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INTENSE CYCLES, INC

42380 Rio Nedo, Temecula, CA 92590
951-296-9596

www.intensecycles.com
71115

Ms. Heidi Marshall

Director, Workforce Development

Riverside County Workforce Investment Board
1325 Spruce Street

Riverside, CA 92507

Dear Ms. Marshall,

The management and staff at Intense Cycles Inc. are very appreciative of the support from the Riverside County
Workforce Investment Board (WIB) in assisting us with the services provided by California Manufacturing Technology
Consulting (CMTC). As a result of the services we received, we were able to accomplish the following:

Jobs Retained 10

Job Created (within the next 12 months) 2
Sales Retained $ 700,000
Sales Increased (within the next 12 months) $ 1,200,000
Cost Savings $ 10,450

Intense Cycles is a high-end bicycle manufacturer based in Temecula, CA. Before the Riverside County WIB support,
Intense Cycles was faced with growth problems related to 77% growth year to year. As a result of quick growth we
had, supply chain issues, waste and quality problems, and financial (cash flow) issues. As we attempted to fill the
expanding demand for our product we saw the need to continuously improve and be more efficient. We further
realized we couldn't sustain this success in growth unless we improved our work flow, throughput, ability, and
efficiency in order to meet customer demand on time with the quality they expect. Intense Cycles has some
knowledge and experience with lean from a few individuals.

Now, with the help of the Riverside County WIB and CMTC, Intense Cycles Inc. has implemented and
is efficiently using new IT solutions that have helped create better financial visibility and better cash
flow. For example, we now have less capital tied up in unnecessary inventory. We have also
implemented lean methods and tools which have led to improved processes and a lean culture
designed to find and eliminate waste anywhere in our processes. For example, we have reduced our
cycle time and have improved our speed to market. All of these improvements have allowed us to
retain sales and 10 at risk employees, and have positioned us to take advantage of more growth in
current and new markets, as we continue develop new models and to meet the demands of our
growing customer base.

Riverside County WIB’s support made a difference in our ability to move forward and achieve these
results. The entire team at Intense Cycles Inc. thanks you.

Sincerely,

Eelco AW, Niermeijer
Chief Financial Officer

cc: Retha Smith, RCWIB, Business Soiutions



| Laceful playgrou

June 23, 2015

Ms. Heidi Marshall

Director, Workforce Development

Riverside County Workforce Investment Board
1325 Spruce Street

Riverside, CA 92507

Dear Ms. Marshall:

The management and staff at Peaceful Playgrounds is appreciative of the support provided by the Riverside County
Workforce investment Board (WIB) in assisting us with the opportunity to participate in the California Manufacturing
Technology Consulting’s (CMTC) ExporTech program.

Located in Lake Elsinore, CA, Peaceful Playgrounds designs and manufacturers cost effective playground structures
that enhance learning, prevent bullying, and promote positive social interaction on the playground. Peaceful
Playgrounds has been struggling to expand business growth.

Through participation in CMTC’s ExporTech program, we have increased understanding of how to compete in the
global marketplace, and have worked toward development of an export strategy with the objective of increasing
sales growth in global markets where there is additional demand for our products.

With the help of the Riverside County WIB and CMTC'’s ExporTech program, we have created and now are
implementing an export growth plan that will help our Company expand business growth in global markets with

increased speed, less risk, and more profitably.

The WIB’s support made all the difference in our ability to move forward with achieving expanded business growth
in global markets, resulting in stability for our workforce now and opportunities for job growth in the future.

The Team at Peaceful Playgrounds thanks you.

Sincerely,
Melinda Bossenmeyer Zla Bossenmeyer
Founder/President Vice President

cc: Retha Smith, RCWIB, Business Solutions
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Ms. Heidi Marshall

Director, Workforce Development

Riverside County Workforce Investment Board
1325 Spruce Street

Riverside, CA 92507

Dear Ms. Marshalt:

The management and staff at RKL Technologies are very appreciative of the support from the Riverside
County Workforce [nvestment Board (WIB) in assisting us with the services provided by California
Manufacturing Technology Consulting (CMTC). As a result of the services we received. we were able to
accomplish the following:

Jobs Retained 12
Jab Created (within the next 12 months) 6
Sales Retained $200,000
Sales Increased (within the next 12 months) $150,000
Cost Savings . $60.000

Before the Riverside County WIB support, RKL Technologics was faced with declining market share, too
much revenue tied to too few customers, quality issues, and lack of a competitive advantage. We werce
enjoying success prior to the recession, But then we lost business due to the economy and the competition.
We had experienced a downward trend in the medical device segment as those customers were having their
parts produced in Mexico to reduce costs. We also had a diversification issue as two dominant customers
each made up over 40% of our customer demand. We realized that incfficiencies were prevalent in our
operations and that we needed to be more efficient in meeting customers’ needs in order ta be profitable.

Now, with the help of the Riverside County WIB and CMTC, RKL Technologies has implemented Lean
methods and tools. We have put together a Kaizen team and have run multiple kaizen events, We have
strengthened the company’s financial situation and increased participating employees’ work skills. We have
implemented a Kanban system and supply chain management, improving cfficiencies, lead limes and
reducing work in progress (WIP), which have led to increased capacity. In addition, we have implemented
Sales & Marketing best practices. which have allowed us to take advantage of our increased capacity and diversify our
customer base. All of these improvements have allowed us to retain sales and 12 at risk employces, and have
positioned us 1o take advantage of more profitable growth, as we penetrate new markets.

Riverside County WIB Thank You Letter
Rev 2015-06-30



Riverside County WIB’s support made all the difference in our ability to move forward and achieve these
results. The entire team at RKL Technologies thanks you,

Sincerely,

Roy iomstein

President
RKL Technologies, Inc.

cc: Retha Smith, RCWIB, Business Solutions

Riverside County WIB Thank You Letter
Rev 2015-06-30



['., California Manufacturing Technology Consulting®
= Engagement Completion Form {ECF)

Section I—Contacts, Service Delivery Summary

Client Company Name:  RKL Technologies CMTC £ng Contact:  Jo Ann Malagon 310-283-8172
Engapement No: . 86430-02

{SF OPP, 112839)
Eng Description/Title: RKL Technologies - WIB - Lean Consulting

Date Work Began: Jan 2015 CMTC Director/ David Moates, {858) 245-4031
Mgr: .
Date Work Completed: May 2015

Cllent Contact - Engagement Client Contact - NIST Survey {Primary} Client Contact - NIST Survey (Secondary)
Name: Roy Hornstein Name:  Roy Hornstein Name:  Roy Hornstein
Title: President Title: President Title: President
E-mail:  roy@rkitech.com E-mail:  roy@rkitech.com E-mail:  roy@rkltech.com
Phone:  {9S51) 738-8000 Phone:  {951) 738-8000 Phone:  {951) 738-8000
Objectives:

RKL Technologies was losing business due to the economy and the competition, We had experienced a downward trend in the
medical device segment as those customers were having their parts produced in Mexico to reduce costs. We also had a
diversification Issue as twa dominant customers each made up over 40% of our customer demand. Therefore we decided to
partner with CMTC for this engagement, whose objective was to implement lean methods and tools needed to be more
efficient in meeting customers’ needs in order for us to become more profitable.

Deliverables:

.- Lean Manufacturing education conducted

. Lean Manufacturing awareness created

s Kalzen teams developed and kaizen evems conducted
. Improvements made

e Report-aut documentation and results presented

o Sales diversification targets identified
Accomplishments:

In addition to completing all tasks on time and meeting all deliverables, this engagement has led to increased efficiency and
reduced variability throughout our operation and has contributad ta Increased guality and reduced lead times, allowing us to
increase customer satisfaction while remaining prafitable. These improvements have led to retained sales and 12 at risk
employees and have positioned us for more profitable growth as we meer and exceed the demands of our customer base.

Manufacturing a Difference Survey (Check only one box per bulleted item.}

The preject/work and its effect will make a difference: S)gzleﬂ'z’anl Significant  Somewhat Neutral None
e To our compelitive position 50 ar L ¢ 20 10
» Tostaying in business m} 40 35 20 10
» Tostaying in California 50 40 Jd 0 10
¢ To growing our husiness and adding jobs s M 30 20 10

Sectioh It NIST Survey Questionnaire— Forecasted Impact @Engagement Completion

CMTC® » 630 Knox St Ste 200, Torrance CA 90502+ 310.263.3060 » www.cmtc.com Engagement Completion Form (ECF)
Page 10of4 ) Rov 2012-03-21



86430-02

Cllent:  RKL Technologles Engh  (SFOPR.
112839)
1. What were the two most Impartant factors for your firm choosing to work with CMTC?
W Center/staff Expertise [ Specific services not available from other providers
O Cost/price of services O Lack of other providers nearby
u fFair and unbiased advice/services {0 Other (specify)
1 Reputation for results O Don'tknaw
[0 Knowledge of your industry 1 Refused to answer
2. In addition to CMTC, has your company used any other external resources/providers to address business performance
issues over the past 12 months?
Qves wo O0eon’t know GiRkefused to answer
3. Asvyou look forward over the next 3 years, what do you se¢ as your company’s three most important strategic
challenges?
0  Product innovation/development O Sustalnability in products and processes
H Identifying growth opportunities £ Managing partners and suppliers
!X Qngolng continuous improvement/cost O Technology needs
reduction strategies
O Other
ﬁ Employee recrultment and retention (specify)
3 Ffinancing O Don'tknow
00 Exporting/Global engagement 0 Refused to answer
4, Do you forecast the services you received may directly lead to an increase in sales at your establishment over the next
12 months? :
NHewl = i men? 5130, c0c GNo O Don'tknow 0O Refused to answer
5. Over the next 12 months, do you forecast the services you recelved may directly lead you to retain sales that would
otherwise be lost? ’
)(\ =5 How anirh? 5208 o QONo - O Don'tknow Ol Refused to answer
6. Do you forecast the services you received may directly lead you to create any jobs over the next 12 months?
%\'x?z -3 Hovi many ! & R QONo I Don't know (2 Refused to answer
7. Do you forecast the services you received may lead you to retain any jobs over the next 12 months?
)se e =R Hove ! 2 e QONo O Ddon'tknow O Refused to answer
8. Do you forecast the services you received may directly result in cost savings In labor, materials, energy, overhead, or
other areas over what would otherwise be spent in the next 12 months?
Z< SR e p _('90/‘1;‘\ . ONo O Don't know O Refused to answer
9, As a3 result of the services you received, do you forecast your establishment will increase its investment over the next
12 months in:
a, New products or processes?
CMTCS « 690 Knox St Ste 200, Torrance CA 90502+ 310.263.3060 » www.cmle.com Engagement Completion Form (ECF)

Page 20f4

Rey 2012-03-21



86430-02

Client:  RKL Technologles Engé  (SFOPP.
112839)
e = tiow na . uNo O Don’t know O Refused to answer
b. Plant or equipment?
WK 2 Mewenned o Do JNo O Don't know O Refused to answer
[+ Information systems or software? .
Wi =1 Hegrmart % Z\J,C\-C B ONo O Don't know Q Refused to answer
d Workforce practices or employee skilis?
< b Mo -
Xeoo =5 il nasinin B0 ONo  DDon'tknow O Refused to answer

e Other areas of business?
Wyen S e naazi?S s ,MNO Q1 Don‘t know 0 Refused to answer

10. As aresult of the services you received, do you forecast your establishment will avoid any unnecessary investments or
save on any investments in the next 12 months?

. 7 = o0
X'::n a1 TR (O Pt I PRTTN I TN PN R S B A )_OJ\" v

Ono O Don't know 0 Refused to answer

11. A. Based on the benefits that resulted from the services provided, how likely would you be to recommend CMTC to
other companles, assuming they are not direct competitors?

o1 2 o3 Q4 Os s o7 05 oo Mo
Detractor (Not likely to recommend CMTC) Neutral Promater (Ukely ta
retommend CMIC)

B. If you did not give a score of “10” what one thing could CMTC have done to improve their score?

Section lll = Client Comments
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‘Section IV - Agreement to Completion of Work ~ Deliverables ~ Case Study ~ Forecasted Impact ~ Payment -

CMTC*® » 690 Knox X Ste 200, Torrance CA 50502« 310.263.3060 » www.cmic.com Engagement Completion Form (ECF)
Pagc3ofd fev 2012.03-21



86430-02

Client; RKL Technslogles Ergt (SEOPP
mmmwwump;ai  Madeventisseisted X Rina! Invoice & approved for payment ¢
Sustainment Plan developed  JQves  Dito Ciemtagreesto develop a Case Studywith OMTC. Mffes Do

dlent Represantative CMTC Representative

PrintName: _Roy Homsteln Print Neme: _JoAnn balagon

Tide: _President . TRle _CllentAdvisor Consutant
signature: W—‘ Signature: /
Gy w7 4]30]5

CMTC® » 650 Knox S¢ Ste 200, Torrance CA 90502+ 3%0.263.3060 » wwow, orte.coum Engagemaent Complstion Form (ECF}
Page 4of4 Rev2012-03-21



NEWPORT
COT TAGES.

www.newportcottages.com

June 26, 2015

Ms. Heidi Marshall

Director, Workforce Development

Riverside County Workforce Investment Board
1325 Spruce Street

Riverside, CA 92507

Dear Ms. Marshall:

The management and staff at Summertree Interiors are very appreciative of the support from the Riverside
County Workforce Investment Board (WIB) in assisting us with the services provided by California
Manufacturing Technology Consulting (CMTC). As a result of the services we received, we were able to
accomplish the following:

Jobs Retained 12
Job Created (within the next 12 months) 3-6
Sales Retained $IM
Sales Increased (within the next 12 months) $400K
Cost Savings $250K

Before the Riverside County WIB support, Summertree Interiors was faced with on time delivery issues,
quality issues, and supply chain issues. Since 2006 Summertree Interiors has manufactured children’s
furniture in Riverside County. We sell to a network of dealers located throughout the USA, South
America, UK, South Korea and Canada. The good news is, we were faced with increased interest in our
products, as two large competitors closed this year: The bad news is, we were finding ourselves
struggling to meet the demands of current or new customers, due to lack of systems and infrastructure.
Summertree had very long lead times. We have 15,000 s/f of manufacturing space, but we were not using
it efficiently. Workflow issues and push systems were evident in every department. We had no visuals
controls or continuous improvement plan in place. 94% of all orders were not shipped on time.

Now, with the help of the Riverside County WIB and CMTC, Summertree Interiors has instituted Lean
Manufacturing tools and philosophies throughout our operation. We have reviewed our inventory control
systems and have made the necessary changes. We have restructured how we utilize our square footage.
We have appointed a Kaizen team, formulated a Lean Manufacturing Business Plan and have conducted
multiple kaizen events. We have created key performance indicators to measure improvement. All of
these improvements have allowed us to significantly reduce lead times, increase on time delivery, retain
sales and 12 at risk employees, and has positioned us to take advantage of more profitable growth as we
meet and exceed the demands of our new customers.

Riverside County WIB’s support made all the difference in our ability to move forward and achieve these
results. The entire team at Summertree Interiors thanks you.

Sinceraly,

4111 Buchanan Avenue « Riverside, California 82503 « Tel. (851) 549-0590 Fax (851)549-0792



8 California Manufacturing Technology Consulting®
=y Engagement Completion Form (ECF)

Craseng Sohsiors

Section I—Contacts, Service Delivery Summary

Client Company Name: Summertree Interiors Inc A CMTC Eng Contact: - Steve Buchwald, (310) 984-0632
Engagement No: | 86430-04 '
i (SFOPP. 112834)
Eng Description/Title: . Summertree Interiors Inc - WIB - Lean
Date Work Began: " Dec2014 ~ CMTC Director/ . David Moates, (858) 245-4031 :
i Megr:

Date Work Completed:  June 2014

Client Contact - Engagement Client Contact - NIST Survey (Primary) Client Contact - NIST Survey (Secondary)
Name:  Pockets Alvarez - Name:  Pockets Alvarez ~ Name: Pockets Alvarez
| Tile:  CEO Title:  CEO . Title:  CEO
E-mail:  pockets@newportcottages.com E-mail:  pockets@newportcottages.com E-mail:  pockets@newportcottages.com
. Phone:  (951) 543-0590 Phone:  (951) 549-0590 i Phone: (951) 549-0590
Objectives:

i Since 2006 Summertree Interiors has manufactured children’s furniture in Riverside County. We sell to a network of dealers
located throughout the USA, South America, UK, South Korea and Canada. The good news is, we were faced with incteased
interest in our products, as two large competitors closed this year: The bad news is, we were finding ourselves struggling to
- meet the demands of current or new customers, due to lack of systems and infrastructure. Summertree had very long lead

| times. We have 15,000 s/f of manufacturing space, but we were not using it efficiently. Workflow issues and push systems
were evident in every department. We had no visuals controls or continuous improvement plan in place. 94% of all orders
were not shipped on time. Therefore, we partnered with CMTC for this engagement, whose objective was to institute lean

. manufacturing tools and philosophies throughout the shop, establish a visual manufacturing plant, facilitate multiple kaizen
. events, and create improved inventory management systems and Key Performance Indicators (KPls).

Deliverables:

e Lean Manufacturing education conducted

e Value Stream Maps completed

e Kaizen Event(s) conducted

e Improvements made

e  Report-out documentation and results presented
e KPls developed

e  Lean Business Plan created

Accomplishments:

In addition to completingmall tasks on time and meéting all del'i"\}érables, this engagement has led to sugmﬂcantlyreducedlead T
times, increased on time delivery, retained sales and 12 at risk employees, and has positioned us to take advantage of more
profitable growth as we meet and exceed the demands of our new customers.

Manufacturing a Difference Survey (Check only one box per bulleted item.)

Very .
The project/work and its effect will make a difference: Significant Significant Somewhat Neutral None
e To our competitive position sO ou 30 20 10
e To staying in business R’ 40 30 20 10
CMTC® « 690 Knox St Ste 200, Torrance CA 90502+ 310.263.3060 + www.cmtc.com Engagement Completion Form (ECF}
P f4 Rev 2012-03-21



86430-04

Client: Summertree Interiors Inc Eng# (SFOPP.

- _112834)
o To staying in California s0 fim} = .- 20 10
e To growing our business and adding jobs * 40 30 20 10

Section Il NIST Survey Questionnaire — Forecasted Impact @Engagement Completion

1. What were the two most important factors for your firm choosing to work with CMTC?

% Center/staff Expertise O Specific services not available from other providers
$= Cost/price of services O tack of other providers nearby

O Fair and unbiased advice/services 0 Other (specify)

[0 Reputation for results O Don’t know

O Knowledge of your industry 0 Refused to answer

5. In addition to CMTC, has your company used any other external resources/providers to address business performance
issues over the past 12 months? :

QYes %\lo QDon't know ORefused to answer

3. Asyou look forward over the next 3 years, what do you see as your company’s three most important strategic

challenges?
?Product innovation/development O Sustainability in products and processes
?Identifying growth opportunities 0 Managing partners and suppliers

ngoing continuous improvement/cost 0 Technology needs
reduction strategies
O Other

[0 Employee recruitment and retention (specify)

O Financing O Don'tknow

[0 Exporting/Global engagement [0 Refused to answer

Do you forecast the services you received may directly lead to an increase in sales at your establishment over the next
12 months? % L/OO [<

( 5.) Over the next 12 months, do you forecast the services you received may directly lead you to retain sales that would
AadEe LELLE,

otherwise be lost? % M
X Hewe raueh 2 G \ - ONo O pon'tknow [ Refused to answer

ONo O pon’t know ([ Refused to answer

6. Do you forecast the services you received may directly lead you to create any jobs over the next 12 months?

% ; meny? ] 3 (L ONo 0O Don’t know [ Refused to answer

@ Do you forecast the services you reﬁi’ved may lead you to retain any jobs over the next 12 months?

v

8. Do you forecast the services you received may directly result in cost savings in labor, materials, energy, overhead, or
other areas over what would otherwise be spent in the next 12 months?

QNo O pon’t know O Refused to answer

D

« 630 Knox St Ste 200, Torrance CA 90502+ 310.263.3060 * www.cmtc.com Engagement Compietion Form (ECF)
age2of4 Rev 2012-03-21



86430-04
Client:  Summertree Interiors Inc Eng#t (SFOPP.

3 . %ZggKD N... 112834)

o QO Don’tknow Q Refused to answer

9. Asa result of the services you received, do you forecast your establishment will increase its investment over the next
12 months in:

New products or processes!ﬁ’
X : 76 /< ONo O Don’t know Q Refused to answer
bY Plant or equipment? % , g K

c Information systems or software?

ONo O Don’t know 0 Refused to answer

%o O Don’t know 0 Refused to answer

d. Workforce practices or employee skills?

x >y g $ 2_; K ONo O Don’t know Q Refused to answer

e. Other areas of business?

ONo %on’t know O Refused to answer

10. “As a‘result.of the services you received, do you forecast your establishment will avoid any unnecessary investments or
save on any investments in the next 12 months?& L{g l<

ONo O Don’t know 0O Refused to answer

11. A. Based on the benefits that resulted from the services provided, how likely would you be to recommend CMTC to
other companies, assuming they are not direct competitors?

o1 o2 o3 0a os 6 o7 o8 09 ﬂ)
Detractor (Not likely to recommend CMTC) Neutral Promoter (Likely to
recommend CMTC)

B. If you did not give a score of “10” what one thing could CMTC have done to improve their score?

Section [l - Client Comments

CMTC® = 690 Knox St Ste 200, Torrance CA 90502+ 310.263.3060 * www.cmtc.com Engagement Completion Form (ECF}
Page3of4 Rev 2012-03-21



Client:  Summertree Interiors Iinc

86430-04
(SF OPP.
112834)

Engi

™

%NK oL Fore FOrD INGo “his ’Déojgcf

Section IV — Agreement to Completion of Work ~ Deliverables ~ Case Study ~ Forecasted Impact ~ Payment

All engagement work completed O

Sustainment Plan developed CYes CINo

All deliverables satisfied 01

Client agrees to develop a Case Study with CMTC

CMTC Representative

Final Invoice is appr&éﬁ.fer payment OJ

Cyes OINo

pONIS SONNE*’I

Client Representative

Print Name:  Pockets Alvarez : Print Name:
Title: Trtle
Signature>( /\/ ML’\(— Signature:
Date: [p ( g Date:

CMTC® « 690 Knox St Ste 200, Torrance CA 90502+ 310.263.3060 * www.cmtc.com

Pagedofd

Engagement Completion Form (ECF)
Rev 2012-03-21



NEWPORT .
COTTAGES  Bottom Line Upfront

e Full Capacity Analysis demonstrating 20 units/day

e Order to Cash Conversion improved by 1 month

» Quoted Lead Time down from 12 weeks to 8 weeks

e Production Lead Time down from 6 weeks to 4 weeks
e Open Claims improved from over 25 to under 6

» Reduced overtime significantly

e Went from Push to Pull Production System

e Controlled Work In Process

» More effective utilization of assets and labor

NEWPORT
NSt Teamwork makes
the Dream work!




NEWPORT i
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NEWPORT Key to Continuous

COTTAGES.

Improvement is Teamwork

Top 10 Keys to Newport Cottages Lean Enterprise Success:

1)
- 2)
3)
4)
5)
6)
7)
8)
9)

Identify Department leads as Process Owners to drive a sustained effort

Roll 5S out across the entire shop, lines, labels, locations, standards for everything!
Maintain 5 minute 55 daily, 15 minute 55 weekly, 1 hour 55 monthly

Process Owners develop 5S Standard Operating Procedure and conduct audits
Establish Production Boards for each Department manage by Process Owners

Train every employee on the Production Boards so there is full Schedule awareness
Conduct daily Gemba Walk without fail; either Pockets or Jessica (2-3x/day if possible)
Measure complete orders NOT number of pieces

Build Training Matrix and rate each employee by process and tie into Annual Review

10) Reduce Work In Process and control material flow with Pull Production System



June 22, 2015

Ms. Heidi Marshall

Director, Workforce Development

Riverside County Workforce Investment Board
1325 Spruce Street

Riverside, CA 92507

Dear Ms. Marshall:

The management and staff at Walker Evans Racing Enterprises are very appreciative of the support from the
Riverside County Workforce Investment Board (WIB) in assisting us with the services provided by California
Manufacturing Technology Consulting (CMTC). As a result of the services we received, we were able to
accomplish the following:

Jobs Retained 20
Job Created (within the next 12 months) 3-5
Sales Retained S10M
Sales Increased (within the next 12 months) SiM
Cost Savings S2M

Before the Riverside County WIB support, Walker Evans Racing Enterprises was faced with capacity issues, supply
chain management issues, on time delivery problems and changing market conditions. Walker Evans Racing
began manufacturing motor vehicle parts and accessories in 1978. The 50,000 s/f manufacturing facility in
Riverside produces specialty springs, shocks, rims, and miscellaneous parts typically used on off-road vehicles.
The good news was that we had 10x increases in revenue over the past three years. However, the bad news was
that we needed to institute Lean philosophies for a complete enterprise transformation. Those efforts were
required to keep the high level of business and employment that goes along with it. Our on time delivery rating
was extremely poor at less than 50% and our customer satisfaction had suffered, threatening growth.

Now, with the help of the Riverside County WIB and CMTC, Walker Evans Racing Enterprises has instituted Lean
philosophies throughout our operation. We have deployed 5S. We have created cells for better flow. We have
conducted several set up reduction Kaizen events. These improvements have allowed us to significantly reduce
lead times, increase on time delivery, retain sales and 20 at risk employees, and have positioned us to take
advantage of more profitable growth as we meet and exceed the demands of our customer base.

Riverside County WIB’s support made all the difference in our ability to move forward and achieve these results.
The entire team at Walker Evans Racing Enterprises thanks you.

Sincerely,
Don Barker
Manager

cc: Retha Smith, RCWIB, Business Solutions

Mailivnes AAAvAco: DN 2 2 C
Mailing Address: P.O. Box 2469, Riv
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California Manufacturing Technology Consulting®
Engagement Completion Form (ECF)

“l
‘l\
v

Section |—Contacts, Service Delivery Summary

Client Company Name: Walker Evans Racing Enterprlses - . CMTC Eng Contact: Steve Buchwald, (310)) 984-0632
Engagement No: . 86430-19 | '
| (SF OPP. 113187)
Eng Description/Title: Walker Evans Racing Enterprises - WIB - Lean SOW
Date Work Began: March 2015 CMTC Director/ DavndMoates,_ (858) 245-4031
©oMgr: : -
Date Work Completed: June 2015

Client Contact - Engagement Client Contact - NIST Survey (Primary) Client Contact - NIST Survey (Secondary)
Name:  Don Barker Name:  Don Barker . Name: Alex Ramage
Title: Production Manager Title: Production Manager Title: HR Manager
E-mail: don@walkerevansent.com E-mail: don@walkerevansent.com E-mail:  alex@walkerevansent.com
Phone: (951) 784-7223 Phone:  (951) 784-7223 Phone: (951) 784-7223
Objectives:

. While Walker Evans Racing Enterprises had 10x increases in revenues over the last 3 years we needed to institute Lean

. philosophies for a complete enterprise transformation in order to be able to sustain that growth. Our on time delivery rating :
. was extremely poor at less than 50% and our customer satisfaction had suffered, threatening growth. Therefore, we decided to
partner with CMTC for this engagement, whose objective was to create a Lean Enterprise Transformation. f

Deliverables:

o Lean Manufacturing education conducted

o Lean Manufacturing awareness created

o Value Stream Maps completed

° Kaizen teams developed and kaizen events conducted
o Improvements made

o Report-out documentation and results presented

o KPIs developed

e Next steps plan created

Accomplishments:

In addition to cokﬁpleting all tasks on time and meeting all deliverables, this engagement has led to significantly reduced lead
times, increased on time delivery, retained sales and 20 at risk employees, and has positioned us to take advantage of more
profitable growth as we meet and exceed the demands of our customer base.

Manufacturing a Difference Survey (Check only one box per bulieted item.)

The project/work and its effect will make a difference: Sig\r:;irzlant Significant Somewhat Neutral None

e To our competitive position 500 X 30 200 10

e To staying in business sO 40 x 20 10

e To staying in California 50 40 30 2@ 10

e To growing our business and adding jobs x 40 30 20 10
CMTC® » 690 Knox St Ste 200, Torrance CA 30502+ 310.263.3060 * www.cmtc.com Engagement Completion Form (ECF)

Pagelof4 Rev2012-03-21



86430-19
Client: ~ Walker Evans Racing Enterprises Eng# (SFOPP.
Lus1er)

Section Il NIST Survey Questionnaire — Forecasted Impact @Engagement Completion

1. What were the two most important factors for your firm choosing to work with CMTC?

[0 Center/staff Expertise [0 Specific services not available from other providers
O Cost/price of services O Lack of other providers nearby
O Fair and unbiased advice/services O Other (specify)

y Reputation for results O Don’t know

w Knowledge of your industry O Refused to answer

2. In addition to CMTC, has your company used any other external resources/providers to address business performance
issues over the past 12 months?

QOvYes x\io QODon’t know ORefused to answer

3. Asyou look forward over the next 3 years, what do you see as your company’s three most important strategic

challenges?
[0 Product innovation/development [0 Sustainability in products and processes
O Identifying growth opportunities [0 Managing partners and suppliers
% Ongoing continuous improvement/cost O Technology needs
reduction strategies
O Other
Q’ Employee recruitment and retention (specify)
O Financing [0 Don’t know
[0 Exporting/Global engagement [0 Refused to answer

4. Do you forecast the services you received may directly lead to an mcrease in sales at your establishment over the next
12 months? Z 6- 42V> APPQD% l m

% No QO Don’t know O Refused to answer

5. Over the next 12 months, do you forecast the services you received may directly lead you to retain sales that would
otherwise be lost?

O Don’t know [ Refused to answer

6. Do you forecast the services you received may directly lead you to create any jobs over the next 12 months?

% > How maby? g '_‘6. ONo 0O Don't know O Refused to answer

7. Do you forecast the services you received may lexd you to retain any jobs over the next 12 months?

4

8. Do you forecast the services you received may directly result in cost savings in labor, materials, energy, overhead, or
other areas over what would otherwise be spent in the next 12 months?

=3 o nigh? ’O {5% ONo O Don’t know 0O Refused to answer

#PPRo% $2m

ONo O Don’t know U Refused to answer

CMTC® » 690 Knox St Ste 200, Torrance CA 90502¢ 310.263.3060 * www.cmtc.com Engagement Completion Form (ECF)
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86430-19
Client:  Walker Evans Racing Enterprises Eng#t (SFOPP.

_113187)

9. Asa result of the services you received, do you forecast your establishment will increase its investment over the next

12 months in:
%00 K.

26"’ o ONo QO Don’t know O Refused to answer

Plant or equipment? ﬁlOK

New products or proce

ONo O Don’t know 0 Refused to answer

Information systems or software?

uch % 6 ) ONo QO Don’t know (1 Refused to answer

Workforce practices or employee skills?
—

QONo O Don’t know O Refused to answer

o ¥ = Xe KP’X?’

Other areas of business?

R ONo O Don’t know 0O Refused to answer

10. As a result of the services you received, do you forecast your establishment will avoid any unnecessary investments or
save on any investments in the next 12 months?

oV I, $500K

ONo QO Don’t know U Refused to answer

11. A. Based on the benefits that resulted from the services provided, how likely would you be to recommend CMTC to
other companies, assuming they are not direct competitors?

o1 o2 me) 04 Os 06 a7 Os s /&

Detractor (Not likely to recommend CMTC) Neutral Promoter (Likely to
recommend CMTC)

B. If you did not give a score of “10” what one thing could CMTC have done to improve their score?

Section Il — Client Comments

Ca;"l'\“( oY o Ths Fw\rb;.r\rcp‘/ We ARE Now
IN A PosiTi O FoR FoRTRKER GROWTH.

CMTC® « 690 Knox St Ste 200, Torrance CA 90502+ 310.263.3060 « www.cmtc.com Engagement Completion Form (ECF)
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86430-19
Client:  Walker Evans Racing Enterprises Eng#  (SFOPP.

Section IV — Agreement to Completion of Work ~ Deliverables ~ Case Study ~ Forecasted Impact ~ Payment

All engagement work completed d All déliverables satisfled { " Final Invoice is approved for payment O
Sustainment Plan developed CYes ONo Client agrees to develop a Case Study with CMTC ~ [lYes ONo
Client Representative CMTC Representative

N
Print Name: Don Barker Print Name: SteveBuchwald bE”M]S SOKBI‘W(
Title: Productiopiganager Title: Consultant

Signature: >(/ M %/% Signature: =
Date: (g‘ ZZ‘ l S Date: CD - ZZ - g

CMTC® = 690 Knox St Ste 200, Torrance CA 90502+ 310.263.3060 * www.cmtc.com Engagement Completion Form (ECF)
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- WATERSTONE

Ms. Heidi Marshall

Director, Workforce Development

Riverside County Workforce Investment Board
1325 Spruce Street

Riverside, CA 92507

Dear Ms. Marshall:

The management and staff at Waterstone Faucets are very appreciative of the support from the Riverside County
Workforce Investment Board (WIB) in assisting us with the services provided by California Manufacturing
Technology Consulting (CMTC). Asa result of the services we received, we were able to accomplish the following:

Jobs Retained 12

Job Created (within the next 12 months} 20
Sales Retained $500,000
Sales Increased (within the next 12 months) $1,500,000
Cost Savings $100.000

Waterstone Faucets was founded in 1999. We are located in Murrieta Hot Springs and manufacture very high quality
niche faucets. The good news is that we have been very successful and as a result have seen rapid growth. However,
the bad news is that the rapid growth had led to many problems. Before the Riverside County WIB support, we were
finding it difficult to sustain our success and to position the company for growth, due to the fact that we were suffering
from financial problems (cash flow), workforce management issues (finding and training good employees), quality
issues, and changing market conditions. We realized we needed to do something ASAP.

Now, with the help of the Riverside County WIB and CMTC, Waterstone Faucets has conducted training in leadership
skills and lean principles to improve productivity and employee management. Additionally, we have created a
framework (The Waterstone Way) for the major shop skill areas, with a standard format for each skill instruction, and
criteria for moving between the various skill levels. These changes have led to improved leadership skills, improved
cooperation and communication between departments, improved cycle times, faster speed to market, and better cash
flow, allowing us to retain sales and 12 at risk employees, as well as position us for more profitable growth.

Riverside County WIB’s support made all the difference in our ability to move forward and achieve these results. The
entire team at Waterstone Faucets thanks you.

Sincerely,
TERSTONE FAUCETS

Chris Kuran
President

cc: Retha Smith, RCWIB, Business Solutions



Attachment 5
Riverside County Economic Development Agency/Workforce Development Division
Testimonials from Job Seekers
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Workforce Development - Thousands Seek Job Opportunities at the

21st Valley-Wide Employment Expo

More than 2,600 job seekers looking for a job or a
better job filled the Riverside County Fairground’s
Fullenwider Auditorium at the 21st Valley Wide
Employment Expo. The event, hosted by Riverside
County’s Workforce Development Centers, the
Department of Public Social Services and the State
of California’s Employment Development
Department, took place on Thursday, September

15, from 9am-1pm.

This year, the event sold out one month early and
set a record with 93 employers participating in
hopes of filling over 1,500 open job positions in
healthcare, logistics, hospitality, construction,
gaming, customer service, business and
professional services, education, government,
nonprofits and much more. Members of the Expo
Committee credit the excellent media coverage the
event received from local TV, radio and print

publication sponsors for the success of selling out
early.

George Puddephatt, Project Coordinator with the
Riverside County Economic Development Agency’s
Workforce Development Centers and Expo
Committee Member said, "The event does a great
job of bringing together employers and job seekers
in one location. It's easy access to qualified job
candidates for the employers which cuts down on
their costs for recruitment and hiring. For job
seekers, it's everything in a one-stop shop, so it's
really great for both sides and we usually get great
results."

Job seeker, Janette Martel from Indio said, “I was
getting discouraged by the lack of response |
experienced after submitting more than two dozen

applications online.
Story continues on Page 10




Here at the Expo, I've been able to meet face-to-face
with recruiters and I've already scheduled interviews

with three potential employers.”

From the employer's perspective, Reserve Field
Manager, Wilber Rendon-with Farmers Insurance of
La Quinta said, “We can save a lot of time and money
by only calling back job seekers who made a good
first impression and met the criteria we were looking
for on the resumes they handed into us during the
Expo.”

Jeff Stahl, news anchor and reporter with KESQ-TV
New Channel 3, did a fantastic job as Master of
Ceremonies for the event. Guest speakers included
Glenn Miller, Mayor of the City of Indio; Juan Delara,
Chair of the Eastern Regional Workforce
Development Committee; Russell Best, Riverside
Cluster Manager for the State of California’s
Employment Development Department (EDD); Vicky
Starke, Field Representative for Assembly Member
Chad Mayes; Hernan Quintas, Press Secretary for
Congressman Raul Ruiz; Senator Jeff Stone and
Supervisor John J. Benoit, Chairman of the Riverside

County Board of Supervisors.

B Eilis

STANDS FOR YOU NOTICIAS

15TELEMUNDO

@CBSRADID 1 sunny iV

Advisory Council,

e

KPSE "& SERVISIOn 2 ALPHAE|

El Informador del Valle, Farmers Insurance, La Prensa

Jeff Stahl, news anchor and reporter with KESQ-TV

Dignitaries who attended the event included Carrie
Harmon, Deputy Director Riverside County Workforce
Development Centers; Susan von Zabern, Director of
Department of Public Social Services; Todd Bellanca,
Deputy Director Department of Public Social
Services; Cherilyn Greenlee, EDD Inland Regional
Deputy Division Chief and Linda Evans, Mayor of the
City of La Quinta.

The 21st Valiley Wide Employment Expo is made
possible through generous contributions from our

many sponsors listed below!

Afarcer Bno.‘ac ASTING
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"‘ib?’

Advanced Imaging Solutions, Burrtec, City of Indio, Classic Party Rentals, CoachellaValleyWeekly.com, Desert Communities Employer

swes =Seiy 9
gRRoIny -

103.9/m

by

Hispana, Money Radio, Palm Springs Life Magazine, Panera

Bread, Riverside County Fair & National Date Festival, Riverside County Workforce Development Board, Starbucks and Stater Bros.




Reeves, Holly

From: Sims, Loren

Sent: Thursday, November 10, 2016 3:54 PM
To: Reeves, Holly

Cc: Smith, Retha

Subject: FW: Graduation

From: Ordiales, Miriam

Sent: Tuesday, November 08, 2016 9:35 AM

To: Gordon, Sheneka

Cc: Singer, Marian; sgordon371@aol.com; Harmon, Carrie; Marshall, Heidi; Frederick, Wendy; Cornejo, Olga; Villalobos,
Yvonne; Putz, Beatrice; Kantor, Sandy; Sims, Loren; Arnold, Linda

Subject: RE: Graduation

Good morning Sheneka:

What a wonderful email! The vision, mission and success of our program is exactly what your
customer is describing. | have been working with you since June 8" and what | have learned
is that you care about every participant you have contact with, you always see the
possibilities and go the extra mile to assist them with their present and future goals. | am not
surprised to be honest, you are an excellent Career Training Coach, and our unit is proud to
have you as part of our CSU team. Great job, Congratulations!

From: Gordon, Sheneka

Sent: Tuesday, November 08, 2016 9:25 AM
To: Ordiales, Miriam; Arnold, Linda

Cc: Singer, Marian; sgordon371@aol.com
Subject: FW: Graduation

FYI.
This warms my heart. ©

From: Mike Rippa [mailto:rippa.mike@yahoo.com]
Sent: Tuesday, November 08, 2016 8:57 AM

To: Gordon, Sheneka; Aguilar, Maria

Subject: Graduation

Good Morning Sheneka,

| wanted to let you know that | have graduated and received my commercial license. | start orientation
with Covenant Transportation on the 14th of this month. | wanted to share with you, the wonderful
experience | have had attending this school, and would recommend them to anyone that wants to
start a new career in the transportation industry! Roadmaster uses real world equipment, which is in
better condition than some company trucks that | have driven in the past. They also set the student
up for success, rather than fail, due to some schools use shorter tractors and trailers at the DMV.
They will only realize this when they graduate and have to take a road test in a real world truck and
trailer of 70 feet long. Great Instructors and facilities as well. They have even taught this old dog, with

1



over two decades of experience a few new tricks. Thank You for all that you have done, to get me
back into the working class! On behalf of my family as well and from the bottom of my heart, Thank
You! you'll never know how Awesome it feels to be THE MAN again!

Thank Youl

Sheneka Gordon

Workforce Development
Development Specialist Il
1325 Spruce Sireet, Suite 110
Riverside, CA 92507

B office: 951.955.3102 wiaii: SLGORDON@rivcoeda.org
B rax 951.955.3131 Web: www.rivcoworkforce.com

. The Riverside County Workforce Development Board (WDB) presenfs
THE 3™ ANNUAL | A
. VALLEY-WIDE WORKFORCE SUMMIT

?ORCE Focus: Small Business Opportunities

DEVELOBMINT CERTERS

NOVEMBER 17, 20186 * 7AM - 11AM * FANTASY SPRINGS RESORT CASINO

’ California State Association of Counties
122" Annual Meeting
Nov 29-Dec 2 . Palm Springs . Riverside County
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