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By Jason Horstman

Ask most business executives how
they would describe a chief finan-
cial officer’s skills, and you might

have once heard: “accounting wizard,”
“cost-cutting expert” or even “numbers
geek.” How surprising, then, that some of
the terms I hear to describe a CFO’s most
valuable qualifications in today’s fast-
paced global business world include:
“corporate strategist,” “acting COO,”
“Head of M&A” and even “chief commu-
nicator.”

The truth is the traditional view of the
role of CFO has given way to the realiza-
tion that it is one of a corporation’s most
valuable positions. One key reason is the
need to understand, manage, and optimize
a corporation’s cost of capital – both finan-
cial and non-financial. In order to be
successful, today’s CFOs have to take on
many new responsibilities that CFOs in the
past didn’t have to worry about.

Another reason is the need for business-
es to operate at warp speed, both locally
and globally. Entering a new market
requires an ability to sift through mountains
of data to arrive at the correct solution
more quickly than ever before. I recall how
one CFO took on the responsibility for a
substantial acquisition in an overseas mar-
ket in the depths of the financial crisis. Not
only did he have to find a way to pay for
the acquisition, arranging both equity and
senior debt offerings, but also, he had to
take the story on the road; explaining to the
company’s banking partners, bondholders,
industry analysts, and institutional share-
holders how the acquisition was a good fit
for the company. During one of the worst
financing environments ever, he was a tire-

less communicator for the transaction, and
a key reason why it succeeded.

Today’s CFOs, whether helping to lead a
publicly traded or a privately held
company, do far more than act as their
company’s internal cost controller. They
must be able to quickly analyze the infor-
mation, both internal and external, that can
show their company which markets to be
in, which business strategies will be
profitable, and how to finance their growth

during unprecedented volatility in the
financing markets. In some cases, mid-size
companies are eliminating the role of chief
operating officer altogether, and looking to
the CFO to fill those shoes as well.

Innovative Solutions
I know of one company’s CFO who was

able to execute a bold strategy for unlock-
ing shareholder value in an extremely inno-
vative way. She was a sophisticated inter-
preter of complex financial and tax data,
and, over time, came to understand that
her company’s involvement in two different
businesses could lead to the creation of a
new entity. The resulting business structure
of the new and existing company had the
potential to achieve a substantially larger

total market capitalization.
Over a two-year period, this CFO was

able to solve the puzzle posed by how to
divide the assets and liabilities – including
bank debt and publicly traded bonds – into
two different companies. She was able to
successfully negotiate with the company’s
employees, key banks, debt holders, and
institutional shareholders to unlock the
value of the assets already on the compa-
ny’s books. In doing so, this executive

moved beyond simply accounting for and
reporting transactions, to take on the rear-
ranging of the assets, earnings power, and
financial market valuations of her company
– much like a skilled investment banker.

The Global Marketplace
The demands of the global marketplace

have also changed the role of the typical
CFO, who must now understand foreign
legal, tax and business requirements, and
use this knowledge to successfully launch
new businesses and projects abroad.Very
few companies in the San FernandoValley–
public or private – are not affected by global
business trends. Just consider what currency
volatility can do to a company’s profitability
when the dollar has fluctuated more than 30

percent against the euro over the past 12
months alone. I remember an example
where we helped one private company CFO
navigate the intricacies of setting up a new
division in China. This company had decid-
ed where to establish a manufacturing facili-
ty, and who was going to help them build it.
But how should it be financed? It is easy to
bring capital into China, but much more
difficult to get it out again.

Working with the CFO, we established a
standby letter of credit that served as the
collateral for a local currency loan – made
possible by our parent bank’s presence in
the Chinese marketplace. Borrowing the
necessary funds in renminbi enabled this
CFO to minimize the risks to the parent
company if anything went wrong later on.
So instead of putting $20 million of compa-
ny equity at risk in China, he limited the
equity contribution to $3 million, while
retaining all of the earnings power of the
China-based subsidiary.

Today’s CFOs will, of course, have mas-
tered the traditional financial management
skills that earned them their title, but they
also have to be much more strategic. The
best CFOs are trusted advisors to the CEO.
In fact, they really are more like, “emerging
CEOs,” helping their companies navigate
the fast-moving world of business today.

The foregoing article is intended to pro-
vide general information about guiding
principles for financial professionals and is
not considered financial advice from Union
Bank. Please consult your financial advisor.

Jason Horstman is Senior Vice President
and Manager of Union Bank’s San Fernan-
do Valley corporate banking business. He
can be reached at (818) 316-3144 or
jason.horstman@unionbank.com.

The CFO of Today: Strategist, Leader, Communicator
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‘The demands of the global marketplace have also changed
the role of the typical CFO, who must now understand foreign
legal, tax and business requirements, and use this knowledge
to successfully launch new businesses and projects abroad.
Very few companies in the San Fernando Valley - public of
private - are not affected by global business trends.’

---Jason Horstman
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By Keith Todd Zimmet

Today, Chief Financial Officers (CFOs)
often find themselves taking on lead
roles in unfamiliar settings. By some

estimates, two-thirds of all commercial
real estate loans maturing in the next five
years currently exceed the value of the
real property.

Many non-real estate loans are not
much healthier. In these economically
troubling times many companies operate
with declining real and personal property
asset values and in violation of financial
covenants with their lender. Personal
guaranties supporting commercial loans
may be worthless. Nevertheless, all may
not be lost for the business and under the
right circumstances the CFO may be able
to guide the company through a loan
workout outside of bankruptcy.

The CFO must first determine whether
the fundamental business of the company
remains sound. If there is no foreseeable
way to prevent financial losses in the
future, neither borrower nor lender has any
incentive to enter into a workout agree-
ment. The two parties will likely negotiate
an orderly liquidation of the company.

On the other hand, if a company has an
otherwise successful business that suffers
due to declining revenues and asset values
caused by the recession rather than inher-
ent problems with the business, the owners
of the company will try to hold on, cut
expenses, and survive until revenues and
asset values return to historic, pre-recession
levels. Often, the lender will be unwilling
to “wait the recession out” and will seek to

immediately enforce its remedies. But,
when the value of collateral securing a loan
falls below the outstanding loan balance,
lenders may find themselves in a position
where foreclosure is not the best alterna-
tive. Furthermore, California’s “one form of
action” and “anti-deficiency” rules may
provide additional incentives for lenders to
enter into loan workouts.

If the lender is a traditional bank that
holds and services its own loans, the CFO
will be working with the bank’s workout
group.

In many cases, the first step is negotiat-
ing a forbearance agreement, whereby the
bank agrees to forbear or delay enforcing
its remedies in exchange for certain new
performance requirements (e.g., new finan-
cial ratios and covenant requirements).
Since lenders are unwilling to give up such
immediate enforcement rights if there
remains any possibility that the borrower
will bring a claim against the lender, the
CFO should expect the bank to insist upon
a full release of any claims which the bor-
rower may have against the bank through
the date of such forbearance agreement.

Absent alternative collateral or signifi-
cant guaranties from more solvent parties,
traditional lenders often renegotiate interest
rates, implement an interest only period,
convert regularly scheduled principal
payments to principal payments condi-
tioned upon the occurrence of certain
events, and even agree to a reduction of
the principal loan balance.

But as any CFO can tell you, many
loans of the past decade, especially real
estate loans, are part of securitized pools of

loans held by special purpose entities
instead of traditional banks.

In such a case, the CFO would work not
with the actual holder of the debt, but
rather with a trustee on behalf of the bond-
holders. Furthermore, these trustees often
contract with a loan servicing company to
manage the loan, so that the CFO could be
dealing with the loan servicer operating on
behalf of the trustee, who acts on behalf of
the bondholders. The ultimate holder of the
debt may not even know that a particular
loan has problems. The powers of trustees
under these securitized loans are strictly
governed by the terms of a lengthy Inden-
ture Agreement, and often such agreements
do not provide the trustee with much flexi-
bility. As a result, loan servicers acting on
behalf of trustees are also restricted.

Still, because recourse on these loans
tend to be limited to the pledged collateral,
immediate foreclosure could result in
substantial losses to the bondholders.
Therefore, more and more trustees are
willing to enter into workout arrangements
with their borrowers.

Given these restrictions on the trustee,
the CFO should not expect the loan ser-
vicer to agree to any immediate reduction
on the existing debt. Rather, workouts in
these securitized transactions often result in
dividing the existing loan into two or more
“tranches”, with different repayment terms.

For example, assume an original loan
for $25,000,000 amortized over a set peri-
od of time. If the collateral for such loan is
valued today at only $20,000,000, the
lender could divide the loan into two sepa-
rate tranches. Under this example, Tranche

1 might be $20,000,000, and would con-
tinue to be amortized and repaid over the
same period of time as originally struc-
tured. Tranche 2 might be $5,000,000,
and would continue to accrue interest;
however, no payment of principal or inter-
est would be due under Tranche 2 until
maturity. This could solve the borrower’s
immediate cash flow problems, while
preserving the lender’s rights should the
collateral increase in value post-recession.

Since recourse on the loan remains
limited to the collateral, both borrower and
lender benefit from this restructuring. Often
these restructurings will include new modi-
fied financial covenants that the CFO and
the loan servicer will negotiate.

If the Chief Financial Officer is upfront
and honest with the lender, he or she may
find that the company and the lender have
a mutual interest in working together to
resolve their respective issues.

Keith Todd Zimmet is the Managing
Shareholder of Lewitt Hackman, and Chairs

the Firm’s Commer-
cial Law Practice
Group. Mr. Zimmet
has earned the
highest rating (AV)
for legal ability and
ethics by Martindale
Hubbell, and he was
selected by the SFVBJ
as one of “The Top
25 Lawyers” in the

San Fernando Valley. He may be reached at
(818) 990-2120 or kzimmet@lewitthack-
man.com.

CFOWorkouts Are No Simple Exercise
THE VALLEY’S TOP CHIEF FINANCIAL OFFICERS
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By Jo Ellen Krumm

In these times when almost everyone hasto do more with less, nonprofits face
special challenges. When clients

depend on them for housing, food and
medical care, nonprofits have few or no
obvious choices for cutting costs. With
certain funding sources dwindling, even
the best organizations can’t replace all the
lost income. Some organizations go out of
business, some cut services drastically,
and some end up merging.
Others manage to continue providing all

or most services by keeping a very close
eye on overhead and other expenses. That
is the case atValleyVillage, which provides
residential and day programs for nearly 400
developmentally disabled adults. Celebrat-
ing its 40th anniversary this year, the non-
profit’s vision was to provide a continuum
of care for clients through the years. Finan-
cial stewardship allows that to happen.
It’s obviously not about profit in the not-

for-profit world, but the bottom line can
still make or break the organization. The
chief financial officer needs to keep the
organization financially viable.
As Phil Motherspaw, controller of Valley

Village, notes, “The chief financial officer
helps provide the financial vehicle that
realizes the mission of the organization and
the vision of the executive director.”
Although in the past nonprofits weren’t run
like private industry, today they need to be
run like a business. “The nonprofit CFO
needs to be proactive and recognize key

indicators and provide solutions for
problem areas before they escalate,” says
Motherspaw.
“He or she also needs to help identify,

along with the marketing and development
department, new areas of funding. He
needs to create flexibility in running the
organization during difficult times, as we
have done atValleyVillage by getting a
substantial credit line,” the controller
explains. “The CFO also helps administra-
tors recognize cost-saving opportunities in
managing their individual programs and
determine where to focus in controlling
costs, whether that be in staffing,
purchasing, or other areas,” he adds.
What’s most important in balancing the

budget these days? “Controlling overhead
costs,” Motherspaw emphasizes. “Valley
Village has done an excellent job in that.
We staff according to government licensing
guidelines, but are careful not to overstaff.
We control salaries, but we are within
competitive ranges.”
Reporting requirements are another

financial issue. “It’s a challenge to meet
current and future reporting requirements
while still operating with the same or
decreased funding levels,” he says. “We
don’t get additional funding, but are
required to keep generating new reports.”

Keeping Up With Technology
Technology helps in creating efficiencies

and cost savings. For some activities, tech-
nology lets one person do the work former-

The Nonprofit CFO: Balancing
the Shrinking Budget

Please see page 24

By Carrie Nebens

Compensation negotiation is always
a delicate yet crucial part of an
employee’s professional life, either

with a current employer or in a new
venture. But the stakes—and rules—are
unsurprisingly raised at the executive
level. There’s more to consider, more to
work around and, yes, more to potentially
gain.
Being at the executive level, often puts

you a bit more “in the know” with regards
to company policies, you may be up
against the company wanting and needing
to be, simply, fair. Even if you’re an unbe-
lievably strong employee, you may already
make more than your executive coworkers,
and there is potential danger in companies
paying one employee a substantial amount
more than the others because it may result
in a disgruntled workplace.
Compensation doesn’t only come down

to salary, however. When looking to
negotiate your compensation at the
executive level, there are three general
areas to consider: salary, annual bonus and
long-term equity.
Salary is actually considered short-term

compensation. It’s also a critical facet of
your negotiations because your other levels
of compensation—annual bonus and long-
term equity—are often based on your
salary (e.g., annual bonus is 25% of base
salary). If you’re in salary negotiations at a
new job or looking for a raise with your
current company and not getting what

you’re looking for, you can also try to get a
sign-on bonus—a one-time allotment of
money to incentivize you to join or remain
at the company. It obviously won’t
continue year after year the way a salary
does, but you do get the money up front.
The next facet is annual bonus, which is

a mid-term form of compensation. In many
cases, the details of annual bonuses are set
on specific criteria at the executive level
with less room to negotiate (again, many
companies base this on a percentage of
your salary). It’s important to know what
determines your bonus, however—some
companies split 50/50 based on your indi-
vidual performance and the company’s
performance, while others favor one or the
other. This may or may not be up for
negotiation, but you will certainly see more
flexibility in smaller companies than larger
ones that tend to have very fixed, formatted
policies for annual bonuses.
At the executive level, long-term equity

is usually most important. At this point,
you’re probably not living paycheck to
paycheck, so a company’s long-term com-
pensation package should be a priority.
There are two main types of long-term
incentives: restricted stock and stock
options. The former is the most valuable as
it’s pure “gift” stock, while the latter bene-
fits you if the company does well, but is
worthless if it doesn’t. Some companies
will offer both and some just one or the
other. It’s also prudent to look at the vesting
periods for your stocks, whether they are

Maximizing Your Compensation
in Three Key Areas

Please see page 26
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By John O’Rourke and Karen Dela Torre

Thousands of column centimeters
have been written about Cloud
computing, yet the CFO’s office

appears to be as baffled as ever by what is
on offer. And who can blame the CFO
when so much of the language of the
Cloud is couched in tech speak and
acronyms such as Software as a Service
(SaaS), Platform as a Service (PaaS),
Infrastructure as a Service (IaaS), Public
and Private Clouds.

Yet Cloud computing could have a
serious bearing on the finance function and
is already beginning to make inroads into
the way that business applications are
deployed and used. At its core, Cloud
computing is about reducing the cost and
complexity of IT while enhancing accessi-
bility to critical applications. In essence
Cloud computing is a model for enabling
convenient, on-demand access to a shared
pool of computing resources such as
applications and storage. According to the
National Institute of Standards (NIST), there
are a few essential characteristics to Cloud
computing. These are:

• On demand self service – users are
able to provision computing resources
without the help of human administrators

• Measured service – IT utilization is
tracked for each application and tenant,
typically for public cloud billing or private
cloud chargeback

• Rapid elasticity – IT resources are able
to scale in and out quickly on an as needed
basis

• Resource pooling – IT resources are

shared across multiple applications and
tenants in a non-dedicated manner

• Broad network access – computing
services are delivered over standard
networks and diverse devices

One of the common reasons for interest
in Cloud computing is cost related – lower
infrastructure and maintenance costs, and
lower upfront capital costs. But there are
also significant concerns especially in the
relatively cloistered environment of the
finance function. Chief among these is the
issue of data security. In marked contrast to
the way that individuals run their private
lives, (think online banking), organizations
are fearful of depositing sensitive financial
information on the web – a position
exacerbated by unproven service providers
and a relatively immature marketplace. As
a result, most of the growth in Cloud com-
puting has been around content sharing
services, CRM, email and collaboration
tools. But the tide may be turning.

Firstly, the emergence of ‘Private Clouds’
seeks to overcome the security limitations
of ‘Public Clouds’ by bringing the concept
of cloud computing in-house. For example,
larger enterprises can offer the benefits of

Cloud computing to smaller operating units
by running a shared infrastructure within
the secure walls of its own computing
environment. (A variation on this theme is
renting the infrastructure as a discrete func-
tion within someone else’s infrastructure,
but maintaining in-house control – the so
called Hybrid Cloud). A recent survey of
the International Oracle User Group
indicated that up to 20 percent of Private
Clouds are used for accounting applica-
tions – the most popular application.

Secondly, more established and trusted
suppliers are entering the Cloud computing
market and making their leading applica-
tions available on-demand. In fact, in many
cases, software authors such as Oracle offer
end-user organizations the choice of tradi-
tional ‘on-premise’ solutions or Cloud-
based solutions. This approach recognizes
that there is nothing intrinsically magical
about a Cloud-based solution. It is simply
a technology proposition that needs to be
compared with alternatives according to an
organization’s needs. For example a busi-
ness with a highly mobile workforce may
appreciate the flexibility and scalability of
Cloud computing whereas a highly
centralized enterprise may be best served

with the on-premises approach.
Thirdly, there is a steady trickle of

human capital management, sourcing, ERP
and performance management applications
being offered in the Cloud. Initially
tempting smaller organizations it cannot be
too long before mid-sized and larger
organizations grasp the nettle.

But the issue that is building a head of
steam is the thorny problem of integration.
For example, how does a business
interweave its people and processes when
part of its applications resides in the Cloud
and the other part on-premises? According
to industry analyst Gartner, 75% of large
enterprise Software as a Service
deployments will have at least five
integration or interoperable points to
on-premises applications. It is this issue
rather than perceptions about security that
could ultimately act as a brake on progress
in the finance function in the short term
regardless of whether deployment is in a
Private or Public Cloud.

John O’Rourke and Karen Dela Torre are
Vice Presidents with Oracle Corporation.
Learn more at Oracle CFO Central:
www.oracle.com/cfo
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By David Malone

The recent economy has been particu-
larly hard on small and midsize busi-
ness. Just keeping the doors open

can be a challenge. If you are leasing your
site or sitting tight on existing property
that you own, the idea of purchasing com-
mercial real estate may be the last thing
you’re thinking about as you ride out the
current cycle. Instead, real estate owner-
ship should be at the top of your list of
strategies under consideration. Owner-
occupied property can deliver unique
advantages to businesses that other invest-
ments and capital expenditures cannot.
A major advantage of real estate owner-

ship is controlling your operating costs.
With a fixed-rate loan, you have an exact
figure for your site expenses for the duration
of the loan. If you opt for an adjustable
loan, you can forecast according to changes
in the interest rate, allowing you make other
uses of your funds when rates are low and
plan accordingly when rates rise.
When you lease, you are subject to the

dictates of landlords and the market. Your
ability to lock in or adjust your monthly real
estate expenses is limited at best. A long-
term lease might afford some stability, but it
also contractually binds you to another
party. If you have an equipment-intensive
business like manufacturing, your capital
investments are structured around your
physical space. Having to leave that space
due to changes in your lease or relationship
with your landlord is a huge undertaking.
Owning your real estate protects you from
such disruption.
Economic uncertainty definitely has an

effect on the real estate market. It often cre-
ates bargain prices on promising properties.
A “buy low” opportunity may be reason
enough to entertain commercial real estate
ownership. Patience is required in this
strategy: taking the time to find the right
property at the right price, and holding the
property for sufficient time to see a rise in
value. Nobody is predicting overnight
recoveries for California business or

California commercial real estate, but I am
confident that there will be an upside for
long-term property owners.
The value of your business depends on

many factors: cash flow, goodwill, capital
investment, unique patents and partner-
ships. Real estate can be part of that total
worth as well. If you want to grow the value
of your business as you look toward
retirement, a sound commercial real estate
investment can add to your business’
appeal and eventual selling price.
Pre-qualification is the right beginning to

purchasing commercial real estate. We hear
about this first step in buying residential
properties, and it applies to business
properties. Before you go property hunting
or make an offer, talk to your local business
banker to determine your purchasing power
and best financing scenarios. Your banker
will look at your cash flow and forecasts to
determine the loan that makes sense. You
may be pleasantly surprised with your
banker’s conclusions. For example, you
may think that commercial real estate
requires big down payments. There are
loans available with down payments as
small as 10%, such as the SBA 7a and 504
programs
Guided by your banker’s expertise and a

loan pre-qualification, you can then search
for properties with confidence, knowing the
square footage, location and other
amenities within your reach. Good
properties and good deals have a greater
likelihood of “appearing” when you
prepare with your banker in advance. This
preparation also allows you to seize those
bargain opportunities which have a habit of
selling fast.
Is real estate ownership the right course

for your business? Quite possibly. If you
want to know the answer for sure, talk to
your banker.

David Malone is CEO and President of
Community Bank, based in Pasadena, with
14 business centers in Los Angeles, San
Bernardino and Orange Counties. Call
(877) 922-2653 or visit www.cbank.com.
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Real Estate: The Next
Level of Business
“Ownership”

The Non-Profit CFO

THE VALLEY’S TOP CHIEF FINANCIAL OFFICERS

ly done by three, says the controller. “But
that creates a cross-training challenge. With
only one person handing a function, such
as payroll, other staff members need to be
trained to cover that function when the
main person is out.”
In his 11 years at ValleyVillage,

Motherspaw has seen a doubling of
organization’s size, from a budget of under
$7 million annually to $14 million.
He helped the transition to state-of-the-

art technology, with many communications
now transmitted by e-mail. “This not only
speeds up operations, but also creates an
audit trail so we’re transparent.”
Over the course of time, the CFO helps

make sure the organization has appropriate
accounting policies and procedures,
documented with manuals updated on an
annual basis, says Motherspaw. “I also
meet meet monthly with the finance

committee made up of the executive direc-
tor and board members to communicate
our financial status. In addition, with
potential changes in business, as with the
recent $1.26 million in state budget cuts, I
provide them with action plans. I’m the
one who creates budget models -- financial
models for the organization as well as
financial models for proposals.”
Motherspaw adds that the CFO also has

to serve as a spokesperson. “We represent
the organization at community events,” he
says.
For Motherspaw, staying on top of

financial issues at ValleyVillage is worth
the constant effort because the final result is
a better life for the clients.

Jo Ellen Krumm is a nonprofit communi-
cations professional based in the San
Fernando Valley. She is a member of the
Association of Fundraising Professionals
and the Healthcare Public Relations and
Marketing Association.

Continued from page 20
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and business advisory services to

middle market companies and

income tax, estate and gift tax and

personal financial planning to

high net worth individuals

Partners
John Bessolo – john.bessolo@bhvcpa.com

Larry Haworth – larry.haworth@bhvcpa.com

Peggy Clark – peggy.clark@bhvcpa.com
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An Intimate Wine Tasting 
Without Traveling to Napa.

THE VALLEY’S TOP CHIEF FINANCIAL OFFICERS

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, expand-
ed role in helping to enhance corporate
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 busi-
ness 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 opportu-
nities and express them accordingly.

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
alignment across the organization and
achieve success. CFOs need to think
strategically, providing insight and guiding
operations by aligning internal operations
with external 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 responsible for all
aspects of sourcing, procurement, invoice
automation and treasury management. He
or she must also ensure the company's
compliance with financial and regulatory
reporting requirements. Knowing the finan-
cial tools of the trade, which are becoming
more technologically sophisticated by the
day, is vitally important. 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 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 man-
age and respond to external events, and
reduce uncertainty in future reporting.

Human resources is another non-tradi-
tional, but ever-increasing area of responsi-
bility 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 retain-
ment, risk tolerance, productivity concerns,
and the cost containment of benefits and
associated 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 rewarding,
especially for shareholders. After all, they
have entrusted their investments to the

company, and, in return, it has a responsi-
bility 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 bookkeeper 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 CFO

Executive Compensation

fully vested in three years or vest over time
(usually over the course of 3-4 years). The
type and amount is typically up for
negation, while vesting period is not.

With this economy and in our area in
particular, there are a lot of new, start-up
businesses, so I would also recommend
establishing a change of control clause
while in negotiations to ensure that your
new benefits will remain even if company
ownership changes.

It’s important to understand the layers of
compensation and to be aware of where
your particular company can stretch and
give, and where their guidelines are more

set in stone. Work within your company’s
infrastructure to find an increase in
compensation that works for both sides and
that you, of course, deserve.

Carrie Nebens is
the president and
founder of Equis
Staffing, a privately
owned and operated
staffing agency that
specializes in provid-
ing accounting,
finance and IT profes-
sionals to all indus-

tries. Carrie has 25 years of business opera-
tions experience in the staffing industries.

Continued from page 20
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By Tobias Kennedy

The role of CFO has been pushed to
the forefront in recent times like
never before in history. As the

position has evolved over time, it has
never been besieged by an economy in
quite the way the recent downturn has
seen. Luncheon Awards like this
publication’s recent Woodland Hills
event show that, when gathered together,
a true strategist begins to emerge. The
picture of a room full of financial experts
talking best practices and truly sharing
stories of grabbing a company from the
brink, righting the ship and now poising
for the prosperous times we can now
mathematically dare to hope for was an
encouraging scene to be a part of.
Consulting for businesses on a product

that is invariably in their top 3 expenses,
the insurance policies, it’s clear that now is
the perfect time to address costs in this
arena.
It was not uncommon for a company in

the last three years to give comments like,
“We are just hunkering in” or “Changes?!
We’re just trying to survive!” But with the
hands-on approach active CFO’s have
taken, many companies are looking at this
season as one to re-evaluate some things
that may have gotten a pass while other
items’ urgency saw them dominated the
meeting requests.
Of all of the ways people discuss cost

saving on insurance policies, be it Property

& Casualty, Workers’ Compensation or
Employee Benefits, one seems a particular-
ly good fit for immediate injection with
minimal disruption—Health Savings
Accounts, or “HSA” plans.
First and foremost, HSA plans do not

have to be implemented as the only
medical option. Companies are free to
simply add the option beside their in-force
HMO/PPO duel option insurance benefits.
This might be the year to offer it as an
additional option, and have a good
education session with employees about
the positives.
HSA plans allow employees access to

the PPO world, and the freedom of choice
that comes with it, for a much more
reasonable price. Obviously, by design,
they come with a high deductible and that
often scares people off.
What’s important to note about the HSA

plan though, is in most cases, they come
with a lower out of pocket maximum than
their Traditional PPO counterparts. This
means, not only does the healthy employ-
ee who only gets the free preventive care
benefit from a plan like this, but the very
high utilizer, whose expenses would blow
through the out of pocket maximum on
any PPO gets to a 100% coverage point
much quicker. When you add to this the
ability to use employer funds in some
cases and federally tax-free money is all
qualified cases, the employee might
actually find that not only is the plan less

Now, there’s one source to provide highly engineered fluid 
controls solutions for mission critical systems. Whether 
deep under the ocean’s surface or speeding towards a distant 
planet, ESCO Fluid Controls offers proven solutions.

PTI Technologies Inc. designs and
manufactures filtration modules, 
elements and fluid equipment for
aerospace and industrial  
applications.

VACCO Industries is the leading
supplier of specialty valves, filters, 
regulators and vital fluid control
components to the aerospace and
defense industries.

Crissair Inc. designs and
manufactures high-performance
hydraulic, fuel and pneumatic
fluid control components for
commercial and military aircraft.

We have the experience and capabilities of a team uniquely 
qualified like no other. . . . More than you expect!
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Actuators

Manifolds

...More than
you expect!

www.escotechnologies.com

ptitechnologies.com

vacco.com

crissair.com

Regulators

Reservoirs 

A Proven Track Record in Mission Critical Systems

A Strategic Long Term
Look at the Role of CFO
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By Mark Szczepaniak

REO stands for real estate owned and
it refers to properties that have gone
back to the bank or the mortgage

company after an unsuccessful foreclosure
auction. There are certain advantages to
buying REO properties. Unlike foreclo-
sures, you have the opportunity to inspect
the property before you buy, and you can
buy on your own schedule. Also, fore-
closed properties can be in deplorable
condition, but bank-owned properties are
typically restored to a salable condition.
Appliances are often included with REO
purchases. Also, all liens against the prop-
erty, or any unpaid taxes or fees, are set-
tled once the property becomes an REO.
Before making an offer on an REO prop-

erty, there are some questions you should
have answered. Namely, you need to
determine how the property wound up in
foreclosure. Is it as simple as the previous
owner was in over their head, or is some-
thing wrong with the property? Also, ask if
there are any inspection reports and
whether the bank is willing to make any
repairs.
There are some things you need to

know about purchasing REO properties.
Keep your offer simple and reasonable.
Request an appraisal. REOs are generally
sold “as is,” but any offer should include an
inspection contingency period. This allows
you to terminate the sale if unforeseen
problems are revealed after the inspection.
Prospect Mortgage is one of the indus-

try’s leading organizations in the marketing
and financing of REO properties. We see
the entire picture and place our focus on
the details that are necessary to assist
borrowers and Real Estate Agents in
placing offers on REO properties.
We are one of the largest independent

residential retail mortgage lenders in the
United States, backed by Sterling Capital
Partners, a leading private equity firm with
approximately $4 billion of assets under
management. Headquartered in Sherman
Oaks, Prospect Mortgage is a leading
lender offering a full range of quality home
loans, including FHA andVA, convention-
al, jumbo and super jumbo, renovation
loans and more.

Mark Szczepaniak is Chief Financial
Officer for Prospect Mortgage. To learn
more about purchasing an REO property,
contact Branch Manager Hovik Shahinian
at (818) 742 -3016 or email him at
Hovik.Shahinian@prospectmtg.com.

The Advantages of
Buying an REO Property

Please see page 34
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Congratulations to all the nominees
for the 2011 CFO Awards

Mike Alfred, PTI Technologies
John Anderson, Jacoby Limousine Service
Sandee Andrews, Andrews Powder Coating
Melissa Berninger, Allied International
Fred Boyer, DataDirect Networks
Jim Brill, On Assignment, Inc
Coralie Calvet-Lewis, The Coffee Bean
& Tea Leaf

Vicky Castillo, Villa Esperanza Services
Helen Chien, Prestige Medical
Steve Coker, Manchester Financial
Russell Dean, KSL Media
George Delyannis, Pacific Federal
Edward Frank, TWC Aviation
Scott Gillis, AIG Retirement Services, Inc
Keith Granirer, Contemporary Services Corp
Alan Hill, Jones Trading
Lynne Hiortdahl, Neighborhood Legal
Services of LA County

Rachel Howitt, NAI Capital
Thomas Jacobsmeyer, Los Angeles
Valley College

Pamela Kessler, LTC Properties, Inc
Tsolak Khatcherian, Karoun Dairies, Inc
Jikun Kim, AeroVironment
Chris King, MRV Communications
Glenda Klein, First Rate Financial Group
Sally Knutson, Cast & Crew
Janet Koller, Chaminade College Preparatory
Lynn Kornmann, Dilbeck Realtors
Fred Krupica, Legal Zoom
Bernie LaFianza, Penny Lane

Ross Landsbaum, ReachLocal
Charlene Lee, CHUBB, a UTC Business Unit
Carl McCraven, Hillview Mental Health Center
Elizabeth McGraw, McGraw & Yokas LLC
John McGreevy, Key Information Systems, Inc
Selam Meharena, Project GRAD Los Angeles
Keith Mitchell, Dole Fresh Fruit
Phil Motherspaw, Valley Village
Frank Mullens, Marketing Innovations
International, Inc

Kevin Murray, Peak Performance
Lori Nichols, Wexler Video
Sara O’Conlon, Child Development
Resources of Ventura County, Inc

Valerie Pryor, Castaic Lake Water Agency
Glenn Purcell, Cobalt Construction Company
Gary Puterman, National Positions
Clare Resnick, Warner Pacific Insurance
Peter Rivera, Shamrock Capital Advisors
Devra Shapiro, IPC The Hospitalist Company
Deborah Shapiro, Perfecto Staffing Company
Keith Smith, Interamerican Motor Corporation
George Stroesenreuther, Senior Systems
Mark Szczepaniak, Prospect Mortgage
Diane Thorsell, New Horizons
Russ Whittenburg, Forest Lawn Memorial
Parks & Mortuaries

John Woolard, uSamp
Daniel Yukelson, Premiere Radio Networks, Inc
Dan Zeddy, Anthony International
Jose Zepeda, El Aviso Magazine

San Fernando Valley Business Journal • 21600 Oxnard St., Suite 250, Woodland Hills, CA 91367 • 1-818-676-1750 • www.sfvbj.com
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A D V E R T I S E M E N T

WOODBURY UNIVERSITY. 
A SOUTHERN CALIFORNIA TRADITION FOR OVER 125 YEARS

Known for its distinguished role in meeting the 
educational needs of Southern California since 1884, 
today Woodbury University is an institution focused on 
a future of continued success.

Woodbury is a destination for students from all walks 
of life who share the same ambition: the best education 
possible on the front edge of creativity and invention. 
 
STUDENTS AND FACULTY

Woodbury’s more than 1,500 students represent the 
cultural diversity of Southern California. These students 
also symbolize the American dream of education and 
hard work-more than 70 percent of Woodbury students 
are the first members of their families to attend college 
and 85 percent of Woodbury students work to help 
pay for school. Students benefit from small classes and 
ready access to professors, with an average class size 
of 15 students. Students learn from a combination 
of full-time and part-time faculty. This mix of highly 
credentialed, academically trained professors and “real 
life” professionals with advanced degrees gives students 
the best of both worlds. 
 
COMMITMENT TO ACADEMIC QUALITY

Woodbury was founded in 1884 by entrepreneur and 
education pioneer F.C. Woodbury. Since 1996, Dr. 
Kenneth R. Nielsen has served the University as its 
12th President and continues to lead Woodbury to 
new levels of excellence. One very public commitment 
to academic excellence is accreditation. Woodbury 
School of Business is accredited by the Association of 
Collegiate Business Schools and Programs (ACBSP). 
The school of architecture is accredited by the National 
Architecture Accrediting Board (NAAB). Pursuit of these 
accreditation awards represents another step toward 
reinforcing academic excellence.  

Woodbury is also accredited by the Western Association 
of Schools and Colleges (WASC), the organization that 
has been accrediting the university since 1961. 
 
ALUMNI

Woodbury University has educated more than 75,000 
alumni. Three-quarters of its graduates have resided 
in Southern California, but Woodbury alumni can be 
found in all 50 states and in 49 countries. Notable 
alumni have built businesses both large and small, 
built magazines, established accounting firms, become 
noted fashion designers for the movies and television, 
amassed fortunes, won design competitions, held public 
office, led non-profit organizations and much more. 
 
CAMPUSES

Woodbury students attend class on a 22-acre residential 
campus nestled at the foot of the Verdugo Hills in 
Burbank, adjacent to the City of Los Angeles. A San 
Diego campus offers the third, fourth and fifth years of 
the architecture studies program. Additional off-campus 
sites are located in Hollywood and at the Los Angeles 
County Sheriff’s Headquarters. 
 
For more information about Woodbury University, 
please visit www.woodbury.edu



32 May 23, 2011 SAN FERNANDO VALLEY BUSINESS JOURNAL



34 May 23, 2011 AN ADVERTISING SUPPLEMENT TO THE SAN FERNANDO VALLEY BUSINESS JOURNAL

THE VALLEY’S TOP CHIEF FINANCIAL OFFICERS

By Stuart L. Jaffe, CPA

It was Benjamin Franklin who wrote,
“In this world nothing can be said to be
certain, except death and taxes.”
One wonders how this founding father

would feel about our current tax environ-
ment, in which there seems to be no
certainty or clarity as to the direction our
income tax laws are heading. Economists,
politicians and pundits of varying degrees
are all over the airwaves (and internet
streams) offering their suggestions and
opinions regarding ways to simplify, make
more equitable, or otherwise correct our
tax laws to help our economy grow and
provide jobs, among other prudent fiscal
objectives.

So, what is going to change, and when
will these changes occur? That’s a
question which no one can reasonably be
expected to answer. But, we can take a
look at recent proposals and suggestions to
at least get a flavor for what changes may
be in store for American businesses in the
not-too-distant future.

Last year, United States Senators Ron
Wyden (D-Oregon) and Judd Gregg (R-
New Hampshire) formulated The Bipartisan
Tax Fairness and Simplification Act of 2010,
which contained numerous proposals
aimed towards one of the Act’s stated goals
of “responsible tax-relief to the middle
class, growth opportunities for American
business to create jobs and compete
globally and incentives for retirement
savings and investment.”

Sample business-related provisions of
this Act (which was not enacted) included
the following:

• Reducing the top corporate tax rate

and replacing the remaining corporate tax
rates with a single flat rate of 24 percent.

• Allowing all small businesses, defined
as those with gross receipts of up to
$1 million, to expense all equipment and
inventory costs in a single tax year.

• Creating a new 35 percent exclusion
and a progressive tax rate structure for divi-
dend and long-term capital gains income.

• Eliminating incentives for companies
to export jobs and keep foreign earnings
overseas by repealing rules allowing them
to defer taxes on foreign income.

More recently, on May 4, 2011, Senate
Finance Committee Chairman Max Baucus
(D-Montana) stated that taxing large
pass-through entities (such as S corpora-
tions, partnerships and certain LLCs) may
be a necessary part of any corporate tax
reform effort.

Use of pass-through entities as small
business ownership vehicles has proliferat-
ed in recent decades. Baucus indicated in
his remarks that this proliferation has led
some in the tax legislative community to
lobby for taxing pass-through entities as
corporations after they earn in excess of a
certain amount of income, and while he
did not take a position on this matter he
indicated that it may be worth considering.

Lastly, on May 7, 2011, theWall Street

Journal reported that Obama administration
officials are preparing a business-tax over-
haul that would, among other things, cut
corporate tax rates significantly

As both tax planners and business
advisors, CPAs are advocates for our
clients, many of which seek to minimize
income tax exposure while working within
the framework of our complex income tax
laws and regulations. The current climate
of uncertainty makes that task more chal-
lenging and requires us to be more vigilant

observers of current events affecting tax
policy which may
impact our clients’
business strategies.

Stuart L. Jaffe,
CPA, is managing
partner of Kirsch,
Kohn & Bridge, LLP,
an Encino-based
CPA firm.

Business Tax Planning - Hampered by Legislative Uncertainty

Strategic Long-Term Look

premium, but it’s also ultimately less
annual out of pocket.

As one of the company’s main strate-
gists, it’s important to stay abreast and have
in-depth conversations about this world.
The Medical Loss Ratio (MLR) on these
plans tends to run much more profitably
due to the high deductible. The bottom
line is, with Health Care Reform pushing
MLR’s into the conversation about future
planning, it’s important to examine the pos-
itives of these plans, rather than assume the
high deductible will be too intimidating.

Studies have shown that education is
actually the greatest driver of positive
sentiments about your benefits program.
As an agency, we have overseen not just
adding the HSA to the offering, but doing a
wholesale replacement so it’s the only
option, and we have done so for groups as
sophisticated as Hedge Fund Managers and
as blue collar as building maintenance
workers. In all cases, what’s proven by an

active and engaging education system is
that the benefits of a plan like this can be
grasped and even welcomed.

With an economy pushing the CFO role
into a more and more active place and
Health Care Reform making us all take a
hard look at the way America receives
Health Care, maybe it’s time to look at
these plans. With Health Care Reform, all
Non-Grandfathered plans will have free
preventive care, but these also have a low
out of pocket maximum should it be a
tough year, and in the cases where
members gets a couple of bucks from the
employer to buy the odd antibiotic here
and there, they can make even more sense.

Tobias Kennedy is the Vice President of
Account Sales & Service for Danone Simp-
son Insurance Services LLC, DBA: Montage
Insurance Solutions. He has years of
experience in successfully implementing
strategies like this and many others. For
more information, or to contact Tobias,
email him at: toby@montageinsurance.com

Continued from page 28



Under the pre-1980s “traditional”
advertising agency model, media
was often viewed as a cost center

and essentially “given away” as some-
thing the agencies did as part of a full-
service relationship with clients. Media
visionaries understood that if done right,
planning and buying services can be
quite profitable when unbundled from
creative services.

Early innovators like SFM Media (now
part of Havas) andWestern International
Media (now Initiative Media) proved that
independent media agencies could be suc-
cessful, but it was the emergence of cable
and syndicated television in the 1980s that
led to the boom that continues today. New
channels exploded the media marketplace;

creating a fragmented environment where
the ability for a large creative agency to
reach a specific media target in one broad
stroke became substantially diminished.
Single media executions became less
effective and media “specialists” became
increasingly more important.

Recognizing this opportunity, Kal
Liebowitz founded KSL Media in 1981, as
one of the first “unbundled” independent
media agencies to offer media planning
and buying services separate from creative
services. Today, it remains a privately
owned, media-driven marketing services
organization with approximately 110+
employees. Weighing in with $625 mil-
lion+ in annual billings in 2010, it is the
second largest independent media services

company in America, with offices in New
York and Los Angeles.

KSL is dedicated to serving entrepre-
neurial clients, sometimes called
“challenger brands,” who share a zeal for
taking on and beating “the big guys.” It is
the company’s mission to help these
mid-market clients find and retain their
most valuable customers through advanced
customer and media analytics that reveal a
customer’s 24 hour media consumption
patterns. Today, the average consumer may
experience KSL’s client messaging efforts on
TV or radio, in print publications, on
billboards, in their mailbox or via any of
the many digital/viral/social media avenues
that they deem appropriate to the
campaign, based on their comprehensive

research methods.
The emergence of the Internet as a

viable advertising platform in the late
1990s, and the birth of satellite radio
(2002), social media (2007), and mobile
advertising (2010) have added complexities
to the media marketplace. Meanwhile, the
adoption of content streamed across
multiple devices (i.e., TV, computers and
smart phones) underscores the need for
media specialists who understand how to
reach across platforms to target increasing-
ly hard-to-reach audiences that are moving
away from traditional media channels.

Keeping pace with new media and new
technology is the key to the future. To be
effective, today’s independents must make
diverse investments across all media
channels and various analytical tools,
including a strong and growing percentage
in digital and third screen mobile media.

In particular, advanced tracking and
analytics tools like mosaic, Simmons,
Dukky, Experian are among those utilized
by firms such as KSL to help their clients
across numerous industries, from
electronics to finance, to better target and
service their own customers.

For more information, contact Hank
Cohen at 818-461-5200 or visit www.ksl-
media.com.

INSURANCE INDUSTRY

Advertise your insurance products and services in these popular issues to help
grow your business and position your company as an insurance industry leader

Important Advertising Opportunities

Date Issue Focus
JUN 6 SPECIAL INSURANCE SECTION
Jun 20 15Years of Business Excellence
Jul 4 IT Consulting
Aug 1 Accounting Firms
Sep 26 Family Owned Businesses
Oct 24 Valley’s Trusted Advisors
Nov 21 Fast Growing Private Companies
Dec 19 Profitable Public Companies
Dec 26 BOOK OF LISTS

2011 Advertising Campaign

To view the full editorial
calendar and to request a
customized marketing plan,

please contact:

Victoria Brown
21600 Oxnard Street, Ste. 250
Woodland Hills, CA 91367

(818) 676-1750 voice
(818) 676-1747 fax
vbrown@sfvbj.com

Our Subscribers Are Your Customers:
• 34% of subscribers influence the purchase of

property, casualty and liability insurance products
• 39% of subscribers influence the purchase of

employee health benefit programs
• 88% of subscribers make purchasing decisions for

their companies
• Average net worth of a subscriber is $3.12 million
• 35% of subscribers have more than 100 employees

Book of Lists:
The Book of Lists is published once each year and has
a shelf-life of 12 months. Subscribers turn ot the Book
of Lists an average of six times per year. The 2012
Book of Lists publishes on December 26th

2011 Special Events:
Several special events will be of interest to insurance
industry professionals
• 15th Anniversary Awards - June 8th
• Family Business Awards - September 14th
• Valley’s Trusted Advisors - October 12th

These special events are well attended and offer an
opportunity to meet face-to-face with potential clients.
And, this year’s Valley’s Trusted Advisors will honor 10
accountants, 10 attorneys, 10 financial services profes-
sionals and 10 insurance professionals. Visit our web-
site at www.sfvbj.com and click on the “events” tab for
more information and to submit a nomination
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The Evolution of Media Buying: A 30-Year Perspective

The accounting history timeline
presented below is a general
overview of larger events which have

all contributed to modern day accounting.

History of Accounting Timeline
2500 B.C. - Historical accounting

records have been found in ancient civiliza-
tions like the Egyptian, Roman, and Greek
Empires as well as ancient Arabia. Back
then accounting records were kept by rulers
for taxing and spending on public works.

1000 B.C. - The Phoenicians created an
alphabet with accounting so that they were
not cheated through trades with ancient
Egyptians.

500 B.C. - Egyptians carried on with
accounting records and even invented the
first bead and wire abacus.

423 B.C. - The auditing profession was born
to double check storehouses as to what
came in and out the door. The reports that
were taken by these accountants were
given orally hence the name “auditor.”

1200 - 1493 - The first requirement for
businesses to keep accounting records
spread across many of the Italian Republics
in the 13th century. These records were
mainly taken to keep track of the day to day
transactions and credit accounts with other
businesses.

1494 - Luca Pacioli, the father of account-
ing, writes his famous paper “Everything
about Arithmetic, Geometry, and Propor-
tion.” He revealed that several merchants
kept books of debits which means “he
owes” as well as credits which means “he
trusts.” With this early double entry
accounting system merchants were able to
maintain records so that they could
improve the efficiency of their businesses.

A Finance Timeline:
Early Milestones
in Accounting



By Frances Moreno

As economic indicators demonstrate
cautious recovery and experts pre-
dict slow, steady improvement, no

one is more at the heart of the economic
twists and turns of the marketplace than a
chief financial officer (CFO). Because
Vaco specializes in recruitment of finance
professionals as consultants and for full-
time positions, Vaco partners have the
privilege of working with some of L.A.’s
leading CFOs. Consequently, when we
wanted to know how companies are
responding to and recovering from the
economic downturn, we asked some of
our clients. We received timely and inter-
esting feedback from several executives,
representing nonprofit, privately held and
publicly traded companies. No matter
what industry (high-tech, manufacturing,
or services in our sample) and regardless
of the structure or ownership of the
organization, all executives shared some
common threads. They want the right
team in place and are looking for oppor-
tunities both internal and external to their
businesses to capitalize on anticipated
growth. In this article we will highlight
the perspectives they offered us as they
assess the current market environment.

Responses varied when asked what
posed the biggest concern for CFOs as the
economy begins to rebound. One CFO of
a publicly traded high-tech company noted
a big concern was increasing regulation
and taxes and their impact on business. He
added that his company would need to
look offshore to sustain their growth, but
that strategy brings added concerns of its
own. The CFO of a non-profit organization
advised that his time was largely focused
on budgeting and forecasting. He shared
that expansion is predicated on economic
growth and they originally predicted a
modest, stable recovery, but are finding
some increases ahead of expectation. Their
entity is striving to be “cautiously opti-
mistic,” but not overreach in anticipation of
increases that may not be sustainable.
Interestingly, the final respondent, a CFO of
a privately held global manufacturing
company, finds the greatest challenge is to
ensure that the entire organization is
centered on the customer without having
departments become too inwardly focused.
He’s concerned about the amount of work
for too few “go to” people. Finding and
creating “go to” people to handle the
challenges was indeed a challenge for
everyone. One executive said finding
qualified and motivated personnel will be
a greater challenge ahead due to the
declining state of U.S. education.

All three executives were at least
cautiously optimistic. Among the greatest
opportunities noted by CFOs included the
further impact of technology on the reduc-
tion of business costs and the opportunity
to find good people now that key person-
nel are more willing to “take a risk” by
changing employers. "Customers are
buying again," added the manufacturing
executive. It became evident in hearing the
various viewpoints that those who planned
well during the downturn are in a position
to take advantage of the resurgence and

hire more people now to further their
position for growth.

“If a company has solid cash flow and is
doing well, there are phenomenal opportu-
nities to get cash for M&A and expansion.
Term loans and convertible debt offerings
are available,” stated one CFO at a high
tech company. For these reasons, he felt his
company was well positioned and has
already made an acquisition this year and
may be looking for others.

Looking at a community-based
approach, the non-profit CFO sees an
opportunity to carry out his philanthropic
mission amid the reduction in money avail-
able in the state budget. "We can make a
bigger impact on the recipient community
organizations and take advantage of this

time to create more social good," he said.
"The recovery has happened more rapidly
than I initially expected. It’s been moderate
and steady. I still have concerns about the
unemployment rate and fuel and
commodity costs, so as a nation, we have
to address those issues, but in our business,
I see steady improvement.”

Finally, an important and seemingly
common sentiment was expressed by this
statement, “Finance departments need to
continue to find ways to support their
organizations while maintaining a high
degree of integrity and discipline around
processes and protection of assets. All
these things have to exist to foster the
organization as a whole. It’s hard and it
takes work.”

As this last statement summarizes,
guiding organizations through the threats
of an economic downturn is a challenge.
All of these CFOs agree that the economy
is presenting opportunities despite the
challenges, and with the right expertise, a
solid team and hard work, businesses in
L.A. will succeed and capitalize on
opportunities to grow.

Frances Moreno is managing partner of
VACO Los Angeles LLC, a Los Angeles-
based resource company specializing in
contract and direct hire resources for
accounting, finance, tax, audit and technol-
ogy professionals. More information on
VACO can be found at www.vaco.com/
los-angeles or by calling (310) 693-0490.

VICA is pleased to announce the newest inductees
into the 

San Fernando Valley Business Hall of Fame
presented by Wells Fargo and Thomas Properties Group

Join VICA as we honor these community leaders!

Call 818.817.0545 or visit www.vica.com for more information
Sponsorships available!

Thursday, June 9
6-9:30 p.m.

Sheraton Universal Hotel
333 Universal Hollywood Dr.

Universal City
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