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EXECUTIVE SUMMARY

Penn-Northwest’s Program of Work is the plan for economic growth in Mercer County. Each 
year, the Program of Work is carefully designed with very specific, measurable goals and 
objectives to help us execute the strategies needed to increase the prosperity of Mercer County. 
This plan also gives us the framework for providing our Board, membership, stakeholders, 
and the community with quantifiable results related to the various goals set forth. While the 
Program of Work serves as a governance tool for the Board of Directors, a management tool 
for the President/CEO, and a fundraising tool for the Improvement Movement Team, the true 
measurement of our success is realized through an effect on the following economic indicators: 
population growth, unemployment rate, and educational attainment.

New companies, new jobs, and local job retention are the indicators of success. The Program 
of Work is the “Road Map” or “How” we are going to attract new industries, expand existing 
industries, and create & retain jobs in Mercer County. Over the very long-run, Penn-Northwest 
is working to grow the population, reduce the unemployment rate, and bring young talented 
families back to the County—this is the true indicator of Penn-Northwest’s success. The 
Program of Work is the annual plan of how we get there.

Since first implementing the organization’s Program of Work in April 2012, we have identified 
positive movement in Mercer County’s unemployment rate, in particular. As we continue to 
positively impact economic conditions throughout the County, we will remain committed to 
maintaining accountability and focusing Mercer County resources toward reaching short-term 
goals, while taking significant steps toward multi-year goals for economic development.

Contact The Improvement Movement Team 
Penn-Northwest Development Corporation
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ECONOMIC INDICATORS

Population Growth, Since 2000 

 

Unemployment Rate 

 
Source of Data: U.S. Census Bureau, Bureau of Labor Statistics

Source of Data: U.S. Census Bureau, 2006-2010 American Community Survey

Source of Data: U.S. Census Bureau, 2006-2010 American Community Survey

The unemployment rate in Mercer County has dropped from 7.9% in April 2012 to 4.8% in April 2015. 
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PUBLIC MISSION

We are a conduit and catalyst for economic growth and prosperity; we exist to enrich the lives 
of those who live, work, and play in Mercer County by attracting investment that creates and/or 
retains family wage sustaining jobs.

More fundamentally, we are a membership-driven, non-profit marketing company, providing 
the leadership to attract, retain, and expand business in the county and surrounding area.

As a whole, the organization will strive to make significant progress in the areas of 
membership; customer service; business attraction, retention and expansion; and the 
identification of key regional initiatives that promote the economic health of Mercer County.

CORPORATE VISION

Over the very long run, we aspire to become the most successful non-profit economic 
development agency in the eastern United States.

Because of our success, we envision a diverse self-sustaining community where prosperity, 
business, and employment opportunities exist and can be grasped by the residents in our 
service area.

CORE VALUES

Honesty. We will tell the truth.

Respect. We will live by the Platinum Rule.

Integrity. We will honor our commitments. “Say what you do, and do what you say!”

Responsibility. We will use resources responsibly.

Accountability. We will hold ourselves accountable for results.
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CORPORATE MISSION

To attract new businesses to Mercer County that will make capital investment in property 
and will create real family wage sustaining jobs.

To provide educational, business development, and expansion opportunities for local 
industry to grow and prosper.

To serve as an advocate for infrastructure/sites development improvements throughout the 
county that better position the county to attract new investment and job creation.

To foster a good, working relationship with local, state, and federal elected/appointed 
officials.

To provide high quality customer service to our members and value in exchange for their 
membership dues.

To control costs and expenses.

To grow new funding sources to increase operating flexibility and make Penn-Northwest less 
dependent on government funding sources.

To maximize current funding sources.

To use technology to make communication a foundational core competency.

To become a more effective marketing company by development and use of a 
comprehensive corporate marketing plan.

To be the “go to” agency in Mercer County.
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PRUDENTIAL COMMITMENTS

To Our Customers: We will make available high quality programs and provide you with quality 
service at all times. We will return your calls and answer email requests within one business 
day. And, we will provide you with timely, accurate, and relevant information to make business 
decisions.

To Our Staff: We will provide you with the tools you need to succeed. We will recognize 
and reward your contributions to our success. We will show appreciation for your hard work, 
creativity, and innovation. We will create a challenging work environment, but not fail to grant 
you ample time off to enjoy a balanced lifestyle. We will create and maintain a good and strong 
culture, and management will lead by example.

To Our Board Members: We will provide you with accurate and timely information. We will 
invest in board training and development. We will value your time, talents, guidance, support 
and oversight. We will work toward consensus building.

To Our Volunteers: We will value your time, talents, and support. We will consider your 
interests and welcome your counsel.

To Our Non-Customer Stakeholders: We will actively seek opportunities to act in a socially 
responsible manner, when such opportunities are good for the community, good for Penn-
Northwest, and do not conflict with our obligations to customers.
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BOARD OF DIRECTORS 2015/2016

Officers:

Lew Kachulis ...........................Chair

James Grasso ..........................Vice Chair

Matthew McConnell ............... Second Vice Chair

Scott Free ................................ Treasurer

Douglas Riley .......................... Secretary

John Thigpen ..........................Assistant Secretary/Treasurer

Randy Seitz ............................. President/CEO

Board of Directors:

Scott Free ................................ Senior Vice President, Treasurer – F.N.B. Corporation

David Grande..........................Vice President, Business Banker Senior – Huntington Bank

James Grasso .......................... President & CEO – Liberty Steel Products, Inc.

David Hershberger ..................Vice President, Commercial Banking – PNC Bank

Mark Hudson .......................... President – Hudson Construction, Inc.

Charles Jackson ......................Area Manager – Penn Power/ First Energy

Lew Kachulis ........................... President – Synergy Comp Insurance Company

Scott Kalmanek ...................... Secretary/Treasurer/CFO – Joy Cone Company

Scott MacDonald .................... President – Noise Solutions

John Mastrian ......................... Former Chairman – Strimbu Foundation

Matthew McConnell ...............Mercer County Commissioner

Richard Moroco ......................Managing Director – PTR Group

Donald Owrey ........................ President – UPMC Horizon

Douglas Riley ..........................Chairman – Mercer County Industrial Development Authority

John Thigpen ..........................General Manager – ILSCO Extrusions, Inc.

Doug Thomas ......................... President – Thomas Construction, Inc.

Michael Torn ...........................CEO – Edgewood Surgical Hospital

Brycen Veon ........................... President & CEO – Autosoft, Inc.

Les Young ...............................General Energy Consultant – National Fuel Gas Distribution
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Directors Emeritus:

Kenneth Faulconbridge .......... Immediate Past Chair – PNDC & 
 Vice President, Commercial Lending – Northwest Savings Bank

James Feeney .......................... Former Senior VP of Operations – Wheatland Tube Company 

Joseph George ........................Chairman – Joy Cone Company

Stephen Gurgovits ..................Chairman – F.N.B. Corporation

Robert Jazwinski ..................... President – JFS Wealth Advisors

Olivia Lazor ............................. Former Mercer County Commissioner

Phillip Marrie .......................... Former President – National City Bank

Lew Martin ............................. Former President – Spang Power Electronics

Paul O’Brien ............................ President – Rien Construction Company

William Perrine ....................... President – Sharon Tube Company

Legal Counsel:

Richard Epstein ....................... Ekker, Kuster, McCall & Epstein: Attorneys at Law

Staff:

Randy Seitz ............................. President/CEO

Gary Dovey .............................VP of Business Development

Tammy Calderwood ...............Marketing Director

Rachel Leige ............................ Economic Development Project Manager

Ian Van Pelt ............................ Executive Assistant/Office Manager
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I. NEW INDUSTRY RECRUITMENT

Goal: To convince at least 20% of all prospects to participate in a site tour of Mercer County; to 
persuade at least 24% of those that tour to invest; and to create the opportunity for new jobs 
in Mercer County by June 30, 2016.

Lead-In: Utilize a 5-step process. To build upon the success of the “Make it in! Mercer County” 
campaign and to better utilize the Improvement Movement Team, Penn-Northwest 
Development Corporation (PNDC) will execute a more streamlined process for lead generation, 
prospect conversion, site visits, and ultimately company relocation. The 5-step process is the 
following: 

Step 1:  Generate Leads
Objective A: Attend industry cluster-specific trade shows.

Strategy 1: Attend at least 3 cluster-specific industry trade shows.

Strategy 2: Send direct mail pieces to targeted companies attending 
the trade shows.

Strategy 3: Utilize show guide for additional prospecting. Target 
industry cluster-specific companies for recruitment.

Strategy 4: Obtain a card/badge scanner to more efficiently gather 
prospect information at the show.

Strategy 5: Send at least 2 staff members to the trade show to 
maximize industry cluster-specific company interaction.

Strategy 6: Develop special marketing materials and promotional 
items to leave with industry cluster-specific companies 
that promote Mercer County sites, assets, and 
advantages for business success.  

Strategy 7: To reduce PNDC program expenses, whenever possible, 
obtain sponsorship for attendance at trade shows.

Strategy 8: Host networking events at each of the trade shows to 
reach a larger audience and increase exposure.

Strategy 9: Use the “Make it in! Mercer County” campaign to 
introduce the advantages of expanding into Mercer 
County to at least 200 targeted companies in attendance 
at each show. Maximize exposure of PNDC’s message 
through mobility-based approach to lead generation. 
Show that PNDC has affordable solutions for corporate 
expansion.

Generate  
Leads

Staff Review 
& Lead 

Qualification

Prospect 
Conversation

Close The 
Deal

Capture  
Prospects 

& Mobilize 
Improvement 

Movement Team
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Objective B: Use print & online advertisements in newspapers, magazines, journals & websites 
that target cluster-specific industry to better illustrate the PNDC tagline, “Affordable Solutions 
for Corporate Expansion,” and further prove the “Make it in! Mercer County” message.

Strategy 1: Place at least 2 national print ads.

Strategy 2: Place a classified ad in at least 2 major newspapers or business journals, 
advertising available land, available buildings, and available financing.

Strategy 3: Advertise available land, available buildings, and available financing with at 
least 2 media outlets.

Strategy 4: Use social media as a way to connect with new business and to communicate 
the PNDC message at least twice weekly.

Strategy 5: Update the PNDC website at least monthly.

Strategy 6: Produce industry cluster-specific marketing materials, highlighting each of 
the 6 industry targets for use in other strategies.  

Strategy 7: Promote the region’s assets to attract industry cluster-specific leads.

Objective C: Utilize ongoing relationships with site selection firms such as CBRE, Jones Lang 
LaSalle, and Colliers to generate leads.

Strategy 1: Host at least 3 site selection companies to tour Mercer County sites. Provide 
an inventory of existing properties and showcase at least 5 sites. Tour Mercer 
County industrial parks, tour Mercer County retail centers, tour Mercer 
County neighborhoods, host a reception with the PNDC New Industry 
Recruitment Committee, Improvement Movement Team members, 
business leaders, and elected/appointed officials, and/or arrange a golf 
outing. Provide industry cluster-specific marketing material.

Strategy 2: Distribute a quarterly newsletter to each site selector highlighting properties, 
workforce, and incentives.

Strategy 3: Maintain and build communication and relationships with site selectors’ 
staff through monthly emails, monthly phone calls, and daily posts on social 
media.

Strategy 4: Attend at least one site selector-sponsored event.

Strategy 5: Share leads with site selectors.

Strategy 6: Provide site selectors with a flash drive containing an inventory of properties 
and videos that highlight location, workforce, community, relocation and the 
Improvement Movement Team, as well as the new video produced for the 
microsite.  

Strategy 7: Provide promotional items to site selectors that will make them think of 
Mercer County.

Strategy 8: Develop comparison data between Mercer County and other competitive 
areas and make this data available to site selectors.

Objective D: Utilize PNDC’s relationship with the Commonwealth of Pennsylvania  
to generate leads.

Strategy 1: Meet at least quarterly with the Governor’s Action Team.
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Strategy 2: Meet at least quarterly with the Office of International Business 
Development.

Strategy 3: Meet at least quarterly with officials of the Department of Community and 
Economic Development.

Strategy 4: Meet at least quarterly with the Northwest Commission.

Strategy 5: Increase focus on relationship building with government officials to get more 
leads.

Strategy 6: Be more strategic in how we work with partners. Be the “go to” agency and 
utilize the staff of partner organizations to generate leads.  

Strategy 7: Coordinate at least one event with Commonwealth of Pennsylvania 
economic development partners and the PNDC Government Relations 
Committee.

Objective E: Utilize national news publications, magazines, and online resources to identify 
companies looking to expand.

Strategy 1: Maintain subscriptions to business publications & online resources.

Strategy 2: Review and analyze periodicals & online resources weekly to identify 
companies that are looking to expand. Discuss these opportunities at PNDC’s 
weekly sales meeting.

Objective F: Promote the region’s assets to attract industry cluster-specific leads.

Strategy 1: Highlight at least 2 properties per month through various media.

Strategy 2: Highlight state, regional, and local incentives in all PNDC marketing material.

Strategy 3: Promote the region’s quality workforce in all relevant PNDC marketing 
pieces.

Strategy 4: Promote Mercer County’s location at the junction of Interstates 79, 80, and 
376 as a central location that easily enables access to many major markets 
within and outside of PA.

Strategy 5: Promote the region’s quality of life.

Strategy 6: Promote the abundance of natural gas available for manufacturing 
processes.  

Strategy 7: Promote local industrial parks, business centers, and incubators.

Strategy 8: Utilize the Improvement Movement Team’s ability to mobilize quickly and 
its ability to effectively help companies see that they can “Make it in! Mercer 
County.”

Objective G: Create a Supplier Development Program. Work more closely with local and 
regional companies to identify their suppliers/supplier needs. A supplier development program 
works two different ways: 1) It is where several local and regional companies come together 
to identify common products and goods that each local firm needs to attract the suppliers 
of these products and goods closer to the local companies, thereby reducing the cost of the 
products and goods sold, reducing transportation costs, and increasing just-in-time delivery 
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and warehouse opportunities for these products and goods; and 2) It is where several local 
and regional companies come together with a common or related product for sale to attract 
customer businesses to Mercer County that purchase the common or related products.

Strategy 1: Create a PNDC Supplier Development Committee. Target owners, general 
managers, plant managers, and/or purchasing managers to serve on this 
committee. Look for a dynamic partner to serve as the chair.

Strategy 2: With the help of the PNDC Supplier Development Committee, build a 
database of target suppliers that are needed in Mercer County. Leverage 
local companies’ buying power to help attract these supplier businesses to 
Mercer County.

Strategy 3: With the help of the PNDC Supplier Development Committee, build a 
database of common or related products that are sold. Leverage local 
companies’ products, common products, or complimentary products to help 
attract customer businesses to Mercer County.

Objective H: Increase international leads.

Strategy 1: Work more closely with the Office of International Business Development 
and the Northwest Commission to develop international leads. Include these 
groups on the PNDC Supplier Development Program Committee and use 
the Supplier Development Program to identify foreign suppliers to Mercer 
County.

Strategy 2: Work with a translator to design specific direct mail pieces to be sent to 
specific countries. Utilize direct mail pieces for distribution to international 
companies.

Strategy 3: Promote trade missions in other countries among local and regional 
businesses to attract suppliers to Mercer County.

Objective I: Encourage the Improvement Movement Team to serve as ambassadors that 
promote the “Make it in! Mercer County” message and refer leads to PNDC staff. Deputize 
them to be on the lookout for economic development opportunities.

Step 2:  Staff Review and Lead Qualification*
Objective A: Create a weekly sales meeting to review and qualify leads.

Strategy 1: Utilize a database of leads to help identify potential prospects. Use a format 
within Excel that allows each staff member to enter the same type of 
information for each lead, including detailed notes. Continue to add notes, 
as they occur, regarding communication and action items.

Strategy 2: At weekly sales meetings review, grade, and qualify leads into quality leads. 
At a minimum:

 a: Verify company information.
 b: Identify need(s).
 c: Conduct due diligence.
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Objective B: Use a microsite as a tool to capture information and to qualify leads. This tool is 
also designed to maximize awareness of the “Make it in! Mercer County” campaign and to 
promote the “Affordable Solutions for Corporate Expansion” tagline.

Strategy 1: Use cold calling, email, social media, and/or direct mail pieces to drive leads 
to the Qualification Estimator tool on the microsite. This will allow PNDC to 
capture project-specific information electronically.

Strategy 2: Use the online chat feature on the microsite to interact with leads and 
prospects in real time.

*The above is a standard operating procedure; however, staff will be poised and ready to meet with the lead, present a proposal, and address 
their needs within 48 hours for time sensitive leads.

Step 3:  Prospect Conversion
Objective A: To convert leads to prospects; to get companies to Mercer County for a site 
visit; and to ultimately close the deal. Qualified leads will become prospects that the staff will 
manage in cooperation with the Improvement Movement Team and the PNDC New Industry 
Recruitment Committee.

Strategy 1: Cold Call. Call leads to identify interest in expanding to Mercer County.

Strategy 2: Direct Mail Piece. Highlight all the advantages of locating in Mercer County.

Strategy 3:  Social Media. Communicate other successes and showcase our 
professionalism.

Strategy 4:  E-mail. Deliver a proposal highlighting specific sites, demographics, 
workforce, incentives, etc.

Strategy 5:  Utilize our network of contacts to make connections with leads.

Strategy 6:  Use information gathered regarding the expansion plans of specific leads to 
implement strategies to encourage site visits and to close the deal.

Strategy 7: Ask them for their business.

Objective B: Better manage leads to convert them to prospects.

Strategy 1: Manage leads through an integrated Excel and paper file program for each 
lead that includes, at a minimum, contact information and most recent 
communication.

Strategy 2:  Master the art of cold calling. Use innovative techniques to speak with 
decision makers.

Strategy 3:  Create and execute the use of dossiers for prospects.

Strategy 4:  Honor commitments to prospects. “Say what you do, and do what you say.”

Strategy 5:  Follow up, follow up, follow up!
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Step 4: Capture Prospects and Mobilize the Improvement Movement Team
Objective A: Make hot prospects a top priority. Identify needs within 24 hours. Present a 
proposal within 48 hours.

Strategy 1: Ask the right questions.

Strategy 2: Gather data.

Strategy 3: Deliver a proposal and call the prospect to action.

Strategy 4: Assemble the PNDC New Industry Recruitment Committee to develop specific 
strategies for the site visit. The PNDC New Industry Recruitment Committee 
will collaborate with government, private industry, workforce partners, 
infrastructure providers, utility providers, realtors, etc. to provide an effective 
solution.
a: Hold a planning session at least 2 weeks before the site visit, if possible,   

to carefully coordinate the site visit. Some prospects give shorter notice.
b: Identify the properties for the site visit that are best suited to the    

prospect’s needs.
c: Identify stakeholders to be included (workforce partners, utility providers,  

realtors, etc.).
d: Address the prospect’s “hot buttons.”
e: Develop specific strategies for the site visit.
f: Develop and finalize the site tour agenda.

Strategy 5: Utilize PNDC’s government network to develop specific strategies for the site 
visit in relation to the prospect’s need for federal, state, and local incentives, 
permits, tax abatements, etc.
a: Engage federal, state, and local elected/appointed officials to be actively  

involved in expansion and job growth in their respective districts.
b: Engage the Governor’s Action Team to solicit an offer letter of state  

incentives from the Department of Community and Economic 
Development.

c: Engage, when needed, the Department of Conservation and Natural   
Resources, the Pennsylvania Department of Environmental Protection, the  
United States Department of Agriculture, the United States Small Business  
Administration, the United States Department of Commerce, and any   
other organization/agency that is needed to help close the deal.

d: Utilize the PNDC Government Relations Committee to advocate for   
government support of specific incentives.

Strategy 6: Organize and host business breakfasts, lunches, dinners, golf outings, and 
other relationship building activities to establish trust and credibility with the 
prospect (if at all possible, find sponsors for these events).

Strategy 7: Assign follow up tasks to staff and PNDC New Industry Recruitment 
Committee members.

Strategy 8:  Follow up, follow up, follow up!
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Objective B: For time-sensitive prospects, PNDC will follow the same procedures as Objective A 
above, however, PNDC will identify needs and deliver proposals at the speed of the prospect or 
sooner.

Objective C: Increase volunteer base so that we have more experts available to support new 
business recruitment.

Strategy 1: Encourage the Improvement Movement Team to serve as ambassadors 
that recruit other business and community leaders to join PNDC.

Strategy 2:  Increase focus on relationship building.

Strategy 3:  Invite more members to participate on committees.

Strategy 4:  Initiate networking events.

Objective D: Assemble all other Improvement Movement Team members as needed.

Strategy 1: PNDC will utilize as needed: chambers of commerce, workforce development 
partners, utility providers, and any other organization/agency that PNDC 
might need to close the deal.

Strategy 2: PNDC will utilize topical experts (the Northwest Industrial Resource Center, 
the Pennsylvania Office of International Business Development, the 
Northwest Commission, Small Business Development Centers, etc.) to address 
needs (legal, accounting, marketing, international trade, business strategy, 
etc.) for specific information on all other areas.

Objective E: Use technology to better capture prospects.

Strategy 1: Maximize use of Outlook; utilize tools like CardScan, GIS software and  
Adobe Photoshop.

Strategy 2:  Maintain a library of information on competing communities. Build case 
studies to highlight differences between ourselves and competition.

Strategy 3:  Digitalize more files.

Objective F: Ensure PNDC has a comprehensive inventory of available sites and facilities in 
Mercer County and that properties are effectively marketed.

Strategy 1: Communicate with partners such as real estate firms, developers, owners, 
etc. concerning available properties in Mercer County and promote to 
prospects seeking a location for their business.
a: Confirm with partners the availability of properties in the inventory and   

identify any new listings at least monthly.
b: Tour facilities to gain photos and additional information as needed.
c: Update CoStar and other resources at least monthly to gain additional   

information concerning available sites and facilities.
d: Produce and distribute a sites and facilities broadcast at least once  

per month.
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Strategy 2:  Utilize multiple online resources to market properties (e.g., PASiteSearch, 
CoStar, etc.).
a: Provide updates on properties to PASiteSearch and CoStar as needed.
b: Feature properties in email broadcasts to realtors/brokers/local industry/  

other contacts at least monthly.

Step 5: Close the Deal
Objective A: Secure company commitment to locate in Mercer County, create jobs,  
and invest capital.

Strategy 1: Utilize Pennsylvania Department of Community & Economic Development 
incentives to resolve the need(s).
a: According to the guidelines, complete the Project Intake Information   

Sheet and related forms, including, but not limited to, the Sources & Uses  
of Funds spreadsheet and the New Employee List & Wage Report.

b: According to the guidelines, gather financial and other data, including,   
but not limited to, corporate and personal financial statements and tax   
returns, a business plan and financial projections, an equipment list and   
estimates/quotes, property appraisals, and sales agreements.

c: Setup a meeting between the Governor’s Action Team and the prospect.
d: Involve federal, state, and local elected/appointed officials as needed.
e: Address any additional concerns.
f: Follow up, follow up, follow up!

Strategy 2:  Utilize local revolving loan funds and other local funding sources including 
the Shenango Valley Enterprise Zone Corporation (SVEZC), the Mercer 
County Industrial Development Authority (MCIDA), the City of Farrell, the 
Sharon Industrial Development Authority (SIDA), the Northwest Commission, 
and VisitMercerCountyPA.
a: Coordinate meetings between funding partners (e.g., SVEZC Coordinator) 

and the prospect.
b: According to the guidelines, complete the Single Application and 

related forms, including, but not limited to, the Sources & Uses of Funds  
spreadsheet and the New Employee List & Wage Report.

c: According to the guidelines, gather financial and other data, including, 
but not limited to, corporate and personal financial statements and 
tax returns, business plan and financial projections, equipment list and 
estimates/quotes, property appraisals, and sales agreement(s).

d:  Schedule meeting(s) with the Loan Review Committee(s) for funding 
review and approval determinations.

e:  Work with local banks, credit unions, angel investors, investment banking 
firms, venture capitalists and any other private financing entities that may 
be available to help new industry prospects expand.

f:  Identify additional local incentives and funding programs that will allow 
us to be less reliant on state incentives and funding programs.

g: Address any additional concerns and follow up as necessary.
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Strategy 3:  Utilize workforce training funds.
a: Coordinate meeting(s) with the West Central Job Partnership, WEDnet 

Coordinator and/or the Industry Partnership.
b: Submit training plan(s) and job description(s).
c: Advocate and lobby for the approval of funding.
d: Address any additional concerns and follow up as necessary.

Strategy 4:  Utilize Keystone Opportunity Zone designations to close the deal.
a:  For those prospects that want to locate within a Keystone Opportunity 

Zone, PNDC will initiate the state’s Keystone Opportunity Zone 
application.

b:  Obtain a certification letter from the local Keystone Opportunity Zone 
Coordinator.

c:  Advocate and lobby for the approval of designation-related incentives.
d:  Address any additional concerns and follow up as necessary.

Strategy 5:  Utilize all local and regional assets.
a:  Identify properties and facilitate meeting(s) with property owners and/or 

realtors.
b:  Work with the state/county/local permitting agencies to expedite permits.
c:  Identify infrastructure needs and work with infrastructure providers to 

expedite solutions.
d:  Identify local suppliers of raw material(s) and services and coordinate 

meetings with the prospect.
e:  Work with CareerLink and other workforce partners to help fulfill 

workforce needs.
f:  Secure incentives from Mercer County’s economic development fund.
g:  Encourage all prospects to “buy local.”
h:  Utilize LERTA tax abatement when needed.
i:  Utilize oil & gas industry assets to help new companies succeed.
j:  Utilize training programs like the Summer Welding Academy.

Objective B: Never take “no” for an answer.

Strategy 1: In the event it appears we may lose the opportunity for new jobs and new 
investment in Mercer County, continue follow up and maintain contact 
through staff and Improvement Movement Team members.

Strategy 2: Remain flexible and revise proposals to address changing need(s).

Strategy 3:  If the prospect’s needs cannot be addressed in Mercer County, identify 
alternative solutions available through regional partners, such as the 
Lawrence County Economic Development Corporation, the Northwest 
Commission, and the Youngstown-Warren Regional Chamber.

Strategy 4:  Follow up, follow up, follow up!

Implementation: The Improvement Movement Team, including the PNDC New Industry 
Recruitment Committee, PNDC Loan Review Committee, PNDC partners, President/CEO, VP of 
Business Development, Marketing Director, and Economic Development Project Manager, will 
be responsible for accomplishing this section of the PNDC 2015/2016 Program of Work.
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II. LOCAL INDUSTRY DEVELOPMENT

Goal: To assist in the retention/expansion of any and all existing Mercer County businesses 
that need our help; to strive to retain 100% of those jobs that may be at risk; and to create the 
opportunity for new jobs in Mercer County by June 30, 2016.

Lead-In: Utilize a 4-step process. To build upon the success of the “Make it in! Mercer County” 
campaign and to better utilize the Improvement Movement Team, Penn-Northwest 
Development Corporation (PNDC) will execute a more streamlined process to connect with 
any and all local businesses that are at risk of downsizing, retrenching, or closing their doors. 
PNDC will also work to help companies that are in need of expanding, or that have workforce 
development and site development needs. The 4-step process is the following:

Step 1:  Generate Leads
Objective A: Use print & online advertisements in newspapers, magazines, journals & websites 
to educate local businesses about the services that PNDC provides to help local business thrive, 
as well as to better illustrate the PNDC tagline, “Affordable Solutions for Corporate Expansion,” 
and further prove the “Make it in! Mercer County” message.

Strategy 1: Place at least one monthly print ad in a local newspaper.

Strategy 2:  Place advertisements in at least 3 local newspapers’ annual business editions.

Strategy 3:  Place at least one strategic banner ad on a local website.

Strategy 4:  Advertise in each chamber of commerce membership directory.

Strategy 5:  Sponsor at least one high visibility local event.

Strategy 6:  Place at least 2 monthly online ads.

Strategy 7:  Advertise available land, available buildings, and available financing with at 
least 2 additional media outlets.

Strategy 8:  Present the “Make it in! Mercer County” message and 
highlight the success of the Program of Work before at 
least four civic organizations (rotary clubs, social clubs, and 
chambers).

Strategy 9:  Create at least four press releases for publication in local 
newspapers and/or periodicals.

Strategy 10:  Promote PNDC-affiliated programs like the Summer 
Welding Academy and the Supplier Development  
Program through print advertisements and social media.

Strategy 11:  Use social media as a way to connect with local business 
and communicate the PNDC message at least twice weekly.

Strategy 12:  Update the PNDC website at least monthly to deliver 
accurate and relevant information to the community and 
to move the PNDC mission forward.

Strategy 13:  Produce industry cluster-specific marketing materials 
highlighting each of the 6 industry targets for use in  
other strategies.

Generate  
Leads

Staff  
Review 

Close The 
Deal

Mobilize 
Improvement 

Movement Team
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Objective B: Maximize the relationships that PNDC has with businesses, members, agencies, 
and communities.

Strategy 1: Distribute PNDC’s newsletter via email every other month.

Strategy 2:  Maintain communication with those companies already assisted by PNDC 
through at least one personalized communication, at least one in-person 
meeting, and quarterly newsletters.

Strategy 3:  Maintain communication with each member business through at least one 
personalized communication, at least one in-person meeting, and quarterly 
newsletters.

Strategy 4:  Meet with community leaders and elected/appointed officials at least 
quarterly, engaging each community throughout the County.

Strategy 5:  Attend and support at least 6 meetings sponsored by partners (chambers 
of commerce, VisitMercerCountyPA, etc.), particularly those pertinent to 
economic and community development.

Strategy 6:  Meet at least quarterly with the Northwest Commission.

Strategy 7:  Be more strategic in how we work with partners.

Strategy 8:  Utilize the PNDC Local Industry Development Committee.

Objective C: Conduct at least 50 business retention/expansion visits to survey local industry and 
determine needs.

Strategy 1: Identify “at risk” companies. Identify company needs and provide affordable 
solutions.

Strategy 2:  Identify “growth” companies. Identify company needs and provide 
affordable solutions.

Strategy 3:  Partner, when appropriate, with Improvement Movement Team members 
like chambers of commerce, the Northwest Industrial Resource Center, and 
the Northwest Commission.

Objective D: Better illustrate the PNDC tagline, “Affordable Solutions for Corporate 
Expansion.”

Strategy 1: Direct local companies to the PNDC microsite with specific illustrations of 
success stories.

Strategy 2:  Secure and utilize testimonials from local companies PNDC has assisted for 
use in marketing pieces and on social media.

Objective E: Encourage the Improvement Movement Team to serve as ambassadors that 
promote the “Make it in! Mercer County” message and refer leads to PNDC staff. Deputize 
them to be on the lookout for economic development opportunities.
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Step 2: Staff Review and Lead Qualification*
Objective A: Hold weekly sales meetings to review and qualify leads.

Strategy 1: Utilize a database of leads to help identify potential prospects. Use a format 
within Excel that allows each staff member to enter the same type of 
information for each lead, including detailed notes.

Strategy 2:  At weekly sales meetings, review, grade, and qualify leads into quality leads. 
At a minimum:
a: Verify company information.
b:  Identify need(s).
c:  Conduct due diligence.

Objective B: Use a microsite as a tool to capture information and to qualify leads. This tool is 
also designed to maximize awareness of the “Make it in! Mercer County” campaign and to 
promote the “Affordable Solutions for Corporate Expansion” tagline.

Strategy 1: Use cold calling, email, social media, and/or direct mail pieces to drive leads 
to the Qualification Estimator tool on the microsite. This will allow PNDC to 
capture project-specific information electronically.

Strategy 2:  Use the online live chat feature on the microsite to interact with leads and 
prospects in real time.

*The above is a standard operating procedure; however, staff will be poised and ready to meet with the company, present a proposal, and 
address their needs within 48 hours for time sensitive leads.

Step 3: Capture Prospects and Mobilize the Improvement Movement Team
Objective A: Make all local company business retention/expansion projects a top priority. 
Identify company needs within 24 hours. Present a proposal within 48 hours.

Strategy 1: Ask the right questions.

Strategy 2:  Gather data.

Strategy 3:  Deliver proposal.
a: Identify the properties for the site visit that are best suited to the 

prospect’s needs.
b:  Address the prospect’s “hot buttons.”
c:  Develop specific strategies, including the recommendation of programs 

and resources, to meet prospect needs.
d:  Call the prospect to action.

Objective B: If necessary, assemble the PNDC Local Industry Development Committee 
to develop specific strategies to resolve the company’s need(s). The PNDC Local Industry 
Development Committee will collaborate with government, private industry, workforce 
partners, infrastructure providers, utility providers, realtors, etc. to provide an effective solution.

Strategy 1: Assign follow up tasks to staff and PNDC Local Industry Development 
Committee members.

Strategy 2:  Utilize the PNDC Local Industry Development Committee and the PNDC 
Government Relations Committee to advocate for government support of 
specific incentives.

Strategy 3: Be more strategic in how we work with partners.
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Objective C: Utilize PNDC’s government network to develop specific strategies to resolve the 
company’s need(s).

Strategy 1: Engage federal, state, and local elected/appointed officials to be actively 
involved in retention/expansion & job growth and/or the company’s 
impediments to growth.

Strategy 2:  Engage the Governor’s Action Team to solicit an offer letter of state 
incentives from the Department of Community and Economic Development.

Strategy 3:  Engage, when needed, the Department of Conservation and Natural 
Resources, the Pennsylvania Department of Environmental Protection, the 
United States Department of Agriculture, the United States Small Business 
Administration, the United States Department of Commerce, and any other 
organization/agency that is needed to help close the deal.

Strategy 4:  Utilize the PNDC Local Industry Development Committee and the PNDC 
Government Relations Committee to advocate for government support.

Strategy 5:  Be more strategic in how we work with partners.

Objective D: Organize and host business breakfasts, lunches, dinners, golf outings, and other 
relationship building activities to establish trust and credibility with clients (if at all possible, find 
sponsors for these events).

Objective E: Increase volunteer base so that we have more experts available to support local 
business growth.

Strategy 1: Encourage the Improvement Movement Team to serve as ambassadors 
that recruit other business and community leaders to join PNDC.

Strategy 2:  Increase focus on relationship building.

Strategy 3:  Invite more members to participate on committees.

Strategy 4:  Initiate networking events.

Objective F: Identify ways to more effectively manage prospects.

Strategy 1: Utilize a database to manage prospects. Use a format within Excel that allows 
each staff member to view information for each prospect, including detailed 
notes. Continue to add notes, as they occur, regarding communication and 
action items.

Strategy 2:  Standardize and execute a paper file program for each prospect 
that includes, at a minimum, contact information and most recent 
communication.

Strategy 3:  Master the art of cold calling. Use innovative techniques to speak with 
decision makers.
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Strategy 4:  Create and execute the use of dossiers for prospects.

Strategy 5:  Honor commitments to prospects. “Say what you do, and do what you say.”

Strategy 6:  Follow up, follow up, follow up!

Objective G: Link local and regional companies together to satisfy supply chain needs.

Strategy 1: Work more closely with local companies to identify their supply chain needs.

Strategy 2:  Get local industry involved in the Supplier Development Program outlined 
in the New Industry Recruitment Section (Step 1, Objective G) that will help 
bring local buyers and suppliers together.

Objective H: Assemble all other Improvement Movement Team members as needed.

Strategy 1: PNDC will utilize as needed: chambers of commerce, workforce development 
partners, utility providers, realtors, and any other organization/agency that 
PNDC might need to close the deal.

Strategy 2:  PNDC will utilize topical experts (the Northwest Industrial Resource 
Center, the Pennsylvania Office of International Business, the Northwest 
Commission, Small Business Development Centers, etc.) to address needs 
(legal, accounting, marketing, international trade, business strategy, etc.) for 
specific information on all other areas.

Objective I: Use technology to better capture prospects.

Strategy 1: Maximize the use of Outlook; utilize tools like CardScan, GIS software, 
Adobe Photoshop.

Strategy 2:  Maintain a library of information on competing communities. Build case 
studies to highlight differences between ourselves and competition.

Strategy 3:  Digitalize more files.

Objective J: Ensure PNDC has a comprehensive inventory of available sites and facilities in 
Mercer County and that properties are effectively marketed.

Strategy 1: Communicate with partners such as real estate firms, developers, owners, 
etc. concerning available properties in Mercer County and promote to 
prospects seeking a location for their business.
a: Confirm with partners the availability of properties in the inventory and 

identify any new listings at least monthly.
b:  Tour facilities to gain photos and additional information as needed.
c:  Update CoStar and other resources at least monthly to gain additional 

information concerning available sites and facilities.
d:  Produce and distribute a sites and facilities broadcast at least once per 

month.
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Strategy 2: Utilize multiple online resources to market properties (e.g., PA SiteSearch, 
CoStar, etc.).
a: Provide updates on properties to PA SiteSearch and CoStar as needed.
b:  Feature properties in email broadcasts to realtors/brokers/local industry/

other contacts at least monthly.

Objective K: Follow up, follow up, follow up!

Step 4: Close the Deal
Objective A: Secure company commitment to remain in Mercer County, and/or grow, create 
jobs, and invest capital.

Strategy 1: Utilize Pennsylvania Department of Community and Economic Development 
incentives to resolve the need(s).
a: According to the guidelines, complete the Single Application and related 

forms, including, but not limited to, the Sources and Uses of Funds and 
New Employee List & Wage Report.

b:  According to the guidelines, gather financial and other data, including, 
but not limited to, corporate and personal financial statements and tax 
returns, a business plan and financial projections, an equipment list and 
estimates/quotes, property appraisals, and sales agreement(s).

c:  Hold a meeting between the Governor’s Action Team and the company.
d:  Involve federal, state, and local elected/appointed officials as needed.
e:  Address any additional concerns.
f:  Follow up, follow up, follow up!

Strategy 2: Utilize local revolving loan funds and other local funding sources including 
the Shenango Valley Enterprise Zone Corporation (SVEZC), the Mercer 
County Industrial Development Authority (MCIDA), the City of Farrell, the 
Sharon Industrial Development Authority (SIDA), the Northwest Commission, 
and VisitMercerCountyPA.
a: Coordinate meetings between funding partners (e.g., SVEZC Coordinator) 

and the company.
b:  According to the guidelines, complete the application and related forms, 

including but not limited to, the Sources and Uses of Funds spreadsheet 
and the New Employee List & Wage Report.

c:  According to the guidelines, gather financial and other data, including, 
but not limited to, corporate and personal financial statements and 
tax returns, business plan and financial projections, equipment list and 
estimates/quotes, property appraisals, and sales agreement(s).

d:  Schedule meeting(s) with Loan Review Committee(s) for funding review 
and approval determinations.

e:  Work with local banks, credit unions, angel investors, investment banking 
firms, venture capitalists, and any other private financing entities that may 
be available to help local industry expand.
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f:  Identify additional local incentives and funding programs that will allow 
us to be less reliant on state incentives.

g:  Address any additional concerns and follow up as necessary.

Strategy 3: Utilize workforce training funds.
a: Coordinate meeting(s) with the West Central Job Partnership, WEDnet 

Coordinator and/or the Industry Partnership.
b:  Submit training plan(s) and job description(s).
c:  Advocate and lobby for the approval of project funding.
d:  Address any additional concerns and follow up as necessary.

Strategy 4: Utilize Keystone Opportunity Zone incentives.
a: For those local companies that want to locate or expand within a 

Keystone Opportunity Zone, PNDC will initiate the state’s Keystone 
Opportunity Zone application.

b:  Obtain a certification letter from the local Keystone Opportunity Zone 
Coordinator.

c:  Advocate and lobby for the approval of designation-related incentives.
d:  Address any additional concerns and follow up as necessary.

Strategy 5: Utilize all local and regional assets.
a: Identify properties and facilitate meeting(s) with the property owners.
b:  Work with the state/county/local permitting agencies to expedite permits.
c:  Identify infrastructure needs and work with infrastructure providers to 

expedite solutions.
d:  Work with CareerLink and other workforce partners to satisfy workforce 

needs.
e:  Secure incentives from Mercer County’s economic development fund.
f:  Utilize LERTA tax abatement when needed.
g:  Utilize oil & gas industry assets to help local companies succeed.
h:  Utilize training programs like the Summer Welding Academy.

Objective B: Never take “no” for an answer.

Strategy 1: In the event it appears that we may lose jobs in Mercer County, continue 
follow up and maintain contact through staff and Improvement 
Movement Team members.

Strategy 2:  Remain flexible and revise proposals to address changing need(s).

Strategy 3:  Follow up, follow up, follow up!

Implementation: The Improvement Movement Team, including the PNDC Local Industry 
Development Committee, PNDC Loan Review Committee, PNDC partners, President/CEO, VP of 
Business Development, Marketing Director, and Economic Development Project Manager, will 
be responsible for accomplishing this section of the PNDC 2015/2016 Program of Work.
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III. ESSENTIAL FUNCTIONS FOR NEW INDUSTRY RECRUITMENT AND 
LOCAL INDUSTRY DEVELOPMENT SUCCESS 

1. MEMBERSHIP & CONTRIBUTIONS

MEMBERSHIP

Goal: To increase total Penn-Northwest Development Corporation (PNDC) membership over the 
previous fiscal year by June 30, 2016.

Lead-In: The work of this section is incorporated into the steps involved in the New Industry 
Recruitment and the Local Industry Development sections of this Program of Work.

Objective A: To make membership growth a top priority of the organization and to add new 
members in each of the membership categories: Fan, Patron, Supporter, Champion, Leader, and 
Hero.

Strategy 1: Work with the PNDC Membership Development Committee to create a 
targeted list of companies.
a: Secure lists from chambers of commerce, Dunn & Bradstreet, the United 

Way, the Yellow Pages, etc.
b:  Create a database of targeted companies, focusing on particular 

membership categories.

Strategy 2: Add more members to serve on the PNDC Membership Development 
Committee.

Strategy 3: Produce membership packets to have on hand to be used as sales tools to sell 
memberships.

Strategy 4:  Extend guest invitations to membership prospects to attend PNDC meetings 
and events to encourage membership growth.

Strategy 5:  Schedule and host at least one membership drive targeting companies that 
have never been a member of PNDC.

Strategy 6:  Organize and host business breakfasts, lunches, dinners, golf outings, and 
other relationship building activities to establish trust and credibility with the 
prospective member (if at all possible, find sponsors for these events).

Strategy 7:  Combine membership recruitment efforts with the local industry 
development business retention/expansion initiatives (Local Industry 
Development, Step 1, Objective C), making it a standard operating procedure 
to ask all companies to join PNDC.

Strategy 8:  Follow up, follow up, follow up!

Objective B: To make membership growth a top priority of the organization and to strive 
to retain 100% of our current membership. Work to ensure that we are adding more new 
members than we may lose.

Strategy 1: Interact with each member at least 5 times per year.
a: Produce and send renewal notices in a timely manner.
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b:  Organize and host business breakfasts, lunches, dinners, golf outings, and 
other relationship building activities to establish trust and credibility with 
the renewing member (if at all possible, find sponsors for these events).

c:  Combine membership recruitment efforts with the local industry 
development business retention/expansion initiatives (Local Industry 
Development, Step 1, Objective C), making it a standard operating 
procedure to ask all existing members to renew their membership with 
PNDC.

d:  Assign members of the PNDC Membership Development Committee or 
PNDC Board of Directors to follow up with renewing members in the 
Supporter, Champion, Leader, and Hero Categories.

e:  Hold quarterly membership meetings to reinforce the Program of Work 
and update members on PNDC results and success.

f:  Follow up, follow up, follow up!

Strategy 2: Encourage board members and staff to volunteer to give presentations 
before civic groups about PNDC’s Program of Work and successes.

CONTRIBUTIONS

Goal: To increase total contributions over the previous fiscal year by June 30, 2016.

Lead-In: The work of this section is incorporated into the steps involved in the New Industry 
Recruitment and the Local Industry Development sections of this Program of Work.

Objective A: To make revenue growth through increased contributions a top priority of the 
organization.

Strategy 1: Deliver Penn-Northwest Development Corporation (PNDC) results that 
impact job creation/retention, new investment, population growth, and 
unemployment decline to local & regional foundations and organizations, 
specifically asking them for increased support to create more jobs and more 
opportunities in Mercer County.

Strategy 2:  Seek a dollar-for-dollar match to private industry contributions from local & 
regional foundations and organizations.

Strategy 3:  Prepare grant proposals for each local foundation and secure meetings to 
present to their boards.

Strategy 4:  Offer to attend each foundation’s/organization’s annual board meeting and 
provide invitations to PNDC events.

Strategy 5:  Identify new foundations or organizations from which we can solicit 
contributions.

Strategy 6:  Show the foundations a clear return on investment.

Strategy 7:  Target individual foundations, within larger umbrella foundations, for 
fundraising.

Strategy 8:  Deliver PNDC results that impact job creation/retention, new investment, 
population growth, and unemployment decline to Mercer County 
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Commissioners asking for continued support to create more jobs and more 
opportunities in Mercer County.
a: Seek to receive a dollar-for-dollar match to private industry contributions 

from Mercer County, and strive to have this added as a permanent line 
item on the County budget.

b:  Enlist the assistance of the PNDC Government Relations Committee, 
the PNDC Finance & Budget Committee, and all other Improvement 
Movement Team members that may be able to provide influence.

c:  Show the County a clear return on investment.

Strategy 9:  Communicate to the public, PNDC partners, and local industry that while 
membership establishes a commitment to the economic vitality of our 
community, support of a particular program, campaign or event contributes 
to the success of our overall mission and additional monetary contributions 
are necessary to ensure PNDC programs succeed.

Strategy 10:  Maximize awareness of PNDC’s Program of Work.
a: Produce an executive summary of the Program of Work.
b:  Increase PNDC board and membership’s exposure to the Program of 

Work and to the Program of Work Scorecard; at Board meetings, report 
specific activity as it relates to the Program of Work.

c:  Utilize the Program of Work as a marketing tool when meeting with 
prospective members and/or contributors.

d:  Feature sections of the Program of Work on social media.
e:  Provide access to the Program of Work and Annual Reports online.

Strategy 11:  Make public relations a top priority.
a: Encourage board members and staff to volunteer to give presentations 

before civic groups about PNDC’s Program of Work successes.
b:  Deliver at least four press releases for publication in local newspapers and/

or periodicals.
c:  Actively participate in municipalities’ and other organization’s events, 

committees and boards.

Strategy 12:  Be more strategic in how we work with partners.

Implementation: The Improvement Movement Team, including the PNDC Membership 
Development Committee, all PNDC Board members, and PNDC staff, will be responsible for 
accomplishing this section of the PNDC 2015/2016 Program of Work.

2. MARKETING

Goal: To inspire companies to “Make it in! Mercer County,” thereby driving the number of 
leads generated, proposals delivered, site tours conducted, and ultimately maximizing the 
number of jobs retained/created by June 30, 2016.

Lead-In: The work of this section is incorporated into the steps involved in the New Industry 
Recruitment and the Local Industry Development sections of this Program of Work.
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Objective A: To coordinate, develop, and use multimedia advertising as a way to better 
illustrate the Penn-Northwest Development Corporation (PNDC) tagline, “Affordable Solutions 
for Corporate Expansion” and further prove the “Make it in! Mercer County” message.

Strategy 1: Utilize print & online advertisements in newspapers, magazines, journals & 
websites that target cluster-specific industry to better illustrate the PNDC 
tagline, “Affordable Solutions for Corporate Expansion,” and further prove 
the “Make it in! Mercer County” message, as referenced in New Industry 
Recruitment Step 1, Objective B.
a: Place at least 2 national print ads.
b:  Place a classified ad in at least 2 major newspapers or business journals, 

advertising available land, available buildings, and available financing.
c:  Advertise available land, available buildings, and available financing with 

at least 2 media outlets.
d:  Use social media as a way to connect with new business and to 

communicate the PNDC message at least twice weekly.
e:  Update the PNDC website at least monthly to deliver accurate and 

relevant information to new industry and to move the PNDC mission 
forward.

f:  Produce cluster-specific industry marketing materials, highlighting each of 
the 6 industry targets for use in other strategies.

Strategy 2: Utilize print & online advertisements in newspapers, magazines, journals & 
websites that target cluster-specific industry to better illustrate the PNDC 
tagline, “Affordable Solutions for Corporate Expansion,” and further prove 
the “Make it in! Mercer County” message, as referenced in Local Industry 
Development Step 1, Objective A.
a: Place at least one monthly print ad in a local newspaper.
b:  Place advertisements in at least 3 local newspaper annual business 

editions.
c:  Place at least one strategic banner ad on a local website.
d:  Advertise in each chamber of commerce membership directory.
e:  Sponsor at least one high visibility local event.
f:  Place at least 2 monthly online ads.
g:  Advertise available land, available buildings, and available financing with 

at least 2 additional media outlets.
h:  Present the “Make it in! Mercer County” message and highlight the 

success of the Program of Work before at least four civic organizations 
(rotary clubs, social clubs, and chambers).

i:  Create at least four press releases for publication in local newspapers and/
or periodicals.

j:  Promote PNDC-affiliated programs like the Summer Welding Academy 
and the Supplier Development Program through print advertisements and 
social media.

k:  Use social media as a way to connect with local business and 
communicate the PNDC message at least twice weekly.
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l:  Update the PNDC website at least monthly to deliver accurate and 
relevant information to the community and to move the PNDC mission 
forward.

m: Produce cluster-specific industry marketing materials, highlighting each of 
the 6 industry targets.

Strategy 3: Use a microsite as a tool to capture and to qualify leads. This tool is also 
designed to maximize awareness of the “Make it in! Mercer County” 
campaign and to promote the “Affordable Solutions for Corporate 
Expansion” tagline, as referenced in New Industry Recruitment Step 2, 
Objective B and Local Industry Development Step 2, Objective B.
a: Use cold calling, email, social media, and/or direct mail pieces to drive 

leads to the Qualification Estimator Tool on the microsite. This will allow 
PNDC to capture project-specific information electronically.

b:  Use the online live chat feature on the microsite to interact with leads and 
prospects in real time.

Strategy 4: Maintain an inventory of all PNDC collateral materials.
a: Review and update all printed marketing materials.
b:  Produce cluster-specific industry marketing materials, highlighting each of 

the 6 industry targets for use in other strategies.
c:  Maintain an inventory of additional materials for use in marketing 

packages (e.g., demographic sheet and market profile).

Strategy 5: Use social media as a way to connect with cluster-specific industry leads 
and communicate with the local community about how PNDC can help 
companies grow.
a: Actively post on Facebook, Twitter, and LinkedIn at least two times  

per week.
 (i) Promote the “Make it in! Mercer County” campaign.
 (ii) Share positive messages about Mercer County.
 (iii) Provide connectivity to PNDC staff.
 (iv) Develop personal one-on-one connections with potential clients.
 (v) Search for potential leads.
b:  Utilize the PNDC YouTube and Vimeo channels as a way to further 

communicate how companies can “Make it in! Mercer County.” 
Showcase the “Make it in! Mercer County” videos that highlight location, 
workforce, community, relocation and the Improvement Movement 
Team, as well as the new video produced for the microsite.

Strategy 6: Use the PNDC website and microsite as a way to deliver information to 
expanding companies, site selectors, local industries, the workforce, and the 
community about how to “Make it in! Mercer County.”
a: Update and maintain information at least monthly to ensure the website 

remains dynamic, useful, and current.
b: Meet with web support agency quarterly to review and maximize the use 

of the website.
c:  Partner with other agencies to ensure their websites link to the PNDC 

website and ours to theirs.
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d:  Post the newsletter every other month.
e:  Produce and distribute oil & gas news.
f: Include the PNDC website, microsite address, and PNDC QR code on all 

multimedia marketing.
g:  Regularly seek ways to improve the SEO (search engine optimization) 

rankings for the PNDC website.
h:  Post the current Program of Work, historical Annual Reports, and current 

Audited Financial Statements.

Strategy 7: Develop trade show materials that help deliver a clear message to cluster-
specific industries.
a: Send direct mail pieces to targeted companies attending trade shows.
b:  Design and develop special marketing materials and promotional items 

to leave with cluster-specific industry companies at all trade shows that 
promote Mercer County sites, assets, and advantages for business success.

c:  Utilize the PNDC banner(s) at all trade shows, press conferences, 
presentations, the Annual Meeting, and all other promotional events.

Strategy 8: Maximize awareness of PNDC’s Program of Work.
a: Produce an executive summary of the Program of Work.
b:  Increase PNDC Board and PNDC Membership exposure to the Program of 

Work and to the Program of Work Scorecard; at Board meetings, report 
specific activity as it relates to the Program of Work.

c:  Utilize Program of Work as a marketing tool when meeting with 
prospective members and/or contributors.

d:  Feature sections of the Program of Work on social media.
e:  Provide access to the Program of Work and Annual Reports online.

Objective B: Coordinate special events and meetings of the Corporation.

Strategy 1: Promote PNDC’s and/or partners’ programs and events.
a: Coordinate the preparations for all monthly PNDC Board and PNDC 

Committee meetings and quarterly PNDC Membership meetings. 
Coordinate the Annual Meeting as close to the end of the fiscal year as 
practicable.

b:  Coordinate the preparations and promotion for all PNDC special events as 
needed.

c:  Coordinate the preparations and promotion for any partner programs as 
needed.

Implementation: The Improvement Movement Team, including the Marketing Director, will 
be responsible for accomplishing this section of the PNDC 2015/2016 Program of Work.

3. WORKFORCE DEVELOPMENT & ENTREPRENEURSHIP

Goal: By achieving the goals set forth in the New Industry Recruitment, Local Industry 
Development, and Marketing sections of this Program of Work, Penn-Northwest Development 
Corporation (PNDC) will (1) satisfy Mercer County companies’ demand for labor by helping to 
ensure that new and incumbent workers are able to affordably acquire the skills employers 
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need, and (2) satisfy the demand of the Mercer County labor force by recruiting new companies 
and helping local companies to grow in order to provide the opportunity for more family-wage 
sustaining jobs in Mercer County by June 30, 2016.

Lead-In: The work of this section is incorporated into the steps involved in the New Industry 
Recruitment, Local Industry Development, and Marketing sections of this Program of Work.

Objective A: Collaborate with workforce development partners and educators to help ensure 
that Mercer County grows and maintains a trained workforce.

Strategy 1: Continue to work with the Northwest Workforce Investment Board, the West 
Central Job Partnership, CareerLink, the Mercer County Career Center, OH-
Penn, local school districts, colleges, universities and other partners to help 
meet the workforce needs of Mercer County.
a: Utilize business retention/expansion visits and meetings with new 

industry prospects to identify skills that employers desire, and encourage 
educational and training providers to develop/enhance training programs 
to meet these needs.

b:  Enhance the Summer Welding Academy to include other career skill sets, 
including machining and industry-recognized certifications.

c:  Work with the West Central Job Partnership to help new & local 
companies develop training plans and secure funds for on-the-job and 
customized job training.

d:  Increase community awareness of and participation in programs and 
resources like “Educator in the Manufacturing Workplace,” “Industry 
Needs You,” “Success by Six,” industry partnerships, career pathways, 
WorkKeys, local career fairs, etc.

e:  Identify opportunities to be more engaged with and establish a presence 
in local school districts, colleges, and universities.

f:  Maximize the resources of certified WEDnet providers and connect new 
& local companies with Essential Skills and Advanced Technology training 
funds.

Strategy 2: Embrace and cultivate entrepreneurship.
a: Connect entrepreneurs with regional resources, such as local incubators, 

Ben Franklin Technology Partners, Improvement Movement Team 
members, and funding opportunities.

b:  Enable growth of high-niche industries by ensuring access to adequate 
infrastructure, including broadband service.

c:  Access innovative talent through increased presence in and engagement 
with local school districts, colleges, and universities.

d:  Provide individualized technical assistance to entrepreneurs and new 
business startups.

Strategy 3: Maximize the use of the PNDC website and social media by connecting 
job seekers with available jobs and offer enhanced value-added benefits 
to member businesses by advertising their available positions and training 
programs on the PNDC website, in the PNDC newsletter, and/or via 
Facebook, LinkedIn & Twitter.
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Implementation: The Improvement Movement Team, including the PNDC New Industry 
Recruitment Committee, PNDC Local Industry Development Committee, PNDC Partners, 
President/CEO, VP of Business Development, Marketing Director and Economic Development 
Project Manager, will be responsible for accomplishing this section of the PNDC 2015/2016 
Program of Work.

4. BUSINESS ADMINISTRATION

Goal: To value the people, the process, and the product through successfully managing the 
Program of Work, which helps to achieve the goals and objectives set forth to market and 
promote Mercer County to recruit new industries, help local industries expand, keep expenses 
under control, grow membership and contributions, generate alternative revenue, reduce the 
reliance upon reserve funds, and eliminate the deficit by June 30, 2016.

Objective A: Value the people, the process, and the product.

Strategy 1: Provide staff with continuing education opportunities in economic 
development.
a: Provide opportunities for staff to employ methods for increased 

organization and productivity.
b:  Provide opportunities for staff to attain economic development 

certification.
c:  Provide International Economic Development Council (IEDC) and 

Pennsylvania Economic Development Association (PEDA) memberships to 
each employee.

d:  Make available opportunities to participate in seminars, webinars, and 
conferences for continuing education.

Strategy 2: Work with the PNDC Governance Committee to provide board development 
opportunities.
a: Continue a board orientation process for all new PNDC Board members.
b:  Continue to educate all new PNDC Board members on board conduct, 

roles, and responsibilities.
c:  Continue to educate new PNDC Board members on the mission of the 

organization, the three main metrics for measuring success (population 
growth, lower unemployment rate & opportunities to bring young, 
talented people back to the region), and the Program of Work and 
corresponding scorecards.

d:  Assign a PNDC Board mentor to each new PNDC Board member.
e:  Ensure that each PNDC Board member serves on at least one PNDC 

Committee.

Strategy 3: Maximize awareness of PNDC’s Program of Work.
a: Produce an executive summary of the Program of Work.
b:  Increase PNDC Board and PNDC membership exposure to the Program of 

Work and to the Program of Work Scorecard; at Board meetings, report 
specific activity as it relates to the Program of Work.

c:  Utilize the Program of Work as a marketing tool when meeting with 
prospective members and/or contributors.
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d:  Feature sections of the Program of Work on social media.
e:  Provide access to the Program of Work and Annual Reports online.

Strategy 4: Make public relations a top priority.
a: Encourage PNDC Board members and staff to volunteer to give 

presentations before civic groups about PNDC’s Program of Work 
successes.

b:  Deliver at least four press releases for publication in local newspapers and/
or periodicals.

c:  Actively participate in municipalities’ and other organization’s events, 
committees, and boards.

Objective B: Achieve long term financial sustainability for PNDC.

Strategy 1: Convince Mercer County foundations to collectively contribute a dollar-for-
dollar match to private industry membership and contributions, as referenced 
in Essential Functions for New Industry Recruitment and Local Industry 
Development Success, Contributions Objective A, Strategy 2.
a: Enlist the assistance of the PNDC Board of Directors and its various 

committee members to provide influence in this area.

Strategy 2: Convince Mercer County to contribute a dollar-for-dollar match to private 
industry membership and contributions, as referenced in Essential Functions 
for New Industry Recruitment and Local Industry Development Success, 
Contributions Objective A, Strategy 2.
a: Enlist the assistance of the PNDC Board of Directors and its various 

committees to provide influence in this area.

Strategy 3: Maximize membership revenue and private industry contributions by 
growing membership, as referenced in Essential Functions for New Industry 
Recruitment and Local Industry Development Success, Membership Objective 
A & Contributions Objective A.
a: Enlist the assistance of PNDC Membership Development Committee 

members that may be able to provide influence in this area.

Strategy 4: Seek additional contributions for specific programs, campaigns, or events 
that are necessary to ensure the success of PNDC’s overall mission.

Strategy 5: Host an annual fundraising dinner (if at all possible, find sponsors for this 
event).

Strategy 6: Apply and lobby for the USDA Rural Business Development Grant in the 
amount of $75,000.

Strategy 7: Seek alternative funding sources.
a: Continue to support the PNDC Sites Committee’s efforts to identify and 

purchase real estate and other assets that generate alternative revenue 
that can be used toward the mission. Staff will identify and present 
opportunities at each monthly committee meeting.

b:  Continue to market and promote the various loan programs and grant 
programs that PNDC administers to increase fee revenues associated with 
these programs.
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Objective C: Keep expenses under control and reduce the use of reserve funds for operations 
by 20% of FY 2014/2015 by June 30, 2016.

Strategy 1: Work with the PNDC Finance & Budget Committee to implement programs 
to help control expenses.
a: Continue the “Recruit, Renew, and Reduce” initiative to ensure that in 

addition to recruiting new members and encouraging existing members 
to renew, the organization is reducing the cost of programs. Report on 
this initiative at weekly staff meetings.

b:  Analyze the corporate financial statement monthly in an effort to 
eliminate non-essential spending.

c:  Analyze each chart of account as well as each functional expense monthly 
to identify areas where funds could be more effectively utilized.

d:  Review recurring, necessary expenses (e.g., copier, technology, phone, 
etc.) at least once per year to maximize the utility of each dollar spent.

e:  Update annual cash flow projections monthly in order to manage cash 
flows, raise additional funds when necessary, and avoid unnecessary 
drawdowns.

 (i) Monitor and account for accelerated loan payoffs and/or late 
payments.

f:  Secure donations of items to help reduce our annual expenses.
 (i) Encourage Improvement Movement Team members to pay for 

individual expenses associated with prospect meals.
g:  Eliminate short term expenses that net long term savings.
 (i) Terminate non-essential agreements.
 (ii) Pursue positive value-added arrangements.
 (iii) Continue to seek a sublessee for PNDC’s existing office space at 

Avalon Professional Center.

Strategy 2: Monitor and evaluate the effectiveness of the Program of Work.
a: Conduct a customer satisfaction survey of members, partners, and 

stakeholders.
b:  Conduct a PNDC Board assessment survey.
c:  Report on the findings of these surveys at the annual PNDC Board retreat.

Objective D: Ensure the agency has all the resources needed to accomplish the  
Program of Work.

Strategy 1: Ensure the agency has the latest technology and network resources necessary 
to accomplish the Program of Work.
a: Meet annually with PNDC technology provider to develop a plan for 

necessary technology upgrades.
b:  Upgrade technology in accordance with the PNDC policy regarding 

technology.
c:  Utilize tools like CardScan, GIS software, Adobe Photoshop, and others as 

needed.
d:  Digitally index and file materials for ease of access later.
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Strategy 2: Utilize the PNDC Government Relations Committee to develop a government 
relations agenda to build relationships with federal, state, and local officials.
a: Establish a committee chair and recruit committee members that will 

meet at least quarterly to spearhead legislative support needed for 
economic growth in Mercer County.

Strategy 3: Maintain certification as a certified economic development agency with 
the Department of Community & Economic Development (DCED) and 
Pennsylvania Economic Development Association (PEDA).
a: Support the status of PNDC as the lead economic development agency of 

Mercer County.

Strategy 4: Maintain designations and certifications necessary for economic and 
community development.
a: Ensure each employee attends at least one IEDC class, as required for 

PNDC’s economic development certification.
b:  Ensure that every PNDC Board and staff member provides the necessary 

documentation for PNDC to maintain yearly DCED certification.
c:  Attend at least one of the conferences of the PEDA to participate in 

continuing education classes (if at all possible, find sponsors for these 
events).

Strategy 5: Be more strategic in how we work with partners.

Strategy 6: Increase volunteer base so that we have more experts available to support 
economic development.
a: Encourage the Improvement Movement Team to serve as ambassadors 

that recruit other business and community leaders to join PNDC.
b:  Increase focus on relationship building.
c:  Invite more members to participate on committees.
d:  Initiate networking events.

Strategy 7: Maintain a library of information on competing communities. Build case 
studies to highlight differences between ourselves and our competition.

Strategy 8: Develop a plan to increase staff to convert more leads into prospects, deliver 
more proposals, conduct more site tours, and ultimately maximize the 
number of jobs retained/created.

Implementation: The Improvement Movement Team, including the PNDC Board of Directors, 
the PNDC Government Relations Committee, the PNDC Executive Committee, the PNDC Finance 
& Budget Committee, the PNDC Governance Committee, the PNDC Sites Committee, the PNDC 
Membership Development Committee, and President/CEO, with help and assistance of the 
Executive Assistant/Office Manager, will be responsible for accomplishing this section of the 
PNDC 2015/2016 Program of Work.
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RECEIPTS: GENERAL OPERATIONS

EXPENDITURES: GENERAL OPERATIONS

Actual FY 
2012/2013

Actual FY 
2013/2014

Actual FY 
2014/2015

Proposed 
Budget FY 
2015/2016

Employee Expenses:

Salaries and Wages 266,979 276,906 293,119 311,002

Social Security/Medicare 19,293 20,364 21,601 23,792

Unemployment Comp./UC Fund 1,164 1,391 1,586 2,647

Workman’s Comp. Ins. 2,535 2,784 1,319 2,650

Health and Medical Ins. 22,330 22,446 22,520 14,645

Life Insurance (Staff) 1,961 1,805 1,948 1,900

Retirement 13,364 15,106 16,972 17,350

Contracted Services-Temp Employees 15,478

Total Employee Expenses 343,104 340,802 359,066 373,986

ACTUALS, FY 2012/2013, 2013-2014, 2014-2015, PROPOSED BUDGET 2015/2016

Public/Private Contributions:

Public - Mercer County 70,000 75,000 115,000 150,000

Private - PNDC Memberships 133,775 142,825 146,583 169,290

Private - PNDC Contributions, Marketing 26,300 46,000 40,000 55,000

Public - Private Project Reimbursement    

Total Public/Private Contributions 230,075 263,825 301,583 374,290

Interest Earned/Operating Accounts: 135 91 853 78

Contract Services/Fee Income:

DCED - PREP 20,833 14,000 14,646 14,323

NW Commission Lease 3,300 3,900 3,600 3,600

MCIDA - Administrative Contract 8,500 2,767 11,436 12,000

Annual Meeting 11,335 16,900 16,690 15,000

Misc. Income/Other Contract Fees 1,455 5,680 4,397 500

Billboard Lease Income 5,500 5,500 5,500 5,500

USDA Grant   59,905

Income - Rent 35 Chestnut   4,215 37,957

MCIGF Loan App Fees   450

DCED - BREP/Team Pennsylvania 17,500  17,500 

MCIDA - App. and Closing Fees 18,394  2,000 3,100

SVIDA Administrative Contract 6,643 400  

RACP Fees   26,000 19,500

Directory Sales 15 24  

MCIGF RLF Interest 68,000 68,000 34,000 34,000

Income - Summer Welding 53,600 5,500

Total Contract Services/Fees 215,075 122,672 200,338 145,480

Total Receipts 445,285 386,588 502,774 519,848
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Facilities and Operations:

Rent and Utilities 31,680 34,560 34,560 34,560

Communications (VOI, Fax, Cell, Internet) 9,579 10,056 10,119 10,800

Office Maintenance/Janitorial/Leasehold 11,697 13,867 11,434 4,090

Property/Liability Insurance/E&O 2,323 7,005 4,836 5,500

Computer/Technology Equipment 12,392 11,826 9,221 10,920

General Office Equipment/Furnishings 466 21 33 100

Stateline Expenses  277 39,460 9,900

Bank Fees 560  638 670

Real Estate - Shenango 17 Acres (Taxes)    120

Real Estate - 35 Chestnut Street, Sharon, PA   1,324 20,900

SBDC/Gannon Contract 14,200 17,750  

Total Facilities and Operations Expenses 82,897 95,363 111,624 97,560

Other Expenses:

Legal/Professional (includes accounting, payroll and audit) 25,548 31,571 31,352 30,000

Loan Handling Fees/EZ 1,842 1,800 1,908 1,800

Dues/Subscriptions/Memberships 5,275 6,240 4,909 5,700

Annual Meeting 6,077 9,789 9,077 10,000

Sponsorships 6,500 4,019 6,718 900

Miscellaneous Expense 5,447 2,202 1,659 900

Special Events Expense 1,482 654 114 

Team DCED Expenses 105

Loan Application Fees 250 500 250 

Outsourcing/Consulting 33,189 18,199

Welding Program Expenses 27,750 18,538

Total Other Expenses 113,465 93,513 55,987 49,300

Program Expenses:

Mileage - New Industry  4,318 3,266 3,800

Mileage - Local Industry  3,376 3,928 4,000

Mileage - Fundraising  748 458 500

Mileage - Admin/Mgmt.  3,334 6,950 5,000

Meals - New Industry  6,305 5,065 5,300

Meals - Local Industry  2,497 2,738 2,000

Meals - Fundraising  1,359 986 500

Meals - Admin    1,100

Advertising/Marketing/Promotion 71,467   

Marketing - New Industry  24,628 22,260 25,500

Marketing - Local Industry  12,513 11,941 10,600

Marketing - Fundraising  3,023 200 250

Lodging Expenses - New Industry  6,293 3,273 3,500

Lodging Expenses - Local Industry  407 99 400

Lodging Expenses - Admin/Mgmt.  573 790 500

Other Travel - New Industry  2,425 2,775 2,000

EXPENDITURES: GENERAL OPERATIONS (CON’T)

Actual FY 
2012/2013

Actual FY 
2013/2014

Actual FY 
2014/2015

Proposed 
Budget FY 
2015/2016

ACTUALS, FY 2012/2013, 2013-2014, 2014-2015, PROPOSED BUDGET 2015/2016
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Program Expenses (con’t):

Other Travel - Local Industry  72 58 100

Other Travel - Fundraising  303 10 50

Other Travel - Admin/Mgmt.  955 334 300

Other Employee Expenses - New Industry  7,191 3,629 4,000

Other Employee Expenses - Local Industry  2,132 1,585 1,500

Other Employee Expenses - Fundraising  1,377 932 500

Other Employee Expenses - Admin/Mgmt.  1,869 532 500

Employee Development - Admin/Mgmt.  1,805 3,141 1,700

Training/Conferences 7,398

USDA Grant Related Expenses   28,421

Supplies 3,585 4,888 3,690 3,500

Supplies - Hospitality and Hosting    900

Printing Costs - New Industry    1,125

Printing Costs - Local Industry    1,125

Printing Costs - Fundraising    1,125

Printing Costs - Admin    1,125

Postage - New Industry    350

Postage - Local Industry    350

Postage - Fundraising    350

Postage - Admin 829 817 1,816 350

Employee Expenses 32,020 

Total Program Expenses 115,299 93,207 108,877 83,900

Nonrecurring Expenses:

Recruiting Expenses 1,890   

Bad Debt Expense - Novocell 16,192  1,959

Loss on Investment - Novocell 30,000  

Forgiveness of Debt - Ilsco 25,000 25,000 8,333 

Total Nonrecurring Expenses 73,082 25,000 10,292 0

Total Expenditures 727,847 647,886 645,846 604,746

Net Income Loss (282,562) (261,298) (143,072) (84,898)

Drawdown MCIGF:

Drawdown MCIGF/Transfer from Reserve (Deficit) 210,000 214,858 128,563 74,998

Drawdown Stateline   37,000 9,900

Total Drawdown MCIGF 210,000 214,858 165,563 84,898

Net Change Including MCIGF (72,562) (46,440) 22,491 0

EXPENDITURES: GENERAL OPERATIONS (CON’T)

Actual FY 
2012/2013

Actual FY 
2013/2014

Actual FY 
2014/2015

Proposed 
Budget FY 
2015/2016

ACTUALS, FY 2012/2013, 2013-2014, 2014-2015, PROPOSED BUDGET 2015/2016
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