
The Power of 
Excellent Books 
by Bob Zaruta, President/CEO, NWIRC

We all have those especially good reads 
that we remember. Books that not only 
were fun and enjoyable to read, but ones 
that inspired, influenced, and shaped our 

personal and 
professional 
development. 
Books that were 
meaningful 
and impactful 
in our lives, our 
relationships, 
careers, and 
businesses. Ones 
that provided 
new learnings 

and perspectives, that reignited and 
reinforced existing beliefs, that sparked our 
imagination and fueled innovation. The 
books that resonated the most with me 
were the ones that I felt connected with 
the author and his or her story. Connected 
to my story, where I was professionally and 
personally, my roles 
and responsibilities, 
my weaknesses and 
limitations, and the 
opportunities and 
dreams that I had at 
the time. I also have 
experienced first-hand 
the amazing outcomes 
when people connect around a book. 
Allow me to share examples.   

I have been a big fan and have benefitted 
immensely from books written by very 
successful coaches – Lou Holtz, Jimmy 
Johnson, Mike Krzyzewski, and Pat Riley 
to name a few. The parallels between 
coaching players and managing sports 
programs and coaching employees and 
managing businesses is striking. During a 
25-year period, I was leading sales teams as 
a sales manager, employees as a business 

owner, and clients and their 
team members as a consultant. During the 
same years, I coached football beginning 
at the youth club level, advancing next to 
head coach of a middle school program, 
and then on to the head coaching position 
of a high school program – which was my 
goal from the beginning of the journey. 
Books authored by these and other 
incredible coaches and leaders were 
instrumental in my development and 
successes on the field, in business, and in 
everyday life. 

In the mid-90s, I started with a new 
employer managing a sales team 
of 8 sales representatives. The sales 
team I inherited was highly reactive 
and complacent relying on company 
provided leads and existing customer 
relationships. I needed to significantly 
improve the team’s proactiveness and 
effectiveness to develop new customers. 
I had just read The Winner Within by Pat 
Reilly, the highly successfully basketball 
coach and player who would end up 
winning 5 NBA championships as a head 
coach. There were so many parts of this 

book that I found 
enlightening and 
that I connected 
with through 
first-hand personal 
experiences, 
although on a 
different scale 
than Coach Reilly. 

To the extent that I developed and 
mailed to the coach a business abstract 
connecting our mutual experiences 
and proposing we share them through 
a series of seminars that would 
minimize his time while expanding 
his reach. Although the opportunity 
did not advance, his thoughtful and 
complimentary reply letter with 
references to specific part of my abstract 
told me he read it and that was a win in 
and of itself. 
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One key take way from the book 
was Reilly’s noting of “career best 
effort” (CBE). As part of CBE, the 
coach gathered statistics for each 
player over their careers and used 
the data as part of setting goals for 
incremental improvement at the 
individual level that led to significant 
improvement and higher winning 
percentage at the team level. For 
instance, he would meet with a player 
and review their career free throw 
percentage and ask the player how 
much better over their CBE could they 
do for the upcoming season. For each 
player, Reilly would have 5 to 7 key 
metrics depending on each player’s 
role and the improvements needed 
individually and for the good of the 
team. Field goal shooting percentage, 
# of rebounds (offensively and 
defensively), steals, block shots, you 
get the idea. Each player improving 
5 to 7 areas of their game, even just 
by a point or two each game, over an 
entire season resulted in incredible 
performance improvement across the 
entire team and a lot more wins. 

As sales manager, I applied Reilly’s CBE 	
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to my situation and team. I gathered data for each member 
of my sales team including # of self-generated (non-leads) 
initial meetings with new potential customers, number of 
discovery meetings, number of proposals, average $ amount 
of proposals, # and percentage converted to an order, over 
their career with the company. We met to review their past 
career best efforts and I got their input and commitment for 
individual improvement in each key area. We met regularly 
throughout the year to discuss progress to the effort and 
performance goals that were established. Our business 
version of Reilly’s CBE helped the company record it best 
year by far ever for sales revenues generated from new 
customer development. The company became a proactive 
sales organization, and the foundation was in place for 
successful years of increasing revenue growth.   

Over the past 4 years, multiple working groups focused on 
operational excellence based on the book, 2 Second Lean, by 
Paul Akers, have met on a regular basis as part of NWIRC’s 
Lean Together™ Program. Napoleon Bonaparte once said, 
“Show me a family of readers and I will show you the people 
who move the world”. The Lean Together companies and 
their family of employees are the epitome of Bonaparte’s 
belief. Through collaborative learning around concepts 
of a book, peer groups and like-minded individuals from 
multiple companies are growing their people, building 
and sustaining a culture of continuous improvement, and 
realizing impressive business results.

The Lean Together™ program will continue with the 
book, 2 Second Lean, as the conversation piece when 
multiple cohorts of the 2021 program offerings start late 
summer and early fall. But the NWIRC wants to do more. 
Recognizing the power 
of excellent books 
when coupled with a 
connected group and a 
collaborative learning 
environment, NWIRC’s 
staff has developed a 
Book Club, Professional 
Development for Manufacturers. Whether you are currently 
a leader at your organization, or striving to be, there is no 
substitute for continuing to learn and grow, networking 
with like-minded peers and adding some inspiration to 
make the journey more fun and rewarding. I encourage you 
to participate, and at no cost to join, you will be an even 
bigger ‘winner within’.    

Side Note: Details about NWIRC’s Book Club can be found at 
www.nwirc.org/events/nwirc-book-club.

 

The Three C’s of Employee 
Development
 by Lisa Pustelak, NWIRC Employee Development Specialist  
and Strategic Business Advisor

With a desperate need for workforce by many companies 
and industries, is your company known as a ‘go to’ for 
employment in your community?  If not, why?  How do your 
current employees talk about working there? Would they 
recommend it to friends and family?

Since you cannot 
function without 
your workforce, 
doesn’t it make 
sense to focus on 
developing them 
as much as we 
do processes and 
procedures? Here 
are 3 areas that are 
a great place to start.

Culture – the culture of your shop determines who stays, 
who goes, and who is willing to give you a shot.  Does 
your team look forward to coming to work or do they 
dread walking in the door every day? Creating a culture 
where people want to come to work takes time but there 
are things you can do immediately to start to turn things 
around.  

First and foremost, show your team you appreciate them.  
Recognize when they do a good job individually and in 
a public way. According to Psychology Today, regular 
verbal recognition is a greater motivator than financial 
compensation to most employees.  A little appreciation will 
take you a long way!!

Communication – is the number one challenge facing 
most companies.  It’s simple but not always easy.  How 
is information disseminated?  How do you ensure those 
who need information get it?  When the team knows the 
company’ goals, information they need to do the job, 
and they can talk to anyone in the company, it instills 
confidence, allows healthy conversations, and drives 
productivity.  Only you can decide what information you are 
willing to share, although the more the better.  

Putting up message boards (electronic or manual) is an 
easy way to get information out to the workforce quickly.  
While no one wants more meetings, zero meetings aren’t 
the answer either.  Some meetings are necessary when they 
have a structure and purpose.  Consider short, start of shift 
meetings to discuss anything pertinent to the team.  		
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Regular management meetings are recommended, but again 
they need to have an agenda and structure around how the 
information from those meetings is communicated to the front 
line.  

Coaching – the definition of coaching, according to 
Google (where else do we go these days?), is … one person 
guiding another through a process, leading to performance 
enhancement. The applications can vary… support to achieve 
a specific project, helping an individual to do better what they 
already do well, or developing a skill they do not yet possess.

Coaching is a huge part of employee development; however, 
coaching is NOT telling people what to do or what they have 
done wrong.  As mentioned in the definition, the application 
can vary but it should ALWAYS include more questions than 
instruction.  The power of coaching is helping the person being 
coached to find their own answers, to become less reliant 
on being told what to do, and to gain the confidence to take 
ownership of their own development.  

As Henry Ford said, “the only thing worse than training your 
employees and having them leave, is not training them and 
having them stay.”  With a focus on creating a culture people 
want to be a part of, communicating effectively and providing 
coaching to help employees learn and grow, you will be taking 
great steps towards developing employees who want to stay 
and be productive long-term.  

Side Note:  Lisa Pustelak will lead two upcoming employee 
development webinar series, including Communications (starting 
March 3) and Coaching (starting April 14). See more details at 
www.nwirc.org/events. 

Business Lessons from 
COVID-19
It’s been one year. Everyone is tired of hearing all the negative 
details about how COVID-19 has upended our world. Have 
you considered, however, some of the positive outcomes 
from the pandemic such as spending more time with those 
who are important in your life 
or clearing out the clutter that’s 
been sitting unused? NWIRC’s 
Susan Hileman, Program 
Manager for the COVID-19 
Recovery Program (CRP) for 
manufacturing in the region, has 
gathered a variety of business 
lessons learn as a result of 
COVID-19 from small and mid-sized manufacturers across the 
region. Susan will facilitate a 1-hour lunch & learn webinar

to share 3 important strategies that the pandemic has taught 
us regarding business evaluation, stability, and growth.  
More details at www.nwirc.org/events. 

Directory for PPE & Supplies
We may be seeing a glimmer of light at the end of the tunnel 
regarding the pandemic. However, most likely the need 
for personal protective equipment (PPE) and supplies will 
continue for some time in order for employees, families, and 
ourselves to remain safe and healthy. Shortly after the start of 
the pandemic, the Pennsylvania Department of Community 
and Economic Development (DCED), established an online 
COVID-19 Business-2-Business Interchange Directory for PA 
companies looking to purchase or sell PPP and supplies. We 
thought important to revisit this information for those who 
aren’t aware of this opportunity. The goal of the portal is 
provide a place for companies and other entities in need of 
PPE and other critical items to make a B2B connection as they  
choose manufacturers and suppliers of COVID-19-related 
items. If your company is manufacturing items such as masks, 
face shields, and hand sanitizer (to name a few), be sure 
to visit the website to get your company listed at 
www.dced.pa.gov
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 YOUR STRATEGIC BUSINESS ADVISORS

If you have questions, or would like to speak with someone from NWIRC about services, please 
contact your Strategic Business Advisor (SBA): 

Scan for more details

 UPCOMING EVENTS
CORE TOOL TRAINING

Intro to Waste Reduction
Mar 1:  Virtual (4 Sessions) 

Standard Work and  
Process Mapping
Mar 8:  Virtual (4 Sessions) 

Workplace Organization
Mar 15:  Virtual (4 Sessions) 

Changeover Reduction
Mar 22:  Virtual (4 Sessions) 

Employee  
Development Series:
Communication
Mar 3, 17, 31:  Virtual 
Using effective communication 
skills will help decrease 
conflict, improve productivity, 
reduce mistakes, and boost 
morale. These sessions include 
communicating from a distance, 
improving basic communication 
skills, and understanding the role 
Emotional Intelligence plays in 
our conversations.

NWIRC Book Club KickOff
Mar 11:  Webinar
Whether you are currently a 
leader at your organization, or 
are striving to be, there is no 
substitute for continuing to learn 
and grow, networking with like-
minded peers, and adding some 
inspiration to make the journey 
more fun and rewarding.  NWIRC 
Book Club will bring together 
a manufacturing leadership 
community to discuss topics 
for accelerating professional 
development.

Deep Learning: Complex 
Vision Done Simply Using AI
Mar 16:  Webinar
Deep learning has made solving 
the impossible vision 
applications of the past 
accessible. Learn about 
how these powerful tools 
eliminate the programming by 
putting the power of artificial 
intelligence to work for you on 
your plant floor.

Tom Weible
814.590.5202

Cameron, Clearfield, Elk, 
Jefferson, McKean & Potter 
Counties

2 EAST LONG AVENUE
DuBOIS, PA 15801  
tweible@nwirc.org

William Rupert
814.227.9350

Forest, Mercer,  Venango, 
Clarion Counties & Titusville

FRANKLIN, PA
wjrupert@nwirc.org

Lisa Pustelak
814.683.1034

Crawford, Warren Counties, 
Corry & Edinboro

764 BESSEMER STREET, # 105 
MEADVILLE, PA 16335 
lpustelak@nwirc.org

Andrew Idzik 
814.217.6068

Erie County & Bradford

8425 PEACH STREET
ERIE, PA 16509 
aidzik@nwirc.org


