
AN ADVERTISING SUPPLEMENT TO THE SAN FERNANDO VALLEY BUSINESS JOURNAL June 25, 2012 21

ach year the San Fernando Valley Business Journal recognizes many of the most
talented financial stewards in the San Fernando Valley region.

At our fifth annual event this year, we honored more than 50 CFOs representing large
corporations, small and medium-sized businesses, professional service firms and not-
for-profit organizations.

Of those nominees, an awards advisory committee selected 10 top CFOs to be
recognized for their innovation, philanthropy and successes in their businesses and their
communities.

Following are short bios of the top ten CFOs in the San Fernando Valley.
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harles Best is a great example of a
CFO bringing technological
enhancements to a company and
its bottom line. Specifically, over
the last 12 months at BlackLine,

Best has implemented and integrated a number
of new cloud based tools and processes to help
the company manage its rapid growth. For
example, he implemented a new NetSuite
accounting system, a new Avalara sales and use
tax platform, a new Amex/Concur travel man-
agement process, and a new stock option man-
agement tool called CapMx for managing daily
stock option processes and financial valuations.
He has also implemented a host of processes
that enable the company to scale efficiently,
including an A/R collections process, a Black-
Line task managed closing process, an automat-
ed expense reimbursement feed to ADP, an
automated journal entry flow with NetSuite and
Concur and daily reconciliation between Zuora
billing system and NetSuite.

It makes sense that a company such as Black-
Line Systems would embrace and be enhanced

by new technology and a hi-tech friendly CFO
such as Best. The company was the first to
develop and offer a commercially available Bal-
ance Sheet Account Reconciliation solution. An
experienced provider of software, BlackLine
provides quick-to-implement, scalable and
easy-to-use applications that automate the entire
financial close process to help improve financial
controls for companies of all sizes.

With BlackLine now for about a year, Best
was perhaps able to hit the ground running due
to his rich collection of experiences with other
organizations he has worked with. He led a
biotech company on a rapid revenue and opera-
tional growth path – from $25 million to $70
million in a 4 year period. He created initial
operations in China for a manufacturing sub-
sidiary. And he sold a segment of a company
representing 35% of consolidated assets.

Now with BlackLine, Best is utilizing a blend
of his leadership skills and passion for effective
new technology to help the company build a
solid financial infrastructure.

BESTCHARLES

C

hristine Anderson has only been
with Uncle Milton Industries, a
world-class designer and manufac-
turer of children’s science, nature
and outdoor adventure toys, for a

year and a half, but in that relatively short time,
her 22 years of financial experience has made a
dramatic impact on the organization.

A solid financial performance over the last
four years (with Anderson playing a significant
role over the last year and a half) positioned the
company for a liquidity event. As CFO, Ander-
son was a member of the presentation team to
successfully market and sell the company for
the incumbent shareholders. The process result-
ed in a final bidding for the company, whereby
one of the largest Private Equity firms purchased
Uncle Milton for its investment portfolio. The
transaction offered tangible rewards to the
shareholders and employee option holders and
placed a strong new financial partner at the
helm to take the company to even higher levels

of performance. Post-acquisition, as CFO,
Anderson was a key member of the executive
team to inaugurate the new CEO appointed by
the Private Equity firm and to support the
employees and customers in the transition of
the company to new and exciting times.

Anderson is also the Executive Sponsor of
Uncle Milton’s internal Employee Satisfaction
Committee. This committee is not only respon-
sible for employee satisfaction events designed
to keep what the company feels are its most
valuable assets happy and productive, it is also
responsible for spearheading and coordinating
the Annual Holiday Tree and Dinner Drive for
families in need and that have been impacted
by cancer. Under Anderson’s leadership, the
committee has also formalized the company’s
community services initiatives and established
the “Angel Fund,” which has sponsored a spe-
cial holiday party for children fighting cancer in
the community.

ANDERSONCHRISTINE

C

CFO/COO
UNCLE MILTON INDUSTRIES, INC.
Westlake Village

CFO
BLACKLINE SYSTEMS
Woodland Hills



©2012 Union Bank, N.A.
Union Bank is a proud member of the Mitsubishi UFJ Financial Group (MUFG),
one of the world’s largest financial organizations. unionbank.com

Union Bank rated #1 in Corporate Trust 
Union Bank has been named

“Best Corporate Trust Bank United States of America 2012”  
by the Global Banking and Finance Review.

We are pleased to announce that Union Bank was chosen over ten other nominees in the Corporate Trust 
category in the online publication’s annual competition based on a number of factors. Among these were:

Strength of customer relationships
Financial stability
Commitment to the community
Transparent corporate governance

“Each year we endeavor to find the very best in a particular category and Union Bank not only met the criteria 
but exceeded in most,” said David Cooke, Assistant Editor, Global Banking and Finance Review. 

Union Bank has provided corporate trust services, including debt servicing, escrow, collateral and depository 
agent as well as other services in conjunction with debt issuance, mergers and acquisitions, project finance 
and other transactions for nearly 90 years with full service offices in San Francisco, Los Angeles, and New York. 

To see how Union Bank’s corporate trust services can help you with your future transactions,  
please contact your relationship manager or one of our corporate trust contacts:

National Sales Director
Jeff Boyle, Senior Vice President
415-705-5025

Southern California
Carl Boyd, Vice President 
213-236-7150

We offer a broad array of corporate trust and escrow services including bond trustee, escrow agent, collateral agent, depository as
well as other services in conjunction with debt issuance, mergers and acquisitions, project finance and other transactions.
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ark DiSiena, a 19 year financial
professional and attorney, has
been with Cherokee now for
about two years. In that time,
he has made significant

enhancements to the company’s financial
systems.

Cherokee is a global marketer and manager
of a portfolio of lifestyle brands it owns and rep-
resents. The company is the world’s leading
licensor of style-focused brands for apparel,
footwear, home and accessories, so any
enhancements of changes made by a CFO have
had to come with precision due to the impor-
tance of the brands’ collective reputation.

Undaunted by the gravity of the brands at
stake, DiSiena in about two years’ time, has

completely restructured Cherokee’s information
flow and transparency with new software servic-
es such as NetSuite and Paylocity. Moving
more information to “the cloud” so the whole
company can see and have access to informa-
tion while alleviating the clutter of paper. He
has also streamlined Cherokee’s 10K and 10Q
filings to protect trade secrets while at the same
time increasing transparency for investors.

Under DiSiena’s financial stewardship,
Cherokee saw $25.6 million in total sales and
10.4 million in total income before taxes in
2011.

No stranger to the pinnacles of higher educa-
tion, DiSiena received his BS at NYU Stern
School of Business, his JD atVanderbilt Law
School and his MBA at Stanford University.

DISIENAMARK

M

CFO
CHEROKEE, INC.
Sherman Oaks

an Daugherty is CFO of Nexus IS,
Inc, where he has provided his
financial leadership skills for the
past eight years.

Nexus is a value-added reseller
of networked communications equipment work-
ing with leading manufacturers ranging from
Cisco, Microsoft, and EMC toVMware and
NetApp. In 2011, under Dougherty’s financial
stewardship, the company had more than $257
million in sales.

Currently at Nexus, the accounting, finance,
HR, purchasing, logistics and business systems
department all report to Dougherty for his 27
years of experience as a financial professional.

Nexus is truly an organization that Dougher-
ty helped build. His long list of achievements

for the company includes:
• Dougherty lending his financial expertise

since the inception of the company as a start-up
• The securing of a $3 million credit line at

the inception, which is now up to $80 million
• Helping to keep the company profitable

every year since inception
• Managing all fiscal elements of the organi-

zation as its revenue has grown every year since
inception

With Dougherty’s help, the company he
helped create now has over 460 employees and
more than 3,500 clients where Nexus provides
solutions from basic maintenance services and
infrastructure design to complex call center
application implementations and distributed
architecture in campus environments.

DOUGHERTYDAN

D

CFO
NEXUS IS, INC.
Valencia
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Kristen N. Contreras, CPA, CGMA
Corporate Controller, Bioness Inc
CalCPA, Los Angeles Chapter President

Behind all the numbers,
people are the bottom line.

CalCPA Members. Trusted. Objective.
At the core of sound decision making.

www.calcpa.org
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hawn Howie is the CFO for Data
Exchange Corporation (DEX) in
Camarillo, where he has provided
financial guidance for three years.
DEX is in the business of identifying

and delivering supply chain solutions by lever-
aging expertise in electrical engineering and
consulting for systems and reverse engineering.

For over fifteen years, Howie has been the
CFO for several private and public companies in
industries such as manufacturing, real estate,
technology and entertainment. During these
CFO years, Howie has successfully closed near-
ly $5 billion in financing activities and imple-
mented information systems that Moody’s desig-
nated as “best in the industry.” Howie has been
involved with taking companies public, taking
public companies private, as well as, acquisi-
tions and sales of companies and properties.

Howie started his career with Ernst &Young
for over ten years and is a CPA. He earned an
MBA from Harvard University and a BS in Man-
agement, summa cum laude, from California

Lutheran University (CLU) in 1978.
Apart from his excellence as a CFO at DEX

and in his past experience, Howie also excels at
giving back to his alma mater. For example,
Howie served on the CLU Board of Regents for
12 years from 1999 to 2011. Howie was the
founding chair of the Audit Committee, and on
numerous CLU Board committees including
Academic Affairs, Marketing and Enrollment,
Finance and Administration, Real Estate, Invest-
ment, Student and Spiritual Life and was on the
very successful “Now is the Time” Campaign
which raised $93 million. He has been devoted
to CLU supporting benefit events, hiring CLU
graduates, providing scholarships, fundraising,
recruiting prospective CLU students, guest
speaker and business department instructor.
While a student at CLU, he was the Business
Departmental Assistant, Chairperson of the
Church Council, MVP on the tennis team and
ASCLUTreasurer. His wife, Susan, and all four
of their four children have graduated from CLU.

HOWIESHAWN

S

CFO
DATA EXCHANGE CORPORATION
Camarillo

on Kimball has more than 25 years
of financial management experi-
ence with The Newhall Land and
Farming Company (Newhall Land).
Kimball was promoted to Execu-

tiveVice President of Operations and Finance in
July of 2009 having previously carried the title
of CFO. He continues to essentially function as
Newhall Land’s CFO and dedicates the majority
of his time managing the financial affairs of the
company and affiliated entities.

Kimball’s financial responsibilities include
strategic planning, annual budgets and business
plans, cash flow management and reporting,
accounting, risk management and employee
relations.

Among the many great things Kimball has
accomplished with Newhall Land was his efforts
in helping the organization emerge from Chap-
ter 11 reorganization on July 13, 2009 – just 13
months after filing for Chapter 11 reorganization
on June 8, of 2008. This concluded one of the
most successful reorganizations for a real estate

company in the history of the region – receiving
full support of its debtors and gaining the
approval of all classes of creditors.

The company ultimately emerged with cash
on hand and no debt, resulting in one of the
strongest balance sheets in the real estate indus-
try today. Kimball’s role in this process was as
the primary officer representing LandSource and
20 other subsidiaries, including Newhall Land,
in Delaware court testimony, first day motions,
and numerous other court filings and motions.
Working with the bankruptcy professionals,
Kimball and his team were able to successfully
secure a $135 million DIP loan to provide inter-
im funding. This funding in turn enables
Newhall Land to meet its obligations for several
ongoing projects providing significant local
community and regional benefits including the
completion of construction of West Creek Acad-
emy Elementary School, funding toward the
completion of two critical interchange projects
on Interstate 5 and the completion of a regional
park.

KIMBALLDON

D

Executive Vice President, Operations and Finance
THE NEWHALL LAND AND FARMING COMPANY
Valencia



UNDERSTAND. SERVICE. INNOVATE.

USI toasts . . .
all 2012 CFO Award winners and nominees for 
their examplary service as �nancial stewards.

Cheers and congratulations!

21600 Oxnard Street,  Woodland Hills, CA 91367
818.251.3000 | www.usi.biz

USI, one of the largest brokers 
in the U.S., specializes in 
employee benefits, workers 
compensation, insurance and 
financial services for middle 
market companies.
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ara O’Conlon is Director of Finance
for Child Development Resources
(CDR), a 501(c)(3) private non-profit
corporation, that has been recog-
nized both locally and nationwide

for its accomplishments in the area of quality
child care and educational programs. Currently,
CDR serves more than 5,500 children of low-
income and high-risk families, throughoutVen-
tura County.

With CDR now for 16 years, O’Conlon has
for the past 23 years dedicated her CPA career
to non-profits, children, international communi-
cation practices that are taught in fortune 500
companies, the education system, health care,
social services, police, prison staff and govern-
ments.

She is dedicated and committed to improv-
ing fiscal systems that can and have assisted
more than 5,500 families and the development
of support systems to provide others opportuni-
ties and improve their quality of life.

O’Conlon developed the Financial Plan for
the “Preschool for All Project” forVentura Coun-
ty. The primary plan objective was to identify

the demand for, supply of, and best means for
improving the quality of preschool programs
that would serve children three and four years
old. The plan took approximately a year to
complete as many grant applications were
completed and awarded to help provide support
for the five year project that would increase
preschool children being served by approxi-
mately 700. Funding totaled approximately
$8.3 million over a five year period.

One of O’Conlon’s most recent successes is
the implementation and sharing of core
Nonviolent Communication skills to more than
800 people over the past two years that
emphasized personal responsibility for one’s
actions and choices, as well as how to con-
tribute to relationships based in cooperation and
collaboration.

Under her leadership and coordination, an
internationally known “Compassionate Com-
munication” process was introduced to not only
approximately 200 CDR staff but to parents,
professionals and families in crisis throughout
Ventura County and the western states region.

O’CONLONSARA

S

Director of Finance
CHILD DEVELOPMENT RESOURCES
OF VENTURA COUNTY, INC.
Oxnard

ary P. Rolfes brought his 38 years
of professional financial
experience to Munchkin in
August of last year. Munchkin is a
private company that designs,

manufactures and markets innovative baby
products across a broad range of categories. It
is the fourth largest supplier of infant products,
which can be found at more than 25,000 retail
outlets internationally.

Munchkin is poised to benefit from Rolfes’
rich experience as a financial professional. As
the CFO and Board Member of Candle Corpora-
tion (one of the largest independent software
companies), Rolfes was responsible for success-
fully managing the merger and integration of
Candle with IBM Corporation. He also spear-

headed major restructuring initiatives at Candle
Corporation that resulted in improvements in
efficiency and significant profitable growth. He
also directed the expansion of LRN Corporation
into international markets in Europe and India
and managed the acquisition of a leading strate-
gy and management consulting company spe-
cializing in sustainable business.

Now Rolfes is settling in at Munchkin with a
deep toolkit of skills. He’s a resourceful fiscal
leader with top-notch finance, accounting,
strategic planning, P&L enhancement, and turn-
around management skills, who excels at lead-
ing enterprise-wide programs for driving down
costs, fueling revenue growth, maximizing prof-
itability and strengthening his company’s overall
financial position.

ROLFESGARY

G

CFO
MUNCHKIN, INC.
North Hills
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RICHARD

art Thielen has over 17 years’ expe-
rience managing high growth com-
panies and a proven track record to
thrive in fast-paced environments
using entrepreneurial vision to

drive operational and financial excellence.
Much of his experience is in strategic planning
and human resource development, helping
companies meet their corporate objectives. He
has guided companies in securing various types
of debt and investment capital to support accel-
erated growth. His sophisticated financial mod-
els have proven essential in providing compa-
nies with clear and concise direction.

He is currently CFO for Blue Microphones,
which designs and produces an extensive line of
award-winning microphones and recording
tools for audio professionals, musicians and
consumers. For Blue Microphones, he has
enhanced financial reporting by implementing a
comprehensive financial modeling process to
measure and track key performance metrics. He
also recently renegotiated all the facility leases
and relocated warehouse operations to improve

overall company efficiency.
Previously, as a CFO for Pathway Diagnos-

tics, he presided over the selection of a compa-
nywide enterprise system to support clinical tri-
als for large pharmaceutical and biotech com-
panies. The results were a semi customized soft-
ware solution that was fully integrated for pur-
chasing, billing, operations and accounting. He
also helped secure equity and bridge financing,
totaling over $20.0 million to support company
growth opportunities.

As former CFO for Frontier Dental Manage-
ment, Thielen established centralized training to
assist field personnel with safety issues, which
reduced worker compensation claims by over
15 percent in the first year. He also implement-
ed an integrated financial reporting structure for
Management Company and sixteen dental
offices.

In these difficult economic times, Thielen has
successfully guided several companies to
streamline and manage costs at all levels for the
purpose of driving long-term growth and sus-
tainability.

THIELENBART

B

CFO
BLUE MICROPHONES
Westlake Village

rom 2001 – 2007, while Richard
Wolff was serving as the CFO of
Castle & Cooke, the company grew
its revenues to over $1 billion.
During that time, Wolff spearheaded

several acquisitions in industries such as trans-
portation, building materials, aviation and real
estate. These acquisitions were integrated with-
in six months and became accretive to the earn-
ings of the company immediately. The acquisi-
tions ranged in value from $1 million to $200
million and surpassed all expectations without
exception. This is quite an accomplishment
given that the majority of acquisitions fail to
meet management expectations.

In 2008, while serving as CFO of SAGE Pub-
lications, Wolff spearheaded an RFP for the
company’s treasury functions including cash
management and its credit facility. As part of

the process, he was able to improve the com-
pany’s cost structure and provide the organiza-
tion with the necessary flexibility to react to
acquisition opportunities in the market in an
efficient and economical way. This revised
structure enabled the company to acquire the
largest business that it had had in its history.

Now he brings his 25 years of financial expe-
rience toValleyCrest. ValleyCrest is the nation’s
largest integrated landscape company, relied
upon to design, build, maintain and enhance
unique places of lasting beauty. The company
has a 63-year reputation for leading knowledge
and technical ability, outstanding customer serv-
ice and retention, and execution of customers’
needs. WithWolff and his unique financial
skill set, the sky may well be the limit for this
landscaping institution!

WOLFF

F

CFO & Executive Vice President
VALLEYCREST
Calabasas
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NOMINEES

Brett Bergman
CFO
Kett Engineering

Joseph P. Capezza
EVP, CFO
& Treasurer
Health Net

Diane Auten
SVP, CFO
Mission Valley
Bank

Carrie Bernards
VP of Finance
Icon Media
Direct

John Avagliano
CFO, COO
Image
Entertainment

Gregg Bernstein
CFO
LB Property
Managment

Neil Edwards
SVP, CFO
United Online

John Giese
CFO
Simi Valley
Hospital

Amin Khalifa
CFO
Iris International

Carol Ellison
Dir. Finance &
Operations
Pearlman Borska
& Wax

Rachel Howitt
CFO
NAI Capital, Inc.

Glenda S. Klein
CFO
First Rate
Financial Group

John McGreevy
CFO
Key Information
Systems

Phillip Lachina
CFO
H2scan
Corporation

Selam Meharena
CFO, VP Admin.
Project GRAD Los
Angeles

Carrie Messineo
Dir. of Finance
Prescriptive Music

Elizabeth
McBride-Gould
VP of Finance
eSolar

Paul Kuc
CFO
Ceres Inc.

David A. Kolchins
CFO
FDSI Logistics

‘‘The Advisory Committee is proud of the outstanding nominees
chosen for the CFO Awards. They span multiple industries
but all bring depth of knowledge and innovation to their business
segments. For all the nominees, we want to acknowledge their
positive contribution to business in the Valley.”

– Charles Rosen, Community Bank

‘‘These finalists reflect the wealth of industries, background
and expertise that make our business community so great.
We applaud their hard work, dedication, and communication
to skillfully navigate their many priorities including budgets,
strategic growth, and relationships.”

– Geoff Matthews, Comerica Bank Gordon Milne
Exec. VP & CFO
Ryland Group



MEMBER

FDIC

San Fernando Commercial Banking Center
18321 Ventura Blvd., Tarzana, CA 91356

www.eastwestbank.com

IT TAKES
HARD WORK TO

 E A R N 

TRUST.
It’s an honor to be rewarded for it.

East West Bank would like to congratulate all the nominees and winners 
of the 2012 San Fernando Valley Business Journal’s CFO Awards.

We are also pleased to recognize the 2011 winner of the Valley’s Most Trusted 
Advisors Award, East West Bank’s Sr. Vice President/Regional Manager, 
John C. Stipanov for his continued commitment and hard work. 

See how East West Bank can work for you. 
Call us today at 818.708.6758
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Phillip
Motherspaw
CFO
Valley Village

Mohamed
Noohu
CFO
MSN Associates,
Inc.

Frank Mullens
CFO
Marketing
Innovations
International

Glenn Purcell
CFO
Cobalt
Construction Co.

Matthew Pfeffer
CFO
MannKind Corp.

Mark Newgreen
CFO
Blue Ridge
Investments &
Subsidiaries

John Pitstick
CFO
ValueClick, Inc.

Robert Snyder
VP & CFO
Signs of LA

NOMINEES

‘‘The experiential benefits of participating in this year’s selection
committee has ‘raised the bar’ of the caliber of financial experts
serving our SFV companies. Their experience, demonstrated
accomplishments, integrity and professional qualifications will
presage their continued success managing sustainable business
here in SFV over the years ahead.

– Phil Simone, USI of Southern California

‘‘The diversity of businesses represented in the nominees for
the CFO award illustrates the economic impact the Valley
has on California. These nominees reflect the accounting talent
the region has to offer to the local community. ”

– Mauro Diaz, Woodbury University
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Recommended 
by 9 out of 10 
customers.
“Robert Half has a passion 
for finding the right person 
for the role and not just 
someone to fill a chair. We 
value their quick response 
and excellent follow-up.” 

 Support Project Manager,  
Regional Airport Authority 

1.800.803.8367

roberthalf.com

Source: FORTUNE, March 19, 2012  © 2012 Robert Half. A Robert Half Company. An Equal Opportunity Employer.  0310-9005

Our company again was named to FORTUNE® magazine’s
“World’s Most Admired Companies” list, ranking #1 in our industry. 

Paul Vindigni
CFO
Alfred Music
Publishing

Michael Taylor
CFO
Northridge
Hospital

Stewart Townson
Financial Controller
Classic Cosmetics

Richard
Weatherman
CFO
Advantage Plus
Agency

Chad Tew
CFO & Treasurer
Viewpoint School

Denise Trinh
CFO
Child Care
Resource Center

John Woolard
CFO
uSamp

Stephanie Snyder
CFO
Helinet Aviation

Bradford Wright
CFO
Clay Lacy

Heidi Dianaty
VP Finance
Imperial Toy

Ana Fonseca
CFO
Lockheed Federal Credit Union

Bernie LaFianza
CFO
Penny Lane Centers

Robert Hutchinson
VP Finance
U.S. Health Works

Jaya Kuriyan
CFO
Heritage Provider Network

George Powlick
VP of Finance & CFO
K-Swiss

John Reyes
CFO
Public Storage

Affandy Soekodanu
CFO
Citadel Enviornmental Services

Anthony Traverso
CFO
AMG & Associates

Photos Not
Available



36 June 25, 2012 AN ADVERTISING SUPPLEMENT TO THE SAN FERNANDO VALLEY BUSINESS JOURNAL

ByVilyam Magadamyan

If you’re like most people, you made
some resolutions back in January – like
exercising or eating more vegetables –

that by now could use a reboot to get you
back on track. In the same way, many
business owners make plans and budgets
before the NewYear starts that need to be
revisited halfway through the year.

Now is a good time to ask: Are your
business results on track with your plan?
Are your financial needs still covered? A
mid-year check-up can help you find out.
By scheduling an appointment with your
banker, you can also get ideas about
changes you can make to keep your busi-
ness finances on target.

Guessing vs. Knowing
The beginning of the year is a natural

time to plan, but decisions made before
January usually involve some guesswork.
By June you know how the year is turning
out. Is business good enough that you need
tools to help you save time? Or are you
looking for ways to cut expenses instead?
Either way, knowing is better than guessing.

Another advantage of a mid-year check-
up is that your business and personal tax
returns are available. The tax preparation
process gathers a lot of useful financial
information in a single place, and puts

those numbers in perspective relative to
past years.

Digging In
A mid-year financial review should

cover a lot of ground. To enjoy the benefits
you’ll need to put in some effort, yet your
banker can help. Financial service
providers that are committed to serving
small businesses have bankers who can
“dig in” to your business statements and
other documentation you provide. In doing
so, they’ll gain a better understanding of
your financial situation and can make sug-
gestions for saving time and money.

Here are some key issues to evaluate
when you sit down with your banker:

• Cash flow. If you’ve had to scramble
to cover expenses, a line of credit could
provide ready cash so other financial priori-
ties aren’t put at risk.

• Business expenses. Take a long look at
everything you purchase, and how you pay
for it. This leads to expense control: how
can you spend less, or be smarter about
purchasing, and is there a credit option that
makes sense based on how your business
spends?

• Accounts receivable.On the revenue
side, do you need to change your invoicing
process to help bring money in sooner? You
may want to consider offering more pay-

ment alternatives, such as signing up for
merchant services, which will enable your
business to accept credit and debit cards
and receive customer payments more
quickly.

• Planning a big purchase. If you need
to make a major purchase for your busi-
ness, talk with your banker about your
options, including exploring financing
and ways to make the most of your credit
profile.

• Equipment financing. If your business
depends on vehicles or equipment, it’s time
to see if your needs have changed over the
first half of the year. Check if your bank
offers credit lines that you can use as need-
ed for equipment purchases without reap-
plying later this year.

• Online tools. There’s a wealth of tools
for managing your business online –
including online banking services that offer
invoicing and bill pay. Are you making the
most of them? Ask your banker what’s avail-
able.

• Other opportunities. With interest
rates remaining at historically low levels, it
may be time to take a look at commercial
real estate, new equipment, or expansion
opportunities. Does your business have
needs in these areas that can be filled
today?

Be Prepared
With everything you need to get done

on a daily basis, you could be tempted to
skip a mid-year review. But it’s worth the
time and can help you get organized.

To make the review productive, gather
the following before you meet:

•Your most recent tax returns

• Merchant card statements, if you have
them, for the last three months

•Vendor lists and purchase records

• Account statements from other
financial institutions

Ask your banker if there are other busi-
ness and personal financial statements that
he or she recommends you bring to the
meeting.

Whether it’s your busiest time of year or
your slow season when you start thinking
about a summer vacation, it’s time to think
about a financial review.With a few mid-
year course corrections, you can help make
sure your business is ready to reach its
goals in the second-half of 2012.

Vilyam Magadamyan is with Wells
Fargo. For more information contact
vilyam.magadamyan@wellsfargo.com or
(818) 380-9282.

It’s June:
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By Geoffrey Matthews

The role of the chief financial officer
(CFO) in corporate America has
evolved, even expanded, over the

past decade, which has been a time of
tremendous economic upheaval. It is no
longer feasible or good enough to simply
be the smartest number cruncher – today’s
CFO has to be responsible for more than
just accounting.

CFOs are being challenged to go

beyond the traditional assessment of
financial results and become involved in a
much broader way both in operations and
in strategic decisions. Top management
expects the CFO to play an active,
expanded role in helping to enhance cor-
porate profitability and competitiveness.

This new role requires a different skill
set and a different mind-set. The CFO
today has to be able to look beyond the
numbers and move beyond the technical
issues of financing and cash flow,

although these items remain important.
The CFO must have an array of skill sets –
both hard and soft – to survive and thrive
in today’s business world.

Foremost, a CFO must be a good – if
not great – communicator. He or she must
be able to communicate in a concise and
credible manner – inside the organization
to the executive team and employees as
well as outside to customers, shareholders,
regulators and others. CFOs today have to
look well beyond the balance sheet to

truly understand and manage risks and
opportunities and express them according-
ly.

A CFO needs to be a partner with the
CEO and, in the case of larger organiza-
tions, heads of the major business units to
help shape corporate strategy, drive align-
ment across the organization and achieve
success. CFOs need to think strategically,
providing insight and guiding operations
by aligning internal operations with exter-
nal market conditions. Moreover, the CFO
has to focus on sustaining future business
performance of the company to enhance
shareholder value.

As owners of the financial process,
CFOs are often expected to be responsi-
ble for all aspects of sourcing, procure-
ment, invoice automation and treasury
management. He or she must also ensure
the company's compliance with financial
and regulatory reporting requirements.
Knowing the financial tools of the trade,
which are becoming more technologically
sophisticated by the day, is vitally impor-
tant. Financial reports must be generated
accurately, as always, but more quickly
than ever before.

In this complex world, the CFO must
also drive a focus on risks all across the
company. He or she must ask: Are we
measuring potential threats and how are
we managing all of them? CFOs must be
able to avoid future surprises as far as
possible. Exploring solutions to identify
risks improves the organizations’ ability
to manage and respond to external
events, and reduce uncertainty in future
reporting.

Human resources is another non-tradi-
tional, but ever-increasing area of
responsibility for the CFO. For many
organizations, human capital is the most
critical asset. Smart management of staff
resources can be both cost efficient and
an important strategic activity. By working
closely with human resources to set
policies, CFOs can weigh and better
manage the long-term viability of the
company, employee retainment, risk
tolerance, productivity concerns, and the
cost containment of benefits and associat-
ed expenditures.

And finally, the CFO must be an agent
of change – to help challenge the status
quo, to understand trends, to be question-
ing the business model, and to help move
the organization forward. A CFO should
never be too content with today's success.
What about tomorrow?

The outcome of successfully accom-
plishing these roles can be quite reward-
ing, especially for shareholders. After all,
they have entrusted their investments to
the company, and, in return, it has a
responsibility to deliver results. It is also
personally rewarding in the sense CFOs
today have a great opportunity to help
drive positive change in an organization.

At the end of the day, whether at a
small, mid-sized or large business, the
CFO is a team member first, serving as a
bridge between business line units,
management, the board and shareholders.
The days of simply being a glorified book-
keeper are long gone.

Geoffrey Matthews is Group Manager
for Middle Market Banking for Comerica
Bank, San Fernando Valley. Matthews can
be reached at (818) 379-2941 or
gjmatthews@ comerica.com.

The Expanding Role of the Chief Financial Officer
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By Steven Mandel, CPA

With the enactment of economic
and technological stimulus pack-
ages by federal and state govern-

ments in recent years, tax incentives and
credits for businesses pushing for growth
and maintaining a technological edge are
better than ever. The increasing availability
of tax credits and incentives in recent years
has made these credits more accessible to a
diverse spectrum of businesses. Credits
equate directly to tax dollars saved, which
will help improve cash flow in the ever
competitive business environment today.

Research and Development Tax Credit
Today, changes in recent legislation

have made research and development
credits within reach of small businesses
and are not only reserved for the large pub-
lic companies of the past. Many business
owners in most industries are unaware that
federal and state Research and Develop-
ment (R&D) tax credit programs exist, and
that they may be rewarded for their daily
operational efforts aimed at producing an
improved product. The R&D tax credit is
for businesses of all sizes, not just major
corporations with research labs, and many
companies are surprised that they qualify.
Recent legislation has focused on allowing
any company that designs, develops, or

improves products, processes, techniques,
formulas, inventions, or software a chance
at claiming this credit.
California’s R&D credit is up to 15% per

dollar of qualified incremental R&D expen-
ditures over a calculated base amount and
has an unlimited carry-forward period.

Enterprise Zone Tax Credit
The recent renewal and expansion of

state enterprise zones has given some busi-
nesses operating in and around economi-
cally distressed areas a renewed eligibility
to claim the credit on their returns. In recent
years, 5 new enterprise zones that include
West Hollywood andVan Nuys were desig-
nated and 26 were re-designated as they
came to expire. Most communities that
received a re-designation were able to sig-
nificantly expand their previous boundaries.
In 2007, the re-designated Pasadena

area became significantly larger and covers
both commercial and industrial zoned
land. Businesses that did not qualify in the
past may now be eligible. The credit pro-
vides for up to $37,440 per qualified
employee of reduction in state taxes over 5
years and carry forward for 99 years until
completely utilized. Past and current
employees are eligible and may qualify. You
may go back and claim credits eligible to
you up to 4 years ago. Recently, one of our
client’s in Hollywood was able to retrieve
$100,000 in refunds from 4 years ago by

going back and amending for the credit.

New Jobs Credit
California businesses that have 20 or less

employees and are looking for expansion
are in luck as recent state legislation that
began on January 1, 2009 has allocated
$400 million of state tax credits to business-
es that expand in total employee size. As of
November 2011, only $75 million out of
$400 million of total allocable credits have
been used. This means that for each addi-
tional full-time employee hired, the state
will allow up to $3,000 of tax credits to be
utilized to offset state income taxes.
Should the new jobs hiring credit you

accumulate in any given year exceed your
tax liability, the state government allows up
to an 8 year carry-forward provision that
allows businesses to use unused credits
attained in the current year, in the subse-
quent 8 tax years. These tax dollars are
applied directly against tax owed, enabling
employers who have accumulated enough
credits to wipe out virtually their entire
state tax liability.

Solar Energy Credit
There are plenty of solar energy incen-

tives being offered by the federal, state, and
local governments (pending legislation
renewals) to help promote this vastly
emerging technology. Recent advances in
photovoltaic technology have vastly boost-

ed the reliability and efficiency of solar
energy. Southern California has one of the
best solar conducive areas in the entire
U.S. and going solar can not only save you
dollars in the long run by means of reduced
energy costs, but the upfront cost of instal-
lation is greatly subsidized by federal, state
and local government rebates and credits.
Prior to 2009, the federal government

only allotted residential solar installations a
$2,000 tax credit, however, after 2009, the
federal tax credit for system-owners has
been revised to 30% of the entire total sys-
tem cost. A business can apply for a federal
energy credit refund from a federal grant.
Along with the federal credit, California has
allotted millions of dollars to Southern Cali-
fornia Edison, Pacific Gas and Electricity,
and the like. This translates to rebates of up
to $4 per watt of solar power generated by
your system which is paid by your utility
company. New legislation is currently in
the works to possibly extend rebates given
from local governments and will addition-
ally help to subsidize the initial startup
costs of implementation.
There are many credits out there to help

reduce taxes and keep working capital in
the hands of the business owner.

Steven Mandel, CPA, with Smith Mandel
& Associates LLP, can be reached at (818)
556-4000 for more information.

Refunds and Tax Reduction
Based on Existing Federal and State Credits
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By Charles Best, CPA

Today’s corporate accountant is
constantly changing. We no longer
need people to process paper, crunch

numbers and perform mundane tasks all
day long, like batch or accounts payable
processing, journal entries or consolida-
tions. What we need are people who are
technologically savvy, know how to use
and navigate complex computer systems
and have the ability to learn and under-
stand new, specialized Cloud-based soft-
ware applications quickly.

It’s no longer simply about debits and
credits. They need to know how to
download and upload files from disparate
systems or extract data from multiple
sources and applications and then be able
to create csv files or generate reports and
audits themselves. The advent of
technology is changing everything about
the job of the corporate accountant.

One of the all-encompassing changes
we are seeing is a colossal move to a
‘Best-of-Breed’ Cloud-based application
world. Putting individual applications
together and having them communicate
automatically or through automated steps
is where the business world is moving to.

Cloud-based tools are helping to
improve operating efficiencies for finance,
accounting and human resources depart-

ments in organizations of all sizes and
across all industries. Financial systems
such as NetSuite, Zuora and Avalara are
examples of how Cloud applications are
becoming the norm in business to manage
areas like accounting, billing and sales tax.
Additional tools like Concur, CapMx and
numerous others are becoming standard
operating procedure for travel manage-
ment and expense reimbursement, stock
option activity, commissions, budgeting
and forecasting. Not to mention Human
Resources Information Systems (HRIS) that
give employees access to all of their HR
needs, payroll, benefits, stock option activ-
ity, etc., online through an easily accessi-
ble portal.

Business is moving to these ‘Best-of-
Breed’ Cloud solutions because they make
sense. They are scalable, cost-effective
and powerful to use. These are all exam-
ples of applications that every company
should consider because every company

has to manage all of these areas of admin-
istrative activity.

From a more strategic level, technology
helps instill a level of accountability in
spending across the company. Managers
now have more awareness about spending.
A formal approval process and enhanced
reporting capabilities are often in place
including metrics to drive performance,
such as churn and cost of acquisition.
More analysis is being done around
choices of where and how to spend.

Not only is the spending side of the
business more accountable, but the overall
perspective of business changes with the
use of technology in every day processes
and activities. Business analytics is no
longer just a buzz word, but the very real
ability to pick and choose what metrics
and key pieces of data or information can
help you run a better, more efficient and
more profitable company. One very
important result for companies is more

timely and accurate financial reporting for
both historical and projected financial
information.

The ability to theoretically know what
you want in terms of metrics and data and
then to be able to actually turn that
thought process into a saved search or a
custom report (ideally in a Cloud-based
application interfacing with other comple-
mentary applications) is very powerful.
The new tools available today can supply
huge amounts of information and have the
ability to push the information out quite
easily in a report format. It’s now more
about doing the strategic thinking upfront,
setting up the processes and requirements
and auditing the processes, rather than
managing manual task processes each day.

Analyzing pricing, projecting forecasts,
monitoring product sales patterns, looking
at geographical trends – these are all
critical business areas where having
detailed data easily accessible at your
fingertips will allow managers in the
accounting department all the way up to
the CFO/C-suite to be smarter and act
more strategically.

Charles Best, CPA, is CFO of BlackLine
Systems, based in Woodland Hills. To learn
more, visit www.blackline.com or contact
him directly at chuck.best@ blackline.com
or at (818) 223.9008.

Technology’s Increasing Impact on the Ever
Evolving Role of the Corporate Accountant

By Steven Driss

As CEOs, CFOs and business owners,
protecting your business is of
utmost importance, which is why

you’ve protected it with business insur-
ance. You’ve undoubtedly protected
yourself from lawsuits, and of course
you’ve protected your employees’ health.

You may very well have life insurance or
buy-sell insurance in the event that you
have a partner. You have almost certainly
considered the financial impact that the
loss of a partner would have on your
business. But have you considered what
would happen if one of the ‘key’ players of
your company were to become disabled
for a period of time?

Many responsible, pragmatic, business
owners, CFOs and CEOs haven’t consid-
ered this “what-if” scenario. But that’s not
because we don’t recognize the seriousness
of a long term disability, and its’ conse-
quences. On the contrary, it’s more due to
the fact that our perception of disability is
not accurate. Proof of this can be seen via
the Council for Disability Awareness
(www.disabilitycanhappen.org).

According to the Council, 64% of wage
earners believe they have a 2% or less
chance of being disabled for 3 months or
more during their working career.
However, according to the Social Security
Administration, the real odds that an
employee entering the workforce today will
become disabled during their career are

about 30%.
This discrepancy is one reason that Key

Man Disability Insurance was created.
These policies are designed to protect
businesses with as few as two employees,
to corporations boasting hundreds of
employees. Any business which would
suffer financial hardship as a result of the
disability of one its ‘key people’ is a poten-
tial candidate for Key Man Disability.

It’s imperative to point out that most
disabilities aren’t necessarily the result of
trauma,(i.e., slip and fall, sports related
accident, automobile accident). In fact,
most disabilities are caused by illness such
as heart conditions, cancer, etc., where
recovery is a slow process.

Key Man Disability insurance is different
from other types of disability insurance in
its comprehensiveness. It is custom
designed to specifically fit your company’s
needs. It is tailored exclusively to the “key
people” in your business, as opposed to
being a general disability policy.

The second way in which Key Man Dis-
ability differs from other types of disability

is in its payout structure.
The options for financial reimbursement

are lump sum payouts, or a monthly pay-
out. With a lump sum payout, which may
take up to one year to receive, the lump
sum may be used to buy out a partner,
offset the increase in the overhead charges,
and will help cover the cost of finding and
training a replacement for the ‘key person.’

A monthly payout until the key person is
able to return to work, is also an option. In
this case, the income generated by the key
person is taken into account. In the event
that one of your key people has to undergo
a lengthy recovery period from a surgery,
this payment method may be a great
option.

Monthly payments are typically received
within three months, and continue for the
duration of the policy or until the key per-
son is able to return to work. In either case,
the disabled key person’s contribution to
your business and overall earnings will be
considered, and the benefit will be paid
accordingly.

Together with your insurance agent,

you’ll want to weigh your options when
deciding whether or not Key Man Disabili-
ty is right for your business. As a business
owner myself, I certainly balk at additional
insurance premiums. However, keep in
mind that disability is a fact of life. The
Social Security Administrations 2011 Fact
Sheet confirms it. According to it, just over
1 in 4 of today’s 20 year-olds will become
disabled before they retire. This is solidi-
fied again by the Council for Disability
Awareness, which states on its website that
a typical female, age 35, 5’4", 125 pounds,
non-smoker, who works mostly an office
job, with some outdoor physical responsi-
bilities, has a 24% chance of becoming
disabled for 3 months or longer during her
working career. The odds are similar for
men at 21%.

To be safe, when considering Key Man
Disability remember that old saying about
an ounce of prevention…wasn’t it worth a
pound of cure?

Steven Driss is President of Lifeline
Employee Benefits in Tarzana. Lifeline
Employee Benefits was established in 1985
to help individuals and small businesses
identify and purchase affordable health
insurance, disability and group insurance.
For additional information visit
www.health-quotes.net or contact Steven
directly at (818) 774-1003 or via email at
steve@health-quotes.net.

A Look at Key Man Disability

Any business which would suffer financial hardship
as a result of the disability of one its ‘key people’ is
a potential candidate for Key Man Disability.

Cloud-based tools are helping to improve operating
efficiencies for finance, accounting and human
resources departments in organizations of all
sizes and across all industries.
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(from left) John Cofield,
Carol Glynn, nominee
Glenda Klein, and Jamie
Minor of First Rate Finan-
cial.

Randy Vegting of
Frith-Smith &
Archibald (left),
nominee Denise
Trinh of Child Care
Resource Center
(center) and John
Stipanov of spon-
sor East West
Bank (right).

Sponsor of the 5th Annual CFO Awards,Woodbury University

(left to right) Don Henniger and honoree Sara O’Conlon of Child Devel-
opment Resources of Ventura County, Inc. with John Murrillo of
ProAmerica Bank and nominee Mohamed Noohu of MSN Associates,
Inc.

(left to right) Honoree Don Kimball, Brenda Biggers, Marlee Lauffer, and
Genji Nakata of Newhall Land & Farming Company.

Honoree Bart Thielen of
Blue Microphones received
his award from Maria
Nazario of sponsor CalCPA.

Nominee John Pitstick
(left) and Gary Fuges of
ValueClick, Inc. with
Jason Horstman of
sponsor Union Bank
(center).
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Todd Van der Wel (left) of sponsor Moss
Adams LLP presented Mark DiSiena of
Cherokee, Inc. with his award.

Nominee Richard Weatherman of Advantage Plus Agency, Inc.was
joined by Sally Hartinan (left) and Piroska Zalkadi, also of Advantage.

(left to right) Honoree Dan Dougherty and Meghan
Dougherty of Nexus IS, Inc. with honoree Charles
(Chuck) Best and Charles Best of BlackLine Systems.

(left to right) Teresa Alirez, Lesa Warren, Lorraine Donen and Carl
Dickerson of sponsor Dickerson Employee Benefits.

(left to right) Ed Ligonde, Danone Simpson,
Tobias Kennedy and Mark Simpson of sponsor
Montage Insurance Solutions.

Chuck Rosen of sponsor Community Bank (left) shared a laugh with Phil Simone of sponsor USI Insurance of Southern California.

(left to right) Edward Drake, Vladamir Victorio and
Jason Sands of sponsor Wells Fargo.

Christine Anderson of Uncle Milton
Industries, Inc. received her award from
Geoff Matthews of sponsor Comerica
Bank.

Maria Nazario and John Angelo
of sponsor CalCPA.
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ByTamara Gurney

The phrase “Cash is King” rules in
today’s business environment as
much as ever, regardless of whether

you agree the economy is in slow rebound
or still experiencing trailing descent.
Access to cash for capital expansion,
equipment purchases or necessary day-to-
day operations is one of those ever present
challenges businesses continue to face.

Bankers will be the first to admit that
times have changed when it comes to lend-
ing. Credit that once seemed free-flowing
tightened, and many risky flavor-of-the-day
financial products disappeared.What
remains are products that have stood the test
of financial institutional reform, and others
given a new look by the business community.

SBA loans and other types of specialized
lending make it possible for qualified
businesses to get the financing they need,
often times with much more flexible terms
than conventional loan options. Loans are
made by SBA partners, many who are
classified as Preferred SBA Lenders. The
Preferred Lenders Program is part of SBA's
effort to streamline the procedures neces-
sary to provide financial assistance to the

small business community. Under this
program, SBA delegates the final credit
decision and most servicing and liquidation
authority and responsibility to carefully
selected lenders. Lenders are considered for
this status based on their record with SBA,
and demonstrate a proficiency in process-
ing and servicing SBA-guaranteed loans.

Qualifying for an SBA loan may be
easier than qualifying for other more
traditional forms of financing, as SBA
programs generally allow for a higher loan
to value ratio, longer amortization periods
and may even consider the projected
income of the business versus historical
cash flows when making a credit decision.
SBA loans can be used to purchase or
renovate real estate, acquire fixed assets,
such as heavy machinery or other
equipment, working capital and in some
cases can even be used to fund the
acquisition of a new business.

Another product that has garnered a
head-turning second look in recent years is
accounts receivable financing. This finan-
cial tool once reserved for businesses that
could not qualify for more traditional types
of credit, is getting a second life today as
more financially sound small to mid-sized

businesses are using accounts receivable
financing to manage cash flow and grow
their business.

Accounts receivable financing is simply
the selling of outstanding invoices or
receivables at a discount to a bank, finance
or factoring company, effectively infusing
cash to bridge the gap between a compa-
ny’s payables and receivables. This immedi-
ate access to cash for qualifying current
and future receivables greatly enhances the
reliability of the borrower’s cash flow
stream and, in effect, allows the borrower
to operate as an all cash business.

Once a company enters into an
accounts receivable financing relationship,
its accounts receivable management is
partially handled by the lender or lender’s
service provider allowing the borrower to
redirect time and resources to other more
beneficial areas of operation. The lender
may also assist with offering varying and
flexible payment terms to the borrower’s
customers, increasing the value of the
receivable over time. Depending upon the
lender, the borrower generally receives
detailed management reports, keeping
them well informed on aged receivables,
customer balances and more.

It is important to note that non-bank
accounts receivable lenders are not
regulated in the same manner as banks. The
services provided as well as pricing vary
greatly. Before making the decision if
accounts receivable financing is right for
your business, do your homework and
explore all options: traditional lines of cred-
it, term loans, SBA Financing, and personal
financing to name a few.

As with all decisions involving your
business and the fifty shades of grey you’ll
have to filter through when determining
your best course for accessing money,
building a trusted relationship with a lender
will make all the difference in regard to the
success and survival of your business.
Choose wisely.

Tamara Gurney is president and chief
executive officer of Mission Valley Bank, a
locally-owned, full-service, independent,
commercial bank with Preferred SBA
Lender status serving the San Fernando and
Santa Clarita Valleys. Gurney is incoming
president of the California independent
Bankers Association and can be reached
at (818) 394-2300. Or learn more at
MissionValleyBank.com.

Fifty Shades of Money

By Norm Martin

Company paid health insurance has
been a challenging issue for every
company over the past 7-10 years.

The rising costs have become so domi-
nant in this country, no-one, certainly
not the CFO or HR leadership is unaf-
fected by it. The experiences of compa-
nies in America and the resulting nation-
al outcry have been well documented in
almost every publication.

While the country, the states, Medicare
and Medicaid, the for-profit and not-for
profit health insurance companies and, it
would be a mistake not to mention, the
Supreme Court wrestle with the changes
necessary to make access to health insur-
ance a fair and equitable national staple,
or otherwise reign in the costs for every-
one, companies have been deciding how
to ride out this storm.

During these times of increasing global
competition for goods and services com-
bined with a global downturn in demand,
companies need ways of continuing to
address organizational structure including
the compensation. Compensation has
come to mean salary, wages, plus paid
time off, retirement benefits, health insur-
ance, life insurance, disability insurance
and in some industries more. In addition
to these coverages there are the mandated
coverages – often thought of as taxes -
including workers compensation, disabili-
ty and unemployment and let’s not forget
the Medicare contribution of FICA, and in
some places, other contributions carried
by the employer which are also labor
related. Historically the CFO or HR lead-
ership could defer judgment on the non-
wages and non-salary components of the
equation to the outside brokers who serve
the company. That is not the case today.
Nor has it been for some time.

The executives and senior benefit con-
sultants of a large, well tenured employee
benefits firm can become your most valu-
able assets in making appropriate deci-

sions on this matter. Recognizing that their
own viability was at risk if they failed to
do so, they developed excellent system
capabilities of analysis greater than many
companies employ in their own manage-
ment systems. They can provide scenario
models that predict the impact - down to
the employee and upon numerous stake-
holder issues - not only the changes you
can employ, but the changes that have
proven effective with other clients.

They can tell you where the excess is in
one sector of the total compensation
scheme that can be reduced or eliminated
to provide offsetting or even surpassing
benefits at costs that do not reach the lev-
els of increase in raw premiums by health
insurance companies. They will be a
strategic ally in your organizational suc-
cess. If your employee benefit firm is not
doing this, you should be wondering why.

Winning the Battle
Overall, the health insurance issue has

been a losing battle for most companies.
Most companies, but not all. There are
numerous ways to attack. But you need
intelligence.

If your company is not utilizing the
resources provided by the senior benefit
executives and consultants of large, well
tenured, evolved employee benefit firm,
you are going to fall short in your offerings
to employees and this will jeopardize the
welfare of your organization. The intelli-
gence and systems capabilities they bring
to the battle are critical to your strategy.

Instead of simply eliminating an entire
coverage area or restricting it to only one
or two choices that would detrimentally
affect ongoing employee medical care and
compensation, the evolved employee ben-
efit firm offers many alternatives. For exam-
ple, the current dental, vision, behavioral
health or medical plan is underutilized.
Your advisor can offer the alternatives that
bring the same or better benefit to your
employees at a lower cost to you.

Another example: a handful of employ-

ees are critically tied to certain providers
who are not contracted with the health
plans you are considering for medical
insurance. The benefit firm will give you
solutions to best serve the interests of the
employee and the budget. They can also
include and be a resource for you regard-
ing retained risk, employee benefits struc-
tured pools, organizational changes that
can structure risk, change behaviors of
medical utilization while enhancing the
benefit to employees and reducing com-
pany costs, improving retirement plans
and a host of other considerations too
large to mention here.

Here are some key elements of success
to help with your employee benefits strate-
gic battle.

1. Plan your attack: Do not wait until
you are budgeting to find out what to
expect for next year. That is too late. This is
strategic planning, multi-year, and it is
critical to the company success. Don’t be
a victim. Take control.

2. Decide who will be the ultimate
decision maker within your company.
Every battle needs a leader. If this is not
determined at the outset, the excellent
employee benefit firm will not be inclined
to spend all the time necessary with your
firm. Indecision here will reduce the
chances that your company will be able to
deliver on a firm commitment. A great
employee benefit firm spends their time
with companies that will deliver.

3. Decide how decisions will be made.
There will be MANY decisions. Internally
and externally. Who will be involved? This
is an enormous commitment for every
company. As such there should be regular
meetings on the progress, findings and
recommendations. All year long. Every
year. Calendar it just as you do the finan-
cial reviews. It is that important.
4. Remember, there are many stake-

holders. Include representation from each.

This will enhance the understanding
throughout the company of the reasons
and rationale behind ultimate decisions.

5. This area has traditionally been
entirely an HR function. Be certain the
CFO is a key decision influencer in this
process. No dithering. Because the deci-
sions that will be undertaken by the
employee benefit firm are so critical to
your company strategy and will employ a
great deal of financial analysis, the CFO
must be a key decision influencer. To be
so today is to go into battle with only half
a sword. Benefits have become too large a
part of the equation to be skirted or con-
trolled by either Finance or HR.

6. Find the right partner in the
employee benefit firm. It used to be that
the best firm was the one that grew up
with your company. Not so any more. If
you are continuing to piecemeal your
employee benefits with one firm and
another, you are losing out on some pretty
exciting opportunities. Your historical ben-
efit broker, unless full evolved, is not your
best partner and could be truly limiting
your possibilities. You need a great firm to
guide you and provide the intelligence to
shape, plan and fully deploy your plans.
You need them to be with you all the way
through this war and responsible for
achieving the outcomes designed and
instituted together. There are many fine
firms entering this stage of development.
Choose wisely.

7. Remember where the battlefront is.

Norm Martin is a principal of TMGI
Companies, a business advisory and
management consulting firm. Norm can
be reached at (951) 505-0551 or
Norm@TMGICompanies.com.
Article supplied on behalf of Dickerson
Employee Benefits. For information call
(323) 662-7200 or visit
www.Dickerson-group.com.
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By Tobias Kennedy

Unfortunately for me, the crystal ball
I’m counting on is substantially
fuzzier today upon authoring this

piece than the picture will ultimately
reveal to you by the time this article lands
on your desk. However, while you’ll have
to either bear with me for short circuits in
my ESP wiring or marvel at my Nostradam-
ic foresight on the Supreme Court’s some-
what unpredictable customs, I do sincerely
believe that the Justices have tipped their
hands and the information below is indeed
quite important for the stewards of our
local finance departments to fully under-
stand.
There are three parts of the Healthcare

Reform bill I see as completely severable
from the individual mandate (meaning
regardless of what happens to that contro-
versial portion of the legislation, one can
imagine the below regulations remaining)
and we’ve been alerting CFOs to their peril
for some time now. When given the
opportunity to craft an article for our val-
ley’s financial officers, I thought there’d be
no better topic than these three parts of
PPACA which carry heavy non-compliance
fines yet still have their respective start
dates being ironed out. Rest assured, our
government is in no mood to eliminate

cumbersome employer regulations and I
want to be certain I highlight these loom-
ing “coming soon” rules so you can pre-
pare and keep from being blindsided upon
their enacting.

Potential Fines:
1. Healthcare Reform creates specific

disclosure requirements to help plan par-
ticipants understand their insurance
options as well as other choices available
to them. This newly created requirement
means that a detailed document called a
Summary of Benefits Coverage, or “SBC,”
must be delivered to employees in explicit-
ly particular fashions and be of a specified
page length and font size. Not only was
PPACA this stringent in its instructions, but
it also mandates that it be accompanied by
a “uniform glossary of terms” and illustrate
the coverages of each plan for having a
baby, managing diabetes and treating
breast cancer. The fine is up to $1000 per
enrollee who does not receive this infor-
mation, so you will absolutely want to be
sure you know and trust your insurance
broker’s advice on this one.

2. If you thought $1000 per enrollee
was bad, the good news about the next
fine I’m spotlighting is that it comes with a
maximum cap—you can only be fined $3

million dollars for non-compliance! A lot
has been made of theW-2 reporting
requirements imposed upon employers,
but it is very important you are tracking the
changes as certain groups were mandated
to comply, then given a reprieve, while
others were simply expected to begin this
arduous task for their 2012 year. The regu-
lation states that the cost of ALL applicable
employer-sponsored coverage must be
reported and clearly indicated that both
the employee’s portion and the employer’s
cost share must be included in the new
Box 12 using code “DD.” Again, the fine
can be as high as $3 million for a mis-step
here, so be sure your insurance advisors
have the particulars down.

3. The final part of the Affordable Care
Act I wanted to discuss is the discrimina-
tion language. By now I’m sure your bro-
ker advised you that a plan may not dis-
criminate in favor of highly compensated
individuals for things such as eligibility or
premium cost shares. I’m also sure that
you were subsequently told the effective
date was pushed off “until further notice”
(or at least I hope so, the notice delaying
the start of this statute was issued in
2010!), but what I did want to make sure
you’re aware of today is that the fine for
violating this provision results in an excise

tax of $100 per day per individual discrim-
inated against. So, while the richer PPO or
more affordable premiums are a staple of
many executive teams, be sure your broker
is keeping a keen eye to when this practice
does ultimately get the legal axe because
your organization won’t want to face the
costly penalties nonconformity levies.

Regardless of what the Supreme Court
does to this specific piece of legislation,
the main point of the article remains: while
the Justices probably won’t be eliminating
these employer mandates, even if they do,
keeping in compliance with your benefits
is a full time job so you’ll want to be sure
your business partner is not only doing
great work on the plans, premiums and
year-round servicing, but keeping you up
to date on the latest regulations as they
come down.

Tobias Kennedy is the Vice President of
Account Sales & Service for Montage Insur-
ance Solutions, DBA Danone Simpson
Insurance Services LLC. He is also an
accredited Political Scientist. For more
information, or to contact him, email
toby@montageinsurance.com.

The Healthcare Reform Bill’s
Supreme Court Postmortem
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By Jason Horstman

Congratulations to all the recipients
and nominees of the San Fernando
Valley Business Journal’s 2012

CFO Awards. We applaud these financial
professionals for their achievements and
positive impact on their institutions.
For most CFOs, risk management has

become one of the most important
strategies for ensuring long-term growth
and profitability. And in today’s volatile
world economy, it has taken on a height-
ened sense of urgency for companies of
all sizes. Developing a strategy for
managing each risk your company faces––
whether it relates to interest rates, com-
modity prices, or foreign exchange rates––
is a key to survival and success.

Keep Your Eye on the Curve
In response to recent monetary policy

decisions by the Federal Reserve, as well
as the ongoing Eurozone debt crisis, the
interest rate curve has flattened dramati-
cally. It’s important to watch the shape of
the rate curve––and where your debt
resides on that curve––to take advantage
of opportunities as they arise.
“Although short-term rates are low for

the foreseeable future, it can make sense
to manage risk by locking in a historically
low rate to eliminate worries about future
credit spikes or changes in monetary or
fiscal policy,” noted Kim Ohara, Union
Bank director, interest rate risk
management.
“For long-term rates on real estate or

longer-term loan debt, sudden changes
like pullbacks and spikes can present
opportunities to secure a better rate,”
Ohara said. “Case in point: a Union Bank
client with a variable rate wanted to
convert to a fixed rate using an interest
rate swap, and placed a below-market-
rate lock order. Our traders were able to
execute the order during a volatile
pullback in rates, resulting in an ideal
rate lock for the borrower. Another
consideration may be refinance risk. Look
to refinance now when rates are low and
the curve is flat, rather than waiting until
a balloon payment is due. In some cases,
refinance costs can be absorbed in the
new swap rate.”

Strike a Balance
With all the recent volatility resulting

from the European debt crisis and U.S.
debt ceiling, striking a balance between
hedging and staying on the sidelines can
be a sensible strategy for managing foreign
exchange risk. By staying flexible––
hedging in some cases, but not in others––
it’s possible to achieve dollar-cost averag-
ing that provides the best performance on
a currency basis.
Carsten Heering, Union Bank director,

foreign exchange, pointed out, “By show-
ing clients how to reduce exposure to
sudden shifts in foreign exchange rates,
we’re able to help them manage cash
more efficiently and enhance profitability.
One way we do that is by offering
deliverable spot and forward contracts
in Chinese renminbi (CNH) via the new
parallel market in Hong Kong. The

renminbi appreciated by 4.9% in 2011,
so a carefully planned CNH hedging
program would have eliminated most––
if not all––financial impact to the bottom
line for companies doing business in
China.”

Don’t Underestimate Risk
Hedging can be an effective tool for

creating some certainty around the dollar
value of international transactions––and
eliminating or reducing the impacts of
currency moves on financial statements
for the fiscal year. It’s important to
remember that currency risk can arise
even when U.S.-based companies use
dollars to settle import and export
transactions.
Heering said, “Even if your company

pays in USD, price is still affected by
exchange rates because foreign vendors
have to account for foreign exchange
market movements. If the dollar
depreciates, their prices will likely go up.
But if the dollar appreciates, don’t expect
a similar price adjustment. So, not
hedging a foreign exchange exposure can
be riskier than protecting yourself with a
forward or option contract.”
Union Bank specializes in helping

companies across a wide range of
industries manage interest rate risk and
foreign exchange exposure by discussing
strategies that meet your business
objectives and tolerance for risk.

Jason Horstman, Senior Vice President,
manages Commercial Banking for the
San Fernando Valley, Santa Barbara, and

Ventura counties. His group specializes in
providing solutions to middle market and
corporate clients in the areas of senior
debt financing, global treasury manage-
ment services, international trade, foreign
currency exposure, and interest rate
management. Jason can be reached at
(818) 316-3144 or
jason.horstman@unionbank.com.

About UnionBanCal Corporation
& Union Bank, N.A.
Headquartered in San Francisco,

UnionBanCal Corporation is a financial hold-
ing company with assets of $92.3 billion at
March 31, 2012. Its primary subsidiary, Union
Bank, N.A., is a full-service commercial bank
providing an array of financial services to
individuals, small businesses, middle-market
companies, and major corporations. The bank
operates 407 branches in California, Washing-
ton, Oregon, Texas, NewYork and Illinois as
well as two international offices. UnionBanCal
Corporation is a wholly-owned subsidiary of
The Bank of Tokyo-Mitsubishi UFJ, Ltd., which
is a subsidiary of Mitsubishi UFJ Financial
Group, Inc. Union Bank is a proud member of
the Mitsubishi UFJ Financial Group (MUFG,
NYSE:MTU), one of the world’s largest finan-
cial organizations. Visit www.unionbank.com
for more information.

Maurice A. Neri has joined First American Title
National Commercial Services Division as
Assistant Vice President and Senior

Commercial Escrow Officer.

He is based in our Los Angeles NCS office
handling commercial escrow transactions on a
national scope.

He is especially skilled in handling multi-state and
multi-site complex high liability commercial real estate
transactions.

We are extremely pleased to announce this
addition. Please reach out to Maurice at 213.271.1737
for your title and escrow needs.Neri
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The role of the CFO has evolved in
modern business, perhaps more
than any other executive position.

Gone are the days when proper account-
ing principles, audit preparation, and
compliance concerns were a CFO’s
primary focus. The CFO is now expected
to be an active participant in all aspects
of the business.

At Nexus, a leading systems integrator
headquartered in Valencia, CFO Dan
Dougherty leads many different teams,
all with a single goal: to provide business
value to the organization.

For example, in addition to working
with the company’s Controller, Mark
Pierce, to oversee the Accounting and
Finance Departments, Dougherty also
provides executive level oversight of the
Human Resources department at Nexus.
In the advanced technology industry,
retention and recruiting of top talent is a
unique challenge – the most qualified
candidates are highly sought-after and
attracting and retaining the best employ-
ees is very competitive. While Nexus does
outsource some recruiting, its own inter-
nal Human Resources Department lead by
Director of HR, Rebecca Sweeney, hires
about ten times as many employees. An
average of 20 employees per quarter are
hired by the internal HR department ver-
sus an average 2 per quarter hired through
outside recruiters. Why are the inside
teams so much more successful? Because

they take the time to fully
understand the job require-
ments and because they
can “sell” the value of
working at Nexus the way
only an employee can.
Dougherty knows this
passion for enticing the
right candidate into the
right role is a place where
his teams can really add
value to the business.

Another area Dougherty
sees CFOs adding business
value is in Purchasing and
Procurement. Under the
supervision of Heather Taylor, Director of
Procurement, the Nexus purchasing team
is dedicated to ensuring orders are
processed accurately and timely. This
means responsiveness to two separate
“customer” groups; the end customer
ordering the products and services,
and the manufacturing partners Nexus
orders from. Both groups count on
Dougherty’s teams to ensure that the
process functions smoothly. Nexus’
purchasing team has gained a reputation
throughout the industry as the “go to”
partner for orders that absolutely have to
be placed that day. That often means that
the teams stay late into the night getting
the orders booked. This reputation has
been key to helping the sales team drive
20%+ year over year growth since the

inception of the business.
Business tools and

reporting have always been
part of the domain of the
CFO, however in today’s
business world it is impera-
tive that those tools reach
all aspects of the business.
Dougherty works closely
with Business Systems Man-
ager, Sabrina Anderson, to
provide the tools, programs,
reports, and systems the
business uses to track prof-
itability and productivity
throughout the organiza-

tion. She has created tools like a web-
based portal that tracks the real-time
progress of each customer project, which
Dougherty and other executives use to
identify opportunities for improvement in
cost estimating, project management, and
engineering. The sophisticated reporting
systems today’s CFOs use allow manage-
ment to create better forecasts, helping
guide decisions about things like capital
acquisition, headcount, and even office
space acquisition. With better business
intelligence and forecasting, lenders gain
more confidence in the company, result-
ing in larger credit lines and lower interest
rates for capital.

As part of senior management, today’s
CFO is expected to guide all of these inter-
nal business systems, while maintaining a

strong awareness of overall economic
trends and specific industry trends. While
much of this information is available in
the daily news and from employees “in
the trenches,” Dougherty advises that
companies should also closely follow their
industry’s leaders. For Nexus, that’s a close
alignment to Cisco, a leader in advanced
technology products like voice, video con-
ferencing, data center, and secure wireless
networks. This close partnership allows
Nexus to develop a deep expertise about
specific products, allowing them to make
a trusted recommendation to the customer
and provide excellent service in design-
ing, installing, and supporting the end-to-
end solution.

As a mentor to coming generations of
CFOs, Dougherty’s final advice is to take a
holistic approach. Be passionate about the
whole business, not just about accounting.
Cultivate “street smarts” - immerse your-
self in as many processes and departments
as you can and learn more about the
contributions each person and each
department make to the company as a
whole. Expect the role of the CFO to
continue to change, and look for non-tra-
ditional ways to bring even more value to
your company.

Information for this article was provid-
ed by Nexus IS.

800-457-6116
www.dickersonbene�ts.com

Congratulations
to CFO Award nominee
Selam Meharena

for her outstanding work with 
Project GRAD LA

Project GRAD Los Angeles, a non-pro�t organization founded in 1999, is committed to 
ensure that students in historically underserved communities have access to an enriched, 
quality school education; graduate from high school; and complete college. 

“Balancing the programmatic, practical and human needs within the 
organization, she challenges herself and those around her to continually 
strive for better results, to learn and grow. She is an ideal CFO.” 

-Meryl Marshall-Daniels, Board member, Treasurer

The Evolving Role of the CFO
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By John J. Bessolo, III, CPA, MS, PFS

The use of retirement plans is one of
the most valuable wealth building
tools available to business owners

and employees. Qualified retirement plans
such as defined benefit plans and defined
contribution plans (profit sharing, money
purchase & 401(k) plans) are the most
income tax efficient types of plans from
the employer’s perspective. Such plans
allow a current income tax deduction to
the employer when funds are contributed
to the plan, yet the employee does not
recognize taxable income until years later
when retirement benefits are drawn from
the plan. From the time the pre-tax funds
are contributed to the plan, to the time
they are distributed from the plan, the
employee benefits from tax deferred
investment growth. Although qualified
retirement plans provide an extremely tax
efficient mechanism for compounding
wealth, they are subject to contribution
limitations and anti-discrimination rules.

The 2012 qualified plan limits for
defined contribution plans allow a maxi-
mum annual contribution of $50,000 for
the benefit of any one employee. The 2012
401(k) limit (for employee elective deferrals)
is $17,000 per employee, with an addition-
al $5,500 deferral available for employees
age 50 or older. Employer contributions to
defined benefit plans are based on an actu-
arial calculation taking into account a vari-
ety of factors including an employee’s age,
years of service, years to retirement and a
projection of investment returns on the
retirement fund. Current defined benefit
plan limits allow a maximum annual retire-
ment benefit of $200,000. Anti-discrimina-
tion rules apply to qualified retirement
plans and require that all employees who
meet the age and service requirements out-
lined in the plan be eligible to participate.

Nonqualified deferred compensation
programs are generally used in addition to

qualified retirement plans to motivate and
retain key employees. Such plans do not
meet the requirements outlined Internal
Revenue Code (IRC) Section 401 necessary
to have “qualified plan” status and as a
result do not have all of the efficient income
tax features of a qualified retirement plan.
On the positive side, nonqualified programs
are not subject to the anti-discrimination
rules or the contribution and benefit limita-
tions that govern qualified plans. For
income tax purposes, nonqualified pro-
grams are generally structured under the
framework of IRC Sections 409A, 83 and
404(a)(5) and meet the “Rabbi Trust” criteria
under the constructive receipt and econom-
ic benefit doctrines whereby the employer
does not receive the benefit of a deduction
until funds are disbursed to, and reported as
income by, the employee.

Nonqualified programs are essentially
contractual arrangements between the
employer and employee calling for future
benefits if to be paid to the employee if cer-
tain milestones are met. The employer has
flexibility when designing such programs,
which can take into account the unique cir-
cumstances and incentives applicable to
each key employee. Common arrangements
include the employer’s promise to pay a
percentage of former salary to an employee
over a period of time upon retirement or
separation, or an incentive based amount
determined by formula tied to the achieve-
ments of the employee. Phantom stock pro-
grams and stock appreciation rights are
forms of nonqualified deferred compensa-
tion programs that tie the employee’s bene-
fits to an increase in value of the employer’s
business. Such increases in value are com-
monly based upon a formula or the actual
selling price if the business is sold. Employ-
er funded programs such as these generally
include a vesting schedule requiring the
employee to remain with the employer for a
certain number of years before becoming
eligible for the benefits. There is no legal

requirement for the employer to set funds
aside to fulfill its obligation under the pro-
gram, however, most employers find it pru-
dent to do so.

A popular funding mechanism involves a
life insurance contract (insuring the life of
the employee) that is designed to build cash
value. This alternative allows the employer’s
after-tax investment in the contract to grow
on a tax deferred basis and provides a death
benefit to the employer that can be used to
make payments should the employee die
prior to full satisfaction of the obligation.
Otherwise, the employer can borrow funds
from the policy or cash it out in order to
make payments on the obligation.

Nonqualified programs are often funded
by the employer, but can be funded by the
employee in the case of salary deferral
arrangements. Many large companies have
such arrangements, allowing their execu-
tives to defer a portion of their salary or
bonus into a nonqualified program. In order
to have a valid deferral of taxable income,
the employee’s decision to defer must be
documented before the salary or bonus is
earned. The terms controlling the eventual
distribution of such funds to the employee
must also be documented before the salary
or bonus is earned and must meet certain
requirements set forth under IRC Section
409A and related regulations. Such arrange-
ments typically involve an election form
whereby the employee elects to defer a per-
centage of the upcoming year’s salary
and/or bonus. The employee will also
select, from a number of alternatives on the
election form when that deferral, along with
its related investment return, will be paid,
such as in a lump sum or over a number of
years after separation or retirement. The
deferred salary and/or bonus is not consid-
ered taxable income to the employee and is
not deductible to the employer if the pro-
gram is designed and operated properly. The
deferred amounts are usually held at an
investment firm in a special brokerage

account that is owned by the employer but
managed by the employee. Since the funds
represent amounts deferred by the employ-
ee, they are immediately vested. These
salary and bonus deferral arrangements are
valuable wealth building tools for execu-
tives, allowing them to put pre-tax dollars to
work in a tax deferred investment program.
The employer owns the account during the
deferral period and pays the applicable
taxes on the investment income. From the
employee’s perspective, a nonqualified pro-
gram usually offers the same tax deferred
growth as a qualified retirement plan.

A very important consideration from the
employee’s perspective with regard to any
nonqualified program is the fact that bene-
fits remain the property of the employer
prior to distribution. This is different from a
qualified retirement plan where funds are
held in an independent trust that is not the
property of the employer or the employee.
Employer’s obligations under nonqualified
programs are unsecured and funds set aside
to satisfy such obligations remain subordi-
nate to claims by the employer’s creditors.
The employer’s financial strength must be
considered by the employee when a non-
qualified program is offered. Under certain
circumstances, it may be economically fea-
sible for the employee to purchase insur-
ance to secure the benefits. As long as the
employee bears the financial burden of the
insurance, the secured nature of the benefits
will not result in an acceleration of the tax-
able event.

In conclusion, properly designed non-
qualified deferred compensation programs
will allow employees and business owners
to accumulate significant wealth in a tax
efficient manner and should be considered
after qualified retirement plans have been
used to their full potential.

John J. Bessolo, III, CPA, MS, PFS is with
Bessolo, Haworth & Vogel, LLP.
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Savvy companies understand that the
ability to recruit and retain a highly
skilled workforce can be a key differ-

entiator for successful organizations. But
how do you find the right people with the
right skills at the right time— and keep
them satisfied and performing optimally
so both the individual and the organiza-
tion can prosper?

The answer lies in a comprehensive
approach to talent management, one that
adopts a holistic perspective encompassing
recruitment, performance management,
and career development.

If those functions aren’t strategically
aligned and integrated, your talent manage-
ment program won’t produce maximum
results.

Analysts and HT professionals agree that
automated solutions for talent management
are an essential strategy for organizations of
virtually every size. Companies must
deploy comprehensive systems that stream-
line and accelerate HT, payroll, and talent
management functions; increase efficiency;
improve accuracy; and provide business
intelligence metrics for rapid analysis and
decision making. And the greatest benefits
in automating talent management occur
when the solution includes and unites the
core pillars of recruitment, performance
management, and career development.

Recruiting and Hiring
A strategic recruitment solution must

provide tools for reporting and analysis that
highlight ways that continuously improve
recruiting effectiveness. To achieve even
greater value, the recruiting system should
incorporate HT and payroll processes.
New-hire information moves directly and
automatically to all components of a solu-
tion—simplifying onboarding, benefits
administration, time and attendance, per-
formance management, payroll, and other
essential HR processes. Gone are time-con-
suming, error-prone duplicate data entry,
unnecessary delays, wasted paper, and
needless expense.

Sound people management solutions
also manage the countless logistical
onboarding details that must be completed
before the first day of work, such as coordi-
nating with the facilities and IT depart-
ments to secure a workspace for the new
employee, complete with a phone, com-
puter, network access, user names, and
passcodes. With these tasks completed,
new employees are ready to start adding
value on day one.

Performance Management
All-inclusive talent management extends

beyond recruitment to help enhance the
value the employee delivers to the organi-
zation over the long term. Strategic talent

management solutions look at the broader
picture to develop employee talents and
skills and align those skills with corporate
goals and objectives. That means identifying
and reducing competency gaps, assessing
performance vs. measurable goals, and
grooming/retaining top performers.

Companies must actively plan for organi-
zational change and future talent needs. In
order to make informed decisions about tal-
ent mobility, managers must have access to
comprehensive talent management tools
that provide real-time visibility into the orga-
nization’s complete talent pipeline. Uncov-
ering talent gaps, identifying high-perform-
ing—and high-risk—individuals, and assist-
ing employees in obtaining “readiness” to
step into key roles significantly reduces your
risk of business disruption.

Career Development
To derive the most value from perform-

ance management, the organization must
chart employee professional growth and
effectively manage development opportuni-
ties to help ensure employees develop the
skills, knowledge, and qualifications neces-
sary to contribute to the company’s suc-
cess. An effective career development plan
can empower employees to personally take
charge of their professional growth and
development. A sophisticated talent man-
agement solution facilitates this employee

engagement by allowing individuals to
access their current development history, as
well as explore available opportunities for
future learning and development. By auto-
matically linking development results to
performance management, managers can
identify individuals with the readiness to
step into subsequent roles or recognize
potential skills gaps (translating into future
performance goals).

All in One: A Comprehensive Approach to
Talent Management

More than ever before, HT professionals
understand that strategic talent manage-
ment systems can help them create and
sustain a competitive advantage. By blend-
ing the key HT functions into a collabora-
tive whole, talent management systems
deliver exceptional advantages in finding,
developing, and optimizing the best possi-
ble workforce from recruitment through
retirement—something all businesses need
in any economy.

Information for this article was provided
by Ultimate Software, a leading cloud
provider of people management solutions.
For more information, please contact
Kristi Herrera, Business Development
Manager, at (818) 760-6916 or
kristi_herrera@ultimatesoftware.com
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