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COUNTY’S ECONOMIC
LEADER SPEAKS

A.J. Panian | Leader Times

The total property taxes
generated annually by 22
businesses in West Hills
Industrial Park is approximately $545,000, which
is paid to every year to
Armstrong County, East
Franklin Township and
Armstrong School District. That park, along with
the three others located
in the county — Northpointe Business Park in
South Buffalo Township,
Parks Bend Farms Industrial Park in Parks Township, and Manor Township
Business Park — employ
upwards of 1,700 people,
according to Justin R.
Nolder, assistant business
manager of the county’s
department of economic
development.

Michael P. Coonley lends voice to editorial project

I was surprised when I
was asked to write a piece to
accompany the editorial to
introduce “Armstrong Inner
Workings,” the 2018 Leader
Times Progress edition.
Although I’ve been known
to tell a story, or even a tall
tale depending on the audience, I am certainly not a
journalist.
When we initially sat down
to discuss the Progress Edition, or more specifically,
the economic development
portion of the edition, I don’t
believe A.J. Panian — the paper’s managing editor — had
settled on a title for it.
We talked about economic
development in general, what
the term means to different
people (an article unto itself),
and what was happening
within the county.
As we talked about different businesses, I mentioned
several that were actively
looking for employees or
made interesting products.
He was unfamiliar with
some of the companies I mentioned and/or the products
they produced.
I explained that there were
plenty of companies and
products hiding in plain sight.
Uncle Charley’s Sausage
Company has a Vandergrift
address, but it is located in
Parks Township.
Everyone knows what they
make, they just assume it isn’t
in Armstrong County.
And their facility is just a
stone’s throw away from one
of the larger employers in the
county, Cook Medical, a quiet
manufacturer of medical devices.
Companies within this
county manufacture products
used deep within the earth
(Dynamic
Manufacturing)
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and to the extremes of space
(Belleflex Technologies).
There are products made
here that are used in hospitals (Bergad Specialty Foams,
F&L Medical Products), on
battlefields (FLIR, Electro
Optics Center, Spark Technologies), in construction (Universal Forest Products, Bauer Block, Kensington HPP),
transportation/automotive
(HYGE, Leading Technologies) and export for international culinary needs (Megnin Cooperage Mills, Sylvan
Spawn).
We have companies that
still make tools and machines
that make tools and machines
(KPM, Rearick Tooling,
Toolex).
We have a growing energy sector (Snyder Associated

Companies, Surefire Wireline, West Penn Energy Services, Curtiss-Wright) that is
likely to continue growing.
Many of the companies
mentioned are involved in
more than one industry sector
and there are many more that
were not mentioned.
This is but a small number
of local companies that are
quietly going about their dayto-day business.
Most of the major employers in Armstrong County added jobs last year and a majority of companies that we have
spoken with this year have
openings.
I’m happy these companies
want to be here, have made
a commitment to being here,
and have found success by
doing so.

MEET OUR STAFF

Sharon Adamson | Leader Times

The Leader Times editorial department worked together to gather content on a variety of Armstrong County-based companies, which led to the stories that compose
this special edition. They are (front, from left) Sarah Steighner, Reporter; Nick Vercilla, Reporter; and Roseanne Linko, News Clerk; along with (back) Jon Andreassi,
Reporter; Joe Rhoades, Sports Editor; A.J. Panian, Managing Editor. Sports Reporter
Josh Shreckengost appears in the inset.

Sharon Adamson | Leader Times

The advertising department of the Leader Times is responsible for generating the
revenue, which most significantly enables the newspaper to maintain its status as a
profitable operation. Department members (front, from left) include: Bill Wyant, Display Advertising Representative; and Keith Mangus, Display Advertising Representative; along with (back) Julia Jordan, Classified Advertising; Angela Maley, Graphic
Artist; Tammy Bish, Advertising Manager/Office Manager; and Julie McGaughey,
Display Advertising Representative. Pictured in the inset photographs (from left) are
Teri Beers, Circulation Manager; Paul Tatarko, Display Advertising Representative;
and Sharon Adamson, Legal Clerk and Subscriptions/Classified Specialist.

To subscribe, call 724-543-1303

A legacy of local success and influence abroad

Hello folks,
Thanks to you all for
your interest in taking
a peek at the Leader
Times’ latest project.
The editorial purpose
of the 2018 Progress Edition, “Armstrong Inner
Workings,” is to spotlight
some of the county’s industrial businesses that
operate, “under the radar,” so to speak.
While these enterprises might not hover in the
collective consciousness of
county residents in ways other businesses might that they
recognize and patronize on a
more regular basis, they represent staple anchors of a stable
local economy.
In these pages you, the reader, will find approximately 20
stories profiling companies
whose proprietors/staff were
kind enough to sacrifice time
from their always busy schedules to submit to interviews
and photograph shoots to provide us the content we needed
to create as informative, educational and as entertaining a
product as possible.
The businesses featured
were discussed as possible options during a recent meeting
between myself, Leader Times
general manager/advertising
manager Tammy Bish, Armstrong County Department of
Economic Development Executive Director Mike Coonley and county Department of
Economic Development Assistant Business Manager Justin R. Nolder.
From that meeting, I devised
a pitch to present to proprietors
of some of the businesses suggested by Mr. Coonley and Mr.
Nolder as ones, which they felt
most adequately typified the
theme upon which this edition
is based.
A portion of that pitch follows:
It’s about accentuating
the positives — both in your
worlds and in ours.
That represents the core motive driving this special edition.
In the newspaper industry,
advertising drives revenue, and
revenue enables the financing
of our editorial mission. That
mission is to provide the most
thorough and balanced news
coverage to our Leader Times
subscribers.
My nearly two decades of
work in print and online journalism have equipped me with
what I believe to be an astute
sense of people and what matters to them the most on an intellectual level.
The businesses spotlighted
in this edition thrive on the
ingenuity of their founders
and principals, just as they run
on the resolve and talent of
those they employ.
Their products are ones created with pride.
Their pride, according to numerous testimonies, is largely
rooted in where they are from.
It’s been made clear to me
by the insights of officials
whose expertise I both respect
and bank on that Armstrong
County is in not a good place,
but a great one, when it comes
to possessing a wealth of viable, thriving companies and organizations that employ many
satisfied individuals.
The county’s unemployment rate currently hovers between 5 and 6 percent, which
is included in the Pittsburgh
Metropolitan Statistical Area
(MSA) Report and culled from
the state Dept. of Labor and Industry’s Center for Workforce
Information and Analysis
(CWIA), according to Marie
Dillon-Griffith, PA Career-
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Link® Administrator for Armstrong County.
That percentage has dropped
from as high as 7.8 percent in
2016 to 5.4 percent in 2017,
Armstrong County Commissioner Pat Fabian said when
reached recently for comment.
“I think (Armstrong County
Commissioners) George (Skamai), Jason (Renshaw) and I
would all agree, that’s a vast
improvement,” Fabian said.
Based on the oncoming late
spring and summer months,
and the promise of improved
weather, Dillon-Griffith said
she expects the county’s unemployment percentage to drop
even further, and the number
of jobs providing what she
characterized as being, “family sustaining wages,” to rise.
“We’ve had a lot of April
1 start dates (and) our unemployment numbers have gone
down on a weekly basis on the
number of new unemployment
claims, and it’s typical for that
to happen on a seasonal basis,”
Dillon-Griffith said. “We have
a lot of openings, and there are
a lot of employers looking to
fill those positions.”
Furthermore, the county’s
unemployment rate is composed largely of, “individuals
in transition,” she added.
“It’s not stayed unemployment ... it’s people transitioning ... from an economic standpoint, it’s not because there
has been a big job loss ... it’s
seasonal,” Dillon-Griffith said.
“We expect that number to actually go down, because your
construction workers, your
farmers, and your landscapers
will work (more as weather
improves). As the related data
catches up ... that rate will go
down.”
Fabian went on to offer
hearty support for the notion
that the “under-the-radar”
companies, industries and
manufacturers locally represent a vital ingredient in attaining, sustaining and surpassing
such a statistic into the future.
“People just don’t know
what we have here ... these
small businesses, they might
not employ 200-300 people
or have the big name, but they
are driving the local economy,
without question,” he said.
“The county’s industrial parks
are contributing to our tax revenue, as well.”
In addition, the county’s
four industrial parks — West
Hills Industrial Park, Northpointe Business Park, Parks
Bend Farms Industrial Park
and Manor Township Business
Park — employ upwards of
1,700 people, Nolder said.
“In the West Hills Industrial Park, not including ACMH Hospital, there are
630 people employed in addition to the 1,015 ACMH Hospital employees. Companies in
the Parks Bend Farms Industrial Park employ 360 people. An
adjacent medical device manufacturer employs a couple hundred people, as well. At Northpointe, the employment total is
580 as of our last update with
the companies. And there are
approximately 60 employees
in the Industrial Development
Authority’s smallest business

park, the Manor Township Business Park,” he
said.
The total property taxes generated annually by
the 22 businesses in West
Hills is approximately
$545,000, which is paid
every year to the county,
East Franklin Township
and Armstrong School
District. Four properties there — including
CWM Environmental
and the current Pennsylvania State Police barracks —
operate under the Keystone
Opportunity Zone (KOZ) designation, which precludes each
from paying property taxes for
several more years.
At Northpointe, the total
annual real estate taxes to the
county, South Buffalo Township, and Freeport Area School
District are approximately
$730,000. One tenant — Involta — operates under the
KOZ designation. Currently
located in Northpointe, there
are nine buildings housing
eight companies, a branch
campus of IUP, and one multitenant building operated by the
Armstrong County Industrial
Development Council with
eight companies, including the
county’s economic development office.
The nine companies located in Parks Bend generate
more than $300,000 in total
real estate taxes to the county, Parks Township and Kiski
Area School District. The total assessed value of all properties there is $4.4 million.
Two properties there, Metal
Solutions, Inc., and Lawrence
Plumbing operate under the
Local Economic Revitalization Tax Assistance (LERTA)
classification.
In Manor, two companies —
Steve’s Auto Body & Repair
and Projectile Tube Cleaning,
Inc. — operate under KOZ
designation. That is in addition to Nutrition, Inc., the PA
National Guard, and TREK
Development.
“The Manor Township Business Park is fully developed.
All of the developable acreage
in the business park has been
sold,” Nolder said.
Through this edition, one
goal I hoped to accomplish
was the development of a
working relationship with not
only the county’s Department
of Economic Development,
but also the local entrepreneurs. Hopefully this yields a
tangible product reflective of
that synergy.
With that in mind, I offered
those members of the community the opportunity to talk
with myself, or a member of
the staff, to tell us their company’s story.
Exactly who conceived the
idea for the enterprise and
how?
Just how long have they
been operating in the county?
Where all do they ship their
products? Regionally? Nationally? Internationally?
What we learned is that,
while the scope of their business’ aims might reach around
the globe, or simply to the
backyards of their neighbors
in the county, they all had an
interesting story to tell.
I believe showcasing those
stories for our subscribers
helps us in achieving one of
our primary goals — educating
the public regarding the great
things happening where they
live that they might not otherwise know about.
My hope is that you find
these stories as enlightening,
entertaining and educational to
read as we did in hearing them
ourselves.

MONDAY, APRIL 30, 2018 PROGRESS EDITION • C3

C4 • PROGRESS EDITION MONDAY, APRIL 30, 2018
Photos: A.J. Panian | Leader
Times

James and Tina Black recently established Black
Diamond Fabrication,
LLC/Diamond Sales and
Service Specialty Products, which is located
at 12122 State Route
422, Suite 1, in Plumcreek Township.

Putting a bend in the custom
metals crafting trend
Black Diamond Fabrication, LLC/Diamond Sales
and Service Specialty Products
By A.J. PANIAN
Managing Editor
In nearly three decades
spent building trailers and
truck beds for Custom-Fab
Trailers, Inc., of Kittanning,
James Black learned the ins
and outs of the trade, from
the production end to management, marketing and outreach.
“I helped out in sales for the
last few years, and I worked
as head fabricator ... custom
horse trailers, stock trailers ...
everything,” said Mr. Black,
who in 1990 was hired by
John Altmeyer, proprietor of
Custom-Fab Trailers, Inc.
Recently, Mr. Black and
his wife, Tina Black, together rented out space at 12122
State Route 422, Suite 1, in
Plumcreek Township, which
is owned by Altmeyer, to establish Black Diamond Fabrication, LLC/Diamond Sales
and Service Specialty Products.
“We have to have sales separated from fabricating with
the state laws the way they
are,” Mrs. Black said.
The dual businesses are
centered on the manufacture
and sale of items such as utility beds, trailers, cargo trailers, tool boxes and specialty
items, such as awnings and
ornate, curved railings for
porches.
The couple has already attracted the beginnings of what
the Blacks hope will grow into
a steady and loyal clientele.
“Since we started, people
have popped out of the woodwork. The phone guy asked
about getting a hand railing,”
Mr. Black quipped.
“If somebody wants an
awning installed ... give us
two weeks, we’ll do it. We’ve
got shears, saws ... and we’re
going to get a few more machines as we go.”
According to the business’
website — blackdiamondfabricationllc.webnode.com/
— the offerings in both aluminum and steel construction
include:
* Custom built trailers for
any project;
* Custom built truck beds
for any style and any size
truck;
* Toolboxes and specialty
items.
“We also offer maintenance
to trailers and truck beds and
other modifications,” Mr.

The business, which is located at 12122 State Route 422, Suite 1, in Plumcreek Township, sees roughly 30,000 vehicles pass daily.

Black said.
County official, regional
agency assist entrepreneurs
The Blacks have been assisted by Justin Nolder, assistant business manager of the
Armstrong County Department of Economic Development (ACDED), and Tyson
Klukan, ACDED business
retention/marketing coordinator.
“Tina and Jim Black came
to the Armstrong County Industrial Development Council
(IDC) for help starting Black
Diamond Fabrication. The
IDC partnered with the Clarion University Small Business
Development Center (SBDC)
to guide Black Diamond
through the process of writing

their business plan and developing financial projections,”
Nolder said.
The IDC and Clarion
SBDC belong to the Southwest Pennsylvania Partnerships for Regional Economic
Performance (PREP) network, he added.
“PREP is a toolbox used by
economic development agencies to assist entrepreneurs,
existing businesses and those
considering locating a business in Armstrong County,”
Nolder said. “The Clarion
SBDC is just one of the regional affiliates the IDC partners with through the PREP
network.”
Directed by Cindy Nellis,
Clarion SBDC has worked

since its founding in 1981,
to aid commercial growth
in Armstrong County, along
with Cameron, Clarion, Clearfield, Elk, Forest, Jefferson,
McKean, Potter and Venango
counties, according to pasbdc.
org/centers/clarion-university.
“We’re part of a national organization, America’s SBDC,
and there are 900 such centers
nationwide,” said Tracy Reinsel, Clarion SBDC business
consultant.
“We are a taxpayer funded organization that receives
funding
federally
from
the Small Business Council
of America (SBCA) and on a
state level from the state Department of Community and
Economic Development,” she

said.
The Clarion SBDC provides resources, education
and training to pre-venture
and existing small businesses,
Ms. Reinsel said.
“The services we provide
include business plan development, financial projections,
financial analysis, marketing
assistance, human resource
assistance, and we work with
other resource partners on international trade and government contracting,” she said.
“We also help prepare small
businesses to seek financing
and identify potential sources
of financing that would best
suit their project.”
Center officials conducted a
study, which revealed the lo-

Submitted

cation the Blacks have chosen
for their business is advantageous for one prominent reason. “We were told there are
something like 30,000 cars
that pass by every day,” Ms.
Black said. “We’ve already
had people come and stop.”
Funding procured
for equipment
Through their affiliation
with the county department
of economic development
and the SBDC, the Blacks
were able to obtain funding to
purchase the necessary equipment for their business via
Pittsburgh-based Bridgeway
Capital.
“If the IDC can’t help a
company directly, chances
See BLACK on Page C5
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are good we know the people who can,” Mr. Nolder
said. “The SBDC eventually
introduced Black Diamond
to Bridgeway Capital, where
they secured a business startup loan.”
Bridgeway Capital’s mission is to aid startup entrepreneurs in their efforts to establish small businesses, and to
assist nonprofit organizations
in the pursuit of growth opportunities through products
and programs in which its officials deliver the capital and
capability required for success, according to its website
— bridgewaycapital.org.
“We partner with many SBDC’s. Bridgeway Capital is
a Community Development
Financial Institution (CDFI).
We finance small businesses
that improve the resilience of
our region by creating jobs,
providing essential products
and services, and igniting economic opportunity. For us it’s
personal, we get to know our
clients vision to grow their
businesses and help them find
the right financing for their
business goals,” said Katherine Chamberlain, associate
director of communications,
Bridgeway Capital.
Machinery purchased with

the capital provided the couple includes a brake, which
bends sheet metal.
“I want to build tool boxes
the right way,” Mr. Black said.
In addition, the shop also
includes items purchased with
the funding from Smith Tool
& Supply, LLC, in New Bethlehem, including: a vertical
band saw for intricate cutting
of corners of metal pieces
for various products; a shear,
for the cutting of any kind of
sheet metal; and a horizontal
band saw, for the cutting of
steel and aluminum tubing to
specific lengths and angles.
Dale Oxygen, Inc., in Indiana sold the couple a welder,
for the welding of steel and
aluminum products, and a
plasma cutter, which utilizes electricity and air, to cut
thicker pieces of metal to intricate dimensions.
“We understood Black Diamond Fabrication’s vision to
start their own business and
recognized the opportunity it
brings to Kittanning. Bridgeway provided working capital
for start-up cost and equipment purchases,” Ms. Chamberlain said.
A.J. Panian is the managing editor of The Leader
Times. He can be reached at
724-543-1303, ext. 1325, or
apanian@leadertimes.com.

Black Diamond Fabrication LLC/Diamond
Sales and Service Specialty Products worked
with Bridgeway Capital, an entity with the
mission to aid startup entrepreneurs in their
efforts to establish small businesses, and to
assist nonprofit organizations in the pursuit
of growth opportunities through products
and programs in which its officials deliver the
capital and capability required for success,
according to its website —
bridgewaycapital.org.

The new businesses received startup capital from Pittsburgh-based Bridgeway Capital via involvement with Tyson Klukan, business retention/marketing coordinator of the Armstrong County Department of Economic Development, and the Clarion University Small Business Development Center (SBDC), directed by Cindy Nellis.

TOP: Among the products produced by Black Diamond Fabrication, LLC/Diamond
Sales and Service Specialty Products are lockable metal crates for the hauling of a
variety of cargo. Machinery purchased with the capital provided the Blacks includes
a brake, which bends sheet metal. In addition, the shop also includes items purchased with the funding from Smith Tool & Supply, LLC, in New Bethlehem, including: a vertical band saw for intricate cutting of corners of metal pieces for various
products; a shear, for the cutting of any kind of sheet metal; and a horizontal band
saw, for the cutting of steel and aluminum tubing to specific lengths and angles.
LEFT: The handiwork of Black Diamond Fabrication, LLC/Diamond Sales and Service
Specialty Products rests outside the establishment’s entrance along heavily traveled
State Route 422 in Plumcreek Township.

BLACK DIAMOND FABRICATION, LLC
SPECIALIZING IN:
• Trailers
• Truck Beds
• Tool Boxes
• Specialty Items
• Trailer Ramps
• Repair work on
other brands
• Special Projects

HOURS
Monday-Friday
8am - 5pm
Saturday
8am-12 Noon
Other times
available by
appointment only.

12122 State Route 422 • Suite 1 • Kittanning, PA 16201
724-543-1113 • blackdiamondfabricationllc.webnode.com
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CWM Environmental seeks to keep state’s waterways clean
With roots in the coal industry, today CWM offers analytics and operations to municipalities

By JON ANDREASSI
Staff Reporter
When he was 15-years-old,
David Kohl learned to kayak
in the rivers of West Virginia.
The activity has become a
lifelong passion for Mr. Kohl,
who today continues to canoe,
kayak and stand up paddle
board.
It is because of this passion
that Mr. Kohl has been, “intimately aware of water quality.”
Mr. Kohl is one of CWM
Environmental’s founders and
its current owner and president.
The East Franklin Township-based company offers
analytical testing for more
than 200 municipal water authorities, and operate nearly
80 water and sewage plants.
Their goal is simple — ensuring clean water ways and
protecting them from any further harm.
“(Water) is a finite commodity and we’re doing our
best to keep it safe and usable,” Mr. Kohl said.
However, municipal water
and sewage was not always
CWM’s industry of focus.
Company began with
focus on mining industry
Mr. Kohl graduated from
Penn State University with a
degree in soil science.
From there, he went to
work with W.D. Mohney &
Associates.
Mr. Kohl, along with a
small group from Mohney &
Associates, founded CWM
Environmental in 1985.
At that time, Mr. Kohl was
23.
The company was set up
with a different purpose in
mind relative to what its personnel does now.
“We did surface mine permits for coal companies,” Mr.
Kohl said.
Mr. Kohl did not stay with
the company he helped establish for long, as he left CWM
in 1987 for Abbott Laboratories, a pharmaceutical company based in Illinois.
Mr. Kohl also worked as
the vice president of sales and
marketing for NCS Healthcare.
“I worked in corporate
America for 10 years,” Mr.
Kohl said.

Submitted

Jon Andreassi | Leader Times

ABOVE: CWM Environmental is located at West
Hills Industrial Park in East
Franklin Township. The
company recently purchased 4-1/2 acres of additional land in East Franklin Township. The space
will be used to construct
a building to house trucks
and allow for additional
laboratory storage.

But, Mr. Kohl wanted to
work in Kittanning.
In 1994, he returned to the
area and purchased CWM
Environmental, then just a
three-person lab.
For the remainder of the decade, CWM remained focused
on the coal industry.
That is, until 1999, when
Mr. Kohl began actively managing the lab.
CWM shifts to water
Today, Mr. Kohl says that
CWM does not do any work
for the coal industry.
“We evolved into a broader
environmental company,” he
said. “That was a really big
growth point for us.”
As the end of the 1990s
neared, Mr. Kohl saw that
municipal water and sewage
services struggled to comply with regulations set by
the Clean Water Act and the
Pennsylvania
Department
of Environmental Protection
(DEP).
“It became more stringent
for small boroughs and authorities … the DEP was starting to levy fines and enforce
regulations,” Mr. Kohl said.
“Fortunately, we were there to
help.”
Thus began the shift from
coal to water.
At first, it was more analyt-

Jim Dudek, the technical
director for metals at CWM
Environmental, works at
the company’s laboratory in
East Franklin Township.
Jon Andreassi | Leader Times

LEFT: CWM Environmental employees begin the
process of analyzing water samples.

ics work, testing water samples and making sure municipal authorities were falling in
line with regulations.
Mr. Kohl said CWM, “became a consultant,” of sorts,
to their clientele. Although, he
admits, the transition CWM
made was a difficult one.
“We had to learn a lot more
about the regulatory process,”
Mr. Kohl said.
What Mr. Kohl described as
a, “natural progression,” led
CWM from analytics work to
actually operating water treatment and sewage facilities.
“Mainly by listening to our
customers, we learned what
the next market segment was
and started to grow,” Mr. Kohl
said. “You’re going to see a
trend of outsourcing operations. We’re not engineers,
we’re not builders, but we do
pretty much everything in between.”
When water and sewage authorities engage in this sort of
arrangement with CWM, they
are not giving up their ownership of their facilities.
Rather, they are contracting
the operations out to CWM.
Michael Rizzo, CWM’s director of marketing, described

the story of CWM recognizing market shifts and adjusting their business model as
a, “classic entrepreneurial
American story.”
“We’ve grown, and (we)
have the ability to have these
private-public partnerships,”
Mr. Rizzo said.
“We’re on the front lines
of protecting the streams of
the commonwealth and the
greater part of the nation,” he
added.
CWM’s services are not
limited to municipal authorities, as the company’s staff
also performs work for large
energy companies.
The Houston-based NRG
Energy and the Akron-based
FirstEnergy are some of their
higher-profile clients.
“If you discharge water into
the streams of the commonwealth, you have to test it,”
Mr. Kohl said. “That’s a huge
part of what we do.”
CWM continues to grow
When Mr. Kohl returned
to purchase CWM in 1994,
the operation consisted of a
three-person lab.
Between their headquarters
in West Hills Industrial Park
and their second location in

Cleveland, CWM currently
has about 100 employees, Mr.
Kohl said.
Since the beginning of the
year, CWM has hired 14 people.
The company’s growth is
unlikely to cease anytime
soon.
In 2014, CWM purchased
a Cleveland company called
Precision Analytical, which
was then renamed CWM
Cleveland.
Last November, CWM announced they had landed a $4
million contract with the Pittsburgh Water & Sewer Authority (PWSA).
“CWM will work with the
PWSA to conduct an internal
audit of current operations
and develop the standard operating procedures required
by the Pennsylvania DEP and
federal, state and local laws.
CWM will assist in establishing, documenting and providing the necessary training for
the PWSA’s laboratory employees. CWM will also assist
with the preparation of all required monthly, quarterly and
annual compliance reports,”
read the press release issued at
the time.
The contract is a two-year
agreement for $2 million per
year.
Prior to inking the contract,

PWSA was already a customer of CWM.
After the contract, CWM
embedded a lab manager,
quality control manager and
technical lab analysts at PWSA’s analytical testing lab.
Since beginning their work
with PWSA in this expanded
capacity, Mr. Kohl says it has
been, “going very well.”
“We have submitted the
first of four applications to the
state to help them set up a laboratory in their building,” Mr.
Kohl said. “They are a union
organization, by and large. We
are nonunion. They are very
happy with how we’re operating with their union.”
Beyond the amicable relationship CWM has with
PWSA, the contract has also,
“opened the door for us to
other large municipalities,” as
Mr. Rizzo put it.
“It’s given us national recognition with a tier one city.
We’ve had companies that
we’ve talked to. A lot of pretty
decent sized mid-western cities that are interested in what
we do.”
Not only is CWM continuing efforts to expand nationally, the company is also
expanding its footprint in
Armstrong County.
As the Leader Times previously reported, CWM recently purchased 4-1/2 acres of
additional land in East Franklin Township.
CWM plans to use this
space to construct a new
building that will house its
trucks and allow for additional laboratory storage.
At the time, Mr. Kohl called
it, “a support building for our
operations.”
All of this growth is aimed
towards furthering CWM’s
main ambition — clean water.
Mr. Kohl can still be found
stand up paddle boarding in
Redbank Creek.
With his experiences as a
teenager in mind, he knows
the importance of clean waters to parents of children with
similar interests.
“I do think our job is to protect the streams of the commonwealth,” Kohl said.
Jon Andreassi is a staff reporter for the Leader Times.
He can be reached at 724543-1303, ext. 1341, or jandreassi@leadertimes.com.

KPM Herkules aims to satisfy customers with roll grinders, roll lathes and other related equipment
German-American company provides products, services to clientele both nationally and abroad
chinery to “state-of-the-art”
condition, using modern technology, rather than simply ordering new equipment.
Mr. Scheiffarth said that
has been a major source of
income for the business, as he
feels there has been a growing
lack of capital investment in
the steel and aluminum industries throughout the past few

By NICK VERCILLA
Staff Reporter
Around 28 years ago, Jakob
Scheiffarth moved from his native country of Germany to the
United States.
He spent his first 17 years in
Milwaukee.
From there, Mr. Scheiffarth
has spent the last 11 years
working for KPM Herkules
USA Corp., a German-American company, located at 101
River Street in Ford City.
Mr. Scheiffarth, who is the
current president and chief
operating officer, vividly remembers the lessons instructed
to him by one of the company’s co-founders, the late Sam
Kube.
Mr. Kube, who passed away
in 2017, not only taught Scheiffarth lessons on machinery and
the business, but life lessons on
how to be a good person and
interact with others.
“As a mentor, he taught me
my knowledge, on a technical
basis, as well as on a human
level basis,” Mr. Scheiffarth
said.
He added: “That is my biggest memory, Sam Kube as
president and as a mentor.”
KPM specializes in new
and remanufactured roll
grinders and machinery
upgrades
Mr. Scheiffarth said the company manufactures large equipment, specifically roll grinders
and roll lathes of all sizes for
the steel, aluminum, and paper
industries.
He said the grinders are used
by companies to grind rolls,
and in turn, the rolls are then
used to roll materials, such as
steel.
“When you roll steel, after
awhile, you need to regrind the
rolls,” Mr. Scheiffarth said.
The smallest machines we
build handle rolls weighing less
than 10 pounds, he explained,
while one of the largest grinders that the company’s staff
helped to produce handles rolls
that tipped the scale at more

years.
A rich history of partnership and investment
KPM, which stands for Kube
& Plekker Microsystems, was
started by Sam Kube and Albert Plekker.
Kube, who was from Templeton, first met Mr. Plekker
when they worked at the ASKO
located in Kittanning.

Photos: Submitted

KPM Herkules USA Corp., located at 101 River Street in Ford City
specializes in manufacturing large equipment, such as roll grinders and roll lathes, for the steel, paper, and aluminum industries.
In addition, the company also remanufactures and upgrades used
roll grinders and roll lathes, as well, such as this Farrel grinder.

The roll grinders were originally engineered at KPM. Company President
and Chief Operating Officer (COO) Jakob Scheiffarth said the business has
clients from all over the world, including: Mexico, Canada, Columbia, Brazil,
Chile, Argentina, India, Thailand, China and Saudi Arabia.

The company was started 28 years ago by late Templeton native
Sam Kube and Albert Plekker, who immigrated to the United States
from Holland. In 1999, the two men signed a merger agreement
with Christoph Thoma, the owner of Maschinenfabrik Herkules of
Siegen in Germany, making KPM a part of the HerkulesGroup family of companies, which has been around for more than 100 years.

than 600,000 pounds.
That monstrosity of a machine was completed for Alcoa Davenport Works in Iowa.
Staff there used it in the making
of airplane parts.
“The majority of our customers (are) in the United States
and Canada,” Mr. Scheiffarth
said.
He also said the company
counts among its clientele lo-

cal businesses in Pennsylvania,
as well as customers in Mexico, Columbia, Brazil, Chile,
Argentina, India, China, and
Saudi Arabia.
One aspect of KPM Herkules that sets the company apart
from other related businesses,
according to Mr. Scheiffarth,
is that customers can also have
the option of remanufacturing
or upgrading their older ma-

years.
“There was simply no money allocated for new grinders
and lathes,” Mr. Scheiffarth
said. “Companies only had
money for rebuilding and upgrading, so that’s what we specialize in.”
He added: “This approach
often makes it more affordable
to the customer, compared to
buying new equipment.”
Mr. Scheiffarth believes it is
this factor, as well as their loyalty and great customer service,
that will keep the company operating in Ford City for years to
come.
It also dictates their ability to
compete with similar companies all over the world, such as
those in China.
He said the grinders and
lathes that they have remanufactured have been around for
many years, extending their
usable machine lives by many

Mr. Plekker, who was from
Holland, made his first trip to
the United States in 1978, before immigrating fully in 1981.
In 1982, during the steel
industry recession, Mr. Kube
convinced Mr. Plekker to start
their own business partnership.
Therefore, in May 1983,
both men left their positions at
ASKO, and started “Kube and
Plekker Engineering,” which
was later changed to Kube and
Plekker Microsystems, which
was started in Sam’s dad’s
garage and in a small trailer
in Mr. Plekker’s backyard in
Greensburg.
Mr. Plekker made the decision to leave the company after
a year, but continued to develop and support the software for
the systems that were sold.
In four years, Mr. Kube sold
a major project to Armco Steel
in Butler, allowing KPM to
grow and eventually move to

their current location, in 1989,
in Ford City.
Mr. Plekker returned to
the company soon after, and,
throughout the nineties, and
Kube and Plekker made the decisions to expand the business
to include complete roll grinder
remanufacturing and development of the ultimate roll grinder system.
In 1995, Aloca approached
KPM to upgrade a Herkules
roll grinder in the Alcoa-Davenport Facility.
That led to the start of a good
relationship and partnership
between the two companies.
On June 2, 1999, Kube and
Plekker signed a merger agreement with Christoph Thoma,
the owner of Maschinenfabrik
Herkules of Siegen in Germany, making KPM a part of the
HerkulesGroup family of companies, which has been around
for over 100 years.
Today, KPM has 140 employees and an annual revenue
of $35 million.
Scheiffarth believes
in community
partnership
Mr. Scheiffarth said he believes in the motto that was told
to him by Mr. Kube, which is if
you own a business, you owe it
to give back to the community.
He said KPM does this by
hiring nearly all of its employees in the Armstrong County
area, such as students from
Lenape Technical School (LTS)
in Manor Township.
He also encourages everyone in the area to support local
businesses and schools like
Lenape, as that is the key to a
successful community.
“That is the key message.
We only have a future if we
have people here,” Mr. Scheiffarth said.
Nick Vercilla is a staff reporter for the Leader Times.
He can be reached at 724-5431303, ext. 1315, or at nvercilla@leadertimes.com.
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Stanley Berdell, president and chief executive officer of BLX, Inc., overlooks equipment utilized in the harvesting of natural gas in storage at the facility located in West Hills
Industrial Park in East Franklin Township.

BLX, Inc., perseveres through
natural gas industry’s shifting tides
Company president Stanley Berdell foresees continued future in county

By A.J. PANIAN
Managing Editor
When the Marcellus Shale
revolution first began, Armstrong County-based BLX,
Inc., was at the forefront.
A privately owned and operated independent producer
of natural gas established in
1989, BLX, Inc., became the
first independent company to
drill and produce a vertical
Marcellus well by penetrating the black shale formation stretching under Western
Pennsylvania.
It’s there that deposits of
the earthbound resource are
reported to represent the largest reserves of its kind on the
entire planet.
That was in the early-tomid-2000s, according to Stan
Berdell, president and chief
executive officer of BLX, Inc.
“We bought drilling rigs,
and had as high as 55 to
60 employees from 2006

to 2010. Prices were good.
There was a shortage of rigs
and things were rolling along
pretty well,” said Mr. Berdell,
a Kittanning Township native.
How times have changed?
“I’ve always tried to keep
abreast of things, and move
with the times,” said Mr. Berdell, who in addition to his
standing with the company
is the managing partner of
Redmill Drilling; Kinzua Oil,
LLC; and Mt. Pleasant Enterprises, all of which operate
wells in Western Pennsylvania.
Today, low commodity
prices and increased costs
have made the harvesting of
Marcellus Shale natural gas,
which also exists under Ohio,
West Virginia and southern
New York, a more complicated process — one fraught
with financial peril for companies such as BLX, Inc., which
previously reaped the benefits
of a much more fruitful marketplace for the product.
“Regulatory and legislative

Submitted

Mr. Berdell leads what became the first independent
company to drill and produce a vertical Marcellus well
by penetrating the black shale formation stretching under Western Pennsylvania.

issues are always a concern, low prices have dramaticalbut lack of infrastructure and ly decreased the ability for

conventional operators to increase production and drill
new wells,” said Mr. Berdell
regarding the overall welfare
of his company, which for
more than 15 years has belonged to the Pennsylvania
Independent Oil Gas Association (PIOGA).
In all, PIOGA represents
nearly 550 members, including oil and natural gas producers, drilling contractors,
service companies, manufacturers, distributors, professional firms and consultants,
pipelines, end users, royalty
owners, and others with interests in the success of Pennsylvania’s oil and gas industry,
according to pioga.org.
PIOGA member companies
drill and operate the majority
of the state’s crude oil and natural gas wells, including those
targeting the Marcellus and
Utica Shale, the site states.
However, by the middle
part of the current decade, a
glut of gas which attributed
to low gas prices contributed

significantly to the driving
down of business for Mr. Berdell’s company and others in
his realm of expertise.
“We had to continue to
downsize to continue to keep
the doors open,” he said, adding that the staff has dwindled
to a roughly 9-employee team.
“There’s been a significant
decrease.”
Through it all, Mr. Berdell
perseveres with the investment of not only an entrepreneur fighting to keep his
business alive, but also as an
area native who is active in his
community, where he serves
as president of the Richard
G. Snyder YMCA Board of
Directors, and a member of
the Armstrong School District
Board of Education, all while
currently running for his third
term on the PIOGA board of
directors.
“I live 800 feet from where
I was born and raised in Kittanning Township,” he said.
“I think (Armstrong County)
See BLX, INC. on Page C8

VINTAGE LAND HOLDINGS, LLC (VINTAGE) IS FORMED

Vintage Land Holdings, LLC (Vintage) was formed to offer a new and unique opportunity for natural gas development within the Appalachian Basin.
The management team of BLX, Inc. established Vintage by aggregating the leasehold rights of numerous independent oil and gas producers – accumulating acreage
characterized by solid title and held by production (HBP) from conventional oil and gas wells.
Vintage has established a goal to aggregate 40,000 acres in a very attractive target area, providing potential buyers the opportunity to participate in arguably the
hottest oil and gas play in the country.
The benefits of Vintage can be summarized by our four-point plan of execution:
- The prospect will incorporate up to 40,000 acres
- 98 percent of the acreage will be HBP – greatly reducing drilling commitments
- All shale formations will be assigned to the buyer – from 100’ above the Rhinestreet to every formation below.
- Closing will involve one entity with Vintage executing the assignment to the prospective buyer.
In conjunction with this offering, BLX, Inc. management has created a separate operating company – Vintage Operating, LLC – to provide additional land and
operational support as necessary.Over the past seven years, the natural gas industry has dramatically changed in Pennsylvania and surrounding areas. Vintage truly
understands and appreciates this transformation and is extremely excited to provide this opportunity to potential buyers wanting to enter the shale gas play…at the
right time and definitely the right place.
Source: blxinc.net/vintage/.
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BLX, Inc., is a privately owned and operated independent producer of natural gas established in 1989.

BLX, Inc.
Continued from Page C7

is the best kept secret in the
country — the quality of life,
the people, the atmosphere
around here ... we stayed here
not because this is easy, we
stayed here because this is
where we are from ... it’s a
great place to raise a family ...
we’ve got a nice new school, a
nice YMCA, nice little restaurants, and you jump on the
highway and you’re in Pittsburgh in 40 minutes.”
Company starts small,
hits growth curve
Prior to founding BLX,
Inc., which operates wells
and leases throughout the Appalachian Basin, Mr. Berdell
said he previously worked for
Snyder Brothers Inc., one of
the largest, privately funded,
independent producers of natural gas in the state.
“I bought a few old gas
wells, and started a production
company,” he said. “I worked
my way from a one-man show
to a full size production company learning that side of the
business.”
The first drilling program
Mr. Berdell undertook involved three wells.
“We just kept developing
our acreage position; we got
up to drilling 10-15 wells per
year ... and we just kept growing from there,” he said.
From its initial acquisition
of 64 Upper Devonian wells
in the Appalachian Basin,

along with infield development of lease holdings, BLX,
Inc., today maintains approximately 600 gas wells and
30,000 acres throughout the
basin, according to the company’s website — blxinc.net.
Along with Armstrong
County, the company’s area
operation also encompasses
Allegheny, Butler, Clarion,
Clearfield, Indiana, Jefferson,
Venango, Warren and Westmoreland counties, the site
states.
BLX utilizes a hands-on
approach in all phases of its
operations, from leasing and
right of way procurement, to
producing and maintaining its
wells, the site states.
Model for growth based
on careful calculation
In an effort to successfully
navigate the industry’s transformation from drilling and
producing conventional wells
to unconventional wells, the
model for a steady form of
calculated growth by which
BLX, Inc., abides pertains primarily to development done
by infield drilling and lease
acquisition, the company
website states.
“We produce conventional as well as unconventional
vertical shale wells ... that
represents a substantial side
of our business,” Mr. Berdell
said.
BLX continually strives to
adjust to meet the needs and
overcome the obstacles pre-
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Mr. Berdell expressed pride in the fact that BLX, Inc., will
mark its 30th anniversary in 2019.

sented by the natural gas industry, and much of this effort
involves the understanding of
constantly changing technologies as well as the need to
adapt to newly imposed regulations.
“The lessons learned have
helped us become more efficient and respectable producers of vertical shale wells in
the region,” Mr. Berdell said.
Particularly at the advent of
the Marcellus Shale era, when
the company invested in the
drilling rigs to capitalize on
the expanding market.
“At the time, there was a
big demand for rigs and rigs

were hard to come by. It was
hard to get wells drilled,” Mr.
Berdell said. “That’s why we
ended up buying rigs and doing our own custom work.”
BLX, Inc., eventually
drilled and operated 20 vertical shale wells in Armstrong
and Butler counties, he said.
“We went from a shortage
of rigs to an abundance of
rigs. Drilling slowed, prices
dropped and the drilling of
conventional wells became
uneconomical. We had to adjust and downsize. We sold
our rigs and stopped drilling.
The changes in the industry
forced us to evaluate our po-

sition,” Mr. Berdell said. “We
continue to move forward and
adjust to meet the needs and
obstacles that our industry
presents.”
Although a small independent producer, we try to keep
pace with current technology
and increase our efficiency as
the need arises, he added.
“Right now, we’re in positive cash flow... we’ll see
what the future holds, but we
are going to continue to stay
in business,” Mr. Berdell said.
Surefire Wireline, LLC,
enters the fold
It was at what Mr. Berdell
claims was the most difficult
time for BLX, Inc., when he
was approached by a group
of investors with a business
model establishing a service
company to conduct various
procedures on oil and gas
wells.
“I thought it was the worst
time in the world to start such
a company,” he said. “I knew
the industry was at a low time
... we weren’t sure where the
prices were going to be going
... rigs and service companies
were leaving the area ... it was
a phenomenal amount of people lost in the work force. So
when they first approached
me I said, ‘Well, who’s involved?’”
When the answer included Mike Daquilante, a Ford
City native, and partner
Tim Rearick, Mr. Berdell’s
thoughts were swayed.

“As soon as I knew Mike
and Tim were involved, I was
in, because I’d worked with
them throughout my career,”
he said.
Now Mr. Daquilante, president of what today is Surefire
Wireline LLC, and Rearick,
the company’s vice president,
work side-by-side with Mr.
Berdell to continue to conduct
business on a local level in the
natural gas field.
“Tim and Mike are hands
on and great operations guys,”
said Mr. Berdell, adding that
the company’s clientele includes Range Resources,
XTO Energy, Rex Energy, and
various operators throughout
the Appalachian basin.
As for BLX, Inc., the company will mark its 30th anniversary in 2019.
“Thirty years ... that’s hard
to believe. I’m proud of that
... especially in that last downturn ... just trying to manage
your way back up the ladder
a bit ... you look at the people
who were there for it all and
you appreciate their hard work
as well,” Mr. Berdell said.
A.J. Panian is the managing editor of The Leader
Times. He can be reached at
724-543-1303, ext. 1325, or
apanian@leadertimes.com.

Surefire Wireline, LLC, works hand in hand with BLX, Inc.
President Mike Daquilante details aspects of operation

By A.J. PANIAN
Managing Editor
Stepping down from a
brand new wireline truck under roof at Surefire Wireline,
LLC, in West Hills Industrial Park, company president
Mike Daquilante recently
spoke with enthusiasm regarding the entity’s place in
the oil and gas industry and
the vehicular tool in which
he’d just invested.
“It’s going to continue to
grow; we’re constantly accepting applications and looking for new people,” said Mr.
Daquilante, a Ford City native
who started Surefire Wireline,
LLC, in 2015, while continuing to serve as assistant production manager for BLX,
Inc., under the safe roof as
that company at 233 North
Park Drive in West Hills Industrial Park.
“We just got a new truck,
and we’re ordering another
one,” he added.
Mr. Daquilante and Tim
Rearick, the company’s vice
president, lead the operation.
A vital practice to an
industry in flux
In the industry, the term
“wireline” usually refers to a
cabling technology used by
operators of oil and gas wells
to lower equipment or measurement devices into the well
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“It’s going to continue to grow; we’re
constantly accepting
applications and
looking for new
people.”

Mike Daquilante, president of Surefire Wireline,
Inc., (left) stands before a
newly purchased wireline
truck with Stan Berdell,
president and chief executive officer of BLX, Inc.
The two companies are
working hand in hand to
pursue opportunities in the
natural gas industry.

– Mike Daquilante,
president,
Surefire Wireline, LLC,
regarding the company’s
future.
for the purposes of well intervention, reservoir evaluation,
and pipe recovery.
A wireline is an electrical
cable used to lower tools into
and transmit data about the
conditions of the wellbore
called wireline logs. Usually
consisting of braided cables,
wirelines are used to perform
wireline logging, as well.
Wireline tools are specially
designed instruments lowered
into a well bore on the end of
the wireline cable.
They are individually designed to provide any number
of particular services, such as
evaluation of the rock properties, the location of casing collars, formation pressures, information regarding the pore
size or fluid identification and
sample recovery.
Modern wireline tools can
be extremely complicated,

and are often engineered to
withstand very harsh conditions such as those found
in many modern oil, gas and
geothermal wells.
Pressures in gas wells can
exceed 30,000 pounds per
square inch (PSI), while temperatures can exceed 500 degrees Fahrenheit in some geothermal wells.
Corrosive or carcinogenic
gases such as hydrogen sul-

fide can also occur downhole.
To reduce the amount of
time running in the well, several wireline tools are often
joined together and run simultaneously in a tool string that
can be hundreds of feet long
and weigh more than 5,000
pounds.
Company starts slow,
picks up momentum with
improving market
The early days of Surefire

Wireline, Inc., were rough
ones, Mr. Daquilante said.
“We started in April 2015,
and we did our first job in
May of that year,” he said.
At that time, the company
conducted various procedures
on oil and gas wells with two
employees and two trucks.
“Then slowly hired a few
more guys, and we figured,
‘Next month, we’re going to
make some money, but then
came the next month, and the
next month, and six months
later, we were still scrapping.”
That led to periodic layoffs
before crew members were
called back based on fluctuations in the industry.
“We didn’t know if we
were going to make it ... it was
a bad time,” Mr. Daquilante
said. “A lot of it had to do with
the elections coming up, who
was going to get in as president and governor. And there
was a flood of Marcellus shale

gas on the market. Prices are
now up 15 to 20 percent.”
Local workers
are preferred
Looking back, however, he
said that was ironically the
best time to get involved.
“We’re up to eight trucks
now, and we employ 72 people, most of them are from
Armstrong County,” Mr.
Daquilante said. “You have to
hire 8 guys for a truck running
24 hours.”
That’s what Mr. Daquilante
and Mr. Rearick both want —
a local component to the company’s workforce.
“I’d prefer local people
because of the shorter commute,” Mr. Daquilante said.
“If I hire a guy from Texas,
he’d probably be up here on a
rotation ... and when he goes
back to family, they might not
want him to come back.”
For more information,
call 724-543-1388, visit surefirewireline.com or send an
email to: inquiries@surefirewireline.com.
A.J. Panian is the managing editor of The Leader
Times. He can be reached at
724-543-1303, ext. 1325, or
apanian@leadertimes.com.
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Three generations and 65 years later, Bradigan’s, Inc., thrives
Family’s community-oriented business at the epicenter of Armstrong petroleum

By SARAH STEIGHNER
Staff Reporter
Bradigan’s, Inc., didn’t become the leading distributor
of petroleum products in Armstrong County overnight.
Instead the business grew
through a community-minded
venture that is now expanding
into the family’s third generation.
Kittanning-style welcome
sets the tone
According to current owner
and president of Bradigan’s
Incorporated, Paul Bradigan,
Jr., the company was started
by his father Paul Bradigan,
Sr., in 1952, when he and his
mother, Louise, came to Kittanning for the first time.
“When my parents first
came to Armstrong County
in 1952, they didn’t know a
soul,” Mr. Bradigan said.
“I’ll never forget my mother telling the story about what
impressed them the most
about Kittanning. I guess they
came on a Sunday, and as they
were walking up and down
Market Street, just about every person they passed acknowledged and welcomed
them. From then on, they
decided that any small town,
where people were so friendly, was a place to stay.”
He added that it was a combination of the community’s
welcoming reception, and the
faith of a local businessman,
that initially provided Mr.
Bradigan, Sr., with the foundation that he needed to start
the company.
“Once they decided to
move here permanently, my
dad went to what was then
the Farmer’s National Bank,
which is now NexTier bank,
looking for a loan,” Mr. Bradigan said.
“They didn’t have any collateral, but the manager saw
something in my dad and lent
him enough money for him to
buy his first truck. Had that
not happened, they might not
have been able to develop
what we have here today.”

Company grows
into triple-phased
profit producer
Since Paul Bradigan, Sr.,
first started selling gasoline
to farmers throughout Armstrong County in 1952, Bradigan’s, Inc., has since grown
into three separate profit centers: petroleum, trucking and
construction.
Mr. Bradigan added that the
petroleum and trucking side
of the company handles business all throughout Western
Pennsylvania, including Armstrong and Allegheny and the
surrounding counties, while
the air conditioning side of
business mainly stays within
the (Armstrong) county borders.
Bradigan brothers
assume control
As a testament to the continued growth of Bradigan’s,
Inc., throughout the years,
the company now employs
58 workers between its three
profit centers – a significant
increase compared to the six
employees that worked at
Bradigan’s when Paul Jr., and
his brother, Tom, took over
the business in 1975.
While Tom headed the petroleum division of the company adding motor brands of
CITGO, Marathon, and SUNOCO to the Bradigan’s list
of petroleum products, Paul
established the heating and
cooling division partnering
with LENNOX, RUUD, and
HONEYWELL companies.
“We grew up in our father’s
business, so when he passed
away it was only natural for
us to take over,” Mr. Bradigan
said. “We both began to grow
the business, which started to
prosper over the last 40 some
years.”
Growing the Bradigan business, family name, and company reputation throughout
the years, Bradigan’s Incorporated introduced a sub-division of the petroleum division
KardGard Refueling Club in
1978, before then purchasing
Foster Oil Company of Kit-
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Paul Bradigan, Jr., owner and president of Bradigan’s,
Inc., celebrates the success of his family business that
has lasted 65 years as a prominent enterprise in Armstrong County. His father, Paul Bradigan, Sr., started
Bradigan’s, Inc., in 1952.

Bradigan’s, Inc., operates three separate profit centers,
providing petroleum, trucking, and construction services to those within the borders of Armstrong County,
and surrounding areas.

Bradigan’s, Inc., bought the Foster Oil Co. in 1998 located in Kittanning, and the Dayton-based Dayton Oil Co.
in 2000.

tanning in 1998, and eventually acquiring Dayton Oil Company in 2000.
By 2003, Paul’s son Andy
Bradigan became the third
generation of Bradigan’s to
enter the family business.
“As time goes on, and I
retire, then Andy will inherit
the company so it will remain
in the Kittanning/Armstrong
County area for another gen-
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215 Arthur Street,
Kittanning, PA 16201
Darlene Edwards
Head of School
Sandy Hankinson
Dean of Students
J. Charlie Atwood
Jr./Sr. School Principal
724-543-4019 option 2
Fax 724-545-6738
GraceChristianKittanning.com
School Email gcs@comcast.net

Grace Christian School Offers
•
direct teacher instruction by PA certified teachers,
•
an excellent student/teacher ratio of 12:1,
•
academic instruction and behavior model base on
Biblical principles,
•
an accepting and compassionate environment,
•
a secure facility,
•
bussing to students residing in Armstrong, Karns
City, and Freeport Area School Districts.
•
financial aid and scholarships.
•
Participation in the National School Lunch Program
(eligible students can receive free/reduced lunches)
•
basketball, volleyball programs,
•
students also receive instruction in Art, Music, Choir,
Computer, Physical Education, Drama, and a weekly
chapel service,
•
Title One Reading and Math support, and
•
speech services.

Grace Christian School admits students of any race, color, and national or ethnic origin.

eration at least,” Mr. Bradigan
said. “I’m very proud of that
because a lot of third generation businesses don’t last
or aren’t successful. Andy is
going to continue the Bradigan name. He wants to keep
it growing, and make it bigger
than it already is today.”
Family takes lead
in community
involvement
While the initial assessment by Bradigan, Sr., of
Armstrong County as a welcoming place for business led
him to settle his business in
Kittanning, Mr. Bradigan says
his family continues to give
back to the community for
just that reason.
“My family is very involved in the community, and
has been for generations,” he
said.
“The only way to sustain a
business is to be active in the
community, which is exactly
what we do because of how
much the community supports
us.”
According to Mr. Bradigan,
his family has held positions
in local chapters of the Chambers of Commerce, YMCA,
Rotary Club of Kittanning,
Kittanning Lions Club, and
Armstrong Habitat for Humanity.
“It’s no coincidence that
our business is in Kittanning,”
Mr. Bradigan said. “Without
the community supporting us,
we wouldn’t be able to be successful or able to give back.
Giving back is the key to our
success.”
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Service is a
24-hour priority
Aside from community activism and support, Mr. Bradigan added that his company
is likewise successful due to
the quality of service that they
provide.
“We are a service-oriented
company,” he said.
“Our company saying is
‘where service never sleeps.’
The reason we say that is because we give our customers
24-hour service. I don’t care
if it’s 2 a.m. on Christmas Eve
– if you call us, you will get
someone to talk to. We think
that’s important, because
things don’t always happen
from 8-5.”
As Bradigan’s continues
to stay integrated within the
community, and their business
expands, so does the industry
that they have built their livelihood upon, according to Mr.
Bradigan.
“You have to change with
time,” he said. “If my father
and mother were here today,
and saw computers and how
we have to run a business,
they wouldn’t believe it. Because this industry is involved
in such an environmental discussion, there are government
rules and regulations that are
put forth that cause us to have
to do 10 times more than ever
before. Even though we’re
a small business, all of these
rules that apply to bigger companies, apply to us. It’s been
challenging.”
As Bradigan’s continues
to adapt to the current marketplace and comply with
governmental regulations in
place, Mr. Bradigan pointed to the state of the modern
blue-collar workforce as an
area where he is placing some
time and energy.
“We’ve been very fortunate
in the past several years to be
able to keep good employees,
and to provide them with a
living for their families,” he
said.
“What I’m afraid of is how

the people we hire, such as
truck drivers, and technicians
for the heating business, are in
short supply. We need to support Lenape and Butler Technical schools, because that’s
where the jobs are going to
come from.”
He attributed his concern
regarding a struggling workforce to both less people entering such fields, as well as
bigger companies being able
to hire workers for bigger
wages.
Company reaches out
to local technical schools
To combat the apprehension
of finding skilled workers, at a
time when the average age for
such positions is 55-years-old,
Mr. Bradigan explained his
support for technical schools
including local Manor Township-based Lenape Technical
School.
“We’re fighting major oil
companies, and big contractors for the same employees,”
he said. “We’re a struggling
workforce. We want to hire,
but when the employees are
not here to hire, we have to
entice people to learn these
trades, and truck driving
skills, because the country is
going to be hurting — not just
here, but nationwide, if this
doesn’t change.”
Mr. Bradigan further commented on the pride he holds
for the success and hard work
that his company puts forth.
“Bradigan’s is very proud
of its 65 years that we’ve
been in business in Armstrong
County,” he said. “We’re very
proud of the fact that we can
also employ the people we
do with a good-paying job
so that, with their hard work,
they can have the capabilities
to buy a home, own a car, and
have a family right here in the
area.”
Sarah Steighner is a staff
reporter for the Leader
Times. She can be reached at
724-543-1303, ext. 1337, or
ssteighner@leadertimes.com.
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Car manufacturers worldwide look to Armstrong County for safety testing
HYGE, Inc., manufactures crash simulation systems, installs them globally

By JON ANDREASSI
Staff Reporter
When getting inside of any
modern vehicle, several safety features are certain to be in
place to protect its driver and
passengers.
To that end, car manufacturers put their vehicles through
rigorous testing to ensure they
meet already established standards and regulations.
It is not uncommon for
these tests to feature heavily
in advertising, either.
Vehicles occupied by crash
test dummies going through
simulated crashes to showcase a car’s safety and durability are frequent visuals in
car commercials.
The systems used to conduct those simulations are
ubiquitous among car manufacturers around the world.
Many of those systems can
trace their origins back to a
common location — Armstrong County.
Valley Township is home to
HYGE, Inc., which manufactures a line of crash simulation
systems.
Their use is not limited to
the automobile industry.
Owner Dean Myers explained that the company’s
systems are also used by the
military, and, in the development of protective head gear,
such as helmets.
HYGE-branded
systems
are also used in the aerospace
and rail industries.
“What the unit does is simulate the impact on a test specimen,” Mr. Myers said.

HYGE’s path
to Armstrong County
Mr. Myers is himself a lifelong resident of Armstrong
County.
After graduating from Penn
State New Kensington, he
went to work as an electronic
technician for the U.S. Navy,
a post he held for six years.
Mr. Myers went from the
military to Arco Medical, and
from there to Leybold in Export, Pa.
“They’re a German company that manufactures vacuum
pumps,” he said. “I worked
there for about five years.”
Following his time at Leybold, Mr. Myers moved on
to CVC Products, based in
Rochester, N.Y., where his
work on the crash simulation
systems began.
The product has its origins
with the Bendix Corporation,
a now defunct engineering
company. The product line
was sold to CVC.
“CVC manufactured these
units for 30 or 40 years,” Mr.
Myers said.
Though CVC is based in
Rochester, it is not where Mr.
Myers was stationed.
“Whenever I worked on
these systems, I worked out of
my home here. I worked out
of Armstrong County since
1990,” he said.
While Mr. Myers was involved in the assembly of
these systems, he also learned
installation while working
with CVC, almost by accident.
“Basically, I was out of
town. CVC Products had received an order for one of
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HYGE Crash Simulation Systems are used globally in the testing of safety features in
vehicles, as well as in the military, aerospace and rail industries. These systems are
manufactured in Armstrong County — at HYGE’s headquarters in Valley Township.

these systems. The guy who
did all the installation was due
to retire. He insisted someone
learn how to install the product,” he recalled. “I wasn’t in
the meeting, so I was selected.”
With years of experience
working with the systems under their belts, those assembling them, including Mr. Myers, took the next step to fully
bring operations to Armstrong
County.
“We did the assembly work
for CVC Products for about
five years and purchased the
product line in about 1995
and started doing the assembly line,” he said.
Five years after that, they
formed HYGE, Inc.
In 2012, Mr. Myers bought
out the firm’s other partners.

“I have purchased the rights
and sole ownership of the corporation at this time,” he said.
Today, HYGE employs
about 6 people, Mr. Myers
said.
Locally manufactured
systems offer
reliable testing
There are currently five different models of HYGE Crash
Simulation Systems, though
they can be adjusted to meet
the needs of the buyer.
As the systems go up in
size, they can simulate faster speeds, and apply more
G-forces to the specimen.
Integral to their design is
that the systems allow for tests
to be continually repeated
without losing their accuracy.
“In some cases in the automotive industry, they record

the pulse from an actual crash,
and want to duplicate it,” Mr.
Myers said. “They can fire the
units so they only have to replace the air bag, not smashing entire cars.”
When it comes to manufacturing the systems, he said,
as much of the components
as possible are sourced from
Armstrong County and Western Pennsylvania.
“We deal with a number of
different suppliers and machine shops,” Mr. Myers said.
The units themselves are
durable and long lasting.
Some of HYGE’s units
are more than 55-years-old,
according to Mr. Myers.
He said General Motors has
a unit that is approximately 60
years old.
“As a matter of fact, I’m

talking to a company up in
Buffalo that has a system that’s
55-years-old,” Mr. Myers said.
“They would be relocating the
system to other sites.”
A truly global operation
When it comes to manufacturing the systems, that work is
done in Armstrong County.
“We manufacture the equipment and then we take it out
and install in the site,” Mr.
Myers said.
Those sites are often a long
ways from his home.
HYGE installs the systems
in places such as China, Malaysia, Japan, South Korea,
Germany and England.
As a result, Mr. Myers job
involves some heavy traveling,
though he does not help install
every unit sold.
“I have other people I use
for some of the installations,”
he said.
Mr. Myers estimates that
HYGE does about $750,000
annually in sales, but it is not
always a consistent number.
“It varies a good deal from
year to year,” he said.
The most commonly sold
unit, which has a 12-inch
thrust piston, goes for $1.2
million, but HYGE could go
a year without selling a single
one.
“We might sell one or two a
year, then we might go a year
or two without selling one, just
doing service and maintenance
on systems,” Mr. Myers said.
Jon Andreassi is a staff reporter for the Leader Times.
He can be reached at 724543-1303, ext. 1341, or jandreassi@leadertimes.com.

Penn Mag, Inc., conducts international business from riverside Adrian operation
Owner Anil Bhadsavle attributes Armstrong County location to enterprise’s success
gray-colored brick,” he said.
“Our additives are very important, because they are very
hard to make considering the
material comes from South
Africa. The material is ground
and rare. You can’t just buy it
anywhere.”

By SARAH STEIGHNER
Staff Reporter
Located along Tarrtown
Road in Adrian exists what
might be assumed to be a
small local business.
In reality, however, the
30-plus-year-old
enterprise receives and ships products internationally all from
their riverfront backyard in
Armstrong County.
According to current Penn
Mag Inc. owner Anil Bhadsavle, he originally started
the company in 1982 with his
then-business partner, Walter
Dlubak.
Anil is now the sole owner
and president of the company,
which he runs along with his
daughter Lisa Bhadsavle, the
company’s vice-president.
Process is ‘a grind’
Anil Bhadsavle explained
just what Penn Mag Inc. does.
“We basically process iron
ore at this location that is used
for several industries,” Mr.
Bhadsavle said. “We don’t
make a final product, but we
help enhance other people’s
products through our basic
processing.”
As a leading supplier of
quality magnetite and iron
chromite, Mr. Bhadsavle explained how the company utilizes its grinding bond mills
for several different means of
classification.
“We buy raw iron ore, and
size it for different applications,” he said. “When the

Penn Mag Inc. also currently buys product materials
from Chile, Mr. Bhadsavle
said.
“We used to buy from the
United States, but there are no
more mines left that can supply us the materials we need,”

he said. “We’ll buy material overseas that come in big
boats around 10-15,000 tons
at a time. Those materials are
then unloaded into barges in
New Orleans, which eventually make their way from the
See PENN MAG on Page D4

There’s more than one
way to get rid of debt.
Sarah Steighner | Leader Times
Penn Mag, Inc., is a leading supplier of magnetite and iron chromite that serves a variety of markets including those dealing with
the foundry industry, friction products, fertilizers, coal preparation,
additives, and industrial water filtration.

material comes in, we dry it
before it goes into the grinding mills where it’s ground
into whatever particle size
it requires, then it goes into
either bulk storage or bagging. That’s our basic product
here.”
Company also assists
construction, mining,
fine wine
Penn Mag Inc. also has a
shop that makes controllers in

the mines for conveyor belts,
along with other additives including colorants that are used
to make colored materials that
often go on to become the
gray-colored bricks used in
many businesses and the glass
used in various wine bottles,
according to Mr. Bhadsavle.
“As buildings like schools,
hospitals, and even Sheetz
look to modernize their look,
they are turning to a specific,
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Freeport Terminals, Inc.,
is a division of Nicholas
Enterprises, Inc., strategically located 29 miles
upstream from Pittsburgh
on the Allegheny River
with almost a century of
material handling and
storage experience. This
terminal is operational 24
hours a day, 365 days per
year.

Freeport Terminals, Inc., mans the county’s main waterway
Business’ officials stress importance of maintaining prime resource

By A.J. PANIAN
Managing Editor
Dave Konesni knows how
important America’s inland
river system is to the health
and wealth of the nation.
“The system is extremely
important to the nation, not
just to the entities that use
it,” said Konesni, President
of Butler-based Nicholas Enterprises, Inc., a century-plus
old company, which owns and
operates Freeport Terminals,
Inc. on the Allegheny River in
Armstrong County.
Konesni went on to stress
both the strategic and economic importance of the inland waterway system to the
entire US and rest of the world
– providing a flow of resources to and from international
locations.

As far as the Allegheny River — it is the northeasternmost
segment of the entire inland
waterways system he added.
Although a lower use river
dependent of several locks
and dams – the Allegheny is a
vital link between the region,
the northeastern US and the
world for the movement of a
wide variety of commodities
and products.
Company serves multiple
roles on the riverside
Strategically located 29
miles upstream from Pittsburgh on the Allegheny River,
Freeport Terminal, Inc. has
more than half a century of
material handling and storage
experience according to nicholasinc.com/Freeport.html.
“(River terminals) are imThe terminal, based at 700
portant to maintaining com- explaining that Freeport has
merce, particularly on the been a full-service terminal Riverside Drive in South Buffalo Township, is operational
Allegheny,” said Konesni, since 1954.

Penn Mag, Inc.

Continued from Page D3

river all the way to our
back yard.”
River is a vital resource
Aside from the vast shipping opportunities that the
river provides his business,
Mr. Bhadsavle also attributed the success for his international shipping of products to the company’s close
location to the railroad.
He added that Penn Mag
Inc. has clientele throughout the nation. The company
also conducts business with
clientele in Canada, South
Africa, Chile, Peru and China.
“We have the means to
buy and sell material from
all over the world,” Mr.
Bhadsavle said.
“We can ship it or bring
in the material through the
three major forms of transportation — trucking, railroads, and the river. We have
them all.”
Operation serves
myriad markets
Bhadsavle elaborated that
the company serves a variety
of markets including additives, friction products, coal

preparation, fertilizers, industrial water filtration, and
foundry industry along with
making specialized additives for the construction and
glass container industries.
“We deal with industrial
products for various projects,” Mr. Bhadsavle said.
“We don’t ever need to
advertise, because the people that want and need these
materials know what they
need, and they know where
to find us. Simple word of
mouth does the trick in this
industry.”
However, despite the nonexistent need for attracting
advertisers to gain additional business, Mr. Bhadsavle mentioned that even
with the company’s prime
location —expanding the
business’ locations may be
a necessary step towards
growing Penn Mag, Inc.
“Our infrastructure and
set up here makes our location the kind of epicenter
needed for this industry,” he
said.
“The business and market is growing right now.
We don’t have enough land

24 hours a day, 365 days per
year.
As an intermodal service
location — Freeport Terminal
offers:
* Transportation of goods
and commodities by barge —
including dock sites for dry
and liquid bulk transloading,
fleeting cleaning and switch
boat services;
* Transportation of goods
and commodities by rail —
serviced by the Norfolk
Southern and Genesee and
Wyoming railroads;
* Transportation of goods
and commodities by truck –
with approved truck routes
with easy access to major
highways;
* Dry bulk storage structures
including
secure
warehouses with overhead
charging capacity, conveyors
and stackers, and air pollution

control systems;
* Liquid bulk storage (16
tanks with more than 8 million gallons of heated storage
capacity for access by barge,
rail and truck);
* 25 acres of open storage
as well as industrial service of
all major utilities.
Freeport terminal handles a
wide variety of products and
commodities including Pig
Iron, scrap, zinc, palletized
commodities, coke, brick,
coal, waxes, petroleum and
other liquid bulk products,
bauxite, graphite, road salt,
steel beams, steel shapes and
steel coils.
History of enterprise
stretches back in time
The original company to
Nicholas Enterprises, Nicholas Transfer and Storage, was
established circa 1902 as a
See TERMINALS on Page D5

“We have a lot of hard working and talented
people that work here. There are people that
work here who have done so for over 20 years.
You see them start here, and stay just like my
dad. That’s definitely a big part of the success
of the company. It’s all about that talented
workforce, and building that talent over time
so that eventually the next generation can
come in and learn, as well.”
– Lisa Bhadsavle,
vice president of Penn Mag, Inc.,
regarding her father, Anil Bhadsavle,
who established the company in 1982.

Photos: Sarah Steighner | Leader Times

Anil Bhadsavle (right) originally started Penn Mag Inc. in
1982. He now owns and runs the company along with his
daughter Lisa Bhadsavle, the company’s vice president.

right here. So, we’ll have to Adrian will continue to be
move certain portions along “the center of everything.”
Being county-based has
the Eastern seaboard.”
its advantages
He added that if the busiMr. Bhadsavle further atness expands, the location in
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tributed the company’s Armstrong County location and
foundation of infrastructure
as top reasons that make Penn
Mag Inc. successful.
Lisa added that having a
talented work force is also a
key attribute that helps the
company to thrive.
“We have a lot of hard
working and talented people
that work here,” she said.
“There are people that work
here who have done so for
over 20 years. You see them
start here, and stay just like
my dad. That’s definitely
a big part of the success of
the company. It’s all about
that talented workforce, and
building that talent over time
so that eventually the next
generation can come in and
learn, as well.”
According to Lisa, while
the company initially just
started with two men including her father, their workforce now employs a total
of more than 20 employees.
“We started with a really
talented workforce with a lot
of workers that came from
Pullman,” Mr. Bhadsavle
said.
“At that time Pullman was
just shutting down, and we
had very inexpensive gas.
You couldn’t beat it. That’s
what makes us competitive
in the market. That’s the
real key to everything – controlling the cost.”
Product base for
manufacture expands
As Penn Mag Inc. sought
to grow the company and enhance their ability to thrive
in the market, Mr. Bhadsavle
cited the necessity to increase

the number of products that
they produced.
“We use to make only one
product, and now we make
around 15 specialty products,” he said.
“We added several machines in order to get different
varieties of certain final products which have then went
into opening the door to different industries.”
Lisa added that their infrastructure provides the company with the opportunity to
solve any problem that may
arise, while allowing for the
ability of continued growth in
a market that she deemed as
specific and specialized.
“The key is that you have to
be number one in a niche market that can be low tech,” Mr.
Bhadsavle said.
“Once you have that knowledge, and a good workforce
then you can dominate. We’re
just happy that we’re in Armstrong County. We’re lucky to
be here, and we want to continue to grow, and employ as
many young people as possible.”
Lisa added that as they
watch their business develop
they’ve also had the opportunity to observe changes within
the community in which they
belong.
“It’s great to see the community thrive around us,” she
said.
“We’ve seen businesses
come and go, but it’s nice
that we’ve been able to stick
around to be a part of it all.”
Sarah Steighner is a staff
reporter for the Leader
Times. She can be reached
at 724-543-1303, ext. 1337,
or ssteighner@leadertimes.
com.
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Terminals
Continued from Page D4

moving company.
The company eventually
offered a warehouse and long
term storage of items in Butler, such as furniture, and, in
the 1950’s became a strictly
industrial company handling
industrial clients.
In 1954 Freeport terminals
began supplying pig iron,
which is necessary for making
steel products to the ArmCo
steel mill in Butler, Pa., (what
today is A-K Steel).
“It provided a low cost
transportation option in terms
of their most basic commodity
in the production of steel” Mr.
Konesni said.
“The pig iron was transported by barge to Freeport
and then transported to Butler
by truck,” said Dean Marlin,
director of business development for Nicholas Enterprises.
“The amount of cargo transportable by barge far exceeds
that of a truck or rail car and
results in significant logistical
savings. Barging is the cheapest form of transportation
– comparatively 1 barge can
hold 76 truck loads or 19 rail
cars worth of goods.”
Water transport as an option
for customers seeking to haul
bulk or hard-to-move cargo gives Freeport Terminals,
their customers and other local enterprises a unique ability
to compete in domestic and
international markets.
And where does Freeport
Terminal, Inc., rank in size
when it comes to similar facilities?
“It is one of the largest commercial terminals in the northeast section of the inland river
system,” Mr. Marlin said.
He went on to state that
Armstrong County is currently the uppermost limit of
active commercial terminal
operations on the Allegheny
as commercial lock operations
above that point have been
curtailed for years.
Freeport Terminals handles
a wide variety of products
flowing to and from points in
the northeast and Canada to
points all along the Ohio and
Mississippi rivers – and ultimately overseas.
As an example, “fertilizers
can be economically sourced
in overseas markets, transported by ocean vessel to Louisiana – and then on up to our
area,” Mr. Marlin said.
“If you consider history –
most nations are, in-part, built
on the availability and utili-

zation of commodities … for
example the Roman Empire
ultimately thrived due to the
utilization of gravel, stone,
sand and cement. Be it sand,
oil, gas, cement, steel, coal,
agricultural products – the cost
of commodities are relatively
inexpensive as compared to
the cost of moving the stuff
around,” he continued.
To handle all that commerce, Freeport Terminal,
Inc., employs approximately
20 people – from equipment
specialists and yard personnel
to truck drivers, management
and administrative folks.
All the work they do is dependent on a river system that
remains fully functional, he
added.
“The Allegheny River is
one of the keys to the success
of the area. Terminals, like
ours, bring in goods that are
either used in local manufacturing, or transported in and
out of the area,” Mr. Marlin
said. “If you curtail or eliminate the locks and dams you
eliminate the ability to feed
commerce, build business and
create wealth and jobs. Without that – you introduce poverty.”
Importance of an operational lock-and-dam system
cannot be overstressed
In late 2017, Freeport Terminal, Inc., and others provided its endorsement of support
regarding a campaign being
waged to counter a proposal
by the US Army Corp of Engineers (USACE).
The campaign was fronted by the Port of Pittsburgh
Commission (PPC) and included the Allegheny River
Development Corp. (ARDC),
several Allegheny River Commercial terminals as well as
Armstrong and Westmoreland
Counties. The USACE was
proposing to permanently reduce the level of service of
one of the Allegheny River
Locks, and temporarily eliminate one lock for a 9-week
construction project – thereby
stopping all commercial access to a majority of the commercial terminals as well as
access by recreational boaters.
In a letter to the USACE –
Pittsburgh District – penned
by PPC Executive Director
Mary Ann Bucci, she presented a well-supported argument
to reduce the proposed barriers in support of Armstrong
and Westmoreland Counties
and Allegheny river commercial and leisure users

TESTIMONY FROM THE TOP
Dave Konesni,

President, Nicholas Enterprises, Inc., owner of Freeport Terminals, Inc.
As he recently viewed a map of America’s inland waterways, Dave Konesni pointed out that the
Mississippi River and the Tennessee-Tombigbee Waterway, or the “Tenn-Tom” are two primary
parallel waterways of commerce in North America that eventually connect to the Allegheny River.
For generations, the Allegheny has served as a primary conduit in the northeastern United States.

A.J. Panian | Leader Times

Dave Konesni, president of
Butler-based Nicholas Enterprises, Inc., a century-plus-old
company, which maintains
ownership and operation of
Freeport Terminals, Inc., along
the Allegheny River in Armstrong County, points out the
facility’s location on a map of
inland waterways in the continental United States.

“We believe that a reversal
of the reduction in service
levels will bring about a resurgence of commerce on
the Allegheny River and a
renewed vitality to the communities impacted by this
commerce,” Ms. Bucci wrote.
“The inland waterway system
is the lifeline of the economy
of southwestern Pennsylvania. The Allegheny River is
a significant segment of that
lifeline, encompassing five
counties and affecting the
entire United States, Canada
and the Far East. Any actions
that constrict or shut of access
to that segment will cause
a withering of the entire region.”
In response, Jason Prince,
chief of maintenance section for USACE – Pittsburgh
District – affirmed the federal agency’s commitment to
working with those companies listed on the letter to ensure that, despite any planned
maintenance, the locks and
dams would remain as usable
as possible by both commercial and recreational traffic.
“Whatever works is how
we will try to do it going forward,” said Mr. Prince when
reached at that time.
Either way, Freeport Terminals, Inc., will remain dedicated to perpetuating commerce along the Allegheny.
A.J. Panian is the managing editor of The Leader
Times. He can be reached at
724-543-1303, ext. 1325, or
apanian@leadertimes.com.

“People saw Pittsburgh as the place to embark to travel in the heart of the country back in the
early days of our country, of course … Lewis and Clark,” said Mr. Konesni in reference to the
first American expedition to cross what is now the western portion of America.
Undertaken by the Corps of Discovery, a select group of U.S Army volunteers commanded by
Capt. Meriwether Lewis and his close friend, Second Lt. William Clark, started that journey in St.
Louis – but earlier efforts by explorers to forge a trail to the far west were aided by travel on the
Allegheny River.
With more than five decades of experience on the Allegheny River, Freeport Terminal receives
product from abroad via far off ports mostly in the southern United States.
Mr. Konesni went on to say, “but then we also wind up getting things coming in on the East Coast
which get railed or trucked to either Freeport Terminals or our other terminal in Ambridge, Pa. –
so we can move products from the coasts to inland for distribution – and vice versa.”
Relative to the region above Kittanning and into northwestern Pennsylvania and further, Freeport
Terminal and other location such as Armstrong Terminal in Schenley, Pa. – receive product from
blue water ports that can move in a variety of directions, Mr. Konesni said.
“So it gives these companies options for moving their products,” he said.
The pricing models are, “pretty well set,” for longer-standing customers of Freeport Terminals,
Inc., Mr. Konesni said. Spot customers will often call for advice and pricing, which Freeport
Terminals readily offers.
For example, “a potential customers we’ve dealt with will call and say, ‘I have a five-barge
movement of such and such coming from Europe, or India.’ Throughout time, inquiries of this
nature have included fertilizer, steel and even grain from Norway or Sweden,” Mr. Konesni said.
“We did a lot of that back in the 80’s and 90’s.”
At times, domestic companies can buy or sell competitively to or from foreign (European, Asian,
Eastern) markets – so they will utilize Freeport Terminals to take advantage of the market.
As with barging, similar inquiries and advice is asked and given by Nicholas Enterprises/Freeport Terminals regarding rail and truck movements.
“So those are things we can help with. (We) do the research for them and provide options and
pricing,” Mr. Konesni said. “Sometimes we receive inquiries based on our reputation or previous
experience. Other times the inquiry is based on a company looking into our specific area via the
website.”
Also helping the company and other regional terminals is the Port of Pittsburgh Commission
(PPC).
“The PPC helps the Pittsburgh region in general so they are not partisan. They direct business to
a particular terminal or terminals they feel might be able to help the inquirer,” Mr. Konesni said.
ALL TERMINALS THRIVING IS BEST
In today’s business climate, Mr. Konesni affirmed, “certainly there is competition … and that is
good for the customer. At the same time, when you look at us as a portion of this industry, the
healthier we all are the better it is for each of us.”
Hope persists that President Donald J. Trump’s targeting of infrastructure improvements moves
forward – particularly with regards to funding for the upgrading of locks and dams built by the
U.S. Army Corps of Engineers in the late 1920’s.
“Our industry has been voluntarily giving a portion of their fuel cost in the way of a fuel tax, I
guess you’d call it – to the government to help pay for the capital costs of operating the locks
and dams … not the operating costs, but the capital costs to refurbish and renew the locks,” Mr.
Konesni said. “And we’ve been doing that for quite some time. We’ve actually increased (the tax
percentage) in the last couple of years to keep it current with pricing. We’re hoping there will be
some additional funding coming from the infrastructure improvement plan that the administration
is talking about.”
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Family Owned & Operated By Michael & Derek Sheaffer • Over 25 Years Experience

S.T.S.

Trimming • Stump Removal
Hedge & Brush Trimming
Light General Hauling • Trimming/Removal
FULLY INSURED • FREE ESTIMATES

BEST
TREE SERVICE

COMPLETE TREE SERVICE

412-996-1853
Senior & Military Discount

MVS SECURITY SERVICES
30+ Years of Professional Services
FREE ESTIMATES
Burglar - Fire - Video - Door Access - Medcal - Home - Business
24/7 Monitoring Protection
Residential • Business • Industrial
Cameras • Burglar Systems • Door Locks • Lights
Thermostats • Garage Doors • Appliances
1224 3rd Avenue • Ford City, PA 16226

724-763-2857 or 1-800-978-7674

COMPLETE HOME FURNISHINGS

30-60% OFF REGULAR PRICED
FURNITURE EVERYDAY!
Select From These Great Brand Names!

Ashley • King Hickory • Southern Motion • All Wood
Serta • Best Chairs • Carolina • Riverside
Aladdin by Mohawk

724-763-8201

Manor Plaza • Rt. 66 • Ford City, PA 16226 • www.manorfurnitureandappliances.com
Mon. & Fri. 9:00am to 8:30pm • Tues., Wed. & Thurs. 9:00am - 5:00pm • Sat. 9:00am to 4:30pm

FORD FORD CITY VFW
CITY POST 4843
All Brands
of Firearms
and
Accessories
with
Weekly
Specials

Owner
Don Myers
628 Neale Avenue, • Ford Cliff, PA 16228

724-902-7084

www.gunstores.net/eastcoastglocks

2125 Bailey Avenue
Ford City
BOOK YOUR SPECIAL EVENT NOW!
Weddings, Anniversaries, Graduations,
Birthdays & Special Occasions

Hall & Pavillion Rentals
Proudly Serving Our Community!

Call 724-763-9045

Ask For
Rosemary
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The late Charles H. Snyder, Sr., and his younger
brother, the late Elmer
A. Snyder, founded the
original company, which
over the generations grew
into Snyder Associated
Companies, Inc.

A.J. Panian | Leader Times

Snyder Associated Companies, Inc.,
spreads ingredients of production wide
Conglomerate deals in natural gas, oil, and concrete block industries

said.
“We supply a lot to the
ready-mix concrete industry, asphalt industry,
highway construction and
commercial
construction. That’s the basis for
our business.”

By A.J. PANIAN
Managing Editor
The aspects of enterprise
that help to compose the local
conglomerate known as Snyder Associated Companies,
Inc., in many ways parallel the
process by which one of the
privately held, family-owned
business’ primary products —
the concrete block — is made.
And it appears the company’s future is certainly no less
solid than the object in question, or the entity’s ongoing,
seven-decade-plus legacy.
Throughout time, the name
Snyder, and the companies
the family owns and operates, have come to represent
the vanguard of Armstrong
County’s unfolding story of
success.
“That’s our holding company, it actually owns all the
shares of most of our subsidiary companies,” said Mark
A. Snyder, secretary of the
conglomerate, which employs more than 1,000 people
in eight different companies
worldwide, focusing on mining, oil and gas exploration
and production, manufacturing and agriculture.
“We had different names
for different companies, and
they’ve all kind of morphed
into the holding company. We
had independent subsidiaries,
and we brought them under a
holding company regime in
the mid-1970s,” he said. “That
was for tax purposes and estate planning purposes, and to
simplify the managing of the
different subsidiaries accounting wise. For the most part,
having a centralized payroll
system and accounting representative of a streamlining of
that process provided justification for conglomeration.”
Starting with the late
Charles H. Snyder, Sr., and
Elmer A. Snyder, brothers
who in the 1940s founded the
original company as a general
construction contractor.
When the World War II effort was gaining momentum,
they focused on coal mining,
drawing from their prior experiences in the field.
That same decade, the family purchased Glacial Sand &
Gravel Co.
Into the 1950s, they purchased the equipment distributorship for Highway Equipment and Supply in Orlando,
Fla.
Before the arrival of the
1960s, the Snyders had also
entered the hospitality industry by opening the Royle Inn
Motel, what today is the Quality Inn in West Kittanning.
In the 1950s, the family
also formed Allegheny Mineral Corporation (AMC) and
opened its first limestone
quarry in Parker. AMC then
expanded with the opening of
another limestone quarry in
Harrisville, Butler County.
Throughout the 1970s, Gla-

Allegheny
Mineral
Corporation

Submitted

Mark A. Snyder serves as
secretary of Snyder Associated Companies, Inc.

cial Sand & Gravel Company
expanded its operation to include dredging of the Allegheny River.
Also in that decade, Snyder Brothers, Inc., began exploration and production of
oil and natural gas wells in
Pennsylvania, and Allegheny
Mineral Corporation opened
another limestone quarry near
Slippery Rock, and the entity
expanded its holdings in the
construction supply sector
with the opening of a a second
plant in Indiana, Pa., by The
Bauer Company.
In the 1980s, the family acquired Portland Cement Manufacturer Armstrong Cement
& Supply Corporation, Allegheny Mineral Corporation
opened a new limestone quarry near Worthington, and land
was purchased by the Snyders
to develop orange groves in
Florida.
Superior Well Services, a
start-up oil field service company was formed in the 1990s,
as a partnership between the
Snyder family and three local
entrepreneurs.
As far as banking, along
with partner Roger Claypoole, Farmers National Bank
of Kittanning was also purchased during that decade.
In the new millennium, the
Bauer Company constructed a
new state-of-the-art manufacturing facility near Kittanning
to replace the original plant.
In addition, Superior Well
Services completed initial
public offering and it is listed
on the Nasdaq exchange, Allegheny Mineral Corporation
opened another limestone
quarry in Murrinsville, Pa.,
the Farmers National Bank
merged with Merchants National Bank of Kittanning,
forming F&M Bank of Western PA, where the Snyder
family is a major shareholder of what today is known as
NexTier Bank.
Other holdings include
Armstrong Cement & Supply
Corp. located just over the
county line in Cabot, Butler
County, and orange groves located just a bit further away in
the state of Florida.
There is also Sylvan, Inc., a
company owned by the Snyders, which exists separate
from the conglomerate, which
will be featured in a separate
story in this edition.
“Their interests are di-

A.J. Panian | Leader Times

Snyder Associated Companies, Inc., is headquartered at West Hills Industrial Park in
East Franklin Township.

verse,” said Justin Nolder,
assistant business manager
at the Armstrong County Department of Economic Development.

Snyder
Brothers, Inc.

It was one of the conglomerate’s original companies,
said Mr. Snyder of Snyder
Brothers, Inc.
Eventually, Snyder Brothers, Inc., has morphed into
exploration and production of
oil and natural gas, and marketing of natural gas.
“We employ roughly 50 individuals — we kind of have
it broken up into a couple
functions,” Mr. Snyder said.
The first of which involves
leasing/land management.
Additional staff includes
those dealing in permitting
and compliance.
“Then there are the folks
that manage the drilling and
completion process,” Mr.
Snyder said. “They manage
roads, drill pads, drilling, casing, and seismic work. It’s ongoing all the time, as you’re
growing your operations and
pipelining.”
Once the infrastructure is
in place, production officials
come in and manage gas production, he said.
“They do maintenance work
on the wells, tend to the wells,
take off the fluids and all the
metering of the gas — we’ll
do metering of each wellhead,
and one at the gathering line,”
Mr. Snyder said. “You’ll have
several wells going into one
gathering system ... and they
take readings where gas enters
on the transmission line, to
make sure we don’t lose any
product.”
A lot of those properties
are leased, he added, so the
company uses those readings
to pay individual landowners,
he said.
“What we’re doing now
with our Marcellus (shale)
drilling, it requires a large
block of our acreage ... there
are 10-20 landowners on one
unit ... and each gets a per-

centage of the royalties,” Mr.
Snyder said. “They’re paid
by cubic foot of gas ... it’s
basically the percentage of
acreage that you commit to a
unit.”

To determine such numbers involves production-end employees and
support personnel from the
company’s accounting and
file management department, he said.
“We’re basically drilling
in primarily in Armstrong
County right now. We do
have wells/acreages in
Butler, Jefferson, Clarion,
Westmoreland,
Indiana,
Warren and McKean counties ... and we’re picking up
acreage in Cambria County,” Mr. Snyder said.
The field is competitive,
and the effort to put larger
blocks of acreage together
is ongoing and, often, interactive with other companies, he said.
“Where we have some
acreage in another county, we’ll swap that acreage with an EQT, Range
Resources ... whoever has
acreage in our area,” Mr.
Snyder said.
As far as exactly where
the natural gas harvested
locally is utilized?
“I’m sure it’s consumed
in the northeast region. We
really don’t know where
the end users are typically
located. It goes into a pipeline,” Mr. Snyder said.
“It could be New York
City ... Boston ... it gets intermingled with gas taken
from other areas.”
He confirmed the veracity of one recent statistic —
this region is one of the top
natural gas-producing regions in the United States.
“If it’s not No. 1 it’s No.
2 ... it’s very close to being
the top-producing one,”
Mr. Snyder said.
Looking ahead, companies are looking at gas
pockets existent within the

Utica shale layer, which is
3,000 feet below the Marcellus shale layer, he said.
“You’ll start to hear that
term being used ... Utica
shale,” Mr. Snyder said.
But the acquisition of
harder-to-reach gas becomes a more technical
process, he said.
“That’s not just because
of the added expense for
the depth ... it’s deeper and
hotter, and it takes more expertise and resources to get
to that,” Mr. Snyder said.

Mark Ann
Industries,
Inc.
With
approximately
35 employees serving as
drivers and support/maintenance personnel, Mark
Ann Industries, Inc., in
West Franklin Township,
was named after Mr. Snyder and his cousin, Sally
Ann Snyder, he said.
“We were the two youngest ones, so that’s how that
come up at the time,” Mr.
Snyder said.
With a fleet of mostly
tri-axle trucks and tankers,
the conglomerate operates
that entity in order to haul
some of the products produced by Snyder Associated Companies, Inc., to enduse customers, he said.
“It’s basically aggregates
and cement and rock dust,”
Mr. Snyder said.
“We typically haul 5
days a week. Some of the
cement products can go
over the weekend or overnight, depending on length
of the haul.”
As for the typical range
of the haul, the entity’s customers are generally located within a 50-mile range,
he said.
“Some would extend
beyond that,” Mr. Snyder

With seven crushed stone
plants in Western Pennsylvania, including two in
Armstrong County, Allegheny Mineral Corporation is
a limestone quarrying entity
that serves many industrial
purposes.
Established in 1950, the
corporation, a wholly-owned
subsidiary of Snyder Associated Companies, Inc., provides crushed stone, industrial rock dust and agricultural
lime to Pennsylvania, Ohio
and West Virginia.
In 2017, the company was
listed as one of the 50 largest
aggregates producers in the
nation (U.S. Geological Survey, March 2017), according
to alleghenymineral.com.
Allegheny Mineral Corporation operates the county-based locations at the Bison plant in West Franklin
Township and the Worthington plant, also located in that
municipality.
Their customers supply
ready-mixed concrete and
asphalt for the purposes of
highway and commercial construction. Trucks from Mark
Ann Industries, Inc., transport
these products.
“We also use limestone for
chemical purposes, as well.
Rock dust is used in the coal
mining industry,” Mr. Snyder
said.
Specifically, rock dust is
used in such a capacity to
neutralize gas generation in
mines.
“Rock dust is used to keep
down the flammable particles
that would float in the air ...
it helps to weight them down
so they’re not floating in the
air, where they could become
combustible,” Mr. Snyder
said.
“We also use limestone as
a sorbent for flue gas desulfurization at power plants. It’s
used to capture some of the
pollutants in the flue gas, and
it mixes with those components, to neutralize them.”
The company’s limestone is
also used for cement production.
“We supply (Cabot-based)
Armstrong Cement (and Supply Corp.) with most of the
raw ingredients necessary to
make cement,” Mr. Snyder
said.
Along with limestone, such
ingredients include sandstone
and shale, which are pulverized and mixed with water
See SNYDER on Page E2
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Allegheny Mineral Corporation’s Bison limestone mine The Bauer Company, Inc., headquarters are located in Glacial Sand and Gravel Co.’s Tarrtown Land Plant.
West Franklin Township near Worthington.
in West Franklin Township.

TESTIMONY FROM THE TOP
Mark A. Snyder, secretary, Snyder Associated Companies, Inc.
On the importance of higher-wage job availability locally?
“I think anytime we can get higher wage positions in the county, we’re bettering ourselves. You’re going to have a certain amount of unemployment at anytime, but I think the more
we can build higher wage positions ... the better off we are ... the more disposable income you have, and that allows for a better quality of life.”

On the Snyder family’s local commitments?
“I live about 5 miles from where I grew up in East Franklin. We support a lot of causes in the county, and we try to support a lot of causes that our employees are close to — their endeavors and their
families’ endeavors.

On the need for a diverse industrial setting not far from home?
“When you have a diverse industry base, that’s always going to be a positive for the local economy. When you have companies like UPG and Eljer leave, you have a lot of jobs leave at one time. When you
are more diverse — if one happens to falter, the losses aren’t quite as dramatic.”

On the county’s most attractive attributes?
“The strength of our county has always been its resources — whether it be coal or timber or gas — that’s what has built this region and that’s what has built this county. Subsequent to these resources has
been manufacturing. There’s a lot of spinoff and ancillary businesses based on the businesses that exist here because of all of our native resources. Now we transitioning into higher-tech, service industries
— using nanotechnology — but I think our strength continues to be the resources of the county. When we can attract outside money into the county, I think that’s great ... that helps to build data centers
in the county like the one at NorthPointe (Industrial Park). That helps to add to the bigger pie But resources area still the biggest factor. With Marcellus shale drilling, that’s going to continue to impact
our region in the future as it relates to drilling support services.”

Snyder
Continued from Page E1

transformed into a slurry
mixture. That mixture is then
fed into a high-temperature
kiln exceeding 2,500 degrees
Fahrenheit.
“It calcinates and it makes
clinker. The clinker, I kind of
liken it to a lava rock. It’s not
the color of lava, but it comes
from a high temperature pro-

cess,” Mr. Snyder said.
The clinker is then pulverized and mixed with gypsum
to form Portland cement —
the final product
“Armstrong Cement manufactures the Portland cement,
and then that is sold to readymix concrete producers,” Mr.
Snyder said.
To accomplish all of that,

the company draws its limestone from the Bison quarry,
which exists underground,
and the Worthington quarry,
which rests on the surface.
Allegheny Mineral has
been recognized for its efforts
in the areas of safety, sustainability, community relations
and industry contributions in
the form of awards from fed-

T hank You!
Snyder Associated Companies
are proud to be a part of the
economy of the Armstrong
County area.
We wish to thank all our valued
employees of each of our company
divisions. Without the dedication
of our people, we could not make
things happen. We thank each
and everyone for their
continued service.
The Snyder Families
Snyder Associated Companies, Inc.
One Glade Park East • P.O. Box 1022 • Kittanning, PA 16201
Phone: 724-548-8101 • Fax: 724-545-8259

90 Glade Drive
Kittanning, PA 16201
724-543-3900

BELMONT COMPLEX
-- CAMPS

- OPEN DAILY

- SPECIAL EVENTS

12 PM—8 PM

- SWIMMING

- $6 ADMISSION

LESSONS

- MEMBERSHIPS

- BIRTHDAY

- E-PASSES

PARTIES

-PAVILION
RENTALS

415 BUTLER ROAD KITTANNING, PA 16201
www.belmontcomplex.net
724-548-1067

eral agencies and trade associations such as the National
Stone Sand and Gravel Association, the Joseph A. Holmes
Safety Association and the
Mine Safety & Health Administration (MSHA), according
to alleghenymineral.com.
Individual quarry locations
have also been recognized for
these efforts by state-specific
trade organizations, such as
the Pennsylvania Aggregates
and Concrete Association, the
site states.
Additionally, in 2011, Allegheny Mineral was selected
as a finalist for Sustainable
Manufacturer of the Year and
Manufacturer of the Year, in
Western Pennsylvania, the site
states.
Allegheny Mineral remains
family owned and operated.
The company continues to
expand its presence in Pennsylvania and surrounding
states under the leadership of
President Dennis C. Snyder.

Glacial Sand
& Gravel Co.
Much has changed throughout time for Glacial Sand &
Gravel Co., and for many reasons, Mr. Snyder said.
“We used to conduct commercial dredging on the river, but a lot of things have
changed,” he said.
The company that today
employs approximately 40
employees in the production,
maintenance and sales fields
no longer conducts dredging
on the Allegheny River.
While the waterway consistently yielded what Mr. Snyder characterized as being, “a
very high grade of sand and
gravel,” he added that, “environmental concerns caused
the industry to go away.”
“We weren’t necessarily
mandated to stop, but additional restrictions were placed
on the process, and where you
could recover sand and gravel,
and, eventually, there were so
many restrictions, we couldn’t
reconcile financially carrying
on with the enterprise.”
Today, Glacial Sand &
Gravel recovers land-based resources that its officials mine
from two quarries — one in
East Franklin Township, adjacent to the Allegheny River
near Tarrtown, and the other is
located in the Slippery Rock
area of Butler County.
“That’s a moraine deposit.
When the ice melted, it laid
down a moraine deposit made
up of sand and gravel and
sediments,” Mr. Snyder said.
“Sand and gravel serves basically the same customer base

as Allegheny Mineral, except
for any chemical uses — like
as a sorbent for rock dust —
because sand and gravel basically lacks the necessary
chemical component. Sand
and gravel is used for the production of ready-mix concrete
and asphalt, along with commercial and residential construction.”
Once again, about 90 percent of the company’s customers are within a 50-mile
radius.

The Bauer
Company, Inc.

The mission of the Bauer
Company, Inc., is to combine
the highest quality products
with an unmatched level of
market and technical support,
according to the company’s
website — bauerblock.com.
Located outside Worthington, the company locally
manufactures a wide range
of concrete products, including: architectural and concrete
block, as well as Keystone retaining wall systems.
Its offerings also include
Nicolock paving stones and
other accessories including
Builders Supply, fire pits,
sealers and cleaners and concrete lintels.
The Bauer Company, Inc.,
was started by Chris & Henry Bauer in 1922 at 1150 N.
Water St. in Kittanning -- the
current location of the Richard G Snyder YMCA campus, according to Christopher
J. Held, the company’s sales
manager, who is also the son
of James Held, the company’s
vice president.
After a long and diligent
search, Fred Bauer sold the
Bauer Company to Snyder
Associated Companies, Inc.,
in 1974, he said.
“Fred wanted to ensure
whomever he sold the company to would take care of its
employees as he had over the
years,” Mr. Held said.
In 1977, The Bauer Company, Inc., built a new production facility in Indiana, Pa.,
to better serve its customers
in the Indiana County area,
he said. That facility operated
through 2002 and has since
been closed, he said.
With increased need for
additional production capacity, The Bauer Company, Inc.,
broke ground in 2001 for its
newest and now current facility in Worthington, Mr. Held
said.
“This 50,000 square-foot
facility began production in
the summer of 2002 and resulted in the closure of the
original aging production facility in Kittanning,” he said.

The Worthington production facility operates two
Besser Dynapac high production block machines capable
of producing up to 1,800 –
8-inch block per hour each,
Mr. Held said. Total capacity
is 3,600 -- 8-inch block per
hour or approximately 36,000
-- 8-inch block in a typical 10hour shift, he added.
The Bauer Company, Inc.,
manufactures regular concrete
block, split face and fluted architectural block, lightweight
block, as well as The Keystone Retaining Wall line of
products.
“The Bauer Company, Inc.,
services the tristate area, with
most of it’s business done
within a 60-mile radius of
the production facility,” Mr.
Held said. “However, we do
have dealers as far north as
Erie, west into Ohio, east to
Altoona, and south into West
Virginia.”
The Bauer Company, Inc.,
employs 35-40 people at any
given time including plant
production, delivery drivers,
and office administration, he
added.
“The Bauer Company, Inc.,
has a retail showroom and offices where both our contractor and retail customers can
come to see our various block,
retaining wall products, paving stones, and builders supplies. Additionally we have
outdoor displays showcasing
our retaining walls, paving
stones, fire pits, etc.,” Mr.
Held said.
Trucks from Mark Ann Industries, Inc., haul raw materials to Bauer, and Bauer has
its own fleet of trucks to haul
its finished product to job sites
and home sites.
“We deliver to wherever
the end use is ... whether it’s
a home site, a school project,
a shopping mall, a foundation,
a retaining wall, whatever the
job site is,” Mr. Snyder said.
The company supplied the
building blocks that went into
the construction of the Armstrong Junior-Senior High
School.
“We were happy to see that
new facility come along. Not
necessarily for our purposes,
but for the community’s benefit.
A.J. Panian is the managing editor of The Leader
Times. He can be reached at
724-543-1303, ext. 1325, or
apanian@leadertimes.com.

MONDAY, APRIL 30, 2018 PROGRESS EDITION • E3

Sylvan, Inc., spawns a legacy of worldwide presence
Mushroom manufacturer’s reach extends to China and beyond

By A.J. PANIAN
Managing Editor
Call it one of the many advantages afforded to staff of
the largest producer of mushroom spawn in the world.
If an employee of Sylvan
Inc. is standing inside the
company’s expansive corporate headquarters in Kittanning, every aspect of the plant,
from the various departments
down to the locations of the
restrooms, appears the same
as if they would be standing in
the entity’s facilities in other
parts of the globe.
“It’d be identical. If I took
you to Dayton, Nev., you’d
see the exact same thing. If
I took you into Holland, it
would be the same layout,”
said Earnie Seinera, Sylvan
Submitted
Inc. manager of engineering,
who has been with the compa- With facilities in 17 locations serving 65 countries, Sylvan, Inc., is the global leader in fungal technology, acny for more than 27 years.
cording to the company’s website — sylvaninc.com.
Mr. Seinera has been involved with all of the compa- in the 1990s with Creekside Mr. Snyder.
ny’s expansions.
“So, in 2008 when stock
Mushrooms, a large grow“We actually had (Kittan- ing facility located in West- market crisis came, there was a
ning plant employees) go to ern Pennsylvania. Creekside lot of uncertainty in the world,
Canada to work or to Nevada Mushrooms was formed with and our demand dropped,” he
to work for training, so it all partner Roger Claypoole and added. “The demand tends to
worked out well,” he said.
other former managers to take flow with the economy. U.S.
Mr. Seinera has also mod- over the production of fresh has about 3 percent growth
ified and engineered many mushrooms at the former Syl- per annum ... mostly based on
of the pieces of proprietary van/Moonlight Mushroom fa- population growth. We’ve had
equipment at the various fa- cility.
cycles ... and the one in 2008
cilities, which has helped in
“The background was ... ... you have to weather that
advancing Sylvan’s growth.
when Moonlight Mushrooms, storm.”
In line with such growth, which was established in
And now?
the need for new plants in 1930s, ceased operations in
“Depending on where you
other parts of the world arose 1994, some of the former look in the world, we’re exthroughout the decades.
managers were looking for a periencing growth. We’ve
However, the blueprint for financial partner to purchase actually had real good growth
such facilities has remained.
the Moonlight facility, and re- in the last 24 months. It’s a
“This was kind of boiler open it. Moonlight was owned relatively mature industry
plate. This was the technology by Sylvan at the time. We be- in the U.S. and Europe, and
we have ... so let’s duplicate came involved in the succes- we’re seeing growth in Afriit. Because the square footage sor company — Creekside ca,” Mr. Snyder said. “We’re
worked out right, the process Mushrooms — as an inves- experiencing huge growth in
worked out right, and every- tor. Fast forward 10 years, China.”
thing was kind of mapped and Sylvan, Inc., was actualThat is largely attributable
out based on this plant here, ly looking to make a change, to what Mr. Snyder characso we just took it and repeat- there were some activist share terized as being a substantial
ed it,” Mr. Seinera said. “For holders on the board that -- increase in disposable income
the most part, the plants are they wanted to either sell the in China throughout the past
all identical. The layout and company, split the company, decade.
all the logistics are about the or explore other options ...
“You’re seeing commercial
same.”
like possibly merging it into farms developed in China,
On the engineering side, some bigger entity. These ac- previously they were momsuch symmetry allows for tivist investors in the market, and-pop farms ... and now one
more concise troubleshooting, they get into companies, and of largest farms in the world
he added.
they radically change things ... Yugan Mushroom (of Ji“So any issues we have to increase shareholder value. angxi Province) ... they’re a
from this plant to this plant on They got on the board, and customer of ours ... they build
quality, regarding raw materi- they were pushing for change, a facility, it’s the largest facilals, it’s easy to come back on so the board decided to mar- ity in the world right now,” he
the mechanical side to trou- ket the company. With our said. “We are supplying them
bleshoot,” Mr. Seinera said. involvement in industry, we high-quality spawn from our
“Sylvan is always striving for became interested in purchas- facilities here in U.S. Someenhancing their products and ing Sylvan, and so we did in day we look to build facility
making them better. So, as we 2004.”
there to help serve them, along
develop our product here, and
Upon assuming ownership with other growing farms.”
perfect it, we can shoot it to of the company, the Snyders
The product of Sylvan, Inc.,
Nevada, Holland, anywhere have not made significant is diverse.
you want, and it will form changes to it.
It includes a large selection
right into their process.”
“We felt there was merit in of agaricus and exotic spawn
That’s how Sylvan really keeping the operation in the strains, as well as casing intook off in the marketplace, direction it always had been oculum providing the comhe added.
pany’s customers worldwide
going,” Mr. Snyder said.
“Even over in Europe, the
Sylvan, Inc., operates in- many choices for their inditechnology and knowledge oculum centers, research and vidual market needs, the comover there on enhancing prod- development facilities and pany’s informational brochure
ucts ... once they develop it quality assurance farms in states.
there, they can give it to us, Langeais, France, and Kittan“Basically, though, it’s the
because everything is the ning; with an additional qual- white button mushroom that
same,” Mr. Seinera said.
ity assurance farm in Yaxley, is a primary product. The
Local growth spawns
white button and the brown
United Kingdom.
a global leader
The company conducts strain — or your cremini and
With facilities in 17 loca- collaborative research with portabellas,” Mr. Snyder said.
tions serving 65 countries, Plant Research International, “In Europe, we produce a lot
Sylvan, Inc., is the global Wageningen, Holland; Fuji- of exotic strains ... that would
leader in fungal technology, an Mushroom R&D Station, be shiitake and oyster mushaccording to the company’s China; Southern Cross Uni- rooms. We produce a lot of
website — sylvaninc.com.
versity, Australia; Universi- those strains in Europe. We
It exists separately from ty of Sydney, Australia; and produce all those strains in
Snyder Associated Compa- Corvinus University of Buda- France, they’re most widenies, Inc.
pest, Hungary. Its biological ly grown in Italy, Spain, and
“Sylvan’s kind of a separate facilities are in Kittanning and Greece.”
entity,” said Mark A. Snyder, Langeais, France.
Mel O’Rourke, Sylvan Euthe company’s chairman and
The company’s sales op- ropean Managing Director,
chief executive officer.
erations are in Fuxin, China; has more than thirty years of
In the 1920s, Sylvan be- Verona, Italy; Mexico City, mushroom industry experigan growing mushrooms and Mexico; Poznan, Poland; ence.
making spawn, according to Moscow, Russia; Izmit, TurMr. O’Rourke founded Inthe company’s informational key; Yaxley, United Kingdom; ternational Spawn Laboratory
brochure. Its staff draws upon Kiev, Ukraine; and Kennett in 1987 and grew the business
decades of mycological expe- Square, Chester County, Pa.
throughout Europe until it’s
rience to provide its customSpawn production and acquisition by Sylvan in 1998.
Now
newin patients
ers with products designed
He assumed the role of
salesaccepting
facilities are located
to enhance the value of their Windsor, Australia; Langeais, Sylvan European Business
crops, the document states.
France; Horst, The Nether- Development Manager thereThe holding company, Snylands; Dunaharaszti,
Hunga- after, until his appointment as
ACMH
Welcomes
der Associated Companies, ry; Navan, Ireland; Pretoria, European Managing Director
Inc. acquired Sylvan Inc Neurologist
in South Africa; Nevada and in 2010.
2004.
Mr. O’Rourke has also preKittanning.
“Sylvan was publicly tradDue to the company’s glob- viously held management poed when we purchased it,” Mr. al diversity and local pres- sitions in Glanbia plc.
Snyder said. “It was traded on ence, a Sylvan representative
He was a board member
one of the stock exchanges ... I is within reach of almost any of Bord Bia between 2006
think Nasdaq ... we purchased area in the world, collective- -2012.
all the shares and took the ly providing support in more
Bord Bia is the Irish state
company
private.”
than
20
languages.
agency
with the aim of proMatthew Kozminski, DO is a board certified Neurologist who has recently
Mr. Snyder has served as
Sylvan Inc. employs almost moting world class Irish food
joined the ACMH family.
chairman of the board since 400 people in 17 countries.
and horticulture at home and
Company survives Great internationally.
the acquisition and assumed
addition
to General
his focus to
includes
Headache Medicine,
grow again
Mr. O’Rourke was also aptheInrole
of CEO
in 2010. Neurology,Recession
Post-Traumatic
Headache,
Dementia,
and
Multiple
Sclerosis.
Mushrooms are kind of a pointed Chairman of the NaHe formerly served as family representative starting luxury food item, according to tional Organic Focus Group

Dr. Matthew
Kozminski

Dr. Kozminski is a fellow of the American Headache Society and one of

Earnie Seinera, Sylvan Inc. manager of engineering, reviews PLC logic on one of the custom-engineered pieces
of proprietary equipment at the company’s world headquarters near Kittanning. Seinera has been involved with
many of the company’s expansions, and he has also modified and engineered many of the pieces of proprietary
equipment at the various facilities, which has helped in
advancing Sylvan’s growth.

reporting directly to the Minister of State at the Department of Agriculture, Food and
the Marine.
That national group was set
up as the driving force for development of the organic food
sector in Ireland.
Growing from
so many places
Sylvan spawn is grown into
mushrooms in trays, tunnels,
shelves, bags and blocks, the
brochure states.
The company’s customers
produce their crops in small
family farms, giant corporate
concerns and cooperative
farming organizations, the
document states.
As a result of Sylvan’s glob-

Nevada, its product is shipped
by truck in refrigerated containers, and it is eventually
hauled by ship to locations
abroad.
Sylvan assures its customers they can expect that the
spawn products they purchase
have undergone the strictest
testing procedures, thereby
delivering reliable, predictable results, the company’s
brochure states.
Monir K. Elzalaki, president of Sylvan America President, has served the company
since 1992.
Mr. Elzalaki leads North
American production, sales,
distribution and customer
service in the United States,
Australia and the Far East.
He joined Sylvan Inc. in April
1990 as director of sales and
marketing and was appointed vice president and general
manager in September 1990.
Prior to his tenure as president he served as the agriculture manager at United Foods
Inc. mushroom farm and manager of the Castle & Cooke
Foods, Inc. spawn plant. Mr.
Elzalaki graduated from the
University of California at
Berkeley where he majored in
chemistry.
Team of scientists
drive production
Sylvan possesses what Mr.
Snyder characterized as being, “a pretty vibrant research
and development program.”
“We’re looking at new
strains or carriers ... the strains
are microscopic... so we need
sterilized grain seed, some sort
of starch media, to carry the
cells to the grower,” he said.
“The carriers? We keep improving them. But we have it
pretty well proved out before
it leaves our facility. Grain
carriers sometimes can more
easily contract a competing
mold, whereas non-grain carriers act don’t attract a competing mold.”
Competing molds — Mr.
Snyder said — can reduce
yields on crops, sizes of
mushrooms, and basically,

al diversity and local presence, the company’s technical
representatives are available
to provide product support in
most geographic locations,
the brochure states.
Sylvan is also a source for
nutritional supplements, disease control agents and other
related products, the document states.
“We’ve introduced some
new strains and new products,” Mr. Snyder said. “It’s
a company where you need to
continually improve offerings
to customers. If you become
stagnant, your sales start to
flatten out.”
From the company’s facilities in both Kittanning and See SYLVAN, INC. on Page E4

Now accepting
new patients
ACMH Welcomes
Neurologist

Dr. Matthew
Kozminski
Matthew Kozminski, DO is a board certified

Neurologist who has recently joined the ACMH
family.
In addition to General Neurology, his focus
includes Headache Medicine, Post-Traumatic
Headache, Dementia, and Multiple Sclerosis.
Dr. Kozminski is a fellow of the American
Headache Society and one of the only
neurologists in Western PA who holds
this distinction.

Armstrong

Neurologic Associates

500 Medical Arts Building | Suite 510 | Kittanning
724-543-8014 | www.acmh.org
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Custom Fab Trailers, Inc., provides
quality work and experience throughout the country
Owner Waqar Siddiqi promises an expansive ‘phase two,’ spreading their services to other states
By NICK VERCILLA
Staff Reporter
In 2014, Waqar Siddiqi saw
Custom Fab Trailers, Inc., a
business located in Kittanning
Township that was threatening to shut down, which only
had two part-time employees.
Mr. Siddiqi purchased the
company that year, and helped
turn the company around financially.
Now, four years later, the
business has found success
selling custom-build trailers
and truck beds to customers
across the state and country.
“I saw the potential in the
company,” Mr. Siddiqi said.
“I’ve invested a lot of money,
equipment, and manpower ...
qualified manpower.”
Business offers new and
refurbished trailer work
A Mechanical Engineer by
qualification and with 35 years
experience, Mr. Siddiqi said
he helped change the designs
of the company’s products to
help cater to its market, which
includes livestock farmers and
those who work with horses.
According to the company website — horizontrailer.
com — the company makes
bumper pull trailers, Gooseneck horse trailers, livestock
bumper pull trailers, livestock
Gooseneck trailers, cargo
trailers, equipment and utility
trailers, truck beds, and other
customized trailers.
The largest and most unique
trailer Custom Fab trailers
made, according to Siddiqi,
was a 34-feet-long Special
Float with adjustable chairs
for the Shriners.
“We are known in the industry as the strongest and
most durable built trailer,
and some of our trailers have
traveled more than 2 million
miles,” Mr. Siddiqi said.
In addition to making new

products, Mr. Siddiqi said,
Custom Fab Trailers can also
have trailers refurbished, as
well.
Phase one complete,
leading the way
to phase two
The company was founded
30 years ago as part of a project with Indiana University of
Pennsylvania (IUP).
After 8-10 years, the business was purchased by a couple, who ran the business for
another 20 years, before Mr.
Siddiqi purchased it in 2014.
In 2015, Mr. Siddiqi moved
the company to its current location at 12478 U.S. Route
422 in Kittanning Township,
which is, “five times bigger,”
than its former location, he
said.
From that location, the
company is able to provide
services and products to customers in Armstrong, Indiana,
Clarion, Butler, Lawrence and
Jefferson counties, Siddiqi
added.
The company also has dealers that provide products in
New York, New Jersey, Ohio,
and southward to North Carolina.
However, much like the
Marvel Cinematic Universe,
these last four years have only
been a part of phase one.
“We have now just completed phase one. We are going for
phase two this summer,” Mr.
Siddiqi said.
Under phase two, he explained, Custom Fab Trailers
will spread to other dealers in
Tennessee, Kentucky, Indiana,
South Carolina, and Georgia.
Mr. Siddiqi said he is finally ready to “extend himself,” by providing products
and services to an increasing
number of locations across the
country, and he added it is his
goal moving forward to keep
expanding.

Sylvan, Inc.

Continued from Page E3

“play havoc on the product.”
The methods of growth
have evolved throughout time,
he said.
“Today, most growing is
done in greenhouse-type environments that are all controlled by man. Early on, we
would have to grow product
in specific environments,” Mr.
Snyder said.
Now through technology,
the company can more efficiently monitor factors like
temperature, moisture and the
presence of certain gases generated through the growing
process, he said.
“We can’t leave an accumulation of carbon dioxide ... you
have to introduce circulation,
keep the air moving, and don’t
allow for build up,” Mr. Snyder said.
The goal? Constant growth
and increased yield, he said.
“We keep it in a temperature controlled chain of custody, we have to store product
at certain temperature, and
that is the temperature it is
transported at,” Mr. Snyder
said. “(Sylvan staff) maintains spawn in a certain area
until it’s ready for use, then it
is planted in compost. Then
the compost and the whole
growing process is all conducted in a temperature- and
humidity-controlled
environment. It’s becoming very
highly computer controlled
and monitored — everything

is becoming automated in the
environmental conditions in
these growing facilities.”
Between the growers and
the spawn makers, the company is trying to generate
even more yield, he said.
“We’re trying to make them
whiter, make them last longer
on the shelf ... we’re looking at ways to improve. Our
growers are looking at ways
to improve the composting
process to speed up growth.
It’s all things to make the industry more productive and
consumer friendly,” Mr. Snyder said.
How are profits put to use?
A certain percentage of the
company’s profits come back
to finance research and development, Mr. Snyder said.
“A certain amount finances
capital expenditures to do every year ... and a big percentage of the profits stays where
money is generated to perpetuate the facilities abroad,” he
said. “It’s not a huge profit
making property ... we’re facing competition both here and
abroad. Once we have new
product, we’ll have a bump
... so we’re constantly working on marketing new products and immersion. We have
a respectable profit margin.”
A.J. Panian is the managing editor of The Leader
Times. He can be reached at
724-543-1303, ext. 1325, or
apanian@leadertimes.com.
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Custom Fab Trailers, Inc., located at 12478 U.S. Route 422 in Kittanning Township, has been around for 30 years,
and manufactures aluminum and steel trailers. As their name implies, they custom design and manufacture trailers of all types. The company also refurbishes and modifies trailers. According to owner Waqar Siddiqi, presently
the business’ reach extends beyond Pennsylvania, and includes Ohio, New York, New Jersey, Virginia and North
Carolina. Beginning this summer, Siddiqi said he plans to expand and work with dealers to provide customized
horse trailers to Tennessee, Kentucky, Indiana, South Carolina and Georgia.

Owner prides himself
on hiring local employees
Mr. Siddiqi said it usually takes between three to
six weeks, depending on the
length and width, to make a
trailer, and is in the process of
reducing the lead time.
The company is busy
throughout most of the year,
beginning in mid-February to
October, Mr. Siddiqi added.
The rest of the year is relatively slow in business, he
said.
Mr. Siddiqi said the demand
of the season determines how
many employees he has.
He said during the off-season, he makes sure to find other roles and responsibilities

for his employees, and that he
has never had to lay off an employee.
He also said he has a rule
of thumb to try and hire employees that live, at most, 20
minutes away.
It is part of his ultimate goal
of not only providing local
jobs, but to help support the
local economy, which in turn,
supports other local businesses.
One of the ways Mr. Siddiqi has done that is by hiring
workers out of Lenape Technical School (LTS), in Manor Township, some of whom
have been able to take their
experience there and get higher-paying jobs.

Siddiqi looks
to the future
Mr. Siddiqi said the recent
tariffs imposed on steel and
aluminum by Administration,
is having a negative effect
since it caused the price of
trailers to go up, making less
and less people able to afford
them.
However, he hopes the
economy improves throughout the year going forward,
allowing him to hire more
employees, and to expand his
business’ reach even more.
Despite the uncertainty,
this will not deter him and his
employees from delivering
high-quality service and products to his current, returning,

and potential new customers.
He also encourages all
Armstrong County residents
to support all local businesses,
because that is what is needed
to have a successful community.
“We need to support our
communities,” Mr. Siddiqi
said.
“Communities are the
strength of any group of people.”
Nick Vercilla is a staff reporter for the Leader Times.
He can be reached at 724543-1303, ext. 1315, or at
nvercilla@leadertimes.com.

TESTIMONY FROM THE TOP
EARNIE SEINERA
Sylvan, Inc., Manager of Engineering
The gigantic, white V-shaped blender vessels rotate upward
into the air and down again, like some enormous, elliptical
toys.
Standing nearly beneath them, Earnie Seinera spoke with
pride of the contents of the containers intended to fertilize
and inoculate what becomes the seeds of the Sylvan Inc.’s
product — mushroom spawn.
“All of our facilities have these vessels in them,” he said.
The process begins as company personnel places raw materials into the vessels.
“We put our raw materials in them. It could be rye grain, it
could be other powders, or whatever we’re going to use,”
he said.
The devices sterilize the contents with steam.
“That’s to kill anything that’s on there, then we pull it
down, then canister at the bottom has the mushroom spore
in there,” Mr. Seinera said. “We mix that in, and we get a
whole batch of spores, which basically are seeds that grow
mushrooms.”
And just how much spawn can the blending vessels hold at
one time?
“There are 14,000 pounds in there,” he said.
Originally, the Sylvan, Inc., plant in East Franklin Township
was built with just one of the blending vessels to service
Moonlight Mushroom farm, Mr. Seinera said.
“Then, from there, it got separated, and (the company)
started selling spawn to the public for farmers,” he said.
“Before, it was just for their own use. They’re all owned by
the same people, but that’s how that works.”

RT. 66

MANOR PLAZA

Hours: Daily 8-9 PM • Sun. 9-5 PM

Brad Layton, a production technician at Sylvan, Inc.,
hammers a blender vessel containing 14,000 pounds
worth of mushroom spawn as part of the processing
procedure there. The devices are used to fertilize and
inoculate what becomes the seeds of Sylvan Inc.’s product — mushroom spawn. The process begins as company personnel places raw materials into the vessels.

Colwell
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Jason Colwell, Owner
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LEFT: Leslie Dwire Wolfe
stands near the entrance
to the office of El Lobo
Management Solutions,
LLC, along North Water
Street in Kittanning Borough. Wolfe offers small
businesses a range of services to help them grow —
from handling administrative needs to assistance
with grant applications.
For a while, El Lobo Management Solutions, LLC, was
a one-woman show. That was the case until last October, when Ms. Wolfe hired her first employee, Courtney
Bower. The wall behind Ms. Bower’s desk is adorned
with framed correspondence of Armstrong County
businesses dating back to the 19th century.

El Lobo Management Solutions, LLC — the business of helping business
Leslie Dwire Wolfe aids those who start small enterprises in executing growth strategies

By JON ANDREASSI
Staff Reporter
Hiring a “consultant” invokes a certain image —
someone in a suit and tie, carrying a briefcase filled with
reams of paper and a flash
drive holding a detailed PowerPoint presentation.
Though consulting work is
how many would describe the
business of El Lobo Management Solutions, LLC, it is not
how founder and owner Leslie
Dwire Wolfe sees herself or
her company.
“How do you get those
jobs? I haven’t had one of
those yet. I’m getting down
and dirty with companies,”
Ms. Wolfe said.
It is clear through Ms.
Wolfe’s own description of
her work that she does not intend to be viewed as the average business consultant.
“My clients hire me as, formally, a freelance director of
operations,” Ms. Wolfe said.
“Informally, a person to come
and get (stuff) done.”
El Lobo aims to help
other small businesses
El Lobo offers a multitude
of services to small businesses.
Whether it’s the implementation of management
systems, handling administration, filling a vacancy, helping
with grant applications, project manager training, or just
finding the best practices to
build a business on, El Lobo
will do it all.
And by El Lobo, that means
Ms. Wolfe.
Since its founding in December 2016, it has largely
been a one-person operation.
Last October, the business’
proprietor hired her first employee, Courtney Bower.
That means that, like many
of Ms. Wolfe’s clients, El
Lobo is small.
As the proprietor of a small
business, Ms. Wolfe has a
keen eye for the pitfalls into

which small business owners
typically fall.
“People in small businesses often times are working so
hard in the business, that they
don’t have time to work on
the business,” Ms. Wolfe said.
“What’s happening is you
have these people who have
these wonderful businesses, and there’s so much they
could do, but they don’t have
the bandwidth. I come in, I get
it done, and I leave.”
Though once she’s gone,
Ms. Wolfe maintains relationships with her clients, she
said.
In her first year of business,
she’s had 11 clients.
Some of those are from
Armstrong County, some are
from Pittsburgh, and others
are out of the state entirely.
“The companies I work
with range from start-ups to
companies that have been in
business for 30 to 40 years,”
Ms. Wolfe said.
One of those was a business
she described as a, “non-profit
defense start-up,” located in
the state of Indiana.
The business hired her to
build their business operations
from the ground up.
With the immense amount
of travel required, Ms. Wolfe
purchased a car when she first
started El Lobo.
“In my first year, I put almost 18,000 miles on it,” Ms.
Wolfe said.
By Ms. Wolfe’s estimation,
the majority of the businesses
she works with have less than
100 employees, and she does
intend to work with larger
companies.
“When I was first envisioning my business — in my
perfect world — I want to be
the person that goes into the
small, manufacturing plant,
the small, family-owned business, that goes into the governmental places like small
townships … and help them
get some of these processes
improved and save time and
money,” Ms. Wolfe said.

By Ms. Wolfe’s own admission, her approach might not
make her a millionaire, and
more than a year as an entrepreneur has taught her important lessons.
“If I do something poorly,
that’s money right out of my
pocket. I have to be the best
all the time,” Ms. Wolfe said.
“You think that would be exhausting, but it’s invigorating.”
Prior work experience
led to El Lobo
Ms. Wolfe earned a Bachelor’s degree in business from
Penn State University in 2004.
From there she worked jobs in
the manufacturing industry.
She eventually left the manufacturing industry to work at
the Penn State Electro-Optics
Center at Northpointe Business Park in South Buffalo
Township as a research administrator.
The Electro-Optics Center
conducts research for the U.S.
Department of Defense.
Part of Ms. Wolfe’s responsibilities there involved the research of government proposals and grant commissions.
However, as is currently the
case for her, Ms. Wolfe seldom wears one hat.
“I was always responsible
for multiple business aspects
within an organization,” Ms.
Wolfe said. “I was able to take
that knowledge and transform
it into a product.”
So as 2016 neared its end,
Ms. Wolfe decided it was time
to stake out on her own.
“I was at a place in my life
that I thought I would go for
it,” Ms. Wolfe said.
Ms. Wolfe began speaking
with potential clients, and El
Lobo Management Solutions
was born.
“I made a career out of helping people. I’ve never been a
person that said, ‘That’s not
my job,’” Ms. Wolfe said. “I
realized … there’s a market
for this.”
What’s in a name?
Given the Spanish defini-

tion of, “el lobo,” and Ms.
Wolfe’s characterization of
herself as someone who gets
in, gets the job done and gets
out, the business’ name might
seem like an allusion to Harvey Keitel’s character in the
1994 film “Pulp Fiction” —
Winston “The Wolf” Wolfe.
However, that is not the
case.
Rather, the name has its root
in another relic of the 1990s,
though the reference may
have found new relevance.
In the basement of her
home in Valley Township, Ms.
Wolfe has a wet bar.
Over a decade ago, while
watching reruns of “Roseanne,” which was recently
revived by ABC television
network, she took notice of
the name of the bar its characters frequent — The Lobo
Lounge.
“We had a chalk board,
I wrote ‘El Lobo Bar and
Lounge,” Ms. Wolfe recalled.
From there, they came up
with a logo, made T-shirts,
and a friend even made a neon
sign for Ms. Wolfe’s bar.
When Ms. Wolfe decided to
begin her business, it was suggested to her that she simply
use the name of the bar.
After checking databases
to make sure another business had not already taken the
name — El Lobo Management Solutions was born.
“I went to a local graphic
designer and said, ‘Make me a
logo with El Lobo on it,’” Ms.
Wolfe said.
Wolfe teaches
future entrepreneurs
In addition to all the services Ms. Wolfe offers with El
Lobo, she also offers training
courses through her businesses.
The courses are three-tofour day sessions in project
management, but she also offers custom courses on various other topics.
Recently, Ms. Wolfe was
given the opportunity to work
with Penn State on entrepre-

neurial initiatives, which fell
in line with her aspirations for
starting her own business.
“I wanted a little more flexibility with my life and to
be able to help people in the
community and get involved
in some community projects,”
Ms. Wolfe said.
Kevin Snider, Ph.D., chancellor of the Penn State University — New Kensington
campus, invited Wolfe to teach
a series of seminars as part of
the initiative, which is administered through Penn State’s,
“LaunchBox,” and, “Invent
Penn State,” programs.
When Ms. Wolfe spoke
with the Leader Times in early March, she had just finished
teaching a four-week seminar,
which she said was attended
by about 15 people.
“It caused me to reflect on
what gave me that passion
and that drive, and how I can
inspire that in others,” Ms.
Wolfe said.
Though Ms. Wolfe has taken to instructing a new crop
of entrepreneurs, for her, it is
simply paying it forward.
“When I was first getting
started, I went to a lot of established business people, and
they were really helpful (to)
me,” Ms. Wolfe said.
‘One less empty
storefront’
Despite constantly being
on the move, Ms. Wolfe felt it
necessary to establish a physical office for El Lobo, hence
her efforts to open up shop at
102 N. Water St. in Kittanning
Borough.
“My little office in Kittanning is one less empty storefront,” Ms. Wolfe said.
Belief in the value of such
a thing is representative of
Ms. Wolfe’s philosophy for
her business, and her desire to
help contribute to the revitalization of Kittanning’s downtown area.
“To be perfectly honest, I
don’t need it,” Ms. Wolfe admitted. “I’ve probably been in
here 10 days since the begin-

ning of the year.”
Inside, the wall behind Ms.
Bower’s desk is adorned with
framed correspondence of
Armstrong County businesses
dating back to the 19th century.
In another room, there is a
large table used for meetings,
which Ms. Wolfe purchased
from Two Short Gals.
Not only was the furniture
purchased locally, but Ms.
Wolfe makes a habit of walking up Market Street when
she is in the office, stopping in
places like Kittanning News.
When clients come to meet
her in Kittanning, Ms. Wolfe
will take them downtown for
lunch.
“I felt, as a business owner,
we have a social responsibility to help the area we’re doing
business in,” Ms. Wolfe said.
With businesses supporting
each other, Ms. Wolfe believes
there can be a breath of new
life into Kittanning, but she
acknowledges the future will
look different than the past.
“Market Street and Ford
Street in Ford City are never going to look like they
looked 40 years ago,” she
said. “Downtown areas have
to be destinations. People aren’t going to the downtown
areas to buy stuff they can buy
at Walmart. They go to be entertained, experience things.
To do that, we have to think
differently.”
Ms. Wolfe is rarely in one
place very long, and her work
pulls her in many different directions.
She is cognizant of the
stress and difficulty that causes, but she does not let that
slow her down.
For the foreseeable future,
El Lobo Management Solutions is here to stay.
“I’m just getting started,”
Ms. Wolfe said.
Jon Andreassi is a staff reporter for the Leader Times.
He can be reached at 724543-1303, ext. 1341, or jandreassi@leadertimes.com.

Curtis Industries, Inc., strives to provide quality products that prevent failure in others
East Franklin Township business has worked with companies all over the world
By NICK VERCILLA
Staff Reporter
It was 1990.
Iraq’s military forces, led
by President Saddam Hussein, had invaded neighboring
country Kuwait and a coalition of countries was preparing to attack the former country in retaliation.
Pratt & Whitney, an American aerospace engineering
company tasked with working
on parts for the F-16 Fighting
Falcon aircraft, sent their engine disks to Curtis Industries,
Inc., for work.
Curtis Operations Manager
Terry Christy said the engine
disks needed to be completed
by Dec. 20, 1990, in order for
the coalition to launch its attack in January 1991.
“Curtis Industries operation manager Terry Christy
was told by Pratt & Whitney
that the F-16s were grounded
and a Code Red order regarding engine disks was given
to Curtis,” said John Curtis,
president of Curtis Industries,
Inc. “They demanded that
it be completed by Dec. 20,
1990.”
Mr. Christy later learned
the Gulf War wouldn’t have
started without the F-16s,

Nick Vercilla | Leader Times

This is just one of three patents
that were awarded to Curtis Industries, Inc., by the U.S. Patent and Trademark Office for
his tensile testing grips. These
devices allow companies to
test how many pounds of force
it takes for an object, piece of
material, or product to break.

which were grounded until
their parts were looked over
by Curtis Industries.
“Basically, we had to have
the standards in order to start
the war itself,” Mr. Christy
said. “It was just a normal
day.”
That was just one of the
biggest clients that Curtis Industries has had throughout
the years, he added.
A company designed
to prevent failures
Curtis Industries, which is
located at 105 W. Park Drive
in East Franklin Township,

Submitted

Curtis Industries, Inc., located at 105 W. Park Drive in East Franklin Township, specializes in manufacturing any
current ultrasonic calibration standards in products. That entails the rendering of purposeful defects in customers’ projects that their own equipment can be used to detect for those operations in the future.

was established in 1986, in
Cadogan, by John Curtis.
The business specializes in
manufacturing Eddy Current
Ultrasonic Calibration standards.
Mr. Christy said that basically means its workers are
charged with rendering purposeful defects in products
and components.
From there, the company’s

customers will use their own
testing and repair equipment
to find the defects when building their products.
“It’s a niche business.
There’s probably only two or
three other companies that do
this in the United States,” Mr.
Christy said.
Mr. Christy said the company has clients in a variety of
professional realms, such as

the aircraft, automotive, space
and nuclear industries.
To give an example of what
they do, Mr. Christy said the
company will receive a part,
and it will place a crack or
hole in it that measures a thousandth of an inch in width.
From there, Curtis Industries will certify the part for
their customers, which will
allow their equipment to cal-

ibrate to find defects in the
future.
Curtis Industries has hundreds of clients from countries
all over the world, including:
the United States, Mexico,
Canada, Australia, Korea,
Russia, China, Israel and Germany, to name a few.
Mr. Christy said they have
worked with various defense
See CURTIS on Page E6
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Mailki Mechanical thrives in Freeport after three decades
Owner Ron Mailki rents properties throughout municipality

By SARAH STEIGHNER
Staff Reporter

While
Ron
Mailki
grew up
in Freeport, the
last three
decades
of
his
life have
Ron Mailki
been dedicated towards running his
Armstrong
County-based
company, Mailki Mechanical, while constantly expanding his business and providing other business-oriented
minds a location to start their
own.
Located along Freeport
Road, in Freeport, Mailki
Mechanical focuses on commercial industrial piping,
building fabrication work
and start to ﬁnish welding,
according to Mr. Mailki.
“We do a lot of commercial industrial projects,” he
said.
“Everything dealing with
piping to electrical – basically anything a building may
need.”
Despite the ever-expanding scope of industrial projects that Mailki Mechanical
takes on, Mailki originally
got his start doing residential
work on a smaller scale, he
said.
“I’ve been doing this for
a long time, and it all started with residential projects,”
Mr. Mailki said.
“I eventually just ventured
off doing commercial industrial work. This is more
suited for me. I have a lot of
good customers that rely on
me to keep up their maintenance, and keep things up to
work.”
Growing employees
in a ‘friendly’
community
As Mr. Mailki started his
company in 1986, by himself, Mailki Mechanical now
employs roughly 20 workers.
“The number of employees always ﬂuctuates,” Mr.
Mailki said.
“It all depends on what
work is available. I started
this by myself, but I’ve been
up to 50 (employees) at one
point.”
He added that, while Mailki Mechanical is located in
Freeport, he also does work
out of state.
“We also do quite a bit of
small steel mill projects,”
Mr. Mailki said.
“I have to go where the
work is. Its all steel industry-based, and that’s my
strong point. So, if the steel
industry is up then so is my
work. I’m with the market.”
While Mr. Mailki’s locations of work projects often
vary, he commented as to
why he has chosen to keep
his business in Armstrong
County.
“I was raised here,” Mr.
Mailki said. “I have lived in
different areas of the state,
but Armstrong County is a
friendly county.”
Looking back
on an economy driven
business
In retrospect to how far
Mailki Mechanical has come
over the years, Mr. Mailki attributed changes in his com-

Curtis
Continued from Page E5

contractors to set the standards for their munitions.
On a weekly basis, they
have also worked with myriad Fortune 500-level companies, including: General Motors, Ford, General Electric,
Boeing, General Dynamics,
Westinghouse, and SpaceX,
along with the nation’s four
branches of the military.
Business started
from owner’s ingenuity
Mr. Christy said some
of the products they have
worked on throughout the
years still stand out in his
mind.
Those include: diesel pistons, mortar rounds, various-sized tank and cannon
shells, a variety of items
prepared for use by the U.S.
Navy and Air Force, booster
rockets, as well as the F-16s.
“It’s incredible the amount
of different industries we’re
involved in,” Mr. Christy
said. “Our whole business is
(preventing) ‘failures.’”

ABOVE: Ron Mailki, owner
of Mailki Mechanical, which
is located along Freeport
Road in South Buffalo Township, bought the former
Freeport Junior High School
building (featured) off of the
Freeport Area School District in 2015, shortly following the schools official closure. Along with conducting
routine upkeep on the building, Mailki has begun to rent
out space in the building for
community-minded events
including parties, and various athletic practices/
games.
RIGHT: Mr. Mailki attributes
the “friendly atmosphere”
of Armstrong County as a
contributing factor to his
decision in conducting his
business in Freeport –
where Mailki himself grew
up.

pany to the economy.
“The economy has certainly changed since I started
this work,” he said.
“The industry has left this
country. The amount of projects out there to bid on from
when I started to now has
decreased probably 100-200
percent.”
Mr. Mailki added that
the reason his business has
grown to accommodate various forms of manufacturing
is directly correlated to the
decreased number of local,
specialized projects.
“If you only have one
trade in this ﬁeld, then it’s
hard to stay occupied and
keep your workers busy with
work,” he said.
“It can be a struggle as far
as having good quality customers to work for and people that pay. That’s the real
struggle.”
To counteract a diminished availability of projects
throughout the years, Mr.
Mailki explained as to what
core qualities have helped
him to keep his business
aﬂoat.
“It’s all about the quality
of work produced and the
values of the company,” he
said.
“When you say you’re going to do something – you
actually have to do it and
complete it well to succeed
in this business. That’s what

Mr. Curtis started his
company in 1986, with two
employees in a garage measuring 30-feet-by-30-feet in
Cadogan.
On Jan. 28, 1986, the Space
Shuttle Challenger tragedy
occurred.
Just 73 seconds into mission STS 51-L on that fateful
date, a booster failure caused
an explosion that resulted in
the loss of seven astronauts,
as well as the vehicle, according to nasa.gov.
“After recovery of the
Space Shuttle Challenger
from the ocean, we made test
standards from various pieces
recovered. Morton Thiokol’s
engineers contacted me and
asked if I could attempt to do
a certain sized ﬂaw into these
pieces they recovered,” Mr.
Curtis said.
“I was actually able to
complete it to their satisfaction, and they told me nobody in the country can do
that type of work. They told
me they were going to sole

Freeport, which Penn State
University rents from him to
use as a biology laboratory.
“I also own the building
next to that (Penn State’s
Electro Optics Center) where
a travel agent is,” he said.
“I have some bigger properties in the area where these
buildings allow people to
move into the area.”
Former school serves
as day care center
In July of 2015, Mr. Mailki purchased the former
Freeport Junior High School
building off of the Freeport
Area School District, as
the school ofﬁcially closed
two months prior in May of
2015.
Additionally, Mr. Mailki
also acquired through purchase the neighboring preschool/kindergarten center
that is located adjacent to the

former Freeport Junior High
School along Fourth Street
in Freeport.
“My secretary wanted to
oversee the preschool operation in the old Freeport elementary building,” he said.
“She is wonderful at overseeing a lot of the business
(Mailki Mechanical), and we
currently have about 60-70
kids there, along with another 10-12 employees, in that
building now.”
As for the former Freeport
Junior High School building,
Mr. Mailki said that he has
been working on cleaning up
the building while making
it available for the public to
rent for various occasions.
“I use it a lot for party
rentals,” he said. “People
like to rent the gym for athletics — like girls’ softball
teams or different basketball

practices. Some people even
like to have birthday parties
or craft shows in the building. It’s been a good location
for all of these things.”
According to Mr. Mailki, as he continues upkeep
on the building, he has also
heard interest from the community looking to host various art/craft shows at the
location.
“It’s suitable for a variety of different things, and
I know how to keep up and
manage the building,” he
said. “I was happy to take
if off the hands of the school
district once they no longer
needed it.”
Mr. Mailki added that he
also rents building space to
Chad Potensky who also
runs an additional mechanical business of his own in
Freeport.
“He (Potensky) is union,
and I’m non-union but there
are times that we have to
work together,” Mr. Mailki said. “Years ago, it was
hard to put those contractors together, and now it is
a must. Trade unions have
always worked well with
me, and so now I’ve come
to depend on them.”
Sarah Steighner is a staff
reporter for the Leader
Times. She can be reached
at 724-543-1303, ext. 1337,
or ssteighner@leadertimes.
com.

He said his business has
little competition because of
how small and precise their
defects are in the products.
Eventually, word of mouth
allowed more and more large
companies to work with Curtis Industries, which allowed
Mr. Curtis the move his business to its current location in
1989, he said.
It has continued to grow
every year, with 13 current
employees, Mr. Curtis said.
Mr. Christy came on board
in 1990.
He said their work is never done as companies send
in new products for them to
make standards from, as well
as older products that require
recertiﬁcation and inspection.
Mr. Christy added there are
products that take a day, or
even weeks, to complete.
Other times, there are major products, such as those for
General Electric, that take at
least 10 weeks to ﬁnish.
However, Mr. Christy said,
since Curtis Industries is a

small company, its staff is
able to be ﬂexible with their
schedule in order to move
projects around in an ongoing
effort to accommodate a speciﬁc order.
Company takes pride
in its work
with community
Mr. Curtis and Mr. Christy
agree the primary philosophy
the company operates by every day is to satisfy the customer.
Mr. Curtis said a big part of
his company’s success is the
experience, effort and precision work of his employees.
“They should be very
proud of what they’re accomplishing,” Mr. Curtis said.
In addition to providing his
employees with a clean working atmosphere, the “best”
health insurance plan, and
plenty of bonus opportunities, Mr. Curtis added, he allows all employees to submit
ideas and input on products
and other projects.
Mr. Christy said all the

company’s employees live
within a 15-mile radius of the
enterprise. The company has
hired some of their employees from the Butler County
Area Vocational-Technical
School, Christy said, as well
as Lenape Technical School
(LTS) in Manor Township.
“When they come here,
they are trained in working
with the materials that we
work with and the procedures
of the company,” Mr. Curtis
said.
Mr. Curtis is proud of his
company, and he respects all
his employees highly. He is
also proud to be located in
Armstrong County.
He is also glad to be able
to contribute revenue from all
over the world into the local
economy.
Nick Vercilla is a staff reporter for the Leader Times.
He can be reached at 724543-1303, ext. 1315, or at
nvercilla@leadertimes.com.

Mr. Mailki owns various
buildings throughout the
Freeport area, including
the building adjacent to the
Mailki Mechanical central
location, which is rented
out by Penn State University to house an electro-optics center.

my workers and I focus on.”
Building revenue
by buying property
Despite his many years
running the company, Mr.
Mailki has no current plans
to slow down nor put a stop
to his business — instead
he’s looking to expand even
further, he said.
In fact, alongside his mechanical business, Mr. Mailki has acquired a handful of
properties in the Freeport
area as a source of additional
revenue, which has also aided local businesses a place to
conduct their operations in
South Buffalo Township.
“It’s another avenue of
revenue,” he said.
“Money is the bottom line,
but it also costs a lot to keep
the buildings up and running, and it’s something my
guys help with the upkeep
on when we are in between
projects.”
According to Mr. Mailki,
he currently owns the building next door to the Mailki
Mechanical central location
along Freeport Road, in

These are airplane engine parts
that Curtis Industries, Inc., hasworked on in the past. Some
of the most notable products
the company has worked on
include: diesel pistons, engine
parts for F-16 Fighting Falcon
aircrafts, all parts for commercial airplanes, booster rockets,
mortar rounds, different-sized
tank and cannon shells, and
various items for the U.S. Navy
and Air Force.

source us for all their standards, and from there, word
of mouth provided additional
work.”
Mr. Curtis said General
Electric was one of the ﬁrst
large companies that worked
with Curtis Industries.

MONDAY, APRIL 30, 2018 PROGRESS EDITION • E7
Photos: Jon Andreassi | Leader Times

The front lobby of
Involta’s data center at
Northpointe Industrial
Park in South Buffalo
Township is likely the
first and last aspect of
the facility most people
will ever see, as the rest
of it is blocked by heavy
security measures.

Involta settles in to new home in Armstrong County
Cedar Rapids, Iowa-based company offers IT services to clients

By JON ANDREASSI
Staff Reporter
There was much celebration when Involta opened its
newest data center in Armstrong County last October.
The grand opening ceremony for the Cedar Rapids,
Iowa-based information technology firm’s newest facility
was attended by municipal
and county officials, as well as
the county’s representatives in
Harrisburg.
Involta’s $20 million facility at Northpointe Industrial
Park in South Buffalo Township is the company’s 15th
across six different states, bolstered by the location’s anchor
tenant, UPMC.
The grand opening on Oct.
11 was a year to the date from
when the groundbreaking occurred for the facility.
Speaking at the ceremony,
State Sen. Don White (R-41st)
admitted he was skeptical the
project would be completed in
a year’s time.
“The time frame was explained to me. I wasn’t going to say they were wrong,
but I wasn’t a true believer
that these 40,000 square feet
would be available for utilization this soon,” White said.
For Involta, the Armstrong
County facility represents
continued expansion for the
company since it was formed
in 2007.
Its origins stretch back
nearly a decade earlier, however.
Involta born from merger
In 1998, current Involta
Chief Operating Officer Ken
Kremer founded Technology
Resources Company (TRC).
Involta founder and Chief
Executive Officer Bruce
Lehrman, along with Chief
Administrative Officer and
Chief Counsel Randy Rings,
founded CoVault Technology
in 2006.
“CoVault was really founded to build data centers, and
TRC was an IT consulting
firm that also had experience
building data centers,” Mr.

Involta Facilities Manager Joe Brenneman swipes his
key card to get through the first set of double doors towards the inner workings of the Northpointe data cen- Considering how much electricity is used at the facility, several large air conditioning systems are
required to keep all of the equipment located on site cool. Those systems line a hallway at the Northter.
pointe data center.

Lehrman said.
So, in 2007, the companies
merged.
“The combination really
provided us the opportunity
to not only have the real estate
component of a data center,
but marry that up with the
deep expertise in operating IT
facilities,” Mr. Lehrman said.
Since that time, Involta’s
growth has not slowed.
Mr. Lehrman said they
operate as far west as Boise,
Idaho, while their Armstrong
County facility is the farthest
location they have to the east.
“We have a number of facilities in Ohio, as well.”
In 2015, Involta acquired
the assets of Data Recovery
Services, “a managed-services and IT consulting firm
operating in Ohio and Pennsylvania,” according to the
company’s website.
The acquisition gave Involta access to more than 5,500
miles of fiber-optic internet
lines in Western Pennsylvania
and Ohio.
Armstrong County
prime location for Involta
At their data centers, Involta’s clients are promised
a secure space to store their
information. They are able
to maintain their own equipment, or rent equipment di-

rectly from Involta.
By outsourcing their IT operations to Involta’s data centers, companies save on maintaining their own IT staff.
Involta also offers around-theclock monitoring and maintenance of IT infrastructure.
To accomplish that mission
in Western Pennsylvania, Involta found Northpointe Industrial Park to be the most
desirable location for its newest data center.
Involta’s needs and the
needs of UPMC aligned well
for this project.
Involta, Mr. Lehrman said,
needed to have a space that
would be safe from “natural
risks,” but a space that was
also close enough to Pittsburgh so they could maintain
high-speed fiber connections.
UPMC, which has other
data centers in the Pittsburgh
area, had a, “need to have this
a certain distance away from
their other data centers,” Mr.
Lehrman said.
Mr. Lehrman offered praise
for the Armstrong County
officials, particularly Sen.
White, for their involvement
in the project.
“Armstrong County has
been great to work with as
well. They have been very
supportive throughout the

process,” Mr. Lehrman said.
“Sen. White has been helpful
in making sure that we were
able to get things done to stay
on track.”
Now that the facility is
completed and up and running, Mr. Lehrman says about
10 employees have been hired
to work there.
UPMC also has staff on
site.
“UPMC also has an office
space there where people
show (up) for work every day,
as well,” Mr. Lehrman said.
UPMC was an obvious
client for Involta, which gets
more than 40 percent of its
revenue from the healthcare
industry.
“They certainly have the
means to build their own data
centers. It’s not their core
strength,” Mr. Lehrman said.
“They really want to stay focused on what they do best.”
The data center is designed
in such a way to allow for Involta to potentially double the
size of the facility, with the
possibility of going beyond
that with land adjacent to the
data center.
Though such an expansion
is possible, it is not currently
planned.
“We don’t have an immediate plan to expand,” said Mr.

Lehrman, adding that company officials anticipate that
could happen in the next year
or two.
Security is critical
Perhaps the most important
factor to facilities, such as the
data centers Involta operates,
is security.
Someone paying a visit to
the company’s Northpointe
campus should not expect
to get much farther than the
main lobby.
Not only are key cards required to venture any further,
but so are retinal scans.
What lies beyond are a series of servers, hard drives
and other high-end computer
equipment.
Many rooms are near empty, leaving much room for clients beyond UPMC.
Making sure that equipment is secure and constantly
running is of the utmost importance.
While that might not mean
it is secured from cyber attacks, it does mean it is protected from power outages or
natural conditions.
The data center is outfitted
with backup power generators, and it is built in a way to
keep it safe from the elements.
“Our facility is designed to
withstand a reasonable torna-

do,” Mr. Lehrman said.
Industry is ever involving
In a business like information technology, change is
constant.
Involta’s business model
has changed accordingly.
According to Mr. Lehrman,
Involta’s clients initially were
collocating in their data centers.
Today, Involta offers more
cloud-based services to its clients, who have more frequently turned to outsourcing their
IT operations to Involta.
“More and more clients
are asking us to manage their
servers, networks and security,” Mr. Lehrman said.
Throughout the past decade, Mr. Lehrman said, there
has also been a shift to solid
state storage, rather than having data stored on disks.
This not only reduces their
power usage, but allows for
more storage.
“The price point has gotten
to the point where it’s a really good choice to make,” Mr.
Lehrman said.
Jon Andreassi is a staff reporter for the Leader Times.
He can be reached at 724543-1303, ext. 1341, or jandreassi@leadertimes.com.

Prospective natural gas workers learn their craft with Gas Technology Institute
National education institute has graduated two local classes, with a third in session now

By NICK VERCILLA
Staff Reporter
Twenty-nine-year-old Tyler
Smail wanted a more stable
career in the pipeline industry,
which led him to wanting to
work in the natural gas field.
This led the Washington,
Pa., resident to eventually
attend a local four-week natural gas utility and pipeline
training class provided by Gas
Technology Institute (GTI).
The class, which ran from
Nov. 30, 2017, to Jan. 4, at the
Indiana University of Pennsylvania’s (IUP) Northpointe
Campus in South Buffalo
Township, helped him learn
the skills he needed to get a
job in the natural gas field.
In fact, that job came one
week after graduation.
“It was phenomenal, the instructors were fantastic,” Mr.

Smail said. “GTI was a really
great experience.”
He added he learned, “all
things,” regarding natural
gas during his lessons with
GTI, whether it be gathering,
distribution, to everything in
between.
In addition to classroom
lessons, Mr. Smail said his
class of 10 students took trips
to different places.
These included a training
facility of Pittsburgh-based
Peoples Natural Gas, a “Gastown” at a Columbia Gas
of Pennsylvania (NiSource)
training facility, and an active
pipeline work site in Pittsburgh where workers repaired
and replaced gas pipelines.
“You definitely learned a
lot,” Mr. Smail said.
A second class of 15 students were taught from January to February, and a third

Photos: Submitted

Four-week classes from
Chicago-based Gas Technology Institute (GTI) are
currently being offered
at the Indiana University
of Pennsylvania’s (IUP)
Northpointe Campus in
South Buffalo Township.
The classes offer students
lessons on natural gas
research and training.

class recently began April 16,
for which more than 40 people applied.
Mr. Smail said he highly
recommends GTI to anyone
who is interested in a career in

the natural gas industry.
He said if a student is willing to put in the effort, he or
she will have a good shot at a
job after graduation.
“If you show up and give

100 percent, you will be guaranteed successful,” Mr. Smail
said.
GTI program manager
details institute
GTI, which celebrated its
75th anniversary in 2016, is a
non-profit corporation located
in Chicago that has 400 employees nationwide.
The organization focuses
on natural gas research and
training, according to Patrick

Findle, a senior program manager based in Pittsburgh.
“The research spands the
whole natural gas industry,”
Mr. Findle said.
He added that GTI “covers
the whole spectrum” regarding natural gas, including
upstream drilling, natural gas
wells, processing and treating
of the gas, and more efficient
ways to research and use natural gas.
In addition, Mr. Findle said
a big focus of GTI, which
carries over into its classes,
involves pipelines, be it research about them, monitoring of them, preservation of
their integrity, and provision
of education regarding related
safety procedures when working with them.
He said a lot of research and
development goes into GTI’s
See GTI on Page E8
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Sloan Lubrication Systems — a family affair
Northpointe Business Park business evolved throughout four generations

By JON ANDREASSI
Staff Reporter
For close to a century, Sloan
Lubrication Systems has kept
it in the family.
It has seen several changes
since its inception in October
1922.
Today, the business — currently managed by the fourth
generation of the Sloan family — manufactures, sells and
installs lubrication systems
for reciprocating and rotary
equipment.
“Each generation has maintained the business to best
serve its customers for the
benefit of family members
involved. No generation has
ever been expected to take the
ball, but the opportunity has
been presented. Fortunately,
the offer has been accepted
very well,” said Walter R.
Sloan II, the current president
and chief executive officer
of Sloan Lubrication, in an
email.
The business currently resides at Northpointe Industrial
Park in South Buffalo Township, where it has been since
2008.
The company’s origins,
however, lie in Pittsburgh.
Three brothers
begin company
Sloan Lubrication Systems
began as Sloan Brothers Co.
in 1922, founded by a trio of
brothers — Ralph, Paul and
Walter Sloan.
Their initial focus was,
“mechanical lubricators used
in heavy industry, steam-towater heat exchanges and
steam traps,” according to the
company’s website.
“There were the beginnings
of gas distribution systems,
but they were localized around
the same heavy industries and
delivered coal or coke oven
gases from combustion processes,” Sloan said.
Sloan Brothers Co. made its
first home in Farmer’s Bank
Building in Downtown Pittsburgh.
By 1944, it would move
twice. First to 5536 Penn Ave.
in East Liberty, then to 6218
Penn Ave. in the same neighborhood.
By the mid-1940s, it was
time for a new generation to
take the helm.
The first Walter Sloan’s son,
John, served in the U.S. Navy
during World War II.
In 1944, his ship was sunk
in the Mediterranean. After
returning home from service,
he joined his father’s company along with his sister, Margaret.
When the siblings took over
management of the business,
they made the first major shift
in their business model, and
began providing lubrication
systems to the natural gas
transmission industry.
“This was in the mid 40’s
when the natural gas infrastructure was being built
across the US, primarily from

Photos: Submitted

From Downtown Pittsburgh to East Liberty to O’Hara Township to Oakmont — Sloan Lubrication has called many
places home through its 96-year history. Since 2008, the family-run business has been headquartered at Northpointe Industrial Park in South Buffalo Township. It started with a 20,000-square-foot building, but the need arose
for a 13,000-square-foot annex building.

The first generation of the Sloan family to operate Sloan
Lubrication Systems — then Sloan Brothers Company
— are pictured (from left) in a photograph estimated to
have been taken around 1905. They are Paul, Walter and
Ralph Sloan.

the Gulf to the Northeast at
the time,” Sloan said. “The integral engine driven compressors used the same mechanical lubricators that were used
in heavy industry. The company remained a manufacturer’s representative at the time,
sending orders to the factory
and having product shipped
directly to the customer. John
pioneered the conversion
of the industry from manual mechanical lubrication to
automatic/monitored/protect
lubrication systems, an effort
we continue to improve upon
today.”
In 1957, the business’ sec-

In addition to classroom instruction, students, who range from
newcomers to veterans of the natural gas industry, are offered
“real-world instruction by people in different natural gas companies.

ond location in East Liberty
— situated above a restaurant
— was destroyed in a fire.
The Sloans were able to recover records from the building’s basement, and the business moved elsewhere in East
Liberty.
Third generation
assumes control
Walter R. Sloan II graduated from Penn State University in 1975 with a degree in
architecture, and he soon after
joined the family business.
His brother, Andrew, also
came on board after retiring
from his career in naval aviation.

Today, another trio of Sloan brothers has assumed responsibility for managing Sloan Lubrication Systems.
C.J. (left) joined the firm in 2003. His brothers, Brian
(center) and Eric (right), came on board in 2008.

Their sister, Nancy, became
Sloan Lubrication’s director
of human resources in 2009.
After the now-CEO joined,
the company began stocking
its own parts for customer deliveries.
With Sloan managing the
company, they began to expand in size, and moved into
manufacturing.
In 1981, Sloan Brothers Co.
moved to Old Freeport Road
in O’Hara Township.
Around that time, the
younger Walter Sloan began
assembling panels out of John
Sloan’s basement in Oakmont, and the business started
to build complete lubrication

In addition, the students get the chance to work with different
equipment. Students are also advised on natural gas pipelines, to
help prepare them for a career in the industry.

GTI
Continued from Page E7

work, and that it also teaches students lessons regarding
ways to use various natural
gas equipment and utilities.
“They’re great, long-term
careers with great benefits,”
Mr. Findle said.
Students at the program
range from those who have little-to-no experience, to those
who are veterans in the field
with hope of expanding and
reaching more elevated career
heights.
Mr. Findle said GTI works
closely with the Armstrong Industrial Development Council

to help its students work and
learn from different companies while they are in school.
“The training program is a
combined effort of many,” he
said.
In addition, the council and
GTI help organize a career fair
the day of graduation to help
students find employment.
Mr. Smail said such an
event helped him find his job.
Research is a major focus
of GTI
Mr. Findle said GTI pursues funding from the U.S.
Dept. of Energy, (DOE) as
well as other local, state, and

national government entities.
In addition to training purposes, he said, funding is
acquired for a variety of research projects.
“We’re big on collaborative
research,” Mr. Findle said.
These research projects, on
natural gas and pipelines, are
done to help companies and
government agencies in the
field.
Mr. Findle said data collected in the research by different
GTI teams is often vital to
those companies and organizations.
He added that GTI is seen

as a vital partner and resource
to those in the industry.
For example, GTI has been
researching hydraulic fracturing, the process of rock being
fractured by a pressurized liquid, which has become a major natural gas drilling technique in the state.
Institute at the forefront
of natural gas ‘boom’
Mr. Findle, who has worked
with the company since the
1990s, is proud of the training
and technology research GTI
offers, he said.
He added that GTI’s students, throughout all the enti-

systems.
Three years later, Sloan
purchased additional space
in Oakmont, and adopted the
name of “SBCo.”
Eleven years following that,
the business itself moved to
Oakmont.
A new trio of brothers
makes up fourth generation
Walter R. Sloan II’s son,
C.J., became the fourth generation of the family to get involved with the company.
C.J. was later joined by his
brothers — Brian and Eric —
in 2008.
The brothers began investing in, “developing and
innovating lubrication tech-

nology,” according to the
company’s website.
Their father expanded on
how exactly his sons have invested in the business’ growth.
“Having traditionally been
the distributor of products
manufactured by others for
decades, we had the experience necessary to recognize
the shortcomings in design,
operational integrity and long
service life of those products.
We redesigned or developed
superior options and entirely
new products to better serve
the rigors of compressor applications — namely reliable
delivery of very low volumes
of oil against very high pressures,” Sloan said. “As improvements are made in oil
formulations, our products
enable compressors to operate using drastically less oil,
which increases operating life,
reduces downstream contamination, and is much better for
the environment.”
A decade ago, the business’
shift from distributor to manufacturer necessitated the move
to Northpointe Industrial Park
in South Buffalo Township.
The new location was part
of a larger plan set in motion
prior to the move — a plan,
“to become the only vertically integrated manufacturer
and provider of a full line of
lubrication components and
systems designed specifically
for the reciprocating compressor marker.”
The new facility, however,
proved to not be enough to
meet their goals.
“We
chose
the
20,000-square-foot building
in Northpointe in 2008 expecting it to meet our needs
for a decade, but (we) found
ourselves needing to build a
13,000-square-foot manufacturing annex to meet the needs
of our growing customer
base,” Sloan said.
In 2013, a few short years
after their move to Armstrong
County, the business adopted
its current name.
Today, Sloan Lubrication
Systems employs 40 people.
Most of the company’s clientele hails from the United
States and Canada, but the enterprise counts customers all
over the world.
Since 1922, the business
has changed quite dramatically — from the distribution of lubrication systems to
the forefront of developing
and manufacturing their own
product line.
Through it all, however,
there remains one constant —
the Sloan family.
Jon Andreassi is a staff reporter for the Leader Times.
He can be reached at 724543-1303, ext. 1341, or jandreassi@leadertimes.com.

Students are given specific instructions on how to be safe in the
industry, and are trained on how to respond in case an emergency
were to happen. This controlled explosion was used as a drill to
teach students how to respond should a fire and/or an explosion
were to happen on site.

ty’s locations nationwide, are
The current set of GTI
often some of the best workers classes is set to conclude
in the natural gas industry.

Mr. Findle said the natural gas industry, throughout
the last few years, has been
a “boom” of activity, particularly in Pennsylvania, Ohio
and West Virginia.
In fact, he said if the three
states formed a separate
country, it would be the,
“third-highest gas producing
country in the world.”
“We’re at the epicenter
of natural gas across the
world,” Mr. Findle said. “It’s
all right here.”

with a job fair May 11, with
additional classes planned
for the summer.
Those interested in applying online can visit: gastechnology.org/from-back-toblue.
Nick Vercilla is a staff reporter for the Leader Times.
He can be reached at 724543-1303, ext. 1315, or at
nvercilla@leadertimes.com.
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Uncle Charley’s strives to continue legacy left behind by founder
Famous sausage company has recently expanded into ready-to-serve products

By NICK VERCILLA
Staff Reporter
Growing up in North
Huntingdon, Westmoreland
County, Len Caric was very
familiar with Uncle Charley’s
Sausage Co.
Mr. Caric knew the company’s back story, and he was
therefore aware of the passion
of the founders and former
owners — Charles “Charley”
and Frannie Armitage.
Therefore, when Mr. Caric
and Rudolph saw the company come up for sale, they took
it upon themselves to buy the
business, in January 2014.
Their primary goal? To preserve and enhance Charley’s
legacy.
“We knew it was a strong
local brand ... an iconic local
brand,” said Mr. Caric, who
now serves as the company’s
president.
“We saw there was an opportunity to grow the local
business.”
Added Mr. Caric: “Charley
did a really good job building
the brand and had pretty good
distribution.”
Purveyor started out
making his own recipes
In 1988, Charles “Charley”
Armitage Sr. started the company, located at 1135 Industrial Park Road in Parks Township.
Mr. Caric said before starting his company, Armitage
was selling spices and other sausages from other area
companies before deciding to
make his own recipe.
“He made the decision that
he could make a better sausage,” Mr. Caric said.
Armitage originally made
his products in a plant in East
Vandergrift, but continued
business growth allowed him
to build the current location in
Parks in 1999.
“He did a very good job on
how the plant runs,” Mr. Caric
said.
“He made our lines run
straight.”

Nick Vercilla | Leader Times

Submitted

Uncle Charley’s Sausage Co., located at 1135 Industrial Park Road in Parks Township, prides itself, according to President Len Caric, on providing fresh, never frozen sausage products to customers. The company was founded in 1988 by Charles
“Charley” Armitage, who passed away Jan. 16, 2017, at the age of 83.

Company President Len Caric said its plant produces more than 13-16,000 pounds of sausage Monday
through Friday, which is sent to it markets throughout
Western Pennsylvania, Eastern Ohio, parts of Eastern
and Central Pennsylvania, and parts of New York, Maryland, West Virginia and Kentucky.

LEFT: Charley Armitage
originally started the company in East Vandergrift,
before building the current
plant, in Parks Township,
in 1999. His wife, Frannie
Armitage, and their son,
Charles “Chas” Armitage Jr.
served active roles throughout their tenure as owners.
The Armitages placed the
business up for sale a year
after their son was killed in
a plane crash in 2011. Caric
and his business partner
Jim Rudolph purchased the
company in January 2014.
Nick Vercilla | Leader Times

Tragedy strikes family
Throughout the nineties,
Frannie took an active role in
the business, while their son,
Charles “Chas” Armitage Jr.,
worked in sales.
Eventually, around 200708, Chas took over the company and was responsible for
operations.
However, Mr. Caric said
Chas was killed in late 2011,
in a small private plane crash,
a loss that completely devastated his parents.

“At the time, Charley was
in his seventies,” Mr. Caric
said. “Charley lost his son, his
business partner.”
Charley and Frannie ran the
business for another year before deciding to put it up for
sale.
Mr. Caric said when he and
Rudolph purchased the company, they knew very little of
the sausage industry.
However, due to their great
relationship with Charley, he
agreed to remain as a consul-

Commercial Business Loans

tant for a year to help them.
The three men would often meet for lunch every two
weeks to a month during this
period.
Charley passed away Jan.
16, 2017, at the age of 83.
“We learned a lot from him,
not only new ideas, but also a
lot of history,” Mr. Caric said.
Uncle Charley’s
provides a variety
of sausage flavors
Currently, Uncle Charley’s,
according to Mr. Caric, has

Nick Vercilla | Leader Times

Caric said the company plans to expand its product line
and market reach in the future. He said he wants to make
the company’s products just as recognizable in the Cleveland-Canton-Akron area, as it is in the Western Pennsylvania area. Caric also wants the products to be served in
more restaurants, as well.

over 50 stock keeping units
(SKUs).
He said the company has
nine standard flavors, that
are sold in five or six different forms, such as links, patties, or in bulk. He also said
the company sells different

seasonal flavors throughout
the year. Some of the sausage
products the company sells,
which is proudly displayed in
its reception area in its main
office building, include: sweet
See SAUSAGE on Page E10

CUE
THE
GRILL!
Locally made in
Vandergrift for
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fresh quality
breakfast & dinner
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MORTGAGES

UP TO 90% FINANCING
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Heat & Eat
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Sausage
Continued from Page E9

Italian sausage, pork sausage, hot and extra hot Italian
sausage, fresh kielbasa, breakfast patties, hot Italian sausage with peppers and onions,
pork breakfast sausage, chorizo sausage, maple-flavored
breakfast sausage, sweet Italian sausage with peppers and
onions, and bratwurst.
Mr. Caric said the company’s sausage is always fresh,
never frozen.
He also said the company
recently introduced a new series of ready-to-serve products, already cooked, that only
needs heated up in a microwave or a pan.
Some of the current flavors
under this line include sausage
in pepper sauce, kielbasa or
bratwurst with sauerkraut.
“The trend seems to be
more convenience,” Mr. Caric
said.
Expand the company’s
market is targeted
Mr. Caric said the two biggest markets for the company
is Western Pennsylvania and
Eastern Ohio.
The company also sells
products in the areas of State
College, Altoona, Williamsport, Cleveland, Canton, Akron, in some areas in southern
New York, Maryland, West
Virginia, and 45 stores in
northern Kentucky, just south
of Cincinnati.
The company currently has
51 employees and produces
13-16,000 pounds of sausage
a day that is ships from its
plant.
Mr. Caric said in addition
to grocery stores, the company has begun to sell its products in the food service industry, such as in restaurants,
with some of them branding
the company’s name on their
menus.
He said the company, in
April or May, will be releasing ready-to-serve smoked
sausage links.
Mr. Caric said the company’s two major goals, moving
forward, are to expand in its
markets, such as in the Cleveland, Canton, Akron area, as
well as expand on its current
product line.
“We’re looking to maintain our fresh product because

Photos: Nick Vercilla | Leader Times

Uncle Charley’s was formerly located at 1400 Lincoln St., in East Vandergrift, from its founding in 1988 to 1999, before a new plant was built at
the company’s current location in Parks Township.

that’s what the company is
built on,” Mr. Caric said.
“We’re also looking at what
are the trends people are looking for and trying to fulfill
those needs, as well.”
Added Mr. Caric: “We
want Uncle Charley’s in the
Cleveland-Akron area to be
as well known as it is in Pittsburgh.”
A drive of success based
on Charley’s legacy
Mr. Caric said the company
prides itself on serving a great
product and providing great
employee safety.
He said he is proud of his
employees, a good portion of
which are from Armstrong
County.
Mr. Caric is also proud of
the company providing eco-

nomic growth to the county,
he said.
Mr. Caric said every time
he goes into a grocery store,
he goes to the meat case to see
the company’s products.
He contributes the company’s current success to Charley.
“Charley obviously made a
product that everybody liked,”
Caric said.
Added Caric: “The fact
we’re one of the few local sausage companies around, the
biggest local sausage company around, really pays tribute
to what Charley started.”
Nick Vercilla is a staff reporter for the Leader Times.
He can be reached at 724543-1303, ext. 1315, or at
nvercilla@leadertimes.com.

Mr. Caric said the
company receives
its meat product in
the early morning
hours. From there,
the sausage products are made and
packaged to be
sent out by delivery drivers to locations the same day
or early the next
day. That process
is done every day
Monday-Friday.
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David Bertieri, president
of Spark Technologies,
Inc., since 2009, stands
beside one of the companies many pieces of
machinery — a Mitsubishi wire EDM machine,
which through electrically
powered wires erodes or
burns hard carbides and
hard steel.
“We make high precision
components that are the
cut edges and the forming components in manufacturing systems and
dies. We don’t build those
systems; we focus on
making the precision
parts the best that they
can be made,” Mr. Bertieri
said. “Spark services
many industries including automotive, molds,
ceramics, electronics,
military, prototype &
development, and many
others.”

Spark Technologies, Inc., ignites
enthusiasm among its ranks

Owner Janie Bertieri and husband, David, the company’s president, foster a familial atmosphere
By A.J. PANIAN
Managing Editor

ments which can set limits on
personal growth and experience where as Spark provides
an opportunity to become proficient in multiple skill sets.
Employees appreciate the
daily challenges and variety
of types of work. Watching
everyone work together with
precision and passion is very
fulfilling for David and me,”
Mrs. Bertieri said.
President walks a
winding professional path
In 1980, David Bertieri
started out in the industry
working 15 years at Oberg Industries, where he progressed Spark Technologies, Inc., operates out of what was
from toolmaker to NC pro- once the shipping building for Schenley Distilleries.

Hurricane — a jovial female German shepherd —
dashes to and fro, chasing an
oversized toy ball.
The dog gleefully chases
down the ball, as it is thrown
repeatedly by adults, as they
quietly further production of
items of such precision they
achieve measurements of 50
millionths of an inch.
Call it a stress reliever.
“It keeps you on your toes,”
said David Bertieri, who since
2009 has served as president
of Spark Technologies, Inc.,
a precision component manufacturer, located in Schenley.
Such quirky and light-hearted interludes in the days of
the employees contribute to
the entity’s ongoing quest
to achieve the success of a
much larger operation, all
while maintaining the feel of
a smaller one.
Such drive represents the
passionate, personal approach
to an enterprise executed
with utmost skill by Bertieri
and his wife, Janie, a Leechburg native and owner of the
Schenley-based company.
The company’s 17-employee staff makes it all possible,
the couple agrees.
“It’s the employees that
make Spark. They are all from
this area. We work with the
local Vocational Technical
schools such as Lenape to
provide co-op programs while
in their junior and senior years
of high school as well as summer work to help build a base
knowledge and a facility to
put that education to practical use. We offer a state certified apprenticeship program
working with the Northern
Westmoreland Career Center
where employees can earn
their journeyman status. We
RIGHT: One of the prodwork with the State of Pennucts produced at Spark
sylvania and organizations
Technologies, Inc., is
such as New Century Careers
an end mill, which Mr.
to provide opportunity to not
Bertieri holds. The tip
only the entry level position
of the object measures
but to the displaced worker
ten-thousandths of an
as well. Unfortunately over inch, or twice the diameter
the years the ‘local mill or
of a human hair. “Spark
plant’ from town to town has
services many industries
seen a dramatic downsizing
including automotive,
or closing of business that has molds, ceramics, electronleft hard working individuals
ics, military, prototype &
without employment. Some
development, and many
of these men and women have
others,” Mr. Rearick said.
sought out secondary career
training and Spark is willing
to give that ambition and drive
a home for those new talents
to prosper.”
“We have a small workforce that is cross-trained
in multiple disciplines such
as machining, grinding, and
conventional and wire edm.
Large companies tend to keep
employees in specific depart-

grammer to Engineering to
a member of the company’s
technical sales support team,
he said.
“In 1996, I had an opportunity to move to another
tool-and-die company, L.H.
Carbide, in Fort Wayne, Ind.,”
Mr. Bertieri said. “I went there
and took over as Vice President of Sales and Marketing.
It was a great 3 years and then
I was presented with a new
challenge.”
This new opportunity led to
Mr. Bertieri taking a position
as Director of Manufacturing
for a large contract manufacturer servicing Cisco and

ABOVE: Surface grinder Michael Carlson, 41, of
Hyde Park, has been employed at Spark Technologies, Inc., for approximately five years.
“It’s not like other places,
where it’s seven minutes
after 7 a.m., and management says “where ya
been?” None of that,” Mr.
Carlson said. “As long as
you get your work done,
and you get your hours in,
you’re good.”

Sony Microsystems in California, he said.
“We had enormous and fast
paced growth over two years,
and then the Dotcom Bubble
burst,” said Mr. Bertieri. “It
was then that we realized that
we missed home so we traded Silicon Valley to return to
Carbide Valley.”
One of the promises Mr.
Bertieri made when he left the
area, he said, was to call Penn
United Technologies, Inc.,
Founder Carl Jones if he ever
was thinking about returning.
“He was much more than a
mentor, he was my friend. In
the nine years working there
I learned many of the leadership qualities that I use today
including that your word is the
most important thing that you
have. When Carl passed away,
I felt like that chapter in my
work life had ended,” he said.
“At Penn United, I was involved in a lot of government
manufacturing work, and enjoyed being a liaison between
the company, political leaders,
and various government agencies supporting the mission
of national defense. I applied
those skills I learned and then
took a job at the National Center for Defense Manufacturing
Machining (NCDMM) in Latrobe for one year.”
It was during this time at
Penn United that Mr. Bertieri
met Dennis Smail, the Founder of Spark Technologies, Inc.
The two served together on
the Armstrong County Industrial Development Council, a
private non-profit economic development corporation,
which manages the county’s
industrial parks, he said.
“Dennis was the President
of the committee. I was appointed by the County commissioners,” Mr. Bertieri said.
“Dennis had started Spark
Tech in 1985 and was considering retirement. He said,
‘Why don’t you buy my company?’ I thought he was joking.”
Fast forward three years,
and Mr. Bertieri was no longer
laughing. The thought of owning our own business always
sounded intriguing, but now it
was going to become a reality
Building has a
rock solid history
In 2009, when the Bertieris
took over Spark Technologies it was, “a difficult time in
manufacturing,” as the industry’s landscape could be classified as rather bleak, he said.
“Companies were closing
their doors. If they weren’t being sold out, they were going
bankrupt during this chaotic
and uncertain time,” Mr. Bertieri said.
“Spark Technologies was
See SPARK on Page F3
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TESTIMONY FROM THE TOP
DAVID BERTIERI
President, Spark Technologies, Inc.
Somewhere along the way, we lost our way.
Our companies used to care about people, and in return they expected people to care about the company.
… along the way, that got lost.
People don’t care about their company like they used to anymore, and the companies don’t care about the people.
How did we lose that?
Before it was lost, that’s when companies did great things. They did those things when the company and the people were working in unison, when they all understood they were on a
mission, and that they were all in this thing together.
And then that went away.
So who flinched first?
Did the company turn their back on the people, or did the people turn their back on the company?
I felt that the companies turned their collective backs on the people.
When companies were faced with the opportunity to move operations overseas to increase profits, they went.
They went and never looked back. They didn’t think about the communities that they were taking paychecks out of, or that the towns they left would be left in shambles. They just
thought about saving the money.
So, when we decided to have our own company, we wanted to do it differently, because we still think there is a place for that.
In a smaller company like this one, we can do that. But we can’t put the profits above all else and regardless of the impact to the community.
We believe that the company needs to care about people, so we invest in the apprenticeship program. We invest in our people by still paying 6 percent matching funds on our 401K.
We invest by having flex time. Our employees still punch a clock – but it’s not, “everybody here at 7 a.m., everybody leaves at 5 p.m.”
A worker may want to put their son or daughter on the school bus each day. Another may need to take an elderly relative to their doctor appointment. With flex time, you can say yes
to life without being treated like a number.
You can do that in a smaller environment.
A big company couldn’t possibly do that — they would have people coming and going all day long, but we can do that.
Our goal is we’re trying to find a way to fit work into your life, instead of having your life fit into your work. A compromise of sorts.
In the 1970s, it was not only acceptable that the company made you do what it wanted before living with your family, it was expected.
The world’s different today than it was back then, we need to find a way to fit into people’s lives. To make the work experience rewarding without all of the pain of not being there for
your family.
The goal is set, “We’re doing 50 hours this week,” and we let our people work to get the hours whatever way they need to achieve the goal.
We have some people come in at 9 a.m. and stay till 7 p.m.
One person will come in on a Sunday and get his hours ahead, and then on Friday he can take the afternoon off because fishing season is starting.
We give him the freedom to do that.
We let our employees be adults, because they are. Being an adult means you understand that privilege has responsibility.
We also have a program called Fun Money.
We think it’s very, very important that people spend time with their families, and enjoy experiences that enrich their lives.
So when an employee goes on vacation Spark will reimburse them up to $1,000 of their costs. The only requirement is for them to take pictures of their experience and put them on a
poster board, so their co-workers can get ideas from what they experienced. We have seen everything from local passes to the zoo and museums to skydiving. They are only limited by
their imaginations.
It’s not just about the bottom line.
Companies are looking too much at the quarterly returns, and their not looking enough at being there for their workers.
We do healthcare differently than most. We have Blue Cross Blue Shield PPO with a $1,500 deductible that we pay 100 percent. Employees make no contribution to their healthcare.
Spark pays the bill completely.
Our insurance company says, “You’re among only 2 percent of the companies that still do that.” We think it is too important of a benefit to not do the right thing just for the money.
Every Wednesday we make lunch for our people. We call it “Fat Wednesday.”
We’ve got two grills, and a smoker, a couple turkey fryers and a full kitchen. We have cooked turkeys to lobsters and everything in between. We think you need to have a little bit
more in common with the people that you work with every day, other than, “we share a machine.”
The only rule is that we don’t talk about work during lunch.
Added Janie Bertieri, the company’s owner, regarding the company’s location: “It’s nice, it’s quiet, and it’s out of the way. The whole industrial park is like that. We know the people
down the road and we all help each other. Neighbors shovel our snow with their plows, and we do machining when someone has a breakdown.... it’s been a really good environment.
It’s safe, and all of the businesses in the park look out for one another. It’s a nice, safe place.”
The Bertieri’s started their journey here in Armstrong County years ago. This is their home and home is where they wanted to make a difference. There are good people here. Those
people need good jobs to support a community that all can raise their children and their children can raise their children and so on. “If in some small way we can make a difference in
a few peoples’ lives then it will be worth all of the hard work” says Mr. Bertieri. “Maybe this will be at the start of a rebirth in Americans working together again. I dream about those
things and would like to think this idea will catch on. As long as we don’t lose the hope and faith in each other I believe it will happen.”

Hurricane — a jovial female German shepherd —
keeps the employees of
Spark Technologies, Inc.,
company as they work.
The presence of Hurricane represents what Mr.
and Mrs. Bertieri attempt
to create — a familial,
relaxed workplace for its
staff.
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Spark
Continued from Page F1

serving the local valley
shops as overflow capacity
with a limited national customer base of our own.
“Through time and hard
work we have developed our
own customer base which
provides greater stability and
control of Spark’s own destiny.”
Formerly the shipping & receiving building for Schenley
Distilleries, the structure has
walls and floors of 12” thick
concrete that protected the
volatile spirits.
“It is a unique building, and
it’s lent itself to the precision
we strive to achieve here.
Spark is always working to
reinvigorate this old building
and the site itself,” Mr. Bertieri said. “This is very similar
to Armstrong County, there is
a strong heritage and pride in
the workers’ and spirit. Sometimes taking the first step is
the hardest but with innovation and tenacity a community
can really surprise itself.”
Leader is a self-described
problem solver
Mr. Bertieri said he takes
pride in having expertise in
what he calls “consultative
sales.”
“I believe if you can help
the customer solve their problems, they’re more than happy to help you solve yours.
But it’s all about solving their
problems first,” he said.
“On plant visits I would
go into their tool room, and
help them service dies. Once
I learned how they made their
decisions and applications, I
was able to provide real solutions that result in increased
efficiency and cost savings.
Each customer relationship is
built on trust. They trust us to
be in the room helping them
solve problems, because we
do it pretty well,” Mr. Bertieri
said.
And, as customers’ requirements have changed over
time, Spark Technologies has
been able to adapt, he said.
“In the beginning of Spark,
our company only performed
EDM services on a component that someone else made.
Over time our customers
didn’t want to send a part in
and just have a portion of the
work completed, they wanted
to buy the whole part. Spark
Tech has been aggressively
adding equipment so that we
can provide the total solution
from start to finish. In terms
of EDM manufacture,” Mr.
Bertieri said. “So we now machine the component, we then
perform heat-treat and grinding in preparation for wire
EDM or conventional EDM.
We now are capable to send

our customers a completed
solution. We needed to be a
full service shop, and that is
what we have become.
“We specialize in rush orders for our customers. When
their tooling breaks down every second counts and they
know they can count on Spark
every second to meet their
needs,” he added.
So what exactly happens
day in and day out at Spark
Technologies, Inc.?
“We make high precision components that are the
cut edges and the forming
components in manufacturing systems and dies. We
don’t build those systems; we
focus on making the precision
parts the best that they can
be made,” Mr. Bertieri said.
“Spark services many industries including automotive,
molds, ceramics, electronics,
military, prototype & development, and many others.”
To perform such tasks,
Mr. Bertieri said, he focuses
his professional experience
on helping his staff to place
the highest priority on being
problem solvers.
People, processes, and
equipment.
“We have a lot of different
resources in our plant, and
what I’ve learned is — if we
can solve problems efficiently
without wasting time — we
can be competitive in price
and also get the job done. One
of the newest resources at
the plant is a Mitsubishi wire
EDM machine, which burns
hard carbides and steel,” Mr.
Bertieri said. “This machine
is capable of holding tolerances of 50-millionths of an
inch. We’re taking a human
hair, and dividing it by 100,”
he said
Workforce is primarily
homegrown
Lenape Vocational Technical School provides a good
basic foundation of skills,
and Spark further provides
an apprenticeship program so
that we can develop full journeymen,” Mr. Bertieri said.
“When someone reaches journeyman status, that is, once
they reach the point they are
able to produce components,
they can make in excess of
$50,000 a year.”
The difference between the
young person that wants to
work in a manufacturing career and the ones that go to
college is the manufacturing
ones stay here, he added.
“We need to provide jobs
for the next generation that
want to stay, because those
are the young adults that become tomorrow’s taxpayers,”
Mr. Bertieri said. “We need
to engage those people here
to support everything we’re

doing. Our local communities are made up of an aging
population that is retiring and
we need the next generation to
stay. If we don’t provide them
jobs they can raise their families on we will keep losing
them to somebody else.”
One such example is Kittanning native Nathan Brison,
21, a 2015 Lenape Technical
School graduate, who is currently serving an apprenticeship at Spark Technologies,
Inc., in the field of precision
grinding.
“I didn’t really know what
life had for me down the road,
so this is a great opportunity,”
said Mr. Brison, who trained
under the LTS in conjunction
with the National Institute of
Metal Working Skills.
Added Mr. Bertieri: “Nate
already performed many of
the things he needed to do.
He just needed a place to do
them.”
And the staff is not just
composed of millennials.
Surface grinder Michael
Carlson, 41, of Hyde Park, has
been employed at Spark Technologies for approximately Machinist Michael
Gengo, 55, of Vanfive years.
dergrift, has been
“It’s not like other places,
on staff at Spark
where it’s seven minutes afTechnologies, Inc.,
ter 7 a.m., and management
for the past three
says “where ya been?” None
years. “It’s given
of that,” Mr. Carlson said. “As me the opportunity
long as you get your work
to not only learn
done, and you get your hours the machine shop,
in, you’re good.”
but also learnMachinist Michael Gengo,
ing the precision
55, of Vandergrift, has been drilling for the wire
on staff at Spark TechnoloEDM and using
CNC machining
gies, for the past three years.
to making the
He came to Spark from New
Century Careers where he electrodes for the
trained for a new life in ma- conventional EDM
process. The days
chining.
go fast, and it’s a
“It’s given me the opportubeautiful place to
nity to not only learn the mawork, especially
chine shop, but also learning
with Hurricane,”
the precision drilling for the
Mr. Gengo said.
wire EDM and using CNC
machining to making the electrodes for the conventional
EDM process. The days go
fast, and it’s a beautiful place
to work, especially with Hurricane,” Mr. Gengo said.
For more information, visit
the company’s website: www.
spark-tech.com.
The address for Spark Technologies, Inc., is: P.O. Box 84,
150 Railroad Street, Schenley,
PA 15682.
To contact company officials, call: 724-295-3860, or
send an email to: eric.kelvington@spark-tech.com
A.J Panian is the managing
editor of The Leader Times.
He can be reached at 724543-1303, ext. 1325, or apanian@leadertimes.com.

Nathan Brison, 21, a 2015
Lenape Technical School
graduate, is currently
serving an apprenticeship
at Spark Technologies,
Inc., in the field of precision grinding.

Mr. Bertieri displays an
EDM drill on site. Spark,
originally owned by Dennis Smail, was one of the
first companies to conduct EDM drilling.
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JIT Global, a division of Rearick Tooling Inc., has earned
Submitted
A.J. Panian | Leader Times a reputation for offering our customers fast, low-cost
Rearick Tooling, Inc., was established in 1982 by Sam Sam Rearick (right) and his son, Steve Rearick, gather in solutions for producing high quality stamped and maRearick and his wife, Joyce, in Burrell Township.
the corporate offices of Rearick Tooling, Inc.
chined products.

Rearick Tooling, Inc. / JIT Global is family’s
long-standing professional legacy
Burrell Township company brings tool-and-die parts to the world

By A.J. PANIAN
Managing Editor
It’s the story of a mother,
a father and a son — and a
successful family enterprise
spanning generations.
When Steve Rearick was
no more than 10 years of age
in the early 1980s, he would
toddle away hours in the basement of his parents’ home at
2025 Shady Plain Road in
Mateer, Burrell Township.
That’s where he gained invaluable, hands-on experience
with various surface grinding
tools under the watchful eye
of his father, Sam Rearick.
“One of my earliest memories, I used to stand at grinder
and rough out parts for Dad
with a surface grinder, a milling machine, and a wet grinder -- those were the first few
pieces of machinery I got to
use,” Steve Rearick said. “If
he was running the milling
machine, I stood on a stool so
could I reach the handles.”
It was in that setting that
Sam Rearick and Joyce, his
wife, mother to Steve and the
business’ office manager, established the entity that today
is known as Rearick Tooling,
Inc. / JIT Global.
“I started this company in
1982 ... we’ve been here (a little more than) 35 years,” Sam
Rearick said.
Nowadays, Sam’s time is
mostly spent in the company’s
administrative offices high
above the warehouses where
the company’s staff of more
than 50 employees responsible for operating the latest in
surface grinding and carbide
technological tools to produce
any number of items, including:
*  Precision Prototype/Production Stamping;
* Fabrication and Production Machining;
* Tool Making.
Such offerings contribute to
making the businesses what
Sam Rearick called, “a hidden element,” in the overall

A.J. Panian | Leader Times

A.J. Panian | Leader Times

ABOVE: Victoria Lyon, a
CEDM machinist at Rearick
Tooling, Inc., operates the
machinery on site.

Machine operator Randy
Williams operates a Sodick Wire EDM at Rearick
Tooling, Inc.

industrial climate that make
Pittsburgh a major player locally, regionally, nationally
and abroad internationally.
“I think it’s a valid point
-- what you hear is the Pittsburgh area is a center for industry, and some of that connected to tool and die,” he
said. “We do work in the A-K
Valley, but a lot of times we’re
providing items to companies
across the nation and, in some
cases, on the other side of the
world. They send their money
to our valley to buy our tooling.
“I’ve always thought that
the tool-and-die industry in
general, with its exporting of
manufactured products out
of state ... is a better resource
than those industries that are

circulating money locally.”
And it still all takes place
on the site of the Rearicks’
home property.
Industry boasts
cutting-edge ability
in today’s market
Self described as being, “a
modern machine shop, with
a rich heritage in tool & die
making and precision grinding,” on the company’s website — rearicktooling.com —
the business today counts 55
employees as it continues invest in the latest technologies
and equipment.
Rearick Tooling Inc. has
maintained a leadership position for replacement tooling components by rising to
meet its customer’s expectations for innovative, cost-effective tooling solutions on

expedited delivery schedules,
the site states.
The company’s skilled
workforce and ongoing investment in new technologies
allows it to achieve the utmost
accuracy and precision from
its manufacturing processes
that include: CNC Machining, Conventional EDM, Wire
EDM, Jig Grinding, Cylindrical Grinding and CNC &
Manual Surface Grinding.
“Our staff and skilled work
force is one of the most talented in western Pennsylvania,” said Steve Rearick, who
evolved from a teenage plant
custodian after school into a
knowledgeable leader on the
floors of both Rearick Tooling
and JIT Global.
“Really I’ve worked in
every department — grinding, engineering, die design
... I oversaw fabrication for a
while — just not machining,”
he said. “I’ve also dealt more
with sales, looking for new
business ... I was inspector
from longest time. So I have a
broad overview.”
The companies’ officials
challenge themselves to improve and change to meet
their customers’ needs in the
ever-changing environment
of the metal working industry,
the site states, with process
improvements and equipment
upgrades.
“We are committed to meet
our customers’ expectations,
and value ourselves in listening to the voice of the customer,” Steve Rearick said.
Progenitor starts small,
builds companies
to be strong
Back in the 1960s, Sam
Rearick started his career as
a surface grinder at Oberg Industries before moving on in
the early 1970s to help establish a Leechburg-based company then called Kiski Tool
and Die, which today operates
as Alpha Carb Enterprises.
He worked there for several years before starting his
current business as a means of
capitalizing on the lead frame
market of the early 1980s.
See REARICK on Page F5
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TESTIMONY FROM THE TOP
SAM and STEVE REARICK
Rearick Tooling, Inc. / JIT Global

Press operator Luke
Burrell works on one of
the JIT Global’s Bruderer-brand presses.
Tooling jobs are permanent jobs because of
the skill level that the
employee possesses
and the need to produce items cheaply with
precision production
tooling, according to Sam
Rearick, and his son,
Steve Rearick, who lead
the company and Rearick
Tooling, Inc., along with
Joyce Rearick, Sam’s wife
and Steve’s mother.

Rearick
Continued from Page F4

“That was back when computer chips were huge. They
were stamped out in dies, with
multiple ground punches in
units. There was a lot of demand back then,” said Steve
Rearick, on behalf of his father, regarding companies
such as Texas Instruments.
“Guys would say, ‘Send me
work, I need these punches
ground, send me the bill later.’ It was more about delivery
... it was basically about time
and material. From get go,
sadly, a lot of those lead frame
companies he did work for
aren’t even in business anymore. Much of that work is
done in Singapore now.”
As the years carried on, the
company built its workforce
up to approximately 20 employees when Sam and Joyce
Rearick decided it was time to
expand.
They still kept things in the
family.
“Just up the road, my uncle, Leland Rearick, got out of
trucking business. We remodeled his house,” Steve Rearick
said.
At that time, Wire EDM
punching emerged as a key
enterprise in the field, so the
company purchased a wiring
machine to produce those
kinds of computer chips.
“That all happened in a

five-year span,” Steve Rearick
said. “In 1986 or 1987, we
bought a wiring machine and
fixed up the garage ... and
we hired more guys to come
work.
“By that time, things were
really booming.”
So much so that Sam
Rearick saw a need to start
planning to build a new building. The only problem was the
family’s 10-acre property was
too small.
Instead, he bought a farm
property a few miles away on
Aug. 4, 1988, where the family built a structure that freed
up the Rearick house for living again.
“We actually moved into
our new building, where
we are presently at, and we
moved all of our grinders and
wiring machines out of house
and into that building,” Steve
Rearick said.
Ergonomics drive founding of JIT Enterprises
In 1997, necessity dictated the construction of a second building on the opposite
end of that property, located
in Kiskiminetas Township,
which signaled the start of JIT
(or “Just In Time”) Enterprises.
“Rearick Tooling is up on
a hill, and we do stamping,
which (necessitates) 5,000-to10,000 pound pallets of mate-

rial,” Steve Rearick said. “It
just got too difficult to get that
material up hill, especially in
the winter time.”
With the establishment of
JIT Enterprises, the aspect of
the operation that dealt with
stamping and sheet metal fabrication has been done there,
while tool-and-die and surface grinding work continues
at Rearick Tooling.
“Dad saw it as an opportunity to expand, and separate
what we did, so there was no
conflict,” Steve Rearick said.
In 2001, the Rearicks added
on to both buildings.
“JIT has more than tripled
in square footage, and Rearick
Tooling doubled in square
footage,” Steve Rearick said.
Since 2014, the family
made the switch to one conglomerated company.
“We used to run them as
two separate companies, but
it honestly causes less confusion about what’s going on,”
Steve Rearick said.
Clientele base is far
reaching based on need
Both businesses produce
items for what Steve Rearick
said is, “a pretty wide base as
far as clientele.”
“We provide materials for
everything from the automotive industry to the electronics
industry .... HVAC ... we do
See REARICK on Page F6
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Machine operator Brady Baker tends to a Citizen-brand Swiss Machine at Rearick
Tooling, Inc.
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Rearick Tooling had it’s beginning in 1982 around the idea of keeping
costs of operation low.
It was started in the basement of Sam and Joyce Rearick’s home in a
rural Ford City address.
The couple’s son, Steve Rearick, evolved from a teenage custodian after
school into a knowledgeable leader on the floor of JIT Stamping area.
At age 12, Sam offered Steve $20 per week for sweeping the basement
after working hours andmopping the floors once a week.
Steve knew that if he did not take the offer, he still would be doing the
work.
Steve recalls hurrying to sweep the floors before Little League practice.
One night, before a game, he got the linseed oil and a paper towel to
spread the linseed oil on my glove.
When Steve was done, he threw it in the trash in the shipping area.
When Steve and his father returned from the game, mother Joyce said
she was smelling something burning.
Upon examination, they found glowing embers coming from the trash
can where Steve threw the linseed oil towel.
“If we had been gone a couple more hours the shop and home would
have gone up in flames,” Steve said.
After about six years listening to the dust collectors fire up at 6 a.m.
every morning, Rearick Tooling was ready to find a permanent place for
the company to grow.
During the start up years, the machines were run by a 3-phase electrical
converter, but, at this point, Rearick Tooling needed to find a suitable
spot where 3PH power was available.
Within a couple miles of his home, Sam found a 110-acre farm with
plenty of space for expansion.
With a Pennsylvania Industrial Development Authority loan in hand,
Sam Rearick had the main building built for a grinding shop.
The growth pattern throughout the next 20 years was consistent, as
Rearick Tooling purchased new equipment and expanding into areas
where the customer base had needs.
Being integrated and having control over the process was the only way
to promise deliveries to customers and keep those promises.
“Even after 35 years in business, we still appreciate the great partnership that we have with our customers. It is great if your service to your
customer is good enough to have them thinks of you first when needing
tooling,” Steve Rearick said.
Added Sam: “After 35 years of being in business, many orders come
unexpectedly, and this helps fill in the work load gaps.”
The company’s workforce and ongoing investment in new technology
allows it to achieve the utmost accuracy and precision from it’s manufacturing processes that include: CNC Machining, Conventional EDM,
Wire EDM, JIG grinding, cylindrical grinding and CNC & manual
surface grinding.
The fabrication side of the business does water jet cutting and laser cutting (both CO2 and Fiber laser cutting).
The stamping department runs six Bruderer presses for a variety of
industries.
In June 2006, knowing that the future of the company depended upon
younger management team members, Don Sweet was selected as vice
president of Rearick Tooling INC/JIT.
The current managers and employees know that the future is bright for
the tooling business because Rearick Tooling Inc./JIT continues to produce quality parts, remains competitive and delivers on time.
The employees at Rearick Tooling are exceptional and they know that
ultimately the customer is the boss.
The credit for this industry being in southwestern Pennsylvania has a lot
to do with Oberg Manufacturing of Freeport, Pa., which was started by
brothers Norm and Don Oberg.
They pioneered the carbide stamping industry with the help of their
father, who was the tooling supervisor at Allegheny Ludlum Steel.
Don Oberg knew that they needed to select their employees with care in
order to produce the quality of work that he wanted to produce.
There is a certain skill set required for this kind of work that can’t be
acquired by hiring just anybody.
Many of these types of orders for high production tooling come from
across the country and around the world and are produced here in
Western Pennsylvania, bringing many dollars into this area.
“Our employees know that their skills will last them a lifetime,” Sam
said.
“Tooling jobs are permanent jobs because of the skill level that the employee possesses and the need to produce items cheaply with precision
production tooling. We all work hard to assure employees permanent
or lifetime employment,” said Sam Rearick, adding that bonuses and a
401K with matching funds are a part of Rearick Tooling benefits.
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a little bit of military work,
but a very small percentage,”
he said. “We’re kind of a
semi-automatic company, we
don’t have one target, we just
pull trigger and shoot at a lot
of things.”
Mostly, the companies’
profit center is based on the
commercial market.
“The window industry, the
bearing industry ... really there
is no industry we actually target,” Steve Rearick said. “Basically you have four business
groups. Stamping goes toward automotive technology,
sheet metal leans more toward
HVAC and boxes for control
panels. Tool and die? We do
a lot for the bearing industry,
and people are building dies
for automotive. Machining?
That’s a little more toward
aerospace.”
Whatever it might be, the
items produced there are being sent to clients based further and further from home.
“We’re getting global at
this point. The majority of
what we have goes to Mexico for assembling. We have
parts that go to Poland ... Singapore ... a majority of what
we do stays here domestically,
and goes to companies here in
the states ... but we’re getting
more and more global. Most
companies we deal with are

A.J. Panian | Leader Times

JIT Global laser technician
Shawn Slagle operates
an IPG-brand photonics
machine.

going in that direction,” Steve
Rearick said.
That is not necessarily a
good thing, but such change
requires adaptation, he added.

“Unfortunately it’s a situation where some customers
are shutting down their U.S.
operations ... they’re moving
around,” Steve Rearick said.

“Sometimes that is a good
thing ... sometimes the volumes go up. We’re only serving as secondary supplier,
then we become a sole suppli-

er. They’re producing items in
Mexico, so it’s staying there.
“Other times, it’s bad, because we lose the connection,
because they find their own

supplier ... and lose out on being a supplier. So it’s kind of a
double-edged sword.”
One part constructed on site
is an automotive object that is
implemented into a harness
that helps construct BMWbrand automobiles, Steve
Rearick said.
“We ship that to Poland.
First, it went to Warren, Ohio,
then to Chihuahua in Mexico, and now to Blonie in Poland. That’s been the natural
progression of it,” he said.
Such expansion is a definite source of pride for the
Rearicks.
“We were pretty excited
about it ... for the longest time,
we were the only business in
Burrell Township, that was
kind of our claim to fame,”
Steve Rearick said.
A.J. Panian is the managing editor of The Leader
Times. He can be reached at
724-543-1303, ext. 1325, or
apanian@leadertimes.com.
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