
by Bob Zaruta, President/CEO, NWIRC

Each year, I try to dedicate at least three 
of my articles to spotlight manufacturing 
companies across our 13 counties of 
northwest PA. I visit so many manufacturers 
that are doing incredible and interesting 

work with 
meaningful 
history and 
fascinating stories 
that it’s truly 
hard to narrow  
down to a few. It 
wasn’t that long 
ago, September 
to be precise,  
when I wrote 
about a couple 

of manufacturers in Mercer county, so it 
was easy to find my way back to that area 
to tell another story. Afterall, all roads lead 
to and go through Mercer County, as our 
good partner, Penn Northwest, proudly 
proclaims. 

In my manufacturing spotlight 
this month is a rock star in 
the world of heavy metal. No, 
I’m not talking about a rock 
star or music from the late 
60s and early 70s. I’m talking 
about a local manufacturer 
of overhead cranes that 
enables other heavy metals 
manufacturers to move 
their big and heavy parts 
and products through their 
manufacturing line from one 
end of their facilities to the 
other end. It’s fascinating to 
watch an overhead crane in operation in a 
manufacturing facility and think about how 
critically important that crane operation is 
to the manufacturing process and to that 
business.

G.W. Becker Inc., a family-owned company 

in Hermitage, PA., knows this better than 
anyone. From its humble start in 1980, the 
company has grown from a local overhead 
crane parts supplier to a recognized 
industry leader offering a full spectrum 
of overhead crane related products and 
services throughout North America. During 
my recent visit, I had a chance to spend 
some time with Chris Becker. Chris shared 
how his father, George, took his industry 
experience and passion for manufacturing 
and started his own machine shop from 
their family home. Chris reflected on his 
time as a 12-year-old when he would 
come home from school and his father 
would have parts ready for him to work 
on. Today, George and Chris continue to 
work closely as the company’s CEO and 
President, respectively.

In 2000, the company transitioned from 
service to manufacturing their own 
products. Since that time, the company 
has experienced significant growth. 
A larger manufacturing building was 

acquired in 2007, a second building in 
2014, and a building expansion project 
that further increased capacity in 2019. 
Today, the company has 70 employees. 
I asked Chris what was in their secret 
sauce to realize such significant growth 
and success and I listened intently. The 
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vision for the company is to be the 
single source provider of overhead 
crane products and services for all its 
customers. From inspection, design, 
engineering, and manufacturing 
to installation, training, asset 
management, and beyond. The 
company strives to function as an 
extension of its customer’s business 
focusing on solving problems and 
delivering custom solutions. I love 
it! And of course, as Chris went on 
to emphasize, this requires skilled, 
talented, and loyal employees that 
deliver highly personalized service. 
I could feel the pride Chris has in 
his team. Another key ingredient in 
G.W. Becker’s secret sauce is their 
commitment and involvement in their 
community and industry associations. 
Chris leads the way by being very 
involved in meaningful things outside 
of work and truly enjoys helping, 
mentoring, and supporting others.

Keep rocking Chris, George, and the 
entire team at G.W. Becker Inc. What 
you do, and how well you do it, is a 
heavy lift, but it is so meaningful not  
only to the success of your company 
and community, but also to the 
manufacturing industry.

 

Bob Zaruta 
President/CEO, NWIRC

Heavy Metal in NW PA
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A glimpse inside GW Becker located in Hermitage PA.  
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Three Steps to Avoid Losing 
High Quality Candidates to 
Your Competitor
by Kevin Shabaar Smith, MBA SPHR HCS 
President, Leaderstone and The Kevin Shabaar Smith Co

It is an “Employees Market”, and is likely to remain this 
way  for the foreseeable future. This is leaving many 
organizations at a loss for how to attract,  recruit, and 
onboard high-potential employee candidates. But if we go 
back to the basics, the road to building a high performing 
workforce doesn’t have to be so daunting.

The first thing to remember when taking your recruiting 
efforts to a new level is the need for a mindset shift. In many 
organizations the “old-school” methods of hiring talent are 
still alive and well - and causing major headaches in today’s 
workplace.

Years ago, Human Resources 
personnel were more of 
“gatherers”.  Overwhelmed 
with applications and 
resumes, the challenge 
was finding the time to 
sort through all the good 
ones and narrow the stack 
down to the best few.  In 
fact, not too long ago, the 
candidate had to learn 
best practices to keep their 
resume from ending up in 
the HR trash can because 
companies had so many good candidates. Back then, one 
simple grammatical error could mean the resume of a highly 
qualified candidate would not even get read!  Often there 
were so many qualified candidates, many HR leaders had 
file cabinets full of “back up” resumes just in case a new hire 
didn’t work out.

Today is a different ball game and some companies are slow 
to adjust. HR professionals can no longer afford to post a job 
and simply “gather the resumes”.  The requirement now is to 
shift from “gatherer” to “hunter”, which requires proactively 
seeking potential hires wherever and whenever possible. 

The days of highly qualified employees knocking down your 
door are over - or at the very least, too far diminished to 
rely upon.  So how do companies set themselves apart and 
attract the ultimate candidates when all the competitors 
want the same people?  Employer marketing of course.

Employer marketing is creating a brand or image of the 
company as an employer of choice and delivering the 
message consistently to employee candidate pools.  

The Three Keys of Employer Marketing

Marketing is About Influence

Why do companies market products? To influence potential 
buyers and show them how their lives (personal or 
professional) will be better if they purchase the company’s 
product or services. The exact same concept applies to 
becoming the employer the perfect candidate chooses to 
partner with.  

Influence is key. It is critical that employers define the 
image they want to portray as an employer and influence 
potential candidates to give them a good look. Influence is 
about leading the candidate to actually visualize themselves 
working for the company. That is the key differentiation.  
Without this influence piece, you are not marketing, you 
are simply socializing - a much different, and much more 
expensive task!

Marketing is Constant

Many companies make the mistake of attracting candidates  
only when they are hiring for a certain job position.  This 
would be like a company only advertising their product 
when they are having a bad quarter in sales.  Marketing - 
both product marketing and employer marketing - is a long-
term game, and should be a consistent activity throughout 
the life of a business. Remember, even if you’re not hiring, 
you can still interview, build relationships, and engage with 
candidates you may want to hire down the road.  

Marketing is about Emotion

Marketing 101 - The vast majority of people make decisions 
based on emotion, then justify with logic (read that again). 
Look at the most successful commercials on TV.  All of them 
attempt to strike at emotions first because they know this 
basic marketing lesson.

For this reason, it’s important to connect with both the 
emotional side and the logical side of the candidate 
thought process. 

Many companies simply speak salary, vacation and benefits 
and never market how a successful candidate may feel 
being a part of your team! Companies that rely solely on 
logic, run the risk of losing a candidate simply because the 
competitor checked one more box or offered one more 
day of paid time off!  Think of the following as you start to 
develop your employer marketing content.

• What frustrations will the candidate no longer feel if 
they work for you?

• What aspiration will they be closer to achieving as they 
become part of your team?

• What are the key non-financial benefits they will gain 
from joining your company

Continued on Page 3
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• How simple is the next step to becoming a team member?

Once you have answered these…and only after you have 
answered these questions, should you start connecting with 
the logical side of influence and talk about salary,  benefits,  
and time off.

Once you start making a name for yourself as an employer 
of choice, you will find you will not only win the battle of the 
‘Talent Grab’, but you will also reap the benefits that come 
along with having your high-performing workforce.

Side Note: Kevin Smith will facilitate a 3-day Talent Grab 
workshop in Erie on March 15, 22, 29. See more details at  
nwirc.org/events.  

 

Celebrating the First Graduates  
of UAA at Crawford Tech
The first cohort of the 
Uniquely Abled Academy 
(UAA) at Crawford Tech  
started back in late  
September, and  
the students, community 
partners (including NWIRC), 
family, and friends celebrated 
their success at a ceremony 
on February 1. 

UAA is a CNC training  
program for individuals on 
the autism spectrum who  
are savvy with computer  
and math skills to provide 
them the basics to fill much 
needed positions at area  
manufacturing companies. 

The UAA at Crawford Tech program is 100% supported by the 
Employment and Training Administration of the US  
Department of Labor as part of an award totaling $60,320 with 
0% and $0 funded from non-governmental sources.

The next cohort is scheduled to begin in September 2023  
and applications are now being accepted. Contact Program 
Coordinator, Dawn Bailey, for more information at  
dbailey@nwirc.org. 

 

GR8T Manufacturing Hits the 
Road for Peer Connections
Mark your calendar 
to join the GR8T 
Manufacturing  
Partnership for  
a series of tours at 
manufacturing  
facilities throughout   
northwest PA! It’s an 
opportunity to  
connect with your 
peers from across 
the region and 
strengthen this  
sector partnership for a greater impact on manufacturing in 
Pennsylvania. Increased networking is a much needed focus 
identified by regional industry leaders. GR8T Manufacturing 
launched in November 2018 as a business-led partnership for 
manufacturers in Clarion, Crawford, Erie, Forest, Lawrence,  
Mercer, Venango, and Warren Counties. Leaders come together 
to define a shared agenda based on the priorities that 
most impact the vitality and competitiveness of the  
industry in this region.

The next tours are scheduled for February 21 (Phoenix Laser 
Solutions & Peters’ Heat Treating) and February 23 (Franklin 
Industries). See the complete schedule and tour details at 
nwirc.org/GR8Ttours. Registration is required. 
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Front (L-R):  Crawford Tech Assistant 
Director, Mike Costa; UAA (NWIRC) 
Program Coordinator, Dawn Bailey; 
Student Shannon Vernier; Student 
Aaron Tomcho

Back (L-R): Instructor Kyle Gates;  
Student Jonathan Finck; Student 
William Hough; Instructor Tim Barick-
man; Arc of Crawford County support 
coach, Lucas Morian
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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
Untangle Your Expertise
Feb 16, 23, Mar 2:  Erie
A ‘train the trainer’ workshop 
aimed at helping trainers,  
coaches, or supervisors design, 
deliver, and evaluate training 
that works. In this course you’ll 
learn secrets that top coaches 
and instructors use when  
creating a transformation with 
their learners. Whether you’ve 
been training for a while or a 
first-time instructor, this  
workshop will show you how to 
become a facilitator of learning, 
not just a presenter.

Effective Coaching Skills
Feb 16:  DuBois
Effective coaching helps  
people think for themselves, 
suggest solutions versus  
complain about problems, and 
take responsibility for their  
actions. This interactive
session will provide a structure
to get you started on a path of
effective coaching, a model to
do skill transfer that sticks, and
activities to practice what you
learn.

Problem Solving  
& Error Proofing
Feb 16, 17:  St Marys
Understand the Plan, Do, Check, 
Act (PDCA) process and how 
to use it to define and analyze 
problems, and to develop and 
implement solutions. Emphasis 
includes focusing on elements of 
a process where errors can occur, 
and the implications of those 
errors on the customer.

Blueprint Reading/GD&T
Feb 23:  St Marys
Designed to help those using 
blueprints and/or schematics 
to make decisions and to 
help solve problems, as 
well as prepare  
participants to  effectively  
read and interpret technical 
drawings. Participants will apply 
the principles to hands-on  
exercises to reinforce the  
learning. 

Tom Weible
814.590.5202
1 COLLEGE PLACE
Building Swift 256
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


