
Keeping an Eye  
on Innovation 
by Bob Zaruta, President/CEO, NWIRC

In February 2021, data was released by 
the State Science & Technology Institute 
(SSTI), identifying the manufacturing sector 
as a critical component of Pennsylvania’s 

existing 
economy and 
future economic 
vitality. More 
specifically, the 
report which 
analyzed Gross 
State Product 
(GSP) and 
Gross Domestic 
Product (GDP) 
metrics from 

2019, highlighted the manufacturing 
sector as the top producer of wealth in 31 
of Pennsylvania’s 67 counties and among 
the top three (3) sectors in 47 counties 
across the Commonwealth. SSTI is a 
national nonprofit 
organization 
dedicated to 
improving initiatives 
that support 
prosperity through 
science, technology, 
innovation, and 
entrepreneurship. 
Manufacturers in 
PA typically know 
the important role 
they have to the 
economic growth of 
their communities, 
as do the economic 
development organizations (such as 
NWIRC) who work with companies in this 
industry sector. But still, it’s important to 
have organizations, such as SSTI, release 
their studies to heighten this awareness. 

To further emphasize the importance of 
manufacturing in PA, here are some other 

fun facts of PA’s ranking in manufacturing:

•	 8th in products for Department of 
Defense (DoD)

•	 6th in provision of medical supplies

•	 4th in food and beverage products

•	 8th in total industrial output

Each day, nearly 580,000 Pennsylvanians 
work in manufacturing- answering the call 
to produce more than $95 billion worth 
of goods for demands throughout the 
world. And we aren’t just talking about 
huge organizations. Over 90% of the 
manufacturing companies in PA (15,000) 
have fewer than 250 employees. 

All of this work doesn’t happen 
without a lot ‘blood, sweat, and tears’ 
– and innovation. We’ve all heard 
how businesses during the pandemic 
have had to reinvent themselves, 
manufacturers pivoting to make 
PPE products and hand sanitizer, 
or reshoring their supply chain. 

Innovation is in the DNA of those who 
choose manufacturing as a career and 
something that must be constantly 
evolving. Even iconic companies, such 
as Zippo in Bradford PA, has had to 
continually optimize their process 
for innovation. During a recent 
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Manufacturing Innovation Summit 
hosted by MANTEC (our sister-IRC), 
Zippo VP of Innovation, John Sicher, 
outlined their evolution and how 
they have focused on “visibility, 
accountability, processes, and tools” as 
their key to innovation.

Innovation isn’t just about technology 
or invention. When it comes to 
manufacturing, innovation can 

be about changing 
your business model, 
enhancing supplier 
relationships, generating 
new leads, improving with 
lean, becoming green to 
combat energy costs, and 
so much more.

NWIRC, as part of the 
NIST MEP* National 
Network and one of the 
PA Industrial Resource 
Centers, for over 30 years 
has been focused on 
assisting manufacturers 
in northwestern PA to 

innovate, an important role since 
our region of PA is at the top for 
manufacturing GDP.	

*National Institute of Standards and Technology 
Manufacturing Extension Partnership.

 

Bob Zaruta 
President/CEO, NWIRC
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NaviTek Machining Corp
Sales Process and Inbound 
Marketing: A Plan for Growth
 
NaviTek Machining Corp., a subsidiary of NaviTek Group 
and located in Erie PA, is a manufacturer of precision 
machined components for a variety of industrial markets, 
including automotive, 
medical, electronic, 
consumer, energy and 
aerospace- to name 
a few. With available 
services ranging from 
engineering and design, 
to prototyping, and 
through production 
and quality inspection, 
the company has 
the capabilities and 
experience to be a 
full-service, value-
added resource to meet 
original equipment 
manufacturer’s 
precision component 
needs. 

NaviTek Owner, Harvey Downey, had a goal to improve 
the valuation of the company by substantially increasing 
revenues over the next five years. He historically managed 
the majority of sales, including closing new business 
opportunities with an impressive 46% lead conversion 
rate, however they had recently elevated an employee 
to an inside sales position to help identify and nurture 
prospective new customers to accelerate their growth. 
The selling process was becoming more challenging and 
traditional sales methods, such as cold calling by phone 
or in-person were no longer as effective. The majority of 
NaviTek’s Machining’s recent new customers were derived 
from either word of mouth or engineers familiar with 
NaviTek Machining’s capabilities. The company’s website 
was not effective at reaching prospective customers and 
they were not using a Customer Relationship Management 
(CRM) system to organize, track, and manage leads and 
prospects. 

Following discovery meetings, NWIRC recommended a 
digital marketing partner to work with NaviTek to create 
an efficient internal business development infrastructure, 
including formal marketing tools to optimize its website, 
developing buyers’ personas and marketing platforms that 
will attract targeted potential buyers. The project involved 
website migration and an inbound marketing jumpstart 

program to focus on lead generation efforts. 

This work also established a CRM system for improved 
tracking and management of leads. The company expects 
long-range results to include an increase of $1M in 
sales and potentially creating 2-4 new jobs. Early results 
following project implementation were $40,000 in increased 
sales. NaviTek was also able to bring in a new Business 
Development Manager, Meghan McMahon, who has utilized 

the new CRM and website 
in order to drive business 
with prospects that would 
previously have been outside 
of NaviTek’s usual circle of 
influence. With innovative 
prospecting tactics developed 
by both Harvey and Meghan 
and executed with the help 
of the tools from the NWIRC 
project, NaviTek expects to see 
an increase in new business 
generated from these leads 
in the upcoming months. In 
addition, quotes have come 
in via increased traffic to the 
website, thanks to search 
engine optimization techniques 

that have been implemented (such as website updates and 
regular blog posting). 

“The work that was done to NaviTek’s marketing and 
business development programs before I came onboard 
made it very easy for me to hit the ground running 
almost immediately 
upon my hire,” said 
McMahon. “Starting 
during a pandemic 
came with some 
unique challenges. 
Consequentially, I knew 
I wanted to do things a 
little unconventionally, 
and our digital presence 
and capabilities were 
an integral part of that. 
I am so grateful for the 
time and effort that has 
been put in which has 
allowed me to move so 
seamlessly into my role 
here at NaviTek.”	

 

Experienced Business Advisors Driving Impact for Manufacturers.

Meghan McMahon, Business 
Development Manager, 
Navitek Machining



Awareness for Cyber-Threats
by Michael Estrich, Techworx

As the tax deadline approaches (both federal and state 
deadline now extended to May 17th), it’s important to be on 
high alert for an increased number of email-based phishing 
and phone-based social engineering attempts.  Small 
businesses are often targets for these schemes and are often 
not prepared.

Here are some tips to be mindful of:

•	 Always send financial or sensitive data in an encrypted 
email. If you do 
not know how to 
encrypt an email, 
reach out to our 
help desk for 
assistance.

•	 Be careful of any 
suspicious links or 
odd requests from 
supervisors/owners 
to wire money, buy 
gift cards, etc. these 
are usually scams.

•	 Don’t give 
out personal 
or company 
information over 
the phone to 
people you don’t know.

•	 Don’t click on any links or go to any websites used to 
grant access to your computer/network unless you know 
and trust the individual requesting access.

•	 Don’t always trust the caller ID on your phone, scammers 
can very easily mask a phone number to look legitimate 
even though it’s not, this is called spoofing.

•	 Remember if you receive an unsolicited call from a 
vendor or financial institution, they should never ask 
you for a username, social security number, birth date, 
account number or password. They have all of that 
information already in their system and should not need 
to verify that information since they are calling you.

Stay safe and when in doubt... trust your gut. If you feel 
that something is off in an email or on a phone call ask a 
colleague, supervisor, or owner if they think it might be a 
scam. 

 

Walmart’s 2021 Open  
Call Event
On March 3, Walmart U.S. President & CEO, John Furner, 
released an article announcing the company’s new 
commitment: “Over the next ten years, Walmart will spend an 
additional $350 billion on items made, grown or assembled 
in the U.S. We estimate that this spend will support more 
than 750,000 new American jobs. We’ve identified six priority 
categories to focus on: plastics; textiles; small electrical 
appliances; food processing; pharmaceutical and medical 
supplies; and Goods Not For Resale (GNFR).” He said. 

This spending and support for small businesses and diverse 
suppliers includes an opportunity for 9,000 entrepreneurs to 
become Walmart suppliers and sellers through their annual 
Open Call events when they invite anyone with a shelf-ready 
product (that supports American jobs) to pitch it to them. 
This year’s Open Call event is scheduled for June 30th. For 
more information about this opportunity, check out their 
special JUMP website (Jobs in US Manufacturing Portal) and 
enter your contact information to get details about their 
event.  
https://engage.walmart-jump.com/article/what-is-open-call

 

NWIRC Book Club
After kicking off in March 2021, the NWIRC Book Club meets 
monthly to discuss the current book selection. Whether you are 
currently a leader at your organization, or striving to be, there is 
no substitute for continuing to learn, grow, and network with  
like-minded peers. You can join the club at any time (no-cost).
Book Club members benefit from professional facilitation for 
discussing  diverse perspectives and exploring key takeaways to 
improve your own performance.  The next Book Club meeting 
is April 8 at 12noon via Zoom. See more details, including the 
lineup of books, and register at www.nwirc.org/events.
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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

Kanban Using Pull 
Replenishment
April 5:  Virtual (4 Sessions) 

Error Proofing
April 12:  Virtual (4 Sessions) 

Effective Kaizen Events
April 19:  Virtual (4 Sessions) 

Cellular Manufacturing
April 26:  Virtual (4 Sessions) 

Employee  
Development Series:
Coaching
April 14, 28, May 12
Virtual 
Effective coaching helps people 
think for themselves, suggest 
solutions versus complain about 
problems, and take responsibility 
for their actions. Developing your 
coaching skills will not only help 
you be a better leader, but it will 
help you develop your people 
too.

Toyota Kata
April 21-22:  Erie
Improvement Kata enables 
participants to develop skills 
for a scientific routine of 
thinking (kata) to reach a level 
of performance not previously 
achieved. The 10-hour class 
includes hands-on exercises and 
simulation. As an added bonus, 
participants receive a 2-hour 
post-workshop coaching session 
for the participant and their 
manager to help get Kata going 
at your facility.

ISO 9001:2015  
Internal Auditor
May 11:  Erie
June 8:  St Marys
This in-person 3-day 
course provides a
detailed review of the
ISO 9001:2015 quality
standard. Participants will learn
how to conduct an audit, write
the audit report, take corrective
actions and more.

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


