
 

     When I came to America in 1947 at 

age 17, I had no idea how I was going 

to make a living. I immediately knew 

that learning how to speak English 

was priority #1 and the sooner the 

better. Night school and a stretch in 

the US Air Force gave me 

momentum to eventually shoot for 

the stars…the American dream. 

 While learning the language I 

applied to a trade school and, at 

the same time, found a job in a 

prec is io n machin ing p la nt 

manufacturing aircraft engine parts. 

It was then that I started operating 

a centerless grinder.   

 After working for other 

companies to elevate my grinding 

experience I was ready to start my own 

business.  It was back in 1958 that my 

then partner and I picked up sections of 

a centerless grinder and somehow, 

assembled them together and made it 

operational.  The garage we rented 

gave us the space we needed to 

operate, but had no heat or air 

conditioning.  We had to break the ice 

in the coolant tank every morning 

before we could turn the machine on. 

 We later added two more old 

grinders, but neither one could deliver 

the quality needed to please our 

customers.  There was not enough 

money to provide a living for my 

partner and me. Being young and 

naïve, I decided to buy my partner out 

and branched out on my own. After 3 

or 4 years of struggling, I was able to 

purchase a brand new grinding 

machine.  It was then that I began to 

deliver top quality services to my 

customers. 

 Growing the business from there on 

was a pleasure. The customers 

became addicted to our very precise 

work and on-time delivery.  Boston 

Centerless kept expanding, even without 

a full time sale force. As we grew, we 

(Continued on page 3) 
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A Look Back on 50 Years  
by Len Tamasi 

Celebrating 50 Years in Business!  
1958 - 2008  

 In our last issue of Centerlines, I 

wrote about how we intended to 

“Navigate the Ladder of Growth”.  We 

had experienced considerable sales 

growth in the years 2003 to 2005, and 

it was time for us to build a foundation 

for tomorrow’s successes.   We spe-

cifically identified three main 

exercises to achieve such; 1) upgrade 

our ERP software at Boston 

Centerless, 2) create a structure that 

propagates decision-making to further 

Building a Foundation for Tomorrowôs Successes 
by StevenTamasi 

Pictured above: Len Tamasi (left) with partner when 

he first started the business in 1957. 
 

reaches within the organization, and 3) 

develop leadership to effectively 

operate in the new structure. 

 I am happy to say that we’ve made 

great strides in accomplishing all three 

of these objectives over the past 

eighteen months.  The pains from 

implementing a new ERP system are 

behind us.  We’ve completely re-

organized our manufacturing floors into 

five main value streams.  The value 

streams encompass all activities 

associated with manufacturing a product, 

including quality assurance, documenta-

tion, material handling and packaging.  In 

addition, for each of these value streams, 

a newly created Value Stream Leader 

position was filled to help direct and 

coordinate all activities within such.  This 

new structure facilitates a team-first 

environment and arms team members 

with more complete information.  It also 

creates greater leadership depth and 

(Continued on page 4) 
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Profile of  

Joe Barry 

 Joe Barry has been the Sales 

Manager at AccuRounds for the past 

four years.  Prior to joining AccuRounds, 

Joe’s career was spent in the metals 

manufacturing and distribution 

industries.  He was with Carpenter 

Technology Corporation for 15 years 

where he held various positions in sales 

and management at multiple locations.  

He then moved on to a position in 

titanium metals distribution. 

 Joe is currently working on further 

developing the AccuRounds sales team 

and focusing efforts on direct sales to 

support our aggressive growth plans.  

 With three sons, Joey (9), Sean (6), 

and Connor (5), he certainly keeps 

busy.  He coaches their youth sports 

teams including football, basketball and 

baseball.  Joe enjoys golfing, basketball, 

biking, swimming and many outdoor 

activities with his family. He remains 

competitive and enjoys challenges. 

  

Creating a Lean Culture 
by Michael Tamasi 

 Is your company doing Lean, or is 

it Lean?  After winning the Northeast 

Shingo Prize Silver Medal two years 

ago, we reflected on the auditors’ feed-

back and asked ourselves that exact 

question.  One key determinant in 

applying for the Shingo Prize was to 

have experts in Lean provide us insight 

on opportunities for improvement.  The 

audit team did exactly that.  We con-

cluded that we were doing many lean 

activities, but we were not a Lean 

organization.  So, after winning the 

award, we embarked on a journey to 

transform the organization. 

 The “new” Boston Centerless 

would unfold in three stages of change 

– physical, organizational and cultural.  

Element #3 ï Daily account -      

 ability process  

Element #4 ï Discipline  

 These elements provide the frame-

work for a constant focus on process.  

By focusing on the process, ongoing 

improvements can be built.  Leader 

standard work is considered the first 

line of defense for the focus on 

process.  It’s simply standard work that 

is religiously completed on a daily/

weekly/monthly basis by technicians-

coordinators-leaders-managers.  Visual 

controls give leaders the ability to 

quickly spot and move to action where 

the actual performance has not met 

expectations.  Daily accountability proc-

ess allows the leader to control the 

ous improvement thrives.  It systemati-

cally surfaces opportunities for improve-

ment on which each functional business 

area must take action in order to realize 

permanent gains benefitting customers, 

suppliers and employees. 

 As we continue to develop our Lean 

Culture at Boston Centerless as 

described above, we realize that we have 

a long road to travel.  With over 150 

employees across two plants, there is 

much learning, training and change that 

has taken place with more to come.  Our 

biggest challenge as an organization is to 

embrace this lean management phi-

losophy.  Everyone has the opportunity to 

help shape the future.  How exciting! 

As explained in Steven’s article (pg. 1), 

we moved every piece of equipment to 

allow for higher throughput across the 

same set of resources.  We then estab-

lished a more robust organizational 

structure to operate within the new 

layouts and achieve our goals of 

greater throughput with outstanding 

performance.  We are now focused on 

the third stage of change – Creating a 

Lean Culture.  The key to a lean culture 

is implementing a lean management 

system.  A company’s culture is a result 

of its management system.  The 

principle elements of lean management 

are: 

Element #1 ï Leader standard 

  work  

Element #2 ï Visual controls  

pace of work flow.  Finally, the first 

three elements amount to nothing with-

out the discipline to execute these 

elements as designed and intended.  

Many lean practices are related to 

disciplined adherence to defined 

processes. 

 Lean management acts as the 

eyes and ears of diligence; it monitors 

whether the lean production system is 

being faithfully executed and sounds 

the alarm when execution deviates 

from design.  Not only must the four 

elements be put in place, they need 

careful, daily attention.  Lean manage-

ment that is skillfully and consistently 

implemented helps bring the foundation 

of stability to lean production conver-

sions, a foundation on which continu-

A variety of visual controls used in the shop is pictured above.  

 



 

 

President:  Dwight D. Eisenhower 

Vice President:  Richard M. Nixon 

Population:  174,881,904 

Life expectancy:  69.6 years 

 
Douglas introduces the DC-8 
 
Cost of a postage stamp: 3 cents 
(.04 as of 8/1/58) 

 
Top Movies  

 

The Bridge on the River Kwai 

Peyton Place  

South Pacific 

Cat on a Hot Tin Roof  

 

Popular TV Shows  
 

Gunsmoke 

Wagon Train 

The Rifleman 

The Danny Thomas Show 

 

Sports  
 

NBA: St. Lewis Hawks d. Boston 

Celtics, Series: 4-2 
 

Stanley Cup: Montreal Canadiens 

d. Boston Bruins, Series: 4-2 
 

World Series: New York Yankees 

d. Milwaukee Braves, Series: 4-3 

      Boston Centerless recipi-

ents pictured above from left to 

right: Pasquale Folgore, Larry       

Salvucci and Art Nichols .   

      Recent recipients from       

AccuRounds include Jason 

McCarthy, Manny Dutra, Thu 

Nguyen and Tom OôNeill.      

 Pictured at right: Thu Nguyen  

receiving award from Tom O’Neill. 

What was happening 

in 1958? 

Golden Bar Award 

moved seven times, before settling in 

our present location in Woburn, MA. 

 In 1979, AccuRounds was 

conceived and added to the portfolio 

giving the two companies the acronym 

“BCAR”. 

 Even though I have had many  

satisfying moments running and 

growing a reputable business, I take 

great pride in what the next generation 

(my children) has accomplished, taking 

charge and streamlining the entire 

operation to a “state of the art” level. 

 Even I find it hard to believe that 

we are now celebrating the 50th year in 

business…….a realized “American 

Dream”.  Thanks to all who helped 

make this a reality.  

(A Look Back, cont. from pg. 1) 

The Golden Bar award is presented to employees whom are 

nominated and selected by fellow employees. 

Boston Centerless Bolsters Sales Department   

Pictured from left to right: Bill Keaveney, David White, Kate Howell, Tim Powers and 
Greg Cummings.  

 In response to increased demand and in an effort to provide more responsive 

service to our customers, we have re-organized and added resources to the     

Boston Centerless sales team.  Regarding our inside sales, quoting and customer 

service efforts, we’ve increased our staff from four to seven. Greg Cummings was 

hired as our Sales Operations and Market Manager.  His responsibilities include 

managing the Inside Sales Team and the order fulfillment process.  In addition, 

Kate Howell and Tim Powers have joined our inside sales group. 

 With Greg covering the inside activity, Bill Keaveney, Sales Manager, can now 

focus on outside sales and business development.  To support Bill’s efforts in the 

field, David White was hired as an outside sales representative to cover the North-

east region, and we are actively searching for representatives to cover the       

Midwest and West regions.  Once this re-organization has been completed we will 

have approximately twice as many team members working to service our         

customers’ needs!  

http://www.factmonster.com/ipa/A0760618.html
http://www.factmonster.com/ipa/A0760621.html


Boston Centerless  
11 Presidential Way, Woburn, MA  01801  

781.994.5000 / 800.343.4111   Å   fax 781.994.5001 

www.bostoncenterless.com   Å   info@bostoncenterless.com 

AccuRounds  
15 Doherty Avenue, Avon, MA  02322  

508.587.3500 / 877.882.2228   Å   fax 508.580.8686 

www.accurounds.com   Å   info@accurounds.com 

 

Years of Service Awards * 
 

Boston Centerless  
 

35 Years  

Guy Raddi 
 

30 Years  

Pasquale Folgore 
 

20 Years  

Steven Tamasi 
 

15 Years  

Mike Williams 
  

10 Years  

Lorenzo Giacolone 

Kelvin Greene 
 

5 Years  

Hoang Le 

 

AccuRounds  
 

15 Years  

Jim Rice  

Frank Woodman 
 

10 Years  

Steve Smith 
 

5 Years  

Mike Davis 

Steve Sabourin 
 

  * Since our last publishing  

Boston Centerless Receives  

40th Year NTMA Membership Plaque  

Jeff Kelly, past NTMA President  presents 

Michael Tamasi with a plaque in 

recognition of 40 yrs. of membership. 

  

enables these leaders to make 

educated decisions and drive higher 

accountability throughout the organiza-

tion.  As a result of all of this, our on-

time delivery performance has 

improved considerably. 

 Another aspect to fortifying our 

foundation consists of a stronger, more 

focused supply chain.  We have 

worked hard over the years to bolster 

existing relationships, develop new 

alliances and negotiate better pricing to 

enable us to offer a full complement of 

materials and services while improving 

our competitiveness.  We understand 

that speed to market is an ever-

increasing, important component to 

being a valued supplier.  Therefore, we 

have created a corporate Supply Chain 

group to organize and improve the 

performance of our supply base, as 

well as proactively support a stream-

lined supply chain into our customer 

base with vendor managed inventory 

and kanban programs. 

(Continued from page 1)  The last, and arguably most critical 

component necessary to achieve our 

desired growth rates, is sales and 

marketing.  Our desire is to establish a 

knowledgeable and highly responsive 

sales group dedicated to servicing the 

needs of the customer.  We are making 

a more concentrated effort to inform 

our customers and the general market 

as to the capabilities available  through 

Boston Centerless – to help you better 

understand how we can make your 

operations run smoother, more effi-

ciently and with a lower overall total 

cost.  To this end, we are expanding 

our sales / marketing team by over 

50% by the end of 2008. (see page 3 

for more details). 

 As mentioned, the majority of these 

moves have been completed.  And with 

these changes behind us, we are 

poised for more rapid growth.  We 

welcome the opportunity to serve you, 

and help support your growth in the 

years ahead. 

 

New Boston Centerless  

Stocking Program  

 

Project 70+® Custom 630 

stainless  ASTM F899 (17-4PH) 
 

Diameters from 1/16ò ï 3/4ò 
 

Call 800.343.4111 with your  

requirements!  

 

 
A partial view of the newly organized shop floor at Boston Centerless.  

 

IMTS  
 

Boston Centerless is exhibiting 

at the IMTS show in Chicago 

from 9/8 - 9/13.  

 
 

Please stop by our booth F -2107 
 

For more information on the show,  
visit www.imts.com  


