
Sponsored by

2013: 
A Classy
Class

By Pete Fehrenbach

Like our four previous IndustryWeek Manu-
facturing Hall of Fame classes, the Class 
of 2013 is an eclectic bunch. This year’s 

eight inductees manage (or managed) companies 
that make 3-D printing machines, paint and coat-
ings, wire and cable, packaging and corrugating 
equipment, agricultural and industrial equipment, 
medium- and heavy-duty trucks, truck engines, 
aircraft and aerospace systems.

That’s a wide array of products, remarkably so. 
And these industry leaders, as you’ll read on the 
pages that follow, have equally wide-ranging skill 
sets and passions and stories to tell about how they 
got where they are today and why manufacturing 
is central to what they have become.

As unique and diverse a group as they are, their 
commonalities are more striking than their differ-
ences. All eight inductees evince in abundance the 
qualities that guarantee success in the manufactur-
ing business: integrity; drive; passion; a flair for 
innovation; a deep determination to continuously 
improve their organizations; a laser focus on serv-
ing their customers, their employees and their 
communities.

Those qualities, in fact, would guarantee suc-
cess in any business. But we’re delighted that 
these eight individuals chose manufacturing as 
their life’s work. Our industry is very fortunate 
that they did.

John Breen
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Ronald D. Sugar
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Hewlett-Packard is honored to recognize the 2013 class of inductees to the Industry-

Week Manufacturing Hall of Fame.  As sponsor for this distinguished class of individuals, we are 

privileged to spotlight the significant accomplishments of these leaders: Mary Vermeer Andringa, 

John Breen, Bob Chapman, Chuck Hull, Gregory Kenny, Mark Pigott, Tim Solso, and Ronald Sugar. 

Each person exemplifies manufacturing excellence, which is evident in the success of their organi-

zations.

HP understands the business and IT challenges manufacturers face today. As IDC Manufac-

turing Insights recently noted, 2013 has brought renewed optimism, thanks to factors such as 

capital goods recovery, labor cost balancing, and positive expectations from imports and exports. 

Innovation leadership also continues to be a key factor in manufacturing success. Manufacturers 

understand that their competitive advantage depends on constantly improving their production 

processes. Another major trend is the growing influence of the line-of-business leadership in tech-

nology decisions. According to Bob Parker, group vice president of IDC Manufacturing Insights, 

“This trend, supported by our overall IDC Manufacturing Insights research across all industries, will 

shape how companies think about and invest in information technology more than any other factor, 

and manufacturing will be a lighthouse industry in this regard.” 

From HP’s perspective, manufacturers understand the importance of innovation, but few know 

where to begin without a trusted IT partner to help them navigate the road ahead. The good 

news is that a new style of IT is enabling manufacturing innovation and growth—and HP is at the 

forefront. From mobile and cloud to social and big data, we’ve been helping manufacturers use 

technology to drive growth and innovation for 40 years. Our solutions span the entire manufactur-

ing value chain—from idea to end product. And HP is the only company that combines vision and 

experience with a full range of hardware, software, and services. 

As one of the world’s largest manufacturers, HP strongly believes in the future of manufacturing, 

the importance of innovation, and the notable contributions these inspiring leaders have made in 

the manufacturing community. We congratulate the 2013 IndustryWeek Manufacturing Hall of Fame 

inductees and wish them continued success.

Achieve the outcomes that matter  
the most—today and in the future. Harness the power of innovation.



John Breen
Former Chairman and CEO, 
Sherwin-Williams

Is John Breen’s career the quintes-
sential American success story? You 
be the judge. The son of Irish im-
migrants, Breen worked three jobs 

to put himself through college, joined 
ROTC and served in the Army and the 
reserves for 10 years. After graduation, 
he was hired by bearings manufacturer 
Clevite as a management trainee. At 27, 
he was given the task to chart the com

pany’s path into the emerging market for electrodeposited copper foil for 
printed circuits. He expanded the firm’s operations into the United Kingdom, 
Germany and Japan. After Clevite’s purchase by Gould, Breen rose through the 
ranks to become the No. 3 executive at the firm.

In 1979, he was offered the post of CEO at Sherwin-Williams, at the time 
floundering from a series of acquisitions intended to diversify the company. On 
his first day as CEO, he faced a greenmailing attempt to take over the company 
by Gulf and Western CEO Charles Bluhdorn. Breen told Bluhdorn he hadn’t 
signed on to run the paint division of Gulf and Western, and Bluhdorn soon 
sold his shares. 

Breen shook up the management team and refocused the company on the 
paint business. He instituted strict financial controls and gave employees both 
latitude in running their operations and responsibility for results. 

When Big Box retailers demanded he sell the Sherwin-Williams brand paints 

of Vermeer’s equipment, the tariff in his 
country is too high. 

To ensure that manufacturing has 
a bright future, Andringa recently 
served a two-year term as the first 
woman chair of the National As-
sociation of Manufacturers. She is 
one of 18 private-sector members of 
President Obama’s Export Council, 
as well as one of 12 U.S. members 
of the U.S.-Brazil CEO Forum and a 
member of the Export Import Bank 
Advisory Committee.

Andringa’s motto, as was her fa-
ther’s before her, is “There has to be a 
better way.” ■

Harness the power of innovation.

Mary Vermeer
Andringa
CEO, Vermeer Corporation

With a track record of 
2,350 kaizen events 
since creating the Ver-
meer Lean Manufactur-

ing Journey in 1997, Mary Vermeer 
Andringa has earned a seat at the lean 
guru table. 

“My personal involvement in kai-
zens sends a clear message that every-
one needs to be involved in our lean 
efforts. Upon acquiring a new com-
pany or setting up global dealerships, 
the first thing I attend is a kaizen,” 
explains Andringa, CEO of Vermeer 
Corp., a global industrial and agricul-
tural equipment company headquar-
tered in Pella, Iowa, with manufactur-
ing facilities around the world. 

Lean has been successfully em-
ployed across the entire organization. 
The time it takes from raw steel to 
producing a finished Vermeer brush 
chipper was reduced from 52 days to 
two, while turnaround on delivering 
month-end financial statements has 
dropped from 10 days to three. 

The business philosophy has trans-
lated into strong financial results, as 
revenues in 2012 were the highest in 
the company’s history and about 40% 
higher than in 2000.

While lean improves manufacturing 
inside the four walls, Andringa is very 
active in making sure that U.S. compa-
nies see improvements when compet-
ing on a global playing field. 

“It is imperative that U.S. compa-
nies have opportunities and access to 
global markets with less trade barriers,” 
says Andringa, who cites the example 
of a global customer who told her that 
while he would like to purchase more 

John Breen

Mary 
Vermeer 
Andringa



Accelerate idea to product. 

With a team of associates, Chap-
man crafted the Guiding Principles 
of Leadership, which define the 
company’s vision for its culture. 
The tenets promote communication, 
trust, respect and fair compensation, 
among others.

“At Barry-Wehmiller, we measure 
success by the way we touch the lives 
of people,” Chapman says. “By fo-
cusing on bringing out the best in our 
people and offering them a fulfilling 
work experience, we see the ripple 
effect it has on their lives.” 

Through daily operations at the 
plant, his leadership blog, Barry-
Wehmiller University, and pro-
grams like the Guiding Principles 
of Leadership Chevy SSR Program, 
in which outstanding employees are 
recognized and given the chance to 
drive a Chevy SSR convertible truck 
for a week, Chapman has created at 
Barry-Wehmiller the people-centric 
culture he envisioned. And along the 
way, he has distinguished himself as 
a thought leader among his peers and 
the manufacturing community. ■

Charles “Chuck” 
Hull
Co-Founder, Executive 
Vice President and Chief 
Technology Officer, 3D 
Systems

Friday night, March 11, 1983, 
Chuck Hull sat tinkering with 
a machine in the makeshift 
lab built for him at UVP—at 

the time, a small ultraviolet applica-
tion company in San Gabriel, Calif. 

The contraption whirling before 
him was the latest of a series of ma-
chines he had built to help settle a 
hunch that, under the right condi-
tions, the UV lights and materials 

Under his leadership, Barry-Weh-
miller transformed from a troubled 
bottle washer company into a $1.5 
billion global conglomerate with 
nearly 7,000 employees, or “team 
members” in company lingo, at 65 
locations. 

Yet what defines Chapman is not 
the aggressive growth and acquisi-
tion strategy he pioneered at Barry-
Wehmiller; it’s his stalwart commit-
ment to people-centric leadership. 

After years of running the capi-
tal equipment and consulting firm, 
Chapman in 2002 decided that 
wasn’t enough; he wanted to lead his 
employees, to help them find fulfill-
ment through work. The epiphany, 
as he explains in his Truly Human 
Leadership blog, came to Chap-
man, a father of six, while sitting in 
a church pew listening to his rector.

“I envied how he had the opportu-
nity to touch the 500 members of his 
congregation with his message week 
after week,” Chapman writes. “As 
I listened to his sermon one Sunday 
morning, it dawned on me that I too 
had a congregation—a much larger 
one comprised of the thousands of 
team members in our business.” 

in their stores, Breen decided to rap-
idly build the company’s network of 
paint stores in order to cater to com-
mercial painters. He preached not 
just customer service but a “servant 
relationship” between store person-
nel and their painter customers.

Breen aggressively expanded 
Sherwin-Williams’ paint and coat-
ings offerings with the purchase of 
well-known brands such as Dutch 
Boy, Krylon, Pratt & Lambert and 
Thompson Minwax.

Breen’s moves soon had the com-
pany humming, but he says the ini-
tial turnaround was the easiest part of 
his stewardship of the company. The 
hard part, he says, was coming back 
to his team for 21 years and “raising 
the hurdle” for the next year. They 
came through. By the time Breen re-
tired as CEO of Sherwin-Williams in 
1999, the company’s market value 
had increased 41 times from $108 
million to $4.4 billion.

In addition to serving on cor-
porate boards, Breen has actively 
supported educational and medical 
organizations in the Cleveland area, 
including Ursuline College, John 
Carroll University and University 
Hospitals. ■

Bob Chapman
Chairman and CEO,  
Barry-Wehmiller Cos. Inc.

At Barry-Wehmiller Cos. Inc., a 
leader is a parent, a minister, a 
champion for employees.

And Bob Chapman, chairman and 
CEO, is the quintessential example.

When Chapman took the helm of 
the company after his father’s pass-
ing in 1975, he led it the way he had 
been taught at business school—with 
an end goal of financial success. 

Bob Chapman



General Cable—which makes cop-
per, aluminum and fiber-optic wire 
and cable—fully embraced those 
concepts and incorporated them into 
every aspect of its business. It was a 
prescient move: Following the eco-
nomic boom years of 2006-08, the 
slimmed-down General Cable was 
able to continue growing through 
the Great Recession, acquiring busi-

nesses, introducing new products, en-
tering new markets and becoming a 
global force while much of the manu-
facturing world reeled.

“In 2009 we began to see tremen-
dous demand destruction in our mar-
kets,” Kenny says. “Some of them fell 
by 50% or more. But we were able 
to adjust quickly. We kept develop-
ing new products and taking cost out 
where we could. And we acquired 
a number of companies around the 
world—different product lines, many 
of them distressed assets.”

The results have been extraor-
dinary. “Largely because of our 
sustained 10-year lean journey, we 
were able to make as much money 
in 2010-11-12 as we had during the 
boom years, on basically the same 

The rest, as they say, is history. 
From that first success, Hull went 

on to co-found his own company, 
3D Systems, to help bring rapid 
prototyping and 3-D printing to the 
world. Thirty years later, that com-
pany has grown into a $500 mil-
lion global corporation and one of 
the world’s biggest players in the 
booming additive manufacturing 
industry. 

But more importantly, Hull’s in-
vention has helped spur innovation, 
design and ultimately manufacturing 
in a high-tech age, inspiring a new 
generation of industrialists in the pro-
cess.
“My view is that there needs to be 

a core competency in manufacturing, 
particularly in the U.S.,” Hull says. 
“Helping bring that back and being 
part of the greater digital manufac-
turing movement, it makes me feel 
pretty good.” ■

Gregory Kenny
President and CEO,  
General Cable Corp.

When Gregory Kenny took 
the reins at General Ca-
ble in 2001, the dot-com 
bubble had just burst and 

the early-2000s recession was taking 
hold. He responded by ramping up 
the continuous improvement program 
General Cable had dipped its toe into a 
couple years earlier and incorporating 
Six Sigma into the mix.

“We started with the roots of lean 
and continuous improvement in ’99 
and 2000,” Kenny says. “Then ev-
erything fell in on us in 2001. That’s 
when I went from chief operating of-
ficer to CEO, and we began to really 
put our foot down on the continuous 
improvement side of things.”

Make better connections 
through collaboration. 

that UVP used to lay adhesives and coat 
furniture might be capable of something 
bigger. Something much bigger.

“I saw the materials the company 
was using—really just thin sheets of 
plastic—and I thought there might be 
a way to design something out of it,” 
Hull recalls. “I thought I could use it to 
design an actual plastic part.”

As a former design engineer at Du-
Pont, Hull had experienced the frus-
trations of the slow, expensive and 
innovation-killing clunkiness of the 
prototyping process firsthand—a fun-
damental industrywide problem he was 
determined to solve.

“The president [of UVP] wasn’t very 
interested in developing this area, but I 
convinced him that he should give me 
a lab where I could work evenings and 
weekends to develop the process,” Hull 
remembers. “Which I eventually did.”

On that March night 30 years ago, 
under the glow of focused UV lights, a 
rough plastic part slowly grew out of a 
vat of liquid photopolymer at the cen-
ter of Hull’s rudimentary machine. The 
model that emerged was the world’s 
first product of stereolithography—
what the world would soon dub 
“rapid prototyping.”

Charles ‘Chuck’ Hull

Gregory 
Kenny



Pigott attributes this success to sta-
bility, consistency and knowing how 
to ride the truck sector’s cyclical ups 
and downs.

“We’ve had a very consistent ap-
proach to our business,” he says. 
“We’ve constantly reinforced our mes-
sage of quality, customer-first, high 
integrity, technology and innovation. 
That has been at the forefront for all 
108 years of Paccar’s existence.” ■

Tim Solso
Former Chairman and CEO, 
Cummins Inc.

The trucking industry is fre-
quently cited as one of the 
leading contributors to carbon 
emissions in the United States, 

but when the Environmental Protection 
Agency began insisting on dramatic 
improvements in the late 1990s, they 
went straight to the source: diesel en-
gine manufacturers. As it turned out, 
one of the most unlikely companies 
would emerge as a world-class leader in 
the “clean and green” movement: Cum-
mins Inc. (IW 500/70), under the leader-

Drive higher performance.

portfolio of assets, with 20% less 
capacity utilization and much weaker 
value-added pricing,” Kenny says.

General Cable’s success is built 
on Kenny’s philosophy of find-
ing people who fit the company’s 
culture, giving them the tools they 
need, then getting out of their way.

“The most important thing I’ve 
learned—and it may sound trite—
but it’s that notion of servant leader-
ship,” Kenny says. “With this job 
you get a dose of humility: Stuff 
happens. The way I deal with it is to 
make sure we have the right people 
in place, give them what they need 
to do their jobs, and then let them 
lead the company forward.” ■

Mark Pigott
Chairman and CEO, Paccar Inc.

Mark Pigott has worked at 
Paccar for 35 years, the 
last 17 as CEO. During 
his tenure he has steered 

the company—the world’s third-
largest maker of medium- and heavy-
duty trucks—through many ups and 
downs. In fact, the fourth-generation 

Paccar boss says the key thing his ca-
reer has taught him is that the ups and 
downs never stop and your legacy is 
defined by how well you navigate 
them.

“The world is cyclical: That’s what 
I’ve learned,” Pigott says. “When 
things go well, there will be a time 
when they will not go so well. And 
when things go badly, at some point 
they will improve. It’s a key point and 
it’s easy to forget. Even our top peo-
ple—business leaders, the financial 
press, political leaders—often have to 
be reminded about it.”

Pigott was reminded about it five 
years ago when the economy crashed 
and Paccar’s business—like that of 
many American companies—almost 
went over a cliff. Revenue plunged 
from $15 billion in 2008 to $8.1 bil-
lion in 2009. Pigott and his team bat-
tened down some hatches but coura-
geously kept investing in the business 
in order to keep Paccar’s Kenworth, 
Peterbilt and DAF brands ready to 
snap back fast when the markets re-
covered.

“We said, ‘Yeah, it’s challenging 
right now,’” Pigott remembers, “‘but 
it will get better, so let’s keep invest-
ing for our customers.’”

The bold moves paid off. Paccar 
recovered fast, pushing revenue to 
$10.3 billion in 2010, $16.4 billion in 
2011, and $17.1 billion last year.

In the long view, Pigott’s sure-
handed leadership has help Paccar 
sustain a remarkable run of 74 straight 
years of net income. Since he took the 
helm in 1997, the company has deliv-
ered 1,300% total return to sharehold-
ers. At the same time, Paccar has em-
braced Six Sigma and thereby realized 
cumulative savings of more than $2 
billion. And the company has become 
a global force during Pigott’s tenure: It 
is now the No. 2 truck maker in Europe 
and No. 1 in Australia and Mexico.

Mark 
Pigott

Tim Solso



“We were really operating at the 
state of the art in technology,” he re-
calls. 

In nearly 20 years with TRW, Sugar 
held numerous “chief” roles, including 
COO of TRW Aerospace and Informa-
tion Systems and CFO of the corpora-
tion. He was president and COO of Lit-
ton Industries when the company was 
acquired in 2001 by defense contrac-
tor Northrop Grumman, and served as 
chairman and CEO of Northrop Grum-
man from 2003 until he retired in 2010 
at age 61. 

Already on an acquisition spree, 
Northrop Grumman’s purchase of 
Litton effectively doubled the size 
of Northrop Grumman to a $15 bil-
lion powerhouse, and it grew to $35 
billion under Sugar’s watch. Among 

his proudest achievements, the former 
CEO cites the ability of the company to 
integrate the more than 20 legacy com-
panies acquired over the years into “one 
Northrop Grumman” during his tenure. 

Since his retirement from Northrop 
Grumman, Sugar has taken on another 
role—that of teacher. He mentors stu-
dents, mid-career professionals and 
even new CEOs.

“It’s something I enjoy doing, and, 
frankly, it’s an obligation I have because 
I’ve been the beneficiary of so many 
great mentors in the past,” he says. ■

It’s time to build a better enterprise. 
Together.

ship of chairman and CEO Tim Solso.
Cummins had been experiencing 

chronic quality problems and high 
warranty costs for a long period of time, 
Solso remembers, so when the EPA 
stipulated in 1999 that the five diesel 
engine producers needed to implement 
new cleaner standards by 2002, it didn’t 
seem likely the company would be able 
to meet that deadline. However, Cum-
mins had a secret weapon that helped 
it succeed where its competitors failed: 
Six Sigma.

“We were able to convince our se-
nior leadership team that we needed 
process improvement if we were go-
ing to solve our quality problems, and 
Six Sigma became one of our main 
platforms for change,” Solso explains. 
Initially launched to improve quality 
and eliminate waste, Six Sigma helped 
transform the company; Solso esti-
mates Cummins saved over $5 billion 
in the first decade of the century, while 
helping its customers save close to $1 
billion, primarily through Six Sigma 
studies into improving fuel economy.

That transformation also helped 
Cummins ultimately meet the EPA’s 
2002 deadline for fuel emission re-
ductions—“a very close call,” Solso 
admits—while its competitors were 
hit with financial penalties for miss-
ing the deadline. As a result, Cummins 
emerged as a leader in cleaner engine 
technologies, attracting business from 
emerging markets such as India and 
China. That global expansion paid off 
during the Great Recession, when inter-
national sales helped Cummins weather 
the domestic slump in new truck sales. 

When prompted, Solso says his leg-
acy at Cummins will be as “a leader 
who brought others together to create 
an environment of success.” A winner 
of numerous awards throughout his 40-
year career at Cummins, including Six 
Sigma CEO of the year in 2007, Solso 
has stayed busy since his retirement 

at the end of 2011 through his mem-
bership on various boards of directors 
(General Motors, Ball Corp.) as well 
as his humanitarian efforts with such 
initiatives as Earth University, a Costa 
Rican college that teaches sustainable, 
agricultural and environmental stew-
ardship to youths from rural villages.

“These kids go back to their villages 
and change their world one student at a 
time,” he says. ■

Ronald D. Sugar
Former Chairman and CEO, 
Northrop Grumman

Ronald Sugar speaks from ex-
perience when he offers this 
piece of advice to aspiring 
and newly minted engineers: 

“Look for the next wave of technology 
and ride it. It’s much more fun to work 
on things that are shaping the future.”

In Sugar’s case, he discovered the 
next wave early. The former chairman 
and CEO of Northrop Grumman (IW 
500/47) was just a boy when the Soviet 
Union launched the world’s first artifi-
cial satellite, Sputnik I, in 1957. 

“I caught the bug of space flight and 
the space race, and rode the wave in the 
’60s and for many years after that,” he 
says. “It was incredibly fun. I felt like I 
was doing a lot of things that were both 
technologically interesting and really 
important for the country.” 

Technical and management achieve-
ment have been hallmarks of Sug-
ar’s lengthy career. While in his 30s, 
Sugar—who has bachelor’s, master’s 
and doctoral degrees in electrical engi-
neering—served as chief engineer on 
the Milstar payload program at TRW. 
Milstar is a military satellite commu-
nications system, one still described 
as “the most robust and reliable SAT-
COM system currently employed by 
the Department of Defense.”

Ronald 
D. Sugar



The 2012 Hall of Fame Inductees

2011 Hall of Fame Inductees
John Brown—Former CEO, Stryker Corp. •  Dan DiMicco—CEO, Nucor Corp. •  Armand Feigenbaum—Total Quality 
Control Pioneer •  Raymond Floyd—Lean Pioneer in the Chemical Processing Industry •  Jay Forrester—Pioneer in Supply Chain Man-
agement •  A.G. Lafley—Former CEO, Procter & Gamble Co. •  Gordon Moore—Co-founder of Intel Corp. •  Richard 
Morley—Father of the Programmable Logic Controller •  Alan Mulally—CEO, Ford Motor Co. •  John Shook—CEO, 
Lean Enterprise Institute Inc. 

Norm  
Augustine

Former CEO, Lockheed Martin Corp.

Art Byrne 
Former CEO, Wiremold

Lewis  
Campbell 

CEO, Navistar International

Scott Crump
CEO, Stratasys; Inventor  

of Fused-Deposition Modeling

Robert Curl 
Co-discoverer of the ‘Buckyball’

Richard  
E. Dauch
Co-founder and Executive Chairman  
of the Board, AAM

Robert ‘Doc’ 
Hall
Professor Emeritus, Indiana University

J im McNerney
CEO, Boeing Co.

Paul O’Neill
Former CEO, Alcoa Inc.

The IndustryWeek Manufacturing Hall of Fame
On the Web
Visit the INDUSTRYWEEK website Hall of Fame page at iw.com/resources/iw-manufacturing-
hall-fame for additional online-only content about the IW Manufacturing Hall of Fame, including:

■  Guidelines for Manufacturing Hall of Fame nominations.

■  Exclusive interviews with Manufacturing Hall of Fame inductees.

■  Profiles of all 47 members of the Manufacturing Hall of Fame.


