
MILLOMAT / ACCUBURNERS
Diversifying to Grow:

Millomat Stampings / Accuburners Corp. (www.accuburners.com) has 
been a family business since 1985, when Sam Sehmbi founded it as 
a tool & die shop. The business has been through numerous ups and 

downs since then, but the family always manages to � nd the right client and 
the right approach to their business to drive more orders. They have since 
become specialists in gas appliance products – such as custom-built � replace 
pan burners, venturi tubes, BBQ burner tubes, manifolds and brass � ttings.

However, in recent years their reach has become greater than that, and in 2013 
looks set to expand further.

In 2004, due to Sam’s ill health, Sam’s son Mani had to leave school to help 
run the business. Within four years, through several moves, the company had 
moved from a 2,200 square foot facility to a 30,000 square foot facility that the 
company owns.

However, this growth hasn’t come without pains. In 2008, just as they’d 
purchased their own building, their biggest client declared bankruptcy. They 
also lost business from the company who had helped them grow in the gas 
appliance business, Lennox.

“We had a very expensive building, and we were down to about 20 employ-
ees,” Mani recalls. “But we kept on pushing for more work in the U.S., and 
that paid o� .”

The company was doing a lot of turret punch press work. It had two turrets, 
two shears and a grinder, alongside four CNC mills (running manifolds) and 
four screw machines (consistently running brass and stainless steel parts).

“We wanted to do more sheet metal fabricating, and o� er more support to 
our clients,” says Mani. “We did our best with the turrets, and grew the business 
back up so that now we have 55 employees. However, there is a lot of expense 
in tooling when using a punch press, and I didn’t think we’d get the return on 
investment we wanted by putting in a third turret. That’s when we decided to 
install a laser.”

Millomat decided to go with a 3,500 W Mitsubishi laser. “The � nance team at

Mitsubishi really bent over backwards to help us get this laser in our shop,” says 
Mani. “And as for function – I checked with other people who use Mitsubishis. I 
even searched online to see what problems other people had experienced, but 
I didn’t � nd anything. We had looked at other systems, but they didn’t have the 
support in Canada that we felt we needed to keep up and running.”

Mani’s brother Junior has taken charge of the new laser, which is running with 
Lantek software. “By the third day we had it in the building, we had it set up. 
By the fourth day all the software was in, and on the � fth day we were cutting
parts,” says Mani.

Mani and Junior weren’t shy in getting the word out about the laser either. 
They hyped it on Facebook, and had friends and customers in to see it run. 
Pretty quickly it was making a signi� cant di� erence on their shop � oor.

“My brother has shut o�  our two shear machines, we rarely use our grinders, 
and one turret was shut down in December,” says Mani. “The response from 
our customers has been excellent.

We are able to turn around a lot of product much faster. And our nesting soft-
ware is allowing us to get over 90 percent yield on some sheets, which is silly.”
Mani and Junior had about two days of training on the laser, and about a day 
with the Lantek software. The lead time on all laser products has been set at 
four days at the company, which has driven more business to Millomat’s door, 
but is also making Mani cautious about client management. “We are telling 
our customers to please keep other quotes on hand in case we can’t cover all 
future orders. The last thing we want to do is hold customers up.”

The new laser is allowing Millomat to cut aluminum and all types of mild steel. 
“We are even cutting heat-treated shim stock for Ferrari disc brakes,” says Mani. 
“We’ve cut one-inch thick mild steel plate, and we cut three-quar ter-inch plate 
at least once a month. We are working that machine hard.” Mani already has 
his eye on a Mitsubishi press brake, to replace an older press they have on the 
shop � oor. Watch for more growth from the Sehmbi brothers this year.
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