
by Bob Zaruta, President/CEO, NWIRC

I had the opportunity recently to ride along 
in Mercer County with Lisa Dach, one of 
NWIRC’s Strategic Business Advisors. It was 
a great day in so many ways, I had to share 
some of the highlights. Mercer County is 

such a cool place 
with so much 
rich history and 
incredibly strong 
community spirit. 
And there is no 
better person 
than Lisa to 
plan and lead 
the day. Her 
passion, pride, 
and commitment 

to the businesses and people in her home 
area is so apparent. Lisa seemingly knows 
everybody and is so tuned in to what’s 
happening. I enjoyed hearing some of the 
history, gaining local perspectives, and 
having a mighty fine lunch. 

Our first stop was Sharpsville Container 
Corporation (SCC), a company in and of 
itself having a long  history dating back 
to before the Civil War. In fact, in the 
archives of the 
Sharpsville 
Historical 
Society, there is 
a picture taken 
during the Civil 
War showing 
draft horses 
pulling a wagon 
through the 
huge doors at 
the west end of 
the plant. We met with Matt Heckathorn, 
Plant Manager and Bill Carter, (Engineering 
Director), who kindly shared some of the 
company’s interesting past, along with 
exciting opportunities happening today 

and the outlook for the future. As Lisa and I 
toured their facility, we saw firsthand SCC’s 
impressive manufacturing capabilities 
that enable the company to offer a diverse 
product line of standard and custom 
engineered containers ranging in size from 
small to very large. SCC’s manufacturing 
processes and inhouse expertise with 
stainless steel, along with their American 
Society of Mechanical Engineering (ASME) 
code certification, adds to the company’s 
value proposition and differentiation in 
the markets they serve. These are also 
the reasons why SCC’s customers include 
some of the largest companies and most 
well-known brands in the world.  

The company’s current business growth 
and future projections translate into 
great career opportunities with family 
sustaining wages. To help create the 
talent needed, SCC developed an 
apprenticeship program for welding. 
The company’s challenge is increasing 
awareness of career opportunities and of 
the apprenticeship program. To address 
these challenges, SCC is considering the 
creation of videos to excite, educate, and 
train people.       

Our next stop was Muscarella’s for lunch 
(just across the street from SCC) where 
we enjoyed great food prepared by 
Tim Patton. On the way in, Lisa said, 
owners and brother’s Tom and Tim have 
a reputation to never disappoint their 
customers. Based on our lunch and our 
wait-staff service, and the large crowd 
that was clearly enjoying their food 
and experience, I would agree. While at 
Muscarella’s, we had a chance to catch 
up with Joe Walsh Sr. of O’Neill Coffee 
Company. O’Neill’s coffees are ground 
and roasted in West Middlesex with 
beans imported from different countries. 
The company is under the leadership of 
Joe’s son, also named Joe, and supplies 
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many of the local restaurants and 
coffee shops in Mercer County.  

Speaking of West Middlesex, that’s 
where we headed after lunch to meet 
with some of the great team members 
at Jones Performance Products 
including owners David,  
Rod, and Brad Jones. The company 
specializes in the production of 
aftermarket semi-truck hoods and 
offers a wide selection of new 
aftermarket semi-truck parts for 
commercial, medium, and heavy-
duty trucks. Their focus is producing 
the highest quality parts delivered  
quickly so their customers’ trucks can 
get back on the road, or stand out 
from the crowd, as soon as possible. 
After updating past and potential 
NWIRC projects with the company, 
we got our second great plant tour 
for the day. Rod led the way with 
Scott Mehler, Controller, and Gary 
Antus, Plant Manager, adding to 
the conversation. We also had the 
pleasant opportunity to have some 
shop talk with Rod’s daughter Vivian 
Jones (21) and son Roman Jones 
(17) who work at the company and
represent the 4th generation in this
family-owned business.
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Makers and Movers in Mercer County

Matt Heckathorn (L) and Bill 
Carter (C) with Bob Zaruta (R)  
at Sharpsville Container.  
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I was so impressed with the knowledge and experience 
acquired already by these two young people. Vivian and 
Roman will join others working in manufacturing (in various 
roles and demographics) as part of NWIRC’s ‘Exploring 
the Marvels of Manufacturing’ campaign. During October,  
National Manufacturing Month, these super hero marvels 
will be featured on social media to showcase and spread 
the word to parents and 
educators the success 
that can come from 
manufacturing careers. 

Like SCC, Jones 
Performance Products’ 
business continues to 
experience significant 
growth and the future 
is bright. The company 
continues to invest in 
new technologies and improve its processes. They also 
value their people, place a high priority on employee skill 
development and job training, and look to have a part in 
developing and training the future workforce. The company 
is working with the West Middlesex High School to formalize 
a co-op/classroom to work program to help students 
explore jobs and careers in manufacturing and is looking 
at making investment in video production that can excite, 
educate, and train the next generation of manufacturing 
talent.

With all the great manufacturing and other things going on, 
and the great people to talk with, I can’t wait for my next 
travel to Mercer County.           

Eliminating ‘End of Month’ 
Syndrome
by Max Krug, Future State Engineering

It is safe to say that many organizations face an abundance 
of challenges in trying to become a high-performing 
organization. “End of the Month” Syndrome is one of the 
major challenges that organizations struggle to eliminate, 
especially in the demanding world of pressure to reduce 
prices, provide shorter lead-time response to customers, 
provide higher quality product or services, or provide 
additional product features, all with the added pressure to 
meet the internal financial goals of the organization.

End of the Month Syndrome

‘End of the Month’ syndrome is defined as the rush to 
complete the orders in the last few days at the end of the 

month to meet the financial targets of the organization. 
Usually, this push is directed to the work that is either close 
to being complete, or the work that is of high value that, 
if completed, will make a large impact on the revenue for 
the month.  What is also interesting, the push is usually 
irrespective of negative cost implications associated with 
expedited efforts, quality issues, overtime, and disruptions 
and delays that it causes to other orders.  If the organization 
suffers from these situations, it is usually the effect of 
unsynchronized flow and competing priority systems that 
prevent organizations from becoming high-performing. 

It can be concluded, that if the organization makes more 
than 25% of the monthly revenue plan in the last few days 
of the month, it will continuously struggle to achieve its 
revenue goals and to achieve its full potential.  In addition, 
the customer may also experience negative effects because 
of the end of the month rush, such as missing information, 
order inaccuracies, non-conforming product, or late 
deliveries.  

Creating Balanced Flow

To break the end of the month syndrome cycle, the effort 
must switch from working on the orders that are closest 
to being completed at the end of the month, to working 
on the orders that need to start on time continuously 
throughout the month.  This does not mean starting orders 
as soon as possible.  It means, starting orders as late as 
possible to reliably flow orders from release to completion 
while considering the order work content and the amount 
of variation as well as dependencies in the process flow.

In addition, a single priority 
system needs to be established 
that is designed to meet both 
the customer commitments and 
the company’s financial goals. 
This approach switches the 
focus from meeting the internal 
revenue goals to meeting 
the customer requirements.  
The new internal priority system will now be focused on 
meeting customer commitments that are aligned with the 
organization’s financial goals.

Side Note: If you want to learn more about how to effectively 
eliminate end of the month syndrome by creating balanced 
flow, plan to bring a team to the in-person Operational 
Excellence Workshop on September 29 in Franklin, featuring 
Max Krug of Future State Engineering. In addition, NWIRC and 
the Northern Pennsylvania Regional College will host Max for 
a 4-part no-cost webinar lunch and learn series, Achieving 
Results, starting on Sept 14. See more on these events and 
register at www.nwirc.org/events.
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Rod Jones (L) and Vivian Jones (M) 
with Bob Zaruta (R) at Jones  
Performance Products  



PC Systems:
Business Action Plan  
Aids Transition
PC Systems Inc. manufactures electrical interconnect 
solutions, including customized design of wire harnesses 
and cable assemblies to customer specification. They 
operate in a 23,000 sq. ft. manufacturing space located in 
Ridgway, PA and have 49 employees. PC Systems has had 
steady growth since inception in 2001, and bases their 
success on the flexibility to meet the changing needs of 
customers. Additionally, their work in a variety of industries 
allows customers to benefit from shared technologies and 
acquired knowledge.

As PC Systems was transitioning ownership, they focused 
on establishing a new sales and operational direction for 
the company. During this process and initial meetings with 
a NWIRC Strategic Business Advisor (SBA), several specific 
challenges were identified, including 1) the need to adjust 
pricing to incorporate overhead, but remain competitive; 
2) attracting and retaining skilled employees, navigating 
supply chain issues, and future cash flow concerns. The 
company sought “a new set of eyes” to take a look at the 
company to help prioritize areas of improvement. In order 
to address operational goals and business challenges, the 
NWIRC SBA recommended working collaboratively with 
economic development partner Steel Valley Authority and 
a trusted service provider with a track record of success 
assisting manufacturers with improved sales, sales process, 
and marketing performance. A business action plan was 
developed upon completing a thorough assessment and 
research regarding growth opportunities, competition, 
costing methodology, current sales and financials, and 
employee turnover. The PC team worked on establishing 
priority goals, identifying key actions, and outlining 
responsibilities and milestone timeframe.  

PC Systems is implementing recommendations provided 
and an action plan is in the works to move forward with 
a project to address pricing and margin. Leadership 
anticipates results around $150k in increased sales, creation 
of 10 jobs, and increased investments of $55k. The process 
for developing the business action plan qualified for the 
Appalachian Regional Commission (ARC) Area Development 
Mini-Grant Program to offset the project costs. 

 

Achieving Results with 
Operational Excellence
Max Krug, of Future State Engineering, is back with us for 
another informative ‘lunch and learn’ webinar series. NWIRC 
is partnering with the Northern Pennsylvania Regional 

College (NPRC) for these no-cost sessions on September 
14, 21, 28, and October 5 from 12noon-1:00pm. The topics 
are meant to be taken in order, as they build on one-
another. The sessions dive into 1) the Theory of Constraints, 
2) Lean, 3) Six Sigma, and 4) Operational Excellence for 
a comprehensive approach to achieve breakthrough 
improvement performance. See more specifics and register 
at www.nwirc.org/events. 

 

New NWIRC Board Chair,  
Sara Hanks of Wabtec
Sara Hanks, Senior Director of Project 
Management at GE Transportation 
(a Wabtec company in Erie, PA), was 
recently named Chair of the Board 
of Directors at Northwest Industrial 
Resource Center (NWIRC). Sara 
joined the NWIRC Board in April 
2021, and recently transitioned 
into her leadership role. Over the last 15 years, Hanks’ 
has held various positions at GE Transportation and 
also is the Founder of Leverage4Data, a manufacturing 
software solutions and analytics start-up company. She 
has a Bachelor of Science in Mechanical Engineering from 
University of Buffalo. Outgoing Board Chair, Ashleigh 
Walters, President of Onex, Inc, remains on the NWIRC Board 
of Directors.  
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NWIRC’s Fall Training Catalog (Sept 2022-Jan 2023) 
can help you plan employee training and  
development.  If you haven’t recevied a copy in  
your mailbox, contact lknoll@nwirc.org.
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 YOUR STRATEGIC BUSINESS ADVISORS

If you have questions, or would like to speak with the team at NWIRC about services, please contact 
one of our Strategic Business Advisors (SBA) covering 13 counties of northwest and north central PA:

Scan for more details

UPCOMING EVENTS

Inventory Management & 
Supply Chain 101 
Sept 8, 9, 12, 13: Zoom 
NWIRC is pleased to partner 
with DVIRC for this course to 
help manufacturing leaders 
understand and become 
proficient in inventory & supply 
chain management. Individuals 
who are responsible for planning, 
purchasing, inventory control, or 
operations should attend. 

Basic Blueprint Reading
Sept 13: Erie 
Strengthen the blueprint and 
schematic reading skills of shop 
personnel, operators, engineers, 
and managers. This course helps 
those using blueprints and/or 
schematics to make decisions,   
solve problems, and effectively 
read and interpret technical 
drawings. 

Operational Excellence 
Workshop
Sept 29:  Franklin
A highly interactive workshop to
learn the conditions for creating 
a high-performing organization, 
including roles of leadership and
customer focus, establishing and
measuring performance metrics,
creating a stable and capable
delivery system, and converting
improved operational
performance into growing sales.

Leadership Skills Series
Oct 4, 11, 18, 25, Nov 1, 8 
Zoom
Interactive sessions including 
group discussions, role 
playing, self-assessments, 
homework, and practical 
applications. Equip your  
supervisors, managers, and team 
leaders with essential skills that 
lead to reduce turnover, improve 
productivity, make better  
decisions, and develop future 
leaders.

Tom Weible
814.590.5202
2 EAST LONG AVENUE
DuBOIS, PA 15801  
tweible@nwirc.org

Lisa Dach
724.931.0728
HERMITAGE, PA 
ldach@nwirc.org

Andrew Idzik 
814.217.6068
8425 PEACH STREET
ERIE, PA 16509 
aidzik@nwirc.org


