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Background

About the Survey
In April 2012, MFG.com conducted a survey of small manufacturing companies in America.  These companies are often 
called job shops as they typically do not have products they produce for themselves, they produce parts and 
components for product companies on a contract basis.  The companies are also known as machine shops, plastic 
molders, metal stampers, die makers, mold makers, extruders, fabricators and the like.

About the Participants
The participants of the survey were job shops in the United States that have registered with MFG.com during the past 24 
months.  The survey was sent by email to 2,000 job shops with a qualifying question “Would your business be 
considered a job shop located in the United States?”.  Those that answered “yes” were invited to proceed and complete 
the survey.  The survey was complete by 259 companies.

About MFG.com
MFG.com is the world’s largest online marketplace for the global manufacturing industry facilitating billions of dollars of 
sourcing for custom parts, tooling, packaging and textiles / apparel each month.  MFG.com has members in 50 
countries and operates in 9 languages for regional offices in Atlanta Georgia USA, Paris France and Shanghai China and 
Seoul Korea.

Media Inquiries
Members of the media that would like a deeper dive into the data or to interview Mitch Free, the Founder and CEO of 
MFG.com should call +1 770-444-9686 or email press@mfg.com 
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The Survey Results

What percentage of capacity is your business running at this month?

 

Commentary
American job shops are not running at full capacity and have the ability to take on more work from 
new or existing customers.  

Opportunity
Due to the fixed cost in capital equipment, facilities and skilled employees in a job shop the 
difference between losing money and making a profit is often at maximizing the amount of capacity 
that is sold.  The rule of thumb in the job shop industry is that their break even point is when they 
are running at 75% capacity.
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How many unique customers will you do business with in April 2012?

Commentary
Over 50% of respondents reported they will service 7 or more customers during April 2012.  This is 
encouraging in that it mitigates the risk associated with too few customers and provides for a 
healthier business.

Opportunity
The 50% of respondents with 6 or less customers are at risk due to customer concentration, 
especially if a couple of those customers make up a disproportionate percentage of the revenue 
(revenue concentration).  Respondents in this category should make a concerted effort to develop 
a pipeline of new customers and work to mitigate any revenue concentration.
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What percentage of the work in your shop right now is truly a good fit for 
your equipment and expertise, (the work you are most profitable at doing)?

Commentary
60% of respondents reported that at least 80% of the work they currently have in their job shop is 
a good match with their expertise, equipment and credentials.  This is encouraging in that job 
shops are finding the customers with work that allows them to leverage their investments in capital 
equipment and skilled employees. 

Opportunity
To maximize profitability job shops need to focus on finding the customers and work that is the 
right match for their expertise, equipment and capacity.  When times are lean job shops will take in 
any work that fills capacity, keeps employees working and machines running.  But as the economy 
improves, job shop owners need to be diligent to shed the customers and work that is not a good 
fit in favor of work that allows them to be more profitable by leveraging their investments.
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What best describes your business?

Commentary
Machine shops continue to be one of the strongest job shop sectors in the United States.  This 
data does show that a nice cross section of the job shop market was represented in this survey.

Opportunity
The machine shop market in the United States is highly fragmented and if the reshoring trend 
continues will be ripe for consolidation.
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What percentage of your customers in April will be from outside of the 
United States?

Commentary
While not surprising this data highlights the fact the small businesses in the United States are not 
exporters, nor are they connecting with companies outside of America that desire to produce their 
products for customers in United States via suppliers inside of the United States to reduce logistics 
cost and take advantage of market condition in the United States.

Opportunity
Dependency on the United States market and economy going forward is a risky strategy.  Job 
shops must learn how to connect with and sell to customers abroad. 
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Has your company benefited this year from work that has been reshored 
(was previously sourced to a supplier in another country)?

Commentary
This data is encouraging and confirms that United States companies are indeed reshoring.  All 
indications are that this trend will continue.

Opportunity
60% of respondents indicate that they have not benefitted from reshoring.  These companies need 
to increase their investments in marketing and lead generation in order to capture their share of the 
reshored work.  Job shops could also use the free tools of the Reshoring Initiative 
(www.reshorenow.org) to help their customers with analysis of domestic sourcing vs. low cost 
country sourcing to determine the true cost of each.
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Are you optimistic or pessimistic about your sales and profits for 2012?

Commentary

The fact that 78% responded as being optimistic about their sales and profits for 2012 is a great 
sign for the U.S. economy.  Job shops are small business and the owners tend to be very in tune 
with where the “rubber meets the road”, as such we interpret this optimism as being well founded. 

Opportunity
Optimism is contagious and it would serve us all well to spread the reasons for optimism to inspire 
each other.  A rising tide lifts all boats.
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What will be your approximate annual revenue for 2012 in USD millions?

Commentary

No surprise that job shops in the United States are small businesses.  These are the hundreds of 
thousands of small businesses that make up the United States economic engine and create jobs.

Opportunity
As manufacturing returns to the United States we expect to see many job shops increasing their 
revenue substantially.  This is in part due to the fact that the job shop market contracted 
significantly during the recession and there will become capacity constraints that will prompt job 
owners to expand and take advantage the market to raise prices.
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How many employees work for your business?

Commentary

There are the hundreds of thousands of small businesses that make up the United States 
economic engine and create jobs.  As these companies begin to expand the demand for skilled 
employees will rise.  Many job shops are already reporting one of their greatest challenges is a 
shortage of skilled employees, such as machinists.  As manufacturing began leaving the United 
States twenty years ago, it became an unattractive career choice.  As such many training 
programs were shut down and people were not encouraged to pursue a career in manufacturing. 

Opportunity
Trade schools and technical colleges should revive their manufacturing technology programs to 
address the shortage of skilled workers.  Job shops should re-introduce the apprentice program 
and be prepared to train workers with the right attitude and aptitude. 
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Themes

We asked two questions that were free text.   Following are the questions and the resulting tag 
clouds based on the comments entered:

General comments about the state of your business? Are you expanding, hiring, buying 
equipment, increasing your marketing, etc?

What is the greatest challenge facing your business right now?

More detail regarding the themes and connections to respondents willing to to speak to the media 
are available upon request by emailing press@mfg.com 
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The Final Analysis

The results of this survey confirms that reshoring is real and job shops are benefitting.  Capacity 
among the job shops is getting tighter and when coupled with the shortage of skilled 
manufacturing employees, especially machinists, could limit the speed of reshoring. Anecdotally, 
we are hearing from sourcing professionals (as they turn to MFG.com for help)  that they would like 
to reshore more work but are having a  tough time finding high quality suppliers with capacity.  This 
is especially true in the areas of high volume machining, forging, casting, die/mold making, textiles 
and other sectors that were hit hard by offshoring that resulted in the elimination of a significant 
amount of capacity in talent.  It will take time to rebuild the base.

Further, the capacity shortage and talent shortage will give job shop owners something that has 
been missing for a long time, leverage... leverage to increase prices, fire customers and be more 
selective in the work they take on.  This is a time of significant opportunity for job shops in America 
but they must be diligent and as precise in operating their business as they are with the products 
they produce.  They have to become savvy and aware of what is happening globally, the 
implications for their business and understand how to leverage the advantages they have.

Marketing is more important to job shops than ever before.  The customers they wish to attract are 
very active in the market right now sourcing for many varied reasons including moving to a more 
distributed supply chain, to comply with offset agreements, to find a local partner they can innovate 
with, etc.  Job shops have typically not been savvy marketers and if they are not present in the 
channels the sourcing professionals are using, they will get passed by.

We see two types of job shops owners, those who love making parts and running machines and 
they got in business for that reason and then there are those who are also savvy business people 
who thrive on the metrics of the business, selling, developing customer relationships and 
developing strategies to grow top line revenue and bottom line profits.  The latter are the ones who 
will be the big winners as manufacturing in America recovers from its bottoming out.

Now is a good time to be in the job shop business in America.  If you are a savvy business person 
with some manufacturing knowledge, now is a good time to start a job shop.  And if you are in the 
private equity business, now is a good time to consolidate job shops and build synergistic groups. 
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