Flying

Full Throttle

The CEQO of a Glastonbury-based aerospace
company got the growth formula right—she
learned to connect people with ideas.

hether your products are helicopters or

headboards, having the power to envision
your company at a hightr level is the first

sStep to gt:rting there.

And chanks o CEO Kristin Muschett’s

vistmi, Glasmonbury-based HARCO [ne

|'|.-|-. i r||1|1 douihled ks revenuoes in |:|'||.'

last five years, bue it is also gercing resdy

o blast off.

HABCO Is a cansulting and
manufacturing firm largely known for
d{cigning maantenance L'III'II.Lll-\.'lh I'::'u' the
LS. Milicary's Black Hawk helicoprers,
From its yo.00c-square-foot facilivy, the

At a Glance
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Fissl yaar salas: DHD

Divlalan Millhary oscspacs
comireein] OeICERace, powar
genanation ond fuel calls
Inchasiricl cened ooubomodiee

Flsat yaar sales: DHD
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100 pereaant

Humber of eampleyess 27

Reasom for succesis Vitlon and
communications— bairgg aible
b connest peopls and ideos.”
saye Miischatl

Challenges: "Findlng the righit
smployess o suppott our
gty noles Muschett

pr-emploves company designs and builds
testing equipment for numerous markets,
including military and commercial aero-
SPae, poweT :l.;\n|:|::|l_i|||'|. Fued cells, indus
trial, automaorive, and medical devices.
Revenwes have grown from $4 million v
% milllon berween zaor amd 200y, amd
l:|‘|l_' mameniRim s l‘llll]l.'.ll'l\:l: HABLCC iz
now poiscd b cnter intemational markers
for Black Hawk.

Ar firse blush, it seoms SATPrISinE D 862
1 lesder with 2 jourmalism and women's
studies degree at the helm of this company,
Busg then she |-1|:-Ir||n:-.: she rew up in it.
Muschetts Fatlher, Henry A Backmann,
a former Pract & Whitney emplayee,
founded dhe company in 197a o provide
enspomy components and assemblics for the
#-'"“F'C""t' |||.-:‘||.|-:|:r:.'.

“From age 12 10 12, [ cleaned che bash-
roams with my sisger every Satusday,” she
remembers. Instead of playing 2 “Dad mde
ic fun,” she oces. “As a eeenager, | did affice
wark during the summers, doing bookkeep-
ing &nd making labels For equipment.”

In igR6, when Muoscherr was jusc 21,
.1|'_d |1|:|_' sisber ]':n-q,:| |_-.|'u.|'||.l:||'|||. WS L&, |:|'|.-ch
Fashier asked, "o :,'\-q,u,|5ir|x11 ant o join the
business¥ I'm ready wo sell” They seadily
agreed, and rose :hruug':l thic ramks while
their Earher continued ta lead che company
tll_'\-'r '\u;'rl;r;,l IMiis VEears.,

The sisters toak fuenz at different ii.'ll:ll.
,.1|.'1]1F|i11g out EvEry §jx |||-:|.'|[|'|i [0 4 VEAr.
They firsz served i che position of project
mansger, then accounting, then inside
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i_l'ﬂ outside sales, where Muscherr says she
boungd her niche. °l wsed my journalism
background.” she says. *I used my abil-
ity to take complex englneering ideas and
sdusions and explain thens [and thus sell
them]. [ see connections between ideas and
perple’s nesds.”
“Louking back,” she
recalls, *l couldn't
sce the value of
my degree and eo
this day, I'm 0 glad
1 was exposcd to che
dilficultics of clear
communicaciens. In
effect, communications
is what my current job is
all abvwsir,”
She alds that being a
wiaman in a male-domi-
nated :indus:r}' has moe
been & probleny for her,
“As you become more
canlfident in :.--au.n::]ﬂ
it becomes less of &
p_;vrnﬂ:r issue, she
savs. Bur Muschert
scmively enconrges
orher women ta
enter non-tradicion-
al Ficlds. as evidenced
E]r her sl:sm;ling

iiv i0gR Muoscheor h-uughr oug her Facler's
share of the business and became CEO.
Twa years lacer, she expericnced a wake-up
call. The company felt like it was meading

warer, going nowhere,
A couple of issues were ar play, Firse was
the matare of dhe miUu.r:,' aeiospaie market.
"We had too musch comperition

and no discernible comperi-
tive clge,” she u.]ﬂ:.ins."'ﬁ:-'t
needed o find a niche.
[ didn'y want our
company to be a 'me
Secondly, she
says, "I didn't see
( our abiliry g grow
profitably doing
wihiat we waone ﬂui.np;.
We were not wsing
aur engineering ral-
ent th cfeate prod-
uces, Almost oor
whole business was
custemized work.”

In 1000, Mischerr
had & vislon which
led o reinventing
the business. *] made
a conscious decision
to grow,” she says,

derermining that “we

as a finalise in the sheald gake this core
icob c“ﬂ“_‘-'ﬂi-'::'” HABLL} ig planning la lounch the Tronamission  €Rgincering abilicy
chhmnl:ﬁ-i_mml': Gl Senacing Cort, or TSU, in e commercial  and curn it into prod-
Women ROy & halcopler ond gisccll morkes. ucts. | knew we cosild
awards. do it—and | knew

Looking beyond gender, she says a mare
impartant factor in her suceess was the
memioring thar she and her sister reccived
fram their facher.

Incereszingly, alter Backmann recired in
1991, the sisters ran che business ogether
with no CECL They were both vice presi-
dents—Muschen oversaw asibs: Diamond,
finance—{for che nexr five years. When her
siszer lefr oo pursae a differone career path

we coukd find the markess. | recognized dhe
potential to do something difforent”

As iv so often happens afrer a mamen-
rous decision, all the pieces fell it place
soun afber
® A pood produce: “Sikorsky, ane of

our majer clients, had us redesign a

picce of equipment relaced o milicary

hellcnpiers: a safory unic o check For
leaks in helicoprer blades, | recopnized

T used my journalism background,”
Kristin Muschett says. I used my ability
to take complex engineering ideas and
solutions and explain them [and thus
sell them]. I see connections between
ideas and pecple’s needs.”

ﬂ— WWWLCI Moo




"We've only begun to tap the potential of these
products,” says Muschett. "WeTre only reaching

about five percent of the market.” She has plans to
adapt these products to seven other military helicopter
types like Chinook and Apache, as well as five

types of commercial helicopters.

that this ¢euld be used by 2 much
larger market—the entire army. This
was aur first product.”

BAn unmet need: “Mobody clsc
Wag dnln.;g it,” she says. “This niche
[ maineenance supply and testing
products] was ton small for che
large companies and too big for the
small companies”

® The perfect partner: Muschetr 197

was intraduced 1o Bill Tripp,
awner of Hawk Enterprises LLC, a
ficld-based Black Hawk consultane
and produce diseribueor who had
wiorked with the milicary for more
tham VEArs, Hawk aned HABCCE
formed a parenership. whereby
Tripp brcame HABCOS exclusive
representarive oo the American
Black Hawk military market. “lc
was & perfect marriage of his
knowledge and proximiry [co che
customear |, with aur ersigive engi-
necring design and mpid prototyp-
i.np; |::.|1=1'ri.|iri.=5,' shie recalls.

Tripp rurned our oo be che exermal
arm of HABCO'S R&ID deparcment,
lzstening to front-line users’ sagpestians,
uncavering their necds, and developing
product conceprs—a veritable idea
pipeline. By 2oor, he had worked with
HABCO o develap five new grﬂdum.
ant of which resuleed in a five-year
contract with the LLS, Army,

In 2003, anacher af Tripp's ideas ked
tex the develapment of an unassaming
wheeled unir [reminiscent of a square
Bala) chae could send pevenues sky-high.
The product, called a Transmission Oil
Servicing Cart, or T5LU, has a very simple
rissions it recycles rransmission oil. Easily.
“It allows vou o re-use che oil almost
indefinively” cxplaing Muschesr.

The TS potential? Limithess, In addi-
rian o milicary helicoprers, HABCO has
|'|L-a.ns e incroduece ic vo the commercial

helicoprer and alrcraft marker. Ic has the

1986

200
200

200
200
2006

poeential to save the LS. military millions in
rranamibsson oil coers, and mird thie seri
aiEs eiviranmental mnFuﬁj’dﬁpnmL

HABCO's repuration for develop-
ing innovative products has ot gone
unnoticed. In zooé, the company was

HABCO's Milestones

HABRCT jeunudesd by Heoury A
Bepckrreann, o foommer Sikoesky

empoyes. Company focus: build-

ing cuastom COrmponenis ard os-

sembilies lor the aeseapacs ndustry |

Donuggnber Erislin bMuscheatt
joins the company

HABSD develops il Gl
procuct line: compary
Feveriles: 34 million

HABCD pominess with Howlk
Erflespeisas guins oooess ¥ the
U5, mmdlibery moaskesl; malls ol
e poochuct Hnes, Gwe moos in
dewelopment

Hins prochuct ings, arst

31 erillssn ander

First £2 muillien order company
rerverrees: §8 million

17 product Enes Falloople

1o disfribanie and imtredoos s
products bo global markeds

Support Inc. partners with HARCO

Hawlk h:ltcup::r,' says Raobh DiMacteo,

- manager of busincss development for HSLL

“We zaw an opportunity—not juse the
L5, military market, but also the interna-
ol miliary (sach as Turkey, Brazil and
Codumbda) and che commercial marker”

He contirues, “They reminded us
of sursclves and sur own characrer.
They are small, aggressive and highly
involved in che marketing of their
products. They're very willing o
| Witk u'|:||.|';q||urﬂn=nu—ﬂ1=:,l on'T
just have a set prodiscr line, Soup o
nuts, they can devise a new prodace

quickly”

And HABRCD lr.-ups derising.
Berween roon and 2006, the com-
PNy grew Fran e pmdlu.'l: line o
17. focused ]ll:gc]:f ai Black Hawk
| helicoprers. But exponential growth
| s ahead. “We've only begun w ap
| the potental of these Fr-ndl.l.n:r_':.' 52y

Mlaschem “Wee :'|I!||:|' r-r:m:il'n.ng abvouc

five pereent of the markes.” She has

el l.|:|l|:||: these pmdl.l.l:l:: a1 swen
| other milicary helicoprer types like

Chinook and .A.Fa:he,. as well as frve
| evpes of commercial helicopeers.

The company is geewing in other
| directions too, While the milisary

AErospace marker is 6o percent of

HABCOS business, its next area of

foeas will be on develo ins .:p-e-:iuJ-

ized pesting equipment bor che medi-
cal devioe market.

= —

l.p-]:-:rmc]wd 'h-]r Hl:limpt::r Supp-:-n I,
(H51), a wholly-owned subsidiary of
Sikarsky, e form anacher stracegic partner-
5.|'|.|p; HEI, hﬂdq_u.-.rured in Trumbull, has
soo cmployess and provides helicoprer
parcs supply and maintenanes services,

As with HARCO's cardier partnership
with Tripp, scces was opened o a whole
new world—the globe, in fact, *“HABCO
has greven subseanszally, and chetr primary
focws is on a Sikocsky product. the Black

Where would HABCO be now if
Mischerr had nar reinvenmed her vision of
the company In 200! “We'd be surviving
instead of fourishing.” she says Anmly. B

Dbl Hason &= a heelanos busines joornak
157w ke apgirned in netianl and
sirferwrics publionSons mach o= the Christion
Geawncs Porstar, Invakiant Maws, and
Virgiraio Business Moocmins, She iecsnily te
loormierd 5o Comnmnpotiout aflar seryineg s 0 oon-
tribwfing echicr sl b wiilsd [ Do oo
for th Eluo Ridge Business fournal tr Fooanoks.
e, Sl s o sl Cagpes [N IECTgGITEnt
and hurnan: resournce deveiopmeni

{84]

{CT BUSINESS Dacamies 2004 ——-



