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Our team of local lenders know that
there’s nothing
about your Business.

small

Call Jackie today to discuss your
big plans for your small business.
Lending Options for
Real Estate | Commercial | Industrial

Congratulations to Joshua L. Snyder, CPA, for being
named a Top Business Advisor.
Josh leads with confidence, challenges the expected
and is always striving to achieve more. We are proud
to see him recognized with this honor.

Jackie Gates
jackie.gates@royalbanksnet.com
(314)212-1549
Investing in our
Communities,
One Business at a Time.
(314) 212-1500
www.royalbanksofmo.com

WHAT DO YOU WANT TO ACHIEVE TODAY?
We can help you make it happen.
www.anderscpa.com | (314) 655-5500

Tired of Unreliable
IT Support?

You deserve a partner who confronts issues head-on and
answers the call when problems arise.
When you partner with Anderson Technologies, you:
Get a team that solves your problem the ﬁrst time you call without
delay or excuses.
Can trust your Client Success Manager to set clear expectations and
act with your business goals in mind.
Avoid downtime, data loss, and other unpleasant surprises with
proactive monitoring and a reliable disaster recovery plan.

Expect More From Your IT Partner. Call or Email For a Free IT Consultation!

314.394.3001 info@andersontech.com
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John Ferrara, Principal at Wipfli, is one of the 2022 Top Business Advisors.
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publisher’S LETTER BY ron ameln

Marvelous Mentors
The Value of Advisors Is Enormous. It’s Time We Recognize Them.

I

n 1986, Sappington Farmers’ Market, then a 75-year-old produce and grocery store,
was teetering on the edge of financial disaster. The business, which served generations of South County residents, was in danger of shutting its doors.

Two of the store’s three partners decided to file for bankruptcy and close the
store. Only one obstacle stood in their way: Tessa Greenspan, the third partner.
When she decided to keep the store open, she inherited all the company debt — close
to half a million dollars. Despite the gloom and doom, she never quit. She depleted
her savings and mortgaged her home to help pay the debts, and then she rebuilt the
business.
In what turned out to be one of the St. Louis area’s most dramatic
business turnarounds, Greenspan turned the business into a thriving
enterprise, earning her the SBA’s Small Business Person of the Year
honor for the St. Louis District in 2002.

BEST BOSSES

How did she succeed in turning the company around? No miracles.

LeadingNoBy
Example
magic.
No mirrors. Just simple business management and a positive attitude.
And Communicating
Effectively

“Maintaining a positive attitude helped me turn the company
Jon Becker and Marc Rosen | Becker and Rosen CPAs LLC
around,” she said in a previous interview with SBM. “I inundated myself with positive
thinking. I would listen to positive-thinking tapes when I was getting dressed in the
riends
school,
and Marc
Rosen Iboth
joined the acmornings, on
my since
way tomiddle
the store,
on Jon
the Becker
way home,
everywhere
could.
counting industry 35 years ago. In 1988, Becker decided to found his own firm,
And I wouldn’t
letE.anyone
negative
around atme.
I knewfirm,
howand,
difficult
Jonathan
Beckerhave
CPAany
LLC.
“I had forces
been working
another
as they
it wassay,
going
to beis to
turn the company
around.
I also
knewtoany
negative
thoughts
timing
everything,”
says Rosen.
“He was
looking
hire,
and I was
in the process
wouldoftake
awaythe
myother
energy.
I couldn’t
have
It took
bit of
anda partner
leaving
firm.
I have been
at that.
the firm
sinceevery
October
ofenergy
1998 and
strength
I had
to turn
it around.”
since
October
of 2004.”
Today,ended
while running
Becker
and Rosen
CPAsToday
LLC, she’s
the each
partner
subscribes
Greenspan
up selling
the store
years later.
giving
her time
and
to
his
own
management
philosophy.
“My
management
philosophy
is
to
provide
an
sharing her experiences as a mentor and business advisor to up-and-coming business
environment
that
leads
to
productive
employees,”
says
Becker.
“As
a
manager,
I
want
owners. She’s sharing her turnaround story and many other tips and tactics she learnedto
alongprovide
the way.guidance, direction, leadership and finally set an example for all other employees of the firm.
EveryRosen
day inalso
St. Louis,
like Greenspan
are making
contribu-style
seeks tobusiness
provide advisors
steady guidance
to his employees.
“Myhuge
management
tions includes
to entrepreneurs.
the most
partand
we don’t
even knoweffectively
who theytoare.
They
don’t
having an For
open-door
policy
to communicate
staff
so we
can
help others
and fortune.
They
help
for one their
reason:
to build
better
achievefor
notpublicity,
only our fame
firm goals
but also for
staff
to achieve
goals,”
he says.
challenges for Rosen and Becker include retaining talented employees as well
businessWhile
owners.
as understanding, managing and adjusting to the work-life balance of all employees, for
We decided it was time to bring these mentors out of the shadows and put them in
both, the greatest rewards go back to a job well done for clients.
the spotlight. We’ve captured the thoughts and ideas of the area’s top business advisors.
Rosen says being able to establish lasting client relationships is his greatest reward.
A fewSimilarly,
months ago,
we believes
asked our
readerspositive
to helpacknowledgements
us select top mentors
ourclients
commuBecker
receiving
fromin
their
makes
nity and
did
they
ever!
We
ended
up
with
hundreds
of
nominations.
all the challenges of running a business worth it.
Becker
andabout
RosenSt.
believe
effective
be builtadvisors
on leading
by a
WhatOverall,
does that
tell you
Louis?
There leadership
are a lot ofcan
business
making
exampleinand
effectively.
huge impact
thecommunicating
lives of many business
owners. Would we expect anything else from
our friends and neighbors in St. Louis? These mentors are providing everything from
education to a shoulder to lean on during trying times.

F

Our hope is that these stories will encourage other would-be mentors to step up and
help others. n

Quality Breading & Batters
For Fish and Chicken
For more information or recipe ideas:

www.andysseasoning.com
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St. Louis Business Exam, Question #11
Why advertise in St. Louis Small Business Monthly?
WWW.SBMON.COM
Because you:

than a century. We prioritize r
decision-making and out-of-th
business can stay a step ahead

ASK THE BANKER

SALES MOVES BY mark hunter

Presented by:

The 6 Best Times To Call Prospects

W

hat drives your customers to
make decisions, and when?
Are they driven by certain
things that happen in their calendar? Or
in their industry?
Here are my tried and true best times
to call a prospect. Not practicing these six
tips? I challenge you to try a few this week.
1. Now
The best time to call is right now. Too
many salespeople will procrastinate. They
put it off, but they’re just hurting themselves.
Don’t allow different excuses to come
up.
2. During a dedicated prospecting time
Create a power hour, a calling block, a
dedicated time to prospect every day, or
at least multiple times a week. The most
successful people with phone prospecting
are those that have a dedicated time. It’s
like going to the gym, it has to become a
routine.
You build those phone prospecting
muscles through repetition and consistency.
3. Friday afternoons
Are there certain days of the week that
work better for your industry? Don’t rely
on your own opinions. Base your answer
on fact.

WWW.SBMON.COM

Friday afternoons are one of the best
times to prospect. Friday afternoons is
when I get more conversations than any
other time of the week, because people
are more laid back, and more relaxed. Especially Friday afternoons in the summer!
What? Yes!!
4. Monday mornings
Of course, there are some industries
in which Monday morning is the best
time to call, because buyers are in a panic
and they need help–boom, you can call
and offer a solution. I can think of other
industries this applies to, such as labor or
construction in which Monday morning
they’re already realizing some big needs.
There are so many other industries that
this tip applies to. The only way for you
to find out if Monday mornings or Friday
afternoons work for your industry is by
actually doing it. That doesn’t mean making 5-6 calls and drawing a conclusion.
You need at least 100-200 calls made over
several weeks on a Monday morning or
Friday afternoon before you can make a
determination.
5. Early or late
I can think of many organizations and
salespeople who have tremendous success
calling after 4:30 or 5:00 p.m., or before
8:00 a.m. If you’re dealing with a lot of

What issues should small
businesses be thinking about
in 2022?

gatekeepers, early and late can be the
best time of the day!
Look at your historical records–when
were the times that you were able to get
through? (Of course, not every call you
make will be after 4:30 p.m.) Instead,
create some challenges for yourself.
Twice a week, try five calls after 5:00
p.m. Next try eight calls before 8:00
a.m.
6. Holidays
What are the best prospecting weeks
of the year? Thanksgiving week, and
the last two weeks of the year. Why? So
many people are on vacation. Normal
schedules are disrupted. Meetings that
normally happen just don’t occur, and
people are in a much more laid back
mode. Holidays are a great time because
gatekeepers are gone. For these same
reasons, the same applies in summer,
too.
Of course, you’re going to find a lot
of people are in fact on vacation. So this
is the one time frame I don’t recommend leaving a voicemail.
Your selling process is indicative of
the service that you will provide for
them when they decide to do business
with you. Reaching out to them during
the last two weeks of the year shows
commitment.
For example, I was running an industrial supply company some years ago.
We made it a focus to make prospecting
calls the last two weeks of the year, and
we picked up a great amount of business
because our competitors were closed,
and our prospects needed business fast.
We were able to help them, and that
business stayed with us for the year to
come! 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.”

With the economy changing on a day-today basis, it’s important to think ahead and
optimize your business cash flow. Optimizing
cash flow includes streamlining your payable
and receivable solutions, accessing cash and/or
credit, investing any surplus cash and
monitoring all your daily needs. Adjusting to
the daily economic changes with the help of
your banking resources will set your business
up for continued success in 2022.

How can I protect against fraud?

As technology continues to advance, so too
does the need for fraud prevention. In
banking, you can monitor your day-to-day
activity through online and mobile banking.
Many banks offer the ability to set alerts for
mobile banking, including low balance alerts or
any items processing that may be higher than
usual activity on the account. In addition, many
banks offer a positive pay service that allows
for the business to decide whether a check
or automated clearing house money transfer
(ACH) is paid. These are just a few examples of
tools your bank has to assist against fraud.

Answers provided by Ryan McGuire, Senior Vice
President of Corporate Banking at Simmons
Bank. He can be reached at 314-569-7244 or
ryan.mcguire@simmonsbank.com. The views in
this article are those of Ryan McGuire
individually and do not reflect those of Simmons
Bank.
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MASTERING LINKEDIN
by kATHY BERNARD

Make The Most Of Your LinkedIn
Company Page

Visit Us at Booth 306
STL BizExpo

May 3,11am-5pm
St. Charles Convention Center
We help people interested in franchise ownership determine their
criteria, match them to franchise brands that are a perfect fit, then
educate, support and guide them through the franchise investigation
process and launch at no cost to them.

Contact David Busker Today!

www.FranchiseVision.com

314.395.3586

Creating a free LinkedIn company page
gives you an easy way to promote your business, share company news and impress your
prospects. To establish a page, click “Work”
and then “Create a company page.”
Fill out the form with basic information,
then add a logo, banner image, and 2,000character company overview. You don’t have
to have include your street address, and a web
address is optional. Once you have built your
page, retype your company name into the
company name box of your current work entry on your profile so that your logo will show
there. To access your company page, simply
click the logo on the related profile work
entry or type the name into LinkedIn search.
Once your company page is established,
click the page’s “Start a post” box to share
company and industry news; spotlight executives, customers and employees; feature how-

n

Kathy Bernard (kathy@wiseru.com), CEO of
WiserU.com, is a St. Louis-based LinkedIn consultant/trainer who equips businesses to maximize
LinkedIn for sales, marketing, or fundraising.

ENTREPRENEUR’S TOOLBOX
by JAMES CANADA

A Business Plan Can Ensure Your Venture
More Than An Abandoned Resolution
It’s February — have you kept your New
Year’s resolution?
Are you still going to the gym or hitting
the park for a walk or a run? Have you managed to steer clear of chocolate or soda? Are
you still on pace to read a book a month?
I ask because a recent study showed that
about two-thirds of people give up on their
new year’s resolutions within a month. Perhaps, one of the reasons is that they weren’t
serious enough. They just had an idea and
failed to sit down and strategically plan how
they were going to make it a reality.
The same thing happens all the time
when people try to start a business.
A successful business is more than just a
great idea. You can’t just parachute jump
from your day job to a business without
proper planning. Yes, your business will be
defined by the product, service or concept
you dream of developing, but it also will be
represented by the tactical steps you’ve laid
out to initiate and succeed. Your plan is
your primary communication method with
potential partners, funders, clients and employees. Such people are drawn to entrepreneurs with a strong vision — and a clear plan
for achieving it.
My partners and I took several months
to complete our plan — plotting out a road
map for our business journey. The plan enabled us to obtain start-up funds, develop a
business model, establish a business culture,
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to videos; or share fun facts,
quotes, memes and more.
Invite up to 100 connections per month
to follow your company page by clicking “Admin tools” and then “Invite connections.”
Not everyone will accept, but you can build a
following by taking this step.
Also click “Admin tools” to sponsor
updates to reach more and targeted people,
post a free job offering, create an event, or
add multiple showcase pages to spotlight
products or services that you offer.
Most importantly, keep your company
page active so that more people will follow
your page and be impressed when they visit.

Is

and attract the right clients and employees.
More than just an introductory letter to
the world, your business plan is a guide to
consult and adapt throughout your company’s lifespan. Our business’s high-level plan,
which is based on a template and example
I will share with you over the next couple
months, guides our company’s expansion to
this day. We revisit tactical elements of our
plan every week. Once a quarter, the team
gathers to ensure we are meeting the plan’s
objectives, which support our critical success
factors.
We also review the plan with our staff and
align their goals as employees with its objectives. Our people can visualize the impact of
their work on the critical success factors of
the company. Additionally, components of
the plan act as the foundation for an objective measure of the company’s success.
With a strong and well-conceived strategic plan, you can ensure that your business
is not just another abandoned idea or
resolution, and you can give it a vision and
structure that will help the company endure
and thrive through many new years. 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, 636-7342337 or www.alliancetechnologiesllc.com.
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marketing works totally terrific tips
by steve slais by nancy friedman

Are You Guilty? Top
Three Email Errors

Making Work-From-Home Work
Harder For Your Business

W

hile we continue to wait for
things to get back to “normal” (whatever that means
nowadays), many of us have been working
remotely, at least in part, over the past
couple of years. Unless your organization
has been deemed as an essential business,
such as grocery stores, pharmacies, medical supply stores, and moving services,
you probably have experienced at least a
hybrid schedule at some point.
At our marketing firm, we now work
almost exclusively from our homes.
While it was a necessary adjustment due
to ongoing COVID considerations, we
have discovered that we are collectively as
productive (if not more so) as compared to
our full-time, in-office days. Why? Things
like no more scrambling to find meeting
rooms when a quick video call will do,
no more sitting in traffic on the morning
and afternoon commutes, and more time
to enjoy a work/life balance. Our clients
agree that we have not missed a beat.
Remote Workforce Advantages
One thing that became apparent as we
“had” to shift into this model that actually
allowed remote working to succeed, was
that because it was “forced” on us all –
service companies like ourselves AND
clients – I noticed the stress of using new
technology seemed to dissipate. Clients
were more understanding if there was a
technology glitch – it was okay. We were
all figuring it out together. We ALL had
to learn how to communicate with each
other remotely. As time went by, we all got
better and better at it.
However, if you own or operate a small
business that has work-from-home opportunities but may still feel uncomfortable with this as a long-term proposition,
let’s explore how you can use your remote
workforce to the advantage of your business, clients, and employees.
One thing we’ve learned from embracing a remote work environment is that
you’re not losing access to your employees.
Although you are not physically together,
we have discovered that we’re able to

WWW.SBMON.COM

stay in close touch via communications
resources like Slack for quick and ongoing
conversations and Zoom for more structured meetings with team members and/
or with clients.
We’ve found it also helpful to schedule
all-team virtual check-in meetings during
the week so everyone can discuss their
work assignments, and make sure everything is on track. As a smaller firm and
tight-knit group, a bonus aspect of this
is that we also have a few minutes to ask
about each other’s families and continue
to have some fun “office banter” that is
sometimes missing in the virtual environment.
We see people as our greatest asset, and
it’s also nice to see the work/life balance
that has developed over this time. Our
team is highly responsible and makes
sure all tasks are consistently completed
on time and in a high-quality manner. In
exchange, each employee has the freedom
to do things like pick up children from
school, run quick errands, and do other
personal tasks they might not have time to
do in the traditional workplace. Another
way of looking at this is our team is not
spending time commuting each day, and
the time they save is put to good use personally – and professionally.

Especially when working remotely, having a talented team you trust is key. Our
group has excelled in this atmosphere,
and we have actually grown our business.
Clients have responded to our fast turnaround times, and we typically meet more
virtually with the companies we work with
than we ever have in-person in the past.
In fact, we’ve been able to expand our
business while working remotely and have
discovered that the virtual office makes
it possible for you to recruit from a wide
range of applicants, around the country
and throughout the world.
While we still periodically meet at our
office for team-building and client functions, working virtually will continue to be
our focus moving forward. Our biggest realization is that no matter where and how
you and your team are working, the same
principles of business apply. Delivering
results to your clients is paramount and
offering your team members an enticing
work/life balance means everyone wins.
I guess you could say that it’s all remotely
satisfying. n
Steve Slais is Partner and Chief Creative
Officer at Spoke Marketing. Spoke Marketing
(www.spokemarketing.com) provides fullyintegrated marketing and sales programs that
define and activate the customer buyer journey.

A recent report estimated over 300 billion
(yes with a B) emails are sent each day.
Spam messages are jamming inboxes
across the globe and the average businessperson now gets over 100 emails a day
(some even more).
I’ll share the top 3 frustrations and then I’d
love to hear from you on what frustrates
you on emails you receive.
No. 1 Poor spelling and grammar – I’m
amazed at the number of people, high
level executives as well, that frequently
misuse YOUR, YOU’RE; THERE, THEY’RE;
HEAR, HERE and several others.
Admittedly, it’s easy to do. Poor Siri
sometimes doesn’t know the right word.
And not proofing what you wrote is an
issue. (I’m guilty of not proofing as much
as I should.) However, when we misspell
a word, or use the wrong word, we simply
don’t sound very intelligent. Take extra
time to review your message before you
hit send.
No. 2 Unnecessary, way too long emails
– Avoid competing with “Gone with the
Wind.” Long rambling emails are a frustration to most and easy to misunderstand.
On the other hand, one word answers can
be seen or felt as rude and cold.
Somewhere in between is good. We get
emails on our computer, our iPad, our
iPhone, and now on our iWatch. If you have
a long email, consider an attachment.
No. 3 Wrong subject lines – When you
change the message or topic after jotting a
few emails back and forth to the same person, remember to make sure you change
or ADD the new subject to coordinate with
the message. It’s easier to locate a message that way as well.
What’s YOUR biggest frustration on
emails? I’d love to hear them. n

Nancy Friedman, Founder/Chairman, Telephone
Doctor Customer Service Training, bringing you
Zoom programs, and our www.serviceskils.com, a
popular boutique, unique online eLearning platform. Nancy
is a featured speaker on customer service, communications,
and sales. www.nancyfriedman.
com or call 314-276-1012.
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CULTURECentric leadership
by JONATHAN JONES

HIGH VOLTAGE MARKETING
by TOM RUWITCH

Cultivating A Company
Of Leaders
Leadership is the first step in the growth
of any company. A CEO is the most visible
and most accountable individual for the
execution of a strategy. CEOs lead other
leaders throughout the company. For the
most part, managers in the center of the
pack are ignored, overlooked and unappreciated. The middle must be a priority
for CEOs. The strength of the center must
be examined, measured and evaluated.
The middle of an organization must be
robust and resilient to thrive and flourish.
The middle wants to satisfy their superiors, see good results from those below
them, and have a competitive spirit with
those around them. Internal competition
is not a productive focus. The CEO must
demonstrate leadership, investment and
purpose to disrupt this loop.
We tend to promote the most outstanding individual contributors and
expect them to obtain the same level
of performance from others as they do
from themselves. However, managing
is different from doing. Anyone has the
potential to demonstrate leadership
abilities. To go from a follower to a leader,
their leadership traits must be cultivated
and nourished. As a result, workers will
feel more invested in their work and take
on greater responsibilities and delegate
more effectively.
Assess your present structure. Are you
delivering on your promises? Is there
a system in place to cultivate the next
generation of leaders? Does your business have a set method for training new
managers? Is the company producing
leaders in all areas, particularly during
rapid growth? Is the leader looking for
development outside of the company? If
forward movement exists in these areas,
progress is being made to create a culture
of leaders and prepare for a brighter
future.n

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

Why Modern-Day Marketing Masters Study
Century-Old Masterpieces

A

few weeks ago, I ran a storytelling
workshop for a group of business
owners.
They liked what they heard, except for
one guy who gave me a 1-star review.
He was steamed because I used an
“old” advertisement as my presentation’s
centerpiece.
The ad in question: Rosetta Stone’s
masterpiece “Farmboy” ad.
It features a black-and-white picture of
a farmboy on the left, with the following
copy on the right: “He was a hardworking farm boy. She was an Italian supermodel. He knew he would have just one
chance to impress her. Rosetta Stone.
The fastest and easiest way to learn Italian.”
That ad helped transform Rosetta
Stone from a modest family-owned
venture, earning $10 million a year, to a
publicly traded behemoth earning more
than $250 million a year.
The Farmboy ad is loaded with lessons
that can help ANY businessperson craft
powerful, client-attracting stories. (I
share those lessons at FarmBoyAd.com.)
That “old” ad first ran in 2006 – 16
years ago. (Gasp!). I guess that’s TOO
OLD for some people.
But actually, the Farmboy ad is one of
the youngsters in my Storytelling Hall of
Fame.
I haven’t broken ground yet for the
Hall. But I’ve selected the first-ballot
inductees. And most of them are WAY
older than that 16-year-old Farmboy ad.
Here are a few of those hall-of-fame
advertisements:
n “Do You Make These Mistakes in
English?” - a print advertisement for
a book called How to Master Good
English in 15 Minutes a Day by Sherwin
Cody. The ad first appeared in the early
1920s and ran for 40 years!
n “Always a bridesmaid, never a bride”
– the ad that first ran 100 years ago and
helped turn Listerine from a little-known
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antiseptic to the world’s most popular
cure for “halitosis.”
n “Two young men” – The Wall Street
Journal’s sales letter that ran for 28 years,
beginning in 1975. It generated more
than $2 billion in subscription sales for
WSJ. Yeah, I said BILLION.
n “They Laughed When I Sat Down at
the Piano” - an ad that launched in the
1920s for a music correspondence course.
This may be the most copied print piece
in advertising history.
n “Bounce” - Apple’s visually stunning
2019 advertisement for AirPods (wireless
earbuds). This is the baby of the bunch,
but definitely deserves a spot in the Hall.
The most successful marketers dissect these ads for one simple reason: If
you want to become a master, you study
masterpieces.
In fact, copywriter Martin Conroy came
up with the idea for “Two Young Men” by

studying successful advertisements that
ran in 1919 – including one headlined
“The story of two men who fought in
the Civil War.”
Most of these Hall-of-Fame ads may be
old, but they are masterpieces. And they
hold the key to marketing mastery.
To learn more about these masterpieces go to HallOfFameAds.com, where I’m
giving away an eBook called: “Hall of
Fame Ads Reveal: 5 Storytelling Secrets
to Captivate Prospects and Inspire Them
to Buy.” n
Tom Ruwitch is the Founder and Chief
Story Officer at Story Power Marketing.
He’s offering a free, 12-minute micro-training
called “The 3 Most Important Storytelling
Keys to Captivate Prospects and Inspire
Them to Buy -- Without Pitching and Prodding.” Instant access at: StoryPowerMarketing.com/3keys
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SPECIAL REPORT: TECHNOLOGY

Two Factor Authentication-Is This Something to Consider?
by scott M. lewis

I

get a lot of questions about TwoFactor Authentication or Multi-Factor
Authentication, and there is some
confusion about what it is, how it works
and the advantages it gives your business
from a security perspective. According to
SecurEnvoy, using Two-Factor authentication adds another layer of protection
that supplements a traditional username
and password model with a code that is
individualized each time a user logs into
your network. The traditional model of
username and passwords, which are still
by far the most common methodology in
use today, has become increasingly less
secure over time. Becoming less secure
has happened for many reasons, but the
primary driver has been we now have so
many passwords or systems we use that
require passwords that we can’t remember
them all, so we as humans simplify our
world and take the easy way out.
So how does a two-factor authentication system work? As with any technology,
there are a lot of ways of implementing
and using two-factor authentication. Some
systems require you to have a physical key
fob you carry on your key ring. The system
will then send you a six-digit number
when you request access to the system,
and then you verify your identity by typing
in the six-digit number that you received.
Other systems work by sending you the
six-digit number to your cell phone via
a text message, and others implement
biometric systems, fingerprint systems,
facial recognition, or retina scanning.
When selecting technology, you have to
understand your users and your culture to
choose which type of system your users are
going to embrace.
There are lots of points to consider
when choosing a two-factor or multi-factor
authentication system. These include;
n Token Management; when a two-factor
system sends the six-digit number, called
the token, management of those tokens
is an important aspect of any system. You
should be able to do lifecycle management, manage smart devices, tablets,
and other connected devices in a central
location.
n Policy Management allows you to set
up and manage your corporate policies
on how you want the two-factor system to
operate. Policy management allows you to
WWW.SBMON.COM

design policies that fit your organization
and enforces them consistently across your
organization and user groups.
n Audit logs: tracking user activity is a
big part of any two-factor system. In your
selection process, make sure that you can
track users, times of access, and keyword
filtering. Another option that helps get
the most of your auditing is to export to
an Excel file so you can manipulate the
data to look for trending management.
n Device Management; as we all know,
mobile devices are constantly changing,
so it is important to ensure that whatever system you pick will work on Apple,
Android, Chrome, Internet Explorer, and
FireFox. In some cases if you are in an
open-source environment, you will need
to make sure that it is compatible with
your open-source system.
Some companies are hesitating to implement two-factor authentication because
they are afraid it will make the system
too complicated to use or be too much
of a hassle for their end-users. Two-factor
authentication does add a couple of steps
to the login process, and you will have
to wait for the token to arrive via text, or
whatever method your provider is sending
your tokens. However, many companies
have found that the two-factor process is
much easier than the complex passwords
and having to manage a password vault to
store all your passwords. Again it is a matter of understanding your business culture
and picking a provider that will best fit
your business.
Some good two-factor or multi-factor
systems:
n Login TC is one that many of our
clients from a corporate perspective have
chosen to use, and it is easy to implement,
maintain, and is cloud-based so it is very
flexible.
n If you are an Amazon user, you can
log in into your account, go to Advanced
Security Settings and turn on their built-in
multi-factor system.
n Apple users can go into the Icloud
Account Details, Security, and turn on
Apple’s two-factor authentication.
n Facebook, SnapChat, LinkedIn, Twitter, and Yahoo all have two-factor authentication processes that you can turn on to
protect your data.
So does two-factor or multi-factor

authentication make your system more
secure? The reality is there still is no onehundred percent secure model. What it
does do is make your account less attractive to hackers than someone who is not
using two-factor authentication. It is a
lot like home security; if you have a well
lit house, with a big dog and an alarm
system, then you are going to be a less
attractive target than someone who does
not have all those things. Sometimes,
like other types of crime, these are crimes
of opportunity, and you have to
reduce that opportunity. Two-factor
authentication along with strong
CYBER SECURITY THREATS
password policies, monitoring, and
ARE INCREASING
user education will be your best
course of action. n
AI advances allow for
80% of attacks exploit
more sophisticated attacks
Scott Lewis is the President and CEO
known vulnerabilities
of Winning Technologies Group of
Global ransomware
Companies, which includes Liberty One
campaigns are spreading
Software. Scott has more than 36 years
Hacking is more
sophisticated and evolving
of experience in the technology industry
317 million new pieces of
malware were created in 2017
and is a nationally recognized speaker
and author on technology subjects. Scott
Phishing attacks are
on the rise
has worked with hundreds of large and
small business to empower them to use
Proactively Manage
technology to improve work processes,
& Minimize Risk!
increase productivity, and reduce costs.
24/7 Monitoring &
Rapid Response Team!
Scott has designed thousands of systems
NTP offers a broad range of solutions to help your
for large, medium, and small companies
organization monitor, defend, and respond to today’s
and Winning Technologies goal is to
continually evolving cyber threats.
work with companies on the selection,
Contact NTP at 636-458-4995 or online at NTPCyberSecurity.com
implementation, management, and supfor a complimentary Cyber Security Needs Analysis!
port of technology resources. Learn more
about Winning Technologies at www.
winningtech.com or call 877-379-8279.
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Metrics Matter

But Engagement
Matters More
Story By Rick Grimaldi
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Engagement matters more

E

mployee engagement has been a boardroom buzzword for quite some time.
We’ve long known engagement matters.
Still, the unspoken “but” has always been
that metrics—especially those of the performance and financial ilk—matter more. Now,
with the talent shortage at a 10-year high, the
time is right for a major shift in this “metricsfirst” attitude.
I have a unique perspective, having negotiated hundreds of labor agreements and
seeing firsthand what attracts and retains
employees. As leverage keeps shifting toward
employees, I see companies scrambling to offer new benefits and put all sorts of expensive
retention programs in place—but they’re missing the one thing they should be doing.
As I negotiate contracts, one thing I hear all the time
is that employees don’t feel cared about. The key to
winning the war for talent might be simpler than many
employers realize. It’s not just about paying more. It’s
about putting engagement at the center of everything.
Many of my clients get it. For example, the CEO of a
huge corporation just flew in all of his HR VPs, from
every division, and said, “I want a 180-degree change in
how we engage employees, and you’re empowered to do
it. Don’t be driven by the business or the operators—and
if there’s a problem, come to me.”
With the explosion of technology over the past few
decades, and the advent of AI, there’s been a tendency
to reduce everything to just metrics. It’s easy to see how
this happened, as technology is an incredibly valuable
tool. But too much of a focus on tech gets in the way of
making real connections. Employees are pushing back.
Their message to employers is this: “You’ve got these
programs designed to manage us. You’re looking at the
metrics and saying, ‘The data shows you’re not being
productive.’ But you’re not asking us on the back end,
‘Why is that? Are you struggling? Is there something going on in your life we can help with?’ And if you’re not
willing to do that, well, I don’t need to be here.”
So, in light of this growing sense of dissatisfaction,
what can you do to better engage your employees? Here
are a few tactics:
Stop putting metrics front and center. It’s not that
metrics aren’t important. They are. It’s that engagement
matters at least as much if not more than, say, tracking
and rating employee productivity and performance. And
you need to show through your words and actions that
you value them, that you care about them, and that you
want to help them become their best selves.
Think of this as not an “either/or” but as an “and”
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approach. You’re probably going to keep measuring. But
the more intentional you can get about showing employees you care about them in meaningful ways, the better.
Get intentional about knowing your people. Of
course managers need to know employees’ goals,
strengths, and other work-related factors. Hopefully
that’s a given. But they should also know their birthdays,
who their kids are, and where they like to go on vacation. This requires regular human connections, and they
aren’t going to “just happen.” You need to put systems
in place to make them happen.
I’m seeing a resurgence of the old “management by
walking around” method happening even on factory
floors. When you schedule time to do this, and also
make a point of having regular face-to-face meetings with
employees that go beyond performance reviews, a lot of
things will change.

Engagement is about emotional
connections. If leaders inside your
company have no idea how to make
and nurture these connections, it
may be time to take a hard look at
the culture you’ve created. Like it or
not, if you’re to win the war on talent,
there have to be some changes.
Be as flexible as possible in regard to work/life integration. Studies show Millennials and Gen Zers have
a strong preference for good work/life integration, and
they’ve gotten used to working this way over the past
couple of years. As an employer, you may realize fully
remote doesn’t work for a particular position, but that
doesn’t mean you can’t work out a hybrid arrangement
or that you can’t let people adjust start and stop times.
Employers have to realize that there can’t be any more
rigid rules. The hybrid workplace is here to stay. Of
course, this has to be tempered by common sense, and
it has to work for the employee and the company. Still,
engaging employees means listening to their needs and
making every effort to accommodate them.
Make employee well-being a top priority. Mental
health issues are no longer in the closet. They can’t be,
in a time when so many have moved past stress and into
trauma territory.
Companies are realizing that psychological well-being
impacts not just engagement, but also productivity,
performance, and every aspect of culture.
Do everything you can to promote employee wellbeing. Keep an eye on this issue as you design benefits,
career tracks, and work arrangements. And destigmatize
mental health issues. It has to be okay to ask for help.
Don’t neglect psychological safety. If employees

don’t feel safe, they won’t trust, and if they don’t trust,
they won’t collaborate and innovate. Also, trust is directly connected to employee willingness to give honest
feedback to leaders—about what they want and need, as
well as about where the problems lie that could be driving them away.
How to create psychological safety? Allow people to
deliver bad news without fear of your reaction. (This
may require some soul-searching on your part.) Don’t
tolerate any behavior, in yourself or others, that demeans, belittles, or blames. It may help to spell out
expectations for how coworkers should interact and
implement a zero-tolerance policy for bullying.
Think beyond DEI. Earnestly seek to create a sense
of belonging. We know diversity and inclusion are
important. But organizations that want to thrive go further. They work toward what DEI expert Tristan Higgins
calls metaclusivity. In other words, they cultivate a true
sense of belonging. Feeling that they belong is what gets
people engaged and allows them to do their best work.
Leverage generational differences in a smart way.
Research shows multigenerational companies do well in
terms of performance and productivity. It makes sense:
A blend of different ages means you get more diverse
perspectives and a synergy that gives you a competitive
edge. And you can also leverage the gifts of different age
groups to boost engagement.
We know young people crave development. Well,
you’ve got these seasoned employees who could share
their expertise with younger ones. And reverse mentoring is a big trend now too: How better to engage younger
employees than to get them involved in teaching older
employees about technology or social media?
If your company is used to thinking in terms of
number of units produced, profit margins, number of
errors, and other metrics, some of these ideas may seem
foreign. That’s because engagement is truly a different
language.
Engagement is about emotional connections. If
leaders inside your company have no idea how to make
and nurture these connections, it may be time to take a
hard look at the culture you’ve created. Like it or not, if
you’re to win the war on talent, there have to be some
changes.
Rick Grimaldi is a workplace trends expert and the author
of FLEX: A Leader’s Guide to Staying Nimble and Mastering
Transformative Change in the American Workplace. Rick’s
unique perspective comes from his diverse career in high-ranking public service positions, as a human resources and labor
relations professional for an international hi-tech company, and
presently in private practice as a partner with Fisher Phillips,
LLP, one of America’s preeminent management side labor
and employment law firms. For more information, please visit
www.rickgrimaldi.com.
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COMPANY NAME

CONTACT INFORMATION

Acropolis Technology Group

314.890.2208
acropolistech.com

Acumen Consulting

314.813.1773
1735 S. Big Bend Blvd.
acumen-corp.com	Richmond Heights, MO 63117

Regardless of the industry, one of the
biggest threats facing businesses today is
cyber security. The following companies
were voted the best cyber security firms
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 2022.
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300 Hunter Ave., #305
St. Louis, MO 63124

•
314.219.7887
alliancetechnologies.com •

999 Executive Pkwy. Dr., #320
St. Louis, MO 63141

ATB Technologies

314.878.4166, ext. 227
atb-tech.com

999 Executive Pkwy. Dr., #102
St. Louis, MO 63141

Anderson Technologies

314.394.3001
andersontech.com

•
•

Blade Technologies, Inc.

314.752.7999
bladetechinc.com

10820 Sunset Office Dr., #101
St. Louis, MO 63127

Da-Com Corporation, Inc.

314.442.2800
da-com.com

•
•

ISG Technology

417.887.2222
isgtech.com

•

11756 Borman Dr.
St. Louis, MO 63146

J&B Technologies

314.993.5528
jbtech.com

180 Weldon Pkwy.
Maryland Heights, Mo 63043

MB Technology Solutions

314.725.3584
contactmb.com

•
•

Moore Computing, LLP

314.621.5585
moorecomputing.com

•

317 N. 11th St.
St. Louis, MO 63101

NetGain Technologies, LLC

314.968.2237
netgainit.com

11004 Manchester Rd.
St. Louis, MO 63122

Network Technology Partners

636.458.4995
ntpcybersecurity.com

•
•

NWO IT Services

314.270.9492
nwoitservices.com

•

11231 Concord Village Ave.
St. Louis, MO 63123

GadellNet Consulting Services

314.942.7485
gadellnet.com

1520 S. Vandeventer Ave.
St. Louis, MO 63110

Parameter Security

314.442.0472
parametersecurity.com

•
•
•
•

9666 Olive Blvd., #710
St. Louis, MO 63132

Alliance Technologies

Best Cyber Security
Firms

•

Q-Net Security		

qnetsecurity.com

13523 Barrett Parkway Dr., #120
St. Louis, MO 63021

5317 Knights of Columbus
St. Louis, MO 63119

1001 Craig Rd., #400
St. Louis, MO 63146

16274 Westwoods Business Park
Ellisville, MO 63021

122 South Main St.
St. Charles, MO 63301
9666 Olive Blvd., #750
St. Louis, MO 63132

SpearTip

800.236.6550
speartip.com

1714 Deer Tracks Trail, #150
St. Louis, MO 63131

SSE, Inc.

314.439.4700
sseinc.com

TechGuard Security

636.489.2230
techguard.com

The Stryker Group

636.368.5414
strykergroup.com

•
•
•

ThrottleNet

866.826.5966
throttlenet.com

•

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

WheelHouse Solutions

314.492.2506
wheelhouse.solutions

11971 Westline Industrial Dr., #102
St. Louis, MO 63146

Winning Technologies

636.379.8279
winningtech.com

•
•

Zobrio

314.754.1932
zobrio.com

•

1714 S. Big Bend Blvd.
St. Louis, MO 63117

17295 Chesterfield Airport Rd.
Chesterfield, MO 63005
100 Chesterfield Business Pkwy.
Chesterfield, MO 63005

147 Triad West Dr.
O’Fallon, MO 63366
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Best Wealth
Managers
The following wealth managers 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 2022.

COMPANY NAME

CONTACT INFORMATION

Harvey Brandvein,
Together Credit Union
Andrew Briggs,
Plaza Advisory Group, Inc.

314.771.7700
togethercu.org

•

423 Lynch St.
St. Louis, MO 63118

314.726.0600

plazaadvisors.stewardpartners.com

•

101 S. Hanley Rd.
St. Louis, MO 63105

Mike Clark,
Visionary Wealth Advisors
Matthew Claus,
Thrivent

314.764.2727
visionarywealthadvisors.com

•

1401 S. Brentwood Blvd., #700
St. Louis, MO 63144

314.783.4213
thrivent.com

•

1515 Des Peres Rd., #100
St. Louis, MO 63131

Ryan Conley, RFG Advisory Wealth 314.699.9218
rfgadvisory.com

•

Three City Place Dr., #590
Creve Coeur, MO 63141

Mike Fleming,
Synergy Wealth Solutions
Kristin Fomon,
Krilogy Financial
Scott Garcia, Premiere Estate
& Income Planning
Adam Goldstein,
IFG Advisors
Stephen Green,
Krilogy Financial
Jim Hertzler,
Financial Legacy Associates
Dan Hummert,
Moeller Investment Group
Wendy Baker Kickham,
Merrill Lynch
Brian McGraw,
Hightower Wealth Advisors
Brian Pultman, Correct
Capital Wealth Management
Denise Reed,
Strategic Financial Group
Matthew Renaud,
Renaud & Co. Investment Advisors
Carol Rogers,
High Tower Advisors
Kim Massa Rubenstein,
Undivided Wealth Management

636.728.2400
synergywealthsolutions.com

•

314.696.0982
undividedwealth.com

•

657 Spirit Airpark W Dr., #104
Chesterfield, MO 63005

Brett Rufkahr,
Alpine Private Capital, LLC

877.849.7733
apc-invest.com

•

8000 Maryland Ave., #1700
St. Louis, MO 63105

Tim Schultz, Pioneer
Wealth Management

314.249.8107
pioneerwealth.com

•

3660 S. Geyer Rd., #200
St. Louis, MO 63127

Bret Sinak, Endeavor
Wealth Management LLC
Brian Skrobonja,
Skrobonja Financial

636.778.2500
endeavorwealthmgt.com

•

16100 Swingley Ridge Rd., #240
Chesterfield, MO 63017

636.296.5225
brianskrobonja.com

16A Municipal Dr.
Arnold, MO 63010

314.884.4000
purkpc.com

•
•

314.649.7526
cwosforhire.com

•

13492 Clayton Rd., #2
St. Louis, MO 63131

Dave Walther,
Purk & Associates P.C.
Dave Zaegel,
CWOs For Hire LLC
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16150 Main Circle Dr., #400
Chesterfield, MO 63017

314.884.2800
krilogy.com

N. Lindbergh Blvd., #20
• 275
Creve Coeur, MO 63141
314.580.0524
Dr.
• 2 Cityplace St.
premierestateandincomeplanning.com
Louis, MO 63141
314.569.0500
ifgadvisors.com

•

10560 Old Olive St. Rd., #250
St. Louis, MO 63141

314.884.2800
krilogy.com

•

275 N. Lindbergh Blvd., #20
Creve Coeur, MO 63141

636.777.4200
financiallegacy.com

•

16020 Swingley Ridge Rd., #100
Chesterfield, MO 63017

636.735.3025
moellerinvestmentgroup.com

•

14767 North Outer 40 Dr., #201
Chesterfield, MO 63017

636.537.4587
ml.com

•

400 Chesterfield Center, #200
Chesterfield, MO 63017

•

1401 S. Brentwood, #550
St. Louis, MO 63144

314.930.4015
correctcap.com

•

130 S. Bemiston Ave., #602
Clayton, MO 63105

314.238.0210
strategicfinancialstl.com

•

2190 S. Mason Rd., #103
St. Louis, MO 63131

314.598.4060
stlouis.hightoweradvisors.com

636.688.7173
renaudandcompany.com

•
314.598.4060
•
stlouis.hightoweradvisors.com

793 W. Terra Lane
O’Fallon, MO 63366
1401 S. Brentwood Blvd., #550
St. Louis, MO 63144

1034 S. Brentwood Blvd., #2000
St. Louis, MO 63117
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Greetings & Best Wishes In Your New Home
From Welcome Wagon® & Renaud & Company

SMART INVESTMENTS, SOLID RELATIONSHIPS

Congratulations
Matthew J Renaud Sr!

CONGRATULATIONS
Kim Rubenstein, CFP®

Renaud & Company is proud to congratulate Matthew J Renaud Sr.
on being named one of the BEST Wealth Advisors in St. Louis

Financial and
Retirement Planning
793 West Terra Lane
O’Fallon, MO 63366

636.240.5055

Voted one of the BEST
Wealth Managers in St. Louis

Thank you for your
remarkable dedication
to business owners
and individuals.

Retiring? Changing Jobs?
Have a 401k to rollover?
Call today for more
information or to set up
your free consultation

www.RenaudandCompany.com

www.RenaudandCompany.com

FREE Collapsible Cooler
andYou’re
Coozie Invited:

Meet The Top Business
Influencers In St. Louis

  



  

100

Comprehensive planning focused on “what’s most important to you.”
Clients tell us our approach is unlike anything they’ve experienced before.
Finally, wealth management as it should be.

UndividedWealth.com

314-696-0982

Congratulations to
Bret Sinak
We are proud to congratulate
Bret Sinak, Founder and
Managing Partner at Endeavor
Wealth Management, on
being selected by St. Louis Small
Business Monthly as one of the
BEST Wealth Managers
in St. Louis.

St. Louisans You
Should Know

2022 TopApril
St. Louisans
Award
Luncheon
23, 2019 | To
St.Know
CharlesBusiness
Convention
Center
May 3, 2022 — St. Charles Convention Center — 11am-1pm
$55 per seat/$550 Table of 10
sbm-store.com — 314.569.0076

“The most important part of any plan is to preserve and protect what you already
have. Balancing your risk is at the heart of how we plan for your financial future.
We’ll create a customized plan that takes into consideration your age, current financial situation, resources, lifestyle and inclination for risk.”

endeavorwealthmgt.com
636.778.2500
WWW.SBMON.COM
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top business advisors

Top Business Advisors
The Top Business Guides Who Freely Share
The Wealth Of Their Wisdom
WORDS BY RON AMELN

W

hat makes a great business advisor?
What inspires them, even as they
inspire others? For their clients they
provide guidance, ideas, a sounding board and,
very often, emotional support.

Successful business owners often talk about
the importance of having great business advisors.
Typically those advisors aren't looking for attention. They prefer to play a behind-the-scenes role
and let their clients shine.

With that in mind, it is time to give the top,
most trusted business advisors in St. Louis a turn
in the spotlight. In the following pages, SBM
presents the thoughts and advice from the area's
best advisors.

Christy Maxfield, Purpose First Advisors
Position: Owner and President
Biggest challenges for business owners: I recently wrote a
piece on the six roadblocks most business owners face. These
blocks include some of the challenges my clients have brought
to me, such as getting better at using financial statements and
projections to run their business, strengthening their internal
systems and processes, making hard decisions, and learning
how to ask for help. The biggest challenge of them all is the
need for clarity.
When owners are unclear about what success looks like for
their business, it's exponentially harder for them to set goals
and get the entire organization working together to create
desired results. At the root of most issues is a lack of clarity,
which prevents everyone from making decisions and taking
actions that improve revenue and profitability. When owners get crystal clear about what they really want from their
businesses, they can minimize distractions, uncertainty and
confusion. They feel less overwhelmed and better equipped to
move forward with confidence.
Best advice for business owners:
Regularly carve out time to work on, not just in, your business. Write things down. It’s the only way ideas become plans
that can be executed. Commit to continuously improving
your ability to lead. Your success completely depends on the
people in your organization understanding your vision, having clarity about the role they play in making it a reality, and
being able to collaborate in an environment that consistently
supports and honors their humanity.
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Joe Gadell, GadellNet
Position: Founder & Chief Technology Officer
Biggest challenges for business owners:
Rising above the fray to work on the business. Leveraging the right technology and tools, and reducing
waste, overhead, etc. Getting the right people on the
bus and building a strong leadership team.

Congratulations
to INB Vice President,
Commercial Lender Max Mitts
Most Admired Business Advisor
Direct: 636-730-2513
Mobile: 636-233-4197

Best advice for business owners:
Spend time on your business. Adopt an operating
system on which to run your business. Focus on meaningful improvements through consistent, incremental
sprint goals throughout the year.

NMLS#
1161411

Steve Haven, Process Resolutions
Position: Business Coach
Biggest challenges for business owners:
In today's environment, finding the right employees is the
number one challenge.
Best advice for business owners:
Review the processes you need your employees to perform.
Determine if process gaps exist that could improve the efficiency of those processes. By improving efficiency, you can
reduce the number of employees you hire and retain. When evaluating a process, determine if technology could be used to improve efficiency or replace an employee. Doing
so would be the first step I would perform before hiring additional staffing.

Joseph S. von Kaenel, Evans & Dixon, LLC
Position: Of Counsel
Biggest challenges for business owners:
Having key governance and business documents in good shape
and up to date is one of the greatest challenges. Key governance
documents include corporate minutes and bylaws; LLC operating
agreements; and buy-sell agreements among shareholders or LLC
members. Key business documents include standard terms and conditions for the sale and purchase of goods and services, including product specifications
and warranties; interest and attorneys’ fees on delinquent accounts; and dispute resolution
provisions, such as choice of law, jurisdiction and venue provisions as well as time limits for
claims.
Best advice for business owners:
Keep your key governance and business documents in good shape and up to date so that you
are always ready to deal with prospective acquirers, investors and lenders without any issues.

St. Louis Business Exam, Question #11
Why advertise in St. Louis Small Business Monthly?
Because you:
A. understand the importance of thriving local businesses
B. can’t wait until the Spring and Fall St. Louis Business Expos
C. want to leverage the buying power of 70,000 business owners
D. are smart with your marketing dollars
E. ALL OF THE ABOVE
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Joshua Frank, RSM Federal
Position: Managing Partner
Biggest Challenges for Business Owners:
I’ve worked with and trained people in thousands of businesses. Our clients
have won more than $13 billion in contracts, and they all face challenges. These
challenges are market and industry agnostic. I’ve written several bestsellers. The
Insider’s Guide to Winning Government Contracts (on Amazon) is focused on
government sales, but most of the book is about basic and advanced business
strategy. You can’t simply be a business professional. You must think like one.
Here are some key concepts:
n Confidence. We’ve all heard the adage, “You don’t know what you don’t
know.” The difference between successful and unsuccessful businesses is owners
and senior managers who understand their limitations. Be comfortable with not
knowing everything and humble enough to ask for help. Successful professionals
find the answers. I often tell business owners, “You are an expert at whatever you
decide to be an expert at.”
n Finances and Pricing. It’s one thing to click a button and run a report in
QuickBooks. It’s entirely different to understand your accounting pools, your
direct and indirect costs, and how to successfully and competitively create price
points that are competitive and provide strong profit margins. For small companies, a lack of focus on accounting is easier to manage. As your company grows,
learning how to properly budget and develop competitive pricing with viable
margins is increasingly difficult. Failure to mature in this area is a reason that
companies fail to grow.
n Business Development and Proposal Development. I’ve trained people in
more than 10,000 companies and, hands-down, the number one challenge is
how to hire business developers and bid/proposal writers when you can’t afford
to pay them. This is the most common small business chicken-or-egg scenario.
Do you try to find someone who works on commission only? Can you pay a sales
professional with low base pay but provide a strong commission and compensation package? Are there companies that will make sales calls for you, or companies you can hire to be your sales team? What about companies you can pay
to write proposals? Most of the companies I coach know the answers to these
questions, but the answers don’t help them. My company provides an extensive
array of services to our clients. However, the two services that we don’t provide
are outsourced business development and proposal writing. Even if you hire
a company to do either of these tasks, it will take them three-to-six months to
understand your company and your value, and to be able to competitively sell or
write a proposal. Another problem is that when you outsource these two critical functions,
you maintain none of the intellectual capital, and you have no idea how they did it. That’s
not good for your company. So what’s the answer? You must have a strong teaming strategy
and optimally leverage existing personnel and resources. Let other companies do most of
the sales process. Additionally, you must have the right processes in place and perform the
right activities. The solution to this challenge is different for every company. If you can’t
overcome it on your own, talk to a mentor or other business owners, and ask for guidance.
n Know What You’re Good At! You can’t be an expert at everything. Smaller companies often believe that if they market every possible capability, they’re more likely to
generate revenue. This is an interesting challenge because it’s not wrong…but it’s not right.
It’s okay to have a website and marketing collateral that outlines twelve product categories
or service lines, but when talking to potential partners and prospects, you want to niche
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yourself. It goes something like this: “If you look at our website, we have the same services
as everyone else. However, we specialize in two areas which are…” How do you know which
two are your niche? The two that you know that prospect is currently looking for! In other
words, you tailor your niche to known requirements of that prospect.
n The Value You Provide. Listed last but the MOST important challenge faced by small
and large companies. What is your value? It’s not your socio-economic status. It’s not what
products you sell or services you provide. It’s not your past performance and past contracts.
It’s the quantifiable and qualifiable value that your solutions provide to your customers.
You communicate your value through metrics, numbers, and percentages. How do you
figure out your real value? You have to simply review your contracts through the lens of
numbers and percentages versus product or service.
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Dan Bean, CMA Global
Position: Managing Partner Emeritus
Biggest challenges for business owners:
It’s all about the people — finding, developing and retaining talent, especially during the
pandemic. Businesses must take care of their
employees so employees can take care of customers. Committing to this principle will help you
create a win/win for all — although such win/win
arrangements are not always easy to define and
keep in balance. For family businesses, the
challenge is to keep all family members aligned
and working together.
Best advice for business owners:
The best measure of a business leader’s success is
what the business does on the successor’s watch.
Was a good successor identified, developed and
put into place by the leader? Every business
owner and CEO must trust someone to be the
successor. Find that person, begin a dialogue,
and continue the conversation over a longer
period of time. Invest substantially in that
person’s development.
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Danette Grau Kohrs, Trinity Strategic Growth Solutions

Joshua L. Snyder, Anders CPAs + Advisors

Position: Founder/Managing Partner

Position: Senior Manager + Tax

Biggest challenges for business owners:
Most business owners find out that running
and growing a business is a lot harder than they
thought. They believe business growth comes simply from getting more customers and making more
sales. However, the exact opposite is true. These are
the last areas to focus on when creating consistent,
predictable and profitable business growth.

Biggest challenges for business owners:
Dealing with the impacts of COVID-19 and
understanding how to take full advantage of
the pandemic relief programs available have
been the challenges we have been helping
many business owners with this year. We have
also seen owners struggle to keep up with
changes in evolving regulations and overall
tax compliance, cash flow and funding for
their businesses. All of these challenges have
affected companies both large and small. As
we begin to emerge from the effects of the
pandemic, we are now seeing challenges related to employee retention on the rise again.
Top talent is still very difficult to acquire, so
retention has been a significant focus for many
companies and industries.

Best advice for business owners:
Most entrepreneurs launch their businesses because
they are passionate about what they offer. However,
delivering a product or service to a customer is only
one of eight critical business growth functions.
If an owner neglects the other seven functions,
their business will neither thrive nor survive. This
mistake is one of the main reasons why 80-85%
of businesses fail within the first five years — and
half the companies that survive the first five years
fail over the next five years. We work with growthoriented entrepreneurs to give them the strategies
and tools they need to manage their businesses
from a position of control, and to drive consistent
and profitable growth.

Max Mitts II, INB

Best advice for business owners:
If you deliver the best customer experience possible, cost will not matter. Never
underestimate the importance of building a trusted team of employees and advisors.
This team can help you, not only in compliance matters, but also in providing overall
business advice to move forward. Having this trusted team allows you to focus on your
company and to achieve and exceed your goals. One last bit of advice is to be flexible.
The pandemic has brought on changes rapidly and we have seen that companies need
to be flexible to changes in employee needs, customer spending habits, etc. Being
adaptable and positioning your company to be able to pivot at a moment’s notice will
allow you to avoid pitfalls and take advantage of opportunities when they arise.

Position: Commercial Loan Officer

Pat Pettey, Electro Savings Credit Union

Biggest challenges for business owners:
No doubt, the biggest challenge for small- to
medium-sized businesses is staffing. Hiring and
retaining employees is top of mind for every company leader with whom I talk. Loyal personnel
have become a thing of the past with entry- and
to mid-level positions. Employees show up late
or not at all, and they demand higher wages after
the honeymoon period ends. The challenge becomes meeting customer expectations and quality
service levels. The results are supply chain issues
and frustrated customers.

Position: Business Relationship Manager

Best advice for business owners:
Create a strong culture built on excellence in meeting customer demands. Taking care
of customers should be at the forefront of your employees’ minds. Build a strong workforce and positive workplace environment to create loyalty and, in the end, positive
customer experiences.
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Biggest challenges for business owners:
The pandemic has changed the business landscape,
contributing to the “new normal” that we hear and
read about every day. With supply disruptions, declining revenues, and inadequate staffing (which leads
to employee burn-out), many small business owners
crave a return to some level of normalcy. With in-person networking and handshakes (or even hugs) being
replaced with virtual meetings for the time being, it's
more challenging to maintain and build the relationships involved in the hustle and bustle of everyday life
in the business world.
Best advice for business owners:
Reinvent yourself. Adapt and pivot with the changes. Don’t wait for things to return
to how they used to be. Do everything you can to reconnect with family, friends and
business acquaintances. Remember: Other business leaders and owners who want to
reconnect or make new connections face the same obstacles. Stay positive and avoid letting uncertainty paralyze your decision-making. Know your finances and your banker.
Leverage the silence — use downtime to improve yourself and find out how others are
adapting. Get up and out. Don’t let the saying, “If you aren’t moving forward, you are
going backward,” happen to you.
WWW.SBMON.COM
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John M. Ferrara, Wipfli, LLP
(formerly Mueller Prost PC)
Position: Principal, CFO Consulting and Accounting
Services
Biggest Challenges for Business Owners:
Business owners face many challenges, but the most
common one I have experienced is that owners do not
understand their financial statements. For example,
I have been asked many times, “I see the company is
profitable, but where’s all the cash?” Additionally,
owners may realize there is an issue somewhere in the
operations, but without an accurate set of financial
statements, they can’t pinpoint the issue. Others may
not have monthly financial statements generated for
them to review at all. It is very difficult to understand
the company’s financial position without consistent financial statements to review. If an owner goes a period
of months without understanding their financial position, they could be off track in achieving their goals
for the year and beyond.
Best Advice for Business Owners:
It’s imperative to have a proper financial reporting
mechanism in place and to review financial
statements monthly. At a minimum, you should
receive a balance sheet, income statement, and statement of cash flows from your bookkeeper or accountant. Beyond these three reports, ratio analysis, key
performance indicators, and metrics applicable to the
business should also be reported. These measures
identify areas of strength and weakness in the company and will help you focus on the areas necessary to
achieve company goals. In addition, whether it is with
the company’s CFO/Controller or with an outside
consultant, I recommend conducting a monthly meeting to review the company’s financial statements and
analytics. Working closely with a business advisor, you
can become more educated and informed regarding
the financial performance of the company and make
management decisions in a more timely, effective manner. Reviewing and analyzing your company’s financial
statements monthly will also help you stay focused on
company goals, unlock profits and improve cash flow.
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Clay Shackelford, Midland States Bank

Tony Morris, Karpel Solutions

Position: Senior Commercial Relationship
Manager

Position: Vice President

Biggest challenges for business owners:
Current supply chain delays are placing a heavy
burden on operating companies and their available working capital. Raw materials have been
severely delayed for a variety of reasons, contributing to the skyrocketing cost of goods. This rising
inflation can create angst and the need for a delicate balance between generating income and passing the increased cost of finished goods to highly
valued customers. Market competition threatens
the loss of legacy customers that may contribute
a material percentage of revenue and profitability. Extending payables and trimming
internal costs can relieve tension to a certain extent. Although many end users understand that supply constraints are happening across the board, competition with a
shorter delivery period can easily become a threat. Customer loyalty and patience can
easily vanish if their own margins are being diminished.
Best advice for business owners:
Given the supply crunch and escalating inflation, it is best to evaluate your working
capital before your company is backed into a corner. Increase your line of credit while
you do not need the extra working capital to hedge against further inflation. Though
not a failsafe, this strategy could help you better manage legacy relationships and ease
the tension. “Obtain capital while you do not need it,”as the wise proverb states. It is
important to have quarterly meetings with your top partners, such as your attorney,
CPA, commercial lender, and others, and to ask them to appropriately advocate for
your business. Hopefully, the trade winds will turn soon. However, a team approach
can help you weather the storm and be prepared for better seasons ahead.

Brian T. Ostendorf, Conner Ash P.C.
Position: Principle In-Charge – Tax and Accounting
Services
Obstacles I help entrepreneurs with: Developing
and implementing long-term and short-term business
strategies in a tax efficient manner.

Biggest challenges for business owners:
A couple of challenges come to mind. The first is leveraging
technology to securely maximize efficiency and profitability
in these changing times. The second is adapting to the many
ways that Covid has changed the way we work. The third is a
younger workforce that is looking for more flexibility in how
they work. Companies must adjust to such changes. Another
challenge is that many business owners believe cyber criminals won’t be interested in
their data, which includes their customer information. Many business owners fail to
understand that every business is a target regardless of size or industry. Subsequently,
they don’t put proper safeguards in place to protect their data.
Best advice for business owners:
Everyone needs coaches for different aspects of their lives. The same is true for your
business. Business owners may be experts in many areas of their businesses, but they
can’t be experts in all areas. Find a coach who has helped other businesses be successful in those areas in which you need help. Talk to more than one coach and find
someone you can trust.

Kevin Wilson, Small Business Empowerment Center
Position: Executive Director
Biggest challenges for business owners:
The biggest challenge for business owners is growing as
effective leaders. Every small business can only grow as
much as their leader grows. In most instances, stagnated
growth in an entrepreneurial venture is a function of the
leader’s inability to expand their skills and knowledge. No
doubt, external factors (e.g., access to capital, contracting
opportunities and resources) can slow business growth.
However, if there is equitable access to the above, lack of
vision can kill a business.
Best advice for business owners:
I encourage every small business owner to continue learning, growing and connecting with advisors/service providers who can help them plan for continuous growth in
their business.

Best advice for small business owners: Do not lose
site of the big picture.
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Focus on: top Attorneys

2022 Top Business Attorneys

F

or entrepreneurs, their attorney plays an active and necessary role in many facets of their businesses. The
following attorneys have proven their dedication to the success of small businesses in St. Louis and have been
named this year’s top Small Business Attorneys. Check out the advice from the Best Business Attorneys in St. Louis.

Joseph Blanner

Ryan Hyde

McCarthy, Leonard & Kaemmerer

BMP Law

Years of experience? 20

Years of Experience? 9 years

What’s the No. 1 piece of advice you would give to business 		
owners?
Be proactive rather than reactive about your legal needs. Build a
relationship with an attorney who has experience practicing law
primarily in the area of your business before any specific legal issue arises. Ask about the
attorney’s other clients who are in your field. Then, rely on the attorney’s experience
and expertise to help you improve your business practices so that when you do encounter a legal issue or problem, you are prepared. Doing so costs you a little time and
money up front, but you are much better off (and it will be much less expensive) having
counsel looking ahead rather than trying to fix a problem after the fact. The adage that
“an ounce of prevention is worth a pound of cure” is very true.

What’s the No. 1 piece of advice you would give 			
to business owners?
If you have any reason to believe that you should seek legal advice,
do so right away. Talking through the issues and getting a lawyer’s
perspective can help guide your next steps and prepare you for what may lie ahead. It
is unlikely that even a small dispute will resolve itself or get any less serious over time.
The longer you wait to contact counsel, the more difficult it will be to establish your
legal position and develop a resolution strategy. Options fall off the table as time passes
and patience on all sides tends to thin, creating situations that often lead to long and
costly litigation.

What’s the biggest mistake you’ve seen business owners make, and what advice would
you give to solve the problem?
Small businesses often do not have adequate contract documents of their own to address the issues they could encounter. Additionally, they sign other parties’ contracts
without attempting to negotiate out some of the negative terms or, worse yet, without
even knowing what is in the contract. In short, they fail to learn what is in the contract
until after a problem arises. A small business should engage counsel that is not only
willing to assist with contract review, but also to help teach key company personnel how
to review contracts and what to look for or be concerned about.
Where does your motivation to help businesses grow come from?
I enjoy helping people with their legal needs and providing wise business counsel. I
want to see my clients succeed, grow and flourish. Doing so is very rewarding. So, I
look at my role of providing assistance to my clients as broader than just answering legal
questions. I also try to help them make decisions that are ultimately going to be best for
their business.
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What’s the biggest mistake you’ve seen business owners make, and what advice would
you give to solve the problem?
Documentation and diligent record-keeping become remarkably useful when disputes
arise. Although e-mails, schedules, reports, notes, etc. are not necessarily unassailable
proof of something, at least they can provide context and strengthen your narrative. Far
too often, I find documentation lacking, which makes it difficult to develop a coherent legal position that can help establish leverage in pre-suit negotiations or litigation.
Furthermore, the benefits of tracking communications, information and data will likely
extend beyond use in litigation and help business owners in other ways.
Where does your motivation to help businesses grow come from?
My grandfather founded and operated a business here in St. Louis for decades. Many of
us in my family worked there in some capacity. I want to help people with similar values
who are doing the same thing that my grandparents, parents, siblings, aunts, uncles and
cousins did for years. There is nothing quite like the energy, enthusiasm and unity that
successful businesses display, and I enjoy being around that kind of environment.
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Years of experience? 25
What’s the No. 1 piece of advice you would give to business 		
owners?
I consider planning to be the key component of success, particularly business succession planning. For family-owned businesses,
conversations about transitions to the next generation can be difficult. However, it’s
so important to address this issue, and so my top piece of advice would be to start that
conversation.
What’s the biggest mistake you’ve seen business owners make, and what advice would
you give to solve the problem?
Trying to navigate changes or complex issues without the right guidance. It’s important
for business owners to surround themselves with a team of trusted advisors. Otherwise,
they risk missing important opportunities or details that can become very costly down
the road. Putting in the effort to build that support team is worth it because of the
time, headaches and money that can be avoided later.
Where does your motivation to help businesses grow come from?
As an estate planning attorney, the relationships I have with families and business
owners can be very personal and touch on varying aspects of their lives. I am invested
in their success in both the business and family arenas, and that motivates me to help
them navigate life changes and business issues alike.

David Zobel

Danna McKitrick
Years of Experience? 10 years
What’s the No. 1 piece of advice you would give 			
to business owners?
I would encourage business owners to build out a team of experienced and knowledgeable advisors to help guide their decisions.
Brokers, bankers, accountants and counsel all have specialized backgrounds and valuable insights regarding the various strategies and developments that may be pursued
and encountered. Leveraging these trusted relationships will help business owners
quickly and thoughtfully navigate issues and concentrate on running their businesses.
What’s the biggest mistake you’ve seen business owners make, and what advice would
you give to solve the problem?
Not consulting with counsel early enough. Predicting which contract or situation will
deteriorate can be difficult and waiting to contact counsel until after there is a problem
can result in decreased options and increased costs. I recommend regular and proactive
dialogue with counsel to help identify issues and navigate the inevitable risks of running a business. Doing so will save a considerable amount of frustration and expense in
the long run.
Where does your motivation to help businesses grow come from?
Simply put, it is extremely rewarding to be trusted with the privilege and responsibility
of helping others reach their goals. No matter how many times I have tried to respond
to this question, I keep coming back to the simple, yet powerful motivation of serving
others.
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leGAL MATTERS
by A Thomas Dewoskin

the ethics advantage
by yonason goldson

Getting Through Chapter 11

A Decade Later, I’m Still Learning
From My Students

Y

our attorney has just filed your
company’s Chapter 11 reorganization case and you have no clue
what to do next. Seriously, the first thing
you should do is nothing. Take a breath
and keep running your business.
That’s not to say there’s nothing for
you to do during the entire Chapter
11 process - there’s actually quite a lot
for which you will be responsible. Any
competent bankruptcy attorney already
has discussed your statutory and practical
responsibilities in a Chapter 11 case with
you prior to filing.
Now is the time to implement those
decisions made before the case was filed.
If you forget a decision you made (or
come across an issue you hadn’t discussed), call your attorney. The two of
you should be in frequent contact during
the case to be sure that you don’t take
any actions which don’t make sense in
the Chapter 11 context, or which might
violate the Bankruptcy Code, Bankruptcy
Rules, or Local Rules.
Your primary concern after the case is
filed is, of course, money to operate with.
That topic should be discussed thoroughly with your attorney prior to filing. Be
sure your attorney discusses post-petition
financing and use of ‘cash collateral’ with
you. Be sure that you have post-petition
financing lined up before you file, either
from internal operations or from a
lender. If your post-petition financing
falls through, or you’re not as profitable
as you expected to be after filing, you
may not be able to afford to operate during the Chapter 11. If so, there is no way
for you to reorganize and your Chapter
11 case may be dismissed outright.
During Chapter 11 reorganization,
you’re not allowed to pay any pre-petition
debts or take any actions not within the

WWW.SBMON.COM

“ordinary course of business.” If you are
concerned about an action you think
would be a good idea, don’t take it without checking with your attorney and, if
necessary, obtaining prior court approval.
If you haven’t discussed the concept of
“critical vendors” with your attorney
before the filing, you should do so now.
Having the court deem a creditor to be
“critical” allows you much more flexibility
in negotiating terms for receiving necessary goods or services during the Chapter
11 case.
Be sure you’ve explained all your concerns about all aspects of your business
to your attorney, providing complete and
accurate information. This will help both
of you come up with good ideas for successfully navigating a reorganization case.
If your attorney isn’t aware of a problem,
it’s hard for the attorney to address it. If
a new problem develops, advise your attorney about it so you can consider all the
potential solutions available to you.
Your next major responsibility is to
work with your attorney and your accountant to nail down the details of your Plan
of Reorganization and to get it confirmed
by the bankruptcy court. That’s a good
topic for another article! n
A. Thomas DeWoskin, bankruptcy attorney
with Danna McKitrick, P.C., practices in the
areas of bankruptcy, creditor’s rights, and commercial law. He represents creditors, as well as
business debtors, and individuals with difficult
or unusual financial situations. Tom served as
a bankruptcy trustee in the Eastern District
of Missouri for more than 35 years. Tom can
be reached at 314.889.7128 or tdewoskin@
dmfirm.com
For a more in-depth look, see Tom’s blog
posts at https://www.beyondthefineprint.
com/.

I

n my 23 years teaching high school, I
never received a thank you note like
this one.
Many students wrote to express appreciation. But this letter was from an
entire graduating class.
You can’t miss it when you walk into
my office. It jumps off the wall because
it’s nondescript: a one-page letter typed
in ten-point font; a sheet of plain white
paper mounted in a simple plastic frame.
Reading it, even for the hundredth
time, transports me back to 2012. The
carefully crafted message ripples with
playful references to my distinctive teaching style and favorite themes. Clearly,
my students learned what I taught them.
More importantly, they took my teachings to heart.
And that’s what ethics is all about.
The letter reminds me that leadership, whether in the classroom or the
boardroom, is built on trust and mutual
respect. It reminds me that ethical leaders expand their focus beyond the values
they want to impart, remaining humble
and alert for lessons they can learn from
those around them. As the great sage
Rabbi Chanina observed 2000 years ago:
“I learned much from my teachers, more
from my colleagues, and most from my
students.”
Most of all, the letter illuminates three
ethical outlooks that are indispensable
for sustaining all human relationships
and enabling them to flourish.
1. Gratitude requires attention. The
Hebrew term for gratitude is hakarat
hatov, which translates literally as recognizing the good. Never take your blessings for granted; reject the presumption
of entitlement and superiority; notice
the sparks of clarity, kindness, and connection that kindle light in your world.
When you do, your natural response
will be gratitude for those you serve and
those who serve you.
2. Gratitude takes effort. We all want

to be appreciated, and failure to show
appreciation alienates those closest to
us, embitters employees toward their
bosses, and accelerates the unraveling
of any community or organization.
“Thank you” is a good start, but it’s not
enough. A heartfelt expression reflecting
the depth of your appreciation is more
precious than pearls. A small, sincere
gesture or symbol of recognition will pay
dividends for years to come.
3. The most valuable lessons lie off
the beaten path. My favorite line in
the letter from my students is this one:
We learned more going off on tangents
in your class than we learned in all our
other classes combined. Our brains are
wired to respond to the unexpected.
This is the power of tangents. Even the
most engaging routine becomes drudgery
unless we take unexpected detours from
time to time. Be grateful for novelty,
promote serendipity, and blaze a trail
into the undiscovered country that lies
beyond your comfort zone. Doing so
will yield priceless rewards for you and all
who answer the call to join you on your
journey.
I no longer teach teenagers. But the
cultivation of an ethical mindset is every
bit as essential for business leaders and
professionals.
And for all the ancient secrets and contemporary insights I share, none is more
foundational than the simple, inspired
wisdom impressed upon me a decade
ago by a group of 17-year-old girls: seek
out and recognize the good, go the extra
mile to show genuine appreciation, and
remember, as the unnamed philosopher
said, that your current safe boundaries
were once unknown frontiers. n
Rabbi Yonason Goldson is a conference
keynote speaker and coach. He works with
leaders to create a culture of ethics by setting
higher standards to limit liability while building loyalty and trust.
Visit him at ethicalimperatives.com.
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VALUE PROPOSITION
by DAVE DRISCOLL

the extraordinary workplace
by judy ryan

Stop Protecting Your Reputation
“...Sometimes I suspect that what had really happened was that we became more resigned, more cynical, raised our pain thresholds as we lowered our expectations. All in
all, we settled for less.” —Emma Donoghue, Playwright

I

t’s no accident that we often hear, “No
pain, no gain,” “It’s better to tough it
out,” or “I just have to live with it.”
Many even believe it’s a sign of maturity,
strength and accomplishment when they
“man up” or “get over it” in response to
challenges. Yet, when people recognize
that a person is stuck at their worst, they
often say, “That person hasn’t hit bottom
yet.” Why should anyone ever need to
“hit bottom”? We only need to hit bottom
when we have raised our pain thresholds,
blunted our feelings, lowered our expectations, and tolerated mediocrity and worse.
One of the ways I frequently see a pain
tolerance issue at work is when I work
with businesspeople who bring me into
their workplaces because of dysfunctional
relationships that are so hostile they cause
a negative ripple effect for many others
and often take a toll on the bottom line.
Frequently, the pain tolerance of an entire
organization is harmfully high and serves
as a barrier to success and productivity.
This plight is so common that there’s currently a mass exodus from organizations,
dubbed the great resignation. When I am
hired to mediate with such people, the
first thing I ask them to do is examine the
quality of their relationships. I ask them
for a trustworthiness score. Generally,
sharing such information is not something they want to do. I ask them if their
relationship scores a “10” (defined as one
with no unresolved problems). Of course,
it isn’t. I next ask, “Then, what number is
it?” These questions instantly bring them
to self- and relationship awareness.
Recently, I met with a pair of highly
paid consultants who were working for a
national company. Their hostility was so
noticeable that a client had complained
to their consulting firm. I was called in.
When the two consultants finally (and
reluctantly) gave me a score for their relationship, one gave it a “1” and the other
a “2,” which clearly screamed crisis zone
to all of us. I said to them, “What made
you think that your massively devolving
relationship was something you should
skip over?” This was a classic example of
pain tolerance run amok and an obvious barrier to progress. Both were feeling
significant pain but kept pushing through
and ignoring it, trying instead to continue
discussions about business activities.
People do this a lot, not only in relationships, but with their health, energy and
other choices. They avoid rather than address painful challenges. Hitting bottom is

a costly practice!
What would our world be like if we
quickly noticed when something first
veers off center and causes the simplest
pain for ourselves or others? With the
slightest awareness of our own bodies
and minds, we can tell whether something is bringing us closer to joy and wellness or depleting our energy, potential
and joy. The same is true when we pay
even a little attention to cues from others. Does this person have a look of open
receptivity to me, or are they defensive,
tense and closed? Am I causing pain in
this person, and is this person causing
pain in me? When most people notice
such pain, they avoid taking steps in that
moment — the very moment when they
could most easily correct course and seek
relief. If we all committed to lowering
our pain tolerance, we would tear down
costly barriers and become proactively
healthy. Instead, too often, we resign
from opportunities, adopt cynicism,
lower our expectations, and settle for
less, as Emma Donaghue so aptly puts it.
What’s the solution?
If high pain tolerance is our greatest
barrier, then the solution is to choose to
wake up — to notice and address situations while the pain is miniscule and
before it causes harm or loss. Knowing,
adopting and remembering this truth is a
noble path that leads to joy and excellence. I regularly ask people to revisit
what they are committed to causing,
i.e., their purpose, values, and ways
they choose to be and behave at their
best. When it comes to relationships, I
ask them to make trustworthiness their
foundational and highest priority. Are
you ready to eliminate barriers caused
by tolerating unnecessary, harmful pain?
I’m happy to help you do so, as this is
aligned with my own mission: to create
a world (conditions and conversations)
in which all people love their lives. Stop
tolerating pain and choose excellence
and joy instead. 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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Industries And Markets Change, and Not
Always For The Better

Y

ou own a business that has survived,
thrived and prospered for years.
Then something happens … consumer tastes change, innovative technologies disrupt the markets, a pandemic hits,
demand shifts away from your product or
service in favor of chasing what’s new and
hot ….Remember Krispy Kreme doughnuts vs. the Adkins Diet? IBM Selectric
typewriters and Commodore 64 computers vs. the Apple II? Receiving and paying
bills through the mail vs. the internet?
When you see a potential disruption
coming straight at your livelihood, what
do you do? Work harder, assume more
risk, and improve productivity and efficiency? Chant the phrase “Hard work and
risk-taking pay off … it’s the core of the
American Dream”?
Yes, you do all these things, and you
may feel a bit better because you’re
engaged and busy. However, at the end of
the day, are you really going to return to
the days of prosperity without changing
your business model? Probably not.
What are your options?
1. Sell, acquire or merge with your
competitor(s). If your market or industry
has excess capacity, consolidation to decrease supply could be the best solution.
2. Recognize your strategic assets and
buy a business in a market /industry that
has a better future. Perhaps you have the
building, fixtures, technology, systems and
employees in place. Coupling your strategic assets with those of another business
in a tangent industry may provide growth
and utilization to construct a profitable
new path, lessening your dependence on a
declining market and technology.
3. Liquidate. Liquidation is not failure.
It is a realistic analysis acknowledging
your current position, the future of your
industry and/or the ability to recover an
acceptable level of success. Ask yourself,
“Are the business’s prospects for tomorrow equal to, better than or worse than
today?” Your honest assessment will allow
you to address whether liquidation is your
best route. Self-sacrifice is easy; making
difficult decisions is hard.
Begin your deliberation by considering
your strategic assets.
Remember how hard assembling those
strategic assets was?
The people - How many folks did you
go through before you assembled your
current team? Hundreds? Thousands?
Your team was built as a result of hard
work and is your strongest strategic asset.

Invite trusted employees into your vision.
Seeking their knowledge and assistance
multiplies your brain power and may
reveal an exciting new opportunity.
Technology and systems - Acquiring the
right technology to run your business was
likely a significant challenge. Considerable doubt and anxiety go into choosing
the best systems and infrastructure while
the cost escalates. Systems are predominantly an operational result of trial and
error with education, research and tribal
knowledge thrown in. That amounts to an
expensive learning curve which can be leveraged for a new model or fresh direction.
Buildings and fixtures - Probably only a
few of your physical assets perform a very
specific task, while the majority are used
by nearly every business. Office space
and furniture, warehouses, pallet jacks,
compressed air, tools and computers —
the cost to duplicate what your business
already owns would be enormous and
time-consuming. Leveraging your in-place
assets is strategic thinking.
Next, consider buying a business.
Identify businesses with a market opportunity that touches that of your business and can utilize your strategic assets. A
good place to begin your search for a tangent market is to analyze your customers
and suppliers. Tangent markets may not
be obvious and can require some research
and creative thinking to recognize.
Identifying opportunities to slowly
diverge from your current trajectory into
a tangent market can be challenging and
exciting, pumping fresh energy into your
enthusiasm. However, those potential
markets do need to be analyzed carefully.
You don’t want to begin moving into another market that may be heading in the
same direction as your current business.
Another word of caution: Don’t bet the
farm. Move slowly, quietly and deliberately after exhaustive investigation.
If there is one thing that my career in
business has taught me, it’s that survival
relies on knowing when to zig and when
to zag. Understand your market, follow
your unique (but realistic) view of the
future and take the educated risk of being
proactive. n
Dave Driscoll is president of Metro Business
Advisors, a business brokerage, valuation and
exit planning firm helping owners of companies
with revenue up to $20 million sell their most
valuable asset. Reach Dave at DDriscoll@
MetroBusinessAdvisors.com or 314-303-5600.
For more information, visit 			
www.MetroBusinessAdvisors.com.
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