
Resources for You 

(R4U) was started to 

focus on four main 

areas of delivering 

resources to ESI cli-

ents: Maintain a cata-

log of equipment rent-

al/leasing options 

(machinery, forklifts, 

etc.); Manage the real 

estate asset portfolio; 

Increase buying power 

for ESI clients; Lever-

age capacity that ex-

ists to get jobs done.  

As R4U grows, the 

plan is to have a lead-

er and a support team 

in each of those four 

key areas of focus.  

Some of this work is 

currently being han-

dled in various ways 

for ESI clients, but 

growth has demanded 

a new way of handling 

these focus areas, 

giving customers of 

R4U better service 

and a level of exper-

tise when it comes to 

these services.  

If you haven’t already heard the term, “competency-based handbooks,” you will soon. 

Handbooks (the book that every ESI manufacturing client has that covers information 

about benefits, employee and employer expectations, company policies, wages, and more) 

of ESI clients have historically included wage information based on the skill level of an em-

ployee. Within each skill level, there were minimum and maximum wages that were used 

when it was time for employee evaluations.  

The wage sections of handbooks for ESI clients are being transitioned from skill-based to 

competency-based. What does this mean and why does it matter to you?  

A competency is the ability to do something successfully without being taught. Once you 

learn how to ride your bike, you have a level of competency in bike riding - no one has to 

teach you how to ride anymore. Competency is a combination of knowledge, skill and be-

havior. As the new handbooks are rolled out, you will see that your employer developed a 

domain of competency which can be seen as a grid that represents what your employer 

promises to customers, and then what competencies your team needs to achieve those 

promises. Each individual will then have competency wheels that will chart where they are 

within that domain and on that team. The various competencies needed to deliver the re-

sult to the customer are linked to wages, and then broken down further into multipliers for 

each wage. For example, if a max wage for an area on the domain is $21.66, someone 

who stands out amongst the top 15% of industry peers and provides a competitive differen-

tiator for the team in that competency will receive 100% of that pay per hour. However, if 

someone only has a minimally demonstrated history of applying that competency, that per-

son will be eligible for 55% of that hourly wage. There are multiple other levels in between.  

The goal? To allow hourly employees to see the path for their own growth and take steps 

to get to where they want to go with their own competencies, and therefore their own pay. 

The future plan is to offer resources for team members of ESI clients to utilize to increase 

their competency level. It’s a process to get from here to there, but the change in hand-

books is a leap in that direction.  



Increase Your          

Competencies with  

MICHIGAN  

RECONNECT 

Michigan’s new Recon-

nect program offers eligi-

ble Michigan adults an 

opportunity for a tuition-

free degree.  

Eligibility for this pro-

gram requires that you 

are at least 25 years old, 

are a Michigan resident 

for at least one year, 

have a high school diplo-

ma or equivalent, and do 

not already have a com-

pleted college associate 

or bachelor’s degree.  

This program will help 

fund an associate de-

gree or technical pro-

gram certification/

degree. 

There are several pro-

grams that would devel-

op your competencies to  

help you move up in the 

wage scale within the 

ESI client base.  

This program pays the 

remaining fees for tuition 

and mandatory fees after 

state and federal finan-

cial aid has been ap-

plied.  

More information can be 

found at  

Michigan.gov/reconnect 

How do educators know what their students will 

face in the work environment? One of the re-

sources used to learn about career-specific trends 

like technology and industry expectations is an ad-

visory committee. Advisory committees are made 

up of professionals in the industry. They meet with 

instructors/teachers, to share ideas and add input 

into the curriculum and student experience.  

Joyce McCoy with Alpena High School Career and Technical Education, said that the primary 

purpose of a program’s advisory committee is to serve as a resource and connection to the 

workplace for CTE teachers, administrators, and students. They guide the program in ways 

that should result in continuous program improvement. Each individual CTE program must 

have an advisory committee to be recognized by the State of Michigan as a CTE program.  

Advisory committees act in similar ways for programs at Alpena Community College. Instruc-

tor Andrew Paad said, “The advisory committee gives us a direct link to industry. I do not need 

to guess or assume what an employer is looking for students to have, I get the information 

from them first-hand.” ACC Welding Instructor Tim Ratz shared that, “The advisory commit-

tees are vitally important to the health of our technical trade programs. Our industry partners 

are like a compass that give us direction so that we know we are on the right course.” Instruc-

tor David Cummins agreed with Paad and Ratz and added that, “As educators, we are con-

stantly balancing the theory of why we do things with the practicality of how to do it. Our in-

dustrial advisors are critical in our understanding of how we are doing in achieving this bal-

ance.”  

Within the ESI client base, there are several team members who participate on various advi-

sory committees. Lisa Kendziorski, Financial Manager Assistant, employed by Innova-Tech 

Solutions Corp. has been involved for more than five years with ACC’s business and account-

ing program advisory committee. Lisa can cite several specific examples of times the advisory 

committee made suggestions about what they were looking for in new employees, that were 

then incorporated into the classroom.  

Matt Gies, of Versa Industrial, LLC, has been involved for more than ten years with ACC’s 

CAD and Engineering programs. He said that he is able to provide them value regarding what 

is important for students to learn about the industry, and what isn’t. For example, the advisory 

committee members suggested that the instructors eliminate board drafting (pencil and paper) 

since everything is now done using technology. 

Matt and Lisa agree that there are also benefits to connecting with others in their field, learn-

ing about changes and challenges, and engaging in a roundtable of sorts.  

                     Continued on page 3... 



Summer Safety  

Although the risks of a man-

ufacturing environment re-

main relatively consistent, 

the changing seasons do 

lead to some different risks. 

Moving out of the cold 

weather into warmer weather 

brings about some new risks 

that ESI would like to remind 

you about. It’s that time of 

year where heat-related is-

sues may arise if proper pre-

cautions are not taken. Heat 

cramps, heat exhaustion, 

and heat stroke are risks of 

exerting yourself during 

warmer temperatures. To 

prevent these issues, stay 

hydrated, stay cool, keep out 

of direct sunlight, stretch 

cramped muscles, and look 

for symptoms. Symptoms 

include such things as 

cramps, flushed skin, dizzi-

ness, headache, nausea, 

rapid pulse, fatigue, warm 

but dry skin (lack of sweat-

ing), high body temperature, 

and confusion.  

If symptoms arise, it is im-

portant to hydrate and find a 

cool place to rest until symp-

toms subside. If symptoms 

are severe, call an emergen-

cy medical service and while 

waiting, keep the person 

cool, out of the sun, and hy-

drated if they will accept any-

thing.  

Your wellness and safety is 

important and your help in 

prevention is key.    

Eco Value Technology, Inc. (EVT) was approached about three years ago to assist with an 

idea the caller had in the human death care field. She owned a company called Recompose, 

which transforms human bodies into soil after death.  

EVT worked with Recompose to develop four prototypes for them. Throughout the design and 

development process, EVT worked very closely with the customer, listening to their feedback 

on each prototype, making changes, and ultimately developing the product they are using to-

day. The product is an eight foot by four foot stainless (mostly) steel cylinder into which a 

body is laid, covered with a proprietary organic recipe of plant material, developed by Recom-

pose and, over the course of approximately 30 days, decomposes using natural organic re-

duction. The final product, soil, can then be used in the way any soil is utilized.  

EVT now has an exclusive manufacturing agreement with Recompose, with various ESI cli-

ents doing much of the production work. Recompose is based out of Seattle, WA, and is seek-

ing to change legislation in additional states so that this type of service can be utilized by 

more people. The service is currently legal in Washington and Colorado.  

Quade Kimball, who worked on the project for EVT said, “It is exciting to be on the front-end of 

something that has never been done before. The customer has been wonderful to work with 

and we are really enjoying our time on this project.”  

Learn more information about Recompose and view photos at www.recompose.life.   

Advisory Councils, continued from page 2….. 

Brian VanWormer has represented Employment Services, Inc. on several advisory commit-

tees at AHS and ACC for 16 years. He enjoys being on the advisory committees and says, 

“They are a great opportunity to help connect what students are learning in the classroom with 

real-world applications. By providing instructors with real-life examples of needed competen-

cies, educators are better suited to provide instruction that meets the needs of businesses, 

and better prepare the next generation of workers for available opportunities.”  

The advisory committees are not a major time commitment but they offer tremendous value to 

the instructors, businesses and students. Melissa Timmreck, teacher for the AHS marketing 

program, says she values the insight provided by the industry professionals on her program ’s 

advisory committee as they offer, “recommendations on certifications, discussion of marketing 

trends, suggestions for purchasing equipment and software, and assist the program to ensure 

they truly are simulating the industry.” The advisory committees truly are a win for the instruc-

tors, the students and the businesses. Lisa Kendziorski shared that they are a great way to 

get involved for the benefit of your field, and added, “I’d encourage everyone to find some-

thing of interest to get involved in. Even if you don’t think you have anything to give, you do!”  



ESI contacts  

Newsletter: Jackie Krawczak 

989.358.6175                        

jackie.krawczak@kabu.net 

 

Benefits: Leslie Davis 

989.358.7181 

leslied@kabu.net 

 

Career Opportunities: Ashley 

DeFisher 

989.358.6289                       

Ashley.defisher@kabu.net 

 

Misc. HR Questions: 

info@358-jobs.com 

 

Misc. Opportunities / Competen-

cies / Careers Questions 

989.358.JOBS (5627)   

jobs@358-jobs.com  
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CTE Welding Students Receive Airgas 

Certificates from ESI 

Each year the Career and Technical Education classes at Alpena High School select 

two or three students per class to receive recognition. It has become a tradition for ESI 

to present the recognized students from the CTE Welding class with certificates to Air-

gas - Alpena so they can purchase items to continue to pursue welding as they wish. 

ESI participates in activities that help grow the trades in which their clients hire.  

This year there were three students from the AHS welding class who were recognized - 

Beau Oliver (left), Mitchell Agius (right), and Patrick McCourt (not pictured). Their in-

structor, Ron Cadarette (center) is a great partner to many ESI clients.  

Congratulations, Beau, Mitchell, and Patrick and thank you, Ron!  

Who will receive $2,500 for the most referrals? It’s anyone’s game at this point!  

To date, 19 current team members have made successful referrals. One person has 

made two referrals and is in the lead for the $2,500. The other 18 have each made one 

successful referral and are tied for second place. Remember from now  through July 31, 

2021, there is a referral incentive program in play. Every person you refer who is hired 

by an ESI client will earn you an extra $150. Stack up the most referrals by July 31, 

2021, receive an extra $2,500! Deliver the second most referrals, receive $500.  

More details can be found in the May edition of Equipped, from your leader, or by     

contacting ESI. 


