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By Sherry L. Baranek

Since opening 25 years ago, JMMS (Easley, SC) has changed
with the times. The second-generation, family-owned met-
alworking company has moved from a singular focus on
consumer molds into the aerospace, appliances, automotive,
electronics, lawn and garden, medical technologies, power
generation, power tools and returnable packaging markets.
The toolmaker’s ability to evolve and adapt to a changing busi-
ness environment has earned it the 2011 Leadtime Lead Award:
Small Shop Honorable Mention.

David Bowers 11, JMMS CEQ, describes his company’s busi-
ness model as “next-generation tooling.” He says the model
combines the traditional strengths of full-service metalwork-
ing and conservative business management with a company-
wide emphasis on continuous improvement in processes and
cutting-edge technologies.

These strengths have fostered the development of a diversi-
fied toolmaking portfolio. “Unlike other companies that live

or die with specialization, we
never wanted to depend on one
type of tooling,” Bowers says.
“Our success comes from offer-
ing total mold lifecycle man-
agement across a wide range of
tooling for plastics and metal
forming. We design, engineer,
test, manufacture and maintain
extrusion blow, thermoplastic
injection, thermoset injection/
compression, thermoset com-
pression and transfer, low-pres-
sure injection structural foam, die casting and trim dies. Like
any effectively diversified portfolio, growth in one asset class
helps offset losses in another, for continuing net gains.”

“We want to establish
JMMS as the Southeast's
leading single-source
provider of design, engi-
neering, manufacturing
and maintenance for
molds and dies.”

Weathering the Economic Storm

According to Rich Martin, JMMS Business Development
Manager, the company re-evaluated and retooled both its
strategy and operations over the last two years. “We had the
financial strength to make substantial capital investments in
best-in-class technologies,” he notes. “We invested in 1T and we
revised our branding and implemented an integrated market-

Small Shop Honorable Mention
JMMS: Constant Reinvention
Results in Growth, Success

A JMMS employee verifies the set-up in a high-speed machine.

ing program. The economy was slowing down, but we thought
the timing was right to address the business fundamentals.
“We made personnel changes too, staffing up at the project
management and shop foreman level, and adding designers in
our Asian operations,” Martin continues. “And we've created

A Job Well Done

ORBIS Corp., a manufacturer of reusable plastic pallets, totes, dunnage
and bulk systems based in Oconomowaoc, Wl, has worked with JMMS for
almost six years. According to Cameron Courtwright, formerly ORBIS's
Manufacturing Engineering Service Organization Manager and now
with RJG, he first visited JMMS to see if the company's operations could
support large, low-pressure structural foam mold repairs. “They were
confident they could do the job and | was too, even though they had
never worked on molds that big,” Courtwright recalls. “Nine months
later, they completed the largest mold rebuild ever done for ORBIS."

Courtwright says that JMMS is extremely customer-focused.
“They're very flexible and willing to invest in their customers' overall
success,” he notes. “I never heard anyone on their team say ‘We can't
do that" or ‘That's impossible. They have a can-do attitude and they've
invested in human and machine capital to support ORBIS's business.
They treat everyone on the ORBIS team as equals and have become a
preferred vendor and integral part of tooling for ORBIS. They pull out
all the stops to meet deadlines and never hold back on communica-
tions when issues arise. | really enjoyed their personal approach to
business and the way everyone worked together as a team.”

Photo courtesy of JMMS, Inc.
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a strategic and tactical business plan, designed to target new
market opportunities and address the specific requirements of
key prospects. This retool has driven a 40-percent increase in
sales from 2009 to 2010 and we're positioned for even greater
growth in 2011.”

JMMS offers its customers highly competitive leadtimes,
averaging 10 to 12 weeks for domestic molds and seven to
nine weeks for global molds. The company has a mature Asian
toolmaking strategy in place, with design and toolmaking
resources in Dongguan City, China. The company’s Asian
toolmaking supports what Bowers calls the company’s “follow
the sun” design and development. “We pack more productivity
into 24 hours, because our Asian colleagues are starting work
on designs when we're finishing for the day,” he says. JMMS
project managers, working under the auspices of the com-
pany’s 1SO 9o01:2008 Certified Management System, oversee
each phase of the mold’s lifecycle, from design and engineer-
ing through installation, production and maintenance.

“Our process involves constant course checks and ongoing
dialogue with our customers,” Bowers notes. “We review the
tryout data together, consult on-site during design matura-
tion and optimization, and move with deliberate speed from
prototyping to production. JMMS believes in a best practices
approach to ensuring molded part manufacturability, so we
continue to re-engineer our processes to improve quality and
compress the development cycle.”

Investments in Automation and Training

JMMS added an OKK HM1250S horizontal machining center
in 2009, giving it the capacity to build larger molds for one of
its largest customers, and the company continues to invest in
lights-out manufacturing. “Our automated work cells use the
latest robotic technology for increased capacity and consisten-
cy,” Martin says. “We have a five-axis robotic cell to manufac-
ture all EDM electrodes and then the EDM process itself. All
of our CNC equipment has automatic tool changing capability
and we're planning to add robotic cells in our CNC machining
department to permit pallet interchanges with the four- and
five-axis equipment.”

JMMS stays close to its customers to remain current with
new technologies. “We talk to our customers and prospects all
the time, asking questions to make sure we understand what
they want from their mold and die maker,” Bowers says. “Our
capital expenditures have to support the customer’s strategic
investment in quality. The OKK machining center is a case
in point. It gives us the capability to produce tooling for large
parts, including components for instrument panels, hoods,
doors and fenders. We added the technology to support one
customer relationship, but it’s an integral part of our business
development arsenal too.”

The company has also begun to implement lean manufactur-
ing principles. JMMS associates study with the South Carolina

Equipment List

The following is just some of the equipment Leadtime Leader JMMS uses
on its shop floor to get the job done quickly and efficiently.

CNC Equipment EDM Equipment

Hurco Mitsubishi EDM
www.hurco.com www.mitsubishi-world.com
OKK USA Corp. System 3-R
www.okkcorp.com www.system3r.com
Roeders Inspection Equipment
www.roeders.de Mitutoyo

www.mitutoyo.com
Design Equipment
Cimatron
www.cimatron.com

Shop Equipment
Chevalier Machinery, Inc.
www.chevalierusa.com
Mastercam/CNC Software, Inc.

‘ DME
www.mastercam.com www.dme.net

e (PEO/ B) Okamoto

Www.pte.com www.okamotocorp.com

Manufacturing Extension Program, learning how to identify and
eliminate waste in processes and inventory; and JMMS manage-
ment has started mapping value streams to support continuous
improvement in quality and shorter leadtimes. “Our customers
have seen the benefits of Lean in their own operations,” Martin
notes. “They want to know that their vendors have made a similar
commitment to organizational excellence.”

Engineering Controlled Growth
JMMS plans to grow, to meet additional demand for its next-
generation approach to toolmaking, while maintaining a flat
organization and promoting from within. “We’ve worked hard
to build our culture,” Bowers states. “When you have employees
who share your core values, you don’t need to add layers of man-
agement to enforce compliance. People do the right thing with-
out constant supervision, so everyone can focus on creating value
in the design, engineering and manufacturing of tools and dies.
“We want to establish JMMS as the Southeast’s leading single-
source provider of design, engineering, manufacturing and
maintenance for molds and dies,” Bowers concludes. “We plan
to continue investing in our capabilities and our customer
relationships, while presenting the ‘next-generation tooling’
model to prospects who share our values and commitment to
quality.”

FOR MORE INFORMATION:
JMMS / (864) 855-0450
rich.martin@jmmoldsouth.com / www.jmmoldsouth.com
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