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Do you know which woods make the 
best kitchen utensils? Or what’s the best oil 
to treat those utensils or cutting boards? 

Follow Earlywood at https://www.
facebook.com/earlywood and you can learn 
that and more. Earlywood has rede-
fined quality in wooden kitchen uten-
sils through creativity and innovation.  
Company founder Brad Bernhart shares 
his thoughts on the characteristics of 
wood, wood oils, and the latest happen-
ings at his company through social media 
and on the company website. 

Its products are highly-functional, yet 
beautiful, heirloom-quality and crafted 
in the inspiring setting of Red Lodge, 
Mont., a community known for extraor-
dinary beauty, warm hospitality, and 
artisanship. Earlywood products are sold 
through the Internet, at craft fairs, and 
to a few select wholesalers. 

As the designer, Bernhart 
analyzes every detail of the 
designs and manufacturing 
process to make sure the final 
product is not just beautiful, but 
meets its utmost potential for 
usefulness. His love of wood-
working started as a hobby in 
college, then as a side business, 
but always in preparation for a 
time when it would take shape 
as a thriving business.

 “Before I quit my day job, 
I already had a website up; 
products designed, woods 
picked out, and some marketing mate-
rials; I knew it was going to turn into 
greater sales pretty quickly.” 

Dream Takes Shape
As demand increased, Bernhart sought 

business assistance and financing that en-
abled him to move into space at an existing 

custom wood furniture shop.  
Proud to be working with a 

renewable, natural resource, 
Bernhart notes that “it is 
through creativity and in-
novation that we can improve 
upon such timeless objects as 
wooden spoons.  Especially 
considering that they have 
been around since the first 
time someone ate a meal and 
didn’t use their fingers!”  

The wood for the utensil 
designs is the perfect mate-
rial — beautiful, strong and 

long-lasting. The types used are maple, 
jatoba, bloodwood, and Mexican ebony, 
all uniquely suited in the design of culi-
nary tools due to their hardness, density 
and very tight pores.  Hard maple is one 
of hardest commercial woods in U.S.; it 
is used for gym floors and bowling alleys. 
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Exporting—
One of the Best Ways to Grow Your Markets

MSU Business Students to Consult for Experience
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Do you want to grow your com-
pany?  Consider beginning to export or 

expanding your export 
effort.  Exporting is one 
of the best ways to grow 
your markets.  Often, 
export markets are 
much more profitable 
than domestic markets, 
which can significantly 
affect your company’s 
profitability.  Most 
exporters also report 
that weathering the ups 

and downs of the domestic market can 
be significantly eased by exporting into 
international markets.  

There are many resources available to 
Montana exporters 
but navigating them 
can be confusing.  
MMEC is initiating 
a program for Mon-
tana manufacturers 
that are interested in 
starting or expanding 
their export mar-
kets.  The program, 
entitled ExporTech, 
was developed by 
the NIST Manu-
facturing Extension 
Partnership (MEP - 
our parent organization), USEAC (U.S. 
Export Assistance Center), and FedEx.  
MMEC’s Jenni West will be leading this 
effort, tapping from her past experience 
in importing/exporting.  

ExporTech will consist of three 1-day 
training sessions spread out over three 
months with individual coaching be-
tween these sessions.  During the first 
session, participants will learn success-
ful export strategies, best practices, and 
how to complete market research to de-
termine your optimal target market(s).  

Between the first session and the 
second session, participants will be indi-
vidually coached on determining their 
optimal target market.  

In the second session, participants 
will be introduced to all the statewide 

resources that are available to Mon-
tana manufacturers including the 
US Commercial Services; the Small 
Business Administration; the Montana 
Department of Commerce, which has 
an Office of Trade and International 
Relations, the Montana World Trade 
Center, and the Montana District 
Export Council.  All these amazing re-
sources will be in one place, at one time, 
and available to answer your exporting 
questions.  Customized material will 
also be presented.  

In between the second and third session, 
you and your coach will develop your spe-
cific plan to export into your target market.  

In the third session, participants will 
each present their export plan to other 

participants as well as 
the individual coaches 
and export resources 
of Montana.  Valu-
able feedback from 
experienced exporting 
professionals will be 
provided.    

The program is a 
proven success. About 
600 companies in the 
U.S. have received 
assistance from MEP 
affiliates like MMEC 
to develop their 

export plans.  These companies have 
reported an average increase or retention 
of international sales of $770,000.  

Delkor Systems of Circle Pines, Min-
nesota, may be a company like yours 
that has been exporting “accidentally,” 
reacting to opportunities to conduct 
business abroad rather than through 
a conscious strategy.  As a result of 
participating in ExporTech, Delkor was 
able to achieve a 30% increase in sales 
within six months.  Learn more about 
how it can help you in the coming days.

Respectfully,

Paddy Fleming, MMEC Director

Montana State University’s Jake 
Jabs College of Business and Entrepre-
neurship is seeking local and regional 
businesses and non-profit organizations 
willing to offer students practical busi-
ness experience in return for research, 
issue analysis or operational advice dur-
ing the upcoming fall semester, which 
runs from Aug. 24 through Dec. 11.

Participating students will be 
enrolled in “BMGT 463—Entrepreneurial Experience” or 
“BMGT 475R – Management Experience.” Both are senior-
level courses taught by Gary Bishop, associate teaching profes-
sor of management. Bishop said the entrepreneurial experi-
ence course is primarily focused on new start-up organizations 
or small, locally owned businesses. The management experi-
ence course focuses on more established businesses, as well as 
civic and non-profit organizations.

During the four-month courses, students will help manage 
special consulting projects requested by area businesses and 
non-profit organizations. Past projects have included develop-

ing business, marketing and financial plans, identifying ways 
to improve businesses, suggesting solutions to problems, re-
branding businesses, developing websites and social networking 
sites, market and competition analysis, sales analysis, feasibility 
studies, assisting with human resources and customer services 
issues, developing employee training and handbooks, and other 
business and management processes.

Businesses and organizations that wish to participate in the 
fall are invited to apply to the MSU Jake Jabs College of Busi-
ness and Entrepreneurship. Applications are due by Aug. 7.

The college also has an internship program known as Student 
Entrepreneurs in Action. As part of the program, local busi-
nesses and organizations may apply to host a college intern from 
the program to work with the business or organization for 10 
to 20 hours per week. In some instances, the student may work 
with the business or organization at no cost.

Application materials for both programs may be obtained by 
contacting Linda Ward at 994-1995 or lward@montana.edu, 
or Gary Bishop at 994-7017 or gbishop@montana.edu. More 
information also is available at 
http://www.montana.edu/business/e-center/for-companies.html.

“Each of the other woods 
I use are about three times 
harder than maple,” Bern-
hart said. “They are a reflec-
tion of the quality I go for. 
They don’t soak up water, 
flavors, or stains — very im-
portant in the kitchen.” He 
gets his woods from a direct 
importer in contact with 
sawmills and others in the 
supply chain. It is kiln dried 
and shipped to Earlywood.

The company is commit-
ted to supporting a refores-
tation program. For every 
tree’s worth of wood that Bernhart uses 
to make his utensils, he donates to have 
100 trees planted in the Atlantic rain 
forest of Brazil.

“Knowing how valuable a component 
trees are to our world, we want to make 
sure that the forests that grow the woods 
we use end up healthier because of us,” 
the artisan said.  Some of the trees used 
grow in the tropical climates of Central 
and South America.  “That is why we 

have chosen to plant our 
trees in Brazil.” 

 He recommends visiting 
http://www.plantabillion.org/ 
to learn more about the 
forest and the impres-
sive efforts that are being 
made to save this vital 
piece of Brazil.

Needed Working 
Capital to Grow 

Bernhart’s search for 
financing several years ago 
began with the SBA website 
and led him to the Montana 

Community Development Center  where 
he was able to secure a loan, gain busi-
ness advice on setting up and using an 
accounting system, and get his business 
out of its humble beginnings in a garage. 
It also netted an unexpected referral that 
is providing a solid production system for 
managing future growth. 

“I’m always looking for a challenge, 
and every day there’s something new 
to learn in the business world,” he is 

quoted on the Montana CDC website, 
where it is noted that its lending team 
saw Brad’s drive and the work he had 
put into his business strategy. It was 
enough to go forward with a loan of 
$80,000.  It was Montana CDC that 
hooked Brad up with MMEC in early 
2014. (See  sidebar about this financial re-
source for business in this newsletter.)

Bernhart recounts the call he re-
ceived while driving to tell him the 
loan request was not approved. Yet, he 
needed working capital in order to leave 
his other job or wait another four years 
to fully launch. So he presented more 
of his case over the phone. “I painted a 
clear picture of the challenges and my 
strategies,” he said.  At the conclusion of 
the conversation the loan was back on 
the table.

“She realized I had given this a lot of 
thought and preparation. Mine was not 
just an idea, and I had skill sets directly 
applicable.  Indeed, Montana CDC’s 
slogan is “helping entrepreneurs turn 
passion into progress.”

Paddy Fleming

Finishing touches

Earlywood (cont. from cover)

(cont. on page 4)
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timely fashion. “Now the system tells my employee what to do. It 
saves me time like crazy.” 

While the system is helping manage for growth, the biggest 
benefit is that it has freed up Bernhart’s time to work on mar-
keting efforts and keep up with culinary bloggers. He contacts 
them, sends a free product; they write about it, and it generates 
sales. “You are never finished marketing. I have just the one em-
ployee; it’s me for everything else.”

The inventory management system has been fully in place for 
about four months, and Bernhart reports that he has never run out 
of anything since. Before it would have been a half day spent making 
sure he had what was needed.  

When asked how his interactions with MMEC were, Bernhart 
said, “The best thing about those guys [Shyne and Todd Daniels 
who is working with him on a current project] is that when I would 
call on phone, they understood what I was talking about with very 
little explanation. They knew where I was going and where I needed 
to go.  MMEC is outstanding 
in that aspect — experts in 
that field. As a result they did 
exactly what I needed.” 

At this stage, Bernhart 
said he is “over the hump” 
of knowing whether the 
business can make it. Web 
and consignment customers 
make up about half of sales; 
wholesale and craft fairs are the remainder. New designs are al-
ways in the works, and he blogs through his website, a great spot 
for the culinary inspired. You can follow Earlywood on Facebook 
https://www.facebook.com/Earlywood or sign up for the mailing list at 
the bottom of any page at http://www.earlywooddesigns.com.

CDC to Boost 
Businesses with …
Recent Infusion of New Markets Tax Credits 

In mid-June, the US Treasury Department announced an 
award of $65 million in New Markets Tax Credits to the Mon-
tana Community Development Corporation. With the award, 
Montana CDC will continue to fund business start-ups and ex-
pansions in Montana and Idaho that create jobs and significant 
community impact. 

New Markets Tax Credit specialists are part of its lending team, 
which handles all aspects of business lending, including under-
writing, loan portfolio analysis, and development of new products. 

The consulting services are through its Small Business 
Development Centers (SBDC) team, assisting  Montana 
entrepreneurs at every juncture, from start-up to expansion, 
and through specific business challenges, including account-
ing, marketing, and purchase of existing businesses. It can 
also connect clients with other business resources such as the 
Montana Manufacturing Extension Center.

MCDC typically delivers financing to people who cannot 
access traditional bank financing but show a strong likelihood 
of repayment based on character, credit worthiness, past per-
formance, and future projections.   Its loans do have a slightly 
higher interest rate, and the terms and structures vary depend-
ing on the client. It also offer lines of credit.  The organization 
can offer stand-alone loans and also bank partnership and 
bank participations, and augments with business development 
services during the application and over the life of the loan.

Since 2009, Montana CDC has used the tax credits to fund 
22 projects totaling $266 million. Projects include the Bullhook 
medical clinic in Havre, the new Universal Athletics headquar-
ters in Bozeman, and the tribal government building on the Fort 
Peck Reservation in Poplar. New Market Tax Credits are for de-
velopment projects that are $4 million or larger in low-income 
areas. If you know of a project, call 406-728-9234 today to find 
out if it qualifies for NMTC financing.

Read more about the award in the About Us dropdown “News 
and Reports” section at http://mtcdc.org.

“The CDC has been really great,” he 
said. They have provided marketing help, 
accounting system guidance and put 
him in touch with MMEC and match-
ing grant funds in order to incorporate 
Lean concepts into the business. “Be-
cause of them, my Quickbooks setup and 
finances are totally dialed in.” 

MMEC Worked Directly with 
Owner on Strategies

 “Brad is a classic Montana small busi-
ness owner, wearing many hats,” Mark 
Shyne of MMEC said. “He was very 
interested in receiving input and advice. 
As a Mechanical Engineer, he knows a 
lot, as evidenced in the fact that he had 
deployed advanced woodworking tools, 
demonstrating that he knew how to 
spend wisely and had already made some 
good decisions.”  

In fact, Bernhart graduated from 
Montana State University with a Bach-
elors degree in Mechanical Engineering. 
He worked remotely for eight years for a 
company in Portland designing dredge 
cutter-heads, the biggest in the world, 
for seagoing vessels before returning to 
his dream to build a successful business 
enterprise in Montana.  

“Like other small business owners, 
he’s pretty isolated,” Shyne said.  “One 
thing we are able to do that really helps 
a business is validate ideas.  Clients ap-
preciate it, because they don’t know [if 
their decisions are the right ones]. Based 
on best practices, we can point out what’s 
working well, where opportunities exist, 
and provide more ideas.”

The big constraint in a one-man shop 
is time for both making and selling prod-
uct. “If you’re making things, you can’t 
be out selling; if you’re selling, you can’t 
be making product,” Shyne explained.  
Brad needed to take it to the next level, 

and MMEC advised him to get a student 
helper or other employee.

Inventory Management 
Critical to Manage Growth

During the initial site visit, MMEC 
identified the need for a system to man-
age inventory, including raw materials, 
work in process, and finished goods. 
Shyne drew up a one-page inventory plan 
for the multi-step production process 
showing each step and setup times; how 
long inventory in “supermarkets” [parts 
storage at various work cells] would last, 
and a Lean Kanban system for when to 
replenish.  Raw material needs, customer 
order patterns, product flow and layout, 
and storage needs were all considered for 
the production system.   

The big challenge was spikey inventory 
from seasonal and show demand.  “We 
built an extensive spreadsheet to help 
him know what to make and how much 
to have on hand, replenishment strate-
gies, and a better understanding of what 
quantities to hold in finished goods,” 
Shyne said. The inventory model, a living 

document, requires inputs for continued 
accurate decision making. Brad took 
ownership and took it to the next level.

To stay ahead of anticipated demand, 
Earlywood would need to gain efficien-
cies to be prepared and fully utilize its 
facility.  MMEC provided standard 
Lean Manufacturing and Plant Layout 
Assistance to help maximize the poten-
tial in the existing facility. The facility 
layout is a non-architectural, oversize 
drawing that includes optimal equip-
ment arrangement, utility locations, raw 
materials, waste materials, and exter-
nal building requirements (i.e., traffic 
lanes, parking). It is based on all inputs, 
interviews, optimizations and tradeoffs 
discussions with the company. 

A Capacity Analysis tool was used to 
select the optimal equipment arrange-
ment, estimate resource needs, equip-
ment costs, and other estimates. MMEC 
also helped establish a productivity 
measure based on dollars per eight-hour 
day.  Time was spent on batching and 
changeover areas to optimize for Early-
wood’s unique situation and looked at 
the balance of raw wood vs freight costs, 
Shyne said.

  
Now System Manages Itself

“Before the inventory system was in 
place I was chasing my tail,” Bernhart 
recalled. Inventory was in two locations, 
and he would go between the two to 
quickly scan for what was needed. He 
had lots of scratch paper, would ballpark 
needs, and had lots of to-do lists” float-
ing all around.”  

At craft fairs, he used to sell most of 
his inventory, constantly running out and 
so busy managing inventory he couldn’t 
spend as much time growing sales.

“Now, the system manages itself,” he 
said.  Kanban cards alert for reordering 
and replenishing stock or finished goods. 
He runs a modified two-bin system for 
replenishing parts.

“The other huge benefit is that now I 
have full time employee,” he said, adding 
that when you are writing up lists, you 
can’t get them to the other person in a 

$3.3 Million Revolving Loan Funds for MT Wood 
Products Businesses

Montana Department of Commerce has over $3 million available 
in state and federal loan funds to assist wood product and 
wood processing businesses that have suffered or are suffering 
economic hardships. The Department administers two different 
revolving loan funds, one funded by the State of Montana 
and one by the US Department of Commerce – Economic 
Development Administration. These programs provide a long-
term affordable lending tool to assist businesses in retaining 
or creating jobs, providing a long-term economic benefit to the 
state of Montana.  

Learn more at http://businessresources.mt.gov/WPRLF and how to apply 
for a loan. Contact Carolyn Jones, Section Manager, 406-841-2594.

Each utensil is laser engraved with Earlywood logo.

The big constraint in a one-man 
shop is time for both making and 
selling prod uct.

Earlywood (cont. from page 3) Earlywood (continued)
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After 18 years with 
MMEC and 25 at Mon-
tana State University, 
Deborah Nash is retir-
ing August 1.

“It has been my 
honor and privilege to learn and share 
stories about the fabulous manufac-
turing enterprises across Montana,” 
says Nash.  “I am looking forward to 
more time in the garden and with my 
fly rod!”

Nash has been the marketing com-
munications and event planner for the 
Center since 1998.

ForwardFocus, a Newsletter for
Montana Manufacturers, is Now Online

Feel free to contact mmec@coe.montana.edu about manufacturing topics 
or issues that concern you and for your company news briefs.

Sign up at mtmanufacturingcenter.com

In the MFG NEWS!
Get Linked
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Manufacturing News
Celebrating 50 Sweet Years …

Western Bee Supplies, Inc., http://westernbee.com/  in Polson, celebrates 50 years in 
2015.  The beekeeping industry has and still is going through many changes. Western Bee has 
ridden those cycles since 1965, innovating and expanding into new markets that help utilize all of 
its renewable resources responsibly.  Besides providing the highest quality woodenware available 
to beekeepers, Western Bee provides other beekeeping supplies from bee packages, containers 
of all shapes and sizes, to foundation, to bee medications and extractors through its e-store. 

GTUIT Quality System Now Certified
GTUIT, LLC, http://www.gtuit.com has earned its ISO 9001: 2008 Certificate from the registering 

body TUV USA for establishing and applying a quality system to its operation. GTUIT is a design, 
development, and manufacturing company providing mobile flare gas capture technology for the 
oil and gas industries, remote NGL extraction, and gas conditioning processes.

Two-story BrewPub in the Works for Missoula
The owners of Lolo Peak Brewing Co. http://lolopeakbrewery.com/ plan to build an 8,000-

square-foot, two-story brewpub and restaurant in the heart of Missoula at the Old Sawmill District 
http://oldsawmilldistrict.com/, just a stone’s throw from Ogren Allegiance Park and the Clark Fork 
River. Read more at http://www.matr.net/article-66715.html

New Exec Joins Prospera Business Network
The Prospera Business Network Board of Directors and staff are pleased to welcome Paul 

Reichert as the new  Executive Director of the organization. Paul has over 20 years of nonprofit 
and community development experience in Montana having served as the Executive Director for 
both the Helena and Bozeman Downtown Business Districts and as the agency Director for the 
Montana Heritage Commission. His diverse accomplishments in local community development 
in Montana will be a strong asset to the business clients, entrepreneurs and local governments 
that Prospera serves in Gallatin and Park Counties. Prior to joining Prospera, Paul served as the 
Senior Manager of Park Programs for the Yellowstone Park Foundation, a nonprofit fundraising 
organization that supports programs in Yellowstone. Paul is a graduate of MSU Bozeman.

Family Business Day - SAVE THE DATE — October 23, Bozeman
Plan to attend the annual MSU Jake Jabs College of Entrepreneurship and Business 

event to celebrate pioneering and successful family businesses and the hearts of the people 
who have sustained them through generations here in Montana. Awards are based on multi-
generational family business involvement and longevity, preparedness for succession, community 
and industry contributions, and innovative business strategies. The program is sponsored by 
State Farm Insurance with the awards being underwritten by Stockman Bank; additional program 
support from the Montana Chamber of Commerce.  
http://www.montana.edu/business/familybusiness/index.html

  

Montana Manufacturing Center 7

Sean Becker
Business Resource Division
Montana Department of   
 Commerce
Helena, MT 

Susie Burch
Executive Director
Econ. Development & 
 Continuing Ed
Flathead Valley 
 Community College
Kalispell, MT

Edward Buttrey
State Senator
Great Falls, MT

Gary Byers
Owner
Creative Sales Company
Columbia Falls, MT

John Cech
Deputy Commissioner
OCHE – 2 Year Programs
Helena, MT

Brett Doney
Executive Director
Great Falls Economic   
 Development Authority
Great Falls, MT 

Della Ehlke
Controller
Montana Hydraulics/FELCO Ind.
Helena, MT

Ron Ehli
State Representative
Hamilton, MT

Tracy Ellig
Executive Director   
 Communications
Montana State University
Bozeman, MT

Dan Fallon
President
McDantim Gas Blending   
 Technologies
Helena, MT 

Britt Fred
President
Northwest Paint/NWFF
Bonner, MT

Jim Haider
Co-Owner
GTUIT
Billings, MT

Ken Johnson
President
CM Manufacturing
Missoula, MT

Kelly McCarthy
State Representative
Billings, MT 

Pat Miller
Owner
PFM/Landtamer
Townsend, MT

Scott Ogeka
Operations Manager
West Paw Design
Bozeman, MT 

Dave Oien
President
Timeless Food
Conrad, MT

John  Rogers
Governor’s Office of Economic 

Development
Helena, MT

Celeste Rohrich
Co-owner
Spanwell
Forsyth, MT 59327

Jon Sesso
Senate District 37
Senate - Minority Leader 
Butte, MT 

Claude Smith
Plant Manager
Pasta Montana LLC
Great Falls, MT

Colin Sorenson
BBER/School of Business 
 Administration, UM
Missoula, MT

Jan Tusick
Program Manager
Mission Mtn 
 Food Enterprise Center
Ronan, MT

MMEC Advisory Board Members

MSU Offers New Support on Government Contracting
Montana companies interested in doing 

business with federal, state and local gov-
ernment agencies will have a new resource 
for consulting, training and support 
through Montana State University begin-
ning July 7. The university has hired Jeff 
Cuskey, a retired U.S. Navy commander 
and leading expert in government con-
tracting, to serve as director of the newly 
created Bozeman Procurement Technical 
Assistance Center (PTAC). The service 

will be based at TechLink and is funded through a cost-sharing 
cooperative agreement between the Defense Logistics Agency 
and MSU.

Cuskey is coming to Bozeman from his position as senior 
procurement specialist with the Monterey Bay PTAC. He has 
more than 25 years of experience in federal and defense acquisi-
tion, contracting, program management and business financial 
management. During his 20 years of active duty service with 
the U.S. Navy, Cuskey served as a contract specialist at the 
Defense Contract Management Agency, and as procuring con-
tracting officer and business financial manager for two of the 
Navy’s largest fighter aircraft programs.

The training and assistance provided by PTACs is usually 
free of charge and includes helping businesses with required 
registrations, identification of contract opportunities, help in 
understanding requirements and in preparing and submitting 
bids. The lead agency is the Billings PTAC, hosted by Big Sky 
Economic Development. The Bozeman PTAC is one of nine 
PTACs located across the state of Montana; it will serve five 
counties, including Broadwater, Gallatin, Lewis and Clark, 
Madison and Park.

Part of MSU, TechLink is funded by the Department of 
Defense to establish licensing and other technology transfer 
agreements with US industry. TechLink is one of several MSU 
offices that serve to strengthen Montana’s economy: Montana 
Manufacturing Extension Center provides technical support 
to the state’s manufacturing base, the Montana Agricultural 
Experiment Station provides valuable research to the state’s 
farmers and ranchers, MSU’s Technology Transfer Office 
works with Montana companies to commercialize university re-
search discoveries, MSU’s Optical Technology Center, OpTeC, 
has played a role in the creation of dozens of laser and optics 
companies in the state. 

For more information on the Montana PTAC, go to 
http://www.montanaptac.org/.

Export Opportunities 
Underway in Canada 

 
The Montana World Trade Center 

(MWTC) at the University of Mon-
tana and seven trade delegates recently 
returned from a week-long trade mission 
to Calgary, Alberta, and Vancouver, 
British Columbia, where they devel-
oped sales agreements, cultivated new 
relationships and explored potential op-
portunities within the Canadian market.

Agile Data Solutions owner Joel 
Henry plans to return to Canada within 
a month to finalize contracts, making 
the UM technology spinoff officially 
international. His firm has several soft-
ware demos deployed.

Other Montana companies on the 
mission included Purus of Florence, 
SmartLam of Whitefish, Montainer Inc. 
of Missoula, SK Fingerjoint of Libby, 
U.S. Bank N.A. of Missoula and Town 
Pump Hotel Group of Billings.

MWTC collaborated with Gov. 
Steve Bullock; Montana Department 
of Commerce Director Meg O’Leary; 
John Rogers, chief business officer for 
the state; the U.S. Commercial Service; 
the Canadian Consulate; UM alumnus 
Kyle Washington; and many others in 
planning events designed to maximize 
business success potential.

MWTC is a licensed World Trade 
Center helping Montana businesses 
establish or strengthen international 
commercial capabilities. For more infor-
mation, call Miranda-Freer at 406-243-
6982 or visit http://www.mwtc.org/.

Jeff Cuskey
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MMEC Mission
Providing systems and 
solutions to help Montana 
manufacturers innovate, plan, 
perform and grow.

To Visit Your Area MMEC Field Engineer
Call 406-994-3812

Your Strategic
Business Partner

Check Out Upcoming MMEC 
Training for Manufacturers!

Don’t Miss Jon Tester’s Annual Small 
Business Opportunity Workshop!

“Hitting Your Stride: 
Turning a Montana 
Small Business into a 
Montana Success”

Friday, July 17, 8 a.m. to Noon
MISSOULA — University of 
Montana, University Center Theater
Planning is underway for this Small 
Business Opportunity Workshop. 
Please join Senator Jon Tester, small 
businesses and service providers 
from across the state for this 
informative half-day session. 

To register contact Senator Tester’s 
Missoula Office 406-728-3003

*MMEC events offer 10% discount to Montana Chamber 
of Commerce/Mfg Council members.

Sharpen Your Skills
Select Monthly Topics

TUESDAYS with ToddTUESDAYS with Todd

8 www.mtmanufacturingcenter.com

TUESDAYS with Todd* 
(2nd Tuesday each month — 
July 14 thru December, 2015)
Bozeman, MMEC Conference Room, 1-4 p.m.
Customize your selection of half day workshops 
& sharpen your operations management skills: 
Lean Overview - July 14; Lean Office - Aug 11; 
Root Cause/Problem Solving – Spt 8; 
ISO 9001:2015 Changes Overview – Oct 13; 
Planning for Growth – Nov 10; 
Risk Management – Dec 8.

http://www.etouches.com/128771

Lean Enterprise 
Bronze Certification Program* 
through MMEC
Bozeman, MMEC Conference Room, every Friday 
for 10 weeks starting Aug. 21
Why 10 weeks?  80 hours of required training 
and education; three tactical project to apply 
Lean principles, required readings, quizzes, and 
a Final Exam proctored by MMEC that lead to a 
nationally recognized SME credential.  
Cost $2,500 w/exam.

http://www.etouches.com/112750

AS9100 Rev C Internal Auditor 
Training Workshop*
FVCC – Kalispell – Sept. 1-2-3, 2015
As part of your management system, confor-
mance to the AS 9100 standard helps meet 
customer expectations for quality, attracting 
new customers and retaining others in Aviation, 
Space and Defense organizations.  Cost $995 per 
person and includes copy of the standard.

http://www.etouches.com/128245


