CEPG. ©.

Michael Menard is the author of “A
Fish in Your Ear: The New Discipline
of Project Portfolio Management,”
and co-founder and president of The
GenSight Group, which provides
enterprise portfolio management
solutions for strategic planning,
project portfolio management and
business performance '
optimization. To learn
more, Uisit www.
afishinyourear.com.
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NEW PRODUCTS

Dymon aerosol products

The new “bullet can” packaging for Dymon brand aerosol
products makes them easier to grip and spray, minimizing
stress on the worker. ITW Professional Brands offers

new packaging for aerosols within all of its Dymon brand
product lines. This includes
disinfectants and deodorizers,
enzymes and odor control
products, furniture and metal
cleaners/polishes, general
cleaner, glass cleaner, restroom
cleaner, graffiti remover,
floorcare products, degreasers
and insecticides. For more
information, contact your local
Mounted Spherical Roller Bearings IDC Distributor or visit www.

FYH Mounted Spherical Roller Bearings with itwprofessionalbrands.com.
patented sealing technology maintain positive seal

contact at any angle of misalignment. Ductile iron

housings withstand shock and vibration. Drop-in

replacements fit most sizes of traditional Type E and

SRB units. Contact your local IDC Distributor for

more information or visit www.fyhusa.com.

Hardened steel rails for
heavy-duty applications

Use with SMITH-TRAX bearings to quickly design
and fabricate precision material handling systems.
Precision manufactured SMITH-RAILS drastically
reduce system design time and the cost to
source guidance systems for material handling
equipment supported by heavy-duty SMITH-
TRAX track rollers. Visit www.smithbearing.com
or contact your local IDC Distributor.

CRC Weld Check System is a 3-step system used to

CRC Weld Check System - . )

detect cracks and imperfections on welded surfaces CRE CRE
and structures. By unaided visual inspections, such il CRE indarerial
cracks may be difficult to detect, but penetrant flaw Wﬂfﬂgﬁf‘" b - 'V'L{.‘!.-Eff“
detection is an extension of the visual inspection Penmtrartr "‘I’E:fnﬂ‘{ﬂf' Revrlador
method. The testing is carried out using three CRC :1;""::"::‘

products: CRC Weld Check Weld Cleaner & Penetrant e

Remover - Part #03108; CRC Weld Check Penetrant - Part _ ~
#03106; and CRC Weld Check Developer - Part #03107. o T =

Contact your local IDC Distributor to learn more or visit
www.crcindustries.com/ei/whats-new.aspx.
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NEW PRODUCTS

Eco-friendly spray lubricant
Biodegradable Penetrating Oil is a
multi-purpose lubricating fluid available
in 11 oz. aerosol cans and 14 oz.
non-aerosol hand pump spray bottles.
This vegetable-based, ultimately
Biodegradable biodegradable lubricant creates a

' 3 long lasting protective film preventin
Penetrating Oi g lasting p P 9

friction, rust, wear and corrosion. It

Vibra-Tite Bullet Tubes

. Y places moisture. In addition,
Bullet Tubes are V|bra—T|tg N mos.t popular lubricating Fluid Lubriplate Biodegradable Penetrating
product formulas, conveniently sized for B et i s sl Oil is a USDA BioPreferred product
small projects. Each 2mL resealable bullet S Bladtrauun poipsierit O|th|s a“ Nt dre terrfe prﬁ EC .I ¢
tube can be used for up to 15 applications F : . er “green pro ucts from Lu .”p ae
. . el | piurvl include synthetic compressor fluids,
and easily stored away in a tool box or Y | . .
s polyalkylene gear fluids, bearing and

drawer. With the higher cost and waste . . N
9 ENETWT 110z (3i2g)__ chain lubricants, and a hydraulic oil

of Iarger bottled pI’OdUCtS a bullet tube S pp— . . . .
’ CONTENTS DR PRl -
i v to di fact for e AT LNCES that is non-toxic to marine life, among

L T .7 (3 i o RPN
occasional fixes. Vibra-Tite manufactures SN o °t.hef products.. Qontact your local IDC
a wide range of materials which compare Distributor or visit www.lubriplate.com.
to other name brands, but at significantly
lower prices. Visit www.vibra-tite.com or
contact your local IDC Distributor.

Jason Industrial Thermoplastic
Hose Product Line

The new 44-page Thermoplastic Hose Solutions catalog
(Catalog PVC-1) is now available from Jason Industrial.
Find the correct thermoplastic hose solution for food,
material handling, petroleum and water applications. It
highlights available product from stock - NBR/PVC and
Polyurethane Drop Hose, PVC Material Handling Hose,
PVC Suction & Transfer Hose, EPDM & Sub Zero Cold
Weather Suction Hose. Also listed are FDA & USDA
Hose, suitable for
food grade material
handling and liquid
transfer. Accessories
include Banding Coils,
Sleeves and Cam &
Groove Couplings,

Pin Lugs, as well as
Clamps and Nipples.
Contact your local IDC
Distributor for more
information.

W
Reelcraft Tri-tap cord reels

The new tri-tap reels from Reelcraft supply enough
power for up to three electrical implements where
and when you need it. This new accessory option
is based on Reelcraft’s current L4000 series reel
platform that has been the industry standard for
quality and durability in industrial settings for nearly
30 years. Models are available in 16/3 or 12/3 cord
and either standard triple tap or GFCI protected
triple tap. Contact your local IDC Distributor or visit
www.reelcraft.com.

3
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IDC-USA Platinum Preferred Supplier

e Migint Bef

Power Ace® Power King® Rib Ace®
Power Ace®Combo

Power Max® Double V

Duraflex GL® Synchro-Link® Synchro-Link® Synchro-Link®
Rubber Polyurethane High Torque

Synchro-Link® Synchro-Link® Metric V-Belts KPS
Double Sided Double Sided High Torque
Rubber Polyurethane Polyurethane

No matter what your drive requirements, .
o your IDC distributor has a BANDO helt to .+ -
. £ satisfy your design criteria. ‘

BANDO USA, INC. www.BandoUSA.com



