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MCC moves to refocus

its optics program

Gollege aims to boost
enrollment, to meet
demand for workers

By ANDREA DECKERT

i1 an effort to boost sluggish envollment
and meet a demand for skilled warkers
a grawing local field, Monsos Community,
Coliege will make chenges in its optical
sysiems technology program.

The program bas had fuctusting earsil-
mext. In 200807, 25 students werg oo
rolied, working toward gither an associ-
ate's degres or a centificate, data from the
college shows. Enrollment dropped to 14
in 200708 but tose to 18 for 2003-09.

Those numbers are significantly lower
than they were a decade ago. In the fall of
1948, for exampie, 48 sfudents were en-
rolled in the optics program, said Diauna
Phillips, dean of technical education.

Changes is the optics program, expected
as carly as the fall semester, include revi-
sions of the curricuium, with a focus on
precision optics fraining, along with re-
vamped fab space, she said,

Optics, and photonics in particulas, is the
future of this commuaity, Phillips said.

“Photonics is the aext industrial rev-
olutien,” she said. “In fact, it's already
started.”

The college offers an associate in applied
science degree in optical systems technol-
oy, & program that prepares grashuates for
work in hig-tech fields that apply light and
aptical principies i their operations. An op-
tical systems technician works with scien-
tists and engineers in research, development,
design, production, quality coatroi, testing
and evaluation of optical components and
systems snd in sales and servics.

A one-year certificate program in optical
fabrication is also available. It too will be
upgraded and could be changed to a degree
program, Phillips said.

MOC is the only communily college in
the country that offers an optics degree,
she nioted, and Rochester is the only place
where students interested i an optics ca-
reer can receive training from an associ-
ate’s degree up to a Ph.DD. without leaving

Fikw phiitar by Kbty MeKihai
Diannu Phitips, MCC's dean of techivicsd edu-
cation, calls photonics “the next industrisl
revolutisn.”

ing himself. His firm is not an exception,
Sydor noted; several tocal aptics firms
look to MCC for employees.

Syder is one of the focal optics leaders
who are helping MCC revamp s optics
program, and he says his company and
others will need trained workers.

“Fifty years ago, thousands 6f people
were grinding and polishing glass in Roch-
ester,” Sydor said, noting that companies
fike his are continuing that optics tradi-
tion.. It would be a shame for this to just
disappear.”™

Thoinas Battley, executive director of
the Rochester Regional Photonics Cluster,
said companies such as Bausch & Lomb
inc,, Eastman Kodak Co. and Xerox Corp.
make the region a rescarch and manufac-
turing hub, with knowledge, experieace
and innovation in aptics manufacturing,
metrofogy and imaging. it is also support-
ed by the University of Rochester’s Insti-
tute of Optics, the Laboratory for Laser
Energetics at UR, Rochester [nstitute of
Technology and the Inforonics Techaol-
ogy Center Inc.

Localiy, there are 70 members of the
cluster, ranging from one-person consult-
ing companies to large cotporations, in-
cluding ITT Corp.’s Space Systems Di-
vision. Battley cstimated. the Jocal optics
industry employs 5,008 people.

the ared. In addition, many students pur-
sue higher degrees afer graduation from
MCC or ge into the field but later remrn
e school, Phillips said,

A disconnect with the industry and lack
of knowledge about the field among high
school students contributed to the decline,
she said. In response, MCC s increased
its commumity awareness efforts dbout the
optics program, inclnding offering a career
night, and has improved its confiections
with local optics leaders,

Phillips said the upgrades are 4 response
1o focal industry needs.

“The product beve kas always boen good,™
Phillips said, “Hut with the changes in the
works, iz going to be just unbeatable.”

The optics conumunity has supported the
MCC program. Employees st fioms such 2s
Corning Tropel Corp., ML Optical Indus-
tries Inc. and QED Technologies faterna-
tional Inc. serve as adjunct professors and
help design the curriculum. Also, company
ieaders are working with Phillips on new
iab designs and equipment nseds.

lames Sydor, president of Sydor Optice
{nc., said seven graduates of the MCC op-
Hes program work at the company, inchad-

Battley arid other members of the cluster
have been working with the Nationai Cen~
ter for Optics and Photonics Education,
which is based in Texas and finded by the
National Science Foundation, on national
standards for the skifls of precivion optica
technicians. The skills necded range from
working on computer numerically con-
trolled machines to interpreting technical
drawingy and specifications.

Batticy spoke sbout the standards at Op-
tifab 2009, an optics conference and trade
show held last woek in Rochester, There is
a need for precision optics technicians, he
said, referring to & recent study from the
Usiversity of North Texas that estimates
there are 7,000 now and 3,500 more will
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CORRECTIONS AND
AMPLIFICATIONS

The May 15 Life Sciences Companies
list should have included Rochester Chini-
cal Research Inc. With 23 local employees,
Rochiester Clinical Rescarch would have
ranked 13th.
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even thosgh they 're sbvious and might

produce better resuits than the way
you're selling now, Reason? You'se com-
fortable with moderate success and don't
want to chance lesing what you have.

The classie example of valuable advice
ignored is my tip: Cold calling is & waste
of time. You're calling on people you don't
know, interrupting their day, manipulating
your way in, and if you get through to an
actual decision maker, odds are you'{l say
the wrong thing anyway. “If | could just
have a few minutes of your time, | can save
¥ou some money.” Pathetie.

First of all, real ieaders don’t want & save
moniey, they wand to make 2 profit. Second,
rejection 98 aut of 100 times i3 depressing,
demoralizing, degrading—not to mention
that it gives you a bad tap as & rep:

The better way is to carn and generate
tferrals. 1ts & much higher perceatage
sai¢, much more respected in ifs approach
and more Likely to create a relationship—
and gnother referral,

Cold calls do work, but not that well.
Two or three out of 4 hundred? Referrals
work 50 out of a 100 thnes. Hello! The
smart way forward seems obvious to me,
yet cold calls persist,

8o let me give you a few more picces of
sales gold. See which ones you can cash
inon,

W Never cali on & purchasing or pro-
turement office. Talk only to people whe
tell purchasing what to do. Thousandy
of satespeople start with someons in pur-
chasing because it's the easiest point of
entry. Al purchasing people want to do
is cut costs and reduce vendor profits in
the process. CEOs tell purchasing agents
what to.do. Convince tise big boss of your
vatue, and the little boss in purchasing will
follow his orders like 3 puppy,

B Always leave a message. The main
reasor salespeople do not leave 4 message
ig fear that the call will not be returned
or that they have nothing of value to say.

th ravely use the sales tips you're given,

SALES MOVES
Joffrey Giomer
T B R R R P

The reason they have nothing of value to
say is that they are completely unprepared
to engage the customer with anything of
value. The reason they're unprepared is
that they are unwilling to invest the time
it takes to get feady.

M Ask for the sale every time. A seles-
petson goes through the presentation and
the customer says, “Sounds great. Can you
send me 4 proposal?” The salesperson says
yes and leaves without asking for the sale,
It happens all the time. Hut salespeople
should walk in with a proposal. They
should ask, “If the proposal is exactly
what we discussed today; will you accept
#?" And if you, the salespersos, do agree
to- submit the proposal later, never leave
without 2 firm appointment for presenting
it in pérson and finalizing the dusl,

W Start your presentation with en-
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be needed in the next five years,

Loca] optics feaders who hava reviewed the
statidards inclede Sydor and Michael Man-
dina, president of Optimax Systems Inc.

Sydor said that in addition to basic optj-

gaging, emutional guestions, nst self-
serving garbage sbont vou and your
product. It's likely that vour customer
already has a decent working knowledge
of your product and your sompany, Your
goal is not to educate. Your goal is to en-
gage. This is most sasily done by asking
emotion-based questions. One 1 always
ask is, “Where did you grow up?” This
immediately brings back thoughts of carly
childhood, siblings, parents, 1 hometown.

Contrived “professiosalism”
produces fewer salas than
conversations] iriendiiness.
Start by asking questions that
sagagacastomers snd croats
smotiosal bands, aliswing yeu
e halld siscore relationships.

Often the answer is ot the place where
you're making the présentation, Often it
will revesl commonalitios and similar in-
ferests. One simple guestion will give you
& way to begin building a relationship and
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“How did you get from there to here”™
Then ask more questions, “What made
vou chicose this career?” If you feel com-
fortable enough 1o ask deeper yuestions—
“What are vou tmost proad of?” or “How
did that event impact your suegess? --you
can develop solid rapport. Taking an imter-
ast i other people is key to their taking
an inferest in you.

Friendliness beats professtonalizm ev-
ery thme. It's always interesting to me to
see the word “professional” in reference to
salespeaple or sales training, Mayhe it's just
me, but I°d rather desl with a friendly person
than & professional person, because F can get
along with a friendly person. T can't alwaya
get along with # professional person, and I
want to like the people I do business with,
This is subtle: You can act proféssionafly,
bt when you speak, it should always be i
a friendly maimnec. Be conversational rather
than contrived; to me, friendly iv conversa-
tional but professivnal is contrived. .

These are & fow tips you can use. Will
you use thern? You decide.

Juffrey Gitomer, president of Buy-
Gitomer Inc. of Charlotte, N.C., gives
semingrs, runs annual sales meetings and

ditcts training programs on selling and

can easily elicit & brief customer history:

tract led to thrde new bires this year. Sydor
employs 63 workers,

“Last century was the century of the
electron,” Sydor said. “This century is
the century of the photon.”

Daniel Hull, executive director of the na.
tional center in Texas, is seaking finds that
would help bring the technician standards

cal fabrication skills, peaple int d in
the optics field need a strong work ethic.

Like Phillips, he foresees substantial
growth for the industry,

Sydor Optics, for example, recently
tanded its largest contract to date—a $3.3
milfien order for optical components for
3-0 movie prajection systeras. The con-
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to ¢ ity cotleges, and he wouald like
MCC’s program to be one of the first to
use the standards to educate fature proci-
sion optics workers:

Hull's center, also known as OP-TEC,
has applied for a three-year, $900,000 grant
from the Natienat Science Foundation to
sizpport the program at MCC and three other

customer service.

community colleges across the country,

The precivion optics feld if growing,
cspecially because so much security and
defense equipment contains precision op-
tical components, Huilf said.

Many community colleges that bave of-
fured education and training in precision
optics have discontinued their programs
because of faculty retirements and poor
sugport, Hull said. Iy contrast, MCC is
updating its program.

“When it comes 1o precision optics train-
ing, MCC is a Jeader,” he said. “And when
it comes to optics and photonics, Roches-
ter iz a leader.”
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