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s they grow their private companies, one of the last – if not the last thing –
owners want to spend time and money on are complicated financial
reporting requirements. Sure, if the company plans to go public, there are
good reasons to comply with U.S. Generally Accepted Accounting Principles
(GAAP); but for many others, the focus is on growing their company.

In the long battle between “Big” and “Little” GAAP, not much progress has
been made in helping smaller companies with few intentions of going public, those
entities that aren’t forced to use GAAP reporting. Private companies and users of their
financial statements complain that GAAP requires accounting and reporting that is not
relevant or useful in decision making. They argue that GAAP is overly complex and
leads to unnecessary costs in financial statement preparation and in performance of
audit, review and compilation services.

The most common objections include:

1. GAAP requirements that require two sets of financial statements and self-report 
“uncertainties” about income taxes;

2. costly appraisals to mark-to-market assets such as securities and real estate at 
“fair value;” and

3. having to report on consolidated entities.

Help is on the way. Frustrated over the lack of progress by the powers that be – in
this case the Financial Accounting Foundation, which is the body that oversees the
Financial Accounting Standards Board (FASB) – to come up with a workable set of
rules for private companies, another body, the American Institute of Certified Public
Accountants (AICPA) underwent their own process to produce one. The AICPA formed
a task force of practicing accountants and AICPA staff with small business experience.
After taking into consideration a broad range of comments from business and
professionals, the task force has published a Proposed Financial Reporting Framework
for Small and Medium-Sized Entities, or FRF for SMEs.

What is FRF for SME and How Does It Help Me?
The AICPA framework is a reporting system that should be popular with both

companies and their banks. There are more than 20 million SMEs in the U.S. that don’t
have to comply with GAAP because they are not public, although many private
companies prefer to follow GAAP rules. The AICPA doesn’t have any authority to
require use of their framework; however, after its expected release as a final document
in the second quarter of 2013, the AICPA is hoping that it becomes a widely used
standard. The rules can be utilized in every industry and by either incorporated or
unincorporated entities.

To private companies, so much of GAAP is too complicated and not applicable to
them. The proposed framework blends traditional accounting methods with income tax
methods in an effort to minimize the difference between their financial statements and
tax returns. In terms of disclosure, GAAP concerns itself with a myriad of reporting
requirements while most private companies only report to their banker. The FRF for
SME still provides a meaningful set of financial statements. Bankers take more of a
cash flow approach and the framework intends to provide that.

For example, according to the AICPA fact sheet, the new framework will be used by
owner-managers “who rely on a set of financial statements to confirm their
assessments of performance and of what they own and what they owe and to
understand cash flows.” The framework includes information on other collateral that the
owner-manager might pledge to secure a loan that is not available on current financial
statements.

Other Features of the New Framework
In addition to the above, the FRF for SME will:

Private Companies Finally (May) Have a Set of Their Own Accepted Standards
Reduces complications, expenses of GAAP

by Scott Appel, CPA, Partner-in-Charge, Hein & Associates LLP

� Allow entities to follow the taxes payable method when accounting for income     
taxes, “thereby mirroring what’s reported on an entity’s tax return,” the AICPA 
says. Thus, there will be no concept of deferred taxes.

� The framework uses historical costs, rather than fair value, as a basis for valuing 
assets. This drastically simplifies the accounting process, thereby making it less 
expensive to produce financial statements.

� The framework will not use complicated GAAP procedures to account for 
derivatives, hedging or stock compensation. No “mark-to-market” analysis – 
expensive and time consuming – will be needed on these items.

� It will not include the GAAP concept of other comprehensive income. Changes in 
equity will only reflect equity contributions, distributions and net income or loss.

� The framework will follow a traditional approach to lease accounting, in which 
cases leases will not have to be capitalized and subject to depreciation and 
amortization; rather they flow through to the income statement.

� The framework does not follow the GAAP concept of consolidating variable 
interest entities. The classic example is where the owner holds the building or land 
the company uses through another entity and leases it to the company. GAAP 
might require the books of both to be consolidated into one, where the FRF for 
SME does not.

� The framework does not follow GAAP related to goodwill and intangibles. Goodwill 
should be amortized over the same period as for federal income taxes or, if not 
amortized for income taxes, over 10 years. For intangibles, if an entity cannot 
make a reasonable estimate of the useful life, the life should be presumed to be 10 
years.

Although we expect that the new framework will be widely adopted by private
companies, businesses should always consider the users of their financial statements
before choosing a method of reporting. The framework might not meet everyone’s
needs, such as in the case of a company that expects to go public within a few years, or
if there are users of their statements who demand GAAP accounting.

Additionally, the FASB is still working on its set of recommendations for private
company users, and while the two bodies have done a significant amount of work
together on the AICPA standards, the FASB’s Private Company Council may produce
something different and ultimately, the FASB is the dominant rulemaking body in
accounting.

Nonetheless, the AICPA standards promise to be a relevant, useful set of standards
to users of private company financial statements that will be more efficacious and less
expensive to produce.

About Hein & Associates LLP

Hein & Associates LLP is recognized as a leading accounting and advisory firm
where its people and clients share knowledge, thrive in a culture of teamwork, and
build long-term relationships deeply rooted in integrity.

Hein serves public and private companies in a variety of industries across the
country from our offices in Denver, Dallas, Houston and Orange County. We also
serve clients globally through our alliance with associations of independent

accounting firms around the world.
According to Accounting News Report, Hein is ranked among the Top 25 auditors

serving SEC registrants, and Accounting Today lists Hein among the nation’s
overall Top 100 accounting and advisory firms. Hein has been named to Inside
Public Accounting’s “Best of the Best Firms” list, honoring only 25 firms for their
management and superior operational performance.

A

Scott Appel
Scott Appel, CPA, is the partner-in-charge of the

Orange County office of Hein & Associates LLP, a full-
service public accounting and advisory firm with
additional offices in Denver, Houston and Dallas. He
specializes in SEC reporting and regularly consults with
both public and private companies on matters related to
GAAP compliance. Scott can be reached at
sappel@heincpa.com or 949.428.0288.
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iring the right person for a role is the most important decision made by
most managers. Over the years, I’ve watched many hiring managers fall
into one or more hiring traps. Avoid these big hiring mistakes and you’ll
build a great team.

It’s Not My Decision - Not Taking Responsibility
for the Hiring Decision

This is the common mistake of the new manager. You’ve been
given the “green light” to hire, but you make pleasing the boss
the number one priority rather than the job responsibilities. If your
boss gives you the authority to hire, establish up front whether
you have the ability to make the final decision.

Ask the hard questions: Is it my hire? Am I responsible for the
decision? Do you need to approve my decision? Know this
upfront. If you don’t have final authority, find out how much
authority you’ve been granted.

This is also a problem for senior executives who delegate
hiring authority. In my experience as CEO, it’s best to give
subordinates authority over hiring decisions and responsibility for
consequences. If the ultimate decision isn’t theirs, you’re merely
asking them to screen candidates, and you remain the hiring
authority. Make sure everyone knows it.

I have had great results giving subordinates authority to hire who they want. They
still seek my opinion about final candidates, and I’m able to be a sounding board
without ever meeting the candidate. Constructive feedback can influence a
subordinate’s decision without overriding it.

Too Many People in the Process Without a Purpose
“A camel is a horse designed by a committee.” – Anonymous
There is a high cost to hiring the wrong person and no one wants to be individually

responsible for making a poor hiring decision. This mindset often leads to the “safety in
numbers” solution. As a result managers get people involved in the process that don’t
have a clear role.

Everyone should know their role in the interviewing process. Everyone should have
clear criteria for evaluating a candidate and should be aligned and using a similar
assessment tool.

Too often, I see prospective peers involved in the process without any clear direction.
Without any guidance, they default to using the interview to begin positioning
themselves should the candidate ultimately be hired.  The problem with this is obvious.
If the candidate doesn’t respond to the implicit positioning, they are immediately at a
disadvantage.

This is typical of group dynamics, use it to garner insights by setting up the process
properly. Liking someone you will work with is important, so figure it out in a way that
you can observe objectively as the hiring authority.

If you get feedback like, “I really didn’t like them,” then you aren’t getting feedback. “I
like this attribute,” or “I feel this is a weakness,” lets you know your hiring team
members get it. If you want to see whether a candidate will fit in with peers, I
recommend a lunch meeting or group interview.

Forgetting the Candidate Needs a Challenge
“Do you want to sell sugar water for the rest of your life, or come with me and

change the world?” – What Steve Jobs said to Pepsi CEO John Sculley to lure
him to Apple

I often see hiring managers focused exclusively on hiring an expert who is currently
performing the open role elsewhere. This is a band-aid approach to hiring. It leaves no
room for growth, no opportunity for professional development. The only challenge is
learning the new company’s software and politics.

To attract the best candidates, you need make allowance for the impact that
professional development, challenge, variety, new skill development, stretch
experiences and increased scope of responsibility will have on a candidate’s decision
making. If you want to attract great candidates and reduce self-selected turnover, give
them a challenge.

Establish the essential skills and leave room for development. This will give you a
chance to reward an employee through increased responsibility.

If you absolutely require an expert, ask yourself whether you should consider a
consultant or interim professional.

Treating Salary as an Expense Not an Investment
Hiring is not a trip to the supermarket. Don’t clip coupons or look for discounts. When

Five BIG Hiring Mistakes
Avoid these costly traps and build a great team

by Ron Proul, CEO, Century Group International

hiring professionals and executives, “you get what you pay for.” Investing in competitive
compensation for a role and selecting the best candidates independent of salary is the
best way to maximize your hiring ROI.

There is a market rate for professionals and most candidates know their value within
a general range. When you look for skills and experience at a
below market, bargain rate, your hiring process will take longer
and it will attract less-qualified candidates.

The end result is that you end up paying the market rate in the
form of lost productivity, turnover and wasted executive time
spent on a longer interview process.

When you focus on viewing compensation as an investment,
you focus more on the value delivered by a candidate and less
on the cost. The result is an attractive and fair offer of
compensation.

Thinking the Goal is to Interview a Large Slate of Candidates
When you start the process to fill an open position, the goal is

to hire someone, not interview everyone. An interview process
that is consistent and decisive helps everyone. When a hiring
authority returns to consider a candidate they interviewed
months ago, they have done themselves a disservice.

Hiring the best candidate shouldn’t be based on how they
fared relative to everyone you interviewed, but rather relative to the job. If you have a
candidate you like, run them through the process and make a decision, either they are
the candidate or they are not.

The perpetual interviewer is always surprised when they get a turndown or the
candidate is no longer available at the end of the search, only to have to start the entire
interview process again. If interviewing is their purpose, they achieved it; if hiring is,
they didn’t.

Avoid these five mistakes by examining your views of the interview process and make
the adjustment.  Ask yourself these questions: Who has authority and needs to provide
input? What can a candidate learn? How much do the essential skills cost? When can I
conduct my process purposefully to hire a candidate?

For more information, please visit www.century-group.com or call 800.337.9675.

We’re Century Group

And we execute an average of 1,500 searches a year in finance and
accounting. Promptly. Precisely. Reliably. Delivering the kind of talent that
doesn’t just make a team complete. It makes it better.
Century Group connects top tier finance and accounting professionals to

the companies that need them. That’s it. No operations directors or
marketing VPs or CIOs. Just finance and accounting, professional to

executive level, project to permanent. It’s what we know. And what we’re
known for.
With our singular purpose, ongoing recruitment process and elite

network of financial talent, Century Group clients see results with unrivaled
speed and accuracy. Which is why we see the same clients again and
again.

H

Ron Proul
Ron Proul is a noted expert on executive recruitment

and a frequent contributor to the Wall Street Journal,
Fordyce Letter and Los Angeles Business Journal. He is
one of Southern California’s foremost executive
recruiters and CEO of Century Group International.
During his 23 years at Century Group, Ron has
completed more than 500 CFO, executive and
management searches for leading entertainment,
manufacturing, technology, real estate as well as private
equity. Ron has served on numerous committees and
boards and is currently a judge for the annual CFO of the Year Awards.

Tim Calley
Timothy Calley is Managing Director for the Orange

County practice office of Century Group and a member
of the firm’s Executive Recruitment and Interim Services
practices.

Based in Costa Mesa, Calley manages key client
projects and searches in real estate, consumer
products, entertainment, manufacturing and financial
services. Calley’s success in completing searches and
providing a valuable consultative service to his clients
has resulted in repeat business clients. Prior to joining
Century Group, Calley was Regional Managing Director
with an international staffing firm where he ranked as
one of the top Managing Directors in 2011.
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ongratulations to the nominees of the Orange County Business Journal’s
2012 CFO Awards. We join in honoring these outstanding leaders for their
achievements and positive influence in our community.

Risk management has always been important to long-term growth and
profitability. But in today’s volatile world economy, it has become an
essential component of treasury management in companies of all sizes.

Developing a strategy for managing each risk your company faces – whether it
relates to interest rates, energy prices, or foreign exchange rates – is a key to survival
and success. Here are some of our experiences working with Union Bank clients.

Keep Your Eye on The Curve
The Federal Reserve has employed multiple quantitative easing programs which

have driven interest rates to all-time lows. We are at a critical juncture in the U.S.
economic recovery as the nation faces the upcoming “fiscal cliff.” Negotiations and
resolutions will likely drive the direction of future interest rates. It’s important to watch
the shape of the rate curve – and where your debt resides on that curve – to take
advantage of opportunities as they arise.

“Since short-term rates are low for the foreseeable future, it can make sense to
manage risk by locking in a low rate and eliminate worries about future credit spikes or
changes in monetary or fiscal policy,” notes Kim Ohara, Union Bank director, interest
rate risk management.

“For long-term rates on real estate or longer-term loan debt, sudden changes like
pullbacks and spikes can present opportunities to secure a better rate,” Ohara says.
“Case in point: A client with a variable rate wanted to convert to a fixed rate using an
interest rate swap and left a below-market rate lock order. Our traders were able to
execute the order during a volatile pullback in rates, resulting in an ideal rate lock for
the borrower.”

Strike a Balance
With all the recent volatility resulting from the European debt crisis and U.S. debt

ceiling, striking a balance between hedging and staying on the sidelines can be a
sensible strategy for managing foreign exchange risk. By staying flexible – hedging in
some cases but not in others – it’s possible to achieve dollar-cost averaging that
provides the best performance on a currency basis.

A Union Bank client that was funding an acquisition in Europe provides an example
of this strategy. Since there was a two-month lead time between the purchase and
finalizing the acquisition, the bank arranged to buy euros at key levels before the
purchase – helping the client gain a significant savings by hedging over time rather
than waiting until the acquisition date when the exchange rate could be higher.

Aaron Bierman, Union Bank director and team leader, foreign exchange, points out,
“By showing clients how to reduce exposure to sudden shifts in foreign exchange rates,
we’re able to help them manage risk more efficiently and enhance profitability.”

Risk Management Has Its Rewards
by Kjell Gronvold, Senior Vice President, Union Bank

Hedging Can Be an Effective Tool
Historically, crude oil and natural gas are volatile commodities. Domestic and global

developments during the past few years have only exacerbated the situation. Crude oil
markets continue to be extremely volatile. Domestic natural gas production has
mushroomed with new technologies like shale extraction and prices have dropped
significantly as a result. In addition, companies that depend on transportation are facing
diesel prices that have nearly doubled over the last year.

Hedging can help protect companies from the financial consequences of unexpected,
dramatic events. It can make a significant difference when dealing with commodities as
volatile as oil and gas in an uncertain economy.

“We helped an oil and gas exploration and production client put a hedging strategy
into place over a period of 20 months – protecting its revenues from a loss of more than
$30 million,” says Craig Taylor, Union Bank senior vice president, energy price risk
management. “For large corporate and middle-market companies whose businesses
contain a large transportation component – like a fleet of delivery trucks – fuel costs can
have a significant impact on the bottom line. With the retail cost of diesel fuel jumping
from more than $2 to more than $4 per gallon during the past 36 months, a company
that uses 25 million gallons a year could be facing $50 million in additional costs.
Hedging fuel exposure can be an effective tool for gaining some control of this
extremely volatile situation.”

Bev Henretty, senior vice president and head of sales and trading, sums it up, “It’s all
part of what makes Union Bank different – our experience across a broad range of
industries, our wide range of specialized solutions, and most of all, our personalized
service. We don’t believe in a one-size-fits-all approach – especially when it comes to
something as critical as managing market risks.”

About UnionBanCal Corporation & Union Bank, N.A.

Headquartered in San Francisco, UnionBanCal Corporation is a financial holding company with assets of $88.2 billion at September 30, 2012. Its primary subsidiary, Union
Bank, N.A., is a full-service commercial bank providing an array of financial services to individuals, small businesses, middle-market companies, and major corporations. The
bank operated 402 branches in California, Washington, Oregon, Texas, Illinois and New York as well as two international offices, on September 30, 2012. UnionBanCal
Corporation is a wholly-owned subsidiary of The Bank of Tokyo-Mitsubishi UFJ, Ltd., which is a subsidiary of Mitsubishi UFJ Financial Group, Inc. Union Bank is a proud
member of the Mitsubishi UFJ Financial Group (MUFG, NYSE:MTU), one of the world’s largest financial organizations. Visit www.unionbank.com for more information.

Kjell Gronvold
Kjell Gronvold, Senior Vice President, oversees

Commercial Banking in Orange County. His group
specializes in providing solutions to middle market and
corporate clients. Kjell can be reached at 714.553.7102 or
kjell.gronvold@unionbank.com.

Managing interest rate risk
� Identify and quantify your financial exposure
� Determine how much risk you’re willing to tolerate
� Choose cost-effective solutions to meet your risk management goals

Managing foreign exchange risk
� Identify foreign exchange risk factors that impact your business
� Develop a hedging strategy
� Control foreign currency costs with access to overnight markets

Managing energy price risk 
� Identify and quantify market exposure
� Leverage hedging solutions to manage risk and increase borrowing opportunities
� Partner with a bank you can count on for timely execution and follow-through

C

This and any other information or communication provided by Union Bank, N.A. (“UB”) relating to currency, interest rate, energy or other swap or derivatives products and services, whether written or
oral, is not intended as (and shall not be deemed) investment advice or a recommendation to buy or sell any currency or other investment or instrument, nor shall it be deemed an assurance or
guarantee as to the results or expected results of any transaction. For further detail regarding the risks and characteristics of foreign exchange or interest rate or commodity swap products, contact your
UB Relationship Manager, Foreign Exchange Specialist, or Derivatives Marketer and request a copy of UB’s “General Statement of Characteristics and Risks” for the product category of interest to you.

© 2012 Union Bank, N.A. All Rights Reserved. Member FDIC.
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ergers and acquisitions are susceptible to litigation. Minority shareholders,
unhappy with the effect of the deal on their stake in the company, often
argue that the transaction was unfair to them, either in form or substance.
Whether their argument is simply a petty dispute or develops into full-
blown litigation, it behooves the company to be in a position to control the
evidence which is used against it. Once the litigation process starts, it is

the evidence, as opposed to the facts in the abstract, that will matter.
Unfortunately, the attorney-client privilege is an evidentiary issue which is often an

afterthought in M&A deals. With the rise of electronic discovery and the general
preservation of electronic communications, such non-planning can be dangerous, and
new best practices need to be developed. If it is understood, preliminary measures can
be put in place advantageously.

In general, the attorney-client privilege protects communications which are made
between an attorney and a client (or potential client) for the purpose of seeking legal
advice. Preserving the privilege will prevent disclosure of the privileged communication
which can be advantageous in litigation. However, the privilege can be lost if the
communication is made in the presence of, or is subsequently relayed to, others who
are not necessary for the rendering of such legal advice.

Straightforward as it seems, the privilege does not necessarily fit nicely into the
reality of attorney-client relations in an M&A deal. For example, the privilege protects
only legal advice, not business or personal advice, although an attorney will often
discuss or negotiate both legal and business points throughout a transaction. Similarly,
the privilege is lost where the communication is made in the presence of others, and
most discussions or negotiations relating to any M&A deal are conducted between
multiple parties (i.e., investment bankers, accountants, etc.). As an illustration, in a
Delaware case, whether the privilege was available turned on the fact that the
investment bankers on the deal had been copied on the email in question. In short, the
reality of the deal context makes it difficult to preserve the attorney-client privilege.

A further complicating factor is which jurisdiction’s attorney-client privilege law
applies. Although the privilege is a basic concept, there can be varying nuances
between states. Many states use the “most significant relationship” test to determine
which state’s privilege law applies. This test provides that the laws of the “state which
has the most significant relationship to a communication” will be applied. In an M&A
deal, it is common for communications to transcend state borders, and therefore
difficult to determine which state had the most significant relationship to a particular
communication.

Despite the unnatural application of the privilege in the M&A context, there is one
deal-feature which may lend itself nicely to the privilege – that is the ability to control
the privilege post-transaction. The privilege may be asserted only by the holder of the
privilege (or by his/her/its attorney). Who holds the privilege post-transaction will
depend on the form of the transaction. For example, in the case of an asset sale,
where the company sells assets but the entity remains, the attorney-client privilege will
remain with the company that sold its assets. By contrast, in the case of a stock sale,
where the entity remains but new ownership comes in, the attorney-client privilege will
remain with the client company, despite the change in ownership, even for
communications which occurred post-transaction. This is the case because throughout
the deal process, communications between the attorney and the entity-client will be
with the company’s management. Although these communications are with a natural
person, because management is deemed to be acting on behalf of its employer entity,
any such communications will be a privilege of the entity, not of the individual
himself/herself. While the form of the transaction is typically driven by other factors,
such as tax considerations, M&A attorneys and their clients are well served to
understand the consequences the form of the transaction will have upon the ability to
assert the privilege post-transaction.

One more point. In the case of a stock sale, the transfer of the attorney-client
privilege can allow the acquiror to pursue pre-existing rights or defend pre-existing
liabilities for the benefit of the company. While this is a desirable result to the acquiror,
this also gives the acquiror the ability to waive the attorney-client privilege for any
communications made before the transaction, a potentially undesirable result for the
pre-transaction management who actually made the communications. This potential

Preserving the Attorney-Client Privilege in M&A Transactions
by Derek Dundas, Partner, and Andrew Harline, Associate, Rutan & Tucker LLP

outcome can be avoided by an agreement with successor ownership regarding special
access to, or control over, certain privileged communications.

In light of the foregoing, attorneys should develop best practices with regard to the
nuances of the attorney-client privilege as applied to the M&A context. Their clients
should be aware of these best practices. Suggestions include:

� Set expectations at the beginning of the transaction process. Explain that a 
communication to or from an attorney is not protected merely by virtue of being to 
or from an attorney. The communication must be made for the purpose of giving or 
receiving legal advice outside of the presence of others.

� Attempt to delineate business communications from legal communications. Where 
a document contains both privileged and non-privileged information, the document 
will need to be produced in response to a discovery request, with only those legal 
portions redacted.

� Remind clients and the client’s management team that email and other electronic 
communications are routinely retained by computer systems or other recipients. 
Such communications are generally the primary target of discovery by a company’s 
adversary.

� Be aware of which states’ privilege law may apply. The attorney-client privilege 
may have varying nuances depending on the jurisdiction.

� Use caution in considering who is copied on emails and other communications. In 
particular, limit the communication of legal advice to only those who are necessary 
for the rendering of such advice. In some states, even using an email account that 
does not belong to the company client can lead to waiver.

� Be aware of the different ways the client can waive the attorney-client privilege. For 
example, forwarding an email or discussing the points of the transaction outside of 
the client company.

� Be aware of the effect that the form of the transaction will have on the attorney-
client privilege, and plan accordingly.

About Rutan & Tucker LLP

Rutan & Tucker has enjoyed a leading role in shaping Orange County and California
businesses and communities, today standing as the largest full-service business law
firm based in Orange County. With approximately 151 attorneys, Rutan & Tucker is
well-positioned to meet the legal needs of a broad range of clients doing business in
California and beyond.

Rutan & Tucker represents a broad spectrum of clients, from major multinational

corporations and financial institutions to family-owned businesses and private
individuals; from high-technology and industrial enterprises to agricultural firms; from
real estate developers to governmental agencies, educational institutions and
charities. The firm’s practice extends throughout the United States and includes both
the representation of foreign companies doing business in the United States and
domestic companies engaged in activities abroad.

M

Derek Dundas
Derek Dundas is a partner in the firm’s Corporate

Section where his practice is concentrated in the areas of
mergers and acquisitions, general corporate and
securities matters and capital markets. He serves as
outside corporate counsel to several public and private
companies in a variety of industries, including apparel,
Internet, technology, financial services, oil and gas, and
manufacturing. Mr. Dundas regularly represents clients
ranging from emerging growth companies to those
seeking venture capital to large publicly held
corporations. He can be reached at 714.641.3487 or ddundas@rutan.com.

Andrew Harline
Andrew Harline is an associate in the firm’s Corporate

Section, where his areas of practice include mergers
and acquisitions financings, and other corporate related
matters. He represents various business entities in all
aspects of corporate and business law, venture capital
financing, public and private placements of securities,
securities regulation, joint venture transactions,
licensing and general representation. He can be
reached at 714.641.3490 or aharline@rutan.com.
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ith about 80 percent of the world’s population, emerging market countries
offer a number of growth opportunities for mid-sized businesses. When
you narrow your focus to China, India and Brazil, you find that these three
countries make up more than 20 percent of the global economy – and the
proportion is growing. In fact, some anticipate that all of the emerging
markets will represent about 70 percent of total global GDP growth over

the next four to five years with more than half of this growth coming from China and
India alone.

With this level of growth potential, emerging markets are attractive for U.S.
companies seeking to expand globally.

The Ascent of Emerging Market Economies
There are many factors that contribute to the growing importance of emerging

markets in the global economy. Three of the most important are scale, growing middle
classes and infrastructure needs.

Scale
The scale of the emerging markets is huge. With more than a billion people each, the

populations of China and India combined dwarf those of developed countries such as
the United States. In addition, the economies of China and India are anticipated to
grow at a rate of seven to eight percent annually versus a U.S. economic growth of
about two percent to three percent per year. Based on this level of growth, more than
50 percent of global GDP will originate from China and India over the next 40 years.

Growing middle classes
A critical component of the explosive growth in emerging markets is the rapidly

expanding middle class:
� China’s middle class is currently estimated to be about 157 million people and could 

swell to 670 million by 2021.
� India’s middle class, while currently small by global standards, is expected to grow 

to 267 million people in the next five years, a 67 percent increase.
� Brazil’s middle class is now equal to 50 percent of its population of over 200 million 

people.
The significance of middle class growth is that businesses are beginning to focus on

selling their goods to the rising consumer class within the emerging markets rather
than exporting them to other countries.

Infrastructure needs
As the emerging market countries grow in both population and economic strength,

the need for improving and expanding infrastructure grows with them. Expansion of
roads, railways, ports and other infrastructure components will require extensive
funding and investment. For example:

� India’s government has pledged to spend well above $1 trillion on infrastructure in 
the next five to six years.

� Public and private investments in Brazil for infrastructure improvements are expected 
to exceed $500 billion by 2015.

These and other infrastructure projects provide opportunities for U.S. companies to
invest and participate in this expansion.

Opportunities for Mid-Size U.S. Companies
Because of the tremendous growth in emerging markets, the opportunities for mid-

size U.S. companies span the spectrum from services to heavy equipment, and from
export opportunities to in-country physical expansion. At Chase, we are seeing a
number of trends among our mid-size U.S. company clients:

� Physical expansion of manufacturing or distribution facilities to various emerging 
market countries to shorten their supply lines and reduce costs.

� Manufacturing companies taking the opportunity to export construction materials 
and a variety of heavy equipment – such as trucks, turbines or manufacturing 
equipment.

� Increasing interest from professional services firms to export expertise such as 
architectural design, engineering, education, training and legal services.

Key Challenges in Emerging Markets and How Chase Can Help
Operating in emerging market countries can provide exceptional opportunities for

business growth; however, it can be confusing and complex. Each of these countries

Burgeoning Potential Within Emerging Markets
Insights from Chase Commercial Banking

by Rick Nogueria, President, Chase Middle Market Banking

presents different challenges due to business processes and procedures, varying
financial structures and complex regulations. With country specialists in the U.S. and
dedicated commercial bankers located in these key growth markets, Chase can provide
guidance to assist U.S. mid-size companies navigate these challenges and identify
solutions for your global growth strategy.

About JPMorgan Chase & Co.

JPMorgan Chase & Co. (NYSE: JPM) is a leading global financial services firm with
assets of $2 trillion and operations in more than 60 countries. The firm is a leader in
investment banking, financial services for consumers, small business and commercial
banking, financial transaction processing, asset management and private equity. A

component of the Dow Jones Industrial Average, JPMorgan Chase & Co. serves
millions of consumers in the United States and many of the world’s most prominent
corporate, institutional and government clients under its J.P. Morgan and Chase
brands. Information about JPMorgan Chase & Co. is available at
www.jpmorganchase.com.

W

Rick Nogueria
Rick Nogueria is the president of Chase Middle Market

Banking for Orange County and the Inland Empire. Rick’s
experience encompasses more than 21 years of banking
experience with more than half of that time dedicated to
middle market banking. He can be reached at
949.833.4888 or rick.l.nogueira@chase.com.

For additional leading market insights from Chase, visit chase.com/executiveconnect.
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he fiscal cliff, the federal healthcare law, the European debt crisis and an
unpredictable recovery are just a few of the uncertainties that cause
management to pause when considering key investments in their
infrastructure. These looming macroeconomic uncertainties have many
executives struggling to bridge the gap between preserving cash flow and
working capital, and investing in the necessary human capital to facilitate the

growth of their business. In the wake of the recession and subsequent reductions in
finance and accounting staff, worker productivity has risen, but there are no additional
savings to wring out of an existing workforce that has little more to give. Adding to this
predicament is the ever-changing landscape of the regulatory environment, including
accounting rules and regulations, which require technical expertise to evaluate and
implement. This creates an additional gap: How can executives do more with less and
still comply with increasingly complex regulations? When the company is stretched to
the limits of its in-house capacity and skillset, human capital needs must be addressed
either through a permanent hire, temporary help, advisory services, or outsourcing.
The decision as to which road to travel involves a thorough analysis of existing
processes, employee capabilities and utilization, and an assessment of current and
upcoming resource needs, all balanced against the capital required to finance such
needs. The analysis should yield information regarding existing and future resource
gaps, including the skillset needed and the effort required. It can be hard to determine
when it is time to make the decision to hire, or if another solution is more cost effective
at the current time.

So, what strategic solutions should be considered to bridge the gap?

Advisory Services
Companies can extend management’s capabilities through utilizing a strategic

advisor, whose past experience can bring an independent and fresh perspective to the
table. Moreover, the use of a strategic advisor allows the company to expand its
bandwidth when in-house resources are already tapped out. Equally as critical is the
continuously changing landscape of accounting rules and regulations, which has
resulted in many cases where the gap between the auditor requirements and the
company’s ability to deliver on these requirements is ever-widening. Engaging an
advisor is often a more cost-effective solution than increasing full-time employee
headcount. Advisors can perform assessments and provide recommendations to the
organizational structure and internal processes to maximize productivity, and help in
the implementation of such changes. These changes, when implemented, can increase
efficiency and obviate the need for additional headcount. An advisor, a subject matter
expert with an established body of knowledge, is a resource that owners and
management can draw on as needed, when the time or talent required to solve a
problem or to seize an opportunity are not available in-house.

Accounting Outsource
It is not uncommon for founders of start-up or emerging growth companies to find

themselves holding the keys to the finance and accounting department, often
maintaining the accounting records themselves. Needless to say, this is a less than
ideal setup: Their time is more valuable focused on the growth of the business and not
the back-office. That being said, the importance of the back-office function cannot be
disregarded, as prospective investors often value the intangible aspects of a company
keeping its fiscal house in order. As operations grow and the complexity of transactions
increase, management encounters an inflection point at which they must decide how to
collectively manage the business, while simultaneously focusing their time in the most
productive manner. In certain cases, a full-time accounting and finance function may be
the solution, but most companies of this size do not require the increase in headcount
and the ensuing burden on their available cash. Enter the outsourced solution. This
can take a number of different avenues, ranging from full outsourcing of the function to
supplemental assistance reporting to existing in-house finance personnel. Outsourcing
can gain operational efficiencies and skills that one would have a difficult time
replicating in-house. This is often most specifically displayed through a significant
increase in the speed and accuracy of internal and external reporting. Different from a
traditional bookkeeper, a true accounting outsource function is performed by a
dedicated team with a structure similar to a typical accounting department (General

Uncertainty — Strategic Solutions to Bridging the Gap
by Chuck Swanson, Co-Founder and Partner, Beacon Resources LLC

Ledger Accountant, Controller and CFO). The team tackles all of your core finance and
accounting processes in a way that eliminates unwanted overhead inefficiencies and,
on average, drives cost savings up to 50 percent over a full-time accounting
department.

Interim
Inevitable in every business is the need to fill a position on a temporary basis – an

employee may be out on medical leave or an extended leave of absence, or the specific
needs of the business may have a seasonal spike that requires additional assistance to
bridge the gap. An interim hire is an attractive, cost-effective alternative to stretching the
responsibilities of the remaining headcount. Since an interim hire does not become an
employee of the company, the company is not burdened with the administration,
employee benefits and insurance cost of a full-time hire. This also allows management
to more definitively budget costs, as it alleviates the uncertainty regarding future
employer taxes and health care related costs of an employee. The interim employee is
charged on an hourly basis and can be utilized for as long or short as the position
needs to be filled. The cost of the employee varies based on the complexity of the skills
required and the scope and requirements of the assignment. From staff accountant to a
temporary CFO assignment, an interim hire fills a job that has a specific goal and
timeframe, but does not necessarily need a permanent person once the assignment is
complete.

Permanent Hire
Every company needs resources in order to perform accounting and finance roles. An

efficient accounting and finance department can be structured using permanent
employees. These employees become a part of the business and can work to help grow
a strong and profitable company. The employee with the right background can make a
large impact on an accounting and finance department through commitment and
accountability to the company. Finding the right person is extremely important. Matching
a prospective employee’s knowledge, experience and personality to a company can be
difficult, but the pay-off of a great fit is invaluable to a company. Once a strong
accounting and finance team is in place, the company can use temporary hires if
needed to supplement short-term projects, but have the core team in place for normal
operations. This can create a strong unified culture and branding for any business.

It is important to all businesses to have timely and accurate financial reporting. This
can be accomplished using various methods and combinations of methods, but in the
end it comes down to one thing: people. Having the right people for the job is the most
important aspect of cost effective business solutions. At times, it is more cost-effective
to use outside help, while other circumstances warrant hiring a full- or part-time
employee. However, finding the right solution and aligning the right talent can be a
difficult and burdensome task. At Beacon Resources, we work with clients to thoroughly
understand their needs and co-develop a strategic solution to bridge the gap, whether it
be advisory services, outsourcing, temporary or permanent hiring. Once a strategic
solution is determined, we use our years of experience to match skilled accounting and
finance personnel with companies, providing the highest return for their investment.

For additional information please visit www.beacon-us.org.

About Beacon Resources

Beacon Resources has the experience and expertise to deliver high-quality
accounting and finance solutions that will help your business navigate today’s complex
and challenging financial environment. In our three practice areas, you’ll find a
spectrum of resources and solutions that can make a tangible difference in managing

your business and achieving growth in a cost-effective manner. Whether you need
advisory services, accounting outsourcing, or staffing and direct hire placement, our
professionals are here to help steer a clear path for your success.

T

Chuck Swanson
Chuck Swanson is co-founder and a partner of

Beacon Resources, with over 20 years experience in
accounting and finance. Mr. Swanson directs the firm’s
advisory services and accounting outsource divisions.
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hether you are an individual or a business, you should establish a
relationship with a Certified Public Accountant (CPA). CPAs are state
licensed and specialize in advising individuals and businesses on how to
better manage their assets.

To become a CPA, candidates must pass a rigorous 14-hour exam
covering ethics and business and financial topics. And to maintain their

license, CPAs must continue their education by taking a stipulated number of course
hours every year to keep current on such things as audit standards, tax laws and fraud
prevention.

Most CPAs work in public practice. They offer financial advice to the public and
businesses. Many CPAs, however, are employed by corporations, nonprofits and
governmental entities to handle internal financial matters.

If you need advice from a CPA but don’t know of one, a good place to start is the
Find a CPA service offered by the California Society of CPAs (www.calcpa.org). With
40,000 members, CalCPA is the nation’s largest state society for licensed accountants.

Here are 10 things a CalCPA CPA can tell you to help improve your financial
situation.

1. How to get the maximum tax deductions
CPAs can assist you with finding all legitimate tax deductions and credits for your

individual or business income taxes for 2012. And since taxes are going up this year,
CPAs will help you plan for the filing of your 2013 taxes by pointing out deductions and
credits you may be eligible for this year. Businesses should be consulting with their
CPAs periodically throughout the year, especially when contemplating major decisions
like an acquisition, to ensure that any tax consequences are reviewed.

2. Your business needs a succession plan
Too many privately held businesses lack a plan for turning over the enterprise to

someone else, whether it is a family member, an employee or an outsider. Without a
properly structured plan, a business can quickly fall apart when the founder or key
executive dies or suddenly resigns.

If you are the owner of a business without a succession plan, you will be doing your
employees and heirs a favor by consulting with your CPA. He or she can guide you
through the structuring of a succession plan covering such topics as developing new
leadership, selling the business and valuing your company.

3. If your company is a victim of fraud
Good employees are trustworthy employees. But even if you have complete trust in

your employees, why permit practices that could tempt them to go astray? For
example, do you allow the same person to handle receipts and deposits and keep
records of the same? Do you automatically reimburse employee travel and other
expenses without carefully reviewing receipts? If so, you are providing the ingredients
for possible fraud.

A CPA can review your bookkeeping, accounting practices, and internal controls and
recommend procedures that can minimize or prevent fraud from occurring in your
company.

4. How to better budget
People often spend money without thinking how such expenditures affect their

overall financial wellbeing. They’ll go out for lunch daily, buy spur-of-the-moment items,
or purchase technology items they don’t need. Too often, such thoughtless
expenditures result in excessive credit card debt.

CPAs can take a detached look at such expenses and show you how to better
manage your money. The resulting budget should enable you to set funds aside for
emergencies and your eventual retirement.

5. How to design a more efficient information technology system
CPAs who hold a Certified Information Technology Professional (CITP) credential

assist business clients with technology strategic planning and the development of
information technology systems that can minimize fraud and improve internal controls.
They analyze work flow patterns and analyze enterprise performance to enable
businesses to more effectively incorporate technology. They also counsel businesses
on how to improve information security.

Ten Things a CPA Will Tell You
by California Society of CPAs

6. If your business plan is viable
Whether you are contemplating starting a business or have been in business for a

while, you need a business plan. A business plan essentially provides a guide for you
and potential investors regarding your goals and objectives and how you will
accomplish them. It should cover such topics as what products or services you will
provide, your strengths and weaknesses, your competition, and how your business will
be structured (e.g., as a partnership or sole proprietorship). If you seek funding, your
bank’s loan officer likely will ask to review your business plan.

It is usually a good idea to consult your CPA early in the process of developing your
business plan. He or she can point out topics that are missing or need expansion and
assist you in gathering necessary financial information and figures. You also should list
your CPA in your business plan as one of your advisors, along with your lawyer and
other experts you expect to consult 

7. How to plan for your retirement
CPAs can review your current retirement savings and suggest how to structure your

retirement years so your investments don’t run out before you die. They can help you
strategize how to best allocate your funds into 401(k)s, IRAs, stocks, bonds and other
investments. They can review your Medicare benefits with you and provide guidance on
the selection of supplemental insurance. Additionally, they can discuss various
scenarios so you can better understand how retirement will affect your lifestyle.

Incidentally, you should begin planning – and saving – for your retirement the moment
you enter the workforce. According to the Social Security Administration, the average
18-year-old male will live until at least age 76, the average 18-year-old female to 81.
The later you start saving for retirement, the less money you will have to enjoy your
senior years. An 18-year-old who invests $2,000 per year at 6 percent return for the
next 52 years will have roughly $700,000 in retirement funds at age 70 because of
compounding. A person who waits until age 35 to start investing $2,000 annually at a 6
percent return will only have $238,000 in savings at age 70.

8. How to minimize the impact of a disaster
Are you prepared for a fire or an earthquake? You probably have insurance, but

insurance will not necessarily cover all your losses. Furthermore, you’ll need to provide
documentation of your assets.

CPAs can help you prepare for a disaster before calamity strikes. They can assist you
with cataloguing your valuables and valuating your property. They can arrange for
secure storage of important documents so that they’ll be readably available for the filing
of claims. Should the event be declared a federal disaster, your CPA can help you claim
the maximum in disaster-related tax deductions on your personal and business income
taxes.

9. How to best save for your children’s education
College costs are skyrocketing. The earlier you start saving for the education of your

children, the less likely student loan payments will burden their working years. CPAs
can review the benefits of 529 plans with you and help you choose an appropriate one.

Incidentally, you can make a lump sum contribution of up to five times the federal gift
tax exclusion to a 529 plan for your child or grandchild and not pay any gift tax on the
amount. Such a gift can reduce the estate of wealthy individuals, thus lowering the
taxes on their estates while still benefiting their heirs.

10. How to structure an estate plan to best benefit your heirs
You don’t have to be a multi-millionaire to require estate planning services if you want

your heirs to be properly taken care of at the time of your death. A will seldom is enough
even for relatively modest estates. CPAs can discuss your goals and review your
assets, lifestyle, financial records and other factors that affect your estate and its
disposition. Working with your attorney, insurance professionals and other members of
your estate planning team, CPAs can help you establish a living trust and craft a plan
that will ease the transfer of assets to your heirs and minimize any estate taxes.

You should review your estate plan at least annually with your estate planning team.
The death of an heir or a dramatic change in your financial circumstances likely may
require readjustments in any legal documents.

For more information, please contact Maria N. Nazario, CAE; CalCPA Strategic
Relations Director; maria.nazario@calcpa.org; 800.922.5272

About CalCPA

Headquartered in San Mateo, Calif., the California Society of Certified Public
Accountants (CalCPA) (www.calcpa.org) is the nation’s largest state accounting
organization and the largest CPA association in California. It serves 40,000 members
in public practice, private industry, education and government. CalCPA provides
education and numerous networking opportunities for members; and advocates on
behalf of the profession, the public and business. It is especially involved in helping

young professionals achieve success.
CalCPA’s sister organization, the CalCPA Education Foundation, offers hundreds of

classroom and online continuing professional education courses to CPAs in California
and throughout the nation. Through CalCPA Institute, a 501(c)3 nonprofit, CalCPA
members provide financial literacy programs to high schools, seniors and community
groups.
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s an entrepreneur, there is nothing more exciting than seeing your idea
or startup company take off. That first year or two of searching for capital
and branding your identity is tough but when it works, you are hopefully
left with a thriving small business. However, what happens next?
Continued growth poses an entirely new set of challenges.

Growing your business from a small enterprise into a middle-market
company takes a great deal of strategy. Paramount to this endeavor is choosing
the appropriate finance partners and being able to identify the best opportunities
for your company.

Small businesses have a lot to consider when growing into a middle-market
business. Once a company realizes it has the right opportunity to grow, it has to
make sure its financial team can adequately navigate its future financial needs.

“There is not a set time for knowing when to develop an enhanced management
team, like hiring a chief financial officer (CFO),” said Comerica Bank Senior Vice
President and Regional Manager Joe Yurosek. “Generally companies that do $1 to
$10 million in annual sales do not normally have the need or the resources to hire
a CFO. Once the company grows to $10 to $20 million though, it should consider
hiring someone who can bring a level of expertise it does not already have.”

Typically, companies with $15 to $500 million in annual revenue for privately held
companies are recognized as “middle market.” Once a company grows into this
middle market range, the owner must pay attention to an entirely new set of
company needs, like negotiating new customer contracts, creating more
sophisticated management reports and communicating effectively with new capital
sources. As the company’s financial needs continue to grow and become
increasingly complex, it may be time to consider bringing onboard a more
experienced CFO.

So how do you find the right CFO to fit your company’s needs? Often times, it is
all about networking with people you trust. Reaching out to your business partners,
like your CPA firm, your bank and even your attorney is a great way to find a good
match.

“A lot of times I know qualified CFOs that are looking for new opportunities and I
can introduce them to my clients who are in the market to upgrade the position,”
said Yurosek. “There are also search firms out there that specialize solely in
placing CFOs with companies. If you go with a search firm, make sure you ask for
references on the candidates they provide you because at the end of the day, the
leg work is your responsibility.”

Upgrade Your CPA and Your Bank
“Similar to how you must have the right internal components, such as human

resources, sales and finance, you have to make sure you have the right partners
or advisors outside of your company,” said Yurosek. “It is at this point I will advise
my clients to upgrade their CPA firm.”

Many small companies start with a CPA firm that has one partner. While the firm
may do some financial review, its primary focus is generally taxes and is limited in
its advisory capabilities. When company growth pushes you to the next level, it
may be time to branch to a larger CPA firm with more resources including industry
expertise, advisory capabilities and tax planning expertise.

“As bankers, we truly believe that a reputable CPA is a one of the most important
financial partners for a growing company,” said Yurosek. “Reputable CPAs can add
tremendous value to your company’s growth.”

Equally important is making sure you are working with an experienced bank that
can serve your growing needs. This is one of Comerica Bank’s strongest value
propositions in that it works with all levels of business owners, from small business
to middle market and beyond.

“Does the bank have experience dealing with companies in your transitional
phase? That is what you need to be asking yourself,” said Yurosek. “You have to
align your company with a bank that has the financial capacity, can act as a
financial advisor and that has a proven track record of helping growing
companies.”

Winning Strategies: 
Growing Your Business from Small to Mid-Market

by Joe Yurosek, Senior Vice President and Regional Manager, Comerica Bank

Yurosek notes that given the current economic climate, it is also critical to
evaluate the health of your bank.

“You have to have a bank that is going to be around, and as many communities
have seen, there have been an increasing number of bank closures in recent
years,” said Yurosek.

When investigating the health of your bank, the best place to start is by talking to
other professionals you work with and know. If you have your CPA firm in place, talk
to the partners and accountants as they often deal with banks independently of the
work they do for your company. You can easily find the right data on the top banks
in your area by going to their websites and looking at their financial ratings, capital
base and recent profit trends.

Get references from the people you do business with and from your business
associates. Yurosek notes that when reviewing the references you receive for
specific bankers, it is important to choose to work with someone with a long track
record at a particular bank.

“You want to work not only with the best bank for your company but with the best
banker,” said Yurosek. “You want someone who knows how to make things happen
within the bank and who has the experience of growing a company from a banking
and finance perspective. You also want someone who knows your industry.”

Utilize Your Financial Team for Growth Opportunities
Companies need to know their limits and make sure they have the right tools in

place to identify profitable new business. Ask yourself, do I put my business at risk
by concentrating too many of my resources on one client? Is the new business
profitable? Even more importantly, do I have the network and business capital in
place to support this new business and growth?

“The most simple and basic mistake we see is when companies believe all they
need to do to secure success is to grow top line revenue,” said Yurosek. “They are
too focused on growing just for growth’s sake.”

At the end of the day, companies need to rely on their financial team to evaluate
growth opportunities. From a growth-financing standpoint, talk to your bank about
your cash flow and balance sheet capacity. Talk to your CPA about how acquiring
new, sizeable business will affect your current business structure.

“If you already have the right finance team and partners, and if you really want to
accelerate growth, there can be great opportunities to acquire distressed
companies,” said Yurosek.

Bottom line: If you want to successfully grow your company into a mid-market
business, you must make sure your financial management team has the knowledge
and experience to help take your business to the next level. Your internal team,
your CPA, your bank and you must be working toward common goals. Setting up
an enhanced internal management structure helps keep checks and balances
going between all tiers of business and helps all concerned parties know the capital
needs and status of your business.

“Communication with your financial partners is an important aspect to growing
your business. Your financial partners are there to help you grow your business
profitably to the next level,” Yurosek advises.

About Comerica Bank

Comerica Bank, founded 163 years ago, is a subsidiary of Comerica Inc.,
based in Dallas. Comerica focuses on relationships, and helping people and
businesses be successful. Comerica Bank has confidence in the economy and
the future of Orange County, where it has 14 banking centers, which offer
Comerica’s full range of financial services for individuals, families and
businesses. The bank’s regional headquarters and Western Market
headquarters for the Retail Bank and Small Business Banking are in

Costa Mesa. Comerica Bank’s middle market group in Costa Mesa serves
manufacturers, exporters, distributors and wholesalers, especially those that
are privately owned and/or owner-managed. Wealth Management, Treasury
Management, Commercial Real Estate, Auto Dealer, Technology & Life
Sciences and Small Business Banking groups serve customers throughout
Orange County. Additional information about Comerica is available at
www.comerica.com.

A

Joe Yurosek
Orange County companies interested in learning

more about Comerica’s Middle Market products and
services can contact Joe Yurosek at 714.435.3998.
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S. multinational companies continue to
expand internationally, seeking new
growth markets for their products and
services. In fact, the value added1 by
majority-owned foreign affiliates of U.S.
companies grew at an annualized rate of

7.0 percent, more than four times that of their U.S.
parent companies (1.7 percent)2, according to a
recent study by the U.S. Bureau of Economic
Analysis (BEA), covering the period 1999–2009. Much of the fastest growth abroad
was concentrated in emerging markets such as India, China, Eastern Europe and
Brazil.

There has been a lot of press about the possibility of moving manufacturing back
from China to the United States. However, the BEA study also shows that the
motivation for expansion in the past decade has been shifting from reducing labor
costs for goods and services destined for sale in high-income countries to increasing
sales in local markets. This suggests that future growth and competitiveness for many
U.S. companies are likely to be shaped by the behaviors of global businesses serving
international markets.

There are 10 misconceptions on our list. They highlight the need to embark on a
comprehensive evaluation of the various choices and trade-offs related to strategic,
financial and operational issues. Political, regulatory, legal, intellectual property and
accountability issues will also shape the outcome. They are:

1. “We have a checklist to guide us through the process.”
When it comes to international market expansion, checklists are pervasive. These

checklists are usually exhaustive, covering legal entity structure, tax and accounting,
financing, intellectual property, documentation, location, and regulatory and legal
issues that a company should consider. A checklist is akin to learning a language from
a dictionary. There is an inherent lack of prioritization and focus, and more importantly,
there are few or no edits to key strategic, operational and financial factors that a
company should consider in developing and testing its business case.
2. “By following global customers abroad, we will achieve profitable growth.”

There is nothing inherently wrong with this strategy – except that global customers
are likely to have a business model that is very different in local markets: different
customer segments, different supply chain and cost considerations. Additionally,
margins are not the same along the value chain, so while growth may be easier,
profitable growth may not be.
3. “Find the best location and a reliable partner first.”

Our experience suggests that many middle-market companies initiate their
expansion plans by searching for and identifying a location – and in some cases, a
reliable partner and location decision are only two subsets of the various elements
comprising a business case, many of which are interdependent. Commitment and
flexibility are inversely proportional to each other; the greater the commitment made,
the less flexibility remains, thereby making a business commitment impose real
financial constraints.
4. “Our current business model will work for local market requirements.”

Conventional wisdom suggests companies need to modify existing business models
to reflect local country opportunities, needs and unique market factors. Yet, many
companies only tweak the model as opposed to “outside-in” thinking – in this case,
mapping opportunities from evolving customer profiles to the company’s ability to serve
those target segments. Companies taking this approach are prone to overestimating
points of differentiation and customer-perceived value of the product or service.
Localization of a product or service is key, as McDonald’s has successfully
demonstrated in many countries. Localization is not easy, and even domestic players
have faltered.
5. “Revising our organizational structure can wait until other elements are in
place.”

Most companies underestimate the importance of thinking in detail about their
organizational structure and their human resources function, including the recruitment
of key management and other resources needed to support an international expansion.
International growth puts stress on existing domestic management, especially when
doing business overseas has historically not been a core competency. Language
barriers and the need to recruit, train and retain expatriates and foreign workers further
compound this effort. Change management and integration are important components
of success because local employees and management personnel may have an interest
in preserving the status quo and resisting change.
6. “If we cannot predict with certainty or precision, why bother?”

A major challenge in developing forecasts is that choices are made today, but the
results, which cannot be fully controlled or predicted, occur in the future. While nobody
has a crystal ball, it’s wise to develop economic models and use relevant tools such as
scenarios and sensitivity measurements to identify the most critical assumptions – and
corresponding business strategies – inherent in the financial forecasts. Modeling helps
identify the drivers of uncertainty as a means of identifying the levers available to
mitigate related risks. Modeling is also a way to “de-bias.”

Ten Misconceptions That Can Pave the Road to Distress for U.S. Companies
Pursuing International Growth

by Jacqueline Akerblom, Southern California Practice Managing Partner; Sandra A. Reese, Principal, Corporate Advisory Services; 
Jason D. Ramey, National Managing Partner – International; and Abhi Hazarika, Manager, Corporate Advisory & Restructuring Services; Grant Thornton

7. “Capital is not an issue for us.”
Most companies take into consideration the initial

capital required for the expansion or restructuring
but fail to factor in the true extent of demands on
working capital during the ramp-up phase – or
worse, the impact of unexpected operating losses.
Companies need to assess working capital
requirements not only within their own operations but
also across the supply chain to see whether

financing constraints up or down the chain may thwart organizational plans for growth.
Companies may find that their cash is trapped due to regulatory or tax obligations. The
genesis of this is usually an inefficient country-by-country affiliate organization structure
based primarily on these tax and legal considerations. The company may be able to
minimize taxes but must face the unintended consequences of higher operating and
financing costs. Alternately, the company might create a legal entity structure based on
geography, but such a structure typically affords few opportunities to streamline
corporate-level activities such as treasury management, multiple international credit
facilities, accounting, billing and collections, and even logistics. 
8. “Do the deal now or miss the opportunity.”

As pressures to grow increase, managers often feel that they do not have the luxury
of time to develop, test and refine the market opportunity and business case. More often
than not, such deadlines are exaggerated. More importantly, this notion misses the
mark regarding how markets operate and how a company can outperform the market or
seize new opportunities over time. Many issues uncovered after a deal was done could
have been avoided had sufficient due diligence been performed.
9. “There is no need to consider exit options up front.”

Managers often suffer from overconfidence when considering expansion or other
options. They fail to take into account the restructuring options that would be available
should the business not meet performance expectations. It is critical to keep in mind
that the more capital-intensive the business, the less flexibility there may be to
restructure or exit. Planning for future eventualities has to be done up front rather than
along the way.
10. “Of course it’s different. It’s just the local culture.”

Many companies use culture as a catch-all category to describe all things unknown.
Companies should remember that irrespective of the country of operations, business
fundamentals such as return in excess of cost of capital, profitable growth (not just
growth) and minimization of risk still apply. It is equally important to identify the
underlying elements of culture that will influence the business, such as business and
personal relationships with various stakeholders – customers, suppliers, government
officials or others.
Conclusion

International expansion is likely to tempt U.S. multinational companies for the
foreseeable future. The global economy is showing signs of recovery, although high
debt levels in developed markets and rising oil prices still pose key risks. For a U.S.
company considering international expansion, these risks could have wide-ranging
implications, from a liquidity crunch in European operations to a slump in demand from
growth markets around the world. Taking a structured fact-based approach helps
companies conduct a thorough assessment of strategic alternatives and potential risk
factors. By leveraging tools ranging from scenario planning to modeling of alternative
future states, companies can reduce the uncertainty inherent in expanding or
restructuring their overseas operations. This preparedness ultimately positions
companies for growth, because they can act on opportunities that arise – and manage
risks that emerge.

1 Value added is the dollar amount by which the value of a firm’s finished products
and services exceeds the value of goods and services the firm purchases.

2 2009 Benchmark Survey of U.S. Direct Investment Abroad by the Bureau of
Economic Analysis (BEA), November 2011.

About Grant Thornton

The people in the independent firms of Grant Thornton International Ltd. provide
personalized attention and the highest-quality service to public and private clients in
more than 100 countries. Grant Thornton LLP is the U.S. member firm of Grant

Thornton International Ltd., one of the six global audit, tax and advisory
organizations. Grant Thornton International Ltd. and its member firms are not a
worldwide partnership, as each member firm is a separate and distinct legal entity.

U

Jacqueline Akerblom
Jacqueline Akerblom is Grant Thornton’s Managing

Partner for the Southern California practice which includes
offices in Los Angeles, Irvine and San Diego. She has
previously been based in the firm's London and Silicon
Valley offices and brings a wealth of knowledge and
awareness of the unique needs of companies operating in
a global environment. She is currently an elected member
of the firm’s Partnership Board, charged with governing
the firm on behalf of its partners. Additionally, she is a
current member of the Dean’s Advisory Council at UC Irvine School of Business,
and the Dean’s Advisory Board at the University of San Diego. Ms. Akerblom may
be reached at 949.608.5285 or at Jacqueline.Akerblom@us.gt.com.
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CERTIFIED PUBLIC ACCOUNTANTS AND ADVISORS
DENVER | HOUSTON | DALLAS | ORANGE COUNTY

At Hein & Associates, we believe success is the result 
of our people and clients sharing knowledge, working 
e�ectively in teams, and sustaining long-term 
relationships to achieve goals. 

For more information, visit www.heincpa.com or 
contact our Partner-in-Charge, Scott Appel, 
at sappel@heincpa.com or 949-428-0288.

Trusted 
Relationships.
We help our clients tackle business 
issues best by working closely together.
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As market and geopolitical events, global fiscal pressures and ongoing uncertainties continue to threaten the pace of
economic recovery, it is clear that this decade is one of the most critical ever for investors. Investors need to navigate
dramatically altered terrain while simultaneously searching for opportunities or potential pitfalls.

A key step in planning for these crucial years is to acknowledge risks – those you can anticipate and those you can’t –
and to prepare to deal with them.

About BNY Mellon Wealth Management

BNY Mellon Wealth Management is among the nation’s leading
wealth managers, with more than two centuries of experience in
providing investment management, wealth and estate planning,
and private banking services to financially successful individuals

and families, their family offices and business enterprises,
charitable gift programs, and endowments and foundations. It is
among the top 10 U.S. wealth managers with about $168 billion
in private client assets and an extensive network of offices in the
U.S. and internationally.

Education
Bachelor’s degree, California
State University, Long Beach

Master of Business
Administration, California

State University, Long Beach

David Emmes
President, U.S. Markets – West
BNY Mellon Wealth Management

David Emmes is president of U.S. Markets –
West which consists of Southern and Northern
California, Washington, Nevada and Colorado. In
this role, he manages the investment
management, wealth planning, and private
banking services for individuals, families,
endowments and foundations.

Mr. Emmes has spent more than 28 years in the
financial services industry including 10 years with
BNY Mellon. Previous experience includes
institutional fixed income and currency derivatives
for Security Pacific and NatWest Capital Markets.
He also worked with Crosspoint Venture Partners
on numerous early stage investments.

Risk: A Four-Letter Word
At its most basic level, risk equals uncertainty. The future is

unknowable. Still, investors and advisors can remain diligent in
analyzing their current portfolios for risk and in anticipating
tomorrow’s likely threats. The goal? To minimize both. This may
mean recognizing that risk can hide where you least expect it, even
in areas once considered safe.

Why Risk is Getting Riskier
Risk is unavoidable. But the confluence of multiple – and in some

cases brand new – market dynamics is staggering. Stifled growth,
pending political and policy decisions, the eurozone crisis, our
ongoing deficit challenges, various economic pressures, investment
extremes and constant change are all affecting risk levels. Add
geopolitical unrest and the unpredictable ways that markets and
investors can react to such dynamics and it’s unlikely that risks will
feel more typical or that market volatility will cease any time soon.

Yet, there are strategies to help you leverage what’s ahead while
defending against risk. These strategies are requisite for success.

Look Inward
If your portfolio hasn’t changed to reflect the transformation of the

financial world, a multitude of risks may be lurking within: Tax
inefficiencies. Unnecessary costs. Lost or deteriorating income
sources. Unseen stock and bond concentrations. Perilous investment
decisions. Your portfolio should be thoroughly analyzed for risk at all
levels – within your holdings and across. It’s a whole new game.
Don’t rely on an old game plan.

Combine Adherence and Agility
To address, and even capitalize on, the mercurial nature of the

current market, your plan should combine a long-term framework
with short-term flexibility. A structured, yet nimble approach will
enable you to more effectively anticipate and optimize market
opportunities – throughout and within asset classes, within and
beyond borders – while protecting against risk.

Know What You Have
It’s surprising how many investors have tenuous grasps on their

portfolios. This was made painfully clear by the financial crisis, when
investors came face-to-face with risks that had been obscured by
jargon, lack of understanding or poor planning.

You need to fully understand how and where your money is

invested – and more importantly, why. This has never been more
essential. Know the role each investment plays in your portfolio, its
relationship to your future goals, and its probable response to the
expected and the unexpected.

Diversify with Intent
Blind diversification is a weak defense against risk. A more

thoughtful, intentional approach to diversification is required. It
involves assessing the purpose of each asset class investment type,
including its potential ability to add return or subtract risk.

Does the investment protect against inflation? Provide enough
diversification? Through purpose-driven allocation, you’ll have a
better understanding of whether an investment makes sense in the
context of your portfolio objectives and in the pursuit of your personal
goals.

Is Your Portfolio a Breeding Ground for Risk?
If you’re unaware of the risks you’re holding, opportunities may be

slipping through your fingers. At BNY Mellon, we have helped
thousands of investors uncover hidden risks and strengthen
strategies. We would be happy to do the same for you with our
complimentary, confidential 2020 Risk AuditSM.

2020 Risk Audit is a service mark owned by The Bank of New York
Mellon Corporation.

©2012 The Bank of New York Mellon Corporation. All rights
reserved.
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ccording to private equity research firm PitchBook, this year’s share of corporate
acquisitions in the United States – the most popular exit method for investors in
the PE space – is at its lowest level since 2006. You would never know it by the
buzz building around the Association for
Corporate Growth (ACG) Orange County’s
winter 2013 signature event.

The best and brightest in private equity, estimated to
be more than 500 strong, will descend upon the posh
St. Regis Monarch Beach January 22 for ACG’s
Dealmakers Marketplace. Financial professionals from
New York, Boston, Chicago, Seattle, LA, Orange County and everywhere in between have
committed to attend. The draw: opportunities to talk mergers and acquisition – all of which
take place over world-class wines and a venue to match.

Do not be fooled by the elegance and ambience. These people are here to do business.
Through the third quarter of 2012, private equity investors sold 177 U.S. companies to
strategic buyers through corporate acquisitions, based on PitchBook Platform data. While
that form of yearly exit activity declined by eight percent this year compared to 2011,
secondary buyouts (sales to other PE investors) have more than picked up the slack. In
fact, secondary exits have grown every year since 2009, standing at 45 percent, as of
September 30, 2012.

Interested in pharmaceuticals? Transportation? Tech? Manufacturing? Food? Media?
Financial professionals from those verticals and others are here and actively looking for the
next big deal. Virtually every major economic sector will be represented as C-Suite
executives and corporate advisors meet up in a unique trade show type format that serves
as the equivalent of speed dating for dealmakers.

More than 40 exhibiting firms and sponsors will be represented at the St. Regis, the kick-
off for ACG Orange County’s busy 2013 events calendar. Like the swallows of Capistrano,
many return each year at this time to initiate and cultivate relationships that drive M&A.

Presenting Dealmakers Marketplace sponsors this year include: BDO, Dorsey, First
Foundation Advisors, Mergers & Acquisitions Magazine, PitchBook, Rutan, Stradling and
US Bank. The latter pair, along with Dorsey, is also part of ACG’s line-up of Platinum-level
sponsors, a list that features Community Bank, Hardesty, Hein & Associates LLP, McColl
Partners and McGladrey. Rounding out the main event sponsorship roster are Avant
Advisory Group, Manatt, Tri Vista, and Duff & Phelps.

Attendees wanting to gather background and learn more about participating PE

ACG’s Private Equity Event 
A dealmaker’s paradise

by Michael Shepherd, President & CEO, The Shepherd Group

exhibitors can do so through individual firm profiles, courtesy of PitchBook. This year’s
event program will also feature a Southern California PE Market Profile, summarizing deal-
making activity across Ventura, LA, Orange and San Diego counties.

The relaxed, casual vibe in the St. Regis ballroom
can mask the seriousness of the underlying subject
matter. A French Bordeaux may dominate the early
conversation, but the dialogue eventually turns to
topics like sales, market share, competitive advantage,
barriers to entry, and of course, earnings. Make no
mistake about it: People on both sides of the table are

looking at companies from every angle – with millions of dollars riding on the outcomes.
“Depending on the principals, the ACG Dealmakers Marketplace can be an early stage

catalyst for mergers & acquisition dialogue,” said Gerik Degner, event chair and partner at
west coast PE firm Alpine Pacific Capital. “On the other hand, it may serve to continue
building a relationship that goes back months or even years. The nature of deals being
discussed here are often complex transactions that take significant amounts of time to bring
to fruition. Our role is to be a springboard and facilitate those connections. That’s our value
proposition.”

This year marks the debut of a special Women in Transactions reception, scheduled for
2:30-4:00 p.m. Top female financial professionals from Orange County, LA and San Diego
will gather over a “Chocolates & Champagne” theme that will feature a delectable mix of
French chocolates, coffees, juices and presses. Plus, organizers have arranged for a
unique dessert demonstration led by a St. Regis patissier. Comerica Bank and Euler
Hermes are sponsoring the reception.

ACG Orange County Chapter President David Krajanowski, co-managing partner of
SingerLewak, complimented the organizing committee for finding new ways in which to
enhance the attendee experience.

“In view of the strong numbers our private equity event typically pulls, it would be easy for
committee members to simply replicate those elements that have generated past success,”
said Mr. Krajanowski. To their credit, they always look for ways of making it better – and this
year they have done it yet again. They have raised the bar.”

Individuals wishing more information about Dealmakers Marketplace or ACG Orange
County are encouraged to email the Association at director@acgoc.org – or visit the
website at www.acgoc.org.

A ®
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ihaylo Accounting offers accredited accounting programs that develop
globally aware business leaders with practical knowledge in the field
of accounting through excellence in teaching,
a forward-looking curriculum, applied
collaborative research and valuable alliances
with the business community.

We feature nationally recognized faculty, including
leading area accounting professionals, award-winning
students and flexible programs which attract talented and
diverse students from around the globe. Mihaylo
Accounting is one of five schools in California and one of
only 180 schools worldwide holding the prestigious dual
accreditation in accounting and business from AACSB, the
international accrediting body for business schools.

The Department of Accounting is housed in Mihaylo
College, which is recognized annually by Princeton
Review as one of the “Best Business Schools.” Our
accounting network of over 11,000 alumni and business
partners comprise a powerful network in Orange County
and Southern California. The success of our graduates
have positioned Mihaylo Accounting to be a preferred
recruiting school for the Big Four, the Large Mid-Tier
Three and all regional and many local accounting firms in
Southern California.

Master of Science in Accountancy
The Master of Science in Accountancy (MSA) program

provides the conceptual understanding and technical
competence for a career in professional accounting. The
program is designed for students who wish to be eligible
for employment opportunities in public accounting,
management accounting, internal auditing and
government. Graduates will be prepared for entry-level
positions with high potential for advancement within the
profession. Professors in the Master of Science in
Accountancy program have advanced degrees in
accounting, taxation and law, as well as practical
experience and professional standing as CPAs, CMAs
and attorneys. The program is designed for students
with recent coursework (or an undergraduate degree) in
Business Administration with a concentration in
accounting. Students who do not have such preparation
also need to complete 21 units of prerequisite
accounting coursework.

Master of Science in Taxation
The Master of Science in Taxation (MST) provides the conceptual understanding

and technical competence for a career in taxation.  Employment opportunities
include the tax departments of CPAs and law firms, as well as corporations and
government tax agencies. MS in Taxation should meet the continuing education
requirements of professional associations and licensing boards for those already
employed in the field. Upon graduation, students will be able to demonstrate their
ability to work effectively as part of a team, knowledge of ethical
responsibilities of the profession, and advanced research skills using
appropriate information technology resources and professional literature.
This program is designed to accommodate students who are employed
full-time. Courses are offered during the late afternoon and evening
hours at both the Fullerton and Irvine campuses.

Accounting Program Highlights
� Only accredited accounting program in Orange County

Mihaylo Graduate Accounting Degrees
A world-class education

� MS Tax program in Irvine accommodates time 
constraints of working professionals

� Recruiting on campus by the Big Four, the Large Mid-
Tier Three and all regional and many local firms

� CCRG Annual Conference providing students with
research opportunities

� Strong job placement within Orange County for 
graduating students

� Student clubs (Accounting Society and Beta Alpha Psi) 
strongly connect students with firms

� Personal career and academic advising at the 
department, college and university level

� Fall and Spring scholarship opportunities
� Faculty highlights – research by faculty and small class 

size allowing for individual time with faculty
� Firm-sponsored professorships by Ernst & Young, 

KPMG and White Nelson Diehl Evans
� Case competition opportunity for students
� Networking for Leaders workshop providing students an 

opportunity to meet with recruiters from various 
organizations

� Welcome Seminar and quarterly graduate reception for 
graduate students to introduce themselves to each 
other, faculty and the college community

The Strength of MSA or MST: The Faculty and Students
Full-time faculty members create strength in faculty

diversity in education, experience and cultural
backgrounds. Mihaylo Accounting faculty work in the real
world. They prepare students for the global marketplace.
They do this by integrating the classroom with the best
business practices, technology, award-winning research,

functional applications and real world experience. At
Mihaylo Accounting, teaching and research go
together. All graduate courses are taught by highly
qualified faculty who have proven themselves as
researchers and instructors, as well as serving in
preeminent positions in industry. These features attract
students from across the globe, which creates a
dynamic classroom experience where students learn
from both peers and professors. A challenging

curriculum, team projects and intense field experiences give our students a
competitive edge.

Mihaylo Hall and the World-Class Resources at CSUF
The Department of Accounting is housed in Mihaylo Hall, which opened August

2008 with state-of-the art classrooms, technology, computer labs, study areas and
meeting rooms. The 195,000-square-foot building is home to all faculty, students
and 14 Centers of Excellence. These Centers are faculty-led and engage in

advanced research, consulting with area businesses and business development
activities. The dynamic learning environment utilizes specifically designed

classrooms to develop the leadership, teamwork and technological
competence the business community demands. Students have numerous
study rooms for team projects and presentations along with dedicated
areas for student organizations, the honors program and graduate
students.

For more information on our graduate programs, visit
http://business.fullerton.edu/graduateprograms.

M

MS Accounting graduates are prepared for
positions in public accounting, management
accounting, internal auditing and government.

Sixty-seven percent of graduates have a job or job offer upon graduation. The Mihaylo Accounting Program resides in state-of-the-art Mihaylo Hall on the CSUF
Campus in Fullerton.

67% of our graduates have a job or
job offer upon completing their

degree 
– CSUF assessment center Graduate

Student Survey, Fall 2011 – 
Spring 2012
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ow that the Supreme Court has upheld the Patient Protection and
Affordable Care Act of 2010, (or ACA), CFOs should work to fully
understand the law’s potential impacts on cost, revenues and compliance.
Paul H. Keckley, Ph.D., executive director of the Deloitte Center for Health
Solutions, offers insights on the hard choices ahead for leaders both inside
and outside the health care industry, implications for their businesses and

the opportunities as well as challenges. 
Mr. Keckley is a regular contributor to major networks’ coverage of health reform,

and his weekly memo on the latest health care industry news appears each Monday in
the Deloitte portion of WSJ’s CFO Journal. A health economist
and author of three books, Mr. Keckley also is an adjunct
professor at Georgetown University in the School of Health
Policy.

Q: In a Deloitte webcast on the impact of the Supreme
Court’s ruling, you noted ACA could reduce costs for health
care providers by 20 percent. Where is the savings likely to
come from?

Paul Keckley: At the macro level, there are three major areas
of potential savings where you could expect some bending of the
cost curve. The first is leveraging data analytics to reduce
redundancy, waste and fraud. Currently, fraud in the system is
captured using a ‘pay and chase’ model – the money is paid first, providers hope they
can figure out who they shouldn’t have paid, and then try to collect back what they
shouldn’t have paid in the first place. Armed with data to profile patterns of individual
providers in long-term or acute care and other sectors, companies should be able to
predict who the bad actors are, reducing bad payouts before they’re made.

Second, the ACA replaces the fee-for-service model – which rewards providers for
doing more, regardless of necessity – with a pay-for-performance model. This model
incentivizes doctors, hospitals, labs and everybody involved in health care delivery to
collaborate, share information and avoid duplicative tests. The net effect of this clinical
integration is expected to improve the appropriateness of treatment, which could lead
to savings.

The third area of potential savings relates to the law’s emphasis on preventive health
and primary care. Of the three areas, this one’s most suspect because it’s not a matter
of improving knowledge. Achieving cost savings through preventive health and primary
care will likely be a matter of what business model is used and what set of sticks and
carrots are actually going to bend the cost curve of treating health problems related to
weight, smoking or excesses in lifestyle.

Q: A Deloitte study based on interviews of health care industry CEOs showed
that many CEOs expect changes in the insurance market to have a significant
negative impact on their revenue growth. Where can these companies look for
new revenue growth to replace what they might lose?

Paul Keckley: The law could promote revenue growth in two areas. For example, I
expect the health insurance industry will likely venture beyond insurance products into
areas such as wellness, healthy living and various ways of making employees smarter
consumers of health care. That is a big market.

The other revenue opportunity relates to all of the data the law requires. I mentioned
previously that the industry is expected to turn to leveraging data and predictive
analytics to reduce costs, and that’s going to be a big business. Each of the 18 sectors
in the health care industry we follow has its own bucket of data, but that data doesn’t
‘talk’ across sectors. You also have two worlds of data colliding: administrative data,
such as cost, claims and utilization information and clinical data – the information that’s
in medical records, lab reports and pharma records. The industry may be able to
leverage the convergence of those two data types to help determine the most
appropriate care at the lowest cost. This new sector is open to anyone in the industry,
and we’re already seeing many new players coming into it and more activity around
collecting and providing medical data analytics.

Q: The ACA is expected to impact M&A activity in the health care industry. Do
you think the law could spur consolidation?

How CFOs Can Prepare for the New World of Health Care
As previously published in CFO Journal from The Wall Street Journal

Paul Keckley: Absolutely. There is going to be consolidation in the industry, with a lot
of M&A activity occurring over the next few years. It has already begun. We’re running
several consolidation studies on the industry, but the reason is pretty straightforward:
We think margins will shrink across the industry.

Q: Are CEOs and CFOs asking you the same questions around health reform
and its impacts, or do you see differences?

Paul Keckley: When we have discussions about health care with CFOs, they start on
cost and end on cost. CEOs, on the other hand, are inclined to think of other factors that
enter into a decision about benefits, such as the search for talent, global versus
domestic impacts, outsourcing and other strategic issues. Having a wider view of the
implications of some of the costs or potential changes to health plans can benefit CFOs
as they take on a bigger strategic role and become more of a partner to the business.

The good news for CFOs is that we’re just now at what I call ‘Health Reform 1.0’.
We’re past the Supreme Court, but the real implementation of the law is between now
and 2016. The demos, pilots, exchanges, mandates, penalties and other aspects of
reform start in earnest next year and continue for three more years. So it’s not too late
for CFOs to get up to speed and even get proactive on dealing with health reform.

Q: Are there any one or two provisions or requirements in the law that stand
out as priorities for CFOs to get a handle on right now? 

Paul Keckley: CFOs have to get their heads into the question of ‘is our current plan
in compliance?’ There are a number of new requirements that may change the cost and
the content of plans, including essential health benefits and preventive health benefits.
There’s also an interesting opportunity for CFOs looking for cost savings in their health
plans. The law set as a minimum standard of compliance what’s called a ‘silver plan,’
which is a pretty modest health insurance plan. Many big companies offer much richer
benefits than that type of plan. A CFO could use the ACA as an opportunity to put the
company’s benefits on a diet and still be in compliance with the law. CFOs should zero
in on that, think through what makes sense and maybe skinny down the benefits.

CFOs also should stay abreast of how the states play out the Medicaid expansion
and the health exchanges between now and next year. The Supreme Court’s ruling on
the Medicaid expansion was a big surprise to many, including myself, because it
changes the math of the law substantially.

Before the ruling, 32 million new people were expected to pay at least something for
coverage through Medicaid, which would have brought revenue into the system. And
the industry paid half a trillion dollars of excise taxes and made concessions on the
presumption that there would be much more revenue coming into the system.

Now, it appears that perhaps six million fewer people would qualify for Medicaid. That
would equate to a 20 percent reduction in the initial revenue assumptions. Hospitals
that realize they’re not going to see this new revenue most likely will raise prices.
Moreover, the taxes that the device and pharma sectors are paying are being passed
through in higher supply chain costs. Those, in turn, are being passed through to
employers, so the drop in expected revenue impacts virtually all companies. There are
many longer-term issues CFOs should get ahead of, but those two issues – higher
hospital prices and the health care industry’s higher supply chain costs – hit the P&L
this year.

Questions? Write to Deloitte CFO Editor at deloittecfoeditor@deloitte.com
Original Publication Date: September 26, 2012

This publication contains general information only and is based on the experiences
and research of Deloitte practitioners. Deloitte is not, by means of this publication,
rendering accounting, business, financial, investment, legal, tax, or other professional
advice or services. This publication is not a substitute for such professional advice or
services, nor should it be used as a basis for any decision or action that may affect your
business. Before making any decision or taking any action that may affect your
business, you should consult a qualified professional advisor. Deloitte, its affiliates, and
related entities shall not be responsible for any loss sustained by any person who relies
on this publication.

About Deloitte

Deloitte refers to one or more of Deloitte Touche Tohmatsu Limited, a UK private
company limited by guarantee, and its network of member firms, each of which is a
legally separate and independent entity. Please see www.deloitte.com/about for a
detailed description of the legal structure of Deloitte Touche Tohmatsu Limited and its
member firms. Please see www.deloitte.com/us/about for a detailed description of the

legal structure of Deloitte LLP and its subsidiaries. Certain services may not be
available to attest clients under the rules and regulations of public accounting.

Copyright © 2012 Deloitte Development LLC. All rights reserved. 
Member of Deloitte Touche Tohmatsu Limited
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Keckley
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ver the years, I’ve been asked “what is the value of having a really good
financial professional in my organization?”  My answer is always the same
– a great person in that role (or lack of one) is a game changer for a
company. The next question is always “how can that be?” Let’s look at
ways having that type of professional can be a game changer.

From the financial side, this person prepares timely financials. Is that what you
mean by a game changer? No, but it lays the foundation for what a game changer
can do. 

The Complete Financial Package
Your company’s top financial professional should be delivering a timely financial

package to management that includes a financial snapshot of where the company is
(balance sheet), operational report (income statement) and where the cash is (cash
flow statement). More importantly, all of these should be compared against what the
company expected to do. As a game changer, the financial professional also
prepares an executive summary highlighting the good, the bad and the ugly, with
appropriate commentary on variances. Anybody can prepare a list of expenses that
exceeded budget. A game changer goes beyond a list, searching for why it
happened and coming up with alternative recommendations for management to fix a
problem or take advantage of an opportunity.

Key Performance Indicators
Another financial area a game changer provides input on is in developing Key

Performance Indicators (KPIs). Financials by their very nature report history. A
forward looking game changer develops KPIs to provide meaningful comparisons to
desired results, enabling management to take proactive steps to either accelerate
positive trends or correct missteps. 

Top to Bottom Approach
Another game changing ability is understanding the business from top to bottom.

A high quality financial executive should learn what the actual day to day operating
challenges are so they can understand the processes of the business.  This will give
them the knowledge to make suggestions for improvement. In addition, going out on
a few sales calls helps the game changer understand the business from a different
perspective. This involvement also helps earn respect from management teammates
as well as from employees throughout the company. The game changer also gains
an understanding of what is critical to other members of the management team. This
behavior will promote cross department teamwork.

Communication is Key
This leads us to another critical area – the ability to communicate. All reports are

just data if the information contained in them is not understood.  Effective
communication turns those reports into knowledge that people can use to make
informed decisions. A game changer has to be a storyteller, as sometimes it is the
second or third version that finally makes sense to those needing the information to
do their jobs. The ability to teach along the way in a manner that builds trust vs.
being lectured to is valuable. Sales acumen is also a must for a successful financial
professional. Changes need to be “sold” to others in management and the ability to
negotiate successfully is game changing behavior.

Game Changer – The Value of a Great Top Financial
Professional in Your Organization

Building Relationships is Imperative to Success
Positive vendor relationships are another game changing ability that a great

financial executive must possesses. We often default to banking or other financial
relationships, but the list can be very long including legal, insurance, accounting,
material vendors, property management, etc.  Many incoming financial professionals
try to be game changers by quickly changing vendors to get “savings”. The major
issue ignored by an inexperienced or unsophisticated person in this role is the
relationships behind the pricing. Too often the discussions never happen and
wholesale changes are made to bring in new teams which bring a cost of transition
into the mix. A game changer knows how to negotiate a win/win for both the company
and the vendor so as to build even stronger relationships.

Build for Succession
Lastly is the area of succession. Game changing financial professionals know how

to build an organization below them and continually build bench strength.  I have
seen many top financial professionals continue to move up in an organization to
become COOs and even CEOs. Demonstrating the ability to build a strong
department with highly talented people who are promotable is an indicator of a true,
growth-oriented professional.

So the question for any business owner, board or management team member is
simple. Is your top financial professional a game changer or a maintainer and
reporter of numbers? What will you now do to make sure the right person is in the
right seat to enable you to start the New Year out right?

David can be contacted at dkrajanowski@singerlewak.com or 949.261.8600.

O

About SingerLewak LLP

The Partners at SingerLewak who work with CFOs of Private and Public companies, have the
expertise and service approach to meet their unique needs.  We work with CFOs on their
organizational and operational matrices and assess the proper facilitators to set and execute CFO
priorities to meet today’s challenging times, and ever-changing financial landscape.  We are

exceptionally well versed in identifying and strengthening positioning in the marketplace
by addressing issues such as: Cash flow, internal controls, risk, audit, financial reporting,
M&A consultation, valuation and tax issues.  For more information, please visit
www.singerlewak.com  

David Krajanowski

David Krajanowski is the co-managing partner of
SingerLewak. As a seasoned financial professional with a
proven track record, David has more than 30 years of
experience in accounting. The scope of his expertise ranges
from directing assurance services and advising clients on
mergers and acquisitions, financing, strategic planning, and
other management issues. David has coached and advised
many businesses bridging the succession questions whether it be sale or transfer
among generations. David has authored articles for publications such as the
Orange County Register, the Los Angeles Business Journal and others.

David graduated magna cum laude from California State University, Northridge
with a Bachelor of Science degree in Business Administration. David is a
dedicated community leader and is a member of numerous organizations
including: president of the Association for Corporate Growth (Orange County
Chapter) and SCR (South Coast Repertory Theatre). David recently served as
North American and World President of PrimeGlobal, an association of
independent accounting firms. He is a member of the American Institute of
Certified Public Accountants, California Society of CPAs and Beta Alpha Psi.
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Jasna Baron
Jewish Federation & Family Services, Orange County (JFFS), Irvine

Due in large part to Jasna Baron’s leadership and professionalism,
the Jewish Federation & Family Services (JFFS) has achieved the
coveted four-star Charity Navigator rating for two years in a row, the
highest level possible. She accomplished this goal through a focused
two-year effort, raising JFFS’s rating from two stars to four stars. Prior to
June 2010, Jewish Federation Orange County and Jewish Family
Services of Orange County were two separate 501c3 organizations. A
strategic alliance between the two organizations was preceded by over
a year of intensive analytical exploratory work toward the goal of saving
an essential agency in the midst of the financial meltdown. The alliance
led to a full merger in January 2011, a process which Baron was
instrumental in. The work of JFFS is county-wide and includes training and sending volunteers
into Orange County public school classrooms to help disadvantaged kids learn to read and
providing transportation to thousands of seniors (of all faiths), enabling them to stay connected
to community.

Shirin Behzadi
Home Franchise Concepts/Budget Blinds Inc., Orange

When Shirin Behzadi joined Budget Blinds, the company was in its
early stages of development. Using her past experiences as a CFO and
an accountant as well as her business acumen, Behzadi played an
instrumental role in growing the company to become the largest retailer
of custom window coverings in the U.S. in a short few years. Under her
supervision, Budget Blinds franchise licensing activity grew by 900
percent, making Budget Blinds one of the fastest-growing franchise
organizations in the nation, currently over 800 territories strong. Behzadi
was also an integral strategist for the formation of various efforts, such
as the company’s strong vendor alliance network, which has supplied
for the company’s system-wide sales. Additionally, Behzadi became of the leader of the team
in charge of the company’s marketing efforts. Outside of her professional duties, Behzadi has
made numerous contributions to the OC community through various organizations. She has
received multiple accolades from the American Cancer Society for her outstanding efforts and
is also very active with many local schools.

John Bennett
Probe Manufacturing Inc., Irvine

John Bennett has been in the electronic manufacturing industry for
more than 22 years and has been with Probe Manufacturing since
February 2005 as the CFO. He has also held positions as the controller
and vice president of finance, with experience in contract manufacturing
of printed circuit board assembly, cable and harness assembly, box
builds and battery and charger assembly. As CFO of Probe, Bennett is
responsible for all accounting functions, SEC reporting, MD&A,
disclosure and GAAP research. His accomplishments include
successfully filing the SB-2 and subsequently implementing internal

control functions and timely reporting to the SEC and working with external auditors to
coordinate and finalize 10-Ks and 10-Qs. He holds a Bachelor of Science in Accounting and a
Master of Science in Finance.

Kurt Binder
VIZIO Inc., Irvine

While Kurt Binder is a relatively new addition to the VIZIO team,
having served as the company’s vice president – CFO for two and a
half years, he is no stranger to the world of accounting. Before his
tenure at VIZIO, Binder was a partner at Ernst & Young for over 11
years where he was well respected as a professional and CPA to his
clients. Binder received his BBA in Accounting and MBA in Finance from
Loyola College in Maryland. VIZIO is a privately held producer of
consumer electronics based in Irvine, Calif.

Christopher Burns
Traffic Solutions Corp., Newport Beach

Christopher Burns restructured the financial operations of Traffic
Control and Safety Corp. (TSC) over the last half of 2011, and played
an integral role in guiding the company through a Chapter 11 filing in
2012. The filing resulted in a Section 363 asset sale to Statewide
Holdings Inc., and the formation of Traffic Solutions Corp. All the
company’s employees kept their jobs as a result of the bankruptcy
proceedings, and TSC has posted double-digit growth in revenue and
profit in its core businesses through September 2012. As CFO, Burns
has upgraded the company’s finance and accounting team with a new
controller, financial analyst and essentially a new accounts payable
department. He has also created profitability reporting for the company’s 11 branches in
California and Hawaii by hosting regular reviews with the branch managers and reinforcing
accountability within the organization. Traffic Solutions Corp. is a leading provider of traffic
control and safety products and services in California and Hawaii.

Tanya Cocking
Women Helping Women/Men2Work, Santa Ana

Tanya Cocking has served as the volunteer chief financial officer of
Women Helping Women/Men2Work (WHW) for four years, and as a
member of the board of directors for six years. During her tenure,
Cocking has overseen growth in revenue of 92 percent, and a growth in
net assets of 72 percent. She works with an all-volunteer team of
financial professionals to review and manage the financial dealings of
WHW. She has been personally responsible for developing the
organization’s policies and procedures, internal controls and investment
policy. Cocking has also been instrumental in ensuring healthy financial reserves for the
nonprofit since 2008. As a member of the board of directors, Cocking has been an essential
part of the team, bringing services to over 4,000 disadvantaged men, women and teens each
year. With her financial oversight, WHW has a success rate of 87 percent. Clients move
toward economic self-sufficiency through employment, thanks, in large part, to her support.

The 2012 CFO of the Year Nominees
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Ken Cragun
Local Corp., Irvine

Ken Cragun has over 20 years of senior level financial experience,
and most recently served as Local.com’s interim CFO. Prior to being
interim CFO, Cragun served as the company’s vice president of finance
since April 2009. Prior to his tenure at Local.com, Cragun served as
CFO for Modtech Holdings Inc. (MODT), a modular building
manufacturer. Prior to Modtech, Cragun served as the senior vice
president and principal accounting officer for MIVA Inc. At MIVA, Cragun
led the company through significant organic and M&A growth,
increasing revenue from $45 million to $200 million. Local Corp. is a
leading national online media company that connects merchants and
consumers. Using powerful technology platforms, the company provides a host of innovative
business solutions including digital marketing products and tools such as local business and
product search, mobile, SEO, web hosting, social media and daily deals – all to help
merchants grow their business.

Evan Creelman
Newlight Technologies LLC, Costa Mesa

Newlight Technologies Chief Operations Officer and Director of
Finance Evan Creelman has been instrumental in the development of
both the company’s operations and its patented greenhouse gas to
plastics technology. Creelman has been invaluable in the design,
construction and optimization of Newlight’s production systems, as well
as in the assembly of a network of product development partners,
customers and professional services. Creelman developed Newlight’s
financial management system from the company’s inception through
current operations, including GAAP accounting, financial reporting, tax
auditing, vendor relations, operating and capital lease procurement. He
is also responsible for $2.5 million in capital procurement of high-quality equipment for
Newlight’s flagship plant. In doing so, Creelman conducted over 300 interviews with
equipment suppliers, engineering firms, manufacturers and OEMs to develop business
relationships, negotiate pricing, purchase equipment, and establish reliable engineering and
maintenance services. Founded in 2003, Newlight has developed, patented and
commercialized the world’s first large-scale polymerization technology capable of converting
air and greenhouse gasses into biodegradable plastics.

Curtis DeWalt
Autobytel Inc., Irvine

When Curtis DeWalt first arrived at Autobytel five years ago, the company was going
through downsizing and caught up in the effects of a restatement a few years earlier. Under
DeWalt’s leadership, Autobytel went through restructuring and cost reductions to start bringing
the organization back to profitability. Operating costs were reduced by more than half and
through right-sizing operations, rationalizing financial control focus and better process

efficiencies, the company’s accounting and finance group is more than 70 percent smaller
today then it was five years ago and annual audit fees were reduced by 82 percent, all while
improving the SOX control environment, the internal close process and external reporting.
Autobytel Inc. is a leading provider of Internet-based marketing services that help auto dealers
and manufacturers sell more cars and services. Autobytel is also the leading online
destination and brand that helps consumers to research, buy and own an automobile.

Stephen Dixon
Fluidmaster Inc., San Juan Capistrano

Stephen Dixon started at Fluidmaster Inc. as a part of new
management team introduced in 2008 to significantly improve company
valuation and drive long-term growth. During his time with the company,
Dixon has helped to increase EBITDA by 150 percent in his first two
years; aided in implementing the outsourcing of North American
distribution activities to a third party logistics company, which saves the
company millions annually while materially improving service levels to
customers (“complete and on time”) to almost 99 percent; and recently,
he led corporate acquisition and integration activities that led to the
purchase of the UK’s leading competitor in Fluidmaster’s space and
another strategic UK target. Dixon is also a part of the leadership team
that helped to move the company from four U.S. facilities to one operating location in
Monterrey, Mexico; resulting in approximate savings of more than $10 million annually.
Fluidmaster, found in more toilets than all other brands combined, is a leading global supplier
of fluid management solutions.

Gary Fabian
Stearns Lending Inc., Santa Ana

Gary Fabian has over 30 years of experience in Financial Services
and Public Accounting, with over 18 years in the Mortgage Banking
industry. Fabian is a CPA and most recently served as VP of Production
Finance at MetLife Home Loans, the residential mortgage division of
MetLife Bank, N.A. Fabian specializes in the development and use of
financial management systems and models that improve
communication of business results and enhance the analysis and
understanding of financial opportunities and operational issues.
Previously, Fabian was managing director at Countrywide Home Loans
and subsequently SVP at Bank of America Home Loans, with
responsibility for overall financial management and reporting for the
combined Bank of America and Countrywide Distributed Retail organizations, which funded
over $100 billion annually. Fabian joined the Stearns team in 2012. Stearns Lending Inc., and
its affiliated entities, have provided 23 years of mortgage lending services throughout the
United States where licenses are held. Stearns business channels include wholesale, retail
and correspondent lending channels, and credit union mortgage outsourcing services.

Michael Frobenius
THINK Together, Santa Ana

THINK Together is 501(c)(3) nonprofit provider of extended learning
time programs at over 400 sites in Los Angeles, Orange, Riverside,
Sacramento, San Bernardino and San Diego counties. In January 2007,
Michael Frobenius joined THINK Together as CFO. Since that time,
THINK Together has grown from an organization with a staff of less than
100 serving 2,000 children and youth to one with over 2,500 staff
serving over 150,000 children and youth annually. In spring 2007,
THINK Together opened 159 new sites and hired more than 1,000
employees in a matter of weeks, making THINK Together the fastest-
growing nonprofit in the U.S. Revenue growth during Frobenius’s tenure
has roughly been 400 percent. Most recently, Frobenius was
instrumental in securing a $5 million investment from the Children and Families Commission
of Orange County. This funding allowed THINK Together to purchase a building to house the
nonprofit’s home office and Orange County operations. By moving into one complex, the
organization will save $750,000 in rent annually.

John Hohener
Microsemi Corp., Aliso Viejo

John Hohener began his role as CFO for Microsemi in 2008. Prior to
CFO, he served as VP of Finance, treasurer and chief accounting
officer for Microsemi. Hohener has been an integral part in the
continued growth in revenue and shareholder value of the company. A
key to Hohener’s success as a financial leader has been to efficiently
integrate acquisitions into Microsemi’s company model. The acquisitive
growth has enabled the organization to diversify its products and
expand into new markets. Hohener’s ability to proactively understand
the challenges with the integration of other financial systems, and then
work with his team to provide a plan to handle those potential
challenges has contributed to the company’s success. Microsemi Corp. offers a
comprehensive portfolio of semiconductor solutions for: aerospace, defense and security,
enterprise and communications, and industrial and alternative energy markets.

William Humes
Ingram Micro Inc., Santa Ana

William Humes serves as chief operating and financial officer of
Ingram Micro Inc., a Fortune 100 company and the world’s largest
technology distributor and supply-chain services provider. Humes has
responsibility over the company’s worldwide finance operations,
information systems, global logistics operations and global business
processes. He was named to the position in April 2012. Prior to being
named to the position, Humes had served as the company’s senior
executive vice president and chief financial officer, with oversight of
worldwide finance operations including financial planning and analysis,
controllership, internal audit, tax, treasury and risk management. He began in that role in April
2005. Before joining Ingram Micro in 1998, Humes was at PricewaterhouseCoopers for nine
years, where he took an accelerated path to senior manager. 

The 2012 CFO of the Year Nominees
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Scharrell Jackson
Squar Milner, Newport Beach

Scharrell Jackson is the chief financial and administrative officer of
Squar Milner. Her areas of concentration are finance and administrative
operations. She has played a major role in the growth and success of
the firm, overseeing multiple mergers and providing executive
leadership to the Accounting, Human Resources, Information
Technology and Administrative departments. She is also actively
involved in all aspects of the general operations of the firm. Jackson has
been with Squar Milner since February 2000, and in her time with the
company has launched a philanthropic team to help better the Southern
California community by fundraising and working with several
organizations including, but not limited to, Girls Inc. of Orange County.,
Human Options, Working Wardrobes, Orangewood Children’s Foundation and American
Heart Association. She also serves on the board of directors for Human Options and Girls Inc.
of Orange County. Squar Milner’s financial and accounting professionals provide audit, high-
end tax, accounting and consulting services to closely held businesses and SEC companies,
their owners and middle-to-high net worth individuals.

David Justus
The Retail Equation Inc., Irvine

David Justus has been instrumental in developing The Retail
Equation Inc.’s bank financing, implementing the required accounting
infrastructure to support the company’s substantial growth, and raising
capital sufficient to promote continued growth. In addition, Justus has
created business intelligence tools and processes that were
instrumental in managing the sales and operational growth of the
business for long-term success. Justus also created and executed new
financing strategies that combined venture funding with traditional bank
financing. This innovative financing strategy provided The Retail
Equation with the growth capital and equipment financing required to
fuel its growth without giving up valuable equity. In October 2011, he
successfully completed a sale of The Retail Equation to a private equity group that yielded a
significant return for investors and employees. He has been instrumental in the transition of
the company to its new investors. The Retail Equation optimizes retailers’ revenue and margin
by shaping behavior in every consumer transaction. The company’s solutions use predictive
analytics to turn each individual shopper’s purchase or return into a more profitable
experience.

James Leonetti
BakerCorp, Seal Beach

James Leonetti has acted as CFO for BakerCorp for five years. A
seasoned financial professional with over 20 years of experience in
senior level positions, Leonetti helps support BakerCorp’s growth
initiatives in the United States and international markets. Prior to joining
BakerCorp, Leonetti served as EVP and CFO of Commercial Capital
Bancorp, a diversified financial services company. BakerCorp’s growing
product portfolio and expanding market presence is due in large part to
Leonetti’s leadership and wealth of financial management experience
with leading financial institutions. BakerCorp is the industry leader in
containment, pumping and filtration equipment rental solutions. Since its
inception in 1942, BakerCorp has grown to become the largest and
most experienced provider in its field with over 90 locations nationwide and international
operations in Europe, Canada and Mexico.

Andrew Lewis
Secure Communication Systems, Santa Ana

Andrew Lewis has been a part of the Secure Communication
Systems team since 2001. He served as controller through October
2010, at which time he was named CFO. He has over 26 years of
experience as a financial executive for various manufacturing
companies and possesses a background in both financial and
operational management. At the time Lewis joined Secure, the
company was part of the ASC Group. From 2001 through 2009,
Lewis had dual responsibilities as controller for Secure and group
controller for the ASC Group. In this capacity he was responsible for
the consolidation and financial reporting for the combined entity. In
2009, Secure was sold to Vance Street Capital, a private equity firm
located in Los Angeles. Lewis was an integral component of the transaction and helped
facilitate the sale and smooth the transition from operating division to stand-alone
company. Lewis graduated from the University of Virginia and holds a B.S. degree in
commerce with a concentration in accounting.

Rhonda Longmore-Grund
Printronix, Irvine

Rhonda Longmore-Grund’s peers laud her for her capacity as
CFO, business professional and philanthropic supporter. Her
enthusiasm for Printronix is evidenced by her commitment to getting
the job done “on time and within” budget. Despite the challenges in
building infrastructure that comes with growth, so do the
opportunities. Longmore-Grund has contributed strongly to bringing
financial discipline and professional management to the company,
delivering strong results, reducing costs and strategically aligning
foreign operations, while consolidating domestic manufacturing
operations into one facility. As CFO, she is also responsible for 55
finance and IT associates in the United States, Mexico, China,
Singapore and Holland; led cross functional supply chain and business optimization
efforts which resulted in a 600 basis point increase in gross margin, 26 percent increase
in EBITDA and 26 percent reduction in inventory; and negotiated significant refinancing of
term debt resulting in lower costs, less stringent covenants and dividend opportunities for
shareholders. Printronix is a leading manufacturer of line matrix printers, RFID printing
and thermal bar code printer technology.
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Frank Martell
CoreLogic, Irvine

Frank Martell joined CoreLogic Inc. in mid-2011, approximately
one year following the launch of the company as part of the
separation of The First American Corp. into two publicly traded
companies – CoreLogic and First American Financial Corporation.
Since joining the company, Martell has been a key factor in
delivering five consecutive quarters of accelerated revenue and
earnings growth, which has resulted in a more than tripling of
CoreLogic’s share price (from approximately $8 per share to over
$27 per share) over that time. In his first 100 days as CFO, Martell
established himself as a leader, in the right place at the right time to deliver on the
potential of CoreLogic. He teamed with key management across the company to focus on
driving progress in CoreLogic’s key business units and to create a higher-growth, higher-
margin company. Martell has been pivotal in CoreLogic’s revenue growth which has
accelerated over the past four quarters, +5.5 percent in Q3 2011, +9.5 percent in Q4 2011,
+13.2 percent in Q1 2012 and +18 percent in Q2 2012. CoreLogic is a leading provider of
consumer, financial and property information, analytics and services to business and
government.

Rod Miller
M86 Security, Irvine

Rod Miller was an integral part of the core team that created M86
Security through a series of merger and acquisition tactics that
resulted in growth of almost 500 percent over the last seven years.
As CFO, Miller raised $35 million in a mixture of six debt and equity
transactions during his tenure to fund growth and acquisitions. He
also managed and led the effort to bring three separate ERP
systems together and converted all history and activity to a fourth
independent system, providing unified consolidated reporting on a
global level. Miller led a team of professionals providing finance,
accounting, tax planning and compliance services in 18 countries,
with billings and expenses in seven currencies. Miller was integral in
the company’s success and subsequent acquisition by Trustwave, a leading provider of
cloud-based compliance and information security solutions based in Chicago, Ill.

Brian Patterson
Pacific Contours Corp., Anaheim

Brian Patterson has over 18 years of financial and operational
manufacturing experience. He is a “hands-on” executive leader with
an operational and financial background in new product
development, cost performance improvements, efficiency
management, six sigma, lean manufacturing and operational “KPI”
reviews. Patterson earned his MBA in Executive Management from
the University of La Verne in Southern California and a B.S. in
Accounting from California Polytechnic University in Pomona.
Outside of his professional duties, Patterson is an active member of
the Orange County community working extensively with the Make-a-
Wish Foundation where he volunteers his time and other resources.
Pacific Contours specializes in complex machining and assembly of high-demand
products for the aerospace industry. Pacific Contours acquired Jaycraft Corp. in 2008,
making it one of the largest woman-owned companies in the aerospace industry. The
company also recently won “Manufacturer of the Year” for the city of Anaheim.

Steve Price
Lazy Dog Café, Huntington Beach

Steve Price began his career with Lazy Dog in the summer of 2003,
opening the company’s first restaurant in Huntington Beach, Calif. as a
manager. After graduating from Long Beach State, Price became the
assistant general manager at the Huntington Beach restaurant. In
2006, he was given the opportunity to open the second Lazy Dog
restaurant in Torrance, Calif. as the general manager. In Torrance, he
led the management team in creating the new restaurant opening
training materials that would later become the template for all future
Lazy Dog openings. In March 2008, with his years of operational
experience along with his educational background, Price left the Torrance team to become
the company’s controller. Since 2008, he has grown in his role, becoming the CFO. Price is
responsible for financing, accounting, payroll, taxes, risk management, insurance, investor
relationships, budgeting and strategic planning.

Casey Reichel
The Nikols Co., Newport  Beach

Casey Reichel is CFO with The Nikols Co. (TNC), responsible for
investment analysis and investor relations. He brings financial and
analytical expertise honed over 15 years in the real estate and
management consulting industries. Reichel has extensive real estate
experience, previously serving as finance and strategy director and
co-owner of Sunwest Enterprises. At Sunwest, Reichel generated
more than $100 million in revenues and $30 million in profits. His
record of project leadership and delivering results enhances TNC’s
ability to assess the strength of potential loan investments. Reichel
joined the company in May 2011. At the time, TNC had $11 million
under management. Now, 17 months later, TNC has $33 million under management (a 200
percent increase), growth that was largely enabled by Reichel’s contributions to the
company. The Nikols Co. is a private money bridge lender with extensive experience in
institutional commercial and residential real estate lending, development and investing.

Keith Richards
Solutions 2 GO LLC, Santa Ana

Keith Richards began his career as a CPA working for Ernst and Young in 1984. He has
over 20 years of experience in financial operations in the wholesale and retail distribution
fields and in this time has held EVP, CFO and COO roles, working primarily with

entrepreneurial privately owned businesses. Richards joined Solutions
2 Go in February 2011 with responsibility for all finance and operations
of the company. Before his tenure with Solutions 2 Go, Richards
served as EVP and COO for Florexpo LLC, an international grower,
importer, manufacturer and distributor of fresh cut floral products.
Richards graduated from Central Washington University with a B.S. in
Accounting and MBA in Leadership from Grand Canyon University.
Solutions 2 GO LLC is a specialized distributor of video game
products. The company develops and provides solutions and
opportunities for its vendors and customers that help them be more
efficient, effective and profitable. The organization’s major suppliers
include Sony PlayStation, Activision and Nintendo, and its major customers include
Wal-Mart, Kmart, Costco and Target.

Larry Rosolowski
Razor USA LLC, Cerritos

Since joining Razor USA, Larry Rosolowski has overseen the
immense growth of the company. His financial leadership has enabled
the organization to be extremely innovative with their scooter
products. As CFO, Rosolowski has solidified Razor’s banking
relationships to ensure the availability of adequate capital for the
company to purchase inventory for the holiday shipping season each
year. He has also developed internal financial reports to communicate
to management financial results, analysis and insight into actions that
should be taken to improve company performance; established
appropriate internal controls to ensure proper accounting for financial
results and to safeguard company assets; and developed a financial
and accounting staff to take on the challenges of an organization that has more than
doubled in size over five years, minimizing the increase in headcount required. In the
Orange County community, Rosolowski serves as a member of the Committee for the
Inaugural Golf Tournament and Crohn’s and Colitis Foundation of America, Orange County
Chapter.

Kevin Rubin
MSC Software, Santa Ana

Kevin Rubin was recruited to MSC Software as part of a major
turnaround. During his tenure, Rubin has overseen and spearheaded
three international acquisitions through the diligence process, and
closed two of them. He also completed a large dividend/
recapitalization at the close of 2011, and led and managed active
merger and acquisition processes with no less than 20 acquisition
targets including evaluating potential targets, developing valuation and
synergy models, and formulating purchase and consideration
structures. With regard to the company’s sales, Rubin established and
led best practices for an integrated sales management process
including overhauling SalesForce.com policy and usage, multi-
dimensional forecasting, and executive review and approval of deal flow. MSC Software is
one of the ten original software companies and the worldwide leader in multidiscipline
simulation. MSC Software helps companies improve quality, save time and reduce costs
associated with design and test of manufactured products.

Gail Sasaki
Netlist Inc., Irvine

Gail Sasaki has been a member of the Netlist team for eight years
and has seen the organization transition from a private to public
company, steered it through several volatile periods in the market
including a much-publicized decline in the DRAM market and financial
crisis that followed, and from those lows, witnessed a stunning
response from the public market place (shares shot up from $.70 to
$7.00) when the company showcased its game-changing technology
platform called Hypercloud in 2009. Sasaki led the company through
12 consecutive quarters of growth in revenues and profits while
making investments in the development, commercialization and
qualification of the company’s new flagship product lines and
continues to work through yet another volatile period as the new products reach inflection
point. She has also been instrumental in building up an important patent portfolio for Netlist
with seminal patents that will be key to memory performance over the next decade. Sasaki
has devoted her career to assisting entrepreneurial technology companies starting with her
work at Arthur Young as an audit manager. She holds an MBA from USC and a B.A. from
UCLA. Netlist is the leading provider of high-performance modular memory subsystems to
the world’s premier OEMs.

Paul Satkin
Rohl LLC, Irvine

Paul Satkin joined Rohl LLC, a high-end kitchen and bath products
company, 13 years ago and guided the financial affairs of the
company to ensure profitability and a strong balance sheet. In his role
as CFO, Satkin has managed the company’s cash flow during times
of extreme growth and contraction. He has also installed an
integrated Enterprise computer system to facilitate real-time
information to all employees of the company and put together
strategies to minimize taxes and maximize cash flow. Outside of his
professional duties, Satkin has previously been a leader in Boy
Scouts and Cub Scouts and is currently a board member of Orange
County School of the Arts.

Scott Savoie
Universal Services of America, Santa Ana

Scott Savoie has been the CFO of Universal Services of America since 2005. He has
played an integral part in the company doubling its revenue, as well as employing over
7,500 people. Savoie overlooks three service businesses including: janitorial, uniformed
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security and security monitoring systems. The company’s reach
extends to California, Arizona, Texas, Colorado and Washington with
offices in each state and most business being conducted in the
Southern and Western U.S. Universal’s building maintenance division
has come on strong as of late, serving as the green, environmentally
friendly version of the starter company. Under Savoie’s leadership,
Universal Services has plans to expand its operations into more
states, as well as continue to grow financially. Scott received a
Bachelor of Science in Accounting from CSU-Northridge and his MBA
from USC.

Colin Severn
William Lyon Homes, Newport Beach

Colin Severn serves as CFO of William Lyon Homes and has
overseen the company’s financial operations since 2009. Severn’s
most notable accomplishments during his tenure include successfully
helping to navigate the company through a challenging restructuring
via Chapter 11 Joint Plan of reorganization and transforming $580
million of debt into $310 million, allowing the company to greatly
improve its balance sheet and dramatically improve business
operations. Under Severn’s guidance, William Lyon Homes has been
able to attract key strategic investors and his leadership has been
invaluable in helping position the company for significant future
success and growth. William Lyon Homes and subsidiaries are
primarily engaged in the design, construction and sale of single family detached and
attached homes in California, Arizona and Nevada. Since the founding of the company’s
predecessor in 1956, the firm has sold over 72,000 homes.

Olie Shafer-Abbamonto
Cardno ERI, Lake Forest

Olie Shafer-Abbamonto acts as principal, vice president and CFO of
Cardno ERI, an environmental consulting firm dedicated to providing
quality, cost-effective responses to environmental concerns. Her story
is a prime example of “The American Dream” come to fruition; as a
young immigrant, Shafer-Abbamonto learned English through
children’s television shows and used the same determination to work
from a junior clerical position to CFO. In her role with the company,
Shafer-Abbamonto manages daily financial activities; reduced
administrative support by 20 percent, while supporting growth and
client diversification initiatives; and aggressively negotiated and
realigned the company’s banking relationship, resulting in 35 percent
cost reduction while increasing its line of credit by 20 percent. Cardno, recognizing Shafer-
Abbamonto for her large contributions to the company, appointed her as a principal in June
2012.

Jatan Shah
QSC Audio Products LLC, Costa Mesa

Since joining QSC Audio over two years ago as the chief financial
officer and vice president of Strategic Operations, Jatan Shah has
taken an active and extensive role as an agent of transformation,
leveraging his global consulting experience and empowering people at
every level of the organization to come up with solutions to drive
incremental, positive change. Shahʼs list of accomplishments at QSC
include avoiding any layoffs through the downturn economy,
managing QSC to drive end-to-end operations improvement to
improve profitability, and providing active leadership in driving
strategic direction of the company. Shah holds two Master’s degrees,
one in financial management from the Rensselaer Polytechnic
Institute and another in operations management from the University of Michigan. In October
2012, Shah was promoted to EVP and COO. QSC Audio Products LLC is a globally
recognized leader in professional audio. The company manufactures power amplifiers,
loudspeakers, signal processing, digital signal transport and other products.

Paul Soth
Spectrum Group International, Irvine

When Paul Soth accepted the CFO position at Spectrum Group
International (SGI) in March 2010, he knew he was in for a challenge
as the company had gone through several CFOs and controllers since
the SEC investigation began in 2006. Additionally, SGI experienced
significant accounting personnel departures which assisted in leading
to many of the material weaknesses disclosed in the June 30, 2009,
Form 10K. With his public company background, Soth was ready to
implement positive change and help turn the company around. One of
the first items on his agenda was to evaluate and enhance the current
accounting/finance staff. As part of this process, Soth began to sort
through the various accounting systems used in the reporting process
that led to the development of a plan to satisfy the requirements for upcoming SEC filings.
This began the process in regaining the support and confidence of his audit firm. The
implementation of this new process led to dramatic savings in annual audit fees equaling
approximately $1.2 million from the date of Soth’s initial involvement in the accounting and
finance functions at SGI. Spectrum Group International is a global trading and collectibles
network. The company is a trader of precious metal products such as gold, silver, platinum
and palladium, and an auctioneer of coins and wine.

George Stroesenreuther
CarMD.com Corp., Irvine

George D. Stroesenreuther, CPA, has been the chief financial officer of CarMD.com
Corp., a leading provider of consumer automotive products, services and information, for
two years. Stroesenreuther’s credentials and expertise include financial planning for direct
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affiliate of Impac
Mortgage, as the VP
and controller,
where he established accounting
procedures and internal controls, and
helped the firm to complete a public
offering in raising over $50 million. In 2000,
the controlling interest in the firm was
acquired by another company based in
New York City. Taylor joined Impac in 2004
as the SVP, controller responsible for all
accounting, reporting and financial
controls, including preparing the
organization for implementation of SOX
controls. In February 2008, Taylor was
promoted to EVP and CFO. Impac
Mortgage Holdings Inc. offers consumer
and wholesale lending, title, escrow and
REO services.

Kevin Tilden
Concordia University, Irvine

As CFO of
Concordia University
Irvine, Kevin Tilden
oversees the school’s
corporate finance and
accounting, as well as
information
technology. Prior to
joining Concordia,
Tilden served as CFO
of the Merit Cos., one
of the leading companies in the property
management industry. He has also held
leadership positions with several other
service-oriented companies. Earlier in his
career, Tilden was a senior
accountant/auditor with Ernst & Young,
where he provided assurance and
consulting services to a wide range of
private and publicly held companies. Tilden
received a B.A. in Economics from
University of California, Santa Barbara. In
addition to his professional career, he
enjoys basketball, golf and spending time
with his family. Concordia University Irvine is
a US News Top Tier Regional University that
prepares students for their vocations – their
calling in life. CUI offers undergraduate,
graduate and adult degree programs.

Laura Tuthill
Buy.com, Aliso Viejo

Laura Tuthill has
been with Rakuten
Buy.com since
January 2010 and is
currently serving as
CFO. Tuthill’s
responsibilities at the
company include
budgeting,
forecasting, financial
planning and analysis, financial accounting,
management and business metrics
reporting, audit and tax, treasury and all
general accounting functions. She also
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response and pre-IPO companies. In his role, Stroesenreuther’s
responsibilities include oversight of CarMD’s financial, accounting, cash
flow and risk management operations. He is responsible for building a
solid financial foundation that supports CarMD’s growth trajectory.
During his first year with CarMD, he helped to facilitate the company’s
growth by 500 percent. Stroesenreuther is a member of the American
Institute of Certified Public Accountants, the California Society of
Certified Public Accountants and the Society for Human Resource
Management. He earned a Bachelor of Business Administration from
the University of Wisconsin and is a licensed Certified Public
Accountant (CPA). 

Thea Stuedli
Opus Bank, Irvine

Serving as Opus Bank’s CFO, Thea Stuedli’s contribution to the
bank’s growth and success over the past two years has been
tremendous in terms of its scope and significance, and resulted in
Opus Bank being ranked second among Orange County’s Fastest-
Growing Private Companies for 2012. In 2010, Stuedli was a member
of the senior management team that raised and infused $460 million
of equity capital into Redondo Beach-based Bay Cities National Bank,

which was at the same time renamed Opus Bank. While much work was completed prior
to the recapitalization, Opus Bank, and Stuedli in particular, have been very active and
highly successful in the two years that have followed. Under Stuedli’s vision and
leadership, Opus Bank has grown from 50 to over 500 employees and from $281 million
to $2.5 billion in total assets. Opus Bank has become the fastest-growing bank in the
Western region and with the relocation of the bank’s headquarters to Irvine, Opus Bank
has become the largest bank headquartered in Orange County. In addition to serving as
CFO, Stuedli is a founding board member of the Opus Community Foundation (the
“Foundation”). In September 2010, Opus Bank formed and funded the Foundation with
an initial grant of $4.3 million to meet the increased needs in the communities the bank
serves.

Todd Taylor
Impac Mortgage Holdings Inc., Irvine

Todd Taylor began his career in mortgage banking industry in
1992, when he started as a staff accountant for Imperial Credit
Industries Inc., a local Orange County mortgage banking firm that
was the predecessor of Impac Mortgage. While at Imperial
Credit, Taylor also completed his B.A. in Business from California
State University at Fullerton. In 1998, Taylor had an opportunity
to join a newly established commercial mortgage lending firm, an
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continually provides the insight and analysis necessary to support the CEO while maintaining
objective in the decision-making process and focusing on the financial basis for strategic
decisions. Tuthill, a certified public accountant, received her B.A. in Business with an
accounting emphasis from the University of California, Santa Barbara. Prior to joining
Rakuten Buy.com, Tuthill was at Ambassadors International Inc., serving in various financial
capacities such as CFO throughout her seven-year tenure. She also spent five years at
Arthur Andersen LLP and was a manager in the audit practice. Rakuten Buy.com is The
Internet Superstore™ with millions of products in categories ranging from computer hardware
and software to electronics, cellular, books, movies, music, sporting goods and more.

Thomas Varvaro
ChromaDex, Irvine

Tom Varvaro has more than 18 years of finance and operational
experience. Prior to joining ChromaDex®, he served as CFO for Fast
Heat Inc., a global supplier to the plastics, HVAC, packaging and food
processing industries. Varvaro’s hands-on experience in integrating
acquisitions and overseeing new facility startups has provided him with
a strong background in intellectual property, contract and employment
law. At ChromaDex, he has participated in three rounds of financings,
raising over $25 million; implemented the company’s first ERP system
and subsequently, ChromaDex’s current system three years later to
accommodate growth; and negotiated and managed joint venture and
contract relationship with Fortune 500 partners. He also has extensive
experience with information technology, having held leadership roles in this arena as well.
Varvaro holds a B.S. in Accounting from the University of Illinois, Urbana.

Donald Voska
Goodwill of Orange County, Santa Ana

Donald Voska is responsible for all of Goodwill’s activities related to
corporate finance, investment, accounting, reporting, reconciliation,
payroll, purchasing and taxation. In his tenure at Goodwill, Voska has
accrued an extensive list of accomplishments that include
implementing a company-wide ERP system, allowing improved
inventory tracking as well as interfacing with accounting and treasury;
financing the completion of a $5 million cutting-edge gym (the
“Goodwill Fitness Program”) for people with disabilities and chronic
illness. Voska leads each business meeting with the “Goodwill Prayer”
and everything that he does at Goodwill is with the disabled at the
forefront of his mind. Outside of Goodwill, he has held several
volunteer board positions for the Knights of Columbus and Northwood’s High School. He is
also active in his church, St. Thomas More in Irvine, Calif. Goodwill works to enhance the
dignity and quality of life of individuals and families by strengthening communities, eliminating
barriers to opportunity, and helping people in need reach their full potential through learning
and the power of work.

Neil Watanabe
Anna’s Linens, Costa Mesa

Neil Watanabe has been with Annaʼs Linens for over five years. He
currently serves as the companyʼs EVP and CFO. The success that the
company has had is due in large part to Watanabeʼs leadership and the
team that he has surrounded himself with. Watanabe believes in
promoting from within and going outside to seek specialized talent
when needed. He has a very constructive working relationship with all
of the organization’s senior executives who look to him for advice and
counsel. During his tenure, the company has grown in annual revenues
and Watanabe has participated in the achievement of that tremendous
growth in every way imaginable. Annaʼs Linens currently operates over
271 stores in 19 states and the District of Columbia, with over 2,800 employees.

Andre Wright
Verify Inc., Irvine

Verify is the global leader in supplier performance management
solutions. The company envisions and enables a world where
suppliers deliver quality product on time.  In establishing this vision, the
executive team at Verify has successfully developed and executed on
its strategic business plans over the last six years.  During this period,
Verify has increased revenues organically at ~20% CAGR, invested in
increasing fully operational international office locations, developed
first to market new service products including customer facing systems
and applications, built a robust senior management leadership team,
in-process ERP implementation execution, and continued to focus on
ensuring its customers' supply chains operate effectively.  André Wright has been an integral
part of the executive team that has fueled the company’s overall development. Wright joined
Verify in January 2007, having previously worked at Ernst & Young; he holds a Master’s from
the University of Notre Dame, and is a member of Vistage’s chief executive group.      

Daniel Wu
Tickets.com, Costa Mesa

In his position as CFO, Daniel Wu oversees accounting, financial
planning and analysis, and legal for Tickets.com. He joined the
company in 2005 from Trojan Capital Resources, where he was
founder and president. Wu served as CFO and COO at DentalView,
where he played a key role in the development and commercialization
of innovative dental technology. His background also includes
management positions with Nobel Biocare USA Inc. and Calmar Inc.
Wu began his career at KPMG, where he managed all phases of
financial statement audits. Outside of his professional duties, Wu is
greatly involved with the Leukemia & Lymphoma Society and also won
the organization's "Man of the Year" Award in 2011. Tickets.com provides a superior ticketing
solution that gives organizations control over their ticketing operations.
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