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NOMINEES

Brett Abbey
mOcean

Charlie Borsheim
Keslow Camera

Jayme Brooks
Capstone Turbine 
Corporation

Stewart Armstrong
Oblong Industries

Kellee Breen
Women of Global 
Change

Anna Brunelle
Soylent

Jeff Buchheister
Cetera Financial 
Group

Heng Chen
Cathay General Bancorp 
and Cathay Bank

Robert Chilton
Ovation Fertility

Steven M. Burdick
Tetra Tech

Thian Choy Cheong
PMC Global

Herman Chiu
Santa Monica 
Seafood

Kesiah Cordova
Berg Mill Supply 
Company

Colin Donahue
California State 
University, Northridge

Robert Ellis
Alltrade Tools

Ian Denny
Retail Design 
Collaborative

Michael Elias
Classic Cosmetics

Justin Enbody
Kennedy Wilson

Paul Erickson
Contemporary Services 
Corporation

Nick Greenko
Tangram Interiors

Leslie Hernandez
Markwins 
International

Jack Faherty
HomeBoy Industries

Jeff Harris
The Coffee Bean & 
Tea Leaf

Diane Holland
POSSIBLE

Lyle Honig
AIDS Healthcare 
Foundation

Rachel Howitt
NAI Capital

Paul Kerwin
Westlake Financial 
Services

Peter Hovenier
Boingo Wireless

Jeff Kalina
BMC Group

Peter Kim
Katzkin Leather
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SEE CHALLENGES BEFORE THEY’RE CHALLENGING. 

To make confident decisions about the future,  
middle market leaders need a different kind of advisor.  
One who starts by understanding where you want to  
go and then brings the ideas and insights of an  
experienced global team to help get you there.  

Experience the power of being understood.  
Experience RSM.

rsmus.com 

We’re up to  speed,  
so you can go  
full speed.

RSM US LLP is the U.S. member firm of RSM International, a global network of independent audit, tax and consulting firms. Visit rsmus.com/aboutus for more information regarding RSM US LLP and RSM International.
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Mark T. Lammas
Hudson Pacific 
Properties

Tracy McGregor
Karlin Asset 
Management

Leonard Moon
Fuller Theological 
Seminary

Jang Lee
Hollar

Ken Menager
Bernards

Kelly Mulvey
Wpromote

Daniel Murray
Dollar Shave Club

Lina O’Connor
Tender Greens

Steven A. Olsen
University of California, 
Los Angeles

Muriel Nouwezem
Saban Community 
Clinic

Peter Oey
LegalZoom

Mark Partin
BlackLine

Jackie Pascual
Atherton Baptist 
Homes

John Petersen
ACCO Engineered 
Systems

Rob Reed
Anschutz 
Entertainment Group

Elaine Paul
Hulu

Robert Purcell
iPayment

Dan Roleder
Union Rescue 
Mission

Kathleen Ruiz
Marymount California 
University

Bharti Sattar
FuseFX

Gary G. Smalley
Tutor Perini 
Corporation

Greg P. Santilli
New Horizons

Phil Schraeder
GumGum

Marshall D. Smith
California Resources 
Corporation

John Thomas
Classic Distributing 
and Beverage Group

Bianca Vobecky
Vobecky Enterprises

Bradford Wright
Clay Lacy Aviation

Demir Vangelov
Califia Farms

David Weisman
Armstrong Garden 
Centers

NOMINEES
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Audit PrepF  cused

OUR SERVICES

· Financial Audit Preparation and Support

· Technical Accounting Research and Memos

· Financial Statement Preparation

· Preparation of SEC Filings

· Liaison with Auditors on Behalf of the Company

Right answers      Faster audits      Peace of mind

CONTACT US    

(323) 983-8950       www.auditprep.com   

By TOM BARRY

T ender Greens is a chef-led kitchen serving 
seasonal and responsibly-sourced food that’s 
the kind of comfort food chefs love to cook for 

themselves and their families for far less than you’d 
expect. The company was named by Forbes as one 
of America’s Most Promising Companies in 2014 
and by Inc. Magazine as one of America’s Fastest 
Growing Private Companies in 2013. Lina O’Con-
nor, Tender Greens Chief Financial Officer, credits 
part of the company’s success to its 360 point of 
view on sustainable business practices. Sustainabil-
ity is at the core of all the choices Tender Greens 
makes – from their food to our planet, from their 
people and community to the future of farming. 

This year O’Connor was nominated by Green 
Hasson Janks for the Los Angeles Business Journal 
Rising Star and CFO of the Year Awards (private 
company). I interviewed Lina to get her insights 
on her career at Tender Greens and about what 
makes for a successful CFO in the fast-moving 

food and beverage market.
Tom: How were you intro-

duced to Tender Greens?
Lina: In 2011 I was working 

as a restaurant finance and oper-
ations consultant and Tender 
Greens was one of my clients. 
I met the three co-founders 
of Tender Greens, Erik Ober-
holtzer, David Dressler and Matt 
Lyman when there were only 
four restaurants. After our first 
meeting, I came home and told 
my husband, “I need to work 
with these people!”  I already 
had a job that challenged me 
and clients that I really enjoyed 

so my husband wanted to know why I would 
want to join such a small company. The answer 
was clear – I felt that there was something really 
special about the founders and what they were 
trying to build, and I was drawn to their clear 
focus on product integrity, sustainability and the 
community.

Tom: So what caused you to take the leap and 
actually join the company?

Lina: Within a year of working with Tender 
Greens as a consult, I told David Dressler that I 
would love to be part of their journey when they 
were ready to build out their home office team. I 
saw that Tender Greens was making a meaningful 
impact on the world by changing people’s rela-
tionship with food and I wanted to part of that 
narrative. I was one of the first corporate employ-
ees, and was charged with building the accounting 
and finance infrastructure. We all wore a lot of 
hats in those days. We did whatever needed to be 
done. It was a team effort, no one had titles on 
their business cards. We were all dedicated and 
focused on growing the company. It was an excit-
ing and special time. 

Tom: And how did your role change over 
time? I know you are very focused on your CFO 
duties at this stage.

Lina: My role has evolved as the company grew 
and we had the resources to build strong teams. 
That meant I was able to use my skills in a way 
that better served the company. I was able to spend 
more time on developing and growing the next 
generation of leaders, externally communicating 
about the brand, investor relations and working 
more closely with our many stakeholders.

Tom: It is hard to believe we have known each 
other since 2011! So what were the drivers behind 

your transition into the CFO role in 2015?
Lina: It has been a really wild ride. A pivotal 

point on my road to the CFO role started when 
Danny Meyer’s Union Square Hospitality Group 
invested in our company. I was empowered to 
manage the transaction which was a challenging 
and transformative experience. After the deal 
closed in July 2015, the company and our new 
board of directors supported my promotion to the 
role of Chief Financial Officer. 

Tom: Expand on the aspects of Tenders 
Greens’ culture that inspires you.

Lina: What inspires me is that Tender Greens 
is a people company first, we invest in each other, 
help each other learn and grow to our best poten-
tial, and encourage growth and leadership from 
within. It’s a heart-center culture and we cultivate 
an environment where we can challenge ourselves, 
and each other, to be the best. Tender Greens 
even takes it several steps further by investing in 
the people in our communities. We created and 
run a culinary internship program for emancipated 
foster youth – the Sustainable Life Project. It’s 
a 6-month internship that provides a structured 
working and learning environment to at-risk youth 
with the goal of breaking the cycle of poverty. We 
collaborate with other restaurants and businesses 
to expand the opportunities and impact that our 
program can make in the community.  

Tom: What is the best piece of advice you 
have ever received?

Lina: Tender Greens co-founder and a valued 
mentor, David Dressler once told me to remember 
“That my words have weight”. When you reach a 
certain position, what you say, how you say it and 
the tone can impact people so much more than 
you think. When you speak, be thoughtful, be 
intentional.

Tom: What advice would you give to someone 
who aspires to be a CFO?

Lina: Be relentless in pursuing your goals. Put 
in the work and don’t get discouraged because the 
path is not going to be linear. Seek advice from 
those who have been where you want to go and 
be open to feedback, it can only make you stron-
ger. In order to be successful you need to develop 
more than just technical skills. It is also about 
relationship and leadership skills, how you nego-
tiate and your ability to work with the different 
stakeholders. 

I feel honored and privileged to have this 
opportunity. I hope that my story will inspire 
women to believe that leadership roles are within 
their reach. They just have to go for it. 

Tom Barry is a Partner at Green Hasson Janks. 
Tom’s role at Green Hasson Janks is a combination of 
entrepreneur, partner, consultant, mentor and busi-
ness advisor. With over 20 years of public accounting 
experience, he provides audit and accounting and 
consulting services to clients in a variety of industries 
including food and beverage. Tom believes in building 
a successful life one day at a time. He does that by 
leveraging technology to create a flexible schedule that 
allows him to be a father and husband in addition to 
fully committing to his career at Green Hasson Janks. 

Lina O’Connor has been the CFO of Tender 
Greens since 2015. Previously she was the Director 
of Finance, and prior to that, she was a Finance 
and Operations consultant with Vine Solutions. As 
CFO, Lina is responsible for managing the company’s 
financial performance. She earned a B.S. in Business 
Administration/Marketing from CSUN and a Mas-
ters of Management in Hospitality degree with a con-
centration in revenue management from the Cornell.

Sustainability is this CFO’s 
Secret Ingredient

Tom Barry

Lina O’Connor
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Outstanding 
leadership. 
Exceptional 
results.

© 2017 KPMG LLP, a Delaware limited liability partnership and the U.S. member firm of the KPMG network 
of independent member firms affiliated with KPMG International Cooperative (“KPMG International”), a 
Swiss entity. All rights reserved. Printed in the U.S.A. The KPMG name and logo are registered trademarks or 
trademarks of KPMG International. NDPPS 705067

Businesses don’t need wings to fly. It’s inspired 
leadership that takes them to new heights. 
KPMG is proud to support the Los Angeles 
Business Journal’s 10th annual CFO awards.

Mark Hutchins, Managing Partner 
KPMG LLP 
550 South Hope Street 
Suite 1500 
Los Angeles, CA 90071 
213-955-8327

kpmg.com
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#1 Los Angeles 
Business Journal’s 

Best Places to Work
Small Business Category

Congratulaaons to our client Bhara Saaar at FuseFx and all the nominated CFO’s!
“Together We’re Stronger”

818.676.0044  l  MONTAGEINSURANCE.COM  l  CA License #0F30734 

• Employee Benefits • Wellness Campaigns • Health Fairs • Human Resources Consulang • My HR Summit™ • COBRA TPA • 
Workers’ Compensaaon • Property & Casualty • EPLI/ D&O • Claims Management & Loss Control • Risk Management

By MARK HUTCHINS

In a changing economic and competitive land-
scape with varying industries that Southern 
California can claim, the role of the CFO is 

changing, and changing quickly. If you were to 
guess the CFO’s most important area of exper-
tise, what would you say? Once, it would have 
been numbers. CFOs were financially minded 
first and foremost.

But as businesses and market conditions 
change, so too do the 
roles of every member 
of the c-suite, and the 
CFO is no exception. 
In fact, a KPMG study 
produced last year 
that surveyed CEOs 
globally, we found that 
the CFO is indeed 
exceptional, because 
compared with any 
other executive in the 
organization, the CEO 

expected the CFO role to change the most. High 
expectations, indeed, and unfortunately one in 
three CEOs say their CFOs are not equipped for 
the challenge.

How, then, can we equip our financial 
leaders to not only accept that challenge, but 

surpass expectations? 
In short, tomorrow’s CFOs need to become 

Modern CFOs.
The Modern CFOs need to manage capi-

tal, of course, but they also need to be versed 
in strategy, analytics, operations and talent 
management. In short, they need to help drive 

business change. It’s a daunting task, but it isn’t 
out of reach.

Driving business change may seem like an 
unfathomable thought for a CFO, but the best 
piece of advice is to start in your own backyard. 
Beyond managing numbers and the relationship 
with the markets, a Modern CFO should be able 
to look at the finance and accounting organization 
and make sure it’s streamlined. The good news is 

that many CFOs are already equipped to do it.
Today, CFOs have unparalleled access to 

data. They report to regulatory bodies and 
conduct management reporting for the entire 
organization. With all of that information 
being pulled through the finance department, a 
deep analysis could provide immense business 

insights and value – exactly what the CEO is 
looking for. 

It’s important, though, that the data is ana-
lyzed appropriately. Part of the reason CEOs are 
expecting more is that technology has made 
many of the reporting functions easier, freeing 
up time for analysis and business insights. While 
once management reporting was 80 percent 
gathering information and 20 percent analyzing 

it, automation means that ratio can be flipped, 
putting more of a focus on understanding the 
data instead of just reporting it.

A thorough understanding of data can lead 
to better business knowledge, including better 
thinking about product profitability, or insights 
on the management of operations. And that 
business knowledge is what inevitably drives 
transformation.

Talent management, on the other hand, is 
an integral skill to making transformation hap-
pen. Driving change means leadership, and that 
means hiring the right high-caliber leaders. As in 
any organization, Modern CFOs are only as good 
as the people supporting them, so they can in 
turn, support the CEO’s vision.

So to answer the question: who is the Mod-
ern CFO?

In the minds of CEOs, that trusted advisor 
must have intellectual curiosity, must have 
leadership skills, must not be overly conser-
vative about disruptive technology, and must 
aggressively seek out the business insights to 
help make necessary changes that drive the 
business forward. 

Above all else, the most effective quality in a 
Modern CFO is adaptability. 

Mark Hutchins is the Office Managing Partner for 
KPMG’s Los Angeles office.

The Role of the Modern CFO

Hutchins

The Modern CFOs need to manage capital, of 
course, but they also need to be versed in strategy, 

analytics, operations and talent management. In 
short, they need to help drive business change.  
It’s a daunting task, but it isn’t out of reach.
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SOLAR WATER HEATING

BRING THE 

STRENGTH OF THE SUN
INTO YOUR BUSINESS AND SAVE MONEY

For more information, visit 

socalgas.com/solar

The sun could be your company’s most underutilized resource. Join 

businesses throughout California that are improving their bottom line with 

Solar Water Heating. It works with your existing water heater to warm your 

water in a reliable and effi cient way. Plus, it may reduce your SoCalGas® 

bill and you may be eligible to receive thousands of dollars in rebates.

That’s the strength of the sun in your business.

This program is funded by California utility customers and administered by SoCalGas under the auspices of the California Public Utilities Commission. Program 
funds, including any funds utilized for rebates or incentives, will be allocated on a fi rst-come, fi rst-served basis until such funds are no longer available. This 
program may be modifi ed or terminated without prior notice. The selection, purchase, and ownership of goods and/or services are the sole responsibility of 
customer. SoCalGas makes no warranty, whether express or implied, including the warranty of merchantability or fi tness for a purpose, of goods or 
services selected by customer. Customers who choose to participate in this program are not obligated to purchase any additional goods or services offered by 
contractor or any other third party. SoCalGas does not endorse, qualify, or guarantee the work of any contractor or other third party. Consult your tax professional 
for specifi c details of federal tax credits and location incentives for solar water heating. Eligibility requirements apply; see the program conditions for details. 
© 2017 Southern California Gas Company. Trademarks are property of their respective owners.  All rights reserved.

BY IAN SHAPIRO

T echnology has been a disruptive force 
in most industries and sectors over recent 
years. But in the real estate and construc-

tion (REC) sector, widespread adoption of new 
technologies has lagged somewhat. Indeed, the 
adoption of technology in property – or ‘Prop-
Tech’ – has fallen a little short of its anticipated 
take-up. For example, in the U.S., the construc-
tion industry is several years behind many other 
industries with regards to technology with many 
companies still using manual systems for project 
planning and management. That’s why construc-
tion remains far behind in reaping the benefits of 
advanced technology.

However, 2017 is set to be the year the 
floodgates open for PropTech in the global REC 
sector, and we’ve looked at some key technol-
ogies you should be keeping an eye on in the 
industry this year.

THE WIDESPREAD USE OF DRONES
Drones have been in the news for various rea-

sons recently – both good and bad. Thankfully, 
they are being put to good use in the construc-
tion industry and we’re seeing things get far more 
efficient on projects because of them. Drones not 

only save time (and therefore money!) but also 
improve safety for construction workers. A roof 
survey would normally involve human workers 
climbing onto the roof, which naturally involves 
considerable risk. By using drones, construction 
companies are able to bypass this risk, without 
losing much, if anything, in the way of accuracy.

For this reason, we are now seeing a wider 
adoption of drones by construction companies. 
However, the popularity of this technology has 
had the knock-on effect of bringing in increased 
regulation: aviation authorities around the world 
have introduced regulations for drones because 
of perceived privacy and security concerns, with 
many countries now demanding licenses or per-
mits to use drones for certain activities or around 
important landmarks.

VIRTUAL REALITY – FROM GIMMICK TO 
LEGITIMATE TOOL

The use of virtual reality (VR) in proper-
ty is already a $1 billion global industry and 
Goldman Sachs estimates that it is set to treble 
by 2020. VR has its obvious uses in the real 
estate sector: for example, VR is used for sales 
and marketing in the prime residential market, 
where investors often live miles away from the 
properties they want to view.

VR is also viewed as the next phase of Build-
ing Information Modeling (BIM), and as an 
enhancement to computer-aided design (CAD): 
developers can use VR to create more realistic 
and detailed renderings, which are now transi-
tioning into virtual reality walkthroughs.

CYBER ATTACKS DRIVE INTEREST IN  
SECURITY

In construction, cybersecurity issues are only 
now making an impression but in real estate, 
it is a real issue, especially as buildings become 
increasingly “smart” and therefore vulnerable. 
Thanks to the Internet of Things, everything 
down to your Christmas tree lights can now be 
controlled electronically; thus, buildings are 
becoming the new target of cyber attacks.

The use of ransomware is increasing and 
becoming more targeted to property. In recent 
years, it was claimed hackers stole the blueprints 
to Australia’s secret service agency HQ, present-
ing obvious terrorist threat concerns. It is there-
fore understandable that landlords and building 
owners would be concerned for the security of 
their assets, and must work with cybersecurity 
experts to protect their business. Alex Iacobelli, 
Assurance Partner in the Los Angeles office 
said “as the industry becomes virtually paperless 

and business processes become more automat-
ed, cybersecurity will need to be integrated 
into the Company’s accounting and financial 
information systems infrastructure.  Firms must 
also integrate cybersecurity, when training their 
personnel, as they are likely the last line of 
defense for safeguarding the Company’s assets 
and information.”  

Given the REC industry’s poor track record 
on innovation and the adoption of new technol-
ogies, tools and approaches, governments, devel-
opers and deliverers need to invest collectively 
to achieve these shared goals and future-proof 
the industry. In order to achieve this, firms need 
to develop digital road maps, appoint dedicated 
staff to think boldly about the digital agenda and 
partner with technology firms. 

This is the digital age of collaboration, and the 
industry will soon come to realize that digital tools 
can be more powerful than the ones in a rusty 
toolbox. We all need to embrace this catalyst for 
change to attract a new generation of talent.

Ian Shapiro is a partner and co-leader of BDO’s Real 
Estate and Construction practice. 

This article originally appeared on the BDO Global 
Real Estate & Construction blog. 

PropTech: Is 2017 the Year things Change for the 
Property Industry?
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TEL: 818.898.1521 www.bernards.com

Bernards Congratulates All 
2017 CFO of the Year Nominees
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Gruen Associates
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A re you ready for the new revenue recogni-
tion standard to go live? For companies in 
many industries, implementing this standard 

is likely to be more time-consuming, complex 
and costly than management expects. Here’s an 
overview of the changes that are coming soon to 
your income statement.

A MAJOR SHIFT
In May 2014, the Financial Accounting 

Standards Board (FASB) published Accounting 
Standards Update (ASU) No. 2014-09, Reve-
nue from Contracts with Customers. The stan-
dard converged the rules for recognizing revenue 
under U.S. Generally Accepted Accounting 
Principles (GAAP) with new accounting rules 
published by the International Accounting 
Standards Board (IASB).

The FASB’s revenue standard is the result of 
more than a decade of work with the IASB to 
produce a single method for companies world-
wide to calculate their revenue. It scraps about 
180 pieces of business- and transaction-specific 
guidelines in U.S. GAAP and calls for a prin-
ciples-based approach. Under the converged 
standard, companies must follow a five-step pro-
cedure for recognizing revenue:

1. Identify a contract with a customer.
2. Separate the contract’s commitments.
3. Determine the transaction price.

4. Allocate a price to each promise.
5. Recognize revenue when or as the com-

pany transfers the promised good or service 
to the customer, depending on the type of 
contract.

In some cases, this will result in earlier 
revenue recognition than in current practice, 

because the new standard will require compa-
nies to estimate the effects of sales incentives, 
discounts and warranties.

Public companies must comply with the 
new revenue guidance in 2018. Private com-
panies have an extra year for implementation. 
The standard is expected to create major 
accounting changes in certain industries, 

including software and telecommunications. 
In other sectors, such as retail, the change 
isn’t expected to be as dramatic. The shift 
from rules-based accounting to more princi-
ples-based guidance also is expected to be a 
significant cultural shift for U.S. companies 
and their accountants.

NEED HELP?
Many companies are struggling with the 

nitty-gritty details of adopting the landmark 
revenue recognition rules. If you have questions 
or concerns about the new guidance, talk to 
your local Armanino professional.

YOU’RE INVITED!
Armanino will be holding a Revenue Rec-

ognition Roundtable Breakfast on October 
17th, 2017 from 7:30 – 9:30 AM at the JW 
Marriott Downtown Los Angeles where our 
audit, tax and consulting experts will identify 
industry-specific risks as they relate to the new 
regulations, as well as provide tips for evaluat-
ing your preparedness for the changes ahead. 

Information for this article was provided by 
Armanino. Armanino is California’s largest inde-
pendent audit, tax, consulting and business man-
agement firm, providing integrated solutions for 
MS Dynamics and ERP.

Get Ready for the New Rev Rec Rules

The Financial Accounting Standards Board’s
revenue standard is the result of more than a 
decade of work with the IASB to produce a  
single method for companies worldwide to  

calculate their revenue. It scraps about 180  
pieces of business- and transaction-specific 

guidelines in U.S. GAAP and calls for  
a principles-based approach. Under the  

converged standard, companies must follow  
a five-step procedure for recognizing revenue.
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 Wherever you do business, 
we do banking

There’s nothing easy about managing your company’s financial needs on an international 
scale. But that doesn’t mean we can’t make it easier.
Union Bank® is part of MUFG, one of the world’s largest diversified financial organizations. 
So, our clients can capitalize on a worldwide network of financial professionals and services, 
plus strategic insights into the economic trends, social customs, and trade practices unique 
to each region.
But international resources alone aren’t enough. We understand the complexity that comes 
with running financial operations abroad and can help you navigate those challenges.

Learn more at unionbank.com     

Stacy Scott 
Director, Commercial Banking 
213-236-5467   
stacy.scott@unionbank.com

Ray Cherry 
Vice President, Private Wealth Advisor 
213-236-5570   
ray.cherry@unionbank.com

©2017 MUFG Union Bank, N.A. All rights reserved. Member FDIC.  
Union Bank is a registered trademark and brand name of MUFG Union Bank, N.A.   unionbank.com
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Boost the Tax Benefits of Your Next Acquisition 
During the Negotiation and Diligence Process
by Bill Sturges, CPA, Moss Adams 

Companies make strategic acquisitions to increase 
market share, diversify, or acquire new talent and 
technology—opportunities that rightfully drive the 
decision-making process. By effectively using the 
information obtained during diligence, businesses 
can also help realize the full tax benefits of these 
acquisitions.  

Including Additional Terms

The diligence work that’s performed during an 
acquisition is often limited to quantifying exposures 
that help set escrow amounts. This limited review 
can leave money on the table, whereas taking the 
time to understand a seller’s attributes and profile 
enables a company to understand which terms 
and conditions can likely be negotiated into an 
agreement. 

Additional terms often benefit a buyer at little to no 
additional cost to the seller. Examples include the 
following:

 − Internal Revenue Code Section 338(h)(10), 
336(e), and 338(g) elections

 − Check-the-box elections

 − Accounting methods

 − Elections under the unified-loss rules

 − Asset-allocation methodology

Many viable planning opportunities—such as the 
Section 338(h)(10) election, which enables a buyer 
to receive a stepped-up tax basis—are often 
overlooked because of the common misconception 
that the cost to a seller exceeds the benefit to a 
buyer. However, a seller may often be neutral on a 
position that benefits the buyer. 

This is why it’s important to understand a seller’s 
profile. Many factors, including entity type, loss 
carryforwards, and the seller’s tax basis often 
dictate the impact implementing a particular 
strategy will have on a seller. Realizing which terms 
aren’t likely to adversely affect a seller is integral to  
a successful negotiation process.

Understanding Attributes

It isn’t always practical prior to the close of a deal 
to analyze and quantify all of a seller’s attributes 

that may benefit the buyer, but it’s useful during 
the diligence process to understand the availability 
of the information needed to preserve or quantify 
those target attributes. 

Despite the amounts reported on a seller’s tax 
returns, attributes that include loss and credit 
carryforwards may be limited due to various factors 
or missing documentation. Knowing the availability 
of such information can provide insight into which 
attributes have potential and are supportable—
helping a buyer better negotiate the purchase 
consideration. 

Using the pre-close window to comprehensively 
gather data and understand a seller’s profile 
instead of solely focusing on exposure can 
provide a wide range of benefits, including a more 
favorable purchase price, increased current or 
future cash flow from additional tax strategies, 
and a streamlined integration process for financial 
reporting. 

Bill Sturges has been in public accounting and private 
industry since 1992. He assists companies with strategic  
tax planning, mergers and acquisitions, and ASC Topic 740.  
He can be reached at (310) 481-1218 or  
bill.sturges@mossadams.com. 

M O S S A D A M S . C O M
Assurance, tax, and consulting offered through Moss Adams LLP. Wealth management offered through 
Moss Adams Wealth Advisors LLC. Investment banking offered through Moss Adams Capital LLC.

S enior-level financial executives at public 
and private companies alike reported con-
sistent trends in the levels and sources of 

their compensation in 2016, with average salary 
increases of 4.1 percent, up from 4.0 percent 
last year. This is according to the Financial 
Executive Compensation Report 2017 issued 
by Financial Executives Research Foundation 
(FERF), the independent, non-profit research 
affiliate of Financial Executives International 
(FEI), and Grant Thornton LLP, a leading pro-
fessional services firm.

This year’s report discusses compensation 
trends for senior financial leaders and the risk 
management implications of incentive programs, 
while also examining the growing recognition 
of the relationship between compensation pro-
grams and organizational risk.

“As several high-profile examples illustrate, 
improper alignment of compensation program 
design or governance can increase an organi-
zation’s financial, operational, regulatory and 
reputational risks,” said Andrej Suskavcevic, 
CAE, President and CEO of Financial Exec-
utives International and Financial Executives 
Research Foundation.

Suskavcevic stresses the importance of 
properly managing risks in incentive programs. 
“Whether from misaligned incentives prompt-
ing inappropriate behavior that exposes a 

company to financial risk, regulatory concerns 
or negative publicity, an organization’s compen-
sation program can have significant effects on its 
risk profile.”

“It’s key for organizations to properly incen-
tivize the behaviors they’d like their executives 
to exhibit,” said Ken Troy, a director in Grant 
Thornton’s Human Capital Services practice. 
“An incentive plan can be looked at as a 
communications plan in that it outlines the 
expectations and goals an organization has for 
its executives. If executives are out of align-
ment with strategy or with common practice, 
you tend to get behaviors that can lead to risk 
issues.”

The report also found that only half (55 
percent) of respondents are satisfied their 
organization’s incentive programs reflect risk 
considerations appropriately, and nearly two-
thirds (61 percent) say their risk management 
or finance function has not undertaken a com-
prehensive risk-focused review of their com-
pensation programs.

Other key findings include:
• To attract and retain top talent, 33 percent 

of respondent companies offer sign-on bonuses, 
with the most common offering a cash bonus, 
followed by a combination of cash and restricted 
stock or options.

• Forty-four percent of respondent compa-
nies indicated that their board of directors makes 
pay decisions for all senior executives.

The report, based on survey responses from 
FEI members, examines self-reported salaries, 
staffing levels, variable pay, benefits and other 

key compensation-related benchmarks. The 
report can be found at www.ferf.org/reports.

Financial Executives Research Foundation (FERF) 
is the non-profit 501(c)(3) research affiliate of 
Financial Executives International (FEI). FERF 
researchers identify key financial issues and develop 
impartial, timely research reports for FEI members 

and nonmembers alike, in a variety of publication 
formats. FERF relies primarily on voluntary tax-de-
ductible contributions from corporations and individ-
uals, and publications can be ordered by logging onto 
http://www.ferf.org/reports.

Financial Executives International is the leading 
advocate for the views of corporate financial man-
agement. Its more than 10,000 members hold 
policy-making positions as chief financial officers, 
treasurers and controllers at companies from every 
major industry. FEI enhances member professional 
development through peer networking, career man-
agement services, conferences, research and publica-
tions. Members participate in the activities of more 
than 65 chapters in the U.S. and a chapter in Japan. 
FEI is located in Morristown, NJ, and Washington, 
D.C. Visit www.financialexecutives.org for more 
information.

Founded in Chicago in 1924, Grant Thornton 
LLP (Grant Thornton) is the U.S. member firm 
of Grant Thornton International Ltd, one of the 
world’s leading organizations of independent audit, 
tax and advisory firms. Grant Thornton, which 
has revenues in excess of $1.6 billion and operates 
59 offices, works with a broad range of dynamic 
publicly and privately held companies, government 
agencies, financial institutions, and civic and reli-
gious organizations.

Compensation Steady for Senior Financial Executives

‘It’s key for 
organizations to 

properly incentivize  
the behaviors  

they’d like their  
executives  
to exhibit.’
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CalCPA is proud to sponsor the Los Angeles Business Journal  
2017 CFO of the Year Awards.

calcpa.org

Martin  L. Sniewski, CPA
Crowe Horwath LLP
CalCPA Los Angeles Chapter 
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Miklos Ringbauer, CPA
MiklosCPA
CalCPA Los Angeles Chapter
Vice President

INTEGRITY...COMPETENCE...LEADERSHIP

Behind all the numbers,
people are the bottom line.

CalCPA Members. Trusted. 
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Carrie T. Hidding, CPA
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Matthew Martin, CPA
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Transaction Value (n):
1. Right time, right place, 
right team = right results

Full-Service M&A Consulting  |  Tax Advisory

Valuation  |  IPO Services  |  Assurance

How Can We Help You?

Suzie Doran
Partner,

Audit & Assurance

SDoran@SingerLewak.com
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Valuation Advisory Services
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By BRIAN HEGARTY

O ne of the most important responsibilities of 
any CFO is selecting the right partners to 
support the needs of a growing business. 

When it comes to insurance and employee 
benefits, the task is all the more critical because 
of the stakes in terms of cost, risk management 
and ability to attract and retain talent.

WHAT TO LOOK FOR
So how do you evaluate a potential broker? 

It almost goes without saying that any potential 
partner must have the following core strengths:

• Reputation – A stellar, long-term reputa-
tion in your community and the industry, and a 
proven track record of success.

• Intellectual Capital – Experienced and 
seasoned colleagues who possess the technical 
insurance knowledge to help you navigate and 
mitigate both risk and legislative change.

• Industry Expertise – Depth of knowledge 
in your specific industry is key. Access to bench-
marking data and a keen understanding of where 
the industry is headed are essential when evalu-
ating your organization’s risk profile.

• Insurer Relationships – Strong and deep 
relationships with insurance companies to secure 
the best coverage at the best price.

Firms with the capabilities listed above can 
help a CFO create a shortlist of possible partners.  

So what to look for next? The following checklist 
should help a CFO narrow down the field of poten-
tial brokers to one or two strategic partners who are 
as invested in your long-term success as you are.

• Transactional versus Consultative – Most 
brokers can place your coverage with an insurer. 
However, few have the ability to be an ongoing 
strategic partner. You want a broker that has the 
expertise to evolve with you and help you capi-
talize on opportunities as they arise.

• Risk and Loss Control Services – Insur-
ance shouldn’t be a reactionary solution, but a 
proactive strategy. Look for a partner that can 
provide direction and guidance on how best to 
control your risks before claims occur.

• Claims Advocacy – When claims occur, 

you need a strong advocate who can work with 
insurance companies to settle your claims favor-
ably. This is where the rubber meets the road. 
What is the value of insurance, if you can’t settle 
claims in a beneficial and expedient manner?

• Accessibility – Given the nature of risk, 
you often can’t predict when you’ll need the 
expertise of your insurance partner. As more 
providers deliver service online and through 
automated channels, having a team you can 
reach whenever you need them is an invaluable 
resource transactional convenience can’t replace.

• Local, yet global – A local broker under-
stands the local market and the competitive 
landscape.  But you may outgrow your local bro-
ker’s capabilities. Make sure your insurance team 

has the geographical reach and resources that 
can support your growth for the long term.

• Tools and resources – Today, elite brokers 
do more than just place insurance. They are 
developing platforms and solutions to make 
the process of managing benefits and insurance 
easier, as well as implementing new strategies to 
control cost and disrupt upward trends.

A broker that meets and exceeds all of these 
qualities will not only help manage your opera-
tional expenses, but also free up much needed cap-
ital to invest in new opportunities, safeguard your 
colleagues, and save valuable time and resources. 

An exceptional broker can be a key strategic 
partner that creates new opportunities for your 
company to perform more efficiently now and 
grow well into the future. 

Brian Hegarty is Director at Marsh & McLennan 
Agency LLC – Los Angeles.

The CFO’s Guide to Broker Selection

REGAINING CONTROL OF HEALTHCARE COSTS
As healthcare costs continue their upward 

trend, CFOs are desperately seeking innovative 
strategies to curb premium rates and regain 
control over their benefits expenses. Here are a 
few solutions companies are implementing to 
achieve the much needed change:

• Multiple Employer Trusts –Small to mid-size 
organizations are taking advantage of the law of 
large numbers by joining multiple employer trust 
programs. Especially for employers in a favor-
able industry with a young, healthy demograph-

ic, a trust is a viable alternative to playing in the 
traditional insurance market on your own.

• Captives – This self-funded solution puts the 
employer back in the driver’s seat when it comes 
to covering claims and leveraging utilization data. 
In a captive, member companies are collectively 
responsible for paying for claims, but also reap 
dividends when pooled funds go unused.

• Prescription Drug Renegotiation Strat-
egies – Prescription drug costs represent 
15-20% of healthcare expenses for most com-

panies and are the fastest growing cost driver. 
By decoupling and renegotiating pharmacy 
contracts, an effective broker can ensure lower 
prices and eliminate hidden fees. In many 
cases employers have seen a 5:1 return on 
their investment. 

When it comes to employee health benefits, 
one strategy does not fit all. Partnering with a 
skilled insurance broker is a key strategy in eval-
uating all available solutions to regain control 
over healthcare costs.
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KROSTCPAS.COM 
ADMIN@KROSTCPAS.COM 
(626) 449-4225

Your Success  
is Our Bottom Line
FULL-SERVICE ACCOUNTING & CONSULTING 
 

YEARS 
of experience assisting 
thousands of businesses 
and individuals reach their 
financial goals. 

EXPERIENCE YOU CAN TRUST
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Inside Public Accounting
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2017 Top 200 Firm 
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• Tax Planning & Consulting
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BDO provides assurance, tax, and advisory services to a wide range of publicly traded and privately held companies. We offer a 
sophisticated array of services and the resources and capabilities of the BDO global network, combined with the personal attention of 
experienced professionals.
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By PHIL GLOSSERMAN 

A CEO’s primary responsibility is to make the 
best decisions for a company and its stake-
holders. In today’s increasingly complex and 

fast-changing business environment, CEOs need 
access to unbiased, 
unfiltered information, 
advice, and feedback 
to make good deci-
sions.

Yet, many CEOs 
operate inside a limit-
ed bubble of informa-
tion, and they do it for 
several reasons:

• They have blind 
spots, knowledge gaps 
or biases.

• They’re surrounded by people who have 
their own agenda (e.g., keeping the boss happy, job 
security, preserving a professional relationship).

• They have an inner circle of people who 
tend to see things from a similar perspective.

THE IMPORTANCE OF COGNITIVE DIVERSITY
A March 2017 article in Harvard Business 

Review explores the advantages of applying 
cognitive diversity to business problem solving. 
Cognitive diversity denotes the differences in 

perspective, experience, or information-process-
ing styles within a team. And the authors con-
tend that teams with greater cognitive diversity 
solve problems faster and more accurately.

Here’s why: Cognitive diversity leads to 
an expanded perspective and a wider range of 
options, which enables leaders to make better 
decisions and solve problems more effectively.

COGNITIVE DIVERSITY AT WORK
Vistage CEO groups are based on cognitive 

diversity. Each group functions as a collective 
think tank of trusted advisors. When you put a 
dozen high-functioning, successful CEOs from 
different backgrounds and industries in a room 
and have them focus on each other’s challenges, 
they will expand their thinking and options, 
resulting in better decisions. 

As a Vistage group facilitator, I regularly see 
the power of cognitive diversity. Often when 
members bring their biggest challenges and deci-
sions to the group, the best advice comes from 
someone in a different industry or background. 
I’ve seen seasoned CEOs in their 50s and 60s 
gain invaluable perspectives from entrepreneurs 
in their 20s, and vice versa.

CASE STUDY IN COGNITIVE DIVERSITY
Recently, a member brought up a sensitive 

issue: His 10-year-old company had experienced 

tremendous growth, but his CFO, who had been 
with the company since the beginning, no longer 
fit the role. He didn’t have the knowledge or 
experience to take the company to the next level.

The CFO also had a 40 percent equity stake 
in the company and was a longtime friend, 
complicating matters. The CEO was distressed, 
but couldn’t talk about it with anyone inside the 

company. Unsure, he procrastinated on acting 
for the next two years.

Several members of the group had similar 
experiences. They saw how the issue was stifling 
the company’s growth. They helped the CEO 
see the exigency of tackling the issue and offered 
several practical solutions.

With the group’s help, the CEO replaced his 
CFO and handled the equity and relationship 
issues with fairness and dignity. The group’s 
cognitive diversity helped the CEO develop a 
wider perspective, gain better options, and make 
better decisions.

THE KEY QUESTION
Where do you go for unbiased, unfiltered 

advice? Every CEO, no matter how smart or 
experienced, can benefit from the collective 
intelligence and cognitive diversity of a peer 
group.

Since 1996, Phil Glosserman has coached exec-
utives, business owners, salespeople and other 
professionals to build and grow their organizations, 
become more profitable, and become more effective 
leaders. He has worked with hundreds of individu-
als, companies, and teams in a variety of industries. 
He is also the author of two business/sales books, 
Sell the Feeling and The Referral Code.  
Phil became a Vistage Chair in 2014.

The Role of Cognitive Diversity in Decision-Making

Glosserman

Cognitive diversity 
denotes the differences in 
perspective, experience, 
or information-processing 

styles within a team... 
Cognitive diversity 

leads to an expanded 
perspective and a wider 
range of options, which 
enables leaders to make 
better decisions and solve 
problems more effectively.
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Clarifying and resolving complex issues is what we 
do. How we do it, is what sets us apart from other 
CPA firms. We  deliver value and provide solutions 
that help our clients achieve their goals.
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Latham & Watkins congratulates all the

CFO Awards 
finalists

LW.com

and we are proud to have nominated 
Mark Lammas of Hudson Pacific 
Properties this year.
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For these trailblazers, the sky is the limit.  
That’s an ethos we celebrate—and empower. 

Vistage is the world’s foremost executive coaching 
and business advisory organization, exclusively for top 
business leaders. Envision: the most comprehensive 
services. Leading-edge resources. A global network of 
more than 21,000 peers. That’s just scratching the surface 
of how Vistage members work through challenges and 
seize opportunities. Find out how we’ve earned our 
track record of helping member companies surpass their 
competition 2.2x faster.

Learn more at vistage.com or call  
Jackie Kibler at 858.253.2427.

“With Vistage, I never felt isolated to make  
those gut-wrenching decisions.”
Mercy Tolentino Steenwyk, CEO
Vistage member since 2000

L ike most executives, you are probably tireless 
in the pursuit of perfection when it comes 
to managing the complexities of your busi-

ness.  But as you concentrate so much of your 
energy on running the business, finding the 
time to focus on your personal finances can be 
a challenge. It is not uncommon for personal 
financial needs to take a backseat to the day-to-
day demands of running a company. However, 
the result of this inactivity can be detrimental to 
both you, and your family. They key to overcom-
ing this is finding the right financial partner to 
help ensure your personal finances are as fiscally 
sound as those of your company. 

The Private Bank can help. An exclusive 
part of Union Bank, we believe that managing 
wealth goes well beyond providing financial 
services. It’s about contributing ideas and inno-
vations that help you achieve your financial 
goals and live a more fulfilling life. Our teams 
of wealth professionals are focused on enabling 
you to reach your unique goals and dreams by 
providing a higher level of service and discreet 
experience that we believe is second to none. As 
a client of The Private Bank, you will work with 
a relationship manager and a team of specialists 
who deliver customized solutions across key 

wealth management disciplines. 
Comprehensive Trust and Estate Services: 

Whether you are the steward of family assets or 
want to protect the wealth you worked hard to 
build, we can help. Drawing on a tradition of 
excellence, personalized service, and discretion, 
we help you fulfill the ambitions you have for your 
wealth. Working closely with you and your advi-
sors, our team of financial professionals can help 
you manage your wealth with structures appropri-
ately suited to protecting your family’s well-being 
and supporting the non-profit organizations you 
care about. Our dedicated trust specialists offer 
specialized financial services to meet all your 
needs – including investment management ser-
vices (1), specialty assets management, and trust 
administration services – to preserve your wealth 
throughout your lifetime and across generations. 

Deposit Accounts and Liquidity Manage-
ment Solutions: Your short-term assets need to 
work hard and be readily available when you 
need them. At The Private Bank, we offer a 
broad range of deposit and liquidity manage-
ment solutions to provide you with flexible, 
convenient options. In addition to a full array 
of traditional solutions, we provide customized 
credit solutions including lines of credit, spe-

cialized mortgages, and owner-occupied and 
investor-owned real estate financing (2). We 
recognize how complex your needs may be, and 
your dedicated relationship manager can bring 
together the resources you need to help you real-
ize your goals, and provide you with service that 
goes beyond your expectations. 

Risk Management: Effective risk management 
is essential to long-term growth and profitabili-
ty. In addition to insurance for estate-planning 
purposes or asset protection, which is available 
through our insurance division, UnionBanc Insur-
ance Services (3), we will work closely with you 
to identify and strategically manage risks associat-
ed with fluctuations in foreign currency, interest 
rates, commodity process, and equity prices. 

Wealth Planning: Whether your future plans 
depend on building your wealth, preserving your 
wealth, passing your business on to your benefi-
ciaries or transferring wealth to children, grand-
children, or favored charities, a wealth plan can 
help you achieve these important goals. Wealth 
planning is a comprehensive process that helps 
your family identify, prioritize, and achieve your 
specific goals and dreams. You can rely on our team 
of wealth professionals to understand the intrica-
cies of your financial situation – no matter how 

complex. Through our deliberate and thoughtful 
process we help ensure that the plan is customized 
to your specific needs. Your team will guide you 
through the planning process, deliver recommen-
dations to help you meet your short- and long-
term goals, and actually implement your plan. 

YOUR FINANCIAL PARTNER FOR LIFE
At The Private Bank, you can rely on our 

team of professionals to understand the intrica-
cies of your complete financial picture. It would 
be our privilege to demonstrate that and become 
your financial partner for life. 

For more information, contact Ray Cherry at  
ray.cherry@unionbank.com or visit  
https://www.unionbank.com. Wills, trusts, founda-
tions and wealth planning strategies have legal, tax, 
accounting and other implications. Clients should 
consult a legal or tax adviser.

How the Right Financial Partner  
Can Help You Sleep at Night

Notations:
1)  Investment management services offered by MUFG Union 

Bank, N.A. in conjunction with its subsidiary, HighMark Capital 
Management, an SEC-registered investment adviser. Non-de-
posit investment products:  • Are NOT deposits or other obliga-
tions of, or guaranteed by, the Bank or any Bank affiliate • Are 
NOT insured by the FDIC or by any other federal government 
agency • Are subject to investment risks, including the possible 
loss of principal invested.

2)  Loans subject to credit and collateral approval.  Restrictions 
apply. Terms and conditions subject to change.  Union Bank 
NMLS ID #539249

3)  Insurance services are available through UnionBanc Insurance 
Services, a division of MUFG Union Bank, N.A., California 
State Insurance License No. 0817733. Non-deposit investment 
products: • Are NOT deposits or obligations of, or guaranteed 
by, the Bank or any Bank affiliate • Are NOT insured by the 
FDIC or by any other federal government agency • Are subject 
to investment risks, including possible loss of the principal 
amount invested • Insurance and annuities are products of the 
insurance carriers.
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With 330,000 alumni like visionary 
entrepreneur David Nazarian, the LAEDC 

recognized CSUN as the 2015 Eddy Award winner 
for its positive economic impact. David has spent 
his career discovering and investing in winners, 
but he achieved his highest ROI by investing in 
his alma mater. CSUN’s David Nazarian College 
of Business and Economics is one of the 10 
largest accredited business schools in the nation, 
helping the business community connect with the 
wealth of talent found in our region’s diversity. 
The college’s accreditation places CSUN among 

the top 5 percent of business-degree-granting 
institutions in the world, and the bachelor’s 
program in accounting and informational systems 
is ranked the third best in the nation by College 
Choice. The Nazarian College’s part-time MBA is 
ranked as one of the nation’s best by U.S. News & 
World Report, and the College consistently ranks 
among Princeton Review’s Best Business Schools 
and Financial Planning magazine’s Best Schools 
for Financial Planners. The Nazarian College helps 
students reach their greatest potential and impact. 
They rise higher — and when they rise — we all do.

  
CEO/FOUNDER

NIMES CAPITAL

DAVID NAZARIAN
B.S. (BUSINESS ADMINISTRATION) 

CSUN.EDU/RISE
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Moreover, we maintain that the risk to the middle market at this time is 
due to the imbalance between optimistic expectations for gross revenues 
and net earnings over the next six months versus the more restrained 
outlook on capital expenditures and inventories. Given the political turmoil 
in Washington D.C., expectations on tax reform and infrastructure spending 
may need to be reset going forward, which would likely be accompanied by 
a reduction in the outlook for gross revenues. 

Borrowing, pricing and inventory levels during the current quarter and 
expectations six months ahead are remarkably stable, with notable 
exceptions of what appears to be a pulling back of hopes for passing 
through some prices downstream to customers. Approximately 46 percent 
of those surveyed intend to pass along price increases downstream 
compared to 55 percent during the first quarter of the year.

On an industry basis, construction, wholesale trade and financial activities 
all experienced notable improvements, while retail trade observed a modest 
increase in business activity. Professional business, education, health care 
and goods production saw little change in overall business conditions. 

Manufacturing, transportation and warehousing, information, and leisure 
and hospitality all saw declines in business conditions. In our estimation, 
solid domestic demand for goods and improving financial conditions were 
the primary catalysts for the pickup in business conditions, while slowing 
auto production and the lagged impact of U.S. dollar appreciation were the 
major drags on manufacturing. 

On a regional basis, the index points toward significant strength in business 
conditions in the Southwest, South Atlantic and mid-Atlantic. Business 
conditions eased in the Mountain, New England and Northeast, while those 
in the Northwest, Pacific and Southeast remain stout, but essentially 
unchanged from the previous quarter. In our estimation, the improvement 
across the south is strongly linked to the stabilization in commodity and 
energy prices, conditions in the west look to have received a boost due to 
trade in the Pacific Rim, while slowing trade conditions with Europe have 
extracted a toll in New England and the Northeast.

About the index

RSM US LLP (RSM) and the U.S. Chamber of Commerce have joined forces 
to present the RSM US Middle Market Business Index (MMBI)—a first-of-
its-kind middle market economic index developed by RSM in collaboration 
with Moody’s Analytics. RSM publishes the MMBI on a quarterly basis as 
a means to give voice to the middle market and raise awareness of this 
crucial, yet underrepresented segment of the economy.

RSM US LLP and Harris Poll have collected data on middle market firms 
from quarterly surveys that began in the first quarter of 2015. The survey 
is conducted four times a year, in the first month of each quarter: January, 
April, July and October. The survey panel, the Middle Market Leadership 
Council, consists of 700 middle market executives, and is designed to 
accurately reflect conditions in the middle market. The data for each quarter 
are weighted to ensure that they correspond to the U.S. Census Bureau data 
on the basis of industry representation. 

A reading above 100 for the MMBI indicates that the middle market is generally 
expanding; below 100 indicates that it is generally contracting. The distance from 
100 is indicative of the strength of the expansion or contraction.

Click here for the most-recent MMBI (rsmus.com/economics/rsm-
middle-market-business-index-mmbi.html). The third quarter MMBI will be 
released on Tuesday, Sept. 19.

RSM US MIDDLE MARKET BUSINESS  
INDEX HITS ANOTHER NEW HIGH

PAID ADVERTISEMENT

Improving economy boosts second quarter index reading

The RSM US Middle Market Business Index (MMBI) posted a fresh cyclical high of 132.1 during the second quarter of 2017 reflecting the overall improvement 
in the economy in the current quarter and over the past year, as well as, the surge in corporate earnings during the first quarter. About 55 percent of middle 
market executives saw an improvement in the economy in the current quarter, while 62 percent anticipate improvement over the next six months, down 
modestly from 69 percent last quarter.

RSM US Middle Market Business Index (MMBI)

Source: RSM US LLP
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RSM US LLP CHIEF ECONOMIST

Joe Brusuelas is the chief economist for RSM 
US LLP. Brusuelas has  20 years of experience 
analyzing U.S. monetary policy, labor markets, 
fiscal policy, economic indicators and the condition 
of the U.S. consumer.  As co-founder of the 
award-winning Bloomberg Economics Brief, 
Brusuelas was named one of the 26 economists 
to follow by the Huffington Post.
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E LE VAT I N G  YO U R  B U S I N E S S  I S  O U R  K I N D  O F  F U N

As one of the nation’s top accounting and consulting firms, Armanino’s wickedly smart people have grown up with an 

enthusiasm for improving your organization. At any age and stage of your business, you will receive insights that lead to 

practical actions in areas like geographic expansion, budgeting & forecasting, M&A, technology solutions, compliance 

and more. We do the homework to ensure your business goes above the grade. Learn more at armaninoLLP.com

  
TE R R E NCE S M ITH
Armanino Consultant

RecessHOW I  S P E NT MY
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The Los Angeles Business Journal is proud to 
present the 2017 Leaders in Law Awards, 
recognizing general counsel and firm attorneys 
within the business community.

Awards Luncheon 
Tuesday, October 24, 2017
The L.A. Hotel Downtown • 11:00am-1:30pm 
333 S. Figueroa Street, Los Angeles, CA 90017 

To register to attend, please visit our website, 
labusinessjournal.com/bizevents. 

DIAMOND SPONSOR PLATINUM SPONSOR

2017_LeadersinLaw_Quarter_REG.indd   1 8/31/2017   5:34:42 PM

        
Landscape   
Services
Landscape Design Services
Whether starting from scratch or renovating an existing 
landscape, Armstrong can prepare a design and install it 
for you! We offer:
• Landscape designer home visit
• Hand-drawn custom planting diagram
• A complete plant list
• Complete installation

Make an 
Appointment 

Today

Open Daily 8:30 am – 6:30 pm
Selected stores: Newport Beach, Morena, Torrance, Pasadena 

and Santa Monica: 8:00 am – 7:00 pm 

www.ArmstrongGarden.com to find a location near you

Special Orders 
We’ll find those rare 

plants for you

Earn Advantage 
Points towards 
dollar rewards

Delivery Available
with minimum 

purchase

Lifetime Guarantee
on all 

Trees & Shrubs

Complete

Garden Consultation
We’ll answer your questions about your garden.

Waterwise Consultation
We’ll show you how to save water in your garden.

Pick ‘n Plant Planting Services
You pick the plants, we’ll plant them for you.

Personal Shopper Services
An Armstrong expert will help you find the perfect plants for 
your project.

Sod Installation
Have your lawn expertly installed by an Armstrong 
approved installer.

Book at any Armstrong Garden Centers Store 
or online at ArmstrongGarden.com

F or over a decade, developers and builders 
have been working hard to make buildings 
more energy-efficient. Business owners who 

think “green” care about these changes. But 
others not as environmentally conscious, find 
they must also focus on costs savings. Southern 
California business owners are no different. Many 
are realizing that installing solar water heating is 
the missing component they’ve been overlook-
ing. Due to increased availability of solar water 
heating systems, along with a robust rebate pro-
gram provided by the California Solar Initiative 
and utilities like SoCalGas, solar water heating 
is becoming a smart choice for many businesses 
throughout Southern California. 

This was supported in the Johnson Controls, 
Inc. published white paper, “Solar Thermal Ener-
gy: The Time Has Come” where it was shown 
that “solar heating is the most cost-effective 
on-site renewable energy resource.” Commer-
cial users who require a lot of hot water such as 
hotels, restaurants, and property management 
companies, along with many others, are able 
to cut heating water costs. As a business grows 
and its need for hot water does too, solar water 
heating can be the ideal solution to offset some of 
these larger expenses. 

WHY CALIFORNIA IS THE PLACE FOR 
SOLAR WATER HEATING 

California offers impressive incentives to 
encourage businesses to switch to solar water 
heating. Rebates can be up to $800,000 for eligible 
commercial and multi-family properties. Of course, 
the real rebate rate depends on how much energy 
the business displaces each year. But businesses in a 
state where the sun shines year-round, are finding 
that a solar water heating system could provide up 
to 80% of the hot water they will use in a year.

Many businesses are already using solar water 
heating with positive results. UCLA, one of the 
largest universities in the state, was looking for ways 

to cut its hot water bill and decided to commit 
to solar water heating.  Today, their system helps 
power 5,000 showers and accounts for hot water 
used in 7,000 meals per day.  UCLA is saving more 
than $3,600 per year in a single residence hall. 

Another satisfied customer, Krystal Dry, Gener-
al Manager for Jones & Jones Management Group, 
Inc. reports on her business positive results. “We 
own and manage about 3,000 units in the Greater 
Los Angeles area, many of which have solar water 
heating systems in place. The new systems are pro-
jected to pay for themselves in about two years*. 
So, we’re going to save money, and we’re also help-
ing the environment.”

HOW SOLAR WATER HEATING WORKS   
Solar water heating has been around com-

mercially since the 1950’s, when a gentleman in 
Israel, Levi Yissar, developed it to help with energy 
shortages throughout the country. Soon after, 
it was introduced in the U.S. Still many people 
today do not understand exactly how it works.  A 
set of thermal collectors is fastened to the roof or 
property to absorb the sun’s solar energy.  A pump 
circulates heat transfer liquid to the roof where the 
sun’s thermal energy heats the transfer liquid. The 
transfer liquid then enters into a heat exchanger, 

warming the tank.  That’s when the hot water 
flows from the storage tank to the existing water 
heater for businesses to use. 

With significant technological advancements 
in solar water heating systems, the state’s rebate 
incentives, and a 30% federal tax credit, now 
could be the best time to get solar water heating 
for Southern California businesses.  Plus, a solar 
water system can last about 20 years, which means 
it’s a worthwhile investment.  A white paper on 
EPA.gov, “The Role of Energy Performance Con-
tracting in Deployment of Nonresidential Solar 
Water Heating System” found that “commercial 
buildings use one-fifth of the United States’ ener-
gy.”  That’s a lot of energy and a lot of expenses 
for businesses they could be saving on instead of 
spending. The same white paper states that, “In 
2003, commercial buildings in the United States 
consumed over 500 trillion Btu of energy for water 
heating.” If a majority of businesses were to use 
solar water heating, that would surely put a dent in 
this area of high-energy use.

Solar water heating helps to reduce energy 
use, can lower your natural gas bill and allows 
businesses to be greener.   With so many benefits, 
solar is the way to go when you have a business in 
Southern California.

For more information and a directory of local 
contractors who can help you start heating water 
with the sun, visit: socalgas.com/solar 

*Actual Saving May Vary.

Program funded by California utility customers and 
administered by SoCalGas® under auspices of the 
Public Utilities Commission.

An Innovative Way to Save Money and  
Improve the Bottom Line
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A chieveNext this summer announced a stra-
tegic partnership with Risk Cooperative and 
Ridge Global that will introduce risk advi-

sory and risk management services to its growing 
portfolio of solutions designed to support corpo-
rate excellence. 

AchieveNext is the parent company of the 
CFO Alliance, a professional community of more 
than 6,500 Chief Financial Officers from mid-
dle-market companies across North America rang-
ing from $10 million to over $1 billion in revenue.

Risk Cooperative is a strategy, insurance, and 
risk advisory firm, able to design, originate, and 
place all classes of insurance across the U.S. and 
around the world. Ridge Global, founded and 
chaired by Tom Ridge, the first U.S. Secretary of 

Homeland Security and the 43rd Governor 
of Pennsylvania, rounds out this unique suite 

of solutions with advisory, education, and tech-
nology services focused on risk, readiness, and 
resilience. The combined solution set seeks to 
enhance levels of risk readiness, and provide a 
broader suite of risk transfer options to middle 
market and emerging companies conducting 
business around the globe, leveraging the Alli-
ance’s economies of scale and diversification.

Risk Cooperative and Ridge Global have 
joined forces with AchieveNext and CFO Alli-
ance to curate a wide range of unique solutions, 
leveraging the economies of scale of the wider 
community, while addressing the key concerns 
of middle-market and emerging company CFOs. 
Solutions now available to CFO Alliance mem-
bers will encompass innovative approaches to 
cyber risk, business continuity, and solutions that 
help these enterprises control and contain the 
total cost of risk (TCOR).

“As true leaders, when it comes to global 
risks and insurance, Risk Cooperative and Ridge 
Global fill an important void in our value prop-
osition, which recognizes that the CFO is both 

the first and often the last line of defense when 
it comes to organizational resilience. This part-
nership will help us bring imagination and scale 
to the types of solutions our members struggle to 
find in the open market. With Risk Cooperative 
and Ridge Global by our side, we are confident 
in our ability to add institutional value to our 
member firms, and to enhance personal readiness 
among our member CFOs”, said Nick Araco, 
Chairman and CEO of CFO Alliance parent 
company, AchieveNext.

As a licensed insurance brokerage across all 
classes of risk, Risk Cooperative is strategically 
positioned to challenge conventional risk-transfer 
strategies as a value-adding partner to the network.

“We are truly honored to serve as a strategic 
partner to AchieveNext, and as a frontline 
implementing partner to the CFO Alliance 
community. Risk knows no boundaries, espe-
cially in our times, and no one recognizes this 
vulnerability more than the CFO, who is at 
once, the chief risk officer as well as the head 
of finance for their organization. The ability to 

bring our very best thinking and solutions to this 
community will help enhance overall resilience 
for middle market firms, which are the engine of 
a vibrant economy. Our goal is not singularly to 
offset complex enterprise risks like cyber-threats 
or political risk, it is also very much focused on 
enabling rapid growth by harnessing risk as a cat-
alyst,” said Dante Disparte, CEO of Risk Coop-
erative and Ridge Global. A recognized thought 
leader on risk and resilience, Disparte will serve 
as the chair and lead curator of CFO Alliance’s 
member-facing risk solutions.

The partnership underscores a deep com-
mitment to building one of the world’s most 
unique professional and enterprise membership 
networks, focused on individual professional 
readiness and organizational resilience. The 
suite of risk solutions being designed and curat-
ed by Risk Cooperative and Ridge Global sup-
ports CFO Alliance mission: to provide value 
across the entire spectrum of human capital, 
the enterprise financial lifecycle, and strategic 
risk management.

AchieveNext and The CFO Alliance Announce 
Strategic Partnership with Risk Cooperative and  
Ridge Global
Partnership introduces risk advisory 
and risk management services to 
support corporate excellence
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Los Angeles Business Journal
2017 CFO of the Year Award

Would like to Congratulate
Kathleen Ruiz

Nominee

www.MarymountCalifornia.edu

D eloitte’s CFO Signals survey for the sec-
ond quarter of this year (2Q 2017) reveals 
chief financial officers representing many 

of North America’s largest and most influential 
companies continue to be optimistic about the 
current and future states of major economic 
regions as well as their own-company prospects. 
Even as they voice growing concerns about polit-
ical and policy uncertainty, geopolitical conflict 
and talent, their business focus on offense over 
defense for the next year hit a new survey high. 
Sixty-three percent of surveyed CFOs say they 
are biased toward revenue growth, one of the 
highest levels in the survey’s history, and only 18 
percent claim a bias toward cost reduction, for 
a survey-high net value of plus 45 percent. The 
bias toward investing cash over returning it to 
shareholders (62 percent versus 16 percent) hit 
another three-year high at a net plus 46 percent.

With regard to major regional economies, 
surveyed CFOs’ assessments of the North Amer-
ican economy remain positive, with 65 percent 
saying current conditions are good and 58 per-
cent expecting better conditions in a year. Cur-
rent and future perceptions of Europe both hit 
four-year highs, with 17 percent of CFOs saying 
they are good and 30 percent expecting them to 

be better in a year. Finally, perceptions of China’s 
economy improved significantly, with 28 percent 
of CFOs saying current conditions are good and 
32 percent expecting better conditions in a year.

“Last quarter’s CFO Signals survey registered 
the sharpest uptick in sentiment in its seven-year 
history, and the global economy has continued to 
show strength since. As a result, CFOs continue 
to be strongly optimistic, however, our survey also 
picked up a growing concern from CFOs about 
political and policy uncertainty, as well as talent 
shortages, all figuring among their most worrisome 
risks, said Sandy Cockrell III, national managing 
partner of the U.S. CFO Program, Deloitte LLP.

All four business outlook metrics, tracked 
by this survey for 29 quarters, remain strong. 
Revenue growth expectations rose from 4.3 
percent last quarter to 5.6 percent, above the 
prior two-year survey average. Earnings growth 
expectations rose to 8.7 percent from last 
quarter’s 7.3 percent, a two-year high. Capital 
investment growth expectations fell to 9 percent 
this quarter from last quarter’s 10.5 percent, 
but still sit at their second-highest level in five 
years. Domestic hiring expectations held steady 
quarter-over-quarter at 2.1 percent. Net opti-
mism declined from last quarter’s survey-high at 

plus 50 to plus 44 percentage points—the sec-
ond-highest level in four years—with nearly 55 
percent of CFOs expressing rising optimism and 
11 percent citing declining optimism.

“The positive investment outlook expressed 
by the CFOs is welcome, particularly since low 
productivity is one of the biggest economic issues 
facing the U.S. economy,” said Patricia Buckley, 
managing director, economic policy and analysis, 
Deloitte Services LP. 

Almost seven years ago, CFOs were asked 
how they stay informed, and this quarter CFOs 
again answered questions about where they find 
information on macroeconomics, geopolitics, 
policy, financial markets, industry trends and 
management trends.

Highlights of CFO responses include:
• CFOs appear to be spending considerably 

more time staying abreast of global economic 
and policy developments than they used to, and 
also seem to be relying substantially on their own 
research. Notably, less than 25 percent say they 
have an on-staff economist. 

• Major global news outlets are still CFOs’ pri-
mary sources of broad-based information, but there 
appears to be a rising reliance on subject matter 
specialists for deeper, industry-specific insight—

especially consortia, professional services firms, 
bank analysts, and individual thought leaders.

•  The channels by which CFOs consume 
daily news—including websites, newsletters, TV 
and printed dailies—appear highly varied, and 
preferences appear to be significantly different by 
age. Device use also varies by age, but laptops were 
still the top device overall. Although social media 
use was indeed highest among younger CFOs, the 
age-related differences were not particularly strong.

“CFOs have been citing volatility in the busi-
ness environment as a growing challenge for sev-
eral years now, and this quarter’s findings seem to 
show they are spending considerable effort staying 
abreast of what’s happening—across a very broad 
range of areas. Some appear to get significant help 
from internal and external resources who focus on 
particular areas, but it also appears they are doing 
a lot of research on their own,” said Greg Dickin-
son, managing director, Deloitte LLP, who leads 
the North American CFO Signals survey.

A copy of Deloitte’s second-quarter 2017 
CFO Signals report can be downloaded at:  
www.deloitte.com/us/cfosignals2017Q2.

Deloitte provides industry-leading audit, consulting, 
tax and advisory services. 

Survey Reveals that CFOs Remain Optimistic – 
Business Focus on Offense Over Defense
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