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Livelihoods and Legacies
Tales From the Frontlines of Contemporary Family Businesses 

On March 2, the San Diego 
Business Journal hosted the Family 
Owned Business event at the Hyatt 
Regency La Jolla at Aventine. A 
panel of expert advisors discussed 
strategies on how to structure a 
business, the current regulatory 
climate and, of course, succession 
planning. A panel of four family 
business owners talked about rela-
tionships, community involvement, 
being stewards of a company for 
multiple generations, and how they 
view the future of their companies.

The excerpts on the following 
pages are edited for clarity and 
brevity.

Delicate Balancing Acts Abound For Families At Work and At Home
The panel of family business owners 

at the Family Owned Business event 
discussed how they approach family dy-
namics in the business environment. These 
excerpts are edited for clarity and brevity.

Greg Deering, co-founder, Deering 
Banjo Co.: Janet and I got started be-
cause we had made a decision that we 
wanted to have a future involved in the 
family business. At the core of what we 
do is not so much about making banjos, 
but it’s the magic of the product and the 

magic of the industry and of the busi-
ness. And that’s at our very fundamental 
foundation.

There are many places in our business 
where we don’t agree. I’m a very definite 
planner. She is a very definite doer. But 
underneath all of that we both know and 
have total certainty that we are spiritu-
al, and it is that foundation that ties us 
together. Without that we never would 
have made it through the first two years.

Also, when we get home, we do not dis-
cuss business over dinner or the first thing 
in the morning when we wake up. I try 
not to discuss business before breakfast. 
There are certain times when you’ve just 
got to be a family. I’ve gotten even more 
disciplined not to bring up the business 
on the fly, because there could be a time 
when you don’t make the right decision 
or have all the information at hand. It is 
much better to do it at the company with 
a formal setting with all the information.

On transitioning…our daughter was 
born into the company and has been 
a part of it her entire life until she got 
out of high school. Then she went out 
and worked on her own for 12 years and 
decided, being very familiar with what 
went on, that she wanted to be part of it.

So our daughter has come back into 
the company and started working in the 
role of artist relations and has proven to 
have tremendous talent for it. And we 
really look forward to the time when she 
is at the reins and can let that horsepower 
be the vision into the future.

Janet Deering, co-founder, Deering 
Banjo Co.: We also have divided up who 
does what in the company. I actually do 
the CEO job. I run the company. And 
Greg does the creating of the company. 
He is the founder. He researches and 
develops the new products, gets the pat-
ents, trains people how to do it, and even 
builds machines. So he has his hands on 
one side of the company, and I run the 
company on a day-to-day basis.

So in the decision-making it depends 
on which area we are deciding about. You 
know, he calls the shots on his end, and 
I call the shots on my end. We coordi-
nate where we need to on matters where 
there is a financial decision to make or 
something, but we work together in that 
capacity. We also have a clear-cut agree-
ment that Greg has final say, and that is 
since he really owns 51 percent.

Our daughter doesn’t want to be CEO. 
That is not really what her personal drive 
is. She wants to be public relations and 
art activity relations. So that presents 
still a gap in transitioning, because we 
do need somebody else. So I have another 
who is training to take on my job. 

She will still end up owning the compa-
ny, but we are training younger people in 
the various roles. We are training a whole 
younger set of executives who in the next 
10 years will be able to carry on.

Keith Jones, managing principal & 
partner, Ace Parking Management Co.: 
My father, who is my best friend, is still 
very much my counselor, and there is no 
separation of church and state, between 
working hours or not, and in a discus-

sions we had, say, with this Las Vegas 
project, which is truly the largest new 
project we’d ever brought in through al-
most our 70 years of business at one time.

On being the next generation in the 
company, everybody is looking at and 
seeing you. Are you are coming in at 8:00 
o’clock, leaving at 5:30. There is the little 
kid, the lucky duck, coming in late and 
leaving early. So you have to understand 
those priorities and dynamics, because 
you have to work twice as hard to over-
come them

Leigh Keith, COO, Perfect Bar: The 
whole reason for starting our business 
was not to grow a company and be 
wealthy and have some cool vision. No, 
it was the best idea we had at the time 
to come together and take care of our 
parents.

I remember we created an org chart 
six years into our business, and you are 
putting your siblings’ names on a paper, 
drawing a box around it, giving them 
a title, and all of a sudden your name 
is above theirs, and they are older than 
you. It started to become real that this 
was going to be a business.

It was interesting that everybody can 
be president of everything when you’re 
in a family business. You are president 
of this of that, and vice president, and 
all of a sudden we have a big change. 
We are going to look at your skill set, 
your experience. We really tried with our 
younger siblings to say, “Go out, get a 
college degree, work somewhere else.” 
We are struggling on that part.

Luckily, I think our siblings are really 
trusting in the direction that Bill and I 
have taken the business, and it is nice 
to say that when you are doubling the 
business size every year. I think if  things 
went the other way, I would be saying 
things differently now.

“I’ve gotten even more 
disciplined not to bring 
up the business on the 
fly, because there could 
be a time when you don’t 
make the right decision or 
have all the information at 
hand.”

Greg Deering, co-founder of Deering Banjo Co.

Bob Thompson/Fotowerks
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The panel of family business owners 
at the Family Owned Business event dis-
cussed how they consider the future of the 
company without their direct involvement. 
These excerpts are edited for clarity and 
brevity.

Janet Deering, co-founder, Deering 
Banjo Co.: The more immediate chal-
lenge is how do Greg and I delegate and 
learn to empower others, because when 
you have been doing it for as long as we 
have, it is very hard to let go. 

Leigh Keith, COO, Perfect Bar: Look-
ing around a corner or two is hard for 
small businesses.

I am personally fascinated by second 
and third and fourth generation com-
panies, especially the ones that still get 
along. There is a lot to be learned there. 

But that’s an unknown for my brother 
and me. Our younger siblings feel like a 
second generation in our business. 

Having the entitlement and thinking 

something is theirs because by blood or 
relation is definitely one that, you know, 
should be pushed a bit to the forefront and 
should be acknowledged as you are sitting 
there and making a plan for the future.

Greg Deering, co-founder, Deering Banjo 
Co.: Our succession and how we are going 
to future generations, I’m not so concerned 
about what is going to happen with our 
daughter eventually being the visionary for 
the company. I’m a little more concerned 
about what is going to happen in the third 
generation. That is an unknown and com-
pletely out of our hands.

This is the first time I talked about how 
is this all going to unfold on succession, 
and how that all transpires when our 

daughter finds a match and gets married. 
That is a complete unknown. We will 
cross that bridge when we come to it.

Keith Jones, managing principal & 
partner, Ace Parking Management Co.: 
In our business, we spend actually a good 
part of time on strategy with this. But 
from a standpoint of strategy and being 
progressive in terms of minimizing the 
tax impact at the time of either trans-
fers of shares of Ace Parking or at the 
ultimate transfer from one generation to 
the next, you know, the great thing is that 
my dad and his father, my grandfather 
went through this, and my dad is pretty 
darn progressive. I saw the challenges and 
opportunities.

Many Facets to Consider for Future Generations of a Company

Community Involvement Essential Part of Being a Great Company
The panel of family business owners 

at the Family Owned Business event dis-
cussed how the importance of engaging 
with the local community or the commu-
nity of their industry. These excerpts are 
edited for clarity and brevity.

Keith Jones, managing principal & 
partner, Ace Parking Management Co.: 
As a fourth generation San Diegan and a 
third generation individual in my family 
business, I take a lot of pride in being 
from San Diego.

We strongly believe in being a great 
member of our community and being 
good corporate citizens. One thing that 
is near and dear to our family mantra is 
to be a great company, a national com-
pany, you’ve got to be great in your own 
hometown, and so you have to be a pillar 
of that community. 

So one of the things we have done at 
Ace Parking based upon some of our 
own stories around health challenges, 
specifically cancer, is we came up with 
a campaign about four years ago called 

Park For Pink. And so every October 
we turn our parking lots and our signs 
from the blue logos to these pink logos, 
and we donate a portion of our revenue 
to cancer research.

Janet Deering, co-founder, Deering 
Banjo Co.: We are in the music business. 
Of course, there is a tremendous ability to 
help worthwhile charities, raising funds, 
making music to support really worth-
while projects. So we have a whole list of 
different avenues that we work with like 
Musicians Against Childhood Cancer 
and various organizations like that and 
their fundraising efforts. 

But one of  the biggest things we 
have done in the last five years is with 
our daughter who has headed up the 
campaign with Mumford & Sons. The 
Gentlemen of the Road tours likes to 
give back to the communities where they 
do their stopover tours. So we developed 
these Mumford & Sons Gentlemen of 
the Road banjos that are custom made. 
And our daughter Jamie puts them up on 
eBay and auctions them off and the pro-
ceeds go to charities like the Red Cross, 
orphanages, homeless shelters, women 
cancer research. 

Over the last four years, we raised over 
$100,000 that has gone to charities with 
the banjo auctions. So it is real satisfying. 

It is a nice part of what we get to do.
Leigh Keith, COO, Perfect Bar: We 

really try to come a little closer to home 
for us. We partner with the Skin Care 
Foundation, recently partnering with 
Protect the Kids, which is a foundation 
set up to raise skin care awareness right 
where it starts.

Last year we partnered with more 
than 26 charities here in San Diego. We 
are obviously always happy to give our 
product out and sponsor charities in that 
way, but in this last year we said we want 
to make this a stronger initiative so there 
will be 20 hours a year per employee 
available. So we will go and volunteer 
at Feeding America or the Food Bank 
here in San Diego, and by giving our own 
family something in addition to product, 
it moves the needles by hundreds of 
thousands of dollars of manpower that 
we can put directly into these charities, 
which usually our products are involved 
in, as well.

Our big initiative moving forward in 
the next couple of years is going past 
skin care to prevent cancer, which is re-
ally near and dear to our family’s heart, 
to partner one-on-one in educating kids 
on how to eat healthier.Photo courtesy of Fotowerks

“The more immediate challenge 
is how do Greg and I delegate 
and learn to empower others, 
because when you have been 
doing it for as long as we have, it 
is very hard to let go.”

Janet Deering, co-founder Deering Banjo Co.

“One thing that is near and 
dear to our family mantra is to 
be a great company, a national 
company, you’ve got to be great 
in your own hometown, and so 
you have to be a pillar of that 
community.”

Keith Jones, managing principal & partner,  
 Ace Parking Management Co.

Bob Thompson/Fotowerks
Deering Banjo Co. co-founder Greg Deering makes a point during a panel discussion of family business owners. Also on the panel were 
(from left) Leigh Keith of Perfect Bar, Janet Deering of Deering Banjo Co., Keith Jones of Ace Parking Management Co., and moderator 
Nels Jensen of the San Diego Business Journal.

Bob Thompson/Fotowerks



 SDBJ Forum: Family Owned Businesses 2017
MARCH 13, 2017 SAN DIEGO BUSINESS JOURNAL  27Local breaking news: www.sdbj.com

The panel of family business owners 
at the Family Owned Business event dis-
cussed how they maintained the vision to 
keep the company innovating and relevant. 
These excerpts are edited for clarity and 
brevity.

Leigh Keith, COO, Perfect Bar: It has 
been an interesting journey. The biggest 

pivot has been bringing on private equity 
two years ago. That was a huge one for 
us to turn around and pull the family 
together and — and decide, knowing 
that this is going to change the dynamics 
within our company. We were profitable. 

We were cash flow positive. We were 
self-funded. But we knew that our sector, 
which is fresh snacking, was blowing up 
right now. 

We wanted smart money sitting 
around our table and also to bring in 
talent to run our suite from marketing op 
sales and finance. They didn’t necessarily 
want to come in and join some rag-tag 
kids, we needed to formalize our compa-
ny, and so we decided to sell a minority 
stake in our business.

We really try to say what is best for 
our business is going to be best for our 
family. So all egos aside, where is your 
skill set? Where do your passions lie? 
Especially when we brought in private 
equity it was time to clean house, look 

at things clean in the face. 
I think you really do need to be work-

ing in the business for the right reasons. 
You need to be good at your job, pas-
sionate about what you do, and want to 
be here.

We tripled the size of our personnel 
a couple of years ago. When you start 
being responsible to other people, their 
full-time jobs and livelihoods, and they 
are bread winners for these families that 
work for your company, that’s an added 
sense of responsibility, not only for me 
to take care of my mom and my siblings 
but to take care of the livelihood of these 
individuals

Keith Jones, managing principal and 
partner, Ace Parking Management Co.: 
What I’ve had to learn to do through 
the counsel of people who have been 
through this before is that concept of 
stewardship and to truly always ensure 
that the relationship with my father is one 
of respect and admiration, and I work 
hard to ensure that he is feeling included.

When you have a family business and 
it is third generation, I truly don’t believe 
there is anybody, any hired gun, CEO, or 
business executive that will care at the 
same level of passion as you do when it 
is a family business.

Even with the changing dynamics — 
it still is a relationship business. For my 
grandfather it was purely a relationship 
business, and he wanted to do business 
just within San Diego. And my dad saw 
the dynamic that we can grow the busi-
ness, and we need to get outside of just 
San Diego-centric, but still a relationship 

business. 
If  you had a contract, you were doing 

a good job they were not going to bid it 
out. What I’m facing is absolutely now 90 
percent of the clients that we work with 
are institutional owners, companies that 
are private equity or stock. They have to 
do RFPs. They have a responsibility to 
take the lowest number. 

So I believe that there is a good mix, but 
it is certainly different and changed today 
in terms of the way the dynamics are.

Janet Deering, co-founder, Deering 
Banjo Co.: Having been in business for 42 
years now, we started before computers 
were even on the scene. The advent of 
the web has had a huge impact on buying 
and selling and shopping for everybody. 

Staying up with technology has been 
the most important thing that we have 
had to do, and it is sometimes hard be-
cause there is this new technology, you 
hear about it in the wind, and you are 
not sure it is important. Luckily, we had 
gotten a website up very early, and our 
website is one of the first and oldest and 
most connected in the music industry. 

So that kind of  tipped me off  to 
staying progressive and made me realize 
the importance of always adopting new 
technology, looking for it, seeking it out, 
finding out as quickly as possible how 
can we use this.

One of  the hardest transitions we 
made when we hired an outside director 
into our office we him saying, “You are 
doing too much paper. You are spending 
so much time shuffling copies of invoices, 
filing invoices. Go electronic.” 

Owners See Challenges in Aligning Family Passions and Skillsets

for the business owner. 

unrealized value of the business that interferes  
A holistic and collaborative process to realize the  

the least, yields results, and frees up time 

858-200-1915 

for more information about our  
services, please go to www.foundersgroup.biz 

3636 Nobel Drive, Suite 450, San Diego, CA 92122 

Helping Successful families 

preserve and enhance their wealth… 

while passing value and responsibility  

to their family members.  

3636 Nobel Drive, Suite 450 ● San Diego, CA 92122 
t. 858-200-1900 ●  f. 858-200-1920 ● www.strazzerimancini.com 

“We tripled the size of our 
personnel a couple of years ago. 
When you start being responsible 
to other people, their full-time 
jobs and livelihoods, and they 
are bread winners for these 
families that work for your 
company, that’s an added sense 
of responsibility.”

Leigh Keith. COO, Perfect Bar

Bob Thompson/Fotowerks
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Transitions Can Be Trickiest of All Family Waters to Navigate
The panel of advisers at the Family 

Owned Business event discussed the chal-
lenging task of how to approach succession 
planning for a company. These excerpts 
are edited for clarity and brevity.

Alex Pellegrino, partner, Sequoian 
Investments: On making changes and 
getting buy in my siblings said, “This is 
how dad did it,” and they were terrified 
to do anything other than that. I let them 
discover the solution themselves by let-
ting them see what was going on and all 
the possibilities. So it is always better if  
it is their idea.

It is funny how families can flare up, 
but in the public they change their tone. 
They have to come back to normal when 
dealing with other people.

On transition strategies, when some-
one passes on, there is the potential that 
you are going to have a huge recapture 
from the IRS and the death tax. I’m an 
advocate of potentially selling percentag-
es of your business to people outside your 
family. That way you gain the cash to pay 
the IRS if  you don’t have life insurance 
and things set up, and at the same time it 
is almost like implanting your own board 
so they can be the voice of reason.

Carmen Bianchi, founder of Carmen 
Bianchi Family Business Associates: 
One of the biggest things I deal with is 
entitlement. How do you get the next 
generation involved? 

I love to do shadow boards and have 
them shadow the board of  directors 
where they can actually participate 
without speaking, but listening, and be 
at the family council meeting. We have 
open discussions about what the board 
does, how the board decides, and just get 
them involved.

In dealing with a strong family leader, 
you get him to take off  his “dad’s hat.” 
You are a professional. You know what 

you are doing. And so often you ask 
yourself, “Is this family first or business 
first?” There is no right; there is no 
wrong. It can be a hybrid of the two.

But the thing is to get the family/busi-
ness head to understand that you are an 
expert in your field. This is the direction 
that you want to take. So the best thing 
for you to do is get someone to facilitate 
and to be able to create this family coun-
cil where you can discuss these issues and 
for them to understand

I work with the family, and basically 
when you are doing a transition, and 40 
percent of the companies are going to 
transition on the next couple of years 
because of baby boomers getting into 
their late 70s and early 80s, and they have 
a fear of letting go. If  you can deal with 
that fear and really understand where 
they are coming from and explain to 
them that if  they don’t want to leave a 
legacy that these are the steps they need 
to take, and that all goes back to the 
constitution where we have exit strate-
gies and how to work with the founding 
members.

I’m working with a family where we 
have four octogenarians who are still 
drawing a full salary and the company 
wanted to grow. It wanted to grow from 
a $30 million company to a $70 million 
company, but they were still drawing big 
salaries. So we had to transition them 
over a five-year period, slowly but surely, 
and get them off the payroll.

So it is all a case of education and 
working with people through the family 
council and giving them options, because 
the fear is that the phone is not going to 
ring anymore; that they are not going 
to be needed. You transition by putting 
them on a board of directors. You make 
them chairman emeritus. You put them 
on other boards. I love putting people 
who have real industry expertise on other 
boards to help those families thrive and 
become what they need to become. So 
exit strategies are very much a part of 

the constitution.
Joseph Strazzeri, attorney and partner, 

Strazzeri Mancini LLP/The Founders 
Group: Transition doesn’t necessarily 
mean sale. It doesn’t necessarily mean 
transfer within the family. It might be 
something else. And the further you get 
from the founder, the more complicated 
we get.

If  all of you were to consider your 
family business, and what would it like 
look like three generations from now and 
the interlopers that would come in by 
then, what will happen during that time?

The conversation is sometimes private 
equity — are they lending to us or are we 
selling part of the company? By doing 
that, do we take the business to a new 
level because of the talent we bring in 
or cash flow, and is it solving for one of 
these issues?

So we are back to the transition, in 
whole or in part, internally to our family 
or to team members, executives that got 
us there, or externally to some outside 
whole or part private money where 
somebody is buying in and how they 
take care of it.

And then there is orderly process. 
Those are the things we have to con-
sider if  we are looking into it. It is one 
of  the most scary roles you can have. 
Transition makes everybody freak out. 
Because the concern within the family 
and within the company is, “How does 
it affect me?”

So quietly doing this and having some-
body find out is dangerous to the family 
organization. So when you decide, do 
your research, be as transparent as you 
can to let people feel comfortable, keep-
ing the value of the family business up.

Regarding resistance to transitioning 
with a strong central family leader, I 
think it is true that you can either at-
tempt to be that transition counselor 
yourself  or with an outside expert that 
he holds in high regard. If  he holds that 
expert in high regard, at the end of  the 

day, the conversation is happening.
Robert Rivinius, executive director, 

Family Business Association of Califor-
nia: The rough numbers are about 30 
percent of family businesses make it to 
the second generation, around 15 to a 
third, and three or four to the fourth. So 
really the funnel goes down very quickly, 
and one of the things we all would like to 
do is make sure family businesses succeed 
and stay as that.

Bob Thompson/Fotowerks

Bob Thompson/Fotowerks

Bob Thompson/Fotowerks
Alex Pellegrino of Sequoian Investments Inc. answers a question during a panel discussion of expert advisers. Also on the panel (from 
left) were Joseph Strazzeri of Strazzeri Mancini LLP/The Founders Group, moderator Robert Rivinius of the Family Business Association 
of California, and Carmen Bianchi of Carmen Bianchi Family Business Associates.

“My siblings said, ‘This is 
how dad did it,’ and they were 
terrified to do anything other 
than that. I let them discover the 
solution themselves by letting 
them see what was going on 
and all the possibilities. So it is 
always better if it is their idea.”

Alex Pellegrino, partner, Sequoian Investments

“The rough numbers are about 
30 percent of family businesses 
make it to the second generation, 
around 15 to a third, and three or 
four to the fourth.”

Robert Rivinius, executive director,  
Family Business Association of California
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Experts Agree on Importance of Communication, Guiding Principles
The panel of advisers at the Family 

Owned Business event discussed the ad-
vantages of creating family constitutions 
or other documents and structures to guide 
how decisions are made in regard to fam-
ily dynamics and company goals. These 
excerpts are edited for clarity and brevity.

Carmen Bianchi, founder of Carmen 
Bianchi Family Business Associates: 
I am a big proponent of the buy-sell 
agreement and creating a shareholder 

agreement, and mainly the constitution, 
the family constitution with the board 
of directors. I concentrate mainly on the 
family, and I help the family create the 
family constitution, the family creed, the 
guiding principles, but most important of 
all, the family employment policy, and 
the buy-sell agreement, since so many of 
them are shareholders.  

For example, when you create the fam-
ily constitution, you put in the criteria: If  
you want to come into the family busi-
ness, you have to have a university degree, 
you have to have a minimum of two years 
experience — outside experience, job 
promotions — and maybe you’ll realize 
that your dad isn’t the domineering man 
that you think he is when you go and 
work with someone else. 

I’m sure you’ve all heard that the CEO 
of the family council is never the CEO of 
the business, and it is the chief emotional 
officer as opposed to the chief  executive 
officer.

So we always really try to differenti-

ate between one and the other. But the 
thing is how to get the young people to 
understand this wonderful legacy that 
they have been handed down and not 
take advantage of or destroy it.

Joseph Strazzeri, attorney and partner, 
Strazzeri Mancini LLP/The Founders 
Group: Families first come to you because 
they are facing a decision. “Do we trans-
fer or not. Do we need to increase cash 
flow or increase the family business now 
or forever and how do we do that?” Is it 
transitioning all of the business or part 
of the business internally to my family 
or internally to my team members or 
externally to an outside source? Lastly, 
what does that process look like? 

Communication is a huge issue. I know 
you hear that a lot, but if you think about 
it, communication is very different when 
my business partner and I are starting a 
business and how we operate and when 
my son or my daughter who are now 15 
and seven, but someday they are going to 
be ones that may want to join the family 
business. Their first issues in joining that 
family business after Steve and I have 
been doing it for 30-plus years, that 
communication style is very different. So 
communication is something that has to 
be revisited.

The other part that is very important 
is successful family business owners 
become experts in filtering. You are 
constantly bombarded with ideas from 
within your company of how to make it 
better, what to do. You have an under-
standing of nuance that you don’t do 
anything in a big way. You do everything 

a little bit. You look ahead and you see 
that there can be trouble. You adjust the 
course, not knowing why you adjust the 
course, but because you sense it. That 
is something that is very hard to teach. 

Remember, the filtering from the found-
er or somebody who took over that has 
been doing it 30 years, it happens within 
their gut. That often doesn’t get translat-
ed. The next set of people who take over 
will have a different gut, but they still need 
to develop that particular filter.

Alex Pellegrino, partner, Sequoian 
Investments: When I see what happened 
with us and other family-owned busi-
nesses, I feel like there is a matriarch or 
patriarch that creates a structure and 
then implements that structure down. I 
think that is a big mistake. I think you 
need to look at who is going to take over 
and bring them in early on so that every-
one’s desires are met upfront. I learned 
that the very hard way. 

I was in my family business for six 
years or so, and I said, “Hey, why don’t 
we outline what our roles are? And then 
let’s create a vision for it.” 

So when you saw everyone else’s goals 
on paper, we said, “Oh-oh, we are in com-
pletely wrong seats.” The problem is the 
positions were already set, and because 
of that there was entitlement and power 
struggles.

So I think if  you set up early on to 
delineate who is right for what position, 
I think you save yourselves some time. 
I think if  you create a vision board or 
mission statement, company culture, core 
values, it is fantastic.

W hether you are a trust deed investor 
looking for a solid return on your money, 
a business owner looking to buy a 

property, or a contractor seeking financing to rehab an 
asset; Sequoian Investments works diligently to identify 
your expectations and strives to exceed them.   

After

Before

Named #1 out of 150 Top Fastest Growing Private Companies in San Diego by the San Diego Business Journal in 2016, 
Sequoian’s core purpose has always been Making Money Work™ while improving communities and their clients livelihood.

info@sequioan.com  |  www.sequ.com  |  619-961-4100

Contact us to today to find out how  
we can help you achieve your goals.

“When you create the family 
constitution, you put in the 
criteria: If you want to come into 
the family business, you have 
to have a university degree, you 
have to have a minimum of two 
years experience — outside 
experience, job promotions.”

Carmen Bianchi, founder of  
Carmen Bianchi Family Business Associates

Bob Thompson/Fotowerks
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Ability to Revisit Critical Issues Provides Path for Agreements
The panel of advisers at the Family 

Owned Business event discussed some 
of the financial and legal issues and con-
siderations that confront family owned 
businesses. These excerpts are edited for 
clarity and brevity.

Joseph Strazzeri, attorney and partner, 
Strazzeri Mancini LLP/The Founders 
Group: Documents are battle plans. If  
you approach it with the idea that that’s 
not going to solve everything, it is what 
we agree to now but we still need to listen 
to each other and work on it. If  someone 
goes wrong at least you have a way to 
deal with that.

Often people get fooled into believing 
that a document is going to help. There is 
almost no legal document I can draft that 
is going to help you. Every document I 
can draft is going to cause strife. Remem-
ber, legal documents are battle plans.

So the ability to have a structure where 
at least once a year you revisit those is-
sues, to be able to redraft what is inside 
that document, in other words, a living 
document, helps a lot.

During your lifetime you can set up a 
structure that allows your businesses to 
pay less in income taxes. You can also set 

up a structure such that the transfer be-
tween generations costs a lot less money, 
and the family keeps more during your 
life or after you pass. There are ways to 
do that.

The trouble is we’re back to docu-
ments. And those documents that do 
those things don’t do very well when 
changing circumstances happen within 
the family, and you have a death or a 
disability, an exiting person, a departing 
spouse or your sibling, there is a divorce, 
things like that.

On the other side, I think what you are 
getting to is the orderly transition con-
versation. The valuation, assessments, 
where-do-you-want-to-go conversation 
with your family and then your execu-
tives and your team about what needs to 
happen, and then the enhancement issues 
from those that cause a greater cash flow 
and a greater multiple. 

Alex Pellegrino, partner, Sequoian 
Investments: Finding a quality estate 
planner is worth their weight in gold. 
I can’t stress that enough. I think after 
death you have nine months to pay up, 
and you can elongate that, and then you 
don’t have to deal with an audit, and that 
audit can be two or three years. So if  you 
can have a few layers of perceived lack 
of control, it makes a huge deduction on 
what you pay. 

Let’s say you want to bring finance to 
your company or asset. That’s great, and 
a bank will say, “Well, that person only 
owns 10 percent.” The bank doesn’t care. 

They want everyone to sign. The delay 
becomes you have to go to court and 
make the judge sign for them…. It can 
also be its own process, not as painful as 
other things, but it is a painful process.

Robert Rivinius, executive director, 
Family Business Association of Califor-
nia: When we poll our survey members, 
the No. 1 issue they have is regulations.

When you have one employee in Cal-
ifornia, there are 25 HR regulations the 
state has that impacts your business. And 
as you grow, you get up to 75 employ-
ees, and you are hit with 38 additional 
regulations.

One of the bills by Senator Jackson 
would mandate 12 weeks of job-related 
maternity leave for small companies and 
three additional months for companies 
with 20 to 49 employees. It sounds great 
on the surface, but how do you deal with 
that as a company, a small company?

There is a movement in Washington 
to try to eliminate the death tax, which 
is a 40 percent tax if  you or your estate 
is worth over $5 million, basically. And 
that would be nice for family businesses. 
In California in 2015 it generated $4.5 
billion. Senator Wiener from San Fran-
cisco has introduced a bill that would try 
to capture that money for California. So 
as a family business your estate would 
no longer theoretically be taxed by the 
federal government. We would pay the 
same thing to the state government. We 
really have not made any progress at all.

Thank you to our sponsors for an insightful 
Family-Owned Businesses 2017 forum.

“Legal documents are battle 
plans. So the ability to have a 
structure where at least once a 
year you revisit those issues, to 
be able to redraft what is inside 
that document, in other words, a 
living document, helps a lot.”

Joseph Strazzeri, attorney and partner,  
Strazzeri Mancini LLP/The Founders Group

Bob Thompson/Fotowerks
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Thursday, March 16, 2017 
Paradise Point Resort & Spa

Sunset Pavilion
1404 Vacation Road, San Diego 92109

4:00 - 5:00 p.m. Networking  •  5:00 - 6:00 p.m. Awards Program  •  6:00 - 7:00 p.m. Networking
Special Awards reception with hosted hors d’oeuvres and no-host bar

Order tickets online at www.sdbj.com/bizevents/
Ticket price includes a 26-week subscription to the San Diego Business Journal ($15.00 allocated to the subscription).  

Current subscribers may gift their 26-week subscription to a colleague.

Event Information: Contact the Events Department at 858.277.6359

TICKETS NOW ON SALE!

Community Service Award 

Awards of Distinction

Malinda McDonald
Chief Administrative Officer
American Red Cross

Ronda Sedillo
Senior Vice President &  

Chief Financial Officer
San Diego Padres

Exemplary Service Award

Kamal Adawi
Pathway Genomics

Lindsey Back 
J Public Relations

Robert Barton 
American Assets Trust, Inc.

Raj Batra 
Coastal Plastic Surgeons

Kayley Bell 
DSD Business Systems

Quentin Blackford
NuVasive, Inc.
James Bolger
ClosingCorp

Sandra Brown 
Sullivan Solar Power

Greg Bych 
San Diego County Employees 

Retirement Association
Elizabeth Carter
Perfect Bar, LLC
Casey Castillo

The Jacobs and Cushman  
San Diego Food Bank

Alan Clopine 
Pure Financial Advisors Inc.

Michael Dallo 
Dallo Law Group

Rita Datko
Sharp Health Plan

Nishan de Silva 
Poseida Therapeutics, Inc.

Paul Esajian 
FortuneBuilders, Inc.

Vidal Espinosa 
Invictus Advisors
Dan Halvorson 

Ingenu Inc.
Somer Holstein 

RAF Pacifica Group
Javier Islas

Accion
Jason Keyes 

Orexigen Therapeutics, Inc.
Jeff Keyes 

Digirad Corporation
Terry Kinninger 

Agena Bioscience, Inc. 
Jay Kruger 

TriMark R.W. Smith
Lori Landry 

North County Lifeline
Martha Laundroche

eMolecules
Mike Marvel 

Solar Turbines Incorporated
Lori McKinney 

McKinney Advisory Group, Inc.

Tabitha McMahon
San Diego Museum of Man

Steven Mejia 
The Northwestern Mutual Life 

Insurance Company
Rudy Michelon 

DuChateau
Kevin O’Hare 

Cali Bamboo, LLC 
Elias Olmeta 

Mitchell International, Inc. 
Gina Oster 

Reflexion Health
Charles Padgett
VeriMatrix, Inc.

Beau Paradowski 
Vistage 

Larissa Patros 
RJS Law

Vinnie Recile
858 Graphics

Roderick Roberts 
Beauty Bakerie Cosmetics Brand

Deedre Robles
Center for Community Solutions

Robert Rodrigues 
Power Digital Marketing

Heather Rosing 
Klinedinst PC

Linda Runyeon 
R3 Strategic Support Group, Inc.

Ryan Saathoff 
Incitrio

James Scoffin 
Voices for Children

Ryan Selhorn
Slgnature Analytics, Inc.

Jonathan Shapiro 
Fragmob, LLC

Sarah Slaughter 
San Diego  

Second Chance Program
Helena Stage 

BusinessOnline
Teresa Sweeney 

Oceanside Glasstile
John Teotico 

Motive Interactive Inc.
Jay Thomas 

Cubic Corporation
Tim Van Linge 

WestAir Gases & Equipment Inc.
Joelle Verbestel 

Partnerships With Industry
Nathan Weber

Rose Family Trust
Matt Whalen

MRC Smart Technology Solutions
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The San Diego Business Journal hosted a 
forum featuring some of San Diego’s most 
successful family owned businesses and their 
leaders on Thursday, March 2, at the Hyatt 
Regency La Jolla at Aventine. The event was 
attended by more than 175 local professionals 
who heard from panelists that included experts 
in legal, financial and organizational issues along 
with founders and other generation owners of 
family owned and operated companies. The event 
was supported by title sponsor Cox Business; 
gold sponsors Baker Electric Solar, Sequoian 
Investments Inc., and Strazzeri Mancini LLP/
The Founders Group; and in association with the 
Family Business Association of California.
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Photos by Bob Thompson, Fotowerks. Additional photos from the event are at the following link: http://fotowerkssd.smugmug.com. 

1.  Erin Eli, Daily Bagels Café; Rick Hackley and Leslie Hackley, 
both with Boll Weevil Restaurant; Nels Jensen, Editor in 
Chief, San Diego Business Journal

2.  Panelist Janet Deering, Deering Banjo Company Inc.; 
Drawing Winner Erika Weitzeil, Wells Fargo Bank 

3.   David Noosinow, BNY Mellon Wealth Management; Jim 
LoPresti, Moss Adams LLP; Armon Mills, Publisher Emeritus, 
San Diego Business Journal

4.   Sean Scofield, Caitlin Scofield, Pat Scofield, all with 
California Home Builders Inc.

5. Allyson Robinson, Gold Sponsor Sequoian Investments Inc.
6.   Mike Hale, Sean Mazelli, Elyse Kleit, all with Gold Sponsor 

Baker Electric Solar
7.   Nathalie Fairfax, Gold Sponsor Strazzeri Mancini LLP;  

Taylor Riekens, Another Source
8. Georgette Kakridas, LoudMouth Strategies
9.  Melisa Silverman, Gold  Sponsor The Founders Group; Tony 

Espinoza, Project Success
10.  Ed Ashley and Jim Hamerly, both with California State 

University San Marcos
11. Panelist Keith Jones, Ace Parking Management Inc. 
12.  Robert Ponsford; Panelist Joseph Strazzeri, Gold Sponsor 

Strazzeri Mancini LLP
13.   Tom Forsythe and DeLinda Forsythe, both with Innovative 

Commercial Environments LLC
14.  Alan Grant, Alta Company LLC, Panelist Carmen Bianchi, 

Carmen Bianchi Family Business Associates; Mary Curran
15.  Scott Jones, Ace Parking Management Inc.
16.  Amy Wimer, Associate Publisher, San Diego Business 

Journal; Huntley Paton, President and Publisher, San Diego 
Business Journal; Tiffany Markus, Title Sponsor  
Cox Business

17.   Panelist Alex Pellegrino, Gold Sponsor Sequoian Investments 
Inc.; Robert Meyer, Ibis Capital

18.  Panelist Leigh Keith, Perfect Bar, LLC; EJ Conrad,  
Island Staffing

19.  Forum Moderator Robert Rivinius, Family Business 
Association of California

20. Panelist Greg Deering, Deering Banjo Company Inc. 
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