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Dear Friends:
Celebrating the 100-year anniversary of the founding of Precision Plating Company is truly
an honor for me. All of us at Precision take great pride in the fact that our company has
reached this impressive milestone. The original founders set the stage for this anniversary by
instilling in the company a strong focus on 100% customer satisfaction and the importance of
quality from the very beginning.
One hundred years of innovation and successful plating processes are certainly a key to this
achievement, but it is the people of Precision over all these years that have made this happen.
I would like to thank all of the wonderful people who are at Precision today and all of those
that I have had the good fortune of knowing and working along side over the last 33 years.
I’d also like to thank all of those who are no longer with our company, who contributed their
energy, skill and dedication to the success of this company.
A special thank you to our customers, many of whom we have had relationships with for many
decades, and with whom we have developed a mutual trust and respect that makes doing
business together a pleasure. The relationship we have with many of our suppliers is also a key
to our success and we acknowledge their contribution on a daily basis.
Over the last 100 years the industry has changed, yet the essence of our business has stayed
the same. We are a proven company whose core values are based on its responsibilities to its
customers, employees, suppliers and environment. The mission of Precision today is to continue
this 100-year tradition of commitment to these values, the foundation of our organization.

James G. Belmonti
Owner and Chief Executive Ofﬁcer
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EVOLUTION
OF
PRECISION
Establishment of the Robert Zacharias Co.
In 1904, after twelve years with Marshall Field and Company, Robert Zacharias
established the forerunner of Precision Plating Company, purchasing a metal picture
frame factory. The portrait frames involved both gold and silver plating and were
shipped to remote and exotic places. Quality plating was extremely important. Each
picture frame went out with a green certiﬁcate of guarantee allowing the customer to
return it any time, free of charge, in case of defective plating. As the business progressed,
Zacharias went into an additional ﬁeld also involving plating – the manufacturing of
ladies purses and men’s belts including the buckles.
The Chicago building that housed the Robert Zacharias Company, including Precision
Plating Co., was demolished during the Clinton Street ﬁre in 1923. Even though there
was no insurance, Zacharias managed to regroup and centralize all manufacturing at
519 South Oakley.
During the Depression in 1932, the plating business slowed down tremendously and
Zacharias turned to religious pictures. Since money was tight, the pictures were sold
on a consignment basis. The pictures appealed to many because they had attractive
silver and gold plated frames, convex glass, natural dried grasses and ﬂowers. Each
picture was fully guaranteed by the company. Zacharias continued to stand by his
product even in the worst of economic times.
As America entered World War II in 1941, a demand came for precious metal plating
on crucial small parts to exacting tolerances. Robert Zacharias Company with both
oblique open plating barrels and horizontal portable barrels, became one of the leaders
of the precious metal plating industry in Chicago. As a result of the war, the company
had to stop plating picture frames to concentrate on plating for the military. It was
then that Zacharias changed the name to Precision Plating Company.
After several years in the armed services, Robert’s sons, Jim and Dick Zacharias returned
to Precision Plating Company allowing him to retire after 41 years.
Jim and Dick Zacharias continued with their father’s commitment to quality and
created a culture of customer focus.
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THE CHANGING
FACE OF
PRECISION PLATING
As Precision has grown over the last
100 years, the look has changed also,
as shown in this gallery of past and
present logos.

Expansion of Precision
In 1960, Precision moved from Oakley Boulevard to a new 15,000 square
foot building, which was built to their speciﬁcations on Keystone Avenue
in Chicago, IL. At this point, Job shop plating became so demanding that
it was necessary to permanently discontinue the religious picture and frame
business.
In 1966, a 2,500 square foot facility in Skokie, IL was opened for the
research and development of continuous plating. At that time, coil work
was just starting and Precision was fortunate in establishing itself at an early
stage. This marked the beginning of Precision’s major volume today.
In 1971, having outgrown two facilities, Precision moved to a 25,000
square foot building, at its present location, 4123 Peterson Avenue. Two
years later, 20,000 square feet was added making a total of 45,000 square
feet devoted to precious metal plating for customers located coast to coast.
In 1995, Precision purchased the building next to the Peterson Avenue
location and dedicated it to semiconductor applications. Precision now has
65,000 square feet of manufacturing capacity.
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CREATING
THE
TEAM
Jim Belmonti Joins Precision
In 1971, Jim Belmonti joined Precision Plating Co., as Plant Manager. “Precision
went from ladies purses, belt buckles and photo frames to military items and
electronics,” says Jim Belmonti, owner and CEO, Precision Plating Co.
“After working for two other plating companies, Castle Metal Finishing and
Udylite, I saw the long term potential for the business at Precision,” explains
Belmonti. Jim liked the personal touch that the Zacharias’ brought to the
company. They were always there for their people and Jim wanted to do the
same. Jim was (and still is) serious about doing a good job and needed to ﬁnd
people who believed in his way of doing business.
Enter Reno Nannini, a stone mason, who started
at Precision during the off-season in 1971. Reno
took over the maintenance department and along
with Jim, designed all of the plating equipment at
Precision. Most everything they did was the ﬁrst
of its kind. Reno built the plating lines from the
ground up.
“Reno worked his way up the old fashioned
way, from maintenance to head of Research &
Development. Reno designed equipment as well
as two proprietary processes,” says Belmonti.

“Precision gave me the opportunity to move
up through the ranks and saw my natural
potential as an electroplating engineer,”
explains Nannini.
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The Dynamic Duo
Paul Rathje joined the Precision sales department in February 1976. He had
the sales experience that Precision needed and believed in the way Jim ran
the business. Paul had worked in the electronics industry prior to joining
Precision. He gave Precision a vision of how to sell with integrity. He showed
Precision how to turn a problem into a beneﬁcial item -- more business!
Shortly after Paul started, he and Jim hit the road for a series of sales calls. It
was on their ﬁrst trip to Springﬁeld, CT where the Dynamic Duo was born.
Paul was blown away by Jim’s presentation. “About 30% of the people at the
meeting had a PhD and they were asking Jim questions,” explains Rathje.
Paul immediately felt synergy with Jim and the two were unstoppable.
“If Paul promised the customer we could do something. I went back and
ﬁgured out the process we would use,” explains Belmonti.
In the 1980’s, Jim and Paul promoted Palladium-Nickel as an alternative to
gold during a time of excessive gold prices. This gave customers the option
for something less expensive. Paul sold the process to George Genese, Vice
President of Engineering and Bob Bogursky both at Burndy (Framatone),
a connector company. This was the turning point when Jim and Paul knew
they had something special at Precision. It took 18 months to sell this contact
material to IBM for the new System 2 Computer. The ﬁrst year Precision
plated 1.4 billion contacts for Burndy and IBM.
“Even at this point of my life, I haven’t stopped working. Precision is too
much a part of my life,” says Rathje.
Not only are Jim and Paul business associates but lifelong friends.
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THE PRECISION PLAYERS
Becky Bennett: Chemical Lab and Environmental Expert
“Precision has allowed me to combine my passion for science and my concern for the
environment for 30 years. We’ve taken the company to new heights in environmental
awareness which has earned us several prestigious awards.”
30 Years
Angelo Rosado: Maintaining the Plant
“My job is to keep the plant in working order. Precision has never been out of production
for a long period of time. Our goal is to keep the customer satisﬁed.”
42 Years
Rick McCarthy: On the Floor
“I’ve been working in Precision’s Research & Development Department and with Jim
on special projects for the last 26 years. I’m always willing to create whatever is on Jim’s
mind.”
26 Years
Lou Vignocchi: On the Floor
“Precision’s Research & Development Department is where I spend my time
experimenting with new plating technologies. With my knowledge and experience, I’m
able to work with the customers from start to ﬁnish on their plating projects.”
16 Years
Ruth Keeling: Quality
“I’ve tried to retire numerous times but I just can’t leave Precision. After 47 years,
of working as an inspector and then becoming supervisor of inspection for Rack and
Barrel, Jim refers to me as the ‘eagle eye’. Nothing gets past me!”
47 Years
Mamie Chapman: Quality Manager
“Mamie was one of the most honest people that ever worked here,” explains Belmonti.
“She was a part of my team in the 1970’s, that helped build Precision. We had a lot of
fun!”
30 Years
Lil Surdell: Wiring Room
“Lil was very conscientious. She was always willing to do homework,” says Belmonti.
“Lil would do wiring and sorting at home and then come back to Precision the next day
and begin work on new projects. Employees like Lil are what made Precision what it is
today.”
30 Years
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COMPANY
PHOTOS
2004

450 Years of Service

Precision employees have over 1,000 years of
combined service and experience.
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600 Years of Service

55 Years of Service
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MOVING
TOWARD
THE FUTURE
Precision Goes Up For Sale

Vince Azzano

Mike Bechtoldt

Throughout his years with Precision, Jim’s leadership, along with his ability
to grow sales and increase proﬁts became a valuable asset to the company.
When the Zacharias’ decided to put Precision up for sale, many people came
through who showed interest in what they saw. Although many offers to buy
Precision were deals that included Jim, he had concerns at the time with the
new ownership terms.
One evening, while out for dinner with new lawyer Chip Braun, Jim explained
the situation at Precision. Chip turned to Jim and said simply, “You should
buy the company.”

John Brooks

Jim responded by saying “it’s been my dream to buy Precision and turn it into
the Belmonti family business.”
Luis Carrasco

Jose DeJesus

Mario Domusiewiez

Jim needed to make big changes within the company in order to take it to
the heights he wanted. He began restructuring immediately and he hired
where he needed help the most. Lynda Olander would be the new controller
at Precision. It was soon after Lynda joined that Jim would ﬁnd his ﬁnancial
frustrations behind him.
He then faced the retirement of key staff member Mamie Chapman. Mamie
was the heart of the quality and service Precision provided. Then Jim met
Vince Azzano and thought he was the most realistic and fair quality engineer.
Jim knew that Vince would be the most effective person to take that role to
the next level and make Precision the best in the business.

Anita Gasienica
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This was the night Jim was one giant step closer to buying Precision from the
Zacharias family. Jim and Dick Zacharias were thrilled to hear the news and a
deal was written. It was then Jim realized that he had bought the business right
in the middle of a recession. He knew what battles were ahead of him.

Hanie Miri

The Next Generation
In the early 1990’s, just as Jim had hoped, his two sons, Jeff and Gary joined
Precision – each one focusing on a different aspect of the business. Jeff started
by bringing the ﬁrst production management system to Precision and Gary
was brought on to plate heart catheters for Precision’s ﬁrst major medical
program.
Both Jeff and Gary have been with Precision for over a decade. Jeff chose to
help implement a new computer system and was amazed at how exciting the
metal ﬁnishing business was. “I loved the way we were so closely tied to the
technology all over the world and to own a business someday had always been
a personal goal,” said Jeff.

Sylvia Morales

Tina Nunes

Lynda Olander

Gary felt a career at Precision would be a great way to combine his art school
background with his passion for plating. He sees a similarity between the
two. “Plating to me is more of an art form. Each time something is plated, I
feel instant gratiﬁcation,” explains Gary.
Jeff and Gary will bring Precision’s tried and true team into accord with
the next generation. By utilizing the hundreds of years of experience in the
building, they will develop operating procedures which can build a new
foundation. With this practice in place, Precision will undoubtedly lead the
industry for the next hundred years.

Erik Probasco

Olivia Sandidge

Mike Soper

Letty Valencia
Pictured above and on the opposite page
are some of the great people moving
Precision toward the future.
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PILLARS
OF
PRECISION
Top in Technology
Jim Belmonti raised the bar on the level of quality at Precision. He has made sure that
the equipment at Precision is current and he’s always been committed to increasing his
knowledge of the plating industry.
Jim helped put Palladium on the map as a plating alternative. During the 1980’s, AT&TBell Labs (Lucent) was developing Palladium plating systems to reduce costs in phone
switching technology as telecom grew. Jim, then an employee of Precision challenged
management when they wanted to discard the technology due to the instability of the
plating bath. With Jim’s hard work and foresight for the importance of this technology, and
through extensive work with the PhDs at Bell Labs, especially Dr. Joseph Abys, Jim arrived
at ways to stabilize the plating baths. Many generations of Palladium and PalladiumNickel baths have been developed and improved to the point that they’re readily available
through many suppliers in the industry today.
Precision and Jim earned a reputation for being “dumb enough to try anything.” This
brought many challenges to Precision. Jim and his team relentlessly pushed the limits of
electroplating and its applications to do what “couldn’t be done.” Today, Precision is still
known for its expertise in problem solving capabilities over a wide range of applications.
100% Customer Satisfaction
Service and quality are the important factors that have led Precision to the centennial
celebration. Service is ﬁrst because of the belief that quality is a function of service to
the client. Having highly trained employees provided with state of the art solutions
and equipment allows for perfecting the art of electroplating. By educating clients and
employees as to the importance of customer satisfaction, everybody wins.
Another way Precision achieves customer satisfaction is through Jim’s belief in education.
“Education is very important to me – I think one of the most important things is to
keep your associates educated. When I started in the business, I knew very little about
electroplating. I had to learn it all from scratch. I’ve passed this knowledge on to the many
people I’ve hired over the years and kept on training them,” explains Jim.
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Environmentally Responsible
Precision is very serious about being environmentally friendly to their employees, families
and neighbors. “It’s important to me that we are environmentally compliant with all state,
federal and local enforcement,” said Jim.
Precision meets all environmental requirements and in turn it gives their customers a sense
of security. There is no threat of shutting down Precision’s operation.
“We wouldn’t be where we are without Becky Bennett,” explains Jim. “Becky handles the
environmental compliance and heads up the Safety Committee. She not only has a great
rapport with all the environmental agencies but she’s HAZMAT certiﬁed and has earned
Precision several environmental achievement awards.”
“I could not have been as successful as I am without the support of Jim and the rest of the
Precision team,” says Bennett. “I was trained by the best and it’s important to me that we
stay ahead on environmental and safety issues.”
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CUSTOMER
TESTIMONIALS
“My relationship with Precision Plating spans over 15 years. We have worked together to solve many plating challenges,
from a perfect aesthetic surface to a complex matrix of wire bondable deposition. Precision is always up to the test, bringing
technical and experiential knowledge to the task. We often times ﬁnd a word like ‘precision’ in a company name, it sounds
good. But, in the case of Precision Plating it is ﬁtting and just.”
Chuck Burnside

“It simple enough to say I have never ended a conversation with anyone at Precision that I
wasn’t better informed and better equipped to deal with whatever situation is at hand.”
Corinne Parnell

“I enjoy doing business with Precision, because you get results back within 24 hours or 48
hours at the latest. Always reliable and dependable. Even with last-minute projects I can
count on them to get me an answer. They make themselves available via, fax, phone or
email. Refreshing to work with someone with a conscience.”
Katie Wilcox

“Anyone who has been in the manufacturing business a long time will conﬁrm that
continuous improvement is a daily expectation. Customers expect high quality, competitive
prices, and short lead times. It is NOT what you did yesterday that matters, but ‘what are
you going to do for me today?’
I have been doing business with Precision Plating for over 25 years. The fact that I continue
to use Precision Plating after 25 years is a testament to the overall value they offer. Precision
not only supported my needs in the past, but continue to address the needs of today. Keep
up the good work, and good luck as you enter your second century!”
Tom Haring
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“It is always a pleasure working with PPC in good times and in bad. Precision Plating is a preferred supplier to us because
of their passion and devotion to customer service. “
Darlene Martin
“Quality of product and quality of service ranks high. Precision is always ready to meet our
challenge, regardless of what it is and when it happens. That means dependability. We can
depend on Precision Plating to put quality product in our hands when needed.
Everyone at Precision is helpful and courteous. Olivia is your front line success. She is great
and brings a positive attitude to all who call on Precision. The outside sales, customer
service, quality, manufacturing, administration and shipping people all add to your success
with their dedication to customer excellence. I do not deal directly with a lot of them, but
without them your others would not be as successful.
For a young company, you guys seem to do okay.”
Dave Wills

“Our business is typically prototype projects, with some production runs. Our prototype
projects require a very quick turnaround (typically 24 hours). Precision has worked with
us to ensure that we meet those turnaround times. If a date cannot be met, it has been
communicated to us, so we may communicate to our customer the date in which their parts
will arrive.”
Technically, the advice and interaction has been precise and informative to us, and to our
customers. Precision has worked on many occasions with our customers directly to ensure the
customers requirements, as well as, their own relationship for future needs.
One speciﬁc incident was a sliver-plating issue. We were very impressed that a line operator
called us to get the speciﬁcs of the issue and to answer/problem solve right there and then.
That shows ethics at all levels of the company.”
Marlie Gernhardt
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PUTTING
IT ALL
TOGETHER
The History of Electroplating
Electroplating is a technique that deposits a wide variety of metals onto a
base metal using electric current. The early history of electroplating can be
traced back to 1800. Luigi Brugnatelli, a university professor is considered to
be the ﬁrst person to apply the electrodeposition process to electroplate gold.
Brugnatelli’s work with voltaic electricity allowed him to experiment with
plating solutions. By 1805, Brugnatelli reﬁned his electroplating process and
was able to plate a ﬁne layer of gold over large silver metal objects. Brugnatelli’s
work was never published because of a disagreement he had with the French
Academy of Sciences. Only a small group in Italy knew his work.
Around 1839, there were scientists in Britain and Russia who independently
devised metal deposition processes similar to those of Brugnatelli’s. In 1840,
Henry and George Elkington of Birmingham, England reﬁned the plating
process for gold and silver. The Elkington’s were able to have the ﬁrst viable
patents for gold and sliver electroplating. The electroplating process for gold
and silver quickly spread throughout Europe and then to the United States.
By the 1850’s electroplating methods of bright nickel, brass, tin and zinc
were commercialized and applied for engineering and speciﬁc commercial
purposes. Electrodepostion processes were expanding and found more usage
in the production of a variety of goods and services.
The period of 1870 to 1940 was quiet as far as electroplating was concerned.
Rediscovery of heavy gold plating for electronic components took place in
the late forties. In the late ﬁfties, the uses of acid based plating baths were
developed for large scale commercial use. A number of laws were established
in the 1970’s for wastewater emission and waste disposal. This set the tone
for the electroplating industry for the next thirty years.
In general, the growth of the electronics industry as a whole and the demand
to support the expansion of its underlying infrastructure continues to drive
improvements worldwide in the electroplating industry.
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Why use plating and why use gold?
Because of its high conductivity, nobility, and resistence to tarnishing and
corrosion, gold makes for an ideal material for the manufacture of electronics.
Due to its high cost, gold is often used to cover or plate a less expensive “basis”
metal allowing the part to function as though it was made of solid gold.

• Electroplating Then And Now •
THEN: Rheostats and Generators to apply DC current
NOW: Rectiﬁers
THEN: Clocks to time cycles
NOW: Amp hour/minute meters
THEN: Tar lined wooden tanks and barrels
NOW: Plastic PVC and stainless steel tanks
THEN: Soluble anodes (gold, silver, copper bars)
NOW: Insoluble platinum anodes with metal in solution
THEN: Majority of plating systems were cyanide based
NOW: Lower concentrations cyanide and acid based systems
THEN: Plating thickness measured through micro-sections (destructive)
NOW: X-Ray ﬂuorescents (non destructive)
THEN: Polishing and bufﬁng was used to achieve brightness
NOW: Use of chemistry to achieve brightness in the plating process
THEN: Application was primarily decorative and aesthetic
NOW: Application for electronic connection and functional applications
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Proprietary Processes at Precision
Microplate (brush): Invented by Charles Eidschun of St. Petersburg, FLA, Precision had the exclusive rights to
use the process. An absorbent medium, such as felt, introduces the plating solution on the required plating area.
This medium may be in the form of a roller or any conﬁguration, which best compliments the contact form. The
medium is saturated as it turns through the plating solution, allowing the solution to plate only in the area making
contact with the roller.
Brush plating is an excellent method of limiting the plating to the raised contacting surfaces of electrical contacts.
This method can even be employed to plate only one or two sides of rectangular connector pins. This process was
able to reduce gold consumption 87%. Gold prices were on the move up to $840 per ounce in the early 1980’s.
$700
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Reel to Reel: Generally consists of stamped conﬁgurations carrier held bandolier or ﬂat stock to be plated for
forming later. Connector, computer, automotive and consumer appliance industries beneﬁt from the advantages
provided by reel-to-reel select plating.
Stripe on Strip: Using the technologies available, controlled depth, belt-mask and drum/wheel plating. Running
solid ﬂat stock material through the above-mentioned processes will apply various stripes of precious and nonprecious metals. After stripes are applied in tight tolerance dimensions, the ﬂat stock can then be run through a
stamping press. This allows stampers to stamp pre-plated material that has the gold or tin, etc. in the areas required
for the ﬁnal part conﬁguration. This technology was integral to various electronic industries -- particularly the
beeper in the early 1990’s. This process made it possible for major cost savings to both the manufacturers and the
consumer. Precision worked very closely with engineering groups in early supplier development to integrate this
technology into their products.
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Key Business Developments
Palladium (Pd): Pure palladium is an excellent contact material. It is preferred
for automotive uses because of its high temperature stability for “under the
hood” applications. It possesses excellent wire bonding, solderability, and
die attachment properties. These properties make palladium an incredible
alternative to soft gold and silver in hybrid packaging processes.
Selective Plating: Precision offers selective plating on loose pieces as well
as reel-to-reel. Special tooling built in-house allows Precision to uniquely
ﬁxture a wide variety of pre-formed contacts and plate-selected areas. Most
loose piece plating done today is for prototyping. However, in the past, it was
used for production volumes. Jim and Reno setup an entire room to plate
“combs” for Western Electric in the 1970’s. This program ran volumes.
Lead (Pb) Free: In the past when soderability was required tin/lead alloys was
the ﬁnish most customers preferred. This was because adding percentages of
lead to tin lowered the melting points. Due to environmental regulations,
the industry has begun to remove lead from all electronics. Precision is
dedicated to the development of Lead Free plating.
Applications: Precision was founded as a rack plater and built on its
knowledge of rack plating, which evolved into barrel plating. With all this
experience reel-to-reel was a natural evolution for the industry and Precision.
Today Precision leads the industry in rack, barrel and a wide variety of reelto-reel.
Experimenting + Prototyping Lab: Precision provides all of its ﬁnishes and
processes for prototype and pre-production runs. Other capabilities are
plating products in small lot sizes and provide the customer with technical
support and feedback, which adds more value to Precision’s service.
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PRECISION
PLATING
CAPABILITIES

COPPER
ELECTROLESS NICKEL
GOLD, HARD
GOLD, SOFT
MIRALLOY (TRI-ALLOY)
NICKEL SULFAMATE
NICKEL SULFATE
PALLADIUM
PALLADIUM NICKEL
SILVER, BRIGHT
SILVER, DECORATIVE
SILVER, MATTE
SOLDER, BRIGHT OR MATTE
TIN LEAD-FREE, BRIGHT
TIN LEAD-FREE, MATTE
TIN, BRIGHT
TIN, MATTE
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The Technology That Helped Precision Evolve
1904
1910
1924

Precision Plating Company is established.
The telephone comes into the mainstream.
The ﬁrst transmission of pictures over telephone wires is publicly
demonstrated by Bell System engineers.
1928 Galvin Manufacturing Corporation (Motorola) introduces ﬁrst practical
car radio.
1930 Motorola becomes the brand name for Galvin Manufacturing
Corporation’s (Motorola) products.
1936 Motorola enters into the “new” ﬁeld of mobile radio communications
with The Police Cruiser mobile radio.
1937 Andrew Corporation (microwave transmassion) founded.
1940 Broadband carrier systems are introduced allowing for simultaneous
calls over a single pair of wires.
1947 Motorola’s ﬁrst television, the Golden View model VT71 introduced
under $200.
1951 AT&T introduces customer dialing of long distance calls, initially in
Englewood, NJ. Second half of the 1950’s is when the national rollout
occurred, all connections previously handled by an operator.
1959 Motorola introduces X11, ﬁrst pocket-sized all-transistor radio.
1960 IBM has 81.2% share of the computer market.
1964 Online transaction processing made its debut in IBM’s SABRE
reservation system, set-up for American Airlines.
1971 The number of Bell System telephones in service reaches 100 million.
1976 AT&T installs its ﬁrst digital switch. Apple computer founded.
1981 IBM introduces the desktop personal computer (IBM PC).
1982 The FCC approves Cellular start-ups with two licensees per market.
1986 Motorola introduces The Bravo numeric pager.
1988 The ﬁrst transatlantic ﬁber optic cable is completed.
1993 The ﬁrst digital mobile network is established in the U.S.
1995 There are 25 million cellular subscribers in the U.S. Thirty million
users are on the Internet worldwide.
1996 The cable modem is introduced and the number of United States
cellular subscribers reaches 40 million. Motorola introduces StarTAC,
wearable cellular telephone that is the world’s smallest and lightest.
1999 MCI WorldCom merger becomes ofﬁcial. Merger Mania strikes
the telecommunications industry as the larger companies purchase
thousands of small start-up companies.
2000 Plating
PrecisionCompany
Plating reaches $30 million in annual sales, a record for
Precision
Precision.Avenue
4123 W. Peterson
2003 United States records 23.5 million homes now have high speed Internet
Chicago, IL 60646
access.
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2004 Precision Plating Co. celebrates 100 years of electroplating!
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