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Editorial

Future since 1915 — Ideas will change the world, if
they are implemented.

100 years of Utilis —this means an outstanding his-
tory, always facing new challenges. This means
constant development in a complex and ever-
changing field of activity, in our case especially in
the field of high technology. In this field, we always
seek tobein the forefront of innovation and to of-
fer unique strengths.

Since our foundation 100 years ago, we are still
producing in the same place, in the same plant. To-
day 70 people are taking partin this all-round suc-
cess. We owe them a tremendous debt of gratitude
for their tireless efforts. We also want to sincerely
thank our customers and business partners, who
allow our company to be a leader in a competitive
market. We want wholeheartedly to thank all of
them for their trust and their loyalty.

Klaus Marz Mario Macario

Chairman of the Board
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Executive Manager

In this anniversary magazine, we are not just re-
lating the company’s history and the develop-
ment of our industry. This tells the story of the
growth of a unremarkable tiny company, that has
become, step by step, a recognized specialist in
high quality tools. This magazine explains how
this growth has forged a real corporate culture
with a special strength, always established using
our own resources here in Mullheim. For the fu-
ture, we have further great projects in the pipe-
line, such as the soon-to-be-started extension of
our factory building. For this expansion project,
we received great support from our neighbors
and especially from the city council of Mullheim.
They have our sincere appreciation for their ex-
cellent service and support.

We are glad to present to you some details and var-
ious pieces of information about our company'’s
history the origins and the success of Utilis AG.

<

Wolfgang Vilsmeier
Vice Chairman of the Board
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Job descriptions

From toolmaker
to polymechanic

Our world is changing constantly. We know this

is nothing new. The Greek philosopher Heraclitus
already declared, some 2’500 years ago that
«Nothing is more constant than change». But

did the farsighted scholar also anticipate the
speed with which the cycle would change?

Probably not.

Our everyday and professional life has changed
tremendously over the past decades, and it re-
quires of us great flexibility and a continuous
process of education. Let’s think about the case of
today’s modern communication devices: The
grandchild learns while playing — on the other
hand, the grandfather has to attend a course to
learnto getto gripswith those «blasted gadgets»,
and even then he struggles. In the world of work,
we see exactly the same thing; the son who is tal-

ented with his hands wants to emulate his father
—he wants to become a toolmaker too. But it's no
longer possible to learn this as a profession. Pro-
fessions and careers have changed radically to
adapt to today’s products, machines, materials,
and methods.

Until 15 years ago, employees were able to train
in the following professions at Utilis:

That was a typical industrial career. When serial
and mass production became necessary, more and
more complex and sophisticated tools were re-
quired, and so the task of the toolmaker was to
produce stamping tools, templates, and matrices.
Much of the necessary work involved the tool-
maker working by hand. Over time, high-precision
machine tools have replaced those manual tasks,
with manual processing reduced to adaptation and
adjustments. However, the toolmaker also used to
fabricate jigs and fixtures for assembling or dis-
sembling components. Cutting and forming tools,
measuring devicesand gauges all used to form part
ofthe wide range produced in this many-sided pro-
fession.
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Precision mechanic

Equipment and components got smaller. Mean-
while, the accuracy demanded became greater,
along with the operating speed to produce com-
ponents. The precision mechanic became a spe-
cialistinturning, milling and grinding smaller and
smaller parts. The small dimensions demanded of
him a steady hand, good eyes, patience, and real
dexterity. The hand tools required were primar-
ily the double-cut file and the precision scraper.
To assure better surface quality, the precision me-
chanic had to apply the technique of «lapping».
To produce and assemble the mechanical parts of
watches, sewing machines, scientific devices,
chronometers, or navigation devices, the craft
skills of the precision mechanic were also very
much in demand.

Mechanic/Repairman

The mechanic built and assembled machinery, de-
vices, and components. He had to disassemble them
when it was necessary to fix or repair components.
Obtaining the right interaction between the sev-
eral components used to be the mechanic’s main
aim. His skills dealt with general turning, milling
and boring applications. The tasks and skills of the
mechanicused to change and adaptto the require-
ments of the company. The original apprenticeship
as a mechanic is no longer available in today’s in-
dustry. Today in Switzerland, the federal skills cer-
tificate (EFZ) for production mechanics covers all
the tasks of the mechanic.

Lathe operator/Milling operator

These are the specialistsin the cutting applications
of turning and milling. They know all the specifi-
cations and potentials of their machines, and they
contribute to improving efficiency in the produc-

tion of parts for the company. This profession of

milling and turning operator also forms part of the
program of the (EFZ) production mechanic.

Comprehensive Swiss vocational

reform 1994-1997

Gerhard Vogelbacheristhe project manager of the
4-year fundamental training program at the Swiss
Mechanics’ School in Weinfelden. He explains the

reasons for and the effects of the vocational train-
ing reform as follows:

«From 1994 to 1997, a new nationwide vocational
reform was set up in Switzerland. From then on-
wards, the professions of mechanic, precision me-
chanic, toolmaker, and operator are to be merged
into a new profession of polymechanic, called the
«basic polymechanic». Why has this happened? It
was noted that the skills and the professional in-
struction at the vocational school barely differed
between the various programs. About 70 to 80 per-
cent of the learning objectives were quite similar.
Consequently, these ever-smaller structures were
amalgamated into one profession within a broader
apprenticeship structure. That allows the voca-
tional schoolsto have reasonable class sizes. For the
training companies, thischange has certainly been
important, especially with regard to the organiza-
tion. Suddenly, no toolmakers or precision mechan-
ics were being trained anymore. But today it's all
part of the all-inclusive polymechanic training.»

The polymechanic at Utilis

The polymechanic performs all the tasks and uses
the same vital skills as the various former profes-
sions. Utilis also employs polymechanics and of-
ferstraineesthe profession of «xpolymechanicspe-
cializing in manufacturing». The main work
activities deal with adaptation, adjustment and
programming using CNCturning, millingand bor-
ing machines.




Sales/Distribution

In the past, we used to type up the packing lists

on a typewriter and we walk round to the post
office taking the mail and parcels in a small
handcart. Today, our field sales person enters the

products on his iPad and files the orders directly
online. It’s fascinating to see the difference
between the past and today.

The basic requirements for running a successful
business involve having a modern and high qual-
ity range of products in your stock. However, con-
vincing potential customers to buy your products
in particularis a different matter. Not only has the
sales language changed over the years, but the
methods have also altered. Today’s communica-
tion media and means of presentation allow a
quick and efficient, well-documented exchange
between seller and customer.

Sales in yesteryear

What was it really like back then? Fritz Weiger was
asalesassistantand consultant at Utilisfor 30 years,
startingin 1971; he wasinternal sales manager prior
to hisretirement. We asked him to tell us about his
job, the procedures, and the processing of the sales
orders, and about their transformation over the
time he was there:

«During my 30 years of service at Utilis, fundamen-
tal changes have occurred and this in many ways.
The only thing that never changed between then
and now, our products needed always to be
adapted to the last technology.

Ordersplaced by telephone used to be noted down
by the sales assistants on the back of used statio-
neryto reduce costs. We didn’t know if the required
tools were available without going to our stock de-
partment. We went downstairs with our ordersand
prepared them together with the warehouse assis-
tants. Afterwards, we typed a delivery note and
the assistants checked all the items ready for dis-
patch again before sending them off. Every eve-
ning around 5:00 pm, the warehousemen used to
walk round to the post office with parcels in a lit-

Sales yesterday and
today
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tle handcart. We always seemed to deliver the par-
cels too late to please the postman, and he didn’t
much like the huge quantities either. The interests
of Utilis and the postal officers didn’t often coin-
cide. The parcels were mainly delivered to the cus-
tomer during the next working day.

Some days after delivery, an invoice was sent to the
customer. Soon, a billing machine was purchased,
which printed delivery notes and invoices at the
same time. Knowledge of stock and dispatching
was still only kept in the head of the responsible
stock department assistant. Little by little, index
cards were created for better management of the
store. Unfortunately, the entries were often made
a bit late, due to lack of time. After the computer
age found its way into Utilis, all these processes
were steadily improved.

In the seventies, only one external sales executive
used to visit customers. The most important cus-
tomers received a visit from the owner of the com-
pany; he also provided support for special cases and
tried to find solutions for them. Gradually the com-
mercial team was developed and the sales assistants
given intensive training.»

Sales nowadays

Technically competent, friendly, team-oriented
and articulate: these are the ideal prerequisites
foremployees joining our salesteam, because the
product range has grown considerably over re-
centyears.

Our own product line, Multidec®, and the trade-
marks, are each supervised by a dedicated sales
team. The team for the supply of trademarks is
composed of two commercial assistants who pro-
cess orders and administrative tasks, and three

Women and their daily battles

at work

The world of mechanics and tool-
users in metal working has been
dominated by men. It was
generally believed that women
did not possess the knowledge to
do more than perform basic
tasks. If a woman was accepted as
an expert, she had normally had
to fight long and hard for this.
At Utilis, there was a long-term
employee with excellent
expertise in the field of carbide.
One time, a customer called on
the phone to get some advice. He
didn’t trust her and asked quite
emphatically to speak to a
professional. Grudgingly, she
connected the customer to her
coworker. After few minutes, she
had the same customer back on
the wire; the skilled coworker
couldn’t help him and referred
him back to her; then, this time,
he listened carefully — and her
advice was to his entire
satisfaction.

product managers, who provide technical advice
to our customers based in Switzerland. In addi-
tion, this structure has an able field sales force
supporting it.

The department supervising our own «Multi-
dec®» brand is developing steadily. The sales de-
partment now includes personnel with the fol-
lowing competencies: two constructors, two
product managers, two assistants/consultants, a
technical sales executive, and two clerksin charge
of exportsales. In addition, an external sales team
of four people supportsthe department. In sum-
mer 2014, we also took on an apprentice con-
structor.



The following departments are important compo-
nents of our sales:

Processing orders

Even today, we still receive orders from customers
by phone or fax. Over recent years, however, com-
munication has changed remarkably: today, were-
ceive mostly emails and the updated ERP, called
IFAS, is simplifying matters a lot. The use of email
has greatly increased accessibility, sinceitis notlim-
ited by business hours. Itis also cheaper and avoids
the misunderstandings possible with phone calls.
With new markets, linguistic diversity has in-
creased. Our international correspondence is
mostly in English, while in Switzerland we commu-
nicate in German and French.

Product management and development

The product management has become increas-
ingly important and complex. Today, just know-
ing one’s own products is no longer enough. The
product manager has to have an overview of the
whole market situation, which includes knowl-
edge of competitors. Products require constant
further development. Development cycles are get-
ting shorter and shorter through globalization
and new technologies such as the internet. Fur-
thermore, there are always more potential sellers
in the market. What makes one company stand
outis notonly the high quality of its products but
also the outstanding service and custom-built so-
lutions it provides.

Offers

Offers on tenders are made daily. They represent
animportant part of the work. This was already the
caseinyearspast, butit’'showthe offersare laid out
thathaschanged over time, asdemands have grown
increasingly complex. This is mainly because of re-
quests for specific custom-built solutions. Custom-
ersoftensend adrawing with specifications regard-
ing material and tolerances. The challenge consists
in building an ideal tool for the customer. This is
quite complicated, as most inquiries need a special
design drawing and some investigation in order to
work them out.

Stock management

Our modern ERP system has definitely simplified
stock management, but our large range of prod-
ucts presents a new challenge. It is important to
plan far ahead to prevent shortagesin supply. You
can’tjustrely on it all to balance out. For instance,
you can't foresee a shortage of raw materials ow-
ing to a political crisis or to production difficulties
on the part of our suppliers.

Export
Export sales concentrate on our own «Multidec®»
brand, distributed through dealers worldwide. Our

partners send us their special requests and current
orders. Once or twice a week, we ship their goods.
Our product managers and clerks in charge of ex-
port sales perform the technical support and han-
dle the specific offers.

Developments over recent years

The globalized markets put new demands on our
staff: being a technical specialist is no longer suf-
ficient; the specialist also has to know about ad-
ministrative processes and be equipped with
good language skills. Through the miniaturiza-
tion of parts—i.e. workpieces getting smaller and
more precise — materials have also had to change.
Our professional advice to our customers is now
more important than ever, since all around the
world we face the problem of not having enough
specialists. Customers will not only discuss the
product itself, but also how they can make best
use of it.

The external sales department

Direct and personal contact with customers is still
a mainstay of the sale of our products. Nine field
representatives are therefore working for Utilis in
Switzerland, and an additional four of them work
all overthe world. They help our customers find the
right tools for their various applications. The bet-
ter we identify the needs of our customers, the bet-
ter we can target the right solution to offer.

|+ | @ www.utilis.com/en/shop
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UTILIS eShop

Mr. René Freyschlag has been sales representative
for Utilis since 2008, in contact with our customers
in eastern Switzerland. He gave us an impression
of his normal working day:

«In the evening, | prepare for all the visits sched-
uled next day. In the morning at 6:45 am, | have
some coffee and read the news. At 7:15am, I start
my working day. The first appointment, at 8:00
am, takes me to a customer in the tool-making sec-
tor. We discuss the status of his current order, and
his newly planned investments. | show him the
new products from Hitachi, introduced at the AMB
exhibition. At the same time, | inform him about
the new line of CBN spherical mills from Kyowa.
These are now available with three cutting edges,
which — depending on the type of use intended —
is a good asset for the lifetime of the tool in hard
milling applications. At 9:30 am, | have a second
appointment. | introduce the new Multidec® cat-
alog to the customer. Then | talk about the new
<Multidec®-Lube> system, and about the new di-
rectly sintered <GS> cutting insert and its special
chip breaker. At 10:30 am, | take a short coffee
break. | use this time for dealing with phone calls
and reading my emails. Next, | place various or-
ders, arising from previous calls and visits, online
inourwebshop. Then, 30 minutes later, | meetan-
other customer. We discuss rotary clamping sys-
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tems and the introduction of the new modules by
Hainbuch. | show him the video on the iPad, and
then we discuss various solutions relating to his re-
quirements. The challenge is to reduce setup and
adjustment time involving ever-smaller batch
sizes. By then, the morning is already gone and
lunchtime has arrived. | write my report for the
morning online on my iPad, | release catalog or-
ders, | read and answer my emails, and | send off
some documentation. Of the two more visits
scheduled in the afternoon, one concerns a tool
test on a customer site. This takes two hours.
Around 6:00 pm, | start the drive home. Once in
the car, | often run over the day in my mind and
think of the next day’s schedules.»

Sales in the future

The IT sector, along with associated technologies
such asweb and e-commerce, is continually devel-
oping, even faster than the field of tooling tech-
nology. Young professionals have grown up with
modern technologies and they appreciate their ad-
vantages. The most important thing is being able
to check cutting data, availabilities and prices
around the clock. Utilis invests a lot in meeting
those requirements, and in continuing to meet
theminthe future. We are pleased to present our-
selves as absolutely «state-of-the-art» in this our
centennial year.




Intensive research.
Foresight. Innovation.

Export

With globalization, the involvement of Switzerland
in foreign trade has grown steadily over the last 20
years. Thus, the export industry has gained a high
degree of importance. While the export ratio in
1990 was one third of turnover, Switzerland today
is earning every second Swiss Franc abroad. At
Utilis, we may not quite match this figure, but
export is today an essential part of the company.

A significant part of the turnover of many Swiss
companies is generated by the export abroad of
their goods and services. This is astonishing at first
glance, since international comparison shows that
production costsin Switzerland are extremely high.
Therefore, «<Swiss made» goods can hardly be sold
at cheap prices. For this reason, Swiss companies

need to produce exclusive goods, requiring a high
level of quality and innovation.

The precondition for high quality is to have well-
trained professionals. In Switzerland, the dual ed-
ucation system for young skilled employeesimparts
an excellent base of theoretical knowledge. Added
to this comes practice: only the practical applica-
tion of the high-level knowledge can yield high
quality and competitive products. This involves, of
course, modern production machines.

Universities and colleges support the industry and
the SME enterprises by conducting intensive re-
search into new materials and technologies. As a
result, breakthrough innovations repeatedly come
on the market. The sectors with the largest export
volume are the chemical industry, machinery, and
electronicsindustriesand, of course, the renowned
Swiss watch industry.

The first export successes

Is Utilis an export-oriented company? It certainly
wasn’t 100 years ago. By the mid-20th century,
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however, the «Multistar» and «Stabil» brands had
already recorded the first exportsuccesses. At that
time, the main customers were the industrialized
countries of Europe, and the emergent Japan.

The turning point

To be dependent, as a distribution partner, on for-
eign suppliers can be dangerous. If the turnover is
too low, manufacturers will be looking for a reput-
edly more active partner. If the performance fig-
uresare evolvinginapromising direction, the man-
ufacturers may find it worthwhile to build up their
own export organization in Switzerland.

Atthe beginning of the nineties, the economy stag-
nated considerably, and the company’s manage-
ment realized Utilis also had to accelerate the de-
velopment of its own product range. At the same
time, the field sales personnel in the west of Swit-
zerland pointed out the growing potential in the
tool industry of the Swiss-type lathe. For this rea-
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son, a team from sales, design engineering, devel-
opment and production searched hard for niches
thatwere notyet filled and for tools with improve-
ment and market potential.

The now very successful Multidec® brand was born.
Utilis quickly recognized that the small quantities
produced for the Swiss market only would not be
enough to keep production efficient. For this rea-
son, the company searched for new markets—which
they found.

Utilis was looking for one or more partners in sev-
eral countries. In addition to good technical knowl-
edge, indispensable criteria included knowledge
of the current market environment and an under-
standing of local customs. Only in France had Uti-
lisdeparted from this distribution principle. There-
fore, Utilis France SARLwas founded in 2002 purely
asatrading company, in order to supply Multidec®
tools directly to the considerable numbers of «dé-
colletage» companieslocated in the Haute-Savoie.

2012 2013 2014



«Always be alert and able to withstand the

changing times»

Jim Gosselin is the founder and owner of Gene-
vieve Swiss Industries, Inc. The company distrib-
utes Multidec® productsin the US and operates as
trading partner of Utilis. In an interview, Jim Gos-
selin reveals to us what are the most popular prod-
ucts in the US and how he sees the future of the
metal industry.

Jim, you have been selling our Multidec® tools in
your country since 2006. Please introduce your
company.

Genevieve Swiss Industries, Inc., alsoknown as Gen-
Swiss, was started in 2002. We specialize in tools
and accessories that advance small parts manufac-
turing. | founded the company as the exclusive im-
porter for PCM Willen. They produced static and
live tool holders for Citizen machines. | had 15 years
of experience selling Citizens, and | felt that Amer-
ican customers could benefit from these products.
There were few sourcesin the USA for the specialty
tools used daily on Swiss-type machines. My plan
was to be the source of these specialty tools.

How have you discovered Utilis, respectively
Multidec®?

In 2005, | visited the EMO show in Hannover. | was
hoping to find a line of high quality cutting tools
torepresentinthe USA. PCM introduced me to Mr
Macario and we immediately had a good rapport.
While many tooling companies were copying each
other, Utilis was unique. The insert holders were
hardened and ground. The inserts were all ground
and it was a complete line.

Success French-Style

During the 1990's, Utilis was already willing to
break into the market of Swiss-type machining.
Thanks to a dynamic executive and managing
board, Utilis released an innovative and modern
range of Swiss-type cutting tools and tool sys-
tems. First, the Multidec® range was supplied in
Switzerland. Success came swiftly, and because
of this quick success, the complete and innovative
product portfolio was soon to be exported
abroad.

The Utilis board decided then to focus on the Eu-
ropean market; France was one of those first tar-
gets. For about ten years, Multidec® tools had
beensold by alocal dealerin France. This was rap-
idly successful. Consequently, Utilis’ managing
board decided on another strategy in the early

Which tools from Utilis are mostly requested from
your customers?

In most cases, customers don’t know what they
need. They come to us with a machining problem
and we try to find with them a solution using Uti-
listools. Three of our most popular solutions have
beenthe 3002 cut-off toolsand the VPGT and VPXT
Topinserts. The cut-off tools are ano brainer; once
we convince a machinist to try the 3002 cutoff they
are blown away by the tool life and the savings from
not having to replace crashed cutoff holders of
competitor products. The VPGT and VPXT Top in-
serts never stop amazing me. They are the rock in
our sling and we constantly put them up against
Goliath applications. Avideo of one application can
be found on our website at www.genswiss.com/
toolingvideos.htm.

What are your customers’ main branches of activity?
We have many customers who work in the medical
field, however many customers are jobshops. They
do work in every field from sporting firearms to
semiconductors.

How do you assess the future of the metal process-
ing industry within the USA?

This is always a difficult question to answer. The
economy will always be up and down. The question
is difficult because of emerging technology. Much
of the everyday tools we have used have been
swept away by new inventions, which eventually
are replaced by another emerging technology. To
stay on top, we always need to be vigilant and cease
the opportunity of change in order to continue
moving forward.

Thank you very much for this interview, Jim.

2000's: set up directly a subsidiary in France, to
lead the B2B sales while having a direct contact
with users. On 1 January 2003, Utilis France SARL
was officially established.

Homeland of technology

The French homeland of the Décolletage industry
(the French name for Swiss-type machining) is the
Arve Valley in Haute Savoie, which is actually the
best area in the country to establish Utilis France
SARL; this area is located between Geneva and
Chamonix-Mont-Blanc. Production plants were set
up there during the 19th and 20th centuries, be-
cause of the hydraulicenergy provided by the Arve
River.

With a strong and proud industrial history, this
zone hosts more than 900 companies within a ra-
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dius of 25 km. All those firms are related to the dé-
colletage industry in one way or another. For this
very reason, the «technicvallée» has been the best
choice of location to supply Multidec® tools.

For their first site, Mr Magli and Mr Juillerat chose
premises in Marnaz, on Mont-Blanc Avenue 597,
which were conveniently located near a main traf-
ficartery, and offered excellent parking facilities,
etc. Intime, as the activity expanded, these facili-
tiesthen became too small. Utilis France therefore
moved in January 2012 to another new building,
called «le valtec», based in Thyez, allée de Glaisy,
inthe Glaisy industrial area. There, the new office
offers all the advantages now required by the
company.

Customers

For Utilis France SARL, this concentration of indus-
trial companies opens up significant business po-
tential, and particularly as regards the supply of
Multidec®. Moreover, customers are right here
close at hand. Multidec® cutting tools and tooling
systems, specially developed to equip Swiss-type
machines (i.e. turning machines with sliding head-
stocks), meet the very rigorous expectations of cus-
tomers; they are «Swiss Made» premium tools. The
Multidec® brand has an excellentreputationinthe
Savoie region, and throughout France.

A complementary premium
supply

Utilis France SARL supplies complementary pre-
mium systems and tools, in addition to the Multi-
dec® product range, with our lasting concern for
quality and service. For this reason, Utilis France
SARL has sought partnershipsin order to broaden
its range of supplies. Keeping a cohesive range of
such suppliesisafundamental of partnership with
premium brands. We choose suppliers who com-
ply with Utilis’ corporate ethos: adaptation to cus-
tomers’ expectations, in technics and in sales.
«TOOLING PARTNERS» means a vital synergy for
the Multidec® brand.

Productivity — our constant
watchword

The range supplied by Utilis France focuses princi-
pally on the «décolletage» industry. That means
the products have been developed for experienced
users aware of innovations at the cutting edge of
technology. Productivity is naturally «imposed» by
the very principle of décolletage itself. Further-
more, the various segments supplied by this indus-
try really put the squeeze on costs. On the other
hand, Utilisis willing to accompany clients through
the processes, to ensure a good use of tools and
tool systems in applications. For this reason, Utilis
has naturally established close cooperation with its
customers. This partnership has been possible
thanks to the great capacity for listening and the
technical knowledge of the two men who founded
Utilis France. Utilis France’s image is still closely
bound up with both co-founders today.

On the one hand, Utilis France hires technical sales
engineers for the external sales department. They
are concerned to offer their customers a valuable
service and to add real value.

On the other hand, sales assistants in the invalu-
able back office ensure that customers know they
are in good hands. The excellence of our advice,
service, and respect for our customers is without
any doubtone of the important keysto our success.

The number of customers of Utilis France has grown
rapidly. Among these clients, some count as «close»,
i.e.fromthe Arve Valley, within a radius of 500 me-
ters. ... More and more new customers also come
from all over France (Bordeaux, Paris...).

Our internal sales department runs the service to
our customers from the Parisian area and from the
center, east, and west of France. Our team is able
to provide technical help and advice. In addition,
we directly serve our customers from the Arve Val-
ley through the welcome desk. Other shipments,
for the rest of the country, are made using the

postal services or other private companies.




Administration offices/ Managerial departments/Marketing

Customers and suppliers usually keep in touch
through the sales assistants, buyers, and the
management. They rarely come into contact with
the warehouse managqger, accounting manager, or
personnel manager. These are the diligent
laborers in the background. Without those people
and their active support, a failure-free operation
flow would be unthinkable.
Although they are barely visible from the out-
side, theirwork isinvaluable. Let'stalk about our
employeesin the administration offices and our
managerial departments. They are the experts
in the background, who work with figures, con-
sign items for the customers, solve IT problems,
ororganize exhibition booths. Actually, without

those professionals, Utilis wouldn’t be such an
accomplished company, that's for sure. That's

The valuable co-worker
"in'the background

why we’d like to tell you about their jobs in this
magazine as well.

The first impression counts

«Gruezi, bonjour, buongiorno!» That's how the two
friendly and easy-to-talk-to lady switchboard opera-
tors welcome you when you dial our phone number
+41527626262.They are the first contact forincom-
ing calls from customers and business partners ... Uti-
lis has a strong slogan that we believe in: «You never
get a second chance for your firstimpression.»

When renewing the telephone switchboard a few
years ago, the management had to choose be-
tween a standard operated and a fully automated
system. Although today a phone call could be for-
warded without assistance, due toincoming phone
number recognition and the use of certain keys like
*# 123, the choice still fell unanimously on an op-
erated switchboard. Our new switchboard is mod-
ern and convenient: at any time, the onscreen dis-
play shows you who is available, busy, or out of the
office.

Our frontdesk is not only responsible for the switch-
board. The two operators are also able to supply
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Connected worldwide

stock information. If the call concerns questions of
a more specific nature, for instance about cutting
speed or rake angle, it is forwarded to a product
manager. In quieter moments, the front desk staff
isscanning files, writing delivery date reminders to
suppliers, or performing other special tasks.

From shorthand to emails

«Mrs Balmer, please take a dictation!» Our man-

ager’s secretary won't be expecting to have to
perform this task nowadays. Shorthand and Dict-
aphone are relics from the past. Today’s letters
and messages are typed onthe computer, and are
printed or sent by email. The remit of the secre-
tary has changed considerably over the past thirty
years. One duty remains the same: opening and
distributing the daily postal delivery, although
real letters are decreasing owing to the use of
emails.

Another task, which is not always easy to handle,
ismanaging inventories of catalogs and documents
from our tooling partners. Even when ordered on
time, the shipments often fail to arrive as desired.
This is incomprehensible to sales assistants who
have promised to send customers a catalog within
the next few days.

Many invoices arrive still by post. After being
checked by the relevant department, they are doc-
umented in the administration office, entered, and
on the due date passed on to the accountancy of-
fice for payment.

In our administrative department, our commercial

apprentices are able to get their first business ex-

perience. The head secretary is in charge of their
training. Together with all other supervisors and
the vocational school, she arranges their schedule.
Today, the apprenticeship scheme is more exten-
sive than some yearsago, because now all commer-
cial apprentices have to document all units of work,
learning situations and processes covered. Those

files are checked by their supervisor and by the vo-

cational school.

Numbers: not gripping, but

vitally important!

At first sight, accounting seems a dry and emotion-
less task. However, (almost) everything that hap-
pens in a company initiates a flow of money. The
cash operations are meticulously checked, from a
sandwich snack up to a business lunch, and includ-
ing the damages incurred if somebody driving out

of the parking lot hits a tree planted since their ar-
rival.

The registration of the invoices and the processing
ofincoming payments are largely automated. Debt
collection is more arduous. Most of the time, how-
ever, customers prefer to pay the bills on the due
date —may we heartily thank our model payers!

Every month, a statement of satisfactory and or-
derly accounting is contained in a financial report,
which in turn contributes to the annual financial
statement. This data serves two purposes, provid-
ing documentary evidence for the authorities, and
at the same time information on which the board
can base its business plan.

From people — to people

In the HR department, the tasks are very diverse:
every month all the correct wage payments arrive
ontimeineach employee’saccount. The HR depart-
ment also handles several funds and insurances in-
volving payments to organizations as AHV, SUVA,
theretirementfund, and various other administra-
tive bodies. Those tasks come under the responsi-
bility of the «Administration and Finance Man-
ager» and his assistants, with support from the
office administration.




What would we do without
computers ...?

When a particular program or the ERP itself is not
working, the whole office is thrown into confusion.
A quarter of an hour seems to last an eternity. This
shows clearly how working life haschanged over the
last century. Without a computer, we are at a loss;
we feel useless and outmaneuvered. 100 years ago,
everybody would have laughed to see someone sit-
ting in front of asquare box, typing information and
orders, waiting for answers to arrive and then just
printing them out—even more so, had they realized
just how completely reliant we are on those boxes.

There are two distinct areas: hosting the ERP server,
andthelTinfrastructure of Utilis. All the workstations
are connected to the internal network server. Utilis
France, the subsidiary based in Savoie, is also con-
nected to our network servers. To ensure the manage-
ment of such an infrastructure, and to keep it opera-
tional all the time, acompetent IT specialistis required.

Thisemployee works in collaboration with our sup-
pliers of software and hardware, and this cooper-
ation has to be efficient to solve problems as they
occur. Sometimes such problems can be quite amus-
ing: for example, when a co-worker complained
about the inadequate length of a foot-operated
switch cable, our IT specialist simply had to put the
mouse back on the desk.

«The Multidec® catalogue is a
success story. It’s a very useful tool,
the ideal supplement to the online
platform. It is revised every two
years. In this way, it has been
providing a very good illustration
of our Multidec® brand for 10
years.

Today it involves more than 460
pages. The ongoing demand for

new developments lead us to put all

our energy into this achievement.»

Order, deliver, dispatch

Most tools sold by Utilis are made of small parts.
There are no high-level racks, giant forklifts or
heavily loaded trucks to be found in Mullheim.
«Smallis beautiful» is our slogan! So we have thou-
sands upon thousands of inserts, tool-holders, tool-
ing systems and accessories waiting in compart-
ments and drawers to be sold and dispatched.
Always having available space for new items rep-
resents a real logistical challenge for our ware-
house manager and his team.

Some of our supplies come from our own produc-
tion of cutting tools and tool-holders, and some
from our trading partners’ tools and systems in
Switzerland and abroad. Our own products are la-
ser marked and well packed. After the grinding op-
eration, a large quantity of our cutting inserts is
shipped daily for coating. A full-time employee per-
forms this task every day. The deliveries from our
trading partners arrive throughout the day from
different forwarders like TNT, FedEx, Swiss Post,
andsoon. 10or 15yearsago, parcels used to be dis-
patched mainly by post.

After 2:00 pm, it's getting frenetic in our logistic
department; our German trading partners address
their parcels to our forwarder based in Konstanz
(Germany). All shipments arriving before noon will
be cleared immediately. Thanks to our location
near the border, by early afternoon we are already
abletoreceive all our orders from the previous day.
After reception, the tools pass a quality check, get
registered in the ERP and are stored in the ware-
house.

Incoming orders are continuously recorded by the
sales assistants, and the packing lists are printed di-
rectly in our logistic department. We also print the
storage location and the place on the packing list,
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Picture on the left:
A well-structured stock is
essential.

Picture on the right:
Parcels are ready to be
shipped by post.

Picture below:
Utilis booth on the Prodex
exhibition 2014 in Basel

to facilitate easy retrieval of all the goods for ship-
ping. At4:00 pm at the latest, all deliveries received
from our trading partners are recorded in the ERP.
That enables the sales department to check a gen-
erated list of back orders, to see whether custom-
ers are waiting for newly recorded tools and to re-
lease them for delivery. At 5:30 pm, the completed
consignments and the mail are collected by Swiss
Post and taken for processing at the parcel center
at Frauenfeld. 98 % of priority shipments are suc-
cessfully delivered within 10 hours.

Advertising today

Located in the countryside of Thurgovia, an inno-
vative mid-sized company is producing outstand-

ing goods. The goods are of the highest quality, the
serviceisexcellent... Yes, it'sno exaggeration, they
do all this and more. It's just that not everybody
knows about it. You should let the whole world
know -viasmokesignals, or a carrier pigeon, or the
pony express ... but those means of communica-
tion disappeared long ago. Of course, «marketing
buzz» is still the best and cheapest strategy to
spread your advertising efficiently. Today, however,
this on its own is no longer enough.

Inthelongrun, youcannotexpectyouraccountant
oryour IT-specialist to maintain the marketing de-
partmentinthe waythat'srequired. That's why the
managementdecidedin 2007 to engage a full-time
marketing specialist. Since 2013, a highly proficient
team of two has been in charge of the marketing
department. Those professionals are responsible
forkeeping everything smartand presentable both
internally and externally. Their tasks are almost as
complexas producing and grinding tools. These in-
clude: corporate identity, catalogs and flyers, ad-
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vertisements, the web-site, and special events like
centenary and exhibitions.

Exhibitions provide an outstanding opportunity to
meet interested visitors, and to introduce your
products to them. Long before the exhibitions ac-
tually commence, the marketing team hasto do an
immense amount of preparation: they have to de-
termine the size of the booth, conceptualize it, su-
pervise its construction and set up the productsand
all the documentation. Finally, they have numer-
ous little things to fix, just in time for the opening
and the arrival of the public.

Utilis exhibits regularly at exhibitions such as EMO
in Hannover or Milan, at PRODEX Basel, at SIAMS
Moutier and at SIMODEC La Roche-sur-Foron
(Savoie). Utilisis also represented by our worldwide
dealers at several international exhibitions.
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Means of production

Tradition, experience and knowledge are no
longer enough to satisfy today’s productivity
demands — you need powerfully effective
machines.

Thanks to constant innovation, Utilis offers tools
of the highest quality. This aspiration requires a
continuous renewal of the machine park and all
other meansof production. Asregards the key ma-
chines that are in constant use, we regularly take
the older, last-generation machines out of service,
and replace them. On the other hand, less fre-
quently used machines are well maintained; so
well, that they be up to twice the age of some of
ourtraineesinthe workshop when they graduate
from the course. Naturally, every proud mechanic
likes towork on a machine with the latest technol-
ogy — even though he enjoys tinkering with and
polishing his old car in his spare time.

The following machinesare in use for the manufac-
turing of our Multidec® product line:

Hermle 5-axes machining center

Technical data:
Travel range: X-axe 800 mm, Z-axe 500 mm,
Y-axe 600 mm, C-axe 360°, B-axe £110°

The machining center can work with 87 tools and
18 pallets of workpieces.
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Nakamura turning machine

Technical data:

Maximum turning diameter 335 mm, maximum
turning length 300 mm, bar capacity 71 mm
Travel range: X-axe 265 mm, Z-axe left handed
350 mm, Z-axe right handed 980 mm

The machine is equipped with 12 driven tools per

turret.

Ewamatic Line grinding center

Technical data:

6 axes, 6 grinding spindles, rotation speed
6000 RPM (1/min)

X-axe 360 mm, Y-axe 240 mm,

Z-axe 240 mm, B-axe £120°, C-axe, A-axe
Fanuc robot with 6 axes

Haas CA
universal CNC grinding center

Technical data:

5 axes, 1 grinding spindle with HSK 50E,
rotation speed 8000 RPM (1/min)

X-axe 540 mm, Y-axe 300 mm,

Z-axe 300 mm, A-axe rotary axe revolving speed
1000 RPM (1/min), C-axe 300°

Fanuc robot with 6 axes



Products

From the waterwheel to the «GS» chip-breaker,

our industry never stops changing. While this
makes our task challenging, it’s also very
exciting. Our history shows that Utilis has always

kept pace.

Over the last decade, the products developed and
diversified by Utilis have undergone a remarkable
transformation. Furthermore, the company is not
only aninnovative player on the market, butalso a
flexible one, always adapting its structure and strat-
egy to external factors and changes. This flexibility
is fundamental to the approach of its owners, ex-
ecutive directors and managers.

An excerpt from the history
of our products

Waterwheels used to belong to the production

program of the early Twentieth Century. Water-

power was a much utilized energy source in those
times, but electricity soon took over. Increased
global mobility led to the establishment of a new
market potential: components for bicycles, motor-
bikes and (Swiss) cars. Utilis made these compo-
nents in series: for example, dynamos were pro-
duced, some even protected by a patent.

Until the fifties, Utilis used to run a «car repair
shop». Work performed there included servicing,
repair, fixing, and renovating cars.

The «Ovomaltine blender» was Utilis’ signature and
long-running product, developed and producedin
cooperation with the firm of Dr. Wander AG to pre-
pare and serve Ovomaltine beverages in restau-
rants and cafés. That was in 1939. From this time
onward, Utilis produced this mixerin the same form
for decades. Today, it may still be found in some
nostalgic old bars. As of 1989, the company Profi-
form AG has taken over production and distribu-
tion of those devices.

The wide range of products used to include centri-
fuges for blood, kitchen mixers, and components for
scales. As early as 1915, when the legal status of the
company was changed and it was renamed Utilis AG,
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STABIL boring bar system
with the first models of
removable inserts

it began producing its own metal cutting toolsin or-
dertosell them to the Swiss market. At that time, the
new material, HSS (high-speed steel), took over the
cutting tool industry. Utilis therefore produced ava-
riety of tools such as taps, treading dies and milling
cutters out of HSS, while also manufacturing the ac-
companying measuring devices, such as control
gauges, plug gauges and control abutting gauges.

The iconic classic product is without a doubt END-
FIX, launched in 1925. This cutting tool enables the
manufacture of metal bars or pipes with different
forms of extremities. The cutting inserts can be
ground on demand to the required shape and ge-
ometry. Those inserts are thensetup on astandard
tool-holder. Thetool-holderisthensetupinanelec-
tric drill and works the extremity of the bars (of a
diameter of 2 to 20 mm). Though no longer Utilis’
bestseller, ENDFIX is still the oldest manufactured
product included in today’s sales program.

After the Second World War, carbide replaced HSS;
cutting speed wasimproved and the lifetime of the

tools increased several times over. Carbide was too
hard to be suitable for interrupted cutting. How-
ever, itbecame the accepted material for use in high
speed turning, grooving and cutting. The first, and
at the time expensive, carbide inserts used to be
brazed directly ontothetool. Thenthe machine op-
erator had to grind the required shape of cutting
edge into the carbide himself, which demanded a
high degree of professional knowledge.

Before long, a solution that entailed separating
the insert from the shaft allowed for a quick re-
placement of the cutting edge. The STABIL boring
bar system was developed, designed to machine
average- to large-diameter holes, using HSS and
carbide removable inserts on a tool holder. This
firstdevelopmentwasreleasedinthe 60sandthen
on sale until the 90s in central and southern Eu-
rope.

The grinding and sharpening costs, relative to the
lifetime of the cutting edge, were already a matter
for discussion. Removable carbide inserts were
therefore already increasingly replacing brazed
tools on the market. That was when Utilis released
the UNIPLAT program. The aim was to supply a
range of removable inserts with two cutting edges
and different work angles, adaptable to several
tool-holdersizes. Unfortunately, this range was not
a lasting success on the market. The technical com-
promise had, in fact, a negative effect on the tool’s
stability.

In parallel with UNIPLAT, the company pursued the
question of cutting off «wide diameters». Utilis
searchedto find asolution for setting up and clamp-
ing the removable inserts in order to achieve cut-
ting off applications with cuts as small as 2.5 mm.
Utilis launched GIVAMA, the first cut-off system us-
ingremovable cuttinginserts. This line wasincluded
in the successful MULTISTAR cut-off program in
1975. With thisnew line, Utilis was able to break into
the international market at that point. The tools
were successfully distributed in Western Europe and
Japan.

Utilis didn"t want to be left on the sidelines where
milling tools were concerned, and so a complete
program of inserts and holders, called UNIMILL,
with as many cutting edges as possible, was
launched in the mid-1980s. This system, with its high
cutting forces, had its limitations, however, when
used with the new CNC machining centers and the
automated tool changes. Then Utilis noted that the
pull-in forces of the new clamping systems were
lower than with the conventional manual clamping
systems. Utilis therefore developed the Delta Con-
trol systemto manage the setting up and control of
these forces. This systemis still in our sales program
and is still being sold worldwide.
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The number of customersin French-speaking Swit-
zerland (the area we call the Romandy) continued
to grow. The various work applications and meth-
ods were quite different from those in industries
in central Switzerland. The parts were more pre-
cisely finished and of smaller sizes. New materials
such as titanium and medical steels came with new
requirements for cutting tools and cutting condi-
tions. Atthe same time, the evolution of machines,
with the replacement of the old, conventional
cam-operated turning machines by new CNC Swiss-
type turning lathes, changed the demand for cut-
ting tools. Bruno Alioth, the external sales man-
ager at the time, anticipated this. He lived in that
part of Switzerland, and was in constant contact
there with customers of the Swiss-type turning in-
dustry.

The young general manager at that time, Mario
Macario, took Bruno’s ideas on board and sup-
ported the launch of a new program targeting this
businesssegment. Inthe early nineties, the project
team at Utilis AG laid the foundations of the very
successful Multidec® tooling systems brand. This
success is based on the method developed by Utilis
that marries the assets of conventional turning
tools with the technology of the Swiss-type auto-
matic lathes. After that, new ideas came flowing in
toimprove performance, based on the premise that
the cutting edge iswhere the sustainable profit lies
for the customer.

The development of our own product lines has
been - and still is — our main priority. To offer the
best competitive prices and to ensure constant su-
perior quality, we are continuously investing in our
top- level machine park.

The appropriate turnover has been achieved,
thanks to the expansion of export sales. Utilis has
extensively targeted the main markets in Europe,
Asia, and Northern America. This has enabled Uti-
lis to find successful representatives for Multidec®

abroad.

UTILIS

multidec

swiss type tools

The development of the Multidec® brand

e 1992: First steps of the introduction of Multi-
dec®-CUT, -TOP and Multidec®-I1SO for the Swiss-
type lathes in the watch industry.
1993: The first year of sales has been a success
for the product line.
1994: First meeting of the Multidec® task
force. This study group still exists today and
meets four times yearly, to determine and an-
alyze the new expectations of the market, in
order to anticipate the next changes of prod-
ucts and the adaptations required for the ex-
isting system. The main goal is always be
ahead of the competition.
1996: Release of Multidec®-WATCH, a special
program for the watch industry.
1998: Release of Multidec®-Bore Micro, a pro-
gram for internal turning of small parts start-
ing from diameter 0.5 mm with a patented
setup system.
2002: Release of the line Multidec®-CUT 3000.
This step meant a big evolution for Utilis and
the existing program of the CUT-Systems. It was
acourageous step, which proved to be theright
one since it led Utilis to advance to a market
leadership position.
2007: Expansion of the CUT 1600 line in order
to meet the increasing demands of the micro
mechanic industry.
2007: Multidec®-Whirling: First research to de-
velop a new system for efficient machining of
long external threading of medical parts.
2009: Release of the new Multidec®-Whirling
system equipped with up to 12 cutting inserts.
This new system quickly conquered the market
and is still considered the leader today.
2012: Tool Systems: introduction of a new tools
system to be adapted to new lathes, in compli-
ance with several current clamping systems,

allowing the setup of the Multidec® toll hold-

ers and cutting inserts.

2013: Multidec®-Lube is the new innovation by
Utilis, dealing with integrated cooling. This
system allows a precise cooling jet to be guided
through the tooling plate and the tool holders.
2014: Introduction of a new carbide grade with
excellent propertiesto work in today’s modern
materials.

2014: Release of the new «GS» chip breaker:
these new cutting inserts are produced with a
totally new modern process. Utilis developed
this new technology in collaboration with its car-
bide supplier. The new inserts with the «GS» chip
breaker allow a significantimprovementin pro-
ductivity for the production of large series.




Our TOOLING PARTNERS

In parallel with our own products, Utilis is selling
Swiss and foreign trademarks that are leaders in
their market segments. Utilis supplies the follow-

ing leading trademarks in Switzerland:

N

V'

Becker, Germany, Puchheim near Munich
Develops and manufactures precision cutting tools

made of ultra-hard cutting materials such as natu-
ral diamond, synthetic diamond and CBN.

CeramTec

THE CERAMIC EXPERTS

CeramTec, Germany, Plochingen

Experts in ceramic cutting tools. One of the world
leadersinthe manufacturing of high performance
ceramics.

Ya CERATIZIT

Ceratizit, Austria, Reutte, tooling partner since 1952
Global player for cutting tools, suppliesinnovative
and modern cutting tools. The skillsand knowhow
in cutting tools and cutting materials are the core
competencies of the company, which produces its
own carbide grades from its own mines.

Dimmel

WERKZEUGFABRIK

Diimmel, Germany, Hiilben
Developmentand production of premium carbide
cutting tools for the application of turning and

milling.

Erix, Sweden, Gothenburg
Manufacturer of automatic back spot facer for de-
burring and chamfering.

0
HAINBUCH

SPANNENDE TECHNIK

Hainbuch, Germany, Marbach

Leader in the market segment of clamping equip-
ment for work pieces for milling, turning and grind-
ing. That includes chucks, mandrels, tension ele-
ments and quick adapting systems.

hemo

Precision Clamping Systems

Hemo, Switzerland, Kriens

Development of high quality work pieces and
clamping systems. The company also supplies au-
tomated clamping equipment with complex and
special solutions.

HITACHI

Hitachi, Japan, Tokyo

A complete range of cutting tools for tool-and-die
makers and the molding industry. Supplier of a
large range of high quality standard end mills and
milling cutter bodies including inserts.

& KOMET"

GROUP
Komet Group, Germany, Besigheim
Manufacturer of alarge range of solutions for bor-
ing applications. Through the acquisition of the JEL
and DIHART brands over the last few years, KOMET
has become the mostcomplete supplierinthis mar-
ket segment.

oJ
J KYOWA

Kyowa, Japan, Ugo

Manufacturer of PCD precision tools like spherical
mills, end mills, chamfering mills and drills from di-
ameter 0.1 to 6 mm, to machine materials such as
non-ferrous metals, hard materials like ceramics,
quartz, carbon, graphite etc.

RIHETEC

Kihlmitteldisen

Rihetec, Germany, Schorndorf

Specialist for cooling nozzles for CNC lathes —tools
from professionals for professionals.

RINECK

werkzeugtechnik
Rineck, Germany, Marienfeld
Largest choice of tool holders for the mold and gen-
eral machining industry.

Schaublin, Switzerland, Delémont

Utilis is an authorized dealer for Schaublin collets.
The brand is known worldwide for the quality and
precision of its products.

wTo

srigher Productiv?y

WTO, Germany, Ohlsbach

Manufacturer of high quality driven tools. This
equipment is well known for its high quality and
technology, which are continuously adapted to even
smaller working spacesin several types of machines.




Exploit all ' pduction
capacities

Subcontracting

Every worker deserves his pay — nothing exceptional,
you might say. Most people do this every day, don’t
they? But in terms of practical economics, contract
work has another, very important, meaning.

A search on the internet for the term «contract
work» will be a lengthy process, whichever search
engine you use. The results will take you to forums
dealing with labor unionslogans. They will take you
back intime, to Marxism and beyond that to ancient
civilizations. That is not where we want to go. Be-
cause in the industry, «contract work» has a very
pragmatic meaning: one company orders machined
parts or components from another. The contractor
supplies drawings, and sometimes, the material for
machining. In some cases it's possible that only a
sample of the partsis available. Inthat case, the sub-
contractor receives the execution plans and the re-
quired material from the provider. The reasons for
subcontracting are quite diverse; possibly the client

doesn’t have his own machining factory. He does
the engineering, the assembly and the sales, but
buys all the components. Maybe the customer
doesn’t have the right machines to perform the
tasks required, or has a temporary lack of capacity.

Free capacity for others

Utilis has always manufactured and sold its own
products. However, the machines are not all used
to their full capacity all the time. A turning ma-
chine that works only in the morning doesn’t pay
its way. Overhead costs, such as depreciation, cap-
ital costs and space, remain the same whether the
machine performs all day long or not. Therefore,
free capacity must be offered to other companies.
Utilis has been practicing this for a long time.
Thanks to the high quality of the work and the
parts we deliver, and owing to our considerable
expertise, subcontracting has become an impor-
tant field of business to us.

One of our biggest customers for subcontracting
work is the company Profiform AG in Adlingenswil.
This company is an innovator in precision mechan-
ics. A longstanding business partnership connects
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We also manufacture
components with the
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Picture below:
Turning machine to
produce workpieces of
«wide» dimensions

both companies. Both companies are very close, be-
cause Profiform AG was established by Peter Huser,
son of Josef-Paul Huser, longtime owner of Utilis.

Interview with
Mr. Miiller, in which fields do you supply your com-
ponents?
Our components are sold to all classic industries.
Our P-program suppliesindustriesincluding proto-

types, model making, jewelers, schools and many
other fields.

The company Profiform AG was established

in 1985, Today (in 2014), 18 people work there.
The company specializes in four areas of
business: classic subcontracting, modular
assembly, our own production (P-program),
and smaller developments for specific

engineering.

In which cases do you require subcontracting work
from Utilis?

There are many cases, but above all for cutting
tools, tool holders, collets, for grinding and honing
applications. In fact, we maintain a very intensive
collaboration.

How do you evaluate the performance of Utilis?
Our relationship is based on trust. And we would
describe the relationship and the delivered work
and parts as «superb».

Thank you very much for this interview.
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Working and framework conditions

Today we have to face difficult pressures regarding
time. We have to be reachable and operational
everywhere and at every time, even out of
conventional working hours. Sometimes we say to
ourselves, things used to be better in the past ...
only we happen to have found an old note about
the factory’s rules.

48 working hours per week, penalties for late ar-
rival, a bell announcing the start of the work pe-
riod, strict control of breaks, control of time spent
inthe locker room, and finally, control of workers’
day-to-day conduct-all of these things appear un-
real to us today, but the daily working practice used
to be this way back in 1919.

To mark our Utilis centennial, we have released
items from our archives. We were surprised at just
how strict these severe rules used to be. It's hard
to imagine stopping working exactly on the bell,
then having only 7 minutes precisely to leave the
workplace and the factory. For today’s workers,
that seems just unbelievable. For us, it's been ab-

solutely fascinating to discover some of the regu-
lations below and to present them to you.

Conventional work periods

Factory rules on 07.30.1878
The actual working duration must be 11 hours a

day. On Saturdays and on the day before a holiday
the working duration must be 10 hours.

Factory rules on 12.15.1919

Duration of working time — not including breaks —
isorganized on a basis of 48 hours per week, as fol-
lows: 8% hours during the first five days of the
week, then 42 hours on Saturdays.

Common labor agreement of the manufacturing
mechanics and metal industries for the time from
07.01.2013 until 06.30.2018:

According to article 12.1: the working year consists
of 2080 hours (52 weeks x 40 hours), not including
breaks. The accounting period of twelve months
may differ from the regular calendar year.

Daily work period

Factory rules on 07.30.1878

The beginning and end of work periods may change
with the seasons. Schedules are announced when
they are about to be modified. Every worker has to
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in hisplace ontime, readytostartworking. The en-
trance of each employee is checked systematically.
Actionistaken againstemployees for delays: in ad-
dition to the missed work time, an equivalent pen-
alty will be deducted. It is forbidden to enter the
changing room before the end of work.

NB: At this time, penalties came out of the local
workers' health insurance.

Factory rules on 12.15.1919

A special timetable defining the organization of
working time is placed in the workshop and pub-
lished by the local authorities. The workplaces open
their doors 10 minutes before the start of the reg-
ular work period. On the «starting» bell, each em-
ployee has to be operational at his own workplace
ready to execute his tasks. The bell will sound once
more to signal the «end of work». Stopping work-
ing or going to get changed before the signal are
notallowed. After the bell, employees have 7 min-
utes in which to leave the workshop.

Management Process Order (MHB) 200_19 Utilis
AG, valid for 2014
Working hours in the workshop:

flextime fixed hours
Monday -Thursday:

06.00 - 08.00 08.00-11.30
11.30-13.30 13.30-15.30
15.30-18.00

Friday:

06.00-08.00 08.00-11.30
11.30-13.30 13.30-16.00
16.00- 18.00

Breaks:

09.15-09.30 (automatically deducted)

Paydays

Factory rules on 07.30.1878

Payday isscheduled every other Saturday. For each
employee, 6 days’ pay is kept back. Paymentin ad-
vance will not be granted.

Workshop ground rules on 12.15.1919

Payday is scheduled every 14 days on Friday after-
noon. Six days’ pay will be kept back until the next
pay period. The amount is paid and a pay slip pro-
vided according to Article 112 of the factory rules.
The employee hasto check the amount against the
number of hours worked. In case of discrepancy,
the employee has to make a claim immediately.

Management Process Order (MHB) 200_19 Utilis
AG, valid for 2014

The payment is made on the 25th day of every
month. The payday is advanced when the 25th of
the month occurs during a weekend or a holiday.

Fabrik-Ordnung

Utilis Zurich
Schweizerische Werkzeug-Fabrik
Werk Miillheim.

1. Die tagliche Arbeitszeit belriigt 11 Stunden, an Vorabenden von
Sonn- und gesetdichen Feiertagen 9 Stunden, . . mit Arbeitsschluss
spitestens um 5 Ubr. Die Arbeitszeit-Einteilong wird in jedem Arbeils-
lokal angeschlagen.

2. Die Lohnzablung lindet alle 1% Tage und zwar am Samslage
statt, wobei jedoch der Lohn von 6 Arbeilstagen als Standgeld siehen
bleibt.  Dasselbe verfalll dem Arbeilgeber, wenn der Ausbrill in ungesetz-
licher Weise stalllindet. Regelrecht Austretende kinnen ein Zeugnis be-
anspruchen.

3. Die gegenseitige Kindigungsirist betraglt 1% Tage. Die Kindigung
kann an jedem Zabllag oder Samstag erfolgen. Mil den einzelnen Arbeitern
konnen kirzere oder langere Kindigungsfristen durch schrifilichen Vertrag
vereinbart werden.

4. Grosste Gewissenhalligheil in Ausfilirong der ibertragenen Arbeiten,
I’unklllt,like.ll lJrlIr)uug erl einlichkeit wird jedem Alluesldllen zur Pllicht
gkeil und gule Sillen zu beolachten, soll iXlren-

sache fur Jn:den sein.

5. Jeder Arbeiter ist fur die ihm anverlraulen Gegensitinde verant-
waortlich,

6. Auf Bussen wird verzichtet. Dagegen zieht jede Verlelzung dieser
Fabrik-Ordnung Verwarnung nach sich. F‘rfol;,t :Ile Ueherlrelung jedoch
wieder oder wird den amtlich genel und den
selnifllichen Weisungen zum Schulz von l.vesuudhml und Leben der Ar-
beiter nicht Folge geleistel, so erfolgl Kindigung, in schweren Fallen
soforlige Entlassung.

7. Die Fabrik-Ordnung :sl in den Arbeils-Lokalen anzuschlagen und
jedem Arbeiter beim Eintrilt ins Geschall einzubindigen.

Miillheim, im Juni 1916,

Utilis Zurich,

Die Betriebsleilung: A, Ernst.

Vom h. Regierungsral des Kantons Thurgau genebmigl unter § 1713,
Frauenfeld, den 24, Juli 1916,

Der Prisident des Hegierungsrales:
sig. Hofmann.

Der Stalsselreiber:
sig. Schneller.

The 13th salary is paid with November’s payment.
Any applicable bonus, determined by the adminis-
tration board, is paid in April.

Notice of termination

Factory rules on 07.30.1878

Two weeks’ notice of termination is observed for
each party and the last workday is scheduled for a
Saturday. Should the work be terminated before
the end of this period, all benefits and bonuses on
the wage will be lost and will be paid into the local
workers' health insurance. Serious negligence and
lapses in discipline are causes for immediate dis-
missal; that involves a loss of all benefits and bo-
nuses with no possibility of making a claim.

Factory rules on 12.15.1919
The employment can be terminated by either party
as from any Saturday or payday.

Today, according to the Swiss code of obligations
According to article 335c: the employment can be
terminated within one month’s notice during the
first year of service; then within two months’ no-
tice between two and nine years of service; and fi-
nally, within three months’ notice after ten years
of service.






Education/Trainees
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Apprentices at Utilis,
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Apprenticeship training means: taking responsibility

and developing together. It is also about having a

formative influence on the profession, and about
passing on experience. This is the reason why Ultilis

attaches great importance to youth training.

Companiesthattrainyoung people fulfillanimpor-
tantfunctionin our professional education system.
This is how companies select and train those who
will assist and represent their professions in the fu-
ture. This explains why Utilis has always accorded a
high degree of relevance to apprenticeship train-
ing. Our youngsters are our future professional
polymechanics and management assistants.

Switzerland has established a binary educational
system: traineesvisit avocational or technical school
oncertaindays. On all other weekdays, apprentice-
ship training takes place in a company - learning
practical work and helping in different tasks. Stu-

dents of high academic ability have the chance to
graduate with a higher diploma. Thisenables them
to enterthe University of Applied Sciences without
having to pass further exams.

A profitable investment

Basic education is characterized by a partnership
concept. On the one hand, companies invest time,
staff, and the necessary funds. On the other, they
get productive work in return, while the young
people also breathe new life into the day-to-day
functioning of the company.

Utilis offers apprenticeships as polymechanics and
management assistants. Since summer 2014, we
have also had atrainee position in construction. Ex-
perienced instructors are responsible for guiding
and supervising the apprentices, whose training is
practical and work-oriented, thanks to new mod-
ern tools. In an interview, two of our apprentices
share their daily experience with us.




Education opens many doors

The profession of management assistant can be
learned at three different levels: Basic Education,
Extended Basic Education or the Advanced Voca-
tional Certificate of Education. Expectations re-
garding learning targets and scholastic achieve-
ment can be adapted to each apprentice’s abilities.
Utilis normally offers two apprenticeships for Ex-
tended Basic Education or the Advanced Vocational
Certificate of Education. In an interview, Carmen
Santo, astudentin her 2nd year, talks with us about
her apprenticeship experience.

Why did you choose the profession of manage-
ment assistant?

I chose this profession for the classicreason:it’svery
good for my education, and it will lead on to many
opportunities after my apprenticeship.

Why did you choose Utilis as training company?
At high school, | was able to get a look at Utilis on
some of my work experience days. | was given
plentytodoandlwasn’tbored atall. At other com-
panies | visited, | felt bored and | didn’t feel as wel-
come. The other workers were very nice and sup-
portive to me while | was at Utilis. When a problem
arose, people were so helpful. | wasvery impressed
by this company, and when they offered me an ap-
prenticeship contract at my third day of work ex-
perience, | accepted there and then.

How long does the management assistant appren-
ticeship take?

This apprenticeship lasts for three years. The voca-
tional school is in Weinfelden. | go there every
Thursday and Friday.

What s a typical day like?

Right now I'm working in the administration de-
partment. In the morning, | open the day’s mail
and deal with that. Then | collect the new orders

from customers for catalogs, flyersand documen-

tation, and dispatch them. When new catalogs ar-
rive, | affix the labels. | work just on whatever
needs doing. In the afternoon, | check the pay-
ments from customers and maybe send some more
documentation. If Istill have time left, I book stock
changes, and if there's time, | scan the paid in-
voices. Finally, | frank all the letters, and getthem
ready for posting.

What is your favorite task?

| like dispatching documentation, because every
requestisspecifically about a product line; I'm not
so fond of checking the accounts.

What does a typical school day looks like?

At 8.35 am, school starts with five lessons on the
morning timetable and three in the afternoon.
On Friday for example, I have three lessons of com-
puter science, two hours of German, and finish with
three hours of French. The stricter the teacher, the
more we learn. | like school quite a lot.

Are there any interim examinations?

In my 2nd year, I've already passed my French and
computer science exams. In my 3rd year, I'll also be
taking the optional subject of DELF (in Commercial
French). Duringthis final year, I'll only be going into
school one day a week.

What is your personal and professional goal?
After my apprenticeship, | would like to change
my profession. | don’t think | will be carrying on
with office work. Iwould love to see something of
the world, and I guess | can’t really do this sitting
in an office. My goal is to find a position as a flight
attendantwith SWISS International Airlines. | love
foreign languages and | really like traveling, so |
think this job would be ideal for me.

Do you want to add something?

If Thad to choose all over again, | would still choose
Utilis. It's been a real pleasure working here, and
the working atmosphere is very pleasant.



Education: A good foundation for the future

Picture on the left:
Carmen Santo and her
tutor, Paola Ceccon

Picture above:
Benjamin Rast inspects
a tool

With the Swiss-wide vocational reform of 1994-
1997, the training of mechanics, toolmakers, pre-
cision mechanics and machine fitters was merged
to form basic vocational training in polymechan-
ics. Utilis offers apprenticeships with the focus on
production. There are normally four training places
to be filled. In the following interview, Benjamin
Rast, a 4th-year apprentice, relates his everyday
life as a trainee.

Why have you chosen this apprenticeship as a poly-
mechanic?
I've always enjoyed craft-based work, and I wanted
to get to know different skilled trades; then the
work experience day as a polymechanicreally con-
vinced me.

Why have you chosen Utilis as the company where
you do your training?

I like the work, and | like the size of the company.
For me, it's also important that there aren’t too
many of us apprentices, so each apprentice can ben-
efit from good, individual training.

How long does the apprenticeship take?

The apprenticeship as a polymechaniclasts 4 years.
In the 1st and 2nd year, | spent two days in voca-
tional school and three days working at the com-
pany. From the 3rd year onwards, you only do one
day of school per week, and four days at work.

What is a typical day like for you?

Anormal working day begins with me greeting my
teacher and the workshop manager. Then | turn
on the machine and start working. Each day we
have many different production ordersto edit, and
each apprentice has his own set tasks, such as dis-
posing of waste, putting out fresh towels or clean-

ing down the lunch table. At 9:15 am, we have a
15-minute break, and at 12 noon, I have my lunch
at home. Before | go home, | clean my machine,
which takes about 5 to 10 minutes.

What are your favorite tasks?

| prefer working on repairs, prototypes and small
series, because these operations are veryvaried and
you can learn a lot.

And what would you rather erase from your task
list?
Emptying the vacuum cleaner and cleaning.

Where are you attending the vocational school?
Atthe Educational Center for Technologyin Frauen-
feld.

What are you studying at the vocational school?
We study many technical subjects, for example,
technical drawing, material engineering, manu-
facturing technique and electrical engineering.
But we also do general education, sport and Eng-
lish. We have a lot of things to learn during those
fouryears, in order to pass the LAP diploma at the
end.

Are there any intermediate exams?

In the second apprenticeship year, we have to pass
an exam on some parts of the course. The practical
work is evaluated and tested, split into four cate-
gories: milling, turning, manual machining, and as-
sembling.

What is your personal learning or career goal?
The important thing is to pass the final exam. And
then, | want to take as much as possible from what
I've learned, to use in my future career.




The cornerstones
of a successful century

History/Milestones

In the second half of the nineteenth century, in
1868 to be precise, the Ernst brothers established
a mechanics workshop in Mdllheim. In 1915, the
factory was converted into a joint stock
corporation, named UTILIS AG. From then, the
business steadily grew — in continuous, precise,
committed steps.

1860

This year is written in the keystone of the arch
above the basement entrance on the eastern side
of the building. We can trace the origins of Utilis at
least as far back as this.

1868

Jakob Ernst and his brother Albert establish the me-
chanics workshop and the millwright’s factory. In
order to have enough space, they converted the
wagon maker’s with adjoining forge and barninto
a workshop.
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1900

Change of the company’s legal status into Ernst &
Cie.

1915

Change of name to Utilis Zarich, Swiss Tooling Fac-
tory, and change of the company’s legal statusinto
a public limited company.

1920

Change of name to The Swiss Tooling Factory «Utilis»,
Mullheim, and later to «UTILIS MUELLHEIM, tools
and devices factory».

1925

ENDFIX cutting tools launched: tools designed to
work cutting applications at the extremities of
metal bars and pipes. Those tools are still sold in al-
most the same form today.

1939

In collaboration with the Dr. Wander Company, pro-
ducer of Ovomaltine (a famous Swiss chocolate malt
drink), a blender for those milk drinks was devel-
oped and produced for many decades. We can still
findsome of these blendersinlong-established res-
taurants and cafes today.

1947

The building of the workshop is extended on the
eastern and southern sides.

1952

Utilis takes over the distribution of cutting tools for
the entire Swiss market from the Plansee GmbH
Company (based in Reutte/Tirol). This long-term
collaboration with the company, now called CERA-
TIZIT AGsstill continues. Further agencies followed,
see page 23, «Our TOOLING PARTNERS».

1960

Production of tool-holders for cutting inserts.

1970

First modern grinding machines are brought into

service.

1974

Office extended into the attic of the building.

1980

NC-Technology arrives at UTILIS.

1985

Building extended on the northwestern side, to
allow more space for the new larger CNCmachines.

1990

Office space in the attic further extended. Southern
side partially demolished, and then a new three-lev-
eled part built.

1992

Multidec®, our own products range is launched.

1994

Quality management: certification ISO 9001.

2002
Utilis France SARL established in Thyez, Haute-
Savoie near to Geneva.

2008

The moveinto the newly built part of the workshop
to produce inserts. There are new offices upstairs.

2013

Sales office opened in Shanghai, PRC.




The Management

When a company is about to celebrate its centen-
nial, many different people will clearly have con-
tributed to this success. Utilis has an impressive list
of these by now. Although the owners have
changed, one thingremainsthe same: the focuson
our passion for precision.

1915 to 1931

Albert Ernst-Spuhler is the sole shareholder and
runs the business until he dies.

Picture above:

The Board (from left)
Wolfgang Vilsmeier,
Robert Bachmann, Klaus
Marz

Picture on theright:

The Executive Office
Marco Boss, Roland Weber,
Mario Macario

1931 to 1944

Emilie Ernst-Spuhler, Albert Ernst’s widow, takes
over the share capital and runs the business to-
getherwith her daughter Margritand for some pe-
riods also with her son Albert.

1944 to 1969

Albert Ehrismann-Ernst and his wife Margrit are
the new owners and managers of the company.

1969 to 1989

Josef Paul Huser takes over the entire share capital
and runs the business together with his wife.

1989 to 2004

The Romabau-Holding AG in Weinfelden, later
called SIH Holding, takes over the shares of the
Huser family and incorporates Utilis into their hold-
ing company structure.

2004 to today

As part of amanagement buyout, the SIH Holding
sells the shares to:

The family Gundula and Klaus Marz

The family Karin and Wolfgang Vilsmeier
Mr. Mario Macario

Mr. Roland Weber

Mr. Robert Bachmann




Review/Status/Perspective

Throughouta career of aserving Chairman, itis rare
to celebrate the centennial of one’s own company.
It gives us a great pride to be able to enjoy the 100
years of Utilis together. We are particularly proud
of this, knowing that - because of the fast pace of
change nowadays - the average «lifetime» of a
company, according to the statistics, is only about
seven and a half years.

We can assume that lot of right decisions have been
taken, while very few mistakes have been made,
over the past 100 years, keeping Utilis successful in
a highly competitive marketplace for precision
tools. Looking back on this good foundation, we
can see the uncompromising nature, strategy, or-
ganization, and corporate culture of Utilis. All those
factors have led to our meeting the expectations
and the needs of the clients. Thus, our customers
are still ensured daily of high added-value prod-
ucts, service, and consulting.

A successful active management is a question of
deep belief. We believe deeply in our ability to
lead our customer-oriented strategy in a challeng-
ing market environment. This commitment and
these values will continue to be at the centre of all
our activity as a company for the next 100 years of
«Utilis».

On the same basis as our own development and
production of Swiss made tools—thankstoamod-
ern method of manufacture — our collaboration
with the best worldwide suppliers of precision
tools allows us to offer an impressive range of
high quality products. Moreover, our skilled em-
ployeesintheinternal and external sales depart-
ment are able to offer you a high quality service:
our business processes are set up to deal conclu-
sively with problems that users have encoun-
tered, and to offer them appreciable value
added.

Utilis knows precisely how the precision tools
work. Our staff knows precisely what they look
like, and how they have to be set up. This is be-
cause we listen to our customers, and because our
profession is based on finding the right solutions
tosolve their problems. Utilisis a «<marketing com-
pany», in a very positive sense: a proactive ap-
proach is the best way to develop sustainably the
position of the company in the market. Thus, we
believe in our ability to face the hard times ahead
in the 21st century.

What are we expecting on our way to the next 100
years of success? As the saying goes: «Nothing is
more unpredictable than the future». Neverthe-
less, we intend to stay on track.

Firstly, every company must adopt a real saving
strategy —we have come along way, with the worst
financial and economic crisis for 80 years. Nor are
we completely safe today (in 2015). Nevertheless,
governments and national central banks have
done a great job to protect and preserve us — es-
pecially the Swiss National Bank (at least up to
10.31 on 15 January, 2015); the FED (from as early
as 2008), with their expansionist policy, and lat-
terly (from February 2015), the European Central
Bank (ECB). On the other hand, Utilis does every-
thing to ensure and foster its business environ-
ment. At the current time, the basis for this is al-
ready in place at least in as far as America, Europe,
and South East Asia are concerned. Business devel-
opment for the first half of 2015, above all, will
show how Switzerland in general and Utilis in par-
ticular fit into the picture:

1. We believe growth in the USA to be outstand-
ingly good; for that reason, we hardly focus on
this market. We also defined very ambitious ob-
jectives with our North American importer and
dealer.

2.We believe that China will be going through a
rather more delicate period. On the one hand, the
housing sector, akeysector, isaboutto slow down.
Onthe other hand, the trade balance inversion and
the growth of the domestic market mark a major
shift for Chinese industry. We believe that the eco-
nomic players in China follow a regular pattern of
investment, with an economic growth reaching
7.5 %. We assume that China will have a «softland-
ing», after experiencing an average annual growth
of 10 % over several years. Utilis has therefore also
expanded its presence in this market long term,
while establishing its own Chinese representative
office. This will enable Utilis to respond better to
customers’ specific expectations, and to take ad-
vantage of Chinese growth.

3.The European Union, driven by the European
Central Bank and Germany - as engine of growth
—facesarelative economicdownturn. This was still
the casein 2014. We assume that the ECB will keep
interest rates low for many years to come, and will
implement its «Quantitative Easing» program
started by the end of January 2015, based on the
American and Japanese model, with a volume of
around 1.2 billion Euros. The impact of interna-
tional «currency wars» on European economies is
seen as a difficult challenge for the future of the
Euro area and for the euro as the common cur-
rency. We are especially mindful of the economic
recovery of Germany and Austria, but also of
France, Italy, and Spain. This is significant for Uti-
lis, because it means that these countries will re-
main our mostimportant exportand procurement
markets in Europe.




4.Switzerland has been enjoying prodigious eco-
nomic growth since 2005. The Swiss economy has
been seen as one of the most competitive in the
world, leaving other countries behind (so to speak).
Despite this undeniably very strong overall expan-
sion by Switzerland by the end of 2014, the aban-
donment of the cap on the euro minimum rate
came as a shock — especially for Swiss SMEs and for
Utilis. We are however, taking action to meet this
great challenge, and to face it with all the means
and the powers at our disposal! We remain entirely
confident of our healthy position in this, our do-
mesticand primary market. Despite the dispropor-
tionate strength of the Swiss franc, we have taken
the uncompromising decision to go right ahead
with further development and - starting from this
centenary year 2015 —to enlarge our Swiss produc-
tion plant in MUllheim. Thus, we will keep on pro-
ducing high quality Swiss-made precision tools
made by our highly skilled employees, and we will
be much more able to supply those tools in Swit-
zerland and in the international market. In the fu-
ture, we are willing to reach an export rate of ap-
preciably over 50 % of the turnover, in spite of the
inflated Swiss franc, thanks to the «Swiss-made»
quality.

5.We entirely agree with the words of Professor
Joachim Schwass, specialistin management of fam-
ily companies at IMD Business School in Lausanne:
«Thanksto synergies between capital and manage-
ment, family companies have the potential to out-
perform any other form of business organization,
in terms of performances.» Anyhow, that makes
sense at Utilis: both owner families are notonly ac-
tive asregards the pure administration of the busi-
ness, but are also active in carrying out the long-
term management of the general doctrine of the
company. «Unity of doctrine» plus «family spirit»
leads the corporate culture in the management of
the operation and in strategic marketing.

future since

Thus, we will continue to do our best to be an out-
standing and a reliable partner for our customers,
our employees, and our suppliers. We will do our
bestto keep upholding and further strengthening
the reputation for «Utilis and Multidec® quality»
that is universally held in such high esteem. To-
getherwith the entire staff, we are ready to supply
our products and service successfully worldwide for
the next 100 years. We look forward to continued
good cooperation that is productive and equita-
ble, based on the foundation successfully estab-
lished over a hundred years ago.

Yours sincerely,

Wolfgang Vilsmeier



