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Custom-Made 
Manufacturing 
Sound Business Model 

Increases Opportunities 
for Misumi USA, Inc.

Matthew Jaster, Associate Editor

This axle press station by Cincinnati Automation uses a variety of components provided by Misumi USA, Inc.



www.powertransmission.com june  2008 powertransmissionengineering 21131213121

Continued

Cincinnati Automation & Test, a provider of 
automated assembly and quality testing equip-
ment located in Machesney Park, IL, knows all 
too well the pressures of meeting the needs of 
its customers. With a demanding factory fl oor 
schedule, the company cannot expect “off -the-
shelf ” supplies to meet the diverse specifi cations 
needs of its various products. Due to custom-
ization, this puts many conventional suppliers 
at a disadvantage.   

“If the standard part no longer meets the 
specifi cation, we need to be adaptable and dili-
gent with costing while reinventing or rework-
ing our previous designs. Compounding this is 
the need to maintain minimal inventory, faster 
turnaround on projects and overall cost contain-
ment. It all adds up to quite a challenge,” says 
Noel Nichols, director of standards and devel-
opment at Cincinnati Automation & Test.

Th ough Cincinnati Automation has an as-
sortment of standard equipment modules such 
as conveyors and material handling devices, the 
core of its business comes from special auto-
mation systems for the assembly of light- and 
heavy-duty fi nished products. Th ese systems 
typically have components that must be confi g-
ured and adjusted for each application.  

“We rely heavily on our supplier base for 
the production of components, allowing us to 
focus on our core strengths of engineering and 
system integration. Once our design solution 
is established, we have a regimented system of 
part supply and procurement,” Nichols says. 
“Engineering identifi es the part, such as a shaft, 
collar, roller switch assembly, structural section, 
motor or bracket, and then procurement places 
the orders. We emphasize the functionality of 
the part, the price and the delivery schedule.”

According to Nichols, cost is minimal dur-
ing the initial design stage. As the design takes 
shape on the factory fl oor, however, the cost 
rises dramatically. Should a part be out of spec, 
late for delivery, or the quantity not exactly what 
was ordered, the impact becomes more severe, 
says Nichols. “In the fi nal stages of assembly 
and system testing, failures become critical.”   

Cincinnati Automation fi nds success in 
identifying and establishing relationships with 
unique suppliers for its component needs, and 
Misumi USA, Inc. fi ts right into that descrip-
tion. Headquartered in Schaumburg, IL, Misu-
mi has provided various components for Cin-
cinnati Automation for more than six years. 

“Since the fi rst products were sold in 2003, 
the relationship has developed quite nicely,” 

says Mike Ricketts, account manager for Misu-
mi. “From an initial six components, Cincinnati 
Automation & Test now buys over 70 families 
of products from Misumi. Th ese range from 
simple washers and linear shafts to locating 
bushings, circular posts and oil-free bearings.”

Th is relationship works because Misumi 
boasts a business model that dovetails eff ective-
ly with Cincinnati Automation. Ricketts calls 
the confi gurable component “a toolbox for the 
imagination” of a machine designer, and cus-
tomers have repeatedly stated they can receive 
fi nished products from Misumi at less cost than 
bringing the raw materials into their shops for 
in-house machining.

“We chose Misumi as a supply partner be-
cause they have good quality, prompt delivery 
and excellent cost advantage for us—these fac-
tors contribute signifi cantly to our customers’ 
satisfaction. Often we buy parts in small quan-
tities, and with most suppliers there are cost 
issues, right from the start. In working closely 
with Misumi, we quickly realized there were 
cost and quality advantages to their standard 
components,” Nichols says.

According to Ricketts, Misumi’s customer 
base is oftentimes building one-off  machines 
for dedicated operations. In numerous cases, a 
custom machine is being built with 100 per-
cent Misumi content. Subsequently, when the 
customer gets reorders or chooses to take the 
machine to general production, considerable 
carrying and inventory costs are saved through 
its unique shipment policy where all the com-
ponents arrive before the machine enters the 
assembly phase.

Misumi’s delivery system allowed small and 
large lots of parts at Cincinnati Automation, 
whether standard or confi gured, to arrive on the 
assembly fl oor at the optimum time for the ma-
chine build schedule. In the overall cost picture 
described by Nichols, this was a dealmaker, as it 
complements Cincinnati Automation & Test’s 
VMI (Vendor Managed Inventory) strategy.

Cincinnati Automation originally sourced a 
local machine shop for an anti-backup latch for 
their conveyor systems, but soon realized they 
could confi gure and purchase the part directly 
from Misumi and save time and money.  

“Another diff erentiator is that Misumi has a 
CAD confi gurator that allows our engineers to 
confi gure a part, download the native CAD fi le, 
modify the fi le and then insert the fi le into our 
CAD assembly, thereby saving substantial time 
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Technical Seminar series across the country in 
an eff ort to court new business opportunities.

At the end of the day, however, it’s project 
management at Misumi and Cincinnati Au-
tomation that has benefi tted both companies 
moving forward. 

“Overall project management is founded on 
the triangle of quality, price and delivery,” Nich-
ols says. “Th e old business maxim that you can 
only have two of those things simply doesn’t 
work in today’s business environment. We can 
and we must have all three, working in concert to 
support our unique machine build requirements, 
or the supplier is simply off  our team.” 

For more information:
Misumi USA, Inc.
1105 Remington Rd. Ste B
Schaumburg, IL 60173
Phone: (847) 843-9105
Fax: (847) 592-5922
droak@misumiusa.com
www.misumiusa.com

Cincinnati Automation & Test
4950 Marlin Dr.
Machesney Park, IL 61115
Phone: (815) 282-7200
Fax: (815) 282-7270
info@cinautotest.com
www.cinautotest.com

and cost in the design phase,” Nichols says.
Solidworks and AutoCAD programs are pri-

marily used in designing Cincinnati Automa-
tion products and these programs are resident 
in the Misumi CAD Confi gurator, thus allow-
ing Cincinnati Automation to easily import the 
native fi les into their assemblies.

  “Oftentimes, a customer requires a unique 
product solution for a particular job and we 
fi nd that it also provides a solution for many 
other customers with similar applications. After 
working through any proprietary design issues, 
we off er such products through our catalog to 
achieve cost advantages by producing in higher 
volumes,” says Chris Blaszczyk, manager of 
product development for the automation com-
ponents division at Misumi. “Working in syn-
ergy with our customers yields superior results 
for everyone. We’re quite pleased about the re-
lationship we have with Cincinnati Automation 
& Test and believe that is has helped to create a 
new industry standard.”

Another strong selling point is Misumi’s 
aggressive ad and public relations campaign.  
Th e company markets specifi cally to machine 
designers and automation builders in hundreds 
of relevant media sources, both print and on-
line. Th e company also participates in numerous 
trade shows and conducts its own Confi guration 

Misumi supplied this gripper mechanism with custom-configured parts for Cincinnati Automa-
tion, helping the company enhance their status as a key component supplier.
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