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“I gained a dozen great business ideas 
in the first 5 minutes 
of reading the book.”

BURST
Is Your Business Ready For A Breakthrough?

Is Your Business Ready For A Breakthrough?

Is your business stuck? Are you looking for a way to grow your 

company to the next level? The keys to this growth are simple: the 

fundamentals of business. The businesses that survive and thrive 

over time are those that practice the fundamentals.

The fundamental topics covered in this book include:

-Company Vision/Strategy

-Your Numbers and Using Them as a Strategic Tool

-Sales and Marketing

-People (Finding and Keeping “A”-Players)

This book will help small-business owners focus on those funda-

mentals of business. When you are finished with the book, you’ll 

not only have a better grasp of how to build a great business but 

you’ll also have created a roadmap that will allow you to focus on 

the key aspects of your business.
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Step-By-Step Roadmap 

For Growing Your Small Business

RON AMELN

9 780692 995501

51500>ISBN 978-
0-692-995

50-1
$15.00

NOW AVAILABLE
Is Your business Ready For A Breakthrough?

Is your business stuck? Are you looking for a way to 
grow your company to the next level? The keys to 
this growth are simple: the fundamentals of busi-
ness. The businesses that survive and thrive over 
time are those that practice the fundamentals.

Burst, a new book by Ron Ameln, is a roadmap for 
growing your company. 

When you are finished with this book, you’ll not 
only have a better grasp of how to build a great 
business but you’ll also have created a roadmap 
that will allow you to focus on the key aspects of 
your business.

Topics covered include:
-Company Vision/Strategy
-Your Numbers and Using Them as a Strategic Tool
-Sales and Marketing
-People (Finding and Keeping “A” Players)

Order Today: $15
https://store.sbmon.com or Amazon.com
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At Commerce Bank, we know that as your company 
expands, new financial challenges arise. That’s why we 
work with you to secure new equipment, streamline 
cash flow and finance real estate. That means you can 
get back to focusing on running a successful business. 

More  
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Where do you want to go? Extraordinary client
service that will help
you realize your goals.
With more than 125 attorneys in  

Extraordinary Legal Service

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.
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Ready to take on the rest of your journey? 
Let’s go together.
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PUBLISHER’S LETTER BY RON AMELN

The True Keys to Business Success

As a business reporter and owner of a business magazine, I’ve had the honor 
to sit down and interview thousands of successful business owners over the 
years. I always ask the keys to their success. When people realize I’ve inter-
viewed some of the region’s business legends, one of the questions I always 

get is, “What’s the one or two secrets to building a great business?” Other owners want 
to know how they measure up and whether they are working toward that same success 
level.

These curious owners typically don’t like the answer I give them. The secret to suc-
cess? Focus and discipline. 

That’s it, and almost all of the successful business owners I’ve 
interviewed over the years have told me these are the keys to 
their success.

Sorry to disappoint. In this fast-paced, instant-gratification 
environment, everyone wants the quick five-step process or the 
easy-to-implement tool to help take their company to the next 
level. Unfortunately, life (or business) just doesn’t work like that. 

Yes, the secret to growing a great business is focus and disci-
pline. So, what does that really mean? 

Think about losing weight. If you weigh 180 and your goal is 
to be 170, how do you accomplish that goal? Well, you can cut your calories to 1,500 a 
day and work out one hour each day at the gym. If you do that each day, you will reach 
your goal. The key is to maintain focus and discipline with these activities. The more 
focused and disciplined you are, the more successful you will be at reaching your goal. 

When I try to lose weight, I usually succumb to the first piece of chocolate cake I 
see. If someone asks me to head to lunch at the Burger Barn, I quickly reach for my car 
keys. That’s why my diets have failed over the years. It’s all about focus and discipline.

Now, in the weight loss example, you might have to adjust your activities over time. 
Maybe you eat 1,400 calories a day and work out only three days a week. As you adjust 
your activities, you will see your goal go up or down. 

For business owners, the biggest hurdle isn’t knowing what to do; it’s staying focused 
on getting it done. If you need more sales, your first step is to come up with your goal. 
Then, just like in the weight loss example, your challenge is to decide on the activities 
and actions to reach that goal. Now it comes down to focus and discipline on those 
activities. Will you keep doing those actions over time, adjusting when necessary, or 
will you stop trying and shift gears when the first distraction happens? Like me with the 
chocolate cake.

Each month in SBM we feature successful business owners of different races, indus-
tries, ages, etc. To be featured in our magazine, they all have one thing in common: fo-
cus and discipline. I hope their stories will encourage you to find your path to success.

My 14-year-old son is a competitive swimmer. He understands focus and discipline 
firsthand. The more time he spends in the pool, the faster he swims at meets. Is he dis-
ciplined enough to get to the pool each day? His future in swimming will depend on it.

Your future in business also hinges on your degree of focus and discipline. Do you 
know where you are going? Do you know what activities/actions will get you there? Are 
you focused and disciplined enough to keep up with those activities? The future of your 
business will depend on it.

cHb Advisors, LLC  |  certified public accountants

THANK YOU for voting cHb Advisors
one of the BEST Accounting Firms in St. Louis

We specialize in consulting and compliance services for closely held
businesses, non profit organizations and their related individuals.

4111 Telegraph Road, Suite 300, Saint Louis, MO 63129
Office: 314.845.6680  |  Fax: 314.845.6682

www.cHbAdvisors.com

CPAs and Advisors



WWW.SBMON.COM ST. LOUIS SMALL BUSINESS MONTHLY / MAY 2018  7

Subscribe To 
SBM.

Only $21.50 
A Year

http://store.
sbmon.com

THE SOURCE FOR BUSINESS OWNERS

Small 
Business
Monthly

SBMSBMST. LOUIS

Monthly
SBM

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

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’SLARGESTB2B TRADESHOW
LEARN MORE:

STLOUISBUSINESSEXPO.COM

ATTENDMISSOURI’SLARGESTB2B TRADE SHOW

The

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

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 Development

Investing in Our Communities
One Charity 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



WWW.SBMON.COM8   ST. LOUIS SMALL BUSINESS MONTHLY / MAY 2018

Outside Perspective 
and Intrinsic 
Motivators

SMALL BUSINESS SENSE
BY MARK MCCLANAHAN 

From time to time, my focus and con-
centration in my role at Mosby Building 
Arts narrow and become clouded. I get so 
wrapped up in the business that I lose per-
spective and, frankly, my decision-making 
lacks its full potential. Recently, an outside 
event helped clear my head, allowing me to 
focus on what is important in my leader-
ship role at the company.

For the past two years, I’ve been a volun-
teer coach for a local high school racquet-
ball team. A few months ago, the team I 
coach played in the annual national high 
school tournament. This is a five-day, 
competitive event involving 350-plus teens 
from across the country. 

What I witnessed here was nothing less 
than inspirational. By the end of the 
event, these teens, from novice to expert, 
wearing KT Tape, bandages and ice packs, 
played through injuries and emotional ups 
and downs that would put most profes-
sionals on the disabled list. Why did they 
do this? These young athletes proved to 
me that well beyond extrinsic rewards, 
there are intrinsic motivators, which drive 
individuals to be the best they can be even 
in the face of significant challenges. Some 
of the motivators I witnessed included the 
desire to contribute to the team, the will to 
overcome a challenge and the sheer enjoy-
ment of participation.

So, big takeaway No. 1 for me is to re-
member that there are inherit reasons 
people work in a particular role and that a 
leader’s responsibility is to reinforce such 
motivation. My second big takeaway is 
to embrace volunteer roles as a way to 
refocus and recharge oneself. This cannot 
be understated. Selflessly giving oneself to 
outside causes allows one to clear the mind 
and return fresh, seeing work through new 
lenses. n

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

SHARP & ON POINT
BY LAURIE GRIFFITH

They’ve become all too common: 
high-profile, wide-ranging cyber-
security breaches. From the credit 

card systems of major retailers to the web-
sites of state governments, cyberthreats 
are making a meaningful impact each 
and every day. Here at Lopata, Flegel & 
Co., members of our team are working 
to safeguard our information, protect-
ing both our employees and our clients. 
Every organization will have a different 
approach to keeping their information 
secure, and some will be more vigilant 
than others.

Not every business is able to commit 
human capital to compliance and securi-
ty, which is why I asked Alex Shanteau, a 
security engineer at MAD Security, what 
advice he would give specifically to small 
businesses that want to improve their cy-
bersecurity. Shanteau has been in cyber-
security for more than five years and has 
headed assessments across a number of 
cyber disciplines, including penetration 
testing, firewall reviews and GRC (gover-
nance, risk management and compliance) 
software. His advice: “Constant vigilance, 
continuing education and knowledge 
sharing/crowdsourcing information with 
peers across the cybersecurity domain 
continue to be the best defense against 
cyberthreats. From a small-business 
perspective, knowing where there may be 
a lack of expertise and how and when to 
seek outside help is key to ensuring an 
environment is secure.”

The advanced phishing techniques 
Alex is referring to include app imperson-
ation, homograph attacks and mailsploit. 
Unless your job is in cybersecurity, these 
terms are most likely foreign to you. For 
example, have you heard of mailsploit? 

I’ve always wondered how certain spam 
emails found their way through our serv-
ers and into my inbox. Ten years ago it 
was easy for someone to change the head-
er of an email so the “From” line would 
show a familiar name. For example, you 
receive an email from a United States 
Postal Service address, but when you click 

on “USPS,” an email address like “spam@
spamingyou.com” appears.  

However, today our servers are much 
more vigilant at filtering out these unwel-
come addresses. But then there is mail-
sploit, with which you will see not only 
a familiar name in the “From” line but 
also an email address that makes sense. 
Using the previous example, when you 
hover your mouse over USPS, you will see 
“donotreply@USPS.com.” 

Mailsploit is one of many examples of 
advanced phishing, and while you can’t 
be expected to understand every type of 
cyberattack, it is important to at least be 
aware of the business systems that are at 
risk and understand what your organiza-
tion has in place to mitigate that risk. It’s 
also important to note that the majority of 
platforms vulnerable to this specific attack 
have since mitigated it. But this serves 
as an example that the threat landscape 
is ever-evolving and that new attacks are 
constantly being discovered.

Again, we all have information that we 
want to keep secure, but not all businesses 
have the systems in place to do so. For 
many organizations, employees are the 
most important asset. But they’re also the 
weak point in the security infrastructure. 
You’re not going to get rid of your people, 

and you’re not going to get rid of technol-
ogy. So what do you do? 

If you are a leader within your organi-
zation, you need to make sure you feel 
comfortable with the security measures 
you have in place to protect yourself from 
cyberthreats. You can train your employ-
ees, implement technology and create 
processes for dealing with incidents when 
they occur. 

We’ve just scraped the surface of an ex-
tremely complex topic. But we have more 
to share. Join us at the next Sharp & On 
Point Speaker Series from 7:30 to 9 a.m. 
on May 22 at the Lodge Des Peres, where 
Shanteau will share his insights into the 
emerging risks that business owners and 
executives will need to consider in 2018. 
n

Laurie Griffith is a principal at Lopata, Flegel 
& Co. Accountants and Management Consul-
tants. The Sharp & On Point Business Advi-
sory Speaker Series is a free event at the Lodge 
Des Peres sponsored by Lopata. Learn business 
strategies you can immediately put in place to 
point your business in the right direction. To 
reserve your seat or for more information, visit 
www.sharpandonpoint.com or www.lopatafle-
gal .com. 

Staying Secure and out of the 
Headlines
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Debi Enders (debi.enders@
commercebank.com) is 

vice president, small business 
banking at  
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What can I do to 
get paid faster and 
improve cash �ow?
The biggest threat to small businesses 
is often not a lack of profit.  It’s a lack 
of cash flow. Slow-paying customers 
are frequently the culprit.  So, what is a 
business owner awaiting payment to do?  
While no one solution works for everyone, 
cash-strapped business owners can take 
proactive steps to keep cash flowing — 
making payments run more smoothly and 
helping them get paid faster. 

1. Establish credit policies. Extending 
credit to customers is a courtesy, not a re-
quirement. When you extend credit, you 
are, in e�ect, financing another party’s 
business. By spelling out payment terms, 
limits on outstanding balances and 
delinquent account policies — and clearly 
communicating them to customers — you 
can minimize abuses of this courtesy. 

2. Invoice promptly. Some businesses de-
liver their products and services immedi-
ately but wait weeks to bill customers. 

3. Get serious about collections. Many 
small businesses are not aggressive 
about collecting past-due invoices, 
fearing possible damage to customer 
relationships. A poor collection system 
communicates that slow pay is accept-
able. Systems that notify customers 
on the first day an invoice is past due 
communicate the importance of prompt 
payments.

4. Consider alternate payment methods. 
For companies whose employees visit 
customers’ homes or o�ces, mobile 
technologies that take electronic pay-
ments help streamline the billing process 
and reduce the number of bad checks to 
be collected later.

5. Use technology to accelerate collection. 
If you automate your lockbox, customer 
payments can be sent directly to your 
bank instead of your business, helping 
ensure that funds are deposited on the 
same day they’re received. Depositing 
paper checks electronically via remote 
deposit and implementing electronic ac-
counts payable systems can also improve 
cash flow. n

SALES MOVES BY MARK SANBORN

The Cure for What Ails You

you need from team members? Read an 
article, buy a book, go to a seminar, inter-
view a successful leader, and then apply at 
least one idea that you’ve learned.

Here’s the cure for whatever ails you: 
1. Determine what you will do — some-
thing, no matter how small. Choose 
anything as long as it is helpful.
2. Pick a time to do it. Schedule it. Better 
yet, do it right now.
3. After you’ve done it, pick something 
else to do.
4. Repeat the process.

As a tribute to my mother who recently 
passed at the age of 82, I offer this as a cure 
for whatever ails you. 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 best-selling 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. 

When I was growing up, my mom 
often used the phrase “This 
will cure what ails you!” The 

“cure” varied widely — it could refer to 
everything from bad behavior to an upset 
stomach.

As my mom believed, there might be 
a universal cure to whatever ails you. So, 
what is it? First, consider: Writers often 
complain of “writer’s block.” Those are 
periods when they say they can’t write 
anything. The words don’t come. They are 
uninspired and passionless.

I learned the cure for “writer’s block” 
many years ago: write. Combine words 
and letters, write from stream of con-
sciousness, describe what you did yester-
day, but just write. Leave out punctuation, 
use bad grammar if you must, and don’t 
spell-check as you go; just write. Then, 
later, having broken through your block, 
go back and edit, refine and rewrite until 
you’ve produced the product you desire to 
share with the world.

It is the same cure for almost anything, 
whether a blockage of good ideas, a dead 

end in your learning and development, or 
the growth of your company.

Just do something.
Luck favors momentum. Planning and 

preparation might help, but they never re-
place the doing. Take some action. Get off 
your beach blanket, wade into the waves, 
splash around in the ocean of effort.

The cure to not doing something is to 
do something. Sounds so simple as to be 
nonsensical, but the unwillingness to ac-
cept this keeps many from moving ahead.

Does poor health ail you? Schedule an 
appointment with your doctor, throw away 
the bad food in the fridge, take a walk or 
join a health club. None of those things 
will instantly make you whole, but any of 
them will make you healthier than you are 
currently.

Are you ailing in an important relation-
ship? Make the time to have a conversa-
tion, express appreciation, ask a question 
or invest more time in that person. You 
can’t improve without initiating.

Are you suffering from a lack of 
teamwork? Are you not getting the results 
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HIGH VOLTAGE MARKETING
BY TOM RUWITCH

Doublespeak Makes Prospects Sick

years’ experience.”)
I wonder: How many years, actually? 
You say, “Among.” (“We are among the 

top firms in the area.”)
I wonder: Really? According to whom? 

Show me the ranking.  
You say, “Top.” 
(See above.)
You say, “Gently used.” 
I wonder: Do you mean “worn out”?
You say, “Shabby chic.” 
I wonder: Do you mean more worn out 

than “gently used”? 
You say, “Rustic.” 
I wonder: Do you mean more run down 

than “shabby chic”? 
You get the idea. 
This stuff weasels its way into our mar-

keting — often without us realizing it. 
Sometimes it works (or doesn’t back-

fire). But buyers are smart. They see 
through the doublespeak, and they lose 
patience. Some will tell you that double-
speak makes them sick. 

When that’s the case, you lose the sale. 
In that case, doublespeak has made you 

and your prospect puke. 
Sorry, that’s nasty. 
With credit to George Carlin, I meant 

to say that’s enough to give you and your 
prospect “an involuntary personal protein 
spill.” 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.

Ireceived a spam message last month 
from a guy who was selling exposure 
on his website.

He told me he wanted to publish a 
“feature story” about my company. 

He added, “There is a symbolic fee for 
this.”

A symbolic fee?!
“What’s a ‘symbolic fee’?” I wrote. 
His reply: “It’s $85. Looking forward to 

hearing from you.” 
Sounds to me like $85 is a real fee. 
But maybe I could send the guy a pile 

of Monopoly money — symbolic cash — 
for coverage. 

Figuring the guy’s bank wouldn’t accept 
funny money, I told him, “No thanks, I’m 
not interested.” 

Would it be worth $85 for coverage? 
Maybe, but I didn’t even bother to dig 
deeper.

Had he given it to me straight, I might 
have considered the opportunity. But, 
instead, he gave me “symbolic fee.” He 
gave me marketing doublespeak. 

Doublespeak is language that disguises, 
distorts or reverses the meaning of words.

Corporations, governments, military 
institutions and (sorry to say) small-busi-
ness marketers constantly alter or shade 
meaning with doublespeak. 

Bombs and missiles become “aerial 
ordnance.” 

Tax hike becomes “revenue enhance-
ment.”

Layoff becomes “reduction in force” or, 
worse yet, “headcount adjustment.”  

Assassination becomes “extrajudicial 
killing.”

Vinyl becomes “genuine imitation 
leather.” 

And an $85 charge to buy online expo-
sure becomes “symbolic.” 

“Fee” alone is a bad thing. But don’t 
worry, this fee is “symbolic.” 

I point at that sales guy. And you laugh 
(hopefully). But we all stand accused. It’s 
likely we’ve all used doublespeak in our 
own marketing. 

Check your copy for these words and 
phrases: 

You say, “Nearly.” (“We have nearly 25 

A Culture of Leaders

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.

For an organization to grow, it must begin 
with leadership. A leader sets the vision for 
the organization and puts the processes in 
place. There is only a certain capacity that 
a leader can be productive.   Unfortunately, 
some leaders get into ruts and work in 
the business more than they work on the 
business. To multiply their ability, leaders 
must delegate. And to increase a leader’s 
influence, a leader must develop leaders.

Consider the concept of a culture of lead-
ers. The chief executive o�cer’s key role is 
to set a vision and develop leaders to grow 
the organization. Meeting performance 
expectations is essential, and developing 
leaders in an expectation. When employees 
are expected to be leaders in their own 
areas, they take more ownership for their 
jobs. 

This approach prepares future leaders to 
take on more responsibility and to delegate 
more. As young leaders make little mis-
takes, they are coached to improve so that 
they are less likely to make bigger mistakes 
as they help the company grow. Ensuring 
there are leaders in the organization also 
ensures a potential succession plan so the 
organization does not die when the leader 
does.

Look at your current organization. Are you 
able to answer the follow ing questions 
a�rmatively?  

•  Are you meeting performance expecta-
tions? That is essential for success.  
• Is there a process to develop future lead-
ers?
• Is there a standard management devel-
opment process for the company?  
• Are there leaders developing in every area 
of the organization, especially in the high-
growth areas?  
• Is the  leader of the organization looking 
for development outside of the company?   

A positive response in these areas indi-
cates that progress is being made in build-
ing a culture of leaders and preparing for a 
stronger future. n
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Maximizing 
QuickBooks: Features 
to Start Using

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.

QuickBooks Online accounting software 
is one of the most beneficial tools small 
businesses can use to streamline their tax 
and accounting needs. However, many fea-
tures of QuickBooks Online are unknown 
or underutilized. Below are a few features 
your business should be using today to get 
the most out of your software.

Attachments
Attachments can be added to bills, checks, 
invoices and other transactions within 
QuickBooks Online.  The attachment can 
be any file type, and this functionality 
eliminates the need for keeping paper re-
ceipts. This allows you to upload bank and 
credit card statements to the attachments 
folder early and helps make end-of-month 
and end-of-year much easier.

QuickBooks Labs
QuickBooks Labs is like a high-tech 
playground for savvy QuickBooks users. 
You can find experimental plug-ins and 
be the first to try out new features of 
QuickBooks. Some of these turn into real 
features, while others may not. 

QuickBooks apps
QuickBooks is continuously developing 
new apps that sync with your account and 
can help small-business owners make 
their bookkeeping more intuitive. Apps are 
listed by “newest,” “top-rated,” “featured” 
and “all apps.” Some of the more valuable 
apps can be used as tools to make paying 
bills, tracking travel and expenses, billing, 
and invoicing much easier. 

Connect your accounts
You can connect your bank accounts and 
credit cards to automatically download 
and categorize transactions to QuickBooks 
Online daily as long as you use a partici-
pating bank. You can also plug into apps 
your business already uses like, PayPal or 
Square, for seamless integration.

Save the date for our upcoming Quick-
Books training sessions on Tuesday, June 
26. n

Back in February, KFC had won the 
internet.

The Yum! brand reversed 
the script on a big snafu in their U.K. 
locations. Over 900 of their restaurants, 
Kentucky Fried Chicken restaurants, had 
run out of a critical ingredient - chicken. 
Right. KFC with no C. Restaurants were 
closed. Essentially, they had made a 
change to their supply chain, and the new 
distribution partner was not working out.

Almost immediately the Twittersphere 
exploded with nasty messages. There was 
a #KFCCrisis trending hashtag. KFC, 
however, got out ahead of the outrage 
with a lighthearted and funny approach. 
There was a letter from the Colonel him-
self online and an ad in which they made 
fun of their own brand transposing their 
letters: “FCK. We’re Sorry.”

The marketing world embraced them 
for their chutzpah. It became one of those 
instant crisis turned to a marketing win 
stories on LinkedIn. They had taken 
what should have been embarrassing 
and changed it into a chance to get more 
transparent with their audience.

All was well.
That was until months went by and 

little changed. As of this writing, the com-
pany is still working to solve the problem. 
A good number of locations lack a consis-
tent supply of the main menu ingredients, 
so would-be patrons are turning away 
from the counter and again going to Twit-
ter to launch into vitriol. 

It is unfortunate when charm or wit 
won’t heal something. But the truth is 
that charm and wit rarely heal anything. 

KFC is not alone in this. When going 
through a change, many companies will 
work on the communications part of the 
problem. Communications strategies - 
public relations, social media, digital mar-
keting - are worthwhile endeavors. And 
they are often the places where the pain 
of change will manifest. However, changes 

to structure, governance and processes 
are usually far more complex than a witty 
social media strategy.

The trouble is that playing with com-
munications feels like something is being 
accomplished. In a recent “Harvard Busi-
ness Review” article, Alison Reynolds and 
David Lewis refer to this phenomenon 
as the “tyranny of the tangible.” We are 
forced into situations where our outcomes 
must be quickly measured, so we do not 
focus on the root cause of a challenge. 
We treat symptoms. Reynolds and Lewis 
say that this mindset can account for 17 
percent of large IT projects going so badly 
that they threaten a company’s existence. 

If you hope to lead your company 
through a change – large or small – it will 
not begin by finding a witty way to use 
communications tools. Rather than trying 
to game the system, lasting change begins 
with the people in your organization. In 
our experiences ushering organizational 
transformation, a focus on nurturing the 
culture – the oft-unspoken values of the 

humans involved in the challenge – is 
critical.

As a leader, it is your role to set course. 
You can then empower your people to 
help you create the plan to get there. And 
that nurturing takes time. It requires trust 
because it deals with people. 

With the organizations we have helped, 
we schedule a set of workshops at the 
beginning of each project. It does not 
matter how small. We gather the stake-
holders of a challenge and find out what 
kind of system reflects how they can look 
forward together. We play with the future. 
We analyze what kinds of solutions will 
respect their values, aspirations and as-
sumptions. Without this critical step, the 
best you can get from humans is resentful 
compliance…or, in the case of KFC, witty 
Twitter posts. 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

When Cleverness and Wit Won’t 
Fix Your Company’s Challenges
Hint: They rarely fix anything 
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SPECIAL REPORT: TECHNOLOGY

What We Learned With Business Manager 365

BY SCOTT M. LEWIS

Business Manager 365: It is a 
journey that started more than 16 
years ago when I needed a piece of 

software that allowed me to manage my 
customers’ service requests. Simple idea, 
simple piece of software.  

I quickly learned to be careful what 
you ask for because that simple idea took 
on a life of its own and grew into a pro-
cess-based business management piece of 
software that now helps solve simple and 
complex business problems. Business 
Manager 365 has streamlined our work 
processes, exposed areas of improvement 
and saved us thousands of dollars a year 
in operational overhead while maximiz-
ing our employee productivity.

The original idea around Business 
Manager 365 was simple: We are a 
service-based business, and our custom-
ers needed a method to report issues and 
track history while we tracked trends. 
As we started to refine that process, it 
became obvious that there were many 
operational issues around a growing 
service-based business that we needed to 
address in order to grow aggressively. 

As I considered how we wanted to run 
our business and spoke with industry 
experts, I evaluated a lot of software, 
and a common theme emerged. I real-
ized that although there was some great 
software out there, not one integrated 
piece of software addressed ongoing 
business issues. There were several that 
worked together, but by my definition of 
“integrated,” we simply could not find 
that one piece of business management 
software that was fully integrated and 
automated business rules for small and 
medium service-based businesses.

As the software grew, we decided 
we needed to take a bigger look at our 
ultimate goals for Business Manager 
365. For me, this was simple: I wanted 
a single piece of software that every 
employee — regardless of his or her role 
in the organization — worked out of. We 
wanted one-time data entry, software to 
put in place work processes that followed 
desired business rules, automated noti-
fications, escalations and work process 

deviation intelligence. Business Manager 
365 had to be both internal- and exter-
nal-facing with the goal that if the client 
chose to, they could proactively manage 
us as their service provider. 

However, one of the most important 
factors for Business Manager 365 was 
that we needed it to be so process-driven 
that it allowed us to capture the intel-
lectual knowledge of our clients that 
typically is lost when employees choose 
to leave the organization. The overall cost 
to replenish that brain drain required us 
to rethink how we managed our employ-
ees and our processes so that we didn’t 
have to reinvest in the learning process to 
discover what we didn’t know about our 
clients and their needs.

Employees are our most valuable asset; 
I think most business leaders would 
agree with that statement. They are the 
face of our organizations. They interact 
with our customers on a daily basis, and 
as a service-based business, building rela-
tionships with our clients is a key factor 
to our long-term success.

However, there is another aspect to the 
value of our employees, and that is the 
value of the data that drives all business-
es and the manner in which it is man-
aged and accessed to drive the business 
processes forward. Business Manager 365 
is designed to put employees into a work 
process that automatically sets triggers, 
measures performance, manages data 
and makes it usable as well as accessible 
to decision makers. Business Manager 
365 is continuously managing data, 
escalating data-based tasks, trending per-
formance data on the individual and the 
corporate level, and managing a quality 
assurance process that measures the hap-
piness of the clients on a rolling basis.

As a business grows, you learn more 
and more about your own business needs 
as well as your clients’ business needs. 
Business Manager 365’s development 
has been based on the discovery of real 
business requirements that growing busi-
nesses face. 

One big area of concern for us was 
what I call disassociated data, meaning 

data concern-
ing contracts, 
customers and 
documents,
to name a 
few. These 
are common 
areas where 
data could be 
disassociated 
in Excel files 
or Word files or in a completely differ-
ent database. This data is isolated and 
removed from trending models and auto-
mated business tasks, so our goal was to 
bring all those data management points 
together to work directly out of Business 
Manager 365 and let the process of a 
normal workday drive the business and 
automate tasks that would historically be 
manual.

Sixteen years ago, when I started 
developing Business Manager 365, I 
was unaware of where it would lead 
me. It has been a continuous process of 
improvement, refinement and process 
management in order to design a soft-
ware program that truly helps us grow 
and manage our business in a productive 
and streamlined manner and also man-
age our overhead costs. As our business 
has grown to include clients around the 
world, our ability to proactively man-
age our business requirements and our 
clients’ business requirements would 
not have been possible without Business 
Manager 365. n

Scott Lewis is the president and CEO of Win-
ning Technologies Group of Companies, which 
includes Liberty One Software. Scott has more 
than 30 years of experience in the technology 
industry and is a nationally recognized speaker 
and author. He has worked with businesses to 
empower them to use technology to improve work 
processes, increase productivity and reduce costs. 
Winning Technologies’ goal is to work with com-
panies on the selection, implementation, manage-
ment and support of technology resources. Learn 
more about Winning Technologies at www.win-
ningtech.com or by calling 877-379-8279. To 
learn more about Business Manager 365, visit 
www.businessmanager365.com.
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Best Accounting 
Firms
As a business owner, your accountant 
is a trusted partner and advisor. The 
following firms were voted to have the top 
accountants 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.
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 COMPANY NAME CONTACT INFORMATION

 Anders CPAs + Advisors 314.655.5500 800 Market St., #500
anderscpa.com St. Louis, MO 63101

 Becker & Rosen CPAs LLC 314.725.0324 8008 Carondelet Ave., #214
brcpallc.com St. Louis, MO 63105

 Brian G. Toennies & Associates 314.842.0477 9730 East Watson 
toenniescpa.com St. Louis, MO 63126

 Brown Smith Wallace LLP 314.983.1200 6 CityPlace Dr., #900
bswllc.com St. Louis, Mo 63141

 cHb Advisors, LLC 314.845.6680 4111 Telegraph Rd., #300
chbadvisors.com St. Louis, MO 63129

 Conner Ash P.C. 314.205.2510 12101 Woodcrest Executive Dr., #300
connerash.com St. Louis, MO 63141

 Croghan & Croghan CPA 314.966.6644 11007 Manchester Rd.
croghancpa.com Kirkwood, MO 63122

314.845.5902 13023 Tesson Ferry Rd., #201
cummingscpa.com St. Louis, MO 63128

314.209.7777 307 North Main St.
devereuxcpa.com St. Charles, MO 63301

Elder & Associates PC CPAs 314.727.4300 8151 Clayton Rd., #204 
elder-assoc-cpa.com St. Louis, MO 63117 

 Hutson Gobble, LLC 314.968.5341 20 Allen Ave., #341 
hutsongobble.com Webster Groves, MO 63119 

 Kerber, Eck & Braeckel LLP 314.231.6232 One Memorial Dr., #950
kebcpa.com St. Louis, MO 63102

 K&R Certified Public Accountants 314.720.8686 1 1st Missouri Center, #214 
saintlouistaxprep.com St. Louis, MO 63141

 Lopata Flegel & Company LLP 314.514.8881 600 Mason Ridge Center Dr., #100
lopataflegel.com St. Louis, MO 63141

 Milhouse & Neal, LLP 314.995.6900 40 Weldon Parkway
mn-cpa.com Maryland Heights, MO 63043

Mortland & Co., LLC 314.725.3515 1001 Craig Rd., #400
mortlandco.com Creve Coeur, MO 63146

Mueller Prost CPAs + Business Advisors 314.862.2070 7733 Forsyth Blvd., #1200
muellerprost.com St. Louis, MO 63105

 Purk & Associates, P.C. 314.884.4000 1034 S. Brentwood Blvd., #2000
purkpc.com St. Louis, MO 63117

 Scheffel Boyle CPAs 618.656.1206 143 North Kansas Street
scheffelboyle.com Edwardsville, IL 62025

 Schmersahl Treloar & Co. 314.966.2727 10805 Sunset Office Dr., #400
stcpa.com St. Louis, MO 63127

SFW Partners, LLC 314.569.3333 1610 Des Peres Rd., #300
sfwpartnersllc.com St. Louis, MO 63131

Swink, Smith, Coplen & Co. P.C. 314.842.2001 3890 South Lindergh Blvd., #200
swinksmithcoplen.com St. Louis, MO 63127

The E&A CFO Group 314.849.7555 9109 Watson Rd., #300A
eacfo.com St. Louis, MO 63126

 UHY LLP 314.615.1301 15 Sunnen Dr., #108
uhyadvisors-us.com St. Louis, MO 63143

Wamhoff Accounting Services  636.573.1212 1520 S. Fifth St., #300
wamhoff.com St. Charles, MO 63303

Wolff and Taylor, P.C. 314.727.3700 222 S. Central Ave., #402
wolffandtaylor.com St. Louis, MO 63105

Cummings, Ristau &  
Associates P.C., CPA
Devereux & Company CPAs 
+ Business Advisors
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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.

M
N

&M I L HOUS E  N E A L,  L L P
C E R T I F I E D  P U B L I C  A C C O U N TA N T S  A N D  C O N S U LTA N T S

&

St. Louis’ Choice for Privately Owned Businesses 

It’s an honor to once again be selected as one of THE BEST ACCOUNTING FIRMS in St. Louis.  
Thank you to our dedicated team of professionals and wonderful clients who helped make this possible.

314.995.6900         40 Weldon Parkway Maryland Heights, MO 63043         www.mn-cpa.com 



WWW.SBMON.COM16   ST. LOUIS SMALL BUSINESS MONTHLY / MAY 2018

•

•

•

•

•

•

•

•

•

•

•

•

•

•

•
•

•

•

•

•

Best Banks
Building a relationship with the right bank 
for your business can be one of the most 
rewarding steps you take. The following 
banks were voted the best in St. Louis. 
Make sure you check out the Awards page 
at www.sbmon.com to stay up to date with 
other Best in Business nominations for 
2018.

 COMPANY NAME CONTACT INFORMATION

 American Bank 636.542.9092 901 Hwy. K
americanbankofmissouri.com O’Fallon, MO 63366

Bank of America 888.852.5000 800 Market St.
bankofamerica.com St. Louis, MO 63101

 Bank of Washington 636.239.7831 200 W. Main St.
bankofwashington.com Washington, MO 63090

BMO Harris Bank 314.543.3300 13205 Manchester Rd.
bmoharris.com St. Louis, MO 63131

Busey Bank 314.878.2210 12300 Olive Blvd.
busey.com Creve Coeur, Mo 63141

Cass Commercial Bank 314.506.5500 13001 Hollenberg Dr.
cassbank.com Bridgeton, MO 63044

 Central Bank of St. Louis 314.835.3766 669 N. New Ballas Rd.
centralbank.net Creve Coeur, MO 63141

 Commerce Bank 314.746.3002 8000 Forsyth Blvd.
commercebank.com St. Louis, MO 63105

Enterprise Bank and Trust 314.725.5500 150 North Meramec Ave.
enterprisebank.com Clayton, MO 63105

 First State Bank of St. Charles 636.940.5555 206 N. 5th St.
fsbfinancial.com St. Charles, MO 63301

 Fortune Bank 636.464.9009 3494 Jeffco Blvd.
myfortuneteam.com Arnold, MO 63010

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

Lindell Bank 314.645.7700 6900 Clayton Ave.
lindellbank.com St. Louis, MO 63139

 Meramec Valley Bank 636.230.3500 199 Clarkson Rd.
meramecvalleybank.com Ellisville, MO 63011

 Midland States Bank 636.464.7733 1920 Richardson Rd.
midlandsb.com Arnold, MO 63010

 Midwest BankCentre 314.631.5500 2191 Lemay Ferry Rd.
midwestbankcentre.com St. Louis, MO 63125

 Regions Bank 800.734.4667 8182 Maryland Ave.
regions.com St. Louis, MO 63105

 Reliance Bank 314.569.7200 10401 Clayton Rd.
reliancebankstl.com Frontenac, MO 63131

 Royal Banks of Missouri 314.212.1500 8021 Olive Blvd.
royalbanksofmo.com St. Louis, MO 63130

 TheBANK of Edwardsville 618.656.0098 330 West Vandalia
4thebank.com Edwardsville, IL 62025

 The Business Bank of St. Louis 314.721.8003 8000 Maryland, #100
bbstl.com St. Louis, MO 63105

 Triad Bank 314.993.4333 10375 Clayton Rd.
triadbanking.com St. Louis, MO 63131

•

•
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FOR VOTING US ONE OF THE

BEST BANKS!
THANK YOU 

bankofwashington.com

 Integrated Payroll Solution 
simploy.com

Simploy has your payroll needs covered at every turn.
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– Attention –
Construction Contracting Opportunities

Brockmiller Construction is a General Contractor located in Farmington, MO - about 70 miles 
south of St. Louis. Brockmiller specializes in commercial, industrial and institutional new  
construction and renovation.
Brockmiller Construction requests bid proposals from all trades for upcoming State and Federal 
projects in the Southeast Missouri area. We are committed to the use of minority-owned, women-
owned, service-disabled-veteran-owned, and disadvantaged business enterprises. We request bids 
from minority-owned, women-owned, service-disabled-veteran-owned, and disadvantaged busi-
ness enterprise subcontractors and suppliers on all our projects. If you are interested in construc-
tion opportunities in St. Francois and surrounding counties, please call today.

(573) 756-2516
An equal opportunity employer - Minorities/Females/Disabled/Veterans

Community:
we’re stronger
together.

At BMO Harris Bank, we’re proud to be part of
the community and are committed to providing
our support through various initiatives.

13205 Manchester Road
St. Louis, MO
314-543-3300

BMO Harris Bank N.A. Member FDIC                                                                                                                                                                                        bmoharris.com



SMALL BUSINESS WEEK

Melissa Smith, owner of Washington Smiles 
Complete Health Dentistry, was named the 
Small Business Person of the Year 

After three years of working as an associate and managing dentist, Melissa 
Smith wanted to be the decision maker for the business. With a vision for 
what the offices could be, Smith bravely decided to take over the practice 10 

days before she had her first child. “So from the get-go, I was a working mom and 
business owner,” says Smith. 

Today, while running Washington Smiles Complete Health Dentistry, Polished 
Dentistry for Complete Health and Artisan Dental Laboratory, Smith’s aim is to 
provide all aspects of dentistry in one location to make treatment as comfortable 
and convenient for the patient as possible. In this way, Smith’s business sets itself 
apart from its competition. “We have a denture lab so we can deliver faster and less 
expensive treatment options, we have advanced dental technology, and we hire only 
nice team members who enjoy people and have a passion for what they do,” she 
says. 

Smith’s continued vision for her business is to see it expand to several other loca-
tions in the St. Louis area to serve more patients, changing the community’s percep-
tion of dentists one patient at a time. “Dentists are generally not thought of as good 
businesspeople, but we wear many hats as businesses and team managers,” says 
Smith, who was named the SBA’s Small Business Person of the Year. “What I want 
most is to change the perception of going to the dentist and to make it enjoyable 
and pleasant. Our growth shows me we are congruent with our vision and fulfilling 
this mission. I am overjoyed and honored to have won.” 

Turning A Passion 
Into Profits
Learn How Melissa Smith is Changing the Perception 
of Dentistry. Her Efforts have Garnered Her Small 
Business Person of the Year Honors.

WORDS BY JULIA PAULUS OGILVIE
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Start Up Business of the Year 

Since the early years of their marriage 
32 years ago, April Blackwell and 
her husband, Jeff, have dreamed of 

doing something together with the goal 
of not only working together but also 
helping other people.  “In January of 2015 
we were sitting on a beach in Panama City 
Beach, Florida, talking and praying about 
what direction to go with the rest of our 
lives,” says Blackwell. “That is the mo-
ment we decided to go for it and start the 
business.

In April 2015, she applied for an LLC 
and business license, and by September, 
Blackwell Contracting had started its first 
job. Over the past nearly three years in 
business, Blackwell Contracting has made 
a name for itself by providing the best 

April Blackwell
Blackwell Contracting, LLC

quality on every task. “Whether it’s dig-
ging an outstanding splice pit or complet-
ing the most accurate bore, we take great 
pride in the work our employees do,” says 
Blackwell. “We have the absolute best 
employees, and it shows in the jobs we 
complete.  We hear very often about how 
great our employees did on a job or how 
great it was to work with them.”  

While they have enjoyed seeing their 
business grow rapidly, the Blackwells focus 
on taking one day at a time and trying 
to do each day what they feel like God 
is directing them to do. “Opportunities 
come often, and we are enjoying exploring 
each of those to see if they are a good fit 
for us and our employees,” says Blackwell. 
“In the future we feel that as long as we 

are able to continue 
to treat our employ-
ees well and give 
to others, we are 
succeeding in this 
adventure.”

Being named the 
SBA’s StartUp of the 
Year affirmed to the 
Blackwells that they 
are following the best 
path. “As a first-time 
business owner, you 
sometimes wonder if 
what you are doing is right or if it’s work-
ing,” Blackwell says. “This award, and 
even being nominated for the award, was 
a confirmation that others saw what we 

were trying to accomplish and recognized 
it as being successful.  Our entire team 
feels very honored to have been nomi-
nated and chosen as the SBA StartUp 
Business of The Year.” 
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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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SMALL BUSINESS WEEK

Family-Owned Small Business of the Year 

Founded in 1976 with one truck, 
a toolbox, a home office and the 
ability to repair forklifts, C&B Lift 

Truck Service Inc. started small as a family 
business. And, over the past four decades, 
the Barbaglia family has dedicated itself 
to growing the business. “We now service, 
rent and sell all types of warehouse and 
distribution equipment, including golf 
carts,” says Linda Barbaglia, who founded 
the company along with her husband and 
still works in the business once a week.

Today, the focus of the business is 
to give excellent customer service and 
competitive pricing. “We are a business 
that still believes in values for the busi-
ness and carry it over to our customers,” 
says Melinda Barbaglia, Linda’s daughter 
and head of marketing and sales. “C&B 

The Barbaglia Family
C&B Lift Truck Service, Inc.

In April 2015, Reginald Jones II and 
Jeremy Burton decided to combine 
their respective IT expertise to found 

a company of their own, Real Solutions 
LLC. Jones, who has  seven-plus years of 
IT experience including development, im-
plementation, application maintenance, 
monitoring and project management, had 
worked for Fortune 500 companies in-
cluding Hudson Bay , CACI and Boeing, 
and Burton, who has 

eight-plus years of IT experience, had 
developed, designed, architected and man-
aged development projects for Fortune 
500 companies while holding multiple 
Agile certifications as well as code pro-
ficiency in 10 different programming 
languages.

The duo knew their experience would 
help them excel at their business focus: 
providing IT consulting, enterprise change 
management, Service Now  development/
administration, mobile development, 

will continue to grow and diversify with 
the ever-changing times ahead. C&B will 
continue to grow steadily in the upcoming 
years because of our strength and deter-
mination. We have a great team, and the 
whole company works together.  Not many 
companies can say that in today’s world.  
The strong will survive.” 

The Barbaglia family members are 
dedicating their Family-Owned Busi-
ness of the Year Award to their dad and 
his legacy. “He died suddenly two years 
ago, and we didn’t get to say goodbye,” 
says Melinda. “So, Dad, this is for you: 
You were a man of integrity and honor. 
Those core values are instilled in us and 
will forever be passed on to the business 
practices of C&B Lift Truck and to our 
future families.”   

Minority Small Business of the Year   

Reginald Jones II, Jeremy Burton
Real Solutions

web development and training. They 
have since inched out the competition by 
staying hands-on with all of their clients 
while growing their business. “We like to 
understand the intent of what they need 
first before providing a solution to their 
problems,” says Burton.

Their tactic has paid off. This year Bur-
ton and Jones’ company was named the 
Minority-Owned Small Business of the 
Year. “This award represents a significant 
step towards our company becoming a 
noteworthy name in the IT servicing 
industry,” says Burton. “It shows that with 
hard work and dedication, you can afford 
any dream you have.”

In the future, Burton and Jones look 
forward to Real Solutions growing its 
footprint in the St. Louis area and across 
the nation, employing St. Louis natives, 
providing opportunities to minorities and 
growing its client base.

Teresa Barbaglia (left), Melinda Barbaglia
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SMALL BUSINESS WEEK

Women Owned Small Business of the Year 

Five years ago, Michelle O’Hare-Kowalski, who has always worked in the construc-
tion industry in some capacity, saw the opportunity to combine her industry 
expertise with her goal of business ownership. “I have been with this company for 

over five years, and the owner was getting older and ready to retire,” she says. “I saw an 
opportunity and was able to take it.” 

Today, while leading Grand Oaks Heating and Cooling, O’Hare-Kowalski, along with 
her team, is focused on giving current and new customers the best service. “Our loyalty 
to our customers sets us apart from the competition,” she says.

In the future, O’Hare-Kowalski looks forward to growing the company, which was 
named the Woman-Owned Small Business of the Year by the SBA. “This award means 
the world to me,” she says. “It means I have so many opportunities to take advantage of.  
Plus, it is such an honor to have even been nominated.”  

Michelle O’Hare-Kowalski
Grand Oaks Heating & Cooling

When Timo-
thy Smith, 
an Opera-

tion Iraqi Freedom 
veteran, was honor-
ably discharged from 
the Army in 2007, 
he couldn’t find a 
job for six months. 
Struggling with hav-
ing no purpose and 
a diagnosis of PTSD, 
he had too much 
time to think about 
things he could not 
change. That’s when 
he decided to start 
Patriot Commercial 
Cleaning to help 
other veterans. “I 
really enjoy work-
ing with the veteran 
community, and I 
have a new sense of 
purpose,” he says. 
“My new mission is 
to hire team mem-
bers that have the 
same values that we 
do and provide the 
best cleaning and 
customer service to 
the facilities that we 
clean.”

Smith’s business has grown to include 
nightly janitorial cleaning as well as 
striping and waxing floors and extract-
ing carpet for private schools, buildings 
for property managers, day cares and any 
other facilities that are between 15,000 
and 350,000 square feet. While he has 
grown his business, Smith’s focus has 
remained on providing opportunity and 
purpose to fellow veterans. 

“Being a veteran myself, it is very 
important for me to try and hire as many 
veterans that I can to be a part of a team 
again,” he says. “I work very closely with 
the Department of Veterans Affairs voca-
tional rehab specialist so we can put these 
men and women back to work. We have 
also been in business close to eight years, 

Entrepreneurial Business of the Year   

so we have built a very good track record. 
Our team members have been trained to 
take pride in our work and have very high 
standards. Those values are a huge asset 
to Patriot Commercial Cleaning because 
it is all about having the right company 
culture.”

Earning the Entrepreneurial Business of 
the Year Award  is a huge accomplishment 
for Patriot Commercial Cleaning and 
Smith. “It helps us know that we are going 
in the right direction and that people 
really care for the veteran community and 
want to see us succeed,” says Smith. “This 
is a benchmark for us to let us know we 
are going in the right direction. There is 
still a lot of work to do, but I am having a 
great time on this adventure.”

Timothy Smith 
Patriot Commercial Cleaning, LLC

Other Small Business Week Award Winners
Charlie Schlottach, White Mule Winery    
Rural Small Business of The Year

Small Business Week Southwestern IL 
Small Business of the Year Recipients
Kathy Federico, Jack Schmitt Family of Dealerships
Andrea Wetzle-Darbon , Cricket on the Hearth Staging 
and Design 
Mike Radosevich and  Chris Bohnemeier , Code 3 Spices
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314-942-1127.

www.1stchoicehomehealthllc.com

OUR PHILOSOPHY
1st Choice Home Health Services strives to provide comprehensive 
care. 1st Choice Home Health Services is here to provide a brand
spectrum of superiority home health services to meet the needs of
clients.
1st Choice Home Health Services employs nurses and caregivers that 
has the desire to help others. We are dedicated to executing our services 
in a highly professional manner.
1st Choice Home Health is now hiring Certified Nurse Assistants 
and Caregivers earn up to $16.00 per hour, Registered Nurse earn up 
$65,000-$70,000 yearly.

http://1stChoicehomehealthservices.org

Call us Today
314-942-1127.

636.669.3000

Let’s start planning.
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busey.com 314.878.2210 Member FDIC 

Busey promises to partner with you for 
purpose and progress. 

With 150 years of strength and service, Busey knows the 
importance of a lasting promise. Whether your dream is to 
retire, own your own home or provide 401k options for your 
employees — Busey is here to make your money work for 
you.  

Busey. Your Dream. Our Promise.

5 Lines of Business. 1 Promise.
And .
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FOCUS ON: WONDER WOMEN

Wonder Women

WORDS BY JULIA PAULUS OGILVIE
PHOTOS BY BILL SAWALICH

After studying art history and 
French at the University of Penn-
sylvania, Cabanne Howard was 

ready to add to her experience by seeing 
the world. First she moved to Paris to 
teach English. Then she spent time living 
in New York, Seattle and Los Angeles 
before settling back in St. Louis, where 
she had grown up. 

Upon returning, Howard began work-
ing for a prominent art dealer, where she 
was able to hone her sales and marketing 
skills. Then she co-founded the S. King 
Collection. “We raised capital, grew to 
almost 50 sales reps across the country, 
selling one-of-a-kind jewelry and acces-
sories from designers all over the world, 
in India and Turkey,” she says. “Then in 
2008 we felt the pain of the global finan-
cial crisis. Even in affluent communities 
like Greenwich, Connecticut, customers 
weren’t spending on that type of luxury 
item.” 

After building an entrepreneurial 
skill set, Howard worked for Peabody 
Energy for five years. “I figured I had the 
entrepreneurial experience and should 
learn the corporate side of business,” 
she says. “I learned so much about how 
corporations communicate. Then I went 
back out on my own to create the firm I 
wished existed while I was on the client 
side.”

Through that firm, Kaleidoscope Man-
agement Group, Howard’s goal is to help 

grow high-performing, happy companies. 
“People always understand the high-
performing part but ask what I mean 
by ‘happy,’” she says. “As a marketing/
communications firm, we find that we 
are the partner to make our clients’ lives 
better, easier and simpler. We can help 
to bring the complex into focus.” 

By using a myriad of tactics from social 
media management to marketing strategy 
and bringing them into focus, Howard 
looks to make clients’ lives easier. While 
she is busy developing her business along 
with her clients’, she feels privileged to 
also take part in community develop-
ment efforts both as a natural relation-
ship builder and by partnering with 
many nonprofit clients and businesses 
that give back. 

“For example, I work with KidSmart 
that donates school supplies to those at 
the poverty line,” she says. “Seeing the 
impact that has is wildly rewarding. I 
also have Major Brands as a client. It has 
worked with Meals on Wheels for 30 
years. My daughter and I volunteered to 
hand out meals with Major Brands and 
Meals on Wheels on Thanksgiving, and I 
got to show her the impact of my work.”

In the future, Howard hopes to con-
tinue forging sustainable partnerships 
with clients to create a healthy company 
over time. “I want to build partnerships 
that allow me to hire smart and give back 
as we grow and make the region the best 
it can be,” she says.

Cabanne Howard Kaleidoscope Management Group

Meet our 2018 Class of “Wonder Women.” These outstanding female professionals were nominated and selected because they routinely use 
their influence to help others. These women leaders are not only achieving success personally, but they are also serving and often steering 
organizations and causes that improve our region’s culture and economy.

Bringing the Complex Into Focus
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Lori Eaton NextGen Information Services

After starting 
her career in 
the staffing 

industry over 20 
years ago as an IT 
recruiter, Lori Eaton 
progressed into vari-
ous positions that in-
volved management 
of large national 
accounts, busi-
ness development, 
management and 
operations. Today, as 
president of Next-
Gen Information 
Services, a national 
talent engagement 
firm, Eaton’s career 
focus is on lead-
ership, business 
development, stra-
tegic planning and 
business operations. 
“I’m never compla-
cent,” she says. “I 
am always looking 
for opportunities to 
grow both personally 
and professionally. I 
am a strong believer 
that you control 
your own destiny 
and that you must 
invest in yourself.”

While Eaton 
believes you must 
invest in yourself, she also believes in the 
importance of lending a hand to others. 
“No one reaches the top on their own,” 
she says. “As a leader, I think it’s our re-
sponsibility to bring others along with us. 
I enjoy mentoring younger generations, 
women and children.”

Following her own belief in helping 
others, Eaton has worked with many 
organizations, experiences that she has 
found not only help others but also are 
very rewarding. “I have served on various 
committees and have donated time and 
resources,” she says. “I have also served 
as mentor to several organizations. I am 
passionate about diversity, women in 
business and STEM opportunities. I’ve 

worked with the United Way, Hispanic 
Chamber of Commerce, Mosaic, Region-
al Business Council, Alzheimer’s Associa-
tion, Lift For Life Academy, the Muscular 
Dystrophy Association, FIRST and many 
more.”

Eaton’s volunteerism is widespread, 
as she believes it takes a village to help 
foster growth and change. “Everyone has 
something to offer that will help benefit 
our community,” she says. “Economic 
progress happens when people invest 
their time and passion to help improve 
the community.”

She says her entrepreneurial spirit will 
drive her to continue building and devel-
oping businesses in the future. 

Helping Others to Reach the Top

 Nancy Hawes Polsinelli

Throughout her adult life, whether 
she was leading a nonprofit 
organization as a volunteer or 

working tirelessly on behalf of a client, 
Nancy Hawes has approached every 
challenge with an unwavering spirit of 
collaboration, determination, leader-
ship and vitality. When she wanted to 
pursue greater professional opportuni-
ties while raising a family and taking 
on many volunteer leadership roles, 
Hawes took the challenge head-on, 
returning to school to become an at-
torney.

Today, as a shareholder at the 
national law firm Polsinelli, Hawes has 
earned a reputation for her sincere 
and passionate representation of her 
clients. “I concentrate my practice on 
corporate law as well as advising non-
profit and tax-exempt organizations, 
including those fostering affordable 
housing,” says Hawes. “I guide these 
groups setting strategies for growth, 
success, operation, compliance and 
best practices, often working on behalf 
of clients with government officials. In 
addition, I’m committed to diligently 
representing nonprofit organizations 
and assisting them with their mission-
based objectives, both as an attorney 
and as a volunteer community leader.”

In addition to her professional 
success, Hawes has been dedicated 
to improving the St. Louis community 
through volunteer service for more than 
25 years. For over a decade, she has been 
part of Incarnate Word Foundation, serv-
ing as its chairman of the board of direc-
tors from 2011 through 2017. The founda-
tion supports community organizations 
that address the root causes of a number 
of social issues, focusing on programs that 
serve the economically disenfranchised 
and underserved population in the area. 

Hawes has held various other board 
positions for causes ranging from the arts 
to female empowerment. 

“I believe great things are achieved by 
the sum of small things coming together,” 
she says. “In addition, the paradoxical 
commandments, which were displayed 
on the wall by Mother Teresa at her 
children’s home in Calcutta, are my 

credo. Following is the passage: ‘People 
are often unreasonable, irrational, and 
self-centered. Forgive them anyway. If you 
are kind, people may accuse you of selfish, 
ulterior motives. Be kind anyway. If you 
are successful, you will win some unfaith-
ful friends and some genuine enemies. 
Succeed anyway. If you are honest and 
sincere people may deceive you. Be honest 
and sincere anyway. What you spend years 
creating, others could destroy overnight. 
Create anyway. If you find serenity and 
happiness, some may be jealous. Be 
happy anyway. The good you do today, 
will often be forgotten. Do good anyway. 
Give the best you have, and it will never 
be enough. Give your best anyway. In 
the final analysis, it is between you and 
God. It was never between you and them 
anyway.’”

Achievements through the Sum 
of Small Things
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At Veterans Care Coordination (VCC), Shea Peffly feels privileged 
to lead a talented team of professionals who are passionate about 
making a difference in the lives of others, specifically veterans and 

surviving spouses. While her primary responsibility is executing business 
strategy and vision for company growth, the most enjoyable part of the day 
and her focus is removing obstacles for internal team members so they have 
opportunities to develop and grow successfully in everything they aspire to 
impact. 

“Most people would say that I lead by example and have a healthy team 
that goes home happy to their families,” says Peffly. “Additionally, we have 
the honor of speaking to veterans and their families every day! We get to 
hear their stories and help them gain access to benefits and funding sources 
from the Department of Veteran Affairs.” 

Through the VCC, Peffly and her team establish home care services for 
veterans by matching them with a personal aide and companion to care 
for them. “This gives our aged veterans a better opportunity of remaining 
independent in the comfort of their own home instead of prematurely tran-
sitioning to facility care,” says Peffly. “When we hear how we have impacted 
a family’s life by helping them with benefits that reimburses them for home 
care and other medical expenses for the rest of their life, we know we have 
made a difference and respected their honor. It’s a great way to spend the 
day.”

While helping her own team members achieve their professional goals 
and her veteran clients receive needed benefits, Peffly still finds time to give 
back to community organizations, particularly the Alzheimer’s Association 
as well as causes supported by the VCC. 

“My grandmother passed having Alzheimer’s, and the level of care seniors 
living with this disease require remains misunderstood,” says Peffly. “I look 
forward to the walk each year. Additionally, one of our very top missions at 
Veterans Care Coordination is giving back to our community. We have a 
‘Volunteer Time Off’ program, which allows our team members to partici-
pate in several community give-back programs and be paid for the day. My 
participation and commitment to our volunteer program has allowed us to 
dedicate our time to the Missouri Veterans Home, TREE House of Greater 
St. Louis, the Crisis Nursery, Habitat for Humanity, VA St. Louis Fisher 
House, Tree House Charity Horse Show and most recently Wreaths Across 
America at Jefferson Barracks. I look forward to participating and having a 
continued focus on how we can give back to our community.” 

Peffly strongly believes that we are all part of something bigger than 
ourselves and that we have been given gifts and developed talents over time. 
“In sharing our talents and, most importantly, our time, we bring strength 
to the region by serving as mentors, role models and visions of what could 
be (hope, focus and realistic opportunities),” she says. “Individually and 
collectively sharing our cultural experiences offers a perspective towards a 
new or continued journey that otherwise might not have been considered 
or understood prior to our engagement with them. In sharing our cultural 
gifts, America and the Midwest in particular become a collage or melting 
pot of differences that align to create a stronger, better culture than any 
one individual can experience. The blending of our unique abilities is the 
compositional foundation that builds our economic success.”

Sharing Time and Talents 
to Foster Strength

WONDER WOMEN

Shea Pe�y 
Veterans Care Coordination (VCC)
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Jessica Liss Jackson Lewis

After law school, 
Jessica Liss began 
her legal career 

as a trial attorney and 
public defender for the 
city of St. Louis, where 
she represented indigent 
clients in criminal mat-
ters. She then moved to 
a St. Louis civil defense 
firm before joining 
the national labor and 
employment law firm 
Jackson Lewis. “I opened 
the Jackson Lewis St. 
Louis office in December 
2011,” says Liss. 

Since opening the 
office, Liss has helped 
grow the firm from two 
to 38 attorneys and staff. 
While this is one marker 
of success, she has 
learned to evaluate suc-
cess in a variety of ways. 

“Success, for me, will 
always be about making a 
difference for my clients 
and in other people’s 
lives,” she says. “If I 
know that at the end of 
the day, my work has 
contributed to improving 
an employer’s business 
and workplace, then I 
sleep well at night and 
wake up eager to start all 
over again the next day. 
I also evaluate success 
based on not only my 
work but on the work of the committed 
attorneys and staff that I surround myself 
with every day. In order for me to be con-
sidered successful, the entire team needs 
to achieve both their individual and team 
goals.”

While guiding business owners in their 
decision making, Liss advises employers 
every day on the life cycle of an employee, 
including hiring and firing decisions, dis-
cipline, leave and disability management, 
harassment, discrimination, and preventa-
tive training. “In order to advise employ-
ers on these workplace law issues, it is 

essential to listen to your client’s needs 
and goals,” says Liss. “As Stephen Covey 
said, ‘Seek first to understand, then to be 
understood.’ This applies universally to 
clients, co-workers and colleagues.” 

As a leader at her own firm and in the 
business community, Liss believes giving 
back is one of the most important things 
an individual and leader can do. “The 
continued and sustained growth of our 
economy and culture depend on hard 
work, a commitment to each other and 
the ability to give generously of our time 
and resources,” she says. 

Listening to Others Needs and Goals

 Nichole DiLoretta Dynalabs LLC

Altough Nichole 
DiLoretta, director 
of quality and regu-

latory affairs for Dynalabs 
LLC, is a microbiologist 
by training, she always 
makes sure to get to know 
the people around her. 
By understanding their 
backgrounds, upbringings 
and passions, she helps 
herself understand what 
motivates them.  “This 
helps me learn how to 
manage them and adjust 
to their personality so 
we can both maximize 
their potential,” she says. 
“Through this I also find 
myself always wanting to 
help and get others to un-
derstand the importance 
of what we do inside 
and outside of work.  I 
think the relationships 
I build naturally turn 
into helping people push 
themselves and find the 
skill set they have that 
should be highlighted 
and celebrated.”

As DiLoretta pushes for 
others to succeed while 
achieving the best overall outcomes in 
her professional life, she is also motivated 
to find the best outcomes for the com-
munity. DiLoretta believes that every time 
an individual makes a contribution to 
society, large or small, it makes an impact. 
“If we all do our part, it becomes a force 
to be reckoned with,” she says. “However, 
society will always need help. Be a helper, 
find the good in people, and never stop 
working on yourself. I came from humble 
beginnings, so I’m a sucker for an under-
dog story of any kind. I’m always looking 
to support those people who are shatter-
ing glass ceilings on their own accord.” 

To show her gratitude for her success 
today, DiLoretta gives her time where 
she can. “My husband and I coach our 
children’s baseball and basketball teams 
every year for over 10 years,” she says. “I 
also donate services and monetarily to 
the St. Louis Crisis Nursery because they 

provide such an amazing selfless service to 
the city of St. Louis.  Every child deserves 
to start life feeling supported and cared 
for, and they provide that service when 
families most need help. We also donate 
monthly to St. Jude’s and have partici-
pated in various community projects in 
my hometown.”  

In the future, DiLoretta simply hopes 
to combine her professional passions 
and her desire to boost children up 
by continue to help people, especially 
children, learn the fun and greatness of 
science. ”I hope to continue helping my 
employees prosper in their careers and 
reach their goals,” she says. “And I hope 
to continue helping companies make big 
changes, process improvements and see 
the benefits of embracing robust quality 
systems.  As long as I’m able to do those 
things, I’m OK with wherever my career 
path takes me.” 

Maximizing the Full Potential in Others
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DIRECTORY: 
MARKETING & PR

Arco + Associates
www.arcoandassociates.com
636.527.9254
Arco & Associates is a full-service market-
ing planning, PR, and copywriting firm. 
Strategy? We do it. Execution? That too. 
Results? We get ‘em. Call for a free consul-
tation.

Common Ground Public Relations, Inc.
16690 Swingley Ridge Road, Ste. 220
Chesterfield, MO  63017
www.commongroundpr.com
636.530.1235
Common Ground Public Relations clients 
get expert advice from driven and talented 
communications pros who share a passion 
for exceeding expectations. Our approach 
to public relations identifies our clients’ 
distinct attributes and then tirelessly seeks 
opportunities to match.  This approach 
helps our clients in a wide variety of situ-
ations, from launching a new venture to 
overcoming a business crises.

Cork Tree Creative, Inc.
105 Plaza Court
Edwardsville, IL 62025
618.656.7333 
www.corktreecreative.com
We write, design, promote, strategize, 
launch and laugh every day with a com-
mon passion to create client growth. 
Whether it be a press release, website 
launch or full rebranding, our ideas are 
strategic and tailored to meet each client’s 
needs.

KolbeCo Marketing Resources
1676 Bryan Rd., Suite 113
Dardenne Prairie, MO 63368
636-379-3895
Kolbeco.net
Grow your business with KolbeCo, a 2010 
St. Louis Small Business Monthly “Top 
Three” firm specializing in emerging busi-
nesses in a variety of industries.  KolbeCo 
develops and executes marketing plans 
with a strategic mix of traditional advertis-
ing, web, social media, and PR.

The Tax Office (TTO) is a family owned 
and operated business that has been 

serving the St. Charles and St. Louis areas 
since 1984.  Whether you operate your 
business as a Sole Proprietor, Partner-

ship, LLC or Corporation or just need a 
personal Tax Return, we will work with 

you to give you peace of mind when 
thinking of Tax Preparation, Bookkeeping 

and Payroll Services.  We are your local 
professionals and will always have your 

best interest at heart.
“WE ARE MORE THAN 

A TAX OFFICE”
megan@thetaxoffice.com

greg@thetaxoffice.com
(636)926-7511
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Eva Fryar Payne Family Homes

During the summers while Eva 
Fryar was in college, she decided 
to jump in and earn the profes-

sional experience she would later need. 
“My first internship in this profession 
was framing houses and storage units,” 
she says. “The next summer I worked 
for a residential company as a super-
intendent, and the following summer 
I worked for The Jones Co./Centex 
Homes in estimating.”

After graduating from Purdue Univer-
sity in 2002, Fryar started full time with 
The Jones Company/Centex Homes as 
an estimator. She received promotions 
over the years and then took a job with 
Payne Family Homes as its purchas-
ing and estimating manager in 2009. 
In 2013, Fryar was promoted to vice 
president of construction operations, 
and today she oversees the company’s 
purchasing, estimating, architecture, 
construction and warranty operations. 

While Fryar’s work ethic, strong 
organizational skills and willingness to 
change directions with an ever-changing 
market have helped her gain success in 
her industry, her love of learning also 
pushes her and her employees forward. 
“I love to see my team learn and grow 
and succeed,” she says. “I tend to be 
more of a collaborator with my team 
than a dictator, and I feel that when 
people know their voice is being heard, 

they feel more a part of the team.”
Just as Fryar enjoys seeing her employ-

ees succeed, she loves to see others in her 
industry succeed, especially other wom-
en. “I am the chair of our local Home 
Builders Association’s (HBA)’s Profes-
sional Women in Building Council,” she 
says. “I also spend a lot of time trying to 
get the younger generation involved in 
residential construction.”

Fryar is also proud of Payne Family 
Homes’ commitment to St. Jude as the 
St. Louis builder for the St. Jude Dream 
Home campaign. “This year, we are 
building our fifth Dream Home in one 
of our newest communities, Legends 
Pointe in O’Fallon, Missouri,” says Fryar. 
“Over the past four years, we have rallied 
our staff, our trade partners and suppli-
ers, and the community to raise more 
than $4 million to help the children of 
St. Jude Children’s Research Hospital. 
It’s a cause that is near and dear to me 
and our entire company.”

Believing that she has been blessed to 
have had a successful career and amazing 
opportunities that have come with that, 
Fryar sees her dedication to community 
improvement as a natural progression. 
“Giving back is so important because it 
teaches others that any one person can 
do most anything they want with hard 
work and dedication,” she says. 

The Joy of Sharing in Success

 Leanne Rakers Harness Dickey

As a patent 
attorney and 
principal at 

Harness Dickey, an 
intellectual property 
law firm, Leanne 
Rakers focuses on 
helping chemical, 
life science and 
pharmaceutical
companies develop 
patent portfolios to 
protect and lever-
age their innovative 
technologies. “I 
develop intellectual 
property filing strat-
egies and prepare 
and prosecute 
patent applications 
— both foreign and 
U.S.,” she says. “I 
also help companies 
with agreements, 
such as nondisclo-
sure and research 
agreements, due 
diligence, and 
opinions such as 
freedom-to-operate 
and patentability 
opinions. Part of 
my work is helping companies set up 
internal intellectual property programs 
and procedures to identify and develop 
their IP.”

While Rakers dedicates her career 
to helping companies progress, she 
has more recently decided to share her 
own success by helping girls and young 
women develop confidence and pursue 
careers in technology and law. “In my 
experience, we have a shortage of female 
engineers, inventors and female patent 
attorneys,” she says. “Whether it be 
teaching young girls through the Girls 
Scouts about inventing or working with 
the Women in IP Committee of the In-
tellectual Property Owners organization 
to increase diversity, retaining women in 
the legal profession or increasing female 
inventorship, I enjoy meeting with grade 
school through graduate school women 
and encouraging them to pursue their 

educational and professional goals.”
Rakers believes that giving, even as an 

individual, can have a snowball effect on 
the local culture and economy. “My work 
with Girls on the Run, and their orga-
nization in the larger sense, is aimed at 
influencing the next generation of wom-
en,” she says. “By giving young women 
confidence, encouragement and an opti-
mistic attitude, we empower them to try 
new things, to go into STEM fields, to be 
leaders and to be big dreamers. The best 
part about confidence, encouragement 
and optimism is that it’s contagious. It 
may start small, but it can spread quickly. 
We will need all three if we want new 
leaders to drive the economy forward, 
and I believe that our region will further 
benefit from a new pipeline of talented 
young women who are excited to become 
technology professionals and business 
owners.”

Being the Difference She Wants to See
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SMART BUSINESS
BY RICHARD AVDOIAN

It certainly isn’t easy to hear bad news, 
whether at work or in your personal 
life. For some business owners and 

managers, it is equally difficult to give 
negative feedback or bad news, whether 
it’s related to missing a deadline, a cus-
tomer or peer complaint, termination, or 
a family crisis.  

It seems it is basic human nature 
to internalize bad news as “you’re not 
good enough” or as a real threat to our 
survival and livelihood. It is typical to be 
defensive, push back or have a fight-or-
flight reaction.  

To minimize undesirable reactions 
when giving employees bad news, con-
sider these few simple tips: 

Stay positive and on point. Acknowl-
edge positive aspects of performance and 
then gradually lead into sharing nega-
tive feedback, areas 
needing improvement 
or personal-issue 
concerns. Generally 
this will help prepare 
individuals to listen 
and actually hear the 
negative or emo-
tional news. Studies 
have indicated that 
individuals are more 
receptive to hearing 
negative/bad news if 
they don’t feel threat-
ened or defensive. 
When bad news or negative feedback is 
shared with a positive, supportive tone, 
the listener is more receptive, more ap-
preciative and less likely to be combative 
or angry.

Keep it simple, with facts only, and 
private. First and foremost, as a Boy 
Scout would say, “Be prepared.” Have 
your facts in order and all pertinent 
documents prepared, and know your 
desired outcome and goals. Designate 
a private area to share this information 
to minimize gossip and allow for the 
individual to feel comfortable and more 
receptive. Just the facts — avoid unneces-
sary flowery talk, as it simply prolongs 
anxiety both for the giver and the 
receiver of the news.   

Show empathy and respect. Welcome 
the employee and set the stage for the 
interaction to be a two-way conversa-
tion. Sincerely encourage and ask for 
them to express candidly their thoughts, 
opinions and needs related to the news. 
This will help set a positive foundation 
for a positive outcome. Their reaction, 
thoughts, expressed needs and concerns 
will provide necessary insight and help 
you design an individually customized 
solution to address the identified issue.

Provide guidance/mentoring. Busi-
ness owners well know that it is generally 
cheaper to keep employees than to ter-
minate and replace them. So when it is 
necessary to give bad news and feedback, 
offering the means to rectify the issue 
is important. Allowing for a two-way 
conversation proves to be a way to assess 

whether the indi-
vidual is able to accept 
their need to improve 
and invest in enhanc-
ing their ability and 
has the motivation to 
implement a plan to 
action.

Step 1: “I like…” or 
“I am pleased with…” 
State a few positive 
individual observa-
tions.

Step 2: “I am con-
cerned about…” 

Step 3: “I suggest…”
In the end, giving bad news or negative 

feedback doesn’t have to be dreaded or 
avoided. When given in a timely man-
ner, with a positive purpose and followed 
by mentoring and training, it can prove 
to have a positive outcome. It could 
improve job performance, employee 
relations, and team dynamics, which will 
increase productivity and profitability n

Richard Avdoian is president/CEO of the 
Midwest Business Institute Inc., a business 
consulting and training firm.  For information 
about training and seminars, contact Richard 
at 618-972-8588 or Richard@RichardAvdoian.
com.

.

The Bad News Dilemma: How Do 
You Give It?

LEADER ACCELERATION
BY KATHY COOPERMAN

Why is improving teamwork 
important to your business?

Based on extensive research, 
there are six big payoffs when team mem-
bers work together effectively. Highly 
cohesive teams:
1. Make better, faster decisions.
2. Tap into the skills and ideas of all team 
members.
3. Avoid wasting time on useless issues 
(politics, destructive conflict, misunder-
standings).
4. Avoid rehashing the same old issues 
because of a lack of buy-in.
5. Create a competitive advantage by 
uniting individuals.
6. Have more fun, decreasing costly 
turnover.

Think about your own career. How 
many times were you part of a highly 
cohesive team? If you’re like most people, 
you felt energized and motivated and 
enjoyed using your skills, talents and 
brainpower! 

Best-selling author Patrick Lencioni 
has researched teamwork for decades. He 
shared a quote from a former client who 
founded a billion-dollar company: “If you 
could get all the people in the organiza-
tion rowing in the same direction, you 
could dominate any industry, in any 
market, against any competition, at any 
time.”

What is a cohesive team?
How do you assess the productivity and 

effectiveness of your team? Five specific 
behaviors are essential for being a cohe-
sive, highly effective team. 

They:
1. Trust one another.
2. Engage in healthy conflict around 
ideas.
3. Commit to decisions, knowing their 
own ideas were listened to and consid-
ered.
4. Hold one another accountable.
5. Focus on achieving collective results.

Teams are made up of humans, and 
people are fallible. Without some type of 

measurement, you can only guess at the 
health of your team.

Steps to building a cohesive team
1. Start at the top. When your leader-

ship team models desired behaviors, 
other teams will follow. 

Assess your leadership team on the 
five essential behaviors. The best system 
I have found is to use a valid and reliable 
assessment, “The Five Behaviors of a 
Cohesive Team,” to measure current 
day-to-day behaviors. Each team member 
fills out an anonymous survey answering 
questions about how the team functions 
according to the five behaviors.

2. Hold a team meeting (preferably 
off-site) to review the survey results. An 
outside facilitator leads a review of the 
team’s self-scores, which are compared 
to a norm group. The overall scores are 
rated “low,” “average” or “high.” The 
value comes through open discussions 
that follow. Participants describe specific 
behaviors that interfere with effectiveness 
and/or strengthen team cohesiveness. 

3. Create action plans to improve team 
cohesiveness. This is the key to success. 
Your facilitator is instrumental in sup-
porting this step. Action plans should 
be realistic and challenging to improve 
the team’s performance on the highest-
priority behaviors.

4. Cascade the assessment on and off-
site throughout your organization. Every 
team will benefit from the experience.

5. Compare the team’s effectiveness 12 
to 18 months later. Organizations find 
tremendous improvement in a compari-
son report after working through their 
action plans between assessments.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.

Teamwork: Your Business’s Most 
Untapped Competitive Advantage

Sincerely 
encourage and ask 
for them to express 

candidly their 
thoughts, opinions 
and needs related 

to the news.  

IS YOUR BUSINESS FILLED WITH TALENTED INDIVIDUALS OR 
EXTRAORDINARY TEAMS?



Selling Your Business 
Isn’t Always Financially 
Prudent Even If You Want To  

VALUE PROPOSITION
BY DAVE DRISCOLL

Abusiness owner recently contacted 
me for a business valuation. He 
was considering selling, but before 

jumping into the sales process, he wanted 
an idea of what his business is worth and 
how much he would realize from the sale 
after fees and taxes. 

I commended his thoughtful approach 
to a life-changing transition. My readers 
know “it’s not what you sell it for; it’s 
what you keep!” — meaning it’s the after-
tax proceeds of the sale and the impact on 
your lifestyle that really matter. 

Before diving into a very detailed valua-
tion process requiring historical financial 
statements, interviews, and identification 
of discretionary owner expenses paid but 
not related to business operations, I had a 
conversation with the owner. 

We discussed the history, market share 
and current level of business activity. The 
business has a very secure position in the 
market and is growing at a steady, sustain-
able rate. The company has been operat-
ing profitably for more than 30 years, 
providing a secure lifestyle for the owner 
and his family. These are very good indica-
tors and are considered “value drivers” a 
business is being analyzed.

Then the conversation continued. 
The business has revenue in the $1.7 

million range, profitable with an ap-
proximate owner benefit of $200,000. 
But, surprise! Actual annual sales are 
about $100,000 higher. Clarification was 
required… 

The business has a “cash and carry” 
component. The owner was not recording 
$100,000 in cash payments that were be-
ing diverted directly to him. Professional 
business valuation experts don’t make 
judgments; we just deal with what can be 
proved through evidence. In the industry, 
we say, “You can’t sell what you can’t 
prove.” 

The conversation shifted from the 
business to the owner’s lifestyle. Like all 
owners, he wants to continue his presale 
lifestyle after the sale. He wants more 
freedom to travel, spend time with family 
and do the things he enjoys without the 
responsibilities and commitments of own-
ing a business. 

Lifestyle expectations are extremely 
important for owners evaluating the po-
tential sale of their businesses. At Metro, 
we want sellers to have a clear understand-
ing of what their “walk away number” will 
be after the tax on the sale. 

This brief overview led to my high-
level assessment of estimated cash flow 
of $200,000 and an unvalidated, pretax 
value of the business of around $575,000. 
But this number was irrelevant. What 
after-tax value could be realized? And 
how would that impact the seller’s future 
lifestyle?

Unfortunately, the business was struc-
tured as a C corporation, mandating two 
levels of taxation on the sale. In contrast, 
an S corporation structure requires only 
one level of tax. The C status means that 
more than 50% of the proceeds could be 
subject to taxation. Yikes!

With the potential of 50% of proceeds 
devoured by taxes, investing the remain-
der of the proceeds (roughly $287,000 at 
full asking price) would clearly not allow 
the seller to maintain his current lifestyle. 
The sale would substantially underfund 
the owner’s retirement needs. Yikes again! 

I recommended not selling the busi-
ness. Appointing someone reliable to run 
the business can provide the owner with 
some flexibility for things he enjoys, while 
continuing to own the business provides 
him with the opportunity to save money 
to support his eventual post-sale lifestyle. 

This owner is trapped. His choice to 
benefit from the company’s pretax annual 
earnings, plus the unreported cash, sup-
ported a comfortable current lifestyle, but 
he had not considered the negative impact 
for his future retirement. Although this 
message was difficult to hear, it’s best for 
the owner to avoid coming to the realiza-
tion that he could not sustain the family’s 
lifestyle after a sale. 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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Perceptual Blindness Is 
Costing You on Every Front

THE EXTRAORDINARY WORKPLACE
BY JUDY RYAN

Change blindness in the world of facts and knowledge is also  a problem. Sometimes we are 
exposed to new facts and simply filter them out. But more often we have to go out of our way in 
order to learn something new. Our blindness is not a failure to see the new fact; it’s a failure to 
see that the facts in our minds have the potential to be out-of-date at all. 

-Samuel Arbesman, “The Half-Life of Facts: Why Everything We Know Has an Expiration Date”

Perceptual blindness is described as an 
event in which an individual fails 
to perceive an unexpected stimulus 

that is in plain sight. In my work with 
clients, we put them into experiential ex-
ercises that demonstrate their perceptual 
blindness, their conditioned responses 
and their limiting beliefs. They need to 
understand the import of challenging 
their existing belief system in order to 
clear the way for new thought. We literally 
call this “spitting in their soup.” They 
need to know that perceptual blindness is 
in play, costing them on every level: emo-
tionally, physically, socially and financially. 

Perceptual blindness is best illustrated 
in the reluctance of leaders to let go of the 
old ways of managing people. The move 
to a self-governing, shared power model is 
gaining recognition as a valuable approach 
yet remains a minority model among most 
organizational structures. This is because 
many leaders still fail to see that the facts 
in their minds are absolutely out-of-date and
that new unexpected stimuli for improve-
ments are in plain sight.

As little as 30 years ago, most of us 
could not imagine a life in which we 
had computers and cell phones, nor the 
internet connecting us globally, nor the 
current speed of change, nor our vast digi-
tal transformation, etc. Similarly, many 
business leaders cannot imagine disman-
tling existing organizational structures 
for new, proven ones. Here are just three 
major reasons why:

1. Many cannot imagine a practical, 
cost-effective way to learn, use, inte-
grate, scale and sustain a new, shared 
power model. They automatically imagine 
alternatives to be permissive, expensive, 
time-consuming and an added burden 
to managers and supervisors. This is a 
great example of “out-of-date” thinking 
that requires that we “go out of our way” 
to understand that a responsibility-based 
alternative brings higher expectations of 
performance, trust, loyalty and efficiencies 

and fosters social interest (caring about 
what we cause one another) as essential 
for success. Today’s model is desper-
ately needed because it holds the key to 
expanding time, money and agility to lead 
or follow as needed; bridges intergen-
erational, racial, gender and every other 
diversity and inclusion gap; and leads to 
extensive people development, resulting 
in shared problem-solving and support for 
excellence.

2. People do not want to be vulner-
able. Learning an entirely new system 
requires not only humility, courage and  
willingness but also discomfort and initial 
inconvenience and admits to flaws in the 
existing model, thereby causing many to 
feel uncomfortable, guilty and foolish.

3. People are afraid they will be weak 
and condone chaos. They struggle with 
the new facts, supported by copious 
industry data, that a connected commu-
nity, high in trust, authenticity, harmless-
yet-bold communication, coaching and 
encouragement strategies, changes lives in 
radically positive ways. They wonder: How 
can the relinquishment of conventional 
punishment and judgmental and with-
drawal behaviors be acceptable or have a 
hope of resulting in better teamwork and 
co-creation? 

The time has arrived for the “end of 
days” as we have known them. This does not 
mean the end of life. It means the begin-
ning of a much kinder, stronger and more 
miraculous future.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.



TIME WITH THE BOSS

Jon Schram
The Purple Guys

Website: www.purpleguys.com
Industry: outsourced IT support

Education: Education: BS, industrial 
engineering, University of Michigan
Family: wife, Jill (married 23 years), Gra-
cie (19), Cooper (17), Lucy (14)

What is your mission? 
To serve others, improving the lives of 
those I interact with every day.  

What led you to your industry?  
I took a job with Price Waterhouse right 
out of college as an “information systems 
consultant” because it sounded like I did 
not have to decide what I wanted to do. 
I had an opportunity to work on major 
projects at five Fortune 1000 companies 
in four years. I worked on the implemen-
tation of new IT systems and saw the im-
pact of well-executed implementations.

What was the smartest thing your com-
pany did in the past year?  
Leverage our customer satisfaction data 
in our marketing messages. We support 
over 5,000 individuals monthly and have 
a 97.3% net positive rating. We started 
incorporating those comments and rat-
ings into our marketing messages. 

Who is your industry role model?
Not directly in our industry but in the 
B2B space, Paychex. My goal is to make 
The Purple Guys the Paychex of the IT 
services industry.

How do you try to differentiate your 
business from others in your industry?
With all the technical change, buzzwords 
and mystery, we make doing business 
with The Purple Guys simple. A simple 
model with simple pricing that any busi-
ness owner can understand.  

What’s the hottest trend in your 
industry, and are you going to jump on 
board?
Cloud. Everyone has heard of it; most 
people don’t know what it is, but they 
know they need to figure out how to be 
part of it. We are helping our customers 

move to the cloud, one application or 
process at a time. Keeping things secure 
and simple. 

What’s the hardest part of your job?
Our business is a service business that 
happens to focus on technology. The 
hardest part of growing is finding tal-
ented service-focused professionals who 
have the necessary technical skills.

What’s the best part?
The comments that come in from our 
happy customers every day. When we do 
our job well, thousands of people will 
have a better day, be more productive in 
their companies, happier when they go 
home. We positively impact our commu-
nity every day!

What best advice would you share with 
new entrepreneurs? 
Success comes one step at a time. It’s not 
about hitting home runs. It’s the singles, 
one at a time, that move the needle over 
time.

What’s your favorite place in St. Louis?
John Mineo’s on Clayton Road. Out-
standing Italian. I prefer to eat more 
causally in the bar.  

What book is on your nightstand?
“Brainstorm: The Power and Purpose 
of the Teenage Brain, by Daniel Siegel.” 
Can you tell I have teenagers?

What has made you successful in your 
industry and in St. Louis?
The golden rule is our guiding principle. 
We focus on serving one customer at 
a time.  Our Midwestern work ethic is 
critical to our focus on customer service. 
We serve others to improve each person’s 
daily life.  

What do you like to do in your free 
time?
Play games with my family and friends. If 
it can be at the beach, even better. n
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