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      ne of the consistent messages we’ve heard as we talk with  
manufacturers throughout the region is, “I made it through  
this time, but I don’t know what will happen if we get hit again.”  
They’re speaking of the impact from COVID-19 shut downs, 
stalled operations, lost orders, employee absences, and supply 
chain disruptions. And realistically, we don’t know how long 
the pandemic is going to last. Here’s what we do know: It has 
changed the way we do business forever. Some things to 
consider: 

1. Bridge the learning curve of technology. Whether it’s  
ensuring your remote workers have adequate internet speed 
and cybersecurity; using Go-To-Meeting, Zoom or Teams to 
keep in touch with your customers; or using online classes to 
train for new skills, technology is now an integral part of our 
day to day business. If you’ve not used technology extensively 
in the past, there’s a learning curve. But, it’s not a steep curve. 
Learn how to take advantage of software, apps, and equipment 
so that you can present your business professionally.

2. Remote sales are here to stay. Trade shows, conferences, 
and face-to-face meetings are no longer the way we will be 
making connections or closing sales—at least not for the  
foreseeable future. This is one of the biggest changes in selling. 
Plan to enhance your website, train your sales staff, research 
new markets, use video and social media. The way we do  
business has changed. You need to adjust accordingly and  
build a solid plan for business growth.

3. Strengthen your foundation while you can! From a  
financial standpoint, here is the most critical piece of  
advice: get your house in order! Get new customers, enter  
new markets, streamline your processes, and build your  
business strength NOW, so you will be able to financially  
weather the next storm. Also, guard your cash flow. 
 Continued on Page 4
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  et’s face it, none of us saw the current 
health crisis coming. We were going 
about our business, making sure our  
personnel were working safely and 
enjoying a booming economy. Enter 
COVID-19; we struggled to get accurate 
information and guidance as quickly as 
possible. During epidemics and sudden 
upset conditions, we should be able to 
quickly reference material to give us  
specific guidance. In particular, that  
guidance should be printed in our  
Disaster Preparedness Plans.

Too often, we think of our DPP’s as a 
source of information in the event of a 
flood, tornado, accidental spill or fire. As 
a direct OSHA requirement as cited in the 
Code of Federal Regulations, 1910.38 (a) 
and 1926.35, industries are  

expected to cover a much broader span 
of unexpected events. It’s time to get 
your DPP’s out and wipe the dust off  
of them. Your plans should be reviewed 
every six months, to ensure that names, 
phone numbers and contact agencies 
are still current. That said, it is a  
great idea to audit your disaster 
preparedness program annually. Like 
any other process, auditing is a tool to 
ensure you have zero omissions and  
are meeting compliance.

It wouldn’t be far fetched to guess that 
99% of all businesses did not include 
viral pandemics in their plans. While 
you look for that information, consider 
other areas that may not have been 
included in your original  
documents or revisions. Are their 

sections that direct your organization on 
what to do in the event of a live shooter, 
terrorism, chemical release, or sudden 
mass illness? Are there contingencies for 
sheltering in-place, evacuation routes 
and guidance to site locations  
for responders?

After a crisis, complacency arrives back 
on the site, almost as quickly as the 
disaster arrived. It is very important 
to examine what did and didn’t work 
with the latest crisis and put plans into 
action to mitigate root issues. You owe 
it to yourselves and your employees, to 
address areas to improve response for a 
potential second wave or future  
epidemic. If you’re staying the same, 
you’re falling behind.
  

Market Research

Do Your Research, Market Research

     usiness managers make decisions regularly over the course of a day.  To offset 
loss of sales due to the current COVID pandemic, some businesses may look to 
expand product or service offerings, geographic or industrial markets, or both.  
As with any decision, business managers decide on products/services and markets 
with the best information available at the time of the decision.  Information these 
days, however, is changing rapidly and the significance of some market growth 
decisions are becoming increasing crucial. Now, more than ever before, it is 
critical to have formal Market Research tools and infrastructure for gathering 
market intelligence as the source for impactful business decisions.

A successful market research project begins with a written plan that includes 
known information such as a full description of the product or service to sell   
(including its function and application), current and potential markets, known  
experts on the market, and growth goals or criteria for what success look like. Growth goals can be expressed in terms  
of an increase in customers, revenues, or market share. The market research plan also includes a list of questions needed to  
evaluate a decision whether to move forward such as number of potential users, their needs and preferences, competitive  
products or services, market size, pricing and buying drivers, and any threats to growth in the market.  

The amount of information gathered to field this list can be substantial, so organizing researched information is essential to refer 
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to when compiling data for a final 
report and for answering questions.  
Mind map software is a great tool for 
organizing large sets of data and is 
readily available free of charge and 
easy to learn and navigate.

Executing the plan is where the market 
research begins.  Market research is a 
combination of secondary and  
primary market research.  If you  
identified known experts in your plan, 
start there. Conducting secondary  
market research, however, does not 
mean do a Google search.  You have to 
dig deeper to gain meaningful  
information.  As you conduct  
secondary research, be cognizant of 
potential industry experts to reach out 
to and add them to your mind map. In 
either case, we’re trying to uncover  
information needed to evaluate a  
decision to move forward.

In addition to knowing when to stop 
collecting information, the advantage 
of having identified your success  
criteria upfront in your market research 
plan is that you have unbiased  
evaluation metrics after your research 
is complete. List your success criteria 
and the market research data you have 
identified and make an informed  
decision whether to move forward.  
Concluding that a market is not viable 
is not failure, it helps you determine 
to seek out opportunities with better 
potential for success.

Did You Know?

MATAAC:  Help for Trade Impacted Manufacturers
he MidAtlantic Trade Adjustment 

Assistance Center (MATAAC) was  
chartered by the U.S. Department of 
Commerce and the Department of 
Labor in 1974. Its mission is to provide 
assistance to trade impacted  
manufacturers in the Mid-Atlantic 
region of the United States to upgrade 
their competitiveness.

MATAAC is able to fund Manufacturing 
Extension Partnership (MEP)  
Centers and other service providers 
with matching grants. Larger  
organizations typically invest 50% for 
projects (small manufacturers pay 25% 
for smaller projects). Often, MATAAC is 
also able to identify state or foundation 
grants that will offset a  
manufacturer’s financial contribution. 
The grants contribute towards as much 
as $150K in project costs (the U.S. Dept. 
of Commerce is contributing $75K), and 
firms have at least 5 years to utilize the 
funds.  

MATAAC can contribute towards the 
costs of quality & engineering projects, 
certifications, new product  
development  including prototypes  
and patents, lawyers’ fees for tariff  
issues, production line improvements,  
domestic and international  
marketing and sales development,  
employee recruitment and training. 
 

MATAAC can also contribute towards  
the cost of ERP systems, CAD/CAM and 
other software, website design and 
development, financial management, 
succession planning, and many other 
services. MATAAC does not fund capital 
projects – machinery, salaries,  
construction, although they can fund 
software to run machines and can pay 
for training.

It is important to note that applying 
during a time period in which a  
manufacturer is eligible for funding is 
critical, so quickly ascertaining that time 
frame is essential so that the window of 
opportunity does not close. Companies 
who have experienced a decline in  
purchases from some U.S. customers 
during a recent 6-12 months may want 
to consider learning more. 

MATAAC, Holly Fitzgerald 
hfitzgerald@mataac.org | 610-675-9086

T

Continued from Page 2

       

Your Contacts

Northwest Industrial Resource Center (NWIRC)  
Susan Hileman (Venango, Mercer, Forest & Clarion Co.; and Titusville) 
shileman@nwirc.org | 814.572.2077  
Lisa Pustelak (Crawford, Warren Co.; Edinboro; Corry) 
lpustelak@nwirc.org | 814.683.1034  
Andy ldzik (Erie County and Bradford)  
aidzik@nwirc.org | 814.746.6737  
Tom Weible (Jefferson, Elk, Clearfield, Cameron, McKean, Potter Co.)  
tweible@nwirc.org | 814.590.5202 

Strategic Early Warning Network / Steel Valley Authority (SEWN/SVA)   
Bob Value, Deputy Director | sewn@steelvalley.org |  724.622.1772  
Deb Lutz, Erie Regional Director | sewnerie@steelvalley.org | 814.673.5654 

PA Dept of Labor & Industry, Region Rapid Response  
Bev Rapp (Erie, Crawford, Warren, Forest, Mercer, Venango, Clarion, Lawrence) 
berapp@pa.gov | 717.503.7901  
Tom Werstler (McKean, Elk, Jefferson, Clearfield)    
twerstler@pa.gov | 717.877.3688 

Small Business Development Centers (SBDC) 
Cindy Nellis, Exec. Director | cnellis@clarion.edu | 814.393.2060  
Maggie Horne, Exec Director, horne001@gannon.edu | 814.871.7232 
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by the pandemic. There’s a saying that 
goes, “we’re all in the same boat”, but 
in the case of COVID-19, that’s not true. 
We’re all dealing with the same storm, 
but not every business is in the same 
boat. It really depends on the business 
circumstances and practices before 
COVID hit. CRP assesses where  
businesses are today, in order to plan for 
the future. The program is a collaborative 
initiative by a regional network of  
partners to assist companies re-position 
themselves for growth and success. 
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During this webinar discussion, we’ll:

• walk you through the initial  
assessment phase

• provide examples of elements in a 
tactical action plan

• review regional resources
• highlight some case studies

September 29, 2020 
11:00am-12:00pm

Sign up at: 
www.nwirc.org/events
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Unless you have a healthy balance sheet, this is not the time 
to invest in that potential new service you have been  
considering. Invest in areas that build your business strength 
but minimize the financial risk until the pandemic really is 
over.

4. People are still your greatest asset. You can have the 
best product in the world, but if you consistently  
overpromise and underdeliver on your customer orders, 
you will soon find yourself with far fewer customers. That’s 
the bottom line. So, truly, your customer is not the most 
important part of your business—your employees are. They 
are the people who make an assembly line run more (or less) 
efficiently; coach their peers into forming a cohesive team; 
and effectively sell your products/services—or lose a great 
customer with bad customer service. Treat them as if they are 

the face and heart of your business—because they are. 

5. Safety first. It’s true. No matter what else happens, you must 
take the necessary precautions to ensure your workplace and shop 
floor is safe and disinfected and your employees feel secure and 
have the necessary PPE to do their jobs. If you don’t take these  
precautions, you are jeopardizing not only your business, but the 
very lives of each employee and their families. 

We don’t know how long COVID will be an issue in our day-to-day 
business lives going forward. We do know that NWIRC and our  
partners are here to help you navigate the issues affecting your 
business most and provide the resources and programs needed 
to help get you through this difficult time. Then, when COVID-19  
does flare up again, you’re in a position to achieve the best possible 
outcome!

Driving Impact for Manufacturers

Join our webinar discussion and have your 
questions answered about the no-cost 
COVID-19 Recovery Program (CRP) for  
northwestern Pennsylvania. 

CRP kicked into high gear in late May 2020 for 
businesses navigating the challenges caused 

 Upcoming Webinar: Navigating COVID-19 Challenges
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