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PubLishEr’s LEttEr By ron ameln sAGE AdViCE

sPEAK Words thAt MAKE
You souNd sMArtEr“
What you need to develop persistence 
is will-power and desire. In other 
words, how bad do you want it? And 
how far are you willing to go to get it? 
Unless the answer is all the way, you 
will not persist, you will give up.
  Jeffrey Gitomer, page 9

Stick with your core business, Do 
not get distracted by other business 
ventures until you have mastered the 
first business.

brian Chapman, page 21

The best advice I ever received is don’t 
pick a fight you cannot win.  We all 
have to bite our tongues from time to 
time.  If are certain you are correct 
but don’t think you can persuade the 
other party just back away and chalk 
it up to experience.

howard rosen, Page 22

Putting down control systems and 
choosing to develop leadership in 
others enables the very collaboration 
needed in our world. Then you build 
courage and create environments 
where everyone feels empowered, lov-
able, connected and contributing.

Judy ryan, Page 52

  

For years there has been talk around town about what the region needs to do to create a bet-
ter environment for entrepreneurs and all businesses.

Was it the China hub (remember that)? More incubators? More venture capital? More 
angel investors? More universities? More mentors? You get the point.

All of these things are important. No question.

I really believe we are closer today to solving that puzzle than any other time in the last 30 years. 
However, at the end of the day, if we truly want to be a destination for entrepreneurs and small 
business owners, what we really need is more people stepping up to unselfishly help others succeed. 

This means we need larger companies taking smaller, younger firms under their wing to incubate 
them, helping them grow and introducing them to possible contacts.

This means we need smaller companies doing the same things with even smaller 
companies.

This means we need all of them to encourage our children to think about owning 
their own businesses.

If we want to be known as a community of entrepreneurs, we first need to be a com-
munity that is willing to reach out and help others succeed. Not for any personal or 
financial gain, just to help others succeed.

And not just for young, investor backed firms. Amid all the attention St. Louis pays 
to high-technology  and biotechnology entrepreneurs, it is easy to forget the individuals 
also taking risks to open new stores, restaurants, professional service firms or dry clean-
ers.

In fact, the metro area has 1,062 “established” small businesses for every 100,000 
residents, which is above the national average of 1,007, according to the Kaufman Foun-

dation. This counts firms that are at least 5 years old and have between one and 50 employees. The 
companies play a role in our region’s business ecosystem.

Let’s face it, all businesses need help at some point to survive and succeed. That’s why I’m 
excited about our “Top 100 people To Know To Succeed In Business” list (written by Julia paulus 
Ogilvie on pages 23-44). These are the bridge builders of St. Louis. They are building the bridges 
that are helping entrepreneurs and employees in St. Louis reach their goals. They were all chosen 
because they take the steps, every day, to help others succeed.

Some of them are helping entrepreneurs with little experience get started in business, while oth-
ers are helping experienced business owners reach levels they never imagined they could accom-
plish.

As we look to the future, we need others to follow the example of our Top 100. They have set the 
foundation. It is up to the rest of us to keep it going.

Honoring The Bridge Builders of St. Louis
We Need Others To Follow The Example Of Our Top 100 
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Debi Enders (debi.enders@
commercebank.com) is 

vice president, small business 
banking at  

Commerce Bank. 

how should i 
Process Credit Card 
Payments?
Not long ago, a small business that 
wanted to accept credit or debit cards 
had few options. Most involved a card 
machine, a phone line, a power source 
and a bank to process payments.

Today choices abound. There are mobile 
solutions that turn your phone into a 
portable cash register. Online and phone 
payment systems forgo “swiping” alto-
gether. And more options are coming. All 
operate under the same basic premise. 
Their goal is to verify that a customer’s 
account is valid and has funds to cover 
the transaction. If so, the funds are 
transferred from a customer’s account to 
yours in a matter of days. Consider:

Convenience. If you have a retail loca-
tion, a traditional credit card terminal 
probably remains your safest, most 
reliable option. But an on-the-go busi-
ness – think electricians and food truck 
operators – may benefit from a mobile 
payment solution. If you download an 
app to your phone and connect it to a 
card reader, mobile services enable you to 
accept card payments wherever you go.  

Frequency of use. An organization that 
takes only a few credit card payments a 
month may benefit from a different solu-
tion than one that processes dozens of 
transactions a day. It pays to review past 
credit card transactions with your banker 
or other provider and find the solution or 
solutions that make the most sense for 
your usage patterns.  

security and support. All card security 
systems are not created equal. Banks 
invest heavily in encryption and other 
security measures to minimize credit 
card fraud. Most also offer local support 
should issues arise. Newer, non-bank-
based startups do not necessarily offer 
the same level of security or support. Be 
sure to find out.

The bottom line: You work hard to make 
a sale. Choose payment solutions that 
make it safe, convenient and easy to be 
paid. n

Why do Some persist and 
Some Quit? Because…

is there a secret to follow-up? No.
Is there a best way to follow up? No.
Why do people quit too soon? Big 

question.
Why do you quit too soon? Bigger ques-

tion.
Have you ever read “Think and grow 

rich”? Biggest question.
reason? “Think and grow rich” (writ-

ten by Napoleon Hill almost 80 years ago) 
has an entire chapter on persistence that 
provides real insight into the characteris-
tics that make some stick at it until they 
win while others stop either just after they 
start or just before they are about to taste 
victory.

rather than be so presumptuous as to 
paraphrase the great Napoleon Hill, I am 
going to give you the exact words of the 
master (now in the public domain).

Here are some excerpts (and insights) 
on persistence quoted exactly as they were 
written eight decades ago and still appli-
cable in your sales process today.

Persistence is a state of mind, therefore it 
can be cultivated. Like all states of mind, per-
sistence is based upon definite causes, among 
them these:

a. Definiteness of purpose. Knowing what 
one wants is the first and, perhaps, the most 
important step toward the development of per-
sistence. A strong motive forces one to surmount 
many difficulties.

b. Desire. It is comparatively easy to acquire 
and to maintain persistence in pursuing the ob-
ject of intense desire.

c. Self-reliance. Belief in one’s ability to carry 
out a plan encourages one to follow the plan 
through with persistence. (Self-reliance can be 
developed through the principle described in the 
chapter on autosuggestion).

d. Definiteness of plans. Organized plans, 
even though they may be weak and entirely im-
practical, encourage persistence.

e. Accurate knowledge. Knowing that one’s 
plans are sound, based upon experience or ob-

servation, encourages persistence; “guessing” in-
stead of “knowing” destroys persistence.

f. Cooperation. Sympathy, understanding, 
and harmonious cooperation with others tend to 
develop persistence.

g. Will-power. The habit of concentrating 
one’s thoughts upon the building of plans for the 
attainment of a definiteness of purpose leads to 
persistence.

h. Habit. Persistence is the direct result of 
habit. The mind absorbs and becomes a part of 
the daily experience upon which it feeds. Fear, 
the worst of all enemies, can be effectively cured 
by forced repetition of acts of courage. Everyone 
who has seen active service in war knows this.

How to Develop Persistence.
There are four simple steps which lead to 

the habit of persistence. They call for no great 
amount of intelligence, no particular amount of 
education, and little time or effort. The neces-
sary steps are:

1. A definite purpose backed by burning de-
sire for its fulfillment.

2. A definite plan, expressed in continuous 
action.

3. A mind closed tightly against all negative 
and discouraging influences, including negative 
suggestions of relatives, friends and acquain-
tances.

4. A friendly alliance with one or more per-
sons who will encourage one to follow through 
with both plan and purpose.

These four steps are essential for success in all 
walks of life. The entire purpose of the principles 
of the (Think and Grow Rich) philosophy is to 
enable one to take these four steps as a matter 
of habit.

Now, I will grant you that some peo-
ple will have read this and spit the word 
“hokey” at the end. reason? It’s too simple 
and does not have an immediate “how to” 
answer attached to it. 

The secret of persistence is not an “an-
swer”; it’s a “realization.” And if you read 
the above and didn’t “get it,” you will get 
beat by someone who did.

The Napoleon Hill philosophy of per-
sistence is strong yet soft. The only omis-
sion from the strategy is “what” to persist 
with. Let me give you that answer in a word: 
value. Something more than you calling to 
imply: “I’m calling about the money. Is it 
ready yet? Can I come over and pick it up 
now?”

Want a few value ideas? Here are four. 
You may not like them. They require work.

1. get your prospect a sales lead or give 
her a referral. 

2. give your prospect an idea about how 
to serve his customers better. 

3. give your prospect a list of things she 
can do to improve morale, productivity, ab-
senteeism or profit. 

4. get your prospect some free publicity 
or social media exposure. Help him win.

get the idea? See the work? Make your 
persistance pay dividends for the customer. 
Now look past the work to the victory. If 
you can see clear to victory, then the secret 
of persistence is at last yours. 

And add to that the final wisdom of Hill: 
What you need to develop persistence is will-pow-
er and desire. In other words, how bad do you 
want it? And how far are you willing to go to get 
it? Unless the answer is all the way, you will not 
persist, you will give up.

There is now an online course to master 
the principles of “Think and grow rich.” 
All you have to do is go to http://jeffreygi-
tomer.com/napoleon-hill-special and regis-
ter. n

Jeffrey Gitomer is the author of 13 best-selling 
books including “The Sales Bible,” “The Little 
Red Book of Selling” and “The Little Gold Book 
of Yes! Attitude.” Salespeople depend on his real-
world ideas and strategies available through on-
line courses at www.GitomerLearningAcademy.
com. For information about training and semi-
nars, visit www.Gitomer.com or www.Gitomer-
CertifiedAdvisors.com or email Jeffrey personally 
at salesman@gitomer.com. 
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Note to Marketers and Salespeople: 
Yours is a Noble profession

Connect Your Culture 
to the Community

CULTURECEnTRiC LEadERship
by JONATHAN JONES

hiGh VOLTaGE MaRKETinG
by TOM RUWITCH

“I’m sorry. I really am…,” he said. 
I cut him off. “please, don’t apologize. I 

meant it as a compliment. You’ve done a 
great job.” 

The best marketers and salespeople 
solve problems and fulfill desires. ryan 
did this methodically and intelligently. He 
discovered our problems and desires. He 
established authority. He built trust. He 
presented options. He closed sales. Noth-
ing to be ashamed of there. In fact, I was 
celebrating his good work. 

Yet too often marketers and salespeople 
act skittish or ashamed – as if marketing 
and sales are rotten professions. 

I sense this from some of my clients 
who worry about sending too many emails 
or coming on too strong. As I noted last 
month, your email subscribers will wel-
come your emails as long as the messages 
are valuable to them. 

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

I think many in our profession feel 
skittish because there are marketers and 
salespeople who give us a bad name – 
those who put their desire to sell ahead 
of their desire to serve their customers. 
Those are the marketers and salespeople 
who thrive on persuading people to buy – 
even tricking them – when the product or 
service doesn’t actually solve a problem or 
fulfill a desire. 

ryan inspired me to remind you: Don’t 
worry about the bad eggs, marketers and 
salespeople. Yours is a noble profession. 
Just honor it by acting nobly. n

Tom Ruwitch is founder and president of Mar-
ketVolt. To attend a free webinar in which Tom 
demonstrates how to quickly and affordably set 
up automated marketing processes, go to Mar-
ketVolt.com/automation. 

Successful companies embrace resources 
to engage their employees. Look to the 
external to keep your company fresh. I sug-
gest budgeting, both time and money, for 
leaders to leverage some of the following 
to improve the inside of the organization.  

Trade associations. Encourage collab-
orative networking and insight into your 
industry. building relationships and friend-
ships with peers in the industry, employees 
grow in knowledge and connectedness.

Training/technical courses. Help update 
skills and/or set an employee up to achieve 
that next promotion.  

Conferences. Inspire staff with new ideas. 
Strategically determine which conferences 
are a good fit (or solicit input from employ-
ees). Good conferences inspire and develop 
growth.

industry conventions. These provide 
awareness of your industry and may ignite 
possibilities outside your current offerings.  

Local business community gatherings. 
Network with other organizations; suc-
cess breeds success. Ideas and connections 
often can bring new opportunities or sales 
referrals.

Local and regional chambers of com-
merce. Connect people. Engaging with the 
community increases the connectedness of 
your people and their community.

Youth or mentoring programs. These pro-
vide a connection to our future workforce 
and can give both mentor and mentee 
extreme confidence and growth.  

professional peer groups. you can develop 
innovative solutions to business challenges 
through sharing experiences and expertise 
in a confidential environment with others 
with similar levels of career growth and 
achievement. These groups offer business 
and leadership education through confi-
dential forums.

Leaders who are connected and continue to 
grow consistently outperform those who 
do not. Continuing growth is good busi-
ness. n

T his month’s column is an ode to 
marketers and salespeople, a note 
of encouragement to thank you for 

what you do and to remind you that you 
can make the world a better place. 

I was inspired to write this the other 
day when a salesperson apologized to me 
for selling. ryan works at the AT&T store 
in Columbia, Mo. My wife and I were 
there to buy her a new phone and kill 
time while our college-freshman son was 
sleeping in. We approached our visit with 
a leisurely pace because while “sleeping 
in” for us parents might mean awake at 
9 a.m., “sleeping in” for the 19-year-old 
meant we could kill time at the store until 
early afternoon. 

ryan was great. He told us everything 
we had to know about various phones 
and their options. He knew his stuff. The 
more he spoke, the more he established 
his authority. 

He told us about the buy-one, get-one-
free offer on phones without pitching it 
too aggressively. The measured approach 
helped establish trust. When my wife 
mentioned that she worked for a univer-
sity, he found a special discount for that 
university’s employees that knocked $27 
off our monthly bill. More trust.

He discussed virtual reality with me – 
only after I showed some interest in the 
topic – and he described how “cool” the 
new Samsung virtual reality headset is. He 
noted that we could get 20% off on the 
headset if our total expenditure on acces-
sories crossed a certain threshold. 

That led to a conversation about protec-
tive cases for my wife’s new phone. 

When she decided to buy one of the 
cases, I turned to my wife, smiled, and 
said, “ryan is selling today.” 

He took it as an insult. 
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are You a startup or a 
small Business?

finanCiaL fiTnEss
by kAREN STERN

Karen Stern (314-983-1204 or 
kstern@bswllc.com) is partner 

in charge of BSW Entrepre-
neurial Services Group, which 

provides small business tax and 
accounting services.

Now is the time to think … small. Small 
businesses and startups are thriving 
throughout the St. Louis area, and since 
they can be viewed as similar entities, it’s 
important to understand how they differ. 
(Since no two startups, nor any two small 
businesses, are alike, these are generali-
ties for the industries as a whole rather 
than specifics.)

• Main focus. Startups tend to focus more 
on funding, finalizing the product design 
and beta testing, while the small-business 
concentration tends to be on increased 
revenue, target marketing and expanding 
the product. 

• Entrepreneur’s perspective. Startup 
owners wear multiple hats; they commit 
themselves to all facets of the company, 
especially funding. Small-business owners 
have clearer job responsibilities and pro-
vide more supervision and delegation.

• Stage of growth. Startups are typically 
in the creation stage of something unique 
that doesn’t have much competition – 
either a new product or an innovative ser-
vice. Small businesses have an established 
product and generally operate within that 
focus, although not always.

• Financial stability. Startups rely on 
existing investors, new investments and 
other nonselling sources. Small businesses 
are self-funded and working capital sta-
bilized, usually because they use financial 
institutions.

Startups and small businesses differ in 
many ways but not when it comes to 
finances. From Quickbooks and check 
writing to nexus laws and payroll, your 
accounting process should grow with your 
business from startup to small business. If 
you have questions about where your busi-
ness is now or where you’re going, be sure 
to contact your accounting, tax or business 
adviser. n

if you venture into the woods this 
time of year, do not be surprised to 
find people far from the beaten path 

tromping through brush. With their eyes 
wide and baskets in hand, they scan the 
ground. They are hunters, and their prey 
is not a beast, but, rather, a fungus - the 
illusive morel.

Morels only emerge when exact condi-
tions in soil temperature, sunlight and 
moisture are met. And the mushroom’s 
market value reflects this - a restaurant 
will pay a premium for them. Their high 
value is based both on what it takes to 
find them and their unique flavor profile.

However, the mushroom is only a small 
part of the fungus. Most of the organism 
is a giant, underground mycelium. This 
underground network can be vast (acres 
in size), and it can live and breathe in the 
earth for thousands of years. 

Most of the fungus is not visible above 
ground, and it’s not reliant upon soil 
temperature or even the presence of ideal 
circumstances. It is ruddy, ugly, earthly 
mycelium.

I use this metaphor not to inspire 
mycological pursuit. rather, I implore you 
to see your communications efforts much 
like organic fungus in the natural world. 
Sincerely. 

Business owners spend a great deal of 
time trying to find the next marketing 
thing that will solve their communication 
ills. However, most of the real work of 
marketing is done beneath the surface. 
Focusing on this aspect of your communi-
cations is a better use of your energy than 
tromping through the weeds looking for 
an illusive solution. 

Building your support network each day 
will yield greater results than what appear 
to be shiny quick marketing fixes – social 
media, blogging, networking and advertis-

ing. These pursuits are important. But 
they are hollow unless the inside work is 
complete.

Here are just a few fruitful practices you, 
as a leader, can do starting today regard-
less of conditions and the payoff can last:

Construct your startup myth. You 
came from somewhere and have beaten 
odds. putting this story down will have 
a profound affect on how you see the 
future.

Put words and images to your vision. 
Write the story of who and what you are 
in ten years from now. Create it like a 
story. What is your day like? Who is there? 
How do they feel?

Write your values. With a pen and 
paper. Sleep on it. Wake the next day 

and write them again. Ask your trusted 
network for feedback.

Make a weekly unreasonable request. 
Call that inspiring author or your entre-
preneurial hero. Ask for a meeting or a 
conversation. And be brave – this is the 
literal part of your network.

If done thoughtfully, the results of this 
pursuit support every aspect of your busi-
ness. Marketing is supposed to help ac-
complish business goals and serve as more 
than pretty pictures on Instagram. Dig in. 
Great marketing is an inside job. n

Jeremy Nulik (jeremy@bigwidesky.com) is evan-
gelist prime at bigwidesky, a design futures agen-
cy, in St. Louis, Mo.

Marketing So Organic, It’s Fungal

MaRKETinG WORKs
by JEREMy NULIk

Realize fruitful results with these daily marketing disciplines



sMaLL BUsinEss sEnsE
by MARk MCCLANAHAN 

Mark McClanahan (mmc-
clanahan@callmosby.com 
or 314.909.1800) is the presi-
dent at Mosby Building Arts.

planning for Health Issues Is 
preserving Wealth

WORds On WEaLTh
by THOMAS MENGEL

seriously about how you will pay for it 
(before or through retirement).

3. Look into Medicare surcharges when 
deciding on income replacement. Medicare 
surcharges are triggered when modified 
adjusted gross income surpasses a certain 
level. These surcharges can more than 
double premiums for Medicare parts B 
and D. You will need to carefully think 
about the income level necessary to main-
tain your lifestyle and about how much 
you are willing to pay in premiums for 
Medicare parts B and D. 

4. Start picking up healthy habits. Living 
a healthier lifestyle is a daily struggle for 
all of us but is one of the most important 
aspects of your health. Author and inter-
nist Dr. Henry Lodge estimates that at 
least 70% of premature death and aging is 
lifestyle-related – and thus can be prevent-
ed by adopting healthier habits. Everyone 
is unique, so it is important to work with 
your doctor and your family to find what 
works best for you. The typical suggestions 
are eating a balanced diet and exercising 

health issues are oftentimes un-
expected and hard on everyone 
involved. In addition, these issues 

can be costly and erode your accumulated 
wealth. You can perform all the “financial 
analysis” in the world, but those plans will 
be easily derailed if you have not put simi-
lar effort into planning for health issues.

Unfortunately, most business owners 
focus solely on the “here and now” health 
insurance coverage for themselves, their 
employees, and their families. This view-
point can be shortsighted, as health issues 
are both more frequent in retirement and 
more likely to eat up the wealth you have 
spent a lifetime building.

Staying healthy and planning for future 
health care costs are important tools for 
preserving wealth and maintaining your 
future financial freedom. Even if retire-
ment is a few decades away, every business 
owner should take these four simple steps 
to start lessening the potential impact of 
future health challenges:

1. Have a plan for critical illness. Accord-
ing to the National Business Group on 
Health, the total cost of severe heart attack 
can be as high as $1 million. While insur-
ance might cover some of the direct costs, 
chances are good that you will be paying 
something. And there are nonfinancial 
“costs” as well: stress on you and your fam-
ily, time spent in the hospital, and more. 
So get a plan in place just in case the worst 
happens, and make sure you are adequate-
ly insured (especially for illnesses that run 
in your family).

2. Ask about long-term care (LTC). people 
often need care that goes beyond immedi-
ate medical care for sickness and injury. 
That care can come in the form of physical 
therapy, in-home care services, or even an 
assisted-living facility or nursing home. 
Not all insurance plans cover these ex-
penses, and they are generally not covered 
by Medicare. You should not only look 
into options for this type of care (includ-
ing LTC insurance or a hybrid life product 
with a chronic care rider) but also think 
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more, but just getting outside in the sun 
and having fun can have health benefits 
too. Most smartphones come with health 
apps already installed, and additional 
tools like Fitbit can help get you started.

The fine-grained details here can get 
quite complex. But being armed with the 
right questions, and being motivated to 
create a plan, will start you down the right 
path. n

Thomas Mengel is a founding partner of MSMF, 
where he advises clients on matters including 
portfolio management, family wealth planning 
and business succession. Tom can be reached at 
his office at 12213 Big Bend Road, Kirkwood, 
MO 62122 and by phone at 314-677-2550.
 
Securities offered through Cetera Financial Spe-
cialists LLC (doing insurance business in CA 
and CFGFS Insurance Agency), member FIN-
RA/SIPC. Advisory services offered through 
Cetera Investment Advisors, LLC. Cetera enti-
ties are under separate ownership from any other 
named entity.

The Leaders Within

Developing future leaders in a company 
should be an ongoing priority for any 
growing company.  Consider the downside 
of not seeking out and nurturing future 
talent. Perhaps a manager leaves or your 
growth demands a new leadership posi-
tion. In either of these instances, if you 
haven’t been lining up candidates, you will 
certainly experience significant costs in 
dollars, lost time and missed opportuni-
ties.

At Mosby, we try to identify future leaders 
in many ways. One technique developed 
for this very purpose was implemented 
last year. In early 2015, we launched a lead-
ership and management workshop series. 
These ongoing workshops are offered 
every two weeks and consist of a broad 
range of topics, from basic management 
skills to more advanced leadership subject 
matter. The training sessions occur at the 
end of the workday and are nonpaid. All 
material is generated internally.

There are three key benefits to invest-
ing in these workshops. The first benefit 
is that they create a culture of continu-
ous improvement and growth. There is 
tremendous value in employees real-
izing the potential for new career paths 
within the organization instead of looking 
outside.  The second benefit is the actual 
lessons learned by the attendees. Much 
of the knowledge gained helps employees 
in their current roles. Associates become 
better equipped to work and interact with 
supervisors and peers. The third and most 
valuable benefit is identification of future 
leaders.  Uncovering individuals who are 
willing to invest their time in self-improve-
ment is by far the greatest return. When 
you see the same person coming time and 
time again, you may have a candidate for a 
future management opening. keep a close 
eye on these specific individuals, as one 
could certainly be a future leader in your 
company. n
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Identity Theft: How Easy Is It To Become You?
BY sCOTT LEWis

identity theft. Don’t think it can never 
happen to you! 

According to CNNMoney, 47% 
of American adults had their personal 
information exposed by hackers in 2014! 
That translates to 76 million households 
that were impacted by a major bank 
breach, according to J.p. Morgan and 
as reported in Forbes. In all, 5.2% of 
U.S. adults fell victim to identity fraud 
in 2014, according to Javelin Strategy & 
research. These numbers are expected 
to continue to grow as we embrace more 
and more electronic consumerism and 
more and more systems become con-
nected. 

This is where if you were a conspiracy 
enthusiast, you would become highly 
concerned about who at a higher level 
may be looking at your personal records, 
such as credit scores, health records and 
buying habits. 

When you think about who might 
become the best and biggest targets 
for identity theft, there are several big 
groups. Are you part of one of them?

1) Social media users are a prime 
target. Oversharing on social media can 
make you a victim. There are pieces of 
data that are required for me to become 
you; one may be your date of birth. Is 
that on your Facebook page? Your ad-
dress, maybe your cell phone number, 
or maybe even your mother’s name or 
maiden name – anyone can use that as 
your safe word? Don’t overshare your 
personal information. 

2) Credit card companies have gotten 
to be pretty good at using patterns to 
track your buying habits, your locations 
of purchases and many other spend-
ing habits. They do this because they 
are looking for the exceptions to those 
spending habits; then they can use that 
data to lock your account and protect 
you and them. However, big retailers and 
banks are always going to be prime tar-
gets for hacking, so the risk of you being 
involved is much greater if you are a high 
user of credit cards. 

3) Smartphone users are one-third 
more likely to fall prey to identity theft 
than the general public, according to 

LifeLock. We are using our smartphones 
now for just about everything, from mak-
ing hotel reservations to filing our taxes 
and doing our banking. All that infor-
mation is being stored and generated 
on our smartphones. You need to take 
the same protections and safeguards on 
your smartphone as you do your com-
puter, creating strong passwords, using 
anti-virus software and being cautious 
about using free Wi-Fi services – use your 
carrier first. 

4) Your children are a great soft target. 
Yes, your kids. Most have Social Security 
numbers, and we love to show our kids 
off and overshare on social media, which 
creates opportunities for identity theft. 
Children’s Social Security numbers are 
a hot commodity because they are clean, 
with no credit history and no tracking or 
trending models around spending habits. 
We compound that problem since we 
like to overshare on social media. Dates 
of birth, names and other little pieces of 
the puzzle give criminals an opportunity 
to go unnoticed for longer periods of 
time. 

You can do several things to help pre-
vent you from being a victim of identity 
theft and fraud. 

1) Don’t carry important documents 
with you on a regular basis. Items such as 
Social Security cards, passports and birth 
certificates are examples of documents 
you should keep in a lockbox or safety 
deposit box until you need them. 

2) Shred your mail. It is amazing what 
personal information comes in the mail-
box. Don’t simply throw it out. Shred it! 

3) Check your credit reports. These are 
your financial good-health check. Most 
people understand the importance of 
checking your credit report but simply 
don’t take the time to do it. There are 
many ways to keep an eye on your credit 
report and what is in your financial 
background. These types of services, such 
as LifeLock, act as watchdogs for your 
credit. Most will notify you if something 
is happening that is going to affect your 
credit score. These could be credit cards 
in your name, changes of address or 
other suspicious activities, and most of 
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So I guess you are a believer that cold-
calling does still work?

It seems like everyone is saying cold-

New Business Development: 
Why Isn’t It Working?
Here are 16 common reasons salespeople fail at new business development. Which 
of these are hindering your success?
1. You haven’t had to prospect, don’t know how or haven’t seen it modeled well.
2. You spend too much time waiting – waiting on the company or waiting for new 
materials, clearer instructions or leads.
3. You allow yourself to become a prisoner of hope to a precious few deals and 
stop working the process to create new opportunities.
4. You can’t effectively tell the sales story.
5. You have done an awful job selecting and focusing on target accounts.
6. You are late to the party and end up playing an already-in-progress game.
7. You have become negative and pessimistic.
8. You either are faking your phone effort or could be much better on the phone.
9. You are not coming across as likable or are not adapting to your buyer’s style.
10. You are not conducting effective sales calls.
11. You baby-sit and overserve your existing accounts.
12. You are too busy playing good corporate citizen and helping everyone else.
13. You don’t own your own sales process and default to the buyer’s.
14. You don’t use your calendar well or protect your time.
15. You have stopped learning and growing.
16. You just aren’t built for prospecting and hunting for new business.
Source: “New Sales. Simplified.” by Mike Weinberg

calling doesn’t work. The last thing I 
want struggling salespeople to hear is 
that they have permission to be less pro-

active. I can show you 
companies where it is 
working right now.  

I don’t like to call 
it cold-calling because 
it has such a negative 
connotation. people 
tend to freak out. I call 
it proactive calling. It 
does work.  

Not everyone gets a 
lead. Give me a good 
list of potential clients 
that look and feel like 
my best clients and I 
will do just fine. I will 
get in front of them, 
find their pain and 
show them I can help 
them. 

Many salespeople are 
failing today because 
they simply cannot use 
the phone. The phone 
is a great way to deliver 
your story.

What is the one 
question owners 
should ask themselves 
when it comes to sales?

If you don’t feel good 
about your job, you 
can’t sell. You can be a 
miserable person and 
do great accounting 
work. You can provide 
on-time, accurate finan-
cial statements and not 
have your heart into it. 
You can’t be a salesper-
son that hates his job 
and be great at sales. 

You have to push 
people past resistance, 
fight hard, self-moti-
vate, handle rejection, 
etc. You can’t do that if 
you hate your job.

The question owners 
should ask themselves: 
What kind of environ-
ment are you creating 
that is helping their 
salespeople sell? 
n

Identifying Your Target Prospects
Weinberg encourages business owners to ask a series of “who” and “why” questions to 
help identify strategic targets when creating a target prospect list:
n Who are our best customers (by industry, size, business model, location, etc.)?
n Why did they initially become customers? Why do they still buy from us?
n Whom do we compete against in the marketplace?
n Why and when do they beat us? And why do prospects choose us over them?
n Who used to be our customers (said differently, who used to buy from us)?
n Why did we lose the business?
n Who almost became a customer but didn’t (deals where we came close but 

lost)?
n Who has referred business to us in the past?
n Who should be referring business to us?
Source: “New Sales. Simplified.” by Mike Weinberg

New Sales. Simplified.
Weinberg wrote the book “New Sales. Simpli-
fied.” to help anyone in sales become more 
effective at his or her most important respon-
sibility: acquiring new customers. The book 
was published by the American Management 
Association (AMA) and can be obtained via 
amazon.com.

Keep Your Business 
Fluid, and Have a 

Healthy Bottom Line.
Give your office team what they want and 
need to keep productive throughout the 
day. Our total refreshment services can 
provide that added benefit to an active 
office all with one call.

800-4-ABSOPURE

WWW.ABSOPURE.COM

Bottled Water Coolers
Individual Size Bottled Water
Filter Coolers (Bottle-less Water Coolers)
Office Coffee Services
Single Cup Coffee Services

these services are much cheaper than 
cleaning up the mess that can be caused 
by identity theft.  

4) Don’t get sloppy with 
passwords. Guessing pass-
words is not as difficult as 
one might think if someone 
does some basic research and 
gets to know you a little bit. 
patterns will emerge and bad 
password habits will form, 
and then one day at the 
grocery store someone looks 
over your shoulder and the 
game is on.

Identity theft is a growing 
problem and is expected 
to get worse. We all know 
we should do something to 
protect ourselves, but it just 
never makes it to the top of 
the priority list until we try to 
buy a home or a car or get a 
credit card. 

But we can spend thou-
sands of dollars and poten-
tially years of time trying 
to clean up our credit and 
regain our identity. protect-
ing ourselves is worthy of our 
time and not that expensive 
in comparison to the overall 
cost of cleanup. n

Scott Lewis is the president and 
CEO of Winning Technologies 
Group of Companies. He has 
more than 30 years of experience 
in the technology industry and is 
a nationally recognized speaker 
and author on technology sub-
jects. Scott has worked with busi-
nesses to empower them to use 
technology to improve work pro-
cesses, increase productivity and 
reduce costs. Winning Technolo-
gies’ goal is to work with compa-
nies on the selection, implementa-
tion, management and support of 
technology resources. Learn more 
at www.winningtech.com or 877-
379-8279.
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Best in reliability
regardless of the project, the businesses 
you choose to partner with must follow 
through on commitments. The following 
companies were voted the most reliable 
in St. Louis. Make sure you check out the 
Awards page at www.sbmon.com to stay 
up to date with other Best in Business 
nominations for 2016.

Documents and Network 
Technologies, Inc.

SFW partners LLC CpAs  
and Management Consultants

 COMPANY NAME CONTACT INFORMATION

 Abeles and Hoffman, p.C. 314.991.4770 9666 Olive Blvd., #625
  ahcpa.com Olivette, MO 63132

 Aspect Software 978.250.7900 117 S. Main St.
 aspect.com St. Charles, MO 63301

 Cass Bank 314.506.5500 13001 Hollenberg Dr.
 cassbank.com Bridgeton, MO 63044

 CenturyLink 314.628.7000 1 Solutions pkwy.
 centurylink.com Town and Country, MO 63017

 Cole & Company, p.C. 314.892.6700 5520 Telegraph rd., #102
  cole-cpa.com St. Louis, MO 63129

 Computer Solutions 314.918.7600 10011 Watston rd.
 compsolstl.com St. Louis, MO 63126

 Da-Com Corporation, Inc. 314.442.2800 5317 Knights of Columbus Dr.
 da-com.com St. Louis, MO 63119

  314.773.6000 2275 Cassens Court, #112
 dntstl.com Fenton, MO 63026

 Extra Help 618.655.1212 5214 Chain of rocks rd.
 extrahelpinc.com Edwardsville, IL 62025

 Goldberg Segalla 314.446.3350 8000 Maryland Ave., #640
 goldbergsegalla.com St. Louis, MO 63105

 INVOGrEEN 314.925.0565 5980 St. Louis Ave
 invogreen.com St. Louis, MO 63120

 IQComputing 636.594.5552 2228 Mason Ln.
 iqcomputing.com Ballwin, MO 63021

 pooley Accounting Services 314.260.7808 p.O. Box 460241
 pooleyacctg.com St. Louis, MO 63146

 rBF Office Interiors 314.383.7003 5055 Natural Bridge Ave.
 rbfinteriors.com St. Louis, MO 63115

 Scheffel Boyle 618.656.1206 143 N. Kansas St.
 scheffelboyle.com Edwardsville, IL 62025

  314.569.3333 1610 Des peres rd., #300
 sfwpartnersllc.com St. Louis, MO 63131

 Simmons Bank 314.854.4510 8151 Clayton rd.
 simmonsfirst.com St. Louis, MO 63117

 St. Louis IT-Solutions 314.282.7077 p.O. Box 50001
 stlitsolutions.com St. Louis, MO 63105

 Sumner Group, Inc. 314.633.8000 6717 Waldemar Ave.
 sumner-group.com St. Louis, Mo 63139

 The Enterprise Law Group 314.282.8725 8151 Clayton rd., #201
 theenterpriselawgroup.com St. Louis, Mo 63117

 The Simon Law Firm, p.C. 314.241.2929 800 Market St., #1700
 simonlawpc.com St. Louis, MO 63101

 ThrottleNet, Inc. 866.826.5966 9201 Watson rd., #350
 throttlenet.com St. Louis, MO 63126

 Weinhardt party rentals 314.822.9000 11601 Manchester rd.
 weinhardtpartyrentals.com Des peres, MO 63131

 Whelan Security 314.644.3227 1699 S. Hanley rd., #350
 whelansecurity.com St. Louis, Mo 63144
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www.stlexpo.com

Constant Contact
paige Cahill, Central Midwest regional 
Development Director 
913.515.9268 
www.ConstantContact.com
pcahill@constantcontact.com 
Constant Contact Helping You Grow Your 
Organization & Marketing results with 
Af¬fordable Online Marketing Tools: such 
as email, survey, social and event/registra-
tion marketing campaign tools.
•Attend live and free marketing webinars 
and seminars at www.ConstantContact.
com/Events
•Need a speaker for your conference, expo, 
association, nonprofit, or chamber educa-
tional events?
•Sign up for a 60-day test drive with our 
Constant Contact marketing tools (no 
credit card or obligation necessary)

First Community Credit Union
17151 Chesterfield Airport rd
Chesterfield, Missouri  63005
636/537-4400  
www.firstcommunity.com
 With almost 80 years in business, First 
Community Credit Union is nearly a two 
billion dollar financial institution with 38 
locations. Our mission is to provide quality 
products and affordable financial services 
for consumers and small businesses. First 
Community is a state-chartered credit 
union, organized under strict regulatory 
laws that are monitored and enforced by 
the Missouri Division of Credit Unions and 
the National Credit Union Administration. 
First Community is well capitalized; safe, 
sound and secure. Come join the 225,000+ 
members who do their banking with us. 
We’re here for All Your Savings and All 
Your Loans! 

Journey Entertainment
Mike Johnson – producer, D.p.
www.jentertain.com
mike@jentertain.com
636-577-3994
Journey Entertainment is a full service 
video production company dedicated to 
helping you tell your story. We can handle 

anything from a simple shoot in town 
to a full blown television series shooting 
multiple locations around the world. Have 
little more than an idea? No problem! Let 
us take your video project from concept 
to completion. Our experts will help you 
reach your audience with stunning visuals 
and intriguing stories in the most effective 
way possible. What are you waiting for? Let 
us help you #TellYourStory!

MDC Professional Services
www.mdcprofsvc.com
877.858.MDC1 (6321) or 314.812.4805
info@mdcprofsvc.com
We are one of the nation’s leading profes-
sional service firms. We provide companies 
the help needed to make better decisions, 
convert those decisions to actions and 
deliver the sustainable success they desire. 
As specialists in the business sector, we pro-
vide our clients with a wide array of highly 
technical, very efficient, affordable options 
for all their business challenges.  Visit us at 
the St. Louis Business Expo, Booth # 205 
to discuss how we can help your business 
improve your bottom-line.

Scheffel Boyle
618.277.8100
www.scheffelboyle.com 
info@scheffelboyle.com 
At Scheffel Boyle, our mission is to de-
velop an exceptional team of professionals 
who provide innovative ideas and world-
class services to help each of our clients 
succeed. We are one of the largest CpA 
firms in Southern Illinois and have been 
listed by the St. Louis Business Journal as 
one of the largest CpA firms in the entire 
St. Louis area for the last 25 years.
With our experience serving closely held 
businesses, governmental and non-profit 
organizations, and high net-worth individu-
als, we help clients meet their compliance 
obligations, capitalize on marketing oppor-
tunities, improve their organizations, and 
fulfill their financial goals.

Spectrum Business (Charter Business)
patrick Sweeney
314.791.0848
patrick.a.sweeney@charter.com
Serving companies from start-ups to 
national enterprises, Spectrum Business 
has a wide variety of Internet, Voice, and 
TV services—many with Free features that 
will save you money every month. We help 
businesses of all sizes be more productive—
at pricing that makes sense for your 
budget. Our internet service is a powerful, 
reliable, and cost-effective product that 
delivers the fastest speeds available. Our 
phone service offers reliable and advanced 
business Voice products to meet your 
needs. And our TV service will entertain 
and inform customers and clients with 
the top news, sports, and entertainment 
channels—all available in crystal clear HD 
for FrEE. If you are not currently using 
Spectrum Business please reach out to me 
at patrick.a.sweeney@charter.com for a no 
obligation quote and take a look and see 
what we can save you each month

Winning Technologies Inc. 
Scott Lewis 
636-379-8279 
www.winningtech.com 
Slewis@winningtech.com 
Winning Technologies is a Business Man-
agement company that specializes in the 
selection, implementation, management 
and support of technology initiatives. 
Visit www.winningtech.com for more infor-
mation

YP
Yp is a leading local marketing solutions 
provider in the U.S. dedicated to helping 
local businesses and communities grow. 
Yp’s flagship consumer brands include 
the popular Yp app and Yp.com, which 
are used by nearly 70 million visitors each 
month in the U.S. (Internal Data, Au-
gust 2015).   Yp solutions include online 
presence, local search, display advertising, 
direct marketing and print directory ad-
vertising. Yp maintains relationships with 
nearly half a million advertisers. For more 
information, visit us at http://corporate.
yp.com. Follow us on Facebook: https://
www.facebook.com/ypforbusiness and on 
Twitter: @ypforbusiness.

Absopure Water Company
1 (800) 4-Absopure or    
1 (800) 422-7678
Www.absopure.com
Absopure bottled water can be found in 50 
states through retail outlets and delivered 
direct to homes and businesses through-
out the Midwest.  As part of its home 
and office refreshment delivery services, 
Absopure also provides water coolers, filtra-
tion systems, office coffee, single cup coffee 
and is a leader in recycling plastic bottles.

Arch Engraving
314-966-8800
www.archengraving.com
Arch Engraving is your source for glass, 
crystal & Acrylic Awards, plaques, Tro-
phies and virtually any sort of recognition 
products, including nametags, name badg-
es and signs. In June 2015, Arch Engraving 
acquired Stiern Laser. The company now 
provides industrial engraving.

Berry
www.theberrycompany.com
rob DeLong – regional Sales Manager
636-939-1529
rob.DeLong@theberrycompany.com
IT’S SIMpLE, WE DELIVEr CUSTOM-
ErS TO YOUr BUSINESS!
Berry is a full-service marketing company 
for small and medium-sized businesses. We 
offer a complete advertising solution, rang-
ing from the print directory to cutting-edge 
digital solutions, including websites, search 
engine marketing, video and more. We 
take care of your advertising needs, so you 
can focus on your business! We’ll take the 
lead to create, implement and monitor the 
marketing program, allowing our custom-
ers to focus on running their business.
We offer custom solutions tailored to your 
specific business needs!
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nuggets of wisdom that can help you 

develop 
strategy, gain more 

clients and 

accelerate your firm’s 
growth. 

Photos by Bill Sawalich

ADVICE
EVER

“Any time you can enhance 
the client’s ability to make 
quick and informed decisions, 
minimize effort and maximize 
resources for growth, you add 
value.” 
–Kirk Ferrell, 
Flat World Supply Chain

“Patience is the key when it 
comes to growing a business.  
Everything takes more time 
than you initially plan for.” 
–Scott Ellison, 
FS Label 
Manufacturing Co.
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“We’re succeeding because we make 
a point of staying true to what we are 
and getting better at what we do. I’ve 
learned to figure out what we have in 
common with customers and we have 
built on that. Listening to our custom-
ers has taught us that if we find more 
products our customers really want, 
then word of mouth brings more re-
quests, and more customers. Building 
relationships builds business.”
–David and Linda Shogren, 
U.S. International Foods

“Find good people; keep them; build a team that is 
dedicated towards the goal.”
–robert Wunderlich, Jr., Wunderlich Fibre Box Co.

“Launching a business can be challenging but staying 
relevant and innovative can be just as hard.  My advice 
is to always be looking at what’s next....how can you 
innovate? How can you improve your product or service?  
What environmental changes could occur that could 
affect your business?  Basically what is your 2.0 (next 
version)?”
-Lori Eaton, NextGen Information Services

“Stick with your core business, Do not get distracted by 
other business ventures until you have mastered the first 
business.”
-Brian D. Chapman, MBI Worldwide

“View and treat your clients as partners - not as custom-
ers. Involve and include them in decisions, especially 
when something isn’t going as planned. They’ll appreci-
ate the inclusion and will work with you to solve the 
problem - as partners do and should.”
-Matthew D’rion, Worry Free Marketing

“regularly take profits out of the business and invest 
funds for safety.  There’ll always be business cycles and 
there’ll always be lean years or losing years and if you 
have money put away in safe investments then you will 
be able to use that money and be well capitalized to ride 
through the tough times.”
-Bonny Filandrinos, Staffing Solutions

“Always look at 
your financials, not 
to just keep your 
bank happy but 
also have enough 
working capital to 
operate your day-to-
day business.”
-David Gao, Arctic 
Food Services

“Only worry about 
things that you can 
control.”
–Larry Weinberg, 
Accounting Career 
Consultants

“As a business owner, make sure you take time to work 
“on” the business and not just “in” the business.  It is 
critical to the long-term success of the business.”
-Lisa Nichols, CEO at Technology Partners, Inc.

“I was told this years ago, when I was right out of 
college---If a client ever tells you that they are dissatisfied 
with something that you did, make sure that you never 
hear that comment again- and not just from that client, 
but from any  client.  And more importantly, if a client 
ever lets you know that you did something exceptional, 
do not be satisfied with that.  Make sure that you strive 
to do it even better.  I have never forgotten those words, 
and I think it has helped me in building my accounting 
practice ever since.”
-r. Christopher Madison, Purk & Associates, PC

“Investing in a good accountant/bookkeeper is invalu-
able.  A good account/bookkeeper asks questions and 
wants to understand you and your business.  A good 
account/bookkeeper helps teach you how to keep simple 
records that will help reduce your bill and make your 
books more accurate.”
-Misty O’Keefe, Child Care Aware® of Missouri

“From my father:  ‘When forced to make a decision with 
less information than you need, make the decision that 
you can reverse.’   Simple, effective, and something I use 
almost every day in every aspect of life (but not as well as 
he did.)”
-Joe Eckelkamp, Eckelkamp and Associates 
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“Focus on 
establishing 
long-term strate-
gic partnerships. 
Surround 
yourself with 
good people.”
CoryElliott,
CMTRoofing
LLC

“A mentor taught me years ago to IMPLEMENT A 
GOOD PLAN B NOW rATHEr THAN DELAY AND 
WAIT FOr THE PErFECT PLAN A…..”
-Frederic M. Steinbach, MSW Marketing 

“One of the best pieces of business advice I was given 
was ‘everyone’ is not your client. Not only do you have 
an ideal client or someone you’d prefer to work with 
there are people that would prefer to work with you. 
Whether you are a digital marketer like myself or a real-
tor, not everyone is your potential customer. Do your 
homework and break down who you want to do busi-
ness with and who your business could and can serve 
best.”
-Stephanie Nissen, Nissen Media

“My success as a business owner came from working 
with my heart and having a purpose with what I cre-
ated. You cannot grow a business by yourself. You need 
the help of others, which means having a staff that is 
trained with the same mission. Working as a team with 
passion, loyalty, and making a difference. When there is 
a demand for your business , drive and passion to work 
with your heart in making a difference is what creates 
success.”
-Ola Hawatmeh, Ola Style

“Be like Water, so you can adjust to anything in life or 
business! Water is the softest thing, yet it can Penetrate 
Mountains and Earth... Be like water my friend.”
-Monica LeDe’e Sims, ASHCOr Logistics

“The best advice I ever received is don’t pick a fight you 
cannot win.  We all have to bite our tongues from time 
to time.  If are certain you are correct but don’t think 
you can persuade the other party just back away and 
chalk it up to experience.”
-Howard M. rosen, Conner Ash P.C.

Let us help you
#TellYourStory

636-577-3994    mike@jentertain.com

j e n t e r t a i n . c o m
e n t e r t a i n m e n t
journey

 Integrated HR Solution 
simploy.com

Simploy has your HR needs covered at every turn.

By outsourcing your basic HR needs to Simploy, your employees receive essential services 
while you limit your liability and reduce costs.  Proven expertise with our integrated 

services, including compliance, benefits, payroll and workers’ compensation, mitigates your 
risks and helps you sleep better at night.
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St. Louisans You 
Should Know

 100 individuals 
that can inspire & direct your success

100
words by Julia Paulus Ogilvie

ProFILE Photos by bill sawalich



CREATING SOME LUCK
What does it take to succeed in business?  A combination 
of hard work, knowledge, persistence, dedication, luck and a great contact list. 
We here at SBM can’t help you with the luck part, but we can help you with the 
contact list.

We know that all it takes sometimes is an introduction to the right person at 
the right time and things can just come together. That is why we have decided 
to help you stack the odds in your favor by compiling this list you hold in your 
hands (or read on the screen if that is your thing). With the 100 St. Louisans 
to Know to Succeed in Business (written by Julia Paulus Ogilvie), you now have 
access to the kind of people that will get you some of the needed perspective 
that is crucial to success.

The more of these people that you choose to get to know, the better the 
chances you have of creating your own luck. People like Don Breckenridge 
of Hatchbuck. Breckenridge grew up in a family of entrepreneurs, so he 
understands how the right contacts can be an invaluable resource. It is what 
continues to motivate him as he continues to help and change the game for 
small businesses as CEO and co-founder of Hatchbuck.

The most fun part of this feature is getting all the names and faces of 
people like Breckenridge in one place. How were these individuals chosen? 
A group of community leaders identified the individuals for the edition.  They 
are all key executives, financiers, notable achievers, connectors and other 
business-community leaders. The judges chose the individuals based on their 
contributions to the area businesses and the overall business community. 

It is not difficult to come up with 100 names and personalities for this list. 
What is difficult is paring it down to 100. That being said, we know that there 
is someone that you feel should be on this list. Someone who is a no-brainer 
... an influencer who has meant so much to so many business owners. Please 
send me an email (ron@sbmon.com). Let me know the name, title, company 
and a brief (150 word) description as to why that person is someone that St. 
Louisans should know. Happy connecting – 

Ron Ameln
President, St. Louis Small Business Monthly

Linda Allen
Arsenal Credit Union

Linda Allen is 
the president and 
CEO of Arsenal 
Credit Union, 
which is driven 
by the mission of 
using the power 
of money to help 
people improve 
their economic and 
social well-being. 

For more than 25 years, Allen has been 
striving to support Arsenal’s members 
and, ultimately, fulfill this mission. 

Nora Amato
Chesterfield Chamber 
of Commerce

Since 2012, 
Nora Amato has 
been promoting 
area businesses 
and supporting 
economic growth 
as the executive 
director of the 
Chesterfield 
Chamber of Com-

merce. Amato supports her chamber’s 
600 members by acting as their voice to 
the county government and offering many 
networking opportunities with other busi-
ness owners in the area. Before becoming 
the chamber’s director, Amato worked in 
the finance and real estate industries. 

Mary Bannister
Polsinelli

Mary Bannister 
is a shareholder 
with polsinelli, 
an Am Law 100 
firm with more 
than 750 attor-
neys in 17 offices 
serving corpora-
tions, institutions, 
entrepreneurs 

and individuals 
nationally. She is known for achieving 
successful and timely closings of complex 
business transactions. Bannister provides 

David Bender
Bender & Company

David Bender 
shares his more 
than 30 years 
of public ac-
counting, private 
industry financial 
management and 
taxation experi-
ence through his 
firm, Bender & 
Co. CpAs pC. 
Bender strives to fulfill his firm’s mission 
to increase its clients’ net worth by provid-
ing quality, innovative and responsive 
accounting, tax and consulting services to 
businesses and individuals. In addition, 
Bender is a certified tax coach and has 
received the Certificate of Educational 
Achievement from the American Institute 
of CpAs (AICpA) in personal financial 
planning (pFp). 

Tyler Bender
Midwest Regional Bank

As the presi-
dent/director of 
Midwest regional 
Bank, Tyler 
Bender handles 
operations, man-
agement, growth 
and personnel. 
The fast-growing 
bank, based in 
Festus, supports 
growth in the St. Louis market with com-
mercial banking specialties including lines 
of credit, term loans, community banking, 
letters of credit, Low-Income Housing Tax 
Credits, Historic Tax Credits, cash flow 
lending, commercial real estate, participa-
tion, automotive and other floor plans, 
equipment loans or leases, and capital 
expenditure lines of credit. Bender joined 
Midwest regional Bank in 2007 and had 
roles including commercial credit analyst, 
assistant vice president and vice president. 
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strategic legal advice whether the structure 
or negotiation involves acquisition, divesti-
ture, financing or strategic alliance. She 
has more than 20 years of experience in a 
wide range of transactions in the manufac-
turing and service industries.

Congratulations 
John Brandvein 
on being named one of 
STL’s Top 100 People 

To Know

7777 Bonhomme Ave., #2101
St. Louis, MO 63105

314-725-5514
www.brandvein.com

7777 Bonhomme Ave., Suite 2101 
St. Louis, MO 63105

Certified Public Accountants 

BRANDVEIN 
 & CO.,  P.C.
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Laura Boedges
Rogers & Co.

Laura Boedges 
has dedicated her 
career to purpose-
driven financial 
planning. Her 
clients benefit 
from the team 
approach taken 
at rogers & Co., 
a wealth man-
agement firm. 
Boedges and the rogers & Co. team craft 
financial plans that make retirements satis-
fying, comfortable and ultimately reward-
ing. Her commitment to bettering the 
lives of her clients drives her success daily. 
She specializes in areas including retire-
ment income strategies, divorce strategies, 
personal insurance, business succession, 
asset allocation strategies, estate conserva-
tion strategies, executive benefit strategies 
and philanthropic gift strategies.

John Brandvein
Brandvein & Co. PC

In 1958, John 
Brandvein 
joined the 
field of public 
accounting. 
After 36 years 
in the industry, 
he founded 
Brandvein & 
Co. pC. Brand-
vein shares his 
expertise today through his firm, which 
handles litigation support, business plan-
ning and consulting, business valuations, 
individual and business tax planning and 
compliance, financial consultations    and 
planning, dispute resolution consulting, 
estate planning, case management and 
consulting, and tax audit representation.     

Kathleen Bilderback
Affinity Law Group, LLC

Kathleen Bilder-
back is a founding 
member of Af-
finity Law Group 
LLC, a firm dedi-
cated to providing 
legal services to 
businesses and 
their owners and 
executives at every 
stage of their life 

cycles. She specializes in estate, business 
and executive benefits planning and estate 
and executive compensation planning 
with life insurance. Outside her law 
practice, Bilderback is a nationally recog-
nized speaker and author and an adjunct 
professor in the Master of Laws program 
at Washington University’s School of Law. 
She is a member of the Business Insur-
ance & Estate planning Committee of the 
Association for Advanced Life Underwrit-
ing and was selected as a registered player 
financial adviser for the NFL players Asso-
ciation. She serves on the board of direc-
tors of the St. Louis Children’s Hospital 
Foundation and is chair of the Legacy 
Advisors Board there and also serves as 
the president of the Society of Financial 
Service professionals-St. Louis Chapter.

Brian Billhartz
Heffernan Insurance Brokers

Brian Billhartz 
is the senior vice 
president and 
branch man-
ager of Wrap Up 
Solutions and 
Heffernan Insur-
ance Brokers. At 
Heffernan, an 
independent insur-
ance agency big 

enough to compete with direct writers but 
still small enough to provide boutique per-
sonal service, Billhartz provides guidance 
to the 100% employee-owned firm and 
its clients. With offices in California, Or-
egon, Missouri and New York, Heffernan 
fulfills commercial insurance, personal 
insurance, employee benefits or financial 
services and retirement needs.

Business coach Jeff Arthur has 
done something for his clients 
that sounds unbelievable at 

most and unlikely at best: He has 
helped 100% of the businesses he 
works with, from Fortune 500s to 
small local shops, grow. How did 
he do this? Let’s back up and find 
out a little more about Arthur, who 
entered into the world of coaching 
only 10 years ago.

After spending 30 years in the 
ministry, a fact Arthur mentions 
reluctantly because of the assump-
tion that he’ll be pushing an agenda, 
he was approached by a good friend 
about a new career path that seemed 
like a perfect fit for him: working as 
a life coach. After three months of 
learning more about the coaching 
business and being persuaded by the 
owner of the coaching group, Arthur 
decided to follow in the footsteps of 
John Maxwell and transition from 
minister to business coach.

Arthur began his career as a life 
coach by becoming certified and 
working for four years for the firm 
that introduced him to coaching. 
Then he was ready to step out on 
his own and take his coaching in a 

new direction – from working as a 
life coach to coaching executives and 
business owners. “The more I was 
doing it, the more I wanted to take it 
in a different direction, from being 
a life coach to individuals to being 
a corporate and business coach,” he 
says. “I wanted to do my own mate-
rial in St. Louis.”

As the founder of The Values 
Conversation, Arthur, along with 
his team, offers services including 
keynote speaking; individual, couple 
and family coaching; corporate 
coaching; and coach training. He 
supports his clients with a system 
honed from his years of experience 
as a minister and coach and the 
ability to recognize patterns in those 
he is trying to help. Today Arthur’s 
executive clients have more in com-
mon than these patterns. remark-
ably, their businesses are all growing. 
“When you speak with my clients, 
they will tell you how I have helped 
them because 100% of my clients’ 
businesses are growing,” he says. “As 
a life coach, I worked with hundreds 
and hundreds of people. I have 
worked with dozens and dozens of 
corporations today.” 

jEff ARThUR
the values conversation
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Don Breckenridge
Hatchbuck

As a lifelong entre-
preneur with a pas-
sion for invention, 
Don Breckenridge 
has a track record 
of launching and 
building successful 
software compa-
nies. In 1999, 
he co-founded 
Sendouts, an on-

demand software for third-party recruiting 
professionals. After exiting Sendouts in 
2010, Breckenridge and co-founder Jim 
Siverts identified an unmet need in the 
marketplace for a sales and marketing au-
tomation tool that catered to the unique 
requirements of SMBs. They launched 
Hatchbuck, a simple and affordable sales 
and marketing automation product that 
helps SMBs easily nurture relationships, 
increase sales and grow. Outside of Hatch-
buck, Breckenridge is a member of the En-
trepreneurs’ Organization and is involved 
in the Muscular Dystrophy Association.

Thomas Brouster
Reliance Bank

With more 
than 45 years of 
experience in the 
banking industry, 
Thomas Brouster 
is a well-known 
leader in his field, 
having led 15 
bank turnarounds 
during the past 35 

years. He spent his 
career acquiring troubled financial institu-
tions in Missouri, Kansas and Illinois and 
successfully turning each of them around 
to profitability. In March 2013 Brouster 
was appointed reliance Bank’s chairman 
after serving in a consulting role for sev-
eral months. He successfully raised over 
$31 million in a recapitalization of the 
bank and controls 60% of the company’s 
common stock. The bank is now profit-
able and continues to grow. 

James Canada
Alliance Technologies LLC

James Canada 
is the managing 
partner and presi-
dent of Alliance 
Technologies LLC, 
a St. Louis-based 
IT firm that is 
committed to 
providing world-
class managed 
services, network 
solutions, staff augmentation and con-
sulting solutions to its customers. As the 
firm’s managing partner and president, 
Canada shares his expertise in operations, 
business development and program/proj-
ect management leadership.

While an engineering student 
at Washington Univer-
sity, Abby Cohen began 

to build her professional expertise, 
getting a number of internships and 
research positions at the Washing-
ton University School of Medicine, 
Wayne State University and Stryker. 
After her graduation in 2013 with a 
Bachelor of Science in biomedical 
engineering, Cohen decided to apply 
what she had learned as an intern and 
student to a company of her own, so 
she co-founded Sparo Labs, an award-
winning digital health startup that is 
committed to breathing life into the 
asthma industry. Sparo Labs’ flagship 
product, Wing, helps people manage 
their asthma with a powerful app and 
pocket-sized sensor that measures lung 
function. 

“Wing ends the fear and uncertain-
ty of asthma by empowering people to 

better understand, track, and proac-
tively manage their disease,” Cohen 
says. “I strive to help develop solu-
tions to problems that significantly 
impact people’s ability to live happy 
and healthy lives.”

She applies her mission of helping 
people live happier, healthier lives 
to the broader community outside 
Sparo as well. “I am civically engaged, 
serving as a board member of the St. 
Louis Chapter of the Asthma and 
Allergy Foundation of America, a 
volunteer for prosper Women Entre-
preneurs and a member of Cranbrook 
Educational Community’s Innovation 
Advisory Committee,” she says. “I was 
a pipeline fellow in 2013 and remain 
an active member in pipeline, an ex-
clusive community of entrepreneurial 
leaders building high-growth compa-
nies in the Midwest region.”

Edward Bryant
St. Louis Minority 
Business Council

Edward Bryant is 
an experienced 
stakeholder engage-
ment strategist with 
over 15 years of ex-
perience helping or-
ganizations identify 
key stakeholders 
and develop and 
implement engage-
ment programs and 
initiatives. Bryant developed this experi-
ence working for organizations including 
the Saint Louis Economic Development 
partnership and Coalescence Consult-
ing. Today Bryant is president of the St. 
Louis Minority Business Council and vice 
president of Diverse Business Solutions. 
In addition, he is chair of the Community 
Impact Committee of the United Way of 
Greater St. Louis.

ABBy COhEN
sparo labs
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Nathan Chew
Range Logistics

Nathan Chew 
is a co-founder 
and president of 
Kirkwood-based 
range Logistics, 
a locally owned 
and operated 
third-party logistics 
firm. Through his 
company, Chew 
fosters business by 
supplying trucks and supply chain solu-
tions to local and national manufacturers 
and shippers.

Eric Clark
Neighbors Credit Union

For the past 23 
years, Eric Clark 
has been aiding 
those in need 
of financing as 
a lender with 
Neighbors Credit 
Union. Today 
Clark is the vice 
president of lend-
ing at Neighbors 
Credit Union. Today Clark not only 
shares his expertise with clients of the 
credit union but also gives free financial 
seminars on topics such as understanding 
credit reports.

Aron Clay
Acme Erectors, Inc.

After earning 
his degree in 
construction 
engineering and 
management and 
then his MBA, 
Aron Clay began 
his career as a 
project engineer 
at Tarlton Corp. 
in 1993. There 
he gained valuable knowledge about the 
construction industry by solving prob-

Cheri Combs
Deloitte

Cheri Combs 
has spent the 
majority of her 
over-25-year 
career help-
ing resolve tax 
issues, and the 
vast majority of 
that time has 
been spent with 
Deloitte Tax 
LLp. Today she is the office tax managing 
partner for Deloitte, where she leads her 
staff in serving clients ranging from indi-
viduals to multinational corporations.

Susan Conrad 
Plancorp

Susan Conrad, AIF, is the director of 
plancorp’s retirement plan Advisors 
division and 
guides employ-
ers through the 
complexities 
of managing a 
successful retire-
ment plan for 
their employees. 
Conrad designs 
comprehensive 
retirement plan 
solutions that 
help employers meet their specific needs 
and objectives. 
In addition, Conrad leads financial plan-
ning seminars for employees. 

Diane Compardo has always 
had a strong drive when it 
comes to both her career 

and the time she spends giving back 
through charitable work. After earn-
ing undergraduate and graduate de-
grees in accounting, Compardo began 
her professional career in the St. Lou-
is office of pricewaterhouseCoopers. 
While she honed her skills in the 
company’s Executive Services Group, 
advising clients on a wide range of 
tax, investment, estate planning and 
other financial matters, the company 
reinforced the importance of volun-
teering. “At pricewaterhouseCoopers 
they did a great job of getting every-
one involved in organizations that 
better our community, such as Junior 
Achievement,” says Compardo, who is 
now a principal with Moneta Group. 
“When I joined Moneta, it was just 
natural to get even more involved.”

Compardo currently serves as 

treasurer and finance chair for Cov-
enant House Missouri, a nonprofit 
organization that empowers home-
less, runaway and at-risk youth to live 
independently and become contribut-
ing members of the community. She 
is also on the board of the Southern 
Illinois University Foundation and 
serves on the investment committee 
that manages its endowment. “I also 
actively support the Moneta Group 
Charitable Foundation, which has 
been very active and generous to a 
number of local St. Louis charitable 
organizations,” she says.

For Compardo, helping others is a 
source of energy and a way to share 
her own good fortune. “Throughout 
my life I’ve been fortunate to have a 
number of generous people who went 
out of their way to help me, and now 
I am in a position to do the same for 
others in need,” she says.

lems for construction managers, general 
superintendents and subcontractors. In 
1997 Clay left Tarlton to become a project 
manager at Acme Erectors Inc. With 
hard work, determination and business 
innovation he was soon promoted to vice 
president. In 2005, Clay became president 
and owner of Acme Erectors. Still in this 
role today, his main focus is managing and 
building his team to consistently deliver a 
high level of service and excellent product 
quality.

dIANE COMpARdO
moneta group, inc.
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Scott Crancer
General Automatic Transfer Co.

An expert in 
taxes and tax 
preparation, Scott 
Crancer has spent 
years working 
in the St. Louis 
business commu-
nity to develop his 
skill set. For more 
than a decade, he 
was a tax manager 

with Anders CpAs and Advisors. Today he 
shares his expertise as the chief operating 
officer of General Automatic Transfer 
Co., an industrial automation company.

Larry Cresswell
Small Business Administration

Currently the 
regional manager 
of the U.S. Small 
Business Admin-
istration’s Office 
of International 
Trade for the U.S. 
Export Assistance 
Center in St. Lou-
is, Larry Cresswell 
works with the 

Department of Commerce, Export-Import 
Bank and many other resource partners to 
assist any small business wishing to partici-
pate in international trade. His goal is to 
make sure any business owner interested 
in exporting goods or services benefits 
from the SBA and its partner organiza-
tions. Before joining the SBA, Cresswell 
was an award-winning banker.

Scott Dallman
Centrue Bank

Financial indus-
try expert Scott 
Dallman is the 
senior vice presi-
dent of Centrue 
Bank, which serves 
clients from the far 
western suburbs of 
Chicago south to 
St. Louis. Outside 
his banking career, Dallman is also on the 
board of directors for regional Growth 
Capital (rGC), which facilitates business 
growth through unique financing – invest-
ments without an ownership interest. The 
rGC serves the entire St. Louis/Illinois  
region.

Jim Dankenbring
Spencer, Fane, Britt & Browne

As a partner at 
Spencer Fane 
Britt & Browne, 
Jim Dankenbring 
represents busi-
nesses in mergers 
and acquisitions, 
securities law, 
complex contract 
negotiations, and 
executive compen-
sation. He helps buyers and sellers, includ-
ing senior management and investors, in 
connection with the acquisition, sale and 
recapitalization of businesses in industries 
such as health care, manufacturing and 
technology. He also guides issuers and 
investors in public and private debt and 
equity financings, credit facilities, and 
other complex financing transactions. 
Outside the firm, Dankenbring is on vari-
ous boards of directors, including those of 
the Lutheran Foundation of St. Louis, the 
Lutheran Indian Ministries, The Foun-
dation for Called Workers, Educational 
Enterprises Inc., and the Dakota Boys and 
Girls ranch Foundation.

For as long as Joe Gadell can 
remember, he has been drawn 
to technology and business. 

After being given his first computer 
at just 7 years old, Gadell took im-
mediate interest in learning how to 
use it and how to break it so he could 
watch and learn how his dad would 
fix it. “I proceeded to help run our 
grade school labs and taught myself 
enough BASIC, C and eventually 
C++ programming so that I could 
write small utilities and software 
plug-ins for a popular modem dial-up 
bulletin board system called TriBBS,” 
says Gadell. “During high school and 
college I had unique opportunities to 
practice what I knew and expand my 
skill set professionally while working 
for several local small businesses.”

Upon graduating from Saint Louis 
University, Gadell took a job with 

Enterprise’s corporate office and 
continued to do side projects in the 
evenings. Having watched his dad 
and a close friend run their own busi-
ness, he decided to take the leap just 
six months later. Today his company, 
GadellNet, has become an exception-
al IT resource that helps guide small 
businesses through technology. Along 
the way GadellNet has achieved 
recognizable growth, being named to 
the Inc. 5000.

Gadell and his partners now look 
to keep maturing the business, grow-
ing into new markets and investing 
heavily in their staff to ensure the 
company is ready for growth. “We are 
excited to continue to bring on new 
customers, meet new people, and 
hopefully make friends and longtime 
partners along the way,” he says.

100 st. louisans to know
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Sam Glines is the co-founder of 
Norse Corp., an award-winning 
cybersecurity firm that is just 

under 5 years old. Glines and his 
company have received both industry 
kudos and millions of dollars in fund-
ing for Norse’s signature IpViking 
software, an online platform that 
provides a real-time set of multidi-
mensional security intelligence on 
Ip addresses to protect e-merchants, 
financial institutions and other sensi-
tive infrastructures from cyber-attack 
and electronic fraud.

IpViking works by identifying the 
world’s most dangerous Ip addresses – 
those that attack other systems, or, in 
compromising computers via stealth 
malware, co-opt them into a network 
of zombie computers controlled by 
hackers. 

“The software acts as a kind of hon-
eypot, attracting the bad guys to it so 
we can identify who they are, monitor 
what they’re doing and communicate 
that intelligence in real time to cus-
tomers who can then take proactive 
measures,” says Glines. “It was the 
Target data breach last year that really 
woke corporations up to their very 

real vulnerabilities. Currently it can 
take 180 days for a company to dis-
cover a breach. We can provide that 
information in hours. Our clients 
have access to a portal through which 
they can see critical data concerning 
what’s going on. Then they can take 
action on the threat and either head 
it off or act quickly to mitigate the 
damage.”

Today the company’s staff of 90 
serves 25 large companies on five 
continents. The product line has 
expanded to include IpVenger, a live 
cloud-security solution for web con-
tent management systems; nGat , a 
payment gateway for payment proces-
sors; and InstantAccept, which allows 
merchants to process and record 
electronic payments directly from 
smartphones and tablets. 

Glines looks forward to growing 
globally.“But getting there means 
keeping our central focus on innova-
tion,” says Glines. “A purpose-driven 
company, we think less about what 
companies we’re going to sell to than 
about how we’re going to grow in 
order to provide our customers with 
the service they need.” 

Jennifer Davis
Greensfelder, Hemker & Gale PC

Jennifer Davis is a 
partner at Greens-
felder, Hemker & 
Gale p.C. Whether 
setting up a family 
estate plan or help-
ing a bank with is-
sues as a corporate 
fiduciary, Davis 
is adept at taking 
complex estate and 
tax planning matters and applying them 
to clients’ daily needs. As a member of the 
firm’s Trusts & Estates practice Group, 
she works with clients ranging from 
business owners and multigenerational 
families to some of the region’s largest 
financial institutions. Davis has helped in-
dividuals and families with issues related 
to estate planning, charitable planning, 
probate and trust administration, fam-
ily business entities, succession business 
planning, and wealth preservation strate-
gies. In addition, she represents financial 
institutions and nonprofits regarding 
various issues. Outside her legal practice, 
Davis works with community organiza-
tions including Dance St. Louis, St. Louis 
Children’s Hospital and the Saint Louis 
University planned Giving Council.

John Dulle
Jefferson Bank and Trust

For 28 years John 
Dulle has been 
helping individuals 
and businesses with 
their banking needs 
as a team member 
of Jefferson Bank 
and Trust. Today 
Dulle is the bank’s 
president. previ-
ously he served as 
executive vice president. He has been a 
member of the board of directors since 
1991.

raullo Eanes
St. Louis Minority 
Business Council

raullo Eanes is the 
senior financial 
consultant for the 
Minority Busi-
ness Development 
Agency (MBDA) 
Business Center. 
In this role he 
provides financial 
counsel to small-
business owners. 
His previous 20-plus years in banking 
coupled with his experience from once be-
ing a successful small-business owner has 
proven to be an effective recipe for clients’ 
business growth.

Henry Edmonds
The Edmonds Group

With more than 
25 years of capi-
tal markets and 
executive leader-
ship experience, 
Henry Edmonds 
is the founder and 
president of The 
Edmonds Group, a 
specialized invest-
ment bank focused 
on recurring revenue industries with a 
particular emphasis on the security alarm 
industry. Formed in 2004, The Edmonds 
Group has since closed transactions 
representing $3 billion in aggregate value, 
including both capital raises and M&A 
transactions. In addition to The Edmonds 
Group, he has founded or co-founded and 
ran five businesses related to the security 
alarm industry and served on the boards 
of directors for a number of private 
companies. Outside his professional 
career, Edmonds is an active member 
of the World presidents’ Organization 
(WpO) and Young presidents’ Organiza-
tion, chairman of the St. Louis chapter of 
WpO, and a commissioner for the Cen-
tral West End Special Business District.

SAM GLINES
norse corp
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Thomas Erb
Lewis Rice

Thomas Erb is a 
progressive leader, 
and as chairman 
of Lewis rice, he 
leads the law firm 
with a vision that 
persists in guiding 
it to a stronger cli-
ent-focused model, 
delivering timely, 
relevant informa-

tion to clients and prospective clients. 
He leads the firm with a strong business 
sense, developing and communicating its 
strategic direction and ensuring that its 
policies and culture align with its busi-
ness goals. Aside from managing the firm, 
Erb still maintains an active and thriving 
corporate finance and M&A practice. He 
counsels Fortune 500 companies as well 
as closely held businesses, with particular 
emphasis on banks and financial firms. 
He serves on a variety of boards and is 
active in various charitable organizations. 
Erb is also a frequent speaker on mergers 
and acquisitions as well as securities law 
topics.

Tom Etling
Dovetail

Tom Etling is cur-
rently the partner 
of strategy and 
innovation for 
St. Louis-based 
Dovetail, a brand-
ing, marketing 
and digital media 
agency dedicated 
to helping brands 
succeed by understanding the people that 
live them. Etling is the former CEO of St. 
patrick Center and vice president of mar-
keting for Bi-State Development. His work 
in both the public and private sectors as 
well as the for-profit and nonprofit sectors 
has driven his commitment to making 
the St. Louis region a better place to live 
and work. Etling develops corporate social 
responsibility strategies for organizations 
that closely align with organizational 
brand strategy.

Susanne Evens
AAA Translation

With more than 
25 years of inter-
national business 
development 
experience, Su-
sanne Evens is the 
founder and CEO 
of AAA Transla-
tion, a profes-
sional translation, 
interpretation and 
global consulting firm. Under her leader-
ship, AAA Translation has grown to serve 
business clients the world over, working in 
150-plus languages. Evens’ advice regard-
ing global business development and com-
munications has been featured on various 
broadcasts, in print and online, reaching 
audiences globally.
 

Scott Goodman
Enterprise Bank & Trust

Scott Goodman 
serves as president 
of Enterprise Bank 
& Trust. He leads 
Enterprise’s com-
mercial banking 
business in all 
three of its mar-
kets. He also serves 
on Enterprise Fi-
nancial’s executive management commit-
tee. Outside his career in banking, Good-
man is a member of the Young presidents’ 
Organization and serves on the board of 
trustees for Our Little Haven. Goodman 
has also served on the repertory Theatre 
of St. Louis board, the HavenHouse of St. 
Louis board and the National Multiple 
Sclerosis Society Corporate Achiever 
Committee.
.

At age 21, a few years after his 
mother was diagnosed with 
lupus, Eric Humes decided 

to use his love for cycling to raise 
funds and awareness for the Lupus 
Foundation of America-Heartland 
Chapter. “It was during the planning 
and execution of the Wolfride that I 
learned that anything can be accom-
plished provided you have a group of 
people working together towards the 
same vision,” says Humes. “realizing 
the power of this was life-changing for 
me.”

Grasping his own potential, Humes 
has pushed for success not only in 
his fundraising efforts but also in his 
professional life with his business, 
Keystone Technologies. As a young 
IT entrepreneur, Humes launched 
the company to design and imple-
ment turnkey technology platforms 
that would help health care providers 
contain costs, maximize efficiency, 
streamline recordkeeping and im-
prove patient care from the first time 
a patient walks into the office to the 
last.

“At Keystone we hope to make 
a positive impact on the world by 
improving clinical outcomes through 
technology innovation with a vision 
of enabling and empowering every 
person to better manage his/her own 
health,” says Humes. “personally I 
hope to inspire my children (four 
daughters ages 8 to 15), our employ-
ees and everyone around me to reach 
their full potential through selfless-
ness and a fearless ability to dream.”   

In addition to reaching people 
through his business, Humes serves 
the community by participating with 
nonprofit organizations. “I currently 
serve on the board for the Center 
for Hearing & Speech and the 
Wildwood YMCA, where I’m also a 
Level 1 swim official,” he says. “All 
four of my daughters are competitive 
swimmers through the YMCA. I also 
continue to volunteer and raise funds 
for the Lupus Foundation’s Wolfride 
cycling event.”

ERIC hUMES
keystone it consulting



Erin Hartnagel
First Bank

Erin Hartnagel 
is an 18-year 
veteran of the 
financial services 
industry with 
a passion for 
driving business 
and building 
relationships. 
Today she works 
as First Bank’s 
vice president-product and sales man-
ager, retail lending . She is responsible 
for the development and management 
of consumer loan products across the 
retail lending platform. Before joining 
First Bank, Hartnagel served as mortgage 
product manager for Wells Fargo Advi-
sors.

Sharon Harvey

Berlin Haugen
BowPoint

Berlin Haugen 
is the president 
and CEO of 
Bowpoint, which 
he founded 
when he was 
29 years old. 
His mission for 
the company 
was to build a 
truly unique and 
forward-thinking M&A advisory firm 
that would change the way match making 
was done. So far Haugen has facilitated 
the completion of more than 30 transac-
tions across 14 states and one Canadian 
province and has assembled an extraor-
dinary team of experienced transaction 
advisers with dynamic backgrounds in 
operations, accounting, finance, cor-
porate development, and mergers and 
acquisitions. He is a member of the 
Association for Corporate Growth and 
frequent guest of the Alliance of Merger 
& Acquisition Advisors.

100 st. louisans to know

After working in sales for a 
competing home improvement 
company for two years, patrick 

Melson found out that Midtown 
Home Improvements was hiring a 
siding and windows sales manager. 
That’s where Melson found his profes-
sional home, slowly investing in the 
company as a partial owner.

“As the company grew, I took on 
ownership and eventually had 49% 
ownership,” says Melson. “By 2012 I 
purchased Midtown Home Improve-
ments from the owner.”

Melson, who always wanted to own 
a business, hit the ground running. 
“In 2011 our revenues were $6 mil-
lion,” he says. “By 2014 we hit $12.5 
million in revenue, so we doubled in 
revenue in the three years I owned the 
business.”

While Midtown has offered the 
same home improvement services 
since its founding in 1990, Melson 

grew his company by increasing its 
marketing and sales staff. “Our mar-
keting and sales staff are amazing,” he 
says. “All of our people are very good 
at what they do, so I let my people do 
their jobs and they perform well. And 
I give them the tools to do their jobs.”

Melson found his team by giving 
great employees a home at Midtown. 
“In 2008 and 2009 businesses in our 
industry were going down and there 
were really good people out there who 
were let go,” he says. “We provided 
them a stable home, and now we 
have the best staff. It’s unbelievable 
that they are all together in the same 
place.”

Growing his business 100% over 
three years  has been Melson’s great-
est accomplishment, and he looks 
forward to continuing to grow his 
business while providing quality home 
improvement projects. 
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Tim Hebel
Beanstalk Web Solutions

Tim Hebel is 
the founder 
and CEO of 
Beanstalk Web 
Solutions, which 
he started in 
2012. Hebel and 
his team strive 
to provide web-
related services 
that go above 
and beyond the expectations of their cus-
tomers at a fair and reasonable price. At 
Beanstalk Web Solutions, Hebel wanted 
to do business differently by providing 
business solutions honestly and explain-
ing everything to his clients through-
out the process. Hebel is also actively 
involved in the community as a member 
of organizations like BNI and local cham-
bers, where he promotes both his own 
business and his clients’ businesses.

Davis
Ameren

After working 
as Ameren’s 
diversity director 
from 2002 to 
2012, Sharon 
Harvey Davis 
was promoted 
to vice president 
of diversity and 
chief diversity 
officer at Ame-
ren. This marked the first vice president 
position for a diversity officer within the 
company. With her expertise in this area, 
Harvey-Davis continues to make strides 
toward improvement in inclusion and 
diversity in business.

pATRICK MELSON
midtown home improvements



ASt. Louis native, Matthew 
raithel was barely out of Mis-
souri State University in 2004 

when he and a classmate launched 
their first game development compa-
ny, Black Lantern. With an entrepre-
neurial start in place, raithel and his 
partner honed their creative chops for 
a few years in Austin, Texas, where 
they worked on projects for the likes 
of Disney and Nickelodeon.

Then he felt a need to move on. 
Attracted by St. Louis’ growing 
reputation as a hotbed of young 
entrepreneurial talent, he returned to 
St. Louis in 2009, when game design 
was just beginning to establish a 
presence here. From the moment the 
newly dubbed Graphite Lab set up 
shop, though, raithel envisioned the 
company as a leader in what he calls 
“gaming goodness.”  

“What sets Graphite Lab apart in 
an industry often associated with vio-

lence, antisocial behaviors and addic-
tion is that we’re one of the few firms 
working with visible brands to create 
great kids content on local devices,” 
he says. “For example, we just created 
educational apps for My Little pony 
that teach kids social skills as well as 
how to write their letters.”

Since opening in St. Louis, Graph-
ite Lab has developed video games for 
an impressive lineup of global brands, 
including Xbox 360, Nintendo 3DS, 
Hasbro’s play-Doh, Cartoon Net-
work’s “Ben 10: Alien Force,” “Ses-
ame Street” and Zhu Zhu pets. “We 
aim to entertain, but also educate, to 
a higher purpose. What drives us is a 
deep sense of responsibility for what 
games can do for good,” raithel says.

His future plans include networking 
with the growing local music scene 
as well as the craft brewery and wine 
industries.

John Herber
RubinBrown

John Herber Jr. 
is the manag-
ing partner of 
rubinBrown, 
where he serves 
clients in the 
manufacturing 
and distribution 
service industries. 
His consulting 
experience in-

cludes strategic planning and individual, 
business and estate tax planning. In 
addition to being involved with various 
accounting industry organizations, Her-
ber is a member of the World presidents’ 
Organization. His current community 
involvement includes being a board 
member of Mercy Health Foundation  
and the United Way Tocqueville Society.

Mark Hewitt
HealthFirst Chiropractic

Mark Hewitt 
is the owner 
of HealthFirst 
Chiropractic. 
Through his 
work, Hewitt 
hopes to help pa-
tients avoid sur-
gery by using the 
latest technology 
to diagnose and 
treat patients 
who have herniated or bulging discs, 
extreme low back pain, or pain down 
their legs. His office provides the needed 
direction so that patients can stop suffer-
ing with severe back pain.

Ben Hilliker
Hilliker Corporation

Before building 
his career in com-
mercial real estate, 
Ben Hilliker was the 
president of an en-
gineering firm with 
offices in five cities. 
After selling the firm 
in 1973, Hilliker 
became an agent for 
one of St. Louis’ larg-
est commercial real estate firms. Twelve 
years later, after becoming well-known in 
the commercial real estate world, Hilliker 
founded Hilliker Corp. and was its sole 
agent. Today Hilliker Corp. has grown to 
16 agents who handle only commercial, 
industrial, institutional and investment 
real estate and also has added property 
management operations to its services. 
Still his firm’s CEO, Hilliker was desig-
nated St. Louis’ Commercial realtor of 
the Year in 2006. He has been a member 
of the Society of Industrial and Office 
realtors since 1986 and is a past presi-
dent of its St. Louis chapter.

Thomas Hillman
Lewis & Clark Ventures

Throughout his 
career, Thomas 
Hillman has 
owned more than 
30 companies in 
a wide variety of 
industries. Today 
he is the manag-
ing principal of 
FTL Capital LLC 
and is a catalyst in 
each investment opportunity with which 
he’s involved for the firm’s clients. He 
serves on the advisory board of Automa-
tion Service, a process control device 
remanufacturer, and as executive chair-
man of pulse Therapeutics, a biomedi-
cal company. Hillman is also general 
partner of Lewis & Clark Ventures, 
a venture capital equity growth fund. 
Outside his professional career, he serves 
on the Barnes-Jewish Hospital Founda-
tion board, is on the board of trustees at 
Washington University in St. Louis and 
serves on the World presidents’ Organi-
zation International Board.
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MATT RAIThEL
graphite lab



Tom Hughes
T.R. Hughes, Inc.

Since starting 
his building 
company T.R. 
Hughes in the 
early 1990’s, 
Tom Hughes 
has focused on 
being one of the 
top homebuild-
ers in the St. 
Louis area, with 

a particular interest in developing the 
St. Charles area. Ever since, he has built 
hundreds of T.R. Hughes homes for area 
families, winning accolades as a top area 
builder along the way.

Tony Hutson
Hutson Gobble LLC

Tony Hutson is a 
founding mem-
ber of Hutson 
Gobble LLC, 
a full-service 
accounting firm. 
Hutson views 
his role at the 
firm as that of a 
trusted adviser 
and a sounding 
board for clients, whether their problem 
is a miniscule one or a significant finan-
cial issue. He has more than 20 years 
of experience providing professional ac-
counting and tax consulting services for 
high-income/high-net-worth individuals 
including their families, trusts and busi-
ness interests. He specializes in advising 
small closely held businesses and their 
owners, including business succession 
and estate tax planning. Industry concen-
trations include professional service, real 
estate and construction.
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Gary Jaffe
GL Group

Gary Jaffe is 
the CEO of the 
Booksource-GL 
Group. Founded 
by Gary Jaffe’s 
father, Sandy 
Jaffe, the Book-
source has been 
family-owned 
and -operated for 

more than 40 years with a focus on pro-
viding its customers with the best selec-
tion of quality literature and exceptional 
customer service. Today Jaffe helps guide 
the continually growing company, which 
now has four divisions. His family busi-
ness has been named a best place to work 
by various sources many times over.

Jonathan Jones
Vistage

As the leader 
of two Vistage 
CEO Groups 
and a leader-
ship consultant 
who has helped 
more than 50 
companies grow 
and expand 
jobs and career 
opportunities in 

the St. Louis area, Jonathan Jones has 
made building up small businesses his 
mission. A natural leader and supporter 
of business and the community, Jones 
always gives more than he gets and oper-
ates as an ally to many in St. Louis. Jones 
also writes CultureCentric Leadership, 
a monthly column for St. Louis Small 
Business Monthly

Erin Joy
Black Dress Partners

Erin Joy is a third-
generation female 
entrepreneur who 
has been self-em-
ployed her entire 
career. Today 
she helps other 
women unlock 
the potential in 

their own companies and in themselves. 
Joy brings her firsthand entrepreneurial 
experience to Black Dress partners, the 
company she founded in 2011 to propel 
fellow entrepreneurial companies to suc-
cess. Using the keen insight, innovative 
strategies and effective practices gleaned 
from her more than 15 years in business 
and her knowledge as a certified peer-
Spectives facilitator through the Edward 
Lowe Foundation, Joy assesses and 
successfully transforms underperforming 
businesses. Her consulting and execu-
tive coaching services, designed to help 
entrepreneurs diagnose and overcome 
the obstacles that prohibit their busi-
nesses from reaching the next level, have 
improved the productivity, efficiency and 
profitability of companies across many 
industries.

Teresa Katubig
Extra Help, Inc.

Teresa Katubig 
is the president 
and CEO of 
Extra Help and 
Extra Help pay-
roll Services. She 
opened Extra 
Help in 1995 
and started Extra 
Help payroll 
Services in 2001. 

Katubig has continually expanded her 
companies since their inception and to-
day offers services including a variety of 
payroll, employment and human resourc-
es solutions, allowing business owners to 
focus on growing their businesses. Her 
businesses have expanded from southern 
Illinois to the Metro East and St. Louis 
markets. 

Susan Kalist
BMO Harris Bank

For nearly three 
decades Susan Kal-
ist has been build-
ing her expertise in 
banking. For the 
past 12 years she 
has been working 
as the regional 
business sales 
manager for BMO 

Harris Bank. In this role she acts as a 
business banking group leader, working 
with clients to solve their cash manage-
ment and cash flow needs. She is also 
the senior vice president, group leader, 
St. Louis Business Banking for M&I, a 
part of BMO Financial Group. As the 
senior vice president, she manages a 
team of bankers and works directly with 
businesses, providing advisory, strategic 
and cash flow solutions for operating 
companies throughout the St. Louis and 
St. Charles counties. previously, she was 
senior vice president of business banking 
at Bank of America for 15 years.

Rick Jones
Meramec Valley Bank

As the vice presi-
dent of Meramec 
Valley Bank, Rick 
Jones has been 
serving small busi-
nesses and individ-
uals by sharing his 
banking expertise 
for over 30 years. 
Motivated by mak-

ing business owners happy, he provides 
his best advice and unique solutions for 
raising capital. Each solution is personal-
ized to each client and may include refi-
nancing, lines of credit, Small Business 
Administration loans, debt consolidation 
and more.
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Having spent his entire career 
in banking, Jim Wagner, 
co-founder and CEO of 

parkside Financial Bank & Trust, has 
long been influenced by an industry 
dedication to improving the com-
munity. “Many people in banking are 
on nonprofit boards to show their 
support to the community,” he says. 

So when Wagner was introduced 
to Saint Louis Crisis Nursery 10 
years ago and felt an immediate con-
nection to the cause and organiza-
tion, he decided to follow his indus-
try’s standard and jump on board. “A 
friend of mine was doing consulting 
for the nursery and called me,” says 
Wagner. “She said: ‘You ought to 
meet these folks. You’ll like them.’ I 
sat down and had lunch with Dianne 
Mueller and my friend Wendy Dyer 
and never looked back.” 

Over the past 10 years, Wagner has 
contributed to the nursery’s cause 
by sharing his network, through 
strategic thinking and by contribut-
ing financially as the president of 

the nursery’s board of directors. “If 
you’re fortunate enough, you should 
give back,” he says. “Find an organi-
zation you’re excited about.”

Wagner believes in the Crisis 
Nursery not only because it’s a good 
cause – preventing child abuse and 
neglect and providing emergency 
intervention, respite care and sup-
port to families – but also because 
it’s a phenomenally run organiza-
tion, he says. “Nonprofits often live 
hand to mouth and don’t survive,” 
he says. “I believe in planning and 
thinking long term. That’s part of 
my attraction to the nursery because 
it operates like it will be here in 20 
to 30 years from now, saving babies. 
They realize to do this, though, isn’t 
free. You need money, infrastruc-
ture, leaders, managers and more to 
save the 7,000 children a year they 
now do. You have to think that way. 
Look how to improve yourselves with 
resources and structure. I bring that 
perspective.”

Michael Kilcullen
Carrollton Bank

Since April 
2015, Michael 
Kilcullen has 
been the vice 
president at Car-
rollton Bank, a 
fifth-generation, 
privately held, 
owner-operated 
bank with seven 
St. Louis loca-

tions. Before taking his role with Carroll-
ton Bank, Kilcullen gained 20 years of 
banking experience at a range of banks. 
He is also a volunteer with Habitat for 
Humanity.

Bill Kral
Midwest BankCentre

Since 2005 Bill 
Kral has been 
the president of 
Winghaven Com-
mercial at Mid-
west BankCentre. 
In this role 
Kral originates, 
underwrites and 
services a variety 
of commercial 

loans; assists other commercial bankers; 
provides customer services; and cross-
sells commercial and other bank services 
and products. He also develops new com-
mercial banking relationships. previously 
he was assistant vice president of Com-
merce Bancshares Inc.

Jin Kazama
Tenshi

Jin Kazama is the 
CEO and cre-
ative director at 
TENSHI Adver-
tising & Design, 
an all-inclusive 
and award-win-
ning advertising 
agency that spe-
cializes in brand-

ing; interactive 
media; print, TV and film campaigns; 
and motion graphics. Over the past 
several years, Kazama and his team have 
partnered with the most discerning and 
respected companies in their industries 
to solve their challenges, to conceptualize 
and execute large-scale advertising and 
marketing campaigns, to build intricate 
and cutting-edge websites, to create 
stunning visuals and designs, and to gain 
crucial insights.

Kurt Kerns
V Three Studios

Kurt Kerns is 
the founder and 
principal of V 
Three Studios 
LLC, a full-service 
architecture firm, 
and is a regis-
tered architect in 
several states, in-
cluding Missouri, 
Illinois, New York 

and Texas. He has worked on projects 
across the country for clients such as 
CBS, Boeing, Northwestern University, 
Washington University and the St. Louis 
Cardinals. In addition, he is a co-owner 
of Thirsty planet Brewing Co. and a 
founding member of the band Gravity 
Kills, which produced and sold more 
than 1 million records worldwide, in-
cluding five motion picture soundtracks, 
and played more than 1,000 shows in 16 
countries.

jim wagner
parkside financial
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Terry Lammers
Innovative Business Advisors

A licensed busi-
ness broker, a 
business adviser 
specializing in 
mergers and 
acquisitions, and 
once a business 
owner with more 
than 20 years of 
business owner-
ship experience, 

Terry Lammers has participated in 11 
successful business acquisitions and the 
successful sale of his own business to a 
multibillion-dollar company. His goal 
today is to help clients make wise busi-
ness purchases and sell their businesses 
at the right time for the right amount. 
As president of his current business, 
Innovative Business Advisors, which 
is a comprehensive business brokerage 
company specializing in mergers, acquisi-
tions and business valuations, Lammers 
and his team of brokers provide clients 
with the tools and information they need 
to successfully navigate buying a business 
and selling a business. 

Thomas Litz
Thompson Coburn

Thomas Litz 
is a partner 
at Thompson 
Coburn. At the 
firm he serves 
as co-chair of 
the corporate fi-
nance and secu-
rities group. He 
has more than 
30 years of expe-

rience advising companies in relation to 
securities regulation, business organiza-
tions, and corporate finance, including 
representing clients in connection with a 
broad range of transactional and compli-
ance matters. In addition, Litz has exten-
sive experience with venture capital and 
private equity, representation of issuers 
and underwriters in public offerings and 
private placements of securities, merg-
ers and acquisitions, and regulation of 
securities industry participants.

Joseph Luckett
The Freedom Project

Joseph Luckett 
is an executive 
with The Free-
dom project, 
a group led by 
entrepreneurs 
whose mission is 
to help families 
build personal 
growth. Before 
that, Luckett 
was with Organo Gold, a health and 
wellness company cleverly disguised as a 
coffee company. Luckett believes in the 
importance of networking to expand his 
view on life. His mission and vision is 
to impact his community, city, state and 
country.

David Maher
Maher & Co.

David Maher 
has spent his 
career building 
his expertise in 
medical manage-
ment, private 
company man-
agement, and 
retirement and 
estate planning. 
Since leaving the 
international accounting and consulting 
firm of Deloitte & Touche LLp in 1984, 
he has grown his company, Maher & 
Co. Certified public Accountants, into 
the regional leader for advising medical 
groups, construction companies, closely 
held businesses and individuals. The 
firm has sustained annual double-digit 
growth with an ever-expanding client 
base.
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Mike McMillen
St. Louis Urban League

Michael Mc-
Millan is the 
president and 
CEO of the 
Urban League 
of Metropoli-
tan St. Louis, a 
95-year-old civil 
rights organiza-
tion providing 
social services to 

African-Americans and others in the city 
of St. Louis, St. Louis County and St. 
Clair County.  The organization serves 
approximately 78,000 people yearly 
through 10 locations and 25 programs 
helping those in need. Before joining 
the Urban League, McMillan was the 
co-founder and chairman of the board 
of the St. Louis Community Empower-
ment Foundation, a 501(c)(3) charitable 
organization that was started in 1998 in 
the JeffVanderLou neighborhood and 
centered on the construction of the new 
Vashon High School. 

Amy Minotti
Paycom Payroll LLC

Amy Minotti 
is the St. Louis 
regional manager 
of paycom, which 
offers cloud-based 
human capital 
management 
software to help 
businesses stream-
line employment 
processes from 

recruitment to retirement. Through her 
company, Minotti helps business owners 
by providing products including payroll, 
time and labor management, talent 
acquisition, HR management, and talent 
management. Minotti is able to lower 
labor costs, drive employee engagement 
and reduce compliance exposure for her 
clients.

Tony Matthews
Western St. Charles County  
Chamber of Commerce

Tony Mathews is 
an event planning, 
nonprofit and 
business develop-
ment expert. He 
began developing 
these skills in 
2004 as the pro-

gram director for 
Taiwan at Truman State University. In 
2005 he became the marketing director 
for the Greater North County Chamber 
of Commerce. For the past five years 
Mathews has worked as the president 
and CEO of the Western St. Charles 
County Chamber of Commerce, through 
which he helps support the development 
of small business in Wentzville, Lake St. 
Louis and Dardenne prairie.

Mac McDougell
Regions Bank

Mac McDougell, 
who is a CpA, 
MBA and real 
estate broker, is 
the vice president 
of business bank-
ing for Regions 
Bank. In this 
role McDougell’s 
passion is to help 
business owners 

establish and achieve their goals. Before 
his career in banking, which started in 
2004, McDougell worked as a business 
broker, where he helped business sellers 
find buyers. prior to that he spent 25 
years as a CFO/controller and had own-
ership in several businesses.
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Lisa Morgan
Anheuser-Busch Employees’   
Credit Union

Lisa Morgan is 
a business loan 
officer with 
Anheuser-Busch 
Employees’ 
Credit Union 
and its divisions. 
She has 33 years 
of experience 
in the financial 
services industry 

and has been with the credit union for 
19 years. She has a diverse background 
in branch operations, consumer loans 
and residential mortgages and joined 
the business lending team in 2004. She 
develops new business relationships as 
well as manages a portfolio of current 
relationships. Morgan is committed to 
providing excellent service by educating 
her clients on all credit union products 
and services to help them meet their 
business and personal financial needs.

Dianne Mueller
Crisis Nursery

Dianne Mueller 
has served as the 
CEO of St. Lou-
is Crisis Nursery 
for more than 
20 years. She 
provides leader-
ship, oversight 
and supervision 
for five crisis 
nurseries, eight 

outreach centers and the regional admin-
istrative offices. Under her leadership, 
the organization capacity has expanded 
more than 50% and operates 24 hours 
a day, seven days a week, 365 days per 
year, caring for more than 7,500 chil-
dren. Mueller also serves as president of 
the St. Charles County Council and is a 
member of the Domestic Violence Board 
in St. Charles, the American Association 
of Counseling and Development, the St. 
Louis Area Council on Child Abuse and 
Neglect, and the Human Services Com-
munity Advisory Board.

Samantha Murphy
Evolve Coaching Systems

Samantha 
Murphy is the 
founder of 
Evolve Coach-
ing Systems 
LLC, a triathlon 
coaching com-
pany that offers 
individualized 
training plans 
for triathlon, 
swimming, 
cycling and running. Murphy started her 
company with the intention of helping 
all triathletes reach their goals at their 
distances of choice while balancing their 
personal lives and work. She is USA 
Triathlon-certified and has been racing 
triathlons since 2000. She is a multiple-
time Ironman finisher and a 70.3 World 
Championship finisher and has raced 
more than 100 races at all distances.

Cecilia Nadal
Gitana Productions

Cecilia Nadal 
is the founder 
of Gitana 
productions, 
an organization 
with the objec-
tive of bringing 
a global vision 
of music, dance 
and drama to St. 
Louis. Nadal, a 
social entrepre-
neur and arts enthusiast with years of 
experience in community outreach and 
development, founded Gitana in 1996 
with the help of Danny Clark, a former 
member of the world-renowned Alvin 
Ailey American Dance Theater. Both Na-
dal and Clark felt that many St. Louisans 
lacked the opportunity to participate in 
arts presentations that encouraged broad 
cross-cultural awareness and apprecia-
tion. Both felt such experiences could 
heal and contribute to progress in St. 
Louis.

Joi Niedner
St. Louis Economic    
Development Partnership

An entrepreneur 
at heart, Joi 
Niedner helps 
other entre-
preneurs bring 
their aspirations 
to fruition. A 
connector of 
people, resources 
and companies, 
she serves as the 
Business  
Development Officer-Outreach for the 
St. Louis Economic Development part-
nership.  In this role, Niedner helps sup-
port fast-growing companies with their 
expansions and  business retention while 
facilitating interaction with government 
and business leaders, higher education 
and real estate professionals. Niedner has 
25 years experience in sales, marketing 
and business development.

Scott Niekamp
Northwestern Mutual

Scott Niekamp 
began his career 
with Northwest-
ern Mutual in 
2000. Finding 
great satisfac-
tion in getting 
to know each 
of his clients 
and helping 
them identify 
and reach their 
personal and professional financial goals, 
Niekamp remains a wealth management 
adviser with Northwestern Mutual, 
continuing to build his expertise. He 
earned the Chartered Life Underwriter 
and Chartered Financial Consultant 
designations from the American College. 
He is an active member of the National 
Association of Insurance and Financial 
Advisors, the Advanced Association of 
Life Underwriters , and Million Dollar 
Round Table.

Ilya Nykin
Prolog Ventures

Ilya Nykin is 
the co-founder 
and manag-
ing director of 
prolog Ventures, 
where he has 
been managing 
venture capital 
funds for over 
a decade. After 
beginning his 
career in soft-
ware development, he took a big turn 
when he co-founded his first company, 
Ivy Technologies, which developed a 
software system for medical office and 
EMR management. Nykin’s next venture 
was Metaphase, a technology incubator. 
He and his partner launched several 
companies out of it, soon realizing they 
needed to fund them . Today he invests 
in healthy foods and consumer wellness.

patrick O’Brien
Krilogy Financial

patrick O’Brien 
is a senior 
financial adviser 
with Krilogy 
Financial, where 
he specializes in 
comprehensive 
wealth manage-
ment for fami-
lies, profession-
als and closely 
held businesses. 
Emphasizing a high level of communica-
tion and concierge service, pat works to 
create plans that will positively impact 
the trajectory of where a client’s finances 
can take them. pat is the recipient of the 
5-Star Wealth Manager award, and cur-
rently holds the CFp® designation from 
the Certified Financial planner Board 
of Standards and the CFS® designa-
tion from the Institute of Business and 
Finance. 



Jacque phillips
AccuCare

Jacque phillips, 
RN, BSN, is the 
president and 
owner of Ac-
cuCare, which 
is comprised of 
two businesses, 
a premier, in-
home nursing 
service as well 
as the manage-

ment of health care services provided at 
the region’s stadiums including Busch 
and Edward Jones. She and her team of 
nursing professionals offer life changing 
services for mature individuals. Addi-
tionally, phillips is a founder of the STL 
NAWBO chapter and one of the original 
EO St. Louis chapter members.

Randall pickens
St. Louis Bank

Since 1993 Randall pickens Jr.  has been 
working in the banking industry, special-
izing in all types of commercial lending. 
After moving up the ranks, today he is 
the senior vice president at St. Louis 
Bank. There he takes pride in creating 
relationships with his clients and their 
companies that go beyond the next 
transaction. pickens is involved in vari-
ous organizations outside the banking 
industry, including Yellow-Tie, Missouri 
Venture Forum, OTY Friends , White 
Flag Christian Church and 10,000 Sales 
people .

Mark prainito
First State Bank

While Mark 
prainito devel-
oped his expertise 
in commercial 
banking early on 
in his career by 
holding posts at 
various St. Louis-
area banks, he 
further developed 
his financial and 
business expertise by earning an MBA 
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Steve Ogolin
First Missouri Credit Union

Steve Ogolin is the president and CEO 
of First Missouri Credit Union, which 
was the first credit union chartered by 
the state of Missouri in 1927. Since 
he started with First Missouri, he has 
worked to continue its mission of provid-
ing higher returns on savings, lower inter-
est rates on loans and more services with 
low or no fees. Unlike other financial 
institutions, First Missouri is a not-for-
profit financial institution, owned by the 
people who save, borrow and invest with 
the credit union.

Nick Oughton
NWO IT Services

Before found-
ing his com-
pany, NWO IT 
Services, Nick 
Oughton built 
his expertise 
in IT. Adept 
in systems and 
network admin-
istration, project 
leadership and 

management, and 
problem solving, Oughton has led NWO 
since 2008. Oughton and his team’s 
mission is to support St. Louis residents 
and businesses, providing excellence in 
evaluation, implementation, and support 
of information technology and services.

Rick parks
Bank of Edwardsville

Rick parks is the senior vice president of 
the Commercial Banking Group for the 
Bank of Edwardsville. Although he has 
been with the bank for only three years, 
he has been in the industry since 1988. 
He is in charge of the daily operations 
of the Commercial Banking Group. 
Outside banking, parks is a member of 
Good Shepherd Ministries in East St. 
Louis, where he serves lunch and assists 
with church services; a board member 
of Leadership Council Southwestern 
Illinois; a board member of the Boy 
Scouts of America; a board member of 
First Church of the Nazarene ; a board 
member of the Metro East Fellowship of 
Christian Athletes; a board member of 
the Edwardsville YMCA; and a member 
of the Edwardsville Rotary Club.

Brian peterson
Norse

Since 1993 
Brian peterson 
has been shar-
ing his financial 
expertise while 
building his 
experience. 
That year he 
began his career 
in accounting 
with Norwest 
Mortgage. In 
1995 he joined Blue Cross Blue Shield of 
Iowa as a compliance auditor. Then, for 
16 years, peterson was a senior manager 
in UHY Advisors Business Consulting 
Group. Today he is senior vice president 
of finance for Norse, a global leader in 
live attack intelligence helping compa-
nies block threats.

from Webster University and attending 
the Stonier Graduate School of Bank-
ing at Georgetown University. Today 
prainito is the senior vice president of 
commercial lending for First State Bank 
of St. Charles.

Jason Ramthun
Peoples National Bank

In 2015 Jason Ramthun joined peoples 
National Bank as community bank 
president of the St. Louis metro area. 
Ramthun has more than 15 years of com-
mercial and retail banking experience 
and is a former examiner for the Federal 
Reserve Bank of Chicago. Outside the 
bank, Ramthun is on the board of direc-
tors of the St. Louis Sports Commission. 
He also serves as president of the finance 
council of Immaculate Conception of 
Dardenne.

Steve Randazzo
ProMotion

Steve Randazzo 
is the president 
of pro Motion 
experiential 
marketing, 
which he 
started in 1995. 
The firm has 
changed and 
adapted over 
the years, and 
today Randazzo and the pro Motion 
team offer event, street and mobile 
marketing to put clients’ brands face to 
face with customers, build deep emo-
tional connections with consumers and 
increase clients’ ROI. Randazzo and his 
team have earned clients including Dis-
ney, CNN, Duck tape and Hp.. 

Congratulations to Mark Prainito,
Voted Best Banker in St. Louis!

(636) 449-8761 |  3461 Technology Dr  |  Lake St. Louis 63367

First State Bank
proudly congratulates 

MARK PRAINITO
for being a Top Person 
to Know to Succeed!

Member FDIC

Commercial Loans & Lines of Credit 
Real Estate and Construction Loans  
Small Business Administration Loans   
Missouri Linked Deposit Loans

Mark Prainito, Sr. Vice President
Commercial Lending
First State Bank
NMLS #  961462

www.fsb�nancial.com



WWW.SBMON.COM ST. LOUIS SMALL BUSINESS MONTHLY / ApRIL 2016   43

Eric Riess
Lathrop & Gage LLP

Eric Riess is 
a partner at 
Lathrop & Gage 
LLC. He fo-
cuses his practice 
on franchise, 
distribution, and 
national and 
international 
brand and brand 

development. Riess also assists buyers 
and sellers in the purchase and sale of 
brands, businesses and business units. 
In addition, Riess is a certified public 
accountant and has extensive Big Eight 
accounting and Fortune 500 finance 
and management experience. Outside 
the firm, Riess serves on the board of 
advisers for Franchise Athletes. He was a 
founder and sits on the boards of direc-
tors of the Franchise Brokers Association 
and FranVest Management LLC. Riess is 
also an active entrepreneur with interests 
in both franchising and licensing busi-
ness models.

Ted Ruzicka
Ruzicka Group Services

100 st. louisans to know

Kurt Rickhoff
Rickhoff & Associates

Kurt Rickhoff 
joined his fam-
ily business, 
Rickhoff & 
Associates, full 
time in Febru-
ary 1997 but has 
been involved 
with some 
aspect of the 
business since 
its inception. 

Today he manages the overall operations 
and marketing of the small-business 
accounting firm as its owner. His past 
experience in banking and securities 
allows him to advise clients on all aspects 
of their business operations. He attained 
his enrolled agent certificate from the 
Internal Revenue Service in 1998. He is 
an active member of the professional As-
sociation of Small Business Accountants. 
In his personal life, Rickhoff is a board 
member of HSHS St. Joseph’s Founda-
tion, president of the Albers Elementary 
School Board and a director for the Clin-
Clair Fire District.

Judy Sindecuse
Capital Innovators

Judy Sindecuse 
is the CEO and 
managing partner 
of Capital Innova-
tors, an accelera-
tor program that 
provides tech start-
ups with $50,000 
in seed funding, 
project-based 
mentorship from a 

seasoned pool of knowledgeable experts, 
stellar perks, networking and follow-on 
funding opportunities over the course of 
12 weeks. Sindecuse has a proven track 
record of starting companies and making 
them profitable, delivering the highest 
possible return on investment. She is the 
founder and CEO of Bride and Groom 
Magazine and brideandgroom.com; 
founder and former CEO of Oversees 
Colorworks and printing, an interna-
tional marketing and print brokerage 
management company; and founder and 
former CEO of Redesign, a real estate 
development company. Today she has 
shifted her expertise to information 
technology identification and invest-
ment. Her primary interest is in using 
her extensive background in business 
and strategic development to select early-
stage companies that possess the highest 
probability of success and provide those 
companies with a mentorship program 
that will accelerate their profitability and 
growth for the purpose of wealth-build-
ing and long-term sustainability.

Jeanne Scannell
Cass Bank

Since 1986 Jeanne Scannell has been 
developing her career in banking. She 
began as assistant vice president of Com-
merce Bank after graduating from Wash-
ington University. In 1993 she accepted 
a role as vice president of Boatmen’s 
National Bank. Today Scannell serves as 
senior vice president of Cass Commer-
cial Bank. She has been with Cass for 19 
years.

Scott Sifton
Husch Blackwell

Scott Sifton is a 
partner at Husch 
Blackwell. He 
focuses on busi-
ness and financial 
services litigation, 
including securi-
ties, banking and 
commercial insur-
ance. His experi-

ence encompasses 
numerous jury trials, bench trials and 
appeals in state and federal courts. A 
member of the Missouri Senate, Sifton 
serves on the Judiciary Committee and 
Ways and Means Committee, among 
others. He served in the Missouri House 
of Representatives from 2011 to 2012.

Ted Ruzicka is 
a veteran of the 
health insurance 
industry. With 
more than 25 
years of experi-
ence, he runs his 
company, Ruzicka 
Group Services, 
which has special-
ized in providing 

insurance benefits – such as health, 
dental, life and disability insurance –  to 
individuals and companies in the St. 
Louis region since 1989. He is also an 
active community member, serving on 
a number of committees and not-for-
profit boards, including being president 
of the St. Louis Association of Health 
Underwriters, a board member of the 
Missouri  Training Alliance and of St. 
Mary’s High School, founder of monthly  
Business Book Club, co-founder of the 
Chaminade Alumni Business Network, 
and co-chair of the St. Louis Sports Hall 
of Fame Golf Tournament.

Brian Salmo
LMI Aerospace

In his career as 
a lawyer, Brian 
Salmo has worked 
to foster entre-
preneurship and 
business growth 
throughout the 
St. Louis region. 
He has assisted 
clients with busi-
ness formations, 

financings, commercial transactions, and 
mergers and acquisitions many times 
over. Recently he began to serve as LMI 
Aerospace’s assistant general counsel. 
Before accepting his current role, Salmo 
was an associate with polsinelli pC, 
where he was the co-chair of polsinelli’s 
startup ventures group. Outside his 
law practice, Salmo is on the boards of 
Friends of Arch Grants and Bridgeway 
Behavioral Health.

Steve Silver
Royal Banks of Missouri

For more than 
13 years, Steve 
Silver has been 
the senior vice 
president at Royal 
Banks of Mis-
souri. Silver is 
an expert in all 
areas of bank-
ing, including 
small-business 

and asset-based lending, credit analysis, 
mortgages, and investments.



Leonard Vines
Greensfelder Hemker & Gale PC

Leonard Vines 
is an officer with 
Greensfelder, 
Hemker & Gale 
pC, where he 
shares his exten-
sive experience 
representing 
franchisors and 
distributors. He 
has been ranked 
nationally in franchise law by Chambers 
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Lawrence Wittels
The Enterprise Law Group

As a founder of The Enterprise Law 
Group, Lawrence “Bud” Wittels is a trial 
attorney and business adviser. Wittels’ 
practice covers all aspects of business 

Mike Walsh
Eagle Bank & Trust

Mike Walsh is 
president and 
CEO of Eagle 
Bank and Trust 
Co. He has been 
in this role since 
1985. Eagle 
Bank, estab-
lished in 1911, 
is locally owned 
and operated. 
The bank has 12 locations throughout 
St. Louis, Jefferson County and in per-
ryville.

Anthony Thompson
Kwame Building Group, Inc.

In 1991 Anthony 
Thompson 
founded Kwame 
Building Group, 
one of the na-
tion’s pre-emi-
nent providers 
of pure construc-
tion manage-
ment services. 
Unlike general 
contractors or 

design firms that provide construction 
management as an afterthought, Kwame 
dedicates 100 percent of its resources to 
ensuring each client receives a high-qual-
ity project, delivered on time and within 
the established budget.

Mary Beth Soffer
St. Louis World Food Day

Mary Beth Soffer is a St. Louis attorney 
and a leader in a variety of nonprofit 
roles. Most recently, inspired by her son’s 
desire to help and to keep the organi-
zation  alive in St. Louis, Soffer took 
charge of St. Louis World Food Day in 
2012. Still leading the program, Soffer 
helped St. Louis World Food Day 2015 
distribute more than 300,000 meals 
by partnering with the St. Louis Area 
Foodbank and the Outreach program to 
ensure that the meals were distributed 
both locally and internationally to hun-
gry people in need.

USA for six consecutive years, drawing 
acclaim for his skills as a creative thinker 
and strong communicator. He has 
represented national, regional and local 
franchisors, advising them on matters 
including alternatives to franchising, 
structuring franchise and distribution 
programs, complying with state and fed-
eral laws and regulations, defending state 
enforcement actions, handling franchise 
terminations and transfers, and resolving 
franchisor-franchisee disputes.

Todd Wallis
Virtual Media Group

Todd Wallis is 
with Virtual 
Media Group, a 
digital marketing 
agency that helps 
businesses in-
crease leads and 
sales by sharing 
the story of what 
they do and why 
people need it. 
Wallis does this by creating unique and 
interesting marketing videos.

Jeff Ward
BDO

Jeff Ward is 
the assurance 
office managing 
partner of BDO 
St. Louis. With 
nearly 30 years 
of professional 
experience, 
Ward is respon-
sible for the 
coordination of 
assurance and audit-related services for 
BDO’s St. Louis office. He has worked 
with clients in a wide range of industries, 
including software, large government 
agencies and financial service as well as 
entertainment, online retailing and ap-
plication services. 

representation, 
including busi-
ness litigation, 
general business 
counseling, 
transactional 
work and nego-
tiation. His trial 
work includes 
construction, 
contract, 
employment, business torts and real 
estate issues. Wittles’ transactional and 
business counseling practice is also wide-
ranging.

Jim Wright
Kirkwood Chamber of Commerce

Jim Wright is 
the president 
and CEO of 
the Kirkwood-
Des peres Area 
Chamber of 
Commerce. 
Wright and the 
chamber serve 
more than 540 
member busi-
nesses and more 
than 930 member representatives. 

Exhibit At The
2016 Small Business Week 
Awards Luncheon & Expo

Thursday, May 6, 2016
Hilton Frontenac Hotel (1335 S. Lindbergh Blvd.)

10am-4pm

Why Exhibit?
-Meet decision makers. Bring your business 
cards and meet some of the top business leaders 
and owners throughout the region.
-Network with hundreds of potential new 
customers.
-Get a ticket to the awards luncheon. Meet the 
top Small Business Owners in the region.
-Showcase your company in a unique business 
environment.
-Touch base with your established customers. 
You can talk about new products, renew your 
relationships and thank them for their business.

Exhibit at one of the nation’s largest celebrations of small business. The annual Small 
Business Week Expo and Gala celebrates small business throughout the St. Louis region. 

The Expo includes a full day of workshops and seminars to help small-business owners 
grow their companies. Topics will include: sales, marketing, leadership, etc. The event 
will also include the luncheon gala, where the top companies in the region will be 
honored.

SMALL BUSINESS WEEK EASTERN MISSOURI

Innovate. Create. Celebrate !

Event information and tickets at www.SBWEM.org
Small Business Week is presented in cooperation with the U.S. Small Business Administration.

May 4–9, 2015
Small Business Week is 

packed with 
more than 20 events
 for business owners!

Check out these events:
BIG DATA MONDAY: Regional Labor 
Stats for the Workweek and Beyond
presented by the U.S. Bureau of Labor Statistics and 
hosted by Justine PETERSEN
Monday, May 4, 3:00–5:00 p.m.
A Justine PETERSEN-hosted cocktail reception will
immediately follow.
1023 N. Grand Blvd. St. Louis, MO 63106

Matchmaking Event (Government Contractors)
Tuesday, May 5, 9:30 a.m. –12:00 p.m.
ITenterprises/UMSL Center
4633 World Parkway Circle Berkeley, MO

Early Stage Company Capital Raising – 
Going Beyond Friends and Family ($20)
Wednesday, May 6, 2:30–4:30 p.m.
Center for Emerging Technologies/Training Room
4041 Forest Park Ave.
St. Louis, MO 63108

 ...and more!

Celebrate with the winners

May 7, 2015
 

Exhibit Gala, 4:30–6:00 p.m.
Awards Dinner, 6:30–9:00 p.m.
Norwood Hills Country Club, St. Louis

FREE Admission to the Exhibit Gala 
Awards dinner tickets $60.00

Other events will cover topics such as 
Social Media, Government Contracts, 

Business Planning and more!

A Limited Number of Tables 
Are Available.

The Cost to Exhibit At The Show is $400 
(which includes a ticket to the 

awards luncheon)

Call 314.569.0076 or email info@sbmon.com 
to reserve your space at the show
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MDC Professional Services, one of nation’s premier professional service firms, 
is a 0ne-stop shop for all business needs. The MDC team’s experience and 
relationships, the company provides customized service packages for clients 

to meet their demands, improve productivity and their bottomline. 

MDC is pleased to announce that it is now offering a full array of professional 
‘Business Solutions’ and ‘Business Concierge Services’ to help clients improve their 
productivity. “When it comes to reaching our clients’ goals, we pride ourselves in us-
ing a T.E.A.M (Together Everyone Achieves More) mentality, because TEAMWORK 
makes the Dream work,” says the company’s spokesperson Marshunda D. Johnson. 
“Our clients provide the Dream and we provide them with the TEAM.”

MDC strives to exceed client expectations with commitment to using latest technol-
ogy and effective business solutions that ensure a return on investment. As special-
ists in the business sector, MDC Professional Services provides its clients with a 
wide array of highly technical, very efficient, affordable options for all their business 
challenges. One of its latest offerings, ‘Business Solutions’, focuses on clients’ most 
critical issues and opportunities: business process management, marketing and sales, 
strategy, risk management, business and organization transformation, operations and 
technology, diversity training, capital facilitation, and IT solutions across all indus-
tries and geographies. 

In addition to this, MDC is offering its new ‘Business Concierge Services’ to 
clients and their employees. MDC’s program provides a cost effective solution for 
administrative needs through their personal assistant services, travel planning, 
corporate event planning, trade show and convention planning, and executive 
transfers and moving planning. For more information, simply visit: http://www.
mdcprofsvc.com/

MDC Professional Services
Helping companies make better decisions, convert those decisions 

to actions and deliver the sustainable success they desire

Two City Place Drive | St. Louis, MO 63141 | Toll Free: (877) 858-MDC1(6321) |  

Info@mdcprofsvc.com.com | www.mdcprofsvc.com 

 

 
MANAGEMENT  |  DEVELOPMENT  |  MARKETING  |  BRANDING 

ACHIEVE GREATER IMPACT THROUGH 
CREATIVE BUSINESS SOLUTIONS. 
 

MDC 
PROFESSIONAL SERVICES 

MDC develops and refines 
business processes to be simple, 
clear, and consistently applied 
throughout your organization.   
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the Stryker Group
100 chesterfield Business parkway, Suite 200

chesterfield, mo 63005

636.368.5414       
www.strykergroup.com     

When business owners form partnerships with The Stryker Group, an IT consultancy focused on the use of Microsoft based technologies to help businesses innovate and 
scale profitably, they can expect to gain multiple layers of benefits. The first layer, according to Shane Stryker, president and CEO of The Stryker Group, is the ability to under-
stand and deliver solutions for daily needs of a firm to operate most efficiently utilizing the best blend of people, process and technology. 

The second layer of Stryker’s benefit model is to provide solutions that its customers can use for market differentiation, as well as increasing value added opportunities. 
“This helps to prevent our customers’ portfolio of offerings from becoming commoditized,” says Stryker. “By helping our customers stay out of the commodities game, the 
greater chance of remaining profitable allowing them time to reinvest and stay ahead of their competition.”

Stryker, who has both an undergraduate degree in computer science from University of Tennessee Chattanooga and an MBA from Washington University in St. Louis,  
began to develop the ideas that would eventually become his business model while working in various industries including engineering, healthcare, IT consulting, retail  
and manufacturing.

Shane first entered the work force during his undergraduate studies when he was hired by an engineer-
ing firm to write the communication software for a wireless environmental air monitoring system used by 
the Department of Defense.  In the 1990s, Stryker worked for the G.A. Sullivan, a Microsoft Gold Solution 
Partner, as a senior consultant designing year 2000 compliant enterprise applications.

Later when working as the vice president of information systems and operations for a St. Louis based 
commercial printer, Stryker was contacted by a local company seeking assistance with the design of a new 
flavor creation application for the food and beverage industry. He jumped at the opportunity to provide a 
solution. “Initially, I was able to handle the day and night workloads, but quickly found myself with more 
work for my night job,” he says. “With an established revenue base, the break from a traditional job to 
forming my own company was not as difficult as others that had to start from scratch. Most importantly, 
the combination of education and management experience gained from previous employers provided a solid foundation to build  
a successful business.”

The Stryker Group has grown from concentrating solely on the web and windows application development projects to provid-
ing management consulting and strategic planning. “This process enabled us to become a partner for many firms in St. Louis,” 
says Stryker. “Additionally, as a WatchGuard certified professional we provide Cyber security audits and networking solutions for 
customers ranging in size from a single office up to 15 locations.” 

Every day firms like ABB, Gonzalez Companies, Colt Safety, Thalden Boyd Emery, Total Hockey and others utilize various solu-
tions from The Stryker Group to meet their business objectives.

Ekon Benefits is a local St. Louis business that has been family-owned since 
its founding in 1981. Keith Kowalczyk, ASA, EA, Founder and President, 
leads his team of retirement plan experts, which now includes the second 

generation of the Kowalczyk family. As a local small business with the capability 
of a large, national firm and a Midwestern mentality, the experts at Ekon offer 
the best of both worlds to clients, truly valuing each client relationship.

While the business has grown to serve clients in Missouri and across the 
country, Ekon continues to specialize in the consulting and administration of 
qualified, employer sponsored retirement plans. “Over time, the retirement plan 
landscape has changed with a shift from traditional pension plans to participant-
directed defined contribution plans such as the 401k,” explains Genelle Brake-
field, QKA, TGPC, QPFC, Vice President, Business Development. “Our services 
have evolved as well, from our foundation in defined benefit actuarial and con-
sulting services to our independent, daily mutual fund trading for participant-
directed plans.”  

Today, Ekon provides comprehensive administration and consulting services 
for all types of qualified retirement and health and welfare plans. “Our associates 

are experts in their field with an aver-
age of 12 years of industry experience 
and extensive knowledge in Defined 
Benefit and Post-Retirement welfare ac-
tuarial services, 401(k) recordkeeping 
and compliance, ESOP accounting, 
and 403(b) and 457 Plan administra-
tion,” says Brakefield.

When providing these services, the 
experts at Ekon focus on the unique 

needs of each client and provide customized, timely, and accurate services to 
meet those needs. “No two clients are the same, nor do they have the same exact 
wants and needs for their retirement plan,” says Brakefield. “We have formulated 
our business plan to provide superior, personalized service to meet the needs of 
each plan sponsor.”

Ekon’s personalized packages are fully comprehensive, removing the need for 
outside service providers in order to save time and money for every client. “We 
provide all of our services in-house,” says Brakefield. “Even our software is propri-
etary which allows us to keep costs low and truly provide a completely customized 
service that meets the specific needs of each business owner.”

In order to further ease the planning process and answer any questions when 
they arise, each client of Ekon Benefits is provided with a Dedicated Plan Spe-
cialist who is available to both the business owner and their employees. “This is 
an Ekon associate who knows the ins and outs of your plan and is available to 
answer questions when they arise and to provide daily service to the plan,” she 
says. “Giving each client a Dedicated Plan Specialist allows us to build a strong 
and lasting relationship with each plan sponsor.”

For more information, contact Ekon Benefits at 314-367-6555 
or www.ekonbenefits.com

Ekon Benefits Helps Clients Build A Better Future
The Company’s Customized Packages Provide Superior, 
Personalized Service to Meet The Needs Of Each Client

Keith Kowalczyk, Founder and President of Ekon Benefits, 
and Genelle Brakefield, Vice President, Business Development

“Giving each client a 
Dedicated Plan Specialist 
allows us to build a strong 
and lasting relationship 
with each plan sponsor.”

Committed to Quality...
 Committed to You...
  Ekon Benefits - Your Trusted Partner

Ekon Benefits, your Trusted Partner for Retirement Plan Administration and Consulting

4940 Washington Boulevard
St. Louis, MO 63108

314.367.6555
www.ekonbenefits.com
info@ekonbenefits.com
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the Stryker Group
100 chesterfield Business parkway, Suite 200

chesterfield, mo 63005

636.368.5414       
www.strykergroup.com     

When business owners form partnerships with The Stryker Group, an IT consultancy focused on the use of Microsoft based technologies to help businesses innovate and 
scale profitably, they can expect to gain multiple layers of benefits. The first layer, according to Shane Stryker, president and CEO of The Stryker Group, is the ability to under-
stand and deliver solutions for daily needs of a firm to operate most efficiently utilizing the best blend of people, process and technology. 

The second layer of Stryker’s benefit model is to provide solutions that its customers can use for market differentiation, as well as increasing value added opportunities. 
“This helps to prevent our customers’ portfolio of offerings from becoming commoditized,” says Stryker. “By helping our customers stay out of the commodities game, the 
greater chance of remaining profitable allowing them time to reinvest and stay ahead of their competition.”

Stryker, who has both an undergraduate degree in computer science from University of Tennessee Chattanooga and an MBA from Washington University in St. Louis,  
began to develop the ideas that would eventually become his business model while working in various industries including engineering, healthcare, IT consulting, retail  
and manufacturing.

Shane first entered the work force during his undergraduate studies when he was hired by an engineer-
ing firm to write the communication software for a wireless environmental air monitoring system used by 
the Department of Defense.  In the 1990s, Stryker worked for the G.A. Sullivan, a Microsoft Gold Solution 
Partner, as a senior consultant designing year 2000 compliant enterprise applications.

Later when working as the vice president of information systems and operations for a St. Louis based 
commercial printer, Stryker was contacted by a local company seeking assistance with the design of a new 
flavor creation application for the food and beverage industry. He jumped at the opportunity to provide a 
solution. “Initially, I was able to handle the day and night workloads, but quickly found myself with more 
work for my night job,” he says. “With an established revenue base, the break from a traditional job to 
forming my own company was not as difficult as others that had to start from scratch. Most importantly, 
the combination of education and management experience gained from previous employers provided a solid foundation to build  
a successful business.”

The Stryker Group has grown from concentrating solely on the web and windows application development projects to provid-
ing management consulting and strategic planning. “This process enabled us to become a partner for many firms in St. Louis,” 
says Stryker. “Additionally, as a WatchGuard certified professional we provide Cyber security audits and networking solutions for 
customers ranging in size from a single office up to 15 locations.” 

Every day firms like ABB, Gonzalez Companies, Colt Safety, Thalden Boyd Emery, Total Hockey and others utilize various solu-
tions from The Stryker Group to meet their business objectives.

In 1918, Meramec Valley Bank was chartered by a group of local businesses to 
better serve their needs. Ever since its founding 97 years ago, Meramec Val-
ley Bank has proudly served West County as a true community bank, locally 

owned and operated. Today Meramec Valley Bank is a full-service bank with a 
strong reputation for small business lending. 

Customers of Meramec Valley Bank receive the competitive rates, friendly 
service, and genuine comfort that comes from working with experienced, local de-
cision makers who actually know and support the community they serve. MVB of-
fers competitive rates on business and consumer loans, including SBA, along with 
a full-range of services like Mobile Banking, Internet Banking, Online Bill Pay, 
Remote Deposit Capture, and E-statements. Most importantly, MVB can deliver 
the personal service and solutions that are not part of the big bank experience.

“Like with many new businesses, I used my personal assets and credit cards to get 
started.  MVB helped me consolidate my higher interest cards into one convenient 
low rate loan.  My payments were cut in half and my loan will be completely paid 
off in 5 years,” said Joe, owner of Chalily Pond & Gardens, 14430 Manchester 
Road. 

With a strong heritage of building long-term relationships through management 
continuity, extraordinary listening, consideration of alternatives, and attention to 
detail, discover how Meramec Valley Bank can support your business and indi-
vidual banking needs. For more information, call 636-230-3500 or visit www.
meramecvalleybank.com.

Meramec Valley Bank
 Helping Businesses Grow 
For More Than 97 Years

We’re

Hire Level.
Powered by Extra Help

We’re Raising The Bar For 
Workforce Management

www.HireLevel.com 
314-241-9675

Moving Their Company 
And Yours To A HireLevel

Extra Help, Inc., a women-owned business that started as a temporary employ-
ment agency, has seen steady growth since its inception in 1995. Founder Teresa 
Katubig has expanded her company to include eight locations in six states, provid-
ing its broad range of clients across the country with employment, payroll, and 
human resource management services. “We are a nationwide, full service WBE 
staffing firm with core competencies in light industrial, clerical, professional, and IT 
staffing,” says Katubig. “We have found that what makes us unique is our ability to 
staff for a wide range of skill sets. Whether you are looking for a general warehouse 
worker or a highly skilled project manager, each of our divisions are staffed with 
well trained and experienced recruiting professionals who have the ability to find 
great talent on a moment’s notice.”

Over the last few years, Extra Help, Inc.’s already impressive growth has become 
exponential. “With the success of our expansion into new locations and service of-
ferings, we felt we needed to make a change on both our branding position as well 
as our company name,” says Katubig. “As of April 2016, our company name will 
change to HireLevel powered by Extra Help.”

To support this growth, HireLevel will have the help of new Vice President and 
Chief Operating Officer, Rachelle Bauer. Bauer will be overseeing, developing, 
and setting strategic direction for the company’s newest division in professional 
and IT staffing. She will join the ranks of HireLevel’s award-winning team, who 
strives to take their customer service to a hire level. “We will work as partners with 
our clients to increase efficiency, and customize our solutions to meet their specific 
needs,” says Katubig. “With our proven model and existing infrastructure to provide 
employment and payroll services, HireLevel is continually pursuing greater oppor-
tunities; but we will never forget our roots.”
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XPERIENCELAB IS
ADVANCING INNOVATION 

IN SAINT LOUIS

+1 314 720 1854        CONNECT@XPERIENCELAB.COM      XPERIENCELAB.COM

Let’s start a conversation about accelerating innovation 
in your business. Contact Michael Chandler, Executive 
Director at XperienceLab and a 2015 Small Business 
Monthly Top 100 Executive, for a tour of our lab and an 
overview of our services and approach.

CUSTOMER EXPERIENCE STRATEGY

BUSINESS PROCESS + CAPABILITY DESIGN

CONCEPTING + PROTOTYPING

DIGITAL PRODUCT DESIGN

We apply our Human-Centered methodologies to your 
business intelligence to help you create, innovate and 
improve the services and products delivered to your 
customer and distribution channels, while optimizing 
your internal processes and workforce interactions.
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Stryker Group helps cleints innovate, 
differentiate themselves in the marketplace 

the Stryker Group
100 chesterfield Business parkway, Suite 200

chesterfield, mo 63005

636.368.5414       
www.strykergroup.com     

When business owners form partnerships with The Stryker Group, an IT consultancy focused on the use of Microsoft based technologies to help businesses innovate and 
scale profitably, they can expect to gain multiple layers of benefits. The first layer, according to Shane Stryker, president and CEO of The Stryker Group, is the ability to under-
stand and deliver solutions for daily needs of a firm to operate most efficiently utilizing the best blend of people, process and technology. 

The second layer of Stryker’s benefit model is to provide solutions that its customers can use for market differentiation, as well as increasing value added opportunities. 
“This helps to prevent our customers’ portfolio of offerings from becoming commoditized,” says Stryker. “By helping our customers stay out of the commodities game, the 
greater chance of remaining profitable allowing them time to reinvest and stay ahead of their competition.”

Stryker, who has both an undergraduate degree in computer science from University of Tennessee Chattanooga and an MBA from Washington University in St. Louis,  
began to develop the ideas that would eventually become his business model while working in various industries including engineering, healthcare, IT consulting, retail  
and manufacturing.

Shane first entered the work force during his undergraduate studies when he was hired by an engineer-
ing firm to write the communication software for a wireless environmental air monitoring system used by 
the Department of Defense.  In the 1990s, Stryker worked for the G.A. Sullivan, a Microsoft Gold Solution 
Partner, as a senior consultant designing year 2000 compliant enterprise applications.

Later when working as the vice president of information systems and operations for a St. Louis based 
commercial printer, Stryker was contacted by a local company seeking assistance with the design of a new 
flavor creation application for the food and beverage industry. He jumped at the opportunity to provide a 
solution. “Initially, I was able to handle the day and night workloads, but quickly found myself with more 
work for my night job,” he says. “With an established revenue base, the break from a traditional job to 
forming my own company was not as difficult as others that had to start from scratch. Most importantly, 
the combination of education and management experience gained from previous employers provided a solid foundation to build  
a successful business.”

The Stryker Group has grown from concentrating solely on the web and windows application development projects to provid-
ing management consulting and strategic planning. “This process enabled us to become a partner for many firms in St. Louis,” 
says Stryker. “Additionally, as a WatchGuard certified professional we provide Cyber security audits and networking solutions for 
customers ranging in size from a single office up to 15 locations.” 

Every day firms like ABB, Gonzalez Companies, Colt Safety, Thalden Boyd Emery, Total Hockey and others utilize various solu-
tions from The Stryker Group to meet their business objectives.
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When business owners form partnerships with The Stryker Group, an IT consultancy focused on the use of Microsoft based technologies to help businesses innovate and 
scale profitably, they can expect to gain multiple layers of benefits. The first layer, according to Shane Stryker, president and CEO of The Stryker Group, is the ability to under-
stand and deliver solutions for daily needs of a firm to operate most efficiently utilizing the best blend of people, process and technology. 

The second layer of Stryker’s benefit model is to provide solutions that its customers can use for market differentiation, as well as increasing value added opportunities. 
“This helps to prevent our customers’ portfolio of offerings from becoming commoditized,” says Stryker. “By helping our customers stay out of the commodities game, the 
greater chance of remaining profitable allowing them time to reinvest and stay ahead of their competition.”

Stryker, who has both an undergraduate degree in computer science from University of Tennessee Chattanooga and an MBA from Washington University in St. Louis,  
began to develop the ideas that would eventually become his business model while working in various industries including engineering, healthcare, IT consulting, retail  
and manufacturing.

Shane first entered the work force during his undergraduate studies when he was hired by an engineer-
ing firm to write the communication software for a wireless environmental air monitoring system used by 
the Department of Defense.  In the 1990s, Stryker worked for the G.A. Sullivan, a Microsoft Gold Solution 
Partner, as a senior consultant designing year 2000 compliant enterprise applications.

Later when working as the vice president of information systems and operations for a St. Louis based 
commercial printer, Stryker was contacted by a local company seeking assistance with the design of a new 
flavor creation application for the food and beverage industry. He jumped at the opportunity to provide a 
solution. “Initially, I was able to handle the day and night workloads, but quickly found myself with more 
work for my night job,” he says. “With an established revenue base, the break from a traditional job to 
forming my own company was not as difficult as others that had to start from scratch. Most importantly, 
the combination of education and management experience gained from previous employers provided a solid foundation to build  
a successful business.”

The Stryker Group has grown from concentrating solely on the web and windows application development projects to provid-
ing management consulting and strategic planning. “This process enabled us to become a partner for many firms in St. Louis,” 
says Stryker. “Additionally, as a WatchGuard certified professional we provide Cyber security audits and networking solutions for 
customers ranging in size from a single office up to 15 locations.” 

Every day firms like ABB, Gonzalez Companies, Colt Safety, Thalden Boyd Emery, Total Hockey and others utilize various solu-
tions from The Stryker Group to meet their business objectives.

 

SERVICES 

INCOME TAX RETURNS – BOOKKEEPING – PAYROLL 

BUSINESS TAXES – AUDITS – ACCOUNTING 

WORKSHOP: “CREATIVE PROBLEM SOLVING” 

“A CPA Firm & Member Firm of the American Institute of Public 
Accountants” 

Main: 315 Lemay Ferry Rd. Suite 126, St. Louis, MO 63125 
City: 6710 Parkwood Pl, St. Louis, MO 63116-2154 

Phone & Fax (314) 353-2372           Website: riscconsultants.net 
Email: almabright@riscconsultants.net 

Contact Person: Alma Bright 
Certified DBE/MBE/WBE/EDWOSB 

 
 

R.I.S.C.: Providing controls and assurance 
to foster business efficiencies

With numerous professional certifications including Certified Public Accountant, Certi-
fied Information Security Manager, Certified Fraud Specialist, and Chartered Global 
Management Accountant, Alma Bright has formed a knowledge base that comes all 

together to benefit businesses, government and organizations as a one-stop-shop. In 2009 Bright 
took her unique background and formed R.I.S.C. (Risk assessment, Integrated audits, Security and 
Control in business information) to provide world-class consulting and audit services in addition 
to other type of services such as bookkeeping, accounting, tax preparation, QuickBooks assistance, 
software implementation, payroll preparation and  creativity workshops. 

“I provide bookkeeping and financial statements preparation through Compilation Service, Tax 
Preparation, Payroll Preparation, Software Implementation, and practical and regulatory guidance 
on matters of taxation and business strategies,” says Bright. “This is aimed to help them comply 
with their business industry and organization objectives.”

Bright and her growing team’s multi-discipline professional knowledge approach coupled with 
its robust business experience solve clients’ urgent needs and the struggles faced by many busi-
ness owners. While doing this, Bright makes sure to customize fees to provide a win-win business 
relationship. 

SERVICES
Income Tax Returns - Bookkeeping - Payroll - Business Taxes - Audits - Accounting

Workshop: “Creative Problem Solving”
“A CPA Firm & Member Firm of the American Institute of Public Accountants”

Main: 315 Lemay Ferry Rd., Suite 126, St. Louis, MO 63125
City: 6710 Parkwood Pl., St. Louis, MO 63116-2154

314.353.2372   riscconsultants.net    
Contact: Alma Bright - almalbright@riscconsultants.net

Certified DBE/MBE/WBE/EDWOSB

Cole & Company: Empowering Business 
Owners to Reach Their Goals

While Cole & Company PC has been around for over 30 years, its owner Gregg 
Cole makes sure to keep it as innovative as ever. What Cole calls a Next Gen-
eration Accounting Firm, his firm is one that is focused on having a positive 

impact on its employees, clients and the broader community.

For clients this means improving their own businesses providing top-notch accounting, 
bookkeeping, tax planning and preparation, business consulting and succession plan-
ning services. With these services, Cole also makes sure to stay focused on the future by 
providing CloudBOSS services. “CloudBOSS empowers you to manage your business 
with digital dashboard precision on any desktop or mobile device,” says Cole. “It’s a 
secure, cloud-based way to run your small business with the portability and power today’s 
entrepreneurs need. With this service we can help entrepreneurs focus on their business 
and provide them the opportunity to create the business of their dreams.”

As Cole & Company reaches its dreams of the Next Generation Accounting Firm, it 
strives to help clients to reach their dreams. “Our passion is leading our clients forward; 
helping them to achieve their dreams; watching them fulfill the vision they have for their 
business; and giving them the guidance and financial peace of mind that they require,” 
says Cole.
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Business Development   Real Estate Development   
Site Location Assistance   Retail Attraction

Business Incubators
Rodney Crim, Executive Director
1015 Locust Street, Suite 1200
St. Louis, Missouri 63101
Office: 314.622.3400
FAX: 314.231.2341
http://stlouis.missouri.org

Francis G. Slay, Mayor

“ Keeping St. Louis in Business”
St. Louis Development Corporation

“ Keeping St. Louis in Business”
St. Louis Development Corporation

Bank Said NO?

We Can Help!

Local funder • Quick advances on invoices 
Timely rebates • No up-front or hidden fees 
No volume commitments

Call Joy Ann at
636-458-2612
joyann@lexxfunding.com
www.lexxfunding.com

• Improve cash fl ow
• Increase profi ts
• Promote growth

“Paper is so 
 yesterday.”

Access your accounting data anytime, anywhere, on any device with new QuickBooks Online.  

Now you can collaborate with us more conveniently, more efficiently, more securely. There’s no software 

to buy or upgrade; QuickBooks Online runs directly in your web browser. And as a certified 

QuickBooks ProAdvisor, we back you up with the expertise to help you  

do business better—in the cloud. Talk to us today.

Start at cole-cpa.com or call us: 314.892.6700

 Bring your accounting 
out of the fog and into 
the cloud.

©2015, Cole & Company PC. QuickBooks and the QuickBooks logo are registered trademarks of Intuit Inc.

130 S. Bemiston Ave., #302
St. Louis, MO 63105

314.400.5000
greenwayfo.com

Greenway Family Office: 
Planning For Your Financial Future

With over 30+ years of combined experience, the leaders at Greenway 
Family Office specialize in financial advisory services for the private 
business owner. Greenway’s unique approach focuses on all aspects 

of the balance sheet. Working beyond traditional financial planning, Greenway 
incorporates:

• Investment plans that complement unique assets   
       and business holdings

• Income tax planning, estate and trust strategies to mitigate  
       risk and the tax bill

Greenway’s experts stress the importance of rehearsing transition strategies well 
in advance, collaborating with business owners throughout the life   
of the business:  

• How much do I need to sell my business for, in order to  
       achieve my goals?

• What actions should I take – personal and in my business -  
       to prepare for a sale?

• What planning should I do ahead of acquiring   
       a new business?

Current financial and political environments have combined to make a 
“perfect storm” for business owners looking to ensure financial independence. “ 
Contact Joan Malloy at Greenway to plan your financial future today.
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When business owners form partnerships with The Stryker Group, an IT consultancy focused on the use of Microsoft based technologies to help businesses innovate and 
scale profitably, they can expect to gain multiple layers of benefits. The first layer, according to Shane Stryker, president and CEO of The Stryker Group, is the ability to under-
stand and deliver solutions for daily needs of a firm to operate most efficiently utilizing the best blend of people, process and technology. 

The second layer of Stryker’s benefit model is to provide solutions that its customers can use for market differentiation, as well as increasing value added opportunities. 
“This helps to prevent our customers’ portfolio of offerings from becoming commoditized,” says Stryker. “By helping our customers stay out of the commodities game, the 
greater chance of remaining profitable allowing them time to reinvest and stay ahead of their competition.”

Stryker, who has both an undergraduate degree in computer science from University of Tennessee Chattanooga and an MBA from Washington University in St. Louis,  
began to develop the ideas that would eventually become his business model while working in various industries including engineering, healthcare, IT consulting, retail  
and manufacturing.

Shane first entered the work force during his undergraduate studies when he was hired by an engineer-
ing firm to write the communication software for a wireless environmental air monitoring system used by 
the Department of Defense.  In the 1990s, Stryker worked for the G.A. Sullivan, a Microsoft Gold Solution 
Partner, as a senior consultant designing year 2000 compliant enterprise applications.

Later when working as the vice president of information systems and operations for a St. Louis based 
commercial printer, Stryker was contacted by a local company seeking assistance with the design of a new 
flavor creation application for the food and beverage industry. He jumped at the opportunity to provide a 
solution. “Initially, I was able to handle the day and night workloads, but quickly found myself with more 
work for my night job,” he says. “With an established revenue base, the break from a traditional job to 
forming my own company was not as difficult as others that had to start from scratch. Most importantly, 
the combination of education and management experience gained from previous employers provided a solid foundation to build  
a successful business.”

The Stryker Group has grown from concentrating solely on the web and windows application development projects to provid-
ing management consulting and strategic planning. “This process enabled us to become a partner for many firms in St. Louis,” 
says Stryker. “Additionally, as a WatchGuard certified professional we provide Cyber security audits and networking solutions for 
customers ranging in size from a single office up to 15 locations.” 

Every day firms like ABB, Gonzalez Companies, Colt Safety, Thalden Boyd Emery, Total Hockey and others utilize various solu-
tions from The Stryker Group to meet their business objectives.

Exhibit At The
2016 Small Business Week 
Awards Luncheon & Expo

Thursday, May 6, 2016
Hilton Frontenac Hotel (1335 S. Lindbergh Blvd.)

10am-4pm

Why Exhibit?
-Meet decision makers. Bring your business 
cards and meet some of the top business leaders 
and owners throughout the region.
-Network with hundreds of potential new 
customers.
-Get a ticket to the awards luncheon. Meet the 
top Small Business Owners in the region.
-Showcase your company in a unique business 
environment.
-Touch base with your established customers. 
You can talk about new products, renew your 
relationships and thank them for their business.

Exhibit at one of the nation’s largest celebrations of small business. The annual Small 
Business Week Expo and Gala celebrates small business throughout the St. Louis region. 

The Expo includes a full day of workshops and seminars to help small-business owners 
grow their companies. Topics will include: sales, marketing, leadership, etc. The event 
will also include the luncheon gala, where the top companies in the region will be 
honored.

SMALL BUSINESS WEEK EASTERN MISSOURI

Innovate. Create. Celebrate !

Event information and tickets at www.SBWEM.org
Small Business Week is presented in cooperation with the U.S. Small Business Administration.

May 4–9, 2015
Small Business Week is 

packed with 
more than 20 events
 for business owners!

Check out these events:
BIG DATA MONDAY: Regional Labor 
Stats for the Workweek and Beyond
presented by the U.S. Bureau of Labor Statistics and 
hosted by Justine PETERSEN
Monday, May 4, 3:00–5:00 p.m.
A Justine PETERSEN-hosted cocktail reception will
immediately follow.
1023 N. Grand Blvd. St. Louis, MO 63106

Matchmaking Event (Government Contractors)
Tuesday, May 5, 9:30 a.m. –12:00 p.m.
ITenterprises/UMSL Center
4633 World Parkway Circle Berkeley, MO

Early Stage Company Capital Raising – 
Going Beyond Friends and Family ($20)
Wednesday, May 6, 2:30–4:30 p.m.
Center for Emerging Technologies/Training Room
4041 Forest Park Ave.
St. Louis, MO 63108

 ...and more!

Celebrate with the winners

May 7, 2015
 

Exhibit Gala, 4:30–6:00 p.m.
Awards Dinner, 6:30–9:00 p.m.
Norwood Hills Country Club, St. Louis

FREE Admission to the Exhibit Gala 
Awards dinner tickets $60.00

Other events will cover topics such as 
Social Media, Government Contracts, 

Business Planning and more!

A Limited Number of Tables 
Are Available.

The Cost to Exhibit At The Show is $400 
(which includes a ticket to the 

awards luncheon)

Call 314.569.0076 or email info@sbmon.com 
to reserve your space at the show

Exhibit At The
2016 Small Business Week 
Awards Luncheon & Expo

Thursday, May 6, 2016
Hilton Frontenac Hotel (1335 S. Lindbergh Blvd.)

10am-4pm
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-Meet decision makers. Bring your business 
cards and meet some of the top business leaders 
and owners throughout the region.
-Network with hundreds of potential new 
customers.
-Get a ticket to the awards luncheon. Meet the 
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-Showcase your company in a unique business 
environment.
-Touch base with your established customers. 
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• Founded in 1998
• Family & Locally owned
• Free measuring, free estimates, free installation
• Repair Services For Broken Blinds/shades
• Residential and commercial window coverings

At Two Blind Guys, You Will 
“See The Difference” 

In Our Products & Services

www.twoblindguys.com

Two Blind Guys specializes 
in custom window treat-
ments and window cover-
ings. We carry anything 
and everything related to 
custom blinds, shades, 
and shutters. Whether you 
are in the market for faux 
wood blinds, real wood 
blinds, motorized shades, 
honeycomb shades, pleated 
shades, vinyl shutters, real 
wood shutters, composite 
shutters, roman shades, ver-
tical blinds, roller shades, 
or privacy sheers, we have a 
solution for you.

17714 Chesterfield Airport Rd.
Chesterfield, MO 63005

636.537.8008

See the Difference 
With The Two Blind Guys

Family-Owned Business Has Been 
Helping Customers Since 1998

Looking to give your home or office a needed facelift? As St. Louis’ 
top-rated window treatment service company, Two Blind Guys is here 
to help. Founded in 1998, the Two Blind Guys has a long history of 

helping its customers while remaining a locally and family-owned business. 
Today Two Blind Guys is still owned by the original family and run by Debbie 
Kinsinger. “We are proud to be a family business but we are more than that,” 
says Kinsinger. “Without the help and support of all our other staff members, 
we wouldn’t be where we are today.”

Specializing in custom blinds, shades and plantation shutters, the experts at 
the Two Blind Guys know how to meet individual needs. In order to insure 
expectations are exceeded, all potential clients receive free measuring, free 
estimates and free installation. Additionally, Two Blind Guys offers repair 
services for broken blinds and shades. 

Visit one of the Two Blind Guys showrooms in Chesterfield Valley or Des 
Peres to start your project today.  For more information, visit the Two Blind 
Guys showroom or learn more about the company at www.twoblindguys.
com.
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Authentic power

Do you trust people to want and 
choose to be caring and account-
able without coercion? Do you 

make it your mission to develop their 
initiative or to control them instead? 
Consider today’s research. The following 
quotes are from an article titled “The 
rise of American Authoritarianism,” 
written by Amanda Taub, and describe 
why we are seeing a rise in popularity 
for a candidate like Donald Trump. My 
article is not about Donald Trump or 
politics; it’s about authoritarianism and 
my experiences with my clients.

Authoritarianism — not actual dictators, 
but rather a psychological profile of individual 
voters that is characterized by a desire for 
order and a fear of outsiders. People who 
score high in authoritarianism, when they 
feel threatened, look for strong leaders who 
promise to take whatever action necessary to 
protect them from outsiders and prevent the 
changes they fear.

Authoritarians are thought to express much 
deeper fears than the rest of the electorate, 
to seek the imposition of order where they 
perceive dangerous change, and to desire a 
strong leader who will defeat those fears with 
force. They would thus seek a candidate who 
promised these things. And the extreme nature 
of authoritarians’ fears and of their desire 
to challenge threats with force, would lead 
them toward a candidate whose temperament 
was totally unlike anything we usually see in 
American politics — and whose policies went 
far beyond the acceptable norms.

I often see a polarization of ideologies 
when I’m working with various leaders. 
Some are eager to find an alternative to 
authoritarianism, and others cling to it 
with a death grip. At LifeWork Systems, 
we provide an approach that sets aside 
authoritarianism in favor of a mentoring 
model that promotes the fostering of per-
sonal power. Leaders are asked to hold 
a positive view of those they lead and 
develop their initiative because of a belief 
that people are and want to be great. To 
some, this approach evokes fear, because 
it challenges long-held beliefs that people 
need to be managed using control-driven 
methods. We show them the high price 
paid for the authoritarianism approach 
and a viable alternative.

the extraorDinary workplace
by judy ryan

In the article referenced above, 
researchers from Amherst and Vander-
bilt shared findings and predictions 
from back in 2009 that a presidential 
candidate like Trump would surface 
at this time. What I found particularly 
significant is that to identify authori-
tarianism, they asked four questions. 
Consider them and see whether you are 
prone to develop compliance in people 
or commitment. The questions: Which 
are more important for a child to have: 
1. respect for elders or independence? 2. 
Obedience or self-reliance? 3. To be well-
behaved or to be considerate? 4. Good 
manners or curiosity?

Your answers to these help you recog-
nize your general psychological paradigm. 
If you chose the first option in each ques-
tion, you likely favor authoritarianism 
and will use external motivation (fear, in-
centives, judgment) versus development 
of internal motivation (purpose, values, 
and emotional and social intelligence.) 
One of these approaches motivates ac-
countability, integrity and care for others 
even when no one is there to oversee 
behavior. We call it a responsibility-based 
approach.

putting down control systems and 
choosing to develop leadership in others 
enables the very collaboration needed 
in our world. Then you build courage 
and create environments where everyone 
feels empowered, lovable, connected 
and contributing. It is my joy to help 
leaders master development of personal 
responsibility in others so that each can 
effectively manage their relationships, 
work ethic and passion for life. When 
they do, commitment to good; trustwor-
thiness; and proactive, caring behaviors 
become the norm. These leaders develop 
other leaders who strive to make all their 
interactions conscious and loving, and 
it’s evident in word and deeds. n

Owners and leaders hire Judy Ryan and Life-
work Systems because they want the advantag-
es of an extraordinary workplace. Judy’s book, 
“What’s the Deal With Workplace Culture 
Change?” is available FREE at www.GetMy-
CultureBook.com. You can also contact Judy 
at 314-239-4727. 

“Authentic power is the real deal. You can’t inherit it, buy it, or win it. You also can’t lose it. You 
don’t need to build your body, reputation, wealth or charisma to get it.” - Gary Zukav

St. louiS companieS you Should know

Stryker Group helps cleints innovate, 
differentiate themselves in the marketplace 

the Stryker Group
100 chesterfield Business parkway, Suite 200

chesterfield, mo 63005

636.368.5414       
www.strykergroup.com     

When business owners form partnerships with The Stryker Group, an IT consultancy focused on the use of Microsoft based technologies to help businesses innovate and 
scale profitably, they can expect to gain multiple layers of benefits. The first layer, according to Shane Stryker, president and CEO of The Stryker Group, is the ability to under-
stand and deliver solutions for daily needs of a firm to operate most efficiently utilizing the best blend of people, process and technology. 

The second layer of Stryker’s benefit model is to provide solutions that its customers can use for market differentiation, as well as increasing value added opportunities. 
“This helps to prevent our customers’ portfolio of offerings from becoming commoditized,” says Stryker. “By helping our customers stay out of the commodities game, the 
greater chance of remaining profitable allowing them time to reinvest and stay ahead of their competition.”

Stryker, who has both an undergraduate degree in computer science from University of Tennessee Chattanooga and an MBA from Washington University in St. Louis,  
began to develop the ideas that would eventually become his business model while working in various industries including engineering, healthcare, IT consulting, retail  
and manufacturing.

Shane first entered the work force during his undergraduate studies when he was hired by an engineer-
ing firm to write the communication software for a wireless environmental air monitoring system used by 
the Department of Defense.  In the 1990s, Stryker worked for the G.A. Sullivan, a Microsoft Gold Solution 
Partner, as a senior consultant designing year 2000 compliant enterprise applications.

Later when working as the vice president of information systems and operations for a St. Louis based 
commercial printer, Stryker was contacted by a local company seeking assistance with the design of a new 
flavor creation application for the food and beverage industry. He jumped at the opportunity to provide a 
solution. “Initially, I was able to handle the day and night workloads, but quickly found myself with more 
work for my night job,” he says. “With an established revenue base, the break from a traditional job to 
forming my own company was not as difficult as others that had to start from scratch. Most importantly, 
the combination of education and management experience gained from previous employers provided a solid foundation to build  
a successful business.”

The Stryker Group has grown from concentrating solely on the web and windows application development projects to provid-
ing management consulting and strategic planning. “This process enabled us to become a partner for many firms in St. Louis,” 
says Stryker. “Additionally, as a WatchGuard certified professional we provide Cyber security audits and networking solutions for 
customers ranging in size from a single office up to 15 locations.” 

Every day firms like ABB, Gonzalez Companies, Colt Safety, Thalden Boyd Emery, Total Hockey and others utilize various solu-
tions from The Stryker Group to meet their business objectives.

Hollander & Associates was started in 
2005 by Melissa Hollander, a former 
banker of 22 years.  After working with 

so many small business owners to manage 
their accounts, she recognized a great need for 
“hands-on, backroom support” for the small 
business owner who was trying to wear many 
hats including bookkeeping and at a price they 
could afford.  With her experience, she was 
able to create structure within their finances, 
clean up their bookkeeping, provide daily 
money management and work closely with their 
CPA and other business partners to establish a 
team that can fully help the business.  

In 2008, H&A had an opportunity to add 
personal finance support to their service list.  
Hollander found that personal clients have 
their own battle of trying to manage their 

Bringing Balance To Clients’ 
Lives And Businesses

Melissa Hollander, Hollander 
& Associates, provides “hands-on, 
backroom support” for the small 
business owner wearing many hats.

professional lives, their family lives and their financial lives which can be quite over-
whelming.  Those that struggle with making the necessary adjustments in order to 
not live paycheck-to-paycheck, those that have trouble figuring out where their money 
is going and those that are trying to just keep up with it all.  H&A has a tried and 
true method for helping their families and individuals get a handle on their finances.  
Over the past 10 years, they have provided direction and support for many personal 
clients through their daily money management process.  

“Our approach in helping our clients is very personal to us, says Hollander.  We 
take our role in their lives very seriously.  When we sit down with a client, we talk 
about everything that is important to them, their family and their business.  All of 
this makes up who they are and how they got to where they are.  This gives us a level 
of understanding about them that helps us help them the best way possible.  We hold 
ourselves at a very high standard.  This is in part as a reflection of H&A, but also of 
our parent organization, American Association of Daily Money Managers.”  This is 
an organization of industry professionals who serve small business owners, the busy 
professionals, the newly single and seniors, to name a few, in managing their financial 
lives. Currently, there are not many AADMM members in Missouri, but our numbers 
are growing.   Hollander says, “The more we talk with people about what we do, the 
more people identify with our mission.”

The future for Hollander & Associates is to educate as many people as they can to 
the services they provide in order to help as many families and small businesses as 
possible….because life is complicated enough.

314.807.1984

    

hollander-associates.com



How Can You Increase Your 
Business’s Value Drivers?

when it’s time to sell the busi-
ness, value drivers determine 
the value of the business and 

impact the desirability and risk for a 
potential buyer.

Great! But what does that mean? 
OK. Let’s look at why and how much 

“value drivers” influence the selling or 
buying of a business. 

When a business broker produces a 
market business valuation, a specific list of 
business value drivers is rated: Historical 
profits - 15%; Income risk - 15%; Busi-
ness Growth - 15%; Terms of Sale - 15%; 
Competition - 10%; Owner Dependency 
- 10%; Location/Facilities - 5%; Desirabil-
ity/Marketability - 10% and Business Type 
- 5%. 

The percentage shown under the value driver 
indicates the influence of that specific driver. 

Furthermore, the business broker 
producing the business valuation uses a 
scale to continue the weighting process. 
The scale goes from 1 to 5, with 3 being 
average or neutral or having no effect 
on value. The scoring is relative to the 3 
neutral position – a score of 4 is a 33% in-
crease in the value of that particular value 
driver; 5 is a 66% increase; conversely, 1 is 
a 66% decrease and 2 is a 33% decrease.

So, how does all this come together to 
incorporate the company’s value drivers 
into the market value of the business? 

Let’s analyze historical profits, with an 
influence of 15 percent. 

Say you are buying a business that dem-
onstrates consistent profits year after year. 
The risk that tomorrow’s profits will not 
be approximately the same as yesterday’s 
is low, so this business would score 4 or 5. 
Conversely, if the profitability of the busi-
ness has been sporadic, the value driver 
may score a 1 or 2, reducing the value of 
that driver by 33% or 66%.

The same process is applied to all nine 
value drivers, and the results are accumu-
lated to weigh the overall performance 
and desirability of the business. 

Other drivers: 
• Income risk: Does the business con-
sistently provide funds to support the 
owner’s personal cash flow needs? 
• Business growth: Is the business main-
taining revenue, growing or declining? 

value proposition
by dave driscoll

• Terms of sale: Does the seller require 
all cash at closing, or will some seller 
financing be considered? The pool of 
buyers is limited when sellers require all 
cash to purchase the business, reducing 
marketability and value. When a busi-
ness valuation is produced for planning 
purposes (rather than sale), this category 
is assigned a 3 (neutral). 
• Competition: Are there many or few 
competitors? Companies with unique 
niches and fewer competitors may move 
weighting to a 4 or 5 (value enhancers). 
• Owner dependency: Can the business 
operate without the owner for extended 
periods of time without creating chaos? 
Yes? No? Substantial accumulative loss 
of value can occur in an owner-centric 
business. place yourself in the position of 
a buyer: If the person responsible for all 
the daily operations (the owner) will be 
cashing out with your money, the effect 
on historical profits and income risk is 
not good!
• Location/facilities: Is the location in a 
less-than-desirable area? Are the facilities 
clean, maintained and organized?
• Desirability/marketability: Is t nbusi-
ness marketable? In my previous business, 
we manufactured printed envelopes in 
high volume. Given the growth of the 
Internet and electronic communications, 
is a small printing company in a stable 
position? Would the type of business be 
desirable to a large audience or only to a 
select few? 

 Business type: Does the type of busi-
ness require special knowledge, licensing 
or skills? 

If you thought you really had no influ-
ence over the value – the real cash value 
– of your business, I hope this helps you 
realize there are factors you can enhance 
to create positive business value. n
 

Dave Driscoll is president of Metro Business Advi-
sors, a mergers and acquisitions business broker, 
business valuation and exit/succession planning 
firm helping owners of companies with revenue 
up to $20 million sell their most valuable asset. 
Reach Dave at DDriscoll@MetroBusinessAdvi-
sors.com or 314-303-5600. For more information, 
visit www.MetroBusinessAdvisors.com.
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legal matters
by Mohsen Pasha

in Burk & reedy, LLp v. Am. Guaran-
tee & Liab. Ins. Co., 89 F.Supp.3d 1 
(D.D.C. 2015), the U.S. District Court 

for the District of Columbia examined 
a professional liability insurer’s duty 
to defend when the insured attorney is 
involved in both the legal and business 
aspects of a failed transaction.  The case 
serves as an apt reminder for attorneys 
to be mindful of their ethical obligations 
at all times, and how an alleged failure 
to follow those ethical obligations may 
impact the extent of their malpractice 
insurance coverage. 
Factual and Procedural History

This case originated from a transaction 
involving China Trade and Investments, 
LLC (“CTI”), an importer and exporter 
of urea.  Id. at 3.  In October 2008, CTI’s 
managing members, James Burk and 
Steven Allemang, executed an agree-
ment with Gratian M. Yatsevitch, III.  Id.  
Under the agreement, Yatsevitch became 
a part-owner of CTI when he secured a 
$325,000 loan for CTI from a lender, 
with Burk providing legal counsel to Yat-
sevitch in securing the loan.  Id.  A parcel 
of Yatsevitch’s real property he owned was 
encumbered as collateral for the loan.  Id.

After Yatsevitch secured the loan, CTI 
failed to complete the urea deals and 
failed to repay the loan.  Id.  The lender 
foreclosed on Yatsevitch’s real property 
that was used as collateral.  Id. at 3-4.  Af-
ter the property was eventually sold and 
the loan was repaid, Yatsevitch sued Burk 
for legal malpractice.  Id.  

Burk held a legal professional liability 
insurance policy covering an acts or omis-
sions in his rendering or failing to render 
legal services for others.  Burk tendered 
Yatsevitch’s claim to his malpractice 
insurer—the insurer, however, denied 
coverage based on two exclusions in the 
policy.  Id. at 6-7.  The first exclusion was 
the “insured status” exclusion.  Id. at 6.  
The “insured status” exclusion precluded 
coverage for any claim “based upon or 
arising out of, in whole or in part . . . 
the Insured’s capacity or status as . . . an 
officer, director, partner, trustee, share-
holder, manager or employee of a busi-
ness enterprise, charitable organization or 

pension, welfare, profit sharing, mutual 
or investment fund or trust.”  Id. at 6 
(emphasis added).  The second exclusion 
was the “business enterprise” exclusion, 
which precluded coverage for any claim 
“based upon or arising out of, in whole or 
in part . . . the alleged acts or omissions by 
any Insured, with or without compensa-
tion, for any business enterprise, whether 
for profit or not-for profit, in which any 
Insured has a Controlling Interest.”  Id. 
(emphasis added).  
Analysis: The Insurer Did Not Have a 
Duty to Defend

After the insurer’s denial of coverage, 
Burk sued the insurer, arguing it had a 
duty to defend him in the underlying suit 
by Yatsevitch.  Id. at 7-8.  Burk contended 
the legal malpractice claim was based on 
his rendering of legal services, or lack 
thereof, to Yatsevitch in connection with 
the loan, thus imposing a duty on the 
insurer to defend.  Id.  The insurer main-
tained it did not have a duty to defend 
because Burk fell within the insured status 
and business enterprise exclusions.  Id. at 
8. 

Burk argued neither exclusion applied 
because Yatsevitch’s claim did not “arise 
out of” Burk’s status as a managing and 
controlling member of CTI.  Id.  Specifi-
cally, Burk contended the term “arising 
out of . . . means proximately caused [by],” 
and that Yatsevitch did not sufficiently 
allege in his legal malpractice claim that 
Burk’s status as a managing and control-
ling member of CTI was the proximate 
cause of his alleged injuries.  Id.  The 
court disagreed, explaining that “arise out 
of” means: “originating from, growing out 
of, flowing from, or the like.”  Id. at 10-
11.  The court then applied the ordinary 
meaning of “arise out of” to the two exclu-
sions to determine that both exclusions 
applied.  Id. at 11. 

For the insured status exclusion, 
Yatsevitch’s claims against Burk in the 
underlying action were “based upon or 
arising out of, in whole or in part,” Burk’s 
role as a manager of a business enterprise.  
Id.  Yatsevitch’s allegations demonstrated 
that Burk simultaneously wore two hats 

Lawyers Mixing Legal Counsel With 
Business Interests? Not So Fast

Continued on Page 54


