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McCullough Industries – Kenton, OH: Jed Ramge 

 

When a McCullough Industries supplier for 60G grinding discs raised their prices, Jed Ramge, 

Feb Shop Supervisor, didn’t accept the price increase. He used the increase as a reason to 

source another supplier – a supplier whose quote was significantly less than the previous 

supplier. During a time when it’s more important than ever to control our expenses, Jed sourced 

a new supplier and found a way to save the division almost $3,000 annually. 

 

Lesson Learned: 

Quoting new suppliers may not be part of your regular job duties, but helping to control 

expenses is something everyone can do. Even small reductions in expenses will make a big 

impact over time. 

 

 

 

Integrity Stainless – Streetsboro Team: Dan Leas and Steve Brown 

 

The busy Integrity Stainless Bay 3 crane broke down and replacement parts weren’t available 

for at least 10 working days. It might seem like the only choice was to wait for the parts and shut 

down the machines supplied by the crane, but the Streetsboro Team lead by Dan Leas, 

Operations Manager, and Steve Brown, Plant Manager, managed to find a way to keep material 

moving and customers happy. With flexibility and careful planning, the team made changes to 

production schedules, reallocated material based on location in the facility and used all available 

material handling equipment to supply machines appropriately. These adjustments in operations 

allowed the division to successfully satisfy customer demands until the crane in bay 3 was back 

in operation. 

 

Lesson Learned:  

Where there’s a will, there’s a way! Creative thinking, team work and proactive decision-making 

might be all it takes to keep customers happy and material moving. 

 

 

Olympic Steel – Minneapolis, MN Team: Will Robbins, Melissa Holm, Aaron Manzke 

 

In the spirit of continuous improvement and to ensure customer quality and on time delivery, the 

Minneapolis Team utilized Lean Six Sigma methodology to identify and correct deficiencies in 

their CNC processes. Will Robbins, Process Engineer, defined the team, the scope and 

timeliness in which actions needed to take place to support the requirements of getting on time 

delivery to a key customer. Melissa Holm, Production Planning Supervisor, whose scheduling 

responsibilities did not include all machines, worked with the other planner to develop a 

machining schedule that used similar scheduling methods to control the flow of parts through 
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the entire process. The new scheduling method and improved communication with the sales 

department, led by Aaron Manzke, Senior Inside Sales Representative, procedures were used 

to streamline processes and secure a major customer’s business for the foreseeable future. 

 

Lesson Learned: 

When challenges arise, sometimes taking a step back to look at the “big picture” can help you 

see that easily solvable, though seemingly unrelated, factors are working together to create the 

issue at hand.  

 

 

 

Olympic Steel – Minneapolis, MN: Greg Umberger 

 

Scheduling slitting orders to make the best use of the equipment and the material can be a 

challenge, even without disruptions in production and continuously changing demand caused by 

COVID-19. When Olympic Steel’s Minneapolis division needed help scheduling the 48” slitter, 

Greg Umberger, Production Planning Specialist, stepped up. Production planning is a 

meticulous job that requires knowledge of material, machinery and customer requirements, and 

the ability to adjust quickly to customer demands. In addition to his regular responsibilities 

scheduling the Pro Eco slitter, Greg learned everything he could about each of the jobs 

assigned to the 48” slitter and worked with the Sales Department to understand the 

expectations for each job. He adjusted his schedule to accommodate both slitter schedules and 

kept production flowing without missing a beat. 

 

Lesson Learned: 

We each have an important role in the success of the Company. Stepping in and stepping up to 

do more than expected, during unexpected circumstances, makes a big difference to the bottom 

line - maintaining productivity, reducing inventory and keeping our customers happy. 

 

 

 

Olympic Steel – Minneapolis, MN: Mitzi Weinberg 

 

Like much of the industry, sales volumes at our Minneapolis division have been impacted by 

COVID-19. Mitzi, an Outside Sales Representative, recognized the opportunity to be proactive 

and reached out to a customer to inform them of a mill situation that could impact price and lead 

times, helping them with the information they needed to make a strategic buy. Then, she quoted 

the purchase. Mitzi’s quote was not selected, but she didn’t take no for an answer. She was 

allowed a second look, giving her an opportunity to adjust the price and secure the business – 

this time she succeeded. On top of that, she arranged for mill direct shipments, creating added 

convenience for the customer and improving the opportunity for Olympic Steel. This was a large 

order that brought in a needed win during a challenging time.  

 

Lesson Learned: 

Fighting for the business doesn’t begin and end with quoting the business. Pursue customers, 

bring value to them by building a relationship and offering advice, and they’ll reward you with 

opportunities. 



 

Olympic Steel – Milford, CT Team: Shelby Cleary and Ryan Nivolo 

 

Like many divisions, the Milford, CT team is all hands on-deck when operating with a reduced 

workforce due to COVID. Ryan Nivolo, Production Planning Associate, Sr, hasn’t just added 

more work, he’s split himself between two departments - Production and Quality. Shelby Cleary, 

an Accountant works for both the Milford division and Corporate. To keep Milford operating 

smoothly, Ryan and Shelby managed their time efficiently and prioritized which jobs should be 

performed and when. They are both hard workers and are always willing to jump in and assist 

whenever they can. Ryan and Shelby’s willingness to learn new roles and functioning in 

different capacities as needed shows their commitment to their teams and the Company. 

 

Lesson Learned: 

Understanding how departments and divisions operate, and developing your skills to span 

departments and divisions, is how we work together to get through these unprecedented times. 

 

 

 

Olympic Steel – Milford, CT Team: Ryan Nivolo and Krystina Gullo 

 

When employees began working from home, in response to COVID-19, Ryan Nivolo, 

Production Planning Associate, Sr., assumed Quality responsibilities in addition to his regular 

job responsibilities, and Krystina Gullo, Inventory Control Associate, assisted the Accounting 

Manager and the Purchasing Department. Ryan and Krystina had both been cross-trained and 

previously assisted in the Quality and Purchasing Departments. In addition to their regular job 

duties and added responsibilities, Ryan and Krystina wiped down surfaces at the division every 

day to ensure the environment was safe for all employees. With Ryan and Krystina at the office, 

assisting those working from home, operations continued without hiccups. Their involvement in 

providing access to the division for employees working from home was essential to the 

division’s success in moving through the pandemic. 

 

Lesson Learned: 

Cross-training is important for developing your skill and your career. It’s also an essential part of 

teaching employees how departments can best work together, communicate effectively and, 

ultimately, achieve maximum operational efficiency. 

 

 

 

Olympic Steel – Cleveland, OH: Cory Breedlove 

 

When the size of the team was impacted by COVID-19, Cory Breedlove, Operations Support 

Associate for the Cleveland division, stepped up. Cory learned new tasks that were outside of 

his normal job duties. He managed the traffic window in the mornings, managed most of the 

indexing (the process of entering invoices into Onbase that allows others to access the 

information easily), and he trained others to do both jobs. He accomplished all of this while he 

completed his normal warehouse procurement workload. Cory maintained the high quality of his 

work during this time, despite absorbing more responsibilities. 



 

 

Lesson Learned: 

When the going gets tough, the tough jump in and help where they can – with a positive attitude 

and a desire to see the team succeed. 

 

 

 

Olympic Steel – Winder, GA: Pablo Carranza 

 

Following the expansion and restructuring of the region to include the Buford, GA facility, Pablo 

Carranza, a Senior Inside Sales Representative, took on new accounts, including a few 

challenging customers. He assumed complete responsibility for the accounts and immediately 

began to resolve issues and build relationships. He took the initiative to tap into the experience 

and knowledge of others and independently learned about the industry and processes to 

effectively communicate within supporting departments. Having less experience with the new 

accounts did not limit his ability to provide excellent service and solutions for his customers. 

Pablo thinks outside the box and uses constructive criticism as an opportunity to improve. He is 

a positive influence on those around him with his can-do attitude and willingness to do what it 

takes for customer satisfaction. These attributes and his natural drive help him succeed and 

support his team in Winder.  

 

Lesson Learned: 

Having a positive attitude, the desire to succeed and the willingness to ask the right questions to 

learn more about the business and your customers will make a lasting impact. 


