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Upcoming  Classes

Certified Supply Chain Professional

Certified Production & Inventory Management    

Certified in Logistics, Transportation & Distribution

Starting Wednesday, May 23rd

12 Consecutive Weeks

5:00 – 8:30pm

Sunnen Products

Starting Thursday, June 7th

12 Consecutive Weeks

5:00 – 8:30pm

St Charles Community College 

Module 1 

Starting Monday, May 21st

7 Consecutive Weeks

5:00 – 8:30pm

Sunnen

http://apics-stlouis.com

Lean Enterprise Workshop

Saturday, April 28th

8:00 AM  – 4:00 PM 

Sunnen Products

7910 Manchester Road, St Louis

Module 2

Starting Tuesday, May 15th

13 Consecutive Weeks

5:00 – 8:30pm

St Charles Community College
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Upcoming  Event – Thursday May 10th

4:00 – 7:30 pm

T-REX

911 Washington Ave

St. Louis

Descriptive to Predictive Analytics

Connecting Entrepreneurs, Operations Managers

and Supply Chain Professionals in St Louis

Text APICS to 33222 or 

http://apics-stlouis.com

Moderated by

Ruskin Singh 
Andy Dearing

Boundless

Aaron Broyles

Prairie Line

Railroad 

Kelly Foster

Millipore Sigma

Nicole Schaeg

Aegis

Richard Schweir

Aegis

Includes Appetizers and Open Bar
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Announcements

• Our New Board Members

• Next Speaker Meeting

State of the Economy with Dr. Ernie Goss & Past President’s Night
• Tue, May 29, 2018

5:30 PM - 8:00 PM

Spazio's Westport

12031 Lackland Rd  

St. Louis, Missouri 63146

https://ismstlouis.org/
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Dr. Ik Kwon

• Founding Member & Director– 1998

• Published over 125 Academic Articles

• Fulbright Scholar

• 2011 Outstanding Professor at SLU

• Professional Colleague

• Community Advocate

• Friend 

Thank You !



Enjoy your Dinner 
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Today’s Speaker – Gayla Moore

The Nevco Story

How to make a 70 year old company 

young and vibrant again



The Nevco Story  
How to make a 70-yr-old company young and vibrant again

Gayla Moore

Previous CEO and owner



An introduction to Nevco
Premier manufacturer and distributor of 
scoreboards, LED displays, & scoring accessories

Products enhance game experience 
in over 100,000 venues worldwide

Headquarters remain in Greenville, IL

Reputation of excellent quality, 
product reliability, and innovation 
leader

Very strong brand awareness and 
customer loyalty



Company timeline

1934

Founder, 
Ralph 

Nevinger, 
started 
making 

scoreboards in 
his garage

1970’s

Began selling 
scoreboards 

internationally

1990’s

Established as 
industry 

innovation 
leader

2004

Company sold 
to Gayla 
Moore

2010’s

Aggressive 
investment in 

LED display 
products



1930’s



1940’s



1950’s



1960’s



1970’s



1980’s



1990’s



2000’s



Excess inventory                         Extremely clean plant floor

Inefficient product flow Long time workers 

Excess filing cabinets in offices Analyzed financial statements focusing on 

costs and % of cost vs sales

During due diligence process, I noticed…



First 100 days set a tone of “turn-around”

Employee-wide communication vitally important

Reduced WP and FG Inventory

Reduced direct labor

Significantly reduced lead times

Blessing and success came from 

God



Supply Chain

Embracing the ChangeWorkplace Culture

Product Innovation

Sales & Marketing
Operational 

Improvements

Leveraged people, process, and technology to drive change



Communication and culture paved the way for successful 
change management

Supply 

Chain

Embracing 

the Change

Workplace 

Culture

Product 

Innovation

Sales & 

Marketing

Operational 

Improvements

Employees must adopt and embrace the changes 
in order to maximize the benefit

Ability Motivation
Enabling 

Environmen
t

Say Do Recognize

Leaders directly influence the above buckets

The change equation for employees

Change 
Embraced



Continuous improvement mentality drove operational 
improvements

Supply 

Chain

Embracing the 

Change

Workplace 

Culture

Product 

Innovation

Sales & 

Marketing
Operational 

Improvements

• Employee-led Kaizen events

• Engineering initiatives to promote standard components

• Incentives to make sustainable design and process-
driven reduction to BOM or labor costs

• Emphasized and measured performance metrics

• Expanded use of functionality within current ERP system

• Created atmosphere that encouraged collaboration 
across all departments



Supply chain efficiencies resulted in 36% inventory 
reduction

Supply 

Chain

Embracing the 

Change

Workplace 

Culture

Product 

Innovation

Sales & 

Marketing

Operational 

Improvements

• Fostered collaboration between purchasing and 
engineering

• Incorporated purchasing metrics as part of annual 
goals and aligned bonuses accordingly

• Implemented successful purchasing methods

• Broadened supplier base globally & increased visits

• Implemented more frequent cycle counts

• Implemented use of kanbans



Product innovation drives continued growth

Supply 

Chain

Embracing the 

Change

Workplace 

Culture

Product 

Innovation

Sales & 

Marketing

Operational 

Improvements

Product quality driven by relentless hardware innovation

• 2009 - First in industry to offer ”hybrid” scoreboards

• 2015 – Product expansion to scoring tables

Industry leader in software innovation 

• 2006 – Propriety software to operate LED displays 

• 2011 - Scorbitz

• 2017 – Display Cloud

Both investments lead to growth driver – “Large Venue”

• Video displays, stadium sound,  control room, engineered structure

• 2015 – Proprietary integrated sound system

“Services” as growth driver

• 2015 – HYPE Creative Services

• 2017 – Sports Media Group 



Sales and marketing investments backbone of market 
share growth 

Supply 

Chain

Embracing the 

Change

Workplace 

Culture

Product 

Innovation

Sales & 

Marketing

Operational 

Improvements

• Implementation of company-wide CRM platform

• Transformed sales “reps” into sales “consultants”

• Implemented various methods of Sales models

• Increased focus on underperforming territories

• Complete rebranding to Nevco-integrated display and 
scoring solutions™

• Heavy investment in digital marketing vs traditional 
methods 



Workplace culture helps attract and retain talented 
individuals

Supply 

Chain

Embracing the 

Change
Workplace 

Culture

Product 

Innovation

Sales & 

Marketing

Operational 

Improvements

• Emphasized “embracing teamwork” throughout 13 years

• Employee recognition programs kept in-tact

• Formal employee development programs established

• Despite quick growth, encouraged employee work/life 
balance 

• Quarterly employee-wide communication meetings 
important to create relationships

• Aligned incentives with annual goals 

• 10 year tradition of Annual Bean Bag Tournament 





Proof of 13 years of hard work and teamwork! 
Due diligence Rolled up sleeves Recession hit Aggressive product innovation

FIXING LEADING
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Why sell an established, successful business?
Self-assessed our risk tolerance

Looked for partner who would be better positioned to execute on certain strategic 
growth opportunities and maximize the potential of the business

Started succession planning in 2014 with Sr Mgmt team to allow our transition out of 
daily management functions

Invested in talented future leaders with outside experience for the top four executive 
positions in the company

This approach allowed us, as owners, to have flexibility in determining the optimum 
growth strategy to run parallel with our personal objectives. If we didn't find the right 
equity partner, we could simply continue to hold the company.



Recap

Look at your own 

company like a “new 

owner”

Communicate often 

Bring employees along 

in the journey 

Scrutinize where your 

investment is best spent

Track and measure 

everything

Lead by example 

and foster an 

environment of 

teamwork 

“Commit your way to 

the Lord; trust in him, 

and he will act.” 

- Psalm 37:5

DUE DILIGENCE
EMPLOYEE 

COMMUNICATION

STRATEGIC 

INVESTMENTS
HAVE FUN ☺ TRUST & FAITH



Questions?



Thank You!


