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Components for the Medical Instrumentation and Equipment Industry

CEOCFO: Mr. DiBenedetto, would you tell us why Lampin, is the critical 
component, manufacturing expert?
Mr. DiBenedetto: We make components for the medical instrumentation and medical 
equipment industry here in the Northeast. We also manufacture precision components 
and sub assemblies for robotics and Test and Measurement OEMs. The level of 
precision that we manufacture to is typically two ten thousandths of an inch of tolerance. 
In order to achieve those critical tolerances and dimensions, we require a high level of 
skill with SWISS CNC turning machines. The number of years that it takes a machinist 
to learn how to operate that machine to that level of precision is about twenty years. For 
example, if you would take a strand of hair and lay it down on a counter lengthwise, and 
divide it into thirty separate strands, each one of those would be the level of tolerance 
that we operate to. It is almost to the point where you cannot even see it. 
One can imagine that this level of precision is a must for medical OEM’s whose devices 
are used every day on and in the human body

CEOCFO: How do your machinists see the variations?
Mr. DiBenedetto: Swiss manufacturing is fundamentally different from the way turning 
was developed here in the United States. It is much more complex and it is designed 
specifically to hold very tight tolerances over that length of the part that is being 
manufactured. It controls variation in the centricity of the part. It takes a long time to 
learn how these parts are manufactured with different materials; stainless steel is going 
to run differently than aluminum and aluminum is going to run very differently than 
brass. Many variables must be understood and controlled including feed and speed 
rates of the machinery and special tooling used. It takes years to learn how to get the 
machine to optimize the materials that you are trying to manufacture to get the highest 
level of tolerances and finish. Most of what we manufacture goes into very expensive 
equipment be they lasers, high-end cancer treatment devices or robots. Our OEM 
customers require not only precision functionality but also that the part look extremely 
well made with a high-level of finish and high-level of polish on it. It is almost like 
opening the hood of a Mercedes and expecting to look in the engine compartment and 
see a piece of jewelry under there. That is how our clients feel about the parts that we 
make so each one has to come out almost perfect. In order to achieve that, the 
machinist has to know how to get that machine to work with the software so that the cut 
paths are made in such a way that they are going to get a perfect part every time. 

CEOCFO: Are people coming to you because you go beyond precision, or do they find out after they start 
working with you?
Mr. DiBenedetto: In almost every case, our customers know of or have had a wonderful experience working with 
Lampin. From the point that they submit a product for RFQ for a quote, they get to experience speed in our response and 
easy- to- work- with engineers with great ideas. In the process of examining their products, we ask many questions about 
the product application .In doing so, we get ideas on how to manufacture that part more efficiently. If we know the 
application, we know how it fits and functions. There are many different ways to manufacture any given part and we will 
optimize how we manufacture it to achieve the lowest cost and the best finish and fit that we can offer our clients. They 
get that experience and they feel good about that process. Pricing is usually less of an issue. We state what the quality of 
the product is going to look like when it is done and in almost every case that is what we deliver. We take on the full 
responsibility to deliver product as committed, regardless of the obstacles. Even if it is not our fault, we feel it is our 
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obligation to get it right every time. It is a hassle-free way of doing business. We find that our customers absolutely love it 
to the point where they stick with us for in some cases twenty or thirty years. We are able to win over clients.

CEOCFO: Does Lampin’s fifty years plus experience matter with a new client or is it what can you do for me 
now?
Mr. DiBenedetto: It is absolutely what ‘can you’ do for me now. Our clients businesses are changing constantly and what 
we did for a long-term client five years ago may not apply anymore. Their business changes and their demands change 
and we need to anticipate and make sure we can stay one step ahead all the time. We are constantly evaluating the 
marketplace to see how we can improve on our services and products as well as our overall service. 

CEOCFO: Are there many changes in equipment that you need to constantly evaluate or is it a slow-changing 
industry?
Mr. DiBenedetto: It is a rapidly changing industry. Like most manufacturers, the technology that is used in our equipment 
is rapidly changing and requires significant investment in hardware and software technology and training to stay on top of 
your game. For example, five to ten years ago, Swiss Machines would only perform a few operations to manufacture once 
the basic turning operation was completed, it could have three, four or five or even ten operations after that through other 
pieces of equipment to finish that component. In today’s world, all of that is combined into one operation, which is what 
they call one and done. Within a Swiss machine of the highest caliber today, you have all of the technology necessary to 
cut the part in any axis that you need.

CEOCFO: How has Lampin changed now that you are employee owned and why is it a good way to go for 
employees and the company?
Mr. DiBenedetto: Lampin has not changed that much in terms of what we provide the marketplace. Moving to an ESOP 
(employee stock ownership plan) structure was a natural fit for our company and even when it was privately owned, it 
prided itself on a high degree of quality performance and service and reliability. That is because the employees at the time 
were very well treated by the owner. It was a natural migration to convert to the ESOP. What has changed is the way we 
run the company. We are a quasi-public entity now, so we have to be concerned about supporting the demands of the 
trust because the trust is what holds the stock and ownership of the company. We have a long-term obligation to make 
sure that trust is funded correctly so that the employee/ owners can take the benefit out at the point of retirement. We 
have to run it in a way that we are focused on the numbers as well as financial performance of the company. We 
continually balance profit with our assurance of exceptional customer service levels. That is what our clients have come to 
know and expect from Lampin. 

CEOCFO: How do you find new people?
Mr. Benedetto: Our attrition level is less than one percent. We have had folks stay with us for years and years so the 
need to add people is not that significant. Annually, we search for and recruit interns. Our source is the eleven High 
Schools in the famous Blackstone Valley in central Massachusetts. This is the cradle of the American Industrial revolution. 
We look for young people with exceptional quality as individuals who could become great employee/ owners over the long 
haul. When I find people like that, it is easy to entice them to come and join our little capitalistic group here because they 
see great opportunity for themselves. We then develop those people technically and from a business point of view, over a 
number of years and grow into the positions that we need. It works out quite well.

CEOCFO: What do you think manufacturing in America is viable?
Mr. Benedetto: I am passionate about manufacturing in America. I think the innovation that is required is stronger than 
ever particularly in manufacturing in the northeast. We have intelligent people in manufacturing at all levels. That makes 
us very viable. Most of the manufacturers that I know within different supply chains have embraced LEAN manufacturing 
and have made commitments to LEAN enterprise. This is continuous improvement to constantly weed out waste. This 
methodology at Lampin helps our pricing and margins stay competitive. We can and do invest in hardware and software 
technology to stay ahead of our worldwide competition. That whole formula works here at Lampin and I see it working in 
many other manufacturers across the country. 

“There is considerable knowledge here. We pride ourselves on having that knowledge and on knowing how to manufacture 
these products perfectly every time. [Our customers] view us as a major asset to their ability to grow their businesses.” 
                                                                                                                                                                              - William DiBenedetto
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CEOCFO: What areas at Lampin do you see the most growth?
Mr. Benedetto: Our four primary markets are medical equipment, automation, robotics, test and measurement. We see 
about a five to seven percent growth in those markets year over year, which is consistent. Additionally, we experience 
growth in market share. I would like to see more growth in each of those markets and I would feel more comfortable with 
maybe a ten or twelve percent growth but I am happy for what we have. Some companies have relied on the military for 
growth and I think that is a risky situation. Lampin will continue its strategy to support OEM’s who develop consumer and 
B2B products and equipment. 

CEOCFO: What surprised you as you have run Lampin?
Mr. Benedetto: Initially, I thought people would embrace capitalism in the way that I do which is to focus on teamwork to 
optimize and strengthen the company as a whole. What surprised me was that many of our employee/owners felt that 
they were now empowered to operate independently and sort of do their own thing. They felt that because they were 
employee/ owners they could run things the way they wanted to run them and not work as a team. Doing this would 
provide them instantaneous wealth. Of course, an ESOP is not designed to do that. There was a considerable impact to 
cultural norms that we had to deal with and it was a surprise to us. We have since grown beyond that but it was not easy 
getting our employee/ owners to understand what their responsibilities were to the greater good of the organization. In 
retrospect, the transition to an ESOP structure must be carefully planned and executed to assure that the culture is 
carefully guided to embrace capitalism.

CEOCFO: Why is Lampin noteworthy?
Mr. Benedetto: Our pride comes through in everything we do. Our customers feel that and it comes back to us constantly 
in feedback from our customers from all the different sectors that I just talked about. They cannot believe how consistent 
our performance is. We know our customers products as well they do. To them, we are basically an extension of their 
company. We have at least two hundred customers right now. There is considerable knowledge here. We pride ourselves 
on having that knowledge and on knowing how to manufacture these products perfectly every time. They view us as a 
major asset to their ability to grow their businesses. They enjoy doing business with Lampin.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine
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For more information visit:
www.lampin.com

Contact:
William J. DiBenedetto

(508) 278-2423
billdibenedetto@lampin.com


