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Written by Nick Darlington

C
Established out of a garage, Cosmos Manufacturing,
Inc. quickly expanded due to growing demand.
Over the past 45 years, the company has changed
names, entered new industries, introduced an R&D
department, and faced many challenges. But the
one constant is a complete focus on the customer
and exceeding their expectations with only the
finest attention to detail.

osmos is a premier supplier of mufflers and exhaust
systems to the outdoor power equipment industry.
The company takes pride in being a leading provider of
mufflers to more than half of the 30 million small utility engines
produced yearly. In-house, the team provides design engineering, prototype development, and mass production. The firm
has achieved much success since its founding.

In 1972, John Michelon decided to follow his dream of becoming
a die maker and established Cosmos from his garage. Initially
known as Cosmos Tool and Die, John employed one full-time
employee and two apprentices. Customer demand started
increasing, and John purchased space in an industrial park.
There he built a 3,000 square foot building, which is where
Cosmos is located today.

3

land, so I’m always focused and dedicated to the small details.
The company continued growing. John once again responded
to the growth by increasing the size of the building to over The part has to be right; it has to look good and handle right.”
30 times its original size. But as the company expanded, John
realized he wouldn’t be successful if he only focused on die This emphasis on the finer details is evident in the company’s
quality control procedures. The team focuses on continuous
making. So, he made a decision. “I changed from die making
improvement, with regular inspections during the operation,
to manufacturing, building my own product and selling it to
from when the material hits the
OEM (Original Equipment Manufacturer) companies. We have
“Cosmos has developed MaxCut, floor to when it gets packaged
been very successful.”
a new product line: chainsaws, and sent to the customer. “The
Quality Department is a vital
chains,
guide
bars
and
sprockets
department for the entire
So successful, in fact, that a
used
to
cut
through
concrete,
operation because if we don’t
handful of the customers the
follow the rules and stay on
company started with remain
brick, and stone.”
top of things, we can produce
loyal customers today, despite
the many mergers and name changes (In 1997, the company mediocre products. If the product is not good, it will not go out
the door. I will not let it go out the door!”
changed its name to Cosmos Manufacturing, Inc.).
When asked how the business was able to keep these customers, John said the following: “It is because of the effort we put
in to satisfy them. We make their problems our problems and
solve them the best way we can. And more than anything else,
if I go back a little bit, I grew up in the watch industry in Switzer-

Cosmos’ R&D department aids the team’s ability to solve
customer problems and exceed their expectations. The department was established in 1988 at a time when the business was
growing and struggling to service its clients. “With our lab, we
purchased an emission bench; we controlled the emissions
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“The Quality Department is
a vital department for the entire
operation… If the product is not
good, it will not go out the door.”

of our exhaust systems,” says John. “Not only did we control
emissions, but we managed the efficiency and the safety – all
the regulations out there today on handheld products that our
product has to follow. We were working in conjunction with
our customer to develop a product, and we helped them to
cut time and money invested. Products that before were taking
three to five years to develop were now taking two to three
years – a great benefit because I had – and still have – a good
group of dedicated, hardworking employees who sometimes
work day and night to solve a problem. That is a major factor
to our success.”
Not only has the R&D department enhanced the company’s
ability to service customers and increased their speed to
market but it has played – and continues to play – a crucial role
in the new product development process. For example, in 1994
Cosmos started working on a catalytic converter for a small
muffler. “Everybody thought we were crazy, saying that before
we’d be able to develop a catalytic muffler, somebody would
come up with a better engine or system,” remarks John. “But I
insisted. In 2001, when California came in with ‘CARB 1’, the first
regulation on emission, we were the unique shop who knew
what to do, and we were prepared to produce in January 2001.”
Cosmos has also developed a new product: a chainsaw that
can cut through concrete. “We began our research and development effort into concrete cutting systems and chains in 2009.
It targets the construction industry, and Maxcut – an affiliated
company – sells the product to distributors across the globe.”
While R&D will remain essential for growth, Cosmos does face
unique challenges. “Today, the biggest challenge is skilled
people that are vital to our business like tool makers and engineers,” explains John. “There is not enough skilled staff, a
problem faced industry-wide. The world is changing.”
But Cosmos is addressing this challenge
through its apprenticeship program.
“The best thing I ever did was to
institute our apprenticeship
program,” says John. “We train
our own people; I’ve developed die makers here
in-house for the last 45
years – I’ve always had
that. We raised a bunch
of people through this
program. Some left the
company, but that was
expected, and today I
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still invest a good part of the company finances into developing, educating, and motivating young people.”
Besides the lack of skilled labor, keeping up with the latest technology has also been a challenge. “To be able to support that
takes a lot of pain and money. Today, manufacturing is different
from what it was 40 years ago. You need an open mind, and
you need to be ready to keep up with the pace of the economy
– with development and the new technology. You can lock the
door and say, ‘All right, I’m satisfied now,’ but if I had done that
I wouldn’t be here today.”
To be sure, embracing and using the latest technology has
helped Cosmos grow. Its marketing efforts also aid growth.
John only has one salesman for Cosmos and one for MaxCut;
he relies on word-of-mouth. By over-delivering and exceeding customers’ expectations for the past 45 years, the team has
built a robust referral network.
Certainly, John’s belief in making himself accessible to his
clients and focusing on building relationships has also played
a role. “My time is more valuable here than on the road or
entertaining people,” he says. “My strongest relationship with
a customer is through their engineering department. I work
very well with them; we are good friends; we understand and
help each other. They have my cell phone number, and they
can call me seven days a week and I answer their questions.
My team and I work with them day and night, and that’s what
makes this company different.”
As Cosmos Manufacturing looks to the future, John believes
that if the team can keep up their current pace and keep doing

what they are doing in an industry that is fiercely competitive,
they will be able to grow between three and five percent a year.
“But for that you need effort, dedication, and determination to
stay on it.”
It is such energy, dedication, and determination that John and
the entire 200 current employees possess in spades, and it will
stand them in good stead for the future.
Looking back, Cosmos has evolved from its early days. From
starting out in a garage, it has successfully expanded over
the past 45 years. While the company has changed names,
entered new industries, introduced an R&D department and
faced its own challenges, one constant remains: Cosmos
believes in exceeding customer expectations by focusing on
the finest details.
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