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CLIENT

AN INTERNATIONAL HEAVY MACHINE TOOL MANUFACTURER.

CompPANY PROFILE

APPROXIMATELY $35 MILLION CONSOLIDATED REVENUES
175 EMPLOYEES
NON-UNION WORKFORCE AT TIME OF ACQUISITION

SUBSEQUENTLY UNIONIZED

CHALLENGE

THE COMPANY WAS A CONGLOMERATE OF THREE DIFFERENT HEAVY INDUSTRIAL STAMPING PRESS MANUFACTURERS THAT HAD RECENTLY UNDERGONE
A CHAPTER 11 BANKRUPTCY. THE ASSETS WERE PURCHASED BY THE SENIOR SECURED LENDER, A COMMERCIAL FINANCE COMPANY HEADQUAR-
TERED IN NEW YORK IN A 363 ACQUISITION. THE NEW OWNERS REALIZED THAT IN ORDER TO SUCCESSFULLY TURN THE COMPANY AROUND, A NEW
MANAGEMENT TEAM WITH EXTENSIVE EXPERIENCE IN TURNAROUNDS WAS NECESSARY. RELATIONSHIPS WITH THE CUSTOMER BASE, EMPLOYEES, AND
SUPPLIERS WERE ACRIMONIOUS DUE TO THE BANKRUPTCY AND THE RESULTANT ECONOMIC LOSSES THE CREDITORS HAD EXPERIENCED. IN ADDITION,
THE 9/171 EVENT IMMEDIATELY CAUSED SALES REVENUES TO DROP DRAMATICALLY.

FINDINGS

THE COMPANY HAD AN ESTIMATED INSTALLED BASE OF APPROXIMATELY 200,000 STAMPING PRESSES, WHILE RETAINING THE ORIGINAL ENGINEER-
ING RECORD SETS FOR NEARLY 400,000 PRESSES MADE SINCE 1857. MANUFACTURING NEW PRESSES WAS DETERMINED TO BE UNPROFITABLE
AND EXCESSIVELY RISKY AS TO PRODUCT LIABILITY EXPOSURE. THE AFTERMARKET REPLACEMENT PARTS MARKET WAS AN AREA OF OPPORTUNITY,
DESPITE NUMEROUS COMPETITORS WHO HAD RECENTLY ENTERED THAT MARKET, SOME OF WHICH HAD UNLAWFULLY OBTAINED PROPRIETARY
INFORMATION TO USE AGAINST THE COMPANY. THE SALES FORCE WAS LARGE AND UNDER-DIRECTED, AND THE MANUFACTURING FACILITIES EQUIP-
MENT WERE OLD AND IN DISREPAIR. FACILITIES LOCATED IN BUuFFALO, NEW YORK AND CHICAGO, ILLINOIS WERE CONSOLIDATED INTO ONE IN WEST
MicHIGAN. THE PREDECESSOR COMPANY HAD BEEN HIGHLY UNPROFITABLE, DRIVING THE COMPANY INTO A CHAPTER 11 BANKRUPTCY.

REsuLTs

THE COMPANY DISCONTINUED THE MANUFACTURE OF NEW PRESSES. INSTEAD, IT FOCUSED ON THE PRODUCTION OF HIGH-QUALITY REPLACEMENT
PARTS FOR EXISTING PRESSES, AS WELL AS FACTORY AND ON-SITE REPAIRS AND REFURBISHMENT. WHILE REVENUES DECLINED TO AN ANNUAL RATE
or$18 MiLLioN, EBITDA CONSISTENTLY EXCEEDED $6 MILLION. THE MANUFACTURING EQUIPMENT AND FACILITIES WERE UPGRADED, AND A
NEW OPERATIONS AND ACCOUNTING SOFTWARE PACKAGE WAS INSTALLED. CREDIT PROCEDURES, WARRANTY PROGRAMS, AND COMPONENT
EXCHANGE PROGRAMS WERE IMPROVED AND LOSSES THAT HAD BEEN EXPERIENCED IN THESE AREAS PREVIOUSLY WERE VIRTUALLY ELIMINATED.
AFTER A 4 YEAR PERIOD, THE COMPANY WAS SUCCESSFULLY SOLD TO A MAJOR COMPETITOR.

Notes:

THE PREVIOUS CASE STUDY WAS DERIVED FROM ACTUAL ENGAGEMENTS IN WHICH LEVEL TEN PROFESSIONALS WERE ACTIVELY INVOLVED OVER
THE COURSE OF THEIR CONSULTING CAREERS. THE LEVEL TEN PROFESSIONAL IS REFERRED TO AS “THE CONSULTANT”. THE NAMES AND OTHER
CONFIDENTIAL INFORMATION ARE NOT DISCLOSED.



