


CHIPPEWA VALLEY BUSINESS REPORT WINTER 2009 21

One example of a successful project using the
Idea Challenge is the Silvermine Stone
Company.

Through services provided by the EDC Idea
Pathway Idea Challenge, a needs assessment
was drafted in January 2008. The assessment
identified specific needs — such as market
research, patent protection, the manufacturing
process and financial capacity. By spring, the
Eau Claire Area EDC facilitated applications for
grants and business start-up cash, and by July
the new company had an equity investment and
business partner. A new management team was
established.

In September 2008, the new company, now
named the Silvermine Stone Company, started
full-scale production.

“The inventor had an idea, but knew he want-
ed a management team to run the company,”
said Doudna. “We were able to bring his idea to
full-scale production as Silvermine Stone in 10
months. He met with us in December 2007, and
we helped him through the patent process to
equity investment. We can do this through our
Idea Pathway, a free online service that includes
the Idea Challenge application.”

The Eau Claire Area EDC’s partners in the
Idea Challenge program include the Chippewa
Valley Technical College, the Small Business
Development Center, SCORE, the UW-Eau
Claire Entrepreneurship Program, UW-Stout,
Western Dairyland and the Wisconsin
Entrepreneurs’ Network.

Opportunities in down markets
“We’re marketing to companies looking for

opportunities in down markets,” Walker said.

“We also have programs designed to help exist-
ing businesses stay competitive and ride out the
tough period.”

These programs include counseling sessions
and educational seminars. Some examples are
the Business Success Strategies series, includ-
ing the “Focus on Revenue Enhancement and
Cost Reduction,” and “Business Success
Strategies in a Downward Economy” workshops.

Another way CCEDC will help companies
stay competitive is through improving customer
service. Some of the customer service workshops
offered include “Increasing Customer Loyalty
through Excellent Customer Service,” and
“Creating a Competitive Edge with Exceptional
Customer Service.” The CCEDC organizes these
workshops to promote an economic environment
that supports area businesses and strengthens
growth in the county.

Strategies for 2009
As a result of the changes in the state,

national and global economy, the CCEDC has
adjusted its strategies for the upcoming year.

“One strategy for recruiting new business is
helping companies see where they can save
money,” said Walker. “The cost of fuel led us to
companies that wanted to be closer to their sup-
pliers.”

In addition to new businesses, Chippewa
County EDC is focusing on business retention.

“We ask how we can help existing business-
es,” said Walker.

This help may take the form of assisting com-
panies to expand existing production facilities.
It may also be helping businesses that have sup-
pliers or operations in Chippewa County see the

advantages of moving more of their operations
to the county.

“If we see large layoffs, we look to weed out
the entrepreneurs, providing opportunities to
start their own businesses,” said Walker. “We
help them get their ideas off the ground now. If
you can survive in this market, you can survive.

“Another strategy we have is communication
with and education of our state Legislature,”
said Walker. “We’re anticipating that if the fed-
eral government gives money to Wisconsin, the
Legislature will have to divvy it up. So we’re
educating them about the ’shovel-ready’ projects
we have in the Chippewa Valley. Our overall
theme is to position Chippewa County to make
certain there are shovel-ready projects so if
Wisconsin gets money, Chippewa County gets its
share.“

In the Eau Claire Area, the EDC is also shap-
ing its strategies for the new year.

“We expanded our outreach to area companies
to better understand the risks each faces,” said
Doudna. “We’re looking forward to 2009. The
Eau Claire Area EDC will be focused on
addressing credit needs of early stages and
growing companies.”

For businesses already in the region, or
thinking about moving here, whether existing or
start-up, the overall long-term economic forecast
appears optimistic in the Chippewa Valley. ▲

Erica Hanson is a freelance writer from
Menomonie. Reach Chippewa Valley

Business Report at (715) 723-5515 or through
www.chippewavalleybusinessreport.com.

“Psychology was such a good background. It’s
all about motivation, consumer behavior and
what people want and desire. Marketing is how
you drive them towards that. I love marketing.
People think of it as advertising, but it’s so
much more than that. It’s influencing the media.
It’s influencing employees. In times like this,
companies should be especially concerned about
their employees. With layoffs and freezing of
wages, there is an increasing demand for com-
munication.”

There’s also an increasing demand for other
proactive measures, with an emphasis on the
“P.“

“Not all businesses survive and certainly, not
all businesses will survive in this economic cli-
mate,” said Pophal. “But there are things that
businesses can do to increase their odds. They
need to look at their marketing mix, which, for

me, always starts with the four P’s.”
■ Product that people want, so you need to be

attuned to the marketplace.
■ Price that represents a fair exchange in the

mind of the consumer.
■ Place: make it easy for them to get to you

or your product.
■ Promotion: make sure they’re aware of you.
Pophal believes that all four P’s must be in

place to ensure success. She also believes that
businesses make the mistake of believing that
they set prices.

“I’ve worked for companies that say things
like, ’We need to do a better job of communicat-
ing our value proposition,’ ” Pophal said. “That’s
all wrong. Potential customers don’t care about
your value proposition. They care about their
needs. If they don’t believe they need what
you’re trying to sell them, or if they believe the
price you’ve placed on your product or service is
too high, you will not be successful. They deter-
mine the value, not you.“

The bounty of introversion
Throughout her early life, Pophal would come

home and think, “I finally know what I want to
be when I grow up!“

One day, it might be a lawyer. Another day, it
might be an entrepreneur. But when she was
five, she decided she would be a writer when she
grew up. She’s become that, but much more.

“What I love about my work is the variety,”
she says.

And she also loves the secret bounty of intro-
version, of listening well to her clients.

“I get to learn all kinds of interesting things.“
And those clients, in turn, get to skim the

cream of Pophal’s extensive experiences and
expertise. ▲

Katie McKy is a freelance writer from Eau
Claire. Reach CVBR at (715) 723-5515 or through

www.chippewavalleybusinessreport.com.
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