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Alexis Hershey, Midwest BankCentre, is one of the 2022 Wonder Women
honorees.
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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

“My dad said, ‘Easy ... relax.
What goes around’ll come around.’
What a gentleman.”
Hoppy Randazzo
Hoppy’s Self Service

www.carrolltonbanking.com
© 2022, Carrollton Bank Member FDIC
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publisher’S LETTER BY ron ameln

It’s What You Learn After You Know
Everything That Really Matters

T

herapists have a saying, and it goes something like this: “When people come to
us with a problem, the real problem is never what our patients think.” In other
words, alcohol isn’t your real problem; there’s something that is leading you to
drink. A therapist’s job is to peel back the layers and identify the real problem,
and then the patient can work on solving that problem.
I thought of this saying the other day when talking to a local entrepreneur. This entrepreneur has been in business for about 15 years, and she attended a peer group meeting to gain new insights into herself and her business. After attending, she concluded
that she has seen everything in 15 years and
none of those people could help her.
Houston, we’ve found the real problem.
John Wooden, the great basketball coach,
has a famous saying: “It’s what you learn after you know everything that really matters.”
Entrepreneurs are certainly independent.
Many fled the corporate world because they
didn’t want to answer to the man each day.
Those traits are great for running a company, but also can hold these owners back.
Most successful business owners I know
are sponges, soaking in everything they
can. They don’t put up a wall and convince
themselves they “know it all.” They use what
they can and are always open to new ideas,
no matter who might provide them.
One of the best ideas for Jack Stack,
owner of SRC Holdings in Springfield, MO,
came from the janitor. That idea and many others helped Stack turn the near-bankrupt
firm around.

Tired of paying rent for your business?

There’s not much hope for the entrepreneur I mentioned earlier, but there is hope
for you. The lesson: Put your ego to the side for a minute. You don’t have to take the
janitor’s advice, but you should at least listen. Your future may depend on it.
That’s why we’ve dedicated our May cover story (pages 18-20) to “Diversity Heroes in
St. Louis.” We asked some of the area’s top diversity and inclusion leaders to offer their
best advice, and we’re happy to share it with you. They share strategies and ideas small
businesses can use immediately to improve their diversity and inclusion efforts. There’s
no question that smaller companies have been slower to embrace diversity, and that can
have negative consequences for a company’s financials and its future.

Let's talk about buying
a building of your own.

I hope you take the time to read their words of wisdom and advice. n

Steve Grelle
SVP - Commercial Lending
sgrelle@edcscc.com
636.229.5685

edcscc.com
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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:

8 Characteristics Of A
Top-Performing Salesperson

W

hat would it look like for you
to be in the top 1%? You at
least want to be in the top
10%, right? Otherwise, why are you in
sales? Because GREAT salespeople never
settle for average.
In this column, I’m sharing eight characteristics of top performing salespeople.
1. Top salespeople protect their own and
others’ time.
They know the most valuable resource
they have is their time, and they don’t
allow it to be wasted. Likewise, they don’t
allow themselves to waste other people’s
time.
That is why they’re able to get meetings
with people that other salespeople can’t.
Their customers know their time will be
respected.
These individuals are disciplined and
know how to use their time.
2. Top salespeople know it’s their job to
influence and impact people.
Top salespeople don’t treat customers
as if they were bowling pins, where the
objective is to knock them down, take
their money and run.
When the objective is to influence and
impact people, it’s amazing what can happen next.
That’s really at the core because influ-
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ence and impact are about creating a
sustainable business model.
3. Top salespeople know the importance
of prospecting.
I run into too many salespeople who are
good at closing deals that are literally just
given to them. Excuse me, but that’s basically customer service.
Top salespeople know the value of prospecting, and they’re prospecting daily.
4. Top salespeople never end the day
without knowing what they’re going to
do the next day
This allows them to wake up and attack
the day, not have the day attack them.
How?
They’ve strategized and laid out how
they’re going to maximize each opportunity during the day.
Top salespeople use their time and
minds efficiently.
5. Top salespeople never stop learning.
I regularly coach and connect with a tremendous number of top 1% salespeople.
They follow my YouTube channel, they
read my blog and so forth. Why? Because
they know they must be continually learning.
The number of top salespeople whom
I’ve heard from, and who have read my
book, A Mind for Sales, is mind blowing.

What Questions Should I Ask
To Find The Right Lender?

They say, “Mark, I read the book and,
wow, it was amazing how much it talked
to me.”
Even though they’re top performers,
they never stop learning.
6. Top salespeople own the process.
They never make excuses. Average
salespeople are quick to blame the
pandemic, marketing, inflation, bad territories, or whatever it might be.
Top salespeople own the process.
They know it’s under their control, and
it’s their duty to leverage the process.
When you don’t spend time making
excuses, you have more time to spend
on creating solutions. Are you making
excuses or creating solutions?
7. Top sales people know it’s the questions they ask.
Average salespeople are quick to develop a pitch or demo. Top salespeople
understand that the best presentation
ever made is the presentation never
given. They can just walk into a room
and have a conversation.
Things happen through the questions
they ask. That’s absolutely gold.
8. Top salespeople make the most of
every day.
They see each day as an opportunity
they want to maximize. They live each
day to make the most of it.
Did you catch something
about these eight characteristics? How will you measure
up and maximize these traits?
When you have a mind for
sales, it’s amazing what’s possible and what you will achieve.
n
Mark Hunter, of The Sales Hunter
sales motivation blog, is the author
of “High-Profit Prospecting: Powerful Strategies to Find the Best
Leads and Drive Breakthrough
Sales Results.”

Borrowers should have a similar vetting or
screening process for their potential lender as
a lender would have for their borrowers. There
are a few questions that come to mind when
deciding which lender will meet a borrower’s
needs personally and professionally.
1. What level of experience do you have in
lending to businesses like mine and can you
provide examples?
Borrowers should consider asking this question
to understand if a lender is familiar with their
type of business. Some banks and lenders have
a tendency to inflate their experience level in
certain industries to gain attention and
borrowers should be cautious of this. Large
levels of loan growth and cheap interest rates
do not always reflect lending competence.
Thorough due diligence is just as important for
a borrower when finding the right lender, as it
is for a lender screening a potential borrower.
2. What sets you apart as a lender from other
lenders in your market?
I would ask this question as a borrower because
it is an opportunity for the lender to be genuine
with their experience and capabilities. It also
helps you, as the borrower, understand if this
lender is interested more in the loan 		
transaction than the potential relationship.
Business owners need and deserve financial
advisors who are invested in their customers’
business through a mutually transparent
relationship. It requires the lender to show
their expertise or, in some cases, lack thereof.

n

Answers provided by Andrew Jones, Business
Development Officer at Simmons Bank. He can
be reached at 314-630-7004 or andrew.jones@
simmonsbank.com. The views in this article are
those of Andrew Jones individually and do not
reflect those of Simmons Bank. Simmons Bank
does not provide tax, accounting or legal advice.
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MASTERING LINKEDIN
by kATHY BERNARD

What To Post On Your LinkedIn
Home Page News Feed
Want to be more active on your LinkedIn
home page news feed? I suggest the 80/20
rule — 80% of the time, like and comment
on your customers’ and prospects’ posts and
share inspirational quotes and industry or
community news. Also thank first responders
and veterans, and post occasional personal
news, like your child’s graduation photo or a
video of your pet doing something adorable.
Spend the remaining 20% of your posts
promoting your business. By taking such an
80/20 approach, you don’t look entirely selfserving. Additionally, by emphasizing other
companies and people’s posts, they will be
much more likely to comment on and share
your posts.
Regarding what to share about your
company, you could promote a new product
or service, offer an appealing discount, or
welcome a new employee. Don’t stop there!
Share a positive story about an executive,

employee, or customer. Ask
industry-related questions. Feature employees participating in a charitable event or
announce staff members being named to
boards or winning awards.
Also, share “how-to” videos or articles
about common challenges related to your industry. Brag about your company winning a
major award, such as being a top workplace.
And finally, post company job openings with
a “We’re hiring” image to attract attention.
To increase readership of your posts,
“adopt” several friends and companies who
agree to like and share your posts in exchange for promoting their posts. Most small
businesses will welcome the opportunity for
such mutual support! n
Kathy Bernard (kathy@wiseru.com), CEO of
WiserU.com, is a St. Louis-based LinkedIn consultant/trainer who equips businesses to maximize
LinkedIn for sales, marketing, or fundraising.

ENTREPRENEUR’S TOOLBOX
by JAMES CANADA

A Mission Statement Is Your Road Map To Success

Electric
Vehicles
are Better
for Business

Get Your Business on the Road to Electric.
• Your business can receive up to 50%
of the total project cost for charging
station equipment and installation.
• Convert your fleet to electric and
receive a $7500 federal tax credit
on available passenger EVs.
To learn more, visit:
AmerenMissouri.com/Incentives

SACOYYA DAVIS

Program Supervisor,
Efficient Electrification
C 314.554.2747
E EVMissouri@ameren.com
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No one uses road maps anymore when they
travel. Think about it: In the age of smartphones and GPS, anytime we’re on the road,
our machines are feeding us directions step by
step. All we see on our screens and hear over
the speakers is about the left turn or highway
exit directly ahead of us. We just trust the satellites in the sky to get us to our destinations.
Unfortunately, that doesn’t work when
running a business. From the outset, business
owners need to know what’s right in front
of them, while seeing the big picture, the
ultimate goal and every twist and turn along
the way. You need a road map. You need a
mission statement.
Last month, we talked about building a
vision statement — the purpose of your organization — and that’s your company’s destination. Your mission statement is the map,
defining the key steps you must take to reach
the vision.
The mission is the foundation and direction upon which to build strategies, initiatives, tactics, and critical success factors. Your
mission statement provides a clear direction
and means of measuring progress toward
achieving your vision.
How to Write a Mission Statement
Once your team is ready to embark on its
mission, make sure someone is taking notes.
Key words and phrases are important to
capture and post for all to see. Remember the
mission statement is a narrative description of
your organization’s
n Purpose or reason for being
n Role in the industry
n Scope of operations
n Distinguishing characteristics
n Customers
n Products and services

n Any changes or steps
necessary to reach the vision
The mission statement is sometimes
compiled during a single team workshop.
A more efficient method might be for the
owner(s) to develop a draft outside of a
leadership team meeting. The owner should
always submit that sketch to the team to
gather input and gain insight before consolidating that feedback into a final draft. Such
a process not only generates other valuable
perspectives, but also engenders real buy-in
from everyone on the team.
A word of caution: These meetings can
be long and emotional, and there can be a
tendency to feel that every area of business
needs to be included. Remember to focus
on the big picture — the high-level business
activity.
Road Map to Success
Given the advent of advanced technology,
we’re all looking for faster, more efficient
ways to achieve our business objectives
— and that is healthy for any business.
However, in my experience, there are no
shortcuts (no “faster routes”) when laying
out your path for the future. That’s why,
when setting out on this business journey,
you need to articulate a clear mission statement, an old-fashioned road map to your
destination that will keep you from getting
lost along the way.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 steve slais by nancy friedman

The Biggest Faux Pas
In Sales!

Tactfully Announcing Price Increases

W

ith rising gas prices and other
economic fluctuations, your
small business may be feeling the pain of the higher cost of doing
business. Unfortunately, this could mean
having to raise product and service prices
for your customers, too. If that is the
case, here are a few messaging tactics you
can use to communicate with them in a
thoughtful and effective way.
To communicate price increases, be
brief, not apologetic, and maintain a
personal tone. If your price markup will
be substantial, contact your clients directly
with an email. Be transparent and clear
about the price increase and offer reasons why this is happening such as rising
transportation and delivery expenses and
increased production costs.
Open with a value proposition that
reminds your customers of the value of
your product or service before informing
them about the price change. Be tactful –
even a one percent price change can feel
significant to some clients. However, also
keep in mind that many of your clients
will be understanding as they are probably
experiencing greater operational business expenses themselves. Remind your
customers of your ongoing commitment
to them.
Be sure to provide ways for your customers to contact you via phone, web chat, or
an email reply should they have questions
or wish to discuss the situation. If they
can reach out to you regarding questions
or concerns, even a price increase is an
opportunity to build greater trust with
your clients in an atmosphere of openness
and honesty. Typically, they will appreciate
your proactivity in letting them know.
Take a positive approach by reminding
your customers of how much you value
their patronage and use this opportunity
to state your commitment to helping them
overcome their challenges. Reinforce the

WWW.SBMON.COM

value of your products and services and
remind them of the successful results that
your company has helped to bring them.
In short, emphasize that your clients are
getting a great return on their investment.
You will also want to update pricing
on all of your sales materials, including
the eCommerce section of your website,
catalogs and brochures, presentations, and
other sales vehicles. And although you
don’t have to necessarily call out the price
increases in your messaging for social media posts, web banners, and web content,
use these digital mediums to reinforce
your brand value with your audience at
every opportunity.

Showing respect and appreciation for
your customers will go a long way in
keeping the lines of communication open
and continuing to deliver the excellent
products and services for which your
brand is known. While no one likes price
increases, conveying them to your clients
in a direct, thoughtful, and clear way will
go a long way in helping you to maintain
positive momentum for your business and
brand. n
Steve Slais is Partner and Chief Creative
Officer at Spoke Marketing. Spoke Marketing
(www.spokemarketing.com) provides fullyintegrated marketing and sales programs that
define and activate the customer buyer journey.

And if NOT THE BIGGEST, it’s sure on the
list of top 5.
If you are not asking the person you’re calling ‘if they have time to talk’ at the start
of your call, you risk a lot, including their
anger.
It’s one of the staples of being great on
a phone call. So many folks simply barge
in a phone call with their needs or a sales
pitch without caring what or who they
have interrupted. And trust me, you are
an interruption…even with an invite. You
still should be considerate enough to ask,
“Is this still a good time for you?” Stuff
happens.
At our office, I will tell you asking this
question is a condition of employment and
grounds for termination.
Not asking the person who you are calling
if this is a “good (or bad) time to talk”
at the START of the conversation is a
thoughtless person, a ‘me’ only person, an
inconsiderate person.
It speaks volumes of positivity and rapport
building possibilities when you ask if they
have time to talk, and you rate a 10+ for
asking.
The worst thing that can happen is they
tell you, “Yes, you have caught me at a
very bad time.” Then all you need to do is
take the reins of the call and simply ask,
“Thanks for letting me know. When would
be a better time to talk?” Even better is to
offer them two alternatives.
Those that do not ask for time to talk are
normally afraid they’ll not get a second
chance. TRUST ME, you have more of a
chance for a next time call by asking, than
if you don’t ask.
End of rant. 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

Leaders Set the
Culture’s Attitude

Create Captivating Content And Quit 		
Worrying Over The Best Time To Deliver It
People tend to let their employment
define them. They place a great deal of
importance on their jobs and the companies for which they work. Leadership in an
organization has a considerable influence
on the emotions of employees, and the
organization’s culture has a significant
impact on employee morale. Be mindful
of the feelings your culture generates.
Both enthusiasm and negativity are
contagious in the workplace. Leaders are
responsible for setting the tone. Give
your staff something to cheer about
when they accomplish shared goals. Set
ambitious standards for performance
and attitude. It’s up to you to decide
what you want and accept. Accepting low
performance and poor attitudes increases
the likelihood of obtaining them. When
you do, the culture’s emotion becomes
depleting. In turn, negative emotions
have a detrimental effect on productivity
and teamwork.
Customers can sense the mood and
demeanor of your staff. They may be
sympathetic to dissatisfied employees.
However, in the end, they prefer to deal
with companies that exude positivity.
Such an atmosphere develops into your
industry’s reputation. The more negative
the attitude, the less likely customers will
be satisfied and remain loyal.
To foster the culture you want, train your
managers in how to produce a happy
staff and motivate performance. You
must be conscious of the emotions that
are prevalent in your company’s culture.
Take action to establish the kind of
culture and performance you expect and
desire. Doing so will impact your customers, your employees, and their families. n

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

W

hen I ran MarketVolt, the
email marketing company I
founded, clients asked all the
time, “When’s the best time to send?”
My answer: “Hard to say.”
Clients usually wanted more.
Gimme specifics, they’d say. Is Tuesday at 10 better than Thursday at 11?
Should I send at high tide or low tide?
Full moon or new moon?
“Hard to say,” I’d reply.
I wasn’t trying to be difficult. Just trying to be honest.
You see, when it comes to marketing
campaigns, performance depends on
countless factors.
What business are you in?
Who are your prospects and clients?
But nothing matters more than the
quality of your content.
If your content is the same old boring
“blah, blah, blah…” it doesn’t matter
when you deliver it. People may open it
once, but they won’t open it again and
again.
If you consistently deliver informative, entertaining, captivating content,
subscribers will open your email the
minute they see YOU sent it – no matter
the subject line, no matter what time
you send it.
Brilliant content performs at all hours.
Don’t get hung up on all those stats
about the best-time-to-deliver.
Those stats are bogus. Here’s what I
mean…
I recently heard my friend Karen “The
Connector” Fox offer some great advice
on how to attract and captivate your
audience on LinkedIn.
She shared data about the best times
to post for greatest engagement. HubSpot says Wednesday 10 a.m. to 12 p.m.
Sprout Social says Wednesday 8 a.m.
to 10 a.m. and 12 p.m. Also, this will
work, according to Sprout: Thursday at
9 a.m. and 1 p.m. to 2 p.m. or Friday at
9 a.m.
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All of the above is wrong, says Buffer,
which claims the best times to post are
Tuesday, Wednesday and Thursday, 7
a.m. to 8:30 a.m. and 5 p.m. to 6 p.m.
Piles of conflicting data. Piles of B.S.
Instead of wading through such stats,
Karen suggested you think about your
ideal prospects and clients and use some
common sense to think about when they
might be online.
I like that advice because it begins with
“know your ideal prospects and clients.”
The more you know about your ideal
prospects and clients, the better your
content will be. And the better your
content is, the more likely they are to

engage with it.
One last thing…
Test!
Try different times. See what works
best for you.
Maybe you will do well posting at 9:30
a.m. – even though HubSpot, Sprout,
and Buffer say otherwise. 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

Focus on HR
by julie tuggle-nguyen

The Hat Trick Helps
Get The Job Done

A

s Human Resources professionals, we are asked to wear many
different hats—everything from
recruitment and development of talent, to
compensation and benefits, to compliance
and workplace safety. It is a challenging
and vital role in every organization, but
the hats you wear may look very differentdepending on your company’s size.
When I worked in a much larger organization, at its peak my team was more
than 3x as large as my current team,
plus access to the expertise of additional
internal resources. In my role as Executive
Vice President of Human Resources at
Midwest BankCentre, I have five direct
reports with an even broader to-do list
and scope of responsibility. So how do we
get it all done? I can tell you we work hard
and smart, but we also prioritize and organize differently. As you build your own
Human Resources team, there is much to
consider.
As HR Professionals, I view our most
critical job as managing our relationship
with our employees and their development, alongside instilling culture throughout the organization. Beyond these critical
roles, there are many other important hats
we are expected to wear. So how do we
prioritize our energy and resources?
I approach this challenge through the
lens of expertise, time and budget.
Functional experts can be brought in
to help shore up your team’s expertise in
specific areas, particularly when the risks
associated with a misstep are high. Questions you might ask include, “Do we have
the expertise to handle a particular issue?
Do we need an expert in employment law
or a benefits consultant to bring the best
solutions forward?”
Next, there is the question of doing
the right things right. Maybe you have the
ability and skill to take on a significantproject, but it would take you from your
primary duties. You must ask yourself
where your time is most valuable and
what things would you not be doing to
take on the project. Your job is to understand priorities, to discern what you can
WWW.SBMON.COM

reasonably execute in-house and when
you need to bring in someone.
There also may be times that you just
simply need a little more bandwidth to
get through a crunch time.
If you decide to hire a consultant, the
matter of budget is critical. Likely you
will be paying by the hour which can add
up to significant dollars. Before you ever
engage consultants, define exactly what
you want. What services and outcomes
do you expect and on what timetable?
Finding the right resource is vitally
important. Work with your networks
and understand who else has worked
with consultants on certain issues, who
they used and what their results were.
That is a basic as it gets, but this first step
matters.
Once you have recommendations, request proposals from two or three firms.
In the Request For Proposal (RFP)detail
what it is that you are looking for and
ask them to provide a Statement of Work
(SOW) for your review. As you review the
SOWs, you may want to create a chart
that lists all your requirements for the
project along the side and each vendor
across the top. Checking all the boxes
that meet your needs will give you an
apples-to-apples comparison of the various proposals and allow you to quickly
narrow the field.
Next, drill through the language to
understand exactly what is going to be
provided. Review the statement of work
which should outline in detail what they
are going to do for you, the timeframe
and costs. Evaluate the deliverables versus costs to make your final selection.
With an assignment underway, your
job at this point is to ensure that the
project stays on course, deadlines are being met and budgets remain in scope.
As HR practitioners in small businesses, we indeed wear many hats. It’s important to use the lens of expertise, time and
budget to prioritize our energies on what
matters most - our people. n
Julie Tuggle-Nguyen is EVP of Human
Resources, Midwest BankCentre.

It’s about the connections
we make with our clients.
Accounting | Bill Pay Administration
Business Advisory | Bookkeeping
Invoicing | Payroll | Taxes

twa-accountingservice.com

start 2021 in
person with

healthy

What’s new?

meetings

St. Charles is excited to be one of
ƚŚĞŽŶůǇĐŽŶǀĞŶƟŽŶĐĞŶƚĞƌƐŝŶƚŚĞ
ŵŝĚͲǁĞƐƚƚŽŚĂǀĞĂŶĂŝƌŝŽŶŝǌĂƟŽŶ
technology that neutralizes 99.9%
of Covid-19. Visit our website for
the full press release about
ƚŵŽƐŝƌ^ŽůƵƟŽŶƐdĞĐŚŶŽůŽŐǇ͘

Why SCCC?

ͻϭϱϰ͕ϬϬϬƐƋ͘Ō͘ŽĨŇĞǆŝďůĞƐƉĂĐĞ
ͻWŚǇƐŝĐĂůĚŝƐƚĂŶĐĞƌŽŽŵƐĞƚƐĂǀĂŝůĂďůĞ
ͻƩĂĐŚĞĚŚŽƚĞů
ͻ/ŶͲŚŽƵƐĞĂƵĚŝŽǀŝƐƵĂůΘĚĞĐŽƌĂƟŶŐ
ͻƵƐƚŽŵŝǌĞĚŝŶͲŚŽƵƐĞĐĂƚĞƌŝŶŐ
ͻŽŵƉůŝŵĞŶƚĂƌǇǁŝͲĮ
ͻ,ŽƐƉŝƚĂůƋƵĂůŝƚǇĂŝƌ
CALL TODAY

636.669.3000
ONE CONVENTION CENTER PLAZA | ST. CHARLES, MO 63303 | STCHARLESCONVENTIONCENTER.COM
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SPECIAL REPORT: TECHNOLOGY

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

B

efore we get into protecting ourselves, we need to review some of
the tools hackers will use to gain access and explore your system for weaknesses to exploit. However, I want to point
out that some tools utilized by hackers are
also legitimate tools used by IT people to
secure your system, patch workstations,
and monitor the overall health of your
network. The dual use of these tools
can result in confusion if you have been
hacked or if it is an everyday tool used on
your system by your legitimate IT support
people. You can use a hammer to build
or destroy depending on your objectives.
According to TechViral.com, here is a
list of the most popular hacker tools; some
can be acquired free, and others are paid.
The free versions don’t have all the bells
and whistles that the paid version does,
but depending on the bad actor’s goals
and objectives, the free versions might be
adequate to meet their needs. Knowing
and understanding the tools hackers use is
essential within this article because if you
don’t know what you are looking for, it
becomes easier to hide, so understanding
what and how will help you discover if a
breach has happened.
n Aircrack-ng – Aircrack is a WEP and
WPA-PSK breaking tool. Basically, it
attacks your security settings on your
network and wireless and tries to break
the security keys you entered when you set
up your WIFI. Aircrack also provides a
variety of tools to evaluate remote systems
and access.
n Sqlmap – Sqlmap is a tool used to
perform SQL injection, which allows you
to take over a database. Once loaded,
this is an automatic tool that searches for
weaknesses in SQL by taking advantage of
the imperfections that already exist within
SQL databases. Sqlmap can exploit several SQL databases such as Microsoft SQL,
PostgreSQL, Oracle, SAP, and MySQL, to
name a few.
n Nmap Network Mapper -- Nmap is a
network mapper; it is utilized to examine
the security of your system, open ports,
which hosts are accessible on the system,
administration accounts, frameworks, Operating systems, and patch information, to
name a few.
n Wireshark – This is an excellent
example of a legitimate tool used by thousands of IT professionals to troubleshoot
networks and determine performance

issues, end-user issues, and programmed
issues. However, in the wrong hands, it
can also be used for nefarious purposes
to monitor network traffic and identify
workstations and servers that can be used
to pivot between systems.
This is a tiny sample of the hacker tools
used by bad actors for all kinds of reasons,
and again the reason this is important
is that you should know what legitimate
tools are loaded on your system, so you
can scan for some of these others and
remove them as soon a possible.
Before we go any further, let’s tackle
the long ongoing debate that Apple is
more secure than Windows. Macs have
a long-held perception that they are more
secure than Windows. They used to run
TV ads stating that; however, in reality,
according to a State of Malware Report,
Macs are now under attack more than
the average Windows computer. According to the State of Malware Report 2019,
Mac’s outpaced threats almost 2:1 over
Windows PCs. One of the reasons is that
in the mind of a hacker if you throw out a
challenge, they will more than likely pick
it up and prove you wrong. Another reason might be that in 2018 Mac’s actually
exceeded 10% of the computing market
for the first time, so again, in the mind of
a hacker, they have become legitimate targets. Another big reason is that Microsoft
has become very proactive in the security
side of things and improved its security in
recent years. In contrast, Mac has taken a
less proactive position, although improving as threats emerge. Bottom line, I’m
sure that the debate will continue, but
securing either platform will continue to
be the customer’s burden. However, the
standards of security and prevention are
the same regardless of the platform you
are using, so don’t lull yourself into a false
sense of security just because you use Mac.
I get another common question: Can
you still get ransomware or crypto-type viruses if I’m on Microsoft 365 (Office 365).
The answer is yes; you can; simply being
in the cloud, any cloud, or Microsoft 365
does not mean that you can’t or won’t
get ransomware or crypto viruses. That is
the short answer, but there is more to the
story. Microsoft 365 provides protections
from ransomware encryption, which is
done through file versioning and post-deletion recovery tools to help recover from
attacks, which doesn’t mean you can’t be
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encrypted; Microsoft gives you a
path to recovery.
Although file
versioning provides you a layer
of encryption
protection, the
built-in Microsoft
365 tools provide
less protection
against a hacker stealing and selling your
data. Historically there were no known
ransomware types that specifically targeted
Microsoft 365. However, over the last
year, some identification of ransomware
and crypto viruses have successfully encrypted data stored in Microsoft 365. It is
believed that the organizations that write
and launch these ransomware and crypto
viruses will continue to adapt to a cloudbased system which will include Microsoft
365.
The bottom line with Microsoft 365 is
don’t take for granted that you can lighten
up your security because you are in Microsoft 365. There have been cases where
encrypted files on the local machine were
synced with OneDrive. Once that communication link was opened up again, the infection re-infected the rest of the network
again. Emerging threats, new ransomware
viruses, and the increased destructiveness
of the newer viruses mean you have to stay
vigilant and invest in securing your entire
network, which would include your
Microsoft 365 environment.
Look for part three in next
month’s issue of Small Business
CYBER SECURITY THREATS
Monthly. n
ARE INCREASING
Scott Lewis is the President and CEO
AI advances allow for
80% of attacks exploit
of Winning Technologies Group of
more sophisticated attacks
known vulnerabilities
Companies, which includes Liberty One
Software. Scott has more than 36 years
Global ransomware
campaigns are spreading
of experience in the technology industry
Hacking is more
and is a nationally recognized speaker
sophisticated and evolving
317 million new pieces of
and author on technology subjects. Scott
malware were created in 2017
has worked with hundreds of large and
Phishing attacks are
small business to empower them to use
on the rise
technology to improve work processes,
Proactively Manage
increase productivity, and reduce costs.
& Minimize Risk!
Scott has designed thousands of systems
24/7 Monitoring &
for large, medium, and small companies
Rapid Response Team!
and Winning Technologies goal is to
NTP offers a broad range of solutions to help your
work with companies on the selection,
organization monitor, defend, and respond to today’s
continually evolving cyber threats.
implementation, management, and support of technology resources. Learn more
Contact NTP at 636-458-4995 or online at NTPCyberSecurity.com
about Winning Technologies at www.
for a complimentary Cyber Security Needs Analysis!
winningtech.com or call 877-379-8279.

Competitive ways to shop

NEW • USED • REFURBISHED

Beautiful showroom locations

ST. LOUIS • CHESTERFIELD • KANSAS CITY

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

LOCALLY OWNED, FAMILY BUSINESS WITH OVER
40 YEARS OF CUSTOMER SERVICE & SATISFACTION!

BOOTH #406 • (314) 534-5900 • woftng.com

WWW.SBMON.COM

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

CONTACT INFORMATION

Abeles and Hoffman

314.991.4770
ahcpa.com

•

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

Anders CPAs + Advisors

314.655.5500
anderscpa.com

•

800 Market St., #500
St. Louis, MO 63101

Archford Accounting

618.692.9282
archfordcapital.com

•

1 Country Club View, #101
Edwardsville, IL 62025

Armanino

314.983.1200
armaninollp.com

•

6 CityPlace Dr., #900
St. Louis, MO 63141

Bauers, Hawkins, O’Sadnick, LLC

636.928.5412
bhc-cpa.com

•

4600 Executive Centre Parkway, #F
St. Peters, MO 63376

Bender & Company CPAs

314.525.7125
bendercpa.com

•

13014 Butler Crest Dr.
St. Louis, MO 63128

Conner Ash P.C.

314.205.2510
connerash.com

•

12101 Woodcrest Executive Dr., #300
St. Louis, MO 63141

Coughlin, Donovan, Niehaus &
Scherle, P.C.

636.343.4040
cdnscpa.com

•

426 Axminister Dr.
Fenton, MO 63026

David Sivcovich CPA, P.C.

636.343.4511
sivcovich.com

•

1855 Bowles Ave., #230
Fenton, MO 63026

Devereux & Company CPAs &
Business Advisors

314.209.7777
devereuxcpa.com

•

307 North Main St.
St. Charles, Mo 63301

afewcpas.com

•

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

Hauk Kruse & Associates LLC

314.993.4285
hkaglobal.com

•

600 Emerson Rd., #124
Creve Coeur, MO 63141

Klemm & Associates, LLC

636.207.5707
klemmcpa.com

•

14792 Clayton Rd.
Ballwin, MO 63011

Lopata, Flegel & Company LLC

314.514.8881
lopataflegel.com

•

600 Mason Ridge Center Dr.
St. Louis, MO 63141

Martz & Wilson LLP

314.646.1040
mwstlcpa.com

•

712 Hanley Industrial Ct.
Brentwood, MO 63144

Mortland & Co., LLC

314.725.3515
mortlandco.com

•

1001 Craig Rd., #400
Creve Coeur, MO 63146

Parr & Jones CPAs, LLC

636.625.8555
parrandjones.com

•

1000 Lake St. Louis Blvd., #111
Lake St. Louis, MO 63367

Purk & Associates, P.C.

314.884.4000
purkpc.com

•

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

RubinBrown

314.290.3300
rubinbrown.com

•

1 N. Brentwood Blvd., #1100
St. Louis, MO 63105

Schmersahl Treloar & Co.

314.966.2727
stcpa.com

•

10805 Sunset Office Dr., #400
St. Louis, MO 63127

Schowalter & Jabouri P.C.

314.849.4999
sjcpa.com

•

12250 Weber Rd., #315
St. Louis, MO 63127

SFW Partners, LLC

314.569.3333
sfwpartnersllc.com

•

1610 Des Peres Rd., #300
St. Louis, MO 63131

Spencer Fane LLP

314.863.7733
spencerfane.com

•

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

Smith Patrick PC CPAs

314.961.1600
smithpatrickcpa.com

•

220 W. Lockwood Ave., #203
Webster Groves, MO 63119

Thousand CPA Services, LLC

636.532.9004
thousand.cpa

Fick, Eggemeyer & Williamson, CPAs 314.845.7999

Best Accounting
Firms
As a business owner, your accountant
is a trusted partner and advisor. The
following firms were voted to have the top
accountants in St. Louis. Make sure you
check out the Awards page at www.sbmon.
com to stay up to date with other Best in
Business nominations for 2022.

Volpe Consulting &
Accounting Services
Wipfli
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•
314.300.4699
•
volpeconsulting-accounting.com

16052 Swingley Ridge Rd., #120
Chesterfield, MO 63017

314.862.2070
wipfli.com

7733 Forsyth Blvd., #1200
St. Louis, MO 63105

2388 Schuetz Rd.
St. Louis, Mo 63146

WWW.SBMON.COM

Business | Wealth Management | Personal

Building Business.
Growing Wealth.
Since 1868.
busey.com Member FDIC

HKA CPAs & Advisors
offers solutions for those
who want to grow.
HKA provides the customized solutions
that are needed, when they’re needed.
Let us help you.

W W W. HK AGLO BAL .C O M

WWW.SBMON.COM

|

314.993.4285

|

O FF I CE@ H KAG LOBAL.COM
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Best Banks
Building a relationship with the right bank
for your business can be one of the most
rewarding steps you take. The following
banks were voted the best in St. Louis.
Make sure you check out the Awards page
at www.sbmon.com to stay up to date with
other Best in Business nominations for
2022.
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COMPANY NAME

CONTACT INFORMATION

American Bank of Missouri

636.745.2888
americanbankofmissouri.com

Bankcorp South

•

690 N. Service Road West
Wright City, MO 63390

314.290.3100
bancorpsouth.com

•

8235 Forsyth Blvd., #100
Clayton, MO 63105

Bank of America

800.432.1000
bankofamerica.com

•

800 Market St.
St. Louis, MO 63101

Bank of Washington

636.239.7831
bankofwashington.com

•

200 W. Main St.
Washington, MO 63090

Busey Bank

314.878.2210
busey.com

•

12300 Olive Blvd.
Creve Coeur, Mo 63141

Carrollton Bank

314.863.8844
carrolltonbanking.com

•

7911 Forsyth Blvd.
Clayton, MO 63105

CNB St. Louis Bank

314.631.4600
cnbstl.com

•

7305 Manchester Rd.
Maplewood, MO 63143

Commerce Bank

314.746.3002
commercebank.com

•

8000 Forsyth Blvd.
St. Louis, MO 63105

Commercial Bank

314.434.4141
commercialbank-stl.com

•

703 Long Rd. Crossing, #12
Chesterfield, MO 63005

Enterprise Bank and Trust

314.725.5500
enterprisebank.com

•

150 North Meramec Ave.
Clayton, MO 63105

First Bank

314.995.8700
first.bank

•

11901 Olive Blvd.
Creve Coeur, MO 63141

First State Bank of St. Charles

636.940.5555
fsbfinancial.com

•

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

Lindell Bank and Trust

314.645.7700
lindellbank.com

•

6900 Clayton Ave.
St. Louis, MO 63139

Meramec Valley Bank

636.230.3500
meramecvalleybank.com

•

199 Clarkson Rd.
Ellisville, MO 63011

Midland States Bank

636.464.7733
midlandsb.com

1920 Richardson Rd.
Arnold, MO 63010

Midwest BankCentre

314.631.5500
midwestbankcentre.com

•
•

Midwest Regional Bank

636.937.5351
mwrbank.com

•

363 Festus Centre Dr.
Fenton, MO 63028

New Frontier Bank

636.940.8740
newfb.com

•

1771 Zumbehl Rd.
St. Charles, Mo 63303

Peoples National Bank

314.256.2000
peoplesnationalbank.com

•

3280 Hampton Ave.
St. Louis, MO 63139

Regions Bank

314.615.2300
regions.com

8182 Maryland Ave.
Clayton, MO 63105

Royal Banks of Missouri

314.212.1500
royalbanksofmo.com

•
•

Saint Louis Bank

314.851.6200
stlouisbank.com

9811 S. 40 Dr.
St. Louis, MO 63124

Simmons Bank

314.569.7200
simmonsbank.com

•
•

Southern Bank

855.452.7272
bankwithsouthern.com

6121 Telegraph Rd.
St. Louis, MO 63129

St. Johns Bank

314.428.1000
stjohnsbank.com

•
•

2191 Lemay Ferry Rd.
St. Louis, MO 63125

8021 Olive Blvd.
St. Louis, MO 63130

10401 Clayton Rd.
Frontenac, MO 63131

8924 St. Charles Rock Rd.
St. Louis, MO 63114
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Sales Superstar

Need A Sales
Superstar?

Five Tips To Help You Hire For Drive
Story By Dr. Christopher Croner and Richard Abraham

I

dentifying, attracting and hiring high-achieving salespeople requires patience and discipline, especially
given the current talent shortage. It may be tempting
to fill an empty role (and save yourself time and work)
by hiring someone who’s merely qualified, not Driven.
However, compromising on the caliber of your new hires
is not an option. The quality of your salespeople directly
determines the quality of your results. Here are five
things you can do to find and hire the most Driven high
performers:
Attract high-Drive candidates with targeted job
listings. High-Drive people are attracted to high-Drive
situations, so that’s how you should position your company in job listings. (Bonus: Low-Drive job seekers might
decide for themselves that they’re not the best fit after
reading your description.) Use words and phrases that
are literally and subliminally full of high-Drive signals.
For example:
n “High-potential sales position”
n “Minimum of X years of experience successfully selling tech”
n “Role includes the excitement of pure new business
development, a.k.a. hunting”
n “Compensation is robust for those willing to work
hard”
n “Intense championship sales team”
Look for résumés that indicate Drive. When you
review a candidate’s résumé and/or LinkedIn profile,
there are a few indicators of high Need for Achievement
(which is a crucial component of Drive):
n The candidate is a passive (rather than active) candidate. If the sales candidate has been out of work for a
while, there may be a good reason.

WWW.SBMON.COM

n The candidate is not a job-hopper.
n The candidate is able to provide concrete metrics to
show that they have been successful previously.
If you need a salesperson who is ready to hit the
ground running, look for two-to-three years of previous
experience at a similarly sized company. If the candidate
is from a larger company, consider whether their previous success was because of their own effort or because
they had strong brand recognition and collateral materials in their corner.
Don’t limit your search to active job seekers.
Salespeople with the most Drive might not be actively
looking for a new job. Proactively search resources like
LinkedIn to find candidates who are your ideal match
across the board in terms of experience, geography and
other characteristics. Reach out to them and explain why
the opportunity you’re offering is a better fit than what
they’re doing right now.
On the flip side, don’t stop looking for Driven candidates once your open position is filled. Even if you are
not actively trying to hire someone, constantly be on the
lookout for superstars.
Use a quality sales aptitude test. Screen candidates
before the interview with a sales assessment test.
Administer the assessment to every candidate you’re
considering (not just some people some of the time) to
identify high-potential applicants and avoid those with
less promise. Make sure your assessment uses a question format that can eliminate faking and track level of
consistency in candidates’ responses. SalesDrive’s proprietary DriveTest® is one such assessment. Based on
90 years of research, as well as SalesDrive’s own work,
DriveTest® helps businesses identify Driven candidates

who display Need for Achievement, Competitiveness
and Optimism..
Follow it up with a behavioral interview. Candidates
who pass the sales assessment earn the opportunity to
meet with you for a one-on-one behavioral interview.
Ask the candidate to discuss previous work-related
experiences that reflect the characteristics you need in
your new hire. Remember: The best predictor of future
behavior is previous behavior. Questions like these will
be helpful:
Q: What’s the toughest goal you’ve ever set for yourself? How do you plan to top it? (Allow the candidate to
fully answer the first question before proceeding to the
second.)
A: Has accomplished a very challenging work goal; has
a specific plan to top that goal.
Q: Tell me about the last time you worked with no
direct supervision. What was most challenging about
that assignment for you?
A: Discusses challenges related to keeping others (e.g.,
colleagues, customers) on schedule, rather than their
own time management.
Taking steps to identify the presence of Drive from the
very beginning will pay off for years to come. Do your
due diligence up front. You’ll thank yourself later.
Dr. Christopher Croner is principal at SalesDrive and
coauthor (along with Richard Abraham) of the book Never
Hire a Bad Salesperson Again, which details his research and
practice in identifying the non-teachable personality traits common to top producers. Dr. Croner received his BA in psychology
from DePaul University and his master’s and PhD in clinical
psychology from Southern Illinois University at Carbondale.
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Focus on: diversity heroes

Heroes in Diversity
The names & faces behind St. Louis’ greatest champions of diversity and inclusion
Roslyn Croft Tarlton Corporation
Position: Inclusion & Diversity 		
Manager
How are you incorporating diversity
into your role?
As Tarlton’s Inclusion & Diversity
Manager, everything related to diversity
is within my role. As the point person
for our internal and external diversity
efforts, I am actively engaged in outreach and planning to not only increase
inclusion on Tarlton projects, but also
to educate and assist the company with
all aspects of diversity and inclusion. I
lead the company’s Diversity Committee,
which comprises office
and field personnel focused
on creating a
more inclusive
workplace,
reviewing
jobsite policies, increasing Tarlton’s
diverse spend
and project
inclusion, asking thoughtprovoking questions, and examining our
individual and corporate cultures.
How can a small company address diversity? What are some of the first steps
companies should take?
Any company, whether large or small,
should embrace and welcome diversity.
Having a genuine commitment from
ownership and the leadership team is
critical as you begin the journey of creating a diverse and inclusive workplace.
To be successful in embracing or transforming a firm in the diversity space, all
employees must be included in the evolution. The realization that the journey for

everyone will not be the same or at the
same pace is key. Firms can take advantage of many free or less expensive learning opportunities to assist their teams
in identifying bias, having courageous
conversations, and creating an inclusive
culture. You must be intentional in the
steps you take and be willing to learn
along the way.
What are the benefits of diversity in
your organization and for other organizations?
The space of diversity is very broad and
covers a wide range of differences — race,
gender, religion, economic
backgrounds,
and the list
continues.
Keeping an
open mind and
understanding
other people’s
wants, needs
and thoughts
can provide a
small-business
owner and a
person in general an opportunity to see options that
he or she may not have even dreamed
of. Wanting to have or having diversity
within the organization allows you to
move beyond the “comfort zone” and
out of the box to meet others where they
are. This process allows others to feel
included. As a small company starts and
continues to grow, keeping a focus on
a diverse workforce and office environment will provide a window into many
different ways of approaching various
paths and opportunities. Diversity in
people, thoughts, experiences and projects is one of the keys to success in our
industry.
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Maggie Farrell S.M. Wilson & Co.
Position: Diversity & HR Manager
How are you incorporating diversity
into your role?
Diversity, Equity, and Inclusion (DEI)
are an integral part of my role within
HR, specifically related to company
culture, recruitment, retention, and
professional development. My role has
expanded over the years to include community engagement and corporate giving
through #SMWill; relationship building to increase supplier diversity at the
company and project levels; and supporting local workforce development initiatives through S.M.
Wilson’s construction
career education
program, SKILLED®.
Our mission is to
inspire the future of
construction. Several
groups, including People of Color, women,
and members of the
LGBTQ community,
have been historically
excluded from the
construction industry,
which means we must
be intentional in our
outreach efforts as we recruit and prepare
folks for careers in construction, while
also ensuring that we are providing safe,
welcoming and inclusive work environments.
How can a small company address diversity? What are some of the first steps
companies should take?
The first step is to begin by having
honest and courageous conversations
around DEI within your company or
organization. Support at a leadership
level is critical for lasting change, and
I encourage you to include your team.
Start with listening to and acknowledging the experiences of your employees.

Transparent communication is an important part of the process; be prepared
to engage with feedback in a meaningful
way. Participate in ongoing development
opportunities and apply what you are
learning. Integrate DEI into all aspects of
your company. There are many resources
generously shared by individuals and organizations that are widely available. For
example, check out the Women’s Foundation of Greater St. Louis’s Employment Scorecard Initiative for ideas on
how to improve policies and practices to
address economic barriers and challenges
women face, and create workplaces where
women can thrive.
What are the benefits of diversity in
your organization
and for other organizations?
There are many
incredible benefits of
increasing DEI in the
workplace. Incorporating diverse perspectives allows for
more creativity and
innovation, which
can lead to multiple
solutions and elevated profits. Ensuring
equitable and inclusive environments
increases employee engagement, which
boosts morale and productivity, and in
turn attracts more talented individuals to
your company, organization, and brand.
In an industry where just over 10% are
women, S.M. Wilson is proud to have
25% women represented at various
levels. Through mentorship and sponsorship opportunities, women continue
to advance to leadership roles, thereby
growing our value and contributing to
the success of the company. Finally, as
companies continue to invest in DEI, we
will see a positive social and economic
impact in our region.
WWW.SBMON.COM

diversity heroes
Robyn Heidger Enterprise Bank & Trust
Position: SVP, Strategic Alliances &
Inclusion
How are you incorporating diversity into
your role?
I’m fortunate to have the opportunity to
work on diversity, equity and inclusion
(DEI) efforts both internally and externally. Internally, I work
with our HR team
and senior leadership to design programs like Empower
& Enlighten (our
reciprocal mentoring
program), the DEI
Leadership Council, and Business
Resource Groups.
Externally, my team
and I work to better
diversify our client
base by developing a
wide range of community partnerships.
How can a small
company address diversity? What are some of the first steps
companies should take?
Building a diverse, inclusive company
takes intentionality. We’re all at different places on our awareness and learning
journey. I think you need to take a close
look at your workforce, client base and
personal network. What opportunities

do you have to “widen your circle”? Look
into services provided by some of the
local support organizations like Diversity
Awareness Partnership. Would you benefit from connecting with organizations
like the Hispanic Chamber of Commerce
or other similar groups to widen your network? Become aware of some of your personal blind spots
or biases. I think of
them as crud that’s
become attached to
my brain. It takes
intentional effort
to chip away at it.
What are the benefits of diversity
in your organization and for other
organizations?
I think most
business leaders
are aware of the
business case for
diversity by now.
Multiple studies
have shown the
increase in revenue and profits realized by
more diverse companies. A more diverse
and inclusive environment also leads to
improved associate engagement, productivity and retention. A more diverse team
allows for more creativity and ability to
better meet the needs of an increasingly
diverse marketplace.
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Norma Jackson Thompson Coburn
Position: Chief Diversity & Attorney Development Officer
How are you incorporating diversity into your
role?
As the Chief Diversity
and Attorney Development Officer, I serve as
a thought leader and
resource to Thompson
Coburn leadership, and
I collaborate with practice leaders, committee
leaders and the Firm's
Management Committee
to develop and drive the
execution of the Firm's
diversity and inclusion
strategies. In my position,
I have expanded attorney affinity groups
and pipeline programs, launched new
and improved diversity-centered training
programs for Firm personnel, and created
a library of diversity awareness materials
for internal and external use. Through
my use of data, surveys and in-person
interviews, I identify needed areas of
improvement and develop smart, practical diversity strategies. The underlying
goal of these strategies is the same: Create
welcoming work environments and lay
the groundwork for the lasting success
of professionals from underrepresented
groups.
How can a small company address diversity? What are some of the first steps
companies should take?
Regardless of size, organizations can and
should be addressing diversity. Strong
D&I programs create opportunities for
career advancement, build connections,
raise awareness, spur critical conversations, and create a workplace where
people from all backgrounds and experiences feel valued, included and supported. One of the first steps that companies
should do when planning their diversity
strategy is to ensure that it is aligned with
the larger business strategy. Doing so will
influence next steps, hiring practices, and
workplace culture. To eliminate barriers, it's important to recognize possible

unconscious biases that exist within your
teams and systems. Small companies with
limited budgets can create affinity or employee resource groups to engage diverse
team members and allies and solicit their
ideas for D&I programming. There are
also many opportunities for organizations to connect with diversity nonprofits
in their respective industries and geographies to provide funds and support for
their initiatives and events.
What are the benefits of diversity in
your organization and for other organizations?
Thompson Coburn recognizes the benefits of having a robust D&I program,
including improved engagement with
employees, more openness and transparency among team members, and stronger
connections with increasingly diversityfocused clients and community leaders.
Our D&I programs allow us to be more
inclusive of different ideas, cultures and
lifestyles, leading to improved company
culture. Our programs also improve our
position to hire the best employees from
a diverse candidate pool. We believe that
talent is everywhere but opportunity is
not and that we need to be actively looking beyond our existing channels to find
diverse, untapped talent. It's amazing
what we can accomplish when diverse
voices have a seat at the table at all levels
of our Firm.
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diversity heroes
Carmen White Greensfelder, Hemker & Gale
Position: Diversity and Inclusion Manager
How are you incorporating diversity into
your role?
As the Diversity and Inclusion Manager
at Greensfelder, I get to spend all of my
time strategizing and
carrying out initiatives that will move
the needle on DEI.
I work closely with
our leadership and
my fellow colleagues
to advance our DEI
goals within the
organization, and
I collaborate with
community and
industry partners to
make a difference
on this front outside
the firm.
How can a small
company address diversity? What are some of the first steps
companies should take?
A lot of best practices in the DEI space
are based on what works at huge companies, but smaller and mid-size companies
that are just as committed to getting this
right often can’t replicate those same
practices. To start, I would advise a small
business to:
1. Get clear on your individual reasons
for why DEI matters to your business and

industry. Knowing your “why” will keep
you motivated.
2. Ensure that leadership is 150% on
board because culture change starts at
the top. If something matters to them, it
will matter to everyone else.
3. Collaborate with other small businesses and organizations that also care
about DEI to expand
knowledge and create a greater impact.
DEI work is meant
to be done with
others.
What are the benefits of diversity in
your organization
and for other organizations?
There is quite a bit
of research regarding how companies
with more diversity
in their employee
ranks tend to have higher revenues and
better business outcomes. However, we
have prioritized diversity at Greensfelder
because we honestly believe that having
more of it makes us a better company.
More diversity in your organization
means more brilliance and talent immediately available to you, and that
becomes a beacon for other brilliant and
talented people to come work for you.
The compound benefits are undeniable.

Busey Bank Recognized
As One Of Top Lenders

A

full-service financial institution with five business lines—Business, Wealth
Management, Personal, Treasury Management and FirsTech—Busey Bank
has built on a tradition of close relationships and broad financial capabilities since first opening its doors in 1868. While it’s seen plenty of change over
more than 150 years of operations, Busey’s core values—dedicated associates,
strong customer partnerships and thriving communities—are still the cornerstones of the organization.
Named one of America’s Best Banks nationally by Forbes, recognized as one
of the top five Largest Commercial Lenders and one of the Largest Trust Companies in the St. Louis area by the St. Louis Business Journal and voted as the St.
Louis metro area’s Best Large Bank by readers of Small Business Monthly, Busey
has established a strong foundation of partnership with the St. Louis community
and trusted relationships with area customers since joining the community in
2016.
Helping cement its status as a trusted financial institution and community
partner is Busey’s longstanding tradition of giving back in the communities it
serves. Working to support the arts, advocating for our youth and helping neighbors in need, Busey delivers on a promise to bridge needs by providing financial
capital through monetary contributions and guidance, human capital through
energetic and committed volunteers, and social capital through leaders at the
table to advocate for business and sustainability practices within our communities.
In fact, Busey believes so strongly in supporting the people and places it serves
that it dedicates an entire month annually to celebrate volunteerism and giving
back to its communities. Recently concluded in April, Community Promise
Month recognizes Busey associates who go above and beyond to help in their
community. The month-long initiative also helps associates get more involved in
their communities through special events, including:
n Dollars for Donators: A matching initiative where Busey pledges to give grants
to nonprofits where associates volunteer or donate money during April;
n VIP Program: A ‘volunteer-in-a-box’ opportunity in which associates and/or
their Busey teams can choose from pre-imagined volunteer impact projects to
take part in during the month;
n Autism Speaks Lunch & Learn: A presentation with the Autism Speaks organization to show how Busey associates can be an ally to community members
and friends with autism;
n Earth Day Lunch & Learn: A virtual conversation with Busey’s Director of
Environmental, Social, and Governance Strategy and Reporting Emily Cross
Vayr with information about how associates can Go Green with Busey;
n Volunteer Appreciation Week: During which Busey recognizes associates who
exemplify volunteerism excellence and fun in their communities.
Through its vision of Service Excellence in Everything We Do for Our
Pillars—associates, customers, shareholders and communities—Busey invests in its
associates and empowers them to exceed the needs of customers while working
together to help strengthen the places we call home.

Meet The Area’s Best Companies
2022 Family Business Awards

CELEBRATE ST. LOUIS’ BEST
FAMILY-OWNED BUSINESSES
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Focus on: Wonder Women

Wonder Women
Meet our 2022 Class of “Wonder Women.” These outstanding female professionals were nominated and selected because they routinely use
their influence to help others. These women leaders are not only achieving success personally, but they are also serving and often steering
organizations and causes that improve our region’s culture and economy.
Words By ron ameln PHOTOS BY BILL SAWALICH

Alexis Hershey Midwest BankCentre

Passion For Improving The Region

A

lexis Hershey got the chance of a
lifetime in November 2019. When
she joined Midwest BankCentre,
Hershey combined her passion for helping others and her years of philanthropy
with her skills in digital banking technology.
When Midwest BankCentre CEO Orv
Kimbrough recruited Hershey to become
the bank’s Senior Vice President, Digital
Assets, Lending & Strategy, she jumped
at the opportunity. “Orv Kimbrough
was the CEO of the United Way before
he joined the bank,” Hershey said. “I’m
a huge supporter of the United Way,
and he and I have known each other for
17 or 18 years. I’ve seen his leadership
in action and the way he brings people
together to lift up the community. This
position was a great way to marry my
philanthropic efforts with what I do in
my daily life. The promise of digitizing
a community bank and the idea that it
would directly help people in our community presented a compelling opportunity.”
Hershey's role at Midwest BankCentre is to bring the ease and efficiency of
digital lending to the St. Louis region's
Main Street businesses, nonprofits, faithbased organizations, and individuals.
Leveraging her education, training and
technology background, Hershey helps
build customer-facing, digital experiences
that make it easier and faster for local
business owners to obtain small-business
and SBA loans.
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“I love making things
simpler for people,” said
Hershey, who previously
held a similar position at a
large bank. “When you see
what it takes to get a loan
and how complex the process is, I enjoy the challenge
of making it easier. Our
strengths as a community
bank are the human touch
and customer service. The
goal is to create a digital
experience that amplifies
that human touch. We want
our clients to receive funds
faster after that handshake.
Because we will be more
efficient, we can help more
small businesses in the community.”
Hershey’s expertise came in handy
during the Covid-19 pandemic. When
Covid hit in early 2020 and the SBA
rolled out PPP funds, Hershey and
her team sprang into action. Hershey
implemented technology that allowed
the bank to process loan requests 24/7,
making PPP funds available to small
businesses in record time. This provided
Main Street businesses the lifeline they
desperately needed. These loans impacted more than 30,000 local employees.
“Every person in the company worked
so hard to help as many businesses as
possible during that [Covid] period,” she
said. “We knew people needed help, and
we knew this was a fantastic product. We

wanted to get it out to as many people as
possible.”
On a personal level, she devotes substantial time and expertise to the United
Way. She served as the bank’s Campaign
Chair in a year that saw record-high
participation. She also helps mentor and
coach women of color, especially in the
offer phase of their job searches. “So
many people don’t know that when you
have a job offer, that is exactly the time
to ask for more money,” said Hershey,
who offers the coaching for free. “The
people I coach are then coaching people
in their networks. It has created this
ripple effect that will be my life’s greatest
work.”
She is also proud of her work on the
Board of Marian Middle School, an

all-girls, private middle school serving
adolescent girls. The school is committed
to breaking the cycle of poverty through
education.
“It is a phenomenal organization,”
she said. “It helps target girls at risk and
gives them a full education from 5th-8th
grades and then sponsors and supports
them through college. It is all about the
philosophy of helping others achieve
greatness. These girls start way below
grade level. By the time they graduate,
they are beyond grade level.”
“All of my philanthropic work blends
so well with what Midwest BankCentre
is doing to lift the community and help
small businesses and people who are
disadvantaged.“
_
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Wonder women
SJ Stephens Regions Bank

Lorraine Troyer
POWERS Insurance and Risk Manaagment

Dedicating Her Career To Helping Others
Helping Others Grow and Flourish

S

ome people just have
a knack for mentoring
and supporting others.
Lorraine Troyer certainly falls
into this category. Troyer has
impacted the lives of many
people throughout her life,
either through mentoring
struggling high-school students
or helping guide her staff in
building successful careers.
Troyer is a Commercial
Lines Manager at POWERS
Insurance and Risk Management. She began with the
company eight years ago as an
Account Manager, moved into
a Commercial Lines Marketer
position, then served as an Account Executive before landing
her current role. “I had been
in the insurance industry for
many years. In 2014 I decided
to leave my job, take a month
off, and decide where I’d work
next,” Troyer said. “I had
known about POWERS for
years, and I liked the fact that
it was a family-owned business
and a smaller agency. It was a perfect fit
for me at the time. Now, we’re no longer
a smaller agency. We’ve grown by leaps
and bounds.”
According to Lauren Davis of POWERS, Troyer has played a key role in
the firm’s growth. “Lorraine Troyer has
transformed her career — and our world
— more than any woman (or individual)
in POWERS Insurance & Risk Management’s history,” Davis said. “In the past
three years, Lorraine has led the Commercial Lines Division with unbelievably
impressive results.” Davis said Troyer has
helped grow premiums, increase support
staff from three to eight, and launched
two new divisions.
“When I started, there were just two
of us [in the department],” Troyer said.
“Now we’re up to eight. I am so fortunate
that I have a very young team, which
many insurance agencies don’t have.
I’m playing a mentor role. I’ve been in
this industry a long time. I know what it
felt like to be in their shoes, starting in

S

J Stephens is the type of person
about whom economic development officials dream. Stephens
has dedicated her career to helping as
many people as possible reach their goals,
either through their own companies or in
their own personal lives. Throughout her
career, she has held positions that helped
the public, from police officer to corrections officer to entrepreneur.
Stephens currently serves as Community Mortgage Loan Officer for Regions
Bank. Through her role at Regions,
she collaborates with local, non-profit
organizations to bridge the bank and
community gap. She also teaches financial
literacy, credit building and homebuyers
education courses and banking basics for
high school seniors at local and out-ofstate high schools through her role as a
Next Step Ambassador.
“There is a huge need for what we provide,” she said. “The thing that attracted
me to this position is the education piece.
You would be surprised how many people
still don’t think they can afford a home.
Some have worked at jobs for 25 years.

They absolutely can afford to buy a home.
It is great to make a difference in their
lives. Nothing brings me more joy than
visiting with someone who lives in an
urban area, who has been renting their
entire life, and I can show them that this
dream of home ownership is available.”
Her role in helping individuals doesn’t
stop with her job at Regions. She also
owns her own business, SJS Business
Building and More. In her own business,
she helps small businesses build their
foundations to become successful. She
does everything from grant writing and
business plans to start up structures. She
began the company two years ago. She
also runs a Book Writing Academy and
a Grant Writing Academy. In the last six
months, she has introduced the world
to 13, first-time authors through her collaborative projects. She also has authored
her own books.
Said Stephens, “I’m looking forward to
expanding what I’ve been doing. My only
mission in life is to be an amazing mother
and to help as many people as possible to
reach and exceed their goals.”

the business and learning it. I can share
my experiences. I don’t manage them as
much as I mentor them. They could all be
my daughters. We have an excellent relationship in that sense. We spend a lot of
time together, even outside the agency.”
Mentoring is nothing new to Troyer.
She has mentored disadvantaged teenagers for years through a nonprofit called
LOVEtheLOU. The organization focuses
on poverty and racism in St. Louis. Troyer
has participated in the organization’s
youth mentoring program, empowering teens throughout the region. Troyer
has mentored, guided, and welcomed
troubled teens into her home throughout
the years. She said that the experience has
helped her to become a better mentor at
POWERS.
“I just feel I was called to do it [mentoring others],” she said. “I guess it fulfills a
motherly instinct in me. I get to see them
grow in their careers and to grow and
flourish. There is nothing more satisfying.”
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RISING
TOGETHER
CONGR ATUL ATIONS Alexis Hershey, Senior

Vice President, Digital Assets, Lending & Strategy,
for recognition by Small Business Monthly as
a 2022 Wonder Woman!

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

WE HONOR OUR
SUPER HERO
Congratulations on
being awarded
"2022 Wonder Woman"
314-725-1414
www.powersinsurance.com
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Wonder women
Shawna Collier Justine Petersen
Helping Others Find Success

T

he litany of obstacles facing entrepreneurs is a familiar one. Competitive markets, bureaucratic red tape,
long hours, financing — the list is seemingly endless. These roadblocks are even
more challenging for business owners of
color.
Shawna Collier has dedicated her career to helping business owners overcome
such obstacles.
As Chief Partnership Officer at Justine
Petersen, Collier works with the nonprofit’s small business clients, coaching
and mentoring business owners to set up
and run successful businesses. She joined
Justine Petersen in 2015 after a successful
career in the banking industry.
“I’m grateful that Justine Petersen exists
as a resource for small businesses,” Collier
said. “We provide technical assistance.
When someone is interested but doesn’t
know where to start, we can sit down and
help them.”
Daily, Collier helps business owners,
primarily disadvantaged owners, with
everything from financing options and
credit building to legal resource assistance. “People walk through the door
and say to us, ‘I need a business loan for
my business, and I don’t know where to
start,’” she said. “We become a resource
and guide to these business owners. To
have that extra resource is huge for them.”
Last year, Collier was promoted to her
position as Chief Partnership Officer at
Justine Petersen. The promotion now puts
Collier on the Executive Board of the organization, where she can help guide not
only her small-business clients, but Justine
Petersen as well.
“She was promoted to this position as
the first person of color in the company
to hold this title,” said Yolanda Nelson,
Business Associate Assistant at Justine
Petersen. “This is just a testament to how
relentless she is about making a positive
and long-lasting difference in our community. She has always strived to level the
playing field for minorities. She does it all
with an infectious, inviting attitude.”
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Wonder women
Nancy Riordan Celta Chemical
Building A One-Of-A-Kind Culture

N

ancy Riordan
never had a
grand plan to
launch her own business
from scratch. In fact,
after taking six months
off from work, she was
eagerly looking to work
for someone else. However, she quickly ran into
stumbling blocks. The
jobs for which she was
applying paid less (about
60%) than she previously earned, and most
required travel. With
three small children,
that situation was impossible.
After not finding the
opportunity for which
she was looking, she decided to create her own
opportunity.
The result is Celta
Chemical, a business
Riordan began in 2014
out of her basement.
With no customers
and less than $7,000 in
cash, she slowly began
spreading the word
about the company and
building the business. It
took more than a year to
secure her first customer,
but the business began
to take off.
“I knew some people
in the industry, and I
was fortunate that some
friends were willing to take a chance on me early on,” said Riordan, who previously
worked in the chemical field. “As word of mouth started to grow, I started having trouble keeping up with all aspects of the business as it continued to grow.” Her husband,
Pat, joined the business in 2015 to handle sales.
Celta Chemical, a chemical and food ingredient toll manufacturer and supplier, is
thriving today. The business has 18 employees and has replaced Riordan’s basement
with an 80,000-square-foot warehouse facility located at America’s Central Port in
Granite City, IL. “Once I get going, I’m hard to stop,” Riordan said of starting the
business from scratch with no previous ownership experience. “I never give up. I never
surrender.”
What continues to drive Riordan is an experience in which she was let go by a company after it was sold to a private equity firm. “You join this company and everything is
great,” she said. “You do all this work and the company grows. The original owners sell
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to private equity and that beautiful thing you loved about the company disappears. It
becomes about returning investment to shareholders instead of returning the investment in your real shareholders, your people. You see all the potential that people had,
and then it all disappears.”
Riordan vowed to create a family-like culture with Celta Chemical. “I wanted to create something different. I wanted to create something where you work to live, you don’t
live to work. I wanted to build a company where your family is part of your job, and
where people respect each other. I wanted to create something different for our employees.”
According to Riordan, the keys to the company’s success come from its one-of-a-kind
employees, customer service, and ability to partner with clients. Said Riordan, “We
have an old-fashioned work ethic. We do what we say we’ll do.”
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stlexpo.com

B2B EXHIBITS • NETWORKING
FREE SEMINARS • SPECIAL EVENTS
SPEED NETWORKING (noon-1pm)

STLEXPO.COM

St. Louis Business Expo SCHEDULE

May 3, 11 a.m. - 5 p.m. - St. Charles covention center
www.stlexpo.com
Focused on giving small business our full attention.

GOLD SPONSORS
Ameren Missouri
Sacoyya Davis &
Ken Kresymen
PO Box 790098
St. Louis, MO 63179
AmerenMissouri.com/EV
EVMissouri@ameren.com
Ameren Missouri has been providing electric and gas service for more than 100 years.
As our region transitions to electric vehicles,
we want to be your trusted resource in this
change. For more information visit AmerenMissouri.com/EV.

Hite Digital St. Louis
Adam McChesney
4373 Ventura Place Drive
St Louis MO 63128
hitedigital.com/st-louis
amcchesney@hitedigital.com
Hite Digital St. Louis is a full-service digital
marketing agency that specializes in ROIdriven lead generation. Our services include
Logo, Branding, Web Design, SEO, PPC,
Facebook Ads, and a CRM.
EDC of St. Charles
Scott J. Drachnik
5988 Mid Rivers Mall Drive
St. Charles, MO 63304
636-441-6880, ext. 226
sdrachnik@edcscc.com
www.edcscc.com
Established in 1990 as a public-private
partnership, the EDC of St. Charles County
offers business site selection services, financing, incubation, counseling and training,
and other services for startups, existing local
companies, and businesses looking to move
into the community.
Liberty One Software
877-379-8279
www.businessmanager365.com
Liberty One
Software is a
nationwide
software distribution company for Business
Manager 365, which is a fully integrated
business management software package.
Business Manager 365 is focused on helping
service based businesses streamline work
processes and integrate data sharing, to
maximize profitability and reduce the need
for multiple pieces of software to manage
your business.

First Community Credit Union
17151 Chesterfield Airport Rd
Chesterfield, Missouri 63005
636-537-4400
www.firstcommunity.com
First Community is a
full-service financial
institution in business
since 1934 with over
360,000 members. We
are the largest credit
union in St. Louis with nearly 4 billion in
assets and over 40 locations in Missouri and
Illinois. We have a full range of products
available to meet the needs of small business
within the communities we serve. We offer
commercial loans for automobiles, equipment and real estate as well as lines of credit
and credit cards. First Community is an
approved SBA lender.
Winning Technologies
Scott Lewis
636-379-8279
www.winningtech.com
Slewis@winningtech.com
Winning Technologies
is a Business Management company that
specializes in the selection, implementation,
management and support of technology
initiatives. Visit www.winningtech.com for
more information.and LibertyOne.
SILVER SPONSORS
Bank of Washington
Brian Phillips and Phillip Kleekamp
200 West Main Street
Washington, MO 63090
www.bankofwashington.com
BPhillips@bankofwashington.com and
PKleekamp@bankofwashington.com
Bank of Washington is a full-service
community bank
founded in 1877. We
focus on personalized attention and
building lasting relationships with our
customers. The investments we make in the
local community rank us as one of the largest lenders in the St. Louis area.
Better Business Bureau
Joshua Kaestner, 				
Director of Business Development
211 North Broadway, Suite 2060, 		
Saint Louis, MO 63102
BBB.org
jkaestner@stlouisbbb.org
Businesses apply for the designation of
"BBB Accredited Business" and, if accepted,
receive value added benefits to help them
grow. Affiliation with BBB increases the
credibility of their business, builds customer

trust, and shows integrity in their business
practices.
FranchiseVision
David Busker
P.O. Box 8483
Saint Louis, MO 63132-0483
www.FranchiseVision.com
dbusker@franchoice.com
David Busker is
founder of FranchiseVision, part
of the FranChoice national network. David
helps candidates for franchise ownership
set their criteria, matches them with the
perfect franchise, then guides them through
the franchise process. Learn more at www.
FranchiseVision.com.
NOC Technology
Ted Stahl
1816 Highway A
Washington, MO 63090
noctechnology.com
support@noctechs.com
If you’re a small or
mid-sized business with
IT problems, NOC Technology has the solutions.
Since 2009, we have
delivered expert cybersecurity protection,
24x7 proactive management, and first-class
helpdesk support in 10 seconds or less.
Sun Solar
Tanner Bartholomew
2531 N Patterson Ave
Springfield MO 65803
www.ussunsolar.com
tbartholomew@ussunsolar.com
For over 9 years, Sun Solar has been committed to providing Springfield, MO, and
surrounding areas with solar energy systems
for homes and businesses. We have completed over 5,000 residential and commercial
projects. Our goal has always been to bring
market-leading solar solutions to Southwest
Missouri. We understand your needs are
unique, which is why we install a variety of
solar panel systems. From ground mounts
to carports and roof-mounted setups,
Sun Solar is sure to have the kind of solar
technology your project requires. At Sun
Solar, Missouri comes first. We hire locally
and have been headquartered in Springfield
since 2015."
The Purple Guys
Ryan Brinton
400 Chesterfield Center, Suite 400
Chesterfield, MO 63017
www.purpleguys.com/
ryan.brinton@purpleguys.com
The Purple Guys provide secure, prompt,
professional IT solutions and support...all
for a predictable price. Our expert technicians serve as an extension of your organiza-

tion to deliver
a suite of IT
services that will
In St. Louis? Visit PurpleGuys.com or call 314-696-6700
support every
aspect of your infrastructure and enable
you to focus on your business.
TimothyTek
Joshua Hall
111 Eureka Gardens, (Home Office)
Eureka, MO 63025
www.timothytek.com
info@timothytek.com
TimothyTek
provides strategic information technology
solutions for small
and medium-sized enterprises looking
to improve their productivity, decrease
risk, and reach more clients. We design,
implement, and maintain all technology
solutions your enterprise may need. Call
for a free consultation!
T. Williams & Associates
Tania (“T.”) Williams
200 NE Missouri Rd, Ste 200
Lee’s Summit, MO 64086
twa-accountingservice.com
tania@twa-accountingservice.com
Warehouse of Fixtures TNG.
Jamie Spann
2720 Market Street
St. Louis, MO 63103
www.woftng.com
sales@stlwarehouse.com
Warehouse of
Fixtures is a single
source solution
for all your office
furniture needs. We
deliver solutions that offer the best combination of style, functionality, durability,
and value. Warehouse of Fixtures continues the tradition of excellence in New,
Used, and Refurbished furniture.
Woods Basement System
524 Vandalia Street
Collinsville, IL 62234
1.618.238.2740
www.woodsbasementsystems.com
We are the highest rated most reviewed
“All Things
Basementy™”
contractor
for basement
and crawl space
waterproofing and foundation repair. We
are proud of our team and their workmanship that has earned us SIX (6) BBB Torch
Awards for Marketplace Ethics since 1986.
Learn more at WoodsBasementSystems.
com.
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leGAL MATTERS
by RACHEL QUINLEY

the ethics advantage
by yonason goldson

If You Own Cryptocurrency,
It’s Time To Update Your Estate Plan

Who Do You Think You’re Fooling?

T

raditional estate planning is daunting enough for the average individual, family, or small business
owner, but now there is an additional
curveball to deal with: cryptocurrency.
More and more individuals and business
owners are acquiring digital assets such
as cryptocurrency, a digital asset that is
generated online and can be traded.
Cryptocurrency and other digital assets were not considered in many older
estate plans. If you currently have any
cryptocurrency or plan to acquire any in
the future, make sure you discuss it with
your estate planning attorney and update
your estate plan documents accordingly.
It is imperative that your estate plan
documents include language that covers
your digital assets, just as it covers your
more traditional assets. Your trust or will
should specifically mention digital assets
and cryptocurrency and how they should
be distributed to your beneficiaries. The
provisions in your will or trust can make
a big difference in who will inherit the
asset.
Cryptocurrency can be extremely difficult to discover after an owner’s death
or incapacity. Make sure you leave your
successor fiduciaries detailed
instructions on
how to access
your cryptocurrency. Fiduciaries are the
individuals, or
in some cases,
companies,
you name in
your estate
plan to handle your assets in the event of
your incapacity or death. A fiduciary can
be a trustee, executor, personal representative, or attorney-in-fact. Failing to provide information on your digital assets
can result in losing those assets entirely
after your death or incapacity if no one
knows you have such assets or where to
find them.
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When you acquire new kinds of cryptocurrency or begin using a new wallet
or storage device, be certain to update
your estate planning documents. There
are different kinds of cryptocurrency, and
they are stored in distinct ways that can
matter in terms of how they will be treated
in your estate plan. For example, if your
cryptocurrency is stored in a “cold wallet”
or offline wallet, such as on a USB drive,
it will be treated as tangible personal
property. However, if it is stored in an online wallet, it will be treated as intangible
personal property.
If you have a trust and you plan to use a
corporate trustee, you need to determine
if they are willing to handle cryptocurrency, because most are not. You will also
want to ensure that there is specific language in the trust that allows your trustee
to hold cryptocurrency as a trust asset.
A word to the wise: Although it has the
word “currency” in its name, cryptocurrency is considered personal property
and not real currency or legal tender by
the IRS. Contrary to some previous held
beliefs, cryptocurrency is taxable. While
cryptocurrency does not pay dividends or
earn interest, it does increase and decrease
in value. When
cryptocurrency
is traded, it
can lead to
capital gains
taxes, which
is reportable
on tax returns.
This should all
be considered
as part of your
broader estate
plan. n
Rachel A. Quinley, estate planning and
probate attorney with Danna McKitrick, P.C.,
focuses her practice on the creation and administration of trusts and estates, wills, beneficiary
deeds, financial and medical powers of attorney, guardianships, and other matters related
to estate planning. Rachel can be reached at
314.889.7155 or rquinley@dmfirm.com.

I

t was a fine day in August somewhere
in the Caribbean when Michelle
Anne Crack decided to visit the cruise
liner’s spa for a massage. According to
Ms. Crack, the spa therapist offered her
a facial treatment at a special price. Ms.
Crack initially declined, but after a persistent sales-pitch from the therapist, she
agreed to the facial.
According to her report, she then
signed a ticket for $29 50.
When she received the paperwork,
she discovered that the price listed was
$2950.00. Ms. Crack insists the amount
was altered after she signed the agreement.
When she complained to the ship’s
duty manager, he offered her a partial refund of $590. Subsequently, she wrote to
the cruise company, which refunded the
full price of the treatment and offered
the following apology:
“We’re so sorry to learn of the confusion surrounding the pricing for your
Medi-Spa Service. Our company policy
is to confirm the price verbally (sic) and
twice in writing (on the consent form
and receipt) prior to administering the
service. We’re sorry to learn that this may
not have happened.”
We need not debate whether outright
fraud is unethical, or even illegal. Let’s
give as much benefit of the doubt as we
can.
Perhaps, the therapist had no intention to deceive when quoting the price of
“twenty-nine-fifty.” Perhaps, Ms. Crack
misread the paperwork, assuming the
treatment was worth about thirty dollars.
Even if the “confusion” really was a
simple case of misunderstanding, are
there still ethical considerations at play?
***
If you walk into a car dealership and
see a new Maserati priced at $3000, you

know something is wrong. If you see a
Ford Escort priced at $300,000, you know
something is wrong. Based on common
knowledge, there are certain expectations
that, if unmet, set alarms ringing in the
mind of any typical buyer. It then becomes
the ethical responsibility of the seller to
explain the inconsistency.
A specially priced facial treatment on
a $3000 cruise has no business costing
$3000. If it does, that treatment had
better be something extraordinary, and
whatever makes it special had better be
presented in large font and bold type, as
should the price tag.
In this case, there should have been
no room for misunderstanding. Indeed,
the hard-sell tactics to which Ms. Crack
claimed she was subjected are of dubious
morality under any circumstance.
As a passenger on a name-brand, luxury
cruise line, Ms. Crack had no reason to
suspect that she would be manipulated
into signing away a month’s pay when
she walked into the spa and asked for a
massage.
Almost as bad was the cruise line’s
classic, non-apology apology for regretting
the “confusion surrounding the pricing.”
When a customer feels (for good reason)
that a vendor has acted in bad faith, that’s
the time for the vendor to offer a hasty,
sincere apology and to go the extra mile
by appeasing the customer and demonstrating that the same bad faith will never
be visited on any other customers in the
future. 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

Complicity

“The ultimate tragedy is not the oppression and cruelty by the bad people, but the
silence over that by the good people.”
— Martin Luther King, Jr.

S

omeone cautioned me recently
that I would offend people because I brought up toxic masculinity. This person impatiently said, “most
men are not toxic.” I happen to agree
with her. And I was angry. This is the
same reaction people give to those who
raise topics of racism, white privilege,
sexism, homophobia, or even shame.
This attitude blocks conversations
needed to disrupt the status quo. Here
are some examples:
n People asking researcher, author, and
speaker Brene Brown to avoid speaking
about shame, because ‘it’s kind of dark
and makes people uncomfortable’. Like
me, she makes this her #1 platform.
n People objecting to mention of
systemic racism because it offends those
not direct perpetrators. Note: after 120
years, an anti-lynching law finally passed
just last month after 240 such bills
failed, some as recently as in 2018 and
2020. In this way, is it possible we’ve all
been perpetrating harm?
n People objecting to speaking about
white privilege because they say it’s unfair to those who are not abusing their
privilege. Why is privilege even a thing
and why do we turn a blind eye to it and
tolerate it?
n People objecting to speaking about
toxic masculinity because somehow, it
might insult men (or women) who are
not themselves abusing power. How can
we help without acknowledging this real
issue?
I’m sure there are many other examples. To raise these and other issues
is not male-bashing or white-bashing,
or any other kind of bashing. To make
feelings of some more important than
opening our eyes as a community, as a
workplace, as a world to what’s happening, is a form of complicity. Politeness
and avoidance of discussion is at the
core of why such issues drag on, rear up
stronger than ever, and repeatedly fail
to heal or change, over centuries. There
is no neutral. We all have a part in this.
And while these topics are broad social
ones, they also impact your workplace.
The failure to speak in ways needed to
change the status quo costs every one of
us in untold, uncounted ways. Thank
goodness psychological safety, emotional
intelligence, trauma-informed, and
diversity, equity and inclusion are just

some of the important discussions happening today in the best workplaces so
that healing has at times begun.
In one of my favorite TED talks
by Jackson Katz on Violence Against
Women; It’s a Man’s Issue he talks
about a LOT of really important things,
including the role of the bystander.
A bystander is any of us who are not
directly perpetrating harm against others
or wanting to (e.g., any ism on gender,
race, age, religion, sexual orientation,
etc.) nor are we the victims. This does
not leave bystanders without culpability.
Together, all of us are responsible for either speaking up or remaining silent. We
must develop the courage to be disliked
at times and get past toxic politeness
that is rampantly obscene. Just because
we are not perpetrators or victims, does
not justify putting our heads in the sand
and not taking responsibility for what we
can do because it makes some people uncomfortable, angry, or annoyed. This is
like the Russian people unable to say the
word “war” or acknowledge what Putin is
doing to Ukraine.
Dr. King also said, “He who passively
accepts evil is as much involved in it as
he who helps to perpetrate it. He who
accepts evil without protesting against it,
is really cooperating with it.” I continue
to wake up about this in myself. In a firm
and respectful way, I choose to rock the
boat. I invite you to examine your own
heart and actions to determine if you
are complicit in playing it safe, dismissing the need to speak up on essential
matters, all to maintain the status quo,
while allowing life to leak from yourself
or others. Now is the time to get real because it takes all of us to fix the problems
impacting our world today. We all can do
something. Let’s trade in complicity and
complacency to talk, then understand
and then help instead. n
Judy Ryan (judy@LifeworkSystems.com), human systems specialist, is owner of LifeWork
Systems. Join her in her mission to create a
world in which all people love their lives. She
can also be reached at 314-239-4727.
People hire LifeWork Systems because we help
businesses become agile and manage their priority system: their human system. I hope this
article helps you make sense of what’s most
crucial to your evolving organization!
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Meeting Employees Is Risky Business 		
For Sellers And Buyers

O

ver the years of representing business owners, some buyers have
adamantly wanted to meet the
company’s employees prior to the closing
of the sale.
That request is completely understandable. In addition to understanding every
aspect of the business operations, a buyer
wants to get a feel for the “chemistry and
vibe” with employees prior to the final
closing and transfer of funds.
Naturally, any buyer wants to investigate
and analyze every detail, but the seller
bears the risk if employees are introduced
prior to closing. Google “when to inform
employees of the sale of the business,”
and 99% of the results are “after the sale
is completed.” Disclosing to employees
that the business is being sold is an enormous risk for the seller and can diminish
the value of the business nearly instantaneously (which is detrimental to both the
buyer and seller).
Business value is based on many elements, including clients/customers, employees, revenue, and, most importantly,
cash flow. Announcing to employees the
sale of the business prior to closing can
weaken the stability of all these aspects:
n Clients immediately question how a
change will impact them. They wonder
if the company is experiencing financial
difficulties or if the quality and customer
service they expect will change with a new
owner. To protect their interests, they will
likely request quotes from competitive
suppliers or service providers.
n Employees also will fear that the owner
needs to sell because they are ill or the
company is in financial trouble. This fear
is compounded by concerns about how
the new owner will treat them. Change
makes all employees nervous, and their
anxiety will certainly cause them to seek
advice from friends and family … meaning confidentiality is lost! Loose lips sink
ships! Employees may also start looking
for other career opportunities.
n Revenue - Sales revenue can be harmed
by premature knowledge of a sale (for
example, clients jumping ship). Future
sales may decline, causing a need to trim
operating expenses, which could include
previously secure employees.
n Cash Flow of the business can quickly
be impacted as soon as confidentiality is
breached by sharing the information with
clients or employees. (More than likely,

they will not keep knowledge of the sale
to themselves, and the news will spread
like wildfire.) The universal measurement
of the value of a business is the cash flow
created by its processes. Loss of confidentiality resulting in reduced cash flow has
a 100% correlation with the value of the
business.
Simply put, reduced revenue means
reduced cash flow, which equates to
reduced business value.
Compromising the business in this way
is detrimental to the buyer and seller.
There is no benefit to informing employees prior to the closing of the sale. All
the risk is borne by the seller.
The acquisition of a business is all
about risk. Both the seller and buyer
want minimal risk; minimizing personal
risk is how we try to ensure our success.
Any request will be viewed through the
lens of “what are the risks to me if I
honor this request?”
Is there any way for a buyer to meet
employees prior to closing the sale of the
business? My follow up question is how
do you balance the seller’s risk to facilitate the buyer meeting with employees?
Logically, everyone can understand the
reason a buyer wants to meet employees
before closing the sale, but the risks associated with loss of confidentiality are
just too high for the seller.
I have seen buyers cancel Letters of
Intent because the seller did not agree to
introducing employees during due diligence prior to closing. Confronted with
the reality of the risk to the business, I
ask myself if they really had what it takes
to be an entrepreneur in the first place.
Buyers should understand and respect
the risk to the seller, realizing it’s not appropriate to expect to meet employees. If
there is some extenuating circumstance,
that should be discussed at the beginning
of the acquisition conversations. Ultimately, protecting the business for future
success is in the best interest of both the
buyer and seller. 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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That’s why when you call us, you’ll connect with our
IT support experts in 10 seconds or less. We are:

Fast. We answer your calls in 10 seconds or less.

ʸ˙Ѓ˖˜˘ˡ˧ʡWe resolve 90% of problems on ﬁrst contact.
˃˥ˢ˔˖˧˜˩˘ʡ We offer 24x7 remote management.
Download a free copy of our report:
Cybersecurity for Business Owners.
Contact us today.
(314) 500-1000

support@noctechs.com
noctechnology.com
FROM UNIQUE SPONSORSHIP OPPORTUNITY,
TO TARGETED ADVERTISING, WE CAN GET
YOU THE RESULTS YOU DESIRE.
CHECK US OUT ON SBMON.COM
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