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St. Johns Bank Proudly
Congratulates

GAIL EAGLE
for being named one of the
Top 100 People
to Know in St. Louis
Gail Eagle
President,
St. Johns Bank

We applaud Gail’s efforts and contributions that enrich
the lives and opportunities of those within
our community and beyond.

Alberto Toribio del Pilar
Managing Director
Top 100 St. Louisans to Know
Congratulations, Albert!

www.stjohnsbank.com

You are instrumental to the Firm, our clients, and
the greater St. Louis business community.

www.ButcherJoseph.com

Energizing the
St. Louis community
By choosing a career in energy, Adriane Yates uses
her energy to benefit St. Louis.
As director of customer business services at Spire, she
focuses on ensuring St. Louisans have the energy—and
assistance—they need.
Congratulations to Adriane on being named one of the
Top 100 St. Louisans You Should Know. She continually
reminds us all that with a little energy—there’s no limit
to what we can accomplish.

Envision your future at Spire.
Visit Jobs.SpireEnergy.com.
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Our Editorial Focus
Our country was founded by visionaries who believed in free enterprise through
individual determination. We support that spirit and hold that the future of our
area lies in the growth and development of small businesses and the efforts of
entrepreneurs. We are dedicated to supporting and promoting that growth.
St. Louis Small Business Monthly is St. Louis’ locally owned business publication,
bringing business tips, strategies and analysis to the presidents, CEOs, owners and
top executives of 16,000 businesses in the St. Louis Metropolitan region. SBM,
founded in 1988, publishes every month and also provides information at www.
SBMon.com and through a variety of business-related forums and events.
St. Louis Small Business Inc.
2451 Executive Dr., Suite 109
St. Charles, MO 63303
314-569-0076/314-432-7016 fax
www.sbmon.com www.stlouisbusinessexpo.com info@sbmon.com
© St. Louis Small Business Monthly 2022. All rights reservered.
FOUNDED BY
Katie Muchnick & Bill Schneider 1988

Michelle Corey, President and CEO of the Better Business Bureau (BBBB),
is one of the 2022 Top 100 St. Louisans You Should Know To Succeed in
Business.
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Judy Meador
Owner & Publisher 1991-2007
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©2022 ThePurpleGuys. All rights reserved.

right in.

Focused on giving small business our full attention.

In St. Louis? Visit PurpleGuys.com or call 314-696-6700

Build Connections.
Build Your Business.
Congratulations to the Top 100
St. Louisans You Should Know.
Especially our own Marianne Biangardi.

Phone: (314) 966-2727 | Visit: stcpa.com

WWW.SBMON.COM

“Meaningful connections help build your
business. That’s why I’m proud to be
part of a proven resource that offers tax
services, accounting, and advice to help
your company be more productive and
proﬁtable. Because sometimes it’s more
than who you are, it’s who you know.”

Marianne Biangardi
Marketing Manager
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publisher’S LETTER BY ron ameln

100 Reasons To Succeed In Business

Our Top St. Louis Influencers Are Doing Their Part 						
To Help Business Owners Succeed

I

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

His theory is that these pro athletes are used to being the very best, upper echelon of
their professions as professional athletes. Let’s face it, 0.09% of high school seniors are
eventually drafted in the NFL. It is indeed an elite group.
When players retire, they have a sense that their NFL success and experience will
translate into business success. It may over time, but running a business is a skill, just
like playing a sport. It takes years of hard
work, practice and experience to be the
best…just as in sports. These athletes have
been playing their sports since they were
three or four years old, honing their skills
and gaining experience.
Business is no different. To succeed in
business, it takes years of developing the
skills needed. It also takes the willingness to
ask for help to develop those skills. Business
owners need guidance to avoid oncoming
challenges, and they need help guiding them
in the right direction.
Let’s face it, all businesses need help at
some point to survive and succeed. That’s
why I’m excited about our “Top 100 People
To Know To Succeed In Business” list (Pages
17-32). These are the bridge builders of St.
Louis. They are building the bridges that are
helping entrepreneurs and employees in St.
Louis reach their goals. They were all chosen because they take the steps, every day, to
help others succeed.
Some of them are helping entrepreneurs with little experience get started in business,
while others are helping experienced business owners reach levels they never imagined
they could accomplish.
It is not difficult to come up with 100 names and personalities for this list. What is
difficult is paring it down to 100. That said, we know that there is someone you feel
should be on this list. Someone who is a no-brainer ... an influencer who has meant so
much to so many business owners. Please send me an email (ron@sbmon.com). Let me
know the name, title, company and a brief (150 word) description as to why that person
is someone that St. Louisans should know. Happy connecting.
As we look to the future, we need others to follow the example of our Top 100. They
have set the foundation. It is up to the rest of us to keep it going. n

Strong partnerships generate
successful returns.
We’ve been helping businesses do just that for over 100 years.
Our responsive team offers exceptional service and local decision
making, with unmatched expertise and unique solutions.

Š
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Find your local branch at
simmonsbank.com/locations
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decision-making and out-of
business can stay a step ah

ASK THE BANKER

SALES MOVES BY mark hunter

Presented by:

6 Pricing Strategies
for Success

T

he price a customer will pay reflects
the value you create. 		
There are six things you should
know and have in your prospecting tool
belt before you present your next price.
I’ve got plenty for you to learn and, perhaps, unlearn about how to get full price
and to stop discounting.
1. Your confidence impacts the price.
Never allow a price to go out the door
without legs attached to it. In other
words, allow your human presence to
do the work. Don’t sit there and think,
“Well, I’m not sure if they’re going to take
it, so I’m just going to email the proposal
to them and feel them out.” No, that’s
bad. Instead, communicate your price
eyeball to eyeball. That means if you have
a meeting set up with them, don’t send
the proposal until 30 seconds before the
meeting is scheduled to begin. Don’t
allow the customer to see your price
without seeing you at the same time. Your
confidence is going to determine the price
you get. If you don’t believe in your own
price, how can you expect your customer
to believe in it? They won’t.
2. Value must exceed price.
If you have done your homework during the selling process, you have uncovered benefits they’re looking for. You

WWW.SBMON.COM

have discovered their needs and desired
outcomes. Additionally, you have been
able to quantify and qualify them as to
what they’re worth. The sum of those
values must exceed the price.
Remember this: When you know you’ve
got so much value in the proposal that it
exceeds the price, then you’re good to go.
3. Know the value of time and money.
Money means different things to different people. Time means different things
to different people. You have to understand both. If you don’t, you’re in a world
of hurt. If you create enough value, you
can link it to time. In other words, if the
customer doesn’t put your product or service into practice now, guess what? They’re
not going to reap the rewards. What’s that
going to cost them? How much is that going to cost them? These kinds of questions
for the customer link time and money.
Other elements to consider: Is this part of
their capital expenditures? Is this a routine
expense? Is this something they’re going to
be able to buy right now (e.g., at this time
of year) and to receive full value from this
year? Or is it going to have to extend over
several years? When you begin to understand the value of time and money, it’s
amazing how it begins to change the price
you can ultimately get someone to pay.

If I get turned down for a loan,
will it make it more difficult to
get funding in the future?
4. Customers don’t buy, they invest.
Nobody buys anything. Whether you
are selling business to business (B2B)
or business to consumer (B2C), customers don’t “buy.” A company may
be looking to buy new office furniture
for their employees. Of course, they’re
not buying just for the sake of buying.
They’re investing because they want
their employees to be happier and more
productive, and they want to retain their
people. As a result, they’re also able
to attract better people, which in turn
creates a better image for customers …
and so forth. They’re investing. Look at
the potential sale from their perspective,
and ask yourself, “Would I make this
investment? Knowing their situation,
needs, issues, outcomes, and benefits,
would I buy? Would I invest?” Doing so
begins to change the perception in your
mind, and you begin to see the investment as return on investment (ROI).
5. Create uniqueness.
This is so critical because there are
more options out there than ever before.
The best way to create uniqueness is
you. You are unique. When you can be
that individual who brings insights to
your customers that they can’t get from
anybody else, they’re seeing something
that they can’t get anywhere
else. You are now a commodity.
6. Have a plan.
Never just throw out a price.
When you have a plan, you
now have a methodology,
and you’re going to be more
confident. Not only that —
you’re going to create a better
outcome for both the customer
and you. 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.”

Being turned down for a small business loan
can be a learning experience. Borrowers have
an opportunity to review the reason(s) for
the decision. Lenders use the 5 C’s: character,
capacity, capital, collateral and condition to
evaluate the lending capabilities of potential
borrowers. Encountering challenges on your
journey does not close the door to your future
business success.

What documentation do you need
for a business loan?
Many lenders will ask to see a business plan
with source and use of funding and collateral.
A personal financial statement and guarantor
background history should also be submitted.
You’ll need to provide two years of personal
and business tax returns, a profit and loss
statement, balance sheet and operating
agreement. n

Answers provided by Alonzo Shaw, Assistant
Vice President, Business Development Officer at
Simmons Bank. He can be reached at 314-2276368 or alonzo.shaw@simmonsbank.com. The
views in this article are those of Alonzo Shaw’s
individually and do not reflect those of Simmons
Bank.
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MASTERING LINKEDIN
by kATHY BERNARD

Make Your Company Findable
on LinkedIn...and Google

Small Business Lending
Our Pledge To You

We will take the time to listen.
We will have honest, clear
communication.

Jay Nowak
Executive
Vice President

Timothy Tobben
Vice President
of Commercial
Lending

Chris Eckelkamp
Vice President
of Commercial
Lending

Sam Unnerstall
Vice President
of Commercial
Lending

Gary Tod
Vice President
of Commercial
Lending

Phillip Kleekamp
Asst. Vice President
of Commercial
Lending

We will be friendly and helpful.
We will treat you like a partner,
not an account.
We will focus on what will help you,
not on what to sell you.

Brian Phillips
Vice President
of Commercial
Lending

CONGRATULATIONS
PAUL DEVINE
Named one of the Top 100 People
to Know in 2022
SBM Magazine

Boggs, Avellino, Lach & Boggs LLC Congratulates our
colleague and all of the 2022 honorees.

Honored to be voted
one of St. Louis’ BEST Law Firms

Thank you to our clients who we have the privilege of working with
and our dedicated and amazing staff!

314.726.2310

balblawyers.com

The choice of a lawyer is an important decision and should not be based solely upon advertisements.
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Want your organization to be found on
LinkedIn for what you do or sell? Of course!
Fortunately, LinkedIn lets you include specialties (aka, Search Engine Optimization or SEO
words) on your LinkedIn company page. By
including such phrases, prospects can find
your business when they search LinkedIn
for what they need. Plus, adding such terms
to your LinkedIn company page helps your
business show up high in search results when
someone searches for what you offer on
Google and other search engines.
Say, for example, you own a local jewelry
store. You can include location and keywords
on your company page, like “St. Louis Jewelry” or “St. Charles Gold,” as well as terms
that describe your products and services, like
“One Day Watch Repair,” “Jewelry Cleaning,”
and “Wedding Tiaras.” Include spelling variations like “St. Louis,” “Saint Louis,” “GIA

Diamonds,” and “Gemological Institute of
America Diamonds” so prospects can find
you regardless of how they spell or describe
what they seek.
If you have administrator access to your
LinkedIn company page, add specialties by
visiting your page on LinkedIn and clicking
Edit Page > Overview > Specialties (up to
20). To start a company page, click Work >
Create a company page.
FUN FACT: Even though LinkedIn says
you can add up to 20 specialties, you actually
can include many more, so figure out what
words people use to find your company and
use those terms to reach buyers on LinkedIn
and Google. 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

Visionary Businesses Need An Effective
Vision Statement
You are a visionary. That’s why you’re here
isn’t it? No one starts or acquires their own
business without first having some sort of
dream of what they want it to be. And no one
is successful in realizing their business vision
without crafting it, distilling it down to its
essence.
Now that you have your vision, you need to
write it down. Simply put, a vision statement
explains the purpose of your business — the
value your company provides to its employees,
owners, customers, and community that no
other business can deliver in the same way.
The vision statement stands as a focusing
lens through which all decisions and actions
of the company can be viewed. It’s not a
superficial slogan, nor is it a hard quantitative
target. Rather it’s a descriptive yet brief statement that provides a clear description of the
organization’s destination strategy, which all
employees may then internalize and refer to in
order to become immediate and continuous
contributors toward reaching that destination.
For example, Nike’s vision statement is “To
bring inspiration and innovation to every
athlete in the world,” while Google’s is “To
provide access to the world’s information in
one click”.
Crafting Your Statement
To create your vision statement, you must
first convene your team and ask several critical
questions. For instance:
n What is the current and primary purpose
for your business to exist in the marketplace?
n What are the special benefits your business
can provide to employees, owners, shareholders, and the community?
n If you had to shutter your business, what

would you want people to miss the most?
(Look beyond mere products, services, profits, and jobs.)
n How do you want your company’s people,
products and services to be perceived as
providing value to others?
n How is your selling proposition — the
products or services you provide — unique?
Once you’ve gathered the answers to these
questions, you can create a brief vision statement by integrating the responses with the
following elements:
n Define the market climate or environment of your company. This should help
explain what happened in the past, current
developments, and future expectations. Describe key events and explain consequences.
n Explain a major pain point or opportunity that exists beyond your company’s
current capacity. Why should you pursue it
as a business?
n Apply this problem or opportunity to a
specialized capability within the company’s
current or potential reach.
n Relate how tackling this pain point or opportunity allows the company to penetrate
the market.
n Describe why addressing this problem or
opportunity is appropriate to serve as the
company’s essential purpose.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.
WWW.SBMON.COM

marketing works totally terrific tips
by dan klein by nancy friedman

Weak, Wimpy Words!

Never Stop Campaigning for Your Brand

A

s a small business
owner, you are constantly looking for
ways to keep your brand in
the spotlight and connected
with your audience during
every step of the customer
buyer journey. One mistake
some companies make with
their marketing approach is
taking too singular of a focus on the way they deliver
their key messaging. While
your business may be set
up in a way in which email
marketing, for example, is
the best way to reach your
customers, it is important
to remember that a wellrounded, multi-channel
strategy – or campaign – can
help you keep in touch with
prospects when they are
making important purchase
decisions.
In simple terms, multichannel marketing allows
you to distribute one central
message through many different promotional channels, which may include
email, direct mail, blog
and website content, social
media, web banner ads, and
point-of-purchase signage.
The idea behind this approach is that
an increased number of channels creates
a greater number of potential customer
touchpoints for your customers and
expands your reach so you can find new
groups of buyers, as well.
Perhaps the best part of a multichannel strategy is that, over time, you
can track analytics to see which mediums
are performing best, which are not, and
adjust your approach to maximize your
connection with your audience – and
your return on investment. Keep in mind
that there is no one-size-fits-all approach
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to multi-channel marketing, and because
every business and customer is unique,
your marketing approach should be too.
At Spoke, we are big believers that
everything you do should be driven by
the customer buyer journey. Creating
campaigns that spotlight the key benefits
of your products and services are most
effective when they are delivered in a way
that allows your customers to always have
access to this information when they
are deciding which brand will best fit
their needs. This will do more than just
increase sales – it shows customers you
are listening, that you understand their

obstacles, and that you are always available to help them solve their challenges.
The end result? A greater customer
connection with your business and an
affinity for your products and services
that can result in something every small
business owner hopes for – brand loyalty
that can help to take your company to
the next level. Now that’s something
worth campaigning for. n
Dan Klein is the Managing Partner at Spoke
Marketing. Spoke Marketing (www.spokemarketing.com) provides fully-integrated marekting
and sales programs that define and activate
the customer buyer journey.

At a recent conference, the subject of
Weak, Wimpy Words came up.
These are words often used and far less
powerful than we realize. WWWs (let’s use
that code for now) distract from the meaning we want to convey. Without realizing
it, you can and will destroy your message
when you use them.
They’re not dirty or offensive words. However, you’ll lose a lot of leverage when you
use them.
There are many WWWs. If you’re in sales,
you won’t want to use them.
Weak, Wimpy Word #1 – THINK
“I THINK you’ll like the information I have
for you.”
Think? Think? You THINK they’ll like the
information? Is there any doubt in your
mind? There shouldn’t be. Every time
you tell someone “I THINK” … or “I THINK
something will work” … or “I THINK it’s
a right choice,” you leave doubt in their
minds.
Use positive statements, such as “You’ll
really like the information I have for you.”
That’s a statement of fact … of confidence
… of conviction … of someone who believes
in what they have to offer.
Weak, Wimpy Word #2 – JUST
The biggest offender of all. “I’m JUST
calling to see if you got the information
I sent,” or “I’m JUST following up on my
proposal,” and worse, “JUST a note to say
thank you for the gift.” Boy, does that
make it sound like a big nothing thank you
note. The sentence or phrase becomes
stronger when you remove the word JUST.
“I’m calling to be sure you received the
information I sent you.” Then include a
benefit statement or a question. Sadly,
kids usually start off with, “JUST a note to
thank you for the gift.” Other than “I just
called you,” leave JUST out!
Weak, Wimpy Phrase: # 3 – “Let me
know if you have any questions.”
Want to strengthen that one? Make it a
statement. “Mrs. Friedman, most of the
folks to whom I’ve sent that brochure have
questions. Let me go over it with you to
be sure we’re on the same track. You have
my cell number for more information if you
need it.” 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

A Place Where People
Want to Work

Ditch The Braggy, Bigshot, BS Marketing

“Jonathan, we need you to help us make
our people love each other.”
Two women clients who had just started
their own business together said those
words to me. I still remember that day.
They were frustrated and wanted to
make their own company a place they
and their employees would want to work
in because coworkers had poorly treated
them in many different places over the
years. Their experiences gave us the
insight we needed to make the caring,
friendly workplace they had in mind.
The culture you develop as a company
owner is significant to your success. As a
leader, it is your job to set an example by
treating people the way you’d want to be
treated. The arguing and infighting I see
in some workplaces are not only unproductive, but it also takes a lot of time and
money, and it doesn’t help customers at
all.
To have a happy workplace, you as a
leader must decide that a positive culture
is an essential part of your business
plan. First, make it clear that you will not
tolerate rude behavior or offensive comments. Next, think about what your ideal
workplace would look and feel. Then, ask
your employees to help you make that a
company value, lives every day. People
won’t care for each other unless they
can put their emotions into a common
objective that they know will improve
their lives. Good people who care about
maintaining a healthy daily work environment add value to your product, your
customers, and your bottom line, making
your business successful. n
Jonathan Jones (Jonathan.
jones@vistagechair.com or
314-608-0783) is a CEO peer
group chair/coach for Vistage
International.

A

few weeks back, I saw a video on
Facebook by a marketer named
Victory.
The video begins with a camera panning across his well-appointed bedroom.
Victory strolls into the frame, sits on
his king size bed, ties his fashionable
shoes, and then marches from his room
down the stairs and out the front-door
of his large, modern, two-storey house.
We get to see a lot of the fancy square
footage.
He gestures back to his house, and
says, “Hey guys. This is my home. As you
can see, it’s not the Playboy Mansion.”
That’s a cute touch. I guess it’s his way
of saying, “I’m rich, just not filthy rich.”
He then points out his fancy, Range
Rover SUV. Not a Mazerati so I guess
that’s something.
Victory tells us he’s “keeping it real”
and that he’s showing us this stuff because he wants people to “see for themselves that they can earn a substantial
amount of money legitimately” if they
listen to what he has to tell them.
Here’s the funny thing about that –
especially that word “legitimately…”
I once got an email from Victory with
the a subject line that said, “Receipt for
P’pal payment…”
Several weeks before that, I bought an
inexpensive software application from
one of Victory’s companies.
I couldn’t understand why Victory
sent a receipt now, weeks after my purchase. I worried that, maybe, I accidentally signed up for something I didn’t
want.
So I opened the email and found…
…a screaming, in-my-face pitch for
another product.
A receipt? Nope.
This was just a trick to get me to open
the email.
How’s that for “legitimate?”
So I scrolled to the bottom of this rotten email and opted-out.
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You know the old song, “Breaking Up
is Hard to Do?”
This was NOT hard. Couldn’t have
been easier. Scroll and click. Opt out.
Bye bye, Victory. We’re finished!
I don’t like to be tricked — especially
when the trick fuels anxiety (as in, “Oh
no…Did I accidentally sign up for something I didn’t mean to buy?”).
I don’t trust tricksters — especially
those who already connected with
me and who already have some of my
money.
And I don’t like marketers who show
me their fancy houses and expensive
cars, who tell me they’re “keeping it real”
as they claim “ALL THESE RICHES
CAN BE YOURS…”
Trust. It’s a big deal in marketing.
Work hard to earn it. Work harder not
to squander it.
Some marketers don’t care about that.
For them, it’s all about quantity, not
quality.
They’re approach: Mislead the masses
and upset a few.

“No big deal,” they think, “There are
plenty of suckers out there who won’t
notice or won’t care. I’ll sell to the suckers.”
You don’t need to market like that.
If you need to trick people to open
your email, your content probably wasn’t
worth sending in the first place.
If you need to brag about all the riches
you’ve earned, the value of your content
and offerings is not speaking for itself.
You can attract new clients and build
your business without tricks and without
being a braggy bigshot.
Provide real value — by creating relevant, informative, entertaining content
and building meaningful human relationships with your ideal prospects. 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.
WWW.SBMON.COM

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

80% of attacks exploit
known vulnerabilities

Global ransomware
campaigns are spreading
Hacking is more
sophisticated and evolving

317 million new pieces of
malware were created in 2017

Phishing attacks are
on the rise

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

Contact NTP at 636-458-4995 or online at NTPCyberSecurity.com
for a complimentary Cyber Security Needs Analysis!
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Neal Richardson, Executive Director
1520 Market Street, Suite 2000
St. Louis, Missouri 63103
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Congratulations!
Emily Cantwell, Partner in Charge of
the firm's St. Louis office, was named
to the 2022 list of “Top 100 St. Louisans
To Know” by Small Business Monthly.
Congratulations, Emily, on this
well-deserved recognition.

Emily Cantwell
314.613.2834
emily.cantwell@lathropgpm.com
lathropgpm.com
This is an advertisement. The choice of a lawyer is an important decision and should not be made
based solely upon advertisements. The Supreme Court of Illinois does not recognize certifications of
specialties in the practice of law, and the certificate, award or recognition is not a requirement to
practice law in Illinois. Neither the Supreme Court of Missouri nor The Missouri Bar reviews or approves
certifying organizations or specialist designations. Lathrop GPM LLP, 7701 Forsyth Boulevard, Suite
500, Clayton, MO 63105. For more information, contact Emily Cantwell at 314.613.2834.
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By banking locally with Midwest BankCentre,
$95 out of every $100 deposited locally
stays in the St. Louis region to build
St. Louis area businesses and families.

MidwestBankCentre.com
(314) 631-5500 | (800) 894 -1350
Member FDIC
NMLS #685869
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SPECIAL REPORT: TECHNOLOGY

How Hacking Is Done In 2022, Part One of Six
by scott M. lewis

W

hen we talk about hacking
computer systems, actual
statistics can be challenging
to determine for several reasons. The
primary reason is that companies don’t
want customers, vendors, to know what
happened due to the embarrassment that
they were hacked and the fear of public
backlash. Another reason is that we have
an elevated sense of security that Firewalls
and Anti-Virus alone will protect our businesses, which we are finding out, yes they
are great tools. Still, they can’t provide us
as much protection as we sometimes lull
ourselves into thinking they do, but they
are the front lines on the cyber warfare
front. Then there is the ongoing battle of
convenience verse security, with budget
squished in the middle. The bottom line
is that the more convenient it is, the less
secure it is. I know it is not the answer
that we as business owners want because
we care about employee productivity.
We also don’t want to listen to what we
interpret is the noise coming from the
end-users, about how sometimes security
is too limiting, which results in leadership
allowing for more convenience and less
security. Balance is the key.
System hacking can take time; hacking
is typically not something that happens
overnight, not that a hacker couldn’t be
opportunistic; typically, hacking is not a
crime of convenience but more a crime of
patience. The best hacker doesn’t want
you to know they have gained access to
the system, primarily due to the overriding
goal of stealing as much data as they can
and selling that data or holding your business for ransom and trying to force payment. When a computer hack does occur,
the first objective is to load software that
allows them to search and exploit other
weaknesses or pivot from one system to
another to give them access to as much of
the system as possible. To achieve their
goals, these incursions onto your system
can take weeks or months before anything
revealing occurs that would indicate that
your system has been compromised. The
ability of hackers to hide in your system
undetected increases the need to improve
your detection, containment, and remediation processes critical to your overall
security program.
These are some reasons why compiling

a factual statistical matrix is difficult to
produce, which skew the risks and risk
mitigation evaluation processes and can
contribute to the false sense of security
some companies fail to realize. However,
the industry recognizes that a hacking
attempt happens every twenty seconds,
and the industry acknowledges that unsuccessful attempts are more common than
those compromised. However, you would
think that we would see a decline in
successful hacking attempts but based on
the reported data, successful attempts are
actually on the rise.
One of the first questions I am asked
when I speak about security at conventions and seminars is; who is to blame
for the system hack? People must first
understand that there is no such thing
as 100% secure unless you are willing to
unplug your business; being one hundred
percent secure is an unreasonable expectation. We all have a responsibility to have
reasonable cybersecurity measures at home
and the workplace that protect the work
environment and the data that drives our
businesses. In the commercial world, one
of the most critical factors in building a
culture of security within your workforce
would include ongoing security awareness
training and testing for all employees, including ownership. Failing to understand
that the human factor is one of the biggest threats to your system and adopting
proper security measures to address both
internal and external security risks will put
your organization at risk.
Where does the responsibility for
security reside? The truth is we all have
a role; we all have a part in ensuring that
we don’t put our business at risk, from
the ownership to the employees, to the
technologist. The reality is that you can
do it all right, have all the protections in
place, and you can still be a victim of a
ransomware attack, crypto attack, virus,
unauthorized access, and many other risks
that need to be mitigated. The growth in
system attacks is increasing at an expediential rate; based on the political environment that we all live in; cyberwarfare
has simply become the norm; now, don’t
be a victim. Emerging technologies and
strategies that bad actors are undertaking
to gain unauthorized access resulting in
data loss are increasing. These emerging
threats can outpace the ability to detect,

12 ST. LOUIS SMALL BUSINESS MONTHLY / april 2022

develop countermeasures,
and modify risk
mitigation plans.
Hackers use
several methods
to go undetected
in your environment and hide
from the typical
detection methods. We have to keep in mind that it is to
the hacker’s advantage to go undetected,
and they spend a lot of time and money
to learn and perfect their hide-n-seek
countermeasures to detection. According
to WebProfessionals.org, here are some of
the ways that hackers go undetected:
n Adding Layers of Virtual Machines
– Hackers typically utilize Linux and are
careful to make sure that they add layers
of infrastructure between them and their
targets. Before launching ransomware,
crypto, or other cyberattacks, a hacker will
likely connect to your system through a
maze of virtual machines that could, in all
likelihood, be hosted in different regions
of the world. These virtual connections
are sometimes called ghost machines and
are removed and rebuilt regularly to cover
their tracks.
n Spoofing IP and MAC addresses –
when you connect to the Internet or when
any device connects to the Internet, it
must have an IP address that typically is
assigned by the Internet Service Provider
(ISP). The IP address identifies that
device on the Internet and can connect
to resources through your web browser.
IP addresses and MAC addresses are the
most common way people and devices are
tracked online. Hackers use various tools
to spoof addresses to disguise their location and devices to get around this.
n IRC Communication – From the
hacker’s perspective, there is a good
reason they don’t communicate on traditional social media as we all have learned
they are prone to eavesdropping and don’t
offer a high level of secured communication. Most hackers prefer to use Internet
relay chat (IRC). IRC communication
is typically run on individual servers,
and they don’t interface with the public
cloud, which would be sites like Facebook,
LinkedIn, and Instagram; since there is
no interface to the public cloud, they are

considered secure and can be difficult to
trace.
n VPN – Investing in a VPN when
connecting to a corporate network or just
browsing the Internet is one of the smartest things companies and individuals can
do to protect themselves. However, bad
actors can also use VPNs to help facilitate
their deeds. Hackers often have accounts
with many VPN providers, and they commonly switch between them. Remember,
it is about remaining hidden in the shadows, here one moment, gone the next.
Hackers want to make it as difficult as
they can to identify, track, and determine
their location.
n TOR Browser – Hacker’s primary
choice of web browsing is through TOR,
similar to Google, Mozilla, or the multitude of other common web browsers.
TOR offers more built-in privacy advantages that work with the unindexed part
of the Internet, more commonly known
as the Dark Web. When using a TOR
browser, the traffic is passed through
several relays spread across the globe. The
traffic is encrypted and then passed to another relay at each relay, making it almost
impossible to track a user session or their
activity.
These are just ways that hackers hide
their movements and activities on the
Internet and within your network, making
it almost impossible to track, capture, and
prosecute bad actors if you have become
a victim. However, you have to be aware
of them to develop a security matrix that
accounts for them and implements security countermeasures. Look for part two
in next month’s issue of Small Business
Monthly. n
Scott Lewis is the President and CEO of
Winning Technologies Group of Companies,
which includes Liberty One Software. Scott
has more than 36 years of experience in
the technology industry and is a nationally
recognized speaker and author on technology
subjects. Scott has worked with hundreds of
large and small business to empower them
to use technology to improve work processes,
increase productivity, and reduce costs. Scott
has designed thousands of systems for large,
medium, and small companies and Winning
Technologies goal is to work with companies on
the selection, implementation, management,
and support of technology resources. Learn
more about Winning Technologies at www.
winningtech.com or call 877-379-8279.
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Commerce Bank is proud to
recognize Greg Kendall, Senior
Vice President & Division Manager
Business Banking, for being named
to Small Business Monthly’s 100
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Succeed In Business.

commercebank.com
© �022 Commerce Bancshares, Inc.
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COMPANY NAME

CONTACT INFORMATION

Alliance Credit Union

636.343.7005
alliancecu.com

•

1051 Highway K				
O’Fallon, MO 63366

Anh Le, CPA

314.624.0350
anhlecpa.com

•

12400 Olive Blvd., #320			
Creve Coeur, MO 63141

AnswerMidwest

618.463.9093
answermidwest.com

•

307 Henry St., #207
Alton, IL 62002

Bank of Madison County

618.656.2882
bankofbelleville.com

•

100 N. Main St.
Edwardsville, IL 62025

Brian Toennies and Associates

314.842.0477
toenniescpa.com

•

9730 E. Watson Rd., #100
Sappington, MO 63126

Burger Law

314.542.2222
burgerlaw.com

•

500 N. Broadway, #1860
St. Louis, MO 63102

Cork Tree Creative

618.656.7333
corktreecreative.com

•

105 Plaza Ct.
Edwardsville, IL 62025

Dovetail Estate Planning, P.C.

314.720.0170
dovetailestateplanning.com

•

11628 Old Ballas Rd., #201
Creve Coeur, MO 63141

En Tech Engineering

636.234.4669
entechworld.com

•

228 Meadowbrook Country Club
Ballwin, MO 63011

First Community Credit Union

800.767.8880
firstcommunity.com

•

17151 Chesterfield Airport Rd.
Chesterfield, MO 63005

•

1421 Jungerman Rd.
St. Peters, Mo 63376

Gateway Metro Federal Credit Union 314.621.4575
gogmfcu.org

Best in Reliability
Regardless of the project, the businesses
you choose to partner with must follow
through on commitments. The following
companies were voted the most reliable
in St. Louis. Make sure you check out the
Awards page at www.sbmon.com to stay
up to date with other Best in Business
nominations for 2022.

Gray Design Group

314.646.0400
graydesigngroup.com

•

9 Sunnen Dr., #110
St. Louis, MO 63143

Helitech

314.965.4565
helitechonline.com

•

625 Feise Rd.
O’Fallon, MO 63368

Littler Mendelson, P.C.

314.659.2000
littler.com

•

600 Washington Ave., #900
St. Louis, MO 63101

Parkside Financial Bank & Trust

314.290.8600
pfbt.com

•

8112 Maryland Ave., #101
Clayton, MO 63105

Pearl Solutions Group

636.949.8850
pearlsolves.com

•

1450 Triad Center Drive
St. Peters, MO 63376

Reinker, Hamilton & Fenley LLC

314.333.4140
rhflegal.com

•

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

Shapiro Sauer Law Firm

314.854.1312
shapirosauer.com

•

231 S. Bemiston Ave., #800
St. Louis, MO 63105

•

3651 Forest Park Ave.
St. Louis, MO 63108

•

9322 Manchester Rd.
St. Louis, MO 63119

•

3890 Lindbergh Blvd.
St. Louis, MO 63127

St. Louis Community Credit Union 314.534.7610
stlouiscommunity.com
Straub Financial Services, LLC

314.961.5576
straubcpa.com

Swink, Smith, Coplen & Company 314.842.2001
ssc-cpa.com
ThrottleNet

866.418.9268
throttlenet.com

•

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

Turnkey Technologies, Inc.

888.876.5393
turnkeytec.com

•

14 Research Park Dr.
St. Charles, MO 63304

Warson Capital Partners

314.222.6600
warsoncapital.com

•

7733 Forsyth Blvd., #1450			
St. Louis, MO 63105

Wilhelm & Wilhelm

314.727.1155
wilhelmcpastl.com

•
618.249.5366
woodsbasementsystems.com•

7777 Bonhomme Ave., Unit 2001		
St. Louis, MO 63105

Woods Basement Systems
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524 Vandalia St.
Collinsville, IL 62234
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CONGRATULATIONS
NANCY PETERSEN
Honored by SBM as one of the 2022 Top 100
St. Louisans to Know
Your dedication to
the success of our
clients and the
entire community
is truly
extraordinary.
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Best Payroll Service
Providers
The following companies were voted the
Best Payroll Service Providers 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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COMPANY NAME

CONTACT INFORMATION

AccuPay HCM

636.532.9510
accupayhcm.com

•

12747 Olive Blvd., #100
St. Louis, MO 63141

ADP

888.871.0155
adp.com

•

12200 Weber Hill Rd.
St. Louis, MO 63127

API Financial Solutions

636.720.0195
apisolutions.com

•

1985 Bluestone Dr., #202
St. Charles, MO 63303

Cornerstone Employer Solutions

314.222.5770
cornerstoneemploy.com

•

721 Emerson Rd., #500
St. Louis, MO 63141

CSL Tax Advisors, LLC

636.441.1110
csltax.com

•

3906 S. Old Hwy. 94 S#500
St. Charles, MO 63304

Eckelkamp & Associates CPA’s P.C. 314.849.7555
eacfo.com

•

9109 Watson Rd., #300
St. Louis, MO 63126

Elder & Isaac, CPA, PC

314.727.4300
elder-assoc-cpa.com

•

8151 Clayton Rd., #204
St. Louis, MO 63117

Fick, Eggemeyer & Williamson

314.845.7999
afewcpas.com

•

6240 S. Lindbergh, #101
St. Louis, MO 63123

HireLevel

618.655.1212
hirelevel.com

•

5214 Chain of Rocks Rd.
Edwardsville, IL 62025

Insperity

314.798.6927
insperity.com

•

Three City Place Dr., #1000
St. Louis, MO 63141

Integrated Payroll Services (IPS)

314.821.0600
ipsonline.net

•

9450 Manchester Rd., #200
St. Louis, MO 63119

Next Wave Payroll Solutions

314.223.6191
nextwavepayroll.com

•

4623 Washington Ave.
St. Louis, MO 63108

Pooley Accounting Services, Inc.

314.260.7808
pooleyacctg.com

•

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

Rapp Payroll Solutions

314.549.8800
rapppayrollsolutions.com

•

206 W. Argonne, #106
Kirkwood, MO 63122

Rickhoff & Associates

618.632.1994
rickhoff.com

•

1107 Frontage Rd.
O’Fallon, IL 62269

Sederburg & Associates

636.587.0570
taxaccountantsmo.com

•

3023 North St. Peters Parkway
St. Peters, MO 63376

Simploy, Inc.

314.544.1700
simployonline.com

13023 Tesson Ferry Rd., #105
St. Louis, MO 63128

SynchronyHR

314.222.5770
synchronyhr.com

•
•

Tax Solutions, Inc.

314.567.4100
taxsolutions-stl.com

•

11710 Administration Dr., #12
St. Louis, MO 63146

Thompson Flaherty CPA

618.656.6010
thompsonflaherty.com

•

219 2nd Ave., #B
Edwardsville, IL 62025

Tom Dunn CPA

314.500.1200
tomdunncpa.com

•

677 Craig Rd.
St. Louis, Mo 63141

Wolf Bookkeeping LLC

636.485.2006

•

315 Woodlawn Ave., #4
O’Fallon, MO 63366

ofallonbookkeeping.com

721 Emerson Rd.
St. Louis, MO 63141
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CREATING SOME LUCK
What does it take to succeed in business? A combination

of hard work, knowledge, persistence, dedication, luck and a great contact list.
We here at SBM can’t help you with the luck part, but we can help you with the
contact list.
We know that all it takes sometimes is an introduction to the right person at
the right time and things can just come together. That is why we have decided
to help you stack the odds in your favor by compiling this list you hold in your
hands (or read on the screen if that is your thing). With the 100 St. Louisans to
Know to Succeed in Business, you now have access to the kind of people that
will get you some of the needed perspective that is crucial to success.
The more of these people that you choose to get to know, the better the
chances you have of creating your own luck. This is more true today than
ever before. Because of the COVID-19 crisis, businesses in all industries are
looking for help and looking to rebuild their companies. The individuals
on the following pages will play a huge role in helping businesses rebuild.
That help may come in the form of a business loan, legal advice, access to
available contracts or just a shoulder to lean on.
How were these individuals chosen? A group of community leaders identified
the individuals for the edition. They are all key executives, financiers, notable
achievers, connectors and other business-community leaders. The judges
chose the individuals based on their contributions to the area businesses and
the overall business community.
It is not difficult to come up with 100 names and personalities for this list.
What is difficult is paring it down to 100. That being said, we know that there
is someone that you feel should be on this list. Someone who is a no-brainer
... an influencer who has meant so much to so many business owners. Please
send me an email (ron@sbmon.com). Let me know the name, title, company
and a brief (150 word) description as to why that person is someone that St.
Louisans should know. Happy connecting –
Ron Ameln
President, St. Louis Small Business Monthly

Olamide Adeboye
Wakava Food & Beverage

Olamide
Adeboye is
the Founder
and CEO of
Wakava Food
& Beverage.
Wakava is an
organic healthconscious
company that
provides better
tasting, healthier food and herbal drink
options by using herbs from Africa.
Olamide founded the company to bring
in healthier food and drink options from
Africa to St. Louis. He is an international
business professional with more than 15
years of experience on the global forefront. He has a background as a restaurateur, importer/exporter and contract
negotiator.

Pier Yvette Alsup
Washington University

Pier Yvette Alsup
is an adjunct professor of marketing at Washington University
in Saint Louis.
Previously, Alsup
was the first
Chief Diversity,
Equity and Inclusion Officer at Together Credit Union.
Alsup has served as the Chief Marketing and Business Development Officer
for Anheuser-Busch Employees’ Credit
Union for 26 plus years and has 30 years’
experience in marketing.

Bob Alvarez
Shapiro Metals

Bob Alvarez is President & Chief Operating Officer of Shapiro Metals. Alvarez
joined Shapiro Metals as Vice President
of Operations. Alvarez has a diverse background, having held management roles
in operations and human resources prior
to joining Shapiro Metals. He also has
experience in strategic and organizational
18 ST. LOUIS SMALL BUSINESS MONTHLY / april 2022

leadership. Since joining the company,
Alvarez has worked to operationalize
Shapiro Metals’ vision of creating a better
tomorrow. Alvarez also has played a key
role in harnessing the organizational
culture at Shapiro Metals.

Tom Anstey
Triad Bank

Tom Anstey is Executive Vice President
- Commercial Lending at Triad Bank.
Triad Bank is a full-service financial institution established in 2005 with a mission
to provide a wide range of commercial
and personal banking services to closely
held businesses, including their owners
and families.

Greg Atchison
C12

Greg Atchison is the Principal Chair for
C12 of Greater St. Louis, an executive
roundtable forum exclusively for Christian business owners and their leadership
teams. He provides area business leaders
with the resources, tools, business guidance, peer accessibility, and accountability to St. Louis companies building great
businesses for a greater purpose.

Adam Baer

Commercial Electronics
Adam Baer is President of Commercial
Electronics (CE). CE is the leader in
quick-service restaurant equipment services and the largest dedicated provider
of repairs, accessories, and equipment
for QSR drive thru wireless systems and
speed-of-service timers. The company
serves corporate and franchise accounts
throughout the US. Company revenue
has quadrupled over the past eight years,
thanks to the creation of a new sales
channel, the addition of new products
and services, and the development of
lean culture and practices. The company’s growth has allowed CE to recently
expand into a 40% larger facility in Earth
City.
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Robert Bain
Stinson

Robert Bain
is a Partner at
the law firm
Stinson. Bain
prepares and
prosecutes U.S.
and international
patents in electrical, computer,
mechanical, and
related fields.
As an experienced patent and intellectual
property attorney, Bain guides his clients
through complex intellectual property
issues concerning freedom-to-operate,
infringement, due diligence, and licensing to efficiently patent and safeguard his
clients’ intellectual property.

Julie Bartch

Pickett, Ray & Silver, Inc.
Pickett, Ray & Silver, Inc., was founded in
1969 by Ray Pickett, Dean Ray and Glenn
Silver. In 1998, Hal Bartch took over as
President and CEO after Ray Pickett retired. Julie Bartch became the sole owner
and CEO of the company after the death
of her husband, Hal. Together with Doug
Tiemann, the Chief Operating Officer,
she manages the day-to-day operations of
the company. In 2022, Pickett, Ray & Silver, Inc., proudly joined Civil & Environmental Consultants, Inc. (CEC).

Eryn Bassett

Environmental Operations, Inc.
Eryn Bassett is President at Environmental Operations, Inc., a company that
provides environmental engineering,
consulting and contracting services. Bassett oversees business strategy, operations
and implementation of those business
operations, and provides leadership in
the company. Bassett has been with the
organization since 2005 and has operated in many capacities. She has extensive
experience as a project lead in Brownfield
redevelopment projects with an emphasis
on Brownfields Tax Credit Program.
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bryan buesking
synchronyHR

G

rowing up in Edwardsville,
Bryan Buesking got a front
row seat and education in
the art of building relationships.
Buesking’s father was a barber and
owner of his own barber shop. Buesking would often watch his father
hold court, joking with customers
and sharing stories and advice. “As a
kid, I would go to my father’s barber
shop, sit in and watch him cut hair
after school,” Buesking said. “If you
know anything about barbers, it’s
not really about the haircut; it’s more
about the friendships and relationships you build.”
The lessons Buesking learned in
those early years would serve him
well in his own career. Now Vice
President of Sales at SynchronyHR,
Buesking has built a successful sales
career by building relationships and
networking. “When I look back over
my career, that’s where I get the networking side from,” he said. “Even
though he was a barber, he was always networking with his clients. My
dad was a salesman, and he didn’t
even realize it.”
SynchronyHR is a human resource
outsourcing firm, often referred to as
a professional employer organization
(PEO). Buesking joined in 2019 and
has succeeded by focusing on building relationships. “The one thing I
enjoy more than anything about sales
is really just meeting people,” he said.
“I love meeting new people and hearing stories about how they either started a business or how
they got where they are. That’s the most fun part of sales to
me. The product or solution you sell is almost second nature.
The key is really building those relationships. I am [also] a
firm believer in the ‘Go Giver’ mentality. It has been instilled
in me from my father. I’m never one to meet someone and
call them the next day and try and sell them a product. I am
someone who builds relationships. People in St. Louis know
what I do. When people have a need for what I do, they
think of me, and they call me. All of my sales come from
networking, word-of-mouth and building relationships.”
Perhaps, Buesking is most well-known around the region
through his podcast, STL Leaders Podcast. Buesking began
the podcast in 2020 as a way to promote the region. Over the
past two years, he has interviewed and profiled local business
leaders who share their advice and stories. “I wanted to bring
our community together through relationships,” he said

about the idea of the podcast. “I love St. Louis. This is my
home. 2020 was a bad year for everyone. We had a pandemic, and we were stuck in an election cycle. You turned on the
news and there was a lot of negativity.”
Given his career in sales, Buesking knew there were so
many incredible business leaders in the region who could
share their knowledge and advice. The problem was not
many knew about those people. He wanted to create a
podcast to change that. “They are the leaders of our community. I believe leaders in St. Louis are the people who are
employing people here and putting money back into our
community.” In his biweekly podcast, Buesking asks these
leaders questions about overcoming their challenges and
building their careers, and he solicits advice they can share
with others. “We’ve had some amazing leaders on the show
that people probably don’t know about,” he said. “These are
leaders impacting our community on an everyday basis.”
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Frank Bell

Renee Bockerstett

Frank Bell is Executive Director
of Elevate St. Louis. The mission of the organization is to
build long-term, life-changing
relationships with urban youth,
equipping them to thrive and
contribute to their community.
Elevate offers a unique, relationship-based approach and employs
full-time staff who represent the
community they serve. As teachers, mentors and life coaches, the organization’s team
makes themselves available 24/7 to build relationships
with students.

Renee Bockerstett is a Partner at Botz, Deal & Company,
P.C. The firm has locations in St. Charles, St. Peters,
and Wentzville, MO. The firm has been providing elite
service with bookkeeping, payroll, Quickbooks, and taxes
for small businesses, home businesses, non-profits, and
governmental agencies since 1969. The firm also specializes in auditing, compliance and consulting services for
start-ups to $200-million-dollar entities.

Botz, Deal & Company, P.C.

Elevate St. Louis

Faith Berger
Taylor Scientific

In 2020, Faith Berger and her
son Jordan decided to purchase Taylor Scientific, a St.
Louis-based laboratory chemical
distributor, from her husband
who was retiring. Berger became
CEO. Previously, she was in the
art business. Berger owned and
operated Barucci Gallery in Clayton for more than 27 years.

Kathleen Bilderback
Affinity Law Group

Kathleen Bilderback is Managing
Member of Affinity Law Group.
She specializes in estate, business
and executive benefits planning
as well as estate and executive
compensation planning with life
insurance. Formerly, she was a
member of the Advanced Markets Group of MetLife, where she
provided training and advanced
underwriting support for the top
producers of MetLife and its subsidiaries. Prior to joining
GenAmerica Financial (a MetLife company) in 1996, she
was in private practice.
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marianne biangardi
schmersahl treloar & Co.

Betsy Brandt
Forest Park Capital

As the Managing Partner of Forest Park Capital, Betsy Brandt
offers finance and operating experience with companies ranging
from small start-ups to Fortune
500 companies. She began her
career in investment banking at
Bank of America Merrill Lynch
in the Technology, Media &
Telecom Group. She then joined
the Strategic Finance Team of
Flywheel Sports, a private-equity-backed, premium boutique fitness brand. She is originally from Kansas City,
Missouri, and is excited to return to the Midwest after
spending time on the East Coast.

Marc Braun
Marc D. Braun, LLC

Marc Braun is an executive
coach and keynote speaker at
Marc D. Braun, LLC, a firm
he began last year. In his role,
Braun helps CEO’s become
more successful by identifying
and addressing critical leadership levels holding them back.
He leverages years of leadership
experience, most recently as
President of Cambridge Air
Solutions.

Position: Marketing Manager
Biggest challenge for business owners:
Currently, the biggest challenges I see in all my
conversations with business owners involve supply chain issues, lack of materials and finding and
retaining talent. An additional challenge is the
unpredictable economic changes we are experiencing. COVID has taught us that unexpected global
issues can cause overwhelming challenges even for
the best-run companies. We advise our business
owners to consider modifying their business plans
to deal with predictable changes in the economy
and to be prepared to respond proactively to the
unexpected (e.g., war, COVID, etc.). Additionally,
we encourage them to develop annual business and
financial plans grounded in fact-based data and to
update these documents often.
Best advice for business owners:
Business owners need accurate and timely information to run their businesses successfully and
profitably. My best advice is to have a first-rate accounting and reporting system in place. Create operational and financial plans that meet your goals
and match your resources. I have a wide network in
St. Louis, as connecting people is what I do best.
I am happy to help owners connect with someone
who can aid in creating a strong business plan. I
may be partial, but I work with some of the most
intelligent CPAs in St. Louis who follow economic
trends closely and plan proactively for the future.
Don’t be afraid to get a second opinion on your
accounting and financial plan.
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Emily Breedlove

Tony Caleca

Emily Breedlove
recently joined
the St. Louis
Development
Corporation as
the first Executive Director of
Tech STL. She
is tasked with
launching the
region-wide
initiative to bolster the entrepreneurial
ecosystem by leveraging technology-based
opportunities and making innovation
more inclusive across the St. Louis MSA.
As a 6x tech founder, Breedlove offers
more than 15 years’ experience navigating the world of high-growth startups
and transforming communities through
entrepreneurship and innovation.

Tony Caleca
is Armanino’s
Midwest Market
Hub leader and
a member of the
firm’s Operating Committee.
He previously
served as Managing Partner of
Brown Smith
Wallace, and led the firm’s Audit practice,
where he developed a strong background
in business and cash flow management,
family tax and succession planning,
project management, staff development
as well as financing and management consulting. He worked closely with a variety
of privately held companies and private
equity firms, serving organizations in the
manufacturing, distribution, construction,
service, technology, financial services,
transportation, private education, and
nonprofit industries in all facets of their
businesses.

Tech STL

Lisa Cagle

Bi-State Development Agency/
Metro Transit
Lisa Cagle currently serves as
the first Director of Innovative Services at
Metro Transit.
She has worked
in sustainability
and sustainable
development for
18+ years, including volunteering as a college student to
assist with wetland restoration, traveling
abroad to conduct research in sustainable
development best practices, and identifying regional metrics for promoting and
evaluating sustainable transportation
practices and policies in the St. Louis
Metropolitan Area. While living in Oslo,
Norway, after college, Cagle’s research and
firsthand experience demonstrated the value of quality transit in promoting equity
in access to jobs, education, healthcare,
and other resources.
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Armanino

Jeff Camilleri
CNB St. Louis Bank

Jeff Camilleri
is President of
CNB St. Louis
Bank. Camilleri
helps business
owners and real
estate investors
understand the
sources of capital
available to them.
He is a resource
to business owners, executives, real estate
professionals, CPAs, attorneys, and other
industry professionals, offering a holistic
banking approach that has been cultivated
across his 30+ year career in the banking
and real estate industries. By providing
guidance, communication, and transparency, he forms long-lasting relationships
and provides winning solutions to his
clients.

michelle corey

better business bureau (BBB)

M

ichelle Corey first walked
into the Better Business Bureau (BBB) offices searching
for a job to help pay her way through
college. At the time, she didn’t realize
she was beginning a lifetime career.
Corey began her work at the BBB as
a customer relations specialist, then
moved to investigations and director of
operations. In 1997, she was elected as
president and CEO. “It’s always been
my passion to help others, and the
opportunities just grew from that first
day,” she said.
Today, Corey leads the BBB of
Eastern and Southwest Missouri and
Southern Illinois, with offices in St.
Louis, Cape Girardeau, Columbia,
Springfield, and Quincy. BBB is a nonprofit, business-supported organization
that sets and upholds high standards
for fair and honest business behavior.
Most BBB services to consumers are
free of charge. BBB provides objective
advice, free BBB Business Profiles on
more than 5.3 million companies,
11,000 charity reviews, dispute resolution services, alerts, and educational

information on topics affecting marketplace trust. Corey’s BBB office is
one of 97 in North America, although
each is independently operated.
Now 105 years old, the local BBB
office has adapted to the changing
business climate over the years, embracing technology and the internet
to help the region’s businesses and its
customers. The organization has grown
from fielding thousands of calls each
day to becoming a technology-based
organization helping millions each
year. “We’re a different organization
than we were when I started here,”
Corey said. “That’s really due to our
innovation, creativity and forecasting. Looking back, I’m most proud of
how we’ve been able to forecast the
future regarding how consumers want
to connect with businesses and what
they expect out of businesses. We’ve
been able to look at those expectations
and determine how to close the gaps
where companies aren’t performing by
providing businesses with resources.
We’ve done this with technology and a
very skilled labor force.”
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Emily Cantwell
Lathrop GPM

Emily Cantwell is a Partner in
the law firm Lathrop GPM.
Cantwell is a litigation attorney
whose practice focuses on business litigation, specifically in the
areas of commercial, banking and
real estate litigation, loan enforcement, employment, title disputes,
and mechanic’s liens. Emily
serves as the Partner in Charge of
the firm’s St. Louis office.

Niccole Clements
PNC Bank

Niccole Clements is the Vice President of Community
Development Banking for PNC’s Central Illinois and
St. Louis markets. In her role, she assists in carrying out
PNC’s community development banking strategy, which
is designed to improve quality of life and bring about
economic empowerment for low- and moderate-income
individuals and communities. Niccole collaborates with
non-profit organizations to expand and enhance affordable housing, community service, neighborhood revitalization, and economic development. As one of her roles
with PNC, Niccole also supports non-profit organizations
by connecting them with the tools and resources they
need to provide financial education designed to help
people become more economically self-sufficient. Prior to
joining PNC, Niccole served as the Executive Vice President of the Illinois Association of Community Action
Agencies (IACAA) where she provided training, technical
assistance, and capacity-building programs to the Community Action Agencies throughout Illinois.

Elias Corpas
Mutual of Omaha

Elias Corpas is a Managing
Director at Mutual of Omaha in
the St. Louis region. Previously,
Corpas served as an Agency Associate and Manager at Country
Financial.
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John Dalton
Armstrong Teasdale

marilyn bush
bank of america

John Dalton is a Partner at the
law firm Armstrong Teasdale.
Dalton counsels many of Missouri’s most successful organizations and individuals in business
transactions and government/
regulatory affairs. Guiding
established and emerging businesses and professionals, Dalton
provides strategies for growth,
financing, governance, structure,
and related planning matters. His clients include a broad
range of entities, including manufacturers, real estate
developers, healthcare systems and providers, pharmaceutical companies, educational institutions, e-commerce
businesses, and individuals involved in multiple industries and professions.

Jessica Dempsey
Central Bank

Position: President, Bank of America St. Louis |
Market Executive Business Banking
Jessica Dempsey is Assistant Vice
President, Commercial Lending
Officer at Central Bank. Dempsey
joined Central Bank in 2010. She
assists clients in a wide array of
industries with various financing
needs, including real estate, operating lines of credit, equipment
loans, business acquisition loans,
and cash management solutions.

Paul Devine

Boggs, Avellino, Lach & Boggs, LLC
Paul Devine is an Attorney with the law firm Boggs,
Avellino, Lach & Boggs, LLC. Devine has 30 years’
experience in various types of litigation, with a career
that has focused on insurance defense, asbestos, automotive warranty, personal injury, contract, labor, and real
estate claims; counseling and advising national real estate
companies regarding regulatory issues affecting real estate
brokers and agents; and drafting contracts, deeds, wills,
and trusts.

Biggest challenge for business owners:
Small-business owners are regaining their footing after unprecedented challenges brought about by the
coronavirus. While the reopening of the economy
is cause for great optimism, small-business owners
are continuing to experience supply chain disruptions in sourcing raw materials, inventory, and
equipment, in addition to sharp rises in transportation costs. The tight labor market is pushing wages
and healthcare costs higher, and new expectations
have emerged from employees who demand a
virtual/remote work option. Can these rising costs
be passed on to the consumer? If not, margins and
profit are at risk.
Best advice for business owners:
Small-business owners must allocate time to work
“on the business, not in the business.” Develop
strategies to compete in a post-Covid world. Clients
who are thriving are finding ways to leverage
technology to automate processes and production.
Reshoring and identifying domestic supply chains
are competitive advantages. Create partnerships
with schools and workforce partners to recruit and
train talent. Review employee benefits, work/life
balance programs, career mobility and educational
opportunities, and invest in your workforce. Solicit
feedback from employees about their preferences
and priorities. Have a strong marketing plan – be
bold and creative. Commit to being a great place to
work.
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Kelly Diehl

Cushman & Wakefield
Kelly Diehl is
the Managing
Principal of
Cushman &
Wakefield, a
commercial real
estate firm. Previously, Diehl
served as Managing Director
of Operations at
Altus Properties for 13 years. Cushman &
Wakefield is a leading, global, real estate
services firm for real estate occupiers and
owners. Cushman & Wakefield is among
the largest real estate services firms with
approximately 50,000 employees in 400+
offices and 60 countries.

Gail Eagle

St. Johns Bank & Trust

jon franko
gorilla 76

J

on Franko, along with his partner
Joe Sullivan, have turned a once
tiny, freelance marketing business
into one of the region’s top marketing
firms.
As more and more companies began
asking for marketing help, Franko
and Sullivan decided to ditch their
full-time marketing jobs and start their
own company. The result is Gorilla 76,
a marketing company they began in
2006. “We were doing more work outside of our daily jobs and making more
money,” Franko said. “We decided to
make the leap and take the chance. It’s
been a wild, great ride.”
Now with 21 employees, the firm has
continued to grow. Gorilla 76 focuses
on business-to-business industrial
marketing, a niche the company has
grown across the years with expertise
in inbound and content marketing.
“We have always surrounded ourselves with great employees,” Franko
said of the firm’s success. “If I have to
micromanage someone, I have hired
the wrong person. We also have done
a really good job of growing people,
building a team that trusts us, and
delivering quality work.”
Franko also has been involved in
WWW.SBMON.COM

helping local charities and nonprofits.
Over the years, he has helped raise
hundreds of thousands of dollars for
multiple sclerosis (MS). MS is a cause
that is near and dear to him. In 2016,
Franko was diagnosed with MS, a
disease in which one’s own immune
system eats away at the protective
covering of nerves. Franko serves on
the Board of Trustees for the Gateway
Area Chapter of the National Multiple
Sclerosis Society, and he also has been
involved in MS charitable runs and
biking events throughout the country.
Like most aspects of his life, Franko
has taken on the challenge of MS with
fight and determination. While the
original diagnosis was devastating for
him, he soon realized this challenge
was leading him to his purpose in life.
“The first year was pretty brutal, but
I soon realized this was my opportunity for purpose. This was my chance
to leave the world better than I found
it. I started running, biking and raising
money for the MS Society. At the end
of the day, this diagnosis has been a
blessing for me. I have an entirely new
perspective on life. I have learned to
live in the moment and live life.”

Gail Eagle is
President of St.
Johns Bank &
Trust, a position
she has held since
2015. St. Johns
Bank is a locally
owned, community-oriented bank
serving individuals and businesses
in northwestern St. Louis and St. Charles
Counties. Founded by Walter H. Branneky in 1926, the bank remains independently owned and family managed.

Dara Eskridge
InvestSTL

Dara Eskridge is the Executive Director
at InvestSTL. As an urban planner with
a focus on centering voices of communities of color in policy design, strategy
development and impact measurement,
Eskridge uses her roles, skills and network to advance opportunities to build
wealth and power in Black and other
racially and economically marginalized
communities through equitable development and investment practices. Prior
to InvestSTL, Dara served as St. Louis

Director of Operations for Urban Strategies, a national nonprofit that works with
residents, grassroots organizations, local
governments, and developers to re-build
distressed urban core communities into
vibrant residential neighborhoods.

Elizabeth Farmer
Farmer & Associates

Elizabeth Farmer is the Principal of Farmer
& Farley, LLC,
a CPA firm.
Founded in
May 2003, the
firm provides
complete tax
services as well
as financial statement preparation, financial projections,
cash flow management, and business
development planning. During her career
as a CPA, Farmer has built a reputation as
an expert in tax and business consulting
for self-employed businesses and owners of
closely held corporations.

Katherine Flett
Danna McKitrick, P.C.

Katherine Flett
is an Associate
with the law
firm Danna
McKitrick, P.C.
Flett is a member of the litigation team whose
primary focus is
assisting clients
in insurance
defense, business litigation, employment
law, and bankruptcy matters. Prior to
joining Danna McKitrick, Katherine also
gained litigation experience, primarily in
the areas of employment law and insurance defense.
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Chris Frank
Cfx, Inc.

Chris Frank is President & CEO of Cfx,
Inc., a full-service agency that provides
comprehensive branding, logo development, website design and programming,
environmental graphics, package and
collateral design, copywriting, direct mail,
and in-house photography services.

Angela Garland
Exit 11 Coffee

Angela Garland
is the founder
and CEO of Exit
11 Coffee, LLC,
in Washington,
MO, which
operates Exit 11
Workspace and
Coffee House,
a Roastery and
three coffee
drive-thru businesses in Franklin County.
A drive-thru location in Saint Peter’s, MO,
has recently opened, and 25 new locations
are planned over the next five years. During her 30-year career as a business leader
in the Greater St. Louis area, Angela has
served as Franchise Business Consultant,
Mergers and Acquisitions and Sales for
Century 21 Real Estate; Director of LifeWorks Business Center; Director of Retail
Concepts for Regus; and President and
Founder of OffiStart Business Centers.

donna erbs

UMB Bank

Position: Partner + Strategic Growth
Best advice for business owners: 				
It is critical for businesses to be open to change, including the people they hire. Statistics show that diversity
of people, thoughts, perspectives, and insight make
organizations stronger and better prepared for the
future. Companies that place an increasing emphasis
on and adoption of Diversity, Equity and Inclusion
(DEI) in their practices will change not only their own
organizations for the better, but also the greater business environment as well.
What is the best part of your job? Helping to build the firm of the future. For
the past 18 years as the Marketing Director and then CMO, I was given the
freedom to create an amazing marketing effort, be part of the management and
leadership teams and have a significant impact on the direction of the firm.
Today in my new role as a Partner in Strategic Growth, I have the opportunity
to look at ways to grow the firm from a new lense, help implement the strategic
plan, and work with an amazing team to build a scalable sales organization and
to continue to grow Anders.

Lance Haynes

Katie Hopkins

Lance Haynes is Vice President, UHY
Corporate Finance, at the accounting
firm UHY. Haynes has eight years of corporate development and strategic M&A
experience with a Fortune 500 managed care and health services enterprise.
Lance’s deal experience includes acquisitions and divestitures as well as a mix of
deal sizes and various strategic rationales
and has encompassed both stock and
certain asset transaction structures.

Katie Hopkins
is the President/
COO of Truck
Centers, Inc.
For more than
50 years, three
generations
have led Truck
Centers, Inc.,
from a single
store dealership
into our current
network of ten, full-service dealerships
and two auxiliary locations proudly representing Freightliner and Western Star
trucks in Illinois, Indiana and Missouri.
The team has remained dedicated to
delivering exceptional customer service
in an environment that fosters collaboration, innovation and a communal spirit of
giving back.

UHY

Jane Grayson

Scott Held

Jane Grayson is the owner of Grayson Accounting. The firm specializes in QuickBooks consulting and controllership
services to assist small-to-medium-sized
businesses with day-to-day accounting
needs. The firm helps clients in a variety
of industries, including professional services, contractors, home builders, medical
offices, non-profits, distributors, light
manufacturers, property management,
and web commerce.

Scott Held is a Managing Supervisor at
Ameren Corporation. Held has been involved in many community organizations
throughout his career. He was recently
President of the St. Louis Chapter of the
International Facility Management Association (IFMA). The mission of the St.
Louis Chapter of IFMA mission is to provide a learning and networking environment among a diverse membership, while
helping to supply its members with the
tools to achieve their professional goals.

Grayson Accounting LLC

Tracy Howren

anders CPAs + advisors

Ameren Corporation
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Truck Centers, Inc.

Mark Horst
Rackers & Fernandez

Mark Horst is a Senior Manager at Rackers & Fernandez, LLC, a CPA firm. The
company’s mission is to provide the highest level of personalized accounting and
consulting services to its clients.

Tracy Howren is Senior Vice President of
Commercial Lending at UMB Bank of St.
Louis. She helps to lead commercial real
estate growth and management at UMB
Bank in the St. Louis market and affordable housing financing throughout the
UMB footprint.

Ryan Hyde
Behr McCarter

Ryan Hyde is a
Partner in the law
firm Behr McCarter. Licensed
in Missouri and
Illinois, Hyde
counsels corporate, individual
and municipal
clients on a wide
range of cases, including contract, commercial, healthcare,
construction, personal injury, professional
liability, and real estate matters. Prior to
joining Behr McCarter, he spent more
than three years as an associate and then
managing attorney at a local firm.

Brad Indelicato
Abeles and Hoffman

Brad Indelicato is
a Senior Manager
at the accounting
firm Abeles and
Hoffman. He
joined the firm in
2007. Currently,
as a tax manager,
he specializes in
providing consulting and tax
services, business valuations, and merger
and acquisition assistance to the firm’s
clients. He assists a wide array of clients,
including individuals and organizations
in the areas of architecture, engineering,
law, marketing, advertising, healthcare,
manufacturing, wholesale, retail, and real
estate.
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ALWAYS

Congratulations to Donna M. Erbs and Lorri A. Rippelmeyer,
CPA, MSA, for being named two of the Top 100
St. Louisans to Know to Succeed in Business.
Donna and Lorri lead with confidence, challenge the
expected and are always striving to achieve more.
We are proud to see them recognized with this honor.

Scott Sciortino

WHAT DO YOU WANT TO ACHIEVE TODAY?
We can help you make it happen.

CFO, Royal Banks of Missouri
Congratulations to Scott
on being named in the
“Top 100 People to
Know in St. Louis!”

Thank you for your numerous
contributions to the St. Louis
Community.We are proud to have
you on our team.

www.anderscpa.com | (314) 655-5500

CONGRATULATIONS
H. MEADE SUMMERS III
for being selected one of SBM’s

TOP 100
ST. LOUISANS TO KNOW
H. Meade Summers III
managed Brokers with Hilliker Corp.
&
Westwood Net Lease Advisors
to a record year of
sales and leases in 2021

Investing in our Communities,
One Person at a Time.
www.royalbanksofmo.com
(314)212-1500

1401 S. Brentwood Blvd.
Suite 650
St. Louis, MO 63144

facebook.com/HillikerCorp
linkedin.com/company/hilliker-corporation/
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314-781-0001
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Allan Ivie IV

Tyler Kelley

Leslie Kluge

Allan Ivie IV is
the President
of Community
Affairs & Corporate Banking
at Simmons
Bank. Ivie is a
proven multiskilled, community-engaged and
well-connected
bank executive
with senior leadership roles in community, turnaround and large regional banks
across a 30+ year career. Ivie is proficient
in commercial lending, business development, private banking, retail banking,
special assets, and CRA/ community
development.

Tyler Kelley is
the Co-founder
& Chief Strategist at SLAM!
Agency, a virtual marketing
agency that helps
small businesses
with customer
acquisition, client engagement
and competitive
advantage. With 18+ years in the resultsdriven marketing space, Tyler has earned
a reputation for anticipating user trends
and developing proactive strategies to
drive companies forward.

Leslie Kluge is CEO of Enterprise Accounting. Enterprise Accounting provides
business advice, accounting and tax services. The Enterprise team partners with
business owners and supplies financial
information that helps them to make wellinformed, timely business decisions. The
firm specializes in the manufacturing and
HVAC industries.

Christine Jenkins

Commerce Bank

Simmons Bank

Lindell Bank & Trust

Christine Jenkins is the Branch Manager
at Lindell Bank & Trust. Lindell Bank is a
full-service, independent community bank
offering a wide variety of products and services. Established in 1923, the bank offers
16 banking locations and 18 ATMs in the
St. Louis metro area.

Karen Jordan
Dentons

Karen Jordan is the Office Managing
Partner of Dentons’ St. Louis office and
a member of Dentons’ practice. She
concentrates on advising corporate clients
across a wide range of corporate, public
finance, corporate finance, real estate, and
securities transactions.

Tripp Kahle
U.S. Bank

Tripp Kahle is Vice President-Relationship
Manager at U.S. Bank. In his position,
Kahle manages relationships with middlemarket commercial customers, manages
loan and portfolio credit quality, and
provides financial advice to customers.

SLAM! Agency

Greg Kendell
Greg Kendall is Senior Vice President and
Division Manager of St. Louis business
banking at Commerce Bank. Kendell
joined Commerce Bank in 2003 and has
been in the financial services industry for
more than 30 years. He holds a Bachelor
of Science in Finance from Illinois State
University. In his role as Division Manager, Kendall is responsible for pursuing
growth opportunities in the St. Louis
metropolitan region, managing a team of
commercial banking officers, and developing new loan and deposit opportunities
across all industries.

Carrie Kerley

Enterprise Accounting
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Justin Kraudel
MONTA Watch

Justin Kraudel is President of MONTA
Watch. Kraudel walked away from a
12-year career in the wealth management
industry to follow his passion for watches.
The result is MONTA Watch, a company
that designs and manufactures luxury
sport watches with impeccable finishing
and attention to detail.

Tim Laciny
Laciny Bros.

Tim Laciny is President and Owner of
Laciny Bros. Founded in 1916, the company provides customized metal fabrication
of manufacturing equipment for several
industries, including pharmaceutical and
food processing companies. Clients have
included Anheuser-Busch InBev, ConAgra Foods, Nestlé Purina PetCare, and
Mallinckrodt Pharmaceuticals.

First Community Credit Union
Carrie Kerley is
Vice President
Business Services at First Community Credit
Union. She is
an experienced
lender with a
demonstrated
history in the
banking industry.
She has expertise in refinance, financial
analysis, finance, commercial lending, and
banking.

Chris murphy

Nathan Laupp
Ferguson Financial Group

Nathan Laupp is a Financial Adviser for
Ferguson Financial Group. He specializes
in working with small- business owners,
retirees, and individuals.

Position: Director of Valuation
Services
Biggest challenge for business
owners:
The biggest challenge I often see is
time management. Small-business
entrepreneurs wear so many hats
that it’s tremendous. There are
simply not enough hours in the
day to manage everything that
must be done.
Best advice for business owners:
Hand off some of those hats.
Delegation is one of the most
important skills an entrepreneur
can have at his or her disposal.
Not only will delegation help scale
your business, but also it will help
you mentally and physically stave
off the effects of burnout. Don’t
be afraid to ask for help so you can
focus your time on the areas in
which you thrive. It might be difficult to let go of the reins, but there
is no shame in trusting the team
you’ve built to help share the load
and achieve success for everyone
involved.
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Justin Lee

Ellen Mannion

Justin Lee is a Partner in RubinBrown’s Entrepreneurial Services
Group. He specializes in client
accounting services and helping
businesses establish a plan to
enhance their operations, streamline efficiencies and match staff
strengths with operational needs
to strengthen organizational
productivity and profitability.
He also focuses on new entity
advisory services, business growth and advisory services,
tax preparation, and compilation and review services.
With more than 20 years of experience, he serves clients
in a variety of industries, including professional services,
physician practices, not-for-profit organizations, manufacturing, retail and wholesale, trucking and transportation,
and real estate.

Ellen Mannion is Vice President, Commercial Brokerage
at Balke Brown Transwestern. She specializes in leasing
and sales of commercial office buildings and retail centers
in the greater St. Louis metro market, which includes
southwestern Illinois as well as tenant representation
in respective markets. Mannion has 33 years of broker
industry experience representing landlords and tenants at
the national and local levels, handling lease negotiations
and site selection, including the leasing of regional malls,
neighborhood and strip centers, and Class A office buildings in the greater St. Louis region and nationally.

Balke Brown Transwestern

RubinBrown

Kim Lord
iSite Media, LLC

Kim Lord is Co-Founder and
Managing Partner of iSite Media,
LLC. iSite Media is dedicated to
providing brands with a platform
that showcases a clear message
to a captive and targeted audience, while delivering an asset to
venues that monetizes an oftenoverlooked area of their establishment.

Sarah Luem
Capes Sokol

Sarah Luem is a Shareholder at
Capes Sokol and was recently
promoted to be the Chair of
the firm’s Real Estate and
Business & Finance practice
groups. She represents individuals and closely-held businesses
in the transactional matters
affecting their businesses. This
includes advising on entity formation and governance, contract
negotiation and dispute resolution, real estate, and the
sale or acquisition of companies or their assets. Sarah
has extensive experience resolving complex legal matters,
particularly those involving ownership disputes, succession planning, and business divorces.
WWW.SBMON.COM

lorri reppelmeyer
anders cpas + advisors

Ashley McCune
Facilisgroup

Ashley McCune is President of Facilisgroup. A 17-year
veteran of the promotional product industry, McCune
became the President of Facilisgroup in January 2020,
following years of senior leadership growth in the organization. McCune’s vision and dedication to the company’s
pillars of technology, supply chain and community have
cemented Facilisgroup’s reputation as an innovative
leader in the industry. Ashley’s leadership contributions
have been recognized industry wide. She was ranked as
one of the most influential people in promo in the ASI
Power 50 list and recognized as one of the 2021 Women
in Print and Promo in Print + Promo Magazine.

Christy Merdinian
Professional Office Environments

Christy Merdinian is Vice President of Business Development at POE (Professional Office Environments). POE
delivers a fully integrated design build approach that provides solutions for change, adaptation and growth within
the workplace. With 30+ years’ experience, POE has a
team of expert resources available to address the needs of
the ever-changing facility.

Chris Miller
ATB Technologies

Chris Miller is Vice President,
Sales and Marketing at ATB
Technologies. ATB Technologies is an IT consulting / IT
outsourcing firm that works with
small-to-medium-sized businesses
in the St Louis metro area.

Position: Partner + Tax
Biggest challenge for business owners:
People. Technology. Change. When I talk with clients, almost everyone is reeling from trying to find
employees and staff. I see that as the biggest ongoing impact from the pandemic. People (or a lack
thereof) is a resounding challenge, regardless of
industry. To offer remote work and create a
platform where technology can complete tasks
formerly performed by people give business owners
an edge. However, technology must be ever evolving, and keeping up with it is certainly a challenge.
The other challenge is change in all its many forms:
laws, regulations, stimulus packages, price increases
in every facet of business, etc. Keeping up with the
sheer magnitude of change is difficult for owners of
companies in every size.
Best advice for business owners:
Work with your advisors. The CARES Act, the
American Rescue Plan, and other new laws have
yielded both opportunities and challenges for business owners over the past few years. Owners who
have worked with their advisors to make sure they
were appropriately taking advantage of such offerings have garnered success that put them in an enviable position. More changes are coming, including
impending interest rate hikes, that will impact
loans, purchases and future plans. Combine such
changes with the need for more advanced technology, successful navigation of the supply chain, and
increased costs across the board, and collaboration
with advisors will be key.
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Sandra Moore
Advantage Capital

Sandra Moore is
Managing Director and Chief
Impact Officer
at Advantage
Capital, a growth
equity firm
founded in 1992.
The firm focuses
on high-growth
and high-wage
business investing in communities where
access to investment capital has historically been hard to find. Prior to joining
Advantage Capital, Moore served as
president of Urban Strategies, a national
nonprofit corporation that works exclusively with for-profit housing developers to
rebuild distressed urban core communities using mix-finance, multi-family housing as the revitalization platform.

Erin Morton
Burds & Kuntz

Erin Morton is a Tax Manager at Burds &
Kuntz, a firm for which he began work in
2016. Burds & Kuntz, P.C. is a full-service
tax, accounting and business consulting
firm located in St. Louis.

Jack Mueller

Cissell Mueller Company LLC
Jack Mueller is a Project Manager at
Cissell Mueller Company, a design/build
general contractor.

Norman Newmark
McCarthy, Leonard & Kaemmerer

Norman Newmark is Partner with the
law firm McCarthy, Leonard & Kaemmerer. His practice is focused on tax,
estate planning and related corporate
matters. His transactional practice includes mergers and acquisitions, business
succession planning, trusts, and wills.
Newmark also represents clients in connection with estate and trust administra-

tion, guardianships and probate litigation as well as individuals and businesses
in tax controversies before the Internal
Revenue Service and tax departments
of various states, in the U.S. Tax Court,
and in state-level administrative litigation.

David Noble
Midland States Bank

David Noble is the Market President at
Midland States Bank for the St. Louis
region. Noble, a longtime resident of the
St. Louis area, leads the bank’s business
relationships in the St. Louis region
as well as serving in his corporate role
implementing Midland’s Community
Economic Development structure and
strategy throughout Illinois and St.
Louis.

Arrey Obenson

International Institute 		
of St. Louis
Arrey Obenson
is the President
and CEO of the
International
Institute of
St. Louis, the
region’s hub
for immigrant
services and
community
engagement. Annually, more than 6,000 immigrants and
refugees learn English, find jobs, become
resettled, and start businesses with the
organization’s help. Recently, Obenson
served as Co-founder and CEO of Transformunity, a firm that assists organizations in addressing complex challenges
through strategy development, movement building, advocacy, and strategic
events. Prior to founding Transformunity, Obenson served as Secretary General
of Junior Chamber International (JCI), a
global network of 150,000 young, active
citizens in more than 100 countries that
empowers young people to create positive change in their communities.
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Frank Padak

Lisa Rackley

Frank Padak is
the President
and CEO of
Scott Credit
Union. He
was elected
President and
CEO in 2005,
and he has
been with the
credit union
since 1994. Previously he has served as
Vice President of Mortgage Lending and
Senior Vice President during his 18 years
at SCU.

Lisa Rackley is
the Executive
Director of
the Affton
Chamber of
Commerce, a
position she has
held for eight
years. Previously, Rackley
was an Assistant
Director of the Fenton Area Chamber of
Commerce.

Aaron Pawlitz

Advertising Savants

Scott Credit Union

Lewis Rice

Aaron Pawlitz is
a Member of the
law firm Lewis
Rice. Pawlitz
is a transactional attorney
focusing on
publicly traded
and closely held
businesses, mergers and acquisitions, securities, real estate, and other
commercial transactions. In his corporate law practice, Aaron guides business
leaders and investors through regulatory,
contractual and deal-making landscapes
to help them achieve their objectives,
pursue new opportunities and move
confidently through emerging challenges.
He frequently represents buyers or sellers
in merger and acquisition transactions.

Nancy Petersen
Enterprise Bank & Trust

Nancy Petersen is the Director-Commercial Real Estate for the St. Louis region
for Enterprise Bank & Trust. She also
serves as the Immediate Past President
of the Commercial Real Estate Women
(CREW) St. Louis Chapter.

Affton Chamber of Commerce

Kevin Reardon
Kevin Reardon is the Founder and CEO
of Advertising Savants. Advertising
Savants is a full-service, creative-driven
company that provides Fresh Thinking for brands that enhance the home,
promote better health and bring joy to
everyday life.

Neal Richardson
St. Louis Development Corp.

Neal Richardson is the Executive Director of St. Louis Development Corporation, the economic development arm
for the City of St. Louis. Prior to his
appointment, Richardson spent 10 years
at US Bank in an ascending series of
responsibilities, from negotiating and
underwriting complex tax credit investments to leading financial education
strategy.

Paul Robinson
ConstructReach

Paul Robinson is the Founder and
CEO of ConstructReach, a workforce
development initiative and diversity and
inclusion enterprise supported by Target
Corporation. He also is the Founder
and Pastor of Kingdom State University
(KSU), a church and nonprofit organization.
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Congratulations
Regions Bank is pleased to congratulate
Christy Viviano on being named one of
the Top 100 St. Louisans To Know by
Small Business Monthly magazine.

Christy Viviano

regions.com
© 2022 Regions Bank.

CONGRATULATIONS
Kathleen Bilderback
Congratulations to Kathleen
and the Affinity Team on
Kathleen being named one of the
Top 100 St. Louisans You Should Know
to Succeed in Business!

Estate Planning | Business Law | Employment Law
Mergers & Acquisitions | Elder Law | Real Estate Law
Probate & Trust Administration| Commercial Finance

www.affinitylawgrp.com
1610 Des Peres Road, Ste 100
St. Louis, MO 63131
(314) 872-3333

The choice of a lawyer is an important decision and should not be based solely upon advertisements
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Chris Ryan

Sal Stazzone

Chris Ryan is Once Films’ Creative Director, setting the tone for
much of the firm’s visual work.
Once Films is a boutique film
and video production company in
St. Louis, creating documentarystyle content for commercial
advertising, non-profit, and
corporate clients. Along with
accolades shared with the Once
team, Ryan has earned several
awards for photography and participated in individual
and juried gallery events.

Sal Stazzone is President and CEO of Alliance Foods.
Alliance Foods is a contemporary, demand-driven, supply
chain management company that positions itself as an
innovative provider of goods, services and solutions to
corporate and consumer customer segments in the U.S.
Food and Non-Food Distribution, Packaging Supply and
Logistics industries.

Once Films

Scott Schaefer
Schaefer Autobody Centers

From the humble beginnings of a
single body shop in Webster Groves
to one of the leading autobody
centers in the St. Louis metro area,
President/Owner Scott Schaefer
oversees a staff of 230 team members at Schaefer Autobody Centers
and SOS Auto Glass & Calibration.
Schaefer Autobody Centers is a
family-owned, multi-shop, collision
repair facility in operation since
1985 with 13 locations in the St. Louis metro east region.

Elissa Schauman
Leverage Law Group

Elissa Schauman is an attorney
with Leverage Law Group, where
she represents participants in tax
credit transactions, focusing on
renewable energy investments and
tax credits for new markets. Prior
to joining the firm, Elissa worked
at a major financial institution
where she led an innovation group
that developed and underwrote
new business products and strategies related to various
tax credits and community development. She also serves
on the Great Rivers Community Capital Board of Directors and on the Community Development Corporation
Advisory Board for the International Institute of St.
Louis.
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Alliance Foods

scott sciortino

royal banks of missouri

Tom Stemm
Ryvit

Tom Stemm is the CEO of
Ryvit. The company develops an
integration software that delivers
seamless flow of data between
premise and software used in the
construction industry. Stemm is
a technology enthusiast with 20+
years of broad, diverse experience
building companies from the
ground up. Tom has worked with
companies in a wide variety of
industries and has a deep understanding of how various
operating models achieve success within key verticals. As
the CEO and Founder of Ryvit, he offers more than 20
years’ experience in software development to help foster
innovation for the construction industry.

Meade Summers
Hilliker Corporation

Meade Summers is the President
of Hilliker Corporation. A native
of St. Louis, Summers first joined
the company as a real estate agent.
He quickly rose to success, was promoted to Vice President in 1988,
and became a principal in 1990.
Since joining Hilliker, Summers
has overseen the redevelopment
of more than 3 million square feet
of building space. He has helped
clients rehab the historic Falstaff Brewery complex, the
St. Louis Post-Dispatch Office Building, and the Stupp
Brothers Bridge and Iron Works, to name a few.

Position: Senior Vice President/Chief Financial
Officer
Biggest challenge for business owners:
One of the greatest ongoing challenges for business
owners is engaging talented team members at all
levels to feel responsible for constructively challenging the status quo of how the business operates. Ongoing process and workflow improvement,
while leveraging technology, is critical to ensuring
efficient, effective operations that can indirectly
contribute to a stronger sense of ownership and
balance for all team members. Communication and
accountability at all levels of the organization are
necessary to engage all team members and encourage them to identify the roadblocks that create
inefficiency, frustration and less-than-optimal performance. With a coordinated and engaged team, a
business is well equipped to solve the internal and
external challenges of an ever-changing business
environment.
Best advice for business owners:
As a leader, acknowledge your strengths, weaknesses
and capacity limits. Surround yourself with trusted
team members, advisors and business partners
who strengthen your organization and its purpose.
Ongoing communication about challenges and
strategic objectives with these partners will contribute to a collaborative environment and position the
organization for success across many measures.
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Mary Sumner

Michael Towerman Christy Viviano
TriStar

Regions Bank

Mary Sumner is the Chief Information
Officer–IT Talent Acquisition/Service
Leadership at Sumnerone. The company
is St. Louis-based, is a major regional
leader in IT services and technology solutions, and has more than 420 employees
in multiple cities in Missouri, Arkansas,
Illinois, and Oklahoma.

Michael Towerman is the Founding Principal of TriStar, a nationally recognized
shopping center development company.
Towerman began his career in 1983 as
a real estate attorney and entered the
real estate development field in 1988.
Since then, he has been responsible for
developing more than a billion dollars of
property in multiple asset classes, including Gateway Commerce Center (one of
the largest industrial parks in the United
States), apartment complexes, office parks,
shopping centers, and residential subdivision land.

Christy Viviano
is a Vice President-Commercial Relationship
Manager at Regions Bank. Viviano has more
than 21 years of
combined M&A
and financial experience, and she
currently manages all aspects of the sales
process for middle-market businesses.

Michael Ulrich

Bryan Wheelock

Michael Ulrich
is a Principal at
Scheffel Boyle
CPAs. He joined
the firm in 2010,
has been working in public
accounting since
2007, and specializes in audit
and tax services
for the agricultural and construction
industries. As the leader of the Agribusiness Niche at Scheffel Boyle, Ulrich is
responsible for implementing training and
professional development practices for his
team and serving Agribusiness clients with
a strong foundation of industry knowledge and business acumen.

Bryan Wheelock is a Principal at the law
firm Harness IP. Wheelock’s practice
includes the preparation and prosecution
of patent and trademark applications and
drafting intellectual property agreements,
including non-compete agreements. He
has brought and defended lawsuits in
federal and state courts relating to intellectual property, and he has participated
in seizures of counterfeit and infringing
goods.

Sumnerone

Sierra Thompson
Evntiv

Sierra Thompson serves as Director of Client Services at Evntiv, an experiential marketing agency in downtown St. Louis. As
a Director at Evntiv, Thompson partners
with dozens of nonprofits each year to
help them raise much-needed funds. Over
the years, she has helped raise millions
of dollars for the Mercy Foundation, The
Foundation for Barnes-Jewish Hospital,
St. Louis Children’s Foundation, BJC
Healthcare, Washington University in St.
Louis, Buckingham Strategic Wealth, The
Genome Partnership, Opera Theater of
St. Louis, and many more.

Alberto Trobio
Del Pilar
Butcher Joseph & Co.

Alberto Trobio
Del Pilar is
Managing Director of Butcher
Joseph & Co.
With more
than 16 years of
global corporate
finance and
capital markets
experience
gained at industry-leading investment
banks, Pilar has worked extensively with
both publicly listed and privately held
companies from around the world. Past
experience includes serving as a member
of the Global Industrials Group within
the Corporate Finance Department at
Morgan Stanley.
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Dennis Vitt

Bank of Franklin County
Dennis Vitt is a Commercial Loan Specialist at the Bank of Franklin County.
Vitt has more than 23 years of banking
experience with extensive knowledge in
SBA and Commercial lending. He has
successfully helped many individuals
and their families with business startups,
expansions, acquisitions, and real estate
financing needs.

Harness IP

Kevin Wilson
Small Business
Empowerment Center

Kevin Wilson is Executive Director of the
Small Business Empowerment Center.
The organization is a Missouri 501c3
Nonprofit Organization sponsored by the
Greater St. Louis Empowerment Zone to
serve as a one-stop shop to help urban entrepreneurs start up and build their own
business enterprises. Wilson is a seasoned
small-business consultant and entrepreneurship coach with 25 years’ experience
in SBA lending, deal structuring, tax
credits, and business strategy in the area
of economic development.

Tim mcfadden
fisherbroyles

Tim McFadden is a Partner in the
law firm FisherBroyles. McFadden is a corporate attorney with
over 31 years of experience in
transactional work for large and
small privately held and public
companies, including mergers
and acquisitions, venture capital,
corporate finance and securities.
He works closely with the executive team of clients to understand
the company’s business model so
he can effectively and efficiently
give practical legal advice resulting
in the best business outcome for
clients. McFadden is experienced
and proficient in advising companies with respect to general corporate and governance issues, entity
formation, structuring incentive
compensation plans, employment
law issues, intellectual property
issues, real property issues and
negotiating and drafting business
contracts. He has extensive experience in working with technology
companies from formation, capital
raising and scaling through sale.
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Adriane Yates

Jeff Zufall

Adriane Yates is the Director of Customer Business Services at Spire. Spire
is a gas company serving 1.7 million
customers in Missouri, Alabama and Mississippi, providing natural gas to power
their homes and businesses.

Jeff Zufall is President, Senior Tax Strategist, and Financial Advisor at Capital
Advisory Group in Ellisville. He is the
author of the Amazon #1 Best Seller
“Keep Whats Yours: How to Leverage the New Tax Law to Create Unfair
Advantage Over Your Competition.” The
company has been helping individuals
and business owners with tax liability
mitigation and wealth strategy for over
40 years.

Spire

Peter Zeiser
Midwest BankCentre

Pete Zeiser is President of Midwest
BankCentre’s
Chesterfield commercial division.
Zeiser specializes
in commercial and
industrial lending,
primarily serving manufacturers, distributors
and transportation-related clients. Since
joining the bank in 2014, he has been
instrumental in leading the bank’s tax
credit marketing, lending and investment
monitoring as well as lending secured by
brokerage portfolios and cash value life
insurance.

Capital Advisory Group

Megan Zust
CNB Bank

Megan Zust is
Senior Vice President, Commercial Banking, at
CNB Bank. Zust
manages commercial banking
relationships and
further develops
the bank’s commercial loan portfolio. She has more than
20 years of local banking experience, the
majority of which has been providing
business owners with commercial loan, deposit and treasury management solutions.
She works with businesses in a wide array
of industries with a particular passion for
privately owned commercial and industrial borrowers.

Unlimited Year Round Refreshment
Where You Work!

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

314-227-4602

www.unlimitedwater.net

6891 Hazelwood Ave. - Berkeley, MO 63134
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st. Louis
COMPANIES
you should
know
Some of the area’s leading businesses share their
accomplishments and how they help to
make St. Louis a better place to
live and do business.
Pages 33-36

SLAM! Agency: Content Marketing
Solutions for Real World Results
This Clayton-based virtual marketing agency helps businesses increase
customer acquisition, strengthen client engagement and establish a competitive advantage.

C

customers with the right message at the
right time and in the right place. And we
do that really well.”

3. Drive Targeted Lead Generation
Don’t waste your time and money aiming
at the wrong targets.

Marketing has changed too.

New York Times best-selling author, Tim
Sanders confirms, “SLAM! goes beyond
just being imaginative. They are effective.

4. Improve Sales Proficiency
Align your marketing and sales for
maximum effectiveness.

“Their work is top notch! I’ve never seen
more creative output from an agency.
Highly recommended!”

Take the Guesswork Out of
Content Marketing With a Team
of Professionals

SLAM!’s 4 Ways to Maximize Your
Content Marketing Investment

You know where you want to go, but you
don’t have the time, the expertise or the
bandwidth to do it on your own.

OVID changed everything. It
changed the way we communicate.
It changed how we work. It changed
the way we shop.

In our post-pandemic world, you won’t
get the results you want if your approach
is to use brute force, be the loudest voice
or race to outspend your competitors.
Today, you have to anticipate your
customers’ needs, present a compelling
message and out-think your competition
to be effective.
SLAM! Agency founder, Tyler Kelley,
says, “Driving results with marketing is
about taking a personalized approach.
“You have to reach your potential

1. Build Trust and Credibility
Trust is the foundation of a scalable
business.
2. Create Awareness and Demand
Your market needs to know who you are
and what you do.

?jYq<]ka_f?jgmhk dynamic,
inspiring design solutions
continue to bolster client
success and innovation.

GRAYDESIGNGROUP.COM I 314.646.0400

realize your vision.
If you’re ready to
scale (or if you
just want to get
back to running
your business),
now is the time
to consider an
agency partner like
SLAM!.

Tyler Kelley
Co-Founder & Chief
Strategist at SLAM!

Visit https://wearesl.am/stl-sbm to
request a free consultation.

SLAM! understands how to get
attention, create interest, and drive
results through content marketing.
They have an entire team of specialists
ready to partner with you to help you

Seamlessly integrated architecture, interiors and branding
provide long-term value.
Gray Design Group, founded in 1982, is one of the leading multi-disciplined
Yj[`al][lmjYd$afl]jagj$hdYffaf_$ZjYf\af_Yf\_jYh`a[\]ka_fÚjekafl`]
Midwest. With 40 years of experience, the O:=[]jlaÚ]\ Újekh][aYdar]kaf
creating outstanding commercial, hospitality, industrial, multi-family and senior
danaf_]fnajgfe]flk&?jYqk award-winning, sustainable work has received both
fYlagfYdYf\j]_agfYdY[[dYae&L`]Újek diverse projects, ranging from small
tenant improvements to massive logistics centers, have one thing in common —
exceptional client-focused results.
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Themselves In The Marketplace

./0���1+�

�������������������������������������������������������������������������������������������������������������������������������������������������������������������������������������������������������������

�������� ���������������
�������
���������������
���������������������

./0���1+�

�������������������������������������������������������������������������������������������������������������������������������������������������������������������������������������������������������������

“I foundowners
‘Too late
Hacked’
a The
veryStryker
interesting
When business
formYou’re
partnerships
with
Group, read.
an IT consultancy focused on the use of Microsoft based technologies to help businesses innovate and
scale proﬁtably,
they can
expect
to gain multiple
beneﬁts.owners
The ﬁrst layer, according to Shane Stryker, president and CEO of The Stryker Group, is the ability to underThis is good
basic
information
thatlayers
smallofbusiness
stand and deliver solutions
for daily needs
of pay
a ﬁrm
to operateto.”
most efficiently utilizing the best blend of people, process and technology.
and managers
should
attention
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leGAL MATTERS
by steven a. ahillen

the ethics advantage
by yonason goldson

Happy 6th Anniversary, GDPR!

Don’t Sabotage Your Brand
By Covering Your Backside

A

s a business owner, you’ve probably heard a lot about the European Union’s General Data
Protection Regulation (GDPR). April 16,
2022, marks the six-year anniversary of its
enactment. This regulation has become
a model for data privacy laws around the
globe.
GDPR applies to any entity anywhere
that processes personal data of individuals located in the European Economic
Area (EEA). Non-European companies,
including those in the U.S., must comply
with its stringent requirements.
In contrast, the U.S. has no national
data privacy statute. Data privacy in this
country is governed by a patchwork of
federal statutes and regulations (e.g.,
HIPAA) and state laws (e.g., the California Consumer Privacy Act). Additionally, every state has its own data breach
notification law. The result is that when
a business with customers in the U.S.
experiences a data breach, the company has to determine its obligations in
multiple jurisdictions. An online retailer
must identify its obligations under the
myriad laws of all 50 states plus Washington, D.C., Guam, Puerto Rico, and the
Virgin Islands.
Different states’ data breach notifications laws contain similar features, but
with numerous variations. Common
requirements include notifications
to affected individuals, state attorney
general offices and credit reporting
agencies. However, the timing, content
and method of these notifications varies
from state to state. Some states, including Missouri, require notice to affected
individuals “as expeditiously as possible.”
Other states set a hard deadline, such as
Alabama’s 45-day rule. Indiana allows a
business to notify its customers via email;
Illinois does not (without prior customer
consent). North Carolina requires notice
to the Attorney General’s Office if a
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breach affects even one person, but Arizona only requires notification if at least
1,000 Arizonans are affected.
Even the definitions of “personally identifiable information” and “breach” are not
universal. To make things more difficult,
states frequently update their statutes. In
2021 alone, at least 22 states introduced
or considered measures to amend existing
security breach laws.
Every year, new bills are introduced in
Congress to establish a universal federal
data breach notification requirement.
None has become law. In July 2021, Senator Mark Warner (VA) introduced a bill
requiring notification of a data breach to
the Cybersecurity and Infrastructure Security Agency (CISA) within 24 hours with
daily penalties for late reporting, but the
proposed bill remains in committee. Senators Gary Peters (MI) and Rob Portman
(OH) proposed a bi-partisan bill requiring
reporting to the CISA within 72 hours
without fines for violators. It received a
favorable report from the Committee on
Homeland Security and Governmental
Affairs in October 2021, but no action has
been taken since then.
Despite the obvious human toll, the
COVID-19 pandemic was rocket fuel for
e-commerce. Consumers around the globe
made more purchases via the internet
than ever before. Online purchasing
habits are here to stay. Now, more than
ever, there is a strong incentive for bringing greater uniformity to U.S. data breach
laws. All businesses, large and small, will
want to keep an eye on this developing
area of law. n
Steven A. Ahillen, litigation attorney with
Danna McKitrick, P.C., assists clients with cybersecurity and data protection issues, mergers
and acquisitions, employment law matters, and
probate. He has experience with the transportation industry and in regulatory compliance
and subrogation. Steve can be reached at
314.889.7141 or sahillen@dmfirm.com.

T

he seamstress politely accepted
the slacks I brought into her shop
to have hemmed. A week later, I
returned to pick them up. She looked at
my check and, seeing that my bank was
located out of town, refused to accept it.
I told her – truthfully – that my bank
is one of the largest and most respected
financial institutions in the country. She
wasn’t interested. It was her policy, she
said, never to accept out-of-town checks.
I pointed out that my local address was
printed on the check, but that wasn’t
good enough for her.
I then asserted that if she had such a
fussy policy about accepting checks, it
was her obligation to post a policy sign
to that effect or otherwise inform me
of such when I dropped off the slacks;
since she had not made that stipulation
known, it was only proper that she accept
the check rather than inconvenience me
to make a second trip to pay in cash.
She refused. Who was right?
***
It’s quite possible that the proprietor
had gotten burned in the past, having accepted an out-of-town check that
bounced with no recourse for recovering her loss. It’s entirely reasonable,
although not particularly common, to
demand local checks to ensure a measure
of security.
The location of the bank is something
different. A respected federal bank that
operates nationally without local branches might be more secure than a small,
local institution. To refuse accepting a
check because the bank is located out-ofstate is not something any patron might
reasonably anticipate.
As a service provider, you are well
within your rights to impose any conditions you deem necessary to protect the
security of your businesses. What you
don’t have is the right to place an undue
burden on customers without warning
the customers in advance.
This requires notifying customers up
front of any policy that might affect or
inconvenience them, especially if that
policy deviates from normal business

practice. Having failed to alert me up
front that my check might not be accepted, the proprietor should have conceded
that she had not given me fair warning,
then accepted the check with an explanation that, in the future, she would only
accept checks from local banks. Had
she done so, she would have earned my
appreciation and, more importantly, my
loyalty as a customer.
By refusing to do so, she may have
protected herself from the slim chance
that my check would bounce. But she
also lost my business forever.
Of course, I’m hardly an objective
observer here. Alternative points of view
would be welcome.
In his classic work Path of the Just,
the 17th century ethicist Rabbi Moshe
Chaim Luzzato offers the pithy observation that “there is fear and there is fear.”
In other words, there are reasonable dangers for which we need to account as we
proceed through the normal, day-to-day
business of our lives. To disregard such
commonsense precautions as looking before crossing the street and not opening
our doors at night to strangers is to put
our safety needlessly at risk.
However, to indulge wild fantasies
about everything that could possibly go
wrong and attempt to guard against every
contingency is equally foolish, and a sure
recipe for making ourselves dysfunctionally neurotic and unbearable company
for those closest to us.
An ethical mindset influences every aspect of our lives, guiding us to balance all
our decisions as we walk the precarious
path between looking out for ourselves
and remaining sensitive to others. n
Excerpted from “Grappling with the Gray:
An Ethical Handbook for Personal Success
and Business Prosperity,” published by Business Expert Press. Yonason Goldson works
with business leaders to build a culture of ethics, setting higher standards to limit liability
while earning loyalty and trust. He’s also
co-host of the weekly podcast “The Rabbi and
the Shrink: Everyday Ethics Unscripted.”
Visit him at ethicalimperatives.com.
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VALUE PROPOSITION
by DAVE DRISCOLL

the extraordinary workplace
by judy ryan

Manipulation
“Arriving at the destination is more than just having a map.”
—Judy Ryan, CEO, LifeWork Systems

M

anipulation has gotten a bad
rap. We often feel insulted and
become defensive when we or
someone we love is described as manipulative. The common belief is that manipulation is bad, and sometimes it is. But
it’s also amazing, positive, effective and
helpful. What makes the difference? Our
consciousness and intent. Manipulation is
no more positive or negative than a car. It
is a means to achieve a destination. When
I wrote above that arriving at the destination is more than just having the map,
that’s the same as the ends do NOT justify the means. How and why we choose
to manipulate are the means, and we have
the responsibility to consider our means
with thoughtful care and intention.
We are all manipulative, all the time,
with no exceptions. Yep. That’s because
we’re self-determining and purposeful no
matter what we are doing and how aware
we are when we act. If you had a loaded
gun, hopefully you wouldn’t be reckless
and thoughtless about where you keep
and use it. The same holds true for your
manipulations. You must be awake to
their power and presence and how you
use them for good.
In my work, I first manipulate the
mindsets of people. I offer compelling
evidence, stories, examples, Socratic questions, and new habits that allow people
to consider ideas they may not have
considered before. Next, I manipulate the
behavior of those I lead by teaching them
tools and techniques to manipulate their
own internal understanding and behavior, and then others in relationship. This
process helps them manipulate themselves
to effect positive changes internally and
externally. One of the most important
manipulations I begin with is helping
people recognize what is working and not
working and why.
One of the skills I teach is called “redirecting negative behavior.” With this skill,
people learn to become aware of what
they’re feeling when facing someone who
is discouraged and misbehaving. Then
they recognize what fearful belief is in the
mind of the other person; recall how they
can best interact with this fearful belief
and pattern; then redirect it, despite often
considerable initial resistance from the
discouraged person. This is a super power.

People often say in the beginning,
“Aren’t I manipulating when I redirect?”
This is often when the manipulation conversation comes up and is the inspiration
for this article. I tell them, “Yes. First,
you’re manipulating yourself out of seeing the person as a “monster.” Second,
you’re manipulating yourself to remember what pattern is in play from fear and
limitation. Third, you’re manipulating
yourself to remember this person’s needs
instead of judging, criticizing, and reacting negatively to them. Fourth, you’re
using very scripted steps to manipulate
the other person into remembering who
they are at their best, not who they think
they are from discouragement. From all
of this, you manipulate change in their
mind, heart, and behavior.” What could
be better than manipulating people from
fear to love? By the way, I remind them
that any person who is engaged in negative behavior is also manipulating those
around them, selling them on and seeking validation for fearful, limiting beliefs
they are unaware of that are in play.
Own your manipulative nature. It is literally part of your design. It is an aspect
of your power. The problem is not your
power. The problem is you may have not
been celebrated for having it, guided in
awareness of it, and taught intentional
use of it. That’s the work LifeWork
Systems does in every kind of setting
with entire teams so that people become
responsible and competent in using their
manipulations for their highest purposes,
values and visions. Let me know if you
could use our help with this process.
It is the best investment you can make
because you are developing your greatest
asset: your people. May my article manipulate you into calling me for an initial
or follow-up conversation. 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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Where Are Employees? Many Are Choosing Control
Over Their Lives And Buying Businesses

W

e read about it everywhere.
Where are the younger workers and professionals? Why are
there so many unfilled positions? Why
can’t we hire the talent we need?
More and more, we are hearing about
the great resignation, work/life balance,
taking a year off, renting an RV and traveling the country even with school-aged
children in tow.
This disruption in the “normal” workforce stems from the pandemic lockdown
and the shockwaves everyone has experienced with sickness and deaths of family
or friends. Finding a younger worker who
has not experienced pandemic-related
anxiety would be a rarity. Tragically, they
have learned at a younger age than recent
generations that “normal” life can quickly
change dramatically or be cut short.
This fear and reality are empowering
them to take risks and make decisions
that Boomers and Generation X wouldn’t
have imagined. Millennials and Generation Z are exchanging the paradigm of
a “steady paycheck” for the freedom to
experience life, family and nature on their
terms.
The pandemic also has unchained
portions of the workforce from the office
cubicle. Office workers now can conduct
business and earn a living from wherever
they choose. How many of us used Zoom
almost daily five years ago, as we do now?
Parents appreciate the flexibility to lessen
childcare burdens and accommodate
other family considerations. Commuters of every age aren’t sacrificing time in
traffic. Many have realized they are more
productive without the interruptions,
distractions and temptations to chat
with co-workers. Unrestricted locations
and flexible hours provide the freedom
to maximize productivity and allow for
more time to explore and make financial
choices to follow their hearts and dreams.
While following their dreams, many
workers are continuing their independence and not delaying gratification.
Meanwhile, supply-chain issues result
from a shortage of workers to manufacture, offload, transport, and stock
products.
The M&A broker community has been
experiencing increased buyer activity
throughout the pandemic, supporting
the quest for “lifestyle businesses” that
provide autonomy. Owners were slow to
join the trend initially, but currently are
fully engaged in pursuing their dreams,
including selling their businesses to em-

brace retirement with a focus on family,
grandchildren, travel and all the other
things they had been postponing.
A logical question is: Where are younger buyers getting the money to purchase
mature sellers’ businesses? There are many
sources for the equity needed to qualify
for the necessary loans and facilitate the
unprecedented business buyer/seller activity. A few examples include:
n Personal savings (see PSR paragraph
above)
n Friends and family
n 401(k) retirement accounts (think
about stock market growth rate over the
past four-to-five years)
n Seller financing - Sellers can contribute
a buyer’s equity with a small seller note
A younger buyer can find financing to
complete a business purchase through
conventional sources, such as banks and
credit unions. To qualify for traditional
financing, borrowers need to conform to
conventional lending standards of equity
inputs from 20% to 30%, qualifying
credit experience, leverageable underlying
assets of the business being purchased,
and adequate free cash flow coverage to
support the debt service required to purchase the business.
Another source of financing is the
Small Business Administration (SBA).
The SBA still focuses on the fundamentals of lending but also can assist a
borrower with less onerous terms, such
as percent of equity input and length of
amortization. The SBA views seller notes
as a plus, and that can be considered in
the total equity input required from the
buyer. Also, the SBA’s focus is on the
historical free cash flow produced by the
business, with less emphasis on underlying assets.
So, where are the workers?
Many are buying businesses that support their definitions and visions of a
well-balanced life.
Given what we have all witnessed and
experienced in the past couple of years,
priorities have shifted. Having been a
business owner my entire career, I can understand why younger workers are choosing the entrepreneurial lifestyle and not
allowing others to dictate their paths. 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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Building Strong Financial Futures

S

ince first opening its doors in 1868, Busey has been a community-focused
organization dedicated to building trusted relationships that span generations. With more than 1,500 associates, Busey has been recognized for an
unwavering dedication to an engaged corporate culture and a continued commitment to our vibrant local communities.
Recognized Among America’s Best Banks
In February 2022 and for the first time in the organization’s 150-year history,
Busey was honored to be ranked among the top 100 publicly traded banks in
the U.S. by Forbes in its 13th annual America’s Best Banks issue. Factoring in
financial data on the growth, quality and profitability of the 100 largest publicly
traded banks by assets, Busey ranked 52nd overall and was the top ranked bank
headquartered in Illinois. Only three other Illinois-based banks were included
on the list.
In addition to being among America’s Best Banks, Busey is also recognized
in Illinois as a Best Place to Work and in Florida among the Best Companies
to Work For. The organization has also been named as a Best Banks To Work
For in the U.S. by American Banker, and Busey Wealth Management has been
among Pensions & Investment’s Best Places to Work in Money Management.
Team Busey was also named by St. Louis Small Business Monthly’s readers as
the Best Large Bank in its Best in Business awards in 2020 and 2021. In March
2022, Busey’s Gateway Commercial Lending Team was recognized on the St.
Louis Business Journal’s list of St. Louis’ Largest Commercial Lenders. Busey
ranked 5th out of the 24 largest commercial lenders with St. Louis area operations.
Commitment to Financial Literacy
With April designated nationally as Financial Literacy Month, Busey continues to play a vital role in raising awareness about financial literacy and education. The month-long initiative is designed to promote awareness by sparking
discussions about saving, budgeting and more among youth and adults alike.
Busey’s Financial Pathways platform is a complimentary, interactive financial
education solution delivering a unique learning opportunity to customers and
communities. With more than 250 educational experiences available, the company’s comprehensive digital programs are designed with community members
and K-12 learners in mind.
The personalized experience is centered around a robust content library to
support each learner’s goals and needs. Programs cover a wide variety of topics — from building financial capability and owning a home to preparing for
retirement and investing in the future — and each lesson lasts 5-10 minutes. Each
playlist builds on existing knowledge, providing deeper insights to help users
make the best decisions for their long-term financial wellness.
In addition to being available in English and Spanish, the platform is mobileand tablet-enabled so users can learn anytime, anywhere. To learn more or access
the program, visit the financial wellness center at busey.com/FinancialPathways.
To learn more about Busey’s comprehensive financial capabilities and services, visit busey.com.
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