
You might be involved in 

the inventory process that 

happens annually for ESI 

clients. Maybe you aren’t 

directly involved but have 

heard of it. Or maybe you 

are not even aware it hap-

pens. No matter your level 

of involvement, it is benefi-

cial to know about this im-

portant and massive un-

dertaking. The purpose of 

the inventory process is to 

validate and verify that the 

reporting of inventory 

counts and pricing is cor-

rect. It is taken very seri-

ously due to the volume of 

inventory ESI clients have. 

The count itself happens 

mostly during the last 

week of each year. In addi-

tion to the count, the pro-

cess includes a third-party 

walk through for random 

inventory checks, and pric-

ing of inventory which is 

done in January. During 

the inventory process, eve-

rything is counted from 

unprocessed flat metal to 

fully built but not yet deliv-

ered equipment, and    

everything in between.                     

Continued on page 2... 

The current referral incentive is active until January 31, 2022.  

 

The details 

For every person a current team member of an ESI Client refers to ESI for employ-

ment, who is subsequently hired, the referring person will receive $50. After the 

new hire is employed for 90 days, the referring person will receive another $150.  

The person who refers the most people who are then hired by an ESI client, by    

January 31, 2022 will receive an extra $2,500. The person who refers the second 

highest number of people who are then hired by an ESI client, by January 31, 2022, 

will receive an extra $500. These amounts will be split equally if there is a tie at  

either level.  

With just one month to go in this incentive program, the following is where 

things stand:  

There have been 21 successful referrals so far - that’s incredible!  

One person is in the lead with two successful referrals.  

There is still plenty of time to create a tie for first, or for someone else to take the 

lead with three (or more) referrals.  

There is still time for you to  be the recipient of the 

$2,500. For questions about the program, please     

contact Jackie at jackie.krawczak@Kabu.net or 

989.358.6175, or ask your leader for the flier.  

 

 



According to MIOSHA (Michigan Occupational Safety and Health Administration), in 2020 

and 2021, there were almost 150 workplace fatalities in Michigan, with a high number of 

them due to falls. MIOSHA also indicates that the most common violation in 2021 was lack of 

PPE (Personal Protective Equipment).  

It is probably safe to say that most team members of ESI clients are used to hearing about 

the safety requirements of wearing safety glasses and steel toe boots, but there are dozens 

of other safety requirements that are not as often top-of-mind. Reminders that address 

some of the most common violations are below.  

• Proper overhead crane operating procedures include using the appropriate hand signals  

• Gondolas should be stacked and moved properly so they don’t drag on the floor, and are 

not in danger of falling on someone 

• Items should never be stacked too close to 

fire extinguishers, electrical panels, and exits  

• Flammable and non-flammable gasses 

should be stored separately and not near 

exits  

• Drums of products/chemicals should have 

the funnel removed and the top closed 

when not in use  

• Rags with paint thinner on them are com-

bustible and should not be disposed of with the regular trash  

• There is no smoking allowed in the shops, which includes vaping pens; smoking is to be 

in a personal vehicle or designated outdoor areas  

• When using a grinder, never put your hand near the backer board (never put your hand 

near any rotating shaft) 

Did you know that a decibel test is conducted periodically? That is how it is determined if 

employees must wear hearing protection. The number one item in a shop that is consistently 

over the decibels allowed for longer than allowed is … radios! Turn down radios to an ap-

proved level that will not damage hearing over time, or wear ear protection.  

If you need a review of any of these, or other, safety requirements, ask your leader. And it is 

valuable to note that, around here, if you are a repeat safety offender, it is not uncommon 

for you to be required to help teach a safety course to others. Keep that in mind as you navi-

gate 2022 with safety top-of-mind. 

 

Although a function of 

Northwood Solution’s 

Managerial Accounting 

team, the inventory 

goals are not achieved 

by just a few NSI team 

members. It takes many, 

including a large number 

of people from the man-

ufacturing business 

units. Each business 

takes on counting their 

own inventory. They take 

pride in doing the job 

well because accurate 

inventory reporting re-

flects positively on them. 

Many also take this time 

to thoroughly clean the 

shop environment.  

The process goes 

smoothly and it is be-

cause of the dedication 

from the teams involved. 

If you are part of this 

massive team undertak-

ing, thank you for your 

commitment to getting it 

done timely and accu-

rately. If you aren’t di-

rectly part of the pro-

cess, you now have a 

better idea of the rea-

sons behind the invento-

ry process.  



What Will            

Recruiting Look 

Like in 2022? 

The short answer is, ESI 

has no idea. Not an ideal 

response but it is reality.  

It is no surprise that 2021 

was incredibly challenging 

when it came to hiring. 

The needs were great but 

the talent was slim pick-

ings.  

That was relatively con-

sistent through the entire 

year.  

The good news is that ESI 

has made changes over 

the last two years that is 

drawing in record num-

bers of applicants. For 

example, November of 

2019 saw 56 applicants, 

November of 2020 had 93 

applicants, and for 2021, 

that number was 229!  

The nation-wide talent 

shortage is not predicted 

to go away anytime soon, 

but it does seem that hir-

ing is a little easier than it 

was a year ago. It takes 

fewer applicants to get 

one hire.  

ESI will continue to build 

a positive image for what 

it is like to work for an ESI 

client, and will continue 

to screen every single 

applicant that comes 

along. 

Wayne Morgan submitted recognition for the following outgoing OMC team members.   

• Kim Stevens retired after more than ten years with Omni Metalcraft Corp. 

• Corey Canute resigned after twenty-four years in various roles, most recently as VP        
Operations at Omni Metalcraft Corp.  

• Kevin Kranzo retired after 26 years within the ESI client base  

Wayne, on behalf of Omni Metalcraft Corp., wishes Kim, Corey, and Kev-
in well, and thanks them for their many years of value and commitment.   

 
Keith Hartman sends best wishes for retirement to Jerry Kapala 
(pictured) who worked at Uni-Craft Mfg. Corp. and Bay Mfg. Corp. for a 
combined 33 years. Jerry enjoyed his career, especially because of the 
variety of equipment he built, the challenges it brought, and the people 
he worked with. He looks forward to spending time working on projects 
around his house. 

A tremendous amount of steel is processed each year by ESI clients.  

ESI clients that are in flat metal processing use around 14 million 

pounds of steel annually. Just a few years ago, that number was 

around 10 million pounds. Orders come in every day that total 

roughly 50,000 pounds of steel per day. That is, on average, 80-85 

orders per day. Each order contains an average of five to ten parts. 

The trucks that deliver the flat metal carry around 45,000 pounds of 

product. That means well over 300 trucks a year deliver metal to the 

ESI clients that process it.  

The 10-12 vendors that supply the metal are from Michigan, Northern Indiana, and Northern 

Ohio. Lately prices have been fluctuating drastically. In 2021, in some cases, prices increased 

by as much as 100%. That creates a major challenge for many manufacturers, including those 

in the material handling industry like ESI clients.  

When transforming metal into the parts requested by customers, every effort is made to re-

duce the amount of scrap steel. Even with those efforts, there will always be some scrap, 

which is sold to scrap dealers so it can be recycled and used for something else.  

Orders take time to process but almost 40% of the orders received by the flat metal pro-

cessing businesses are completed in five days or less. The most common type of steel used by 

ESI clients is what is called mild steel. This means it has a small percentage of carbon, is tough 

and strong, but is not readily tempered. Other types of metals utilized include stainless steel, 

aluminum, galvanized steel, hardened steel, and expanded steel/material, to name a few.   

Each of the different types of steel requires different processes, equipment, competencies, 

and tools to transform it into the customer’s request.  

When it comes to steel, there is certainly more than meets the eye for ESI clients.  



ESI contacts  

Newsletter: Jackie Krawczak 

989.358.6175                        

jackie.krawczak@kabu.net 

 

Benefits: Leslie Davis 

989.358.7181 

leslied@kabu.net 

 

Career Opportunities:            

Ashley DeFisher 

989.358.6289                       

Ashley.defisher@kabu.net 

 

Misc. HR Questions: 

info@358-jobs.com 

 

Misc. Opportunities / Competen-

cies / Career Questions 

989.358.JOBS (5627)   

jobs@358-jobs.com  
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Your Health Matters! A message from USI, ESI’s health insurance broker.  


