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Congratulations
Robert Pennell
Honored as one of
STL’s BEST ATTORNEYS
by Small Business Monthly
Your dedication to the success of our clients
and the entire community is truly extraordinary.

www.purkpc.com

CONGRATULATIONS, Nick!
Nick Duncan

2020 St. Louis Top Accountant
We are honored to have you
on our team!
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publisher’S LETTER BY ron ameln

The Meaning of Life...

And Other Deep Thoughts

W

hat is “The Meaning of Life?” Pretty deep, huh...especially from a former
sports reporter. Reading a column by a former sports reporter pondering the
meaning of life is like listening to an Enron executive discussing integrity
(okay, it’s not that bad).
Seriously, what is “The Meaning of Life?”
To me, the meaning of life is affirmation. It is knowing you make a difference in
the world. That’s what we all want and crave. People want to know they matter. If they
know what they do makes a difference, they will almost
always step up to the plate. They will be more fulfilled
and content.
So, where does all this fit into your business? Do your
employees know they matter? Make a difference?
I know as a business owner I do a HORRIBLE (yes,
capital letters) job of letting people who work for me
know how they make a difference. I am an intense person, and I am usually 100% focused on my daily tasks
- a trait shared by many business owners. I just assume
employees know they make a difference. I do not think
I am alone.
In fact, a recent study reported that 50% of entrepreneurs ranked themselves as poor
when it came to employee recognition. Another study identified “recognition” as the
top motivator, according to employees.
These are just some of the reasons we are excited to share our feature story, “Happy
Employees Don’t Just Happen” (pages 16-18). Deb Boelkes, author of the article, shares
the steps owners can take to keep their employees happy and motivated. One of the tips
she suggests is saying “thank you” regularly. “One of the best ways to motivate anyone is
to express gratitude,” Boelkes writes. “It’s amazing what the simple act of saying thank
you can do to get people aligned and make incredible things happen.”
This month, we are also highlighting our Best Bosses in 2020 feature (pages 19-25).
These top managers and bosses are sharing some of their best practices on building better cultures and employees.
Building better cultures and keeping employees engaged are critical today.
It is all about the meaning of life. Every employee wants to know they make a difference and feel they matter. If your communication focuses on these things, your business
and employees will reap the rewards. n

Unlimited Year Round Refreshment
Where You Work!

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

314-227-4602

www.unlimitedwater.net

6891 Hazelwood Ave. - Berkeley, MO 63134

4 ST. LOUIS SMALL BUSINESS MONTHLY / august 2020

WWW.SBMON.COM

SALES MOVES BY mark hunter

ASK THE BANKER
How Can I Beef Up Online
Sales During COVID-19?

Before You Prospect,
9 Things You Need to Do First

Things have changed for your business over
the last few months, and this likely includes
your sales channels. Online sales are booming, up 40% since the pandemic began,
according to one survey of 10,000 retailors.
Many of these purchases are from new
customers. To take advantage of customers’
desire to shop from home, here are some
things your business might consider:

T

n Upgrade your e-commerce capabilities
– Many small brick-and-mortar businesses
use their websites and social media to build
brand awareness and drive customers to visit
their retail locations. With many shoppers
reluctant to browse in stores, now may be
the time to expand your web presence. Using
a modern point-of-sale platform, like Clover
for example, makes it relatively simple to
take your web presence to the next level with
a variety of easily integrated tools, enabling
you to connect with your online audience.
Your merchant provider should be able to
align you with the proper online solutions. To
further expand your customer base, consider
creating microsites and selling your products
on Etsy, eBay, Amazon or other online channels.

here are nine things you need to
do before you begin prospecting. If
you don’t do these nine things, your
chances of being successful at prospecting
are zero. I guarantee it. Let’s dive in!
1. Don’t start what you can’t finish
Too often, salespeople say, “I’m going
to call a bunch of prospects. I’m going to
start a bunch of calls.” However, they get
busy and sidetracked, and do not have the
ability to follow up and follow through.
Unless you can manage “x” number of
prospects the entire way through your process, do not even start with them. All you
will end up doing is making one call and
that will be it. You will get nowhere.
2. Know the outcomes you create
Know the value of outcomes that you
provide to your prospects. How do you
know that value? Look at your current
customers and ask yourself what outcomes you have been able to generate for
them. Zero in on those outcomes. When
considering those outcomes, identify
them vertically, by industry type, segment, etc. Then, as you contact prospects, you will know these calls can work
because outcomes you have produced for
similar customers match well with those
of the persons or companies to whom you
are reaching out.
3. Know your point of entry (POE)
POE is how you are going to kick off
the call. What will you lead with? Beginning a call with a wonderful, featuredriven statement rarely works. A prospect
does not care who you are or what you do.
Prospects care about their own problems.
You must be able to understand their
needs by vertical, segment, etc. Then, you
will be able to approach potential clients
from a prospecting standpoint because
you know your business well enough to
have an intelligent conversation. That’s
what it means to know your POE.
4. Be clear on your call to action (CTA)
Never make a prospecting call -- no matter what form (e.g., email, phone, voice-

WWW.SBMON.COM

mail, etc.) -- without having a clear call to
action. Your CTA needs to be simple. It
must be plain and engaging enough for
prospects to want to contact you. Avoid
kidding yourself and thinking you are going to receive an abundance of return calls
because you left prospects a voicemail.
You do need to be clear because doing so
will generate customers. Prospects will call
you back, but you must articulate your
message simply and clearly.
5. Identify your ideal customer profile
(ICP)
Who are your ideal customers? What
do they look like? Do you remember the
second recommendation above about
knowing the value of the outcomes you
create? That advice will help guide you to
your ICP. The more aligned you can be
with your ICP, the better your POE and
CTA will be. Everything will work better
because you will be able to craft your messages around your ICP alone.
6. Know how to qualify prospects
You must know how to qualify prospects. You may reach out to an ICP with
a great POE and CTA, but if you do not
know how to qualify your prospects, how
will you know whether they are truly
potential customers? If you fail to create
criteria for assessing their viability, you
will end up with suspects rather than
prospects. What qualification process and
criteria will you use? What questions will
you need to ask yourself? What information do you need to know about your
prospects? You will either learn that information from the outside (i.e., through
customer research), or you will hear it
directly from potential customers by talking with them. These are two great ways to
qualify prospects.
7. Know your measurements of success
How are you going to measure success
in your pipeline? I am not talking about
measuring for the sake of measuring. I
am talking about determining how you
will know when you have been success-

ful with your work. Know what you are
going to do. For example, I know that
if I identify 100 leads, I will get three or
four customers in the end. Additionally,
I know that if I get 50 prospects to Step
#10, I will have…. Knowing your success
measures will help you to determine if
your prospecting process is working and
how well it is working.
8. Block your calendar
Avoid thinking that you will be able
to execute a prospecting plan without
blocking your calendar. You will not.
Success does not happen without
blocking time to do the work. Stuff gets
in the way. What do I mean by “blocking your calendar”? I am referring to
scheduling an exact block of time in
your calendar that is designated for
making outbound calls only. This time
is reserved for engaging with prospects,
not preparing to prospect. It does not
include taking time to uncover leads
or to research prospects and leads. It is
the time that you will spend engaging
in conversations with prospects in one
form or another.
9. Confidence factor
Success really comes down to building
confidence. Confidence is what determines the outcomes that you create.
If you believe in the ways that you can
help people whom you call, then calling
them becomes your responsibility. Yes,
your call will interrupt them, but you
will gladly interrupt them because you
know that you can help them. You may
have to reach out to them five, 10, or
15 times. However, you are going to do
so because you know that you can help
them. When you help people, you are
going to help them achieve some of the
outcomes that you have helped other
customers to achieve. n
Mark Hunter, of The Sales Hunter sales
motivation blog, is the author of “High-Profit
Prospecting: Powerful Strategies to Find the
Best Leads and Drive Breakthrough Sales
Results.”

n Present more targeted choices – You
might think that the best way to increase
sales is to offer MORE products online. But
that isn’t necessarily true – at least not at
first. Greater variety can create increased
buyer indecision, which could lead to lost
sales. When creating or updating your e-commerce site, consider designing your product
pages in ways that guide your customers on
a journey. That could mean positioning your
products in narrow categories or placing more
emphasis on fewer products. Your goal is to
make it easy for customers to find exactly
what they are looking for.
n Offer in-store pickup services – Orders
from customers who buy goods online and
then pick them up at the store have more
than doubled since the pandemic began.
In-store pick up allows shoppers to get what
they need, while avoiding shipping delays
and potential virus exposure. Adding this option is easy and can help increase your online
sales. Going a step further and offering curbside pickup, if you can, only elevates the level
of service you can provide to your customers.
The bottom line: The pandemic has given
buyers a new reason to shop online. If you’re
not meeting your potential customers where
they are and where they want to purchase,
you’re missing out. Providing a satisfying
online experience can bring customers back
to make additional purchases from your business. 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

Do These Fears Hinder Trust
In Your Organization?

How To Be No. 1 On Google
By Optimizing Your LinkedIn Presence

I always say that if you’re not moving ahead,
you’re falling behind.
Why? Because the business world is always
innovating. However, a problem exists in
most organizations. Overall, they still base
their structures on the traditional hierarchies
of the industrial revolution.
Back then, owners hired “hands” to work
for them. “Bosses” required little more than
physical labor from the “workers.” As mass
production and technology improved, “bosses” learned that they increasingly needed to
hire additional “brainpower.”
The worker was now involved in decisionmaking processes. This change in the role
of many workers continued throughout the
second half of the 20th century. “Progress”
brought significant changes to the business
environment, which greatly influenced the
way companies operate today. Over time,
though, they were forced to take drastic
measures to survive, which included mergers,
acquisitions, and layoffs.
Particularly in the last two decades, the pace
of change has become exponential, which
has required many organizations to make up
new rules as they played the game.
Change, change, change! All the changes
had a disconcerting impact—at every level—
on the people who worked for these companies. However, the employer/employee,
leader/follower paradigm continues as the
dominant structure in business.
Such a structure creates mistrust rooted in a
fear of the unknown.
Fears associated with mistrust in the workplace include:
n Not telling us everything
n Not caring about us
n “This too will pass” attitude
n Career in jeopardy
n Cannot make a difference
n They’re out of touch
n Changes are unnecessary
Do whatever you can to discover if these
fears are present in your company. If they
are, find ways to dispel them. Doing so will
unify your team and lead you to greater success. 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.

If you search “LinkedIn expert, St.
Louis” or “LinkedIn trainer, St. Louis” on
Google, I show up first in search results.
That’s not because I spend the most money
on Google advertising. (I don’t spend any!)
I show up highest because I have learned
that if you maximize your LinkedIn presence, Google will score you higher for what
you do or what your company sells.
Here’s how you can do the same:
n Visit RecruitmentGeek.com. Click
“LinkedIn X-ray Search Tool.”
n Type in your job title + St. Louis (“Tax
Attorney, St. Louis”) or type the service
that you offer + St. Louis (“Copying, St.
Louis”) into its Google search box. See if
you show up in its LinkedIn public profile
search results. The people listed highest
have the most LinkedIn connections, the
most job entries mentioning relevant titles
like “Tax Attorney,” or have the most endorsements for skills like “Tax Accounting”

or “Copying.”
n Study the listed profiles to determine
why people score high. Use similar wording that they have used in your profile’s
About summary or experience section.
Add similar skills into your Skills section.
Also grow your network and be more active on LinkedIn.
By studying your competitors, you can
learn how to improve your LinkedIn pres-

ence, and within weeks of your efforts,
Google will start scoring you higher in its
search results. Try it! n
Kathy Bernard (kathy@wiseru.com), CEO
of WiserU.com, is a St. Louis-based LinkedIn expert/trainer who equips businesses to
maximize LinkedIn for sales, marketing, or
fundraising.

building inner strength
by Dr. Deb Carlin

The Journey Of Dreams To Your Best
There is no such thing as time not well
spent while you daydream or night dream.
Our night dreams, as Sigmund Freud
described them, were a time to experience solutions without the distractions of
the waking world. Eyes closed, darkness,
silence, full body comfort in a position
of repose is all the ideal. And yet, we so
often do not recall those dreams – but we
can, it just requires conscious effort.
Try this -- sleep with a journal within
reach and a pencil with which to scribble
notes, thoughts which you know are fleeting. Upon arising, collect your memories
and make sense from the discovery of
what might seem un-interpretable but
actually is interpretable and highly useful.
It requires a discipline, a regular routine
practice of paying attention and doing it
daily. You will find yourself realizing solutions to issues if you do this. Guaranteed.
Our day dreams, the dreamy state that
happens while we gaze off into space is
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very much conscious and highly productive. Research is replete with studies that
reveal the positive impact of what I call
“the drift” aka daydreaming. Why? It is a
time that the mind calls for to escape the
stress of the moment, the day, the situation. When the consciously directed mind
is tired, it craves escape – a break, a nap, a
change of view, a physiological shift. The
most relaxing and instantaneous thing we
can do is to sit in stillness and allow the
mind to enter a Theta brainwave state. In
this state, you are meditative, relaxed, and
open to new ideas. For more information
about how to learn about your brain and
the waves it travels across, visit Google and
search Neuroscience and Brain Waves.
And in the meantime, allow your daily
drifts, keep that paper and pencil nearby
and capture your visions…allowing them
to guide to your best intuitive pathway.
Enable the night dream exercises laid out
for you herein.

Seriously, you always
know what to do; you
need to give yourself time to actually see
it and feel it and then do it. In Build the
Strength Within (2014), I share the phenomenal practices and productivity secrets
of Leonardo Di Ser Piero Da Vinci. Brilliant how he actualized his very best! You
can too. n
Dr Deb Carlin, President of Partners In Excellence LLC and presiding over the Missouri
Venture Forum (MVF). Awarded numerous accolades given her leadership, authoring, speaking, and teaching, she holds a MS in Statistical
Analysis & Research Methodology alongside
a PhD in psychology, both from Saint Louis
University. Teaching people how to Build the
Strength Within through a Blueprint for their
life using the credible foundations of mind body
medicine. For additional information about
learning to control your mind and reach your
desires, visit www.drdebcarlin.com
.
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CYBER SECURITY INTELLIGENCE
by DAVID WREN

no sweat public speaking
by fred miller

Virtual Video Meeting Tip:
You

The Dark Web: Part II
Threat Actors On The Dark Web

I

n last month’s issue of SBM, I introduced the concept of the dark web,
how to access it, and why ominous
and illicit activity takes place in this dark
cyberspace. In this article, we will focus
on threat actors and some of their motivations.
First, multiple types of threat actors
exist and reflect a variety of motivations.
Here are the most popular and active
types:
Organized Crime – These are common criminals as well as the new mafia.
Criminal organizations have been quick
to adapt from traditional crimes such as
bank robbery, kidnapping, extortion, and
manipulation to digital equivalents such
as ransomware, business email compromise, and data theft—which happen to
a far greater degree in the digital world.
The proliferation of this activity is due to
relatively lower risk. Criminal organizations hide their activity through encrypted
channels on the dark web and can launder financial gains to overseas accounts
and digital currency.
State Actors and Advanced Persistent
Threats (APTs) – Nation states around
the world are engaged in cyber warfare,
and your laptop, desktop and personal
devices are the new battleground. State
actors possess government and organizational resources that provide a high level
of skills and tools without the need for
immediate financial gain. Their motivations are typically to disrupt the political,
military, economic and commercial infrastructure of a targeted country. Tracking
such activity is very difficult, and many
nation states often emulate other states to
hide their activity and further cover their
tracks. Other motivations include theft
of intellectual property, financial market
manipulation and financial gain.
Insider Threats - Commonly, the human element of the computing world is
known as the weakest link when it comes
to security threat vectors. Insider threats
are generally categorized as either intenWWW.SBMON.COM

tional with malice
or unintentional
without malice. The
latter includes cases
in which an employee accidently emails
a file to a wrong
recipient and unintentionally discloses
data or clicks on a
malicious email and
falls victim to stolen
passwords and data
or a misconfigured
networking device.
The former—intentional with malice-may take the form
of a disgruntled employee who wishes to
cause harm or one who has been recruited
by organized crime, a nation state, or a
competitor to steal intellectual property.
Hacktivist – This category of threat
actor is on a mission, driven by political,
environmental or ideological conviction.
These actors communicate and organize
in stealth mode. However, the intended
outcome is to draw attention to their
cause. They generally will call out a person, issue, or organization for positive or
negative consequence. In general, hacktivist activity increases during presidential
election years, natural catastrophes, and
man-made disasters.
The Lone Wolf – Lone wolves are commonly individual actors who hack into
other people’s “stuff.” This group is usually not highly motivated and is generally
opportunistic. There have been a couple
of local cases where teenagers accessed
the dark web and bought a DDOS attack
against his school to bring the network
down to avoid an online test. This is not
to say that lone wolves are a trivial threat.
There have been cases in which expert IT
professionals hacked into organizations or
company systems, or developed malware
causing millions of dollars in damages for
no apparent reasons.

Understanding adversaries and their
motivations is important while developing
or improving your information security
strategy. While common solutions exist
that can prevent and protect your environment from each of these threat actors,
specific targeted solutions exist for a
couple of these categories, which should
be deployed in your organization if you
are targeted.
The best way to assess your organization’s overall security posture is to hire
a firm to hack into your environment.
Commonly referred to as ethical hackers,
we hack into organizations to find the
security gaps and develop strategic plans
to protect against those threats, including
a security and risk assessment with actionable deliverables to elevate your organization’s overall security posture.
Monitoring your threat vectors, educating your staff, and constantly testing your
defenses will build a fortress around your
data, employees and organization--making
you a hardened target.
In next months’ issue, we will cover the
marketplace on the dark web. n
David Wren, CISM is President of Network
Technology Partners, a regional Cyber Security
Intelligence firm headquartered in St. Louis,
MO. He can be reached at dwren@ntp-inc.
com

When it comes to virtual video meetings,
your face is the first thing others see.
Some tips:
n Position yourself so the camera captures
you from mid-chest up and shows your
entire face.
n Look directly into the camera. Doing so
gives the impression that you are engaged.
n Position the camera to avoid cutting off
the top of your head, showing your nostrils
from below, or stretching and looking up
because of camera position.
n Lighting is critical. Use lighting to highlight your face in the way that you want to
be seen.
Showing Up Means Dressing Up!
n Treat virtual meetings the same way as
in-person meetings. Look professional and
be seen how you want to be remembered.
n Avoid fancy print shirts, wild ties, or
flashy bling. They are distractions that
divert the audience’s attention from your
message.
Your Facial Expressions say a LOT
n We believe what we see. Nonverbal
communication is both voluntary and
involuntary. If you “roll your eyes” when
you see or hear something with which you
disagree, you will convey that message to
others.
n Look attentive. Nodding in agreement
or shaking your head side-to-side shows
that you are listening to what the speaker
is saying. Your face will also show shock,
disagreement, and disbelief. Everyone who
is present will be “reading” your face. Your
facial expressions provide them with valuable feedback.
The BIG Takeaway Tip: Nonverbal communication surpasses verbal communication when it comes to believeability. People
believe what they see.
Use these suggestions when attending
your next virtual video meeting and I guarantee it will be absolutely, positively – NO
SWEAT! n
Fred Miller (fred@NoSweatPublicSpeaking.com) is a
Speaker, International Coach
and Author. Businesses and
individuals hire him to improve
their public speaking and
presentaiton skills.
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CULTURECentric leadership
by JONATHAN JONES

A Culture Of Discipline
In Turbulent Times
Organizations that survive and even thrive
during times of adversity usually have a
culture of discipline. This culture of discipline is evident before a crisis and helps
them to survive challenges when others
fail.
Discipline is needed in cultures now--even
more than it has in less turbulent times.
Expect significant challenges in the coming year. The virus that started this 2020
pandemic was named COVID-19 because it
was identified in 2019. It will continue to
effect us in 2020 and have lasting effects
into 2021 and beyond. I would encourage
you to accept that life will not go back to
normal. There will not be a “new normal,”
but whatever is “normal” will evolve--just
as it has done after every major crisis in the
past.
The economic and cultural impact of
COVID-19 will cause turbulence in 2020.
Some will be good, and some will be bad.
Lead your culture through a disciplined
methodology. Start by assessing where
you are now.
Reassess your priorities. Focus on what you
can control. Keep focused on your longterm strategic goals and safety (physical,
psychological, and financial). Communicate
your objectives to all team members.
Maintain your core disciplines, whether
they are standard processes, weekly
scorecards, or quarterly strategic executive
meetings. Continue what has worked in the
past. Stop doing what does not work.
Commit to a disciplined change-management process. Changes should be made
to adjust to the challenges we are facing.
Without a standard change-management
methodology, positive changes will be forgotten, and bad habits could creep into the
culture from a lack of discipline.
Finally, when you make a commitment,
keep it. Expect everyone else to do the
same. As the leaders of your culture,
everyone looks to you to lead and to be
disciplined. 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

How a Young CEO Drove Massive Growth
at His Language Learning Company

H

ere’s the story of a young business
school graduate who, in six short
years, turned a $10 million family
business into a $250 million, publiclytraded behemoth.
His name is Tom Adams, and the company is Rosetta Stone.
Adams was fresh out of business school,
with no CEO experience, when Rosetta
Stone hired him to run the company in
February 2003.
In April 2009, Adams took Rosetta
Stone public at a time when few had the
guts to try. This was during the depths
of the Great Recession. At the time of its
initial public offering, Rosetta Stone was
only the fourth company that year to go
public on a US stock exchange.
Tom Adams led Rosetta Stone to
increase revenue by more than 25x in
six years, and he raised more than $112
million in the initial public offering. How
did he do it?
“We repositioned,” he told Chief Executive magazine in 2009.
That’s CEO-speak for, “We changed
how we market the company.”
The centerpiece of that marketing was
the “Hardworking Farm Boy” ad -- a print
piece that ran in magazines around the
country for four years.
The ad is a masterpiece, and it reveals
valuable marketing lessons for anyone
who wants to attract more leads, keep
them tuned in, and inspire them to act.
I don’t have the space in this column
to dissect the ad (but you can learn the
lessons in a free webinar here at MasterpieceAd.com).
In this column, I will l focus on one
critical detail that helped the ad to fuel
Rosetta Stone’s growth:
In every version of the ad, the coupon
or website link had a unique code. For example, the ad in one magazine might say,
“Visit RosettaStone.com/os633” and the
ad in another magazine might send them
to RosettaStone.com/pm742. Or the ads
might have a coupon code that varied,
depending on where it ran.
In the interview with Chief Executive,
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Adams explained what this tracking accomplished for Rosetta Stone:
“We made advertising accountable.
Our approach is to run ads with a call to
action....That way we can determine the
ROI of an ad at a certain time on a certain channel or in a particular magazine.”
Two huge ideas here, and you don’t
have to be a giant corporation to apply
them:
1. Include a call-to-action in your advertising.
2. Track the action so you can measure
ROI.
By calling for action, Rosetta Stone
drove more sales.
Rather than just “building its brand,”
Rosetta Stone encouraged prospects to
buy now. And buy they did.
But those calls to action worked better
in some publications than others.
Instead of guessing which publications

generated more sales, Rosetta Stone knew
which worked well and which didn’t
because of the tracking codes.
So the company could invest in publications that yielded good returns and divest
from ones that didn’t. That meant more
profit-generating ad spends and fewer
money-wasting ad spends.
That’s a smart formula whether you run
a multi-million dollar public corporation
or a small, local business.
It boils down to this:
Ask prospects to buy and track where
buyers come from.
Guess less. Know more. Grow. n
Tom Ruwitch is the founder and CEO of
Story Power Marketing, which helps businesses
create and deliver powerful stories to attract
leads, keep them tuned in, and inspire them to
act. To discover more valuable lessons from the
Rosetta Stone “Farm Boy” ad, visit MasterpieceAd.com
WWW.SBMON.COM

futureology
by JEREMY NULIK

financial fitness
by karen stern

How Small Businesses Can
Combat Fraud Risks

No Futurists in Foxholes
In Moving Past Survival, Institutionalizing Imagination Is Indispensable

F

or this simulation, you can still
imagine that you are you. But
instead of now, the year is 1916.
And, instead of a mobile device, you are
holding a rifle with bayonet. Instead of
your home office, you are crouched low
in a trench in Northern Belgium. About
100 yards to the East, your enemy is doing
the same exact thing – hunched over and
staring forward. Both you and your enemy
dare not leave the seeming safety of the
hole. And so, you sit.
This posture should be familiar to
you. During our crises, leadership of our
structures, our policies, our companies
and communities are prone to a collective
survival mode. Survival mode looks like
this: everything is urgent; no one can help
you; decisions are reactions; everything is
risky; good enough is good enough.
Given the present-day stress on families
and communities, this survival mode is
understandable. The issue is that, for
leaders, there is little hope for change if
you are resigned to entrenchment. To
shift the collective consciousness of your
stakeholders, you can embrace a common
futurist practice. If you can – even for a
week – do this for yourself, you can begin
to see possibilities that are not so hopeless
as a trench. This technique is inspired by
the archetypal scenarios of futurist Andy
Hines at the University of Houston.
1. Write a story about what the future
looks like ten years from now.
That trench story, the inevitable, is
what you are going for here. Based on all
of the assumptions and knowledge you
have, write the story of your organization/
community ten years from now. Then
make a note of as many assumptions as
you can identify. Examples: Growth of
your industry, increase in viral pandemics.
This story is your baseline vision.
2. Rewrite two assumptions.
Take at least two of the assumptions you
made about the future and reverse them.
The simplest form of this is to convert an
increase to a decrease or vice versa. So, if
one of your assumptions is that “housing

WWW.SBMON.COM

prices increase,” then reverse it to “housing prices decrease.”
3. Rewrite the story.
Using your new assumptions, write an
alternative future for your organization
ten years from now. Make it interesting
or resist the urge to jump to outcomes.
Think through what could have happened
to get you to this state ten years from now.
4. Live into that alternative story.
In this alternate reality, who is most impacted? How likely does this future seem
to you? How plausible does this future
state seem to you?
If you earnestly implement such a practice, you will be actively acknowledging
the existence of alternative futures. That
event on the horizon that seemed an inevitability is only one of multiple possibilities. It is an academic effort to understand
this in abstract. It is a leadership effort to
live into alternative scenarios and gather

insight. In enfranchising your constituents, you can ask yourselves at least these
two questions:
1. What must we be doing now to enable the future we would prefer?
2. What must we be doing now to
reduce the impact of plausible futures we
do not prefer?
On this basis, you can begin an actionoriented strategic plan with other stakeholders. The foundation of your plan will
be from a position of very intentional
imaginative work about the kinds of
worlds we could see. You can begin to
institutionalize imagination as a critical competency for facing what will be a
world of increased uncertainty.
Note: The headline is a phrase from author
and futurist Peter Scoblic. n
Jeremy Nulik (jeremy@bigwidesky.com) is evangelist prime at bigwidesky, a human business
consultancy, in St. Louis, Mo.

Small business employees are currently
facing intense personal and professional
pressures. Some employees have received reduced hours and pay, furloughs
or layoffs, and many household incomes
are down, adding new and unforeseen
personal and professional pressures on
employees. Such pressures are one of
three components generally present for
occupational fraud to occur, along with
opportunity and rationalization. The presence of these factors may increase during
periods of economic hardship, according to
the Association of Certified Fraud Examiners (ACFE).
Although organizations of all sizes face
the risk of fraud schemes, certain fraud
risks are more likely to occur in small businesses. Billing and payroll fraud schemes
occur at almost twice the rate, and check
and payment tampering are four times
more common, according to the ACFE’s
2020 Report to the Nations. According to
the report, small businesses also experience the highest median revenue loss of
$150,000.
Small businesses experience unique
challenges in combatting occupational
fraud, including limited resources, lack of
fraud risk awareness and too much trust
in employees. These challenges can be
compounded during times of increased
economic uncertainty.
Opportunities exist for small businesses
to stay diligent in their fight against fraud,
increase their protection and reduce fraud
losses. Some measures require only a
small investment of resources and could
help improve the anti-fraud environment
of a small business. These include:
n Adopting a code of conduct and an
anti-fraud policy
n Asking managers to review the work of
their subordinates
n Conducting targeted anti-fraud training
for employees and managers
n Establishing a fraud-reporting process,
such as a fraud hotline
Looking outside of your small business for
objective, independent advice can further
protect your business and stakeholders.
To discuss a fraud prevention and detection strategy for your business, contact
Ron Steinkamp, Forensic Services Partner
at Brown Smith Wallace, at rsteinkamp@
bswllc.com or 314.983.1238. 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

The New Work Environment, Business Manager 365 Proves Itself
by scott M. lewis

T

he COVID 19 virus has introduced
us to a new world and a unique working environment. Companies are
now reconsidering and reorganizing work
processes and themselves to accommodate
remote workers and maximize productivity
in a distributed environment. Some of the
challenges companies are now trying to address are how employees can communicate
and gain access to data, customer records,
human resources, scheduling, and inventory management. Companies also are struggling with just maintaining work processes
that make sense and are productive for the
company and employees--as well as finding
ways to manage and measure productivity
in this new normal. I have been strategizing software and work processes for this
scenario for almost 20 years, designing a
software package that empowers employees
and companies to operate productively in
this situation. The COVID 19 virus has
put this strategy into an unprecedented,
real-world test.
Business Manager 365 was developed
over the past 20 years to address and wrap
real solutions to real business operational
problems. I think everyone agrees that having great employees is key to any company’s
success. However, organizational success
is also driven by work processes and data
that employees use to operationally run
the organization and provide services and
products to customers. COVID 19 has
proven that operating within the distributed environment is increasingly difficult
without access to data. Or, due to what
I call disassociated data, or data held by
only one employee or information that is
hoarded, which can result in delays and
customer-service issues.
Business Manager 365 was developed to
focus on work process--putting employees
into a management structure as part of
ordinary business operations to collect
data and structure it for immediate availability in all parts of the organization. Data
management and data flow within Business Manager 365 are focused on automatically moving data through the system with
a series of triggers to automate customer
and team needs by putting those data into
workable and manageable work processes.
Aside from organizational work-process
issues, the coronavirus has shown us that
most organizations are not as ready for
catastrophic events as everyone thought.
A lot of other problems have emerged
as areas of possible improvement from a
technological perspective.
n Internet capacity issues: All telecommunication companies tend to oversell the

capacity of
their networks; they do
so to maximize profits
and regain the
cost of development and
maintenance
of the fiber
and copper
networks.
COVID 19
overselling
the capacity
of the systems
has proven
to have an
impact on the ability of employees to work
from home, with slow Internet response,
drops and choppiness when using high
bandwidth resources such as video conferencing.
n Security: Data are emerging that show
an increase in virus, malware and ransomware virus spreads. Additional data reveal
that, in some cases, corporate networks
have been compromised through employees’ home systems. Home networks are
notoriously less secure than corporate
networks, which is increasing opportunities
for corporate networks to be virus-infected
due to lack of filtering and protections
coming through employees’ work portals. Or, due to employees working from
home, the culture of security has dropped,
and employees are leaving workstations
unlocked and logged in to work networks,
providing easy access to people who
shouldn’t have it.
n Lack of collaboration software: This
is an area in which Business Manager 365
can fill the gaps. The software includes
a fully integrated database with scheduling, parts, and inventory management;
time and attendance tracking; document
management; and escalation processes all
built into the system. The goal was to put
employees (regardless of role or responsibility) into work and data-flow processes, with
data managed by a single piece of software.
This statement doesn’t mean that integration with other software packages is a bad
thing, because it isn’t. Business Manager is
not accounting software. Still, the software
does integrate with QuickBooks Pro via a
bi-directional API interface. However, the
theory behind Business Manager 365 is to
minimize the necessity for employees to
transition from one software package to
another to do their jobs effectively. Business Manager 365 limits brain drain and
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has worked with hundreds of large and small
businesses to empower them to use technology
to improve work processes, increase productivity,
and reduce costs. Scott has designed thousands
of systems for large, medium, and small companies, and 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 call 877-3798279.

workflow management, and collects all the
operational and customer information you
need to operate your business successfully.
Business Manager 365 has its roots
in managing service-based businesses.
Service-based businesses rely on customer
communications, CRM tools, customer
history, contract management, scheduling,
time management, and parts and inventory management. Control of a naturally
distributed workforce and a highly mobile
workforce can be tricky propositions when
it comes to collecting customer time and
translating these activities into billable
hours. COVID 19 has forced internal staffing into a remote workforce, and Business
Manager 365 has proven to transition and
manage those processes productively and
effectively.
COVID 19 has indeed shown
many weaknesses in the world of
technology, including our ability to
serve as remote or mobile workers. Fortunately, in our client base,
transitions have been smooth with
little impact on our clients or their
clients. One of our objectives has
always been to design systems that,
by default, have a high degree of
flexibility for end-users to work in
traditional office settings or on the
run. The methodology has now
shown itself to work with a high
degree of success and has provided
our clients with a flexible, high-performing system with which to serve
their clients. n
Scott Lewis is the President and CEO
of Winning Technologies Group of
Companies, which includes Liberty One
Software. Scott has more than 36 years
of experience in the technology industry
and is a nationally recognized speaker
and author on technology subjects. Scott
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Best Attorneys
Attorneys have always been known as
one of the best advisors for growing
businesses. 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

Jim Borchers, InNovare Law

636.946.3030
innovarelaw.com

•

320 N. 5th St.
St. Charles, MO 63301

Emily Cantwell,
Lathrop GPM
Brad Crandall,
Affinity Law Group, LLC
Jennifer Davis,
Greensfelder
Steve Drapekin,
Lewis Rice
Julie Devine,
Lashly & Baer, P.C.
Heidi Dodd,
Harter, Larson & Dodd
Tom Durphy, Shands,
Elbert, Gianoulakis & Giljum, LLP

314.613.2800
lathropgpm.com

•

7701 Forsyth Blvd., #500
Clayton, MO 63105

314,872,3333
affinitylawgrp.com

•

1610 Des Peres Rd., #100
St. Louis, MO 63131

314.241.9090
greensfelder.com

•

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

314.444.7600
lewisrice.com

•

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

314.621.2939
lashlybaer.com

•

714 Locust St.
St. Louis, MO 63101

618.235.6335
harterlarsondodd.com

•

723 Insight Ave., #100
O’Fallon, IL 62269

314.241.3963
shandselbert.com

•

1 N. Brentwood Blvd.
Clayton, MO 63105

Steve Drapekin,
Lewis Rice

314.444.7600
lewisrice.com

•

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

Mark Dunn, Dunn and Miller P.C.

314.786.1200
dunnandmiller.com

•

13321 N. Outer 40 Rd., #100
Town and Country, MO 63017

Bob Guest,
Affinity Law Group, LLC

314.872,3333
affinitylawgrp.com

•

1610 Des Peres Rd., #100
St. Louis, MO 63131

Mark Hillis,
Carmody MacDonald, P.C.
John Kilo, Kilo, Flynn, Billingsley,
Trame & Brown, P.C.
John Kilper,
Hamilton Weber
John Nations,
Evans & Dixon
Donald O’Keefe,
Gausnell, O’Keefe & Thomas

314.854.8600
carmondymacdonald.com

•

120 S. Central Ave., #1800
St. Louis, MO 63105

314.647.8910
kiloflynn.com

•

5840 Oakland Ave.
St. Louis, MO 63110

636.947.4700
hamiltonweber.com

•

200 North Third Street
St. Charles, MO 63301

314.621.7755
evans-dixon.com

•

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

314.257.9800
gotlawstl.com

•

701 Market St., #200
St. Louis, MO 63101

Rob Pennell,
Robert Grant Pennell, LLC

314.863.1555
rgp-law.com

•

Jennifer Piper,
Reinker, Hamilton & Piper LLC
Vincent Reese,
Mickes O’Toole
Brian Sabin,
Capes Sokol
Josh Schumacher,
HeplerBroom Law Firm

314.333.4140
rhplawfirm.com

•

2016 S. Big Bend Blvd.
St. Louis, MO 63117

314.878.5600
mickesotoole.com

•

12444 Powerscourt Dr., #400
St. Louis, MO 63131

314.721,7701
capessokol.com

•

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

314.241.6160
heplerbroom.com

•

211 N. Broadway, #2700
St. Louis, MO 63102

Michael Silver,
Husch Blackwell
Dave Spewak, Berger,
Cohen & Brandt L.C.
Joseph Walsh,
Harness Dickey
Elizabeth Warren,
Polsinelli

314.480.1500
huschblackwell.com

•

190 Carondelet Plaza, #600
St. Louis, MO 63105

314.721.7272
bcdblawlc.com

•

8000 Maryland Ave., #1500
Clayton, MO 63105

314.726.7500
hdp.com

•

7700 Bonhomme, #400
Clayton, MO 63105

314.889.8000
polsinelli.com

•

100 S. 4th St., #100
St. Louis, Mo 63102

Lawrence (Bud) Wittels,
The Enterprise Law Group
Christine Zych,
Dovetail Estate Planning

314.282.8730
theenterpriselawgroup.com

•

8151 Clayton Rd., #201
Clayton, MO 63117

314.720.0170
dovetailestateplanning.com

654 Office Parkway
Creve Coeur, MO 63141
WWW.SBMON.COM

Congratulations!
Partner Emily Cantwell was named one of the top attorneys in St. Louis by
Small Business Monthly in its 2020 list of Best Attorneys. Congratulations, Emily,
on this well-deserved recognition.
Working together, we build exciting futures.
Emily Cantwell
314.613.2834
emily.cantwell@lathropgpm.com
lathropgpm.com
This is an advertisement. The choice of a lawyer is an important decision and should not be made based solely upon advertisements. Neither the highest state courts nor state bar associations review, recognize, or approve
certifying organizations, certiﬁcations of specialties or specialist designations in the practice of law. The certiﬁcate, award or recognition is not a requirement to practice law. Lathrop GPM LLP, 7701 Forsyth Boulevard, Suite
500, Clayton, MO 63105. For more information, contact Bennett Keller at 314.613.2800
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Class of STL’s Best Attorneys
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is exemplary.
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www.hamiltonweber.com
636.947.4700

The choice of a lawyer is an important decision and should not be based solely upon advertisements.
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Best Health
Insurance Brokers/
Agents
When it comes to benefits, nothing is
more imporant than health coverage. The
following firms were voted Top Health
Insurance Brokers/Agents 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.

COMPANY NAME

CONTACT INFORMATION

Arch Brokerage Inc.

314.849.6363
archbrokerage.com

•

8084 Watson Rd., #100
St. Louis, MO 63119

Beattie & Associates Inc.

636.532.4300
beattieandassociates.com

•

16666 Old Chesterfield Rd.
Chesterfield, MO 63017

CLH Insurance

636.391.0700
clhins.com

•

14288 Manchester Rd.
Manchester, MO 63011

Cornerstone Insurance Group

314.373.2900
721 Emerson Rd., #500
cornerstoneinsurancegroup.com St. Louis, MO 63141

Crawford Butz Insurance

314.752.2500
crawfordbutz.com

•

9700 MacKenzie Rd., #120
St. Louis, MO 63123

Denny & Associates, Inc.

636.887.4700
dtdinsurance.com

•

1022 Peruque Crossing Ct., #B
O’Fallon, MO 63366

Heartland Insurance, LLC

636.477.8700
heartlandinsurance.net

•

2451 Executive Dr., #200
St. Charles, MO 63303

HM Risk

314.746.4700
hmrisk.com

•

8235 Forsyth Blvd., #1200
St. Louis, MO 63105

Hovis & Associates

800.411.0737
hovisandassociates.com

•

998 E. Gannon Dr., #240
Festus, MO 63020

Insurance Advisors of St. Louis

314.842.0960
iastl.com

•

8050 Watson Rd., #190
St. Louis, MO 63119

Kreismann-Bayer Insurance Agency

314.567.3344
kreismannbayer.com

•

652 N. New Ballas Rd.
St. Louis, MO 63141

K. Flynn Insurance Agency

636.528.6363
kflynnins.com

•

112 Professional Parkway
Troy, MO 63379

Lang Insurance

636.229.7000
langinsurance.com

•

3920 S. Old Hwy. 94, #39
St. Charles, MO 63304

Meyer Insurance Services, Inc.

314.631.0900
meyerins.com

•

9312 Tesson Ferry Rd.
St. Louis, MO 63123

Miller & Miller Insurance Agency, Inc. 314.843.3323

miller-millerins.com

•

4651 S. Lindbergh
St. Louis, MO 63127

Naeger Family Insurance

314.802.8841
naegerins.com

•

4657 Hampton Ave.
St. Louis, MO 63109

O’Connor Insurance

314.434.0038

•

12101 Olive Blvd.
St. Louis, MO 63141

•

6825 Clayton Ave.
St. Louis, MO 63139

•

10324 Ladue Rd.
Creve Coeur, MO 63141

•

oconnor-ins.com

Powers Insurance and Risk Management 314.725.1414
powersinsurance.com
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Ruzicka Group Services

314.778.3100
ruzickags.com

St. Louis Benefits Group

636.349.0401
stlbenefits.com

106 Brook
Fenton, MO 63026

The Bremer Group

314.725.2700
bremerbenefits.com

8000 Bonhomme Ave., #213
St. Louis, MO 63105

The ECCHIC Group

314.997.8865
ecchic.com

11704 Lackland Industrial Dr.
St. Louis, MO 63146

WWW.SBMON.COM
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Call us for a free, no obligation, appointment
to review your current policy and premium.

Call 314-849-6363!
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“See It Big...Keep It Simple”
Group Beneﬁts &
Medicare Specialists
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FEATURE STORY

Happy Employees Don’t Just Happen
Here’s How to Create Them—and Why It’s Even More Vital Now
by Bob Boelkes
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FEATURE STORY

H

appy employees are the best kind.
They work hard, keep customers
loyal, and stick around to help
your organization accomplish its mission.
You definitely want them on your team.
This is true in the best of times, yes, but
also in the worst of times. And right
now—just a few months into a deeply
disrupted work environment, in the
midst of a shaky economy, with anxiety
running rampant—is not the time to slack
off on making your people happy.
Some leaders may think building a
happiness-generating culture isn’t a priority now. After all, a lot of companies are
in survival mode. They’re just trying to
keep the doors open and meet payroll.
This could tempt leaders to think that
employees are lucky to have a job at all.
If so, this is short-sighted thinking. It’s
more important than ever for employees
to know you care about their happiness.
It won’t just happen. You need to get
intentional about it.
Companies need super-motivated,
super-engaged employees to ensure that
they survive this rocky period. The craziness of the current situation should cue
leaders to double-down on their efforts
to make employees happy. People are still
anxious. They are also paying attention
to how leaders behave right now. When
you focus on building an environment
where employees feel safe, comfortable,
and empowered—happy, in other words—
they’ll do a great job for you. And you’ll
be able to retain them when things pick
up again.
Read on for some tactics to keep employees happy and motivated.
Be especially present for employees
in times of trouble. Garry Ridge, chairman and CEO of the WD-40 Company,
says, “When we were going through the
global financial crisis in 2008, I observed
people in the company as I’d wander
around this office or any of our other
offices around the world. People were
asking me more often, ‘How are you?’
It dawned on me—they weren’t asking
me how I was; they were asking me how
they were, through me. Now my answer
to them could have been, ‘Oh, things
are…ugh,’ or, ‘Hey, let’s not waste a good
crisis. We’re going to get through this.
This, too, will end.’ I realized they were
looking to me, in their time of uncertainty and fear, to give them that little bit of
security to carry them through. Leaders
need to make sure in times of war, and
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in times of trouble, they are visible.”
Add to their positive. (Certainly
don’t make things worse.) Treat your
team with respect at all times. This
means no bullying, humiliating, threatening, or other toxic behavior. Garry Ridge
put it this way: “The Dalai Lama says,
‘Our purpose in life is to make people
happy. If we can’t make them happy, at
least don’t hurt them.’ Our purpose as
a leader is to help people engage and
enable, NOT to hurt them. We want to
apply to their positive, not to their negative.”
Find what makes them each tick.
Make it part of your job to have a clear
understanding of where employees are
in their lives. Talk with them about their
families, their desires, and their personal
goals. Ask them what they love best
about their current
job and what they
would like to change,
if anything. This is
the most important
job any manager has
to do: to understand
what your organization needs to accomplish and then find
a way to do it in a
way that aligns with each team member’s
personal motivations and desires.
Donald Stamets, general manager for
the Flagship Solage, an Auberge resort,
agrees. “You can’t do blanket leadership.
Take the 1,100 employees I have. I can’t
treat them all the same…Sometimes
people are excited and motivated by
money. Sometimes they’re competitive.
Sometimes it’s strong discipline. People
are motivated by different things, so
an individualized approach is how I’ve
become so successful.”
Show them you care by helping them
perform. Reinhold Preik, retired founder and CEO emeritus of Chemcraft
International, says people care about
paychecks, but what they most want is a
workplace that supports them and helps
them feel good about their work. “Pay is
important, but it’s not that important
in the sense that people will leave you to
go somewhere else,” he says. “They will
realize, wherever they go, it still comes
down to their performance. If you, as a
leader, help them perform, then they are
going to be happy themselves. Their selfworth is going to be there. If people have
self-worth, they are going to be happy. If

they are working in a place where they
don’t feel self-worth, they don’t feel the
company really cares who they are…‘they
don’t really care what I am doing, I’m
just punching the clock, I’m going home
and nobody even knows I’m here’…then
their attitude is going to be completely
different.”
Do all you can to help “problem”
employees. Sometimes a problem employee just needs some extra guidance.
Meet with them and explore the issues
they’re having. Find out what they do
not like about their current role. Ask
them what they liked about the jobs they
had before. If they could do anything
else, what would that be? Where do they
hope to be in the future? When you
show them you sincerely care about their
well-being, they will usually be very honest with you. You
may be able to find
them a role within
your company that’s
a better fit. Or you
may need to put an
underperforming
employee on a developmental program.
Or you may need to
manage the employee
out of the business. If this is the case, do
your best to help them identify something better outside of the organization.
Leverage your company’s values as a
protective shield. “Make sure the values
in the organization are put around
people as a protective shield,” says Garry
Ridge. “Values are there to protect the
people within it and enable them to
make decisions. Our #1 value at WD-40
is we value doing the right thing. Now
immediately, that puts a protective shield
around people because they can freely
ask a question: ‘Is that the right thing
to do?’ The #2 value is we value creating
positive, lasting memories in all of our
relationships. So, if we’re in a meeting
where there is depressive, aggressive
behavior that’s uncalled for, instead of
saying, ‘You’re acting like a jerk,’ I can
say, ‘I’m not sure whether that’s going to
be a really positive, lasting memory when
we leave here. Maybe we can approach
that a different way.’ When you get a set
of values that puts this ‘playground’ or
this ‘shield’ around people, it says, ‘I can
play here and I can be safe’ because they
want to be safe.”
Say “thank you” regularly. One of

the best ways to motivate anyone is to
express gratitude. It’s amazing what the
simple act of saying thank you can do to
get people aligned and make incredible
things happen. When you, as a manager
or teammate, appreciate hard work and
you express gratitude when it’s due, you
will likely have a far greater impact on
those around you. The recipients of your
appreciation will most likely be inspired
to put forth an even greater effort to
ensure they will be thanked again.
Make team members feel like they
belong. “We all know how terrible it
feels when we don’t think we belong
anywhere, when we feel lost, lonely,” says
Garry Ridge. “Think of all those words
that are really bad, about bad feelings:
lost, lonely, unappreciated, all of that.
That’s how people feel when they don’t
belong. But when you belong—hey, you
are welcome here; hey, you make a difference here; hey, we can help you be better
here—people want to come to work.”
Encourage healthy interactions and
camaraderie between team members at
work. Organize team-building activities,
set goals that everyone can reach for together, and hold celebrations when your
team has a big win. Order fun company
tee shirts and wear them on the same
day.
When employees feel safe and appreciated, they want to do a great job for you.
It’s that simple. Lead with your heart and
they will feel that you care about them.
That’s when the magic—and, yes, the
happiness—happens.
When employees feel safe and appreciated, they want to do a great job for you.
It’s that simple. Lead with your heart and
they will feel that you care about them.
That’s when the magic—and, yes, the
happiness—happens.
Deb Boelkes is the author of The WOW
Factor Workplace: How to Create a Best
Place to Work Culture and Heartfelt Leadership: How to Capture the Top Spot and
Keep on Soaring. She is not just a role model
heartfelt leader; she’s the ultimate authority
on creating best places to work, with 25+
years in Fortune 150 high-tech firms, leading
superstar business development and professional services teams. As an entrepreneur, she has
accelerated advancement for women to senior
leadership. Deb has delighted and inspired
over 1,000 audiences across North America.
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St. Louis’ Best Bosses 2020
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BEST BOSSES

Shaping
the Future
Workforce
WORDS RON AMELN
PHOTOS BILL SAWALICH

F

or many employees, the
difference between a
great job and a horrible
(I dread going) experience
often falls directly on the
boss. A great boss can keep
employees motivated and
inspired to come in each day.
A horrible boss can make
even the most loyal employee
searching for a way out.
This month, we are proud
to present some of the best
bosses and managers in
St. Louis. When we asked
for nominations, we were
searching for managers
who inspire, motivate and
positively challenge their
teams not only to make them
more productive but also
make work more fun.
These are not your average
bosses, they are the best in the
region.
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Tracy Session | Associated Bank
Position: District Manager - I oversee 15 branch
locations in the Metro East and manage the retail
side of the bank. I am responsible for a total of 101
employees.
What led you to your industry?
My grandma, who had a big influence on me, worked
in this industry. I used to visit her at the bank when
I was little, and those experiences made a lasting
impression on me. I also have a great friend whose
career stood out, and she was in banking as well. I
did not really know what I wanted to do right out of
college, but I knew I wanted to make a difference. I
saw that these two ladies in my life did just that and
followed in their footsteps.
Who is your role model and what have you learned
from him/her?
My role model is Shelly Kohrmann, without a doubt.
She was my previous boss for five years. She taught
me that you always need to work on yourself as a
leader--constantly learning and improving your skills.
She taught me and showed me that great leaders influence the energy in the room. Build a strong bench,
empower others, and treat your employees like they
will make a difference, and they will.
What is the best part of your job?
The people. I work with intelligent, passionate, talented people. This makes my job rewarding and fun.
My role also allows me to interact with customers at
all levels, which is a great opportunity to meet, work
with, and serve people from all segments of society.
What is your top tip for leading people?
Step up. Lead by example. Lead with integrity. Employees want their leaders to be ethical. When your
employees believe their leaders have good intentions,
they are more likely to be committed to them.
What is your favorite part of St. Louis?
Forest Park. My Son Kannon, who is four years old,
loves going to the zoo and seeing all the animals and
shows.
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TO TARGETED ADVERTISING, WE CAN GET
YOU THE RESULTS YOU DESIRE.
CHECK US OUT ON SBMON.COM

Congratulations Tracy Session!
Recognized as one of
Small Business Monthly’s
Best Bosses.
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866.536.3222

associatedbank.com
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BEST BOSSES
Rose Thompson | ButcherJoseph & Co.

Kara M. Brostron CLM | Lashly & Baer, P.C.

Position: Chief Operating
Officer

Position: Office Manager

What was your first job?
I was a neighborhood babysitter during grade school. I
walked a group of kids to and
from our school and helped
with after-school care.
What led you to your industry?
When I was a junior in high
school, I started an internship with the NFL franchise,
Saint Louis Rams. I worked
there throughout college and
graduate school in a variety
of team offices, including
ticketing, group sales and
corporate sales. There I first
fell in love with business and
methods for marketing to
customers and engaging their
employees.
What was the smartest thing
your company did in the
past year?
Moving our headquarters to
Ballpark Village last October
has turned out to be one of the smartest decisions we have made and is an extension
of our commitment to investing in our people. Our relocation allowed us to create a
beautiful and expansive space that now accommodates social distancing practices for
our growing staff--in addition to having upgraded technology in our conference room
for more virtual meetings with clients across the country.
Who is your role model and what have you learned from him or her?
It’s a tie between my mother and my sister who is seven years my senior. They are two of
the most determined women and have shown me time and time again that every challenging experience in life gets you one step closer to the best version of yourself.
What’s the best part of your job?
I have worn different hats throughout my career with ButcherJoseph & Co. The results
we deliver for our clients have always had the most meaning for me. Much of our
M&A advisory relates to sales transactions involving employee ownership. These deals
are designed to create retirement wealth for a company’s employees and their families
by transferring ownership to the workers. It’s an absolute privilege to help our clients
develop such meaningful opportunities.
What is your top tip for leading people?
Help your people become the heroes they are capable of becoming. I recently read
Donald Miller’s book Building a StoryBrand, and while the book focuses more on the
ways in which companies can refine the stories they tell customers, the story inside each
company must be authentic. I do not think you can accomplish the latter without genuinely caring about your people and fostering an environment that helps them reach
their potential.

What was your first job?
Immediately after college, I designed junk mail for car dealerships.
What was your worst job?
I updated a chemical catalog for
a radioactive chemical company.
During that time in my life, I
was glowing.
What led you to your current
industry?
Other than attorneys, most leadership staff in the legal industry
seem to happen upon it. Some
have “grown up” in legal firms,
starting as clerks or administrative staff and ultimately acquiring more management responsibilities. Managing a law firm is not something people
generally consider. However, legal is a great industry. In my case, my father is an
attorney, so I was exposed to law firms throughout my life.
What was the smartest thing your company did in the past year?
We stayed up to date on technology and trends, so nothing can stand in our way of
helping clients, particularly as we have unexpectedly shifted to remote working arrangements.
Who is your role model and what have you learned from him or her?
My dad. Working with him on a daily basis has taught me more than he probably
realizes. I have watched him practice law and manage the firm with such a calm
demeanor. I enjoy negotiating, a skill I acquired from him.
What is the best part of your job?
I love that no day is the same, and that keeps me on my toes.
What is your top tip for leading people?
I have two tips. First, be a servant leader. Know how to do the jobs of those whom
you are leading and pitch in when needed. Know your organization and be willing to
fill the gaps. Second, stay educated and knowledgeable. Join a professional association and attend continuing learning opportunities to further your knowledge.
What is your favorite part of St. Louis?
Family and friends.

THE SOURCE FOR BUSINESS OWNERS

SBM

ST. LOUIS

The Source for Business

Owners

ATTEND
MISSOU
RI’S
LARGES
B2B TRA
T
SHOWDE

The Source for

Get to Know St. Louis’

Business Owners

Small
Business
Monthly

The Largest B2B

Trade Show in

St. Louis’ Best

Missouri

Credit Unions

lly Handle Firing
How to Emotiona
s
Close Employee

MARCH 2010

Top Attorneys

The Area’s Best Customer

Service Firms

10 Business Diversity
Superheroes
You Need to Meet

to

SUCCESS

Seth Burgett
president of Yurtopia,
one of St. Louis’ most
innovative, exciting
companies

FACTOR:
Find Out Who’s Got

SBM

ATTE
MISS
ND
LA OU
B2B RGESRI’S
ADTE ST. LOUIS
SHTR
OW

STLO LEA
UISBURN
MOR
SINES
SEXPO
E:
.COM

JANUARY 2010

Play the Social Media
Game to Get Sales

The

Small
Business
Monthly

LEARN
STLOUISB
MORE:
USINESSE
XPO.COM

One of the
Are You Committing
5 Deadly Sins Of Banking?
St. Louis’ Best Places
Hold a Meeting

SBM

ST. LOUIS

Small
Business
Monthly

Got the Guts to
Raise Your Pric
e?

It This Year

Club?rs
d Boys’
n Business Owne
What St.Ol
Louis’ Top Wome

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.

The Source for Business

Owners

Subscribe To
SBM.Subscribe To SBM.
Only $21.50
A Year
Only $21.50 Per Year
http://store.
http://store.sbmon.com
sbmon.com

FEBRUARY 2010

Get the best of St. Louis’ entrepreneurial
insight delivered directly to your desk.
ST. LOUIS SMALL BUSINESS MONTHLY / august 2020 21

WWW.SBMON.COM
 1 year ($21.50)

 2 years ($35.50)

 3 years ($45.50)

Name ____________________________________________________________ Title ______________
Company ____________________________________________________________________________
Address _____________________________________________________________________________
City, ST, Zip __________________________________________________________________________

BEST BOSSES
Traci Porter | CEdge Software Consultants

Alex Dietrich | VIE Media

Position: Chief Operating Officer

Position: Chief Operating Officer

What was your first job?
My first job was at Credit Systems
Incorporated, a MasterCard and Visa
authorization center for merchants. I
authorized credit approvals for customers when they reached a set limit.

What was your first job? 		
My first job was bussing tables at the
Old Spaghetti Factory here in Chesterfield, Missouri. My older brother Justin
(who was a server there at the time) got
me a job right when I turned 16 (2011).
I wound up working there for about ~7
years in total (2018). Looking back on
it now, I met a lot of great people there
and learned a lot of useful managerial
skills - especially in terms of customer
service and training new team members

What was your worst job?
I worked as a programmer for a company that required me to work in a very
small office away from my coworkers.
My office had a desk, table and no
windows and was situated in the back
of the building--next to the bathrooms-while the rest of my team worked up
front. I am a social person so working
far away from co-workers made it difficult for me.
What led you to your industry?
I first got involved with IT when I was working as a secretary for troop support command. The organization offered computer classes, which enabled me to learn how to
develop spreadsheets and databases to help me in my secretarial role. This experience
led to my first real IT job in desktop user support at Mallinckrodt, where I eventually
became a Microsoft exchange administrator.
What was the smartest thing your company did in the past year?
The smartest thing CEdge did in the past year was to consolidate both of our offices.
Working together in one office has significantly improved our communication, collaboration, and ability to stay focused on our targets and goals.
Who is your role model and what have you learned from him or her?
Brenda Newberry, CEO of the Newberry Group. She never let her position or
title inflate her ego, and I always admired how grounded she was. She instilled the
importance of staying humble and always being willing to help others. To quote her
directly, “Stay humble and focused. Seek to add value to others while working toward
your goals.”
What’s the best part of your job?
Interacting with my team. It is very important to have an open-door/open-communication policy with your team in order to collaborate with them. I enjoy being able
to help them figure out solutions to problems. I enjoy watching them grow, flourish, and move on in their careers. An open-door policy helps facilitate this kind of
growth.
What is your top tip for leading people?
Give them the tools to do their job, be available when they have difficulties, and be
a sounding board that allows them to develop solutions on their own without feeling
they are alone. Learn how to balance positive and negative feedback because if you
become too negative, employees lose confidence and their job performance starts to
slip.
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What led you to your industry?
I got my first taste of the industry in
college, looking for some social media
advertising for a video game I created
while working at the aforementioned
Accordion Games. The game was titled
GloGo and it was released on Steam in
(January 2018). We wanted to build up
some hype for it via Facebook Ads, etc.
That was when the CEO of VIE Media (VIE Marketing at the time), Garrett Atkins
reached out to help and his team executed an ad campaign for us. Once the game
studio officially closed up shop, I became a photo/video intern at VIE Media (VIE
Marketing at the time) - now, here we are.
What was the smartest thing your company did in the past year? 			
The smartest thing my company did in the past year was to take a headfirst dive into
the world of automation. I think if you look at the past five years in the industry,
you’ve seen a pretty dramatic shift to using a ton of different applications and tools
to get the most out of your sales and marketing efforts. Before that, people were trying to find that magic, one-size-fits-all software solution. By really honing in on our
automation from the start, and creating efficiency from the ground level, it should
allow us the time to keep discovering new strategies and tools that can help make the
business better for our new and existing clients.
Who is your role model and what have you learned from him/her? 			
As I’ve grown older I realized the answer to this question has always been right in
front of me. I would have to say my role model is my mother, Angela. She is one
of the most dedicated and hardworking individuals I have and will most likely ever
meet. What I’ve learned from her? Everything. However, in regards to my career, she
taught me how to lead, how to stay organized, how to treat others and just through
example for as long as I can remember - how to provide for your family and those you
care about above all else.
What is your top tip for leading people? 				
My top tip for leading people is truly knowing and understanding the work your
team does on a regular basis. And by that, I mean more than just on the surface of
things; I mean the ins and outs of their day-to-day tasks. With that knowledge you
become more than just a boss, you become a member of the team. You become a
trusted source to bounce ideas off of, a place to turn to when questions or issues
arise, and really solidify that common ground between you and your team. To summarize, know how to fully execute/evaluate every task your team is capable of.
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BEST BOSSES
Donna O’Donnell | Affinity Law Group

Becky Ruyle | Influence & Co.

Position: Firm Administrator

Position: Vice President of
Marketing at Influence &
Co., a full-service content
marketing firm that specializes in helping companies
strategize, create, publish,
and distribute content that
accomplishes their business goals.

What led you to your industry?
The journey was not a
straight line. While working
for Centerre at the downtown
location in Operations, I
finished my MBA at night
and enjoyed many roles,
including two assignments to
eliminate my own job. My last
position there was as Director of Training. Next, I was a
full-time mom to four amazing kids. Years later, a small,
local law firm needed a quick
replacement for their bookkeeper, and I agreed to help
through the transition. The
role expanded and I worked
there for 11 years, making the
move to Affinity Law Group
more than four years ago.
What was the smartest thing
your company did in the
past year?
Several years ago, the partners
made the decision to move
our document storage, phone system, and practice management software to a cloud
environment. The transition was difficult but enabled us to quickly and easily make
the unexpected move to a remote work environment in March 2020.
Who is your role model and what have you learned from him or her?
My first role model was Mae Silverberg at First National Bank in St. Charles, where
I worked during college. Mae assigned me to work in every department--from switchboard to teller to audit, then explained how the seemingly unrelated (even minor) tasks
were critical to the bank’s mission. By the time I moved to the downtown location,
I understood banking functions and quickly adjusted to the size. Mae taught me the
importance of seeing the big picture and investing time in the next generation.
What’s the best part of your job?
Building and growing the team is the best part of my job. It’s all about the people.
On my first day with Affinity, partner Bob Guest shared his philosophy: “I hire smart
people and let them be smart.” I knew immediately that I was in the right place. I have
adopted that philosophy and share it often, including in every interview.
What is your top tip for leading people?
- Be the positive influence in the workplace. It’s contagious.
- Let your people be smart. Those who do the job are the experts.
- Respect employees as individuals with their own gifts, goals, concerns, motivations,
interests, and personal situations.
- Schedule regular, one-on-one time with staff members to talk about them. Time flies.
Put it on the calendar. Use Gallup 12 Questions.
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What led you to your
industry? 		
I decided to get a journalism degree with an emphasis in strategic communications. This is similar to a
marketing degree from a
business school, but there’s
a stronger emphasis on
verbal and written communication skills. I have a
passion for storytelling and
problem-solving, and content marketing allows me
to combine those passions.
What was the smartest
thing your company did
in the past year?
We restructured our leadership team. Startups are
pieced together out of necessity. But because we’re past our startup years, we had an
opportunity to better support our team. Instead of having one person overseeing two
of our biggest departments — sales and account services — we split those responsibilities. This has allowed us to see more growth in both departments because they have a
dedicated manager focused on those individual needs.
Who are your role models, and what have you learned from them?
I look up to my parents. My mom is the senior VP treasurer of Enterprise and has
worked there for over 30 years. She’s taught me that you can’t sit back and wait for
opportunities. My dad is an entrepreneur and has helped me build an entrepreneurial spirit. And while they both had demanding jobs, they demonstrated the importance of family by always putting my sister and me first.
What’s the best part of your job?
The people I work with. I always “warn” new employees that their new co-workers are
the nicest group of people they’ll ever meet.
What is your top tip for leading people?
Trust the people you hire. I’ve found zero benefits to micromanaging. It extends the
time it takes to complete tasks and diminishes employees’ confidence and ability to
take ownership. Checks and balances are necessary when you have new employees
in training, but once they’re trained, I always recommend removing some of those
checkpoints. When employees take more ownership and aren’t scared to mess up,
their work output improves.
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BEST BOSSES
Leading By Example
And Communicating Effectively

GRATITUDE.

Jon Becker and Marc Rosen | Becker and Rosen CPAs LLC

F

riends since middle school, Jon Becker and Marc Rosen both joined the acIRͭaRV^]^aRQc^bRaeRh^d͙
counting
industry 35 years ago. In 1988, Becker decided to found his own firm,
Jonathan E. Becker CPA LLC. “I had been working at another firm, and, as they
say, timingF^^daVRMZcVPMaRf^aYRab͜ŬabcaRb_^]QRabM]QZ^PMZ
is everything,” says Rosen. “He was looking to hire, and I was in the process
of leaving OdbW]RbbRbͿh^dͭaRPR]caMZc^cVRP^\\d]WcWRbfRͭaR
the other firm. I have been at the firm since October of 1998 and a partner
since October
of 2004.”
_a^dQc^PMZZV^\R͙3dbRhͭbUaMcRSdZc^_Mac]RafWcV
Today, while
running Becker and Rosen CPAs LLC, the each partner subscribes
h^dM]Qh^daSM\WZWRbcVa^dUVZWSRͭbd_bM]QQ^f]b͙
to his ownF^QMh͜M]QS^aUR]RaMcW^]bc^P^\R͙
management philosophy. “My management philosophy is to provide an
environment that leads to productive employees,” says Becker. “As a manager, I want to
provide guidance, direction, leadership and finally set an example for all other employ3RPMdbRMb]RWUVO^abVRZ_W]U]RWUVO^ab͜fRͭaRW]
ees of the firm.
cVWbc^URcVRa͙
Rosen also
seeks to provide steady guidance to his employees. “My management style
includes having an open-door policy and to communicate effectively to staff so we can
Your
to Come.
achieve notBusey.
only our
firmPartner
goals butfor
alsoGenerations
for staff to achieve
their goals,” he says.
While challenges for Rosen and Becker include retaining talented employees as well
as understanding, managing and adjusting to the work-life balance of all employees, for
both, the greatest rewards go back to a job well done for clients.
Rosen says being able to establish lasting client relationships is his greatest reward.
OdbRh͙P^\ΧŬ]M]PWMZaRZWRS_a^UaM\
Similarly, Becker
believes receiving positive acknowledgements from their clients makes
 ͙͙ ?R\ORa75;4
all the challenges of running a business worth it.
Overall, Becker and Rosen believe effective leadership can be built on leading by
example and communicating effectively.
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top accountants

Our Salute to the
Numbers People
2020 Top Business Accountants

F

or
entrepreneurs,
their
accountant plays an
active part in the
financial success
of their businesses.
The following
accountants have
proven their dedication to helping small businesses in St. Louis
grow and have been named the Top Accountants for businesses
in 2020. In the following profiles, this year’s top accountants share
their wisdom for your business.

Luke Pope

Robert Kluge

Enterprise Accounting
Number of Years Serving Business Owners: 30+, focusing on
Businesses only for the past 15
Motivation to help business owners:
Small Businesses employees constitute 52.64% of the national
workforce and contribute 44% of the nation’s GDP. However,
only 78.6% of these businesses survive their first year in business,
and 50% fail after 5 years, with 33% lasting 10 years or more. The
number one stated reason that these businesses fail is because of
low sales/cash flow. We firmly believe that small businesses are the backbone of this
country, and our goal is to help more of them succeed by understanding the numbers
that comprise their individual businesses, so that they make more informed and timely
business decisions. We help them to develop budgets and attainable working financial
models for the business they desire, and then work with them month-in and monthout to track where they are on the road to attaining their goals.
In short, we want to help more small business owners succeed because the financial
health of this country is grounded in the success of small businesses.
Obstacles we help entrepreneurs with:
Articulating and documenting their goals. Tracking and understanding their cash flow.
Best advice for a small business owner:
Don’t do it all yourself. Build your team of professional advisors from the beginning.
We believe this team should include (but not be limited to) your CPA, Financial Advisor, Business Attorney, Banker, and Liability Carrier. Let them all speak with each
other on your behalf.
Biggest mistake that you see business owners make:
Trying to do everything themselves, thinking that doing so will save them money.

CliftonLarsonAllen LLP
Number of years serving business owners: 15+
Motivation to help business owners:
Small business owners are what keep our local economy running.
Anything we can do to help keep that engine running is very
rewarding.
Obstacles you help entrepreneurs with:
The biggest obstacle entrepreneurs face from an accounting perspective is how complicated both the tax and financial reporting rules and regulations
can be to navigate. We try to keep things simple so entrepreneurs can focus on what
they do best in running their business.
Best advice for small business owners:
Build a team both internally and externally with the best people you can find as those
with strong teams are able to propel their businesses to the next level.
Biggest mistake that you see business owners make:
Not consulting with key advisors before a big transaction or major business change.
Many times, it can be difficult (and costly) to unwind or adjust the transaction after
the fact.
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Douglas M. Mueller
Mueller Prost LC

Number of years serving business owners: 43 years
Motivation to help business owners: To serve others.
Obstacles you help entrepreneurs with: Tax, financial, estate and
succession planning areas.
Best advice for small business owners: Don’t give up when things
get tough.
Biggest mistake that you see business owners make: Not seeking to build an advisory
board of experts.
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SIMPLOY

Growth

Beneﬁts
Beneﬁts
Payroll
Workers’
Compensation

Employee Turnover

Human
Resources

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

Simploy has your beneﬁt needs covered at every turn.
Integrated Beneﬁt Solution
simploy.com

Advising with Vision®.

We see what lies
ahead, and we’ll
lead you through it.

Meet the CPAs and business advisors who can help you thrive – like our President, Doug Mueller.
We congratulate Doug Mueller, our President and Co-Founder, for being recognized as a .
Doug is a true leader and mentor, and this is a well-deserved recognition for all his hard work to the firm and community.

WWW.SBMON.COM

muellerprost.com • 800.649.4838

ST. LOUIS SMALL BUSINESS MONTHLY /August 2020 27

top accountants
Nick Duncan

Sharon Schloss

Number of years serving business owners: 2.5 with Purk (4 in
total)

Number of years serving business owners: 30 years

Purk & Associates

Motivation to help business owners:
I want everyone to succeed in their business. It’s good for our
community.

Wilhelm & Wilhelm, LLC

Motivation to help business owners:
I love to partner with my clients to help educate them about tax
and business strategies to grow their businesses.

Obstacles you help entrepreneurs with:
Mostly compliance-based issues, such as adhering to new standards approved by the FASB.

Obstacles: Understanding tax law and its impact on their cash
flow; guiding them through financial statements and teaching
them how to analyze the numbers so that they can make good business decisions.

Best advice for small business owners:
Know your weaknesses and ensure that those around you complement your weaknesses.

Best Advice:
Do not be afraid to ask questions; gather your team and let them work with each other
to help you.

Biggest mistake that you see business owners make:
Not understanding the accounting/finance side of their business. Every person who
owns a business should strive for a working knowledge of the appropriate accounting
principles for their industry.

Biggest Mistakes:
Thinking they can do it all on their own. I feel business owners should work with the
experts to educate themselves as well as to work on back office items while they focus
on what they do well, which is growing their business.

Dennis M. Fry

CPAs for Hire LLC (CPAs for Hire/CFOs for Hire)
Number of years serving business owners:
6 yrs w/ CPAs for Hire LLC (24 yrs total)
Motivation to help business owners:
I feel every small business should have accurate, up-to-date accounting records that generate timely, relevant financial report
to better plan, make more well-informed decisions, and stay
compliant with all Federal, state, and local taxes and filings.
Obstacles you help entrepreneurs with:
Becoming more fluent in speaking the language of their business by educating them
about how to read their financial reports, especially the balance sheet and income
statement.
Best advice for small business owners:
Focus more time and energy on operations and the things that you know and do well.
Outsource the rest to experts.
Biggest mistake that you see business owners make:
Focus is more on saving money than making money.
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SMART BUSINESS
by RICHARD AVDOIAN

leader acceleration
by Kathy cooperman

The Value of Developing
Talent Within

Motivation During A Pandemic

hroughout my career I had
bosses that scheduled weekly or
bimonthly quality time offering
supervision. These one-on-one meetings
provided the opportunity to discuss and
get help on any issue I was experiencing,
to receive feedback regarding my performance, to enhance my professional skills,
and to address my personal and professional goals.
As a speaker and trainer, it is not uncommon to hear attendees state that they
have never worked for a boss or company
that offered structured or regularly scheduled supervision to improve their work
performance, or been asked about their
personal or professional goals.
HR professionals, CEOs and business owners across the country believe
they have employees with the talent they
need to grow their business. However,
they also recognize these employees
need ongoing supervision or coaching/
mentoring, and that it is up to leaders to
manage that talent.
Here are few ways to help ensure
developing the talent needed to continue
future business growth and prosperity.
1. Personal and Professional Enrichment Plan. Every employee in an
organization, regardless of position,
should meet with their manager yearly in
addition to the annual progress review to
discuss their personal and career shortand long-term goals. These meetings
should be in-depth discussions that lead
to a detailed, written individual development plan. This should include established action plans, how the manager
and the organization can help provide or
get access to professional and personal
programs, resources, and guidance they
need. Managers should also schedule
several follow-up meetings throughout
the year to monitor and review an
employee’s progress. Employers need to
require and monitor with no exceptions
that every member of the leadership does
this with every employee.
2. Offer on-going professional and
personal enrichment programs. If you
want to retain a solid workforce, don’t

n Psych 101 class, you may have
learned a classic theory of motivation
called “Maslow’s Hierarchy of Needs.”
Overview
Maslow’s Hierarchy of Needs describes
a process by which you attempt to satisfy
unmet needs. According to Maslow
(1954), you behave in ways that will
ensure that your needs are met.
Physiological Needs
Our most basic needs include the need
for water, food, air, clothing, etc. Rarely
will you be motivated by other needs
until these are satisfied.
In the workplace, earning a paycheck
allows you to satisfy these basic needs.
When you are comfortable that these
needs are being met, you will be motivated by needs at the next level of Maslow’s
hierarchy.
Safety Needs
At this level of the hierarchy, you feel
the need for safety, shelter, and physical
and emotional health and well-being.
At work you meet these needs through
a safe workplace and access to healthcare
insurance to ensure you and your family’s
physical safety.
Love and Belongingness Needs
Next, you will be motivated to satisfy
love and belongingness needs.
In the workplace, you address these
needs by participating actively in teams
or work groups. Likewise having friends,
colleagues, and peers at work largely satisfies this need. In your personal life, you
meet these needs through support networks of family and friends that provide
companionship.
Self-Esteem Needs
Once you have satisfied needs at the
first three levels of the hierarchy, you
will be motivated to feel respected and
valued. You want to feel important and
recognized.
At work, you meet these needs by
receiving recognition and reward. Even
simple verbal affirmation helps.
Self-Actualization Needs
At the apex of the pyramid is the need
to become the best that you can be. This
goal state could exist in any important
area(s) of your life (e.g., parenting, writing, music, spirituality, etc.)

T

wait until key employees decide to leave
for elevated positions or new experiences
to search for their replacement. Have
talent already developed, eager, and
ready to step up to the plate and ready
for a new challenge. Having a structured
leadership and employee development
program designed for people who want
elevated positions or to be leaders will
offer a smooth seamless transition.
3. Don’t just promote key employees
to leadership positions. Far too often,
business owners and CEOs promote
employees to leadership positions with
little, if any, formal leadership or coaching training. It is essential that those
promoted be competent talent managers
with excellent coaching skills.
4. Be creative and invest in developing talent. Certainly, talent can be
developed through attending conferences
and workshops, but there are other innovative approaches. These may include
onsite classroom training, establishing a
company resource room, and including
professional and personal development
books, CDs, DVDs which employees can
check out. Encourage leadership during
team meetings to jointly view and discuss
DVDs, TED Talks, or previously distributed articles.
5. Incentivize and acknowledge development. A key objective every leader
should be rated on is how well they identify and produce talent. Employees, on
the other hand, should be evaluated on
how well they’ve executed their personal
and professional development plan.
It is never too late to start establishing policies and procedures to develop
talent. Effective, engaged leaders and
employees are the most valuable assets
for any businesses wanting to be prosperous. 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.

I

In the workplace, growing and developing satisfy this need. The feeling of
learning and improving is one of the
greatest motivators for many workers.
Motivation During the Pandemic
How does COVID-19 impact the application of Maslow’s theory?
Working with leaders in executive
coaching sessions, I have observed that
people are now operating at lower levels
of the hierarchy. Stressors include:
•Potential or actual job loss
•Loss of income
•Threat of illness or death
•Reduced access to social networks
(working remotely)
•Fear of the unknown; feelings of helplessness
When you combine social isolation
with the potential for contracting or
spreading the deadly COVID-19 virus,
you find a stressed-out workforce.
Tips for Leaders and their Teams
In addition to enforcing the wellknown recommendations from the
Centers for Disease Control (e.g., social
distancing, wearing masks, etc.), consider
implementing the following actions:
•Host video-meetings
o Such “face-to-face” meetings help
satisfy the need for belongingness and
counteract social isolation.
•Listen to employees’ concerns
o Ask how team members are doing. Allow people to share stories, concerns and
humorous incidents.
•Demonstrate that you care
o Let everyone know that his or her wellbeing is a top concern. Offer resources
provided by your organization (e.g.,
Employee Assistance Programs), and
recommend community programs that
may be available.
Remember the wise words of Theodore Roosevelt:
“People don’t care how much you
know until they know how much you
care” 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 720.542.3324.
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VALUE PROPOSITION
by DAVE DRISCOLL

the extraordinary workplace
by judy ryan

Three Considerations For 		
Are My People Responsible
Even When No One’s Watching? Buying An Essential Business
“Integrity is doing the right thing even when no one is watching.”
-C.S. Lewis

F

or years, I have been spitting in
the soup of leaders using control
models whether in homes, schools,
community organizations, or businesses.
Engaging in control models is choosing extrinsic motivation to get people
to do what you want. This approach is
never good; it weakens intrinsic motivation in your people and causes them to
disengage. However, if you sufficiently
and intentionally develop personal
responsibility in your people, they will
be as high-performing when working
from home (without anyone watching)
as they are in the office. A silver lining
of the Covid19 pandemic is that you get
to see how well-developed and personally
responsible your people behave and how
good you are at developing them rather
than controlling them. The four control
models to dismantle are:
Autocratic: This is when authority figures believe they must manage and police
people because they do not trust them.
This approach leads to a command-andcontrol way of operating from leadership
to direct reports. One outcome is that
your people resentfully comply, doing
mediocre, C-level work, while often
looking and feeling like victims. Another
outcome is that they rebel and resist,
becoming angry and mean-spirited.
Incentives: This is also thought of as
dangling carrots to get people to do what
you want. When you use this method,
you believe it’s your job to motivate your
direct reports, and without an inducement, your people are basically selfish
and lazy. The outcome is that your
people become competitive, rush past
quality, and develop a ‘gimme’ attitude.
Worst of all, their commitment to the
desired behavior (the one you want them
to care about) is diminished.
Judgment: This is when an authority figure bestows either praise (which
is much different than encouragement
and something we all need) or criticism.
Bestowing is only possible in a powerover dynamic. The belief you hold about
people is that they are less deserving
than you or others of leadership titles.
As praise, this sounds like, “Go out and
get me that sale. Make me proud.” As
criticism, this sounds like, “I’m so disappointed in you.” This approach cultivates
people-pleasers, yes-men and women,
brown-nosing, and loss of authenticity
and creativity--all to keep the boss happy.

-

More confident people in the organization think, “Who died and made you
God?” and rebel.
Pamper and Spoil: This is when an
authority figure hovers, nags, reminds,
or does something for someone who is
otherwise capable of doing it themselves.
People are rescued, exempted, or pitied
by leaders. With this approach, a leader
turns a blind eye toward low performance, which can often result in overcompensation. An example is celebrity
parents who pay to secure higher SAT
scores for their kids to help them make
it into Ivy-league schools. Pampering and
spoiling sends a message that you don’t
have faith in someone’s capabilities. The
results are under-performance and an
entitled attitude.
The reason all these control methods are so popular is that they seem to
‘work’. They DO work some of the time,
but not without a costly and terrible
price tag.
Responsibility Instead: This is when
leaders develop their people. You train
them and mentor them to be personally
responsible and support them until they
can own their tasks. With your guidance,
they learn to manage their relationships,
productivity, engagement, and progress
plan. This process takes time upfront
but pays huge dividends. You help your
people to be fully engaged and accountable from love rather than fear. Love
is not always thought of as a politically
correct word or skill in the workplace,
but it should be. What else would you
call it when leaders take time to develop
their people and give them the kind of
support that leads them to be caring,
competent and collaborative members
of a workforce? While they are working
from home without supervision, avoid
becoming angry if their output goes
down. Instead, take this behavior change
as a cue for you to take more time to
help them to be responsible. I’m here to
help if you decide to do so. n
Judy Ryan (judy@LifeworkSystems.com), human systems specialist, is owner of LifeWork
Systems. Join her in her mission to create a
world in which all people love their lives. She
can also be reached at 314-239-4727.
People hire LifeWork Systems because we help
businesses become agile and manage their priority system: their human system. I hope this
article helps you make sense of what’s most
crucial to your evolving organization!
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C

urrently, we are in a buyer’s market
Weighing opportunities takes into
for essential businesses. Until a few
consideration the repayment of debt,
months ago, most of us never gave a
including interest (necessary to make the
thought to which businesses would be cat- purchase), the personal financial needs
egorized as “essential,” but now this factor (base income) of the buyer, and a return
is significant for buyers and sellers alike.
on investment that is commensurate with
First-time buyers see the current market
the risk taken. Free cash flow must cover
situation as a good time to invest in their
these costs to make a purchase a viable
personal futures by putting their experiopportunity.
ence and education into practice.
Passion. If you are going to buy a busiIn this unprecedented time, the value
ness, you should have a passion for the
of essential businesses is stable. However,
specific product, service, or concept, as
some seasoned business owners no longer well as skills in solid business practices.
have the desire to continue in this role.
You NEED significant passion to fuel
The past 15 to 20 years have presented
your drive to get through the difficult
numerous challenges, and many owners
times you WILL face as a business owner
are tired and looking forward to their
and operator. Passion provides the enretirements.
ergy and motivation to dig in and work
First-time buyers have limited experithrough issues. Commitment to making
ence with the relevant
challenging discoveries
steps and may struggle
and difficult decisions
Targeting businesses
with where to start
separates those who
with adequate
as they consider a
are successful from
purchase.
discretionary cash flow those who fail.
The top three
Lifestyle. Realistito support the purchase, cally,
considerations when
a business must
provide income to
investigating the pursatisfy the lifestyle
chase of any business
support your lifestyle, needs of the owner(s).
are cash flow, passion,
personal sacand feed your passion is Granted,
and lifestyle.
rifice will be required,
a dream worth pursuing but once the initial
Cash flow is the
baseline used to
learning curve is over,
determine the value of
will the business proa business. Cash flow,
vide the basics to supalso called free cash flow, discretionary cash
port your desired lifestyle? Identify your
flow, or seller’s discretionary earnings, indilifestyle needs and wants prior to looking
cates the market appeal of the product,
for a business and use those parameters to
service, or concept offered by the target
keep you focused. Consider the amount
business. Without discretionary cash flow, of time and attention the business will
you do not have a viable business.
require and compare that to your family’s
Simply put, free or discretionary cash
priorities.
flow is the total amount of cash the
Buying and operating a business is
business generates that is available to the
a rewarding experience and can fulfill
owner(s). That is the key to the “free” part personal dreams and aspirations. Targetof cash flow - cash that has no demands
ing businesses with adequate discretionon its use. The market value of that
ary cash flow to support the purchase,
free cash flow is determined using the
provide income to support your lifestyle,
multiple of free cash flow realized in the
and feed your passion is a dream worth
sale of similar businesses in the industry.
pursuing. n
Dave Driscoll is president of Metro Business
Historical free cash flow is the diary of a
Advisors, a business brokerage, valuation and
business’s performance when evaluating
exit planning firm helping owners of companies
an acquisition. Analyzing and properly
with revenue up to $20 million sell their most
interpreting a company’s historical cash
valuable asset. Reach Dave at DDriscoll@
flow provides a prospective buyer with
MetroBusinessAdvisors.com or 314-303-5600.
the information necessary to weigh opFor more information, visit 			
portunities and risks and make informed
www.MetroBusinessAdvisors.com.
decisions.
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TIME WITH
THE BOSS

Jason Shupp
Ferguson Roofing
Website: www.fergusonroofing.com
Industry: Roofing and Exteriors		

With the COVID-19 crisis continuing,
how has your industry and your business been impacted?
Roofing is oftentimes driven by need.
Certainly, COVID-19 has impacted how
we serve customers and how they can
connect with us, but ultimately, if your
home exterior is in need, you do not
have the luxury of putting it off. Consequently, such needs keep our services
essential.
You are now a third-generation business. Your grandparents started the
company out of their home in 1939.
How has the business evolved over the
years?
My grandparents started the business
and ran it out of their house. It was very
much a mom-and-pop operation. They
did very well and kept the business very
specialized to their immediate service
area and focused on setting the core
values and brand of the business. When
my father got involved, infrastructure
and scale came into place. We increased
staff and lines of service and moved to
a commercial building. As we moved
into the third generation, our focus has
been on sustainability. In third generation businesses, the success rate is not
very good. What worked in the first and
second generations often does not apply
as much with the third generation. We
know that times change and you really
need to reinvent yourself. That’s the
phase we are at now.
Moving the business from one generation to the next can be a struggle for
some companies. What advice can you
provide to others who are about to go
through the same situation?
When the business went from the second generation (my father) to my brother
and me (third generation), one of the
best things we did was hire a professional
to help us through the process. We
found a professional team that understood family businesses. They helped
us implement the transition in a longenough time horizon so that consistencies of the business could be realized.
I would also consider having a family
WWW.SBMON.COM

council, even for smaller businesses. The
family council provides the structured
agenda that allows for difficult issues to
be discussed in an honest and candid
manner. We have a dedicated family
business conversation two to three times
per year.
How can outside professionals help to
make the transition easier?
There are so many things professionals
can offer. One thing that has been advantageous for us is the assessment process.
There are some detailed assessment products that really help you understand who
you are, how you operate, what habits
you can change vs. those that probably
will not change, etc. Then, if you have
more than one partner, you can see how
your strengths match up with each other.
It helps you understand yourself at a
level that goes beyond your gut.
You also get to learn from the best
practices, case studies, and successes and
failures from other family businesses. We
get access to those experiences.
Your company’s community work is
considered a model for other small
firms. How did all of that get started?
A few years back, we launched our 80in-80 campaign, which consisted of 80
charitable acts to celebrate our 80th year
in business. That campaign has continued to roll on in subsequent years. We
wanted to create a model to introduce
a corporate philanthropy model into a
small, family business. It seems that a lot
of small, family businesses have a one-off
charity that they are passionate about
or [they] have a shotgun approach. We
wanted to scale up [our campaign] so
it is part of the company structure and
funded so the staff can participate. We
wanted to help these causes and help
promote them at the same time. One of
the best parts of my job is connecting
with nonprofits when we are vetting different organizations for our campaigns. I
have learned just how many great things
are happening out there in ways that we
are unaware. I have been honored to get
to know a lot of amazing people who are
doing great things in the community.n
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