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Manufacturing buying decisions are not made by one person.
CEOs, COOQOs, engineers, procurement leaders, buyers, and safety
teams all look for different proof before they trust a supplier.

This guide is built for small to mid-market B2B manufacturers that

want to sell with more intention. Use it to understand what each buying
committee member cares about, how they validate suppliers, what they
expect to see on your website and in your sales process, and what kind
of proof helps them move forward with confidence.

You do not need to use every section at once. Start with the roles that show
up most often in your sales process. Then use the insights to tighten your
messaging, improve your sales materials, strengthen your website, and make
it easier for the right buyers to trust you before they ever talk to your team.
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President / CEO

Economic Buyer + Final Sign-Off

The President / CEQ is ultimately buying certainty: certainty
that a supplier relationship will protect reputation, hit delivery
commitments, and support growth without creating distractions.

They care about outcomes like revenue, margin, risk reduction,

and scalability, and they want to know your company is “built for the
long haul” (capacity, leadership, financial stability, proven systems).
They lean on internal leaders for technical validation, but their final
decision is based on whether your solution moves the business
forward and reduces downside risk.

They respond to clear, executive-level messaging: why you,
why now, how you reduce risk, and what measurable business
impact looks like. They are allergic to jargon, unclear ownership,
and vendors who “sound good” but lack proof.

ManufacturingGrowthLab.com
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Marketing & sales assets to engage and convert

Validation research they do

- Ask trusted peers for direct feedback
- Look for proof of scale, stability, and leadership credibility

- Check reputation, reviews, news, legal issues,
and customer logos

- Validate delivery capacity, coverage, and
contingency plans

+ Pressure-test risk: “What happens when something
goes wrong?”

- Confirm fit with growth, margin, and de-risking priorities

ManufacturingGrowthLab.com
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What matters on your

website / marketing

- Clear executive value proposition tied to outcomes,
specialization, and experience

- Case studies with measurable results and
recognizable industries

- Trust proof: certifications, footprint, leadership bios,
awards, testimonials, and major customer logos

- Strong About page with years in business,
facility proof, and virtual tours

- Simple explanation of process, governance,
timelines, and ownership

- Delivery reliability proof: OTIF, program management,
escalation paths, and continuity planning

- Easy path to reach a senior person, not just a
generic form

oooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo
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How they use Al to research

CEOs use Al for quick market scans, not deep
vendor evaluation. They may ask ChatGPT, Claude,
or Perplexity to identify key players, summarize

a company’s reputation, or flag potential risks.
They typically validate those findings through
peers, board members, banking contacts,

or groups like Vistage and YPO.

Al can influence the starting shortlist. If your
company does not show up for searches like
“best [capability] for [industry / region],”
you may miss the conversation entirely.

Per Forrester, 95% of winning vendors are
already on the buyer’s Day-One shortlist.

ManufacturingGrowthLab.com

Example prompts:

Buyer questions to answer for Al search

Who are the top contract manufacturers for [industry]
in the Midwest?

Summarize [Company Name]’s reputation, recent news,
and known risks.

What should | ask before signing a multi-year
supplier agreement?

Compare [Vendor A] vs. [Vendor B] on scale, stability,
and customer concentration.
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Background

- Deep experience in the business, industry,
or manufacturing environment

- Often advanced through operations, sales,
engineering, finance, or plant leadership

- Responsible for growth, profitability, major customer
relationships, risk, and long-term direction

Identifiers and skills

Risk tolerance: Moderate; will take calculated bets if
downside is understood and mitigated

Decision lens: “Does this move the business?”

(growth, margin, risk, valuation)

Quality / price / on-time: Expects predictable delivery and
quality; price matters, but hates cost surprises more than

a higher initial quote

Technical vs financial: Balances both; leans to strategic
and financial outcomes

Key motivators: EBITDA improvement, growth, de-risking customer

concentration, smoother operations, leadership confidence

Pain points and challenges

Too dependent on a few big accounts
Suppliers are inconsistent or undependable

Leads / pipeline are inconsistent; sales cycles are long
and hard to forecast

Growth is constrained by staffing gaps, skilled labor shortages,
and limited leadership bandwidth

Operational fires distract from strategy (quality, late shipments)

Vendor risk: worries about betting on the wrong partner

ManufacturingGrowthLab.com

- Practical and outcome-focused; values clear

numbers, proven experience, and operational discipline

- Skeptical of vague claims, generic messaging,
and anything that adds complexity to an already
stretched team

Goals and objectives

Hit revenue / EBITDA targets

Reduce concentration risk and improve market positioning

Improve forecasting and visibility (pipeline, capacity, on-time delivery)

Build a stronger leadership bench and scalable systems

Where they consume information

CEO peer groups, including Vistage, YPO, and EO

Private equity, banking, and board networks

IndustryWeek, NAM, trade associations, and executive newsletters
WSJ, HBR, and select operations, leadership, or M&A podcasts
LinkedIn, often as a lurker more than a poster

Al assistants for quick market scans and red-flag checks
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General Manager / COO

Operational Owner + Co-Decision Maker

The GM / COO buys what keeps operations stable: on-time
performance, predictable quality, responsiveness, and minimal
disruption. They tend to be skeptical of marketing claims and
instead look for evidence that you can execute under real-world
constraints (changeovers, staffing, supply volatility, downtime
windows). They want partners who understand manufacturing
reality and won't create operational drag.

They are strongly motivated by suppliers who feel like an
extension of the operation: clear communication, realistic
lead times, clean handoffs, and proactive problem-solving.

If you help them reduce firefighting and improve throughput,
you become “sticky.”

ManufacturingGrowthLab.com
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Marketing & sales assets to engage and convert

Validation research they do

- Talk to ops peers and request references

- Evaluate lead times, capacity, QA process,
and responsiveness

- Review how projects are implemented,
including downtime planning

- Check for real manufacturing experience
and relevant constraints handled

- Look for Lean, corrective action, and continuous
improvement discipline

- Validate support coverage, onsite help, after-hours
response, and parts availability

ManufacturingGrowthLab.com
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What matters on your

website / marketing

+ Operational proof: delivery performance,
quality process, and response times

- Clear implementation roadmap with milestones,
roles, and timing

- Manufacturing-relevant outcomes: uptime, throughput,
scrap reduction, and fewer delays

- Capability overview: materials, equipment, tolerances,
and capacity

- Service and support clarity: who answers, how fast,
and escalation paths

« Practical visuals: plant photos, process videos,
and “how it runs” content

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo
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How they use Al to research

GMs and COOs use Al to pressure-test
operational claims, benchmark performance,
and surface vendor red flags before granting a
plant tour or moving into a trial. They may look
for late-delivery patterns, recall history, service
complaints, leadership changes, or gaps in
quality documentation.

They may also use Al during implementation to
summarize RFI threads, draft escalation emails,
or compare quality-system documentation.

But they do not rely on Al alone. They still
validate findings through ops peers, references,
and manufacturing communities.

ManufacturingGrowthLab.com

Example prompts:

Buyer questions to answer for Al search

What is a realistic OTIF benchmark for a Tier-1
stamping supplier?

Summarize [Vendor]’s service issues, recalls,
and quality complaints.

Compare [Vendor A] vs. [Vendor B] on quality,
lead times, and service coverage.

What should | ask on a plant tour to assess scalability?
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Background

- Often has a background in engineering, operations, - Practical, process-minded, and focused on
supply chain, or plant leadership throughput, quality, uptime, and execution

- Typically has deep plant experience and - Values vendors who understand real-world plant
cross-functional responsibility constraints and do not create operational drag

- May have Lean, Six Sigma, APICS/ASCM, or
similar operational training

Identifiers and skills

Is and objectives
¢ Risk tolerance: Lower than CEQO; prefers proven playbooks Goa J

and phased rollouts * Improve throughput / capacity without chaos

* Quality / price / on-time: Obsessive about OTIF (on-time, in-full) * Stabilize scheduling, reduce expedite fees, improve
and scrap / rework supplier performance

* Technical vs financial: “Operationally technical” with strong * Maintain quality and safety while meeting customer demand
practical financial sense * Standardize processes across plants / shifts

* Key motivators: Throughput, uptime, labor efficiency, * Staff to support demand

fewer expedites, fewer surprises

Pain points and challenges . .
P 9 Where they consume information
* Constant firefighting (maintenance, staffing, supplier delays)
* SME, ASCM/APICS, and plant communities
* Unreliable suppliers or vendors that overpromise and underdeliver
* Supplier, controls, and Lean webinars
° Engineering designs that can’t be built efficiently
* YouTube how-to content
* Systems aren’t connected (ERP, quality, scheduling, procurement)
¢ IMTS, FABTECH, and PACK EXPO
* Limited visibility across the operation
* Reddit, forums, and Al for quick checks
* Capacity stretched by growth demands

ManufacturingGrowthLab.com 10
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Engineer / Project Engineer

Technical Evaluator + Spec Influencer

Engineers are driven by spec compliance, performance,
and reliability. They want proof that your solution works in
their environment, under their constraints, with clear
documentation. They push back hard on vague claims and
champion you internally when you provide real technical
confidence: test data, tolerances, integration requirements,
and a clear path to validation. Engineers are highly
detail-oriented and notice deviations in specifications.

They also care deeply about how easy you are to work
with — responsiveness, clarity in drawings / submittals,
and whether you anticipate integration issues (controls,
utilities, footprint, materials, safety). The best way to win
is to make the engineer feel safe recommending you.

ManufacturingGrowthLab.com
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Marketing & sales assets to engage and convert

Validation research they do What matters on your

- Compare specs against requirements website / marketmg

- Request CAD, drawings, test data, and validation reports - Deep technical library: datasheets, CAD / BIM,

- Ask engineering peers for feedback drawings, manuals, and FAQs

- Evaluate integration risk: utilities, controls, + Clear specs, constraints, and known limitations

footprint, and installation - Validation proof: certifications, test results, and

- Review failure modes, warranty terms, standards compliance

and known limitations + Engineering support access with SME contacts

- Test-fit with samples, pilots, or proof of concept and response expectations

- Application notes and integration checklists

- Technical case studies with real details, not fluff

ManufacturingGrowthLab.com 12
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How they use Al to research

Engineers use Al to interpret specs,

compare datasheets, evaluate material
trade-offs, identify gaps, and turn vague vendor
claims into testable requirements. They may
paste spec sheets or PDFs into ChatGPT,
Claude, or Copilot to summarize, check against
requirements, or compare against competitors.

They also validate Al findings through
engineering peers, forums, and technical
communities. If your specs are buried in
image-based PDFs or hard-to-read files,
Al tools may miss key details or make your
product look less complete thanit is.

ManufacturingGrowthLab.com

Example prompts:

Buyer questions to answer for Al search

What'’s the best material for [application] given
[load/environment/regulatory constraints]?

Compare [Supplier A] vs. [Supplier B] for [component].
What are the key trade-offs?

What are common failure modes for [component]
in [environment]?

Turn ‘industry-leading uptime’ into a testable
acceptance criterion.

What CAD / BIM file types does [vendor] publish?

13
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Background

- Typically has a mechanical, industrial, electrical, - Increasingly uses Al tools to compare specs,
or manufacturing engineering background troubleshoot, and speed up technical review

+ Brings hands-on experience with design, production, - Values clear documentation, accurate data, and
quality, or process improvement vendors who understand engineering constraints

+ Works heavily with CAD, PLM, simulation, tolerance
stacks, DFMEA/PFMEA, and PPAP when relevant

Identifiers and skills

* Risk tolerance: Medium; open to innovation if validated Goals and objectives

(tests, data, references) * Deliver projects that meet specs

° Quality / price / on-time: Quality = spec compliance; hates

) ) * Reduce scrap, rework, and cycle time
“it should work” claims

* Improve yield and production efficiency
* Technical vs financial: Strongly technical; appreciates

cost / ROl when quantified (TCO) * Standardize components and suppliers

* Key motivators: Performance, reliability, maintainability, * Ensure safety, regulatory, and customer compliance

documentation, supplier competence

Where they consume information

S P e el e * OEM libraries, specs, and application notes

. o . : fi ' .
Vague vendor answers; missing drawings / data; slow response times - PEIE, TEEE, ST, end anelinsring femms

* Defending the technical value of a solution when price is the

. . ° Webinars, niche communities, and peer referrals
easiest comparison

. . . ¢ Trade shows for demos and hands-on validation
* Design churn from unclear requirements and stakeholder conflicts

L _ . . . * ChatGPT, Claude, and Copilot for spec review
* Integration risk (controls, utilities, footprint, downtime windows)

° Reddit and engineering communities for peer validation

ManufacturingGrowthLab.com 14
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The CFO is driven by financial clarity and risk control.

They don’t want “cool”; they want a defensible business case
with realistic assumptions, clear total cost of ownership, and
minimal surprises in contracts and implementation. CFOs often
become blockers when value is fuzzy, payback is unclear, or
ongoing costs are hidden.

They respond best to vendors who translate operations and
technical value into cash, margin, and risk. If you can frame quality
and delivery as avoidance of expediting, downtime, warranty, or
lost revenue, they will support the spend — especially if you show
governance and measurable KPIs.

ManufacturingGrowthLab.com
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Marketing & sales assets to engage and convert

Validation research they do

- Validate ROI, payback, and total cost of ownership
- Verify vendor stability, insurance, and long-term support

- Review contract risks, renewals, change orders,
and hidden fees

+ Confirm implementation burden, training, disruption,
and ongoing costs

- Look for KPI reporting, dashboards,
and governance discipline

- Ask, “What is the cost of failure?”

ManufacturingGrowthLab.com
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What matters on your

website / marketing

- Simple business case: TCO, payback, and
cost-of-risk framing

- Clear engagement model: what's included, what’s
extra, and what happens next

- Governance proof: KPIs, reporting examples,
and measurement cadence

- Contract confidence: warranty, SLAs, risk management,
and insurance

+ Industry outcomes: margin improvement, downtime
avoided, and scrap reduction

- Credibility indicators: recognized customers,
certifications, and longevity

oooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo
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How they use Al to research

CFOs use Al to translate technical or
operational pitches into financial terms, build
first-draft TCO / payback models, and scan for
vendor risk. They may use it to summarize public
filings, litigation, credit signals, recent news,

or category risks.

They treat Al as a research shortcut, not a
source of truth. They still verify findings with
peer references, CPA or banking contacts, and
internal finance leaders. Any claim without
clear assumptions will be questioned.

ManufacturingGrowthLab.com

Example prompts:

Buyer questions to answer for Al search

Build a 5-year TCO model for [solution/vendor].

What financial red flags should | look for when
vetting [vendor]?

Summarize [supplier]’s filings, recent news, and
financial risk.

What is the cost of doing nothing if we do not
solve [problem]?

Draft a board memo for [investment].

17
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Background

- Typically has a finance, accounting, or - Experienced in budgeting, forecasting, cash flow,
business background risk, compliance, and reporting

- Often advanced from controller or finance director - Values clear assumptions, accurate data, cost control,
into the CFO role and defensible business cases

- May hold a CPA, MBA, or other finance/accounting
credential

Identifiers and skills

* Risk tolerance: Lower; wants controls, predictability, and . .
downside protection Goals and objectives

° Quality / price / on-time: Sees quality / on-time as cost of * Protect EBITDA, cash flow, and working capital

failure (returns, expediting, warranty) * Improve forecasting, budgeting, and KPI discipline

¢ Technical vs financial: Financial first; will engage technically ° Reduce vendor risk and improve contract terms

when it impacts risk/ TCO * Support growth investments with clear payback logic

* Key motivators: Cash flow, margin protection, risk reduction,
audit readiness

Pain points and challenges Where they consume information

° Projects justified with gut feel instead of numbers * FEI, AICPA, CPA, banking, and PE networks

* Unclear ROl and “hidden costs” (implementation, training, downtime) * WSJ, Bloomberg, and finance communities

° Vendor contracts that create ongoing surprises ¢ CFO roundtables and FP&A/risk webinars

° ERP/CRM data quality gaps; “flying blind” * Al for TCO models, vendor summaries, and board memos

ManufacturingGrowthLab.com 18
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VP of Procurement

Category Strategist + Negotiation Lead

Procurement leaders are driven by total value under

control: cost competitiveness, supplier reliability, reduced risk,
and compliance with purchasing policies. They care about
negotiation leverage and standardization, but they also hate
when “lowest cost” causes operational pain. The best suppliers
help procurement look good internally by delivering strong
performance, clean documentation, and fewer escalations.

They want suppliers who are transparent: pricing structure,
lead times, service levels, and constraints. They also value
suppliers who fit into formal processes (RFQ response
quality, onboarding, scorecards, EDI / portal readiness).

ManufacturingGrowthLab.com
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Marketing & sales assets to engage and convert

Validation research they do What matters on your

- Benchmark pricing, terms, and total landed cost website / marketmg

- Review supplier capacity, continuity, quality, - Capability and compliance package: certs,
and sourcing risk QA process, and documentation standards

- Evaluate OTIF, defects, responsiveness, + RFQ-ready content: lead times, minimums,
and corrective action behavior packaging, ordering process, and terms

- Validate onboarding, EDl/portal readiness, « Supplier performance proof: scorecards, OTIF,
and documentation quality and quality stories

- Check references for commercial reliability + Transparent pricing logic: volume tiers, surcharges,
and performance and index-based pricing

- Confirm supplier policies, ESG, and regulatory - Onboarding resources: vendor setup, portals,
compliance invoicing, and EDI

- Category-specific case studies showing performance
and cost improvements

ManufacturingGrowthLab.com 20
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How they use Al to research

Procurement teams use Al to speed up supplier
research, RFQ development, scorecard planning,
and alternate-source discovery. They may use it
to build supplier profiles, compare capabilities,
review certifications, check financial stability,
and surface quality or delivery risks.

Their Al use is structured and comparison-driven.
They may paste your website, RFQ response,

or capability deck into an Al tool and ask for a
side-by-side comparison against competitors.

If your site lacks clear facts — capabilities,
certifications, lead times, MOQs, locations,

or capacity — you may lose comparisons

you never knew were happening.

ManufacturingGrowthLab.com

Example prompts:

Buyer questions to answer for Al search

Build a supplier profile for [vendor]: size, locations,
certifications, financial stability, recent news, and
quality issues

Find the top suppliers for [category] in [region] with
[certification]

Draft an RFQ for [category] with these requirements

Compare [Vendor A], [Vendor B], and [Vendor C]
on capacity, lead time, and quality maturity

What scorecard KPIs should | use for [category]?

21
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Background

- Typically has a supply chain, business, operations, - Experienced in supplier selection, negotiation,
or engineering background compliance, and risk management

- Often advanced from buyer to sourcing, category - Values clear pricing, reliable documentation,
management, or procurement leadership supplier performance, and process discipline

Identifiers and skills

¢ Risk tolerance: Medium-low; manages risk via dual-sourcing, . .
contracts, and scorecards Goals and objectives

* Quality / price / on-time: Wants the “QCD” triangle * Reduce spend without hurting quality or delivery

(Quality / Cost / Delivery) with data * Consolidate suppliers and improve leverage

¢ Technical vs financial: Strong commercial; technical enough * Improve OTIF with supplier scorecards

to challenge specs * Ensure purchasing policy and approval compliance

* Key motivators: Total cost reduction, supplier performance,
risk mitigation, leverage

Pain points and challenges Where they consume information

* End users bypass purchasing process (“maverick spend”) * ISM, ASCM, and procurement leadership communities

* Specs are sloppy; engineering changes after purchase order ° Spend analytics, sourcing webinars, and supplier events
* Supplier volatility (lead times, price spikes, capacity constraints) * LinkedIn and peer benchmarking groups

¢ Sales teams pushing rush orders that break agreements * Al and procurement tools for supplier profiles and RFQs

ManufacturingGrowthLab.com 22
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Buyer (Purchasing Agent)

Buyers are driven by speed, accuracy, and reliability.

Their day is full of urgent needs: quotes, confirmations,
substitutions, expediting, and fixing invoice issues. They
value suppliers who are easy to do business with — fast
responses, clear part numbers, dependable delivery dates,
and proactive communication when something changes.

They do not need a big brand story; they need a supplier
who reduces workload. If your process makes ordering
painless and predictable, you will earn repeat business
and become their “go-to” vendor.

ManufacturingGrowthLab.com
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Marketing & sales assets to engage and convert

Validation research they do What matters on your

+ Check quote speed, lead time accuracy, website / marketmg

and order confirmation - Fast quote path: RFQ form, clear contact,

- Review feedback from buyers and internal stakeholders and response time

- Test an initial order for ease, accuracy, + Product finder, line card, and part cross-reference tools
and communication - Clear ordering details: lead times, MOQs, shipping,

+ Confirm documentation, COCs, certs, SDS, and cutoffs
and returns process - Order tracking and documentation portal or process

- Check availability, substitutions, and backorder handling - Simple issue handling for returns, substitutions,

- Validate rep responsiveness and escalation path and expedites

- Direct rep access and clear service expectations

ManufacturingGrowthLab.com 24
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How they use Al to research

Buyers use Al tactically to remove friction, not to
build strategy. They may use it to find spec sheets,
cross-reference obsolete parts, draft expedite
emails, or summarize long supplier threads.

When they use Al for sourcing, it is usually

because a supplier is short, late, or unavailable.

In that moment, clear part numbers, cross-reference
data, lead times, and availability can determine
whether you get the order.

ManufacturingGrowthLab.com

Example prompts:

Buyer questions to answer for Al search

Find the spec sheet and current price for [part number]

Cross-reference [obsolete part number] to a
current equivalent

Draft an expedite email for a PO that is 5 days late

Which suppliers stock [part] in [region] with under
1-week lead time?

Summarize this supplier email thread and tell me
what they committed to

25
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Background

- May have business, supply chain, or purchasing education, - Strong in details, accuracy, order management,

though not always required and communication
- Typically has hands-on experience with ordering, - Values fast responses, clear documentation,
vendor coordination, and follow-up reliable delivery, and easy vendor processes

Identifiers and skills

* Risk tolerance: Low — measured on accuracy and

avoiding disruptions Goals and objectives
* Quality / price / on-time: On-time and “no surprises” are

* Keep production running: right part, right time, right quantity
huge; hates backorders
° Reduce expedites, credits, invoice issues, and rework
¢ Technical vs financial: Practical; understands part numbers,

alternates, and lead times ° Maintain clean ERP / PO data; improve vendor performance

* Key motivators: Fast quotes, reliable confirmations,
easy reorder process, responsive reps

. . Where they consume information
Pain points and challenges _ o .
° Vendor portals, catalogs, and industrial directories
* Late shipments and poor communication
* Peer buyer networks, SOPs, and ERP dashboards
* Incomplete documentation (COCs, certs, SDS)
* Quick how-to content and short webinars
* Engineering changes after ordering; unclear substitutions
° LinkedIn
* Too many vendors and no standardization
* Al for part lookups, cross-references, and email drafting

ManufacturingGrowthLab.com 26
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Facility / Operations Manager

Plant Environment Owner + Reliability Focus

Facilities and ops managers are driven by uptime,
maintainability, and safety-compliant performance of
equipment and infrastructure. They are judged on minimizing
downtime, keeping utilities and the building reliable, and
coordinating contractors without disrupting production.
Their loyalty goes to suppliers who deliver dependable
service, spare parts availability, and clean installs.

They like vendors who communicate like operators:

clear installation requirements, realistic schedules, and
practical maintenance guidance. “Set it and forget it” is

the dream — anything that adds emergency calls is a no-go.

ManufacturingGrowthLab.com
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Marketing & sales assets to engage and convert

Validation research they do What matters on your

- Validate reliability, service history, and spare website / marketmg

parts strategy - Service content: PM schedules, manuals, and training

- Ask other facilities teams about response and - Spare parts guidance: kits, lead times, and availability
PSSR - Reliability proof and warranty stance
- Review install requirements, utilities, footprint,

_ - Installation and commissioning checklists
and shutdown windows

« Clear support model: after-hours, escalation,

- Evaluate maintainability, service access, parts, . .
and field service

training, and documentation .
_ _ _ - Uptime and maintainability case studies
- Confirm safety and compliance alignment

- Check service coverage, onsite support,
response time, and PM plans

ManufacturingGrowthLab.com 28
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How they use Al to research

Facility and ops managers use Al for
troubleshooting, parts lookup, and quick
service-vendor research. They may use it to
identify likely failure modes, summarize
OEM manuals or OSHA/NFPA requirements,
check PM schedules, or find regional service
providers with after-hours coverage.

When they need help fast, clear service
area, response time, parts availability, and
escalation information can determine
whether you get the call.

ManufacturingGrowthLab.com

Example prompts:

Buyer questions to answer for Al search

What's likely failing on [equipment model] when it does
[symptom]?

Who services [equipment type] in [region] with
after-hours coverage?

What'’s a typical PM schedule for [equipment]?

Summarize this OEM manual section for
[equipment model]

What lead time should | expect for [spare part/
equipment]?

29
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Background

- Often has a technical, facilities, maintenance, - Experienced in uptime, utilities, equipment reliability,
or engineering background safety, and contractor coordination

- Typically came up through maintenance, controls, - Values practical solutions, fast response,
facilities, or plant operations clear documentation, and minimal disruption

Identifiers and skills
* Risk tolerance: Low on anything that risks downtime Goals and objectives

* Quality / price / on-time: Values reliability and serviceability; * Reduce unplanned downtime and improve PM discipline

ill pay more for uptime
WIS pay Hpt ° Manage utilities, HVAC, building systems, docks, and infrastructure

* Technical vs financial: Strongly practical / technical; ROI

. . * Maintain fire, building, environmental, and insurance compliance
framed as downtime avoided

. . . ¢ Complete facility projects within tight shutdown windows
* Key motivators: Uptime, safety, compliance, energy

efficiency, fewer emergency calls

Where they consume information

Pain points and challenges * Maintenance and CMMS communities

° Aging infrastructure and deferred maintenance * OEM manuals and vendor training

* Contractor / vendor performance variability * Trade shows, local suppliers, and contractor networks
* Parts availability and long lead times * YouTube and short technical demos

* Competing priorities: production wants speed; safety wants control ° Linkedin

* Al for troubleshooting and service-vendor lookup
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Safety Manager / EHS

Risk & Compliance Gatekeeper

Safety managers are driven by risk elimination and compliance.
They care about preventing incidents, ensuring training happens,
and making sure new suppliers and equipment don’t introduce
hazards or audit exposure. They have strong veto power when
documentation is missing or safety controls are unclear.

They gravitate to vendors who provide complete documentation
upfront, make training easy, and design safety into products and
processes. If you help them reduce recordables and pass audits,
you become a trusted partner.
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Marketing & sales assets to engage and convert

What matters on your
website / marketing

Validation research they do
- Validate OSHA, ANSI, NFPA, and ISO alignment

- Review risk assessments, guarding, interlocks,
and procedures

- Check training, signage, SOPs, and refresher support
- Investigate incident history and corrective action process
« Verify SDS, COCs, and hazard communication materials

- Confirm safety involvement before implementation

ManufacturingGrowthLab.com
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- Safety/compliance hub with SDS, certifications,

guarding, and standards

- Clear safety features and risk-reduction benefits

- Training assets: toolbox talks, videos, SOPs,

and checklists

+ Audit-ready documentation bundles
- Safety outcome case studies

- Clear safety sign-off and project gating workflow

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo
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How they use Al to research

Safety managers use Al to summarize regulatory and
standards content, review SDS details, draft toolbox
talks, and pre-screen vendors for compliance gaps.
They may use it to interpret OSHA, ANSI, NFPA, ISO,
GHS, or EPA requirements before granting a meeting
or approving a vendor.

If safety documentation is buried behind a

portal or only available on request, it is harder for

Al tools and EHS teams to find. Open, plain-text,
standards-aligned safety content builds trust faster.

ManufacturingGrowthLab.com

Example prompts:

Buyer questions to answer for Al search

Summarize the OSHA requirements for [process
or hazard]

Does this SDS meet current GHS standards?
What is missing?

What safety documentation should | require from
a [equipment type] vendor?

Draft a toolbox talk on [hazard] for a [industry] facility

Summiarize [vendor]’s safety features and any
reported incidents

33


https://www.manufacturinggrowthlab.com/

Background

- Typically has a safety, industrial hygiene, environmental - May hold OSHA training, CSP/ASP, first aid, or
science, or engineering background incident response certifications

- Experienced in compliance, risk assessments, - Values complete documentation, clear safety controls,
training, audits, and incident prevention and early involvement before implementation

Identifiers and skills

* Risk tolerance: Very low; safety = non-negotiable Goals and objectives

* Quality / price / on-time: Quality means compliance and * Maintain OSHA compliance and pass audits

reduced incident probability ° Reduce incidents and improve safety training
* Technical vs financial: Policy / compliance + practical plant realities ° Strengthen safety culture and accountability
* Key motivators: Reducing recordables, audit findings, near misses; ° Ensure new equipment and processes meet safety standards

protecting people

Pain points and challenges Where they consume information

. . . * OSHA resources, ASSP, and insurer guidance
* Production pressure undermining safe behavior

. . - * Incident networks, training platforms, and webinars
* Incomplete vendor documentation (SDS, guarding specs, training) gp

. - ° Peer groups and local safety councils
* Culture change is slow; enforcement can create friction

* Al for standards summaries, toolbox talks, and vendor

* “We bought it already” surprises — brought in too late .
9 y P 9 compliance checks
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