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It is actually a series of improvements, 
starting with a new ice machine that will 
get tested this summer.  The 500 lbs. per 
day output is an improvement over the old 
machine, and it will be a lot more reliable. 
The flat-screen TV is also new.  In addition 
to making our in-house training easier, this 
monitor displays over 20 local broadcast 
stations for your viewing enjoyment. 
Plans include new furniture, a new coat of 
paint for the walls, and new ceiling tiles as 
well.   
The fresh break room will give everyone a 
chance to refresh, recharge, and refocus on 
workplace safety, quality, and efficiency! 
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Progress in the Break Room continues 
with the HDTV, new ice maker, and 
more on its way!!! 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
A new pallet vendor and outstanding 
housekeeping make our shipping pad a 
beautiful site (sight). 
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One of the main reasons our customers buy from 
HMF Express is because they know our prod-
ucts will ship on-time, every time.   
How do we do that???  We do it because we are 
here on-time, every time.  That is why your at-
tendance is so critical to our business success.  
As soon as a customer places an order with us, 
we are all “on the clock.” 
YTD 2010, we have 8 team members who have 
met the high standard the customers expect from 
us all.  They are here “on-time, every time.”  
These intrepid people are Brandon Bradley, Walter Byas, Dave Gibboney, Lynette 
Hudson, James Peoples, Jolene Piner, Ron Piner, and Al Restrepo.   
If they continue through the end of the month, they all will be awarded a $100 gift 
card redeemable at Walmart stores.  This is a small way of showing that our reliability 
is what customers pay us for.   

Thanks to these people and the rest of you who strive for 100% on-time performance! 
The filmmaker Woody Allen once said “80% of success is just showing up.”  That 
was later extended to “and 90% is showing up on-time.”  It is not that product quality, 
accuracy, safety, etc. are unimportant.  They just don’t matter if you are not there.   
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Despite our good 
efforts, freight 
carriers still find 
ways to beat-up 
our products.   
Freight damage is 
the #1 reason for 
missed shipments.  
The customer only 
counts an order as 
being on-time if 
they receive it.  
Protecting freight 
starts in sales — with crating charges and dedicated trailer space 
where possible.  In the shop, we use extra lumber, add straps and 

wraps, instruct shippers not to stack, and 
more.  Keep up these diligent efforts to 
“crunch” the freight damage problem. 
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���� protecting those you love.  
You need to ask the above question every time you get married, di-

vorced, or welcome a new child into your life.  Also think about it when a personal rela-
tionship changes, your financial situation changes dramatically, or your beneficiaries 
have such changes.   
When that happens, you may want to update the named beneficiaries on your life and 
disability insurance policies, IRA accounts, will, and other such financial instructions.  
To change the beneficiaries on the policies you get from HMF Express, pick up a form 
from the HR office.  We will be happy to update your designated beneficiaries. 
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Sheldon Patrick 4 
James (J.D.) Robinson 4 

Ronald Piner 7 
Yadir Espinoza 10 
Robin Edney 15 
Rufus Brown 29 
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We believe that our customers are all happy 
with our products, but we don’t get to talk with 
most of them, so we don’t really know.    
Sometimes customers stop buying from us, and 
when they stop, they don’t tell us why.  So, we 
need to guess at the reasons.   
The most obvious reason would be a customer 
that was not pleased with our product and service.  If so, how 
would you respond? Why wouldn’t they like our product? 
First ask yourself, did I do everything in my power to read the 
work order and do what the customer requested?  Did I put quality 
in my work as if it was my very own? Do I think about quality 
when I do my job each and everyday?  Ask, “When the production 
comes down the line and I see something wrong with it do I let it 
go or do I get it corrected before it reaches the customer?” 
Making all the right decisions can have a very big impact on our 
business, and our success.   
It is a challenging time, so re-focus on  customer satisfaction.  
Keeping customers happy is the key to our success. 

Supervisors Corner�


