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The Last Wind-up changes gears

Lessons from man’s best friend on “followership”
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▲BUSINESS & SERVICE

DIRECTORY
84.9%  of Bozeman and Belgrade Business Owners read the Business Journal every month

(Alta Marketing Research Survey)

TAX & ACCOUNTING

Custom Homes
Residential & Commercial Remodeling

Certified Green Builder
Serving Bozeman & Big Sky Since 1994

www.trademarkconstruction.net
mark@trademarkconstruction.net

(406) 582-1525

Bailey & 
Brinkman, PLLP

Certified Public Accountants 
Philip Bailey, CPA & 
James Brinkman, CPA

Personal & Business
Tax planning • Tax Returns

Bookkeeping • Payroll Service
Financial Statements • Business 

Consulting  

586-4346
Fax (406) 586-4348

612 West Beall, Bozeman, MT 59715

ORGANIZING SOLUTIONS

Work 
smarter, 

not harder!
MOM, your organizing authority, 

will show you how. 
587-1607

organizer@montana.com
Member: Nat’l Assoc. of Prof.

Organizers & BACC
www.mindovermatter-mom.commontanaorganizer@bresnan.net

INSURANCE

COMMERCIAL INSURANCE
    ADD
   • BUSINESS VEHICLES
   • WORKER’S COMP
   • RETIREMENT PLANS FOR
     YOU & YOUR EMPLOYEES

WE HAVE THE WHOLE PACKAGE 
CONTACT DOUG 

585-3527 OR 579-6444

FINANCIAL SERVICES

HARDIN & COMPANY, LTD
Serving your Real Estate needs for 32 years!

•  Buyer & Lessee representation 
 •  Commercial Sales & Leasing

Call DENNIS HARDIN  •  587-1211
ABR, CRS, SFR, GRI, Real Estate Counselor

To participate in the B2B Directory, please call Christine at 582-2672 or email christine@dailychronicle.com

HOME MANAGEMENT

Worry Free Home Ownership
Providing care and security for primary & secondary homes

Trustworthy • Prompt  
Knowledgeable

Personal Home Management & Concierge Services

Lynne Peachey
406-587-6268

www.ycconcierge.com

Heavyweight on the Horizon
Drawing big names and big talent, Bozeman’s 
Schedulicity could be our next homegrown tech giant
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P H O T O G R A P H Y  B Y  T H O M A S  L E E

 In the past few months, that’s become the norm for Jerry Nettuno, founder 
and CEO of Schedulicity.
 Since its launch in April of 2009, Schedulicity has been used by 2 million 
consumers to book over 4 million appointments, which accounted for $300 mil-
lion in commerce. Today, someone schedules an appointment on Schedulicity 
every seven seconds. It’s quite a feat for a company that employs just 17 people. 
 “I can’t say I’m surprised,” Nettuno says. “We’ve always believed in what we 
were doing here.”
 He calls the last two years a “quiet start,” since he hasn’t advertised much or 
done a big media blitz. He says it was more important to work out any bugs and 
continue to build the product’s value to make sure people were having a great 
experience with Schedulicity. Since the product launch, his developers have 

made 14 rounds of upgrades. 
     The wild success of his quiet start is thanks to the 
product’s focus on social media.
     “We built it with a viral component,” he says. “We 
wanted something that could grow simply by people 
talking about it.” 

Since launching in 2009, 
Schedulicity’s number of 
clients and employees 
(pictured here with founder 
Jerry Nettuno, center front) 
have rapidly grown.
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Heavyweight 
on the Horizon
Drawing big names and big talent, 
Bozeman’s Schedulicity could be our 
next homegrown tech giant

You know you’ve done something remarkable 
when you fl y across the country a few times, 
and on each fl ight, you fi nd that every stranger 
sitting next to you has used your product.
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Call NOW for your Free Estimate

406-556-9011

Don’t let this summer fly 
by without replacing your 

worn or damaged roof.

We do all types roofing, siding, gutters 
Commercial • ResidentialTRUST. 

 Stan trusted me, that’s for sure. 
But, he trusted me because I had 
earned that trust. For me to be 
rewarded with his trust, I fi rst had to 
show him that I was worthy of it…that 
I had his best interests in mind and 
would care for him responsibly. Have 
you ever seen dogs that are skittish 
around their owners? I have. In all 
likelihood, the owner (or a previ-
ous one) mistreated the dog. Now 
the dog doesn’t know what’s coming 
because he can’t predict the owner’s 
behavior. Stan knew what to expect 
from me and could rely on me to do 
the right thing. And, reciprocally, I 
could depend on him…to greet me 
with his wagging tail, to let me know 
when someone was at the door, and to 
gobble down whatever food was inad-
vertently dropped from the counter. 
Bottom-line is that we trusted each 
other.

ENCOURAGEMENT. 
 I’m not sure how, but Stan knew 
when someone in the family was a bit 
down. He would nestle up next to that 
person and simply be there…show-
ing he cared. The shedding of tears 
was always met with gentle licks of 
concern. He also sensed when things 
were going well. He would harness 
the energy being expressed and turn 
it into an invitation to play keep-away, 
tag or to go on a long brisk walk.

INDEPENDENT THINKING. 
 While Stan was certainly loyal, he 
also demonstrated an ability to think 
for himself.  How else can I explain his 
sitting down at the top of a very steep 
and icy hill on one of our winter hikes, 
waiting for me to carry him down…all 

50 pounds of him in one arm and my 
poles in the other? His judgment was 
better than mine – I got us into the 
predicament and he got a free ride 
down. Go fi gure.

POSITIVE ATTITUDE. 
 Regardless of how much atten-
tion had been paid to him on any 
given day, Stan embodied a positive 
and good-natured attitude. It took so 
little to get that tail wagging. Simply 
saying a word or two like walk, car 
ride, or who’s home? would get him 
dancing the “doggy twist” with his 
tail and body. He reminded me often 
to not take myself too seriously and 
to sprinkle fun amidst the drumbeat 
of my day-to-day activities. I miss the 
playful nudge of his wet nose on my 
wrist while I sat typing away at the 
computer, urging me to take a break 
and play.
 Stanley is deeply missed. And yet, 
here he is inspiring me to share with 
you a bit about my relationship with 
him and lessons he’s helped me learn. 
Now I’m wondering who the leader 
and who the follower was. Maybe 
there’s a lesson in that.

Dave Meldahl, M. Ed., works with teams, leaders 
and organizations who want to more deeply know 
and leverage their strengths . He is interested in 
your experiences, feedback and ideas, and can be 
reached at 406-587-5884 or at dmeldahl@q.com.
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875 Harmon Stream Blvd ~ Bozeman, MT 59718
587-5626 ~ www.bankofbozeman.com

Business 
Can Be 
Brutal.

Who’s in your corner?
Answering the bell is easier when you have the 
right bank. A bank that helps you roll with the 
punches and throw a few of your own. At Bank 
of Bozeman, our business bankers help you out 
match your opponents with a customized set of 
heavyweight banking products and services. Please 
call us for more information. We are locally owned 
and operated by people just like you. 

1811 W Dickerson #17
Bozeman MT 59715

406 556 5005
www.nailandmark.com

81211 Gallatin Rd
Highway frontage, retail + warehouse/
manufact. HVAC, radiant floor, bathroom, 
yard area,max power, 22 ft. sidewalls, 
can install rollup door. For Lease. 
#170550 Steve Olson 556-5074.

2133 Industrial Dr
Very large industrial building in Bozeman. 
Convenient location, lots of space. 
$1,250,000 #173407. Additiional land 
available directly to the north. $1,250,000 
#173407 Jason Leep 556-5072.

Local experts. Global resources.

www.nailandmark.com
8247 Huffine Lane

Superior retail building, 41,182 
rentable SF, currently demised 
into two tenancies, Sleep City 
[7,827 SF] and former Ashley 
Furniture [33,355 SF, currently 
vacant.] Excellent visibility 
to Huffine, corridor serving 
Bozeman, Four Corners & Big 
Sky. Main showroom floor with 
full basement, large monument  
sign, split-level rear service 
loading docks. $3,100,000 
#175750 Chris Pope 556-5076 
or Steve Olson 556-5074.
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E MISS HIM. For the last 
month there has been a signifi -

cant void at the Meldahl home. In late 
March we put down our beloved dog, 
Stanley. For the last 12 years he had 
been a part of the fabric of our family. 
And, for me, he had been my constant 
companion —  laying by my feet in 
my offi ce waiting for any sign that it 
was time for a walk, car ride or game 
of tug-of-war. When not at my feet, 
he was on alert at one of the windows 
keeping watch for any sign of excite-
ment outside. His Portuguese Water 
Dog nose prints on the glass were 
evidence of his diligence.
 As I refl ected on what Stan meant 
to our family, I’ve come to realize that 
he reminded me of what it takes to 
be a great follower. Yep, you read that 
right…a great follower. I realize this 
column is generally about leadership, 
but at the end of the day, if we don’t 
have any followers then what’s the 
point of leadership? If we don’t have 
others who are with us on the journey, 
our likelihood of success is about as 
good as Barack Obama and Muammar 
Gaddafi  having tea together at the top 
of Mount Everest. It’s just not going to 
happen.
 The reality is that most of us, 
given the nature of our positions at 
work, are both leaders and followers. 
Thus, I think being a great follower, 
and appreciating and leveraging great 
followership by others is worthy of 
some newspaper ink and mental shelf 
space. And, instead of drawing the 
parallels between Stan’s follower-
ship and the world of work, I’m going 
to leave that up to you. So, without 
further ado, here are a few lessons 
Stan taught me about being a great 
follower. 

LOYALTY. 
 No surprise here. Stan had my 
back. It didn’t matter if it was defend-
ing me from a moose while hiking, 
signaling to a dog twice his size not to 

mess with us, or 
chasing that darn 
rabbit who keeps 
destroying my 
garden, Stan was 
there to help. Even 
when I forgot to 
reward him for his 
steadfast loyalty, 

he stood by me. He and I both knew 
we were bound together and that our 
“success” was inextricably linked to 
one another.
 

W

What Stanley taught me 
about followership

The reality is that 
most of us, given 
the nature of our 
positions at work, 
are both leaders and 
followers. Thus, I 
think being a great 
follower, and 
appreciating and 
leveraging great 
followership by 
others is worthy of 
some newspaper 
ink and mental 
shelf space.

LEADERSHIP NUGGETS
▲

BY DAVE MELDAHL

 “He said, ‘Schedulicity has made me rethink my 
sense of place.’ He fi gured something like this could 
only be done in Silicon Valley.”
 Nettuno talks with excitement and with his 
hands. The numbers are impressive, but he says his 
favorite part is the response he gets from people 
whose “lives have been changed.” It sounds a little 
dramatic, but a quick read through the comments 
on Schedulicity’s Facebook page, which has netted 
32,000 fans, confi rms his statement. 
 Razors Edge Salon in Redding, Calif., writes, 
“We love your product. It has made our lives much 
easier...thank you Schedulicity!“
 Split Endz in Chatham, Ontario, writes, “We 
just want to let Schedulicity know how much we love 
you!! You have helped make this new salon’s fi rst year 
so amazing!! You have helped us make our clients 
lives easier, helped us network and market and most 
of all given us back valuable time behind our chair! 
Thank you so much.”
 He says one time, a woman arrived unannounced 
at the offi ces with a framed page from her old paper 
calendar. It was so full of information and so covered 
in scribbles from rescheduling that it had become 
entirely illegible. In bold marker, the woman had 
written over the mess, “Thank you Schedulicity!”
  Decorating Nettuno’s offi ce, are, among other 
things, a Shaquile O’Neal sneaker taking up the 

bottom shelf of a book case, and an acoustic guitar 
and mandolin standing at attention in the corner. 
Early in his career, he was a professional musician on 
national tour. That was before he became the young-
est vice president at First Investors Corporation in the 
1980s. 
 Nettuno went on to co-found Milestone Finan-
cial Group, which was acquired by Raymond James. 
He then partnered with his three brothers to launch 
Nettworth Financial Group in 1995, which today 
manages over $1 billion in assets. In 2003, he left 
Nettworth to start an online software company, and 
after a couple years of research and development, he 
and his crew had built the core principles that would 
one day become Schedulicity. 
 “As a fi nancial advisor, I hated all the time I spent 
on the phone, trying to set appointments, and so did 
my clients,” Nettuno says. “I watched expedia.com 

come into business, and it almost wiped out the 
entire travel (agency) industry. It was very simple. So 
why should it be easier to book a fl ight to Paris and a 
hotel than it is to schedule a haircut?”
 People tend to do what’s easy and convenient 
for them, he says, so when a service provider makes 
scheduling easy and convenient, they get more 
business. Schedulicity is built around that prin-
ciple. People just click the service they want from 
the person they want at the time they want, and its 
booked. Schedulicity sends an e-mail reminder the 
day before, and will even add the appointment to an 
Outlook, Google or other calendar. 
 For service providers, Nettuno says it takes 15 
to 20 minutes to set up their Schedulicity account 
and open it up to scheduling booking. Their end will 
show a complete calendar, with everything from
                                                          continued on page 15

People tend to do what’s easy and convenient for 
them, he says, so when a service provider makes 
scheduling easy and convenient, they get more 
business. Schedulicity is built around that principle.
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YOUR
LOGO
HERE

Local experts.
Large selection. 
Personal service.

No wonder we’re 
Bozeman’s number
one choice for 
promotional products.

Let us earn your business.
(406) 551-2150

ranchodeluxepromotions.com
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Gerald A. Akens and Lori A. Akens, 228 
West Magnolia Dr., Belgrade; Chapter 7, 
March 31, Womack.

Russell Keith Fox and Nancy Louise Fox, 
4455 Linney Rd., Bozeman; Chapter 13, 
March 31, Drummond.

Nicholas Abraham Semsch and 
Jacqueline Jean Semsch, 337 Annie 
Glade Dr., Bozeman; Chapter 7, April 5, 
Richardson.

Daniel Ray Binfet, P.O. Box 1362, 
Belgrade; Chapter 7, April 6, Richardson.

Wade Dennis Campbell and Tammy Fay 
Campbell, 181 Launfal Ln., Bozeman; 
Chapter 7, April 6, Womack.

Christopher Bryant, 6800 Goldenstein Ln., 
Bozeman; Chapter 7, April 7, Womack.

Daniel James Willyerd, 100 East 
Madison, Apt. C, Belgrade; Chapter 7, 
April 7, Richardson.

Robert W. Edington and Janet I. Edington, 
P.O. Box 964, Belgrade; Chapter 7, April 
8, Richardson.

Evolyn Isabell Merrill, P.O. Box 1167, Three 
Forks; Chapter 7, April 13, Womack.

Sharon Mae Cebulla, 226 South 6th Ave., 
Livingston; Chapter 7, April 13, Womack.

William Hinsie Abbott, 12970 
Cottonwood Rd., Bozeman; Chapter 7, 
April 13, Richardson.

Daniel A. Wilson, 1109 Woodland 
Dr., Bozeman; Chapter 7, April 13, 
Richardson.

Daniel Allen Neely and Cheryl Renee 
Neely, 1110 West Park Ave., Belgrade; 
Chapter 7, April 13, Womack.

Kathleen Sara Spangler, P.O. Box 476, 
Gardiner; Chapter 7, April 14, Womack.

Lavender V. Hartmann, 101 Chestnut 
Grove Ave., Apt. 5, Bozeman; Chapter 7, 
April 14, Womack.

Michael Justin Young and Georgine 
Fay Young, 602 Robin Ln., Livingston; 
Chapter 7, April 19, Richardson.

Robert Maxwell Eisenstein and 
Kathleen Ann Eisenstein, 326 North 
3rd St., Livingston; Chapter 7, April 20, 
Richardson.

Brandie Rae Weimer, P.O. Box 1992, 
Livingston; Chapter 7, April 20, 
Richardson.

Chance Jay Baker, 109 North 24th Ave., 
Bozeman; Chapter 7, April 20, Womack.

Aaron T. Murray, 50 Boxwood Dr., 
Bozeman; Chapter 7, April 20, 
Richardson.

Sylvia Marshall, 203 Quinella, Unit 2, 
Belgrade; Chapter 7, April 21, Womack.

Warren Gary Mack, Sr., and Jean Lou-
Ann Mack, 513 North River Rock Dr., 
Belgrade; Chapter 7, April 21, Womack.

Marvin Salao Mamangun and Shannon 
Marie Mamangun, 804 Golden West 
Dr., Belgrade; Chapter 7, April 21, 
Richardson.

Alexandria C. Ostrander, 58 Dee 
Ct., Belgrade; Chapter 7, April 22, 
Richardson.

Alexa Anne Freeburg, 284 Hanley Ave., 
Apt. B, Bozeman; Chapter 7, April 26, 
Womack.

Samantha Kay Miller, 2411 Magenta 
Rd., Bozeman; Chapter 7, April 26, 
Richardson.

William Thomas Henderson and Debie 
Louise Henderson, 409 North Willson, 
Apt. 4, Bozeman; Chapter 7, April 26, 
Richardson.

ON THE RECORD
The U.S. Bankruptcy Court, District of Montana, 

recently released the following report of area cases filed with that court:

ITEMS ARE LISTED BY NAME, ADDRESS, CHAPTER, DATE AND TRUSTEE:

First West Inc. offers 

earthquake coverage 

at an affordable rate. 

So when the inevitable 

happens, you can 

stand strong knowing 

you’re covered.

Auto, Home, Business, Farm & Ranch, Life & Health
Bozeman — 1905 Stadium Dr. — 587-5111
Big Sky — 78 Meadow Village Dr., Ste C — 993-9311
www.1stwestinsurance.com — 1.800.606.9378

Call us for a quote

N A TOWN THAT OFTEN LOOKS LIKE the set of a 
Subaru commercial — with mountain bikes and skis atop 

shiny cars whisking away happy, smiling people and happy, 
smiling dogs to some very cool adventure in the mountains 
— in this place, there are a lot of miserable people.
 I meet them every day. These are the folks who can’t 
afford fun.
 Skiing? Golf? Out of the question. Mountain biking? Do 
you know how much those contraptions cost? Fly fi shing? 
You get the idea. For all they get to experience of Montana, 
they might as well live in Kansas.
 A few of these folks are unemployed, but most of the 
people I meet simply have low-quality jobs. They’re worried 
they’ll get laid off or replaced at any moment. They’re still 
suffering under paycuts, pay freezes, furloughs and the like. 
They hold Ph.D.s but have been stuck two years hauling 
stones and mortar for a masonry crew.
 These are the people who don’t take their spouses out to dinner. They haven’t 
bought clothes in three years. When they went to their friend’s birthday party at 
The Pour House, their hand was conspicuously void of a glass. 
 Every time they see that bumper sticker that asks “Did you move here to be in 

I

a hurry?” they mutter, “No, but I didn’t 
move here to be poor, either.” And so 
they rush about town, stressed out and 
miserable and starting to lose hope.
 These are the people who would 
love to be your customers. They are 
your neighbors, and as such they’d be 
delighted to support your business.
 But the current economic climate 
doesn’t allow for that. So as long as they 
suffer, you suffer.
 At February’s Economic Develop-
ment Summit, a California economist 
spoke to 100 or so area business leaders 
about “economic gardening,” a strat-
egy that calls for using development 
resources to help small, local businesses 
grow, rather than chasing down large 
companies and trying to convince them 
to move here from Poughkeepsie. 
 I’m not an economist, but it seems 
like a common-sense way to foster 
growth in Bozeman: cultivate what’s 
already here. Especially when you con-
sider all the wonderful companies that 
are already here, paired with the fact 
that small businesses and startups tra-
ditionally account for 60 to 80 percent 
of new job creation. 
 And job creation is really the crux 
of Bozeman’s growth. I don’t know of 
a single person currently speaking out 
against job creation. In fact, I think 
everybody likes the idea of economic 
vitality. The thing is, I just don’t see a 
whole lot of folks in the business com-
munity working to make it happen.
 The Chamber alone has over 1,200 
member businesses, yet only 100 folks 
showed up to the Summit. I suppose 
that’s not bad for the Economic Devel-
opment Council’s fi rst public event, but 
I wouldn’t call it a full deck of cards. Of 

the 100 people that attended, only 40 
could be bothered to fi ll out a simple 
survey. Of those 40, 30 said they would 
back the “grow and support your own” 
approach to economic gardening for 
Bozeman. 
 But only 14 said they’d be willing 
to help implement the strategy if called 
upon to do so. 
 Is that true? Are there only 14 busi-
ness owners willing to do something 
beyond their day to day operations to 
contribute to Bozeman’s long-term eco-
nomic health? 
 Do only 14 business owners see the 
multitudes who would become wonder-
ful, loyal customers, if only they could 
get a decent job? 
 I understand that the grow your 
own principle applies to helping local 
businesses expand. And maybe some 
folks think only other businesses would 
directly benefi t. But the process is cir-
cular. As businesses grow, the amount 
of sustainable employment grows, 
which grows your pool of possible 
customers. 
 If you’re struggling to bring in local 
customers, help another business out. 
Give them some useful information, or 
get them acquainted with someone they 
should know. Take the time to fi ll out a 
stinkin’ survey next time the EDC asks 
what you need to make your business 
more successful.
 You cannot harvest where nothing’s 
been sown, so get your hands in the 
dirt and start working to grow your 
own customers. Your kids will thank 
you when they can afford to work here.
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 lunch to work appointments to vacations, while their 
clients only see the times that are available — making for 
maximum scheduling ease while protecting the provider’s 
privacy. The calendar function is even set up to maximize 
the number of appointments, so that if a provider has a 
two-hour window and a client wants a one-hour service, 
Schedulicity offers only the start times that leave a full 
hour in the window for another client.
 Service providers can fi lter their clients by qualities 
like how long it’s been since they were last in, what it was 
they came in for, or by their birthdays. These fi ltered lists 
can then be used to send email blasts, for which Schedulic-
ity provides the templates to make special, targeted offers 
to repeat clients. Providers can also add products to the 
scheduling experience, so when a person books a tattoo, 
they might get an offer to pick up a bottle of aftercare 
cream while they’re in.
 As a marketing tool, Schedulicity can be very power-
ful, and it’s being used by an incredibly varied group of 
service professionals: plumbers, tattoo artists, accountants, 
music teachers, dog walkers, dentists, fi nancial advisors, 
car detailers, attorneys, and of course, salon and spa work-
ers of every stripe.
 “My sales over the fi rst quarter increased by 25 

percent from 2010 to 2011,” says Tiffany Piggee-Taylor, a 
bikini waxing specialist in Rochester, Mich. She credited 
the increase, which amounted to just under $3,000, to her 
marketing efforts through Schedulicity. As an individual 
service provider, she pays $19 per month for Schedulicity.
 “This is really an incredible tool for an incredible 
price,” Nettuno said. “The ROI is huge.”
 The newest feature, scheduled to roll out in the next 
few days, will be a class sign-up function. Just like the 
appointment scheduling, people can simply fi nd the class 
or workshop they want at the times they want with the 
teacher they want and book it, even if it’s a class with 
multiple sessions. Again, the class schedule can be auto-
matically loaded to a Google or Outlook calendar, and the 
attendees will all get reminder emails. 
 Nettuno says Schedulicity has the potential to touch 
millions of service providers, and now class instructors, 
around the world. It could be used by untold hundreds of 
millions of consumers. 
 “There’s no limit to how big Schedulicity could be,” he 
says.

Alex Tenenbaum is the writer for B2B and At Home magazines.


