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RSM MIDDLE MARKET AWARD

MORLEY BUILDERS 
Congratulations to this year’s RSM Middle Market Award Winner: Morley Builders! 

Morley Builders’ entire business philosophy is based on the “long-term” view. 
Established over 70 years ago, the company seeks to continually provide high  
quality construction services. As an organization, Morley  believes in treating 
everyone as each of them would want to be treated – with sincerity, honesty,  

kindness and trust.
The company is owned by nearly 200 employees and has a total craftsman payroll that 

ranges from 300 to 600, depending on the number of self-performed field projects under 
construction. Morley’s annual volume of work averages over $300 million and is has a 
bonding capacity in excess of $650 million.

Morley is prominent in the top echelon of Southern California building constructors  
each year. Its 70+ years of experience has helped it gain the experience necessary to provide 
the construction leadership, the right tools and especially the skilled, creative people to  
meet any construction challenge.

Morley Builders contracts its services through two wholly-owned subsidiaries, Morley 
Construction Company and Benchmark Contractors, Inc.

The company’s sustained growth over the past seven decades is a result of its diverse 
project mix, prudent fiscal management, and reputation as the contractor of choice for 
complex projects. Employees are encouraged to think creatively and entrepreneurially,  
and to take personal ownership for the projects they build.
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Torrey Pines Bank, a division of Western Alliance Bank. Member FDIC.

Bank on Accountability
torreypinesbank.com 

CONTACT YOUR LOCAL BANKING EXPERTS:

Los Angeles 
601 West 5th St, Suite 100

Los Angeles, CA 90071
213.362.5200

Beverly Hills 
9355 Wilshire Blvd, Suite 102

Beverly Hills, CA 90210
310.623.8900

THERE WAS A TIME WHEN BUSINESS OWNERS 
EXPECTED MORE FROM A BANK. 
WHEN ACCOUNTABILITY WAS COMMON. 
That time is right about now at Torrey Pines Bank.

Four Ways to Manage Cybersecurity Risks
By MELISSA VENTRONE and  
JENNIFER POST

W    hatever the nature of the data and sys-
tems used in your business — and what-
ever the size of your business — cyber-

security is an issue you cannot ignore. While 
the media frequently reports on data breaches 
affecting large companies, small and mid-sized 
companies are experiencing cyber-attacks just 
as often, but suffering more significant damages 
since they lack sufficient resources to deploy a 
comprehensive response. 

Addressing and managing operational cyber-
security risks is important not only to lessen 
the risks and fallout of a cyber-attack but also 
to demonstrate that your company has taken 
appropriate steps and implemented necessary 
procedures to protect itself and its financial or 
strategic partners. The focus on cybersecurity 
will continue to intensify in the negotiation of 
finance, M&A and strategic transactions for 
companies of all sizes. Failure to demonstrate a 
solid cyber program can negatively impact the 
negotiation of important transactions. 

Here are four steps that will help protect your 
business and better position you for transactions:

1. UNDERSTAND YOUR INFORMATION 
LIFECYCLE

Start by asking yourself these key questions, 
which will enable you to have a better under-
standing of any risks associated with your orga-
nization’s collection, use, and storage of data.

• What type of data does your organization 
acquire? 

• How does it acquire such data? 

• Who has access to the data (internally and 
externally)? 

• Who do you share data with? 
• How is it protected? 
• Where is it located in your organization or 

with vendors? 
• How long do you keep the data? 
• What happens if the data is damaged or 

destroyed? 
• Does the data belong to other parties? 
• How will you recover and continue to 

operate if the data and/or systems go down or 
become inoperable or inaccessible? 

2. ASSESS RISKS FROM VENDORS OR 
PARTNERS THAT HAVE SYSTEM OR DATA 
ACCESS 

Identify vendors or partners that have access 
to your systems, and make sure appropriate con-
trols are in place to prevent unauthorized access 
to systems or misuse of data in the hands of the 
vendor. Implement multi-factor authentication 
for any individual who requires remote access to 
your system.

3. MITIGATE RISKS: IMPLEMENT PROTECTIVE 
MEASURES

You should have the appropriate policies in 
place to adequately protect your systems and 
data. Certain transactions will require you to 
produce these policies. You should also audit 
and test your policies to ensure they are accom-
plishing what they are intended to. 

Ensure you have adequate contractual pro-
tections in place for vendor contracts, and make 
sure your employees are trained on and under-
stand the appropriate protocols for access to and 

use of data. 
Develop an incident response plan, a busi-

ness continuity and disaster recovery plan, and 
test them. You do not want to realize after your 
systems go down that you transferred the data 
but not the applications required to access the 
data to your off-site backup, leading to an entire 
shutdown of your organization. 

Whether you have three employees or 300, 
having a plan in place will help you respond to 
cyber-attacks efficiently and effectively, mitigat-
ing damages and ensuring you are still in business.

4. OBTAIN CYBER INSURANCE AND 
DESIGNATE COUNSEL

The question isn’t if you are going to have 
a data breach or system interruption event but 
when. Make sure you have adequate insurance 
that covers the cost of any data breach or system 
interruption (such as ransomware), including 
legal, forensic, and notification costs, and all 
costs associated with regulatory investigations 
and fines. Designate legal counsel who has 
appropriate experience before an incident 
occurs — the last thing you have time for while 
responding to a cyber-attack is to interview and 
select counsel.

The above actions will help protect your 
business and reduce the costs associated with a 
cyber-attack. Additionally, these steps will help 
potential contract partners or acquirers evaluate 
the potential for cyber breach when negotiating 
transactions with your company. If the mitigat-
ing steps you have taken are not clear and are 
not documented, a potential financial or oper-
ating partner may regard a transaction as too 
risky, and you may be forced to provide broad 

indemnity, purchase additional insurance, leave 
funds in escrow or simply lose the transaction 
altogether. Few strategic or financial partners 
will enter into significant transactions with hid-
den or unaddressed cyber risks. 

As cyber-attacks happen more frequently, 
contract partners will require disclosure of your 
company’s cyber plans as part of their due dil-
igence review; therefore, the strength of your 
cybersecurity preparedness could make or break 
future transactions. Similarly, as you explore 
transactions with strategic or financial partners, 
you should review and understand your poten-
tial partner’s cybersecurity policies should your 
company’s data be exposed to a breach stem-
ming from your partner’s business.

Melissa Ventrone is the chair of 
Thompson Coburn’s cybersecu-
rity practice. She leads breach 
response teams in responding to 
cyber-attacks and helps clients 
proactively manage data privacy 
and security risks. A partner in 
the firm’s Chicago office, Melissa 

can be reached at (312) 580-2219 or mventrone@
thompsoncoburn.com

Jennifer Post is a Corporate and 
Securities partner in Thompson 
Coburn’s Los Angeles office. 
Jennifer represents companies and 
investors in a wide range of cor-
porate transactions, among them 
M&A, capital raising, secured 
lending, debt and equity invest-

ments and IP protection. Jennifer can be reached at 
(310) 282-2512 or jpost@thompsoncoburn.com 

Ventrone

Post
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Get it as it Happens.
Local Business News from Your Local Business Source. 

News & Reports @LABJnews
Events, Awards & Promotions @LABJevents

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 PHIL GLOSSERMAN 

I    n our culture, CEOs are often revered as super 
humans who have risen to the top by virtue of 
their abilities, leadership qualities and smarts. 

But CEOs can pay a steep price for their 
status, power, and monetary rewards. They carry 
enormous weight on their shoulders. The pres-
sure is endless and the stakes are always high. 
Every CEO knows the feeling of being up at 
4 a.m., sweating bullets over a critical issue or 
decision. 

“Lonely at the top” isn’t just a cliché or 
a feeling -- it’s a real condition. Many CEOs 
live in a bubble of isolation. They may be sur-
rounded by people -- senior staff, friends, paid 
advisors, spouses -- but these folks are not always 
the best advisors because they’re on the playing 
field with the CEO and have their own interests 
to protect (e.g., job security, keeping the boss 
happy, etc.). 

In my work as a Vistage group leader, I’ve 
heard countless stories of how lonely it can be 
at the top. Last week, I met with the CEO who 
told me, “I work 60-plus hours a week. I have no 
friends, no hobbies, and no one to talk with who 
understands what I go through.” 

It requires tremendous ability and confidence 
to run a successful company. Yet, despite their 
super-human status, CEOs are human beings. 
They have doubts, fears, and insecurities. They 
have gaps in their experience and knowledge. 
They have biases and blind spots. In short, 
they’re fallible.

In today’s increasingly complex business 
landscape, CEOs – more than ever -- need 
unbiased and straight feedback, perspectives, 

and advice on their critical decisions. That’s 
why CEO peer advisory boards like Vistage are 
so valuable. CEOs are the ones best equipped 
to understand what their fellow CEOs are going 
through. And in a neutral environment, where 
the only objective is to help one another, they 
can offer each other perspectives, ideas, and 
advice that they can’t get anywhere else. And 
this input can make a huge difference in their 
decisions and results.

One of my Vistage members (I’ll call him 
Patrick) is CEO of a successful ecommerce 
company. He and his wife’s cousin’s husband (I’ll 
call him Joe) started the company over a decade 
ago. Patrick was the visionary who shaped the 
company’s products and market. Joe became the 
VP of Operations and was Patrick’s confidant 
and moral support through the lean and hungry 
years. 

Joe’s role as VP of Operations was poorly 

defined. He did a little of everything. The 
company had long since outgrown his talents 
and abilities. He was paid too much and had an 
equity stake that was out of proportion to his 
contribution. The real reason he was still around 
was because of the family ties. 

Patrick obsessed over the “Joe issue” for 
years. He felt conflicted, guilty, and resentful. 
He carried it all inside. He couldn’t talk with 
anyone in his company -- they all knew Joe. He 
didn’t want to talk with his wife because she 
might pressure him not to do anything to upset 
the family apple cart.

After years of suffering in silence, Patrick 
brought the issue to his Vistage peer advisory 
group. The group helped Patrick see that the 
“Joe issue” was not only hurting him, but the 
company and his relationship with his wife. The 
group helped Patrick think through his issue and 
come up with a structured plan to buy Joe out. 

They also coached him on how to communicate 
honestly with Joe and his wife in a way that 
would hopefully preserve their good relation-
ships. The group held Patrick accountable and 
had him promise to talk with his wife and Joe 
within a week. Long story short, Patrick and Joe 
worked out a buyout agreement and minimized 
the family fallout. 

A year later, the company is thriving, Patrick 
has a stronger executive team in place, and Joe, 
after taking a year off to travel with his wife, 
is working for a new company where his tal-
ents and experience are a good match. Patrick 
recently told the Vistage group that separating 
Joe from the business was one of the most diffi-
cult decisions he’d ever faced. 

“Without you guys in my corner, who knows 
how much longer I would have obsessed and 
procrastinated,” he said. “I certainly wouldn’t 
have come up with as good of an outcome if 
I had just consulted my attorney. And no one 
could have helped me with the family the way 
you guys did. It hasn’t been easy, but the dust is 
settling. Next month we’re taking Joe and his 
family to Mexico on a four-day fishing trip.” 

Yes, it can be lonely at the top, but it doesn’t 
have to be.

Since 1999, 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 individ-
uals, companies, and teams in a variety of indus-
tries. He is also the author of two business/sales 
books, Sell the Feeling and The Referral Code. Phil 
has been a Vistage Chair in Los Angeles since 2015.

Piercing the CEO’s Bubble of Isolation
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When your growing company is meeting 
goals and posting profits, it’s possible 
that the next step could involve bank 

financing to continue to build your business. 
But navigating the world of business loans 
can be challenging. It’s not always clear when 
you’re ready for a loan or whether that loan 
will truly help your progress. Before you make 
a decision on financing, ask yourself these 
three important questions.

1. IS YOUR LOAN GOING TO BE FOR A 
SOUND BUSINESS PURPOSE?

Business lenders usually won’t loan you 
money unless they know where that money is 
going. Not only that, but they also typically 
need to agree that the purpose for the loan 
is a good one. There are many types of loans 
available; the most common business loans are 
secured loans, revolving lines of credit, small 
business administration (SBA) loans, equip-
ment financing and commercial real estate 
lending. Use a secured loan to fund equipment 
purchases, finance real estate, extend working 
capital or restructure debt. Revolving lines 
of credit offer flexibility for business opportu-
nities, including funding seasonal changes in 
inventory and receivables, taking advantage 
of vendor discounts, or meeting unexpected 
cash needs. SBA loans help to grow small 
businesses by offering longer loan terms and 
lower down payments than traditional busi-
ness loans.  

2. DO YOU HAVE GOOD CREDIT? DO 
YOUR BUSINESS PARTNERS?

You probably know the importance of a 

good credit score when obtaining loans like 
a mortgage or a personal loan. The same goes 
for business lending: the better your score, the 
more likely you are to get a “yes” from a lend-
er, and with more favorable terms.

Your personal credit score and financial his-
tory are major factors in whether a lender will 
agree to loan you money. To the creditor, the 
loan isn’t going to a faceless business: It’s going 
to you and any partners you have. If you, your 
partners or your business has a credit score that 
could use a boost, consider taking some steps to 
improve it before seeking out a loan.

3. ARE YOU GOING TO BE ABLE TO PAY 
BACK THE LOAN?

To a bank, all loans inherently come with 
some level of risk. And since banks are investing 
their depositors’ money, they need to ensure 
the money loaned is likely to make its way back 
to the institution. That means if a bank isn’t 
confident that you can make regular payments, 
it probably won’t issue you a loan. To determine 
your ability to pay back a loan, your bank will ask 
for personal and business financial documents to 
assess your ability to make payments. 

Pursuing a business loan can be complicated 

and time-consuming. But by taking some time 
to further explore these questions, and working 
with a strong bank dedicated to business custom-
ers, like Torrey Pines Bank, the loan process can 
prove to be worthwhile. 

As a division of Western Alliance Bank, 
Member FDIC, Torrey Pines Bank clients benefit 
from the financial strength, capacity and sophisti-
cated product offerings of a large bank along with 
the flexibility, deep regional knowledge and local 
leadership of a more specialized financial institu-
tion. This year, Western Alliance ranks #4 on the 
Forbes 2017 “Best Banks in America” list, which 
lists the nation’s top 100 banks based on 10 
important metrics related to growth, profitability, 
capital adequacy and asset quality. 

*All offers subject to credit approval.

Information for this article was provided by Torrey 
Pines Bank. Learn more about how the bank can 
help your business grow and evolve with a loan option 
that’s right for you by contacting your local banking 
expert. To contact your local banking expert, call the 
Downtown Los Angeles office at (213) 362-5200, 
the Beverly Hills office at (310) 623-8901, or visit 
torreypinesbank.com.

Three Signs it’s Time to Seek Business Financing  
From Your Bank 

‘Revolving lines of  
credit offer flexibility  

for business 
opportunities.’

By JOE MAZZA 

Sales growth in sales and expansion into 
new markets are good problems to have, 
but they come with their own set of tax 

challenges. With success comes the need to 
effectively address a wide range of tax issues. 
Here are four to keep in mind.

1. LOCATION, LOCATION, LOCATION
Success often means pursuing growth out-

side your original operational footprint. Once 
you start crossing borders, your tax challenges 
multiply. Setting up facilities in a new state 
will mean new state income tax compliance 
issues and planning opportunities.

Physical presence issues aren’t necessarily 
straightforward. How sales are made, where 
they are concluded, how products are deliv-
ered—these and other issues can affect wheth-
er you have nexus in a state for income tax 
purposes.

Registering to do business in a state is 
primarily a legal decision, but will also trigger 
tax obligations, so your tax team should be 
included in that decision. Increasingly, selling 
in a state may mean exposure to new taxes. In 
California, for example, if you exceed a certain 
sales volume, you could face a state franchise 
tax. Many cities and towns also have their own 
tax regimes.

Of course, if you expand overseas, things 
are more complex as issues like transfer pricing 
come into play. The base erosion and profit 
shifting (BEPS) project being undertaken by 
the Organisation for Economic Co-operation 
and Development and the Group of 20 (G-20) 

is driving the most significant changes to inter-
national taxes in decades.

2. COST SEGREGATION FOR  
NEW FACILITIES

Whether you’re expanding an existing 
facility or building a new one, effective cost 
segregation can help you significantly acceler-
ate depreciation, which can provide a healthy 
bump to your cash flow. Capital expenditures 
categorized as building are depreciated over 
39 years with very limited bonus depreciation 
opportunities, while expenditures categorized 
as land improvements are depreciated over 15 
years, and equipment costs are depreciated over 
five years. Both land improvements, qualified 
improvement property, and equipment costs 
have bonus depreciation opportunities.

And while accelerating depreciation is the 
usual choice, it isn’t always right. It depends on 
a number of factors, including your forecasted 
taxable income. Weigh your options against 
your projected financial performance to make 
the right choice for your company.

3. CREDITS AND INCENTIVES
States, cities and other taxing jurisdictions 

don’t just collect revenue, they compete for 
business. And they offer a wide variety of 
credit and incentive programs to attract those 
businesses. From property and sales tax relief 
to training grants and other programs, there is 
a good chance you could qualify for some form 
of tax relief as you consider where to establish 
operations. Some programs are statutory. But 
businesses can also often negotiate a custom-
ized incentive tailored to their needs and 

circumstances.
In either case, it is best to investigate cred-

it and incentive opportunities early, before 
you’ve made a final choice about your site. 
Once you’ve announced a choice, you’ve 
lost your leverage and many of the incentive 
options you could have realized may be lost.

Finally, don’t overlook federal incentives, 
such as the research and development (R&D) 
tax credit or the domestic production activ-
ities deduction, which help defray the costs 
of producing your goods or growing through 
innovation. Many states offer an R&D credit 
as well.

4. MANAGING TAX DEPARTMENT 
RESOURCES

As your business grows, your internal tax 
capabilities have to grow with it. How you 
manage your fixed assets is one example. To 
manage organic growth tax efficiency in this 
area, consider the following:

• Are your current systems and processes 
scalable?

• If you need to add or upgrade your sys-
tem, who needs access?

• Who will make entries? How will it 

interface with your general ledger?
• What about your capitalization policy? 

Will you set a floor beneath which items nor-
mally capitalized are expensed, and then elect 
annual de minimis audit protection from the 
IRS?

• Are your fixed asset and tax provisioning 
processes still manual or Excel-based?

These questions have many possible 
answers and next steps, depending on your 
growth situation. It might be time to upgrade 
to new tools and processes. You may want to 
investigate outsourcing options for certain tax 
work. In any case, if your tax capabilities don’t 

keep up with your business, you’ll end up los-
ing out on planning opportunities and paying 
more in fees and penalties as your compliance 
efforts fall behind.

These are just four broad examples of the 
tax issues enterprises face as expanding sales 
drive their growth. Ensuring that your tax 
strategies and resources keep pace with your 
growth will help you maximize the benefits 
and minimize the costs of your success.

Joe Mazza is Managing Partner at RSM  
Los Angeles.

Four Tax Issues Driven by Organic Growth

Success often means pursuing growth outside your 
original operational footprint. Once you start 
crossing borders, your tax challenges multiply.
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Sandy Lee (City Club LA)
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(Parker Milliken) and Gold Sponsors 
Deborah Valenzuela and Ray Cherry 
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6 Jerry Sullivan, Editor in Chief (Los 
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10 Honorees (Supply Solutions)
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Teddi Mellencamp-Arroyave (Skyline 
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Jason Allen (Union Bank)
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