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Jerry Bartels

Chief financial officer,
secretary and treasurer,
Industrial Ventilation Inc.,
Nampa

By Stephanie Schaerr Hansen
Special to Idaho Business Review
In the 19 years since taking over the
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financial stewardship of Industrial
Ventilation, Jerry Bartels brought the
company from millions in debt to a thriving
business employing nearly 100 people.
Now, Industrial Ventilation is one of the
largest suppliers of potato and onion storage
in the country, doing about $50 million
worth of business across 20 states and a few
different countries.
In order to turn the company around,
Bartels created a strategy to stop leaking
money unnecessarily and to collect receivables

Corporate
from customers. This initiative meant finding
both large and small sources of money,
including filing refunds with the state for
overpaid use tax, and submitting the correct
proof of insurance paperwork to the company
that leased their computers, saving $20 per
month for each of their office’s 15 computers.
Though it took 10 years of overseeing the
details of the company’s financials to get the
company’s debt down to a manageable level,
the challenge was a welcome one for Bartels.
“I say that if it involves money, it involves
me,” he says.
Bartels says Industrial Ventilation has
experienced significant growth over the last
few years, and the future is looking bright.
“We were always one of the largest
companies in our field,” Bartels says, “but we
are by far the largest at this point. We have the
largest reach, we cover the most states, and we
tend to be the leader on the technology side,
too.”
And though he spends his days looking
over numbers and figures, the former
Nebraska farm boy says business ethics are
more important than the bottom line.
“You always have to treat people well, even
if it’s difficult at times,” he says. “You can’t
take advantage of the people you work with or
your customers. If you make a mistake you
have to admit it and fix it – it’s basic business
integrity and honesty.”
This outlook has won him the respect of
his peers, according to the company’s
president and CEO, Frank H. Bushman.
“[Bartels] is extremely well respected
within the company, with the owners and
stockholders and with professional
organizations with whom IVI is required to
deal in the banking, legal, accounting, tax and
financial reporting fields,” he says.
Outside of his professional career, Bartels
has also spent years volunteering his expertise
in the financial realm to Capital Matrix and
Nampa Christian Schools, where his daughter
went to school.
Though his job and volunteer work keep
him busy, he makes time to visit his five
grandchildren and travel to BSU football
games with his wife, Diane.

professional

edward l. bodily

Certified public accountant,
certified valuation analyst
Little-Morris LLP,
Boise

By Jeanne Huff
Idaho Business Review
Ed Bodily was born in Renton, Wash.,
and spent his first seven years in Albany,
Ore. Since then, except for a year in
Morristown, N.J. and two years in Mexico
City serving on an LDS mission, he has
called Boise his home. While his time spent
away was not very long, he says it was
momentous and eventful.
“Coming from Boise then going to New
Jersey about an hour outside of New York,
then spending two years in Mexico City, you
see a lot of the world,” he says. Coming back
to Boise “was like a sigh of relief.”
And while his stint south of the border
was at times a little scary, as an accountant
he gets his own taste of chaos at work every
year.
“We’re in the middle of tax season right
now so it’s a little crazy around here,” Bodily
says.
Coming from an engineering family,
Bodily knew when he took an accounting
class in college that he’d found his career
path. “It was kind of an ah-ha! moment,” he
says. “I sat down and thought, ‘this works for
me.’”
An inspirational figure for him has always
been his dad, Dirk Bodily, who taught him
the value and importance of education,
honesty and integrity and about “improving
yourself, and being the best you can be. He
was the person pushing you to be more and
he was always there to help in any way we
would let him.”
Bodily is married to Christina and they
have four children: Brad, 9; Brian, 7;
daughter Addison, 5, and Jake, 3. He
volunteers a lot of time these days helping
out in some way for his children’s forays into
gymnastics, soccer, basketball, and football.
“I’m either a coach or I go to all the practices
and all the games,” he says. “It keeps you
busy.”
His biggest challenge is managing both
work and life, “trying to make sure you’re

able to succeed at work and able to make
time for what your family needs. It’s a
constant challenge,” he says.
Achievements he’s most proud of include
his volunteer work with the Boise State
University Alumni Association and with
Capital Matrix. He enjoys giving back, he
says. And, when he went back to speak for
the master’s program it was an opportunity
“to switch from being a student to being a
professor.”
At Capital Matrix he is able to help small
businesses get loans.
“You’re helping businesses that normally

couldn’t get money, get money,” he says.
“And, you’re also helping the community.
It’s pretty rewarding.”
If he’s not working or volunteering,
Bodily says he is with his family.
“When I get home, I have four little kids
that have a list of things they’d like to do
with me.” He doles his time out, some to
each, he says. “I tell them, ‘I’ll play baseball
with you for a half hour, soccer with you for
a half hour, dolls with you for a half hour
and football with you. I kind of view it as
their time and when they’re older and grown
up, I’ll find out what I want to do.”
2015 Money Makers
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peter butler

Principal, Valtrend LLC,
Eagle

By Jeanne Huff
Idaho Business Review
Peter Butler had early dreams of becoming
a professional baseball player but followed in
his father’s and brother’s footsteps when he
went to the U.S. Naval Academy. “I left 10
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professional

days after high school graduation,” he says.
“My father was a World War II vet.”
Butler served eight years as a Naval officer,
working his way up from electrical officer to
navigator aboard the USS Cushing. “I tried to
get from Point A to Point B without hitting
anything or going to ground,” he says. Then,
he had shore duty in Coronado, Calif. and
taught gas turbine engineering and leadership
principles to newly commissioned officers. “I
almost picked up my MBA while on shore
duty, but I finished when I got out. And that
was my entry into the civilian world,” Butler

says.
He worked initially as a financial analyst
and then became a Chartered Financial
Analyst – “arguably the gold standard for
financial analysts,” he says. His work
“morphed into valuation of privately held
companies,” then into the appraisal field and
he became an Accredited Senior Appraiser.
Today, as an internationally known
business appraiser and principal at Valtrend,
Butler says his work is varied and includes
valuing privately held companies, mergers,
acquisitions, buy-ins, buy-outs, divorces, stock
options, employee stock ownership plans,
SBA evaluations and more. He also serves as
an expert witness in cases that may include
trade secret violations or thefts.
Butler also invented and co-developed a
commercially available software program, The
Total Cost of Equity Calculator, or the Butler
Pinkerton Calculator. He also co-developed
the Implied Company Pricing Line and
Implied Private Company Pricing Model, a
free cost of capital calibrator used in his
industry to help develop a cost of capital for a
privately held company.
In addition, Butler is a featured speaker on
the regional, national and international
business valuation circuits, and has written
many articles in business valuation journals in
the U.S. and Romania.
Since 2008, he gladly serves as a Blue and
Gold officer for the Naval Academy. In this
role, Butler assists young men and women in
the application process. “When they start
applying to the Naval Academy I walk them
through that process,” he says. “I meet them,
interview them, assess them on what kind of
future officer I think they’re going to make in
the fleet. We’re looking for a whole person,
someone who’s going to be a leader.”
In his spare time, Butler, with his wife
Jennifer, cheer on son Connor, 14, who
wrestles and plays baseball, and daughter
Quinn, 11 who plays softball. Butler became
an umpire for the West Valley Little League in
baseball and softball in 2006 and has been
umping ever since. Sometimes, his calls have
gotten him in a bit of hot water at home, he
says. “If it’s close on the third strike, you’ve
got to be swinging. I have called my daughter
out on the third strike looking. And if you’d
ask her, sometimes she didn’t agree with me.”

investment

brad christensen

Wealth Management Advisor,
Yellowstone Partners LLC,
Idaho Falls

By Stephanie Schaerr Hansen
Special to Idaho Business Review
From his work on the Ammon City
Council to making his clients money as an
advisor at Yellowstone Partners, Brad
Christensen plows toward success with
gusto.
He began his career in investment eight
years ago, when he joined Yellowstone
Partners with no previous financial
experience. Over the years, the company
grew, and Christensen’s duties grew with it.
The firm’s president, Dave Hansen, says
Christensen rose to every challenge, from
developing client relationships to managing
portfolios to training new staff.
“If all he ever achieved were the things
that he performs at work, he’d have a stellar
track record,” he says. “Yet over the years, he
has continued to take on new challenges and
opportunities.”
In his current role, Christensen prospects
for clients and manages assets, including
investment funds and corporate retirement
accounts. He has accumulated almost $20
million in assets for his clients in the two
years since switching roles from director of
trading, where he developed and
implemented investment strategies for the
firm.
Though much of his time is spent in the
financial sector, Christensen is passionate
about his many other endeavors, from
politics to travel blogging.
His political career began with a lifechanging accident: Late at night, on their
way back from taking engagement pictures,
Christensen and his then fiance, now wife
Nicole came upon a group of horses on the
highway, which they couldn’t see until it was
too late. One horse went through their
windshield, seriously injuring them both.
When he came to, Christensen found out
that the horses’ owners were legally not
responsible.
This led Christensen into the political
sphere, and he landed a job working for
former Gov. Dirk Kempthorne after
graduating from Boise State University. Now,
as a member of the City Council of Ammon,

he tries to improve the city that he loves.
“Our city is thriving and blossoming,” he
says. “I’m really encouraged by what the
future holds for the city of Ammon.”
Beyond his political and financial
ambitions, Christensen has spent significant
energy giving back as well. After an
earthquake hit Haiti in 2010, he helped form
an organization to send experts and supplies
to rebuild homes in the area.
If that weren’t enough to fill his time,
Christensen also works with his brother on a
travel blog, where they instruct readers on
how to use credit card points and other

strategies for low-cost trips.
He’s used their tips himself to travel the
world with his family, including a memorable
month long trip to Colombia to show his
children how people live in other areas of the
world.
Though his days are spent finding ways to
earn money, Christensen says he’s focused
on accumulating other things in life.
“It’s about having a genuine passion for
people and relationships, and understanding
what life is really about,” he says. “I’m
content to spend my life accumulating
experiences and relationships, not things.”
2015 Money Makers
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lisa m. derig

Partner and wealth
management adviser,
Headwaters Wealth
Management, Boise

By Elizabeth Kasper
Special to Idaho Business Review
Lisa M. Derig’s job title includes the word
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“partner.” But to her, that means so much
more than being one of the bosses.
Five years ago, Derig left a lucrative
position at Merrill Lynch and, with four likeminded individuals, created Headwaters
Wealth Management. The group wanted to
fashion a company that, according to Derig,
brings personal, relationship-based work back
into the financial industry.
“That’s what’s really missing in business,”
Derig says. “Taking time to connect with and
educate my clients every day is what drives me.
You can only imagine how close I get to my
clients - they become family to me.”

investment
Derig’s financial prowess and want for
personal connections are likely inheritances
from her father. A banker with what was then
Bank of Idaho in Weiser, Derig’s father would
walk with his daughter across the street to his
bank on weekends, where Derig would open
and sort the mail and separate credits and
debits for the branch. Both while at the bank
and at home, Derig watched her father truly
serve the needs of his community. People
would even call him at home if they needed
financial help, she recalls.
“He was the perfect local town banker,”
Derig says. “It was watching him with people
and helping them - those are the things that
made an impression on me.”
Before founding Headwaters, Derig earned
her reputation as a stellar financial planner
working with First Interstate Bank, Wells
Fargo and Key Bank, as well as Merrill Lynch.
Among many individuals and organizations
she helped was Hollis J. Brookover, who was
trying to start an organization that would
legislate on behalf of children in Idaho.
Brookover lauds Derig as “a shot in the arm”
that provided the financial know-how that
helped lead to the foundation of Idaho Voices
for Children.
Another of Derig’s lifelong passions has
been giving back to the community, both
locally and globally. As the vice-president of
Small Village Foundation, based in Boise,
Derig has made numerous trips to South
Africa to donate supplies, provide education
and install water pumps and rainwater
harvesting systems. The group takes high
school students with them, and Derig is happy
to say her three sons have each had the
opportunity to be among them.
“We really can make life a little easier for
someone else,” Derig says, “and our kids
notice how happy the South Africans are,
even when they have nothing. I hope they
come home and get involved in their own
communities.”
Derig’s philanthropic efforts don’t flag at
home, however. She serves on the Children’s
Advisory Board for St. Luke’s Children’s
Hospital, which assists in fundraising efforts,
and has worked with the Idaho Women’s
Charitable Foundation and the Ballet Idaho
Board.
“I think we’re fortunate to live in such a
generous community,” says Derig. “You don’t
have to work very hard to gather a group of
people willing to help.”
Derig and her husband, a teacher and
coach at Bishop Kelly High School in Boise,
regularly make time for family and school
events with their sons.
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darby heidemann

Wealth management adviser,
retirement plan specialist,
Northwestern Mutual, Boise

By Elizabeth Kasper
Special to Idaho Business Review
While most boys his age were thinking about
their Friday-night dates and the next football
game, Darby Heidemann found an unusual
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passion to follow: the stock market.
A working boy from age 8, Heidemann put in
long hours at his father’s custom farming business
in Kimberly. At the end of the year, his father
would let him help choose which stocks to invest
their profits in, and the rest, as they say, is history.
“I used to watch the paper and calculate what
I was making,” Heidemann says. “I was reading
the Wall Street Journal every day in high school.”
Heidemann proudly recalls that because of
this early financial education, he owned his own
car “before I was even old enough to drive it.”
He paid for his own activities and, later, his
schooling. It was finding that kind of financial
freedom that became the drive for what

investment
Heidemann does today.
“I’ve always wanted to work with money,”
Heidemann says, “and I wanted to teach people
what they need to help them get to where they
want to be. It’s what I love about what I do.”
And as a wealth management adviser and
retirement plan specialist for Northwestern
Mutual in Boise, Heidemann gets ample
opportunity to do just that. His clients span
from individuals to families to large
corporations, and in each situation, he helps
create specific financial goals and action plans to
meet the client’s needs. He currently manages
more than $70 million in assets for 300-plus
clients.
Heidemann’s professional success began
during the last year of his undergraduate
education at Boise State University.
Northwestern Mutual gave a presentation to the
prospective graduates, and Heidemann was
inspired. He found an internship in Boise and
worked part-time as an insurance rep in Twin
Falls, while still putting in hours on the farm. He
eventually decided to focus solely on finance and
went back to school. After earning an master’s
degree from the University of Southern
California, he spent 12 years traveling between
New York, Los Angeles and San Francisco, as
well as stints overseas, as a stock broker for a
professional money manager. He enjoyed the
work, but the constant travel made having a
family life tough.
Following 9/11, which he experienced firsthand in New York, Heidemann decided he’d
“had enough of the East Coast” and went to
work for Prudential Equity Group in California.
When the company closed their Los Angeles
branch in 2006, Heidemann decided to return
to his roots and, in a Shakespearean twist of fate,
found a home with just the company that had lit
the spark of his imagination back in college:
Northwestern Mutual.
“Darby has been an important part of not
only my personal financial portfolio, but also for
my company and employees that have been
guided professionally for financial success,” says
Don A. Knopp, co-owner of Ag-West
Distributing Company in Burley. “His service to
his clients and community is second to none.”
Heidemann juggles a lot of balls for his
clients, but his philosophy for each comes down
to one question: what keeps you up at night?
“Maybe it’s finding good employees,”
Heidemann says. “Maybe it’s protecting their
assets. How do I protect my family down the
road? There are lots of moving pieces to it, but
that’s what makes it fun.”
In his admittedly limited spare time,
Heidemann enjoys being outdoors with his
family, which include his wife, also an Idaho
native, and their three children. He has coached
his childrens’ sports teams for years, and he is
very active in the Latter-day Saint faith.

professional

Jay holmes

Owner, Blueback Accounting,
Boise

By Anne Wallace Allen
Idaho Business Review
When Jay Holmes talks about starting his
accounting business, he talks in terms of
survival. For Holmes, after years of working
on tax returns out of a cubicle, the experience
of going out on his own was welcome but was
“frankly, really scary stuff,” he says.
“Starting a business was where I got the
opportunity (by sheer force) to break out of
my shell,” says Holmes, who started Blueback
Accounting with his friend John Larson in
2011. The company recently hired its first fulltime employee.
“Going to a networking event and striking
up a conversation with a stranger seemed like
the end of the world, but we managed to work
through it, learned and grew everyday.”
Holmes graduated from California State
University, Chico with a major in finance and
a minor in accounting. He spent several years
working for a large firm before he struck out
on his own. In the process, he has discovered
that he greatly enjoys getting to know business
owners and helping them solve their
problems.
“I believe accounting is the language of
business, how we can really map and see
where it’s been and where it’s going to go,” he
says.
Client Nick Roundtree describes Holmes
as an “accounting psychologist.”
“My favorite aspect of Jay’s approach is his
commitment to relationships,” says
Roundtree. “He takes a friendly approach in
fact-finding each month, by asking us how
things are going. He’s typically able to tap into
an area of our personal and/or professional
lives that may be driving profits up or down.”
Holmes says he was the kind of kid who
always loved problem-solving and had a lot of
ideas for business. He wasn’t very keen on
sitting through lectures in school, and now he
wishes he’d known that he didn’t have to

pursue a traditional college degree. Only
when he left his cubicle job, Holmes says, was
he forced to be creative and tackle difficult
roles he had avoided. Holmes plans to start a
nonprofit that will help show kids there are
legitimate alternatives to following the fouryear college path.
“It will give kids the opportunity to
experiment with some sort of business
structure early on, and show them that college
isn’t necessarily the answer,” says Holmes.
“Most everything you’re going to learn is
when you take responsibility on your own.”

In his spare time, Holmes enjoys flyfishing – Blueback is another name for the
sockeye salmon – and spending time with his
wife and young son. He also volunteers for
local organizations such as the Boise Farmer’s
Market, the Boise Urban Garden School, and
Art in the Park.
Blueback purchased a small CPA firm in
November. The company is heavily occupied
with tax preparation and poised for growth.
“We’re busier than we’ve ever been,”
Holmes says. “This next year is going to be
pretty fun.”
2015 Money Makers
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ian jameson

Director,
American Capital Advisory,
Ketchum

By Jeanne Huff
Idaho Business Review
Ian Jameson grew up in the San Joaquin
Valley of California. He graduated with a
bachelor’s degree in economics with honors
from the College of the Sequoias in Visalia,
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Calif. in 1999. But how he got to Idaho had less
to do with a career move and more to do with
matters of the heart.
“I followed my girlfriend Lindsey (now wife).
She got a job helping disadvantaged youth in
Arco.”
Jameson worked as a student mentor at the
Wisdom Ranch School in Arco for a year then
moved to the Sun Valley area about 11 years ago.
At first, because he loves being outdoors,
Jameson was the manager of the climbing
program at the Wood River Community YMCA
in Ketchum.
Then, prodded by some people who knew he
had worked for a hedge fund in college, asked if
he wanted to work for them at Interfund Capital

investment
Corp. “Running a hedge fund again – it was an
interesting time,” Jameson says. “One of the guys
ended up stealing money and I had to turn him
in to the FCC. So I have a slightly jaded view of
the entire industry.”
As director at American Capital Advisory,
Jameson serves his clients’ long term investing
needs. Since joining the company in the summer
of 2012, he has helped nearly double the client
base and to expand the company’s footprint
around the country. “Our client base is
nationwide,” he says. And Jameson says he’s now
in the right place. “I’ve landed in a place where
I’ve got a great partner. We try to tout integrity
and common sense. After having seen a lot of
things, we’re really helping people and offering
them a service. We can be transparent about
what we’re charging and doing. It’s kind of
different than some of the other folks out there.”
Attorney David Arkoosh from the law office
of David Arkoosh J.D. wrote in a letter
recommending Jameson for this award.
“Through his community minded approach to
business building and his dedication to
improving the lives of his clients and colleagues
alike, Ian casts a new light on his profession. His
time investments, both personally and
professionally, underline the fact that, without
strong community and vibrant local economy,
even the most sage investment advice is moot.”
Arkoosh adds: “(Jameson) and other members of
his firm serve on boards of community
organizations dedicated to seeing local
businesspeople thrive, even during tough
economic times. Ian’s work ethic is matched only
by his integrity and concern for the wellbeing of
his community.”
In addition to his 9 to 5 job, Jameson is a
board member of Idaho Capital Network and is
board chair of Idaho’s Bounty, a local food co-op
that puts local farmers in touch with large local
customers, including restaurants.
His work and community service reflect his
philosophy “that positive interactions create a
net benefit. In a professional sense, helping
clients have a positive interaction with their
money is my overarching goal as an advisor,”
Jameson says. Major goals include “establishing
an ecosystem for local investments in the state of
Idaho that creates a stronger more resilient
economy in our state.”
Jameson says his most important influence is
his business partner, Matthew McNeal. “Apart
from being the person I spend the most time
with, his level of integrity and patience are quite
refreshing.”
In addition to rock climbing and fly-fishing,
Jameson spends time with wife Lindsey and their
13-month-old daughter Catherine Lu, named
after both of their grandmothers.
Jameson says he likes living where he does
and being involved in the community. And there
are added benefits. “I’ll tell clients to come visit
us in Sun Valley – it’s actually a good selling
point.”
As for a guilty pleasure? “I like coffee a lot.”

J.T. Jones

Corporate
CFO
Fisher’s Technology Inc.,
Boise

By Anne Wallace Allen
Idaho Business Review
J.T. Jones was the kind of kid who was
always good at math. When he was in junior
high, he liked working with numbers so much
that he created sports stastistics spreadsheets
as a hobby.
“The financial roles I’ve held have been
easy because I enjoy it,” he said.
Numbers and, to a lesser extent, sports
also have steered Jones’ professional path.
Jones, a native of Gooding, attended the
University of Idaho on a golf scholarship and
spent a year in Phoenix after graduation
testing his skills as a pro.
“I didn’t do very well but I had a good
time,” Jones said of his brief golf career. After
he decided to move on, he called a friend who
was working on the Chicago Mercantile
Exchange and asked if he knew of any job
openings. Soon Jones found himself running
customer orders in and out of the pits.
Eventually he became a Nasdaq market-maker.
“It was extremely exciting; it was similar to
playing a sport,” Jones said of the two years he
spent in Chicago. “I would go to work every
morning not knowing what type of orders
were going to come in, not knowing what
direction the market was going to go. I would
easily have $15,000 to $60,000 swings in the
course of a day with my firm’s money. It was
a huge risk/reward situation and a lot of fun
for somebody who likes to be aggressive and
handle risk.”
Eventually, the cold winters got to Jones,
and in 2000 he found work with a small daytrading firm in Boise so he could work in
finance closer to home. But after the Sept. 11,
2001 attacks in New York and Washington,
D.C., a lot of the securities markets dried up,
and the firm eventually closed.
“Nobody was trading anymore, and the
loss of liquidity there made it really tough for
this little firm to stay afloat.”
At this point, the less risky job of CPA
started to sound more appealing to Jones,

who majored in accounting and finance and
whose father is a CPA. He sat for the CPA
exam and worked as a public accountant in
Boise for seven years. He found out about the
opening at Fisher’s while golfing with former
Fisher’s Chairman Gary Mahn at Hillcrest
Country Club.
“This looked like the perfect opportunity
and it has turned out to be,” Jones said. “It’s a
great group of guys to work with.”
Mahn, who is now retired, feels the same
way. Since 2007, Fisher’s has increased its
sales volume 500 percent and the number of

employees has grown from 20 to more than
90, Mahn said. He gives a lot of the credit for
that growth to Jones.
“I can honestly say he is the best CFO I have
ever known,” Mahn said.
Jones credits the easy partnership with his
co-owners and a strong marketing push.
“We all graduated from U of I around the
same time, we all have some strengths in
different areas, and we complement each
other really well,” he said. “We all have the
same thing in mind: Grow it, and do the right
thing for the customer.”
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travis kaul

Senior vice president, Idaho
commercial banking regional
manager, Columbia Bank,
Sandpoint

By Jeanne Huff
Idaho Business Review
Many change course on their career path, but
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not Travis Kaul. “My goal was to always be a
banker,” he says. Why a banker? Kaul says he
spent his first 10 years in White Sulfur Springs,
Montana, a town of about 1,200. “When I was a
little kid, it was really a big thing to go to the bank
to see Santa.” In addition to correlating the bank
with that man in red who brought him presents,
Kaul loved working with numbers and “really
enjoyed meeting people.” Add all that to his belief
in working hard and doing the right thing, and
banking was a natural fit, he says.
Kaul started early while still in high school,
working at U.S. Bank in Portland in a school-towork program. Through high school and college,

banking
he worked in a number of banks in a variety of
roles, learning the business of banking from all
sides and attended management training
programs and internships in the summers. Kaul
became a commercial loan officer at U.S. Bank in
Seattle after getting his bachelor’s degree in
marketing and banking from the University of
Minnesota.
Next, he was named branch manager and vice
president at Panhandle State Bank, now Columbia
Bank. Since then, he’s climbed the banking ladder,
and three promotions later, Kaul attained his
current role in November 2014 as senior vice
president and Idaho commercial banking manager
for Columbia Bank. Along the way, Kaul
graduated from Pacific Coast Banking School in
2003.
Kaul says his greatest achievement so far has
been his role in growing Intermountain
Community Bancorp (now Columbia Bank) from
$50 million in assets to over $1 billion in assets.
His biggest challenge? “Navigating through the
most recent economic downturn and financial
crisis,” he says, adding that it was a true team
effort. “I had an excellent team that pulled
together. I really owe our success to their hard
work.”
Among his numerous awards, he’s received the
CEO’s Pinnacle Award, Manager of the Year and
Impact Player of the Year.
As a community leader, Kaul has served as
president of the Greater Sandpoint Chamber of
Commerce, as a member of the historical society,
the Sandpoint Rotary, and the Panhandle Alliance
for Education. He also is on the board of the
Idaho Catholic Foundation and is on the finance
committee at Sandpoint Catholic Church.
In a letter recommending Kaul for this award,
Curt Hecker, senior vice president and Idaho
group leader at Columbia Bank, writes: “Travis is
one of those rare individuals who have ‘the total
talent package’ to succeed in the community and
regional banking models.”
“It’s in his DNA,” writes James E. Shelledy,
former editor of daily newspapers in Moscow and
Lewiston, now a professional in residence at
Louisiana State University. “I would venture to say
the name Travis Kaul is recognized and respected
in nearly every circle of influence from Boise to
Bonners Ferry.”
If he could give advice to someone just starting
out in banking, Kaul says he would tell them what
his mentor, Curt Hecker said to him. “Make sure
you do the right thing for the customer, and the
right thing for the bank. Even if that means saying
’no,’ when they want it to be ‘yes.’ And, be a good
steward to your community. A strong community
creates strong businesses — and that’s what makes a
community thrive.”
And about those Christmas trips to see Santa
when he was little: what Kaul didn’t know until
years later, was that Santa was really his dad,
dressed up in Kris Kringle’s clothes.
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philip “flip” kleffner

Senior business relationship
manager, Wells Fargo Bank,
Boise

By Brad Iverson-Long
Idaho Business Review
Philip “Flip” Kleffner today is a business
relationship manager, serving as the point of
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contact for companies that do business with
Wells Fargo. But coming out of college, he
says he was planning to go back to dental
school. He snagged a job at Wells Fargo
during what was supposed to be a one-year
gap. He enjoying the financial work and
contact with clients so much, he ended up
staying with the bank.
“This was a unique way to be involved in a
bunch of different kinds of businesses and be
part of the finance side that is so interesting
to me,” Kleffner says.
Over his still young career, he has already

banking

worked with Wells Fargo in the Spokane, Salt
Lake City and now Boise markets.
He says banking is a fun industry to be
involved in, in part because he gets to be
involved with many of the companies and
organizations that drive the changes that are
happening in the community. He says it’s nice
to have the resources of a large financial
institution, but that he tries to make it feel
like his clients are working with a smaller
bank that’s focused on its customers. One
recent success story involved working with a
client who was starting a company from
scratch and had products that caught on like
wildfire. The client needed growth capital to
keep up with demand, so Kleffner was about
to get a SBA loan that was unique to Wells
Fargo to get his client the necessary capital.
Molly Lenty, Wells Fargo’s vice president
and community relations manager in Idaho,
says Kleffner impressed her since his first
week with the Boise team for his ability to
cultivate and maintain relationships outside
of direct business development.
“We are fortunate to have Flip’s level of
banking knowledge, ability to build
connections and relationships with customers,
and commitment to our priorities in the
community,” Lenty says.
One area where Kleffner is active in the
community is the University of Idaho
Scholarship Fund, in which he helps raise
money for the university’s athletic
scholarships. Kleffner, who didn’t have the
benefit of a scholarship, walked on to the
Vandals’ football team and played as a wide
receiver there for two seasons. Kleffner
followed in the footsteps of his father, uncle,
grandfather and great-grandfather in playing
for the Vandals. Growing up, his dad worked
for the university’s athletic department, and
Kleffner says he fell in love with football and
pursued a dream to join the team. Now he is
glad to help raise money to offer that chance
to others.
Besides his passion for the Vandal football
team, Kleffner also inherited his nickname
“Flip” from his grandfather. He says his
grandfather and other family members have
played a large role in who he is today.
“My dad and my grandpas are the greatest
examples of how hard a person can work,
what a person can do if they set a goal and
work toward it, and that, in the end, it’s the
relationships you build along the way that
make it all worthwhile.”

investment

Jennifer leonard

Vice President of Impact
Investing, The CAPROCK
Group, Boise

By Sharon Fisher
Special to Idaho Business Review
Jennifer Leonard wants to do well by doing
good.
In her role in The CAPROCK Group’s
impact investing practice, Leonard makes
investments that are environmentally and
socially beneficial. This is primarily through
investment funds in areas such as clean
technology, financial inclusion, microfinance,
climate finance, and manufacturing carbon
credits. Moreover, she works across asset classes,
including public securities, real assets, private
investments, and alternative investments such as
liquid short-term debt funds.
There’s a misapprehension out there
Leonard wants to correct: That you can’t earn a
competitive rate of return doing impact
investing. “Our view is that it is achievable,” she
insists. “There’s a lot of firms that are very proimpact, but they want to do it by sacrificing
return. But there are a lot of different vehicles
now in asset classes you can invest in. It’s not
about sacrificing return to create impact.”
Leonard’s background began ordinarily
enough. “I spent about eight years on Wall
Street doing traditional investing, covering
telecommunications and media companies,”
she says. But after four years, a little burned
out, she discovered microfinance. “I thought,
this is what I want to be doing,” she recalls. “I
want to be using my business skills to help
women improve their lives and get out of
poverty, but do it with a sustainable business
model, not philanthropy.”
That took her to Hyderabad, India, where
Leonard was awarded a Clinton fellowship and
then was hired by SKS Microfinance to help it
transition from being a nonprofit to a for-profit
organization. “That’s when I saw the power of
capital to grow,” she says.
Her sojourn in India lasted four years.
“Eventually, it was time to come home,” Leonard
says. “Working in an organization that’s growing
at 200 percent a year is very hard to do longterm. I had a great experience there, but I knew
India was never going to be a permanent move
for me. At the four-year mark, I was at the point
of needing to make a decision. If I stayed, I
would be looking to stay longer-term, so it was
time to come home.”
At first, Leonard went back to Wall Street,

covering Latin American telecommunications,
media, and technology. “At the end of the day, I
knew I didn’t want to be a research analyst,” she
admits. “It’s a very defined career path, and
‘senior analyst’ wasn’t my goal.” So she started
networking for a way back into impact investing,
and heard about CAPROCK. “Ten minutes into
the call with my now boss, it became very clear
that this was a good fit,” she says. “Their
philosophy of how they looked at impact, as not
sacrificing on impact or on the return side, was
aligned with my own personal philosophy. There
really aren’t that many who shared that view.”
Moving to Idaho meant leaving New York
City behind, where she’d lived for 13 years. “I’d

never been to Idaho,” Leonard says. “I came out
to Idaho in the middle of June, and it was
gorgeous, so I decided to give it a shot.” In her
year here, she’s gotten involved in Ballet Idaho’s
Silver Circle and the Idaho Shakespeare
Festival’s Shakespeare Society, as well as skiing.
“I’m trying to take advantage of Idaho,” she says.
“There’s so much to see and do outside.”
Leonard’s next goal is to expand
CAPROCK’s impact business from one team in
Boise to teams in at least one of the company’s
other five offices in the western U.S., as well as
expanding the practice in Boise. “Just keep
growing the practice and see where it takes us,”
she says.

2015 Money Makers

| 15

investment

Founding director, Venture College,
Boise State University, Boise

By Jeanne Huff
Idaho Business Review
Kevin Learned, who began on his journey as “the
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only (news)paper boy who had a full blown accounting
system with a double set of books and a budget,” also
has held had five careers. So far.
“I’m a third generation Idaho certified public
accountant – my great uncle held CPA certificate No. 3
in Idaho and my father had No. 89. I co-founded and
led the first nationwide computer software company in
Idaho. At mid-life I returned to school to earn a Ph.D.
in entrepreneurship. I went from doing it to teaching it.
I became a professor and an academic administrator (as
president of the College of Idaho). And, for the past 10

years I have devoted
myself to the development
of the entrepreneurial
ecosystem in the Treasure
Valley, both as an
educator and a capitalist.”
In addition to the
more than 20 positions
he has held in those five
careers, Learned has also
maintained an active
consulting practice since
1988, “assisting my clients
with business strategy and
other business issues.”
Among others his client
list includes: Boise City
Arts Commission, Boise Metro Chamber of Commerce,
Boise Independent School District, Greater Boise
Auditorium District, Idaho Power Company, Idaho
Shakespeare Festival, Lewis Clark State College,
Medical Management, South Dakota School of Mines
and Technology, St. Luke’s Hospital and Western
Capital Bank.
“My goals have changed over the years,” Learned
says. “Today, my professional goal is to help create a
successful entrepreneurial ecosystem in the Treasure
Valley, in the state of Idaho and in our nation. Capital
alone is not sufficient for entrepreneurial success,” he
says. “But for most scalable businesses, it is a necessary
factor. Without capital, we cannot have a successful,
robust entrepreneurial economy.
“Ten years ago, a group of us including Steve
Simpson, Phil Bradley, Phil Reed and Mary Andrews
set out to create an angel investor organization. Today
more than 100 accredited investors belong to the Boise
Angel Alliance. Three angel funds have been created
which over the past seven years have invested $2.7
million of risk capital in
27 local companies.”
As of Dec. 31, 2014,
the 27 companies had
created more than 330
full-time equivalent jobs
in the Treasure Valley,
Learned says, “and had
raised in excess of $50
million of additional
capital.” And, “in
addition to the capital
invested by the angel
funds, there are now
millions of dollars
invested each year in our
local entrepreneurs by

KEVIN LEARNED

both the members of the Boise Angel Alliance and
other angels in our community.”

“The most important thing we can do is to try to
help people start a business and some businesses will go

on to create a lot of jobs,” Learned says. “We’ve just
begun to dip our toe in the water. It’s a start – an
important start, but it’s just the beginning of what we
need to do in our valley.”
In addition to his work at Venture College, Learned
says he has been “deeply involved” in Rotary Club of
Boise for 15 years. “It has had a very meaningful impact
on my life and the way I engage the world,” he says.
Learned has “a wonderful family” – wife, Amy Stahl,
two sons, two stepsons, two daughters-in-law and four
grandchildren. “I’m very bonded to these little people,
and whether it’s making pancakes, spending the night
or throwing sticks in the creek, time with them, that’s
really magical.” He loves the outdoors and rides a
bicycle to work most days. He is a mountain biker, a
commuter biker and a road biker; skis and hikes. He
reads the Idaho Statesman every morning, the Wall
Street Journal every evening and the Idaho Business

Review every week. He lists as a guilty pleasure: “Amy
and I are heavily into the third season of House of
Cards.”
He looks at the world and constantly marvels at its
potential. “It was a shock to me,” Learned says, “when I
discovered a few years ago, you’re not just magically no
longer a child.”
“I lead an effort to create a new approach to
entrepreneurship education, one focused on practice,
experience and skills. I believe we lead the nation’s
universities in this revolutionary approach and I can
hardly wait to watch the progress of the entrepreneurs
we launch through Venture College.”
His advice to anyone and everyone: “Find
something you love to do and do it. Do it well to the
best of your ability. Find your passion and follow it.”
His philosophy: “Love life, be grateful, leave things
better than you found them.”
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Founding director, Venture College,
Boise State University, Boise

By Jeanne Huff
Idaho Business Review
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only (news)paper boy who had a full blown accounting
system with a double set of books and a budget,” also
has held had five careers. So far.
“I’m a third generation Idaho certified public
accountant – my great uncle held CPA certificate No. 3
in Idaho and my father had No. 89. I co-founded and
led the first nationwide computer software company in
Idaho. At mid-life I returned to school to earn a Ph.D.
in entrepreneurship. I went from doing it to teaching it.
I became a professor and an academic administrator (as
president of the College of Idaho). And, for the past 10

years I have devoted
myself to the development
of the entrepreneurial
ecosystem in the Treasure
Valley, both as an
educator and a capitalist.”
In addition to the
more than 20 positions
he has held in those five
careers, Learned has also
maintained an active
consulting practice since
1988, “assisting my clients
with business strategy and
other business issues.”
Among others his client
list includes: Boise City
Arts Commission, Boise Metro Chamber of Commerce,
Boise Independent School District, Greater Boise
Auditorium District, Idaho Power Company, Idaho
Shakespeare Festival, Lewis Clark State College,
Medical Management, South Dakota School of Mines
and Technology, St. Luke’s Hospital and Western
Capital Bank.
“My goals have changed over the years,” Learned
says. “Today, my professional goal is to help create a
successful entrepreneurial ecosystem in the Treasure
Valley, in the state of Idaho and in our nation. Capital
alone is not sufficient for entrepreneurial success,” he
says. “But for most scalable businesses, it is a necessary
factor. Without capital, we cannot have a successful,
robust entrepreneurial economy.
“Ten years ago, a group of us including Steve
Simpson, Phil Bradley, Phil Reed and Mary Andrews
set out to create an angel investor organization. Today
more than 100 accredited investors belong to the Boise
Angel Alliance. Three angel funds have been created
which over the past seven years have invested $2.7
million of risk capital in
27 local companies.”
As of Dec. 31, 2014,
the 27 companies had
created more than 330
full-time equivalent jobs
in the Treasure Valley,
Learned says, “and had
raised in excess of $50
million of additional
capital.” And, “in
addition to the capital
invested by the angel
funds, there are now
millions of dollars
invested each year in our
local entrepreneurs by
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both the members of the Boise Angel Alliance and
other angels in our community.”

“The most important thing we can do is to try to
help people start a business and some businesses will go

on to create a lot of jobs,” Learned says. “We’ve just
begun to dip our toe in the water. It’s a start – an
important start, but it’s just the beginning of what we
need to do in our valley.”
In addition to his work at Venture College, Learned
says he has been “deeply involved” in Rotary Club of
Boise for 15 years. “It has had a very meaningful impact
on my life and the way I engage the world,” he says.
Learned has “a wonderful family” – wife, Amy Stahl,
two sons, two stepsons, two daughters-in-law and four
grandchildren. “I’m very bonded to these little people,
and whether it’s making pancakes, spending the night
or throwing sticks in the creek, time with them, that’s
really magical.” He loves the outdoors and rides a
bicycle to work most days. He is a mountain biker, a
commuter biker and a road biker; skis and hikes. He
reads the Idaho Statesman every morning, the Wall
Street Journal every evening and the Idaho Business

Review every week. He lists as a guilty pleasure: “Amy
and I are heavily into the third season of House of
Cards.”
He looks at the world and constantly marvels at its
potential. “It was a shock to me,” Learned says, “when I
discovered a few years ago, you’re not just magically no
longer a child.”
“I lead an effort to create a new approach to
entrepreneurship education, one focused on practice,
experience and skills. I believe we lead the nation’s
universities in this revolutionary approach and I can
hardly wait to watch the progress of the entrepreneurs
we launch through Venture College.”
His advice to anyone and everyone: “Find
something you love to do and do it. Do it well to the
best of your ability. Find your passion and follow it.”
His philosophy: “Love life, be grateful, leave things
better than you found them.”
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kathryn lorenz

Vice president & SBA
commercial lender,
Mountain West Bank, Boise

By Brad Iverson-Long
Idaho Business Review
Kathy Lorenz has specialized in small
business lending for more than 20 years,
helping more than 200 businesses secure
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financing, primarily through Small Business
Administration loans. She says that lending to
small companies and new businesses
combines science and art to help get deals
done for her clients and her bank.
“It takes a little more creativity, thinking
outside the box to find solutions that aren’t
conventional,” she says. Lorenz says SBA loans
are different because new, expanding
businesses would be too risky for a
conventional bank loan. However, with the
SBA’s backing, banks can mitigate the risk,
and work with companies. She says SBA loans
often come down to finding the value in a

banking
company, which often comes from the story
behind a business.
In addition to being named a 2015 Money
Maker, Lorenz also received the 2012 Idaho
Financial Champion of the Year award from
the SBA, which she says felt like a lifetime
achievement award, because of the many years
she’s worked on SBA lending, but also
because she respected the past recipients.
SBA District Administrator Rodney
Grzadzieleski says Lorenz has a reputation for
unsurpassed accuracy and customer service.
“She has had an invaluable impact on the
local small business community,”
Grzadzieleski says.
Outside her bank, Lorenz has also been
involved in small business lending, serving as
the advisory committee chair for the
Women’s Business Center of Idaho since
2012. She is also the loan committee chair
and on the board of Capital Matrix, the
Boise-based certified development company
that helps small businesses get SBA loans for
fixed assets including land, equipment or a
new building.
Deborah Brown, the president of Capital
Matrix, says Lorenz has generously
volunteered her time to serve her community
and helped businesses make money.
Lorenz is currently a vice president and
SBA commercial lender with Mountain West
Bank. She previously has worked for KeyBank
and Zions Bank in the Boise market, as well as
Dominion Bank in Virginia.
Lorenz chose banking because in her early
20s because she came from a family of
accountants and because she thought
“bankers hours” sounded like a good fit for
her.
“I didn’t want to work weekends anymore.
I got into it for the hours,” she says. However,
she frequently works into the evenings to help
her clients and advance her career. Early in
her career, she knew she wanted to move from
automobile lending to commercial lending,
but was rebuffed.
“I was basically told ‘no, you don’t have
your bachelor’s degree,’” she says. Lorenz
worked full-time and went to college, earning
a degree in Business Administration.
“It was painful, but so worth it in the long
run,” she says.
Lorenz says she brings that same attitude
to her work with her clients, always looking
for a way to get it done.
“I’m just a little tenacious,” she says, saying
it’s worth it to see her clients grow. “It’s very
rewarding to see a business owner succeed and
feel like you’ve had some small part in that.”

banking

don melendez

Idaho regional banking
president, Wells Fargo,
Boise
By Jeanne Huff
Idaho Business Review
Don Melendez, whose story is a
continuation of the American Dream, says it
was his parents’ journey that sparked it all.
After they graduated from high school in El
Paso, “they got married, left El Paso with $500
and went to Austin, Texas.” At the time,
coming from “modest means,” he says, it was
“similar to going to Mars – unheard of.” They
worked their way through college “with a lot
of grit and gumption,” Melendez says. “I look
at that as a life lesson.”
Growing up, Melendez says “I kind of
vicariously lived through Walter Cronkite.”
His ticket to go out and see the world for
himself came when he joined the Marine
Corps and became an embassy guard in
Budapest, Hungary.
When he left the military he went to
college, graduating in three and a half years,
and getting a degree in finance and
international business. He had a number of
job offers out of the gate, but the one he was
most impressed by was offered to him by
George Clark, then chairman of the board of
Mercantile Bank in Dallas.
“When he explained to me what he did, it
really put a hook in me.” He started there in
the commercial lending program, “led by a
fantastic leader,” who taught him the
importance and value of being part of the
community, a theme he was familiar with
since his father was a lifelong Rotarian. “He
planted a seed and let that seed flower
throughout my career,” Melendez says. Next,
he went to Houston, where he was a vice
president for J.P. Morgan (formerly Bank
One) and worked in the credit department on
mergers and real estate. Those two areas
became the focus of his 34-year-and-counting
career in banking. “I’ve spent half my career
on commercial and half on retail,” he says,
adding that he just celebrated his 23rd
anniversary with Wells Fargo.
Melendez says his most significant
professional and personal accomplishment
came in 2012 when he was named to his
current role as regional banking president for
Wells Fargo, and “taking responsibility for 92
banking stores, $4.7 billion in deposits and
more than 900 team members … I am
personally grateful that my strengths are what
were needed in Idaho. I am endlessly
impressed by the quality of our team members
and customers in a stunningly beautiful
environment.”

And, because community involvement has
always been near and dear to Melendez, it is
something he hopes to share. “My goal is to
have marches or events where we can put
1,000 Wells Fargo (employees) on the street,
to connect whatever we do as a company with
what we can do for the community.”
Melendez strives to volunteer 20 hours a
month, whether it is picking up trash with the
Wells Fargo environmental team or serving on
the board for Idaho Business for Education.
Working with the latter, he says, reminds him
“of my journey, the obstacles overcome and
successes won, and opened up the
opportunity to learn about the challenges that
education presents in Idaho. It makes me part

of the solution.”
Melendez and his wife, Normie, have two
grown children, Joshua, 26, and Paige, 21,
both who are currently attending college, and
spend their spare time doing Idaho-centric
activities, from walking the Greenbelt to
snowmobiling in McCall.
He says he is guided through everything by
his philosophy.
“I’m always trying to be a better person –
more kind, more informed, more helpful.
Whether in my spiritual life or as a leader,
husband, father and volunteer, the primary
philosophy that drives me is to always be
looking, knowing you can do a little more a
little better to have a bigger impact.”
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michael m. mooney

President – Idaho Region,
Bank of the Cascades,
Boise

By Jeanne Huff
Idaho Business Review
Michael Mooney grew up with his parents
and four brothers in Pocatello, and for the most
part, had a great childhood, he says. His mother
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ran the 11 to 7 shift at the emergency room. “We
spent quite a bit of time in the E.R. We were
well known there,” he says. But not only because
his mother worked there. “We had our bumps
and bruises and lots of stitches.” Mooney recalls
once in his early teens after being stitched up for
“a severe laceration on my head, I got up to walk
out, fell in the elevator, hit my head and had to
go back to the E.R. for more stitches.”
His father was a train conductor for Union
Pacific. “It was awesome. We could go anywhere
we wanted for free. I’ve been in the engine of a
train as it was roaring down the tracks. A
locomotive was a powerful scary thing as a kid.
“I had the world’s greatest parents,” Mooney
says. “They spent all their time and energy

banking
making sure all five of us went to college.”
Mooney graduated from Utah State
University in 1974, received his masters in
business administration from Idaho State
University in 1983 and graduated from the
Pacific Coast Banking School in 1985.
In 1974 he came on board at Idaho Bank &
Trust Co., which later became a part of
KeyCorp. “I started on the teller line and there’s
probably not any job in the bank I haven’t done.
I spent 29 excellent years working across the state
of Idaho and in Colorado,” he says. “During that
time I had the opportunity to work for some
amazing leaders and mentors.” Mentors include
Grant Bickmore, Durward Fry, Ted Ellis, Gene
Heil and Ed Keane.
For the past 11 years, Mooney has worked in
the community banking world. “The role played
by community bankers is critical to main street
Idaho and I continue to have pride in the
profession,” he says. And, while he’d like to
think that he has been a spokesperson for the
industry in many venues, Mooney says his
success, including receiving this award, is not
about him. “When you start believing your own
press, you are set for a fall,” he says. “Learn each
day, listen carefully to those who agree with you
and especially to those who do not, and choose
your path and words carefully.” A sense of
humor is a highly valued asset, he says. “I think
we’re all better off if we don’t take ourselves too
seriously. Laugh out loud at yourself first, then
your circumstances, your mistakes or your luck
but do not allow your daily challenges to affect
your relationships.”
Among his accomplishments, Mooney has
led his banking teams through 14 mergers. He
represented Idaho bankers on the Federal Home
Loan Bank Board. “I learned a lot – it’s like
getting a master’s degree in banking,” he says.
Mooney also represented Idaho on the Salt Lake
City Branch Board of the 12th Federal Reserve
District. “It was an honor to meet and interact
with Janet Yellen, Ben Bernanke and the many
talented business and financial leaders who
donate their time to provide input to the Federal
Reserve,” he says.
Mooney has also been highly involved in his
community, listing more than two dozen
professional and nonprofit affiliations. It’s
important to give back, he says. “You don’t have
time to do this stuff – you make time.”
Mooney spends his spare time playing golf
and skiing in the backcountry with his family,
including helicopter skiing. “We call it our ‘E
ticket’ ride,” he says, comparing it to the daring
rides at Disneyland.
“I am very proud of my family,” he says.
“Karen and I have been married for 43 years and
we have two very accomplished daughters
(Megan and Katie) who are contributing
members of our community and fast friends, we
have two exceptional sons-in-law, and my
grandson, 15-month-old Hank. He and I are
friends. He’s a hoot.”
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daniel (dan) J. price

Community banking president,
Mountain West Bank, division of
Glacier Bank, Meridian

By Jeanne Huff
Idaho Business Review
Dan Price was born on a military base in
Augsburg, Germany and grew up in Caldwell. He
received his bachelor’s degree in business

22 | 2015 Money Makers

administration from the College of Idaho with the
intention of going into a technology career.
“All through my college years I thought I was
going to go to work in high tech – maybe at H.P. or
Micron. But they weren’t hiring much at the time I
graduated. There were these bank management
training programs …,” Price says. He ended up
attending four more institutions and getting four
more degrees – and they were all in banking.
His first job as a teller was at First Security
Bank. Over 17 years he rose up through the ranks
there, becoming vice president and retail sales and
services manager for southwest Idaho. Then, in
early 2001, Price “rode through the merger with
Wells Fargo.” Later that same year he came on
board at Mountain West Bank, initially as southern

banking
region manager. He was promoted to retail banking
manager in 2005, then in 2013, he was named to
his current role as community banking president.
About his 30+ year career, Price says: “I never
thought I was going to stay, but it’s been wonderful
and challenging. It’s been a great career.”
When asked if he’s good with numbers, Price
responds: “I’m very good with people. I don’t
spend a lot of time on numbers. I work with
branches, departments, customers – people. I’ve
gotten good at working with people and that’s what
I like to do.”
Price’s philosophy is to “treat all people with
kindness and respect. Smile and enjoy what you do.
Ask for input and feedback. Give back to your
community. Be humble.” He says he owes it all to
his parents. “It was my upbringing. My dad to this
day, is humble, has always been very humble. Mom,
too, has a very kind manner to her. We grew up
with the idea that you always be kind to people and
it seems to work out well,” he says. “We were very
fortunate to grow up in a house like that.”
Even though Price is not a numbers person, his
own numbers are impressive: In 30 years he’s built
up programs for more than 50 bank branches and
has led more than 370 employees. At First Security
/ Wells Fargo he oversaw 27 branches, more than
250 employees and more than $1billion in
deposits. At Mountain West Bank, he leads 24
branches, more than 140 employees and about $1
billion in deposits.
Price says his biggest challenge to date has been
weaving through the banking industry’s sometimes
rocky road. “Early on there were lots of mergers
and you spent a lot of time wondering what you
were going to do next.” His biggest
accomplishment is in moving operations to
Mountain West’s new digs at The Village at
Meridian. “It’s the first time I’ve had my whole
group with me all in one place.”
In addition, Price has been active in more than
a dozen civic and nonprofit organizations,
including United Way of Treasure Valley and
Junior Achievement of Idaho. Currently he
volunteers for the Mentoring Network Board, the
College of Idaho Advisory Committee, the Boise
Chamber of Commerce and St. Alphonsus. He
also is active in the Idaho Bankers Association and
for the past two years served as president of the
Idaho Community Bankers Association.
Price has been married to wife Jana for 31 years.
Their son, Benjamin, is at the University of Idaho.
They also have two grown children, Alan and
Courtney, and a grandson, Sawyer, 8 months old.
Price says he loves what he does and hopes to
keep doing what he’s doing.
“It would be ideal to be able to retire from
Mountain West. I’ve enjoyed my time here and
enjoy the folks I’m working with.” About the
banking industry, Price says he wishes the younger
generation could see the merit of community
banking.
“Kids these days don’t think about working in
community banks – it just doesn’t seem jazzy. They
think they should all be on Wall Street. I hope that
trend reverses itself.”

banking

thomas f. prohaska

President,
Idaho Trust Bank, Boise

By Jeanne Huff
Idaho Business Review
Thomas F. Prohaska grew up in Oklahoma
– Stillwater and Tulsa – and Colorado – Ft.
Collins. “I moved to Idaho in 1975 and have
lived here ever since,” he says. Prohaska and
his brother, Daniel, who is five years older,
have been working together since they were
kids. Their first venture was selling apples
door to door when Prohaska was about 5, he
says. “And we’re still good friends after all
these years.”
The road from apples to banking has been
a fairly long one, and includes at least one or
two turns.
Prohaska got his law degree at the
University of Idaho College of Law in 1988
and went into an estate planning and business
practice with his brother. In the 1990s, the
brothers took note of the number of banks
that were merging. “It was the disappearance
of the 100-year-old banks,” Prohaska says.
“Our clients hated it. We thought to
ourselves, ‘we should start a bank.’ And that’s
how Idaho Trust got started.”
They founded the bank in Coeur d’Alene.
The law practice ended in 1996 and Prohaska
retired from practicing law in 1998 in order to
devote their entire attention on banking. They
moved the headquarters to Boise and kept the
location in Coeur d’Alene. Prohaska says the
venture is his biggest accomplishment.
“We were able to take advantage of
opportunities as they presented themselves
and we had the courage to go ahead and
act,” he says. “We had the willingness to take
risks and act. For what we’ve done — there’s
never been any blueprint for what we’ve
done.
“My story is like the story of Idaho and its
people. My natural resource was the
outstanding education that I received in
Idaho’s public schools and the University of
Idaho, including its law school,” Prohaska
says. “With that foundation, relying on
patience and perseverance, I have pursued
opportunities presented and created. The
result of those efforts being Idaho Trust Bank.
It represents an institution that serves Idaho
and its people.”

Prohaska says the bank’s corporate values
have helped lead it to success. “Those values
really are focused on providing a level of
relationship with our clients and support for
each other,” he says. “We’re absolutely
devoted to be exceptional for our clients and
we want to have clients for life. We don’t have
customers, we have clients. And we are
devoted to helping clients achieve true wealth
and that’s the culture we have – helping our
clients achieve that.”
Prohaska says he takes “great enjoyment
from the success of my kids.” Son Nathan, 23,
is a first year law student at UI and daughter

Kendall, 21, is a senior at the University of
California, Berkeley and will be attending law
school. Prohaska has been married for 29
years to wife Kim.
Prohaska, who was a wilderness ranger for
several summers prior to graduating college, is
“a voracious reader,” enjoys the Idaho lifestyle
and says he may watch too much sports on
TV.
What’s on the horizon for Prohaska? Is a
book forthcoming?
“I do have a couple of ideas in that
regard,” he says. “I think that’s something that
might be coming in the future.”
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donald l. reiman

President, Echelon Group,
Boise

By Jeanne Huff
Idaho Business Review
While many set themselves assuredly out on
a career path, for Boise native Don Reiman,
getting to where he is today was “actually kind
of an accident,” he says. He spent nearly 10
years volunteering as a firefighter then working
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for the Boise City Fire Department, with a short
stint in college along the way. When it was
exciting and he was on a fire call, it was great, he
says, but he didn’t like the times in between. “It
was too boring, quite frankly,” he says.
When he wondered what he might do next
and what he could do, “I started looking at sales
positions,” he says. He followed the lead of one
of a friend who went into insurance sales. And
the rest, as they say, is history. “I started in the
insurance side and expanded into finance,” he
says.
Today, the Echelon Group offers a threepronged suite of solutions: individual
investment management and financial planning,
consulting for retirement plans, and consulting

investment
for insurance benefits plans for employers.
Reiman is a retirement expert for small
businesses and business owners and has
appeared on the KTVB Channel 7 show It’s
Your Business as a 401(k) expert. He is a public
speaker and recently published his first book.
The variety of his work keeps boredom at bay,
Reiman says.
“It keeps me stimulated and active,” he says,
explaining that a company might first come to
him for help with one thing, then ask for help
about another. And it all comes down to a
matter of trust.
Reiman says people can be especially wary
about asking for help with financial
management because “they don’t know who to
go to, they don’t know who to trust.” When
Reiman helps clients with their insurance
benefits or their retirement plan, “they know
we’re to be trusted so then they will ask us to
help with financial planning.”
Reiman says helping others is his reward and
motivation and points to his longtime friend
Mark Roby, now with Roby Financial Group,
who led him on his path to success.
“He said: ‘Don’t worry about making a lot of
money – find something you’re passionate about
and that you love. And then, even if you don’t
make a lot of money, you’re doing something
you love to do. And if you’re fortunate, you’ll
end up making good money, too.’”
Along the way Reiman added a slew of
industry designations following his name –
chartered financial consultant, chartered life
underwriter, certified financial planner,
registered employee benefit consultant,
registered health underwriter and accredited
pension representative. Then, in 1992 he went
back and completed his bachelor’s degree at
Boise State University and received his master’s
in financial services from American College in
Bryn Mawr, Penn., in 1995. “It’s still on my list
to get a Ph.D, but I’m running out of time,” he
says, with a smile.
Reiman is also active in the Rotary Club of
Boise Metro, Big Brothers Big Sisters of Idaho,
the Bronco Athletic Association and Angel
Flight West. And the Echelon Group’s
Community Connection program donates 5
percent of the revenue from all new accounts to
a client-designated charity.
For fun? Reiman is a backcountry pilot and
a whitewater rafter and in honor of his 60th
birthday this year, has recently taken up
mountain bike racing. “I joined the Wild
Rockies Race Team and will do 50 to 100-mile
or longer mountain bike races,” he says. He met
his now wife Mary on one of his first road
biking trips in 2006. “We got married the night
before the Ride Idaho ride,” he says. “That was
our honeymoon.”
In 2014, Reiman wrote the book, “RESET:
Harnessing Change, Fear and Risk as Catalysts
for an Extraordinary Life,” culminating a lifelong goal. “I believe that all of us are capable of
doing more mentally and physically than we
think.”

banking

kelly robertson

Senior vice president, director of
commercial lending, western
Idaho region, Zions Bank, Boise
By Brad Iverson-Long
Idaho Business Review
Kelly Robertson has spent his entire
banking career with Zions Bank, but says he’s
been successful because he’s able to see the
world from the perspective of his clients.
Robertson started out as a teller with
Zions in Utah in 1982, and over time moved
up to loan specialist, operations supervisor
and commercial lender. In 2001, he moved to
Idaho to become director of regional credit.
Now, he’s director of commercial banking for
the bank’s western Idaho region, with a team
of 39 employees.
Robertson says he’s learned a lot in his rise
at Zions Bank.
“What people have taught me is that,
number one, always give your employer a
higher value than you’re being paid. Secondly,
when you’re treating customers, always show
them the respect that they deserve, which is
the ultimate respect,” he says.
Robertson says he’s been successful
because he’s been able to help his team find
and secure new business and he has a knack
for figuring out the strengths and weaknesses
of a borrower. Robertson says one key to his
relationship with business clients is to have a
sense of entrepreneurship. He says it’s
important to see what his clients need, so that
he can find where that meets his bank’s
fiduciary responsibilities.
“They respect people who can get in and
understand where they’re coming from and
the world from their eyes, because usually
there’s a way to marry the two together. If you
can become that kind of partner, then you
both have the same goals,” he says. Robertson
says a banker and a business have the same
goal of profitability and growing a business.
One of the companies that Robertson had
a long relationship with is Stinker Stores. In
2002, Robertson helped Charley Jones and
Shawn Davis buy the chain of gas stations and
convenience stores.
“We talked to many banks in the Idaho
market, and Kelly was head and shoulders
above everyone else. He put together a solid
deal structure with appropriate financing
when no other bank would,” says Jones,

Stinker’s president.
Since then, Stinker has added 30 new
sites, and Jones says the store relies on
Robertson’s financial expertise. In 2012, Jones
bought out his partner’s share of the
company. Robertson says that as companies
evolve, they often need different services from
their bankers. Helping Jones acquire full
control of the company was a complex matter.
“We had to be very creative and think out
of the box in how to structure that deal so
that it worked for him, worked for the bank
and worked for the seller as well,” Robertson
says.

Robertson says coming up with creative,
personalized solutions is one way to add value
and strengthen relationships with clients.
During his time at Zions, Robertson says
he had several mentors who have helped him
on his way. He’s returned the favor,
mentoring informally as well as through the
Zions Bank Mentoring Program.
“At the end of the day, what makes any of
us successful, if we’re honest, is you have great
mentors, a great team to work with, and you
don’t take the credit yourself,” he says. “As a
group, we can accomplish a lot more than an
individual can.”
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shelly sayer

CEO, Premier Technology Inc.,
Blackfoot

By Sharon Fisher
Special to Idaho Business Review
Business for Shelly Sayer is a family affair.
Her company, Premier Technology Inc., where
she’s CEO, was co-founded by her husband,
and employs “most of my family,” she says,
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including her brother, her daughters, and a
son-in-law. For those of us who don’t get along
well enough with our families to agree on how
to cook a Thanksgiving dinner, this might
sound surprising, but Sayer thinks a familyowned organization is great. “It makes us very
cohesive and trust one another,” she says. “It’s
one of our strengths.”
Premier Technology performs metal
manufacturing, engineering, and design for a
variety of markets including food, mining, the
Department of Defense, the Department of
Energy, and commercial nuclear, Sayer

Corporate
explains. The items it manufactures range
from conveyor belts for potato chips to large
components for nuclear reactors. At the time
he co-founded the company, her husband
Doug was a welder who’d spotted the niche in
the industry, she says.
When Sayer’s husband co-founded the
company in 1996, Sayer was actually a nuclear
chemist at the Idaho National Laboratory
(INL). “My husband realized he needed an
office manager, and asked me to do it,” she
recalls. “I didn’t have any experience, but I
decided to help him out, so I quit my job and
started.”
In fact, after founding the business in
Pocatello, the Sayers moved the company to
Blackfoot so it could more easily pull
employees from areas such as Idaho Falls and
Rigby for a lucrative contract with INL that
enabled the company to build a new facility.
“Blackfoot is more centrally located,” she
explains.
After several years of figuring it out on the
fly and developing her own systems, Sayer
went back to school to get a finance degree.
“I’ve always pursued my education,” she says.
“It’s normal for me to take classes. I felt I had
done enough in the world of science, and I
wanted to explore the business side.”
So how did Sayer go from office manager
to CEO? It happened in 2013, where by then
she was CFO. “Doug wanted to venture off
and do more business development, so he
handed the day-to-day tasks over to me,” she
says. “After a lot of years of working together,
he realized I was a contributing partner.” He
issued and distributed shares to her and their
two daughters, which has the added benefit of
making the small business woman-owned as
well. “When you have two daughters and one
wife, that makes it pretty easy to make it
woman-owned,” she says.
And what does she do for fun? Sayer hunts
– with her husband, naturally, who had been
an outfitter for a while. “He would come
home with these great stories,” she recalls. “I
was staying at home raising the girls and
pursuing my career. Once the girls were old
enough that I could leave them, I decided to
apply for a permit, so we went on a hunt.”
And not just any quarry, but the mountain
sheep, which she’s now hunted all over the
U.S. as well as in other countries. “Because it’s
difficult,” she says. “It’s the ultimate
challenge.”
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robert leroy seaman

Director of Fiscal Affairs, Board
Treasurer, Twin Falls School
District #411, Twin Falls

By Chris Langrill
Special to Idaho Business Review
You won’t find Robert Seaman pounding
his chest and taking out a billboard
advertisement announcing that he has been
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professional

named one of the Idaho Business Review’s
Money Makers.
Frankly, the honor makes him a little
uncomfortable.
“I usually like to play in the background,”
Seaman says. “I don’t like the spotlight shown
on me.”
But when you’ve been a beacon for
education in Idaho for as many years as
Seaman has, it was inevitable that the light
was going to shine on him at some point.
Most recently, during the 2013-14 school
year, Seaman was instrumental in the passage
of a $73 million-plus bond to build two new
elementary schools, a middle school and fund

numerous construction projects to improve
the district’s two high schools.
“Whether it was calculating spot-on
figures, establishing budgets or overseeing all
the accounting for these projects, Robert
demonstrated critical leadership skills,” said
Bernard Jansen, the Board Chairman of Twin
Falls School District #411.
After getting his degree in accounting
from BYU, Seaman became a Certified Public
Accountant in the private sector for a number
of years.
But then the world of education came
calling.
“I’ve basically committed my life to
educating kids, which is interesting,” Seaman
says. “My father was a school teacher, and I
decided I didn’t want to be a teacher. And yet,
here I am, working so heavily in education
and helping to determine the paths for
students to take. So it’s kind of an interesting
journey I’ve taken.”
Seaman considers himself a fiscal
conservative. That philosophy helped him
build the school district’s reserve from
$50,000 when he was hired to nearly $3
million in 2009.
Those resources became critical during his
tenure, which has included the Great
Recession and a reduction in state education
funding.
“That’s why we’ve been able to weather the
storm,” Seaman says. “We judiciously dipped
into that … and were able to meet all of the
challenges.”
Seaman is a tireless worker. But when it
comes to education, that work became
personal.
“I’ve had seven kids go through the school
district while I’ve been involved with it,” he
says. “So it’s a little selfish, but you want your
kids to have the best education they can have.
And I think the school district has served
them very well. I’ve got four kids with
master’s degrees and one going for a
doctorate. They’re all well-rounded and welleducated.”
His youngest daughter is studying at the
College of Southern Idaho. When she has
completed her education, Seaman’s thoughts
might start turning toward retirement.
But until then, there’s work to be done.
“I’m planning on being here for another
four or five years,” he says. “One of my goals
is to make sure there’s a quality staff that’s
left here when I retire.”
And then, with 13 grandchildren and
counting, he’ll have another way to stay busy.
“As far as retirement goes,” he says,
“what’s going to be fun is probably visiting
grandkids and doing a little bit of traveling.”

investment

brad stith

C-Suite and finance executive
recruiter,
Quest Groups, Boise

By Jeanne Huff
Idaho Business Review
Brad Stith, who got his masters of business
administration at the University of Oregon
and began his career path in the sports arena,
moved to high tech, worked in financial and
wealth management, and circled around to his
current position, says throughout it all, one
thing has remained tantamount to his success.
“The one constant throughout my career
is trust and that trust is definitely earned. And
when you have the ability to learn that and
not take it for granted, that is the key to
success,” he says. “I never take anything for
granted.”
When he was nominated for this award,
Stith was working as vice president of investor
relationships at Selway Asset Management. He
says that opportunity was the springboard to
where he has landed. Today he is C-Suite and
finance executive recruiter for Quest Groups, a
human captial investment firm.
No matter where he’s been, his work has
revolved around and depended upon
relationships, he says. All of those experiences
led him to write a book soon to be published:
Sales and Dating — The Art of Relationship
Selling. “It’s really about creating relationships
that create customers for life,” Stith says. “It
draws parallels from how we go from the first
date to getting and staying married. If you want
a customer for life, you have to work hard to
stay ‘married,’” he says.
Stith lists earning a championship ring as
newly crowned director for the Detroit Piston
franchise for the 2004 World Championship a
career highlight. Others include his work as
“the (then) youngest vice president in the
NBA” when he worked for the Trail Blazers,
and his community work as president of the
Ada County Vandal Scholarship Fund and his
work for the Boys & Girls Club of Ada
County.
Stith says “my greatest accomplishments are
my two kids, who are also my highest priority.
Creating a balanced and family focused life so
that I can be the best dad possible for my

children, Alexandra, 9, and Brady, almost 4, is
critical for my happiness.”
Stith, whose life partner is Stacey Spencer,
is a fan of Star Wars and incorporates Yoda
philosophy into his own life: “Do or do not.
I’m either all in or all out and I’m not afraid to
fail,” he says.
He says his father, who was a baseball player
at the University of Idaho, inducted into the
Hall of Fame there in 2012, inspired him. “My
dad, he’s always been extremely hard working
and entrepreneurial. He’s still working!
(Growing up) he was our baseball coach. He
never missed a game. He never missed a

practice – even though he worked so hard.”
Stith says he is happy that his family shares
his life long love of comic books and
superheroes. Each has a favorite: His is
Batman, Stacey’s is Wolverine, Alexandra likes
Wonder Woman and Brady is a Captain
America fan.
Stith, who also keeps his love of sports alive,
says his long-term goals are simple. “They start
with treating every day like a game day, with a
focus on attitude and effort. If you want to
increase your level of personal and professional
success, this is a must.
“Focus on today and success will come.”
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tom van hemelryck

Idaho region president,
Washington Federal, Boise

By Jeanne Huff
Idaho Business Review
Tom Van Hemelryck grew up in Mile City,
Mont., a community of about 10,000. His family
had a small farm, “about 400 acres,” he says. He
and his brothers were allowed to grow sweet corn
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on two acres and run a stand in the summers.
“My introduction to business was when me and
my two younger brothers formed our own little
contract with Safeway,” he says.
Van Hemelryck went to college in Bozeman,
graduating with a bachelor’s in business finance
at Montana State University. During the
summers he worked for the Bureau of Land
Management. He was a crew boss for a helitack
crew, fighting fires. “It was the perfect summer
job going to college – seasonal, exciting and you
were outside,” he says. “There was one large fire
that was severely out of control and had us hightailing it out of there. I managed to keep my
crew out of harm’s way.”

banking
Van Hemelryck says what drew him to
banking was respect. “The bankers in the towns I
lived in were all respected community members.”
So, after he got married and “went on a nice
honeymoon, when I got back I went through a
management program at U.S. Bank.”
An opening came up in Bend, Ore. and Van
Hemelryck took advantage of the opportunity.
“It turned out to be a great place to work and to
raise the kids.”
He worked at U.S. Bank there from 1987 to
2003, starting as commercial credit analyst and
being promoted over the years to vice president
senior relationship manager, responsible for a
$120 million loan portfolio. In 2003 he was at
Columbia River Bank in Bend as senior vice
president – business banking team leader, where
he grew the loan portfolio from $120 million to
$300 million. From 2009 to 2011, Van
Hemelryck was senior vice president – business
banking team leader for Premier West Bank,
then was senior vice president – commercial loan
manager for Bank of the Cascades until he came
to Idaho in 2014 to assume the region president
role at Washington Federal.
He led the bank through a merger with the
Bank of America and lists that as one of his most
significant accomplishments.
“We had successful integration of Bank of
America’s branches into Washington Federal
with 98 percent job retention,” Van Hemelryck
says. “The melding of two cultures is working
out wonderfully. I’ve got wonderful people.”
Also under his watch the bank has “increased
mortgage lending to promote home ownership
in Idaho by 105 percent in one year.”
He also is proud that Home Federal is now
active with the chambers of commerce in Idaho.
“We’ve joined the chambers of commerce in
every market.”
In addition, Van Hemelryck is a Boise Valley
Economic Partnership Stakeholder
representative and a Junior Achievement of
Idaho State board member. It is an organization
aimed at educating youth on financial matters
and to foster entrepreneurship. “It’s working
with kids and helping to create jobs,” he says.
“We have people going to the classroom and
talking to kids about how to manage money,
how to manage bank accounts. We’re trying to
get kids to be good stewards of their own
money.”
Van Hemelryck and his wife, Jean Ann, have
two sons, Matt, 21, and Brad, 18. He enjoys
skiing, mountain biking, hunting, fishing and
golf. He once went on a safari in Africa – “the
ultimate guys’ trip,” and caught a blue marlin in
La Paz, Mexico – “so I could cross that off my
bucket list,” he says. “There are two more to go
still on the list: sky diving and heli-skiing. We’ll
do that.”

investment

shane zenner

Financial advisor, Certified
Financial Planner,
Edward Jones Investments,
Mountain Home
By Chris Langrill
Special to Idaho Business Review
Shane Zenner computes plenty of
numbers in his role as a Certified Financial
Planner for Edward Jones Investments.
But it’s not numbers that makes him look
forward to his workdays.
“I’m probably a little hokey,” Zenner says,
“but I get to work with the neatest and nicest
customers. The only people I have to deal
with or I see every day are people I enjoy
being with and working for. … By far, the one
thing more rewarding than anything else is
working with those customers.”
Zenner has been serving many of the same
customers since graduating from the
University of Idaho with a degree in business
marketing in 2001. That same year, he began
working at Edward Jones, and in 2009 he
became a Certified Financial Planner.
“Our practice today is about 10 times the
size of what it was when we started,” Zenner
says. “We’ve grown by leaps and bounds.”
During his term Zenner opened a second
branch office in the Mountain Home. From
2012 to 2014, he supervised the 60 branch
offices within Edward Jones’ Region 2. He
was responsible for performance improvement
through client acquisition, asset growth and
client service.
“Our business takes a thicker skin than
some might realize,” Zenner says. “I was here
prior to 9/11, and I dealt with that aftermath.
I was here through the credit crisis of 2008.
That was a challenging time, and probably
the most rewarding time of my career was
after that, and making sure that folks were
making decisions that weren’t emotionally
based.
“We’ve been pretty successful at keeping
folks invested, and that’s a big part of why
we’ve grown as quickly as we have over the
years.”
Another reason: Zenner takes his work –
and his clients – very personally.
“I think working in Mountain Home the
bonds are a little tighter,” he says. “I see these
folks at the grocery store, at the post office. I
have a very vested interest in making sure that
what we do for them every day with their
money is right. Otherwise, I’m going to see
them everywhere.”
Certainly, Zenner takes his role in the

community to heart — at the office and away
from it.
“Due to all of his involvement,
commitment and dedication to our
community, Shane was honored with the
Mountain Home Chambers Man of the Year
award in 2012,” Paula Riggs wrote in
recommending Zenner for the Money Makers
honor. Riggs is the economic development
executive director for the City of Mountain
Home. “This prestigious award recognizes a
person that makes our community a better
place to live and work. Shane is a prime
example of that.”
In addition, Riggs relayed a story about

watching Zenner on numerous times
anonymously pay for the meals of military
men and women when he sees them while
eating out at restaurants.
“When it comes to the military, they hold
a very, very dear spot in my heart,” Zenner
says. “I have an appreciation for what they do
and how little they get in return. So, if we’re
out at a restaurant and I see someone having
a meal with their family … or squadron, the
least I can do is pick up the check.”
That’s just one shining example of why
Riggs holds Zenner in such high esteem: “He
is easily the most compassionate and caring
person I know.”
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