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SMALL BUSINESS WEEK EASTERN MISSOURI

Innovate. Create. Celebrate!

Event information and tickets at www.SBWEM.org
Small Business Week is presented in cooperation with the U.S. Small Business Administration.

May 2–7, 2016
Small Business Week is 

packed with 
more than 20 events
 for business owners!

Check out these events:
Local Resource and Profitable Strategies 
for Exporting
Sponsor: World Trade Center – Saint Louis
 
Boot to Business –Reboot  
Entrepreneurship Training
Sponsor:  SBA District Office/Veterans Business 
Resource Center
 
The Legal and Ethical Issues of  
Partnership in Family Startups
Sponsor: SCORE

The Million $ Niche- “Exploring Hobbies 
into Profitable Business”
Sponsor:  Microsoft and Capital Consulting  
Services

 ...and more!

Celebrate with the winners

May 5, 2016
 

Expo, 10 a.m. – 4 p.m.
Gala Awards Luncheon, 11 a.m. – 1 p.m.

Hilton Frontenac Hotel
1335 S Lindbergh Blvd, Frontenac, MO 63131

FREE Admission to the Expo 
Gala Awards Luncheon : $50.00

Other events will cover topics such as 
Social Media, Government Contracts, 

Business Planning and more!

Explore. Engage. Empower!
April 30 - May 5, 2018

Small Business Week Matchmaking Event
Sponsor: Small Business Administration

How To Obtain Financing For Your 
Small Business
Sponsor: SCORE

Pitch Your Business Idea
Sponsor: Hispanic Chamber of Commerce

2018 Entrepreneur Think Tank
Sponsor: National Black MBA - St. Louis Chapter 
and SBTDC

May 3, 2018
Expo, 9 am - 11 am

Gala Awards Luncheon, 11:30 am-1:30 pm
Hilton St. Louis Frontenac

1335 S. Lindbergh Blvd.
St. Louis, MO 63131

FREE Admission to the Expo
Gala Awards Luncheon: $50

Other events will cover topics such as, 
Taking the Fear Out of Marketing, 

Government Contracts - 8(a) Program, 
How to Finance Your Small Business and more.

Small Business Week is 
packed with

more than 30 events
for business owners!



636–949–8407 
commercebank.com/smallbusiness

© 2018 Commerce Bancshares, Inc.

When you’re busy conducting business, it’s easy to get 
hung up on hidden obstacles that delay your growth. 
That’s why we offer solutions to help keep you successful, 
from streamlining your cash flow to financing options and 
beyond. We’re committed to handling every challenge 
that faces your business, and we’ll keep innovating  
so you can keep an eye on the big picture. 

Helping with 
challenges 
you didn’t 
even know 
you had.
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St. Louis 
St. Charles 

Edwardsville, IL

Learn more about cybersecurity, mergers and acquisitions, 
health care, estate planning, vendor management and more. 
To download your copy, visit  
brownsmithwallace.com/BSW-Insights

For a free consultation, contact Karen Stern, CPA, at 
314.983.1204, info@smallbusiness.com, or visit  
brownsmithwallace.com/entrepreneurial-services.

QuickBooks & Accounting Software | Check Writing 
Outsourced Accounting | Payroll Services | Tax Preparation

Need 
Some 

Insights?
Thought 

Leadership on 
Key Business 

Issues

Otis Williams, Executive Director 
1520 Market Street, Suite 2000
St. Louis, Missouri 63103

 

Mayor Lyda Krewson

ST. LOUIS DEVELOPMENT CORPORATION 
Keeping St. Louis in Business

• Real Estate Development 

• Major Development Projects 

• Neighborhood Business Support 

• Minority/Women Business Enterprise DevelopmentInvesting in Our Communities
One Business at a Time

Equal Housing
Opportunity

Royal Banks
o f       M i s s o u r i

Where Better Service Means Better Banking!
www.royalbanksofmo.com

(314) 212-1500

 

EMPOWERING MESSAGING THAT PROVOKES ACTION 

LENGTHEN YOUR REACH 

WE MEAN BUSINESS 

All the tools you need to make your life easier, your leadership more effective, and your 
business more productive. 

For more information come visit our booth! 

ConnectHR: Bringing Innovative Solutions to Your Business 
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PUBLISHER’S LETTER BY RON AMELN

100 Reasons to Succeed in Business 
Our Top St. Louis Influencers Are Doing Their Part 
To Help Business Owners Succeed

Iheard former St. Louis Ram and Hall of Fame cornerback Aeneas Williams talk-
ing one time about professional athletes and their business prospects when their 
playing days are over. Williams mentioned that former athletes struggle in business. 
They often fail, and they never see it coming.

His theory is that these pro athletes are used to being the very best, upper echelon of 
their professions as professional athletes. Let’s face it, 0.09% of high school seniors are 
eventually drafted in the NFL. It is indeed an elite group.

When players retire, they have a sense that their NFL success and experience will 
translate into business success. It may over time, 
but running a business is a skill, just like playing 
a sport. It takes years of hard work, practice and 
experience to be the best…just like in sports. These 
athletes have been playing their sports since they 
were three, honing their skills and gaining experi-
ence.

Business is no different. To succeed in business 
it takes years of developing the skills needed. It 
also takes the willingness to ask for help to develop 
those skills. Business owners need guidance to 
avoid oncoming challenges, and they need help 
guiding them in the right direction. 

Let’s face it, all businesses need help at some 
point to survive and succeed. That’s why I’m 
excited about our “Top 100 People To Know To 

Succeed In Business” list (written by Julia Paulus Ogilvie on pages 17-36). These are the 
bridge builders of St. Louis. They are building the bridges that are helping entrepre-
neurs and employees in St. Louis reach their goals. They were all chosen because they 
take the steps, every day, to help others succeed.

Some of them are helping entrepreneurs with little experience get started in business, 
while others are helping experienced business owners reach levels they never imagined 
they could accomplish.

It is not difficult to come up with 100 names and personalities for this list. What is 
difficult is paring it down to 100. That being said, we know that there is someone that 
you feel should be on this list. Someone who is a no-brainer ... an influencer who has 
meant so much to so many business owners. Please send me an email (ron@sbmon.
com). Let me know the name, title, company and a brief (150 word) description as to 
why that person is someone that St. Louisans should know. Happy connecting – 

As we look to the future, we need others to follow the example of our Top 100. They 
have set the foundation. It is up to the rest of us to keep it going.

e

e

e

e

*1 share deposit required.  Must qualify for membership. Loans subject to approval. Federally insured by NCUA.
Your savings federally insured to at least $250,000 and backed by the full faith and credit of the United States Government.
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COMMERCE BANK 
SMALL BUSINESS 

EDUCATION SERIES
Network with local businesses 
and learn new ways to grow 

your company

Please join us for the

commercebank.com
314.746.8407

Funding Forum 
(panel)

Thursday, April 26th | 7:15 – 8:45 a.m.
West Olive Center, 1045 Executive Parkway Drive 

Creve Coeur, MO 63141

Registration required: Register at 
https://commercebanksbn.eventbrite.com
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ViewWITH A
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Visit EchoBluffStatePark.com
(844) 322-3246 |               @EchoBluffStatePark

34489 Echo Bluff Drive, Eminence, MO 65466
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Just a Note

SMALL BUSINESS SENSE
BY MARK MCCLANAHAN 

If you Google “small things matter” or 
“small things make a big di�erence,” you’ll 
discover a wide array of articles, blogs 
and opinions on the positive e�ect these 
minute actions have on us.  Sometimes as 
a leader I forget to consider the little things 
because I’m focused on the big projects or 
initiatives in front of me. Plus, to many of 
us, the big things are more intriguing or 
exciting.

So, how do we make the time to perform 
little works that make a positive impact on 
the people we’re charged to lead? Referring 
back to my last article on processes, I think 
one start is to create and install a process 
that makes this possible. Some of you may 
argue that putting a process in place takes 
out the special meaning of these little be-
haviors we perform. I think this depends on 
the intention behind creating the process.

At Mosby Building Arts, I have one such 
process in place, and the purpose behind 
the process is to help new employees feel 
welcomed as a valuable member of the 
team. We greatly desire that new employ-
ees feel special because they are. The small 
thing I do is handwrite a note to every new 
person hired. This note is mailed to their 
homes within the first week of employ-
ment. I express my gratitude to them for 
joining our team. 

The results? At least 50% of the time, 
the employee seeks me out to thank me 
for the card. A third of the time, I receive 
a thank-you note in response. I see a 
significant, positive impact on these new 
associates, and this small investment I 
make in their well-being has a high return. 
The small things do matter! n

Mark McClanahan 
(mmcclanahan@callmosb.com 
or 314.909.1800) is the presi-
dent at Mosby Building Arts.

ST. LOUIS BUSINESS EXPO SPONSORS          www.stlexpo.com
APRIL 10, 11 A.M. - 5 P.M. - ST. CHARLES COVENTION CENTER  

Echo Bluff State Park
Renee Greenshields, Sales Manager
34489 Echo Bluff Drive
Eminence, MO  65466
573-531-7005
Echo Bluff State Park is a year-round desti-
nation that allows guests to have a lasting 
experience. The modern amenities make 
it perfect for everyone. The Lodge features 
Meeting Rooms for groups large and small, 
Guest Rooms, the Creekside Grill for dining 
and the Sinkin’ Creek Mercantile featuring 
Missouri Made Products and Souvenirs.  
In addition the park has 13 Cabins, a 
Campground, 3 Hiking Trails and several 
Pavilions for outdoor activities.  Echo Bluff 
State Park is the perfect venue for your Cor-
porate Retreat, Staff Meetings and Company 
Outings.

EG Media Group
314-795-9262
egmediagroup.com
scott@egmediagroup.com
We operate in both the creative and 
business space.  Whether it is messaging, 
marketing platform development, social 
media engagement, media buys, radio & 
TV commercial campaigns, voice-over work 
or impactful video services…EG Media 
Group touts industry leading experts in each 
of these fields and our job is to deliver a 
positive experience and a positive outcome 
for our clients.  Much of our work in the 
business services field is referral based.  EG 
Media Group, create, connect and convert.                                                                                                                                        

First Community Credit Union
17151 Chesterfield Airport Rd
Chesterfield, Missouri  63005
636/537-4400  
www.firstcommunity.com
With almost 80 years in business, First 
Community Credit Union 
is nearly a two billion dollar financial insti-
tution with 38 locations. 
Our mission is to provide quality products 
and affordable financial services for consum-
ers and small businesses. First Community 
is a state-chartered credit union, organized 
under strict regulatory laws that are moni-
tored and enforced by the Missouri Division 
of Credit Unions and the National Credit 
Union Administration. First Community 
is well capitalized; safe, sound and secure. 
Come join the 225,000+ members who do 
their banking with us. We’re here for All 
Your Savings and All Your Loans!

Glance Creative
Glance Creative
314.725.2439
paul@glancecreative.com
www.glancecreative.com
Glance Creative is a marketing agency - without 
agency prices. We specialize in print, digital 
and promotional services to  cover the scope of 
your needs. This all-inclusive approach ensures 
your product or service is marketed to its full 
potential. Get in touch to make your project 
our next project.

Innsbrook Resort
636.928.3366
information@innsbrook-resort.com
www.innsbrook-resort.com
A lake community located less than an hour 
from St. Louis, inspire and motivate your 
team in the heart of nature at Innsbrook! 
Innsbrook offers a beautiful, peaceful setting, 
which encourages new ideas, solutions and 
team building. Innsbrook also offers year-
round and recreational properties as well as 
golf, dining, vacations, celebrations and more.

Liberty One Software
877-379-8279
www.businessmanager365.com
Liberty One Software is a nationwide software 
distribution company for Business Manager 
365, which is a fully integrated business man-
agement software package.  Business Manager 
365 is focused on helping service based busi-
nesses streamline work processes and integrate 
data sharing, to maximize profitability and 
reduce the need for multiple pieces of software 
to manage your business. 

The Purple Guys
12825 Flushing Meadows Dr Suite 250
St. Louis, MO 63131
314-696-6700
purpleguys.com
info@purpleguys.com
The Purple Guys is St. Louis’s most reliable 
and responsive Managed IT Services and Com-
puter Support provider for small and mid-sized 
businesses. Since 2001, we’ve helped local busi-
nesses grow and gain greater return on their 
IT investment through innovative technology 
solutions and businesses-friendly flat rate fees. 
With the largest IT service desk in the Midwest 
and a 15-minute guaranteed response time, our 
96.3% customer satisfaction rate speaks to how 
much our clients love and depend on us. Give 
us a call to learn more about how The Purple 
Guys can bring you IT Peace-of-Mind

St. Charles County Department   
of Workforce & Business Development
Missouri Job Center of St. Charles County
212 Turner Blvd.
St. Peters, MO  63376
www.sccmo.org
636.255.6060
Helping move careers, companies and com-
munities forward is the mission of the St. 
Charles County Department of Workforce 
& Business Development, the operator 
of the Missouri Job Center of St. Charles 
County. We do that through workforce 
development, economic development and 
community development services, programs 
and partnerships.

TechGuard Security
636-489-2230
www.techguard.com
TechGuard Security keeps customers one 
step ahead of hackers and the ever-changing 
threat landscape.  We take a holistic ap-
proach to cybersecurity.  As your trusted 
partner – we focus on people, process, and 
technology.  We have a proven track record 
of exceeding expectations and implement-
ing cybersecurity best practices.    

UBS Financial Services Inc.
The Wilkins Group 
1 N Brentwood Blvd, Suite 610
Clayton, MO 63105
314.366.3652
We are a team of seasoned wealth advisors 
with more than 30 years of experience 
guiding successful families through the 
challenges of managing significant wealth 
and business transition. Our relationships 
go beyond the financial. We work with you 
to clarify values, concerns and aspirations, 
always helping you define your family’s mis-
sion and purpose.

Winning Technologies
Scott Lewis 
636-379-8279 
www.winningtech.com 
Slewis@winningtech.com 
Winning Technologies is a Business Man-
agement company that specializes in the se-
lection, implementation, management and 
support of technology initiatives. Visit www.
winningtech.com for more information.
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Debi Enders (debi.enders@
commercebank.com) is 

vice president, small business 
banking at  

Commerce Bank. 

What do I need to 
know about my 
business credit 
score?
The first thing you should know is that, 
technically, small businesses don’t have 
credit scores.  Rather, lenders gauge 
your business’s financial reliability using 
primarily your personal credit score. In ad-
dition to reporting your repayment record, 
this score tells lenders how long you’ve 
been borrowing money and how many 
di�erent forms of credit you have.  

In other words, if you are in the market 
for a small-business loan, your personal 
credit score matters — a lot. Personal 
credit scores range from 300 to 850. A 
score of 700 or higher tells your lender 
that you’ve done a good job of repaying 
mortgages, car and student loans, and 
credit card bills on time. A lower score 
will not necessarily disqualify you. But it 
might limit your choices.

The single most important thing you can 
do to raise your personal credit score is 
to pay your bills on time until a debt is 
paid o�. You can also boost your score 
by limiting the amount of credit you use, 
which makes you a lower credit risk. You 
may also give your credit score a small 
boost by using several forms of credit: a 
mortgage, credit cards and a home equity 
line, for example. 

Your business finances matter too. Over 
time, your personal credit score may get 
less scrutiny as your business builds its 
own credit track record. Data-gathering 
companies like Dun & Bradstreet de-
velop commercial credit and financial 
stress scores that lenders sometimes 
use to help make loan decisions. Creat-
ing a strong business credit profile not 
only makes it easier to get financing but 
also can sometimes make your business 
eligible for lower insurance premiums and 
increase the likelihood that a landlord will 
take you on as a business tenant. 

In sum, the lesson on credit scores is this: 
It pays to pay your bills on time. n

SALES MOVES BY MARK SANBORN

The Principles of 
Leadership: Power With 
People

around and under you as if it were your 
own.

2. Ask others what motivates them. 
When was the last time anyone asked you 
what motivates you? Don’t make assump-
tions about what motivates your team 
either.

3. Collaborate. When it comes to 
decision-making, the oft-used acronym 
TEAM is true: Together Everyone Accom-
plishes More.

4. Practice diplomatic confrontation. 
Rather than confronting the person, con-
sider what behavior of his or hers needs 
to change. Confront the problem, not the 
person. n

Mark Sanborn is president of Sanborn & As-
sociates Inc., an idea studio for leadership de-
velopment. He is an award-winning speaker, in-
ternationally recognized authority on leadership 
and author of the bestselling books “The Fred 
Factor” and “The Potential Principle.” To ob-
tain additional information for improving your-
self and your business (including free resources), 
visit www.marksanborn.com. 

Everything we accomplish happens 
not just because of our efforts but 
through the efforts of others. The 

biggest difference between people who 
manage others versus people who lead 
others is how they develop those under 
them.

As all leaders know, titled or not, lead-
ership is power with people, not power 
over people. Do you build people up or 
tear them down? Encourage or discourage 
others? Try to be the hero or make heroes 
out of those around you?

According to researcher Tom Rath at 
Gallup, the No. 1 reason why people quit 
their jobs is lack of appreciation. Every-
one wants to feel significant, to be recog-
nized for what they do. It’s important to 
make people feel appreciated. It’s even 
more important to let people know that 
there is someone who believes in them, so 
much so that he or she will not let them 
be less than they can be.

The 3 C’s of Power With People:
1. Character. Those who wish to influ-

ence others understand how important 

character is. When establishing character, 
it is critical to remember that the op-
posite of humility isn’t pride; it is self-
absorption. Few people can lead or inspire 
others, at work or at home, when they are 
self-absorbed.

2. Competence. People who act as lead-
ers exude competence — by their actions, 
by their appearances and in everything 
they undertake.

3. Connection. When we act effectively 
as leaders, those around us bond with 
us — not because of our position or title 
in the organization but because of their 
relationship with us.

Once you’ve developed these 3 C’s in 
your relationships with others, you will 
be capable of leading. As a leader, titled 
or not, your job is to act as a thermostat, 
not as a thermometer. Industrialist Harvey 
Firestone said, “You get the best out of 
others when you give the best of yourself.” 
So give it your best.

Leadership Action Points:
1. Express your appreciation. To act 

like a leader, celebrate the success of those 

Tuesday, April 10, 2018    ST. CHARLES CONVENTION CENTER

Energize YOUR 
BUSINESS,

EXHIBIT AT THE
   28 th ANNUAL

BIZEXPO
Reserve  your  space  t oday!     WWW.STLEXPO.COM    314.569.0076

PRESENTED BY
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HIGH VOLTAGE MARKETING
BY TOM RUWITCH

How to Determine Whether Your 
Ads Belong in a Toilet

you trying to reach? Where do they reside? 
Are they active on Facebook? Do they 
listen to the radio station that’s asking 
you to advertise? Do they hang out in the 
restaurants and bars that will hang your 
ad in their toilets? 

The second leg: Your message. What 
will you say that resonates with your target 
market?

The third leg: Media. What channel(s) 
will be most effective for delivering that 
message to that market? 

You can’t choose media without know-

ing your market or message. Put another 
way, a certain channel won’t work unless 
you match it properly to your target mar-
ket and you deliver the right message. 

That’s true for toilet advertising, and 
it’s true for social media, email and all the 
other channels you might consider. n

 
Tom Ruwitch is the president and founder of 
MarketVolt, an interactive marketing firm. For 
more business-building marketing resources by 
Tom Ruwitch, go to MarketVolt.com/resources.

I stumbled across this question on an 
online marketing forum recently: 
“Anyone tried public toilet advertising? 

What was the output?”
Eleven people responded. Half offered 

good “output” jokes. 
Example: “(The output was) piss poor.” 
Others offered serious, earnest re-

sponses...
“We did public toilet advertising ... and 

it was amazingly successful.” 
“Personally I think it is a good idea 

because when you’re on the toilet you’re 
either looking at the back of the door or 
your phone.”

“Advertising on toilets is probably only 
good for brand recognition.”

My take on all of this: Crappy question. 
BS responses. 

I can’t answer the question without 
knowing more. 

What do you sell? To whom do you sell 
it? What are your key marketing mes-
sages? What is your goal for the marketing 
campaign? 

Without answers to those questions, 
don’t tell me toilet advertising works (or 
doesn’t). You’re full of it if you try. 

Same goes for this question: “Does 
social media work?” 

Or this one… “Is direct mail dead?”
Or this one… “My buddy said he’s kill-

ing it with Valpak coupons. Should I try 
that?” 

Public toilets, social media, billboards, 
Valpak, email, telemarketing, broadcast 
advertising... They’re all tools to deliver 
your message.

Do they work? It depends on you, your 
business and your marketing strategy. 

Marketing is a three-legged stool. 
The first leg: Your market. Whom are 

Lead with Questions

CULTURECENTRIC LEADERSHIP
BY JONATHAN JONES

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

Leadership is not about having all the 
answers. It is about developing people to 
figure out challenges on their own and put-
ting those discoveries into action toward 
a vision. To develop people, you will get 
better results if you can teach the art of 
asking questions. 

Answers feel definitive. You may be right — 
and you may not. In any case, the answer’s 
recipient can easily excuse himself from 
any responsibility to learn enough to reach 
his own conclusions. 

Questions, on the other hand, can make 
you smarter and more e�ective as a leader. 
Questions stimulate curiosity, learning and 
the ability to think independently. They 
also encourage teams to work together to 
solve problems. 

So instead of saying to your sta�, “Do 
this... ,” say, “What would you do?” At 
that point, you are getting them to think. 
You can support their thinking when they 
respond, even if you don’t happen to agree, 
with more questions. “Why do you think 
that?” Be prepared to learn something 
from them that will change your under-
standing. 

In encouraging your people to probe ever 
deeper, you not only stimulate new ideas 
but also build confidence. As a team, the 
goal is to reach shared understanding. If 
you need to get to the root of the problem, 
ask questions. 

In my opinion, “Why?” is the greatest 
question ever. It may take five to 10 whys 
before you get down to the why of the 
problem, but once you do, you’ll be sur-
prised how fast the right answers will 
materialize. 

As a leader, it is your job to get others to 
think and work together. Develop their abil-
ity to ask e�ective questions. 

Lead by example. Lead with questions. n
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The Bridge: Powered 
by Hope

FINANCIAL FITNESS
BY KAREN STERN

Karen Stern, CPA, (kstern@
bswllc.com), partner in charge, 

Brown Smith Wallace Entrepre-
neurial Services Group, provides 

tax and accounting services for 
companies ranging from start-

ups to $20 million in revenue.

On May 16, the Brown Smith Wallace 
women’s initiative, The Bridge: Connect-
ing Women Leaders of Today and Tomor-
row, will feature guest speaker Teri Griege 
for a special presentation, “Powered By 
Hope.” Griege is a cancer survivor, Ironman 
finisher, inspirational speaker, and founder 
and CEO of the Powered By Hope Founda-
tion. She is recognized as a leading expert 
on resilience, and through her inspirational 
story, she has developed all-purpose tools 
for battling adversity that are extremely 
impactful. 

“Everyone out there has their own cancer, 
whether it’s physical, mental, financial, 
emotional, whatever. The Ironman motto 
is ‘Anything is possible.’ I want the people 
I touch to know that anything is possible — 
powered by hope!” says Griege.

This will be the 10th event in The Bridge 
series. Started in 2014 by a committee of 
female leaders at Brown Smith Wallace, 
The Bridge is an event series for profes-
sional women of all career stages. It is 
designed to be a vehicle for networking, 
fun and professional development and to 
provide an opportunity for growth for the 
next generation of female leaders. Past 
presentation topics have included issues 
such as conflict resolution strategies for 
women and assessing relationships that 
help support career growth. 

The series also includes The Bridge BOO-
tique, held each October. The BOOtique is 
an evening of shopping supporting local, 
women-owned businesses selling custom 
jewelry, clothing, home decor, specialty 
gifts, food and more.

“Powered By Hope” will take place at the 
Sheraton Westport Chalet Hotel, and it will 
include a networking breakfast from 7:30 
to 8 a.m., with the presentation from 8 to 
9 a.m.

To receive regular updates about The 
Bridge and other Brown Smith Wallace 
news, visit brownsmithwallace.com/theb-
ridge and complete the form. n

Already one hundred miles into a 
six-day ocean race, Shane Perrin 
woke to find all of his belongings 

had been stolen. The stand-up paddling 
world record holder wondered around 
the dock where he had tied up his board. 
For the past 40-plus hours, he had been 
paddling (standing up) through the Ever-
glades Challenge, a 300-mile Gulf-water 
race from Tampa Bay to Key Largo. The 
competition had never had a stand-up 
paddler finish. Perrin was determined to 
be the first. 

Until the morning of the third day. 
During the few short hours that he 
decided to nap, Perrin’s GPS, electronics 
and pack were taken from the top of his 
board. He had been training for months. 
The race was everything to him. And now 
there was no way he could make it hap-
pen. He could not navigate the water at 
night without his gear. The hours went by 
with no help from authorities. 

Frustrated at the prospect of not finish-
ing, he went to a local diner. Fueled by 
resentment, he posted to social media. 

Then something odd happened. You 
see, up until that moment, most stand-up 
paddlers existed in pockets throughout 
the country. They were outsiders. They 
were largely seen as weirdos by the “water 
tribe” community, the other boat ves-
sel racers. But when Perrin sent out this 
beacon, that rag-tag community suddenly 
came to his aid. They wired him money. 
They placed orders for gear. Within just 
a few hours, Perrin was back on the water 
with a newfound fervor for finishing his 
race.

Not only did Perrin finish the race. He, 
then, paddled for another 100 miles to 
Key West. 

Perrin’s story is a lesson in what can 
happen when a person acts out of belief. 
When you allow your actions to reflect 
the way you see the world, you give an 
audience something tangible to interpret. 
And this principle of communication is 
what is missing from most of your market-
ing plans. 

The basis of building trust with an 
audience starts with belief. Perrin had the 
belief that the world looks profoundly 
adventurous when you stand on a paddle-
board. He believes this so strongly he 
stand-up paddles down river rapids and 
for hour-after-hour races. And he wanted 
the people who believed what he believed 
to be taken just as seriously as any other 
sailor or paddler. Today, he owns SUP-St. 
Louis, a company that has made stand-
up paddling accessible to people in the 
Midwest. The company continues to grow 
in influence and reach. 

The highest and best use of marketing 
is to reveal what was previously invisible. 
It is not to list features and benefits or to 
maximize your social media in five easy 
steps. You do not need to “crush it.” You 
do not need to mass email 1,000 people 
to get 100 responses and call on 20 people 
to get five appointments and close one. 
Whether you are business-to-consumer 

or business-to-business, your audience is 
a group of humans. And human under-
standing and behavior cannot be reduced 
to an algorithm. Before you get wrapped 
up in the tools and the how of your 
communications, you must know your 
purpose. Here is one way to start: On an 
instinctual level, why do you exist? What 
is kind about your intention? 

Allow your purpose to dictate your strat-
egy. Otherwise you will be like a resound-
ing gong in the rising crescendo of brands 
competing on the same messaging basis. 
Allow your purpose and your belief to 
dictate your behaviors, and your audience 
will emerge to cheer you on – even for an 
extra 100 miles. n

Jeremy Nulik (jeremy@bigwidesky.com) is evan-
gelist prime at bigwidesky, a human business 
consultancy, in St. Louis, Mo.

MARKETING WORKS
BY JEREMY NULIK

Create a Rabid Following 
It is not with some quick 5-steps to social media advice

Why you paddle: While the right tools and techniques are important, the best way to encourage a 
fervent following is to demonstrate your belief.



WWW.SBMON.COM12   ST. LOUIS SMALL BUSINESS MONTHLY / APRIL 2018

SPECIAL REPORT: TECHNOLOGY

Developing a Data Loss Prevention Strategy
BY SCOTT M. LEWIS

In some cases of company data loss, 
the company has no idea that it hap-
pened, where the data went or who 

took it. OK, this is true for most cases of 
company data loss, not just some. More 
often than not, in either scenario, there 
was no data loss prevention strategy in 
place within the organization. 

There is a lot to consider when putting 
together a data loss prevention (DLP) 
strategy. The bigger the company, the 
bigger the problem and the harder it is 
to solve, but do not fool yourself into 
thinking it will not happen to you. 

The basis for a DLP strategy is to 
prevent users from sending sensitive or 
critical information to a location outside 
the corporate network. However, in a 
comprehensive strategy, network admin-
istrators also use software to control 
what data users can transfer both inter-
nally and externally and to control the 
movement of data to unsecure removable 
media or other devices. 

Software is a big part of a data loss 
prevention strategy. This type of soft-
ware allows the company to set business 
rules on how it classifies and protects 
confidential information beyond the 
typical Microsoft permissions, preventing 
accidental sharing by unauthorized users. 
A word of caution though: There is an 
ongoing struggle between convenience, 
budget and security, and these things 
often come into conflict when you add 
another layer of security to your network. 

Corporations need our people to be 
productive, but we also have to under-
stand the human factor of who we are 
and that people do copy information 
about our customers, vendors and sup-
pliers off our networks and take that 
information with them to their next jobs. 

A DLP strategy is something you can 
step into, allowing a culture of security to 
take hold within your organization over 
a long period. Therefore, the process of 
implementing a DLP strategy is some-
thing to really think about and plan. 

You may be asking yourself the follow-
ing:
• Do I really need a data loss prevention 
strategy?
• How big of a problem is this? 
• Is it really worth my time and invest-
ment? 

According to the Verizon Data Breach 

Investigation Report in 2017, 60% of 
data breaches can be tracked back to 
employees, where financial gain was the 
motivation. In some cases this could 
be in the form of a new job offered by 
a competitor. Most of this data was in 
the form of trade secrets, sales projec-
tions and marketing plans. In some cases 
it was personal information of other 
employees. This type of information is 
extremely valuable to competitors and on 
the data black market. 

The whole purpose of a DLP program 
is to protect your data from the biggest 
risk, which, unfortunately, is your own 
employees. According to a McAfee re-
port, “Grand Theft Data,” internal users 
were responsible for 43% of data loss, 
media theft accounted for an additional 
40% of theft and the most common data 
stolen (23%) were in the form of Micro-
soft Office file formats. The same study 
found that 64% of data security experts 
felt that a DLP strategy would have pre-
vented the data loss.

Don’t forget about your mobile devices 
as part of your DLP strategy. Regard-
less of your choice to use an Apple or 
Android product, make sure that you 
take the time to secure your device and 
that you have the ability to remotely wipe 
the device in the event it is lost or stolen. 
Make sure you have properly configured 
your privacy settings because there are a 
number of new apps with the ability to 
sync data, track locations, and give push 
notifications and location information. 
All of these features are great for the aver-
age teenager, but in the business world 
these are not so great. 

Also make sure you are backing up 
your mobile devices regularly, disable 
Bluetooth when you are not using it and 
turn off Wi-Fi unless you are connecting 
to a Wi-Fi system you know is secure. 
Otherwise you should use your cell 
provider’s network, as it is much more 
secure than Wi-Fi. 

Corporate data is always a huge target 
for employees, competitors and of course 
the data black market. When it comes 
to planning your DLP strategy, consider 
data prioritization. Not all data has the 
same value, so you have to take a very ob-
jective look at the data and decide what 
would have the biggest impact if it were 
stolen or made public. Also consider 

whether you 
would know if 
your data was 
actually at risk 
and by whom. 

Data risks 
can be reduced 
with:
• Archiving 
data properly.
• Limiting the 
rights, such as the ability to change or 
modify files and in some cases to copy or 
move the files.
• Adding another layer of encryption. 

However, data is most vulnerable when 
it is on the move, which could be via 
email, removable media or print or be-
tween endpoints, which might be remote 
workspace or offices. 

There are some misconceptions about 
DLP strategies, such as the belief that it 
can cause latency on the network. Most 
DLP software manages both endpoints 
for data on the move. The tags used to 
control the data movement are quick and 
easy to read by the software at both ends. 

Another misconception is that DLP 
programs will not work outside your 
network. In some cases, a DLP program 
will stop data from sending out of your 
network. Depending on how you config-
ure your DLP program, the controls can 
be placed at the data level, not the device 
level, so it will work both internally and 
externally. 

There is also a common misconception 
that DLP programs will hurt productiv-
ity. New versions of DLP software place 
the controls at a data level, where users 
who are following corporate policies and 
procedures see no impact from an opera-
tions perspective. n

Scott Lewis is the president and CEO of Win-
ning Technologies Group of Companies. Scott 
has more than 30 years of experience in the tech-
nology industry and is a nationally recognized 
speaker and author on technology subjects. He 
has worked with businesses to empower them to 
use technology to improve work processes, increase 
productivity and reduce costs. He has designed 
thousands of systems for large, medium and small 
companies, and Winning Technologies’ goal is to 
work with companies on the selection, implemen-
tation, management and support of technology 
resources. For more information, visit www.win-
ningtech.com or call 877-379-8279. 
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 Habits Of Successful Savers
There are distractions everywhere 

just waiting to derail us from sav-
ing effectively. Most Americans 

do not have enough saved for emergency 
situations, expected family expenses like 
funerals and college for children; let alone 
save enough to eventually retire. Success 
with savings can be learned. Here are 8 
behaviors that can make all the difference.
1. Spend less than you make. It’s as 

simple as that. 
2. Get out of debt. One car payment 

is typical, a mortgage is fine. Other debt 
must be eliminated. Pay off credit cards 
each month. 
3. Once debt is conquered, pay your-

self first.  This means adding to your sav-
ings each paycheck consistently, as if you 
were paying a bill.  
4. Save for your retirement through 

your employer plan or in an IRA if you 
don’t have an employer plan.  I recom-
mend saving at least 10-15% of your pay 
for retirement.  Start with whatever you 
can, but never leave an employer match 

sitting on the table.
  5. Work with an advisor. Financial 

advisors have experience with savers just 
like you. Don’t be afraid to ask questions. 
Financial advisors want your questions. 
Yes, they get paid commission and/or fees, 
but they provide invaluable insight to your 
financial options. 
6. Set savings goals.  If you want a 

new car, tv, or vacation, save up for them 
rather than putting the expense on your 
credit cards then having to pay down the 
debt over time.  
7. Have an emergency fund exclusively 

for crises such as a loss of a job, medical 
issues, and natural disasters.  Savers 
will have 3 to 6 months of take home pay 
in their savings accounts. 
8. Last but not least… You don’t have 

to keep up with the Jones’. Let them 
have their toys and the associated debt. 
Stay on track and be disciplined. Financial 
Independence is a marathon not a sprint. 
Pension and Retirement Services, Inc. 

(“PARS”) provides retirement plan 

services to businesses with up to 1,000 
employees.  Since its founding in 1998, 
PARS has been a one-stop retirement plan 
provider. President and Founder, Dave 
Bruder explains, “We are specialists at 
handling the full range of retirement plan 
services; compliance, consulting, employ-
ee education, investments and fiduciary 
services.”  
To start a retirement plan or improve 

an existing one, please contact PARS 
today!  Dave Bruder may be reached 
at dbruder@pars401k.com or at (314) 
966-0406. 

. Dave Bruder

Pension and Retirement Services
10805 Sunset Office Drive, Suite 403, St. Louis, MO 63127

314.966.0406      www.pars401k.com
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Tech Electronics partners with Brocade 
to provide Small Businesses with the 

Visit the Tech Electronics & Brocade Booth 
at the St. Louis Small Business Expo on April 8th 

to see how together we can advance 
your business’s critical mission. 

&

www.techelectronics.com
St. Louis, Missouri  |  314.645.6200

In May 1986, Rick Woods and his business partner started a small business in Collinsville, 
IL. Today that small business has grown to a team of over 90 employees solving homeown-
ers’ problems throughout the bi-state region. At the very beginning, the partners would 

do one repair a week, sometimes two. “After Rick sold a job, his wife Anna Lee and son 
Wayne, would help Rick with installing the repair work,” says Dave Thompson, the compa-
ny’s marketing director. “Now with 22 trucks and crews helping more than 30 homeowners 
every week their company has grown into a multi-million dollar company.”

Rick Woods took the time for hands-on training within his team. This helped Woods to 
develop an industry-leading company that always provides WOW! service its customers, 
co-workers and community.  “First we do what is right and remember that we are serving 
a homeowner – not just repairing a home,” says Thompson. “That’s at the heart of the 
training. Second, we do all the work that is required and never quit until the homeowner’s 
expectations are exceeded.”

From basement waterproofing to basement finishing and basement foundation repairs 
for bowing in walls and settling basement and 

crawlspace foundations, the Woods team has 
done over 45,000 installations. Woods Base-
ment Systems does so much for the basements 
in homes it coined the phrase, “All Things 
Basementy™”, as part of the worldwide dealer 
network, Basement Systems out of Seymour 
Connecticut. “As a top 10% dealer, the repairs 
performed by Woods Basement Systems are 
also backed by the National Dealer Warranty,” 
says Thompson.

For more information on what Woods can 
do for your basement, call 314.965.1980 or 
visit WoodsBasementSystems.com. 

Training, Expertise Helps Woods 
Basement Systems WOW Customers 

BASEMENT WATERPROOFING FOUNDATION REPAIR

BASEMENT FINISHING ROCKWELL EGRESS WINDOW

Thank you for voting us
BEST IN VALUE!

800-388-9326
WoodsBasementSystems.com

BASEMENT WATERPROOFING FOUNDATION REPAIR

BASEMENT FINISHING ROCKWELL EGRESS WINDOW

Thank you for voting us
BEST IN VALUE!

800-388-9326
WoodsBasementSystems.com BASEMENT WATERPROOFING FOUNDATION REPAIR

BASEMENT FINISHING ROCKWELL EGRESS WINDOW

Thank you for voting us
BEST IN VALUE!

800-388-9326
WoodsBasementSystems.com

Free Estimates

WHY YOU SHOULD FOCUS ON THE STRATEGIES THAT 
MAKE YOU SUCCESSFUL EVERY QUARTER.

One-Stop Retirement Planning
Pension and Retirement Services, 

Inc. (“PARS”) provides retirement 
plan services to businesses with up to 
1,000 employees.  Since its founding 
in 1998, PARS has been a one-stop 
retirement plan provider.  President 
and Founder, Dave Bruder explains, 
“We are specialists at handling the full 
range of retirement planning services, 
from administration to employee edu-
cation, from consulting to investment 
services.”  

Bruder is clear on the role PARS 
plays, “We have two objectives.  First, 
we help plan trustees understand and 
fulfill their fiduciary duty to plan par-
ticipants.  Second, we help employees 
realize their unique retirement goals.”  
To meet those objectives, PARS views 
each client uniquely, it does not use a 

cookie cutter approach to plan design.  
“We make certain each client is aware 
of all plan design options. The effi-
cient use of resources is a fundamental 
of successful plan design.”

Now more the ever, plan trustees and 
fiduciaries are under close scrutiny.  
Examples abound of plan trustees 
being sued for breaching their duty to 
plan participants.  PARS takes great 
care to explain the role plan fiduciaries 
play in protecting the best interests of 
their employees.  PARS helps trustees 
differentiate between fees and ser-
vices.  Fees are only appropriate when 
combined with appropriate services.  
In many instances low fees means 
basic services such as employee 
education, audit support or investment 
analysis are excluded.  PARS is expe-

rienced enough to strike the delicate 
balance between reasonable fees and 
appropriate services.

Above all else, PARS puts an em-
phasis on client service.  “Through 
the years, providing excellent services 
combined with below average prices 
has been our hallmark,” states Bruder.  
To start a retirement plan or improve 
an existing one, please contact PARS 
today!  Dave Bruder may be reached 
at dbruder@pars401k.com or at (314) 
966-0406. 

Dave Bruder

Pension and Retirement Services
10805 Sunset Office Drive, Suite 403

St. Louis, MO 63127
314.966.0406      www.pars401k.com

Dave Bruder Named to 2017 PLANADVISER Top 100 Retirement Plan Advisers

Pension and Retirement Services, Inc. (“PARS”) provides retirement plan services to businesses with up
to 1,000 employees. Since its founding in 1998, PARS has been a one stop retirement plan provider.
President and Founder, Dave Bruder explains, “We are specialists at handling the full range of
retirement plan services; compliance, consulting, employee education, investments and fiduciary
services.”

Dave Bruder is named to the 2017 PLANADVISER Top 100 Retirement Plan Advisers List. The
PLANADVISER Top 100 Retirement Plan Advisers is an annual listing of adviser individuals and teams that
stand out in the industry in terms of a series of quantitative measures. These include the dollar value of
qualified plan assets under administration (AUA), as well as the number of plans under advisement.
Dave was recognized in the Individual segment based on his plan client base of 110 plans or more under
advisement.

The 2017 PLANADVISER Top 100 Retirement Plan Advisers list is available online
http://www.planadviser.com/Top100/#!/2017/List By Category. It was printed in the January–February
issue of PLANADVISER magazine, and the advisers named to the list will also be honored at the annual
PLANSPONSOR/PLANADVISER Awards for Excellence dinner on March 30.

PARS opened a Chicago office. Mike Sullivan joined PARS to expand advisory and consulting operations
into the upper Midwest. Mike was previously with OneAmerica as regional sales director since 2014,
and prior to that, held roles with Prudential and MassMutual. Mike was nominated as a National
Association of Plan Advisors Top 100 Wholesaler in 2016.

To start a retirement plan or improve an existing one, please contact PARS today! Dave Bruder may be
reached at dbruder@pars401k.com or at (314) 966 0406.

Character Count: 1562
Previous Article: 1558



WWW.SBMON.COM14   ST. LOUIS SMALL BUSINESS MONTHLY / APRIL 2018

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•

Best in Reliability
Regardless of the project, the businesses 
you choose to partner with must follow 
through on commitments. The following 
companies were voted the most reliable 
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 2018.

 COMPANY NAME CONTACT INFORMATION

 Affinity Law Group 314.872.3333 1610 Des Peres Rd., #100
  affinitylawgrp.com St. Louis, MO 63131

 Alliance Technologies, LLC 314.219.7887 1301 Wellington Valley Ct., #201
 alliancetechnologies.com St. Louis, MO 63005

 Anda Creative 314.394.0925 1099 Milwaukee St., #120
 andacreative.com St. Louis, MO 63122

 Answer Midwest 618.463.9093 307 Henry St., #207
 answermidwest.com Alton, IL 62002

 A-Z Business Solutions 855.553.2665 1008 Rock Creek Elementary School
 a-zbusinesssolutions.com O’Fallon, MO 63366

 Baird Kurtz & Dodson 314.231.5544 211 N. Broadway, #600
  bkd.com St. Louis, MO 63102

 Beanstalk Web Solutions 314.736.4430 23 N. Gore Ave., #004
 beanstalkwebsolutions.com Webster Groves, MO 63119

 Byron Carlson Petri & Kaulb, LLC 618.307.4054 8235 Forsyth Blvd., #1100
 bcpklaw.com St. Louis, MO 63105

 Capes Sokol 314.721.7701 7701 Forsyth Blvd., 12th Floor
 capessokol.com St. Louis, MO 63105

 Cole & Company P.C. 314.892.6700 5518 Telegraph Rd., #201
 cole-cpa.com St. Louis, MO 63129

 Cork Tree Creative 618.656.7333 105 Plaza Ct.
 corktreecreative.com Edwardsville, IL 62025

 Daum & Co. 314.569.3100 2388 Schuetz Rd., #B30
  St. Louis, MO 63146

 EnTech Engineering, Inc. 636.234.4669 228 Meadowbrook Country Club
 entechworld.com Ballwin, Mo 63011

 GadellNet 314.665.2245 1520 S. Vandeventer Ave.
 gadellnet.com St. Louis, MO 63110

 Gateway Metro Federal Credit Union 314.621.4575 1001 Pine St.
 gmcu.org St. Louis, MO 63101

 Insperity 314.692.5200 3 CityPlace Dr., #1000
 insperity.com St. Louis, MO 63141

 Integrated Payroll Services 314.821.0600 9450 Manchester Rd., #200
 ipsonline.net St. Louis, MO 63119

 Jacobson Staffing, Inc. 314.275.2600 6 CityPlace Dr., #430
 jacobsonstaffing.com St. Louis, MO 63141

 Jefferson Bank & Trust 314.621.0100 2301 Market St.
 jbt-stl.com St. Louis, MO 63103

 Sharamitaro & Associates, P.C. 314.647.6655 4227 Watson Rd., #2
 sacpastl.com St. Louis, MO 63109

 Shelgin Partners 636.625.2333 3401 Technology Dr.
 shelgin.com Lake St. Louis, MO 63367

 St. Louis Staffing 636.240.7823 514 Earch City Plaza, #220
 stlouis-staffing.com Earth City, MO 63045

 Straub Financial Services 314.961.5576 9322 Manchester Rd.
 straubcpa.com St. Louis, MO 63119

 Skrobonja Financial Group 636.296.5225 16A Municipal Dr.
 skrobonjafinancialgroup.com Arnold, MO 63010

 Welch Law, LLC 636.352.1222 1001 Boardwalk Springs Place, #111
 welchlawllc.com O’Fallon, MO 63368•
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Sponsors

For more information contact sbwswil@gmail.com

Wednesday, May 2, 2018 
11:00 am - 7:00 pm

Free Admission  - Open to the business communuity
Four Points by Sheraton  •  Fairview Heights, IL

319 Fountains Parkway

• B2B Exhibitors  • Best Business Practice Tips Showcase
• Business Networking Event 4:00pm - 7:00pm

Excepting school supplies to bene�t Big Brothers Big Sisters of Southwestern IL

COME 
JOIN US 

Business Expo
Southwestern Illinois

Learn more about what we do by visiting 
www.corktreecreative.com or calling 618-656-7333!

Learn more about what we do by visiting Learn more about what we do by visiting 
www.corktreecreative.com or calling 618-656-7333!www.corktreecreative.com or calling 618-656-7333!

Learn more about what we do by visiting Learn more about what we do by visiting 
www.corktreecreative.com or calling 618-656-7333!www.corktreecreative.com or calling 618-656-7333!

Learn more about what we do by visiting Learn more about what we do by visiting 
www.corktreecreative.com or calling 618-656-7333!www.corktreecreative.com or calling 618-656-7333!

Learn more about what we do by visiting Learn more about what we do by visiting 
www.corktreecreative.com or calling 618-656-7333!www.corktreecreative.com or calling 618-656-7333!

We take great pride in being recognized as the most reliable 

AllianceTechnologiesLLC.com

Thank You! 

Best in Reliability

Performance
Beyond
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BEST BOSSES

Friends since middle school, Jon Becker and Marc Rosen both joined the ac-
counting 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 employ-
ees 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.

Leading By Example 
And Communicating Effectively
Jon Becker and Marc Rosen | Becker and Rosen CPAs LLC

Marc Rosen (left) and Jon Becker (above)

For more information or recipe ideas:
www.andysseasoning.com

Quality Breading & Batters
For Fish and Chicken

Why advertise in St. Louis Small Business Monthly?
Because you:
A. understand the importance of thriving local businesses
B. can’t wait until the Spring and Fall St. Louis Business Expos
C. want to leverage the buying power of 70,000 business owners
D. are smart with your marketing dollars
E. ALL OF THE ABOVE

St. Louis Business Exam, Question #11

     A+
Great Job!O

sbmon.com • 314.569.0076
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Congratulations, Sekhar
Your impact matters

CEdge Software Consultants 
CEO Sekhar Prabhakar is 
named one of the Top 100 
St. Louisans To Know 
To Succeed in Business

Under Sekhar Prabhakar’s leadership, 
CEdge Software Consultants has become 
a premier business and IT consulting 
�rm, providing services to federal and 
state goverments as well as commercial 
enterprises throughout the United States. 
On behalf of the CEdge employees, 
congratulations, Sekhar.

655 Craig Rd., #220
St. Louis, MO 63141
314.254.7551
info@cedgecorp.com

www.cedgecorp.com    314.254.7551   

Congratulations

Warner Baxter
Chairman, President and CEO, 
Ameren Corporation

“As our region’s energy provider, we recognize that 
we humbly stand at the center of the health and 
economic well-being of the communities we serve. 
That’s why Ameren actively pursues community 
partnerships and initiatives to enhance and promote 
the growth and development of our region.”
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St. Louisans You 
Should Know

 100 individuals 
that can inspire & direct your success

100100100
WORDS BY JULIA PAULUS OGILVIE

PROFILE PHOTOS BY BILL SAWALICH
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BMO Harris Bank N.A. Member FDIC                                                                                                                                       bmoharris.com

Thank you
for making a
difference.

We are proud to support BMO Harris Bank
and thank Bob Henson for all he does in
the community. He has made a
difference.

3701 South Lindbergh Blvd
St. Louis, MO
314-909-4003The choice of a lawyer is an important decision and should not be based solely upon 

advertisements. Lathrop Gage LLP, 7701 Forsyth Boulevard, Suite 500, Clayton, MO 63105. 
For more information, contact Bennett Keller at 314.613.2800.

Michael Adrian
madrian@lathropgage.com

314.613.2832
“Top 100 St. Louisans to Know 

to Succeed in Business”

Chris Feldmeir
cfeldmeir@lathropgage.com

314.613.2502
“Top M&A Provider, 

November 2017”

Large Firm Resources 
Focused on Small 
Business Needs

Working with closely held businesses to plan, 
manage and evolve. Congratulations to 

Michael Adrian and Chris Feldmeir. 



CREATING SOME LUCK
What does it take to succeed in business?  A combination 
of hard work, knowledge, persistence, dedication, luck and a great contact list. 
We here at SBM can’t help you with the luck part, but we can help you with the 
contact list.

We know that all it takes sometimes is an introduction to the right person at 
the right time and things can just come together. That is why we have decided 
to help you stack the odds in your favor by compiling this list you hold in your 
hands (or read on the screen if that is your thing). With the 100 St. Louisans 
to Know to Succeed in Business (written by Julia Paulus Ogilvie), you now have 
access to the kind of people that will get you some of the needed perspective 
that is crucial to success.

The more of these people that you choose to get to know, the better the 
chances you have of creating your own luck. People like Mindy Mazur, featured 
on our cover. Mazur is the executive director of Brazen St. Louis, a nonprofit, 
membership-based organization that takes a business-first approach 
to help growth-seeking women entrepreneurs in the region advance 
their businesses. Mazur wants to brazenly tear down barriers for women 
entrepreneurs in the St. Louis region so they can successfully grow their own 
businesses. Dedicated to making a di�erence, Mazur has been guided by 
President Harry S. Truman saying, “It is amazing what you can accomplish if 
you do not care who gets the credit.” 

The most fun part of this feature is getting all the names and faces 
of people like Mazur in one place. How were these individuals chosen? A 
group of community leaders identified the individuals for the edition.  They 
are all key executives, financiers, notable achievers, connectors and other 
business-community leaders. The judges chose the individuals based on their 
contributions to the area businesses and the overall business community. 

It is not di�cult to come up with 100 names and personalities for this list. 
What is di�cult is paring it down to 100. That being said, we know that there 
is someone that you feel should be on this list. Someone who is a no-brainer 
... an influencer who has meant so much to so many business owners. Please 
send me an email (ron@sbmon.com). Let me know the name, title, company 
and a brief (150 word) description as to why that person is someone that St. 
Louisans should know. Happy connecting – 

Ron Ameln
President, St. Louis Small Business Monthly

Tina Adams-
Turnipseed
BWN BlackWomen Networking

An experienced 
CEO and a gradu-
ate of Washington 
University’s Olin 
Business School, 
Tina Adams-
Turnipseed is the 
executive state 
director and the 
Midwest regional 
director for BWN 

Black Women Networking’s Missouri 
Illinois Chapter. In her career, Adams-
Turnipseed uses her technical skills and 
entrepreneurial focus to excel.

Michael Adrian
Lathrop & Gage LLP

Michael Adrian 
is a partner at 
Lathrop Gage. In 
his practice, he 
concentrates on 
corporate, busi-
ness and transac-
tional matters, ad-
vising companies 
and individuals 

on formation and 
early-stage issues; drafting and negotiating 
complex transactional documents, includ-
ing technology licensing agreements and 
services agreements; and assisting with 
mergers and acquisitions. Adrian regularly 
provides counsel to clients in highly regu-
lated industries, including health care and 
gaming. Outside of his industry, Adrian 
sits on the St. Louis University High 
School Alumni Board.

Bradley Africano
Saint Louis Marketing Group

Having many years of experience with 
corporate advertising and marketing, 
Bradley Africano had a vision to create an 
advertising agency designed to help strug-
gling companies compete in a competitive 
digital landscape. Today he continues to 
offer his vision and help organizations 

100 ST. LOUISANS TO KNOW COVER STORY
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around the world 
with innovative 
marketing strate-
gies to achieve 
steady growth 
through his 
work with Saint 
Louis Marketing 
Group.

Jane Arnold
Polsinelli

Jane Arnold 
is Polsinelli’s 
office manag-
ing partner and 
practice chair. 
Arnold has 
expertise in de-
veloping strong 
relationships 
that often begin 
with acquisitions or formations of new 
enterprises, continue through operational 
ups and downs, and follow clients on to 
their next endeavors after successful exit 
transactions. She has a deep understand-
ing of the health care industry and applies 
that knowledge in a sophisticated trans-
actional practice while serving as chair of 
the firm’s Health Care Alignment and 
Organization practice. 

Tara Allstun
Husch Blackwell

Tara Allstun is 
an associate with 
Husch Blackwell. 
Her practice 
focuses on 
domestic and in-
ternational intel-
lectual property 
matters, includ-
ing trademarks, 
copyrights, 
domain names and unfair competition. 
She has experience working closely on 
the filing and prosecution of trademark 
applications and maintenance filings with 
the United States Patent and Trademark 
Office. She also conducts domestic and 
international availability searches for intel-
lectual property on behalf of clients in a 
variety of industries.  
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Subscribe To 
SBM.  

Only $21.50 
A Year

http://store.
sbmon.com

THE SOURCE FOR BUSINESS OWNERS

Small 
Business
Monthly

SBMST. LOUIS

Monthly

The Source for Business Owners FEBRUARY 2010

Mike Shannahan, 
president of Cynergy 
Ergonomics, had the 
confidence to take a 
long-term approach 
to his business and 
pricing strategy. 
Learn how he did it.

ATTEND
MISSOURI’S
LARGEST 

B2B TRADESHOWLEARN MORE:

STLOUISBUSINESSEXPO.COM

ATTEND
MISSOURI’S
LARGEST

B2B TRADE 
SHOW

Got the Guts to Raise Your Price?

Get to Know St. Louis’ Top Attorneys

The Area’s Best Customer Service Firms

10 Business Diversity Superheroes
You Need to Meet

SBMSBMSBMST. LOUIS

Seth Burgett
president of Yurtopia, 

one of St. Louis’ most 

innovative, exciting 

companies

Small 
Business
MonthlySBM

The Source for Business Owners JANUARY 2010

SBMST. LOUIS

   SUCCESS 
FACTOR:
   Find Out Who’s Got It This Year

Are You Committing One of the 

5 Deadly Sins Of Banking?

St. Louis’ Best Places to 

Hold a Meeting

Play the Social Media 

Game to Get Sales

ATTENDMISSOURI’SLARGEST B2B TRADESHOW
LEARN MORE:

STLOUISBUSINESSEXPO.COM

ATTENDMISSOURI’SLARGESTB2B TRADE SHOW

The

ATTEND
MISSOURI’S
LARGEST 

B2B TRADESHOWEARN MORE:EXPO.COM

ATTEND
ATTEND
ATTEND
ATTEND

MISSOURI’S

MISSOURI’S

MISSOURI’S

MISSOURI’S
LARGEST
LARGEST 

LARGEST
LARGEST 

B2B TRADE 

B2B TRADE

B2B TRADE 

B2B TRADESHOW
SHOW
SHOW
SHOW

Got the Guts to Got the Guts to Raise Your Price?Raise Your Price?

Get to Know St. Louis’ Top Attorneys

e Firmse Firms

10 Business Diversity Superheroes

Small 
Business
MonthlySBMSBMST. LOUIS

The Source for Business Owners MARCH 2010

What Old Boys’ Club?
St. Louis’ Top Women Business Owners

The Largest B2B Trade Show in Missouri

St. Louis’ Best Credit Unions

How to Emotionally Handle Firing

Close Employees

Get the best of St. Louis’ entrepreneurial 
insight delivered directly to your desk. 

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

 My check payable to St. Louis Small Business Inc. is enclosed

Charge my credit card:      Visa       Mastercard     Discover       AMEX

Account# ______________________________________________________ Exp. _________________
Signature _____________________________________________________________________________

Mail to: 2451 Executive Dr., Suite 109, St. Charles, MO 63303

www.sbmon.com | 314.569.0076

 1 year ($21.50)  2 years ($35.50)  3 years ($45.50)

Subscribe To SBM.  
Only $21.50 Per Year

http://store.sbmon.com
314.219.7887    AllianceTechnologiesLLC.com

Congratulates
James H. Canada

“100 St. Louisans You Should Know To Succeed In Business”

 

 Hochschild, Bloom &  C ompany LLP 
 C ertified Public Accountants 
 C onsultants and Business Advisors 
  

C ongratulations M ichael D. Williams, 
M anaging Partner, on being named one 

of the top 100 St. Louisans to know!!  
 

HB& C o is one of the top 2 5 largest regional 
accounting firms based in the St. Louis area. 
 

636-532-9525      www.hbclp.com 

 
4 .9x2 .5 
 

Thank you, Keith, for being such an inspiring leader.  
Your contributions at Moneta have been nothing  

less than transformative. 

If your actions inspire others to dream more, learn more, do more  
and become more, you are a leader. – John Quincy Adams

Top 100 St. Louisans To Know  
To Succeed In Business 

CONGRATULATIONS, KEITH! 

Keith Bowles 

monetagroup.com



100 ST. LOUISANS TO KNOW

WWW.SBMON.COM ST. LOUIS SMALL BUSINESS MONTHLY / APRIL 2018  21

is chairman of the board for the St. Louis 
Regional Chamber of Commerce and 
is on the executive committees of Civic 
Progress, Barnes-Jewish Hospital and The 
Muny. He also is a member of the Uni-
versity of Missouri-St. Louis Chancellor’s 
Council and is chairman of the board for 
Variety, the Children’s Charity.

Carl Bolm
Investa Management Company

As president of 
Investa Manage-
ment, Carl Bolm 
has combined his 
interests in life to 
create the perfect 
trio of businesses. 
Investa Man-
agement is the 
parent company 
of BSR Services, 

St. Louis’ largest 
locally owned and operated snow and ice 
management provider; Cedar Lake Cel-
lars, a year-round winery and event venue; 
and The Battlegrounds, St. Louis’ largest 
permanent mud run obstacle course.
  

Karla Bakersmith
Scrubs & Beyond

Karla Bakersmith 
is the president 
and founder of 
Scrubs & Beyond. 
She opened the 
first Scrubs & 
Beyond store in 
September 2000 
and was immedi-
ately aligned with 
fashion-forward 
styles, outstanding 

customer service, and stores that exuded 
style and professionalism. In July of 2013, 
Scrubs & Beyond acquired Life Uniform 
and Uniform City. Scrubs & Beyond is 
now the largest supplier of health care ap-
parel and accessories in the country, with 
over 140 stores nationwide.

Mike Bamvakais
Dill, Bamvakais, Newsham, P.C.

Mike Bamvakais 
is a principal of 
the law firm Dill 
Bamvakais & 
Newsham PC and 
has practiced in 
the metropolitan 
St. Louis area for 
39 years. His ex-
pertise covers the 
practice areas of 

estate planning, probate estate administra-
tion and trust administration. Bamvakais 
is rated “AV Preeminent” by the Martin-
dale-Hubbell legal directory, the highest 
rating for legal ability and general ethical 
standards in the practice of law.

Warner Baxter
Ameren Corporation

Warner Baxter 
is the Chair-
man, President 
and Chief 
Executive Of-
ficer of Ameren 
Corporation. 
Beyond his 
position with 
Ameren, Baxter 

Maureen Brinkley has spent 
her entire professional ca-
reer serving as a dedicated 

employee of the U.S. Small Business 
Administration. “My work is a major 
part of my life,” she says. “I have of-
ten said that it’s like my third child.” 

After 50 years of employment with 
the SBA, in January 2017 Brinkley 
was the first woman appointed to the 
position of district director since the 
agency was established in 1953. 

“We now are focusing on bring-
ing an awareness of SBA and our 
products,” she says. “It is a fact that 
most people are not aware that 99% 
of all businesses are small and more 
than half the nation’s workforce 
work for them. Small businesses are 
the engine of this country. There 
are almost 30 million of them. My 
current personal focus is to let small 
businesses know the SBA is more 
than just loans but also mentoring, 
counseling, legal advice as well as 

other no-cost programs. During my 
next 50 years with the agency, I will 
continue our original mission to help 
small businesses start, run and grow.”

Outside of her work to further the 
initiatives of the SBA, Brinkley is 
committed to faith-based initiatives 
for small businesses. “Many people 
go back to their faith, whatever it 
may be, in time of need,” she says. 
“I work through churches and other 
fellowships providing counseling and 
training for their memberships.”

Brinkley is committed to being 
a public servant to the small busi-
nesses in her community. “I was 
deeply honored to receive the St. 
Louis Mayor’s Award in November 
2017 for my long career helping small 
businesses grow through my work at 
the U.S. Small Business Administra-
tion,” says Brinkley.

She looks to continue this work as 
long as possible. 

MAUREEN BRINKLEY
SMALL BUSINESS ADMINISTRATION

Keith Bowles
Moneta Group, Inc.

As director of 
business sys-
tems for Mon-
eta Group, Keith 
Bowles strives to 
foster innovation 
within his team 
and Moneta as 
a whole. Bowles 
began his career 
in accounting 
and finance but 

eventually migrated into the world of IT. 
Today Bowles provides strategic direction 
and leadership to help establish and fulfill 
enterprise technology needs with an over-
all objective of leveraging technology as a 
key driver in meeting business goals.
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Chad Brigham
Goldenberg, Heller 
& Antognoli, P.C.

As an attorney 
with Goldenberg 
Heller & Antog-
noli PC, Chad 
Brigham provides 
clients with 
strategic business 
and legal advice. 
His clients seek his 
counsel on busi-

ness transactions, 
trademark, copyright and intellectual 
property law, complex licensing arrange-
ments, commercial contracts, corporate 
law, business operations agreements, 
and real estate transactions. Outside of 
his legal practice, Brigham is an active 
community member. He is on the board 
of directors of Abiding Savior Lutheran 
Church and the Miners Charities and is 
on the board of trustees of the Winchester 
Place Homeowners Association.

Mark Brimer
Office Supply Solutions

Mark Brimer is the 
founder of Office 
Supply Solutions, a 
company that caters 
to busy offices by 
fulfilling printer 
cartridge and office 
supply needs. It 
combines the selec-
tion of all major 
office supply stores 

with the convenience of free next-day de-
livery and special-order same-day delivery 
of office supplies including printer ink 
for HP, Lexmark, Brother, Epson, and 
Dell; toner; paper; office furniture; office 
cleaning supplies; computers; and all types 
of office technology products. An experi-
enced networker himself, Mark is also the 
founder of one of the area’s largest, free 
networking events, Network-A-Thon. The 
event brings more than 500 networkers 
together.

Bob Bunch
Bunch On Biz

Bob Bunch is the 
owner of Bunch 
On Biz, through 
which he shares 
his relationship 
marketing skills. 
He helped start 
Element Church, 
which has been in 
the top 100 fastest-
growing churches in the country five years 
in a row. He is now part of a philosophy 
and system that helps businesses grow 
about 30% in 90 days by helping business-
es remember clients in such a way that the 
client never forgets the business, which in 
turn helps referrals grow exponentially.Mark Hollander, who recently 

retired from a 35-year career 
in banking, spent most of 

his life supporting business’s bank-
ing needs while providing additional 
business and accounting support. In 
July, Hollander was asked to assume 
the newly created position of executive 
director for Vision St. Charles County 
Leadership. “I am responsible for the 
nine-month leadership program, devel-
oping new support sponsors, recruit-
ment for future classes and reconnect-
ing with nearly 500 alumni from our 
20 years of classes,” he says.

Hollander believes he has been 
blessed to spend most of his career in 
St. Charles County, where he has lived 
his whole life. “I have a tremendous 
passion for my community and thor-
oughly enjoy working to improve our 

county, helping to develop new leaders 
and working with entrepreneurs, em-
ployees of companies with a presence 
in St. Charles County, government 
officials and employees along with our 
first responders to constantly make 
our community a better place to live 
and work,” he says.

Outside of his career and support 
of the business community, Hol-
lander finds other ways to give back. 
“I currently serve as the vice president 
and treasurer for The Sparrow’s Nest 
Maternity Home, a place of refuge for 
pregnant and teenage mothers and 
their babies,” says Hollander.

In the future, Hollander looks to 
continue working to build the overall 
strength of the Vision Leadership 
program in reputation, experience and 
community support.

Chris Buehler
Scorch Agency

Chris Buehler is 
the founder and 
CEO of SCORCH, 
a global content 
marketing agency 
that creates award-
winning market-
ing campaigns for 
some of the world’s 
top tech brands, 
including Concur, 

LinkedIn, Marketo and Microsoft. He 
leads the business vision and leadership 
for the agency, all the while working with 
his creative and content team.

MARK HOLLANDER
VISION ST. CHARLES COUNTY LEADERSHIP

Dave Burlis
Express Employment Professionals

As an owner/fran-
chisee at Express 
Employment 
Professionals, 
David Burlis helps 
fellow business 
owners find talent 
and individuals 
find better career 
opportunities. 
Outside of his company, Burlis serves 
on the board of directors of the Fenton 
Regional Chamber of Commerce.
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Angela Burrage
AB Consulting Services

For 27 years, Angela Burrage has been the 
owner at AB Consulting Services. Also an 
active community member, Burrage was a 
board member for Justine Petersen for 14 
years and a grants administrator for East 
St. Louis Community College Center for 
four years.

James Canada
Alliance Technologies

James Canada 
is the manag-
ing partner, 
president and 
CEO of Alliance 
Technologies, a 
provider of St. 
Louis technol-
ogy, staffing 
and consulting 

services. He is 
an operations, business development and 
program/project management leader with 
executive management experience in both 
service and manufacturing environments. 
With over 30 years of business and corpo-
rate experience, Canada regularly shares 
his expertise as a speaker and author. Jim 
is also a tenacious networker. He meets 
with a wide variety of individuals, helping 
them further their own connections, busi-
nesses and careers.

Ben Cherry
Manor Real Estate

Ben Cherry, 
president of 
Manor Real 
Estate, joined 
the firm in July 
of 2008. As a 
licensed real 
estate broker/
salesperson in 
Missouri and 
a real estate 

salesperson in Illinois, Cherry focuses on 

Bill Cockrum
BCL Auction

As the owner of 
BCL Auction 
and BCL Res-
taurant Supply, 
Bill Cockrum is 
an entrepreneur 
twice owner who 
assists other busi-
ness owners on a 
regular basis with 
both of his busi-
nesses. BCL Auction specializes in com-
mercial and industrial auctions, appraisals 
and liquidations for lenders, financial 
institutions, attorneys, governmental agen-
cies, property management firms, corpora-
tions and privately held companies, while 
Cockrum’s 60,000-square-foot restaurant 
supply company specializes in the pur-
chase and sale of restaurant supplies, 
equipment and furnishings. 

Dave Collett 
Weber Shandwick

As executive vice 
president and 
general man-
ager of Weber 
Shandwick’s of-
fice in St. Louis, 
Dave Collett 
has counseled 
clients such as 
Anheuser-Busch 
InBev, FedEx 
and Groupon on strategic integrated 
communications and how content can 
be used as a catalyst of conversations to 
engage key constituency groups. Before 
his role as general manager, Collett was 
the client relationship leader and Weber 
Shandwick lead for the global MasterCard 
account, responsible for setting overarch-
ing communications strategy and ensuring 
the performance of all Weber Shandwick 
teams and work-streams across countries 
and continents.

In 2016, Josh Levey and Brian 
Lunt recognized that the combina-
tion of their respective expertise 

— Levey’s in running multiple busi-
nesses and Lunt’s in business financ-
ing and entrepreneurship — could 
be just the platform they needed to 
fill the need for an incubator and 
accelerator with a new focus. “All 
too often we spend time networking 
and don’t take the time to really get 
to know the people we meet,” says 
Lunt. ”Medici is all about establishing 
deeper relationships with the people 
they want to work with. They learn 
about one another during strategy 
sessions where they can hear the ques-
tions people ask and the advice they 
give. People reveal themselves so that 
others can make better decisions on 
who to work with.”  

In August 2016 Levey and Lunt 
launched Medici MediaSpace, a 
coworking space that provides consis-
tent, viable and collaborative business 
opportunities for members to learn, 
share resources and make money. 
The facility boasts office spaces, 
conference rooms, and television and 
audio studios, but what makes Medici 
unique is the camaraderie. “Medici 
members come from a variety of 

industries, backgrounds and levels of 
experience, but they all come together 
with a shared set of core principles 
that make working together a magi-
cal experience,” says Levey. “At least 
that’s what they call it: Medici magic.” 

To build this “magic” and the 
camaraderie so vital to its founding 
partners, the Medici members meet 
on a weekly basis during themed 
strategy sessions. In these sessions, 
they help one another manage the 
often immense workload that comes 
along with performing at a high level. 
“They spend time getting to know 
one another both personally and 
professionally so they can not only 
rely on each other as service provid-
ers and collaborators but also truly 
recommend someone to a colleague 
or friend,” says Levey.

Today Lunt and Levey continue to 
build Medici into a community where 
members build and grow businesses 
and enable people to be part of flex-
ible but disciplined projects. “We sup-
port and connect the next generation 
of media plus entrepreneurs, innova-
tors and artists by providing industry 
resources, mentorship, workshops 
and special events,” says Lunt.

new business development, brokerage of 
commercial properties and hiring/men-
toring of new brokers at Manor. Cherry 
was awarded  the 2016 CCIM of the Year 
Award and has also been featured on 
HGTV’s “House Hunters.”

JOSH LEVEY, BRIAN LUNT
MEDICI
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Luanne Cundiff
First State Bank St. Charles

Luanne Cundiff 
is the president 
and CEO of First 
State Bank St. 
Charles, a full-
service indepen-
dent community 
bank. She also 
serves on the 
American Bank-
ers Association’s 

Community Bankers Council and on the 
business sector of the St. Charles County 
Workforce Development Board.

Eddie Davis
Center for The Acceleration   
of African American Business

Eddie Davis 
serves as the 
president and 
executive director 
of the Center for 
the Acceleration 
of African-Amer-
ican Business 
(CAAAB). 
CAAAB is a 
nonprofit civic 

organization established in 2006 to sup-
port the growth and development of 
businesses owned by African-Americans. 
Davis is also principal of DaLite & As-
sociates LLC, a business consultant firm 
established in 2001 to serve small and 
midsize businesses. Davis currently serves 
as a consultant at the Grace Hill Women’s 
Business Center and as the co-chairman 
of the Economic Development Commit-
tee for the Black Leadership Roundtable 
of St. Louis.

Don Doherty
Montgomery Bank

For 29 years, 
Don Doherty has 
been a passionate 
banking profes-
sional providing 
both businesses 
and individu-
als with lines of 
credit, equip-
ment financing, 
term financing, 

and owner-occupied and non-owner-
occupied real estate financing. Today, as 
the regional president of Montgomery 
Bank, he is responsible for commercial 
lending, retail banking, commercial credit 
analysis and loan documentation for the 
St. Louis region. Montgomery Bank is a 
family-owned relationship-driven com-
munity bank helping fiscally responsible 
businesses, families and individuals with 
the easiest financial solutions.

Scott Elliott
PNC Bank

Scott Elliott 
is senior vice 
president, re-
gional manager, 
at PNC Bank. 
Elliott specializes 
in learning and 
understanding 
his business and 
personal banking 
customers’ finan-

cial needs through 
financial analysis and conversation and 
only then recommending solutions to 
complement their financial plans.

Robert Faulkner
Stinson Leonard Street

Robert Faulkner 
is a partner at 
Stinson Leonard 
Street. Faulkner 
concentrates 
his practice in 
commercial real 
estate transac-
tions across the 
country. His com-
mercial real estate 

practice includes acquisitions — negotia-
tion of purchase agreements, conducting 
real estate and title due diligence, and 
closing transactions; dispositions — nego-
tiation of sale contract and closing sale 
transactions; financing — negotiation of 
loan agreements, promissory notes, deeds 
of trust and mortgages; leasing — negotia-
tion of leases for landlords and tenants 
for retail, office, industrial and warehouse 
properties, including ground leases, build-
to-suit leases, stand-alone property, office 
buildings and shopping centers; and 
development — negotiation of develop-
ment agreements, restrictive covenants, 
REAs and CCRs, and assistance with 
entitlements.

James Foster Jr.
McMahon Berger

James Foster Jr. 
is a partner with 
McMahon Berger. 
He practices in all 
areas of labor and 
employment law, 
representing em-
ployers exclusively 
in negotiations 
and in litigation 
before the courts, 

National Labor 
Relations Board and National Mediation 
Board. In representing and serving the 
firm’s clientele, Foster relies on his legal 
education, his tenure as a field attorney 
with Region 14 of the National Labor 
Relations Board and over 30 years of 
experience in private practice. 

Dennis Fry
Favazza, Fry & Zaegel, 
CPAs For Hire

Having bought 
and sold his own 
business for a 
profit, Dennis Fry 
now shares his ac-
counting expertise 
as the founder 
of CPAs for Hire 
and CFOs for 
Hire. He guides 
clients whose busi-

nesses are in need 
of accounting, income tax and business 
advisory as well as those seeking a part-
time CFO.  The company recently merged 
with Favazza & Associates, LLC. The 
new firm is named Favazza, Fry & Zaegel, 
CPAs for Hire, LLC.

Kevin Gallagher
Colliers International

As executive vice 
president and 
managing direc-
tor of Colliers 
St. Louis, Kevin 
Gallagher leads a 
team of 60 profes-
sionals specializ-
ing in commercial 
real estate broker-
age, property 

management, corporate solutions and 
capital markets. With over 29 years of 
experience in the industry, Gallagher is 
the trusted real estate adviser for several 
long-term clients. He specializes in office, 
industrial and land projects, guiding his 
clients through various leasing, sales and 
acquisition assignments. His strategic, 
thoughtful approach to real estate has 
made him a recognized industry leader. 
Beyond his professional life, Gallagher 
works with the Fellowship of Christian 
Athletes and has been on its board of 
directors since 2003.
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Lindsay Gallahue
Commercial Bank

Lindsay Gal-
lahue is senior 
vice president 
of Commercial 
Bank. In this role 
she leads business 
banking and lend-
ing. Outside the 
bank, where she 
has worked for 16 
years, Gallahue 

has served on the board of directors of 
the Maryland Heights Chamber of Com-
merce for six years.

Jim Gentry
Conner Ash P.C.

Jim Gentry is 
a principal in 
charge of the 
Business Services 
Department for 
Conner Ash PC.  
He has more 
than 25 years of 
experience serv-
ing both closely 
held businesses 

and individu-
als. Gentry has worked extensively with 
manufacturers and distributors and has 
specialized knowledge of the issues and 
opportunities unique to these industries. 
Gentry has also been a volunteer with the 
Taxpayer Assistance Program for low-
income wage earners for over 20 years.

Chris Gherardini
Turnkey Technologies, Inc.

Christiano 
Gherardini is 
the president 
and owner at 
Turnkey Tech-
nologies Inc., 
which offers 
new software 
sales, upgrades, 
implementa-
tion services, 
customization, 

data conversion, integration, training, sup-
port, business intelligence and reporting, 
workflow, and portals. Gherardini focuses 
on customer engagement, solution archi-
tecture/modeling, project management 
and practice leadership.

Diane Hadler
Schowalter & Jabouri

Diane Hadler 
is the supervi-
sor of business 
service projects 
at accounting 
firm Schowal-
ter & Jabouri. 
Her primary 
responsibility 
in this role is 
to oversee staff 
and control en-

gagements of the firm’s tax and business 
services department.

Becky Hatter
Big Brothers Big Sisters 
of Eastern Missouri

Rebecca (Becky) 
Hatter is the 
president and 
CEO of Big 
Brothers Big Sis-
ters of Eastern 
Missouri. When 
Hatter was 
growing up in 
rural Louisiana, 
her childhood 
exemplified the 

Big Brothers Big Sisters purpose of ensur-
ing that children grow up with love, hope 
and opportunity. Hatter now works to 
carry this mission throughout the com-
munity.

Elizabeth Heil
Scheffel Boyle CPAs

Elizabeth Heil 
is a CPA and 
manager at 
Scheffel Boyle, 
which she 
joined in 1999. 
She is known 
throughout the 
firm for her 
dedication to 
the Edwards-
ville community 
— both its residents and its businesses.

Michael Hemphill
The Hemphill Group, Inc.

Whether it is 
through advis-
ing, coaching, 
mentoring or the 
organizational 
development of 
small to mid-
size businesses, 
Michael Hemp-
hill is dedicated 

to helping other 
business owners and professionals suc-
ceed. As the owner of The Hemphill 
Group LLC, this is his primary focus.

Mike Henja
Gundaker Commercial Group

With 36 years 
of experience 
in real estate 
development, 
brokerage and 
asset manage-
ment along 
with banking 
and finance 
structuring, 
Mike Henja 
is president 

of Gundaker Commercial Group Inc. 
Henja oversees all company operations, 
including four business groups — broker-
age, development, asset management and 
construction — 45 affiliated companies 
and 65 real estate projects. He is also 
responsible for capital formation, bank-
ing, project choices and human resources 
issues and is the broker of record for all 
sales/brokerage activities.

Robert Henson
BMO Harris Bank

Robert Henson 
is vice president 
of BMO Harris 
Bank, through 
which he shares 
his 25-plus years 
of banking 
experience with 
the community. 
Henson has a 
proven track re-

cord of exceeding sales goals and customer 
expectations while helping his team excel 
as well.
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BancorpSouth.com
©2018 BancorpSouth. All rights reserved.

Call on us for everything financial. 
We’re proud to be Right Where You Are.

Joe Valenti has been selected as one of the  
Top 100 St. Louisans to Know to Succeed 
in Business. We applaud Joe’s efforts and 
contributions that enrich the lives and 
opportunities of those within our community.

Congratulations
to Joe Valenti!

The choice of a lawyer is an important decision and should not be based solely upon advertising.

· Trusts and Estates
· Special Needs Planning
· Probate and Trust Litigation
· Estate and Tax Planning

Failing to plan is ... planning to fail.

So which is it for you?

314·231·3332   800·225·5529   SandbergPhoenix.com
Kansas  |  Missouri  |  Illinois

Congratulations 
ALYCE HERNDON WILSON

Grace Hill Women’s Business Director!

WE ARE CHAMPIONS FOR 
YOUR BUSINESS GROWTH!

n  Idea Spot ( a NEW 4-part series for the  
     business beginner)
n  Personalized Business Counseling
n  Innovative Business Workshops            
      and Seminars

Visit www.gracehillwbc.org for a complete 
listing of services and programs o�ered.

2125 Bissell Street | St. Louis, MO 63107

wbcinfo@gracehillsettlement.org  | 314.584.6700

 

 
 

TSI provides convergent design, integration and installation for: 
 

PRO AUDIO/VIDEO •  NETWORK CABLING •  ELECTRICAL 
SECURITY •  VOIP •  I.T.   WiFi •  SUPPORT 

 

Specializing in education, sports, entertainment, construction, 
 healthcare, and manufacturing customers around the world.   

 
TSI Global Companies, 700 Fountain Lakes Blvd, St. Charles MO 63301 

www.tsi-global.com  (636) 949-8889 
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Ed Hinders
CBIZ Retirement 
Planning Services

Ed Hinders is 
a vice president 
and senior plan 
consultant for 
CBIZ Retirement 
Plan Services. His 
primary goal is to 
assist plan sponsors 
with the manage-
ment of their fidu-

ciary responsibilities. He is responsible for 
implementing CBIZ’s proprietary fiducia-
ry risk management process, known as the 
CBIZ Fiduciary Risk Manager, on behalf 
of clients. The CBIZ Fiduciary Risk Man-
ager was established to help individuals 
manage the personal liability associated 
with being a fiduciary to a qualified plan. 
Outside of CBIZ, Hinders is an executive 
board member of the Chesterfield Cham-
ber of Commerce.

Brian Hintz
Busey Bank

With over 25 years 
of professional 
experience in the 
banking industry, 
Brian Hintz today 
shares his expertise 
and fulfills banking 
needs as the senior 
vice president and 
cash management 
executive at Busey Bank.

TJ Hoeferlin
Purk & Associates, PC

Thomas “T.J.” 
Hoeferlin is direc-
tor of assurance 
services for Purk 
& Associates. In 
this role, Hoefer-
lin is responsible 
for all assurance-
related services 
provided by the 
firm, including audits, reviews, compila-
tions and agreed-upon procedures. He 

Robert Hosner
Fortune Bank

With over 20 years 
of experience in 
commercial and 
industrial lending 
and a strong back-
ground in provid-
ing loans backed 
by the Small 
Business Admin-
istration, Robert 
Hosner, senior 
vice president of Fortune Bank, is primar-
ily focused on developing commercial 
banking relationships with locally owned, 
privately held businesses and not-for-profit 
organizations generating annual revenue 
up to $25 million. He is also interested in 
providing investment real estate financing 
to experienced local real estate profession-
als on properties located in the greater St. 
Louis area.

 Jennifer Ibanez-
Throughout Mindy Mazur’s 

entire career, it has been her 
privilege to serve causes she 

cares about.
Today she does this as the execu-

tive director of Brazen St. Louis, a 
nonprofit, membership-based orga-
nization that takes a business-first ap-
proach to help growth-seeking women 
entrepreneurs in the region advance 
their businesses. 

“As the new executive director, I’m 
responsible for all aspects of the or-
ganization, but right now I am most 
focused on business development, 
member recruitment and engage-
ment, and strategic partnerships for 
Brazen St. Louis,” she says. “One 
thing I’m particularly prioritizing is 
recruiting more women founders and 
CEOs into Brazen St. Louis Growth 
Groups, which is our signature 
program where women entrepreneurs 
support one another in taking their 
businesses to the next level.”

 Dedicated to making a difference, 
Mazur has been guided by President 
Harry S. Truman saying, “It is amaz-
ing what you can accomplish if you 
do not care who gets the credit.” 

“I’ve tried to make that notion a 
guiding principle and make sure that 
my work is always about the outcome 
or the mission and not about me,” 
Mazur says.

In the future, Mazur wants to bra-
zenly tear down barriers for women 
entrepreneurs in the St. Louis region 
so they can successfully grow their 
own businesses. “Brazen St. Louis 
is in a great position to grow our 
membership, partnerships and our 
impact,” she says. “I hope to increase 
our membership and reach so that 
we can empower more women, which 
will lead to greater equity, opportu-
nity and economic development in 
our community.” 

Outside of work and family, Mazur 
is involved with the Griffiths Leader-
ship Society for Women through the 
University of Missouri as a member 
and mentor, and she remains con-
nected to the Greater Missouri Lead-
ership Challenge, which she com-
pleted in 2015. “I also do informal 
mentoring, résumé review, referrals 
and job cross-postings through a vol-
unteer project I started several years 
ago, Hired Up Missouri,” she says.

MINDY MAZUR
BRAZEN ST. LOUIS

oversees and manages a wide variety of 
areas ranging from engagement manage-
ment and overall client service delivery to 
researching and implementation of new 
accounting and auditing standards.

Whitlock
Whitlock & Gray LLC

As a naturalized 
citizen herself, Jen-
nifer Ibanez-Whit-
lock, an attorney 
with Whitlock & 
Gray LLC, knows 
firsthand what it’s 
like to go through 
the immigration 
system. Her work 
as an immigration attorney is not only 
her profession but also a deeply personal 
commitment to helping individuals un-
derstand their rights and their limitations 
under U.S. immigration law. Currently 
Ibanez-Whitlock provides legal counsel 
and representation on matters includ-
ing permanent residency, naturalization, 
family-based visas for family members in 
the U.S. and overseas, fiance visas, change 
of status/extension of status, and extreme 
hardship waivers.
.
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Jill Indovino
J.P. Morgan

Allan Ivie
Reliance Bank

As a result of 
his 30-plus-year 
career in bank-
ing, Allan Ivie’s 
expertise ranges 
from commer-
cial lending 
and business 
development to 
private banking, 
retail banking, 
special assets and 

community development. In 2010 Ivie 
was recruited to stabilize and turn around 
a financially troubled $1.6 billion com-
munity bank/holding company operating 
under regulatory orders from the Federal 
Deposit Insurance Corp., the Missouri Di-
vision of Finance and the Federal Reserve 
Bank. Ivie returned the bank to profit-
ability and is today president and CEO of 
Reliance Bancshares Inc. Ivie is also an ac-
tive community member, volunteering on 
the boards of organizations including the 
Urban League of Metropolitan St. Louis, 
Justine Petersen, The BackStoppers, JDRF 
International, Webster University, Rise 
Community Development and Youth & 
Family Center.

Kevin Jenkins
Cass Bank

Kevin Jenkins is 
a vice president 
at Cass Bank. 
In his role as 
a commercial 
lender, Jenkins 
is focused 
exclusively on 
commercial 
banking services 
for privately 

held companies. His specialties include 
working in commercial real estate and 
commercial and industrial lending.

Aleshia Jordan
Virtualocity LLC

Aleshia Jordan 
has a passion 
for coaching, 
developing and 
collaborating 
with leaders 
to facilitate 
performance 
improvements 
that maximize 
customer 
satisfaction, 

quality, speed, service and organizational 
effectiveness. Jordan does this by working 
with various organizations. She is senior 
operations manager for CenturyLink 
Business and Lean Six Sigma instruc-
tor/Virtualocity through Saint Louis 
University’s Workforce Center. Jordan 
is also the founder, president and CEO 
of Our Daughters Inc., a not-for-profit 
established for the purpose of empower-
ing, inspiring and coaching girls ages 7 to 
14 on self-awareness, life developmental 
improvements and core competencies of 
basic skills of life.

Dan Kraus
BMO Harris

As commercial 
banking market 
executive for 
BMO Harris 
Bank, Dan 
Kraus provide ac-
cess to strategies 
and solutions to 
efficiently meet 
the financing 
needs of private 

and publicly traded companies in the 
greater St. Louis area across distribution, 
engineering and construction, industrial 
services, manufacturing, and transpor-
tation and logistics. His goal is to be a 
trusted go-to resource, facilitating rapid 
response and decision-making while 
providing a competitive offering including 
capital expenditures, dividend recapitaliza-
tions/owner transition, acquisition financ-
ing and other financing structures.

Bill Kruse
Hauk Kruse & Associates

Bill Kruse is 
a partner at 
Hauk Kruse 
& Associates 
LLC. Kruse’s 
experience 
began to build 
in the early 90s 
after he earned 
his degree in 
taxation from 

the University of Missouri-Kansas City. 
After he built his expertise at other firms, 
Kruse’s knowledge laid the foundation 
for Hauk Kruse more than 10 years ago. 
He continues to serve small businesses 
and small-business owners with zeal. His 
practice has evolved with his clients, the 
tax code, and mergers and acquisitions.

Tom Lally
UMB Bank

Since begin-
ning his career, 
Thomas Lally 
has been build-
ing an expertise 
in investment 
and commer-
cial banking. 
Currently Lally 
serves as senior 
vice president, 
commercial 

banking team lead at UMB Bank. In 
his previous role, Lally was senior vice 
president in the Investment Banking Divi-
sion where he was responsible for leading 
the St. Louis public finance department 
as well as the bank’s corporate finance 
efforts.

Aaron Lang
Triad Bank

Having spent his career in banking since 
the early 2000s, Aaron Lang has built up 
his experience working for banks both big 
and small. Today Lang shares his expertise 
as vice president at Triad Bank.

Dan Lang
City of Wentzville

Dan Lang is the economic development 
director for the city of Wentzville. Before 
accepting the position for Wentzville, 
Lang had been city administrator of Bowl-
ing Green since 2012. He was St. Charles’ 
director of development from 1995 to 
2001 after working for St. Peters for seven 
years as director of community develop-
ment and special projects manager. Lang 
also has experience running his own 
businesses.

Jill Indovino is 
a banker at J.P. 
Morgan Private 
Bank. She offers 
a full spectrum of 
capabilities to ad-
dress clients’ com-
plex wealth plan-
ning and balance 
sheet needs. She 
provides clients 
access to the global 
resources available across the organization 
to help them best protect and grow their 
wealth.



Information 
technology 
can be a dou-

ble-edged sword. 
While companies 
can save money 
by designing the 
best solutions 
for focusing on 
future growth 
and scalability, 
many businesses 
end up losing 
money because 
they can’t moni-
tor projects to 
ensure success. 
Enter CEdge 
Software Consul-
tants. 

“We can help 
small, medium 
and large com-
panies in cutting 
cost by taking 
on the tough 
projects,” says 
Sekhar Prabha-
kar, owner and 
founder of CEdge Software Consul-
tants. 

Motivated by his father’s dream to 
see one of his sons become an entre-
preneur, Prabhakar decided to take 
the leap on his own and founded his 
company in 2004. “I started this with 
a vision to be a trusted adviser and 
delivery partner who is recognized as 
an innovative full-life-cycle solutions 
provider who ensures customer needs 
are consistently met with the best 
value at the best price,” he says. “We 
deliver value with experienced, cross-
functional teams and by deploying the 
right experts at the right time, which 
is backed by our CMMI level 3 certifi-
cation that CEdge has achieved.” 

CEdge’s core capabilities are 
enterprise architecture, data analyt-
ics, e-commerce, custom software 
development, cybersecurity and IT 
staffing. CEdge has been very success-
ful in gaining recognition from both 
government and commercial clients. 
“The need is out there for software 

development and maintenance as well 
as data analytics, cloud computing 
and cybersecurity that are our core ca-
pabilities,” Prabhakar says. “Our data 
analytics has certainly won accolades 
from customers reaffirming that our 
solutions are well thought out. We are 
focusing on building this talent and 
research internally.”

Because of the support he’s received 
from his own mentors, Prabhakar 
says, he has learned that by believ-
ing in people, you empower them to 
achieve their goals. “Based on my re-
quest, Mr. Scott McNealy took time to 
visit St. Louis to be a keynote speaker 
at Innovate St. Louis that raised 
more than $300,000 for the St. Louis 
STEM program,” he says. “He also 
took time to be interviewed by my son 
about [McNealy’s] nonprofit curriki.
org. We are very proud to say that we 
support his nonprofit organization. 
He and the CEdge team have been 
able to empower the right people to 
get the job done for clients.”

Tim Lathe
First Bank

Tim Lathe is the 
president and 
CEO at First 
Banks Inc. He 
has spent his ca-
reer in banking. 
Before accepting 
his current posi-
tion, Lathe was 
the executive vice 
president, com-
munity bank sales 

executive, at Cleveland-based KeyCorp 
and worked for more than two decades at 
National City Corp. He also previously 
was senior vice president and manager of 
the national lending group at Mercantile 
Bancorporation in St. Louis.

Amanda Majewski
HireLevel

Amanda Majewski is the director of 
payroll services 
for HireLevel, 
a workforce 
development 
and payroll 
company. Prior 
to her current 
role, Majewski 
was with Hire-
Level’s business 
development 
team. Majewski 
is committed to 
seeing the success of her clients by reduc-
ing their labor costs to impact their bot-
tom line. Today, along with managing a 
nationwide payroll service, she continues 
to build client relationships and contin-
ues to grow her payroll team with hiring, 
training, and continued education.

Crystal Martin
Slalom Consulting

Tech expert Crystal 
Martin is a consul-
tant with Slalom 
Consulting. Previ-
ously she was the 
CoderGirl program 
director for Launch-
Code, which was 
founded in 2013 
to help companies 
find skilled new tech talent. Martin led 
the CoderGirl initiative, an education 
program of LaunchCode designed to 
engage and educate women in the tech-
nology field in St. Louis, making training 
and careers in tech easily accessible. She 
is also co-organizer of the Strange Loop 
conference.

Venus Martz
Greater North County 
Chamber of Commerce

Venus Martz is 
president of the 
Greater North 
County Chamber 
of Commerce. She 
has held this role 
since July 2017. As 
president, Martz 
not only creates 
and develops op-
portunities for the chamber and area 
businesses but also looks to grow the 
area as a whole. Previously Martz was the 
communications director for Saint Louis 
Crisis Nursery.
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Lakesha Mathis
St. Louis Regional Chamber

Lakesha Mathis 
is an experi-
enced business 
manager, coach 
and professional 
trainer. She is 
the program 
manager for the 
St. Louis Re-
gional Chamber. 
In her role, she 

manages the daily operations of the St. 
Louis Minority Business Council, a busi-
ness development organization focused 
on assisting minority owned businesses 
develop strategic relationships and part-
nerships with major sourcing organiza-
tions that result in mutually beneficial 
business relationships that facilitate 
measurable regional economic prosperity 
and equity.

John Meara
Argent Capital Management

In 1998 John 
Meara co-
founded Argent 
Capital Manage-
ment. Today, as 
its president and 
Chief Investment 
Officer, Meara 
oversees Argent’s 
day-to-day invest-
ment operations, 
manages client 

portfolios and plays a key role in invest-
ment decisions. Meara, a Chartered 
Financial Analyst, has over 25 years 
industry experience. Active in the com-
munity, Meara serves as a member for 
several corporate and non-profit boards 
including the St. Louis Zoo, Boys and 
Girls Clubs of Greater St. Louis and the 
SSM Health Foundation. He serves as 
Chairman of the Leadership Committee 
for The Mission Continues and is also 
member of the Young Presidents Organi-
zation. Meara is on the Investment Com-
mittee for Ronald McDonald House.

Chris Menz
Brown Smith Wallace

Chris Menz is 
the partner in 
charge of Practice 
Growth at Brown 
Smith Wallace. 
He is responsible 
for expanding 
market awareness 
of Brown Smith 
Wallace services 
and the value 
proposition provided to its clients. His 
focus is primarily with publicly traded 
and privately held middle market com-
panies. He has a strong background in 
business development, service delivery, 
project management and staff develop-
ment. Menz serves on the board of 
directors and finance committee for the 
St. Louis ARC and the board of directors 
and grant committee of St. Louis Social 
Venture Partners.

Bethany Michel
Harbour Group

Financial-
industry expert, 
Bethany Michel 
is the director 
of corporate 
development at 
Harbour Group, 
which helps 
businesses oper-
ate at a higher 
level by providing 
strategic guidance, human resources and 
capital to accelerate growth. Prior Michel 
worked for companies including North-
ern Trust, Freeport Finance and GE 
Commercial Finance.

Ryan Mortland
MB Technology Solutions

Ryan Mortland 
is the CEO of 
MB Technology 
Solutions, an 
IT firm located 
in Creve Coeur. 
He is also a 
co-founder of 
the Annual 
Mortland Golf 
Classic, which 

has the goal of local businesses joining 
forces for a fun day on the links to help 
create a better St. Louis and a better 
world. The annual golf tournament helps 
raise money for various St. Louis Chari-
ties.  Each year the committee chooses 
a different charity and over the past 21 
years The Mortland Classic has raised 
over $275,000 for St. Louis children’s 
charities. Mortland is also current presi-
dent of EO (Entrepreneurs’ Organiza-
tion) St. Louis. Founded in 1987, EO is 
an organization that enables leading en-
trepreneurs to learn and grow, leading to 
greater success in business and beyond.

Ashley Nelson
True Manufacturing

With an expertise 
in HR, Ashley 
Nelson, PHR, 
SHRM-CP, is the 
HR Department 
Manager of True 
Manufacturing. 
Nelson is also the 
secretary of the 
O’Fallon Cham-
ber of Commerce 
& Industries.

Joe O’Keefe
O’Keefe Law

Joe O’Keefe, 
founder of 
O’Keefe Law, has 
18 years of experi-
ence practicing 
law and has an 
active practice in 
Missouri and Il-
linois where he fo-
cuses his practice 
in wills and trusts, 
estate and gift tax 
planning, probate, trust administration 
and corporate and business law. Outside 
of his law practice, O’Keefe is a gradu-
ate and supporter of the Leadership 
Belleville program, an executive leader-
ship program provided by the Greater 
Belleville Chamber of Commerce. He 
is also a member and past President of 
the Rotary Club of Freeburg, Illinois. 
Through his contributions to the Rotary 
Foundation, he has been recognized as a 
Paul Harris Fellow from Rotary Interna-
tional.

Ken Olliff
Saint Louis University

Ken Olliff is the 
vice president 
of research for 
Saint Louis 
University. In his 
role, Olliff works 
closely with the 
academic deans, 
department 
chairs and faculty 
to advance the 
quality, scope 
and impact of their research and gradu-
ate programs by fostering excellence in 
research and scholarship. Olliff is active 
in a variety of organization outside of his 
work at SLU. He is a member of Science 
Mission Council at Missouri Botanical 
Garden, co-chair of the Planning Com-
mittee for Cortex Board of Directors and 
sits on the board of COCA - Center for 
the Arts and the BioSTL Coalition.
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Bhavik Patel
Sandberg Phoenix & 
von Gontard, P.C.

Bhavik Patel 
joined Sandberg 
Phoenix & von 
Gontard in 
2004 and is the 
firm’s Manag-
ing Partner and 
Chairman of 
the Executive 
Committee. 
Additionally, he 

is the Chair of 
the firm’s Wealth Planning Group and 
Special Needs Planning Group. He prac-
tices in both the Business and Business 
Litigation Practice Groups. Over the last 
four years, Patel has also enjoyed teach-
ing Practical Aspects of Wealth Planning 
and Drafting for Washington University 
School of Law and Graduate Tax Pro-
gram. He is an emeritus board member 
of the Foster and Adoptive Care Coali-
tion and is also the founder and chair-
man of the board for Families at Ease, 
a local not-for-profit entity focused on 
delivering information about programs, 
services and resources available for spe-
cial needs children and their families.

Liz Pecha Poelker
PrintFlex Graphics, Inc.

Liz Pecha Poelk-
er is the CEO 
of PrintFlex 
Graphics, which 
serves custom-
ers whether 
they are on 
the marketing, 
operations, or 
agency side, 
providing each 
business with 

their expertise. Owned by Pecha Poelker, 
PrintFlex is a Women’s Business Enter-
prise (WBE) certified by the National 
Women Business Owners Corporation 
(NWBOC) and the State of Missouri.

Nedim Ramic
Bajric & Ramic Law Office

Born in Bosnia, 
Nedim Ramic 
lived as a refugee 
in Germany for 
seven years and 
has called the St. 
Louis area his 
home since 1999. 
Today Ramic is a 
community activ-
ist and lawyer 
who practices in the areas of personal 
injury, workers compensation and medi-
cal negligence. He also helps individuals 
charged with serious traffic offenses as 
well as criminal charges in the St. Louis 
region. He shows compassion through 
numerous activities in the community 
as well as pro bono work for community 
organizations. He is fluent in German, 
Bosnian, Serbian, and Croatian.

Tim Reichardt
Behr, McCarter and Potter, P.C.

Tim Reichardt, 
an attorney with 
Behr, McCarter 
& Potter PC, acts 
as lead trial 
counsel represent-
ing governmental 
entities, health 
care providers, 
businesses and 
individuals in 
various forms of personal injury, civil 
rights and employment litigation. He 
also advises construction industry clients 
concerning liability issues and represents 
businesses involved in both simple and 
complex commercial litigation. For 2017, 
Reichardt was president of the St. Louis 
County Bar Association, and he has been 
actively involved in various bar and chari-
table organizations. He has served a term 
as a member of the board of directors for 
the March of Dimes Missouri Chapter.

Damon Remy
REI BlackBook

For more than 
two decades, 
Damon Remy 
has worked on 
the leading edge 
of technology 
after beginning 
his technology 
career in the 
U.S. Marine 
Corps. After his 

military career, Remy focused his efforts 
as a digital entrepreneur, consulting with 
several companies and using technol-
ogy to streamline and innovate their 
processes from the ground up. While he 
was consulting in the mortgage market, 
the concept for REI BlackBook was 
born. Its mission: Work more effectively, 
productively and profitably by simplify-
ing in-house operations. In 2009, after 
several years of testing, a beta group of 
REI BlackBook users began seeing excep-
tional results, leading to the initial public 
launch and record day one sales. Today 
REI BlackBook is the software of choice 
for leading real estate investors.

Tim Rodgers
Rodgers Townsend

Tim Rodgers 
is a co-founder 
of Rodgers 
Townsend, a 
nationally ac-
claimed full-
service marketing 
communications 
agency. Having 
grown the agency 
to provide lead-
ing service in stra-
tegic planning; advertising; and digital, 
social and direct/one-to-one marketing 
as well as design services to a wide range 
of clients both nationally and regionally, 
Rodgers recently retired from the firm.

Jim Rose
Abeles & Hoffman, P.C.

Jim Rose joined 
the Abeles and 
Hoffman team 
in 2016. As a 
principal, he is re-
sponsible for the 
overall operation 
and quality of 
assurance-related 
services, including 
audits, reviews, 
compilations and agreed-upon proce-
dures for the firm’s clients. Rose serves 
clients in numerous industries, primarily 
construction, manufacturing, real estate 
and professional services.

Ronald Rucker
Carmody MacDonald

Ronald Rucker is 
a principal with 
Carmody Mac-
Donald, where 
he concentrates 
his practice in 
associations, busi-
ness, emerging 
businesses, estate 
planning, real 
estate and venture 
capital law. He also serves as general 
counsel to several corporations. Rucker is 
a certified public accountant and was an 
accountant for an international account-
ing firm before beginning his business 
law practice in 1984. He is a frequent 
lecturer and speaker on business law and 
tax issues.
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In her career, Alyce Herndon-Wil-
son has always been intentional 
in her commitment to providing 

knowledge and services to aspir-
ing business owners  in our region, 
aligning her skills and resources to 
support the development of women 
and small-business owners. “Today 
I focus my time and energy on busi-
ness development, counseling and 
training for more than 1,000 women 
business owners annually,” says 
Herndon-Wilson, who is the director 
of the Grace Hill Women’s Business 
Center. “I am passionate about en-
hancing small-business sustainability 
and entrepreneurial activity in the 
city of St. Louis.”

Committed to being a lifelong 
learner, Herndon-Wilson, who is 
now earning her doctorate, is open 
to the possibilities that St. Louis has 
to offer, taking them on as she helps 
others achieve their own goals. “I 
enjoy working with small-business 
owners in St. Louis; it is a primary 
focus, and I am committed to  help-

ing others live out their dreams,” she 
says. 

Looking to the future, Herndon-
Wilson sees herself as continuing to 
serve as a champion for women busi-
ness owners. Specifically, she hopes 
to reduce the failure rate of women-
owned businesses due to limited or 
lack of access to business knowledge 
and resources. “I want to continue to 
create innovative ways to educate and 
provide support to small-business 
owners,” she says. “Another goal is to 
create a commercial kitchen incuba-
tor in the St. Louis region that would 
allow our ‘foodpreneurs’ to expand 
in a supported environment. There 
is a great need to provide a space for 
foodpreneurs to realize their dreams  
and have the opportunity to scale to 
mass production.”

Outside of her work with Grace 
Hill, Herndon-Wilson is a leader 
of the Professional Organization of 
Women  and volunteers with several 
youth organizations.

Tom Ruwitch
MarketVolt

Tom Ruwitch 
is the founder 
and CEO of 
MarketVolt, an 
email software 
and services firm 
that simplifies 
and accelerates 
marketing and 
communications 

for businesses and 
nonprofits. He is an experienced soft-
ware designer, web developer, copywriter, 
and direct response marketer. He is es-
pecially adept at helping businesses plan 
and coordinate marketing campaigns 
that combine online and offline chan-
nels. He has experience designing and 
executing marketing campaigns for busi-
nesses and nonprofits of all sizes, includ-
ing publicly-traded corporations. Prior to 
founding MarketVolt in 2001, Ruwitch 
co-founded and led content development 
at SportsHuddle.com, a leading provider 
of online sports content and stats-track-
ing software for media companies. He 
helped grow the company from its three 
co-founders in  1999 to 85 employees 
before the company was purchased two 
years after it was established.

Tom Schaff
Major League Sales

Tom Schaff 
makes three 
promises: He’ll 
help you get more 
strategic sales 
appointments, 
increase your 
average deal and 
reduce your sales 
cycle.  To deliver 

on those promises, he started Major 
League Sales, a sales optimization com-
pany that specializes in helping private 
equity backed companies win large deals 
that drive value at exit. Schaff helps teach 
how to achieve their goals by evaluating 
sales forces, tuning messaging, executing 

ALYCE HERNDON-WILSON
GRACE HILL WOMEN’S BUSINESS CENTER

“whale hunting” strategies and executing 
tactical selling systems. An accomplished 
sales expert, he has shared his ideas in 47 
states, four continents and 12 countries, 
often serving as the content speaker. 
Schaff previously started a leading inno-
vation consultancy, SolutionPeople and 
served Tony Robbins and Chet Holmes 
as their Chief Strategy Officer of Busi-
ness Breakthroughs International.

Kent Schien
Innov8Solutions

Kent Schien, 
former CEO and 
CTO of Innoven-
tor Engineering 
Inc. and currently 
president at In-
nov8Solutions, 
has become a an 
outstanding Men-
tor to Parkway 
Spark! High 
School Entrepreneurs. During the two 
years of his mentorship, he has created 
meaningful relationships with Parkway 
School District and the following: USS 
Navy, St. Louis Science Center, Financial 
Insights, & the University of Illinois 
Engineering Program. He has recruited 
10 community leaders to mentor, and 
meets with the program director weekly 
to map out growth and sustainability 
strategies for the individual entrepre-
neurs and the Spark! Program itself. Kent 
teaches valuable “4 mintues to Impress 
the CEO” mini lessons several times 
a week at Spark! Many of his proteges 
have cited his involvement as the key to 
their success. He successfully guided a 
student with an idea through the stages 
of development, funding, prototyping, in 
which ultimately resulted in a provisional 
patent.



WWW.SBMON.COM34   ST. LOUIS SMALL BUSINESS MONTHLY / APRIL 2018

100 ST. LOUISANS TO KNOW

Vince Schneider
Dovetail

As a brand 
manager for 
Dovetail, Vin-
nie Schneider 
creates every 
client’s brand 
guidebook and 
then makes sure 
it is followed 
habitually. 
Before his role 

with Dovetail, 
Schneider’s advertising career centered 
on applying solid research, along with 
strategy and insight, to help lead clients 
in all aspects of their branding and mar-
keting efforts.

Beth Schulte
UHY LLP

Beth Schulte is 
a principal with 
UHY Advisors 
Mo Inc. She has 
over 30 years of 
experience in 
accounting and 
financial man-
agement, with 
primary focuses 

in health care, technology and financial 
services. She has demonstrated expertise 
in executive management, strategic plan-
ning, budgeting, forecasting, tax plan-
ning, financial assessment, profitability 
enhancement, performance turnaround, 
and mergers and acquisitions. Schulte 
acts as a fractional CFO and adviser to 
a number of small-business clients and 
an adviser/mentor to early-stage IT and 
software companies.

Mary Kay Sheets
Rethink, Inc.

Mary Kay 
Sheets is 
the founder 
and CEO of 
Rethink Inc., a 
boutique hands-
on business 
development 
firm. Sheets 
has more than 
25 years of 
experience as a 
serial entrepreneur, having founded four 
successful companies and a nonprofit in 
her professional career. Sheets is also an 
author, community leader and speaker. 
She is the founder of The Filmmaker’s 
Cafe, which exists to help those in the 
film and entertainment industry con-
nect, share resources and learn from each 
other, and is a board ambassador for 
Gateway to Dreams.

Frank Shelton Jr.
Midwest Bank-
Centre

Franklin (Frank) 
Shelton Jr. 
joined Midwest 
BankCentre as 
vice president 
and commer-
cial lender in 
November 2017. 
He markets 
the bank’s credit 
products to serve both low- to moderate-
income customers and emerging-market 
communities. He serves as credit admin-
istrator for the bank’s community and 
economic development loan portfolio 
and partners with local organizations to 
build marketing and community service 
alliances. He has 28 years of banking and 
finance experience. Shelton serves on the 
board of the Metro St. Louis Coalition 
for Inclusion and Equity (M-SLICE) and 
is a member of the Heartland St. Louis 
Black Chamber of Commerce.

Jeremy Shore
The Business Bank of St. Louis

Jeremy Shore is 
a vice president 
of SBA lending 
for The Busi-
ness Bank of St. 
Louis. In this 
role, he provides 
banking prod-
ucts and services 
to entrepreneur-
ial companies 
and their own-
ers. His specialty is coming up with more 
flexible, creative financing solutions. He 
also has an expertise in business acquisi-
tion financing, debt restructuring and 
partner buyouts.

Chris Stark
The Cas Group LLC

Chris Stark is 
the founder 
of The CAS 
Group LLC, a 
national execu-
tive search firm 
that specializes 
in providing 
sales and sales 
management 
professionals to 
clients in Fortune 1000, small to mid-
market, and startup companies. Stark 
acts as an executive recruiter in sales, 
sales management, executive, operations, 
marketing, HR and most other indus-
tries.

Patrick Steinway
Liberty Bank

With a proven 
track record 
of results in 
commercial 
and consumer 
lending, Patrick 
Steinway is the 
vice president 
of commercial 
banking at Lib-
erty Bank. Stein-
way’s expertise 
includes budget planning with profit-and 
loss-responsibility, B2B and B2C devel-
opment, collections work, fulfillment, 
revenue growth, turnaround situations 
and compliance. 

Elliott Stipes
Green Clean Commercial

Elliott Stipes is 
the president and 
CEO at Green 
Clean Com-
mercial, where 
he specializes 
in direct client 
relationships and 
national corpo-
rate cleaning 
contracts, RFPs, 
and operations. In just 12 short years, 
Stipes has grown Green Clean Com-
mercial from a tiny startup to a company 
providing commercial janitorial services 
in 41 states. That growth didn’t happen 
by accident. An emphasis on technol-
ogy and communication as well as an 
old-fashioned “treat people the way you’d 
want to be treated” philosophy helped 
the firm grow across the country.That 
approach to treating people right isn’t 
just for customers. Over the years, Stipes 
has also taken the time to mentor his 
employees and develop his employees.
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Rob Timmerman
Timmermann Group

Rob Timmer-
mann has been 
working profes-
sionally in the 
digital market-
place for over 
two decades. 
Today he is the 
president and 
CEO of the 
Timmermann 

Group. As a leader, Timmermann be-
lieves in continual growth both person-
ally and professionally and aims to push 
the industry and his team forward one 
project at a time.

Joe Valenti
Bancorp South-O’Fallon

Since 1987 Joe 
Valenti has 
been building 
an expertise in 
the banking 
industry. Today 
he is the market 
president of 
BancorpSouth. 
Previously 
Valenti held 

positions with 
Reliance Bank, National City, Bank of 
America and UMB Bank.

Michael Williams
Hochschild Bloom 
& Company LLP

Michael Wil-
liams is a CPA 
and managing 
partner with 
Hochschild, 
Bloom & Co., 
one of the 
biggest account-
ing firms in St. 
Louis, which has 
partnered with 
local businesses 

for over 70 years. Williams works in the 
areas of audit and assurance with a focus 
on government and service industries.

Keith Willy
Twain Financial Partners

In January 2013, Keith Willy, along with 
his partners on the senior leadership 
team of U.S. Bancorp Community De-
velopment Corp., recognized an oppor-
tunity for a smaller company to provide a 
full-service financial firm  that specialized 
in the tax credit and community develop-
ment industry. He and his partners then 
created Twain Financial Partners.

Tom Wall
Mitchell Wall Architecture 
and Design

Since 2012, Tom 
Wall has been an 
owner of Mitch-
ell Wall Architec-
ture and Design. 
Wall is a regis-
tered architect 
in Missouri and 
is responsible 
for design and 
implementation 

as well as strategic 
planning. Before joining Mitchell Wall, 
he was with Hufft Projects in Kansas 
City, a firm with a focus on modern 
architecture. Wall is also an active board 
member of The Haven of Grace.

Drew Weber
Hamilton Weber LLC

Drew Weber is 
an associate with 
Hamilton We-
ber LLC, where 
he focuses on 
corporate, real 
estate and local 
government law 
matters. Weber’s 
clients include 
corporations, 
limited liability 

companies and other entities of all sizes 
and in multiple industries. His corporate 
practice includes business formation and 
dissolution, employment matters, and 
business and real estate transactions. 
Weber also has extensive experience 
representing clients before local govern-
ments to obtain zoning, land use and 
subdivision approval. He is familiar with 
local governments throughout the St. 
Louis region. Weber is also chairman 
of the board for the Greater St. Charles 
County Chamber of Commerce.

Karen Wilund
Advanced Benefits Consulting

Passionate 
about the In-
ternal Revenue 
Code since 
discovering 
its wonders in 
grad school, 
Karen Wilund 
is a designer of 
qualified retire-
ment plans gen-
erating large tax 
deductions for business owners through 
Advanced Benefits Consulting. Wilund 
provides each of her clients with a plan 
specifically designed to meet the needs of 
their organizations, their key employees 
and the business owners.

Patrick Wittenbrink
Carmody MacDonald P.C.

As a principal 
with Carmody 
MacDonald, 
Patrick Witten-
brink focuses 
on the areas of 
banking and 
finance, busi-
ness law, estate 
planning, and 
real estate. Wit-
tenbrink pro-
vides estate planning and related services 
to privately held business owners and 
their families and represents borrowers 
and equity investors in the acquisition, 
financing, disposition and leasing of real 
estate. He also has significant experi-
ence in wealth preservation through the 
preparation of revocable trusts, wills, 
living wills, powers of attorney and real 
estate transfers.
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Bill Zobrist
Continental Commercial Products

Bill Zobrist is a 
sales representa-
tive for Continen-
tal Commercial 
Products. His goal 
is to exceed the 
goals of the client. 
Previously he was 
a branch team 
lead with Regions 
Bank.

Carol Wolowic
314 Digital

Carol Wolowic 
started her career 
as a media plan-
ner for B2C and 
B2B clients but 
moved over to the 
client side with 
Panera Bread in 
2011. There, she 
watched media 
strategies go from local to national and 
push for Panera’s digital evolution as the 
industry and consumers move forward. 
When arriving in St. Louis, she joined 
two others in co-founding 314 Digital, 
the local Interactive Marketing Asso-
ciation Alliance affiliate, and has been 
successful in bringing lively panels and 
events to the digital community.

Kendra Young
Great Southern Bank

Kendra Young 
is a banking 
center manager 
and lender with 
Great Southern 
Bank. She is 
experienced in 
customer ser-
vice, commercial 
lending, banking 
and sales. Outside of banking, Young is a 
member, ambassador and board member 
for the Kirkwood-Des Peres Area Cham-
ber of Commerce and a board member 
with Annie’s Hope.
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Stryker Group Helps Cleints Innovate, 
Differentiate Themselves In The Marketplace 

The Stryker Group
100 Chesterfield Business Parkway, Suite 200

Chesterfield, MO 63005

636.368.5414       
www.strykergroup.com     

When business owners form partnerships with The Stryker Group, an IT consultancy focused on the use of Microsoft based technologies to help businesses innovate and 
scale profitably, they can expect to gain multiple layers of benefits. The first layer, according to Shane Stryker, president and CEO of The Stryker Group, is the ability to under-
stand and deliver solutions for daily needs of a firm to operate most efficiently utilizing the best blend of people, process and technology. 

The second layer of Stryker’s benefit model is to provide solutions that its customers can use for market differentiation, as well as increasing value added opportunities. 
“This helps to prevent our customers’ portfolio of offerings from becoming commoditized,” says Stryker. “By helping our customers stay out of the commodities game, the 
greater chance of remaining profitable allowing them time to reinvest and stay ahead of their competition.”

Stryker, who has both an undergraduate degree in computer science from University of Tennessee Chattanooga and an MBA from Washington University in St. Louis,  
began to develop the ideas that would eventually become his business model while working in various industries including engineering, healthcare, IT consulting, retail  
and manufacturing.

Shane first entered the work force during his undergraduate studies when he was hired by an engineer-
ing firm to write the communication software for a wireless environmental air monitoring system used by 
the Department of Defense.  In the 1990s, Stryker worked for the G.A. Sullivan, a Microsoft Gold Solution 
Partner, as a senior consultant designing year 2000 compliant enterprise applications.

Later when working as the vice president of information systems and operations for a St. Louis based 
commercial printer, Stryker was contacted by a local company seeking assistance with the design of a new 
flavor creation application for the food and beverage industry. He jumped at the opportunity to provide a 
solution. “Initially, I was able to handle the day and night workloads, but quickly found myself with more 
work for my night job,” he says. “With an established revenue base, the break from a traditional job to 
forming my own company was not as difficult as others that had to start from scratch. Most importantly, 
the combination of education and management experience gained from previous employers provided a solid foundation to build  
a successful business.”

The Stryker Group has grown from concentrating solely on the web and windows application development projects to provid-
ing management consulting and strategic planning. “This process enabled us to become a partner for many firms in St. Louis,” 
says Stryker. “Additionally, as a WatchGuard certified professional we provide Cyber security audits and networking solutions for 
customers ranging in size from a single office up to 15 locations.” 

Every day firms like ABB, Gonzalez Companies, Colt Safety, Thalden Boyd Emery, Total Hockey and others utilize various solu-
tions from The Stryker Group to meet their business objectives.

Founded in 1983 by Doug Mueller 
and Mike Prost, Mueller Prost got 
its start as a full-service tax, audit, 

accounting and consulting firm based 
on the owners’ expertise. Now, 35 years 
later, Mueller Prost boasts a wide array 
of service offerings and possesses not 
only the technical knowledge needed but 
industry-specific knowledge to help its 
clients meet their goals. 

Today, clients of Mueller Prost receive 
the unique advantage of the firm’s team 
approach, specifically in the estate plan-
ning area. “It’s critical that our clients 
and all advisors, including accountants, 
attorneys and investment advisors, work 
together in the planning and execution 
of estate plans to ensure the end goals 
are successfully achieved,” says Tiffany L. 
Kuntemeier, CPA, CSEP, senior man-
ager – tax services, who joined Mueller 
Prost in 2005 and specializes in working 

with individuals, partnerships, closely-
held businesses, trusts and estate to 
assist with tax planning and compliance, 
accounting and consulting.

As the firm assists its many clients in 
planning for their long-term financial 
goals, the experts at Mueller Prost guide 
each client in creating estate and wealth 
transfer plans, essential in today’s world 
of tax reform. “We offer succession plan-
ning and wealth transfer services as part 
of our estate planning service line,” says 
Kuntemeier. “Understanding the indi-
vidual goals of each client is important as 
we start the process together.”

While working to understand client’s 
goals, Mueller Prost experts also work to 
help their clients understand how they 
will be impacted by tax reform, which 
created a drastic increase in the lifetime 
estate tax exemption. “This has shifted 

the focus of estate planning for many,” 
says Kuntemeier. “While past plans have 
been focused on shifting appreciation 
out of estates and setting it aside for the 
next generation, current planning is fo-
cusing on basis adjustments upon death 
and trust planning for next generations. 
Planning for families to take full advan-
tage of the married couple’s large exemp-
tion with portability (DSUE) is causing a 
need to review old trust documents to fix 
formula planning.”

At all times, Kuntemeier and her team 
focus on compassion and communica-
tion when they are working with their 
clients, and, in doing so, more readily 
achieve success. “To our team at Muel-
ler Prost, compassion in understanding 
the sensitivity of the subject and being a 
part of our clients’ team helps us connect 
with each client,” says Kuntemeier. “A 
compassionate approach helps us to help 

Mueller Prost: Providing A Team Approach 
To Clients’ Estate Planning Needs

Tiffany L. Kuntemeier, 
Senior Manager - Tax 

Services

our clients 
achieve their 
goals during 
what may be a 
difficult time, 
or a difficult 
time to plan 
for… 

“Authentic 
and regular 
communica-
tion with 
our clients is 
another key 
to successful 
planning. 
Getting ahead of the changes, communi-
cating the plan and assisting each client 
with execution of planning aspects to 
make sure all plans are being followed 
through is big in the estate planning 
world.” 

I have plenty of spreadsheets.

What I really need is a 

roadmap
Collecting data is easy. What’s not so 

obvious is how the numbers map to 

your vision for the future. As trusted 

tax, audit, accounting and business 

advisors, we’re here to help you 

navigate challenges, capitalize on 

opportunities and stay focused 

on the road ahead. 

Visit muellerprost.com or call us at 800.649.4838.

TAX 

AUDIT

ACCOUNTING

CONSULTING

Ready to take on the rest of your journey? 
Let’s go together.
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Stryker Group Helps Cleints Innovate, 
Differentiate Themselves In The Marketplace 

The Stryker Group
100 Chesterfield Business Parkway, Suite 200

Chesterfield, MO 63005

636.368.5414       
www.strykergroup.com     

When business owners form partnerships with The Stryker Group, an IT consultancy focused on the use of Microsoft based technologies to help businesses innovate and 
scale profitably, they can expect to gain multiple layers of benefits. The first layer, according to Shane Stryker, president and CEO of The Stryker Group, is the ability to under-
stand and deliver solutions for daily needs of a firm to operate most efficiently utilizing the best blend of people, process and technology. 

The second layer of Stryker’s benefit model is to provide solutions that its customers can use for market differentiation, as well as increasing value added opportunities. 
“This helps to prevent our customers’ portfolio of offerings from becoming commoditized,” says Stryker. “By helping our customers stay out of the commodities game, the 
greater chance of remaining profitable allowing them time to reinvest and stay ahead of their competition.”

Stryker, who has both an undergraduate degree in computer science from University of Tennessee Chattanooga and an MBA from Washington University in St. Louis,  
began to develop the ideas that would eventually become his business model while working in various industries including engineering, healthcare, IT consulting, retail  
and manufacturing.

Shane first entered the work force during his undergraduate studies when he was hired by an engineer-
ing firm to write the communication software for a wireless environmental air monitoring system used by 
the Department of Defense.  In the 1990s, Stryker worked for the G.A. Sullivan, a Microsoft Gold Solution 
Partner, as a senior consultant designing year 2000 compliant enterprise applications.

Later when working as the vice president of information systems and operations for a St. Louis based 
commercial printer, Stryker was contacted by a local company seeking assistance with the design of a new 
flavor creation application for the food and beverage industry. He jumped at the opportunity to provide a 
solution. “Initially, I was able to handle the day and night workloads, but quickly found myself with more 
work for my night job,” he says. “With an established revenue base, the break from a traditional job to 
forming my own company was not as difficult as others that had to start from scratch. Most importantly, 
the combination of education and management experience gained from previous employers provided a solid foundation to build  
a successful business.”

The Stryker Group has grown from concentrating solely on the web and windows application development projects to provid-
ing management consulting and strategic planning. “This process enabled us to become a partner for many firms in St. Louis,” 
says Stryker. “Additionally, as a WatchGuard certified professional we provide Cyber security audits and networking solutions for 
customers ranging in size from a single office up to 15 locations.” 

Every day firms like ABB, Gonzalez Companies, Colt Safety, Thalden Boyd Emery, Total Hockey and others utilize various solu-
tions from The Stryker Group to meet their business objectives.

When Brian Roberts began 
building his financial ser-
vices practice, his goal was to 

positively impact those he works with 
and advocate making each of their 
successes his own success. Twenty years 
later, Roberts has done just that.

Last year, Roberts was recognized 
for these successes, and received the 
opportunity to lead the combined St. 
Louis and Greater St. Louis markets.  
“With the combining of these firms, 
our advisors now have some of the 
most competitive resources in the busi-
ness to provide clients with compre-
hensive wealth management strategies, 
income protection needs, and financial 
planning.” says Brian Roberts, CFS, 
CEO of the Firm.

With a history of doing all he can for 
his clients, and a proven track record 
of success, Brian Roberts was afforded 
the opportunity to become the CEO of 
MassMutual St. Louis, with over 200 
full-time advisors, staff and brokers 
covering a three-state region. “It was 
the right time in my career to take this 
journey and lead this group. I’ve never 
been more excited about the amazing 
opportunity we have in front of us. We 
continue to deliver excellence through 
a collaborative culture and innovative 
strategies in our quest to become the 
premier provider of financial free-
dom,” says Roberts.

The team’s focus on collaboration 
is evident in the way they do business. 
“It’s about wealth and life, and discov-
ering what in life matters most to our 
clients,” says Roberts. “Whether you 
are a family needing financial planning, 
business owner seeking creative com-
pany benefits solutions, retiree needing 
a reliable income stream, or an indi-
vidual wanting to preserve wealth and 
address needs of later generations, we 
provide the path to achieve the goal.”

Roberts vision for the future of the 
firm inspired him and his team to 
embark on a new brand. While the 
company continues to offer a full scope 
of services beyond financial planning, 
part of the company’s new leadership, 
new direction, and new vision is that 
the company will be re-branding itself 
to Synergy Wealth Solutions.  “We 
believe the combined efforts of our 
dynamic team are greater than the sum 
of each individual part,” says Roberts. 
“Together, we offer clients the unique 
opportunity to leave a legacy by provid-
ing holistic and comprehensive solu-
tions, offering the highest quality strate-
gies, and delivering the highest value of 
service.”

In addition to its full scope of service 
offerings from asset management strate-
gies, retirement planning, protection 
and estate planning, comes the backing 
of the team’s values. 

Trust. We are honest and 
have strong moral princi-
ples and ethical standards. 
We are inclusive and make 
decisions based on respect.

Integrity. We do what we 
say we will do, with excel-
lence and compassion to 
build long-term partnering 
relationships

Excellence. We RISE UP 
to the occasion to create 
better experiences. We are 
culture of good, better, best 
and build on our accom-
plishments to be the best 
we can and set new stan-
dards in our industry

Teamwork. We collabo-
rate recognizing that our combined 
efforts are greater than the sum of each 
individual part.

Service. We are customer centered 
and have a culture of giving back  

Beyond the standout combination 
of investments and insurance products 
to truly customize an effective finan-
cial plan for each individual, family or 
business, the value and service given to 
each person to fully meet their needs 
takes the company to a new level. “At 
Synergy Wealth Solutions, we are about 
the whole person, from our advisors to 
clients.  We listen, support, coach and 

Synergy Wealth Solutions Helps Clients Reach 
Their Maximum Potential and Achieve Personal Success

guide them as they make personal and 
business decisions to reach their maxi-
mum potential and achieve personal 
happiness and success,” says Roberts.

Securities and investment advisory services 
offered through qualified registered representa-
tives of MML Investors Services, LLC. Member 
SIPC. Synergy Wealth Solutions is not a 
subsidiary or affiliate of MML Investors Ser-
vices, LLC, or its affiliated companies. 14567 
N Outer 40 Dr, Ste 300, Chesterfield, MO, 
63017.  636-728-2400.  CRN202003-227947

636.728.2400
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When business owners form partnerships with The Stryker Group, an IT consultancy focused on the use of Microsoft based technologies to help businesses innovate and 
scale profitably, they can expect to gain multiple layers of benefits. The first layer, according to Shane Stryker, president and CEO of The Stryker Group, is the ability to under-
stand and deliver solutions for daily needs of a firm to operate most efficiently utilizing the best blend of people, process and technology. 

The second layer of Stryker’s benefit model is to provide solutions that its customers can use for market differentiation, as well as increasing value added opportunities. 
“This helps to prevent our customers’ portfolio of offerings from becoming commoditized,” says Stryker. “By helping our customers stay out of the commodities game, the 
greater chance of remaining profitable allowing them time to reinvest and stay ahead of their competition.”

Stryker, who has both an undergraduate degree in computer science from University of Tennessee Chattanooga and an MBA from Washington University in St. Louis,  
began to develop the ideas that would eventually become his business model while working in various industries including engineering, healthcare, IT consulting, retail  
and manufacturing.

Shane first entered the work force during his undergraduate studies when he was hired by an engineer-
ing firm to write the communication software for a wireless environmental air monitoring system used by 
the Department of Defense.  In the 1990s, Stryker worked for the G.A. Sullivan, a Microsoft Gold Solution 
Partner, as a senior consultant designing year 2000 compliant enterprise applications.

Later when working as the vice president of information systems and operations for a St. Louis based 
commercial printer, Stryker was contacted by a local company seeking assistance with the design of a new 
flavor creation application for the food and beverage industry. He jumped at the opportunity to provide a 
solution. “Initially, I was able to handle the day and night workloads, but quickly found myself with more 
work for my night job,” he says. “With an established revenue base, the break from a traditional job to 
forming my own company was not as difficult as others that had to start from scratch. Most importantly, 
the combination of education and management experience gained from previous employers provided a solid foundation to build  
a successful business.”

The Stryker Group has grown from concentrating solely on the web and windows application development projects to provid-
ing management consulting and strategic planning. “This process enabled us to become a partner for many firms in St. Louis,” 
says Stryker. “Additionally, as a WatchGuard certified professional we provide Cyber security audits and networking solutions for 
customers ranging in size from a single office up to 15 locations.” 

Every day firms like ABB, Gonzalez Companies, Colt Safety, Thalden Boyd Emery, Total Hockey and others utilize various solu-
tions from The Stryker Group to meet their business objectives.

At The Simon Law Firm, P.C. our mission is to provide the highest-quality legal 
services with integrity, professionalism, and respect for our clients and the 
greater community.

Since the firm’s founding in 2000, we have obtained more than $1 billion in 
verdicts and settlements and have been named one of the “winningest firms” in the 
United States by The National Law Journal. Our firm consistently achieves some of the 
largest verdicts and settlements in the state of Missouri, and we are regularly covered 
in the press for cases ranging from personal injury to business litigation. Our attorneys 
have received numerous awards from local, state and national organizations for their 
trial and appellate work.

Because we get paid for results—not just effort—we level the playing field for compa-
nies faced with expensive, burdensome litigation. We specialize in offering alternative 
fee structures such as contingency fee, flat fee and blended fee arrangements. Our 
flexibility allows us to create a custom fee structure, tailored to meet your company’s 
needs and provide more certainty to your bottom line. Some examples of common 
business disputes include: breach of contract, unfair competition, antitrust, intellectual 
property disputes and partnership disputes to name a few. 

Alternative fee structures reduce the financial risk to our clients and align our inter-
ests with those of our clients. Too often, the only parties that benefit from litigation 
are the law firms and attorneys who receive millions of dollars in fees, regardless of the 
outcome of the case. Contingency fee arrangements show our confidence in our ability 
to obtain results for you, since we don’t receive payment unless and until we are able 
to obtain a successful outcome. 

The Simon Law Firm, P.C. — 
Leveling The Playing Field for Clients

Iam looking forward to the release of my first 
book: “Emotion at Work” on April 22. Although 
the book is the product of three years’ worth 

of writing, it is really the compilation of 17 years 
of witnessing people’s stories. I was amazed at the 
challenges and the resilient nature of the people I 
worked with and wanted to share their secrets with 
you, the reader!

The stories have been disguised as composites in 
order to protect the confidentiality of the clients who 
inspired them, yet they are still very relatable to anyone 
seeking success and happiness.

Each chapter is based on one of the 16 skills that 
comprise Dr. Reuven Bar-On’s model of Emotional 
Intelligence: the EQi-2.0. This well-researched model 
is the most scientifically robust one on the market. Dr. 
Bar-On wanted to know the answer to two questions:  
what makes people happy and successful? This model 
demonstrates that you can achieve both by learning 
the 16 skills. 

The good news: anyone at any age can learn these skills!  If you want to become a high 
performer, make more money, accelerate your career with less stress and more freedom, this 
book is for you! You can start increasing your skills by doing the exercises at the end of each 
chapter. These are the same exercises that the clients in the stories did to achieve their success.

If you want to increase your momentum, call me and let’s see if we are a possible fit to 

Emotion at Work: Unleashing the Secret Power 
of Emotional Intelligence

Moore EQi
Roberta Moore, Ed.S., LMFT, 
MBA, CPA, MST 
8000 Bonhomme, Suite 413, 
Clayton, MO 63105 
314-499-1110
www.eqicoach.com 

potentially work together.  
I design customized 
coaching programs based 
on your EQ assessment 
results and your goals.

When you become my 
client, I listen carefully 
to what keeps you up at 
night. I help you identify 
what’s holding you back 
from achieving your 
goals. 

Then we engage in 
dynamic discussions that 
help you take action to 
synchronize your vision 
with your plan. When 
you have a clear vision 
and align your thoughts 

and emotions with that vision in a deeply focused way, you can 
generate the motivation and fortitude required to achieve your 
goals. 

If you want to improve your performance, or you want to 
know about the book,contact me today.  My website: www.
eqicoach.com.  My phone: 314-499-1110.
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When business owners form partnerships with The Stryker Group, an IT consultancy focused on the use of Microsoft based technologies to help businesses innovate and 
scale profitably, they can expect to gain multiple layers of benefits. The first layer, according to Shane Stryker, president and CEO of The Stryker Group, is the ability to under-
stand and deliver solutions for daily needs of a firm to operate most efficiently utilizing the best blend of people, process and technology. 

The second layer of Stryker’s benefit model is to provide solutions that its customers can use for market differentiation, as well as increasing value added opportunities. 
“This helps to prevent our customers’ portfolio of offerings from becoming commoditized,” says Stryker. “By helping our customers stay out of the commodities game, the 
greater chance of remaining profitable allowing them time to reinvest and stay ahead of their competition.”

Stryker, who has both an undergraduate degree in computer science from University of Tennessee Chattanooga and an MBA from Washington University in St. Louis,  
began to develop the ideas that would eventually become his business model while working in various industries including engineering, healthcare, IT consulting, retail  
and manufacturing.

Shane first entered the work force during his undergraduate studies when he was hired by an engineer-
ing firm to write the communication software for a wireless environmental air monitoring system used by 
the Department of Defense.  In the 1990s, Stryker worked for the G.A. Sullivan, a Microsoft Gold Solution 
Partner, as a senior consultant designing year 2000 compliant enterprise applications.

Later when working as the vice president of information systems and operations for a St. Louis based 
commercial printer, Stryker was contacted by a local company seeking assistance with the design of a new 
flavor creation application for the food and beverage industry. He jumped at the opportunity to provide a 
solution. “Initially, I was able to handle the day and night workloads, but quickly found myself with more 
work for my night job,” he says. “With an established revenue base, the break from a traditional job to 
forming my own company was not as difficult as others that had to start from scratch. Most importantly, 
the combination of education and management experience gained from previous employers provided a solid foundation to build  
a successful business.”

The Stryker Group has grown from concentrating solely on the web and windows application development projects to provid-
ing management consulting and strategic planning. “This process enabled us to become a partner for many firms in St. Louis,” 
says Stryker. “Additionally, as a WatchGuard certified professional we provide Cyber security audits and networking solutions for 
customers ranging in size from a single office up to 15 locations.” 

Every day firms like ABB, Gonzalez Companies, Colt Safety, Thalden Boyd Emery, Total Hockey and others utilize various solu-
tions from The Stryker Group to meet their business objectives.
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Employee Owned JHF Makes Its Mark By Solving 
Customer Problems Better Than Anyone Else

In 1944, after getting his start as a 
traveling manufacturer’s rep selling 
pneumatic products out of the back of 

his airstream trailer, John Henry Foster 
opened a permanent distributor location 
in St. Louis. While fulfilling customers 
product needs, he provided much more, 
offering much-appreciated service of 
having what his customers needed, when 
they needed it. “To continually meet 
his customer’s needs, JHF acquired new 
vendors and began offering more products 
including hydraulics and compressed air,” 
says Rich Gau, the third leader and sec-
ond-generation (Gau) leader of JHF. “At 
the same time, he began hiring the right 
talent to help him grow his business.”

In 1983, Foster sold the business to 
Bob Gau, one of his first employees. Gau, 
along with his wife Kathy, started an 
ESOP- Em-
ployee Stock 
Ownership 
Plan, in 
1984, to 
help incen-
tivize and 
reward their 
employees. 
“The ESOP 
not only 
sustained 
the business 
but also the 
security and 
future of the employee-owners, or as we 
call them, JHF family members,” says 
Gau.

Today JHF has grown to over 160 
employee-owners and numerous business 
lines, believing in offering the same level 
of quality service and more. To offer more 
than products to customers, JHF grew in 
the direction of technical assembly, value 
added products and services and hydraulic 
and electrical engineering. “This allowed 
the company to better respond to its cus-

“Our focus is solving our customer’s 
problems…better than anyone else, 

making it easier for them to do business. 
We understand each customer has a 

specific application and need. To meet 
those needs, we follow a simple process: 

ask the right questions, identify the 
problem, find the solution and deliver 

real results.”

tomer’s needs,” says Gau. “Throughout 
all of the expanding and still today, the 
company operates by its founder’s belief, 
‘If you take care of the business, the busi-
ness will take care of you.’”

While JHF is a distributor of the most 
industry-trusted products on the market, 
it continually provides more than prod-
ucts. “Our focus is solving our customer’s 
problems…better than anyone else, mak-
ing it easier for them to do business,” says 
Gau. “We understand each customer has 
a specific application and need. To meet 
those needs, we follow a simple process: 
ask the right questions, identify the prob-
lem, find the solution and deliver real 
results.”

With developments driven by the needs 
of its customers, every day is something 

new at 
JHF. “Most 
recently, the 
world of 
automation 
is becoming 
more and 
more preva-
lent,” says 
Gau. “We are 
constantly 
looking for 
new ways to 
automate 
higher pro-
ductivity and 

efficiency.”  

As much as John Henry Foster contin-
ues to innovate, it holds true to its family 
values. “It has always been a family-orient-
ed organization and that “family” extends 
to everyone our company impacts,” says 
Gau. “Whether it’s solving a customer’s 
‘unsolvable’ problem, helping an employ-
ee-owner realize their goals, supporting a 
vendor’s initiatives or giving a hand-up to 
a community in need, we understand our 
business is more than selling products.”

Looking to continue its long-standing 
record of success, JHF believe it starts with 
hiring the right people for its organiza-
tion. “Fulfilled, dedicated employees, 
when empowered and given the right 
resources, ensure delighted, loyal custom-
ers,” says Gau. “Once you have the right 
people, continually improving is essential. 

At JHF, we believe in meeting the needs 
of an ever-evolving industry and world. 
‘That’s the way we’ve always done it’ is 
NOT an option. We believe in solving our 
customer’s problems better than anyone 
else, making it easier to do business and 
offering more expertise and a personal 
touch.”

1-800.444.0522
www.jhf.com

4700 LeBourget Drive
St. Louis, MO 63134

800-444-0522
www.jhf.com

Since 1944, John Henry Foster has focused on helping our custom-
ers overcome productivity challenges and operate more efficiently. 
Today, with the same focus, we have grown to be the Midwest’s lead-
ing, full-line fluid power and industrial automation provider-covering 
eastern Missouri and Southern Illinois.
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When business owners form partnerships with The Stryker Group, an IT consultancy focused on the use of Microsoft based technologies to help businesses innovate and 
scale profitably, they can expect to gain multiple layers of benefits. The first layer, according to Shane Stryker, president and CEO of The Stryker Group, is the ability to under-
stand and deliver solutions for daily needs of a firm to operate most efficiently utilizing the best blend of people, process and technology. 

The second layer of Stryker’s benefit model is to provide solutions that its customers can use for market differentiation, as well as increasing value added opportunities. 
“This helps to prevent our customers’ portfolio of offerings from becoming commoditized,” says Stryker. “By helping our customers stay out of the commodities game, the 
greater chance of remaining profitable allowing them time to reinvest and stay ahead of their competition.”

Stryker, who has both an undergraduate degree in computer science from University of Tennessee Chattanooga and an MBA from Washington University in St. Louis,  
began to develop the ideas that would eventually become his business model while working in various industries including engineering, healthcare, IT consulting, retail  
and manufacturing.

Shane first entered the work force during his undergraduate studies when he was hired by an engineer-
ing firm to write the communication software for a wireless environmental air monitoring system used by 
the Department of Defense.  In the 1990s, Stryker worked for the G.A. Sullivan, a Microsoft Gold Solution 
Partner, as a senior consultant designing year 2000 compliant enterprise applications.

Later when working as the vice president of information systems and operations for a St. Louis based 
commercial printer, Stryker was contacted by a local company seeking assistance with the design of a new 
flavor creation application for the food and beverage industry. He jumped at the opportunity to provide a 
solution. “Initially, I was able to handle the day and night workloads, but quickly found myself with more 
work for my night job,” he says. “With an established revenue base, the break from a traditional job to 
forming my own company was not as difficult as others that had to start from scratch. Most importantly, 
the combination of education and management experience gained from previous employers provided a solid foundation to build  
a successful business.”

The Stryker Group has grown from concentrating solely on the web and windows application development projects to provid-
ing management consulting and strategic planning. “This process enabled us to become a partner for many firms in St. Louis,” 
says Stryker. “Additionally, as a WatchGuard certified professional we provide Cyber security audits and networking solutions for 
customers ranging in size from a single office up to 15 locations.” 

Every day firms like ABB, Gonzalez Companies, Colt Safety, Thalden Boyd Emery, Total Hockey and others utilize various solu-
tions from The Stryker Group to meet their business objectives.

Congratulations, Brian Hintz, a Top 100 
St. Louisan You Should Know recipient!

At Busey, we’re proud to support associates who 
are positive, determined, thoughtful, resilient and humble.

Brian Hintz
Senior Vice President

Cash Management Executive

314.878.2210  busey.com Member FDIC

April 30 - May 4, 2018 
Holiday Inn  •  313 Salem Place  •  Fairview Heights, IL 62208  

Free Admission  - Open to the business communuity

COME JOIN US!

Business Seminars
Tuesday, May 1 and Thursday, May 3  •  8:00 am - 5:00 pm

Southwestern IL Business Expo
Wednesday, May 2  •  11:00 am - 7:00 pm
Best Business Practice Tips Showcase
Wednesday, May 2  •  12:00 pm - 4:00 pm

Business Open Networking Event
 Wednesday, May 2  •   4:00 pm - 7:00 pm

Awards Luncheon
Friday, May 4  •  12:00pm - 1:30pm

RSVP at www.sbwswil.org
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When business owners form partnerships with The Stryker Group, an IT consultancy focused on the use of Microsoft based technologies to help businesses innovate and 
scale profitably, they can expect to gain multiple layers of benefits. The first layer, according to Shane Stryker, president and CEO of The Stryker Group, is the ability to under-
stand and deliver solutions for daily needs of a firm to operate most efficiently utilizing the best blend of people, process and technology. 

The second layer of Stryker’s benefit model is to provide solutions that its customers can use for market differentiation, as well as increasing value added opportunities. 
“This helps to prevent our customers’ portfolio of offerings from becoming commoditized,” says Stryker. “By helping our customers stay out of the commodities game, the 
greater chance of remaining profitable allowing them time to reinvest and stay ahead of their competition.”

Stryker, who has both an undergraduate degree in computer science from University of Tennessee Chattanooga and an MBA from Washington University in St. Louis,  
began to develop the ideas that would eventually become his business model while working in various industries including engineering, healthcare, IT consulting, retail  
and manufacturing.

Shane first entered the work force during his undergraduate studies when he was hired by an engineer-
ing firm to write the communication software for a wireless environmental air monitoring system used by 
the Department of Defense.  In the 1990s, Stryker worked for the G.A. Sullivan, a Microsoft Gold Solution 
Partner, as a senior consultant designing year 2000 compliant enterprise applications.

Later when working as the vice president of information systems and operations for a St. Louis based 
commercial printer, Stryker was contacted by a local company seeking assistance with the design of a new 
flavor creation application for the food and beverage industry. He jumped at the opportunity to provide a 
solution. “Initially, I was able to handle the day and night workloads, but quickly found myself with more 
work for my night job,” he says. “With an established revenue base, the break from a traditional job to 
forming my own company was not as difficult as others that had to start from scratch. Most importantly, 
the combination of education and management experience gained from previous employers provided a solid foundation to build  
a successful business.”

The Stryker Group has grown from concentrating solely on the web and windows application development projects to provid-
ing management consulting and strategic planning. “This process enabled us to become a partner for many firms in St. Louis,” 
says Stryker. “Additionally, as a WatchGuard certified professional we provide Cyber security audits and networking solutions for 
customers ranging in size from a single office up to 15 locations.” 

Every day firms like ABB, Gonzalez Companies, Colt Safety, Thalden Boyd Emery, Total Hockey and others utilize various solu-
tions from The Stryker Group to meet their business objectives.
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When business owners form partnerships with The Stryker Group, an IT consultancy focused on the use of Microsoft based technologies to help businesses innovate and 
scale profitably, they can expect to gain multiple layers of benefits. The first layer, according to Shane Stryker, president and CEO of The Stryker Group, is the ability to under-
stand and deliver solutions for daily needs of a firm to operate most efficiently utilizing the best blend of people, process and technology. 

The second layer of Stryker’s benefit model is to provide solutions that its customers can use for market differentiation, as well as increasing value added opportunities. 
“This helps to prevent our customers’ portfolio of offerings from becoming commoditized,” says Stryker. “By helping our customers stay out of the commodities game, the 
greater chance of remaining profitable allowing them time to reinvest and stay ahead of their competition.”

Stryker, who has both an undergraduate degree in computer science from University of Tennessee Chattanooga and an MBA from Washington University in St. Louis,  
began to develop the ideas that would eventually become his business model while working in various industries including engineering, healthcare, IT consulting, retail  
and manufacturing.

Shane first entered the work force during his undergraduate studies when he was hired by an engineer-
ing firm to write the communication software for a wireless environmental air monitoring system used by 
the Department of Defense.  In the 1990s, Stryker worked for the G.A. Sullivan, a Microsoft Gold Solution 
Partner, as a senior consultant designing year 2000 compliant enterprise applications.

Later when working as the vice president of information systems and operations for a St. Louis based 
commercial printer, Stryker was contacted by a local company seeking assistance with the design of a new 
flavor creation application for the food and beverage industry. He jumped at the opportunity to provide a 
solution. “Initially, I was able to handle the day and night workloads, but quickly found myself with more 
work for my night job,” he says. “With an established revenue base, the break from a traditional job to 
forming my own company was not as difficult as others that had to start from scratch. Most importantly, 
the combination of education and management experience gained from previous employers provided a solid foundation to build  
a successful business.”

The Stryker Group has grown from concentrating solely on the web and windows application development projects to provid-
ing management consulting and strategic planning. “This process enabled us to become a partner for many firms in St. Louis,” 
says Stryker. “Additionally, as a WatchGuard certified professional we provide Cyber security audits and networking solutions for 
customers ranging in size from a single office up to 15 locations.” 

Every day firms like ABB, Gonzalez Companies, Colt Safety, Thalden Boyd Emery, Total Hockey and others utilize various solu-
tions from The Stryker Group to meet their business objectives.

Since its founding in 2001, The Purple 
Guys have fulfilled the IT needs 
of businesses as an outsourced IT 

department for small and mid-sized busi-
nesses. With physical offices in St. Louis 
and Kansas City, The Purple Guys specialize 
in IT support, IT consulting, data backup, 
security and network services while keeping 
simplicity front of mind. “Our goal is to 
make things simple, keep everything work-
ing and provide fantastic support,” says Jon 
Schram, president of the Company. “Our 
service focus is simple.  Our pricing model 
is simple.  Technology can be complicated 
but we have figured out how to make techni-
cal support simple.”

Crucial to the mutual success of The 
Purple Guys and its customers, the experts 
at The Purple Guys put service and people 
ahead of technology, so when it comes 
to your business’s IT the integration is 
seamless. “We are a service company that 
happens to deal with technology, as opposed 
to being a technology company that tries to 
serve people,” says Jon Schram, president of 
the company. “We support every individual 
using technology in your business.  Our 
support team is focused on supporting the 
person as well 
as the technol-
ogy.”

The team 
at The Purple 
Guys fur-
ther their 
excellence in 
customer ser-
vice through 
experience. 
“We have 
the largest service desk in the Midwest and 
have achieved a 96.7% satisfaction rate over 
5000+ users.”

This high level of customer service is 
provided with friendly flat rate fees that are 
“all Inclusive,” keeping it as transparent 

as possible for each client. “Our pricing is 
simple,” says Schram. “We are true fixed fee 
predictable monthly cost. It completely lines 
us up with our customers. They want things 
to stay up and running, all the time and so 
do we. Resolving an issue quickly, on the 
first call is our priority.”

By providing proactive service, poten-
tial issues are often fixed prior to arising. 
“We also proactively keep your technology 
running, when we do our job, you don’t 
notice us and we’re there for you promptly 
when you need us,” says Schram. “We find 
the root of the problem and quickly to get 
you back up and running, rather than just 
finding a quick fix. Onsite or remote, we 
support your unique needs. We package our 
services into one flat rate fee so you know 
exactly what you are paying every month.  
Simple.  No surprises.” 

After 17 years in business, The Purple 
Guys continue growing and evolving to bet-
ter serve its clients. “We recently acquired 
a small provider to expand our team and 
are looking to do more acquisitions,” says 
Schram. “Our Cloud offerings are expand-
ing as well as our security services focused 
on end-user training.”

Overall, 
Schram makes 
sure to operate 
his business 
as one team, 
all focused on 
the same goal.  
“Our model 
puts us on the 
same team as 
our custom-

ers,” he says. “We all want things to run 
smoothly and we only make money when 
things are running smoothly.”

Working in the very crowded space of the 
tech industry, The Purple Guys continually 
find ways to set themselves apart. Schram 

The Purple Guys: 
Making Technology Support Simple

“Our goal is to make things simple, keep 
everything working and provide fantastic 

support,” says Jon Schram, president of the 
Company. “Our service focus is simple.  Our 
pricing model is simple.  Technology can be 
complicated but we have figured out how to 

make technical support simple.”

explains that he and his team do this by 
trying to be top of mind when a prospective 
customer has an issue is critical to having an 

opportunity to earn the business.  “It’s easy 
to remember a color,” he says. “Purple is the 
color of I.T. Support.”

John Schram, President of 
The Puprle Guys

Since its founding in 2001, The 
Purple Guys have fulfilled the IT 
needs of small to mid-sized busi-

nesses as an outsourced IT department. 
With physical offices in St. Louis and 
Kansas City, The Purple Guys specialize 
in IT support, IT consulting, data backup, 
security and network services while keep-
ing simplicity front of mind. “Our goal 
is to make things simple, keep everything 
working and provide fantastic support,” 
says Jon Schram, president of the Com-
pany. “Our service focus is simple.  Our 
pricing model is simple.  Technology can 
be complicated but we have figured out 
how to make technical support simple.”

Crucial to the mutual success of The 
Purple Guys and its customers, the ex-
perts at The Purple Guys put service and 
people ahead of technology, so when it 
comes to your business’s IT, the integra-
tion is seamless. “We are a service compa-
ny that happens to deal with technology, 
as opposed to being a technology com-
pany that tries to serve people,” says Jon 
Schram, president of the company. “We 
support every individual using technol-
ogy in your 
business.  
Our sup-
port team 
is focused 
on sup-
porting the 
person as 
well as the 
technol-
ogy.”

The team at The Purple Guys further 
their excellence in customer service 
through experience. “We have the largest 
service desk in the Midwest and have 
achieved a 96.7% satisfaction rate over 
5000+ users.”

This high level of customer service is 
provided with friendly flat-rate fees that 

are “all-inclusive,” keeping it as trans-
parent as possible for each client. “Our 
pricing is simple,” says Schram. “We offer 
a true fixed-fee predictable monthly cost. 
It completely lines us up with our custom-
ers. They want things to stay up and run-
ning, all the time and so do we. Resolving 
an issue quickly, on the first call is our 
priority.”

By providing proactive service, poten-
tial issues are often fixed prior to arising. 
“We also proactively keep your technology 
running, when we do our job, you don’t 
notice us and we’re there for you promptly 
when you need us,” says Schram. “We 
find the root of the problem and quickly 
to get you back up and running, rather 
than just finding a quick fix. Onsite or re-
mote, we support your unique needs. We 
package our services into one flat-rate fee 
so you know exactly what you are paying 
every month.  Simple.  No surprises.” 

After 17 years in business, The Purple 
Guys continue growing and evolving 
to better serve its clients. “We recently 
acquired a small provider to expand our 
team and are looking to do more acquisi-

tions,” says 
Schram. 
“Our 
Cloud of-
ferings are 
expanding 
as well as 
our secu-
rity services 
focused on 
end-user 

training.”

Overall, Schram makes sure to operate 
his business as one team, all focused on 
the same goal.  “Our model puts us on 
the same team as our customers,” he says. 
“We all want things to run smoothly and 
we’re only profitable when things are run-
ning smoothly.”

Working in the very crowded space 
of the tech industry, The Purple Guys 

“Our goal is to make things simple, keep 
everything working and provide fantastic 

support,” says Jon Schram, president of the 
Company. “Our service focus is simple.  Our 
pricing model is simple.  Technology can be 
complicated but we have �gured out how to 

make technical support simple.”

continually find ways to set themselves 
apart. Schram explains that he and his 
team do this by trying to be top-of-mind 
when a prospective customer has an issue 
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When business owners form partnerships with The Stryker Group, an IT consultancy focused on the use of Microsoft based technologies to help businesses innovate and 
scale profitably, they can expect to gain multiple layers of benefits. The first layer, according to Shane Stryker, president and CEO of The Stryker Group, is the ability to under-
stand and deliver solutions for daily needs of a firm to operate most efficiently utilizing the best blend of people, process and technology. 

The second layer of Stryker’s benefit model is to provide solutions that its customers can use for market differentiation, as well as increasing value added opportunities. 
“This helps to prevent our customers’ portfolio of offerings from becoming commoditized,” says Stryker. “By helping our customers stay out of the commodities game, the 
greater chance of remaining profitable allowing them time to reinvest and stay ahead of their competition.”

Stryker, who has both an undergraduate degree in computer science from University of Tennessee Chattanooga and an MBA from Washington University in St. Louis,  
began to develop the ideas that would eventually become his business model while working in various industries including engineering, healthcare, IT consulting, retail  
and manufacturing.

Shane first entered the work force during his undergraduate studies when he was hired by an engineer-
ing firm to write the communication software for a wireless environmental air monitoring system used by 
the Department of Defense.  In the 1990s, Stryker worked for the G.A. Sullivan, a Microsoft Gold Solution 
Partner, as a senior consultant designing year 2000 compliant enterprise applications.

Later when working as the vice president of information systems and operations for a St. Louis based 
commercial printer, Stryker was contacted by a local company seeking assistance with the design of a new 
flavor creation application for the food and beverage industry. He jumped at the opportunity to provide a 
solution. “Initially, I was able to handle the day and night workloads, but quickly found myself with more 
work for my night job,” he says. “With an established revenue base, the break from a traditional job to 
forming my own company was not as difficult as others that had to start from scratch. Most importantly, 
the combination of education and management experience gained from previous employers provided a solid foundation to build  
a successful business.”

The Stryker Group has grown from concentrating solely on the web and windows application development projects to provid-
ing management consulting and strategic planning. “This process enabled us to become a partner for many firms in St. Louis,” 
says Stryker. “Additionally, as a WatchGuard certified professional we provide Cyber security audits and networking solutions for 
customers ranging in size from a single office up to 15 locations.” 

Every day firms like ABB, Gonzalez Companies, Colt Safety, Thalden Boyd Emery, Total Hockey and others utilize various solu-
tions from The Stryker Group to meet their business objectives.

Since its founding in 2001, The Purple 
Guys have fulfilled the IT needs 
of businesses as an outsourced IT 

department for small and mid-sized busi-
nesses. With physical offices in St. Louis 
and Kansas City, The Purple Guys specialize 
in IT support, IT consulting, data backup, 
security and network services while keeping 
simplicity front of mind. “Our goal is to 
make things simple, keep everything work-
ing and provide fantastic support,” says Jon 
Schram, president of the Company. “Our 
service focus is simple.  Our pricing model 
is simple.  Technology can be complicated 
but we have figured out how to make techni-
cal support simple.”

Crucial to the mutual success of The 
Purple Guys and its customers, the experts 
at The Purple Guys put service and people 
ahead of technology, so when it comes 
to your business’s IT the integration is 
seamless. “We are a service company that 
happens to deal with technology, as opposed 
to being a technology company that tries to 
serve people,” says Jon Schram, president of 
the company. “We support every individual 
using technology in your business.  Our 
support team is focused on supporting the 
person as well 
as the technol-
ogy.”

The team 
at The Purple 
Guys fur-
ther their 
excellence in 
customer ser-
vice through 
experience. 
“We have 
the largest service desk in the Midwest and 
have achieved a 96.7% satisfaction rate over 
5000+ users.”

This high level of customer service is 
provided with friendly flat rate fees that are 
“all Inclusive,” keeping it as transparent 

as possible for each client. “Our pricing is 
simple,” says Schram. “We are true fixed fee 
predictable monthly cost. It completely lines 
us up with our customers. They want things 
to stay up and running, all the time and so 
do we. Resolving an issue quickly, on the 
first call is our priority.”

By providing proactive service, poten-
tial issues are often fixed prior to arising. 
“We also proactively keep your technology 
running, when we do our job, you don’t 
notice us and we’re there for you promptly 
when you need us,” says Schram. “We find 
the root of the problem and quickly to get 
you back up and running, rather than just 
finding a quick fix. Onsite or remote, we 
support your unique needs. We package our 
services into one flat rate fee so you know 
exactly what you are paying every month.  
Simple.  No surprises.” 

After 17 years in business, The Purple 
Guys continue growing and evolving to bet-
ter serve its clients. “We recently acquired 
a small provider to expand our team and 
are looking to do more acquisitions,” says 
Schram. “Our Cloud offerings are expand-
ing as well as our security services focused 
on end-user training.”

Overall, 
Schram makes 
sure to operate 
his business 
as one team, 
all focused on 
the same goal.  
“Our model 
puts us on the 
same team as 
our custom-

ers,” he says. “We all want things to run 
smoothly and we only make money when 
things are running smoothly.”

Working in the very crowded space of the 
tech industry, The Purple Guys continually 
find ways to set themselves apart. Schram 

The Purple Guys: 
Making Technology Support Simple

“Our goal is to make things simple, keep 
everything working and provide fantastic 

support,” says Jon Schram, president of the 
Company. “Our service focus is simple.  Our 
pricing model is simple.  Technology can be 
complicated but we have figured out how to 

make technical support simple.”

explains that he and his team do this by 
trying to be top of mind when a prospective 
customer has an issue is critical to having an 

opportunity to earn the business.  “It’s easy 
to remember a color,” he says. “Purple is the 
color of I.T. Support.”

John Schram, President of 
The Puprle Guysis critical to having an opportunity to 

earn the business.  “It’s easy to remember 
a color,” he says. “Purple is the color of 
I.T. Support. “

Jon  Schram, President 
of The Purple Guys
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Since its founding in south Florida 35 years ago, Transworld Business Advisors pro-
pelled forward by using a successful franchise business model. Today the company 
boasts over 170 locations worldwide and a new location offering its expert service to 

the St. Louis market.  

 Whether in need of business assessment, marketing of sale, qualifying buyers, manag-
ing closing process, franchise matching or franchise document development, Transworld 
can be your guide. “When a company owner wishes to sell their business, they can not just 
stick a for sale sign in the window,” says Lexie Dendrinelis. “They need the assistance of a 
business broker to locate and qualify potential buyers. On the other side, buyers rely on the 
broker to help facilitate the process of evaluating potential businesses and franchises for 
sale. A Transworld Business Advisor is the solution for both scenarios. Transworld Busi-
ness Advisors focuses on three core concepts: business brokerage, franchise consulting, and 
franchise development.”

 Uniquely, Transworld’s services are free to a seller until the time of closing on their 
business and every business solution is tailored to the individual client. “In other words, 
we only are paid when we achieve the success of a sold business,” says Dendrinelis. “This 
guarantees we are working hard for our selling and buying community!”

 Overall, Transworld prides itself in placing the client first.  “We will co-broker a deal to 
ensure the seller and buyer both achieve their goal,” says Dendrinelis.

Buying Or Selling A Business?
Transworld Business Advisors Has Become The “Expert” Service in the Market

636.385.6115
www.tworld.com/ofallonmo

Debi Corrie
Partner, B2B CFO®

      B2B CFO®

congratulates the 2018

Top 100 St Louisans to Know

To Succeed in Business

CPA, CGMA

debicorrie@b2bcfo.com
618.541.1197

www.debicorriecfo.com

WE SELL COMMERCIAL PROPERTIES

In business for 47 years, Manor Real Estate is a full-service firm 
active in Commercial Real Estate, Residential Real Estate, and 
Apartment Rentals. As an active member of the Better Business 

Bureau, we take pride in bringing honesty and integrity to every 
real estate transaction. We strive to be a resource and consultant for 
all our clients when it comes to their real estate needs. Our team 
goes to great lengths when representing our clients, working ag-
gressively, diligently, and professionally to allow for a worry-free 
transaction.
Our Services:
n Seller Representation
n Buyer Representation
n Landlord Representation
n Tenant Representation

M anorRealE state.com |  314-647-6611
3270 Hampton Avenue, St. Louis, M O 63139

An accounting �rm specializing in small business accounting, estate and trust 
planning, forensic and litigative accounting support services. Call us today at     
any of our three locations in the St. Louis, St. Charles, and Je�erson County areas.

877-552-9224 www.tritoncpa.com

Partnering with You for Your
Long-Term Success.

Leigha Head, CPA CandidateTyson Eagen, CPADavid Grzybowski, CPA

877-552-9224 www.tritoncpa.com

The Triton Group, CPAs
An accounting �rm specializing in small business accounting, estate and trust 
planning, forensic and litigative accounting support services. Call us today at     
any of our three locations in the St. Louis, St. Charles, and Je�erson County areas.

Mike Riordan, CPATyson Eagen, CPA David Grzybowski, CPA
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LEGAL MATTERS
BY TIMM SCHOWALTER

As seemingly daily revelations 
surface of sex harassment allega-
tions in the entertainment/media 

industry it is imperative for organizations 
to learn from the mistakes of others 
when it comes to sexual harassment in 
the workplace. The plethora of harass-
ment complaints in is not a recent 
dilemma. In fact, there have been federal 
and state laws prohibiting “harassment” 
in the workplace for over 30 years. In 
this regard, on June 19, 1986, the U.S. 
Supreme Court ruled unanimously that 
sexual harassment violated federal laws 
against discrimination and that com-
panies could be held liable for sexual 
harassment committed by supervisors 
— even if the company was unaware 
of the harassment. Yet, despite the 
long-term establishment of harassment 
law, problems persist with establishing 
compliance/investigation protocols, 
which inevitably result in very high jury 
verdicts or insane settlements. I present 
you Mr. Bill O’Riley. So, what are the 
common mistakes employers make in 
preventing and responding to allegations 
of harassment?  With nearly 100 years 
of combined experience, the Sandberg 
Phoenix Employment Team has found 
the following:

• Failing to Have a Harassment Policy 
for all forms of harassment and for all 
protected groups, not

just sex.
• Failure to set zero tolerance policy 

during new employee orientation.
• Failure to make violation of harass-

ment policy an immediate termination 
offense in misconduct policy.

• Failure to use every opportunity 
available to reassert your zero tolerance 
harassment and retaliation policy.

• Failing to provide a multichannel 
complaint procedure.

• Failure to extend harassment policy 
to the computer, e-mail, phone, social 
media, and off-duty policies.

• Failing to provide routine (at least 
once a year) and through harassment/
retaliation training.

• Failing to immediately investigate 
all complaints regardless of severity.

• Failing to designate an independent  
investigator.

• Failing to conduct a complete and 
objective investigation-drawing an early 
conclusion and investigating to support 
the conclusion.

• Failure to properly document the 
investigation.

• Failure to maintain, as confiden-
tially as possible, the investigation.

• Retaliating against accusers and wit-
nesses in any manner.

• Failing to take interim measures dur-
ing investigation. Failure to take immedi-
ate action to remedy the situation during 
the investigation.

• Failing to take the correct prompt 
remedial measures regardless of the 
status of the wrongdoer.

• Failing to thank and follow up with 
the accuser and all witnesses.

• Not holding customers, vendor’s 
employees, owners and supervisors to the 
zero tolerance policy.

• Failing to fully recognize all the risks 
such as off-duty and off-site conduct. n

Joining Sandberg Phoenix as a Shareholder in 
2013, Timm W. Schowalter serves as outside 
general counsel for many prominent businesses 
and specializes in labor and employment mat-
ters. Timm’s primary goal is litigation avoid-
ance and, to that end, he consults in developing 
and implementing cost-effective employment 
and labor compliance systems to ensure compli-
ance with federal and state employment laws. 
Contact Timm at 314-425-4910 or visit www.
sandbergphoenix.com.

Preventing the “Weinstein” in your 
Organization: Common Pitfalls in 
Complying With State and Federal 
Harassment Laws

LEADER ACCELERATION
BY KATHY COOPERMAN

Feedback. How do you react when 
you hear, “May I give you a little 
feedback?” If you’re like most 

people, you cringe. 
Purpose of Feedback

Feedback provides employees with 
information about how they’re doing 
compared with expectations. When done 
well, it guides the employees’ behaviors 
toward success. When employees feel 
successful about even small wins, they 
become more engaged and self-confident. 
Without feedback, employees wonder, 
“How am I doing?”
How the Brain Responds to Feedback

Current research on neuroscience un-
locks some mysteries as to why feedback 
generally doesn’t work. Most managers 
dread giving feedback 
and therefore give it 
infrequently. People 
still operate largely 
on a “fight or flight” 
response. Faced 
with a threat (real or 
imagined), they tense 
up and prepare to 
either escape (flee) 
or defend themselves 
(fight). Either way, 
it’s unlikely that they 
will carefully listen to the criticism about 
to unfold.

In a recent article, “Our Brains Are to 
Blame: The Neuroscience of Feedback,” 
Jenifer Marshall Lippincott reveals that 
when managers shift the focus from what 
went wrong to exactly what the person 
did well and what they could do more 
of, the person is much more receptive to 
improving.

Creating a “feedback-rich culture” may 
be the answer. This requires all levels 
of an organization to give and receive 
feedback with positive intent. It’s time 
to get rid of the “here’s what you did 
wrong” approach and apply some simple 
principles of positive psychology.
Giving Effective Feedback 

Rate Your Feedback Skills. Please an-
swer “Yes” or “No” for each question..

1. I give feedback to employees on a 
regular basis (weekly, biweekly or month-
ly).  

2. My feedback is based on observable 
behaviors (not opinions).  

3. I focus on what the employee is do-
ing well, offering specific examples.

4. I give timely feedback (as soon as 
possible to discuss selected behaviors).

5. I ask for feedback (i.e., “How am I 
doing in providing you with feedback? 
Would you like more, less or the same 
level of feedback going forward?”). 

6. When giving feedback, I include all 
three feedback elements:

a. the situation 
b. the behavior 
c. the impact of their behavior

7. My feedback is helpful rather than 
harsh or critical.  

8. I believe there should be no sur-
prises at performance 
review time. 

9. Providing feed-
back to employees is 
a key responsibility of 
my leadership role.

10. I use feedback 
to address positive as 
well as undesirable 
behaviors. 

Count your “yes” 
answers. Ideally, 
every item would be 

answered “yes.” 
Probably the worst offender is the 

leader who holds back feedback until 
performance review time. This leader 
says little or nothing all year and then 
dumps a heap of negative criticism on 
the unsuspecting employee. This is 
simply destructive. It’s unfair to ignore 
poor performance for weeks or months 
and then suddenly “punish” an employee 
when the annual review is due.

Just like a great sports coach, a leader 
can leave a similar legacy by providing 
helpful, timely and specific feedback to 
all employees. n

Kathy Cooperman, an executive coach and 
leadership expert, is the president and founder 
of KC Leadership Consulting LLC. For more 
information, contact her at kathy@kathycoop-
erman.com, www.kathycooperman.com  
or 720.542.3324.

Coaching for Improved 
Performance

When employees 
feel successful 

about even small 
wins, they become 
more engaged and 

self-confident. 



When Selling Your Business, 
‘Walk-Away Cash’ is Crucial 

VALUE PROPOSITION
BY DAVE DRISCOLL

“Walk-away cash” is what’s in 
your pocket, free of debt 
and taxes, when you walk 

away from the closing table after selling 
your business — it’s the true measure of 
the transaction’s impact on your life. 

Within your industry, you may hear sto-
ries like Julie sold her company for $3 million 
or Joe sold his for a multiple of seven times free 
cash flow. Those headline numbers make 
for great conversation and may reflect 
the price paid for companies, but the real 
value depends on walk-away cash.

In Julie’s hypothetical business sale 
for $3 million, she had no business debt 
and was taxed as an S 
corporation, mean-
ing that the gains 
from the sale flowed 
through to her per-
sonal tax return. 

In most transac-
tions, the seller 
retains any business 
debt and then uses 
the sale proceeds to pay off that debt. 
In Julie’s case, she kept all of the cash 
proceeds without needing to pay a lender. 
In contrast, other sellers might be carry-
ing debt — in some cases, a lot of debt. 
If a debt-carrying owner sold a business 
for the same $3 million, he or she would 
walk away from the closing table with $3 
million minus the amount of debt. Same sale 
price but a much different end result for 
the sellers. 

Corporate structure is another signifi-
cant factor in seller proceeds. An S corpo-
ration results in paying only one level of 
tax on the proceeds of the sale. However, 
if Julie had a C corporation, two levels of 
tax would have been required — first, tax 
on the proceeds at the C corporation level 
and then more tax when the cash was 
distributed to Julie as the shareholder. 

Consider Joe’s rumored sale for seven 
times free cash flow. A multiple of seven 
certainly sounds impressive, but his free 
cash flow is an unknown. Free cash flow 
is a reflection of how a company operates 
and how much cash is generated over 
and above what is needed to meet all the 
operational obligations of the business. 

Businesses operate at various levels of ef-
ficiency and profitability, so naturally, free 
cash flow is different for every business. 

Perhaps Joe’s business was an underper-
former within the industry; gross profit 
margin was low and general selling and 
administrative expenses were higher than 
industry norms. These factors combined 
to produce free cash flow in the bottom 
quartile of industry performance. In Joe’s 
case, seven times free cash flow sounded very 
good, but the actual price received may 
have been quite low. 

Another question worth considering in 
the sale of businesses: Were the seller’s objec-

tives met? 
In Julie’s case, she 

sold for an appropri-
ate value (as defined 
by her industry), kept 
all the cash from the 
sale because of her 
debt-free business and 
paid the least amount 
of tax because of her 

corporate structure. She was probably 
pretty satisfied with her ability to fund her 
Life Beyond Business.

What was Joe’s objective? Maybe Joe 
was thankful just to sell the company for 
enough money to pay off his lenders and 
have a few coins left over to take a vaca-
tion and decompress. 

Don’t get wrapped up in attention-grab-
bing numbers that may not tell the whole 
story of the business sale. Success is really 
determined by what the seller takes away 
from the closing table, and success can be 
measured in many ways. 

Understanding how debt and opera-
tional performance impact your walk-away 
number is very important when you are 
determining whether selling your com-
pany will obtain your objectives. 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.MetroBusines-
sAdvisors.com.
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Successfully Navigate the 
Future!

THE EXTRAORDINARY WORKPLACE
BY JUDY RYAN

The most exciting breakthroughs of the 21st century will not occur because of technology but 
because of an expanding concept of what it means to be human. -John Naisbitt

Emotional and social 
intelligence must be 
cultivated in order 
to favorably impact 
current and future 

trends... 

W hether you welcome or resist 
it, change is happening at the 
speed of imagination now, 

often causing high levels of confusion 
and strain on individuals and organiza-
tions. What once took decades now takes 
months or even days to create and imple-
ment. Just look at Uber and Lyft, over-
night, scalable sensations that surfaced so 
rapidly and globally that we are all reeling 
from impacts, including things like tripled 
traffic in Manhattan, rapid declines in 
the taxi business and implications for the 
trucking industry, to name just a few. 

Our lives are radically changing through 
digital transformation, globalization and 
moving into IoT (internet of things) at 
work and home. Wan-
ing are the days of the 
phone book and the 
mall, but more impor-
tant, we are losing for-
mer levels of personal 
and organizational 
identity, when we 
were fat and happy in 
orange organizations, 
believing we could 
investigate and under-
stand the inner workings of all things and 
have control over them. In that phase, 
we brought about unparalleled prosperity 
and life expectancy through competition, 
command and control management, and 
centralized authority. Most large organiza-
tions still operate from these dynamics to-
day even though they are clearly no longer 
viable. We know this because of ever-wid-
ening generational gaps, high disengage-
ment levels and overall inability to cope as 
people become traumatized by change and 
its rapid trajectory using. Why? Because 
like cassette tapes and typewriters, these 
outdated ways no longer serve us; we have 
outgrown them.

The problem is that many leaders hold 
on to autocratic and extrinsically motivat-
ing approaches and competition with a 
death grip at the very time when our evo-
lution calls for collaboration, mentoring, 
and development of intrinsic motivation. 
These are needed to effectively respond to 
today’s speed and scope of change. And 

this is where a serious dilemma arises. 
Because many leaders remain rigid in their 
fear of evolving to the next stage of orga-
nizational consciousness, they resist be-
coming teal, in which all people become 
purpose- and values-driven, self-governing, 
and able to create highly effective, com-
munity-oriented, transfunctional teams. 
And until we overcome that inflexibility, 
we continue to have disengaged; insecure; 
and paralyzed, poorly functioning people. 
In fact, I offer that any digital transforma-
tion, and performance or productivity 
crisis, is a culture and leadership crisis.

Emotional and social intelligence must 
be cultivated in order to favorably impact 
current and future trends, when the only 

certainty you can 
count on is uncertainty; 
when automation, AI 
and robotics replace 
traditional jobs; and 
when intergeneration-
al gaps must be over-
come quickly in order 
to strengthen trust 
and group support of 
initiatives. The glue 

that holds us together is no longer outer 
circumstances. It is our ability to move 
from an orange organization to a teal one, 
where each person takes responsibility for 
their own purpose, values and visions and 
becomes adept at managing relationships, 
productivity and engagement. This is the 
only type of organization and human 
system framework that remains stable 
despite rapid change, and course correc-
tions that occur regularly, where people 
are required to move together to help 
organizations fulfill their purpose.

You are needed at this time. With your 
willingness to evolve, you help others to 
do so too, and together we can not only 
navigate through but also thoroughly en-
joy the next exciting phase of our adven-
ture, growth and discovery!.n

Judy Ryan (judy@LifeworkSystems.com), hu-
man 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. 

Success is really 
determined by what 
the seller takes away 

from the closing 
table... 



TIME WITH THE BOSS

Lisa Bell-Reim
Oculus

Website: www.oculusinc.com
Industry: architecture, interior design, 
move management, strategic planning

Education: Washington University

Family: Husband: Ron; kids: Ian 20, 
Emma 14

What is your mission?
To stay healthy so I can be energetic for 
everything else in my life: running our 
business, attending to family, nurturing 
friendships. 

What was your first job?  
Packing fresh-picked tomatoes, a coveted 
summer job for my friends and me. I still 
turn a tomato upside down to see if it’s a 
“topper” — the perfect tomato for the top 
layer in the box.

What was your worst job? 
None! I learned something valuable from 
every one of them.
 
What led you to your industry?  
I was interested in art, science, math, 
floor plans and spaces. Then I fell in love 
with drafting, which opened two doors: 
an architectural field trip to amazing St. 
Louis buildings and advanced architec-
tural drafting. After that, I was hooked 
on architecture and design. 

What was the smartest thing your com-
pany did in the past year?  
The acquisition of a Portland, Oregon, 
firm that expands our design portfolio 
in retail, restaurants and hotels and gives 
our West Coast presence a boost. 

Who is your industry role model?
Vickie Berry, a successful corporate archi-
tect who helped me decide to pursue an 
alternate career path. Best career move 
I’ve made.

How do you try to differentiate your 
business from others in your industry?
We set goals every year and attain them 
by focusing on what we do best and what 
our clients truly need.

What’s the hottest trend in your in-
dustry, and are you going to jump on 
board?
Collaborative workspaces to recruit, main-
tain and increase communication among 
staff, which we’ve begun implementing in 
new designs for our Dallas and St. Louis 
offices. 

What’s the hardest part of your job?
Finding, cultivating and managing the 
best people for the best outcomes. We 
hire people that match our culture and 
have the skills we need for the projects we 
pursue. 

What’s the best part?
When a strategy pays off — a big win, un-
solicited client praise for a job well done, 
happy staff, seeing our designs come 
alive.

What best advice would you share with 
new entrepreneurs? 
Stay focused on what you do best — and 
hire a good accountant and lawyer.

What’s your favorite place in St. Louis?
Forest Park is an amazing treasure. A good 
friend and I often take early morning 
walks in the park to hear the animals in 
the zoo greeting the new day.

What book is on your nightstand?
“Unforgettable” by Scott Simon and “Wit-
nessing Whiteness” by Shelly Tochluk.

What has made you successful in your 
industry and in St. Louis?
Building a network of consultants, peers 
and industry friends. If you want a peer 
to remember and recommend your work, 
you need to remember and recommend 
theirs as well. 

What do you like to do in your free 
time?
I love to cook for my family. I constantly 
research and read new books and recipes 
that support a healthy lifestyle.  
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