
Like many ESI clients, 

Pike Mfg. Corp. is grow-

ing. PMF, in Pittsfield, IL, 

is one of the most recent 

additions to the ESI client 

list. Brought on board in 

2020, PMF has been ex-

periencing growth, and 

related growing pains. 

PMF has grown metal 

work from 5 to 80% of 

their total volume (the rest 

is manufacturing agricul-

tural equipment related to 

the Bale Bandit product). 

They have grown from 

one shift to two, and from 

eight to 17 employees, 

with at least six more 

needed. They are now 

processing 25,000 

pounds of steel a week, 

heading toward 40,000. 

Last year they started at 

8,000 pounds a week. 

Like many businesses, 

they are facing supply 

chain and hiring hurdles.  

The facility is in a location 

that is isolated so there 

has not been much inter-

action with people in the 

community, just one old 

farm dog that pops by to 

say hello.  

You were recently sent a survey to the same email to which you receive this publi-

cation that was titled, “Rate Your Competencies.” Many of you completed the sur-

vey, which took less than two minutes. Thank you! If you did not complete the 

survey but would like the link to do so, please email Jackie.krawczak@kabu.net.  

But what was the purpose of the survey? Sometimes something comes up that a 

little bit of help is needed for - something short-term, or project-based - that does 

not require a new, permanent hire, but someone to assist temporarily. If there 

was a master database of competencies of the team members of ESI clients, it 

could prove very helpful in filling these short-term needs through “gig” work.  

Within the teams of ESI clients, there are competencies that go far beyond what 

someone might be doing in their job/career every day. Collecting that information 

can help teams quickly find the help they need to solve problems or get a project 

up and running.  

If you have heard of websites like, “Upwork,” “Toptal,” or “Guru,” you are likely 

familiar with the freelance, or “gig” workspace.  

The benefits for ESI clients to this type of work include getting a short-term pro-

ject done without having to hire someone full-time, utilizing people you already 

know and trust to do the work, allowing the person doing the work to expand 

their competencies, and utilizing this type of work as another way for ESI clients to 

continue their growth.  

The goal is not to steal anyone from their current role, but to tap into their com-

petencies, reward them for it, and create a win-win situation for all parties.  

There may be additional surveys or questions sent about competencies. Your hon-

est participation in these is much appreciated. Gig opportunities are also being 

posted on the internal job board at www.358-jobs.com.  



Leadership    

Training            

Opportunity 

This fall, ESI is offering a 

workshop series on lead-

ership. Topics include:  

• emotional intelligence 

• understanding         

employees 

• managing vs. leading 

• communication 

• coaching vs. discipline 

• conflict resolution 

• problem solving  

• effective meetings 

 

The series will be present-

ed by Trainer Lou Rabaut.  

The dates:  

• Sept. 8 

• Sept. 29 

• Oct. 20 

• Nov. 10 

 

Cost: $60 per session/$200 

for all four 

Times: each day has two 

identical sessions, 7 - 11 

a.m., and 1 - 5 p.m.  

Location: The Aplex on 

Woodward Avenue in    

Alpena 

 

For more information, or to 

register, please contact 

Becca Aikens:               

becca.aikens@kabu.net; 

989.340.6244 

What comes to mind when you think of a career in sales? There are likely many different re-

sponses to that, ranging from thinking of a pushy salesperson to a rewarding career.  

We took some time to speak with some of the many people in sales roles for ESI clients. They 

helped paint a picture of what it is like in the sales world.  

“No kid dreams of growing up to be a salesperson. I know I didn't! But here I am, 36 years 

into a sales career, 27 of which were for ESI clients,” is how Maureen Bolda (ProCal Innova-

tions, LLC) started her interview for this article.  

Long careers in sales are common among team members of ESI clients. There must be some-

thing that keeps them coming back. For Maureen, it is the realization that the products and 

equipment she and her team are selling are found in nearly every industry - from automotive 

and agriculture to clothing and beauty supplies.  

Others, like Marina Walsh (AMOS Mfg., Inc.), loves the learning that goes into sales. She en-

joys asking questions of potential customers to learn what they need and how she can help. 

The relationship building is what Ty Froggett (Uni-Craft, Corp. - pictured) enjoys. He shared, 

“We are not telemarketers. We are here to get the customer what they want. We solve 

problems for them and in the process, we create long-lasting, rewarding relationships with 

them.”  

For Wayne Morgan (Omni Metalcraft, Corp.), the process of seeing the initial conversation 

turn into a final product is what keeps him en-

gaged and eager to come to work every day.  

Although sales may not be for everyone, there 

does seem to be commonalities in the people 

who enjoy and thrive in sales for ESI clients. 

Mike Furtaw (ProCal Innovations, LLC) says key 

to his team’s success is, “Being curious, inquisi-

tive, and really able to listen so you can find the 

solution to their problem.” Marina shared that 

sentiment, stating that friends and family have 

often referred to her as, “a little sponge,” be-

cause she is such a curious person. Her curiosity 

has helped her be successful in, and enjoy, sales. 

Excellent communication is also important, including listening, which was something men-

tioned by Ty, Wayne, and Mike. In fact, Mike refers to sales as, “strategic communication.”  

If someone was interested in pursuing a career in sales, there are things they could do that 

would help them achieve success. Marketing classes or business classes can help, but accord-

ing to the interviewees, it is more about personality and drive. “It is competitive, not neces-

sarily with other people, but having a competitive personality, drive and determination to 

get and do better for your customers and yourself,” is how Wayne explained it.  

                       continued on page 3 



Wanted:  

Testimonials  

(and photos) 

You may have noticed an 

increase in social media  

action on the ESI Facebook 

and Instagram sites. That is 

part of the bigger picture of 

the recruiting efforts/plan, as 

well as an effort to create a 

positive perspective of what 

it is like to work for an ESI 

client.  

 

From time to time, testimoni-

als are posted on the social 

media sites, and there are 

some on ESI’s website as 

well.  

 

Your help in adding to the 

testimonials is requested. If 

you would like to prove a 

testimonial to ESI, please  

finish the following         

statement:  

“I like working for (employer 

name) because…”  

 

Send your testimonial and a 

photo if you are willing, to 

Jackie.krawczak@kabu.net 

Your help is appreciated.  

The World of Sales….continued from page 2 

Maureen says it is a great career for someone who wants something different every day. “It 

is detective work, and a teaching position, with negotiating skills, all wrapped into one.”  

Sales does come with some challenges, as all careers do. Ty said you must have thick skin 

because if you are doing cold calling, which not all sales positions require, you get turned 

down a lot. Or even hung up on sometimes. Wayne said the challenges change depending on 

the economy. Right now, for example, challenges exist with making delivery promises       

because of supply chain issues. That’s why being able to adjust to change and go with the 

flow is important.  

There are plenty of sales opportunities currently available with ESI clients, and for the right 

person, these opportunities could be loaded with growth potential. Marina summed up a 

career in sales for ESI clients by saying, “It is as big of an adventure as you want to make it.”  

Controlling Healthcare Costs by Remembering VUE 

Virtual 

Virtual care is a fast, convenient and affordable way to see a licensed doctor through your 
computer or mobile device. If you prefer in-person interaction, retail health clinics serve as a 
great alternative. Virtual care is a good option for: allergies, bites, stings, sore throat, fever, 
headache, cold, cough and flu.  

Urgent 

Visit an urgent care facility for non-life-threatening conditions that can’t wait for a Primary 

Care Physician appointment but don’t warrant an emergency room visit. Conditions that may 

call for an urgent care visit include: minor broken bones and fractures in the fingers or toes, 

sprains, strains, X-rays and lab tests.   

Emergency Room 

The emergency room (ER) is for emergencies that can’t wait. If you have an emergency and 

can’t get to the ER, call 911 immediately. The ER is for your most critical concerns, such as 

bleeding that won’t stop, pain in the chest or one arm, poisoning or drug overdose, seizures 

or slurred speech.  

 

Utilizing the proper resource for your health concern can help control costs for you and your 

employer. With your Priority Health plan, you can access your member account to learn 

more, or to access virtual care.  

A video with more information can be found at  

https://www.priorityhealth.com/member/getting-care/appropriate-care 



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 / Career Questions 

989.358.JOBS (5627)   

jobs@358-jobs.com  
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The mission statement of the Association of Lifelong Learn-

ers (A.L.L.) is: A.L.L. (a non-profit organization at Alpena 

Community College) sponsors, promotes, and encourages 

lifelong educational and enrichment experiences for people 

of all ages in Northeast Michigan.  

In other words, they are an association of people who like to 

continue learning, and understand the value of continuous 

learning. 

Members of A.L.L. recently toured what was previously the 

Alpena K-Mart building. Keli Werda of ConveyX Corp., and 

Jon Cox, of Reacher Mfg. Corp., guided them through the facility, showing them the process of 

assembly, and explaining to them examples of where and how the equipment is used by the end 

customer. A.L.L. participants had many great questions and were pleased to see what was hap-

pening inside of the building, leaving 

with a better understanding of how 

what happens in the facility impacts 

their lives and the lives of those 

around them.   

They also learned about i2P, a little 

about other ESI clients, the hurdles 

that currently exist for ESI clients, 

some projections for the future, and 

how they can help address hurdles 

through things like employee referrals. Tours of ESI client facilities are offered to approved 

groups and are a great way to help build a positive perception about ESI clients and share the 

great work that team members of ESI clients produce.  

And the winner is... 

The referral incentive program concluded on July 31, 2021. Participation was      

incredible - thank you to all who sent referrals.  

A total of 60 referrals were hired (and started work) before the deadline 

Congratulations to Paul Skiba and Justin Keathley who tied for first, with three hired 

referrals each. They will share the $2,500. Paul works for Standard Industrial Corp. 

and Justin works for Patriot Steel Works, LLC.  

In second place, it was a two-way tie between Terry Schram from Longspan Mfg. 

Corp. and Shayne Kaszubowski from Coating Concepts, Inc. They each brought in 

two hires and will split the $500.  

Well done, everyone, your participation is appreciated!  


