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publisher’S LETTER BY ron ameln

Maybe The Grass Isn’t Always Greener?
Judge Yourself From Where You Came, Not By Others

A

s we welcome in another New Year, I always get a little nostalgic as I think
about the years gone by and some of the key lessons I’ve learned from people
in my life.

When I speak to business owners and entrepreneurs, I often include a lesson
about judging yourself which I learned from one St. Louis entrepreneur.
Over the years, I’ve been lucky enough to sit down and interview some of the
area’s most successful entrepreneurs and business owners. I always prodded them for
their best advice when it comes to growing a business. At the time, little did I know
I’d someday become a business owner myself.
One of the best pieces of advice I’ve ever received and often think about came
from Brenda Newberry, founder and former CEO of The Newberry Group. Newberry, in an interview years ago, said, “You can never judge yourself based on others.
You can only judge yourself from where you came from.”
As my company prepares for 2020, I think about this advice
every day. As one year ends, business owners reflect back on
the previous year (how things went, where we are at in our
journeys, etc.). We then make plans and build strategies for
the upcoming year.

We will take the time to listen.
We will have honest, clear communication.
We will be friendly and helpful.
We will treat you like a partner, not an account.
We will focus on what will help you, not on what
to sell you.

As an owner, it’s easy (too easy these days with social media) to make strategic decisions, even change directions with
your company, based on what others are doing or saying. In
some cases, it’s the ‘grass is always greener’ dilemma.
For example, I get calls every month from consultants
around the country telling me what my company should focus on, where we should
be in our life cycle, etc. Interestingly, they have no idea about our journey, my goals
for the company, our culture, or overall philosophy. Do I build my future strategy
based on where others think I should be or based on my competitors? Or, should I
build my strategy based on where I want to go?
Decisions about your future should be based on where you came from, your vision
for the future, and your needs…not what others think. And when you think back
over your past performance, you shouldn’t judge yourself based on others. You can
only judge yourself based on where you came from.
I love Newberry’s advice because a business must first work for the owner. Why did
you become a business owner? Flexible hours? More money? Nicer home? Ego?
Whether your business is growing rapidly or just crawling along at a snail’s pace, it
must meet your needs. Only you can define those needs and determine whether the
business is providing you with what you expected. If the business is meeting those
needs, fantastic. If not, it’s time to create a company that will meet your needs, or it’s
time to move on to the next chapter in your life.
It’s human nature to watch our neighbors and be envious. However, when it
comes to your future and your company’s future, your neighbors don’t hold the solution. As we head into another year, forget what others are doing or saying and focus
on your own goals and vision.
The best part about Newberry’s advice is that it holds true in your personal life, as
much as your professional career.
I hope everyone has a healthy and prosperous 2020. n
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SALES MOVES BY mark hunter

ASK THE BANKER
How Can I Manage Cash Flow
As My Business Grows?

Why Discounting Your Price
is Not a Prospecting Strategy?

D

iscounting is not a viable prospectnot being a high-priced option. It doesn’t
ing strategy! If you think you can
matter what your price point, when you
fill your pipeline and create great
cut your price to prospect, you will attract
customers with a low price, you’re setting
a lower level customer. Your price signiyourself up for failure. Go ahead and cut
fies the quality you create and your value
your price and go ahead and tell yourself
proposition. Reducing your price to fill
you will do it just this one time. Liar!
your pipeline tells people you’re not worth
There is never just one time! Once you
the quality you charge. As a result, you’ll
cut your price to close a deal, you’ll find
have two problems. First, you will attract
yourself doing it time and time again.
customers who only buy from you based
Even worse, the customers who you give
on price. Second, if you change the price
the lower price to will
or someone offers a
expect the lower price
lower price, they’ll
Prospecting is not leave.
the next time they buy.
Congratulations goes
Too many companies
about price.
out to your customers
and salespeople think
Prospecting is about that the key to sales
who did pay full price;
uncovering needs and is offering a discount.
you just turned them
into suckers. Nice job!
Here’s the problem
creating a value
Get yourself the t-shirt,
with that: price cutting
proposition.
the discounted one!
becomes a drug that
With each discounted
you become addicted
price you give, you are
to very quickly. As a
saying you don’t need the profit. The 10% result, you’re selling the discount and not
reduction in price may very well end up
the value of what you have to offer. Don’t
being a 40% reduction in profit. Would
think what you sell is different or your
you take a 40% pay reduction to close a
customers are special and the only way to
deal? Case closed.
reach them is with a discount. False!
You might be thinking this doesn’t
Anyone can increase sales if they cut
apply to you because you see yourself as
their price enough. Hey, why not give
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prospects a really big discount, and just
say it’s free! Why hold back? It’s a simple
economic principle that says there is a
consistent correlation between demand
and price. If you lower the price, you
will increase the demand. It’s that
simple. However, it leaves out one basic
item: your profit.
Your focus needs to be on selling
the value, not the discounted price.
This is why I say that you can’t take a
Walmart shopper and turn them into a
Nordstrom customer. A key reason why
people shop at Walmart is because of
their low prices. For Nordstrom customers, it’s about the quality and the expectations they receive from what they buy.
Your price helps to create the value of
your proposition. If you buy something
for a very low price, you won’t expect
much from it because you know the
reason you bought it was because it was
cheap. Conversely, if you pay more money for a product, you expect more for
it. Your price sets the expectations the
customer has and when you discount
the first sale, you have now altered the
value model for the customer.
Prospecting is not about price. Prospecting is about uncovering needs and
creating a value proposition.
ST. CHARLES CONVENTION CENTER When you sell the customer
because of your low price,
don’t be surprised when the
customer leaves you because
someone else has offered an
even lower price. Low-price
is not a sustainable competitive advantage. Someone will
always come along and offer
an even lower price.n
Mark Hunter, of The Sales
Hunter sales motivation blog, is
the author of “High-Profit Prospecting: Powerful Strategies to
PRESENTED BY
Find the Best Leads and Drive
Breakthrough Sales Results.”
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Rapid growth of a company can be exciting,
but it can also result in cash flow issues. A
cash crunch can make it difficult to make
payroll, pay rent or take advantage of volume
discounts.
The good news is, there are ways to manage
cash flow in a growing business. Here are
four:
1. Optimize your pricing. Owners seeking a
quick fix to cash flow problems sometimes
offer discounts to generate cash. This approach is likely not sustainable over time.
You will be better served to develop a pricing
model that identifies the selling price and
volume at which your company maximizes its
profits, including seasonable price adjustments. Having a plan in place helps prevent
impromptu pricing decisions that could cause
long-term damage.
2. Streamline billing and collections. Credit
is a courtesy, not a requirement, of doing
business. You can avert many cash flow problems if your customers understand when and
how you expect to be paid. Prompt invoicing,
as well as following best practices on collections lets customers know punctual payment
is expected and important.
3. Consider alternate payment methods.
Would you rather wait 60 days for a paper
check to arrive, or receive payment immediately via a card or electronic payment? Digital
wallets, mobile technologies and other alternative payment methods can help reduce
bad checks and facilitate prompt payment by
both retail and business customers.
4. Automate payment systems. A business
can further help itself by using technology to
speed the collection process. By automating
your lockbox, for example, customer payments can be sent directly to your bank, with
funds deposited on the day they’re received.
Remote deposit and automated payments
and receivables processes also make it
possible to process payments quickly and
methodically.
The bottom line? Prompt payment for
products or services is more than just good
business. Your growth depends on it. n

Debi Enders (debi.enders@
commercebank.com) is
vice president, small business
banking at
Commerce Bank.
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ENTREPRENEUR’S TOOLBOX
by JAMES CANADA

MASTERING LINKEDIN
by kATHY BERNARD

Don’t Forget Your Reward
System?

Invite People to Follow Your LinkedIn
Company Page

When is the last time you considered your
reward system? As we focus on employee
empowerment, many of us forget about the
rewards. We cannot have one without the
other! It’s not just the pay scale that needs
addressing, but the informal reward structure
too. For example, if you want customerfacing employees to make decisions, then
don’t question every decision they make. The
behavior you want will quickly stop if you
continue to question. Instead, make it a point
to support them when their decisions are
within the new parameters, and coach them
when they’re not.
Acknowledging your staff in front of their
peers is also a simple and informal way to reward employees for the behavior you desire.
At the same time, try not to single out the
same person on a regular basis. Make sure
you are acknowledging everyone for doing
a good job. You would be surprised how a
simple “thank you” can resonate among your
team.
Years ago, I used a simple reward program
called “Catch Them Doing Something Right.”
Once a month, employees acknowledged a
peer who they felt went above and beyond
their responsibilities to help the organization. They wrote the name of the person
they wanted to recognize along with the
reason why and submitted it to me for
review. During a staff meeting, I would read
the submittals to the entire team, and then
select one for a small monetary reward. It
fostered a great deal of cooperation and
support throughout the team and people felt
appreciated.
So, what are your reward systems—both
formal and informal? Be sure to maintain
consistent programs for acknowledgements,
recognition, and decision-making. These will
go a long way towards employee empowerment. n

James H. Canada is managing partner/CEO
for Alliance Technologies LLC, ITEN mentor
and author of “Corporate to Entrepreneur:
Strategies for Success.” Contact Jim at james.canada@
alliancetechnologiesllc.com,
636-734-2337 or www.
alliancetechnologiesllc.com.

As a small-business owner, you know that it can be tough
to get people to follow your LinkedIn company page. Fortunately, if you’re the administrator of your LinkedIn company page, you can grow your follower base by inviting your
1st-degree connections to follow your page.
To send invitations to follow your page:
n Navigate to your company page by typing your company
name into the LinkedIn search box.
n Chose “View as admin”.
n Click the new Admin tools dropdown arrow.
n Select Invite connections.
n Select specific connections to invite. Note: The list is
in order of who LinkedIn assumes will be most interested
based on their profile and there is no way to alphabetize it.
n Use the “Search for connections not following your Page”
box to find people. If you have fewer than 500 connections,
you will see a “Select all” option.
n Click Invite connections. Your connections will receive an
invitation notification. You can only invite each connection
once to follow your page. Members can elect not to receive

all page
invitations
through
their
Network settings.
To
improve
the chances
that people
will follow
your company
page, invite people you really know and will most benefit from your
content.
Before inviting people, fully complete your company page and add
your logo and banner. Also click “Start a post” and share multiple
articles, videos, and documents to attract page visitors. n
Kathy Bernard (kathy@wiseru.com), CEO of WiserU.com, is a St. Louisbased LinkedIn expert/trainer who equips businesses to maximize LinkedIn
for sales, marketing, or fundraising.

building inner strength
by Dr. Deb Carlin

Psychology Of Inspiration And Truly Human Leadership
Inspiration is “…the process of being
mentally stimulated to do or feel something, especially something creative…” as
stated in the Oxford Dictionary. With
inspiration comes hope and imagination
alongside self driven motivation. It is
with inspiration that we are motivated to
achieve our own well-being both privately
and publicly. It is a noun with unlimited
opportunity.
I recently attended the Arch Grants
Annual Gala spotlighting the 20 winners
of the $50,000 Arch Grant award package
– each and every bit of which is overtly
intended to inspire these already genius
minds. I interviewed the 20 recipients;
they energized me as did the guest speakers which included Ambassador Sam Fox,
former US Ambassador to Belgium and
founder of Harbour Group, the 2018 recipient of the Arch Grants Entrepreneur
Award.
He presented the 2019 Arch Grants
Entrepreneur Award to Bob Chapman,
Chairman & CEO of Barry-Wehmiller
(B-W), author of Everybody Matters .
His introduction included the news that
CEO Magazine lists Bob as #3 CEO in

8 ST. LOUIS SMALL BUSINESS MONTHLY / january 2020

the world. Oh my gosh, he is right here in
St Louis.
As Mr. Chapman spoke, I felt the entire
audience of more than 900 people sharing
my experience of being captivated with
his message of commitment to living and
teaching us the “extraordinary power of
caring for your people like family…”. I
was so in awe. He had people leaning in
to listen, think, and feel the impact of his
practical philosophy and tangible practice
of it. Inspiration unleashed.
He has taken his entire company into a
massive transformation with the practice
of listening with empathy. I’m eager to
observe the endless ways in which our culture can realize the profound impact that
has taken place not just at B-W as a workplace but in the personal lives of their
staff which is global, including more than
12,000 people across a diverse platform of
industries. They make very clear that it is
“...through our continued commitment
to a shared vision, unrelenting dedication
to outstanding products and services, and
ardent attention to the people who make
our business possible, Barry-Wehmiller
has become a thriving $3 billion and

growing global industry
leader.”
This level of success does not happen
without massive insight, strategy, and
dedication sustained -- that only comes
from genuine inspiration, it is truly human leadership.
Can you envision the influence on
our media and government? Educational
system? Healthcare? Each one of us will
benefit from the infusion of inspiration
and desire to become more effective if we
adopt the ability to truly listen more than
talk, empathically – it is that simple.
The B-W University teaches empathic
listening, their goal is to have a global
impact.
Imagine our great country pervasive
with truly human leadership, how tremendous would that be for each one of us
-- our productivity and overall authentic
well-being? Allow the inspiration.n
Dr Deb Carlin is President of Partners in
Excellence LLC. Awarded numerous accolades
given her leadership, authoring, speaking, and
teaching. For more information, visit www.
drdebcarlin.com
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Congratulations

JOHN J. KASPEREK, EA
for being named one of the
BEST Accountants in St. Louis

636.256.7000

info@kasperekaccountants.com

kasperekaccountants.com
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Since 1987, we’ve made your satisfaction,
success and convenience our highest priorities.
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CULTURECentric leadership
by JONATHAN JONES

Leadership
And Emotions
Leadership involves managing the emotions of an organization. The concept of
“emotional labor” helps us to understand
that when we come to work, emotions can
be one of the most difficult aspects of the
workplace to recognize and accommodate.
That’s why the motto, “We are all professionals”, so popular among leaders, is
usually unrealistic, since as sentient beings
we are all reacting emotionally to events
around us, and not always well. Many employees, knowing their workplace is toxic,
struggle emotionally against negativity
that too often causes physical ailments.
Resulting sick days and absenteeism ultimately rack up financial costs no business
can sustain for long.
Research has shown that negative emotions among staff are more contagious
than positive ones. If leadership does not
address underlying causes of the malaise,
it will spread throughout the entire company’s culture. If the attitude of any company culture starts at the top, leaders will
do well to seek out examples of positive
emotional labor in any kind of workplace,
then begin modeling those attitudes and
behaviors with each other and within their
own ranks.
Every leader should take a lesson from the
flight attendant, whose job it is to create
a positive environment for every customer.
For all its physical demands, the job’s
primary focus consists of emotional labor:
making passengers as emotionally and
physically comfortable as possible. When
turbulence, delays or mishaps occur, the
attendant’s positive emotional attitude
not only reduces passengers’ stress and
ensures their safety, but keeps them loyal
and coming back to the airline.
When leaders understand that leadership includes the hard and conscientious
work of positive emotional labor in their
management style, they will enhance their
employees’ loyalty, and company’s chances
for success. n

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

HIGH VOLTAGE MARKETING
by TOM RUWITCH

Truth-Bending Subject Lines 				
Don’t Increase Sales

T

his subject
line in my
inbox caught
my eye the other
day:
“Uncle Sam
helps pay for websites”
That’s cool, I
thought. A new
tax credit? Federal
grant programs for
small businesses? I
need to learn more.
I opened the
email and was
greeted by this
headline in bold,
red letters: “Uncle
Sam Will Help
Pay for Your New
Website (and Your
Survey Project,
Too)”
I was still
intrigued so, of
course, I kept reading...
“The end of the year is right around
the corner and it’s time to think about
taxable income and potential deductions.
There is no better time to invest in the
future of your business than now!”
Then...no more tax talk. Just a marketing company’s pitch for website development and other services.
I emailed the guy who sent it and said,
“Sorry if I’m being dense... But how does
the government help pay for websites?
Is there some new tax deduction I don’t
know about?”
He replied, “No, just standard marketing deductions that you get for business
expenses. See your tax guy for the full
scoop.”
He included one of those smiley-face
emojis for good measure.
I’m not smiling.
Uncle Sam doesn’t pay for website...
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or surveys...or anything else this guy is
pitching.
This guy knows that. So why did he say
otherwise?
Just guessing here, but maybe he bent
the truth because he wanted me to open
his email.
Maybe he implied something that
wasn’t so because he wanted me to read
past the headline.
Maybe he wrote a big, red, false headline because he wanted me to read to the
part where he pitched his products and
services.
What do you think?
Here’s what I think: I’m not buying
what he’s pitching.
This is a recurring theme in this column: You don’t need to trick me to get
my attention.
If you trick me, you’ll lose my trust and

blow the sale.
By the way, I don’t need to “see my tax
guy to get the whole scoop” on how my
marketing spend affects my taxes.
I emailed the guy back to tell him: “The
only ‘deduction’ in taxes results if your net
income goes down. Isn’t the point of the
marketing investment to generate greater
profit?”
His reply: “Good point”
He didn’t add a smiley face this time.
Maybe he should send an email with
the subject line, “Hire me. Reduce profits.
Shrink taxes.”
I doubt he’ll do it, though. His open
rate would plummet. 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.
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MARKETING WORKS
by JEREMY NULIK

Looking Back to Look Forward Beyond 2020

A

WWW.SBMON.COM

Steve Jobs, Chairman, CEO and Co-Founder of Apple, Inc. back in 2010
the themes and contours of what is happening now. Make it visual.
2. Describe the Past Day. Pick a point
in the past. For this example, you can pick
January 2010. Make that visual.
3. Identify Critical Points. With yourself
or with clusters of teams, take some time
to think about the critical change events
that occurred. They can be new government policies, acquisitions, cultural movements or even changes that you inspired.
4. Create Your Timeline. Cluster the
similar notes together. And have a conversation about why people thought those
points.
5. From X to Y. For each of the agreed
upon critical points, describe the change
in the simplest terms. An example of
this could be Uber’s launch. You could
describe that as “From professional transportation to peer ridesharing.” Or “From
career to gig economy.” Use the language
that is most poignant to your present day.
6. Talk It Out. What will begin to happen is that you and your team will start

by karen stern

2020 Tax Planning
Opportunities
for Small Businesses

A Note to Your 2010 Self
bout this time in 2010, you stood
at the edge of a lot of hope. You
were in complete control of your
destiny. And, in reflection some ten years
later, I’m certain that if you were to blow
the dust off of your 2010 Strategic Plan,
you would find that all of your aspirations
and ideas have come to fruition just as
you imagined.
Actually, strike that. What is much
more likely is that this present-day reality
here in 2020 is not at all like you imagined it would be.
On January 1, 2010, just ten years
ago, Steve Jobs was the CEO of Apple.
The best-selling phone was the Motorola
Droid. Facebook was still an upstart.
There was no Uber or Spotify. No one on
January 1, 2010 was considering Donald
Trump as a serious Presidential candidate.
Almost no one had heard of Ferguson,
Missouri, and Black Lives Matter was not
in our national dialogue.
For a moment, imagine that you visited
the 2010 you, and you talked about some
of these developments. Your 2010 self
would likely find you ridiculous. It turns
out that, over a ten-year period, an unlikely event or development is actually highly
likely. But, for some reason, when we look
forward – especially in a business setting –
we forget this. We tend to believe that our
future will look a lot like our present. The
challenge for you here in 2020 is: How
can you (and an entire team of humans)
hope to shape the future you want when
there is so much uncertainty?
Oddly, a place to start is in the past
with the Looking Back to Look Forward
approach. Created by the Institute for the
Future, Looking Back to Look Forward
is a tool to get leaders reunited with their
inner innovator. At the core of the tool is
a single question: How did we get here?
Here is how the tool works (have a
whiteboard and sticky notes handy, of
course):
1. Describe the Present Day. Make sure
there is alignment on what characterizes

financial fitness

to find that you have faced big changes
before. Now, you must do the work of applying that mindset to seek out opportunities for the future.
This kind of activity is useful with the
folks who carry the “Change is Hard”
banner. They will say this as though it is
an axiom that is meant to be accepted
as true. But it is not wisdom. Change is
what it means to be human. When the
answers are not clear and when the best
next move is not easily predictable, that is
the precise moment when humans shine.
Those are the decisions that an algorithm
cannot easily provide. So, use these first
few months of 2020 to reacquaint yourself
with your inner disruptor. You have faced
change before, and you will do it again.
But this time, you can be the agent of
change instead of its victim. n
Jeremy Nulik (jeremy@bigwidesky.com) is evangelist prime at bigwidesky, a design futures agency, in St. Louis, Mo.

The start of a new year means tax planning. And careful tax planning remains
critical as the second tax-filing season after tax reform approaches. Working closely
with your tax advisor to identify the best
strategies for your situation is imperative
post-TCJA (Tax Cuts and Jobs Act). While
rates were reduced for both individuals
and corporations, many tax breaks were
eliminated and several of the provisions
are only temporary, unless Congress makes
them permanent.
Below are a few tax strategies that could
still impact your business this year. Consider talking with your advisor about how
these provisions could impact you.
n Business structure. Many business
owners choose entity structures that combine pass-through taxation with limited
liability, but TCJA changes warrant reevaluating the tax consequences of business
structure. Consult your advisor if you’re
considering what structure is right for your
business.
n Bonus depreciation. Bonus depreciation
was expanded, and Section 179 limits were
raised. The maximum allowable expense
increased to $1,000,000 but starts being
phased out when asset purchases exceed
$2,500,000. There is a 100 percent bonus
depreciation on qualifying property until
December 31, 2022.
n Sale or acquisition. Whether you’re
selling your business or acquiring another
company, the tax consequences can have a
major impact on the transaction’s success
or failure. Exit strategies require planning
well in advance of any transition, whether
you are drafting a buy-sell agreement or
considering selling interest in the business
to family members.
n Charitable donations. Giving to charity
can be a flexible tax planning tool because
you can control the timing to best meet
your needs. Depending upon your circumstances, cash donations, stock donations,
or direct IRA contributions may be a best
fit for your charitable giving strategy.
Learn more about how tax reform could
impact your tax planning. Contact your
advisor or Karen Stern, Partner in Charge of
the Brown Smith Wallace Entrepreneurial
Services Group, at kstern@bswllc.com. n

Karen Stern, CPA, (kstern@
bswllc.com), partner in charge,
Brown Smith Wallace Entrepreneurial Services Group, provides
tax and accounting services for
companies ranging from startups to $20 million in revenue.
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SPECIAL REPORT: TECHNOLOGY

Public WIFI: Can You Use Safely?
by scott M. lewis

P

ublic WIFI is one of the greatest conveniences, yet it is one of the favorite
methods used by hackers to gain
access to your mobile devices. One of the
biggest misconceptions is that people think
if you have to log in using a username
and password, that means the network is
secure, and that is not true. Why is public
WIFI such a target? In a study performed
by the Identity Theft Research Center, the
surveyed showed that 78% of mobile users
used public WIFI every month. According
to the same survey, 75% of public WIFI
users were in restaurants and bars, the next
largest group, at 50%, were hotels. Another
interesting statistic that came out of the
survey was that almost 90% of people understood that using Public WIFI put them
at risk, yet they chose to use it anyway.
How do hackers use public WIFI to hack
your device? It isn’t as hard as you may
think, and in most cases, you are assisting
in the hack. To test the simplicity, I did my
own non-scientific experiment to see what
would happen. One afternoon I went to
a local Outback restaurant, turned on my
cell phone hotspot, and created a WIFI
connection called Outback WIFI Open.
Within seconds people started connecting
to me. This example shows: 1.) how easy
it is to setup, and 2.) how fast people will
connect. When connecting to a public
WIFI or unknown network, you are putting yourself at risk of hacking. Connecting
to unknown or unverified WIFI is a huge
contributor to the ongoing identity theft
problem, which could cost you thousands
of dollars to recover. Other risks would
include phishing attacks, a man in the
middle attacks and malware, and viruses
that can be transferred to your corporate
network once you connect to them.
According to a GlobalSign 2018 article,
here are five steps that you can use to be
safer when using public WIFI.
n Verify the network; when connecting
to a public WIFI, start by checking the
network name; look for misspellings, use
of numbers, or special characters. These
can all be signs that it is not a legitimate
network. Ask an employee which is the correct WIFI connection, also make sure that
if you have sharing preferences turned on,
make sure that you turn that off to be safer.
n Use a VPN; a virtual private network is
the most secure method when you use a
public WIFI. I always recommend this option if you can connect to your cell carrier,
rather than a public WIFI. Your cell phone
carrier is going to be more secure than any
public WIFI. VPN’s will build you a protec-

ST. CHARLES CONV

Energize
YOUR
BUSINESS,
EXHIBIT AT THE

tive tunnel, and the data will be encrypted
as it passes through the VPN tunnel. There
are a lot of free VPN providers. However,
those are not going to be as secure as the
paid VPN providers or one that is provided
by your employer.
n Use HTTPs; when connecting to a
public WIFI, if you don’t have access to
a VPN. Then make sure any site you visit
when using a public WIFI or any internet
connection is encrypted. You will see this
in the URL line, and it will show a lock, or
it will display HTTPs in the web address.
n Turn on the local firewall; when connecting to a public WIFI, make sure your
local firewall is turned on. It is not as good
as the firewall in your office, but it will
provide an additional layer of security.
Utilizing the local firewall can also provide
added protection against Malware and
viruses and could protect you from lowerlevel attacks.
n Use Anti-Virus; when connecting to
a public WIFI, make sure that you have
active anti-virus on your mobile devices,
laptops, desktops, and cell phones. These
are all targets when you are connecting to
the internet, so make sure that you are up
to date, and the anti-virus is active.
Other helpful tips include turning off
the auto connection feature. This will
make you select the WIFI system you want
to connect to, and then you can verify that
you are connecting to a legitimate WIFI.
Two-Factor authentication is a great way
to increase security and counteract weak
password policies. When using two-factor
authentications, even if someone gets your
username and password, they would still
need the random token to gain access to
your system. Another good habit to get
into is to go in and “forget” the public
WIFI network you were using when you
are finished. This will prevent accidental
connections and access to your devices.
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These are just some simple steps that you
can take to increase your security when
using public WIFI.
These steps are just part of building a
culture of security for yourself and your
business because, in most cases, it is not
the big events that create hacking opportunities. The devil is in the details and not
forming good security habits when you
are online. It is important to be aware, to
not rush, and to pay attention when using
public WIFI. They are great, convenient,
and provide an easy way to stay connected;
however, you have to be aware of what and
who you are connecting.n
Scott Lewis is the president
and CEO of Winning
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 companies
on the selection, implementation, management
and support of technology
resources. Learn more about
Winning Technologies at
www.winningtech.com or by
calling 877-379-8279.

BIZEXPO
Reserve
space today!
St.
Louisyour
Business
Expo

WWW.STLOU

April 14, 2020

www.stlexpo.com
11am-5pm,
St. Charles Convention Center

CYBER SECURITY THREATS
ARE INCREASING
AI advances allow for
more sophisticated attacks

80% of attacks exploit
known vulnerabilities

Global ransomware
campaigns are spreading

317 million new pieces of
malware were created in 2017

Hacking is more
sophisticated and evolving

Phishing attacks are
on the rise

Proactively Manage
& Minimize Risk!
24/7 Monitoring &
Rapid Response Team!
NTP offers a broad range of solutions to help your
organization monitor, defend, and respond to today’s
continually evolving cyber threats.

Contact NTP at 636-458-4995 or online at NTPCyberSecurity.com
for a complimentary Cyber Security Needs Analysis!
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SIMPLOY

Growth

Beneﬁts

Payroll
Workers’
Compensation

Employee Turnover

Human
Resources

With Simploy, you’re covered at every turn.
For more information about Simploy’s integrated HR
solution, contact Jay King at (314) 544-1700
or JKing@simploy.com
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COMPANY NAME

CONTACT INFORMATION

Abeles and Hoffman P.C.

314.991.4770
ahcpa.com

Acropolis Technology Group

314.890.2208
acropolistech.com

•

9666 Olive Blvd., #625
St. Louis, MO 63132

•
314.219.7887
•
alliancetechnologiesllc.com

300 Hunter Ave., #103
Clayton, MO 63124

Affinity Law Group

314.872.3333
affinitylawgrp.com

1610 Des Peres Rd.
St. Louis, MO 63131

Answer Midwest

618.463.9093
answermidwest.com

Bank of Franklin County

636.281.8020
bankoffranklincounty.com

•

100 Christina Marie Dr.
O’Fallon, MO 63368

Berger, Cohen & Brandt L.C.

314.721.7272
bcblawlc.com

8000 Maryland Ave., #1500
Clayton, MO 63105

Butcher Joseph & Co.

314.558.5117
butcherjoseph.com

•
•

Delta Dental

800.335.8266
deltadentalmo.com

•

12399 Gravois Rd.
St. Louis, MO 63127

Dieterich Bank

618.277.3800
dieterichbank.com

Alliance Technologies, LLC

Regardless of the industry, businesses need
to supply top notch customer service to be
successful. The following companies were
voted the best in customer service 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
2020.
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307 Henry St., #207
Alton, IL 62002

7701 Forsyth Blvd.
Clayton, MO 63105

•
314.282.8730
•
theenterpriselawgroup.com

2100 S. Illinois St.
Belleville, IL 62220

Federer & Federer, P.C.

636.949.2424
federerlaw.com

201 S. 5th St.
St. Charles, MO 63301

HireLevel

314.241.9675
hirelevel.com

•
•

Jefferson Bank & Trust

314.621.0100
jbt-stl.com

•

2301 Market St.
St. Louis, MO 63103

Lashly & Baer, P.C.

314.621.2939
lashlybaer.com

•

714 Locust St.
St. Louis, MO 63101

Lindell Bank

636.441.1600
lindellbank.com

•

5500 Mexico Rd.
St. Peters, MO 63376

Moneta

314.726.2300
monetagroup.com

100 South Brentwood Blvd., #500
St. Louis, MO 63105

Oculus Inc.

314.367.6100
oculusinc.com

•
•

Pooley Accounting Services

314.260.7808
pooleyacctg.com

•

11628 Old Ballas Rd., #110
St. Louis, MO 63141

Purk & Associates, P.C.

314.884.4000
purkpc.com

•

1034 S. Brentwood Blvd., #2000
St. Louis, MO 63117

Rapp Payroll Solutions

314.549.8800
rapppayrollsolutions.com

•

206 W. Argonne Dr.
Kirkwood, MO 63122

Scott Credit Union

800.888.4728
scu.org

101 Credit Union Way
Edwardsville, IL 62025

The Purple Guys

314.696.6700
purpleguys.com

•
•

ThrottleNet

314.961.1027
throttlenet.com

12970 Maurer Industrial Dr., #150
St. Louis, MO 63127

UHY Advisors

314.615.1200
uhy-us.com

•
•

Enterprise Law Group

Best In Customer
Service

•
•

1807 Park 270 Dr., #120
St. Louis, MO 63146

8151 Clayton Rd., #201
Clayton, MO 63117

3016 Locust St., #102-103
St. Louis, MO 63103

One South Memorial Dr., #1500
St. Louis, MO 63102

12825 Flushing Meadows Dr., #250
St. Louis, MO 63131

15 Sunnen Dr., #100
St. Louis, MO 63143

WWW.SBMON.COM

THANK YOU
for nominating

as “The Best in Customer Service for the Region”
Our professionals are committed to providing premiere advisory services to middle
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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.
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Subscribe To
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Subscribe To SBM.
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Only
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Get the best of St. Louis’ entrepreneurial
insight delivered directly to your desk.
ROBERT REAVIS
Vice President

CARTER SMITH
Vice President

PAUL TYCHSEN
Senior Associate
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Speaking
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Account# ______________________________________________________ Exp. _________________
Signature _____________________________________________________________________________
Mail to: 2451 Executive Dr., Suite 109, St. Charles, MO 63303
www.sbmon.com | 314.569.0076

Congratulations
Jason Schwent,
named among the
Best Intellectual Property
Attorneys in St. Louis!

CELEBRATE
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A Certiﬁed Information Privacy
Professional specializing in
Cybersecurity & Data Privacy.
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REGISTER AT
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Jason M. Schwent, CIPP/US
314.613.2842
jschwent@lathropgpm.com
Neither the Supreme Court of Missouri nor The Missouri Bar reviews or approves certifying
organizations or specialist designations. The choice of a lawyer is an important decision and should
not be made based solely upon advertisements. Lathrop GPM, 7701 Forsyth Boulevard, Suite 500,
Clayton, MO 63105. For more information, contact Bennett Keller at 314.613.2800.

SPONSORS:
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Best IP
Attorneys
Stay on top of your legal needs with help
from one of St. Louis’ best Intellectual
Property attorneys. The following
attorneys 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 2020.
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COMPANY NAME

CONTACT INFORMATION

Benjamin Askew,
The Simon Law Firm, P.C.

314.241.2929
simonlawpc.com

•

800 Market St., #1700
St. Louis, MO 63101

Robert Bain, Stinson

314.863.0800
stinson.com

•

7700 Forsyth Blvd., #1100
St. Louis, MO 63105

Chad Brigham,
Goldenberg, Heller & Antognoli, P.C.
Chris Carroll,
The Small Patent Law Group

618.656.5150
goldenbergheller.com

•

2227 IL-157
Edwardsville, IL 62025

314.584.4080
splglaw.com

•

225 S. Meramec Ave.
St. Louis, MO 63105

Drey Cooley, Capes Sokol

314.721.7701
capessokol.com

•

7701 Forsyth Blvd., 12th Floor
St. Louis, MO 63105

Kirk Damman, Lewis Rice

314.444.7600
lewisrice.com

•

600 Washington Ave., #2500
St. Louis, MO 63101

Dennis Donahue, CreatiVenture Law

314.996.3977
dennisdonahue.com

•

11710 Administration Dr.
St. Louis, MO 63146

Kathryn Doty, Polsinelli

314.889.8000
polsinelli.com

•

100 S. Fourth St., #1000
St. Louis, MO 63102

Michael Hickey, Lewis Rice

314.444.7600
lewisrice.com

600 Washington Ave., #2500
St. Louis, MO 63101

Mike Kella, Harness-Dickey

314.726.7500
hdp.com

•
•

Don Kelly, Evans & Dixon

314.621.7755
evans-dixon.com

•

211 N. Broadway, #2500
St. Louis, MO 63102

Emmette McAuliffe,
Riezman Berger, P.C.

314.727.0101
riezmanberger.com

•

7700 Bonhomme Ave., 7th Fl.
St. Louis, MO 63105

Greg Meyer, Harness Dickey

314.726.7500
hdp.com

•

7700 Bonhomme, #400
Clayton, MO 63105

Tom Polcyn, Thompson Coburn, LLP

314.552.6155
thompsoncoburn.com

•

505 N. 7th St., #3500
St. Louis, MO 63101

Glenn Robbins, Spencer Fane, LLP

314.863.7733
spencerfane.com

•

1 North Brentwood Blvd., #1000
St. Louis, MO 63105

Jason Schwent, Lathrop GPM LLP

314.613.2842
lathropgage.com

7701 Forsyth Blvd., #500
Clayton, MO 63105

Mark Stallion, Greensfelder

314.241.9090
greensfelder.com

•
•

Paul Tietz, Stinson Leonard

314.863.0800
stinson.com

7700 Forsyth Blvd., #1100
St. Louis, MO 63105

Saul Zackson, Zackson Law LLC

314.989.0877
zacksonlaw.com

•
•

7700 Bonhomme, #400
St. Louis, MO 63105

10 S. Broadway, #2000
St. Louis, MO 63102

1100 Corporate Square Dr.
St. Louis, MO 63132

WWW.SBMON.COM

FInding capital

Photo by Bill Sawalich, Barlow Productions

2020 GUIDE TO FINDING CAPITAL

HOW TO GET
MORE OF THIS
STUFF

Guide To finding capital in 2020

A Guide to Getting
Questions Answered:

A

rmed with a worn
business plan and
passion, entrepreneurs
stumble into meetings with
bankers, venture capitalists
and rich uncles in hopes of
securing the cash they will
need to make their dreams
come true. The problem
is (most of the time) these
business owners are not aware
of how banks work, how to
find an angel investors or how
business savvy their relatives
really are.
Here are some tips and ideas that
will help any entrepreneur looking to
get capital in the next 12 months.

I

f you could offer one piece of advice to a business owner
seeking financing in 2020, what would it be?
I believe small business owners will continue to be challenged
with security breaches and hackers, and it is critical for them to
be ever-vigilant in protecting their business from fraud. Financing
options will become much more challenging if there are issues
with security breaches as the risks involved can affect the integrity
of your company.
How has that advice changed in the past five years?
We are all targets of those seeking to steal our personal information, but small-business owners are a particularly prime target
due to the possibility of gaining access to their customers. Understanding the compliances set forth for accepting secure payments
from clients will be key to keeping your company protected.
What is the outlook for gaining financing moving forward in
2020? Is 2020 shaping up to be a really good year for small business lending?
The rate environment has not been this low for a long time so
this would be a great year to refinance some of that old debt. If
you review your current loans and find that you
are paying over 6.5-7% on your business loans,
this would be the year to get those refinanced to
a lower rate and put that money back into your
company’s cash flow.
-Kelly Felber, Small Business Team lead, Commerce
Bank
If you could offer one piece of advice to a business owner seeking financing in 2020, what would it be?
Having the right relationship with your banker is key. Make sure
you and your banker are talking often, and anticipating what the
future holds for your business. If your business needs to make
changes in order to prepare for future financing needs, your
banker should be able to assist by providing that guidance now
before the actual need arises.
What is the outlook for gaining financing moving forward in
2020?
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The outlook for most businesses is a positive
one. Rates continue to come down, and banks
are eager to assist their business customers with
their continued growth.
-Michael Kellogg, Vice President – Business Relationship Management, BMO Harris Bank
If you could offer one piece of advice to a business owner seeking financing in 2020, what would it be?
Have a written business plan that has been thought out and
takes into account future working capital needs. Having a
thoughtful business plan and sufficient working capital hasn’t
changed over the years. This is something that stands the test
of time and defines a successful business owner in the past,
present & future.
What is the outlook for gaining financing moving forward in
2020?
I believe 2020 should be a very good year for
small business owners to obtain financing from
financial institutions. The economy is strong,
banks are looking to grow their loan portfolios,
and interest rates continue to be at historic
lows.
-Danny Pogue, Executive Vice President and Head of
Commercial Banking, Midwest BankCentre
If you could offer one piece of advice to a business owner
seeking financing in 2020, what would it be?
Keep equity in your business. Owners that have a successful
business long term retain earnings and are thus able to ride out
an economic downturn.
Can you speak to a recent success in small business banking
that you have been involved with? If so, what lesson can other
business owners take away from this situation?
Three years ago, Royal Banks of Missouri financed an initial
line of credit to a borrower that wanted to double his business

WWW.SBMON.COM

the Cash You Need
Learn How To Lock In
The Financing You Need
in the course of two years. We mapped
out a plan together that was mutually beneficial to our client and the bank in order
for us to lend more to help him meet that
goal. The borrower kept his initial equity
investment in the company and profit/
sales goals were met. Today, our line of
credit is three times the original loan. The
critical aspect was the client communicated early with the bank on their plans and
we were prepared to grow with our client
through the process.

What is the outlook for gaining financing moving forward in 2020?
The market will remain good for gaining
financing and banks are aggressively looking for new loans. Rates with the SBA and
commercial banks have continued to stay
lower than historical averages. The combination of low rates and banks competing
on projects makes for a strong borrower’s
market.
‑-Jeff Gilbert, Senior Vice President, Royal
Banks of Missouri

TURNED Maybe They’ll
DOWN? Reconsider
When a company looking for a loan is
turned down, it is often because the company’s assets are deemed insufficient to
support additional funding. Sometimes,
though, there are steps you can take to get
the bank to reconsider:

Offer additional collateral.

Re-educate your lender.

Look for hidden assets.

Ask for a meeting to determine why your
loan request was turned down. Listen
carefully. Very often, irrelevant or incorrect assumptions were made as part of the
loan-approval process.

WWW.SBMON.COM

Many entrepreneurs own collateral—such
as real estate or equipment—outside their
companies. Pledging these personal assets
can create a more substantial borrowing
base.
There are certain types of potential collateral that banks often exclude in gauging
your borrowing capacity, such as foreign
receivables, receivables that are 60 days
or more overdue, and partially completed
products. Once you learn the source of
the excluded assets, act to correct it.

TOP 5 MYTHS
ABOUT
BUSINESS
BANKING
The following misconceptions can derail a
banking relationship and an owner’s opportunity to gain financing.

“Have a written

business plan that
has been thought
out and takes into
account future
working capital
needs. Having a
thoughtful business
plan and sufficient
working capital
hasn’t changed
over the years. This
is something that
stands the test of
time and defines a
successful business
owner in the past,
present & future.”
Danny Pogue

Midwest BankCentre

Banking relationships
don’t matter.
Bankers like working with people they
know and respect. If you think that in
six months to a year you will be asking
for a business loan, start cultivating a
relationship with a banker now.
Banks will understand all industries
and lend to all
types of businesses.
Different banks have different niches
when it comes to lending. Business
owners should ask prospective bankers where their specialty lies and why
they’re better than other banks at serving that niche’s needs.
Experience doesn’t matter.
Banks will be reluctant to risk financing
on an entrepreneur without experience
and a track record of success.Entrepreneurs need to know that banks cannot
loan to a business with no track record
and therefore cannot loan to startups.
Banks don’t have products
for small businesses.
Although a bank loan might not be in
order for a startup, products can be created to fit the needs of companies that
are just starting out. Bankers should be
able to help you find a solution if you
are clear about your objectives.
Banks don’t want
to lend money.
The bottom line is that banks like nothing better than finding a winner.
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Lending Programs For 2020
The federal government has a vested
interest to encourage small business
growth (higher employment opportunities). As a result, some SBA loans have less
stringent requirements for owner’s equity
and collateral than conventional commercial loans, making the SBA an excellent
financing source for startups, franchising,
working capital and more.
What is the 7(a) loan?
The 7(a) loan is SBA’s most frequently
used loan program because of its flexibility, variety of uses of loan proceeds
and loan structure. It’s basically a general
commercial/business loan designed to

accommodate a wide range of financing
needs, which include starting up a new
business or growing an existing business;
buying an existing business; acquiring
machinery, equipment, or furniture/
fixtures; acquiring or renovating a building that the business will occupy; use as
working capital; and refinancing existing debt under certain circumstances.
It is not a direct loan from the SBA but
rather a guaranteed loan from a bank or
other approved lender in which the SBA
mitigates the lender’s potential losses
via a 50 to 90% guarantee of the unpaid
portion of the debt. Because of this,
lenders are more prone to approve small-

business loans that may have otherwise
been rejected.
What is the 504 loan?
The 504 loan program is a 10%-down,
fixed-rate, long-term loan program for
small businesses. The 504 loan is a loan
package used to expand a business’s
world with real estate, building, equipment, furniture and fixtures. Across the
board, whether for a retail or commercial
business, the 504 is good for any for-profit business organized as a corporation,
sole proprietorship, partnership, LLC,
etc. and located in the U.S.

MicroLender Continues to Provide
Microloan
Financing Options for Small Companies Program
Justine Petersen and JPMorgan Chase
are teaming up to advance the impact of
small businesses in the St. Louis region,
with an emphasis on those situated North
of Delmar Boulevard. As one of the nation’s leading micro lenders and community development financial institutions
(CDFIs), Justine PETERSEN will offer
credit building services and access to safe

and affordable capital through an investment from JPMorgan Chase.
“This assistance will aid these businesses in creating bankable profiles that will
later help them graduate to our lending
programs,” said Galen Gondolfi, Senior
Loan Counselor at Justine PETERSEN.
“We are looking to assist 20 businesses
north of Delmar with loans over $50,000

What Financing Options Are
Available to Small Business
Owners?

to either start or enhance their businesses,
with the end goal of retention and creation of quality jobs.”
The new program is certainly not the
first time Justine PETERSEN has reached
out to help historically under-resourced
small businesses. In fact, the organization
has deployed over $100 million to small
businesses over a 22-year history. “We
have deployed over $35 million north of
Delmar in the last five years,” Gondolfi
said.
The mission for Justine PETERSEN has
always been to provide capital for those
that don’t have access to mainstream
finance options. “We are a port of entry
for mainstream finance,” Gondolfi said.
“We don’t compete with banks or credit
unions. Our goal is to graduate the business person that comes to us to a form
of mainstream finance. If you are denied
elsewhere, it may be for a number of reasons, such as poor personal credit score,
lack of collateral, or the amount of debt
you have. That is when we can come in
and help you.”

So you are thinking about expanding your
business. Or, perhaps you’d like to refinance
your debt or make some other change that
requires more money than you currently have
available. How you finance your plans will depend on many factors. Here are a few options.
1. Business Credit Card – If your funding
needs are small, a business credit card can be
a fast and easy funding solution – especially
if you need regular access to credit. Business
credit cards typically have higher spending
limits and lower interest rates than personal
credit cards, and many offer attractive introductory offers and reward programs as well.
2. Term Loan – If you have good credit, seek
to borrow money for two or more years and
want a predictable monthly payment, a traditional term loan may be a better option. Term
loans allow you to borrow a fixed amount of
money for a specific purpose, which you pay
back over a fixed term at a set interest rate.
Term loans can be a good choice for refinancing debt, working capital and business expansions.
3. SBA Loan – Another option for long-term,
low-interest financing is a Small Business Administration-guaranteed loan. Keep in mind
that the SBA doesn’t actually make loans, but
guarantees those made by an SBA-approved
lender. While loans of up to $5 million are
possible, SBA also backs microloans of less
than $50,000, among other alternatives.
4. Business Line of Credit – This is a good
option for businesses with unpredictable or
seasonal needs, or want a ready source of
cash for emergencies. A line of credit gives
you access to a defined amount of money to
draw on as you need it. You only pay interest
on what you use. Once repaid, you can borrow
them again.
Not sure how to proceed? Your banker can
help you sort through your options and determine which one is best for you. n

Debi Enders (debi.enders@
commercebank.com) is
vice president, small business
banking at
Commerce Bank.
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How to Find an Angel
Alternatives
to traditional
lending

Before Approaching An Angel,
Ask Yourself Three Questions:

1

Are you ready to share your ownership? “This isn’t a loan; it’s an
equity investment,” says Jerome Katz.
“Often entrepreneurs think they will get a
loan from angels or angels are seeking an
unrealistic amount of equity. Many entrepreneurs find it tougher than they think
to share ownership, because even if the
angels aren’t making the end decision they
want to be heard.”

Self-Reliance
For some business owners, especially
startup entrepreneurs, using their
own money is the only option available. Before enlisting the aid of outsiders, decide how much money you
can personally invest. Not only will
your investment reduce the amount
you will eventually have to repay,
it could also help you secure funds
from other sources. Credit cards and
a second mortgage on your home
may help you finance your business.

2

3

Can you provide the return angels want?
“Angels holy grail is 30 times return on their
investment,” says Katz. “They won’t invest
unless 5, 10 to 20 times return is imaginable over a
five to 10 year period. Angel groups generally expect
a greater return than an individual angel.”

Friends And Family
If you’ve got them, and they are willing and able, family and friends can
be a source for cash and/or help you
secure cash. At times, they can cosign on loans or offer their property
as collateral for loans.

Are you ready for an investment? “Many entrepreneurs have a business plan and
Powerpoint prepared and think that’s all they need,” he says. “Then they are sadly
disappointed. They need to have all documents for due diligence in place before
presenting, including full financials, articles of incorporation, customer lists that angels
can contact and legal actions. Typically this is called the firm’s data room. Without this
done, suddenly the entrepreneur has several thousands of dollars in work that still needs
to be done. Angels need to see that due diligence first and know what they are investing in
before they do it.”
Source: Jerome Katz, professor of entrepreneurship at John Cook

School of Business at Saint Louis University
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Nonbank Lenders
Nonbank lenders are organizations
that provide small-business financing
but are not directly regulated by state
or federal banking laws. Operating
across state lines, these nondepository institutions use the U.S. Small
Business Administration (SBA)
loan-guarantee authority to provide
an additional source of funding for
small businesses.
Venture Capital Firms
Established businesses needing
substantial capital for expansion can
look to venture capital firms. For the
most part, venture capital firms are
not interested in seed or startup companies; instead, they want to invest
at least $1 million in companies that
are going public or will be acquired
within about five years.
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Creve Coeur, MO - 314.624.0350

Fairview Heights, IL - 618.622.0829

Tax & Financial Planning Experts

For Small Businesses & Owners
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Unlimited Year Round Refreshment
Where You Work!

•
•
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TRADITIONAL IRA
SEP IRA
SMALL 401-K
WWW.LECPAFIRM.COM

WWW.LE-FINANCIAL.COM

100 St Louisans You Should Know

 Variety of Styles
 Water by the Case
 Premium Drinking Water or Spring Water  Cups
 Cold or Hot/Cold Dispensers
 Coffee Service

314-227-4602
by

www.unlimitedwater.net

6891 Hazelwood Ave. - Berkeley, MO 63134
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americanbankofmissouri.bank/sba-loans
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LENDER NAME

LOAN AMOUNT, NUMBER of LOANS and WEBSITE

American Bank of Missouri

• 29
$16,145,000
• 31
mwrbank.com
$15,227,325
• 14
stlouisbank.com
$12,169,600
• 51
bankofmissouri.com
$13,767,904
• 16
simmonsbank.com
$12,328,133
• 8
fortunefincorp.com
$12,206,250
• 16
enterprisebank.com		
$11,788,400
• 8
bancorpsouth.com
$8,755,038
• 5
umb.com		
$7,156,200
• 13
busey.com
$7,033,100
• 4
firstbanklake.com
$6,750,000
• 2
carrolltonbanking.com		
$6,491,500
• 5
myfortuneteam.com
$4,861,6000
• 28
bankofmissouri.com
$4,736,200
• 10
regions.com
$3,174,000
• 12
firsthomebank.com
LOAN AMOUNT, NUMBER•
bankofwashington.com of LOANS and WEBSITE

Midwest Regional Bank
St. Louis Bank
The Bank of Missouri

Get to Know
The Top Leaders
Still hearing that small businesses aren't getting
loans? Then take a look at the numbers
from the Small Business Administration's
Lender Loan Production Report for
the fiscal year of 2019 and find some
encouragement. The following charts show
the area's top lenders and top certified
development companies who are lending to
small businesses.

Simmons Bank
Midwest BankCentre
Enterprise Bank & Trust
BancorpSouth Bank
UMB Bank
Busey Bank
First Bank of the Lake
Carrollton Bank
FortuneBank
The Bank of Missouri
Regions Bank
First Home Bank
CERTIFED DEVELOPMENT COMPANY

$25,723,600
americanbankofmissouri.com

St. Charles County Economic Development

$24,973,000
edcscc.com

St. Louis Economic Development Partnership

$5,850,000
stlpartnership.com

Small Business Growth Corporation
Enterprise Development Corporation
Rural Missouri, Inc.
St. Louis Local Development Company
Economic Development Corporation-Jeffco
MICRO LENDER

35

• 3
$2,576,000
• 5
growthcorp.com
$990,000
• 4
entdevcorp.org
$951,000
• 3
rmiinc.org
$768,000
• 2
stlouis-mo.gov/sldc/
$311.000
• 1
jeffcountymo.org
•of LOANS and WEBSITE
LOAN AMOUNT, NUMBER

$1,295,158
Justine Petersen Housing & Reinvestment Corp. justinepetersen.org
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•

•
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Most Admired Business Leaders
Business isn’t all about numbers and spreadsheets. St. Louis business owners are some of the most generous CEOs in the nation,
giving financial support and their time to creating a better community. Meet some of the area’s Most Admired Business Leaders,
as nominated by their peers.
WORDS RON AMELN

T

Creating Conditions for People to Dream Big and Rise Together

ypically, when a bank’s board of
directors seeks a new CEO to run
its organization, it typically looks for
someone who has past bank leadership
experience. Not Midwest BankCentre. In
2018 when the organization sought a new
CEO, it didn’t go looking for your typical banker. Instead, it wanted someone
who could take the organization into the
future and help differentiate it from the
other 60-plus banks in the region.
Enter Orvin Kimbrough.
Kimbrough, former president and CEO
of the United Way of Greater St. Louis,
joined the bank as its CEO earlier this
year. He is the region’s only African-American bank CEO.
“It is natural for organizations to look
for someone with banking experience, but
the world we live in is changing at a rapid
clip,” Kimbrough said. “Everything is
moving so fast. What the bank saw in me
is that I’m a relationship guy and I understand how to build exceptional teams, set
strategy, and I understand how to inspire
operational excellence. The bank saw
those things in me, but more importantly,
the bank is confident in the individuals,
who are lifetime bankers, who are here.
We have a tremendous set of lifetime
bankers. Combined with their industry
knowledge and my entrepreneurial bent,
we are seeking to evolve as an organization
and to be more competitive.”
Kimbrough hopes to capitalize on the
same success he had at the United Way.
Under his leadership, the United Way of
Greater St. Louis advanced from the fifth
to the largest United Way in the country
in terms of revenue and impact. Part of
Kimbrough’s success at the United Way
came from his ability to build quality,
long-term relationships and partnerships

within the community.
He hopes to do the same with Midwest BankCentre. His goals for the bank
include building on the diversity and diversification initiatives of the bank, which
includes reaching out to unbanked and
underbanked communities in the region.
The bank was recently honored for
its diversity efforts by winning the 2019
Community Commitment Award from
the American Bankers Association (ABA)
Foundation. The bank won the honor for
its work with the area’s black, Bosnian
and Latino communities.
In honoring the bank, the ABA
Foundation noted Midwest BankCentre’s development of bank branches in
unbanked or underbanked communities
through groundbreaking partnerships
with the City of Pagedale, Beyond Housing and Friendly Temple Church in north
St. Louis. It also cited the bank’s hiring
of 17 Bosnian war refugees, support of
the Lemay Child and Family Center, and
funding of Fontbonne University’s Bosnia
Memory project. Within the Latino community, home ownership has become
more accessible through the bank’s mortgage loan for those with an Individual
Taxpayer Identification Number (ITIN)
rather than a Social Security number.
“We are going to build a profitable
and socially conscious bank of the future
where diversity and inclusion are a key
part of our competitive advantage,”
Kimbrough said. “It is not a box to be
checked. The products and services we
provide will continue to diversify to reflect
the broad community that we serve. We
want to create the conditions for people
to dream big and rise together. We are
building the bank of the future.”
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Orvin Kimbrough
Midwest BankCentre
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Deep Desire To Help Others

G

reg Nichols and
his wife, Lisa,
began Technology Partners humbly.
With nothing more
than a desk and a
phone in their basement, the husbandwife team began their
entrepreneurial dream.
Now, 25 years later,
the Chesterfield-based
Technology Partners
has revolutionized the
IT staffing industry
while steadily growing to $45 million
in annual revenues
and more than 300
employees.
“We didn’t have any
customers when we
started,” Greg said.
“We wanted to make
this the ideal company
that any computer
consultant would want
to work for. We knew
that if we could attract
the very best, clients
would come to us for
access to those consultants. It was designed around attracting the very best.”
Greg and Lisa focused on high salaries,
interesting work, and flexibility to attract
the very best IT staffers. “Those are our
three pillars for attracting top talent we
still use today,” he said. “It’s been a winning formula for us.”
While Greg and Lisa have built a oneof-a-kind business success story, the two
owners have also played a key role in helping the community through the company’s Lives Impacted. Futures Transformed.
(LIFT) program.
LIFT is the company’s “giving” arm
focused on fulfilling basic needs, promoting education, and supporting economic
development. Through LIFT, Technology
Partners helps to make a difference today
and tomorrow throughout the greater St.
Louis region.

Greg Nichols
Technology Partners

For example, LIFT contributes to the
Little Bit Foundation, which helps meet
basic needs and encourages education
for pre-K through 12th grade students at
37 St. Louis area schools. The “needs”
include clothes, coats, socks, underwear,
books, school supplies, and nutritious
meals after school. Plus, Little Bit staffers
and volunteers uplift students with words
of encouragement and acknowledgment.
LIFT also donates to A Seat at the
Table, which provides housing and
mentoring opportunities for at-risk teens
and young adults. Further, LIFT organizes
employee volunteers for various causes,
including the St. Louis Area Food Bank,
No Kid Hungry, neighborhood clean-ups,
and donating time and talents to various
needy non-profit groups.
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“The desire to help other people is
behind everything we’ve done,” Greg
said. “It feels so good to help people out.
St. Louis, in general, has a very giving
heart. We are so fortunate to work with
people who are like-minded and want to
contribute to a greater good. We’ve been
very fortunate as a company and we know
there are a lot of people out there that
need a hand up.”
Additionally, Greg has supported the
launch of a new program called the St.
Louis Technology Leadership Experience (TechLX) that will help our region
remain economically competitive in
the future. TechLX workshops prepare
high-potential and emerging technology
leaders for tomorrow’s C-level roles and
equip them in becoming true business

leaders. TechLX strengthens local participants’ leadership capabilities and business
acumen through new skills development
and helps transform them from solution
providers to strategic business partners
and innovation anticipators.
For business owners that want to be
more philanthropic, Greg advises them to
take small, incremental steps. “It doesn’t
matter how small, just do something,” he
said. “Once you start doing something, it
will be easier to build up. Pick something
that is near and dear to your heart and get
involved at any level.”
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Wanting To Give Back And Make A Difference

W

Bhavik Patel
Sandberg Phoenix & von Gontard

hen a member of Bhavik Patel’s family received
some poor legal advice, costing a loss of assets for
that family member, Patel gained all the motivation he needed to enter law school.
“That situation really stuck with me,” Patel said, now
Managing Partner and Chief Executive Officer at Sandberg
Phoenix & von Gontard. “That situation could have been
avoided and some of those assets could have been protected.
As a result, I left law school looking to help family businesses,
business owners, and closely held businesses make sure they
protected all the assets they’ve worked hard to build.”
In that same manner, Patel has dedicated a portion of his
practice and his philanthropic efforts to helping others that
don’t necessarily have a voice—children and adults with disabilities.
Patel helps families, those with dependents with special
needs, plan for the future. Patel is considered an expert in
special needs planning and is often approached to speak to
families that care for loved ones with special needs. Patel
presents 10-15 educational events per year and speaks on a
plethora of special needs topics for individuals, families and
organizations, including: St. Louis Arc, Life Skills, Albert
Pujols Foundation, Edwardsville Special School District, Williams Syndrome, and many more.
He currently serves on the Board of Directors for St. Louis
ARC. In addition to his board member role, Patel co-chairs
the St. Louis ARC Superheroes for Kids event – to support

St. Louis Arc’s programs for children with developmental
disabilities.
“I started educating these families to help them put things
in place that can make a meaningful impact on their loved
ones, and, in some cases, allow them to gain public benefits
that are intended for them.”
Patel works with families and advises families to create a
long-term plan. “Ultimately, not planning is not an option,”
he said. “You have to put planning in place to get the security
and public benefits that your loved ones deserve, especially
when you are not around to take care of them.”
In addition, Patel has founded and currently manages two
of his own charities – Families at Ease and BSpecial Foundation. Families at Ease, a 501©3 non-profit serves as a funding
source to provide educational opportunities to families who
have a loved one with special needs. The programming helps
families understand all aspects of care and educates them on
several financial and legal aspects that may impact their family’s needs. BSpecial Foundation is a small foundation created
and managed by Patel. Each year, the foundation works with
children with disabilities in our area to send them to camps
without the financial worry of paying.
Says Patel: “The key is spreading the word to as many
people as possible about the resources that are available, how
to get them, and how to keep them. These resources are making a difference.”

A Commitment To Building A Diverse Community

S

cott Wilson is the third generation to head S. M.
Wilson & Co., a full-service construction management, design and build, and general contracting
firm. After spending several years in sales outside the
family business, Wilson was hired in 1984 as part of S.
M. Wilson’s sales staff, working his way up to Director of
Business Development in 1987. In 1990, he was named
President then became CEO in 2012. Wilson’s leadership, ambition, and passion have allowed S. M. Wilson
to consistently rank among the top local and national
contractors.
His passion goes beyond his company to his community. Wilson has also been an advocate for greater diversity
in the industry for more than 15 years. He established a
Diversity Task Force at the company, he oversees S. M.
Wilson’s Inclusion program and he’s committed to ensuring the firm’s industry-wide efforts help to create sustainable businesses and a skilled workforce that reflects the
diversity of the region’s population.
“I’ve been here 36 years now and I’ve had a chance to
really take a look at our industry and I realized it is not
very diverse at all,” Wilson said. “I wanted to make a difference.
“Some of the owners in this industry are not as
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fortunate as I
have been. I was
fortunate enough
to sit around a
dinner table,
growing up, and
hearing business
talk. Over the
years, I picked up
my share of business knowledge.
Exposure to this
knowledge is
critical and this
is why we spend
time coaching
emerging businesses. It gives
Scott Wilson
them a leg up.”
S.M. Wilson & Co.
Wilson currently chairs the AGC’s Diversity Committee and sits on
the boards of the Greater St. Louis Area Council Boy
Scouts of America, Central Institute for the Deaf, and
Forest Park Forever. He is a member of the St. Louis

Council of Construction Consumer’s Diversity Committee and is an Executive Committee Member of and has
contributed to the Contractor Loan Fund, a $10 million
dollar, nonprofit fund to aid in construction loans in the
St. Louis area. Wilson was instrumental in getting the
fund up and running. “Cash flow is an issue for all companies in our industry, but especially minority firms,” he
said. “The fund is set up to help those companies.”
Additionally, he is a member of several of The Regional Business Council’s Committees, including the
Diversity and Inclusion Committee, Governance Committee, Public Policy Committee, Talent Development
Leadership Committee and Workforce Development
Committee. He was also the former Chairman of the
Board of Directors for the Associated General Contractors of St. Louis (AGC) where he led the organization
and its Diversity Committee to fund and staff a new Vice
President – Diversity Initiatives position.
Said Wilson of his diversity efforts, “I’ve always felt
there are a lot of businesses out there that deserve the opportunity, and they can’t get it unless we force the issue.”

ST. LOUIS SMALL BUSINESS MONTHLY / JANUARY 2020 27

MOST ADMIRED business leaders

Putting Others First

D

awn Malcolm has always been involved in giving
back to the community and volunteering for area
nonprofits. However, a visit to an Africa Village
in 2011 changed her life and made her more determined
than ever to provide a helping hand to others.
“I volunteered at a conference and a group of missionaries took me to an African village. It was amazing how
these individuals in this village were struggling. There
is no electricity. There is no running water. They live in
huts with grass roofs. They are hot and they are dirty.
The women are often walking five miles to get water. I
came back thinking, ‘What can I do to help them help
themselves out of poverty? How can I empower them to
have a skill, so they can, in turn, help themselves?’”
Her solution was founding non-profit called Lighting
the Path, an organization that creates sustainable solutions to alleviate poverty and enrich lives. Malcolm, the
owner of the graphic design firm, Acolyte Screen Printing and Digital Imaging, used the profits of the business
to originally fund the non-profit. Over the years, she
has received donations from the community to keep the
nonprofit running.
As part of Lighting the Path, Malcolm returns to the
West African village and teaches the women of the village
how to sew, make soap, and how to weave; all marketable
skills for the village. The women then sell or trade their
items, with the money gained used for clothing, food, or
education.
“Once I’m there, I teach them skills and provide advice
on business, and when I leave, it is something they own,”
Malcolm said. “People need the ability to run their own
businesses and build their own way. All they need is

a little boost to get them started. That’s what it’s all
about.”
When Malcolm travels to West Africa, she typically
spends a month teaching the women business skills,
business knowledge, bringing supplies and getting their
businesses up and running. “To see them be successful
at something is a great experience. They just radiate.”
She’s been so inspired by the women of West Africa
that she is building a school for girls and has built a
women’s community center in the region.
“Education there is not free,” she said. “They have to
pay school fees. Typically, the oldest son will be sent to
school but most girls are never educated. So, we want to
build a school just for the girls. The hope is that we start
educating some of these young girls. That is exciting to
me.”
Born and raised in St. Louis, Malcolm’s work isn’t
just dedicated to West Africa. Malcolm recently traveled
to Uganda where she trained and was certified to teach
Street Business School. She also won the 2016 Global
Hero award, a remarkable honor in that she was chosen
by Nobel Peace Prize Laureates.
She’s also helping out in the St. Louis area as well.
She is working to help women refugees in the St. Louis
area learn to sew, while planning to incorporate business skills and further vocational training options. She’s
already led business courses for refugees, giving them
the tools for entrepreneurship.
“I’ve been spending the past few years working with
the immigrant community and marginalized groups in
the community,” she said.
“So many people feel trapped in their circumstances

and they feel they will never get out of it,” she said. “They
are looking at ways to change their lives. You’ve got refugees and people in the city that are in similar situations.
They have some resources but don’t quite have all the
pieces put together to create a successful small enterprise.
I want to lift them up and help them get on their feet.”

One of the keys to
the company’s success
is its knowledgeable
workforce. With her
years of experience in
the industry, Mikos has
focused on sharing her
knowledge with her
employees.
“I spend time each
week training our staff.
I’m available for questions and work hard
to be a great resource
Selena Mikos
for our staff and our
Better Office Furniture
customers,” she said.
“I’m interested in staff suggestions and will listen to any
idea that will make our jobs more efficient or help our

customers. I genuinely care what our team thinks and I
am willing to change anything that works better. “
Mikos and her staff routinely donate their time to area
nonprofits to help them in a variety of ways. She regularly
donates furniture to nonprofit organizations that are just
starting out or needing specific items.
“We know that treating people with respect and providing exceptional customer service keeps our customers
coming back and referring us to their friends and business associates.”
Her advice to business owners is simple: “Listen to
your employees,” Said Mikos, “Value their thoughts when
growing the business, and create a great atmosphere.
Work hard and value everyone’s hard work. Enjoy what
you do. Make it fun to go to work. Don’t be afraid to
change things that aren’t working. Create Goals, share
your vision and ask for input. Communicate and communicate again.”

Dawn Malcolm
Lighting The Path

Carrying On A Legacy

S

alena Mikos is carrying on her grandparents’ legacy.
When her grandparents’ furniture store was struggling during the Great Recession, they encouraged
Mikos to start an internet-based furniture store.
“In 2006, my grandparents’ store felt the beginnings of
the economic crash of 2008,” she said. “Sales dropped.
Customers weren’t shopping as frequently. If businesses
were struggling, they weren’t spending money on new
office furniture, even if it was something they needed. To
pull through, our family members worked for free to help
their (grandparents) company, and my grandparents convinced me that I should have an internet-based furniture
store to make some income while we were all working to
help turn the brick-and-mortar store around.”
She took their advice. The result is Better Office Furniture, a St. Charles-based company Mikos began in 2007.
Today, the company provides high-quality office furniture
for customers around the globe.
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SMART BUSINESS
by RICHARD AVDOIAN

leader acceleration
by Kathy cooperman

Preventing Bouts Of Burnout

Resiliency In Leadership

B

A

usiness owners are not immune
from experiencing bouts with
burnout. Burnout is an increasing
threat that can negatively impact a business owner’s ability to lead and sustain a
business. There are increasing expectations and demands on an employer’s
time from employees, state and government regulations, and family.
Do any of these common characteristics that contribute to burnout apply to
you?
Perfectionist - Setting very high standards for yourself and others.
Over Achiever - Often doing more
than is necessary.
Have a strong need to be needed,
liked, and admired.
Multi-asker - Attempting to address
numerous major tasks at the same time.
Authoritarian - Tendency to be authoritative or a need to be in control in
every situation.
To understand fully what is happening, you need to view the progressive
nature of burnout. It doesn’t happen
overnight, and you may not be able to
identify the key sources. Burnout evolves
over time and can be generated by multiple factors.
Here are a few tips to help you avoid
burnout.
Identify the Symptoms Your Body is
Sending
Symptoms can be either or a combination of physical (feelings of exhaustion,
weight gain or loss, sleep disturbance,
and frequent headaches) or behavioral
(quick to anger, feel instant irritation,
unable to make decisions, totally
negative attitude). Being aware of your
personal symptoms is the first step and
will allow making constructive changes
so that burnout doesn’t linger long.
Your Life Priorities
It is easy to lose sight of what we really
value and what is most important in our
life. Throughout the year, it is important
to our mental and emotional health to
ask ourselves if we intended the business
to be so consuming and dominant in
our life. Ask yourself if it is time to “stop
and smell the roses”?

Have Realistic Goals for Yourself
We should always be re-evaluating our
business goals and life priorities. Why
do we push ourselves so much? Do we
set ourselves up for failure by creating
nearly unattainable goals? Lowering our
goals is not to be confused with lowering
our standards for ourselves. Each day
have goals that are reasonably reached,
without changing your standards.
Mentally Remove Yourself
Imagine that you are a reporter observing how another person would do
your work. Seeing how responsibility is
delegated and how others could handle
your job may be a real eye opener for
you. Try not to use any value judgments
but just describe how the tasks should be
executed.
Use Relaxation Techniques
A sense of well-being can be achieved
using relaxation techniques. Finding a
comfortable chair, consciously relaxing
muscles in face, neck and shoulders; all
will contribute to a controlled, relaxed
sensation.
Take Minute Vacation — a moment
here and there to use a relaxation technique will allow for a rejuvenated feeling
and energy enhancement.
Get Physical — Physical activity has
proven to be a valuable outlet for those
prone to overwork and can counteract
systems of stress. The activities don’t
have to be strenuous or long in duration.
In fact, a relaxing walk at a comfortable
pace offers a lot of benefits. The key is
to allow your body to release built-up tension through physical activity.
Keep these tips in mind and alert
employees to the importance of being
vigilant to assure all will celebrate a joyful, safe holiday season. Happy Holidays.
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.
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s you begin this bright beginning
of another decade, check yourself
on how well you manage your

energy.

Resiliency Defined

According to the Merriam-Webster
dictionary, resiliency is “an ability to recover from or adjust easily to adversity or
change”. As you reflect on the past year,
what comes to mind when you consider
the many changes you survived?
n Customer demands
n Budget cuts
n Sales quotas
n Personal issues
If you’re like many leaders, when
pressure mounts, you double-down and
work harder or longer hours. As stress
builds, you find yourself getting irritable,
worrying, and feeling stressed. You may
experience sleep problems, feel exhausted
and cut back on healthy habits such as
nutrition and exercise.

Resiliency Tips and Practices

The good news is that you can build
your stamina and ability to cope with
high-pressure situations by taking better
care of yourself. The familiar air-travel
warning to “put your own mask on
before attempting to help others” applies
here. In order to lead effectively, you
must manage stress and manage your energy. Pushing yourself beyond reasonable
limits prevents you from leading others
effectively.
Some fail-proof ideas can help:
1. Sleep
How much sleep are you getting per
night? The CDC (Center for Disease
Control and Prevention) recommends
7 – 9 hours of restful sleep per night.
People who consistently get too little
sleep are more prone to serious health
problems ranging from obesity, heart
disease, stroke, diabetes, and even early
death. Productivity suffers as well.
2. Physical activity
We all know that exercise is good for
us.
Are you making time to exercise? The
WHO (World Health Organization)
recommends that adults do a minimum
of 150 minutes of moderate-intensity
physical activity weekly.
Even short bursts of activity (10 minutes at a time) can help move toward that
goal.

3. Social connectedness
We are social creatures. Feeling connected with others is a basic human
need. Research has shown the critical
nature of having regular interaction
with others. Stanford University found
that lacking strong social connections is
a greater predictor of serious health problems than obesity, smoking, and high
blood pressure.
The benefits of strong, personal connections with others include:
n lower levels of anxiety
n a stronger immune system
n faster recovery from disease
n may lengthen your life!
4. Nutrition
When we are continually bombarded
with information about the latest miracle
diet, it’s hard to keep up with what’s
good and what’s bad for you. Download
a detailed brochure on the USDA’s
dietary guidelines: https://health.gov/
dietaryguidelines/2015/resources/20152020_Dietary_Guidelines.pdf.
5. Relaxation
What helps you unwind? People have
found many ways to escape from pressures at work and life. Some of the best
suggestions I’ve found include:
n Listening to calming music
n Reading
n Meditating
n Yoga
n Deep breathing
n Soaking in a warm bath
n Writing in a journal
n Praying
n Getting a massage
n Walking in nature
Start your new year off with positive
thinking! Set a goal of improved resilience and incorporate two or three practices from the list above to begin seeing
noticeable improvement in your ability
to bounce back from adversity.
Start your new year off with positive
thinking! Set a goal of improved resilience and incorporate two or three practices from the list above to begin seeing
noticeable improvement in your ability
to bounce back from adversity. 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@kathycooperman.com, www.kathycooperman.com
or 1 (866) 303-1996 or 303-522-2114.
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the extraordinary workplace
by judy ryan

Engaging People
“Personal power is the ability to stand on your own two feet with a smile on your face in
the middle of a universe that contains a million ways to crush you.”
-J.Z. Colby, Journey

A

If you run a business and have people
s a business leader, you don’t
on your team who are disengaged partialwant to be one who thinks of
ly or fully, you’re not alone; this is all too
a million ways to crush people.
common. The reason is because you may
You want to recognize, appreciate, and
have been conditioned in thinking and
support them. Then they come fully alive
speaking that comes from other leaders;
and fully engage. One of my daughters
to hold an attitude of cynicism and fear
once said to me, “Mom, I wish I had
about personal power. You may recoil at
your work ethic.” I said, “You do.” She
the employee who offers opposition or
said, “Huh. No, I don’t.” I said “Yes you
brings up new ideas. You may not like
do. You stay up all night playing video
the one who asks for or roles you believe
games.” She said, “But that’s not work;
indicate entitlement because they define
it’s fun.” I said, “So is working a job you
you. You may also not recognize that the
find meaningful and loving.” I work hard
people you lead who
just like someone who
People must be encouraged to misuse their power
looks up from a video
win; not a prize or an award, but are demonstrating a
game they love and
the joy of contribution. They
call to be understood,
realizes just how much
must feel that what they do
supported, and given
time has passed unnohas meaning, allows them to
wings; not disgust.
ticed. That’s being in
exercise initiative, and provides
When was the last
the zone. The problem
them enough challenge. They
time you looked at
that keeps people out
need support and reassurance yourself and your team
of the zone is not will
power or work ethic, it’s to become good at what they do thinking, “Wow—look
and to share in their successes. at this amazing power
conditions and converand potential!” Do you
sations that keep them
approach each of your
from exercising their
people with reverence and curiosity? Do
personal power with joy, freedom, and
you make sure they have every opportuniconfidence.
ty to talk about barriers and get help? Do
In my work, employee engagement is
they know and feel they are appreciated
top priority. I help leaders realize that
and that they matter to the purpose of
for people to fully engage, they require a
your business? Do you believe in them?
sense of adventure, choice, competency,
Do you seek to understand them? Do
and meaning. They must be believed in.
you recognize them as the most valuable
People must be encouraged to win; not a
asset you have?
prize or an award, but the joy of contriIf your answer is some form of no, it’s
bution. They must feel that what they
likely you have a problem with disengagedo has meaning, allows them to exercise
ment. If so, have patience with yourself.
initiative, and provides them enough
You have not known how to set up the
challenge. They need support and reasbest conversations and conditions so
surance to become good at what they do
your people bloom and thrive. Let me
and to share in their successes. People
know if I can help you with this. It’s
need to access personal power, but most
my joy to help you unlock the wealth of
have not been encouraged to do so.
potentiality sitting untapped within your
Think about it. Discouragement in use
organization! n
of personal power begins in very early
Judy Ryan (judy@LifeworkSystems.com), huchildhood. What do we call two-year
man systems specialist, is owner of LifeWork
olds who are just beginning to recognize
Systems. Join her in her mission to create a
they’re separate with power all their
world in which all people love their lives. She
own? We say, “Oh, he’s hitting the tercan also be reached at 314-239-4727.
rible twos. You better double down and
People hire LifeWork Systems because we help
make sure he knows who’s boss.” Why?
businesses become agile and manage their priBecause we see this power and believe it’s
ority system: their human system. I hope this
our job to control it when it’s really our
article helps you make sense of what’s most
job to honor it, appreciate it, educate it,
crucial to your evolving organization!
and guide it with patience, encouragement, and purpose.
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VALUE PROPOSITION
by DAVE DRISCOLL

Asset Purchase vs.
Stock Purchase
WHEN BUYING OR SELLING A BUSINESS, THERE IS A CHOICE.

M

ost business sale transactions are
either an asset sale or a stock sale.
Defining each type of sale helps
understand why there are advantages and
disadvantages to sellers and buyers in both
types.
Asset Sale - A buyer purchases some or
all of the assets of the business from the
seller’s company. The seller’s business entity remains intact, and only defined assets
are transferred in the sale.
Assets are described as:
Tangible: Furniture, fixtures, equipment,
building and improvements, software, and
net working capital (accounts receivable,
inventory minus accounts payable)
Intangible: Tech and knowledge-based
intangibles, non-compete covenants,
proprietary information, secret processes,
customer lists, copyrights, patents, specialized business systems, etc.
Stock Sale -A buyer purchases the seller’s
ownership interest (their stock) in the
business. A buyer purchasing the seller’s
stock assumes all the ownership rights of
the selling shareholder. The acquisition is
a transfer of the ownership of the business entity itself. The entity continues to
own the same assets and retains the same
liabilities.
In an asset sale, the seller generally keeps
the cash in the business, as well as longterm debt obligations. The transaction is
called a cash-free and debt-free transfer. Net
working capital is typically included in an
asset sale agreement.
The major advantages of an asset sale
include:
n The buyer can “step up” the basis of
many of the purchased assets over their
current tax values and obtain future tax
deductions for depreciation/amortization
of those assets.
n The value paid for the company over
the stepped-up basis of the tangible assets,
called “Goodwill,” can be amortized on a
straight-line basis over 15 years.
n A buyer can select only those assets they
want, and not assume any liabilities in the
transaction.
n With limited exposure to unknown
liabilities, buyer due diligence can be accomplished with less time and money.

n Typically, all employees are terminated
by the seller and the buyer can select which
employees to retain, with no obligation to
those who are not hired.
Disadvantages of an asset sale:
n Tax cost to the seller is typically higher
than in a stock sale. Therefore, the seller
may require a high price.
n Assets will need to be re-titled.
n Employment agreements will need to be
renegotiated.
In a stock sale, most contracts the seller
has, such as leases, permits, and service
agreements, transfer automatically to
the new owner. The entire balance sheet
transfers to the buyer, except for any items
retained by the seller through negotiations
with the buyer.
Other advantages to a stock sale include:
n The seller’s tax obligation on the sale of
their stock is taxed at a capital gains rate,
which is lower than an asset sale.
n Contracts, employment agreements,
service agreements, permits, and licenses
transfer to the buyer, avoiding renegotiation.
Disadvantages of a stock sale:
n The buyer does not receive the “step up”
in basis tax advantage.
n The buyer may have exposure to potential unknown liabilities.
n In a stock sale, the buyer cannot deduct
goodwill until the stock is later sold by the
buyer.
Transferring ownership of a business can
be accomplished in various ways, and
deal structure is important to meet the
needs of the seller and the buyer. Specific
circumstances important to the seller and/
or buyer will need to be worked through to
reach a meeting of the minds and move forward with the deal. Careful consideration
should be given to those needs because
without both parties addressing those factors, putting together a mutually-beneficial
deal could prove difficult. n
Dave Driscoll is president of Metro Business
Advisors, a business brokerage, valuation and
exit planning firm helping owners of companies
with revenue up to $20 million sell their most
valuable asset. Reach Dave at DDriscoll@
MetroBusinessAdvisors.com or 314-303-5600.
For more information, visit 			
www.MetroBusinessAdvisors.com.
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TIME WITH
THE BOSS

Brian Carver
Atlas 46
Website: www.atlas46.com
Industry: E-Commerce 			
and Manufacturing

Education: Bachelor of General Studies
in Economics, Finance, and Management
Family: Wife and 2 kids
What is your mission? To be the Premium Brand in Tool Storage and Carriage
in the soft goods industry
What was your first job? Little Caesars
Pizza
What was your worst job? Restaurant
Server
What led you to your industry? Family
What was the smartest thing your
company did in the past year? Open a
micro manufacturing facility in Hillsboro, Illinois. Our growth is enabling
us to reintroduce manufacturing jobs
into a community that was devastated by
spillover effects from the closure of Deer
Run Coal Mine, and most recently, the
closure of the Coffeen Power Plant that
was officially retired on Nov. 1.
Who is your industry role model? Alan
Mulally in the manufacturing sector.
Mulally is an American aerospace
engineer, manufacturing executive, and
former President and Chief Executive
Officer of the Ford Motor Company. He
is credited with turning a broken company into the industry’s comeback kid.
How do you try to differentiate your
business from others in your industry?
Through our focus on American Made
products that are part of an interchangeable system made of premium materials,
directly marketing those products to the
consumer, and investing in small towns.
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What’s the hottest trend in your
industry, and are you going to jump on
board? Wearable tech. Yes, we are currently working on mapping out ways to
integrate it with our gear.
What’s the hardest part of your job?
Managing People.
What’s the best part? Launching a new
products that sell.
What best advice would you share with
new entrepreneurs? Always continue to
learn.
What’s your favorite place in St. Louis?
Stefanina’s Pizza.
What book is on your nightstand? I read
on my tablet and tend to have multiple
books on the go at any time. I’m currently reading The Science of High
Performance, Mastering Deep Learning,
High Hanging Fruit, Data Science for
Executives, YouTube Marketing Power,
One Little Spark, The Imagineering
Pyramid, King of Capital, The Power of
Self Discipline.
What has made you successful in your
industry and in St. Louis? Always being
willing to try and create new solutions whether its technique, creating software,
or teaching and empowering employees
to learn new things. Also, looking at all
options and being three steps ahead in
planning for the future.
What do you like to do in your free
time? Swim, spend time with family, attend church, and read. n
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