Succeeding by ‘downloading resources’

m Learning about clients

operations, needs is
high priority for
Methods Machinery Co.

By Angelica Semler

News-Herald Business Writer

When a telephone call be-
comes an interruption, the com-
pany has grown too large and
the relationship with customers
is suffering. )

Robert Mlakar’s father
founded and grew Methods Ma-
chinery Co. Inc. with that phi-
losophy. Mlakar, president and
chief executive officer of the
Cleveland company, has since
adopted that belief.

‘““My dad believed that you
are only as big as the service
you could give,”” Mlakar said.
‘“The point being that if you
ever get bigger than your ability
to respond to customer needs,
you start losing touch with the
business.’’ \

Methods Machinery repre-
sents and markets products for
machine tool builders and tech-
nological developers.

The company handles clients
from four business segments —
metal stamping, tool and die
and mold making, production
machinery and rapid prototyp-
ing and manufacturing.

‘““We act as a sales agency for
them,”” Mlakar said. ‘“We uti-
lize their engineering people.
We utilize their applications

and their applied research peo-

" ple, their systems designers and

their electronics engineers. We
look at our job as downloading
resources.’’

Since Mlakar succeeded his
father in 1986, Methods Ma-
chinery has acquired Machine

Tool Corp. in Indianapolis.:

Wing & Jabaay Inc. in Michi-
gan has joined -Methods Ma-
chinery as a strategic partner.
These are in addition to Excel
2000, a Georgia-based company

- Mlakar started in 1980.

In 1994, the conglomerate

+ founded Intercore Group, a pro-

vider of support services such
as machinery installation, main-

tenance and operator training.

Mlakar  describes it as the um-
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Methods Machinery Co. Inc. President Robert Miakar: ““We
believe we’re in business because of what comes to us
from outside of our company and how well we respond to
those opportunities.”

Methods Machinre‘i;j repre»;ééanui;‘dnd 7
markets products for machine tool builders
and technological developers. The company

-handles clients from four business segments

— metal stamping, tool and die and mold
making, production machinery and rapid
prototyping and manufacturing.

and what they learned from one
another was too valuable to
chance losing in a merger of the
five companies, Mlakar said.

Mlakar has a separate busi-
ness card for each company.

Although it may seem odd.
that the companies, which are
in the same business, operate as
separate entities, Mlakar said a
meeting of sales representatives

dence on that side of the busi-
ness, relationships between cli-

While maintaining -indepen-
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suppliers and walk directly int
our office, you shouldn’t t
able to tell the difference,” I
said. ‘‘Everything about th
way we run our business shoul
be consistent with the peop!
that we represent.”’

Methods Machinery achieve
this by learning how clients ru
their businesses'—. from ‘stud;

ing their objectives, strengtl

and weaknesses to involvin
both companies in planning an
training.

Methods Machinery also mu
analyze clients before agreeir
to represent them, Mlakar sai

‘“We really believe that w
should be an outside-in con

- pany instead of an inside-o

company,’’ Mlakar said... W
believe we’re in business b
cause of what comes to us fro
outside of our company ar
how well we respond to tho
opportunities.”’

Mlakar believes the comp
ny’s long-standing relationshi
and loyalty to customers ha
kept it in business for 40 yea
Some clients.started with Met
ods Machinery in 1955, Mlak
said.

A close relationship with ¢
particular client may catay
Methods Machinery into the
ture.

3D Systems, a Califorr
company Methods Machine
represents, has developed
rapid prototyping technolo;
that utilizes computer-aided ¢
sign to create models for po!
mers and plastics molds.

The. process-eliminates a C
rently expensive and time-cc
suming model-making meth
with applications in the au
metive, aerospace and medi
industries.

There will soon be a $2 b
lion to $3 billion market f
such technology, said Bill He
ington, vice president
operations for Methods Machi
ery.

Rapid prototyping fits right
with Methods Machinery’s |
ture plans to succeed throu
representing technologically ¢
vanced companies, Heringt
said. He was a former employ
at 3D Systems — a leader
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