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Our Editorial Focus
Our country was founded by visionaries who
believed in free enterprise through individual
determination. We support that spirit and hold
that the future of our area lies in the growth and
development of small businesses and the efforts of
entrepreneurs. We are dedicated to supporting and
promoting that growth.

Cover Story

St. Louis Small Business Monthly is St. Louis’ locally
owned business publication, bringing business tips,
strategies and analysis to the presidents, CEOs,
owners and top executives of 16,000 businesses in
the St. Louis Metropolitan region. SBM, founded
in 1988, publishes every month and also provides
information at www.SBMon.com and through a
variety of business-related forums and events.

This month, we are proud to present some of the best bosses
and managers in St. Louis. When we asked for nominations,
we were searching for managers who inspire, motivate and
positively challenge their teams, not only to make them
more productive but also make work more fun. These are
not your average bosses, they are the best in the region.
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18 Is Your Ego Holding You Back?
Could your ego be holding you back in business? Learn seven tips to
help you hone your humility.
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Business coach, author and senior partner of Experience On
Demand, Steve Finkelstein, will speak on growth at the August 16
SBM Future50 Luncheon.
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You voted. We listened. Here are 2017’s Top Accountants to serve
your business and its financial needs.
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roadmap

Collecting data is easy. What’s not so
obvious is how the numbers map to
your vision for the future. As trusted
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advisors, we’re here to help you
navigate challenges, capitalize on
opportunities and stay focused
on the road ahead.
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publisher’S LETTER BY ron ameln

Are You a Boss From Hell?
Take the Quiz

W

hen I first began working as a writer for SBM in the early 1990s, one of the more interesting articles I wrote
was titled Boss From Hell.

The article described an annual contest where a Texas-based company searched for the worst boss in
America. Believe it or not, even back 25 years ago, finding a bad boss wasn’t difficult. Take, for example, the
winner of the 1995 Worst Boss in America award, John (pseudonym). Irrational, selfish and downright mean behavior
earned John, owner of a Chicago telemarketing firm, the honor of worst boss.
Here are a few examples that helped John win the award:
• When an employee’s father was scheduled to go in for hip surgery, which had already been delayed because of pneumonia, John insisted she call the surgeon and have it rescheduled because he didn’t want her to miss work.
• When an employee who had been missing for three days was found dead, John didn’t tell anyone because he didn’t
want productivity to suffer.
• When an employee had a heart attack at work, John called the paramedics and, with the stricken employee still lying
on the floor, ordered everyone else back to work.
Believe it or not, the award wasn’t a shoe-in for John. Close runners-up included a West Coast boss who kept a loaded
gun on his desk to intimidate employees and a Southern boss who separated two-ply toilet paper in order to generate
more paper, thereby saving money on supplies.
My hope is that we’ve come along way since 1995. However, I’m sure there are still some horrible bosses that exist, and
that’s a shame. With more and more baby boomers retiring and leaving the workforce, the amount of employees willing
and able to work will decrease. The key to business success is going to be how you interact with employees.
In today’s competitive environment, there is a fine line between business success and failure. And the way you nurture
employees can have a big impact on the bottom line. Let’s face it, business success is all about people. Employees make
Nordstrom department store shine above the competition. Employees make a visit to a Ritz-Carlton Hotel so memorable.
So, how management interacts with employees can have a lasting impact on customers, investors and the bottom line.
Quiz: Are You Becoming The Boss From Hell? To see if you are becoming or have already become the boss from hell,
answer these questions from a training system called Strategies for High Involvement Leadership by Development Dimensions International.
• Do you find yourself raising your voice more frequently?
• Are the to-do piles on your desk growing?
• Do your staff members avoid eye contact with you?
• Do you feel as though you could not take a one-week vacation without things falling apart?
• Are you withholding information from employees because it seems to take too long to communicate with them?
• Is there low energy in your company or your department?
• Do you feel a sense of futility about most of your efforts?
• Is your day spent fighting fires instead of lighting fires to inspire others?
• Do you try to avoid accepting responsibility for your mistakes?
• Do you provide time to discuss problems and issues, provide information, or communicate the organization’s goals
with your subordinates?
• Do you spend more of your time making sure employees are doing the right things than developing yourself as a
leader?
• Do you give more negative than positive feedback?
If you answered yes to some of these questions, don’t despair. You are not alone. The good news: Being a poor boss is
not a chronic condition. You can start improving your skills immediately. For starters, check out our feature (Best Bosses,
page 22). Written by our editor, Julia Paulus Ogilvie, we share the stories of the area’s top bosses. They’ve all set a great
example for the rest of us to follow. n
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SPEAK WORDS THAT MAKE
YOU SOUND SMARTER

My challenge to you: Invest a few
minutes (or hours) to assess the copy
in all of your marketing assets — your
website, emails, print materials and
so forth. If you want to do this inhouse, educate your team and yourself
to understand how to write good copy.
Hire someone to help if necessary.
Tom Ruwitch, page 10
The jobs that will still be “safe”
involve higher-order cognitive and
emotional skills that technology can’t
replicate, like critical thinking, innovation, creativity and emotionally
engaging with other humans. All of
those skills have one thing in common: They are enabled by humility.
Edward Hess, page 18
Relentless focus on the 80/20. The
key to success is to do a few things
really well rather than a lot of things
pretty good. I help clients develop
their 80/20: What are the 20% of
the things you need to do to achieve
80% of your success?
Steve Finkelstein, page 20
If you can’t trust that someone on
your team is on the same page, then
you’ll waste time worrying about
them instead of your clients.
Joe Svoboda, page 30
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Congratulations to Brown Smith Wallace Partner
Emeritus Barry Worth ABV, CM&AA, for being
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Congratulations to Brown Smith Wallace for being
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SALES MOVES BY JEFFREY GITOMER

ASK THE BANKER
Can my plans for
using loan funds
impact whether
my loan will be
approved?

The hard side of training
and the soft side of
learning.

W

hen a new sales representative is
hired, a company provides what
is known as orientation and
ramp-up. Once those elements are complete, the company believes the salesperson can go out and begin earning money.
First, it’s a heavy dose of product training. The company and its trainers will
spend days, sometimes weeks, on “what it
is,” “how it works,” “how it’s used” and a
myriad of other semiuseful facts.
Overlooked, of course, is how the
customer profits from it and what the
customer’s motive to buy it is.
I’m about to give you a major “aha!”
for all product training. Forever. Trainers
and training departments will scoff at this
because it will mean a huge reduction in
what they do and how they do it.
Major clue: All product training should
be given at a customer’s place of business.
This is where your product is actually
used. This is where a salesperson can gain
real-world information about practical application, about flaws and service needs,
and about merits and features that are
most valuable to the actual user.
If enough time is spent at the customer’s place, salespeople will also uncover
why the product was purchased, how the
product was purchased, and the value the
product has. It’s also likely that salespeople will dispel the single most erroneous
aspect of sales: “The customer only buys
price.”
Reality: “The customer only buys price”
is an excuse propagated by weak and lazy
salespeople.
Bigger reality: If companies like Halliburton are able to sell hammers to the
government for $6,000, somehow you
should be able to get your price if you
are within a few points or dollars of your
competition.

WWW.SBMON.COM

Biggest reality: The reason salespeople
deal with price is that they have no idea
about the buying motives and actual product use. Reason? Product training took
place in the corporate classroom, where I
maintain it is just south of useless.
So much for hard (product) skills.
Now it’s time for the harder part – the
soft skills – the selling skills.
Soft skills can be taught in one of three
ways:
1. In-house training. Company trainers
who may also include best salespeople and
outside courseware trained in-house.
2. Outside training. Should be presented by someone who can sell an offthe-shelf solution with the intention that
the salesperson will learn general sales,
or a system of selling, or a customized
sales process where specific aspects of the
product and customer are taught.
3. Voice of the customer training.
This is when an existing customer tells
her story of use of the product, why she
bought it, what her experience has been,
how she felt about it after purchase and
why she would recommend it.
Personal note: For the past 20 years, I
have built my reputation on using my
expertise combined with voice of the customer. I consider the training department
vitally important because it is the glue and
history of the company’s success. These
elements, if combined correctly, can
make any salesperson or sales team the
dominant player in the market – without
respect to price.
The reason that soft skills, or selling
skills, are the most important yet most
perplexing aspect of sales success is that
they must be accepted by the salesperson
as valid, believable and transferable before
they can be successfully deployed. The
salesperson must say to himself: “I agree

When you are seeking a business loan,
how you intend to use the funds does,
indeed, matter. A business loan must be
used for a business purpose.

with this. I think I can do this. I’m willing
to put this into practice.”
Most important, the salesperson must
do it his way, in his style, using his personality. That way the entire execution
of the selling process is transferred to the
customer as both authentic and believable.
If you’re a salesperson and you are
hungry for greater success, it’s important
that you improve your soft skills to a point
where they are equal to or greater than
your product knowledge.
Please understand that I’m not talking
about learning some old-world, find-the
pain, manipulative sales process. In today’s
selling, “making a sales pitch” and “closing
the sale” are pretty much over.
The biggest soft skill challenges in
today’s sales process are finding the decision maker, creating harmony, engaging,
proving value, transferring an emotional
message, and earning the sale.
Sales reality: The hard skills (product) can
be pounded in by a training department,
but the soft skills have to be accepted as
valid by the salesperson.
I’ve just given you a 30,000-foot perspective on the new science of selling. It’s what
I know to be true because I have executed
it myself and created my own success with
it. Some of you will accept it. Some of you
will not. n
Jeffrey Gitomer is the author of “The Sales
Bible,” “Customer Satisfaction Is Worthless,
Customer Loyalty Is Priceless,” “The Little Red
Book of Selling,” “The Little Red Book of Sales
Answers,” “The Little Black Book of Connections,” “The Little Gold Book of YES! Attitude,”
“The Little Green Book of Getting Your Way,”
“The Little Platinum Book of Cha-Ching,” “The
Little Teal Book of Trust,” “The Little Book of
Leadership” and “Social BOOM!” For more information, visit www.gitomer.com or email salesman@gitomer.com.

If you are thinking of taking out a business loan to refinance personal debt,
think again. The same is true if you want
to finance a truck or other major purchase for a family member’s private use.
A lender will not look favorably on either
loan application.
If you are tempted to claim you will use
a loan for one reason and then use it for
another — don’t. Your lender is required
to confirm that loan proceeds are used
as promised. If you purchase a vehicle,
for example, your lender will require its
vehicle identification number (VIN) so it
can be used as collateral.
Different business uses call for different
kinds of loans. How you use loan funds
can also impact the kind of financing
you apply for. If you want to purchase
equipment, acquire a competitor or
renovate your office, for example, you
should apply for a term loan. That’s a loan
that provides you with a lump sum of
money, which you pay back by making set
monthly payments of principal and interest. Term loans work best for long-term
investments.
If your business has a short-term, temporary need for cash to cover inventory
purchases or other operating expenses,
you are better off applying for a line of
credit. That gives you access to a specific amount of financing — say, $20,000
— which you can tap again and again
without reapplying. You make payments
and incur interest only when you use the
funds.
Remember: Paying off a loan eats into
a business’s cash flow. A purchase that
doesn’t contribute to your bottom line is
going to be a drag on your business. n
Debi Enders (debi.enders@
commercebank.com) is
vice president, small business
banking at
Commerce Bank.
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CULTURECentric leadership
by JONATHAN JONES

Your Culture and Your
Physical Office Space
Did you ever work in a cube farm?
Typical businesses take a large, square
office building and stamp out a boxy alignment. Doors along the wall open to the
coveted offices, and those with power have
corner offices. For the “workers,” rows
of cubes are available in the middle with
fabric walls to give them a sense of privacy.
That isolation is enhanced since the offices
with the windows absorb the natural light.
Employees and managers hide in their
cubes and offices.
Here are some ideas to consider: Allow
the natural light into the building for as
many people as possible. Move the offices
and conference rooms to the center core
of the office space. Reduce the height of
cube walls or eliminate them completely.
Consider the work needed to be completed
by the employees. If interaction is important, then eliminate barriers. When a wall
is needed, glass walls are ideal so the light
creates a more open feeling.
Meeting space should be flexible across
the building. Smaller meeting rooms can
be used for smaller meetings or can give
employees privacy when it is needed. Being
able to move smaller tables to create larger
tables allows meetings to be customized
quickly. It accommodates a more flexible
culture.
Create a welcoming break area. It is important that employees get a chance to talk
socially. Lots of ideas are shared during
breaks. When a break area looks like a
coffee shop, employees tend to positively
interact. In addition, these spaces make
a place for company meetings other than
conference rooms.
Is your physical office space designed for
optimal work? How does it enhance the
interaction needed for collaboration and
teamwork? Is the office complex designed
to achieve your organizational purpose?
Does it attract talent to work with you? n

Jonathan Jones (Jonathan.
jones@vistagechair.com or
314-608-0783) is a CEO
peer group chair/coach for
Vistage International.

HIGH VOLTAGE MARKETING
by TOM RUWITCH

Focus on Strengthening Your Copy
to Improve Marketing Results

W

ould you rather have a plainlooking website with great copy
or a beautiful website with
lousy copy?
I’ll take the plain website every time.
Why? Because I know of countless plain
websites that drive action and convert
sales at spectacular rates. But if the copy
is weak, your website and other marketing
content will fail — no matter how pretty
it is.
Don’t get me wrong. I want my website,
emails and other marketing content to be
professional-looking and attractive. But I
will always focus on the copy first.
Too many businesses take the opposite
approach. They focus on good looks while
investing little or no effort in substance:
headlines, subheads, bullet points and
other copy.
Why? Because businesspeople take writing for granted. We all learn to write. And
even though writing comes easier to some
than others, most of us assume we’re
competent enough.
If you ask a businessperson to write the
copy for the About Us page or for next
month’s email, most say they can handle
the job or can pass it to someone else in
the organization.
Ask those same people to design the
About Us page or that email and most
will say, “I can’t do that.” So they’ll invest
in someone with web design and graphic
art skills to fill that void. That means hiring someone with those skills to join your
staff or outsourcing the work.
I met recently with a small-business
owner who was struggling with his email
marketing. He recently hired a talented
web designer to “make the emails look
better,” but he had not invested a minute
or a dime in making his copy better. Does
this sound familiar?
My challenge to you: Invest a few minutes (or hours) to assess the copy in all
of your marketing assets — your website,
emails, print materials and so forth. If
you want to do this in-house, educate
your team and yourself to understand
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how to write good copy. Hire someone to
help if necessary.
To help you get started, here are a few
quick copy tips:
1. Focus on the “why,” not the “what”
and the “how.” Why does your business
exist? Why should someone buy your
products and services? The answers
should focus on outcomes and benefits
for the buyer. Your sales copy should
lead with this. Too many businesses
lead with a description of their products
and services — what they sell and how
it works. No one cares about what and
how unless they already have bought
into why.
2. Learn about emotional triggers and
persuasion techniques and incorporate
them into your copy. Concepts like reciprocity, social proof and scarcity trigger
responses and should be part of your
marketing copy.
3. Minimize the lingo. This is closely
tied to the first tip. When you write
about what you do and how you do it,
avoid industry-specific terms and acro-

nyms that might be lost on the reader.
Too much of that junk will quickly turn
prospects cold.
Here’s an example of marketing copy
from an email I recently received that
violates tips 1 and 3: “High quality data is
the backbone to having the most effective
ABM strategy. Our proprietary TWIN
Caching technology provides the most
accurate IP address intelligence and B2B
firmographic data in the industry.”
“ABM” stands for account-based marketing. Why should I care? No mention
of that in the email. And after wading
through all the lingo about caching
technology and firmographic data, I don’t
want to learn more.
The email with that copy looked great,
by the way. Very professionally designed.
But with that copy, I’m not buying. n
Tom Ruwitch is founder and president of MarketVolt, a St. Louis-based marketing technology firm. For tips on how to write better, more
persuasive copy, go to MarketVolt.com/persuasion.
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MARKETING WORKS
by JEREMY NULIK

Document Decisions
With a Records
Retention Policy

Originality Hacking

Many small-business owners make important decisions every day that should be
properly documented following a specific
records retention policy. Without a plan in
place, businesses would be left defenseless if the IRS were to come knocking.

Making Business Serve the Human Need

B

efore employees leave your company, there is a bizarre ritual that
likely takes place: the exit interview.
It is then that the soon-to-be-available-tothe-industry human is asked for insights.
On paper, this follows logic. A learning
organization ought want to know what
would make it better.
But Adam Grant thinks we should kill
them. “Why do we wait until people are
walking out the door to find out what
would have kept them,” says Grant, author of “Originals: How Nonconformists
Move the World Forward.”
I saw him present a keynote address
recently at the annual Workhuman
Conference in Phoenix, Arizona. Like so
many of the vestiges of the machinery of
human resources, the logic is backwards
for today’s workplace.
From Grant’s perspective, this ritual is
akin to asking your ex why she left you.
And, if you have ever attempted the actual
or metaphorical ritual, I can report to
you that the answers you receive will not
be helpful. They are along the lines of,
“Whatever I have to say so you stop asking
me questions.”
So instead of waiting until the finality of an employee exit, Grant implored
that managers ask for insights when they
would be most helpful: when the new hire
starts.
“Ask them for their ideas when they
join the organization. Because that is
when they have all of the energy and fresh
thinking,” says Grant.
Since new hires are a source of lively
perspective, Grant also challenged the
audience to ask another question: How
would you kill the company in three years?
It is often easier to spot the potential for
improvements and innovations by asking
for criticism over appreciative inquiry.
Grant has behavioral data to back up this
claim, but, on some level, all you need
to do is to work among humans to know
this.
Grant’s insight around business process
seems almost like common sense, right? It
is simple. Make the process fit the human
WWW.SBMON.COM

financial fitness
by karen stern

It’s imperative to establish a specific,
preferably written, records retention policy
and to follow it regularly. The process of
records retention ensures that records are
kept as long as legally and operationally
required and that obsolete records are
disposed of in a systematic and controlled
manner. Keeping some items and getting
rid of others means there is actually no
policy. Once the policy is implemented,
ensure all employees are familiar with it
and regularly maintain files in accordance
with the guidelines.
For example, it’s not unusual for a small
business to make a loan to one of its
shareholders. If the IRS were to question the loan and attempt to reclassify it
as a dividend payment, having the loan
documented in your minute book could
be imperative for a successful defense
against the IRS.

needs and the outcomes will be improved.
However, you are also likely practicing
something like exit interviews in your
business.
The exit interview serves a mechanical business purpose that sounds like it
comes from a manufacturing manual. “If
Resource X no longer sees Company as
valuable, download all information from
Resource X.” The trouble is that this
resource is a human. And humans work
on systems that are far more complex,
dynamic and creative than the mechanical
ones we have constructed.
The workplaces and brands of the
future – the ones that Grant interviewed
to come to his conclusions – are creating experiences that feel more human.
More than workplace happiness or hip
creative spaces, the philosophy animates
from asking a simple question: What does
a human need? By creating systems and
experiences that feel more human, you
can unlock original thinking and uncover
leadership mindsets that have the potential to transform your company.

I know. It sounds too simple. Just a
question. But living out this concept in
your business is complex. We are beset at
all times with conventional practices that
masquerade as wisdom. The challenge for
you is to ask yourself and your leadership
team: What processes, communications
and systems have I created out of conventional business wisdom?
Maybe it is in your marketing efforts,
your operational processes or in your sales
funnel. Once you have identified those
processes, you can begin to find ways
to make those systems more human by
asking that simple question: What does a
human need?
The goal is to re-create your business
with the humans in mind. This is deeper
than kumbaya good feelings. To fully realize the dynamic and creative potential of
the people in your business, this is but a
beginning. n
Jeremy Nulik (jeremy@bigwidesky.com) is evangelist prime at bigwidesky, a human business
consultancy, in St. Louis, Mo.

Here are general guidelines to use in
determining which records to keep and for
how long:
• Permanent records: audit reports, annual
financial statements, trademark registrations, property records and depreciation
schedules.
• Seven years: tax returns, payroll records,
accounts payable/receivable schedules and
canceled checks.
• Five years: internal audit reports and
excise tax computations.
If you are not sure what records to include
in your policy, it’s worth the investment to
establish a specific records retention policy.
To discuss your current policy or for help
completing one, reach out to your adviser
or contact Natalie Mamrenko (nmamrenko@bswllc.com or 314-983-1315). n
Karen Stern, CPA, (kstern@
bswllc.com), partner in charge,
Brown Smith Wallace Entrepreneurial Services Group, provides
tax and accounting services for
companies ranging from startups to $20 million in revenue.
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HR BY THE NUMBERS
by JESSICA SULLINS

Moving On

Since finding quality candidates has become more challenging than ever before,
relocation has become a viable option. Relocation provides employers with a wider
range of qualified candidates from a region
or the entire nation to fill an open
position.
Relocation can include a wide range of
options. Some employers will provide a
one-time lump sum to cover any expenses
incurred. Other employers will pay for specific expenses the candidate incurs.
The survey says:
According to AAIM Employers’ Association’s 2017-2018 Policies and Benefits
Survey of 95 St. Louis and central Illinois
businesses, 61.5% of organizations pay for
moving only and 38.5% of organizations
cover packing, moving, and unpacking
expenses.
What to consider:
• Already moving. It is important to
determine whether the candidate already
planned to move. If they are moving only
because of the available job, they may
request more in relocation expenses.
• How many members moving. It is
also important to consider whether the
candidate is moving alone or bringing their
entire family. That could also determine
the amount they may request.
• Area recruiting. When recruiting, it is important to know what area you are recruiting from — is it nationwide or a specific
region of the United States? This will help
create a recruiting strategy. n

Jessica Sullins, PHR (solutions.
team@aaimea.org) is on the
Research and Solutions Team for
AAIM Employers’ Association,
which helps Missouri and Illinois
companies manage their people
and processes.

sMART BUSINESS
by RICHARD AVDOIAN

Communicating With Impact
Makes a Difference

E

mployees frequently list ineffective
managers and poor communication as the top reasons for leaving a
company. Employees feel there is a lack of
quality and quantity of communication of
pertinent information regarding the financial stability of the company, challenges
and changes that directly or indirectly
affect them.
Employees share that management typically gives lip service or minimal information, feeling that is sufficient without
really communicating. It isn’t sufficient
to rely only on notices on bulletin boards,
emails, memos and slips in paychecks to
disseminate adequate information.
Ineffective and infrequent communication throughout the workforce often
results in negative talk and dissemination
of inaccurate information that spreads like
wildfire. The byproducts can be the departure of employees, decreases in morale and
productivity, and negative talk bleeding to
the communities and customers served, seriously impacting production and profits.
“In order for leaders to build deeper
relationships, they should communicate
with employees in three ways: physically,
mentally, emotionally,” says Patrick Donadio, author of the upcoming book “Communicating With IMPACT” and executive
coach/speaker. “Don’t just share information; think of how you can ask openended questions to get people to mentally
engage and use compelling stories to help
them to connect emotionally with you and
the organization’s mission.”
Here are a few ways managers can
improve personal and company communication:
Be approachable. Don’t simply say
you have an open-door policy. Make it a
practice to walk throughout the company
interacting with employees, making you
visible and accessible.
Be attentive. Effective communication
is a two-way street. It is not simply the
sharing of information but also an op-
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portunity to elicit questions, encouraging
feedback and suggestions.
Give feedback. When questions are
asked or a concern is shared, acknowledge
you understand and will investigate. Then
be accountable to respond in a timely
manner.
Ask, ask and ask. Don’t assume they
understand the instructions or information given. Lack of verbal or nonverbal
affirmation does not ensure they comprehended the specifics. Request a verbal
response to confirm understanding. Most
vagueness is caused by lack of specifics or
unfamiliar terminology.
Sharing is unifying. Adopt the mindset
that the sharing of information throughout the ranks is providing a service to
employees and not a position of power.
One-to-one and small-group contacts.
In addition to memos, posted notices and
meeting minutes will help cement the
understanding and adoption of changes
and information. This will likely minimize
delays and errors.

Be present and listen. Give your total
attention to the person you’re speaking
with. It is not only being respectful but
also helps create a “we culture” where
everyone’s opinions and concerns are
viewed equally. Employees who are recognized feel valued and in turn will be more
motivated, dedicated and productive.
Adopting these basic tips will not only
create a “we culture” but, more importantly, position you as a leader who is credible
and supportive. Establishing a workplace
that is built on trust, respect and openness is paramount to effective working
practices; motivated, engaged employees;
and maximized efforts from the entire
workforce. n
Richard Avdoian is founder and CEO of the
Midwest Business Institute Inc., a business
consulting and training firm. For information
about training and seminars, contact Richard
at 618-972-8588 or Richard@RichardAvdoian.
com.

small business sense
by Mark McClanahan

Town Hall Meetings
A hot topic lately seems to be the cultural needs of millennials. It makes sense
considering their convergence into the
workforce and the desire to make sure all
the generations work well together. As a
business leader, I feel it’s important for me
to find ways to connect with all generations. Being a Gen Xer, I regularly deal with
people older than me, the same age as me
and younger than me. How I communicate
is critical for success.
As we continue to find innovative ways
to improve the culture at Mosby, a proven
technique implemented this year is the
town hall meeting. In March, we had our
first such meeting. After the event, an
overwhelming majority of the attendees
praised it as one of their favorite company
meetings. The employees were fond of the
open agenda and candid dialogue.
To make these meetings a success, here
are the four key things we learned and
implemented:
1) The agenda should be driven by the
employees, not the leadership team.
Before the meeting, make sure to ask the
employees for discussion topics. Try using
a service like SurveyMonkey.
2) There should be a fluid environment. Allow the agenda to meld into the direction
the attendees push it. Give them plenty of
time to ask as many questions as necessary.

your business.

3) You should be 100% honest with your
answers and not hold anything back. The
only caveat is the protection of privacy and
confidential information about individual
employees. Clearly define this rule in the
beginning and during the meeting.

From the simple to the sophisticated, Commercial Banking
products from TheBANK of Edwardsville can enhance both your
cash ﬂow and your bottom line. If you’re ready to grow your

4) It’s best to make this a volunteer, afterhours event with food and nonalcoholic
beverages. If your employees care about
the company and its future, they will come.
The food and drinks are a way to thank
them for their time and create a casual,
relaxed atmosphere. n

business, then let’s start a conversation — we’re here to help.
ThinkTheBANK.com / 844-656-1868

TheBANK of Edwardsville
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Mark McClanahan
(mmcclanahan@callmosby.
com or 314.909.1800) is the
president at Mosby Building
Arts.
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SPECIAL REPORT: TECHNOLOGY

What Your Employees Should Know About
Security. Part Two.
by scott M. lewis

S

ome of the most common security
mistakes:
1) Sending sensitive data to the
wrong destination. A 2008 AOL study
found that 32% of people admitted to
sending emails to the wrong person. In
a more recent study, it was found that
number had climbed to 78%. This is a
real problem and can create real issues
with your customers and vendors.
Here are six tips to preventing email
mistakes by the Creative Group.
a. Give your undivided attention.
Avoid multitasking when drafting or
responding to important messages.
b. Save the distribution list for last.
When writing a confidential message
wait until it is complete before selecting the recipients.
c. Take care with those you copy.
Think twice before you hit reply all
and copy only those people who need
to be part of the conversation.
d. Review it on a big screen. Emailing
on smart phones and small devices can
increase the likelihood for mistakes
and change the intent of the message.
e. Check attachments. Confirm any
attachments by opening them again
prior to sending them.
f. Keep it professional. Keep in mind
electronic messages are easily forwarded and copied, and company email can
be monitored.
2) Clicking on unknown links or
funny pictures. There are real risks when
it comes to links and pictures whether
it is on websites or email. Nowadays
websites and email systems use the
same basic code so there is very little
you can do on a website that couldn’t
be done in an email at the same time.
This would include links, active pages,
HTML coding and background tasks. A
couple of the most common email risks
come with Phishing, which is when you

receive an email that takes to you a fake
website. Once on the site you are asked
to enter sensitive data about yourself or
an account. The most common phishing
trick sites are sites that look like they are
your bank, the IRS or somewhere that
you may commonly do business. Malware and viruses, which would include
Ransomware, can come in the form of a
picture, a link or some other executable
type file. In some cases today, they may
not execute with the primary file but be
a sub file to the file you downloaded that
executes independently of the first file.
How would you know what links to
click on and which ones not to? If you
just ordered something online, you
should be expecting to get a confirmation email and shipping information.
Take the time to look at it first and make
sure that it is what you were expecting.
Another one could be that you just
signed up for an online account. You
should be expecting to get a confirmation email from them, however they
should not be asking you to verify the
information you should already know
and have already entered that into the
registration form.
What should you avoid? An unexpected email from your bank asking you
to log in and verify your information
or account. Unless you initiated that
activity it would be recommended to
assume the unexpected email is a fake
and you should delete it. An unexpected
email from a friend asking a question
that would not typically be in character
for them or if they are asking you to
verify personal information that a friend
should already know.
If you need to verify the person sending you the email is real or not, or if the
link is real or not, there are a couple
of things you can do to verify. In the
example of the bank, do not click on the
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link, open your own browser and manually type in the link that you know and
log in. If you have a message from your
bank, it will be there. If not, then the
email with the link is a fake. In the example of your friend, it is easy to text them
and verify that they sent you something,
or you can open a browser and manually
type in the link and verify the spelling as
you type, creative spelling or misspelled
words in a link are a key indication that
the link is fake and will take you somewhere you don’t want to go.
3) Copying data to flash drives, lost
or stolen mobile devices, and use of
personal equipment for business. Flash
drives and USB drives have gotten so
popular that a British dry cleaner reported finding more than 9,000 of them that
had been left in coat pockets and pant
pockets in a single year. In a separate
survey, Credant Technologies found that
more than 12,000 of them were left in
taxi cabs in a single year. USB and Flash
drives have become so popular they are
the target for specific worm viruses and
malware that will use them as a transport
method between systems.
Some basic steps to protecting USB
and Flash drives according to Symantec
are:
a) Protect your data. Don’t copy personal information such as social security numbers, credit card information,
bank account information or other
personal data to a USB flash drive.
b) Use encryption. If you must put
confidential or personal information
on a flash drive, make sure that it is
encrypted first.
c) Use secure devices. Some of the
newer flash drives have features such as
finger print authentication, and some
have built in encryption features or use
some form of two factor authentication.

d) Pick a storage spot. Since these are
small devices make sure to designate
a spot in your desk, counter, briefcase
that you store these devices so you can
find them and they are kept secure.
e) Keep home and office separate.
Never use the same device to store
both business and personal information. If you lose one device, you put
both at risk. n
Scott Lewis is the President and CEO of Winning Technologies Group of Companies. The
Winning Technologies Group of companies is
an international technology management company. Scott has more than 30 years of experience in the technology industry, is a nationally
recognized speaker on technology subjects such
as Collocation, Security, CIO level Management, Data and Voice Communications and
Best Practices related to the management of
technology resources. Learn more about Winning Technologies at www.winningtech.com or
call 877-379-8279.
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ST. LOUIS DEVELOPMENT CORPORATION

Keeping St. Louis in Business
• Real Estate Development
• Major Development Projects
• Neighborhood Business Support

• Minority/Women Business Enterprise Development

W
H
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Otis Williams, Executive Director
1520 Market Street, Suite 2000
St. Louis, Missouri 63103
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Francis G. Slay, Mayor

Proud Sponsor of the
Sharp and On Point
Speaker Series

• Great resource for small business owners
• Learn strategies and share ideas for your business
• Presented by knowledgeable speakers
• Next event is September 19th at the Lodge of Des Peres

Our Mission:
To help members' businesses grow profitably
through education, advice and accountability.

How we do it:

• Monthly half-day meeting
• Member scoreboard & accountability report
• Member camaraderie, feedback & advice
• Tools, examples & guidance
• Annual Planning Retreat
• Guest experts

314-514-8881
WWW.SBMON.COM

LopataFlegel.com

CollierBiz.com/bsr
314.221.8558
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Best Bankers
Stay on top of your finances with help
from one of St. Louis’ small business
bankers. The following bankers were voted
the best in St. Louis. Make sure you check
out the Awards page at www.sbmon.com to
stay up to date with other Best in Business
nominations for 2017.

COMPANY NAME

CONTACT INFORMATION

David Bealke, Busey Bank

314.878.2210
busey.com

•

12300 Olive Blvd.
St. Louis, MO 63141

Kelly Bender, The
Business Bank of St. Louis
Scott Brothers, Royal
Banks of Missouri
Kyle Brueggemann,
Community Bank of Trenton
Allen Burnett,
Jefferson Bank and Trust

314.721.8003
bbstl.com

•

8000 Maryland, #100
St. Louis, MO 63105

314.212.1650
royalbanksofmo.com

•

13171 Olive Blvd.
Creve Coeur, MO 63141

618.224.9258
banktrentononline.com

•

104 East Broadway, P.O. Box 128
Trenton, IL 62293

314.576.5505
jbt-stl.com

•

12501 Olive Blvd.
Creve Coeur, MO 63141

Jeff Camilleri, Citizens National Bank 314.645.0666
cnbstl.com

•

7305 Manchester Rd.
Maplewood, MO 63143

Darin Crump, Commerce Bank

314.746.3002
commercebank.com

•

8000 Forsyth Blvd.
Clayton, MO 63105

Scott Dallman, Centrue Bank

314.505.5500
centrue.com

•

7700 Bonhomme Ave., #300
St. Louis, MO 63105

Lance Elkin, Lindell Bank

636.530.1550
lindellbank.com

•

15500 Olive Blvd.
Chesterfield, MO 63017

Paul Hart, First Bank

636.625.4000
firstbanks.com

•

10710 Veterans Memorial Pkwy.
Lake St. Louis, MO 63367

Jared Howe, Midwest Regional Bank 636.937.5351
mwrbank.com

•

363 Festus Centre Dr.
Festus, MO 63028

Jim Jones, Meramec Valley Bank

636.230.3500
meramecvalleybank.com

•

199 Clarkson Rd.
Ellisville, MO 63011

Tamekia Juseczyk, Reliance Bank

314.569.7200
reliancebankstl.com

•

10401 Clayton Rd.
Frontenac, MO 63131

Dan Kraus, BMO Harris Bank

314.434.3200
bmoharris.com

•

12452 Old Olive St. Rd.
Creve Coeur, MO 63141

Mike Letz, Montgomery Bank

314.434.7200
montgomerybank.com

•

13701 Olive Blvd.
Chesterfield, MO 63017

Michael Lucey,
TheBank of Edwardsville

314.797.6800
4thebank.com

•

7700 Bonhomme Ave.
Clayton, MO 63105

Joe Lunt, Rockwood Bank

636.938.9222
rockwoodbank.com

•

219 Thresher
Eureka, MO 63025

Denny McGrane,
West Community Credit Union

636.720.2400
westcommunitycu.org

•

464 South Kirkwood Rd.
Kirkwood, MO 63122

Phil Minden, Sterling Bank

314.571.5610
sterbank.com

•

50 S. Bemiston Ave.
Clayton, MO 63105

Randy Rogers, UMB Bank

618.346.1499
umb.com

•

401 N. Bluff Rd.
Collinsville, IL 62234

Vincent Rug, First State
Bank of St. Charles

636.940.5555
fsbfinancial.com

•

206 N. Fifth St.
St. Charles, Mo 63301

Randy Russell, Carrollton Bank

314.965.4848
carrolltonbanking.com

•

11710 Manchester Rd.
St. Louis, MO 63131

Patrick Steinway, Liberty Bank

618.462.7000
bankliberty.com

•

2403 Homer Adams Parkway
Alton, IL 62002

•

363 Festus Centre Dr.
Festus, Mo 63028

•

8182 Maryland Ave.
Clayton, MO 63105

John Vital, Midwest Regional Bank 636.937.5351
mwrbank.com
Timothy Weinhold, Regions Bank
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314.615.2300
regions.com
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WE CONGRATULATE ALLEN BURNETT
BEING NAMED ONE OF THE BEST
BANKERS IN ST. LOUIS

Best Bankers in St. Louis
Congratulations to Tamekia Juszczyk
who was voted one of the
Best Bankers in St. Louis!
Come see her!
1001 Howdershell Road
Hazelwood, MO 63031
(314) 838-8989
tjuszczyk@reliancebankstl.com

RelianceBankSTL.com | (314) 569-7200 | (866) 965-5300
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insight delivered directly to your desk.
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 1 year ($21.50)

 3 years ($45.50)

 2 years ($35.50)

Resources

 My check payable to St. Louis Small Business Inc. is enclosed
Charge my credit card:

 Visa

 Mastercard  Discover

 AMEX

Beneﬁts
Beneﬁts

Growth

Account# ______________________________________________________ Exp. _________________
Signature _____________________________________________________________________________

Payroll

Mail to: 2451 Executive Dr., Suite 109, St. Charles, MO 63303
www.sbmon.com | 314.569.0076

Workers’
Compensation

Employee Turnover

Name ____________________________________________________________ Title ______________
Company ____________________________________________________________________________
Address _____________________________________________________________________________
City, ST, Zip __________________________________________________________________________
Human
Phone _____________________________ e-mail ____________________________________________

Simploy can implement a customized beneﬁts package tailored to your business’ unique
needs to help retain key employees and keep them happy. Proven expertise with our
integrated services, including compliance, beneﬁts, payroll and workers’ compensation,
mitigates your risks and helps you sleep better at night.

Simploy has your beneﬁt needs covered at every turn.
Integrated Beneﬁt Solution
simploy.com
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Citizens National Bank congratulates
Jeff Camilleri on being named one of
“The Best Bankers in St. Louis”.

(314) 645-0666

www.cnbstl.com
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Why A Big Ego Could
Be Your Downfall

by Jon franko and joe sullivan

N

by Edward Hess

ot so long ago, our culture really (really) admired people with big egos. We
called them rugged individualists, fearless leaders, MVPs, visionaries and
go-getters. We respected these confident and successful folks for (seemingly)
having all the answers. They were all too happy to stand their ground and argue their
point, and we saw this as a sign of strength and leadership.
Now everything has changed. Larger-than-life egos are fast becoming liabilities. Indeed, in what may first appear to be a paradox, ego’s mortal enemy—humility—is one of
the traits most likely to guarantee success in the 21st-century workplace.
In the tech tsunami of the next few decades, robots and smart machines are projected to take over more than half of U.S. jobs.
The jobs that will still be “safe” involve higher-order cognitive and emotional skills
that technology can’t replicate, like critical thinking, innovation, creativity and emotionally engaging with other humans. All of those skills have one thing in common:
They are enabled by humility.
Skeptical? Ask yourself this: Have you ever met someone with a big ego who was
really good at being open-minded? Really good at reflectively listening? At putting himself in another’s shoes? At playing well with others? At saying, “I don’t know,” “Your
idea is better than mine” or “You’re right”? Didn’t think so.
18 ST. LOUIS SMALL BUSINESS MONTHLY /august 2017

And Seven Tips
To Help You
Hone Your
Humility

Clearly, if you want to be an effective leader (or even a successful employee) in our
brave new workplace, you are going to have to rein in your ego and become more teamoriented. And make no mistake: It won’t be easy.
We’re talking about self-work that’s never finished. For one thing, ego-based thinking
is our brain’s default position—we naturally seek to reinforce what we already think we
know. Also, we have to overcome a lifetime of cultural and behavioral big-ego conditioning. But if we’re to stay competitive in the Smart Machine Age, it has to happen!”
Here are seven suggestions to help you hone your humility:
First, know that you’ll have to work against your brain’s natural inclinations. Quieting our egos actually goes against our very natures! Cognitively, we humans are wired
to selectively process only information that is confirmatory—and to selectively filter out
information that contradicts what we “know” to be “right.” In addition, we’re lazy, selfserving and emotionally defensive thinkers who are driven to protect our egos.
However, the science is quite clear that high-level and innovative thinking is a team
sport. In order to learn, adapt and succeed, we have to be willing to look closely at our
mistakes and failures, to really listen to people who disagree with us, and to allow the
best thinking and best ideas to rise to the top—which requires humility! The good news
is, when it comes to resisting your thinking’s natural defenses, forewarned is forearmed.
WWW.SBMON.COM
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Seek objective feedback about your ego. You can’t
troubleshoot your ego if you don’t have an accurate
picture of what it looks like. Since this isn’t an area
in which you can trust your own judgment, have the
courage to get people who know you well at work and in
your personal life to fill out a 360-degree review about
you—one that focuses on your emotional intelligence
and your behaviors concerning open-mindedness, listening, empathy, humility, etc.
Explain why you need honest answers. Emphasize
how appreciative you will be if they are honest and
explain that candor will not diminish the relationship.
After receiving the data, evaluate it with a trusted other.
Thank everyone who had the courage to give you honest
feedback. Reflect on the picture you received and decide
what you want to do with that data.
Change your mental model of what “smart” looks
like. In the past, “smartness” has been determined by
the size of one’s body of knowledge. Not knowing the
“right” answer was—and often still is—a big blow to
the ego. But today we already have instant access to all
the knowledge we want, thanks to “companions” like
Google and Siri. The “new smart” means knowing what
you don’t know and knowing how to learn it, being able
to ask the right questions, and being able to examine the
answers critically.
As the legendary hedge fund investor Ray Dalio said,
“We are all dumb shits.” We are all suboptimal thinkers.
Only those of us who can graciously and humbly admit
that we don’t know it all will succeed in this new world.
So change how you keep score. Engage in collaboration,
seek out feedback and ask for help daily. That will push
you toward developing the humility and empathy you’ll
need to “win” in the new game.
Learn to put yourself in others’ shoes. Research says
one way to become less self-absorbed and more open to
the experiences of others is to actively work on being
more empathetic and compassionate. Thinking of how
others helped you and saying “thank you” on a daily
basis is a positive way to begin the process. Reflecting on
the people who add joy to your life helps too.
Suspending judgment so that I can put myself in
another person’s shoes has always been a particular
challenge for me. My mind always wants to jump to a
conclusion instead of really considering what the other
person is experiencing, thinking or feeling. Active listening has been an important tool in helping me learn to
set my ego aside. When I remind myself to focus all of
my attention on what someone else is saying instead of
on formulating my own response, I find that my understanding of the situation grows—and often, so does the
amount of empathy I feel.
Remember, you don’t have to fully agree with someone’s opinion or actions to still treat them with compassion. Disagreeing with humility still leaves the lines of
communication open and allows teamwork to happen
in the future.
Quiet your mind to stay in the moment. Attentionfocused meditation is a time-honored method of
calming one’s inner self-intensity. Fully engaging with
your current experience (as opposed to ruminating on
the past or worrying about the future) enables you to

WWW.SBMON.COM

Do You Have a Big Ego?
A Five-Minute Self-Assessment
Many people who have big egos don’t realize it—they
simply think of themselves as competitive, driven,
self-assured or something equally positive. This assessment will help you determine whether your ego is (to
paraphrase Dr. Seuss in describing the Grinch) three
sizes too big. Ask yourself: True or false: Do these
statements describe my usual behavior?
n I rarely say, “I don’t know”—especially in public.
n I rarely admit my mistakes.
n I rarely talk about my personal weaknesses with
colleagues.
n I don’t often ask for personal feedback.
n I dislike compromising when I am debating.
n I interrupt people when they are talking in order
to give them the answer.
n I like solving other people’s problems.
n I rarely apologize publicly to others when I may
have hurt their feelings.
n I rarely ask people how they are feeling.
n I always strive to be the leader.
n I make sure I get the respect I am due.
n I work hard at looking good to others.
n I don’t enjoy talking things out with others.
Did you have mostly “trues”? Don’t despair. At least
you know you have a problem … and nothing can stop
you from doing some humility-building self-improvement work right away!

maintain a balanced, healthy perspective. Staying in and
responding to the present moment is also a powerful
safeguard against ego-driven misunderstandings and
misinterpretations.
Personally, I have found that meditation makes me
more aware of my physical reactions—breathing and
heart rate. I now know that when my internal motor gets
running really fast, I tend to revert to a “me” syndrome
and that I need to deliberately slow myself down so that
I can exhibit more calmness and openness to others. I
have come to understand that as a teammate and as a
leader, I don’t have to be right all the time or the center
of attention all the time—but I do have to work with others to arrive at the best answer.
Stop letting fear drive your decisions. We often play
it safe because we don’t want to look dumb, be wrong or
fail spectacularly in front of our friends and colleagues.
In other words, we’re afraid of making mistakes and
bruising our egos. Being OK with being wrong is a necessary and important part of developing humility.
Fear of failure, fear of looking bad, fear of embarrassment, fear of a loss of status, fear of not being liked and
fear of losing one’s job all inhibit the kind of learning,
innovation and collaboration that’s essential for your
long-term job security. To proceed more fearlessly into
the future, you need to understand that learning is not

an efficient 99 percent defect-free process—so mistakes
have to be valued as learning opportunities.
The faster and better you are at turning mistakes into
learning opportunities, the less likely it is that you will
be replaced by some machine. Having an ego that’s not
afraid to acknowledge mistakes, confront weaknesses
and test assumptions is a reliable strategy for long-term
success.
Grade yourself daily. There’s a reason why to-do
lists are so popular: They work! Create a checklist of
reminders about the need to be humble, open-minded,
empathetic, a good listener or any other ego-mitigating
quality you wish to work on. Make the list as detailed
as possible. Review it before every meeting and grade
yourself at the end of each meeting. For example, if you
want to work on being a better listener, your list might
include the following tasks:
n Do not interrupt others.
n Really focus on understanding the other person.
n Suspend judgment.
n Do not think about your response while the other
person is still talking.
n Do not automatically advocate your views in your first
response.
n Ask questions to make sure you understand the other
person.
n Ask whether you can paraphrase what the other person said to make sure you heard him or her correctly.
n Really try to understand the reasons the other person
believes what he or she believes.
If you reflect and work on managing yourself every
day, you will notice a difference in your humility-to-ego
ratio. To start, I advise picking two behaviors you want
to change. Seek the help of trusted others in creating
your checklist and ask for their help in holding you accountable. Give them permission to call you out when
they see you acting in opposition to your desired new
behaviors.
The journey to becoming a more humble person will
not be short. It will take persistent hard work. But I
firmly believe that you will find the journey to be liberating and fruitful.
With humility comes more meaningful relationships, better opportunities and, of course, an increased
chance of staying relevant and competitive in the Smart
Machine Age. In that age, individualism and internal
competition will be out, and teamwork will be in. Selfpromotion will be out, and self-reflection will be in.
Knowing it all will be out, and being good at not knowing will be in.
In short, humility will be needed to maximize one’s effectiveness at thinking, listening, relating and collaborating. You will need others to help you outthink a smart
machine! Work on yourself starting now so they’ll want
to engage with you tomorrow.
Edward D. Hess is a professor of business administration and
Batten Executive-in-Residence at the University of Virginia’s
Darden School of Business and the author of 11 books, including “Learn or Die: Using Science to Build a Leading-Edge
Learning Organization.”
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Are You Ready To Grow?
Business Coach, Author and Senior Partner of Experience On Demand, Steve Finkelstein, To Speak At SBM’s
Future 50 Luncheon
by julia paulus ogilvie

W

hen Steve Finkelstein started
his career at Monsanto in accounting, he soon realized his
passion and strengths were in consulting instead. Thus, during his 20-year
career at Monsanto, Finkelstein became
more of an internal consultant, helping
implement new systems, conduct quality
and process improvement projects, and
facilitate strategic planning.
After retiring from Monsanto, Finkelstein decided to begin his formal
consulting career with Dun & Bradstreet
Software in order to help companies reengineer their business processes, train
consultants in project management and
implement large-scale enterprise resource
management systems. “The rest is history,” says Finkelstein. “I became a consulting partner with Grant Thornton for
five years and then recruited by Deloitte
as a consulting partner for seven years.”
With over three decades of experience
and an ever-present passion for consulting, Finkelstein decided to use his expertise in strategic planning and business
execution to start his own management
consulting firm, Experience on Demand,
in 2007.
Finkelstein shares his expertise as a
speaker and workshop leader and in his
book, “Play Smart to Win in Business:
Leadership Lessons From Center Court
to Corner Office,” where he applies the
concepts of raising your tennis game to
business. These include preparing, being
in shape, having the right equipment,
practicing, planning, developing strategy,
keeping score, building a strong team
and executing/playing to win.
This month Finkelstein will headline
St. Louis Small Business Monthly’s Future 50 Luncheon, helping business owners and leaders identify whether their
companies are ready to grow. SBM spoke
with Finkelstein about why it’s necessary
to know when it’s time to grow and what
strategies he’ll be sharing at the August
luncheon. Read on to see whether your
company is growth-ready.
What do you focus on in your work
with your clients?
I specialize in three areas: strategic

planning, process improvement and
project management. My major differentiation is “excellence in execution.” Most
leaders and companies fail not because
they have bad plans or strategies but
they’re lacking the discipline and skills
in execution. Four of our most effective
execution tools are:

The key to success is to do a
few things really well rather
than a lot of things pretty
good. I help clients develop
their 80/20: What are the
20% of the things you need
to do to achieve 80% of
your success?
1. Developing a 90-day plan. What are
the key action steps over the next 90 days
that will help achieve success? Who is
responsible for each action? When does
it need to be completed? What is the
status on a weekly basis?
2. Relentless focus on the 80/20. The
key to success is to do a few things really
well rather than a lot of things pretty
good. I help clients develop their 80/20:
What are the 20% of the things you need
to do to achieve 80% of your success?
3. Establishing the right measures. If
you are not keeping score, you are only
practicing. Developing the right balance
of measures helps to provide focus on
the critical areas for success and achieving accountability for results. Using the
Balanced Scorecard best practice helps
develop financial, client, operational
and people measures, both lead and lag
indicators.
4. Start, stop and continue. In order
to promote continuous improvement
and open/candid discussion, it is important to conduct nameless, shameless
and blameless debriefs monthly and after
every major project. What worked and
what did not go so well? Next, develop
actions for the following questions:
• What worked well that we should
continue doing?
• What do we need to start doing to be
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successful?
• What is not working that we need to
stop or defer doing so we can allocate the
time and resources to start doing items?
How can business owners answer the
question: Is your business ready for
continued growth?
• Understand the 10 critical success factors for continued growth I will cover in
my presentation.
• Conduct a candid assessment for each
critical success factor.
• Determine where they are ready and
where they have readiness gaps.
Why is this an important question to
answer?
Growing before you are ready is a highrisk proposition. Just because a company
has been successful to date, each level
of growth requires the ability to scale to
the new demands of customer service,
business processes, capital needs, people
skills, technology, etc. to support the
growth. Entrepreneurs have worked very
hard, made sacrifices and taken many
risks to get where they are today. It would
be a shame to throw much of that away.
Imagine something we are all familiar
with: painting a room. Planning and
preparing are critical to a successful paint
job. It is two-thirds of the time and effort
but pays off in the end — less rework, less
mess, fewer mistakes, less time, etc. with
an overall much-better-quality result.
If growth is a good thing, why is it so
important for business owners to know
whether they are ready to grow?
Growth can be a good thing or a bad
thing — it depends on how the growth is
managed from planning to preparation
to execution.
Growth for the sake of growth is risky.
The key growth questions are:
• Why do you want to grow?
• How much do you want to grow and
when — how fast?
• Are you ready to support the growth
— people, process, technology, infrastructure and financial?
• Are you ready for the personal commitment involved?

Companies have spent time, money
and personal sacrifice to achieve the
growth success to date. Going forward
without being ready could result in a
major loss or even going out of business.
Can you give us a few key points you
will speak to at the Future 50 Luncheon?
• What are the critical readiness areas to
assess before you grow?
• Take the time to do a candid assessment of your readiness for growth.
• Determine the readiness gaps.
• Relentless focus on the 80/20 — critical gap areas.
• Discipline execution is critical.
Who would benefit most from attending the luncheon?
Business owners, sales/marketing
leaders, HR leaders, CFOs, CIOs,
COOs. Leaders in all the major business
functions will play an important role in
assessing and being ready for growth.
If audience members were to walk
away with one important idea, what
would that be?
Prepare! Prepare! Prepare! Take the
time to properly plan and prepare for
growth. n
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BEST BOSSES

St. Louis’ Best
Shaping
The Future
Workforce
WORDS JULIA PAULUS OGILVIE
PHOTOS BILL SAWALICH

F

or many employees, the
difference between a
great job and a horrible
(I dread going) experience
often falls directly on the
boss. A great boss can keep
employees motivated and
inspired to come in each day.
A horrible boss can make
even the most loyal employee
searching for a way out.
This month, we are proud
to present some of the best
bosses and managers in
St. Louis. When we asked
for nominations, we were
searching for managers
who inspire, motivate and
positively challenge their
teams not only to make them
more productive but also
make work more fun.
These are not your average
bosses, they are the best in the
region.
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Creating an Inclusive
Management Style
Chris Montgomery | ThrottleNet

A

fter starting his career in
sales 20 years ago, Chris
Montgomery eventually
began looking for a sales position
in the managed services provider space in part because of the
compensation plans other sales
associates had shared with him.
As a result, at a happy hour event
in Chesterfield, he happened to
meet someone who worked at
ThrottleNet. About two weeks
later, that person contacted
Montgomery and asked whether
he would be interested in meeting with the owners.
“At that time, my wife had just
had twins and we were under a
lot of pressure already, but I knew
if I could make this work, I’d
have a future with ThrottleNet,”
says Montgomery. “Needless to
say, it worked out fine, and six
years later I feel it’s one of the
best decisions I’ve made.”
While his career has progressed
at ThrottleNet, Montgomery
has found that his management
style is consultative, meaning he
doesn’t feel he has all the answers
and often defers to his team for
their input regardless of the issue
he or they are facing. “I still serve
as the final arbitrator based on
the input I receive from team

members,” he says. “I feel this
method of management results
in a more inclusive atmosphere
where all parties respect one
another and their opinions, resulting in a team approach. I feel
this reduces employee turnover
by providing the employee with
a sense of inclusiveness since
they’re able to offer ideas and
suggestions that could benefit the
team.”
With his inclusive management
style in mind, earning the respect
of his team members and those
around him is his greatest reward
as a boss. “They know I will work
on their behalf, be it an opportunity they require assistance with
or meeting with the partner team
to discuss their performance,”
says Montgomery.
One way he earns his team
members’ respect is by remembering whom he works for as
opposed to whom they work for,
and he recommends other leaders do the same. ”Your job is to
assist your team in their success
because if they’re successful,
you will be too,” he says. “This
requires being open-minded,
empathetic and honest with your
team. Lastly, do what you say
you’ll do and be consistent.”
WWW.SBMON.COM

Bosses 2017
Putting Employee
Satisfaction First
Shelly Tisius | MT & Associates

H

aving spent her entire career in leadership and human services, Shelly
Tisius developed a strong understanding of the needs of businesses. With a
passion for the Deaf community, Tisius has also been working and socializing in it since 1998, allowing her to gain an understanding of their needs as well.
“Most interpreting agencies only have a background in sign language interpreting
when they open a business,” she says. “I have experience and formal education
in business and sign language interpreting, which allows for a well-balanced and
educated approach to the business and interpreting demands.”
Today, with her unique training, understanding and passion, Tisius is the owner,
president and interpreter with MT & Associates. She doesn’t view her role as management but more so as assisting clients, interpreters and staff with considering all
the facts before a decision is made. “Our company name being MT & Associates
represents the partnership position staff have over business practices so we can
focus on community needs rather than what a traditional management model
desires,” she says. “This enables us to focus on processes to enhance the quality of
services rather than leading with a bottom-line focus. Service to our community
always comes before the business, and it’s working because our business continues
to grow, interpreters love working for us and our clients are always satisfied.”
Over the years, Tisius has learned a lot about people and the diversity of the
individual by being a boss. “For example, if you provide me a challenge, I can likely
see it from various perspectives,” she says.
While she says this skill is a burden when she’s trying to narrow down what to
eat for dinner, it’s an invaluable asset when working with internal and external
clients. “It has also shaped MT&A’s business model of only working with the
highest-quality interpreters and staff,” she says. “We not only have a vast amount of
in-house expertise but also a highly diverse staff to meet any hearing or deaf client’s
needs.”
To build a positive culture as Tisius has at MT&A, she recommends that employee satisfaction always come before current business needs. “Only hire people
for positions that are a good fit for them at that business,” she says. “I find that
experience in the basic skills for a job are crucial, but most important is the character, demeanor and work ethic of the individual. Work processes can be taught, but
soft-personal skills are much harder to teach. After you’ve got the best people, then
provide them guidance and let them spread their wings/take their own initiative.
There are many ways to do the same process, so allow for creativity but stay connected for when they need you.”
WWW.SBMON.COM
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BEST BOSSES
Treating Employees Well
For A Trickle-Down Effect
Susan Hunt | Hunt Environmental Services

W

hen Susan Hunt started as a sales representative in the environmental business in her early
twenties, she thought it would be temporary.
Years later, however, she is still loving the field and all the
opportunities she has experienced.
After Hunt earned her MBA and acquired the necessary
years of industry experience, contacts and work ethic for
business ownership, she decided to start Hunt Environmental Services, a comprehensive hazardous and nonhazardous
waste management firm now in its 18th year in business.
Hunt has built her business and management philosophy
not only on her expertise but also on the Golden Rule.
“Treat employees as one would wish to be treated,” she says.
“I try to manage by involving my employees in the decisionmaking process. If employees feel empowered, they will be
motivated to help the company achieve its goals. Lead by
example. Never expect your employees to do something that
you wouldn’t do.”
Desiring that each of her employees maintains a healthy
work-life balance, Hunt says her greatest challenge as a boss
is to keep employees motivated while also making sure they
are happy in their working environment. “I believe that a
happy employee is more apt to stay long-term with a company,” she says.
Helping employees achieve this happiness is also what
brings Hunt the greatest satisfaction at the end of the day.
“Seeing employees achieve incentives I have established
to foster personal and professional growth is my greatest
reward as a boss,” she says. “It gives me great satisfaction
seeing my employees succeed and watching my company
grow each year.”
The sage advice Hunt would pass on to other business
leaders is simple: Treat your employees well, and they will
in turn take care of your customers. “It’s a trickle-down
philosophy that I have found to be successful,” she says.
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best bosses
Building A Confident,
Bold Team
Carl Reed | Lion Forge Comics

C

arl Reed is a native St. Louisan and a creative
professional with over 15 years of experience
who garnered industry experience working
with such clients as Disney Interactive, Animax
Entertainment, Nickelodeon, Cartoon Network and
MTV. While living in Los Angeles, Reed eventually
began to want to move back home. That’s when he
reconnected with a friend and former coleague, David Steward ll, as well as Reed’s brother, Isaac, both
of whom were planning their next moves.
“Isaac had been doing creative work for agencies
and David had just arranged to exit his consumer
products company, so we were all at a crossroads,”
says Reed. “We decided our next move should be in
an industry we loved as kids and still follow passionately today: comic books. And thus, Lion Forge was
born, where we get to focus on comics, animation
and gaming.”
In addition to his role at Lion Forge Comics,
Reed manages the creative services side of Lion
Forge Labs, where he directs the team’s efforts at
exploring new industries and markets with an eye
toward understanding the creative, technology, and
business needs of each project and client.
As a leader in his company, Reed views the relationship between a manager and his or her team as a
symbiotic one. “The manager leads by example and
should work at a level of excellence that they expect
of their team,” he says. “If they seek to foster an
environment of personal responsibility and integrity, then they must display that as well. To keep it
simple: lead by example.”
One way Reed leads by example is through dedication to the work itself. “Each time a project is completed and a new cartoon or comic book is added to
our catalog, reel, or case study, I feel rewarded,” he
says. “I take every company win — from press releases
to product releases — personally, and I’m reassured
that our hard work is paying off. That sense of
accomplishment keeps me coming back every day
and keeps me pushing ahead when things get a little
crazy, which they inevitability do.”
To keep balance within a team, Reed recommends
making sure employees are made aware of what is expected of each of them in their own roles and within
the changing landscape of the company. “I think this
is especially true in smaller, younger companies that
have to be nimble and adapt to growing business
quickly,” he says. “Equally important, employees
must also be a part of the decision-making process
when their lives will be personally affected. This
builds a confident, bold team member who can add
value far beyond their title.”
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BEST BOSSES
Bringing Out The Best In Each Employee

Empowering Employees To Be Their Best

Jim Craig | 1141 Group

James Canada | Alliance Technologies, LLC

fter graduating from
Texas A&M,
Jim Craig started
his career selling digital carrier
systems. Finding
he had a knack for
computers, Craig
held positions in
the IT industry
for companies like
Mercy Hospital and
even started and
sold two of his own
businesses. And for
the past 10 years,
he has been sharing his talents with
1141 Group, where
he is currently vice
president of project
management.
Knowing that
he enjoyed leading
project managers,
Craig pursued
opportunities that
offered him the
chance to do just
that. “The largest program I’ve managed was a $50 million program for BJC,” he says.
“Four years ago, the 1141 Group asked me to lead their entire project management
practice. In addition to my duties as VP of project management, I also actively manage
programs for our clients. I’m currently back at Mercy on contract managing a systemwide compliance project and also working with physicians to create a new application
that will help reduce their administrative burden.”
Craig says he has discovered that the best management style arises organically from
genuinely caring about people and really listening to them. “I believe that everyone
wants to succeed, and my job as a manager is to help them achieve the satisfaction that
comes from doing a good job,” he says.
To Craig, the toughest thing about managing people is that sometimes things don’t
work out and the best option for the employee is to pursue another opportunity. “That
situation is never easy,” he says. “In fact, as I’ve matured as a leader, it’s gotten more difficult but I’ve also gotten better at knowing when it’s necessary.”
Even though becoming an effective leader can require tough decision-making, it can
also mean getting to see those you mentor succeed, which is Craig’s greatest reward.
“While at Mercy 10 years ago, I taught leadership classes to my team based on several
books including “Good to Great,” by Jim Collins, and “Leadership Lessons of the Navy
SEALS,” by Jeff Cannon and Jon Cannon,” he says. “My team achieved one of the
highest scores in the department on the Gallup Q10 employee engagement survey that
year. Several of the folks I mentored are now in leadership positions at Mercy and other
companies in St. Louis. No matter what else I do in my career or in life, seeing someone
I helped succeed is the greatest reward I can ever receive.
Overall, Craig recommends that other leaders adopt the style that works best with
each employee. “There is no one style that works best,” he says. “An effective leader
makes the effort to understand the employee and adapts accordingly to bring out their
best performance.”

hile James Canada’s
35 years of corporate
experience encompass
manufacturing, human resources,
operations, customer service, total quality management, process
improvement, facilities, re-engineering and more, he still had a
burning desire to be an entrepreneur. He wanted to give back to
those in need while establishing
his own destiny.
“I wanted to create something
to provide solutions that may
benefit others, create value for
what I can offer while rewarding
myself for my hard work,” he
says. “The corporate workplace
does not always allow you to
make a contribution to the company and see the benefit of your
efforts. Your ideas oftentimes
belong to the company, and you
don’t always have the satisfaction
of a reward.”
Today, as the managing partner/president and CEO of Alliance Technologies LLC,
Canada is focused on creating company values that are driven by culture. “I believe the
benefits of developing values and sharing them with your organization helps everyone
be more consistent in conducting business,” he says. “Most employees enjoy structure
and purpose in the workplace. Having clear values that support the vision and mission,
in my opinion, helps clarify the direction and overall work environment.”
While values including customer and employee satisfaction, taking ownership,
developing relationships, quality, integrity, financial performance, and civic responsibility drive the direction of Canada and his employees, he still works on creating trust in
the workplace. “Trust in the workplace is paramount, especially for a small business,”
says Canada. “Without it you waste needless time wondering what the other person
is doing to counter your progress or set you up for failure in some way. Some waste
time worrying about others pulling their share of the workload or taking care of the
finances. Trusting in your partners or employees frees you up mentally to get the tasks
you need done.”
In building the vision behind Alliance Technologies’ culture, Canada has found one
of his initial goals — helping others — rewarding. “Help those in transition find opportunity,” he says. “Help my employees succeed and prosper. My philosophy is that you
can never give too much. Giving more to another person, and sharing more with them,
is a great way to help them.”
Throughout his corporate and entrepreneurial career, Canada has learned that leadership requires providing the direction and the tools to help employees be successful
and then empower them. “Empowerment must be a feeling the employee has if there is
any real chance of success. You are not empowered until you feel empowered,” he says.
“Clearly you cannot mandate employee feeling, so you must create the right environment that allows the appropriate feeling to flourish. Doing this is no easy matter…
“Empowerment is being in control, not being controlled. If you have management
constantly checking on employees, explicitly or implicitly, they are not empowered. Empowerment is the ability to satisfy customer needs as they arise. It is being allowed to
make decisions — even a limited number of decisions if the employees understand that
boundaries will start the process. Empowerment is being valued as an individual and as
part of a team. Empowerment is being allowed to make a mistake — although mistakes
are not encouraged.”
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BEST BOSSES
Putting People First
Ben Kniffen | LinkedSelling

F

or the past 15
years, Ben Kniffen has built his
career around entrepreneurship, starting
and running a variety
of businesses in industries ranging from real
estate/construction to
e-commerce to digital
marketing and business consulting. “My
business partner, Josh
Turner, and I have always worked together,”
says Kniffen. “We’ve
been friends since high
school. We’re a good
pair because we are
different characters
with complementary
strengths ... but similar
senses of humor. We
also have worked together for so long that
we know what we each
need without it always
being said. When we
started LinkedSelling,
he focused on the marketing while I focused on the operations.”
From there, the partners took to building their business, which systematically converts cold prospects into warm leads for clients. The company has been hiring more
team members and expanding into more departments to serve its customer base. Today
Kniffen is COO, and his management style is all about putting people first. “I have to
really know the person I am working with so that I can not only manage them properly
but so that I can also set them up with success,” he says. “Although you may even have
a ton of different people in the same type of position, at the end of the day they are
all individuals and you need to be able to cater to their characteristics so that you can
communicate to them what they need to do. I’m quite conscious of the fact that I can’t
always deal with everyone the exact same way.”
Kniffen also subscribes to what he calls MBWA (managing by walking around).
“Sometimes there’s nothing more effective than physically going to check in on someone’s work and see how they are doing,” he says. “We transitioned to a virtual company
in the fall of 2015. It was a challenge to adapt an MBWA style to a virtual company, but
tools such as Slack and Zoom aid in the process.”
With a company that has gone from its two partners in a 10-by-10 office to close to 50
employees in five years, Kniffen’s greatest challenge is time. Each one of his employees,
he says, no matter where they land on the org chart, demand some sort of attention. “It
might not even necessarily be one-on-one time, but each team member is working on
something that is important to our initiatives, which means it is important to me and
therefore will take up time and brainpower making sure they have what they need to get
the job done,” he says.
Kniffen’s top tip for leading people is to start from the beginning by hiring effectively.
“If someone doesn’t align with your values and skill sets needed for the role, then you
are going to struggle to get them to a place of effectiveness,” he says. “Second, lead with
extreme humility. Do everything in your power to help them become better and more
successful at their role than if you were to do their job. My goal is to elevate people so
that I am the weakest link in the room. If that ends up being the picture of the team
I’m overseeing, then I’ve done my job as a leader to perfection.”
WWW.SBMON.COM

Allowing Her Business
And Team Members To Grow
Kelly Rector | Denny & Associates Inc.

F

or the past 25 years, Kelly Rector has
built her career in the insurance industry,
and she has been a licensed broker since
1998. Rector joined what she describes as her
father’s very small insurance agency and began
her career with Denny & Associates Inc. as an
administrative assistant. “I worked my way to account management and then a sales producer,”
she says. “I have been the vice president for the
past several years, and in January of 2017, when
my father retired, I took the official title as
president and CEO.”
Even as head of the agency, Rector sees
herself and her employees as being part of one
team. “I believe in allowing my employees to
manage themselves on a day-to-day basis,” she
says. “They may have tasks and deadlines for
certain projects, but I am not a micromanager.
They all know what they need to do on a regular basis. We will get together regularly and make sure we are all on the same page, and
we brainstorm to try to help each other work smarter and more efficiently.”
Rector says she is fortunate to work with a top-quality staff. “When I leave for vacation or I am out for a seminar, I have the utmost confidence that my clients are in great
hands,” she says. “I may return with 1,000 emails that need attention, but I know that
anything important has been taken care of and handled correctly.”
Like many other leaders, Rector believes in leading by example. “You should never
hear my employees complain that they do all of the work while I am out playing,” she
says. “When I took on my new role, I have worked harder than ever. I do not take my
employees for granted. If they need extra time at lunch to run an errand or if they need
to adjust their schedule for a bit due to family issues, I am very flexible.”
Overall, what that means to Rector is that employees must be treated with respect.
“There will always be an educational and learning process for a position, but once they
are prepared for the role in which they have been trained, it is time to step back and
watch them grow,” she says.

Meet The Area’s Best Businesses
2017 Future 50 Awards

(Honoring the area’s Fastest-Growing Companies)
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Keynote speaker: Steve Finkelstein
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BEST BOSSES
Trusting And Appreciating
Team Members
Joe Svoboda | The Miller Group

J

ust out of college, Joe Svoboda joined a former
high school teacher’s computer company in South
St. Louis and learned the basics of Windows 3.1,
Novell and the other premier technologies of the time.
In 1998, Svoboda joined The Miller Group as a service
technician, and he eventually worked his way up to service manager. “In 2011, upon the unexpected passing
of The Miller Group’s founder, Mike Miller, I was chosen to be CEO,” he says. “I’ve spent the last six years
working to improve on his legacy and keep the course
toward a solid future in St. Louis’ business scene.”
Svoboda’s management style starts with hiring the
right people and involves offering them opportunities to grow and take on new responsibilities. “Also,
because we’re a small business, we do our best to
appreciate each of our employees’ individual strengths
and provide an environment where they have a voice,”
he says.
While Svoboda makes sure to take care of employees
individually, he believes unifying employees who each
have different skill sets and backgrounds can have challenges. “Our management team really embraces the
challenge and works toward the same goals though,” he
says.
Svoboda says the unbeatable rewards of his career
have included being trusted by the Miller family to
continue leading The Miller Group and also growing
and shaping it into a business its founder would be
proud of. “Too, as trivial as it may sound, over the last
year or so, I’ve really enjoyed seeing and hearing about
impressive things that happen in the office without my
direct hand in them,” he says. “It’s reassuring to see
things come together.”
Svoboda recommends that business leaders have
faith in their decisions, see them through and then
trust that those they employ are working toward the
right goals. “If you can’t trust that someone on your
team is on the same page, then you’ll waste time worrying about them instead of your clients,” he says. “Also,
appreciate that people are all different and use that to
your benefit.”
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BEST BOSSES
Leading By Example
And Communicating Effectively
Jon Becker and Marc Rosen | Becker and Rosen CPAs LLC

F

riends since middle school, Jon Becker and Marc Rosen both joined the accounting industry 35 years ago. In 1988, Becker decided to found his own firm,
Jonathan E. Becker CPA LLC. “I had been working at another firm, and, as they
say, timing is everything,” says Rosen. “He was looking to hire, and I was in the process
of leaving the other firm. I have been at the firm since October of 1998 and a partner
since October of 2004.”
Today, while running Becker and Rosen CPAs LLC, the each partner subscribes
to his own management philosophy. “My management philosophy is to provide an
environment that leads to productive employees,” says Becker. “As a manager, I want to
provide guidance, direction, leadership and finally set an example for all other employees of the firm.
Rosen also seeks to provide steady guidance to his employees. “My management style
includes having an open-door policy and to communicate effectively to staff so we can
achieve not only our firm goals but also for staff to achieve their goals,” he says.
While challenges for Rosen and Becker include retaining talented employees as well
as understanding, managing and adjusting to the work-life balance of all employees, for
both, the greatest rewards go back to a job well done for clients.
Rosen says being able to establish lasting client relationships is his greatest reward.
Similarly, Becker believes receiving positive acknowledgements from their clients makes
all the challenges of running a business worth it.
Overall, Becker and Rosen believe effective leadership can be built on leading by
example and communicating effectively.
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Congratulations
Lisa Klempert, CPA
One of SBM’S “TOP STL ACCOUNTANTS”

Helping our clients continuously improve their businesses through
accounting, auditing, tax and consulting services.

Meet The Area’s Best Businesses
2017 Future 50 Awards

(Honoring the area’s Fastest-Growing Companies)

Keynote speaker: Steve Finkelstein
Are You Ready For Growth?
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top accountants

Our Salute to the
Numbers People
2017 Top Small Business Accountants

F

BY JULIA PAULUS OGILVIE

or entrepreneurs, their accountant plays an
active part in the financial success of their
businesses. The following accountants have proven
their dedication to helping small businesses in St. Louis grow
and have been named the Top Accountants for small businesses in
2017. In the following profiles, this year’s top accountants share their wisdom for your
business.
Ken McKinney

Lisa Klempert

Position: owner

Position: partner

Number of years serving business owners: 38

Number of years serving business owners: 21

Motivation to help business owners: I started my current practice
to help business owners grow and meet their strategic goals by
sharing the financial, tax and business knowledge I have gained
by being both a CPA and CFO in the manufacturing and software
development industries.

Motivation to help business owners: I am motivated by the success of my clients. Business owners are passionate about their
product or service but often are not excited about accounting and
taxes. Although accounting does not run a business, it is difficult
to run a business effectively without a strong accounting system. I
enjoy helping my clients by assisting them with their accounting and tax needs, which
allows them to focus on their passion.

Kenneth A. McKinney, CPA

Obstacles you help entrepreneurs with: With my CPA experience, I take advantage of
current technology to help business owners with budgeting, forecasting, and business
and tax planning. With my experience as a CFO, I help them understand the real cost
of their products or services, which ones are the most profitable, and how this translates into improved profitability and increased cash flow.
Best advice for small-business owners: You have to let go to grow. I help the business
owners determine where they are best utilized in the business and then assist them
with finding other people or resources to take care of the other roles in the business
and help them manage those people.
Biggest mistake you see business owners make: Business owners often think they have
to do it all. This is the biggest challenge and hardest thing for business owners to deal
with because the business is their livelihood and they feel they need to be involved in
everything. However, in order to grow, they can’t be involved in all the details. They
need to concentrate on the areas that have the biggest impact on the business, which is
typically growth and strategic planning for the business. Then find good smart people
to help them with the minding and grinding aspects of the business. These people can
either be internal or external depending on what needs to be done and where they
are in their growth stage. The business owner then needs to manage these people to
achieve the strategic and growth plan the business owner has laid out.

WWW.SBMON.COM

SFW Partners LLC

Obstacles you help entrepreneurs with: I help entrepreneurs with the complicated
details of running a successful business. I assist them in navigating the difficult areas
of accounting and taxation so that they can feel confident that their financial reports
are accurate, their accounting tools are useful and their tax burden is minimized. I
also help business owners stay informed about new developments so that they are in
compliance with regulations and are able to take advantage of new opportunities.
Best advice for small-business owners: Focus on what you do best and surround yourself with advisers that are competent and trustworthy. The business environment is
very complicated, and it’s impossible to be an expert in all areas. It is critical to develop
a close relationship with professionals that truly understand your business and have
your best interest in mind.
Biggest mistake you see business owners make: Failing to focus on what they do best.
Running a business can get complicated very quickly. Too many business owners get
lost in the details of running a business and spend too little time focusing on their
strengths. Running a business should be a team effort.
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top accountants
David A. Goldfarb

Tim Devereux

J. Grant Dambach

Position: president

Position: manager

Position: principal

Number of years serving business
owners: 28

Number of years serving business
owners: 12

Number of years serving business
owners: 25

Motivation to help business owners: Owning and building a business
is a dream for many people. Helping
them achieve that goal and do so successfully is what motivates me.

Motivation to help business owners:
Our company was built on small
business. Our goal is to provide great
service and advice to our clients that
is not only effective but affordable as well.

Motivation to help business owners: To provide guidance from my
experience to business owners, who
oftentimes have everything at risk.

Obstacles you help entrepreneurs with: Choosing the
best type of business entity for them and setting up a
good accounting system for them as well as navigating the
tax code to their advantages.

Obstacles you help entrepreneurs with: Tax planning
and tax mitigation, financing, asset purchases, technology, and retirement.

David A. Goldfarb, CPA PC

Best advice for small-business owners: Build a team of
professionals early in the life of the business, as before
long, the business owner will find themselves too busy
to give proper attention to many of those tasks such as
accounting.
Biggest mistake you see business owners make: Not
having a solid accounting system and running their business out of their checkbooks. There is so much about
the financial condition of a company that the checking
account balance will not tell the owner.

Devereux & Co.

Bender & Co. CPAs PC

Best advice for small-business owners: Knowledge at
your fingertips. We like to encourage real-time financial
information available to business owners to assist them
on their decisions. A business owner should be able
to run their own reports for comparative and future
projections. We help to implement accounting systems
and tools to track key statistics. The real value of having
a proficient CPA is not only for compliance but to assist
business owners in adding value to their companies.

Obstacles you help entrepreneurs with: Accounting procedures and obtaining meaningful financial statements
for management, tax planning, and software selection
and usage.
Best advice for small-business owners: Regularly review
financial information to assist in business decisions.
Insist on timely information.
Biggest mistake you see business owners make: Monitoring inventory. Without accurate inventory information,
tax planning is very difficult and tax surprises occur.

Biggest mistake you see business owners make: Be selective of who you work with. A quick buck can turn into
a costly lesson if you don’t properly vet customers and
vendors.

Justin Lee

Dave Finklang

Position: manager

Position: senior manager

Number of years serving business owners: 17

Number of years serving business owners: over 33

Motivation to help business owners: My motivation comes from
my desire to find solutions to problems and ultimately help
businesses grow. I love a challenge and take pride in my ability to
creatively solve challenges while being fiscally responsible for my
clients.

Motivation to help business owners: My motivation for helping
business owners is directly related to growing up in a small family
business. I experienced firsthand the rewards business owners
could receive from their business. However, I also saw the trials,
tribulations and struggles they faced along the way. Both of those
highs and lows of business ownership motivate me to guide business owners through
the lows and tough times to spend as much time in the high times reaping the rewards.

RubinBrown LLP

Obstacles you help entrepreneurs with: All of my experiences with growing businesses
have taught me that many of the obstacles remain the same today as they did many
years ago. Every entrepreneur struggles with his or her monthly cash requirements, as
well as gleaning information from consistent, comparative reporting.

Anders CPAs + Advisors

Best advice for small-business owners: Concentrate on what you do best. We started
accounting services at RubinBrown to enable business owners to focus on working on
your business, not in your business.

Obstacles you help entrepreneurs with: Given my passion for serving startup companies and entrepreneurs, I get the privilege of guiding business owners through an
ever-evolving set of obstacles. One day it might be establishing the company’s first accounting system, and another day it may be working through much more complex issues
such as entity structure, equity-based compensation, fundraising and complicated tax
planning (to name a few).

Biggest mistake you see business owners make: The biggest mistake that I see is not
having a proactive accounting model to manage the state of your business real-time.
Too often, we get brought in to help identify problems that would have been identified
through a proactive business model. Through the use of real-time accounting resources,
budgeting and analytics, businesses have the ability to be nimble and adjust when
necessary.

Best advice for small-business owners: Have fun! Yes, owning and running a business
can be stressful at times. However, way too many business owners get stuck on the
stresses of their business and forget to have fun in their businesses. All business owners
have a passion or drive that originally led them to starting their business. Sometimes
they just need to be reminded about that passion and that they should have fun along
the way as they pursue their passion.
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RARE TALENT RARELY
STANDS STILL.

DAVE M. FINKLANG, CPA/CGMA, MBA
Senior Manager + Tax Services
When it comes to enthusiasm and passion for his work, Dave Finklang
is unmatched. That’s why we were proud to see him named a Top
Accountant by Small Business Monthly. As a member of the Anders
team of CPAs and industry-focused advisors, he’s always working to

Congratulations
Grant Dambach, CPA

for being named one of St. Louis’ Top Accountants!
Grant and the rest of our team at Bender & Company CPAs serve the needs
of individuals and small to medium size businesses throughout the St. Louis
Metropolitan area with quality, innovative, and responsive accounting,
tax, payroll, and consulting services.

Give us a call to discuss your specific needs
and see how we can help you!
13014 Butler Crest Dr.
St. Louis, MO 63128
314.525.7125
www.bendercpa.com

Thank you for voting

help you focus on your true passions - and keep moving forward.
What would you like to accomplish today? Contact Dave at
(314) 655-5566, dﬁnklang@anderscpa.com, or visit
www.anderscpa.com and see how our team can help.

www.anderscpa.com | (314) 655-5500

FROM UNIQUE SPONSORSHIP OPPORTUNITY,
TO TARGETED ADVERTISING, WE CAN GET
YOU THE RESULTS YOU DESIRE.
CHECK US OUT ON SBMON.COM
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Kenneth A. McKinney, CPA
a STL Top Accountant.

KenMcKinneyCPA.com — 314-249-8587
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the extraordinary workplace
by judy ryan

VALUE PROPOSITION
by DAVE DRISCOLL

Growing Unconsciously
Competent Through
Compassion

What You Can Learn From My
Mistakes as a Business Owner

“The cave you fear to enter holds the treasure you seek.”
“We must be willing to get rid of the life we’ve planned, so as to have the life that is waiting for
us.”
-Joseph Campbell, author

O

ften, we are afraid to make even
positive changes because we have
long-standing unhelpful systems
in place intended to motivate people to
be successful good citizens. Our well-intentioned parents and teachers (and now
bosses) often used (and still use) autocracy, incentives, judgments and enabling,
all in an effort to extrinsically motivate us
to do what can be done well only through
intrinsic motivation. So, when I help
people learn how to create a different
type of workplace culture and they begin
to learn new skills for managing their
relationships, productivity and engagement, they are engaging in a lot of change.
They benefit from understanding the four
stages of change itself.
Stage 1: unconsciously incompetent or
unhelpful
Most of us would likely strain a clutch,
stall out or roll backward on a hill if we
got into a car with manual transmission
and didn’t know how to drive it. We’d be
at a disadvantage because we wouldn’t know
what we didn’t know. All we need in this
stage is information.
Stage 2: consciously incompetent or
unhelpful
Once we know the proper actions, we
don’t always choose to engage in them
initially. And…then it’s easy to get self-deprecating and impatient. The new behavior
is unfamiliar and uncomfortable; we fear
incompetency. The same holds true when
my clients learn how to be trustworthy,
put down gossip and redirect negative behavior. They get information on why and
how to do so but continue to engage in
old patterns anyway initially. Growing up
in a Catholic family, this was considered
a mortal sin; if you knew better and did it
anyway, you were going to you-know-where.
Being consciously incompetent is simply an
oft-needed transition stage in which one
grows courage and determination to do
what is not at first natural or comfortable. And despite the desire to judge

and criticize, the only helpful response is
encouragement.
Stage 3: consciously competent or
helpful
Imagine you finally drive the car well
but you can do so only with full concentration. No turning on the radio, making
a call or drinking coffee. You are giving
full effort to pull it off. That’s what this
stage is all about. We grow ever more confident but still have to work relatively hard
to do it right. In this stage, all we need is
practice. This is a critical stage because
this is when change can develop into a
priceless habit.
Stage 4: unconsciously competent or
helpful
In this stage, you are driving the car
smoothly and can be on the phone, fiddling with the radio and eating a candy
bar and you make it home without even
thinking about how you got there. All
you need in this stage is to celebrate your
success.
My intent is to help people manage
healthy workplace culture practices and
develop leadership until both become
second nature. It takes warrior-ship on
their part as they learn new skills and become brave enough to systemically change,
especially when they are moving against
centuries of conditioning. Understanding
what to expect during change itself is key
to making the smoothest and most successful transition possible.
If you are ready for change, let me help.
I provide you with systems and a framework to help you confidently improve your
workplace while being fully supported
in your change process so you create and
sustain success. n
Judy Ryan (judy@LifeworkSystems.com), human systems specialist, is owner of LifeWork
Systems. Join her in her mission to create a world
in which all people love their lives. She can also
be reached at 314-239-4727.
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ecently a prospective seller asked
what mistakes I had made as a
business owner, specifically relating to the sale of my business.
I settled on these three big mistakes:
• I thought I could control the timing of
when I wanted to get out of the business.
• I didn’t seek advice from folks who
have been there before me to understand
the process.
• My ego got in the way of good decision
making.
Painful, but true, realizations. These
mistakes resulted in missed opportunities and ultimately decreased the value I
received from my life’s work to support
my Life Beyond Business.
The articles I’ve written over the years
have explored these themes in one form
or another, but seeing them together in
this simple list makes it clear that I was
my own worst enemy. As you look at the
three bullet points, you see: me, me, me.
If I have learned one thing in my quest
to help other owners, it is that it’s not
all about them. Owners need to seek
perspective from other sources and form
grounded ideas based upon facts and
realistic expectations.
Controlling your exit
From my experience, the best opportunities come when an owner least
expects it. And that usually means being
unprepared to handle the emotion created when the opportunity is suddenly
presented.
The second scenario is holding on too
long. “Business is so good; why would I
give this up?” says the owner in his late
50s or early 60s with no succession plan.
Lesson: Always be prepared so you
could sell your business tomorrow.
Having all the answers
Not until I started Metro Business Advisors did the phrase “you don’t know what
you don’t know” really sink in. Owners
build businesses by being experts at what
they do. They are constantly challenged to
be the best in their market and to provide
innovative products and services to their
clients. That single-minded focus leaves
no room to ask the needed questions that
may seem like unnecessary distractions.

Owners must seek advisers who can
educate them about issues that will
eventually be crucial to understand. Your
success in growing your business does not
extend to all things business!
Lesson: Take yourself back to the
insecure feeling you had when you first
started your business. That’s the feeling
you get when “you don’t know what you
don’t know,” which should lead to doing
the needed research and preparation.
Owner ego
Believe me, I get it! Reflecting on the
previous two mistakes, combined with
owning a business in one form or another
for 38-plus years, I obviously know how a
strong ego can develop.
As the owner, you have taken all the
risk. In the early days, you made all the
decisions (good and bad), measured success or failure, recalibrated and moved on.
Making decisions by committee just could
not work at that stage of the business
cycle; you succeeded or failed on your
own terms.
Lesson: The key to getting your ego
in check is to switch gears and become
inclusive in your decision making along
the path to success. This is a very hard
transition that involves making honest assessments about which tasks you are best
at and delegating the rest. Measuring who
within your organization you should bring
into decision making is another calculated
risk.
As I said, I get it; but I also understand
that the owner’s ego (including mine) is
frequently the cause of missing lucrative
opportunities.
My advice is to be aware that your
tendency to have a strong ego leads to unrealistic expectations, so seek input from
trusted advisers to help provide clarity. n
Dave Driscoll is president of Metro Business
Advisors, a business brokerage, valuation and
exit planning firm helping owners of companies
with revenue up to $20 million sell their most
valuable asset. Reach Dave at DDriscoll@
MetroBusinessAdvisors.com or 314-303-5600.
For more information, visit www.MetroBusinessAdvisors.com.
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DIRECTORY: ACCOUNTING

Anders
Robert J. Minkler, Jr.,
800 Market St., #500
St. Louis, MO 63101
www.anderscpa.com
rminklerjr@anderscpa.com
314-655-5500
Anders is among the largest accounting
firms in St. Louis and one of the top firms
in the Midwest for tax, audit, consulting
and forensics and valuation services. We
assist individuals, closely-held businesses,
and not-for-profits plan for the future and
attain lifelong objectives.

Becker and Rosen CPAs, LLC
Jonathan Becker, CPA
8008 Carondelet Avenue, Suite 214
Clayton, MO 63105
314.725.0324
info@brcpallc.com
www.brcpallc.com
Since 1988, Becker & Rosen has been
operating as a full-service accounting firm.
We are dedicated to providing clients with
professional and personalized services for
their business and individual needs. Our
dedication to our clients has earned us
multiple accolades through the years for
accounting, customer service, quality, and
value. Our broad spectrum of services
include: accounting, audit, tax, consulting,
and forensic accounting.

BSW Small Business Services
Karen Stern
6 CityPlace Drive, Suite 700
St. Louis, MO 63141
314.983.1200
www.bswsmallbusiness.com
info@bswllc.com
BSW Small Business Services provides
small business tax and accounting services
for companies with revenues ranging from
start-up to over $20,000,000. Our key
services include QuickBooks, check writing, outsourced accounting services, CFO
services, and more.

Devereux & Company
James P. Devereux Jr. CPA, MBA, MIS
307 N. Main Street
St. Charles, MO 63301
314.209.7777
www.devereuxcpa.com
services@devereuxcpa.com
Devereux & Company is a Certified
Public Accounting firm with experience
in Corporate, Individual, Partnership,
Fiduciary, and Estate taxes. Our business
has been serving the greater St. Louis and
St. Charles area for over 34 years. We offer
a variety of services to our clients including
tax planning, business consulting, auditing,
financial planning, education, accounting
software integration, and much more.

Kenneth A. McKinney, CPA
Ken McKinney
330 rue St. Francois
Florissant, MO 63031
www.kenmckinneycpa.com
ken@kenmckinneycpa.com
314-249-8587
Our goal is to help business owners in
the greater St. Louis area plan for and
meet their business and financial goals
and objectives. We assist businesses in a
variety of industries, construction trades,
manufacturing, auto repair, distribution
and professional services.

Kiefer Bonfanti & Co. LLP
Chris Bonfanti, CPA
701 Emerson Road, Suite 201
St. Louis, MO 63141
314.812.1100
F. 314.812.1199
kieferbonfanti.com
www.kieferbonfanti.com
Kiefer Bonfanti’s founding principles of
putting our clients first, delivering timely
service and proactively advising our clients
are what drives our people every day. Built
on these principles, Kiefer Bonfanti has
passionately maintained the same focus
since our inception over 60 years ago. We
are a full-service accounting and business
advisory firm dedicated to providing quality, reliable services based on specific client
needs.
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Mueller Prost CPAs + Business Advisors
Doug Mueller
7733 Forsyth Blvd., Suite 1200
St. Louis, MO 63105
314-862-2070
www.muellerprost.com
info@muellerprost.com
Our accountants, former business owners,
executives, and engineers are all here to
help guide you through the complexities of
today’s business environment. Like many
entrepreneurs, our business started with
a vision. A vision of becoming trusted
advisors to our clients. From humble
beginnings on a ping-pong table in 1983,
our firm has grown into one of the leading
CPA and business advisory firms in the
St. Louis area, now serving clients coast-tocoast and around the globe with offices in
St. Louis & St. Charles, MO and Irvine,
CA.

Schmersahl Treloar & Co.
Jim Schmersahl
10805 Sunset Office Dr.
St. Louis, MO 63127
314.966.2727
info@stcpa.com
www.stcpa.com
Schmersahl Treloar & Co. is a full-service
CPA firm, dedicated to meeting the needs
of today’s busy professionals. We use state
of the art technology in order to provide
the highest quality work.

Wamhoff Financial Planning
& Accounting Services, Inc.
Sandy Furuya
1520 South Fifth Street, Suite 300
St. Charles, MO 63303ST. CHARLES CON
636-573-1212
www.wamhoff.com
sfuruya@wamhoff.com
Since 1975, Wamhoff has helped small
businesses manage their entire financial
picture. The Wamhoff team of accounting
professionals can manage your taxes and
bookkeeping, provide consulting, help new
businesses get started, and even set up and
manage your company 401k plan.

Energize
YOUR
BUSINESS,
EXHIBIT AT THE

BIZEXPO

Reserve
spaceAtoday!
Sign
UpyourFor
TradeWWW.STLO
Show Booth today

St. Louis Business Expo
Oct. 24
St. Charles Convention Center
11am-5pm
www.stlexpo.com

Tom Dunn CPA Firm
Tom Dunn CPA
677 Craig Road, Suite 100
St. Louis, MO 63141
www.TomDunnCPA.com
Tom@TomDunnCPA.com
314.500.1200
Description: Tom Dunn CPA Firm has
risen above other accounting firms by offering affordable services with one-on-one
client interaction. You are never just a
number with Tom Dunn CPA Firm. Our
services include bookkeeping, payroll, tax,
CFO services, and more.
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How secure is your network?

636-458-4995
www.ntp-inc.com

TIME WITH
THE BOSS

Nancy Cripe
GRS Auctions
Website: www.GRSauctions.com

What is your mission?
GRS is an auction, appraisal and liquidation firm. We provide a relevant and
meaningful service to our sellers and
buyers. Our sellers depend on us to respect them and their business objective.
It is our focus to be fast, accurate and
confidential in the disposition of their
assets. For both our sellers and buyers,
it is our goal to provide an experience
that is positive and beneficial to their
business. Auction is a method that is no
longer just about farms or estates but
a mechanism where corporations and
small-business owners can obtain market
value for their assets.
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What was your first job?
I always tell people that my first sales
experience was selling Girl Scouts cookies door-to-door. My dad would not take
them to work but coached me on a sales
pitch, and off I went. But my first real
job was filling orders for my dad’s office
supply company.
What was your worst job?
Airline reservationist. I worked at a small
airline right out of college named Britt
Airways making reservations and came
to believe that travelers were some of the
unhappiest people who were confused by
the reservation process.

anytime is now fast and easy. We are
targeting a fresh audience with this new
technology.
How do you try to differentiate your
business from others in your industry?
It’s all about providing an experience of
respect. Some of our clients had a bad
time and had to make tough decisions.
We are there to be a resource, providing
confidence in the process and respecting
what they are going through. It is our
job to create new markets for their assets.
At GRS we understand that auction is
“serious fun.”
What’s the hottest trend in your
industry, and are you going to jump on
board?
The trend is for online auctions, and we
have invested to have relevant technology
that is mobile and easy to use.
What best advice would you share with
new entrepreneurs?
I am a member of Black Dress Partners,
and Erin Joy gave us a saying: “Make new
mistakes every day.” Take strategic risks,
believe in your ability to perform, and
don’t forget the basics: Take care of your
team, manage your cash, provide your
customers a winning experience, and
never stop developing your network.

What led you to your industry?
Auction is a unique industry. When I
first looked at this industry, I looked at
potential competition and the business
model and saw that the Midwest could
use a company that was taking a corporate approach to commercial auction.
Ethics, professionalism, accuracy, strategy
and empathy all come together to create
a successful auction or liquidation.

What’s your favorite place in St. Louis?
This is a hard question, but it has to be
the art museum. I was an art major and
can spend hours engaging in the works at
the museum.

What was the smartest thing your company did in the past year?
That is easy: We rebranded and got an
app. I am so excited when I see the app
and how easy it is to do business with
our new technology. Bidding anywhere,

What do you like to do in your free
time?
Fly fishing with my husband. The beauty,
movement and colors in the water captivate me, and it is always fun to land a
trout. n

What has made you successful in your
industry and in St. Louis?
I have an incredible network and am
always working to build that resource.
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