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odern electronics and self-designed
M software have allowed G.T. Michelli

Company Inc. to develop a cost-effec-
tive way to weigh products — one that reduces
material waste and increases production and
profit for processing plants.

G.T. Michelli Company Inc. has been sell-
ing and servicing scales, balances and weigh-
ing systems since 1947. The company repre-
sents more than 30 manufacturers such as
Mettler-Toledo and Avery Weigh-Tronix,
performing all scale and weighing-related
technical services, including installations, cal-
ibration checks, servicing and design work.

The company reported $11 million in rev-
enue in 2005 and has averaged between $10 and
$14 million the last five years, according to
President G.T. Michelli Jr.

With 50 employees, G.T. Michelli headquar-
ters is in Harahan with offices in Mobile, Ala.;
Pearl, Miss; Texarkana, Ark.; Baton Rouge;
Bossier City; Monroe and Lake Charles.

Bench, postal, hanging, railroad track and
livestock scales are a few of the products the
company sells and services. It also sells data
acquisition and control systems, force testing
machines and checkweighers.

Two of the company’s most recent innova-
tions are the Durasort High Speed Weight
Sorter and the “Michelli” designed software that
operates the machine.

Durasort is a multi-functional machine that
automatically weighs and classifies products
while in motion. It was designed for the fish,
poultry and red-meat industries and can sort
150 pieces of product per minute.

According to Michelli, transferring the
product to the machine is the only labor
required. Conveyors were built over the scale to
transport it to various bins classified by weight.

“Today, in order to compete worldwide, you
have to do things fast and less expensive. You want
to handle the product very gently, very fast and you
want to handle it very accurately;” said Michelli.

Michelli said Durasort helped one company
save $1 million last year by reducing the amount
of usable product discarded at processing plants
and increasing the overall yield.
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G.T. Michelli Company, led by president G.T. Michelli Jr., has sold and serviced scales, balances and
weighing systems since 1947.

Still there are challenges when dealing with
a product of this type such as identifying a way
to make the machines conveniently service-
able, Michelli said. Durasort was made of steel
when it was introduced in 2005 and has since
switched to polyethylene, a high-density prod-
uct usually found it tubing and kitchenware.

Polyethylene makes the machine easier to
repair and modify. The need for easily replace-
able or repairable products is imperative to
processing plants, which can lose millions of
dollars if they become inoperable or have to
shut down for even an hour due to equipment
malfunction or breakdown, said Michelli.

Michelli’s equipment is also manufactured in
the United States with U.S.-made parts. The
software is designed to provide accurate statistics
during the weighing process. It has 10,000 lines
of code and enables plant processors to know
their costs while filling orders, said Michelli.

The software can also tell the number of
pieces weighed and how much product went
through in each classification.

“Itis so good that we’ve installed equipment
even in Alaska,” said Michelli.

To date, six Durasorts have been manufac-
tured. According to Dave Barnet, manager of
operations in Mississippi and Monroe, sales for
Durasort and the software exceeded $1 million.

Barnett said the company has received bids
from European companies and has projects
pending in Canada and Jamaica, the latter of
which is near closing.

According to Michelli, the company does-
n’t spend much on marketing because of the
market’s size and uniqueness. Additionally,
products are not easy to sell and Michelli Co.
has to prove its product is more profitable than
the prospective buyers’ current machinery.

Michelli said his sales team spends a lot of
time researching the wants of customers, whose
needs rally around their own clientele.

“We’re solving a problem for the processing
plant,” said Michelli.»

— Nayita Wilson



