

NIST/MEP Project Coding Guidelines
Substance Code
Still Required.  Same Code Choices as Before.

21  Client Assessments
22  Training/Workforce Development Services
23  Lean Product Suite
24  Quality Product Suite
25  Growth Services Product Suite
26  Sustainability Services Suite
27  Strategic/Business Mgt and Planning Srvs Suite
28  Technology Services Suite
29  Financial Analysis/Assistance Service Suite
30  Sales/Mkt/Business Development Services Suite
31  Engineering Services/Plant Layout
32  Information Technology

NEW CODES

Initiative Codes 

51. Supplier Scouting:
Projects in this category connect U.S. manufacturers with business opportunities by matching their specific capabilities with the supply chain needs of federal agency and original equipment manufacturer (OEM) partners.  MEP leverages its knowledge of local manufacturer capabilities to identify and pre-qualify supplier capabilities and capacities, and provide assistance to suppliers as needed.  Supplier Scouting efforts represent multiple collaborations of federal agencies, OEMs, and MEP to scout for U.S. manufacturers.  For federal agencies, Supplier Scouting can include support for Buy America and Buy American Provisions of federal funding programs.

52.	E3: 
Projects in this category provide manufacturers, through a coordinated community E3: Economy, Energy and the Environment partnership, with customized, hands-on assessments of production processes and assists with the implementation of coordinated, lean process, environmental actions and energy-saving waste reduction projects.  E3 is a coordinated federal and local technical assistance initiative that is helping manufacturers across the nation adapt and thrive in a new business era focused on sustainability.  In the process, E3 is boosting local economies and benefiting the communities with creation of “green jobs” and reduced environmental impacts.  The E3 model encourages working with local manufacturers, utilities, and business communities to streamline the delivery of technical and financial resources to the manufacturers.  These resources are leveraged from the following pool of E3 collaborating agencies and programs:  DOC, DOE, DOL, EPA, SBA, and USDA.  
 
53. ExporTech:
Projects in this category help companies enter or expand in global markets.  The program assists participating companies in developing an international growth plan, provides experts who will vet their plans, and connects companies with organizations that will help them move quickly beyond planning to actual export sales.  This is done through three training sessions over three months combined with between-class “homework” and expert review of international growth plans.  ExporTech is an export acceleration system for achieving profitable growth, developed by the MEP and the U.S. Export Assistance Centers of the U.S. Department of Commerce. 

54. Innovation Engineering Management System (IEMS):
Projects in this category accelerate a continuous flow of innovations to address a firm’s department, division, or company problems and opportunities. Major innovation projects 

have a dramatic impact on sales and profits.  Minor projects help transform the culture. IEMS projects include one or more stages of the four-stage process: Define, Discover, Develop and Deliver.  Projects to be captured under the Innovation Engineering Management System include activities with manufacturing firms over any time period to encourage company culture change or to adopt a system for moving innovation ideas from concepts to products/services/processes.  This could include a series of project events and team coaching with a firm to identify product line extension, new customers, or new products/services.  This could also include a series of Innovation Engineering Black Belt coaching activities over several weeks using the Innovation Engineering tool kit to translate ideas into written concepts, to mine for new technologies, to address death threats or to bring clarity to a new concept.

55. Reshoring/Insourcing:
Projects in this category include work with manufacturers to  assist them to more accurately assess their total cost of offshoring, and shift collective thinking from ‘offshoring is cheaper’ to ‘local reduces the total cost of ownership’.  Projects include bringing back production operations to the United States and MEP technical experts educating the nation’s manufacturing base on how to successfully use and implement available tools to determine the benefits of reshoring.

56. Small Business Innovation Research (SBIR):  
Projects in this category identify companies that have benefitted or would benefit from SBIR funding.  Projects focus on working with companies to move ideas from concepts into commercialization by providing manufacturing engineering, technology commercialization, and business support services.  Projects include working with Phase I and II SBIR awardees by providing design for manufacture and assembly, product design and prototyping, technology scouting, technology-driven market intelligence, quality control and management, continuous improvement and strategic business development services.  MEP’s basic tool kit is used to support companies’ product or project development.  Projects also include assistance to companies in navigating the SBIR application process and in helping to develop the company’s commercialization plan.  Note: NIST Legal Counsel has determined that fees paid by an SBIR company for manufacturing services to an MEP Center may be applied as “program income.” 


 57. Layoff Aversion:
Projects in this category involve MEP centers working with multiple state and local partners including workforce investment boards, to assess companies at risk and identify cost savings, training, re-training and redeployment opportunities to ensure that the company and the local economy does not lose revenue or skills.  Strategies might include reducing costs through process improvements, or reducing waste or energy use, and implementing innovation and growth strategies. Growth strategies can include diversification into new markets, new product development, and other innovative 

practices to foster profitable growth and increase sales.  The Manufacturing Sector Lay-off Aversion Business Assistance Program is a collaboration of workforce investment board rapid response/layoff aversion teams and MEP centers and partners.

58. Technology Scouting/Technology Driven Marketing Intelligence (TDMI):
Projects in this category include working with a firm to connect firm identified technology needs with developed technologies or technical capabilities to address the need.  Technology Scouting searches find solutions for small manufacturing clients by identifying applicable l technologies from government laboratories, universities and private sector sources.  Typically Technology scouting projects include needs definition, cross-sector reviews, data sources reviews, business and technical intelligence, expert insights, and the identification of targeted solutions.  Small-scale projects last 8–10 weeks and 60–80 hours with more complex/large-scale projects lasting 12–20 weeks and 150–200 hours.  Technology-Driven Market Intelligence (TDMI) identifies the benefits and the market impacts related to a company’s technology-based asset (e.g., idea, product, process, capability) and provides customized actionable intelligence they need.  TDMI project typically help firms understand the strengths and weaknesses of their technology assets, characterize market opportunities and barriers, and collect intelligence needed to make accurate decisions for new technology driven products and markets.
59. Lean Product Development:
Lean product development (LPD) is the application of lean principles to product development.  Projects in this category apply the waste elimination philosophy of lean operations to the product development process.  The service helps manufacturers reduce time to market, improve resource utilization, and reduce new product development risk, while cutting waste, reducing product costs and product development expense.  Lean Product Development is an integral component of the Innovation Engineering Management System focusing on concept development and commercial delivery (Develop and Deliver phases of IEMS).  Note:  This category is ONLY related to processes that occur during the product development stages.  

90. Center Specific:
Indicates a project is part of a Center Specific Initiative.  If chosen as a code, the center must also provide a brief narrative description of the initiative.  The GaMEP center specific codes are: 

SEP Strategic Energy Partnership
Small Business Strategic Coaching
Lean Consortium

99. None:

If a project doesn’t specifically meet the criteria of an Initiative, selecting “None” is acceptable.





Next Generation Strategies (NGS)Codes

1. Continuous Improvement:  
Performance Improvement as a Foundation
A culture of continuous improvement is necessary to enhance productivity and free up the capacity that will provide manufacturers a stable foundation to pursue innovation and growth. MEP centers around the country have a strong record and solid reputation for providing superior lean and quality services as well as other programs that target plant efficiencies.  MEP will continue to provide a unique approach to implementing the concepts of lean manufacturing across all aspects of the enterprise, scaled for smaller companies to readily adopt, and serving as a starting point to leverage the operational improvements into company-transforming strategies.

2. Supplier Development:
Responding to Evolving Supply Chains
In the expanding global marketplace, the interdependence of Original Equipment Manufacturers (OEMs) and their supply chains will continue to evolve.  As the OEMs focus on improving their competitive position through the development of an efficient supply base and the identification of innovative processes and products, it is increasingly important for the suppliers to understand industry needs, market drivers, as well as focus on adopting productivity improvements to remain competitive.  Through work with both OEMs and suppliers, MEP understands industry needs across all levels of the supply chain in terms of market space, integration requirements and best practices.

3. Sustainability:
Embracing the Green Economy
Sustainability has become a key driver of economic growth as global demands for diminishing resources increase, renewable and alternative energy technology needs expand, and environmental concerns heighten.  Whether it is simply a response to rising energy and resource costs or as a corporate growth strategy, sustainability seeks to balance economic, environmental, and societal challenges and opportunities.  MEP will help companies gain a competitive edge by reducing environmental costs and impact by developing new environmentally focused materials, products and processes to gain entry into new markets.  Sustainable practices also increase manufacturing’s contribution to the economy by helping companies embrace environmental goals profitably. 

4. Technology Acceleration:
Leveraging Technology to Stimulate Business Growth
Accelerating opportunities to leverage and adopt technology is the key to long-term business growth and productivity.  MEP will serve as the connection between manufacturers and the technology opportunities and solutions they require to grow and compete in the global marketplace.  MEP, in partnership with other organizations, will develop tools and services to bring innovative and affordable new product and process improvement opportunities adapted to the needs of manufacturers.  Additionally, MEP will make available a range of product 


development and commercialization assistance services to help manufacturers rapidly move new product opportunities into production and out into the market.

5. Workforce:
Establishing and Enabling a Strong Workforce
A strong, engaged, and skilled workforce spanning all levels of the organization is a key element necessary for manufacturer’s growth.  Together, with partners at the federal, state, and local levels, MEP has developed and delivered training and workforce assistance tailored to the unique needs of the smaller manufacturer.  Recognizing that an efficient and effective manufacturing workforce of the future begins with a shift in corporate culture, MEP will expand partnerships and collaborations to develop and deliver the tools and services needed to foster the development of progressive managers and entrepreneurial CEOs, and continue to provide training and educational opportunities for the entire manufacturing operation.

9.  Other: 
“Other” can be selected only once per project.  Need to provide brief NGS “Other” Narrative in this case. 

Examples:
(a) A project that included sponsoring an ExporTech program with several manufacturers resulted in the following codes:
Primary – Supplier Development 
Secondary – Continuous Improvement
Tertiary - Other
Narrative for Other:  We have been working with this client for years, and we coached them to be open to   ExporTech sessions as a way to launch their new business growth plan overseas.



(b) A project that included helping the manufacturer write a new technology related business plan and financial applications to provide to banks, venture capitalists, and angel investors resulted in the following codes.
Primary – Other
Secondary – Technology Acceleration
Tertiary – None
[bookmark: _GoBack]Narrative for Other:  Client needed funding in order to purchase key new technology identified through Technology Scouting, we helped them get the financing, and then closed the deal with the technology supplier.


C-Level Engagement (Decision Maker)

Yes:  Indicates Center is working with high-level decision maker at Client
For local firm – Can include an Owner, Co-Owner, President, CEO, Founder, Co-Founder
For National firm – Can also include a Plant Manager, Vice President

Additional titles may be accepted upon review.

No:  Indicates not working with high-level decision maker at Client
No high-level decision maker is working with the Center on this project.


Transformation and Coaching


Yes:  
Indicates project is related to the establishment of long-term, coaching relationship with client that helps them transform.

· If Yes, indicate how the project supports the ongoing relationship in the narrative field titled “ongoing transformation description.”
No:  
Indicates project is not part of a long-term, coaching relationship with client.


Check to Survey Client 3 times

Unchecked box or “NO”-   Default is 1, which means that client will be submitted for survey ONLY once in  approximately 6 months after project completion submission.
Checkbox “Yes” -  means that the client will be surveyed 3 times.  Once in 6 months and then annually for 2 consecutive years thereafter regardless if additional new project work is done with the client or not.  This choice is used for projects expecting longer term impact where the  impact from the original project is desired to be captured by automatically adding the client to the survey cycle two additional times.
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