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in 1933 in Brillion, just south of Green Bay,
and the fourth-generation, family-operated
company continues to build on a long history
of manufacturing premium-quality products.

The company’s brands include Ariens Sno-Thro
and Ariens zero-turn mowers for consumers,
and Gravely commercial lawn equipment for
professional landscape contractors. Ariens’
affiliate, Stens Corp., supplies replacement
parts to the outdoor power equipment industry.

Ariens operates three factories in Calumet
County employing more than §00 people.
Almost 50% of its employees have worked for
the company for more than 10 years.

While the outdoor power equipment
industry is facing tough competition from
China, Ariens has tackled the challenges of
international competition head-on by being
an industry innovator. It is continually improv-
ing and embracing cutting-edge manufacturing
advances, shifting production lines, and intro-
ducing new products and financial initiati
to employers and customers.

Ariens is also fighting to reduce costs, and
has successfully implemented lean manufac-
turing processes. As a result, in 2005 it rallied
with a 14.7% increase in productivity, The
company also successfully shifted production
from tractors to zero-turn machines to meet
the growing consumer demand.

In the area of financial incentives, Ariens
introduced many first-of-its-kind initiatives
including a stocking program that reduces
the risk for outdoor power equipment deal-
ers, wealth building programs for business
partners, and a national account program
that allows greater efficiency for contractors,

As a result, Ariens has experienced unprece-
dented financial success. While the industry
struggled in 2005, Ariens posted record sales,
and inventory turns increased 13.3%. And the
company celebrated the manufacture of its 2
millionth Sno-Thro.

Ariens attributes its success to several factors,
including the realignment of its departments
into value streams, its efforts to drive lean think-
ing and continuous improvement throughout
the company, a move to bolster its sales force to
improve customer relations and growth, and
continuing to improve its dealer base.

The company hasalso taken a leadership
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role in sharing solutions with the outdoor
power-equipment industry supply chain

In an ongoing effort to improve produc
tion efficiency, Ariens is making a $6.5 mil
lion capital investment aimed at reducing
delivery lead times for the company’s walk
behind power equipment products, ing luding
Sno-Thro machines.

This investment will allow Ariens to take
on the \_'|.1i||'n:.:u\ of worldwide sources of
supply and continue to provide consumers
and commercial landscape contractors with a
truly American-built product.

Additional plant upgrades will include the

creation of a new state-of-the-art production

and engineering trainin ility. The trair

center will provide each of its plants with inde
pendent learning centers

Its dedication to premium quality and the

loyalty and hard work of its employees should

tuture.
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Tom Joseph pursued the American dream

in 1988 when he founded Magnum Products

in his garage. His first product was a light
tower that, when attached to a generator and
mounted on a small trailer, became mobile
and self-powering,

Today Magnum Products LLC is an indus-
try leader, producing mobile light towers,
mobile generators, and mobile water arailers.
Magnum operates out of a 50,000-sq.-ft. facil-
ity in Berlin, west of Oshkosh: Since 2003, the
number of employees has expanded from 75
to 250 and its sales have more than tripled.

Magnum markets its mobile floodlight
towers to equipment rental dealers, govern-
ment agencies, contract-sales channels, and
international and private-label contract
houses. The products are designed for ease in

transport, setup, operation, support and ser-
vice. In addition, the towers are built to
withstand the most difficult conditions and
toughest environments. They perform globally
in the world's most extreme environmental
Llll'.\l]“‘\]'l\

In 2001, Magnum determined that the best
opportunity for growth was to operate its
own sales force and market products under
its own name. 5o it cancelled its contract with
a private label OEM that made up 65% of its
business. The gamble paid off and Magnum
has experienced explosive sales growth over
the last four years.

Magnum delivers through customer serv
ice. If a customer has a specific need that
accompanies any item in its product line, Mag
num’s employees are committed to finding a
way to do it, and do it well

When the U.S. Marines approached Mag
num to make enhancements to a generator,
the company’s research and develc ypment and
engineering departments got the job done. It
has also designed light towers for oil fields in
Alaska o operate in extreme cold, and dx:\ignui
and custom-built generators for NASA's space
shuttle program.

The company has a low employee turnover
rate that it attributes to a focus on training,
mentoring, \\'\'"-h;'irm. and a bonus com-
pensation plan that rewards its employees
equally. Magnum also provides its employees
with access to internal and external training
0;";"‘[1”!1]“”\,

When the company realized the high cost
of health insurance made access to healthcare
prohibitive for the majority of its production
staff, it revamped its health plan into a self-
insured plan that could be offered at a nom-
inal cost to employees. Within one year of
changing the health plan, 90% of the eligible
employees were covered and company costs
were reduced by 20%.

As important as it is to provide superior
customer service to its customers and to
care for its employees, Magnum Products
believes it is equally important to be a good
citizen of its community. As the ‘success of
Magnum Products continues, it is commit-
ted to the community that has contributed
to its success.

Mike Ery

President
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lailored Label Products Inc., Menomonee
Falls, carved a niche as an innovative manu-
facturer of custom engineered labeling, fueling
20% year-over-year growth since 2003 in a
market environment where the general printing
industry has seen low single-digit growth at
best. By taking on the most challenging product
identification programs, TLP earned a reputa-
tion as a problem solver,

TLP manufactures custom-engineered label-
ing and precision die-cut polymer solutions
for industries as diverse as outdoor power
equipment, biomedical equipment and medical
devices, electronics, appliances, motors, and
other unique applications. Its in-house capa-
bilities include adhesive development for
special applications, converting, pre-press,

TLP operates in a modern and purpose-
built plant. It has invested in the latest
technology and has co-developed some
of the machinery used to produce its
ever-growing family of printed compo-
nents, Capital investment over the last
two years accounts for over 35% of the
company’s total assets,

As an 1SO 9001:2000 registered
company, TLP consistently delivers
unmatched precision as a supplier to
major automotive companies and
Wisconsin manufacturers.

The company recently conducted
a value-stream mapping project to
identify methods to minimize mat-
erial waste and identify specific
problem areas. The success of this
initiative saved the company
enough money to invest in new
printing and packaging technology,
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