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Message from the board
Please consider a membership in The National Tooling & Machining Association. The NTMA is
the place to get information on a national level. I have been a member since 1986 and have
found great value attending National meetings. The meetings are held in various cities
across the USA. My reason for attending meetings is networking with similar businesses in
other parts of the USA. I have established friendships with the leaders from other businesses
similar to mine and I have found them open to reciprocal shop tours or visits. At each National
meeting there are breakout sessions with similar businesses attending. During the breakout
sessions various topics of common interest are discussed.
NTMA represents our interests in Washington. They employ full time lobbyists to share the
concerns of our members with members of congress. Once per year there is a visit to DC where
we as business leaders get to meet with our congressional representatives and discuss our
fears and concerns. I have attended several of the visits and find them to be quite enlightening.
Our Chapter Executive, Colleen Herman, recently attended one of these conferences and was
very impressed with the information exchange, benchmarking, best practices and networking.
She made valuable contacts and feels better empowered to perform her job as a result.
Why not attend one and see what it can do for you.
Ken Seilkop – AG Tool / Seilkop Industries and TTMA trustee

A Good time was had by all!
Our awesome partners at Techsolve hosted TACO TUESDAY – complete with a smorgasbord
of Latin American delicacies and cold cervesas!
Techsolve gave tours of their amazing facility, and shared their value proposition for
manufacturers in the local area (quite extensive!)
Guest speaker Congressman Warren Davidson gave a very insightful look into what is going on
inside the beltway and shared his thoughts on a variety of topics, including the upcoming mid
term elections.
The networking lasted for hours and a good number of members remarked on how much they
appreciated the Congressman’s insight, and accessibility long after the speeches were over.

THE WEEKLY TOPLINES
● The U.S. economy grew 6.7% at the annual rate in the second quarter. Real value-added output in
manufacturing rose by an annualized 5.5% in the second quarter, with the sector accounting for
11.1% of real GDP.
● Manufacturing value-added output increased from $2.444 trillion in the first quarter to $2.525 trillion
in the second quarter, an all-time high. Both durable goods and nondurable goods set new
records. Real value-added output in manufacturing rose to a record $2.329 trillion in the second
quarter, as expressed in chained 2012 dollars.
● The current forecast is for 5.8% growth in 2021 overall, with real GDP rising 3.8% in 2022. In
addition, real GDP should rise by 4.5% in the third quarter, downshifting somewhat from prior
estimates due to challenges related to supply chain disruptions and rising COVID-19 cases.
● The ISM® Manufacturing Purchasing Managers’ Index® expanded robustly once again, with the
headline index rising from 59.9 in August to 61.1 in September. New orders and production
remained solid, albeit with some easing in the latter. The employment data were consistent with
challenges in hiring, with 47% noting difficulties in increasing their workforce.
● The ISM® survey noted continuing concerns with supply chain disruptions, rising costs and
workforce shortages. Prices accelerated in September, even as they have pulled back from
June’s pace, which was the fastest since July 1979.
● New orders for durable goods jumped 1.8% to a record $263.5 billion in August, buoyed by
strength in nondefense aircraft and parts sales, which can be highly volatile month to month.
Excluding transportation equipment, new durable goods orders increased 0.2% to $182.7 billion,
also an all-time high.
● Nondefense capital goods excluding aircraft—a proxy for capital spending in the U.S. economy—
rose to a record $77.1 billion in August. This increase marked an encouraging sign that
businesses are investing at a very healthy pace, consistent with an optimistic outlook for the
coming months. It also mirrored—in my view—the record pace of job openings in the sector, with
firms also investing more in human capital.
● Private manufacturing construction spending declined 1.7% to $73.63 billion in August, a four
month low. Relative to pre-pandemic levels, private manufacturing construction has declined
3.3% from $76.16 billion in February 2020.
● Personal consumption expenditures increased 0.8% in August, rebounding after edging down by
0.1% in July. Since February 2020, personal spending has increased a solid 7.7%. Meanwhile,
personal income rose 0.2% in August, with wages and salaries increasing 0.5% for the month.
Since February 2020, manufacturing wages and salaries have increased 4.8%.
● Consumer confidence fell to the lowest level since February, declining from 115.2 in August to
109.3 in September, according to the Conference Board. Americans felt less upbeat about the
current and future economy, largely on concerns about the spread of the delta variant and on
inflationary worries.

3 Strategies to Keep Your Valued Employees Are you paying fair
wages to your employees? Do the wages motivate your employees? Find out by classifying
or ranking the job positions in your workplace.
1. You can use several ranking plans:
A. Rank by market. You compare each worker's position to a similar position within the job market. Be
careful. Compare job duties, not job titles.
Example: Is the position of customer service representative in your organization worth more or less
than what the average customer service representative makes at other organizations?
B. Rank by evaluation. You give a title to each position and rate one position against the others.
Example: Is a customer service representative more important than an administrative assistant, a
supervisor, a bookkeeper?
C. Rank by job duties. You break down each job into a cluster of job skills and duties, then award
points to these different skills. Add them up, figure out which positions have the most points and
deserve the most pay. This method works best for smaller and newer businesses or organizations where
each employee will likely wear several different "hats."
Example: A customer service representative in your organization not only answers customer requests.
He or she also checks on orders and makes suggestions on inventory. This person comes in on
Saturdays and prepares reports for accounting’s use. How do these skills compare with other positions?
2. Involve employees in your ranking plan:
Make sure your employees understand that a wage and salary ranking plan will make fair and equitable
wages. Answer their questions early.
Will you immediately raise the wages of your customer service representatives if your ranking plan
shows they are underpaid? What will happen if your bookkeeper makes too much money? Will you cut
their pay, or freeze their income? Answer these questions before you even begin your study. You will
have fewer headaches if you find your current compensation is out of line with the market.
3. Problems with ranking plans:
Don't over-emphasize market factors. You could bid up salaries if you pay too much attention to
competition. You might pay unfair wages and salaries because of inequities in the job market. Don't
give unfair advantage to some workers. Because your customer service manager happens to be a
likable person, don't assume the position is worth more money than the position of operations manager.
Emphasizing certain job skills may create pay inequities among employees.
Example: Emphasizing physical strength in your job analysis could favor men. And academic
education may or may not be more important than vocational training.
A major challenge in compensating employees is paying those with highly specialized skills. You may
not feel such skills deserve the going rates, but the job market conditions may dictate what you pay.
Example: You decide to provide data analytics to your customers through your customer service team.
You need to hire someone with data analytics experience. Such a specialized skill as this will probably
cost you more than regular customer service representatives.
What to do: Decide what your compensation philosophy will look like and carefully weigh out the
various ranking options.
For assistance determining the best course of action for your organization and employees,
contact VonLehman’s HR Consulting team at nthompson@vlcpa.com or 800.887.0437.

Registration is Now Open!

The Tri-State's most popular golf tournament is back!!!
Join the TTMA for our ever popular annual Golf Tournament! This years event will be held at the
scenic Hamilton Elks Golf Club and once again it is sure to fill up quickly - so please register
early.Increase your exposure by taking advantage of one of our sponsorship opportunities
Register at : https://www.eventbrite.com/e/ttma-annual-golf-outing-tickets-297279148937

Please fill out form and email back to : ttma@toolingandmanufacturing.com

Upcoming events

Register at:
4/5 - Northern Kentucky https://vlcpa.com/event/manufacturing-event-voice-of-the-blue-collar-worker-survey-results-north
ern-kentucky/

4/6 – Cincinnati https://vlcpa.com/event/manufacturing-event-voice-of-the-blue-collar-worker-survey-results-cinci
nnati/

Sinclair University presents:
Engaging the High School Talent Pool: A “Myth-busting Workshop By Companies For
Companies on How To Hire Youth”
When: Monday, April 11, 2022
Where: Warren County ESC 1879 Deerfield Rd, Lebanon, 45036
Time: 8:00 – 11:00 a.m.
Register here.

