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(0:00 - 0:05)
Keith got a job because he said he could run a CNC. Yeah, and I didn't lie. I was able to run the CNC my first day.

(0:05 - 0:13)
You know, but I think, yeah, if you don't go into that. It's like one of those fake, fake it till you make it. A Tormach is a CNC.

(0:15 - 0:19)
They give you a more expensive one. You'll be that much better, huh? Yeah. But it wasn't doing it blindly.

(0:19 - 0:29)
Like you, and I had been around machining. I was a manual machinist and I got enough of the, you know, programming myself in Fusion. That was the software they use.

(0:29 - 0:46)
It was the same thing. It wasn't, we made it sound a little worse than it was. So we have Keith and Patrick Lee here.

(0:47 - 1:04)
Excited to have you guys on, excited to hear your story. And maybe we just start at the beginning of it. What attracted you to manufacturing? Were you kind of getting into it at the same time or did one come before the other there? Tell us like the origins of you guys and your passion for manufacturing.

(1:04 - 1:22)
Um, so my senior year of high school, I'm two years older. So my senior year of high school, there was a, it was like, it was a new course that the school was offering, but it was, um, a STEM course, you know, science, technology, engineering, math, right. Kind of the application of right.

(1:22 - 1:32)
High school physics, chemistry, you're doing all the general, you know, science stuff. So it was a little more application based. And I found a John Saunders, NYC CNC video.

(1:33 - 1:50)
And like the whole idea behind this class is you get one big project throughout the semester that you work towards. And I found his videos, caught an interest in it and started building a pretty crappy version of a CNC router. Never put a spindle on it, but use an Arduino and got it to move around.

(1:51 - 2:16)
And he took the same class two years later and built an actual CNC router. You know, that was five or six years ago now from high school, but that was the start, you know, and, uh, we went our own ways a little bit and, and then ended up here. So, yeah, I, uh, I stayed more in manufacturing right out of high school, not manufacturing, but machining, um, when Patrick went to school for.

(2:17 - 2:19)
Yeah. Mechanical engineering. I have a degree in mechanical engineering.

(2:19 - 2:40)
And then, uh, five years I spent on the, like, operation side of, of heavy construction. Um, so it was out in the field, you know, spent a couple of years in Boston working, not manufacturing related, right? So, you know, I was always, I always enjoyed it, but don't have a ton of experience. So he's, he's got the practical experience.

(2:40 - 2:54)
So when was this, when, when was this, uh, like, when did y'all both graduate? I mean, I guess you're two years ahead, right? Yeah, so high school, 2016. Got it. And then Keith, you've been, you're right from high school.

(2:54 - 3:30)
You started your, like, manufacturing career. I imagine you didn't, like, start right from high school and launch your business. No.

So, um, when I graduated high school, I joined the Air National Guard and joined as a, one of the fields is being a machinist and welder. So, you know, go to basic training, then go through the tech school, through the military, and then took a job working full time for the National Guard as a machinist, um, at McGuire Air Force Base, New Jersey. And then that, so that's like my entry into machining, mostly manual machining and a little bit of welding.

(3:30 - 3:56)
And then from there, kind of worked on a bachelor's degree at night while working and then, uh, went and started working at a company kind of outside of Philly that makes aerospace fasteners, SPS Technologies. And so spent some time working there and we had the idea of starting the business probably four years ago, five years ago. And just kind of, just kind of started messing around, I guess you could say.

(3:57 - 4:07)
We put a, a Tormach in the, uh, in one car garage of our townhouse. Yeah. And then from there, just kind of did it here and there, but we both, like Patrick had his career.

(4:08 - 4:24)
I was finishing up school and had a pretty busy job. And then when we really got serious, we bought, that's when we bought the house in Swedesboro, right? Yeah. So then we, we bought a house down in Swedesboro, which just meets up in you guys, South Jersey.

(4:25 - 4:32)
Yeah. And it had a bigger garage. So we, we started taking the business seriously there.

(4:33 - 4:42)
So it was a one Tormach garage and then your car probably parked outside. Yeah, exactly. That's tough in New Jersey winters.

(4:42 - 4:48)
Yeah, that was my first thought. What about when it snows? That's awesome. I love that.

(4:48 - 5:10)
And once you moved into the garage, the bigger one, did you have a website then? Did you start like trying to land customers or was that like nights and weekends, still had your day jobs? Yeah. So spent a lot of time building the second shop. You know, it was just a bare garage and we insulated and ran new electrical service.

(5:11 - 5:18)
So did all that. And then still had just the Tormach. And I think hosometry is really how we started.

(5:19 - 5:30)
We learned about it and figured it'd be an easy way to find work at our pace, right? Nights and weekends. And to kind of get our feet wet. I think you did the test part on the Tormach.

(5:30 - 5:33)
Yeah. Which it was a Tormach 440. And I think they tell you not to do that.

(5:34 - 5:42)
We did it anyway. And we luckily timing worked out. We found a Haas mini mill and a Prototrack lathe.

(5:43 - 5:48)
Nice. At an auction from a local technical school. They were pretty much brand new.

(5:50 - 6:00)
One of them still had packing grease on it. So those were our, I'm going to say, first two like real machines. Stayed pretty much Xometry work while we were in that garage.

(6:02 - 6:11)
And now that's 2025, March 2025. A little over a year ago, he started full-time. August, I started full-time.

(6:11 - 6:21)
August 2025, I started full-time. And in September, we moved into the shop where now, which is a 4,000 square foot commercial space. So it's pretty empty.

(6:21 - 6:26)
We by no means fill it up, but we've got plenty of room to grow into it. That's awesome. I love it.

(6:29 - 7:00)
You can't spell high-end without DN. If you're serious about taking your shop to the next level, it might be time to stop thinking in terms of good enough and start thinking in terms of capability, flexibility, and my favorite, automation. DN Solutions is helping manufacturers move into true high-end machining with their SMX multitasking series, the DVF 5-axis machines, and advanced automation solutions designed for shops that want to run smarter, faster, and more competitively.

(7:00 - 7:27)
The SMX platform gives you the ability to combine multiple operations into one setup, reducing handling, improving accuracy, and helping you get complex parts out the door faster. Their DVF 5-axis lineup delivers the precision, rigidity, and confidence manufacturers need for today's demanding aerospace, medical, and high-performance applications. And when you pair those machines with automation, you're not just buying equipment, you're building a more scalable business.

(7:27 - 7:47)
High-end parts, high-end capability, high-end thinking. Because you can't spell high-end without DN. Learn more at dnsolutions.com. The angle that you took this picture at that's on your website looks like it's nice and full, but you got room to grow.

(7:51 - 7:58)
Very cool. It looks like you have a few more Haases at this point. Yeah, so Haas makes it too easy to buy machines.

(8:00 - 8:18)
I have to say that's probably the biggest reason and just to keep everything standardized as I'm learning to run the machines and a little more, you know, I'll say I guess a technical background. They make it so easy to buy machines. So who's teaching you how to run machines? Little brother? Yeah.

(8:19 - 8:22)
That's cool. That's where a lot of the argument comes from. Yeah, plenty of argument.

(8:22 - 8:34)
That's where the argument comes from, I can imagine. So Keith, I'm curious to ask, you said the machining you did in the Air Force was largely manual? Yep. Is that right? Yeah, almost.

(8:34 - 8:52)
So where did you learn your CNC? So pretty much self-taught on the CNC. When I left the job working for the Air Force and went to the civilian aerospace company, it was more of a supervising and management role. So I wasn't running machines there either.

(8:52 - 9:12)
So we pretty much taught myself CNC on the Tormach a little bit. And then as we got serious and knew we wanted to keep going with the business, I left that job and went to just like a classic job shop, like small, you know, 10 machinists running your own jobs on machines. I think you pranked the owner.

(9:13 - 9:19)
Yeah. I knew I could figure it out. Just a small industrial machine.

(9:19 - 9:23)
Yeah, it counts. And it worked out great. You know, I was able to hit the ground running there.

(9:23 - 9:33)
But like those were really at that job shop pretty much a year before going full-time ourselves. Yeah. Was the first time really running industrial machines like full-time.

(9:33 - 9:39)
I want to hear this prank the owner story. I think he, uh, right. We only ever had the Tormach.

(9:39 - 9:42)
Self-taught. Right. Didn't do a ton.

(9:42 - 9:46)
No. Keith got a job because he said he could run a CNC. And I didn't lie.

(9:46 - 9:55)
I was able to run the CNC my first day. You know, but I think the, uh, if you don't go into that. It's like one of those fake, fake it till you make it.

(9:55 - 9:59)
A Tormach is a CNC. Yeah. And, uh, they give you a more expensive one.

(9:59 - 10:04)
You'll be that much better, huh? Yeah. But it wasn't doing it blindly. Like you, and I had been around machining.

(10:04 - 10:12)
I was a manual machinist. And I got enough of the, you know, programming myself in Fusion. That was the software they use.

(10:12 - 10:25)
It was the same thing. It wasn't, we made it sound a little worse than it was. So tell, tell us how you taught yourself, uh, the CNC, you know, was it just YouTube videos and stuff like that? Yeah.

(10:25 - 10:36)
A ton of just YouTube videos pretty much sums up all of it. And then just doing stuff. And I feel like there's no better way to read a little bit, watch some videos, but then really just spend time trying to do it.

(10:37 - 10:44)
Yeah. And I think, I think something that definitely helped is his time that he spent at that job shop. Right.

(10:44 - 10:46)
I mean, you guys, super low quantity. Yeah. Right.

(10:46 - 10:55)
So it's something new, always programming, always setting stuff up. So you got a ton of different experience sticking out. And I think, you know, we went back and forth while he was still there.

(10:55 - 11:17)
It was like, oh, should you quit now? Should we, should we have started before? But I think that time he spent there was right. It's the foundation of really of what we've got going on now. So spending any time at a job shop of like a classic job shop style shop, you know, you see 300 parts in a year, you program all three on, you know, you just get exposed to a ton of stuff.

(11:17 - 11:25)
A part 16 inches long and a part two inches long. You know, you just get to see it all in super condensed period of time. Yeah.

(11:26 - 11:37)
High mix, low volume, best experience. I think that always goes together. Like, you know, if you're just sitting there kind of running the same job over and over again at a production shop, you're not learning nearly as much.

(11:38 - 11:40)
Exactly. Yeah, definitely. And that's even what we're doing now.

(11:41 - 11:55)
Yeah. We're, you know, typical job shop, mostly low quantity. We're starting to get some customers where we can get some higher quantities, 50, a hundred, but like up to now under 10 parts is a normal job for us.

(11:56 - 12:16)
Which has been great too, to learn, you know, as we're going out on our own. Are you still primarily fueled through Xometry opportunities that you're finding there? Has it branched into some of these more like, I guess, personal, you know, person to person relationships with your customers? So 2026, we've done a couple Xometry jobs. Yeah, not many.

(12:16 - 12:29)
I think three. Yeah, something like that. But mostly, you know, normal customers, I'll say, that we found through different relationships, right? He's worked with a number of people in the industry.

(12:29 - 12:44)
We're actually doing some work for the company I used to work for. And then LinkedIn's been pretty good for us, has been the best way, I think, for us to find people. I think we kind of, I started talking about it in the tool path, the condo conversation.

(12:44 - 13:07)
But the construction industry, the part of it that I was in, the sales model is a little different, right? It's all, it was all public work, lowest bid win. So this like sales routine is a little new to me, actually like going out and trying to find the work. And there were plenty of, you know, salesmen for different products trying to find you when you're running a job and you're buying material.

(13:08 - 13:15)
But they're a little bit different. Yeah, so it's very, and that's the role I'm trying to fill in the business. So it's been new for me.

(13:15 - 13:20)
It's definitely not been easy. I'm not good at it. Makes me anxious and nervous.

(13:20 - 13:25)
But we're starting to figure it out. Yeah, it's fun. Yeah, you have to think it's fun.

(13:25 - 13:42)
I mean, sales can be a lot of rejection, taking a lot of shots and very few go in. But you gotta like find the itch for it, you know, and it's gotta drive you and it's gotta be exciting. And if you hate every minute of it, you'll probably end up in accounting or something else like that.

(13:42 - 13:53)
Yeah, I feel like once you figure out that some of the shots do go in, you gotta, you know, you're like, I gotta shoot a lot. I can do that. Yeah, it's like golf, you know, most of golf is frustrating.

(13:53 - 14:20)
So you have that like one really good shot. So you said you're having success on LinkedIn. Is that a strategy of like direct messaging people or just sharing projects you're working on and, you know, cornering? I've found that like the LinkedIn posts that I've gotten the most like feedback on and likes and stuff like that has not really been machining or parts related.

(14:20 - 14:33)
I mean, obviously the shop, but I've got, we've got a nephew. My sister's got, you know, now two kids, but her older son is about 18 months now. He loves coming to the shop.

(14:33 - 14:54)
He points to the machines and he loves pressing the buttons. And so just pictures of him has gotten great, you know, responses from people. But then I will also just, Paul, like you were saying, I'll kind of do my own, I'll say market research, find companies in the area that I think we work well with, that we want to work with.

(14:55 - 15:09)
And slowly try to connect with those people and message them. And one of our better customers now was found that way. And just like mutual connections, like starting to build our network has got us another customer.

(15:09 - 15:19)
So I just feel it's almost like, I guess, more of a warm outreach versus a cold call. I think I spent a day trying to cold call. And it was brutal.

(15:21 - 15:27)
I mean, I, you know, I think right. If you do anything enough, it'll work to some extent, but it was brutal. Yeah, no, it is.

(15:27 - 15:39)
But when you're out there, you're kind of building some familiarity before you connect with somebody. Yeah. Like, you know, people feel like they know us, you know, Paul, Mike, and I, because they listen to the podcast and stuff.

(15:39 - 15:45)
So then when we, when we connect with them, it's like, okay, it's not like complete stranger. Who's this weirdo trying to call me or whatever. Yeah, yeah, yeah.

(15:45 - 15:58)
And, and I think that's what you're doing by building some of that familiarity, just putting yourself out there, showing, showing the little man on the machine. It's like, I think people love that, you know, and it makes you human and it makes you someone that they want to talk to. So, yeah.

(15:58 - 16:08)
So are you kind of, are you kind of going through like the people in the comments or who are commenting and just saying, Hey, thanks for commenting on my posts. You know, this is Patrick and Keith. Here's what we do.

(16:09 - 16:34)
Let us know if you have any overflow work or anything like that. Or, I mean, how do you take it from just cool posts that get engagement to actual real sales conversations? Yeah. The, um, the one that's one of our better main customers right now, um, the owner of the company liked one of the posts and, and they connected with me and I, they were on my list of companies, the local companies that I found that I thought we could work well with.

(16:34 - 16:51)
And I just took, I just messaged him directly and he said, here, call my purchaser. And it's like, I think the next day we had a PO from them. Um, so yeah, like that's exactly what you kind of said, Nick, is how we're trying to approach it and what's been working, I think.

(16:53 - 17:01)
Yeah. Well, nothing more annoying than the like random message that like seems like, like you don't know the person at all. Then as soon as you hit accept, it's like this long pitch.

(17:02 - 17:07)
Yeah. I mean, we all get those. I feel like that's like 80% of my direct messages on LinkedIn and I hate it.

(17:07 - 17:24)
But what you just described works all the time. Like it works like crazy. You know, for me, obviously selling the automation stuff, anytime someone's posting about like staying up all night or like having to work extra or like anything that, you know, automation can solve that problem, you know, running your machine unattended.

(17:25 - 17:42)
Then I, then I'm like, Oh, Hey, like, are you, you know, start, start the conversation and find my way in, you know, weasel my way in there. But no, it's, it's just true, genuine problem solving too. And like authentic relationship building, instead of that weird, pitchy stuff that everybody hates.

(17:42 - 17:58)
Yeah. And there even through LinkedIn and I think it was a YouTube shop tour video that a local machine sales salesman did, you know, through a number shop, but there's a small networking group. Yep.

(17:58 - 18:04)
And I think we kind of mentioned it to you, Paul, and I'm sure he's, the gentleman's name is Brett Lister. Brett Lister. Yeah.

(18:04 - 18:08)
Yep. Awesome. He's all over LinkedIn and he started organized.

(18:08 - 18:25)
I think it's been four or five years that it's been going on now, but this little networking group of, of mostly smaller shop owners and, um, plenty of young guys starting out. So, and that's been great too. We, you know, as soon as we, we moved up here to Pennsylvania, we reached out to him and he's been great.

(18:25 - 18:37)
And that, that group's been great for us just to meet people. And, but just stuff like that too, just, just to meet people. That's one thing I didn't know anyone in the industry coming from construction, you know, totally different industry.

(18:37 - 18:58)
So, um, trying to do our best to meet people has been big too. And we're constantly surprised by like how willing to help everyone we meet and talk to is, you know, people who owe us nothing, we have nothing to really offer them and they're still willing to talk to us, help us, point us in the right direction. I love that about this industry.

(18:58 - 19:01)
So good. Yeah. Same here.

(19:01 - 19:13)
I mean, there's almost entirely good people that you deal with. A few rotten eggs out there, but mostly just great people. Hey folks, listen up.

(19:13 - 19:32)
You know, that manufacturing buyers don't ask simple questions. They're asking about product compatibility, materials, specs, lead times, application fit, and they want answers before they even talk to sales. That's where Navoo comes in.

(19:32 - 19:55)
Navoo adds AI chat to your website trained on your own content. So visitors can get reliable, accurate answers in real time. It helps buyers find the right product, understand the right application and take the next step without forcing your team to answer the same questions over and over.

(19:55 - 20:09)
And setup is simple. Navoo works with your existing website. It connects with tools like HubSpot, Salesforce, and Slack, and gives you visibility into what visitors are actually asking.

(20:09 - 20:47)
See what your website has to say at navoo.co slash makingchips. That's N-A-V-U dot C-O slash makingchips. So beyond trying to figure out how to sell and figuring out how to run a CNC, what other things have you guys been trying to figure out? One thing it, uh, we haven't talked about this, but, and it kind of hit me, I think after the toolpath summit, when there's a lot of talk about automation and, um, improving a process is easier.

(20:48 - 21:38)
And that's kind of what I did in my role in like operations, construction, him and the aerospace fasteners company, right? The, they were already operating. He was just trying to make it more efficient and, and, but developing the process from, from scratch is tough. And, uh, like we think about automation, but so many different problems to solve before a robot even makes sense to, to make it efficient, you know? So I think understanding all the different aspects of the process, um, and, and building a process, not just, you know, willy nilly going and getting drawings and having a different process every time, like really trying to build, um, an efficient, effective, repeatable process that we can follow.

(21:38 - 22:14)
And that when we hire people, um, I think it's been big what we've been working on now, but I never really thought of it like that, that developing a process from scratch is tough. And knowing like coming from a job shop where you might think there's a, there's a lot of things that could be done differently or better or more efficiently. Making sure we have a clear process on at least starting point, if we bring someone into help of like how we process work and do things before we need to have that set before we can even think about bringing someone on.

(22:14 - 22:27)
So that's one of the things that I've been thinking about and focusing on is not just getting jobs out the door, but like building the process of how we get jobs out the door. Standards. And, and I'm glad, I like the point you guys made too.

(22:27 - 22:46)
So before a standardized, repeatable, stable process, don't automate anything, but you also need that to just hire somebody. Like not just to employ a robot, but to employ another person because the whole, Hey, come in here and figure out how we wing it thing. It makes onboarding a new employee really difficult too.

(22:46 - 22:58)
They're like, you know, job shop style of handing someone a print and saying the materials on the shelf. And that's as much direction as they have. And they're just expected to put a finished part on the shelf and then it wasn't done the way you wanted.

(22:59 - 23:07)
Whatever the reason is, you know, having a process of how to do things seems like something to get squared away first. Yeah. I love that wisdom.

(23:07 - 23:16)
It's so true. How are you going about doing that? Creating it, documenting it, sharing it. Do you have any other employees besides yourselves or? No, not yet.

(23:16 - 23:19)
Okay. Okay. So how, yeah.

(23:19 - 23:28)
How are you documenting all that stuff and getting it even for yourself? You know, it's worth. Yeah. Come in and like, let's let me go through my own thing.

(23:28 - 23:38)
I wrote down and make sure I understand it. Make sure it's clear. We created a QMS which has pretty much governs almost all of it.

(23:38 - 24:00)
And that as we create, like we'll create travelers for jobs that have steps for each job. And that really is like the QMS kind of covers, it forces you to write the procedure to, you know, be compliant with your own QMS. So that that's been the biggest thing so far.

(24:01 - 24:09)
Yeah. And I think something, I know I struggle with it. We've got to go back to the QMS and fix what's not efficient.

(24:10 - 24:19)
And I think sometimes that gets lost when you're just trying to get parts out the door. It's only two of us. So it doesn't take a ton to keep us busy because we're not the most efficient yet.

(24:19 - 24:30)
Right. So there's, but I think we've got to get better at going back and making the process better and documenting like those changes. But that's, yeah.

(24:30 - 24:46)
And we earlier this year, we started using an ERP. And that's been great too to help just keep us organized. And, you know, I know a lot of people build their own like spreadsheets and semi ERPs, but we've talked about this before.

(24:46 - 25:04)
Like the ERPs that are out there, they're designed to run a business. Like they know what you think you need before, you know, where, where if you just come up. So that's why we, we used a spreadsheet and we tried a super cheap ERP kind of system and didn't like it.

(25:04 - 25:10)
And, and even the one we're using now, we're using Infab ERP. They're right. They're not the most expensive, but they were at the tool path.

(25:11 - 25:16)
Yeah. And they're, they've been very helpful for us. I think they're doing a lot of things right.

(25:16 - 25:28)
And yeah, they're a new company and they're growing too. But I think it was a good fit for the size of company we were. And it's definitely, it's been great to help us stay more organized and more efficient.

(25:28 - 25:42)
And they're starting to build in a lot of those systems that I think make it easier to iterate and go back and make it better. And, um, so that's been huge for us, for sure. Even like, as like you said, documentation is where we aren't.

(25:42 - 26:14)
Like we have the QMS documented, but like, as we, for certain styles of parts, figure out good ways to do them in our shop, like that information, we're not doing a good job retaining, I guess you could say or documenting, which would definitely be something to, I think would be important of like, you know, we have tools and we figured out speeds and feeds that work. How do I communicate that if we bring another machinist in who's going to program for himself of like, if for now, don't just start from scratch, here's speeds that we know work with our tools, our holders, our setups. Yeah.

(26:14 - 26:26)
That, that sharing that like kind of hive mind where everything, you know, any one of you knows, every one of you knows. And, um, that, that, it doesn't matter how big your company is. You always want to be better at that.

(26:26 - 26:37)
Yeah. I mean, we were just talking about that and we've got a lot, we've got like 15 people just on the sales team. And it's like, Hey, someone gets some really good competitive intelligence and then they just keep it up there.

(26:37 - 26:44)
And it doesn't get shared with the rest of the team. It doesn't really help everybody. So we're trying to get better at that at our business too, in a totally different way.

(26:44 - 26:58)
But if you can, you know, maximize the knowledge transfer and the knowledge sharing across all your team members, which right now is just the two of you. Yeah. But I like that you're already thinking that way because you just like build the, this into your culture.

(26:59 - 27:08)
It's really important then and way easier to do when you build it into your culture, when you have two people than when you have 200. Yeah. And we could still definitely improve with it.

(27:08 - 27:35)
There's plenty of times where he figured out how to run a tool away that works well. And then Patrick's doing a job with it and is working through the same problem I figured out a week ago and just somehow forgot to communicate or, you know, didn't get that information right down somewhere. Something we've been talking about, kind of giving a try is right on by no means, the better machinist or the better setup guy, or, but I can do a setup and I can program my own simpler parts too.

(27:35 - 28:03)
And, but we're going to try to have him program more and develop a good setup sheet and, and then let me try to set it up and run them just so that, and that's not going to be the role I'm going to fill a long time, hopefully, but just to try to build that process, just between the two of us, just like you're saying, when we bring someone on to kind of have almost that process already. It'll be a good test run for when we do bring someone else in. That's an awesome idea.

(28:03 - 28:16)
Well, hopefully we have a programmer and I'll be the setup guy. Well, constantly replacing yourself, right? That's good. I think great leadership and something we talk about a lot, you know, try to make yourself irrelevant.

(28:18 - 28:23)
We say, uh, uh, delegate and elevate. Yeah. Yeah.

(28:23 - 28:34)
I think maybe it was you, Paul, or it was someone else at the Toolpad Summit said something about hiring yourself out of a job. Is that, yeah, that stuff. I certainly have.

(28:34 - 28:46)
I don't know if you heard me say it, but yeah. Yeah. And that's, that's one of the principles from the e-myth book, right? Just start replacing every hat you wear until you don't have any hats left.

(28:46 - 28:51)
Yeah. And, uh, that's decouple yourself. That's the best way to build a valuable business.

(28:51 - 29:09)
Yeah. I even had a good manager tell me something similar at the company I was working for that he's like, if, if you want to get promoted, you better make sure you train someone below you already to, to fill your spot or you don't get to leave till you do that. Yeah.

(29:09 - 29:19)
And isn't the, isn't the irony of, you know, like, well, if I show someone how to do my job, maybe I won't have a job. Isn't that just insane? Yeah. Because it's actually the exact opposite.

(29:19 - 29:41)
And anyone who hires people or leads a business feels that way. I've never met someone who's like, who doesn't feel that way, but there's still this kind of like protectionist, I don't want to share what I know thing. And, um, yeah, that's what was so cool about like the Toolpath event specifically is everyone was just there sharing what they knew, even if they were competitors with each other.

(29:41 - 29:43)
I thought that was really cool. Yeah, definitely. They definitely got.

(29:44 - 29:59)
Like actually the guy, like Patrick, you were in the session with, with me and Andy Selway, like we're, we compete, we're great, we're great friends. I freaking love the guy, but like, we totally compete with each other for automation business. And, uh, yeah, I think the industry is cool in that way.

(30:00 - 30:15)
Definitely. And that's like the networking group is kind of the same. We're all small shops, all in the same area, you know, all probably could do this similar work as each other and no one goes there hesitant to help or share a contact or.

(30:16 - 30:27)
Right. So one of the challenges the shop faces is standing out in sort of a sea of sameness, right? There's so many shops out there. It's very competitive industry.

(30:28 - 31:06)
Um, what I was first struck by when I went onto your website is, you know, this headline precision machining built on principle, two brothers determined to bring honor back to American manufacturing. And then across the bottom, you have ownership, duty, discipline, scrolling by just maybe share a little bit of that, the, the origin of why, you know, why you started your shop, how you wanted to stand out this, this really, I think awesome. Just, uh, it's more than branding, you know, it's, it's, it's clearly built on sort of principles and vision and a mission perhaps.

(31:07 - 31:22)
So I'd love to hear you talk about that a little bit. Yeah. So I think, um, that right, just like you said, there's a ton of machine shops with a couple of Haas machines, which is exactly what we have.

(31:22 - 31:24)
Right. So it's not our equipment that sets us apart. We're young.

(31:25 - 31:37)
We're not the most experienced yet either, but I think we set us apart. I don't think you'll find many people that'll work harder. We want to solve people's problems right at the end of the day.

(31:37 - 31:46)
That's what all, all of us are trying to do. All businesses are just trying to solve someone else's problem. And I think we take that to heart and really try to look at the bigger picture.

(31:46 - 31:58)
When we're, we're looking at jobs and looking at what customers we want to work with. And even the, you know, Keith's military experience and our, our, our grandfather was in the military. We have cousins that were in the military.

(31:58 - 32:14)
I think it's pretty cool that we have the opportunity to do this. There's people that may never have the opportunity, whether it's funds or like, whatever it is, right? We do have the opportunity and I think it's, it's pretty awesome to have that opportunity. And that makes me like, that gets me up every day.

(32:15 - 32:41)
And to get in here and get better and learn, I have a pretty much a new industry for me. One of the other things also that, that as I started to learn more about the industry in construction, there's laborers making, especially I, you know, New York city, Boston, I know they're higher paying cities, I guess, compared to some areas, but laborers making 50, $60 an hour. You don't see many machinists making that kind of money.

(32:42 - 33:00)
And I think a machinist takes a lot more brain power sometimes, right? There's one small move, you know, on a large part that's been in a machine for two days. You know, that's thousands and thousands of dollars when you mess up a tool offset or whatever it is. So I think that's something that gets us going too.

(33:00 - 33:20)
We want to build a business where we can pay people well, right? You build a business where you can create a, to be able to have the opportunity to give these people a good life one day, we got a ways to go. But that's kind of what we're striving for. And, and, you know, at the end of the day, like doing what we say we're going to do, right.

(33:20 - 33:44)
Being honest about it and upfront and whether it's good or bad, right. But I think those are some of the things that- There's plenty of industries where you can look at that. You don't have to be flashy or do the highest end craziest stuff, but just simply like picking up the phone when someone calls, doing what you say you're going to do, being honest with someone.

(33:44 - 34:09)
Don't, don't say you can do a job in time knowing you're going to ship it two weeks late. So like a huge part of the direction and like what we want to get across to our customers is that we might not have all the fanciest equipment and we're not going to tell you we do, we're just going to do what we said we can do. We're going to get it out when we said we're going to, for the price we said we're going to, that we're just being good people about it.

(34:09 - 34:20)
You know, being a good, almost like, you know, like our customers should feel like they're part of our family. It's a family business and they're part of it, right. If you're, where it's a partnership.

(34:21 - 34:36)
And that's something, you know, I, I kind of, I totally didn't mention the family part of the business, but when we started the business, we said to each other, we're brothers before any of this. And whatever happens business wise and, um. Brothers after it.

(34:37 - 34:40)
Yeah, right. We'll be brothers, exactly. If anything ever happened, we'd be brothers after it.

(34:40 - 34:54)
So we fight sometimes, but we get over it pretty quick. But I think having that in the background and wanting to treat our customers like that, I think is just like, you know, the part of our brand that sets us apart. And Emily did a fantastic job.

(34:54 - 35:05)
She probably in the website explained it better than I just did. Um, but she, she working with them was awesome, but that's how we try to set ourselves apart. I love that.

(35:05 - 35:39)
It's like the word that's in my mind is like, you're leading with like an ethos and, and like, okay, so what? You got a couple Haas machines and so does thousands of other shops, but, but who's got that? Only you two, you know, um, that's something that only you have that, that exact collection of brand ideals and values and all of that. And that's what comes across when you see your site, when you guys hear, or when we hear you guys and you know, you hear that passion and you hear that like family business and these two brothers are out there just kicking ass. And I think it's awesome.

(35:39 - 35:47)
That's what's super unique. Yeah. The hard part about it sometimes feels like you can't, it's easy to sell a fancy machine to a customer.

(35:48 - 36:04)
It's hard, our approach, it's something you just kind of have to prove. We can say it all day long and you know, it doesn't mean anything until you prove it to people that you, like I said, you mean what you say, you do what you say. But something Paul says is we got to have a high say, do ratio.

(36:04 - 36:18)
Yeah, exactly. I love that. And I think we have, once we've gotten our foot in the door with a couple of these customers, like they're all repeat customers now, you know? And, and yeah, right.

(36:18 - 36:30)
I don't think we have many. I don't think any, to be honest, that we've done a job for and it hasn't grown from there. And that's a big thing too, right? We don't want to just make one part for a company or a guy, you know, we.

(36:31 - 36:36)
We'd almost rather not, you know. Yeah, exactly. We're building a relationship, not just.

(36:37 - 36:41)
Which I think is most businesses. Yeah. I'm going to push back on you saying you're not good at sales.

(36:44 - 36:50)
Every customer you land is a repeat customer. Sign me up like a hundred guys like that. I'll hire them all.

(36:52 - 37:03)
If you're looking to increase your spindle uptime without adding any headcount, check out the Hennig Workflow Automation System. I've seen it. I love it.

(37:03 - 37:30)
It's a compact automated pallet delivery solution that lets you work ahead of your machine so your shop never stops. You can load up to 40 pallets with material, fixtures, programs, and just let the workflow cook. The Hennig Workflow is designed for high mix machining, works with a wide range of machines, and even with a 125 pound payload on top of a 300 millimeter pallet, yet still takes up less space than most competitors pallet automation system.

(37:30 - 37:48)
That means more production, fewer manual changeovers, really just a practical path to high profit lights out machining. Learn more about Hennig Workflow by visiting hennigworldwide.com slash workflow. You said something earlier, you know, how it's so easy to buy equipment.

(37:48 - 38:06)
And I want to talk about that. You know, is it like going to the grocery store when you're hungry, you know, and when you have that right job or whatever, you just go buy a machine or do you guys, you have to make decisions with money and big investments. Every machine's a big investment when there's two people in the shop.

(38:07 - 38:29)
Yeah. So do you guys have some sort of like approval process that you got to go through? Or is it just like, Hey, Keith, Hey, Patrick, I want to buy this machine or, Hey, I just want to let you know, I already bought the machine. I mean, how does it work? No, we probably, I'll say we probably ask each other before we buy anything, but probably too much.

(38:29 - 38:37)
Yeah. And I think it's getting better now, but I think sometimes you'd be like, yo, is it all right if I order some end mills? I'm like, dude, yeah. Cause you need them, right? Just order them.

(38:37 - 38:50)
Um, but that's great. The larger purchases, I don't know. We don't go, especially starting out right now, so much of it is a bet on growth, right? Like, that's a good way to say it.

(38:50 - 38:59)
Yeah. So we look through the numbers, we think it through, right? It's not just like, Oh, we want a machine. We go get it.

(38:59 - 39:12)
But I think we do a pretty good job of when, when it is time, we can make decisions fairly quick and like we found the timing felt right. We found a good spot. So we moved the shop and added a machine.

(39:14 - 39:43)
We didn't, you know, we knew that was the direction we wanted to go, but it's not something we'd, you know, have to have a dozen spreadsheets to, to figure out. I think right now it's a, the business is fairly simple. It's pretty, you know, and we're staying in a lane that's, we're not trying, I guess maybe this is a bad thing, but like, we're not in a very niche, small sector, you know, it's a, we're trying to be a basic job shop for now.

(39:43 - 39:53)
You know, I think it's everyone you talk to that works out there. So we just, you know, we look through the numbers and if it makes sense, we've, we went ahead and go for it. Yeah.

(39:54 - 40:10)
I think, so sometimes I think- It's probably very rambly. No, well, sometimes, like I'm trying to, I'm thinking when we decided to buy the Tormach, I remember us driving home from Nanny Box and just being like, all right, let's do it. And that's what started it, right? Right.

(40:10 - 40:18)
It was a Tormach. It's not like the dollars on that were crazy and we each had other jobs. But I think sometimes we're, we're working through it right now.

(40:19 - 40:32)
We talked about buying a five axis later this year. It was the plan for 2026. As we're growing and we're trying to standardize everything, our first machine is got a 10 tool, tool changer and no probe.

(40:33 - 40:46)
And right, that's how we started and it was a great machine to start. But now it's kind of a hindrance almost, right? It's, it's the one I'm more comfortable with running, but I'm not as comfortable running the machines with the probes yet. And, and that's where I need to be.

(40:46 - 40:54)
That's where the business needs to be. So I said, they're doing a good sale. We thought we could sell some stuff for right.

(40:54 - 41:02)
This, that first machine for a good price. And you know, like we're, it fits a bunch of the work we've recently been bringing in. Yeah.

(41:02 - 41:16)
And we're going to be able to standardize all of our tools. And so like we write the five axis was on the back of our minds, but then we kind of saw this opportunity and jumped on it pretty quick. And I'm not sure if that answered your question, Nick, about how we kind of go about some purchases, but that's.

(41:16 - 41:27)
And we're also fairly risk adverse people. I think that's good. We, you know, make sure the numbers do work and make sense.

(41:27 - 41:30)
And understand. Yeah. Before.

(41:31 - 41:49)
I think the, you know, as you guys are talking, I'm thinking about like when you, when you have an education and it's general at the beginning, right? Your first couple of years of college are general. And then, and you guys are kind of a general job shop right now. And you probably hear us talk a lot about, Hey, the riches are in the niches, you know, and, and find that, that area of specialization.

(41:49 - 42:13)
But kind of like the first few years of school, you know, you're trying to figure out what niche should I choose? You know, what are we especially great at and what should I major in? And so there's nothing wrong with just being a general job shop as you guys figure this out and getting general machines. And, and then, you know, maybe you get that, that great customer and that really profitable job. And you think, Ooh, this is a market we can serve particularly well.

(42:13 - 42:34)
And that's when you start to niche down and maybe buy more specialized equipment for that, or go towards like a regulated industry that you think you're particularly good at. I don't know, Paul, would you agree? Like there's nothing wrong with being general at the beginning? That's a hundred percent of the way to go, I think. Unless you come into it with some vast specialty that you already previously had that you know you can do great.

(42:34 - 42:52)
Yeah. Like you said, you don't know what you're going to be great at or what opportunities are going to come that you can find that, that leverage point that, you know, doesn't have as much competition or is kind of harder to do, but you figured out the formula, right? So I think it's the perfect way to go. Absolutely.

(42:52 - 43:02)
Where we have been, I guess, a little bit more deliberate is sticking with, like we only do milling work. Yeah. We have a lathe and we'll, for good customers, we'll help them out in a pinch.

(43:02 - 43:19)
But like we focus on milling work in a general size range. Yeah. Because there we, even though it's still broad and general, but it's specific enough as far as equipment goes that like you, you know, you get to use the same tool holders in multiple machines.

(43:19 - 43:33)
You get, it's the same inspection equipment to inspect that type of part. It's the same work holding. So like there were cost benefits to staying just with milling in a specific size range, but that can still serve almost every industry, you know, so.

(43:34 - 43:38)
Yep. Yeah. It's a core competency, not necessarily a specialization.

(43:38 - 43:44)
That's a good, yeah. Makes perfect sense. You guys talked about billing your QMS for all your processes, which I think is just brilliant.

(43:45 - 44:03)
Are you also doing that as like a foundation to getting some kind of certification or something in the future that you're going to pursue? Definitely. And it's something we've gone back and forth with. I think it's, I'm sure the industry does the, you know, you need AS9100 to do any aerospace work.

(44:03 - 44:17)
And then there's plenty of people that say, well, you should go find a shop that is AS9100 and do some overflow work with them and make sure you as a business are good at it. And it's profitable for you and it makes sense. And it's what you want to do before you go spend all the money.

(44:18 - 44:35)
And I think at a high level, yeah, we want to end up AS9100. And for a while, I think we were thinking about going for it and trying to get the cert. And I think we're now in a little bit of a different spot, starting to do some work with like starting to get into some shops that do aerospace work.

(44:35 - 44:44)
And so I think we're going to feel it. We're going to see if we fit in there, if we're good at it and kind of go from there. We definitely want to work to some sort of cert.

(44:44 - 45:02)
And I think even, I think we may work towards ISO 9001 later this year. But I think AS9100, like going the full bore and it gets into right all the ITAR and CMMC and you can just go down a rabbit hole. So I think that's part of what we, you know, we kind of pumped the brakes on some of it.

(45:02 - 45:08)
I think we were all gung ho earlier this year. Yeah. Which is a good thing, right? We're getting busy making parts.

(45:08 - 45:21)
That's the whole idea. But it'll let us like figure out just like you guys were saying, what we're good at, what we want to do and grow intentionally and not just end up with all these certs and just have it be wasted money kind of thing. But definitely want to work towards certs of some sort.

(45:22 - 45:34)
And trying to see if there's a way to do it that it doesn't put a huge hindrance on doing the work that doesn't require it and may. Sure. You know, especially like right now, that's still a big chunk of the work we do.

(45:35 - 45:43)
The customers, they want the parts to work. They could care less about that we have an inspection report on file for them. We still do all of the inspections and all of that.

(45:43 - 46:04)
So trying to make sure we do things in a way that let us still be somewhat competitive in industries that don't need those certifications while we work towards it. Yeah. And on that point, you can write it right into your QMS that when you're doing work for non-certified customers, you don't, you don't do these things or you don't document it in the same way.

(46:04 - 46:21)
I will say, I still think it's worth building your processes so that you can build in some of those safety and traceability and quality measures that are just super easy. Yeah. That you just kind of standardize the same way you do everything.

(46:21 - 46:34)
You always, you know, scan your material certs in, you always do this or that. You use calibrated equipment. So, but doing it in a way that it doesn't burden your company just as a general rule.

(46:34 - 46:41)
Right. It's just, it becomes so second nature and so easy to do that. It's, you can still be competitive for those non-regulated industries.

(46:42 - 46:59)
Part of my argument, I think at the beginning of the year for maybe just going for AS9100 was I think when you really start to understand some of it at the end of the day, it's, they're, they're great processes, right? They'll just make you a better business. Your documentation will be better across all. And yeah, it's extra work.

(46:59 - 47:10)
And, but at the end of the day, right, they're just good processes, documentation. Like, yeah, I guess I just thought of it as a, if you implement it well and design the process as well, it's just going to make you a better business. Absolutely.

(47:11 - 47:16)
Absolutely. Yeah. So I think that's another reason why we definitely want to work towards it.

(47:16 - 47:34)
Right now, because it's, we know it's the two of us making parts. We're going to control the quality of kind of the, the checking material and all that would have to get done. But as far as like inspections, even if I didn't save and document it, I check every part as I go.

(47:35 - 47:54)
As soon as we bring someone else on, I wouldn't trust, you know, I could know the person for, I'm not going to put my name on something that I don't know that they did it. So that's kind of like you guys were saying, regardless of if the customer requires it or not, it's probably a good practice just to make sure you're doing good work. I think you guys are on the right path for sure.

(47:54 - 48:09)
It's exciting to hear your story. And it's, it's so cool that like we, we were sitting in the same room, Patrick, you know, one of those condo conversations at the toolpath thing. And then, yeah, I got a little bit of your story, but now I get to meet your brother and hear the full story and it's awesome.

(48:09 - 48:21)
And then we get to share with the rest of the metalworking nation who listens to making chips, which is really cool. If you're in the Jersey area, these guys are growing. Go look them up on their awesome website that we were talking about.

(48:21 - 49:01)
But, you know, kind of as we close guys, advice for somebody who's thinking about starting a business, somebody who's maybe a few years, you know, a few years back for you guys, how would you say you've learned lessons along the way and kind of what would you say you should avoid? Or maybe, maybe it's advice for working with the sibling, you know, any, any kind of like, like nuggets that you've got to leave with the audience here. For working with the sibling, you just, like, I guess I go back to, I've argued with people in my previous career, but I don't hold a grudge against them. Right? Like this is no different.

(49:01 - 49:18)
And I think initially we would get mad at each other and we would stay mad at each other a little bit. And, and then I'm like, why, you know, this is, or when you have a disagreement with someone because you're trying to come up with the best way to do something and they think different. I don't have to get mad at him because he thinks his way is better than my way, just because he's my brother.

(49:18 - 49:31)
So it definitely took us a little bit. Yeah, but, um, remembering that you're, you're a family before any of the business stuff. Family before the business, family after the business.

(49:31 - 49:38)
I love that. Yeah. And I'd say as far as like someone looking to start a shop, you know, do it before it's too late.

(49:38 - 49:44)
I think we, we were, we're not married. We're young. Like I said, we're, we're kind of blessed to have the opportunity to do it.

(49:45 - 49:50)
You never know what's going to happen. And if you do have the opportunity to do it, you think it's something you want to do. You better go for it.

(49:51 - 50:11)
You can always go back to doing what you were doing before, but if you kind of missed that opportunity, you'll never have the chance to go back and try to, you know, go on that new venture again. But it takes a lot of money, you know, we've put a lot of our personal money into getting it started. So, you know, that's what I was, my advice was going to be, and, uh, I forget where I heard this and it's definitely true.

(50:12 - 50:22)
It's going to take twice as long as you think, and it's going to cost twice as much as you think, but neither of those are a reason not to do it. Just know, like, it's not easy. It wasn't supposed to be easy.

(50:22 - 50:29)
It wouldn't be worth doing if it was easy. So still just go for it. That's so good.

(50:29 - 50:39)
That's fantastic advice. Have you guys ever heard of Gates's law? No, I haven't. I think it's Bill Gates who said this, but it's so true.

(50:39 - 50:59)
It's something that Eric, you know, the cohost of Lights Out, Eric Nekkett says all the time and it's just stuck with me, but, um, you overestimate what you can accomplish in a year and you underestimate what you can accomplish in five. Definitely. And I think the more you think about that, I mean, you look back at your life, you're like, man, that's crazy.

(50:59 - 51:14)
Like it's so true. And, uh, so yeah, if, yeah, I think it's about persistence and perseverance. Like, yeah, maybe you didn't hit the goals you had for the year at the end of the year when you look back, but it just makes you want to do it that much more the next year.

(51:14 - 51:20)
And you do that five years in a row, you you'll be way further along than you think. Well, I think that's, that's stuck with me. Yeah.

(51:20 - 51:39)
That's a great, great, great saying. I love the fact that you guys are doing this, that you've taken the opportunity, like you said, you're blessed to be able to be in a situation that you can do it to, you know, start a shop, contribute to our, our economy in this way. As we all know, machining is the foundation of everything in the world.

(51:39 - 51:44)
And, uh, it's pretty awesome that you guys are doing this. So thank you for doing it. Thanks for having us.

(51:44 - 51:51)
What you guys are doing is awesome. Giving us this opportunity and just the, the, uh, all the outreach you guys do. It's, it's, uh, it's awesome.

(51:51 - 51:58)
It's a great resource for guys like us and, and, uh, kind of show what the industry is all about. So it's yeah. Thank you.

(51:59 - 52:03)
Absolutely. We, uh, we benefit more than the guests do. I can promise you that.

(52:04 - 53:24)
I don't know about that. So I'm, uh, I'm sure you guys know this as young entrepreneurs, business owners, but what we always say to end every episode is if you're not making chips, you're not making money. If you're not making chips, if you're not making chips, if you're not making chips, if you're not making chips, you're not making money, money, money.

(53:26 - 53:27)
Money.
