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Project Methodology  

 
From March through August 2015, The Economic Development Professionals group of the 7 Rivers Alliance 

conducted business retention, outreach, and engagement visits in 10 counties across Southwest Wisconsin, 

Southeast Minnesota, and Northeast Iowa. The purpose of this outreach was to gauge business health,  

confidence and identify potential barriers to growth. 

 

This report summarizes the results of the Seven Rivers Alliance Business Response and Economic Development 

Survey from summer of 2015. A total of 125 business provided responses to this year’s survey. Respondents were 

from Iowa (16), MN (3), and WI (106). La Crosse County had the most number of responding companies with 40 

(40/125 = 32%). This survey included businesses across the age spectrum, i.e. newer businesses to a business that 

is over 150 years old. The survey reached several small businesses and included over 20 businesses who employ 

more than 100 people. The three digit NAICS codes were provided for about 80 of the 125 business. There were a 

total of 39 unique NACIS codes represented by this survey. 

 

Special thanks to the following individuals who conducted the business outreach: Charlie Handy and Brian Fukuda, 

La Crosse County; Vicki Markussen, La Crosse Area Chamber; David Connolly, Crawford County Economic 

Development Corporation; Terry Whipple, Juneau County Economic Development Corporation; Steve Peterson, 

Monroe County Economic Development; Commerce & Tourism, Karen Dahl and Shaynan Holen, Vernon County 

Tourism, Promotion and Economic Development; Steve Bissen, Western Technical College; Della Schmidt and 

Natalie Siderius, Winona County; Val Reinke and Ardie Kuhse, Allamakee County Economic Development and 

Tourism; and Nikki Brevig, Decorah Area Chamber of Commerce. 

 

 

Brief Overview of Noteworthy 

Findings 

 
Technical Note:  A common issue with surveys of this nature is the fact that the outcomes reported within this 
report may be affected by non-response bias.  In particular, those companies that chose not to respond to the 
survey may differ in some way from those companies that choose to respond.   In spite of these potential 
shortcomings, the 125 responses from companies that did respond are summarized and presented in this 
report.   

 

This report summarizes the results of the Seven Rivers Alliance Business Response and Economic Development 

Survey from the summer of 2015.   A total of 125 business provided responses to this year’s survey.   Respondents 

were from Iowa (16), MN (3), and WI (106).  La Crosse County had the most number of responding companies 

with 40 (40/125 = 32%).  This survey included businesses across the age spectrum, i.e. newer businesses to a 

business that is over 150 years old.  The survey reached several small business and included over 20 business who 

employ more than 100 people. The three digit NAICS codes were provided for about 80 of the 125 businesses.  

There were a total of 39 unique NAICS codes represented by this survey. 

Firm Background / Business Climate 
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 About 35% of the businesses in the 7 Rivers region export products.  The most common locations for 
exports include Canada, Mexico, Europe, and Asia.  Exports have reached five different continents.  

 60 businesses have expressed a change in their firm’s annual sales or revenues.  Of these 60 businesses, 
51 have expressed a positive change and 6 expressed a negative change. 

 Over 40% of businesses expect to produce new products at their current location.  Furthermore, about 
85% do not expect to end production of any items currently being manufactured at their current 
location.  This indicates a clear motive for growth in the coming years. 

 Over 90% of respondents rated the overall health of their business as Good or Excellent. 98% of the 
businesses do not expect any substantial reduction in employment at their current location. 

 About 2 out of 3 businesses specified the community’s business climate as Good or Very Good.  Only 10% 
responded as Poor or Very Poor to this question. 

 

Labor and Training Needs 

 Most businesses, about 3 out of 4, do not consider turnover to be a problem and about 80% have an 
annual turnover rate of 10% or less.  

 About 75% of the businesses said they are having trouble finding qualified workers.  Skilled and unskilled 
workers are the most commonly specified skill level in need.  About 65% said replacing the workforce with 
current skillsets will be necessary in the next five years. 

 A commercial driver’s license was mentioned by a few business as a skill-set needed.  
 

Marketing and Trade 

 A substantial number of business from the 7 Rivers Region sell products and services outside the United 
States.  

 In addition to selling products and services outside the United States, nearly 30% use suppliers outside the 
United States and 60% use suppliers across the nation.  

 About 35% of the business export – Canada, Mexico, and Europe are the most commonly locations.  
 

 

Financing, Regulation, and Barriers to Growth 

 Only about 10% (11 out of 106) businesses expressed difficulty in securing financial capital.  
 Generally speaking, regulatory issues do not appear to be a concern.  Complexity of regulations was the 

most common concern expressed when poor relationships exist with regulatory agencies.  
 The inadequate supply of qualified job applicants was the factor most commonly listed as a barrier to 

business growth.  
 

Perception of Community 

 Over 90% of the businesses that responded said the company’s attitude towards the community was 
either Good or Very Good. 

 When asked about the management’s relationship with the company, again over 90% of the respondents 
specified either Good or Very Good. 

 Nearly 40% of the businesses said that over the past five years, the 7 Rivers Region has gotten better as a 
place to do business. Less than 10% said things have gotten worse, the remainder specified that things 
have stayed about the same. 
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Appendices A – F provide outcomes for the open-ended questions on this questioner.  These lists include a partial 

listing of the outcomes as outcomes were paraphrased to condense the length of these lists 

Demographic Information on Survey 

Responders 

 

A total of 125 business provided responses to this year’s survey.   Respondents were from Iowa (16), MN (3), and 

WI (106).  La Crosse County had the largest proportion of respondents with 32%.  Crawford, Jackson, and Juneau 

Counties each had more than 15 businesses respond.  The six remaining counties had less than 10 respondents.    

 

Table 1. Number / percent of businesses that responded by State / County 

State / County Count Percent 

IA 16 12.80% 

Allamakee County, IA 9 7.20% 

Winneshiek County, IA 7 5.60% 

   

MN 3 2.40% 

Winona County, MN 3 2.40% 

   

WI 106 84.80% 

Buffalo County, WI 4 3.20% 

Crawford County, WI 20 16.00% 

Jackson County, WI 17 13.60% 

Juneau County, WI 17 13.60% 

La Crosse County, WI 40 32.00% 

Monroe County, WI 2 1.60% 

Trempealeau County, WI 6 4.80% 

Total 125 100.00% 
 

This survey included businesses across a wide age spectrum, i.e. newer businesses to well established 

businesses.  This survey also reached several small business and included over 20 business who employ 

more than 100 people.  

Table 2. Number / percent of businesses by age of 
business (Question 1.1) 

Age Count Percent 

1 Year 3 2.46% 

2 to 5 Years 5 4.10% 

6 to 10 Years 15 12.30% 

11 to 25 Years 28 22.95% 

Table 3. Number / percent of businesses by 
number of employees 

# of 
Employees Count Percent 

5 or less 12 14.63% 

6-10 8 9.76% 

11-25 13 15.85% 

26-50 16 19.51% 

51-100 10 12.20% 

101-250 9 10.98% 

251-500 9 10.98% 

IA 

MN 

WI 
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26 to 50 Years 51 41.80% 

Over 50 Years 20 16.39% 

Grand Total 122 100.00% 
 
 

501-1000 4 4.88% 

Over 1000 1 1.22% 

Grand 
Total 82 100.00% 

 

Information on the three digit NAICS codes was provided for 80 of the 125 businesses.  There were a total of 39 

unique NAICS codes represented by this survey.  Food manufacturing, wood product manufacturing, and 

fabricated metal produce manufacturing were the most common NAICS codes represented in this survey. 

 

Table 4. Number / percent of businesses by 3-digit NAICS Codes 

NAICS Code – 3 Digit Description Count Percent 

Food Manufacturing 8 8.99% 

Wood Product Manufacturing 7 7.87% 

Fabricated Metal Product Manufacturing 7 7.87% 

Merchant Wholesalers, Durable Goods  5 5.62% 

Credit Intermediation and Related Activities 5 5.62% 

Specialty Trade Contractors 4 4.49% 

Machinery Manufacturing 4 4.49% 

Monetary Authorities-Central Bank 4 4.49% 

Educational Services 4 4.49% 

Miscellaneous Manufacturing 3 3.37% 

Crop Production 3 3.37% 

Utilities  2 2.25% 

Construction of Buildings 2 2.25% 

Transportation Equipment Manufacturing 2 2.25% 

Ambulatory Health Care Services 2 2.25% 

Chemical Manufacturing 2 2.25% 

Beverage and Tobacco Product Manufacturing 2 2.25% 

Justice, Public Order, and Safety Activities  2 2.25% 

Note: The remaining 21 3-digit NAICS codes each occurred only once. 

Total 82 100.00% 
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Firm Background 
 

From Table 5, we can see that the majority of the businesses selected Consumers and Other Vendors as their 

primary customer. State / Federal agencies was selected only 15 times (12%).  The most frequent Other response 

was Students with three organizations specifying this as their primary customer.  

 

Table 5. Who are your primary customers?  Select all that apply. (Question 1.2a) 

Option Selected 
How often 
selected? 

Possible Percent 

Consumers 84 125 67.20% 

Other Vendors 74 125 59.20% 

State / Federal Agencies 15 125 12.00% 

Other 12 125 9.60% 
 Students – Specified 3 times 

 Aviation 

 Electronic recycler / scrap yards, hospitals 

 Fabricators/Machine Shops 

 Ho Chunk Casino  

 Home owners / buyers 

 Medical Institutions 

 Non-profit groups 

 Utilities 

 Window / door manufacturers 
 

The businesses that responded to this survey tend to use Local, Regional, and National suppliers fairly equally with 

percentages here between 60% - 75%.    Only about 20% of the businesses use suppliers from all four regions.  

There are a substantial number of businesses (36) in the 7 Rivers Region that use international suppliers. 

 

Table 6. Are your suppliers local, regional, national, or international?  Select all that apply. (Question 

1.2b) 

Option Selected 
How often 
selected? 

Possible Percent 

Local 85 125 68.00% 

Regional 92 125 73.60% 

National 79 125 63.20% 

International 36 125 28.80% 

    

Local and Regional 75 125 60.00% 

Local, Regional, and National 52 125 41.60% 

Local, Regional, National, International 26 125 20.80% 
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The survey asked about the relocation of any suppliers or customers. Only about 5% of the businesses responded 

that this had happened to their business.  

Table 7. Have any suppliers or customers recently relocated farther away from the firm? (Question 1.3a) 

Outcome Count Percent 

No 106 94.64% 

Yes 6 5.36% 

Total 112 100.00% 
Note: 13 did not respond to this question 

For the 6 businesses that responded with Yes, the following relocations were specified.  

 Green bay 

 Many to China, Mexico 

 Minneapolis 

 Viroqua 

 We are currently receiving some ingredients from New Zealand 

 1 respondent did not specify the relocation 
 

Table 8 includes a summary of the distribution of firm’s annual sales or revenues for the 100 businesses that 

responded to this question.  A total of 25 businesses did not provide a response to this question.  The most 

commonly selected range was $0.5 – $5 million with 34% of the respondents and the second most commonly 

selected range was $10-$50 million with 25%.   

Table 8. What is the firm’s annual sales or revenues? (Question 1.4a) 

Annual Sales / Revenues Count Percent 

Less than $500,000 18 18.00% 

$501,000 - $5,000,000 34 34.00% 

$5,000,001 - $10,000,000 7 7.00% 

$10 - $50 million 25 25.00% 

More than $50 million 16 16.00% 

Grand Total 100 100.00% 
Note: 25 did not respond to this question 

About 60% of the businesses said their current sales / revenues have changed from some point in the past. The 

reference from ‘some point in the past’ is somewhat ambiguous which may have led to confusion on the part of 

the survey respondents. A more explicit reference point may improve the quality of this question.  

Table 9. Is this a change from some point in the past? (Question 1.4b) 

Change from past? Count Percent 

No 45 42.86% 

Yes 60 57.14% 

Grand Total 105 100.00% 

Note: 20 did not respond to this question 
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A thorough review regarding the kind of change was completed for these 60 businesses.  An overwhelming 

majority (51 of the 60) expressed this change was positive in some regard.  Only 6 expressed a negative change, 

and 3 did not provide details regarding the kind of change.  

Most businesses, 80%, said they expect their sales to grow over the next several years.  Less than 2% of the 

businesses that responded expect their sales to contract.  Such an outcome is encouraging for businesses growth 

in the 7 Rivers region.  

Table 9. Do you expect sales to grow, contract, or stay the same over the next several years? (Question 

1.5a) 

Outcome Count Percent 

Grow 96 80.00% 

Contract 2 1.67% 

Stay the same 22 18.33% 

Grand Total 120 100.00% 

Note: 5 did not respond to this question 

 

The amount of anticipated growth was asked as well on this survey.  For the businesses that anticipate growth, 

the typical amount was in the range of 5 – 10%.  About 2 out of 3 businesses specified this as their expected 

growth.   

Table 9a. For those that specified Grow in 
Question 1.5a, what is the expected growth? 
(Question 1.5b) 
 

Amount Count Percent 

5% 27 29.67% 

10% 34 37.36% 

20% 12 13.19% 

30% 3 3.30% 

50% or more 4 4.40% 

Don't know 11 12.09% 

Grand Total 91 100.00% 
Note: 5 of the that specified Grow 
above did not respond here 

Table 9b. For those that specified Contract in 
Question 1.5a, what is the expected decline? 
(Question 1.5b) 
 

Amount Count Percent 

5%  
Low 

Counts:  
Percentages 

not 
computed 

10%  

20% 1 

30%  

50% or more  

Don't know 1 

Grand Total 2  
 

 

About 40% of the survey respondents said they were expecting to produce new products at their current 

locations.   

Table 10. Do you expect to produce any new products at this location? (Question 1.6) 

Outcome Count Percent 

No 67 56.30% 

Yes 52 43.70% 

Grand Total 119 100.00% 
Note: 6 did not respond to this question 
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In addition, survey respondents were asked about the potential to end production of any items currently 

manufactured at their current location.  An overwhelming majority said they did not plan to end production of 

any items. 

Table 11. Do you expect to end production of any items currently manufactured at this location? 

(Question 1.7a) 

Outcome Count Percent 

No 97 85.09% 

Yes 17 14.91% 

Grand Total 114 100.00% 
Note: 11 did not respond to this question 

Collectively, the outcomes from Table 10 and Table 11 are encouraging for growth in the 7 Rivers region.  Over 

40% of the businesses anticipate production of new products and only about 15% of the businesses expected to 

end production of items.  

Over 90% of the businesses rate their overall health of their business as Good or Excellent. Less than 10% of the 

business rate their overall health as Poor or Fair.  A question centered on overall health of a business is likely to be 

adversely affected by non-response bias, e.g. a business is doing poorly is probably more likely not to respond to 

this survey in which case the positive outcomes are likely to be inflated.  

Table 12. How would you rate the company’s overall health? (Question 1.8) 

Outcome Count Percent   Count Percent 

Poor 2 1.63% Poor + 
Fair 10 8.13% 

Fair 8 6.50% 

Good 48 39.02% Good + 
Excellent 113 91.87% 

Excellent 65 52.85% 

Grand Total 123 100.00%  123 100.00% 
Note: 2 did not respond to this question 

 

 

 

Only 2 businesses (of the 121 that responded) said they expect a substantial reduction in employment at their 

current location.  Attrition, right-sizing for program needs, and layoffs were specified as to how this reduction will 

be accomplished. 

Table 13. Does the firm expect any substantial reduction in employment at this location? (Question 

1.9a) 

Outcome Count Percent 

No 119 98.35% 

Yes 2 1.65% 

Grand Total 121 100.00% 
Note: 4 did not respond to this question 



10 
 

Business Climate 
 

About 2 out of 3 (82 of 121) of the businesses specified the community’s business climate as Good or Very Good.  

Nearly 25% specified average and less than 10% specified Poor or Very Poor. 

Table 14. How would the firm rate the community’s business climate? (Question 2.3) 

Outcome Count Percent 

Very Poor 1 0.83% 

Poor 9 7.44% 

Average 29 23.97% 

Good 56 46.28% 

Very good 26 21.49% 

Grand Total 121 100.00% 
Note: 4 did not respond to this question 

 

 

  

0.8%

7.4% 24.0% 46.3% 21.5%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Very Poor

Poor

Average
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Labor and Training Needs 
 

Nearly 80% of the businesses that responded to this survey expect the annual turnover rate to be less than 10%.  

About 10% expect their annual turnover rate to be more than 20%. 

Table 15. What is the annual turnover rate? (Question 3.1a) 

Outcome Count Percent 

Less than 5% 70 65.42% 

6 - 10% 15 14.02% 

11 - 20% 11 10.28% 

More than 20% 11 10.28% 

Grand Total 107 100.00% 
Note: 18 did not respond to this question 

About 3 out of 4 businesses who took this survey do not consider turnover to a problem.  Generally speaking, 

turnover does not appear to be a problem; however, from Table 15 about 20% of businesses express annual 

turnover rates above 10%.  Some businesses may have become accustomed to a high annual turnover rate and do 

not consider it to be a problem.  

Table 16. Does the company consider turnover to be a problem? (Question 3.1b) 

Row Labels Count Percent 

No 86 73.50% 

Yes 31 26.50% 

Grand Total 117 100.00% 
Note: 8  did not respond to this question 

 

About 75% of the businesses are having difficulty finding enough qualified workers. The ability to find enough 

qualified workers is a substantial concern for businesses. This concern is likely to be compounded by the 

anticipated growth in the coming years (see Tables 9, 10, and 11).  Table 18 suggests that skilled and unskilled 

workers are the job classifications that are most difficult to find. A commercial driver’s license (CDL) was specified 

four times in the Other category.  

Table 17. Is the firm having difficulty finding enough qualified workers? (Question 3.2a) 

Row Labels Count Percent 

No 30 24.39% 

Yes 93 75.61% 

Grand Total 123 100.00% 
Note: 2  did not respond to this question 
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Table 18. If so, at which skill levels / job classifications?  Select all that apply. (Question 3.2b) 

Option Selected 
How often 
selected? 

Possible Percent 

Professionals 26 123 21.14% 

Managers, Administrators, Supervisors 14 123 11.38% 

Office Workers 6 123 4.88% 

Skilled Workers 68 123 55.28% 

Unskilled Workers 48 123 39.02% 

Other 12 123 9.76% 
 CDL - Specified 4 times 

 CDL / OTR Drivers 

 Certain areas of faculty and programmers 

 Clean driving records, capable of travel M-F 

 People who can be trusted and relied upon 

 Servers 

 Skilled cooks 

 Test techs 
Note: 2  did not select any option 

 

 

A total of 104 businesses provided a response to the question that asked about specific job skills required over the 

next five years.  Replacing workforce with current skillsets was selected by about 2 out of 3 businesses.  Training / 

education of work force and replacing workforce with more advanced skillsets were also common responses.  

 

Table 19. What specific job skills will the company require over the next five years? Select all that apply. 

(Question 3.3a) 

Option Selected 
How often 
selected? 

Possible Percent 

Training / Education of work force 45 104 43.27% 

Replacing workforce with current skillsets 67 104 64.42% 

Replacing workforce with more advanced skillsets 38 104 36.54% 

Other 5 104 4.81% 
 Add workforce - Specified 2 times 

 Add production and clerical 

 Expanding and changing technology 

 Not sure 
Note: 19  did not select any option 
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Businesses were asked about potential gaps in the workforce by level of education.  The most commonly selected 

options were at the high school and associates degree levels.  Bachelor, Licensed, and graduate were all selected 

by less than 25% of the respondents.  A commercial driver’s license (CDL) was mentioned twice in the other 

category.  

Table 20. What gaps in the workforce are you seeing by level of education? (Question 3.3b) 

Option Selected 
How often 
selected? 

Possible Percent 

High school diploma 36 90 40.00% 

Associates or 2 year degree 35 90 38.89% 

Bachelors or 4 year degree 19 90 21.11% 

Licensed apprentices 8 90 8.89% 

Graduate degree 9 90 10.00% 

Other 13 90 14.44% 

 CDL - Specified 2 times 

 Certificate 

 Common sense, customer service 

 Common sense, customer service, making change 

 Good experience 

 Have to train in house, TC program is not specialized enough 

 Real Estate License 

 TC program provides a very brief cabinet making training 

 Technical degrees/certificates 

 Technical skills 

 Very specialized degrees 

 Vocational/technical education 
Note: 35 did not select any option 

 

About 60% of the businesses specified that they had succession plan in place to plan for promotion of talent with 

the company.  

Outcome Count Percent 

No 33 38.37% 

Yes 53 61.63% 

Grand Total 86 100.00% 
Note: 39 did not specify 

 

Note: The survey included a question (Question 3.4) regarding the amount spent annually to train its workforce. 

However, no outcomes for this question were available in the spreadsheets provided.   
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Marketing and Trade 
 

This section of the survey includes a couple questions regarding where products and services are sold.  A total of 

100 businesses said products and services were sold with the region.  Of these businesses, a large percentage 

(44%) specified this comprised 51 – 100% of products and services sold.  A somewhat large percentage (28%) of 

these businesses have less than 5% of their products and services sold within the region.  A total of 56 businesses 

who responded to this question said they do business outside the United States.  For these businesses, a majority 

(63%) said that this comprises less than 5% of their products and services sold.  

Table 21 (Including a figure). What percentage of the company’s products and services are sold with the 

region? State? Within United States? Outside the United States? (Question 4.1) 

  Less than 5% 6% - 20% 21% - 50% 51% - 100% Total 

Region 28 ( 28% )  16 ( 16% )  12 ( 12% )  44 ( 44% )  100 

State 14 ( 17% )  28 ( 33% )  30 ( 36% )  12 ( 14% )  84 

US 15 ( 19% )  6 ( 8% )  18 ( 23% )  40 ( 51% )  79 

International 35 ( 63% )  11 ( 20% )  10 ( 18% )  0 ( 0% )  56 

 

 

About 35% of the survey respondents said they export products.   The most common locations for exports include 

Canada (31), Mexico (26), Europe (21) Asia (17) , South America (12), Central American (10), and Africa (6).  Only 6 

respondents said they wanted to know about how to export their products – 3 of these did not provide any 

details.  The other 3 responded with – always willing to review export leads, always looking for opportunities, and 

for government contracts. 

Table 22. Does the firm currently export? (Question 4.2a) 

Outcome Count Percent 

No 75 64.10% 

Yes 42 35.90% 

Grand Total 117 100.00% 
Note: 8 did not respond to this question 
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Financing Needs 
 

Only about 10% of the businesses have experienced difficulty in securing financial capital.  Table 23a, 23b, and 23c 

suggest that difficulty in securing financial capital is not affected by age or number of employees.  However, as 

may be expected, a majority of those having difficulty in securing financial capital do have lower annual sales / 

revenues. Table 24 suggests that working capital is a common reason why securing financial capital is difficult for 

these businesses.  

Table 23. Has the company experienced difficulty in securing financial capital? (Question 5.1a) 

Row Labels Count Percent 

No 95 89.62% 

Yes 11 10.38% 

Grand Total 106 100.00% 
Note: 19 did not respond to this question 

 

Table 23a. Of those that expressed a concern 
in securing financial capital, the age of 
company does not appear to factor. 
 

 Count Percent 

Yes 11 10.38% 

1 Year or Less 2  

2 to 5 Years 2  

6 to 10 Years 2  

11 to 25 Years 2  

26 to 50 Years 3  
 
 

Table 23b. Of those that expressed a concern 
in securing financial capital, the business 
size as expressed by number of employees 
does not appear to factor. 
 

 Count Percent 

Yes 11 10.38% 

5 or less 2  

6-10 1  

11-25 2  

26-50 1  

101-250 1  

Not specified 4  
 
 

Table 23c. Of those that expressed a concern in securing financial capital, most have less 
than $5 million in annual sales and revenues  
 

Annual Sales / Revenues Count Percent 

Yes 11 10.38% 

Less than $500,000 4  

$501,000 - $5,000,000 5  

$5,000,001 - $10,000,000 1  

$10 - $50 million   

More than $50 million   

Not specified 1  
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Table 24. If a company has experienced difficulty in securing financial capital, for which of the following 

reasons. Select all that apply. (Question 5.1.b).  

Option Selected 
How often 
selected? 

Possible Percent 

Working capital 7 11 

Low Counts:  
Percentages 
not 
computed 

Research and development 3 11 

Purchase of new equipment and machinery 4 11 

Renovation of company’s current facilities 5 11 

Expansion of company’s current facilities 4 11 

Opening or relocating to a new facility 2 11 

 

Over 80% of the businesses that responded said they use Bank financing as their source of capital and credit.  

About 25% of the respondents provided some other reason with Owner being specified 5 times.   

 

 

Table 25. What are the company’s sources of capital and credit? Select all that apply. (Question 5.2).  

Option Selected 
How often 
selected? 

Possible Percent 

Bank financing 75 91 82.42% 

Sale of equity 5 91 5.49% 

Other 25 91 27.47% 

 Owner  - Specified 5 times 

 State funding - Specified 2 times 

 Capital campaigns 

 Cash 

 Cooperative 

 Corporation 

 Endowment 

 Gifts from hospital 

 Investment firm 

 National Co-Op Bank 

Note: 34 did not respond to this question 

 

  

 Parent company 

 Personal 

 Personal loans 

 Private 

 Private investors 

 Property sales 

 Revolving loan fund 

 Sale of inventory 

 Savings 

 Tuition, grants, public funding 
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The respondents were asked about the possibility of relocating their business if they were having difficulty in 

securing financial capital.   From Table 23, only 11 companies said they were having trouble securing financial 

capital; however, many more responded to this question.  From Table 26a, we can see that all but 1 business said 

they would not consider relocating.   From Table 26a., 9 of the 11 companies that expressed difficulty in securing 

financial capital said they would not consider relocating their business. 

 

Table 26. If the company is having difficulty securing financial capital, might that cause it to consider 

moving from this location?  (Question 5.3).  

Outcome Count Percent 

No 63 98.44% 

Yes 1 1.56% 

Grand Total 64 100.00% 
 

 

Table 26a. Of those that expressed a concern in securing financial capital, the age of company does not 

appear to factor. 

 Count Percent 

Yes 11 10.38% 

No 9  

Yes   

Not specified 2  
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Regulatory Issues 
 

Only 27 of the 125 (about 20%) said poor relationships exist with any regulatory agency.  Of these 27 businesses, 

15 said the complexity of the regulations is what contributed to this poor relationship.  Complexity of regulations 

by far the most common response.  

 

 

 

 

 

Table 27. If poor relationships exist with any regulatory agency, which of the following have contributed 

to this poor relationship?  Select all that apply. (Question 6.2).  

Option Selected 
How often 
selected? 

Possible Percent 

Complexity of regulations 15 27 

Low Counts:  
Percentages 
not 
computed 

Costs of compliance 8 27 

Time it takes to receive approval from the regulatory agency 6 27 

Inability to receive guidance from staff of the regulatory agency 4 27 

Staff attitudes at the regulatory agency 4 27 

Other 8 27 

 Conflicting Messages of compliance 

 Corridor plan covenants 

 HAPS 

 Lack of importance 

 Not enough investment in infrastructure 

 State of WI has some of the most difficult building codes and some just do not make sense. 

 Unions 

 Unresponsive railroad 
Note: 98 did not respond to this question 

Of the businesses that responded to the question about possible relocation to a more business-friendly regulatory 

climate, over 90% said they would not consider such a relocation.   

Table 28. Would the CEO consider relocating the company’s operations to another jurisdiction that 

offers more business-friendly regulatory climate? (Question 6.3).  

Row Labels Count Percent 

No 80 90.91% 

Yes 8 9.09% 

Grand Total 88 100.00% 
Note: 37 did not respond to this question 
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Barriers to Growth 
 

Table 29 lists factors that businesses consider to be major barriers to the company’s growth or continued 

existence in the community.  The most common option selected was inadequate supply of qualified job 

applicants.  Nearly 60% of those that responded selected this factor.  Distance from primary customers or 

suppliers and government regulation were the second most selected factor – each specified by 16% of the 

businesses.  

Table 29. What factors are considered major barriers to the company’s growth or continued existence in 

the community?  Select all that apply. (Question 7.1).  

Option Selected 
How often 
selected? 

Possible Percent 

Lack of available land at current locations 14 104 13.46% 

Inadequate supply of qualified job applicants 60 104 57.69% 

Government regulation 17 104 16.35% 

Uncompetitive tax rates 8 104 7.69% 

Labor costs 11 104 10.58% 

Inadequate transportation network 9 104 8.65% 

Crime rate 1 104 0.96% 

Cost of living 6 104 5.77% 

Energy costs 6 104 5.77% 

Distance from primary customers or suppliers 17 104 16.35% 

Age or physical condition of firm’s production facilities 5 104 4.81% 

Available housing 10 104 9.62% 

Other 23 104 22.12% 
 Competition 

 Corporate headquarters are in San Diego 

 CP Rail poor service 

 Customer base 

 Draw to bring professionals to a smaller rural setting 

 Economy 

 Education systems tend to forget that some employers don't 
require college - so they could integrate some classroom training   
such the Northeast Iowa Community College's CDL Program and  
the Construction Readiness  

 Enrollment of students 

 Freight costs 

 Geographic/ competition 

 Lack of good cell phone coverage and fast internet service in rural  
Black River Falls 

 Lack of growth and progressiveness in community 

 

Note: 21 did not respond to this question 

 

 

 Lack of High Speed Internet 

 Lack of Logistics Supply Chain 
Infrastructure 

 Lack of sign off to increase footprint 

 Lack of Tourism Infrastructure 

 Lack of visibility for retail sales 

 None of the above. Not really trying 
to grow. Biggest challenge with 
higher ed students still willing to pay 
or opt to go somewhere else 

 Parking 

 Project Financing 

 Resiliency to change 

 Their out-of-town requirements are 
a challenge 

 Workmans Comp Fraud, cost of 
health insurance 
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Public Service and Facilities 
 

Table 30 provides a summary regarding the business’s opinion with respect to many public services and facilities. 

A majority of businesses rate services such as education, fire protection, and cultural / recreational activities has 

Good or Very Good.  Services such as streets / highways, airport, and water/sewer/trash most often have ratings 

of average or above. 

 

Table 30 (Including figure). Count and Percentages for Opinions regarding Public Service and Facilities  

  Very Poor Poor Average Good Very Good Total 

Primary / Secondary Schools 0 ( 0% )  4 ( 4% )  16 ( 17% )  46 ( 48% )  30 ( 31% )  96 

Community College / Vocational School 1 ( 1% )  1 ( 1% )  23 ( 24% )  43 ( 45% )  28 ( 29% )  96 

Universities 1 ( 1% )  1 ( 1% )  13 ( 14% )  45 ( 49% )  31 ( 34% )  91 

Cultural / Recreational Activities 1 ( 1% )  2 ( 2% )  20 ( 22% )  41 ( 44% )  29 ( 31% )  93 

Streets and Highways 3 ( 3% )  14 ( 14% )  39 ( 40% )  33 ( 34% )  8 ( 8% )  97 

Airport 4 ( 4% )  8 ( 9% )  37 ( 42% )  33 ( 37% )  7 ( 8% )  89 

Fire Protection / Emergency 0 ( 0% )  1 ( 1% )  16 ( 17% )  48 ( 51% )  30 ( 32% )  95 

Water Cost 1 ( 1% )  4 ( 4% )  41 ( 46% )  33 ( 37% )  10 ( 11% )  89 

Sewage Disposal Costs 1 ( 1% )  5 ( 6% )  42 ( 47% )  32 ( 36% )  9 ( 10% )  89 

Solid Waste Disposal Costs 1 ( 1% )  3 ( 3% )  48 ( 53% )  30 ( 33% )  8 ( 9% )  90 

Note: Between 28 - 36 did not respond to this question 
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Perception of Community 
 

Over 90% of the respondents said the company’s attitude towards the community was either Good or Very Good. 

Less than 2% said the company’s attitude towards the community was below Average. 

Table 31 (including figure).  What is the company’s attitude towards the community? (Question 9.1) 

Row Labels Count Percent  Count Percent 

Very Poor 1 0.83% 
2 1.67% 

Poor 1 0.83% 

Average 7 5.83% 7 5.83% 

Good 38 31.67% 
111 92.50% 

Very Good 73 60.83% 

Grand Total 120 100.00% 120 100.00% 
Note: 5 did not respond to this question 

 

Table 32 includes perception about the management’s relationship with the company.  The patterns present here 

are nearly identical to those presented in Table 31.  

Table 32 (including figure).  What is the management’s relationship with the community? (Question 9.2) 

Row Labels Count Percent  Count Percent 

Very Poor 1 0.84% 
2 1.68% 

Poor 1 0.84% 

Average 7 5.88% 7 5.88% 

Good 43 36.13% 
110 92.44% 

Very Good 67 56.30% 

Grand Total 119 100.00% 119 100.00% 
Note: 6 did not respond to this question
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Nearly 40% of the businesses said that over the pasts five year, the 7 Rivers Region has gotten better as a place to 

do business.  Less than 10% said things have gotten worse as a place to do business. About 3 out of 4 responded 

with either things have gotten better or stayed the same. 

Table 33.  Over the past five years, would you say that as a place to do business, the 7 Rivers Region has 

gotten: Better, Worse, Stayed the same, No opinion. ((Question 9.3) 

Row Labels Count Percent 

Worse 9 8.18% 

Stayed the same 44 40.00% 

Better 41 37.27% 

No Opinion 16 14.55% 

Grand Total 110 100.00% 
Note: 15 did not respond to this question 

 

 

Support Programs 

Table 33 includes a summary of the CEO’s satisfaction with the quality of service that his or her company has 

received from business assistance programs.  Only 1 business responded with No.  All others were happy with the 

quality of service provided.  

Table 33.  Over the past five years, would you say that as a place to do business, the 7 Rivers Region has 

gotten: Better, Worse, Stayed the same, No opinion. (Question 9.3) 

Row Labels Count Percent 

No 1 1.92% 

Yes 51 98.08% 

Grand Total 52 100.00% 
Note: 73 did not respond to this question 

 

Appendix G contains a list of email addresses from people that would like a copy of this report as they responded 

with “yes” to would you like a copy of the survey results sent to you?  One respondent, Laurie, asked for a copy to 

be faxed to 608-526-4740. 

 Laurie asked that a copy be faxed to 608-526-4740 

 List of emails provided in Appendix G 
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Appendix A: What Type of Change in 

Annual Sales 
 

The following is a partial listing of the open ended responses regarding the type of change in the firm’s annual 

sales or revenues. (Question 1.4c) 

 They are constantly growing their business including selling their drops to doctors they train throughout 
the country. They are doubling their location size. 

 Overall we have grown continually since our beginning 27 years ago. There have been ups and downs in 
sales as we follow the residential new construction and replacement/remodel market very closely.  

 It goes up every year with allowable growth, but the rate of that change has slowed over the years. 

 Increase over prior years with the addition of an international market. 

 Contract Assembly dropped during Recession. Stopped Battery sales market 

 We have been growing at about 10% per year for many years 

 Grew 60% in 2013 and 40% in 2014 

 Has grown $2 million per year each of the last 3 years. 

 Growth throughout the years.  

 Purchase of another company in 2014 for an increase of 19 percent 

 Expansion of Facilities to full Capacity 

 Growth since 2010 

 Company downsized in 2001, leaving wholesale market to do strictly retail business.  

 Company has been through two separate mergers moving from a small start-up to an international 
company. Company continues to expand with more mergers and acquisitions. Recently partnered with an 
investment firm in New York to help with this process. This has led to increased sales and revenue. 

 Question is too vague...how long in the past?  
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Appendix B: When do you expect to 

End Production 
 

The following is a partial listing of the expected end date of production of any items currently being manufactured 

at this location. (Question 1.7b) 

 Continual change in products made 

 Always changing out products 

 Always replacing obsolete products with new lines. Average a 10 year cycle on products. 

 Constant change of retail items to meet demand 

 Discontinue old product lines 

 Products are always changing due to changes in trends and consumer demands 

 Have already made change in 2015 

 They always have a small % of materials that become obsolete (2% per year). 

 New programs will be introduced. Other programs will be eliminated based on several factors 
including enrollment in programs, employment opportunities from those programs and competition. 

 Constant balance of new and old products 
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Appendix C: Advantages / Disadvantages 

of Being Located in Community 
 

Partial Listing of the Advantages of Being Located in Community (Question 2.1) 

 Strong higher education programs (5) 

 Good welders locally (3) 

 Skilled workforce 
 

 Low turnover rate (6)  

 Strong work ethic (11) 

 Loyal workforce (7) 

 Loyalty between local businesses. Positive word of mouth (3) 
 

 Close access to transportation providers and major arteries (9), reliable utilities, and strong work ethic 
typically associated with rural communities.  

 Rail access (2) 

 Great harbor, one of the best of our size 

 Central location for outbound shipping 

 Services such as waste treatment.  Police & Hospital.  Local Labor Force. 
 

 Low overhead (3) 

 Lower labor costs (5) 

 Limited competition 
 

 Attractive area from a cost-management standpoint -- i.e. infrastructure. Area excels at providing 
people qualified with customer service, inside sales, lower-level outside sales, editors, product 
delivery, supply chain management 

 Huge benefit to being locally owned and having a reputation in the community that we can cultivate.  
Family ties and roots.  Good market centered in the urban area of LaX and outreach to all of the local 
rural areas 

 Upper Midwest is well known for organic products (3)  

 We sell and service products that otherwise would have to be purchased from a distance of 30 to 50 
miles from this community. 

 They promote the locally produced and processed foods from the area 
 
 

 Area fits our company culture well, area promotes outdoor activities with River and hunting/outdoor 
activities. (5) 

 Visitors from Iowa, located in an area that is first and last place 90% of Iowa visitors pass on the way 
to Orchards around Gays Mills, WI, good motorcycle traffic, and good location for varied offering of 
specialty products at gift shop. 

 Beauty easy to attract engineers 

 Area is a tourist destination / tourist economy  
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Partial Listing of the Disadvantages of Being Located in Community (Question 2.2) 

 A small community and somewhat remotely located, it is not always easy to get here; and sometimes 
the shipping companies we use are only here on certain days and not every day. 

 Logistically there are challenges regarding transportation and freight companies ( e.g. shipping) (6)  

 The school here does not produce enough accountants. They need more both experienced and entry-
level accountants. People are not willing to move here. 

 Taxes are high (2) 

 No municipal sanitary sewer, had a high capital investment in his septic system 

 No rail at current location 

 Access to interstate, municipal sewer 

 No major airport nearby 
 
 

 Limited work force pool (13) 

 Availability of skill and professional workforce (6) 

 Challenge finding potential employees / hard to attract talent (6) 

 Difficulty in finding seasonal employees (3) 

 Available CDLs (2) 
 
 

 Further from employees / customers (3)  and especially power 

 Strong competition (2) 

 The loss of prevailing wage had a large impact (2)  

 Difficult to absorb the health care increases. (2) 

 Limited opportunity for growth 
 

 Taxes and fees, county should do quarterly property tax billing 

 I have concerns over guns in the community. Concealed carry, even customers with pistols & knives 
carried at their side. The hunting climate has worsened with frequent gunshots heard making 
customers nervous. Now people can & do hunt year round. I think there is a "redneck" atmosphere in 
our rural communities which is harmful. Our customers tend to be a bit upscale with many from city 
areas & are looking for a peaceful area to coexist with nature & wildlife. We offer free nature hiking 
trails & do not allow hunting. 

 Some alcohol stigma 

 Lack of amenity infrastructure for tourism -- parks, boat landings, hiking trails.  And there is a specific 
lack of good restaurants. 

 Community cannot attract people of diversity (Indian, African American). It can attract some Asians. 
These tend to be graduates in the IT field they need. We cannot attract his senior leadership from 
other areas -- Chicago, Minneapolis, Ft. Lauderdale, Pittsburgh.  

 Largest employer in area. Need to form more partnerships with people in town to expand reach of 
employees and spouses. Trailing spouses is the largest disadvantage. Also not close to a metro area so 
pulling short-term temporary teaching helps is really difficult. Recruiting in IT is a challenge. 

 Low population, low average household income, average age of majority of population is older than 
target market, poorly developed downtown, events to capitalize on tourism are few 

 Stagnant housing market / cost of living (2) 
  



28 
 

Appendix D: Why is Turnover a 

Problem or Not a Problem 
 

Partial Listing of the Why Turnover is Not a Problem (Question 3.1c) 

 Great benefits program including vehicles, staying bonuses, etc. They just need to get the people in 
the door.  

 We do not have a problem with FT and PT employee turnover.  Our difficulty is in finding temporary 
workers during peak season. 

 Retain good employees with providing a good work environment. (4) 

 They create a fun culture that is great for attracting young employees.  

 Good training system in place for new hires 

 Turnover is a strength, it allows for selectivity in the hiring process and getting the right people in the 
right position. 

 Good work habits  

 Being union helps with retention (the union finds their workers).  

 Company uses a temp service for hiring. As they no longer look for high skilled positions the temp 
service has been a beneficial service. Many of their workers have been with the company for over 12 
years and the average age of the workers is around 40 therefore there is not a concern that their 
workforce will be retiring soon.  

 Not a problem since we started hiring the best attitudes and then looking at aptitude.  

 We focus on safety and pay our employees a great wage.   

 We tend to be very particular in our hiring and generally do not advertise as a way to hire employees 

 We have a great company that provides structure, stability and fair wages. 

 We try to stay competitive in wage offerings and have a good family work environment. 
 

Partial Listing of the Why Turnover is a Problem (Question 3.1c) 

 Cannot get good hard working professional employees to stay 

 Poor attendance  

 Investment in training and having to retrain new employees (7)  

 Difficult to find higher level leadership positions / higher skill sets needed (2) 

 In the auto body industry there is a cultural problem, most "techs" have an issue with addiction 
 

 Turnover for full time workers is not a problem.  Migrant farmer workers are needed seasonally to 
pick apples, and they have been in short supply in recent years. 

 Relative speaking, talent is getting harder and harder to keep 

 They have very high expectations with people being held accountable for excellence. Too many 
applicants feel entitled. 

 Employees are motivated to move to other institutions.  State sets wages which some consider low 

 Location and we operate 7 days a week 

 It is hard to find individuals motivated to work. (2) 

 Within 10 years they will see 50% of their workforce retire. There is a need for linemen (technical 
degree) and gas connection people (some technical, could be in-house). Also have hydro specialists 
that Western is looking to help them replace. 

  



29 
 

Appendix E: Relationships with 

Regulatory Agencies 
 

Partial Listing of the Which local and state regulatory agencies does the company have good relationships with? 

(Question 6.1a) 

 All (23) 

 Local city government (4) 

 State government (4) 

 DNR (5) 

 DOT (4) 

 OSHA (7) 

 DATCP / FDA / USDA Inspectors (6) 

 EPA (4) 

 All (4) 

 Department of Revenue (2) 

 Local economic development agency  

 Police and fire (5) 

 Meat inspectors 

 State or county health departments (3) 

 Building Inspectors (2) 

 Department of Education 

 Corps of Engineers 

 Weights and Measures, food safety 

 Higher Education 

 FDIC, Wisconsin Department of Financial Institutions (2) 

 Wisconsin Department of Regulation and Licensing (nursing license)" 

 Department of Energy 
 

Partial Listing of the Which regulatory agencies would you like to improve your relationship with? (Question 6.1b) 

 Local city government (3) 
 County government (2) 

 OSHA (3)  

 DNR (3) 

 DOT (2)  

 More so improve the relationship between the Corps of Engineers and the Department of Natural 
Resources 

 State Manufacturing assessor 

 State Department of Health, Department of Safety and Professional Services 

 All of them require attention to keep up with changing regulations and varying rules between states. 

 WI Financial 
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Appendix F: Use of Business 

Assistance Programs 
 

The following is a partial listing of the business assistance programs utilized in the past by these companies. 

(Question 10.1) 

 WEDC Tax Credits (2) 

 CCEDC / PDCEDC (8) 

 Tech College Training Programs (3) 

 DWD, Workforce Connections 

 UW Extension  
 

 Local economic development (2) 

 Juneau County EDC (7) 

 Juneau County EDC  / RLF WI Procurement Institute (2) 

 County Revolving Loan Fund 

 Crawford County Economic Development Corporation, Prairie du Chien Economic Development 
Corporation, Chamber of Commerce 

 Allamakee County Economic Development on business programs 

 

 Alliant Energy for lights (2) JCEDC with WI Procurement Institute (2) 

 SBA (3) 

 Upper Explorerland Regional Planning Commission 
 


