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Every time he enters his office, Pat
Sheehan — President of TorrMetal
Corporation, a contract metal stamping
and fabrication company in Cleveland,
Ohio — walks past his company’s
mission statement plaque in the lobby.
I's a vow to maintain TorrMetal’s custo-
mer relationships through accountability.

“To do this,” the statement reads,
“‘we will become virtual extensions of
their business through knowing them
thoroughly; anticipating their needs;
providing timely delivery of the highest
quality products.”

This creed is how Sheehan views his
role as an American manufacturer. “It's
investing in technology, but also rela-
tionships. We want our customers to
see us as a division of their company,”
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he said. “It's about having a good colla-
borative relationship with our customers
and helping them develop and improve
their products.”

TorrMetal manufactures precision
stamped and fabricated metal parts to a
variety of markets, including hardware,
transportation, natural gas, medical and
small appliance markets. The company
strives to remain flexible in order to
produce parts in a wide range of quan-
tities in an ever-changing environment,
while offering in-house engineering
support and design for production
tooling. TorrMetal was founded in 1972
and Sheehan’s father, Bill, purchased
the company in 1992.

At that time, Pat was living in New
York working in the human resources

Pat Sheehan; President of
TorrMetal Corporation

How TorrMetal uses communication and
innovation for manufacturing success

department for a major bank. After a few
years, he came to a revelation.

“My wife and | were at a crossroads. We
were thinking about settling and starting
a family. Of my then-current job, | was
realizing | needed a change,” he said.
“l had a few nights when | wondered,
‘What am | contributing?’ ‘What is my
value?’ In manufacturing, it's tangible
goods that are being produced. You see
the products drive off every day, and |
am a tangibles-oriented guy.”

Around the same time, Bill was con-
templating his succession plan and
offered Pat to join him in the business
in 1999.

“He knew | was doing some soul search-
ing,” Sheehan recalled. “He asked me if



| wanted to do it and | said yes. | figured
| would give it a shot, maybe for a few
years.”

During those years, the U.S. manufac-
turing industry was suffering a downturn
due to offshoring, leading to a consoli-
dation of companies across the country.
“There were days of wondering what the
future would be. But as my Dad and |
worked, we figured out what we could
offer our customers to have them stay
with us,” Sheehan said. “Getting into
inventory management, focusing on
flexibility and a culture of service, being
able to respond as quickly as possible
to our customers’ needs; we developed
a mission statement around that.”

Accounts Manager Bill Ross builds
on Pat’s statement, “This is not a 9-5
business world anymore, and we need
to react to our customers’ needs and
requirements in an expedient manner.”

As its customer base grew, TorrMetal
acquired additional companies and
placed more emphasis on organic
growth. Sheehan knew the future of
U.S. manufacturing would depend
on investment in new technology and
personnel. To that end, he purchased
Computer Numerical Control (CNC)
based equipment to bring tooling builds
in-house, and through his Engineering
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office, reinstated an apprenticeship
program for tool and die makers.

Nine years later, he reached another
epiphany. “I decided | wanted to stay in
the business and buy it from my Dad,”
Sheehan recalled. “My father was tre-
mendous in giving me the freedom to
manage and run the operation and | felt
| had a good handle on it. He wasn’t the
type to say, ‘This is my baby and | can’t
let it go,” he said, ‘Go forit.”

To help with purchase of the business
in 2008, the Sheehans worked with
Chris Smerglia, Market President,
Commercial Banking Team Leader at
Farmers National Bank.

“When | first got involved, they had
some equipment and working capital
needs,” Smerglia said. “They needed
help financing part of the acquisition to
complete the transaction of ownership
to Pat. Bill took back the note for the
majority of the acquisition loan, and |
handled the working capital lines and
equipment loans to help support Pat
to grow and move forward with the
company.”

Farmers also provided Pat with
treasury management services which
included: Business Online Banking so
the company can manage their daily

with our customers and
helping them develop and
improve theigproducts.

account reconciliation and an interest-
bearing sweep account. In addition,
the bank offers remote deposit capture
in place of making daily deposits at a
branch location. With remote deposit,
checks are scanned at the client’s office
for direct transmission to the bank for
deposit into the customer’s account.

“The remote deposit is huge. | remem-
ber the days when Dad ran to the bank
to make a deposit a few times a week,”
Sheehan said. “And the sweep service
automatically transfers funds between
our checking account and the inte-
rest-bearing sweep account on a nightly
basis. | can maximize the interest on the
cash while maintaining complete liqui-
dity. That is a convenient feature. It's a
very nice product.”

The process of ownership was a seam-
less transition. Bill went on to retire but
remained a consultant until his passing
in 2012.

Sheehan still holds dear the values his
father taught him as he was learning
the manufacturing business. “He let me
grow under his oversight, but did not
micromanage me at all,” he said. “It was
a great working relationship. | learned
a great deal in the 10 years | was with
him: the necessity to drive strategic
investment, to give me the freedom to




make decisions, and to not be shy about
saying ‘yes’ to new ideas. |, in turn, do
that with my management team. They
are here because of the talents they
possess.”

Engineering Manager Paul Christensen,
who earned his mechanical engineering
associate’s degree from Cuyahoga
Community College in 2017, was a tool
and die maker before Sheehan and
TorrMetal invested in his education.
“They more than paid for it, they got me
through it,” Christensen said. “That’s our
relationship. It’s investing in technology
and the employee. Not just manage-
ment, but the shop floor employees too.

“It's amazing. We work as a team and
are like family. Everyone has each
other’s cell phone number. We talk after
hours. It's a collaboration. It's not like
‘do this, do that,’ it's ‘how can we make
this better as a team,” Christensen said.

TorrMetal prides itself on building
relationships as strong as the parts it

Paul

manufactures — from its employees to
its banking partner.

As of this year, Sheehan has paid in
full the acquisition loan and has since
increased sales and created room to
purchase more cutting-edge equipment
such as a new fiber laser and a CNC
press brake. This new capability allows
TorrMetal to quickly cut a part from
sheet metal and bend or form those flat
parts to final specifications.

“We can rapidly produce prototype
parts or better support our customers’
low-quantity requirements with little to
no up-front tooling cost,” Sheehan said.
True to their emphasis on relationships,
this enables them to help their custo-
mers efficiently grow a product from
concept and lower start-up production
quantities to building dedicated tooling
and stamping larger quantities — all
with TorrMetal.

“Relative to the final payment | made in
December, that gave me the freedom

Christensen

% 10 | Farmers National Bank

€€ With Farmers, I feel that
I’m a person and not a

number. I like that. 99

to invest in the new technology that is
giving us new capabilities and enabling
us to grow. The laser and press brake
combination was the first step,” he
said. “Being able to pay off the loan
was a huge moment; a major sense of
accomplishment.”

Sheehan credits Smerglia and Farmers
National Bank in establishing a personal
relationship, knowing what his company
needed and offering its time as well
as the right mix of products that gave
him good structure and room to make
purchases and investments.

“Chris and | have worked together for
several years. We have such a good
relationship. We are a smaller company.
When | first joined the business, we
were with a super regional bank and it
felt like we were just a number. When
things got challenging, we realized
there was no relationship there. With
Farmers, | feel that I'm a person and

not a number. | like that.” E
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