PMPA MEMBER Q & A

Interview with Brian Adams and Tony Gemignani

R.F. Mau Uses Conservative
Approach To Grow
Brian Adams, fourth-generation President of R.F. Mau,
and Vice President/General Manager, Tony Gemignani,
discuss the past, present and future of the company.
PMPA: What’s a brief history of R.F. Mau?
Brian Adams: R.F. Mau was my maternal greatgrandfather. He started the company in 1936
on W. Lake St. in the downtown Chicago Loop
area. He bought, sold, and manufactured parts
for the automotive and industrial equipment
industries. He and my grandfather, John Mau,
moved the company to a newly developing
industrial area in Skokie in/about 1947. Mau Co.
was a Brown & Sharpe house until 1959 when
John Mau bought the company’s first multiple
spindle screw machine, a rebuilt S&M New Britain
Model 61. Growing up around the shop through
the 1950’s and early 60’s, Bruce Mau came with
the company on a full-time basis in 1965. Under
his leadership, Mau Co. experienced tremendous
growth.
PMPA: What is your history with R.F. Mau?
BA: I started working part-time, summers in 1980
while still in college, and came to work full-time
for Bruce Mau, my uncle, in the spring of 1983.
I worked on New Britain multi’s, learning the
trade from the ground up. By 1985, Bruce began
teaching me administrative basics about running
a screw machine shop, and I became General
Manager the following year. In 2009, I became
Mau Co’s 4th-Generation President. It’s been
quite a ride! If I had one wish, it would be that my
grandfather could have seen me in the business. I
like to think he’d be proud of what we’ve accomplished as a team.
Tony Gemignani:In the summer of 1997, I was on
vacation with my family at Bruce and Linda Mau’s
Iowa farm and shortly thereafter, he brought me
on as Production Manager. In 2009, I became the
Vice President/General Manager.

PMPA: What is R.F. Mau’s niche?
BA: Our core competency continues to be brass and aluminum
screw machine components.
TG: 100% non-ferrous, which
differentiates us from most other
(l to r) Tony Gemignani, Bruce Mau and Brian Adams.
shops.
PMPA: Is there an overall vision?
involves being highly selective about new customBA: We continue to expand the business, moving
ers. Like employee candidates, we “interview”
away from strictly multi-spindle screw machines
potential customers to make sure there is a
into CNC Swiss and rotary transfer production masynergistic fit — an alignment based on common
chines. Recently, we purchased our third building
goals and objectives. In most cases, we become
in the area, adding 31,000 sq ft to the overall Mau
the primary screw machine parts source for these
Co. footprint. The new building will house the CNC
customers.
Swiss operation, along with finished goods invenTG: Our fiscally conservative approach to running
tory, parts washing, and office space.
the business has worked well for us. There are
TG: We envision rearranging our product flow
companies that have grown much faster than us
using the new building. So, there will be some
by leverage, but that comes with huge risk.
changes to the existing flow to help us be even
PMPA: Why do you value your PMPA membermore efficient.
ship?
BA: We half-joke that we were lean before it was
TG: I think our relationship with other PMPA
cool to be lean! Our leadership team is small by
member companies is the best part. Access to
most standards, as profits are the result of conshared information through the ListServe is very
tinued shop floor investment. Our resources are
helpful, and the national meetings, in particular,
focused primarily on our people and processes.
has helped us develop close friendships with many
PMPA: What business models are working well
of our friendly competitors. PMPA membership
for R.F. Mau?
provides a unique opportunity to make our busiBA: We’re believers in steady, moderate growth
ness stronger.
over time, and operating at zero-debt. While our
BA: Having served on the PMPA Board of Directors
current business model excludes automotive parts
twice, as well as having served on several local and
production, we keep the door open for growth opnational committees, I can honestly say that the
portunities in all fields.
exchange of information — the networking —has
TG: Organic growth requires a willingness to
been indispensable to helping improve our busiexplore all options if they fit into our long-term
ness. Echoing Tony, the national meetings provide
strategy. We’ll see.
a wonderful vehicle for this exchange of ideas and
BA: One of our long-term growth strategies
information.
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