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• 3 Tracks

• 1.2 Mile Motorcross Track built by 
   the “World Famous” Dream Traxx

• Side-by-Side Off Road Track

• Junior Track

• 4 Miles of Trails for Test Drives

• Full Service Restaurant and Bar  

    

• In and Out Storage Service

• Massive New and Used Inventory

• Season Passes Available

5001 PARK CIRCLE DRIVE, KALAMAZOO, MI 49048
(located in Midlink Business Park)

Emerging leaders 
can enjoy breakfast 
with their peers and 

experience an 
executive panel like 

no other.

Big breakfast. 
Big ideas.

Register for one breakfast or the entire series 
at catalystuniversity.me/programs

PRESIDENT
GREENLEAF TRUST

Tuesday, June 27
7:30 am to 9:00 am

Kalamazoo Country Club
1609 Whites Road

Kalamazoo, Michigan 49008

COUNCIL & CHAMBER

$25
NON-CONTRIBUTORS

$50

Michael Odar

SERIES SPONSOR POWERED BY

MAKE YOUR

COUNT.
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Michigan: Kalamazoo, Casnovia, 
Grass Lake, Jackson, Mattawan,  

Okemos, Portland, Rockford and Sparta

Florida: Orlando and Sarasota

877.381.3570 
keyseragency.com 

COMMERCIAL INSURANCE 
PERSONAL INSURANCE
EMPLOYEE BENEFITS

We continue to 
provide you with 

the power of more! 
More insurance carriers, 

more expanded services 
across multiple locations and 

our 24.7.365 advocate service.

   where security and freedom meet

2017 IMPACT SERIES
Plan now to attend our 2017 Employee Benefits Impact Series – webinars and 
seminars designed to inspire and educate high impact HR.

 MAY HIGH IMPACT HR 
 JUNE ENGAGING YOUR PART-TIME WORKFORCE 
 AUGUST VOLUNTARY BENEFITS TRENDS 
 OCTOBER HUMAN RESOURCES FOR HEALTHCARE

Interested? REGISTER AT: www.keyserimpactseries.com
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Our hope is that the readers of 269 MAGAZINE will become active participants  
in the world around them and join our mission to make Southwest Michigan  

the place to make a home, go to work, and bring dreams to reality.

There’s nothing small about small  
business in Southwes t Michigan. 

Here’s a sampling  
of our favorites.

The Golden Needle 
Tailor Shop in Kalamazoo 
always delivers, whether it 
is stitching alterations on 
a new suit, an emergency 
repair of a tear, or letting 

out of a waistband.

Perennial Accents in  
St. Joseph offers the hottest 
trends in kitchen products 

if I’m looking to dish up the 
perfect gift or spice up my 

culinary collection.

Big T in Lawton is a 
crazy, busy, and fun place. 

It’s off the beaten path, with 
great food (an occasional 

frog leg or two), and a beer 
list that goes on and on.

My wife and I always love 
the fantastic meals and 

elite service at any of the 
Millennium Restaurant 

Group establishments. 

Water Street Coffee 
Joint Oakland in 

Kalamazoo is a great place 
to relax with a latte and  

a creative project.

The Kalamazoo location 
of Gazelle Sports offers 
the best service and shoe 

fitters in town!
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Do You LOOK FORWARD

M O NDAY MORNI NGS ?

We’re looking for you.
We want everyone to know why where you work is 
wonderful. And we’ll tell them! 269 MAGAZINETM will be 
featuring the Wonderful Workplaces of Southwest Michigan 
in the pages of its November/December 2017 issue.

www.269mag.com/wonderful-workplaces
SUBMIT YOUR WORKPLACE By september 8, 2017 AT

to
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Sunshine and Lemonade
IT’S SUMMERTIME! BE On the lookout for young entrepreneurs

BY  
HEATHER BAKER 
EDITOR IN CHIEF

EDITORIAL

Photo  
lewkmiller (istock)

oon the school 
bell will ring 
for the last 
time (or the 

last exam will 

be turned in) 

signifying the 

official start of 

summer for students ranging in age 

from preschool to college. When it 

does, be on the lookout for budding 

young entrepreneurs out and about 

in your neighborhood.

Much like the character Lucy in 

the Peanuts comic strip who opens 

a booth to share her psychiatric 

“opinions” for five cents with others 

in her cartoon neighborhood, 

the entrepreneurial spirit starts 

early in some. Indeed, time off 

of school during summer months 

offers fertile opportunity for the 

seeds of entrepreneurism to be 

planted, bolstered too by the 

well-intentioned edicts of parents 

to their children to earn some 

spending money with the threat of 

withholding movie or gas money.

What should you look for? 

Lemonade stand owners positioned 

streetside. Lawn mowers cutting 

fresh lanes of grass. Babysitters 

leading lines of little ones to the 

playground. And painters brushing 

fresh coats of paint onto fence posts 

and front doors. 

That entrepreneurial spirit can 

manifest itself later in the invention 

of new products like widgets and 

gizmos, or making things from 

scratch. For others, it centers 

on offering specialized services 

around personal skill sets like web 

design, app development, catering, 

or landscaping. 

The card table and chair anchoring 

that lemonade stand on the corner 

can be the start of building 

important skills vital to the success 

of entrepreneurs and small-business 

owners in later stages of life. Beyond 

the pitcher of lemonade, the young 

entrepreneur is building:

Communication Skills  

Good conversation builds a 

returning customer base.

Ambition  

More sales equal success which,  

in turn, feeds an internal craving 

for more sales.

 

Work ethic 

Squeezing lemons isn’t easy.  

The tough task builds stamina  

for hard work.

Responsibility 

If you do a good job, you won’t let 

customers down.

Marketing skills 
You have to get creative to  

attract customers. 

Collaboration 

Teaming up with others teaches 

you how to pool resources to 

accomplish tasks.

Strategy 

Setting goals and working toward 

them develops operational tactics. 

Discipline 

Lemonade stand owners can’t run 

off with friends to jump in the pool, 

missing potential sales.

Leadership 

When a customer pulls up (either 

by car or bike), someone has to 

stand up and take the order.

Planning 

Five lemons? Twelve? Or twenty? 

It takes some foresight to plan the 

grocery list.   

Organization 

You need to find the perfect spot, 

build the stand, design your sign, and 

make the lemonade. It’s a lot to juggle.

Confidence 
If at first you don’t succeed, then 

try, try again. Not every passerby 

translates into a sale. It takes a brave 

soul to keep hawking the goods.

Financial Skills 
The hard lesson of economics 

becomes apparent if you end up 

buying more lemons than selling 

glasses of lemonade. 

Entrepreneurial Spirit 
Awakened by customer “thank-yous” 

and compliments, the entrepreneur 

becomes driven to look for new ways 

to increase business.

So, instead of blowing by that 

lemonade stand on the way home, 

pull over and grab a cold (and legal) 

one for the ride home. You just might 

be starting the career of the next Bill 

Gates, Steve Jobs, or Joy Mangano.

Read On,

Tell us about your entrepreneurship 
@269Mag with #MyLemonadeStand!
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Subscribe now!
269 magazine is a regional 
publication covering what makes 
southwest michigan unique.

Inside 269 magazine is content 
that builds UP OUR REGION and 
strengthens our voice.

269mag.com/subscribe
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Properly administered, a Family Trust
safeguards your most valuable asset:

FAMILY TRUST.
It’s understandable why tightly knit families rely on Greenleaf Trust to 

keep things in good order from one generation to the next. With family offi  ce 
and personal trust divisions, a legal charter that ensures our independence 

in perpetuity, and the stability enabled by nearly $9B in assets under 
advisement, we capably accommodate all sides without taking them. 

Trust is in our name for a reason; for the good of your family, 
please allow us to earn yours.



MAY/JUN 2017 269MAG.COM 9

What services are or should be available in 
Southwest Michigan to support entrepreneurial 
startups and small businesses?
Use your voice @269mag with # Communit ycomment

Jamie Headley 
Business Solutions Manager  

Michigan Manufacturing Technology Center

Community Comment

As a business solutions manager  
working with small to midsize companies, 
I ASK OUR CLIENTS: “What keeps you up at night?” 

A consistent answer is their ability to market their 

business successfully. Many start-ups and small 

businesses have a great product or service but do 

not have the budget to effectively reach markets 

they need in order to grow. With social media 

and the internet, there are a lot of free or low-cost 

marketing tactics available, but understanding 

what tools, old or new, are best for a specific type 

of business can be challenging or even confusing. 

Assisting manufacturers with such marketing 

challenges is one of many ways the center can 

help Michigan companies grow and prosper.

THERE ARE A NUMBER OF GREAT RESOURCES  
for entrepreneurs in southwest michigan, 
and, in particular, at Western Michigan University. 

At the Haworth College of Business, we have  

recently added a major and a minor in 

Entrepreneurship for students planning to run 

their own business. We also operate Starting Gate, 

a business accelerator that provides students 

with resources to help develop their startup 

companies. In addition, every year we sponsor the 

Pitch Competition in which students develop and 

present a short presentation about a new product 

or company idea to business experts for their 

feedback. Also, the college hosts a regional office of 

the Michigan Small Business Development Center 

(SBDC) that provides consulting, training, and 

research for new and small-business ventures.

Steve Newell  
Interim Associate Dean and Professor of Marketing  

Western Michigan University  
Haworth College of Business
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The region offers a comprehensive 
economic infrastructure for developing 
organizations.  Its strategic location, 

academic strength with multiple public and 

private colleges and universities (including a 

medical school), workforce availability, and 

organizations committed to maintaining a solid 

economic environment make this community  

an ideal setting for businesses.  

However, to sustain this synergistic economic 

climate, it is essential that emerging or fledgling 

businesses have the opportunity to prove that 

they can, within this positive climate, overcome 

challenges and become successful corporate citizens. 

The community needs to nurture its developing and 

at-risk businesses to assure that it has a solid,  

diverse economic base that can effectively nourish  

its members in good times and bad. 

Over the years of mentoring, as a SCORE 

mentor, I have seen two things that are consistent 

challenges for potential new startup organizations 

and growing organizations: (1) resources, 

including funding and professional expertise, 

 and (2) knowledge of business support available.  

This means that the community must willingly 

partner with its constituent organizations to 

create a network of mutual support. In fact,  

our community’s future depends on the ability of 

our local organizations to grow, be competitive 

yet collaborative, and change with the times.

Debi Howe  
SCORE Certified Mentor  

SCORE Kalamazoo
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I
“I Googled things I could make with my hands and came 

across candle-making randomly,” McFarlin recalled. 

He spent the next two days immersed in online message 

boards, then went to a craft store and purchased some basic 

supplies. At home, he proceeded to craft what he remembers 

as “some pretty terrible candles.” 

But he kept at it. The Western Michigan University 

graduate in music (tuba performance) said he enjoyed 

learning the process of making candles. “It was similar 

to practicing music, where you spend four or five hours a 

day alone in a room, and you work on things nobody in 

the audience will ever hear. I found that same creativity, 

the same attention to detail, in candle-making.”

On October 6, 2013, McFarlin took a few completed 

candles to Handmade Kalamazoo on West Vine Street. 

He knew the owner, who said she was willing to put his 

samples up for sale. 

That first day, one of his candles sold. Kalamazoo Candle 

Company was in business. 

By Christmas 2013, McFarlin had products for sale in 

five stores. A year later, his candles were available in 

18 brick-and-mortar outlets. McFarlin quit his day job 

in September 2016 to devote all his time to Kalamazoo 

Candle Company, and he moved his business into an 

1,800-square-foot studio in the Park Trades Center. 

Today, McFarlin said his products are in 105 stores; he 

hopes to be in 150 by Thanksgiving—right after his 

company’s five-year anniversary. 

As a start-up entrepreneur, McFarlin is among a vital 

segment of the regional and state economies. Successful 

startups grow into second-stage companies, some of which 

evolve into industrial juggernauts like Kellogg’s, Stryker, 

and Whirlpool. 

n the fall of 2013, Adam McFarlin was working full time at ONEplace at the 
Kalamazoo Public Library, a management support organization that offers 
resources and services to nonprofit organizations in Kalamazoo County.  

He was also a competitive powerlifter. But he could feel himself getting bored.  

Don’t get so tied to goals that 
you miss opportunities. It’s 
easy to get lost in the weeds 
of running a business. ”

“

MAY/JUN 2017 269MAG.COM 11
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Long before they reach the 

commercial stratosphere, however, 

many challenges and hurdles confront 

startup entrepreneurs: capital, 

location, talent, and community 

support. In fact, according to Business 

Employment Dynamics from the U.S. 

Bureau of Labor Statistics, somewhere 

between half and 90 percent of all 

startup companies fail within the first 

five years. 

Statistically, entrepreneurship 

nationwide and in Michigan is in a 

state of flux, mostly rebounding after 

the recession of the late 2000s. As 

start-ups are one way to measure 

entrepreneurship, according to the 

federal Bureau of Labor Statistics, 

the number of jobs created by 

establishments less than one year old is 

about where it was in 2005 (679,000) 

after dropping to 560,000 in 2010. 

Michigan hasn’t quite recovered after 

the recession. Business startups in the 

state peaked at 36,409 in 2005 prior 

to the recession, then fell to a nadir of 

22,283 in 2011. Since then, the number 

of opening establishments in Michigan 

has grown again to 28,868 in 2016—

not quite prerecession numbers. 

A state of entrepreneurs
Small companies remain vital to the 

state’s economy. According to a 2015 

report by the U.S. Small Business 

Administration (SBA), there were 

856,352 small businesses operating 

in Michigan, representing 98 percent 

of all Michigan companies and 50 

percent of all Michigan’s employees. 

Small businesses also account for 

89 percent of the state’s exports—

or 21 percent of Michigan’s total 

known export value.

The Small Business Association 

of Michigan (SBAM) represents 

and advocates for 25,000 small 

companies across the state with 

fewer than 500 employees. “Fifteen 

years ago, we were sitting around and 

asking ourselves, ‘What should be 

the high-level, Big Hairy Audacious 

Goal?’” recalls Rob Fowler, SBAM 

president and CEO. “We decided 

that Michigan would become one 

of the top five states nationally 

in entrepreneurship. A hundred 

years ago, Michigan was a leader in 

entrepreneurship during the era of 

Ford, Kellogg, and Dow. We asked, 

‘What would it take to get back to 

that spot?’”

To measure progress, SBAM and 

its affiliate organization, MiQuest, 

developed a scorecard that rated 

Michigan’s entrepreneurial ecosystem 

against the other states. On April 11, 

2017, MiQuest released its 13th annual 

Michigan Entrepreneurial Score Card. 

As a state, Michigan performs 

well in some areas but falls short 

in others. “We have long held a 

leadership position in research and 

development conducted in our state,” 

Fowler said. “We’re No. 4 in the 

country in industry R&D, and No. 

5 in university R&D. In patents per 

worker, we rank No. 8 in the country, 

and we’re No. 2 in the number of 

physical and engineering workers.” 

Nationally, Michigan ranks 
16th in entrepreneurial 
climate, 32nd in vitality, 
and 46th in change. ”

““
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The Score Card emphasizes three 

areas of entrepreneurship:

Climate: The factors that support 

the entrepreneurial economy.

Change: The direction and 

momentum of growth in the 

entrepreneurial economy.

Vitality: The level of entrepreneurial 

activity relative to that in other states.

Nationally, Michigan ranks 16th in 

entrepreneurial climate, 32nd in 

vitality, and 46th in change. 

Fowler thinks these numbers tell 

a more positive story than they 

seem to. “This year we’re 46th in 

entrepreneurial change, but even 

this is not a bad sign,” he said. “It’s 

happening in Michigan and across 

the Midwest, a real slowdown of 

new business starts.” In addition, 

“This year we’re ranked 16th in 

entrepreneurial climate; when we 

first started we were 48th. The growth 

of our existing companies is pretty 

phenomenal. When it comes to the 

increase in high-performance firms, 

growing firms—we rank 19th, but in 

2005 we were 15 points lower, 34th.”

Maybe those rankings are cause for 

optimism, but everyone agrees much 

work remains to be done. 

A signature industry
To move the dials, some speculate 

that perhaps West and Southwest 

Michigan could benefit from 

establishing a “tagline” or signature 

industry for startups. 

Michael Jandernoa, retired CEO 

of Perrigo Company, muses about 

the prospect of developing a “life 

science corridor” and providing early-

stage capital funds for companies in 

medical technology and science. 

“That’s probably our signature 

industry,” Jandernoa said. “They’ve 

raised the most money in the life 

science area at places like Metabolic 

Solutions (Development Company), 

ProNAi (now known as Sierra 

Technology), Tetra (Discovery 

Partners), and Octeta (now named 

Cirius Therapeutics)—companies like 

that have probably the biggest dollars 

raised in the community. There are 

more opportunities along the medical 

device area as well as participating 

with companies like Stryker, and we 

have a number of medical device 

manufacturers in the community.”

A couple of years before SBAM and 

MiQuest devised the Entrepreneurial 

Score Card, Jandernoa stepped down 

after 22 years as CEO of Perrigo. He 

turned his attention to the region’s 

entrepreneurial needs, founding Grand 

Angels, a Michigan and Midwest 

investment organization. “I had so 

many people come to me asking for help 

to fund their businesses. There was just 

not enough time to do due diligence for 

all the people knocking on my door. We 

didn’t have an ecosystem for capital, 

let alone for mentoring or coaching or 

trying to help develop that.”

Other areas of economic strength in 

the region include agriculture and 

automotive technology. “Those are other 

segments we can plug into and I think 

have potential to take entrepreneurship 

to another level,” Jandernoa said. “We’re 

making progress in West Michigan, but 

we have a long way to go.”

Jandernoa also now leads 42 North 

Partners, a Grand Rapids-based 

For technology entrepreneurs, 
the world we live in is squishy.  
It’s kind of hypothetical.  
We’re betting on ideas.”

““
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investment group supporting 

the entrepreneurial community, 

and Jandernoa Entrepreneurial 

Mentoring with services targeted 

toward developing effective business 

leadership in West Michigan.

Help for entrepreneurs

McFarlin launched Kalamazoo Candle 

Company with $3,000 of his own money 

and built his product exclusively using 

his own knowledge and instinct. Four 

years into his growing business, he asked 

for help. He made an appointment with 

the Southwest Michigan Small Business 

Development Center (SBDC) at Western 

Michigan University (WMU). 

“We provide the whole gamut (starting 

with questions like) is the idea a 

feasible business plan, (is) capital 

(needed), and what legal entity should 

I be?” said Tamara Davis, regional 

director of SBDC. “Today, a lady sent 

me a whole list of needs (that we can 

help with)—accounting, QuickBooks, 

marketing plan, as well as a policies 

and procedures manual.”

The SBDC at WMU is a primary 

resource for small businesses and 

entrepreneurial startups. Every year, 

the office works with more than 500 

small-business clients like McFarlin 

to offer business advice and make 

connections with other services.

Davis’s SBDC office is one of 11 

regional centers throughout the state, 

funded primarily by the Michigan 

Economic Development Corporation 

(MEDC), a nonprofit organization 

that devotes its support to technology 

businesses, but also by the SBA. In 

2013, the Southwest Michigan office 

helped clients access more than $30 

million in capital and start 41 new 

business ventures that created 150 

new jobs and increased sales by more 

than $7 million. 

“Our job is to help anybody that’s 

interested in either starting or growing 

their existing business to make good 

decisions,” Davis said. “That can be 

a student at WMU or a person in the 

community. We don’t differentiate. 

About 65 percent of the businesses we 

work with are already in business.” 

Entrepreneurial advocates
For startups, entrepreneurs, and  

second-stage companies, support comes 

from public and private organizations, 

starting with the MEDC. 

“Our area is entrepreneurship and 

innovation, from an (initial) idea 

to when a company starts selling 

product,” said Fredrick Molner, vice 

president of entrepreneurship and 

innovation at the MEDC. After a 

company starts generating more than 

about $1 million in sales, “it goes to 

our Business Development Group, 

which helps second-stage companies 

find a new building, or new talent, 

or whatever. Where we focus is 

completely on high tech. Anything 

outside of that, like lifestyle stuff—a 

gas station or a barber shop—we don’t 

deal with that at all.

“For technology entrepreneurs, the 

world we live in is squishy,” Molner 

explained. “It’s not like there’s a 

concrete plan that says, ‘Here’s 

when you need a brick-and-mortar 

location,’ ‘Now, it’s time to hire 50 

new employees,’ or ‘Here’s where you 

should invest $500 million to build on 

this location.’ It’s kind of hypothetical. 

We’re betting on ideas.” 

Karen Smoots is a serial 

entrepreneur. She graduated in 

1999 from the Haworth College of 

Business at WMU and today runs 

the Green Glove Dryer, a company 

she built around a product she 

designed that uses preexisting heat 

sources—residential furnace vents, 

for example—to dry wet outdoor gear 

such as ski gloves, mittens, and hats. 

“As far as government support, I think 

there is room for improvement for 

startup funds and programs,” Smoots 

said. “There are not a lot of monies to 

go around as in other states. Startup 

businesses don’t have any money. 

We all know talent is the 
lifeblood of companies; if you 
can’t get the right people, 
you’re dead in the water. ”

““

Adam McFarlin, founder and owner of Kalamazoo Candle Company, 

offers advice for business success based on his experience.

• “From day one, track as much data as you can. If you don’t track it, 

you don’t know.” Some candles just don’t sell anymore, and that makes 

them less than cost-effective. McFarlin knows how much revenue each 

candle generates and how much each candle costs. He even tracks the 

weather during each Art Hop so he knows what size crowd to expect at 

the next event.

• “Keep it simple.” Do one thing, and do it well. You can diversify later. 

McFarlin recently relaunched his line of melt tins, which he had 

previously eliminated to focus on candles. 

• “Don’t get so tied to goals that you miss opportunities. It’s easy to get 

lost in the weeds of running a business.” As an example, McFarlin cites 

his company’s wild success with a limited-edition candle he made 

during Western Michigan University’s 2016 undefeated regular football 

season. He created 200 “13-r0w” candles; they sold out in hours, 

raising $1,600 for charity. 

• “Do what you’re good at. Find other people to do the rest.” Even though 

it’s a business, sometimes you have to do things you dislike. During his 

first year, McFarlin made 5,000 candles by hand. By himself. Today, he 

has four employees to help craft candles, allowing him to excel at his 

greatest strength—focusing on process improvement. 

• “There are no sacred cows. When it comes to the product, everything can 

go, and anything can come.” Some entrepreneurs get too attached to 

what they make. Be passionate about what you make, but if you get too 

attached, it can get you into some problems.

• “Listen more than you talk. It’s amazing what you can learn from others.”

Advice from the Entrepreneurial Front Line
Lessons from a Startup
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One community bank 
leaves a lasting impact.    
For over 50 years—from family tragedy to the Great 

Recession to a new, 32,000-square-foot facility—

Impact Label Corporation has never lost sight 

of its community impact. “We chose a banking 

partner who’s just as invested in the success of our 

community,” said Susan, President of the custom 

label manufacturer. “First National Bank of Michigan 

gives us the personal touch of dealing with an 

independent, local bank. They’ve stuck around, 

taking care of whatever we need, whenever we need 

it. Their name isn’t going to change in six months.” 

Together, We are First.
269.349.0100  |  616.242.6500  |  fnbmichigan.com

Susan Fogleson, President, Impact Label Corporation
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We’re looking for things we can do 

to put dollars into advertising and 

inventories. When you run a contest 

and it’s a $5,000 prize, that seems 

like a lot of money to the lay public, 

but when you’re running a business, 

that barely covers one trade show. 

There should be a huge pool of money. 

The MEDC is starting to realize that. 

They’re slowly getting on board. But 

there’s other states I look at that are 

running business competitions that 

allow startups and small companies to 

gain that traction.”

And that traction leads to the next 

stage in a company’s development.

Second-stage companies are crucial
“You don’t have second-stage 

companies if you don’t have startups,” 

said Colleen Killen-Roberts, director 

of entrepreneurship at the Edward 

Lowe Foundation in Cassopolis. 

The foundation works with “second-

stage” entrepreneurial clients 

across the nation—companies that 

have grown from $1 million to $50 

million in revenue and with 10 to 99 

employees. For more than 20 years, 

Killen-Roberts worked for small 

and midsize companies as director 

of operations, chief financial officer, 

and chief of staff. 

Killen-Roberts explained that a more 

substantial economic indicator for a 

community is when a startup business 

survives and attains the next level of 

success. These so-called second-stage 

entrepreneurships typically employ 10 

to 100 workers and generate annual 

revenues of $750,000 to $50 million. 

“The effects of second-stage 

businesses are monumental,” 

Killen-Roberts said. “Second-stage 

companies typically represent 17 

percent of the businesses in the U.S., 

yet they produce 37 to 38 percent of 

sales and revenue.” They also 

employ a disproportionate 37 

percent of workers nationally. 

The Edward Lowe Foundation is known 

for its identification of and support for 

economic “gardening,” as opposed 

to hunting. Rather than exhausting 

resources on recruiting businesses 

from elsewhere to a particular 

community, economic gardening 

means “believing in the businesses 

already there, the businesses already 

quietly paying taxes, doing what they 

need to do to support their area by 

giving back, and raising their kids 

(there),” said Killen-Roberts. “Those 

companies have the greatest impact 

on the economy. Communities should 

go out of their way to engage those 

businesses and their employees and 

families, to create a great place to be. 

So why is a nationally recognized 

entrepreneurial support organization 

based in Michigan? 

Killen-Roberts suggested, “I’ve worked 

here my whole life, and the people 

(here) are open to the possibilities. 

We don’t look at entrepreneurial ideas 

as crazy or think about ideas as half-

cocked. Innovation is what we lead 

with here. Michigan is a really amazing 

place to live because the people aren’t 

close-minded. (Entrepreneurs) want 

to be supported. They want to be 

understood. They want you to believe 

in them. If you have those things, 

you create an ecosystem of support 

and understanding that creates 

relationships and a sense of trust, just 

the way you—as a community—build 

a relationship with that company. That 

company becomes loyal.”

Growing the entrepreneurIAL economy
If Southwest Michigan wants to 

accelerate its economic growth 

through entrepreneurship, there are 

many paths that cities around the 

U.S. have taken. 

Sheldon Grizzle, a serial 

entrepreneur based in Chattanooga, 

Tennessee, explains why that city’s 

entrepreneurial ecosystem has 

flourished. Grizzle said that beyond 

the jolt of energy the business 

climate received in 2011 when the 

city became the first in the Western 

Hemisphere to offer 10-gigabit-

per-second fiber internet service, 

“There’s this unique environment 

here in Chattanooga where I feel 

like everybody’s rooting for you, 

this hometown feel. If you’re an 

entrepreneur and you’re struggling 

with something and you don’t know 

how to go about doing that or what 

resources are best to use, there’s an 

unbelievable willingness from the 

community at large to sit down with 

you and help you figure that out.

“I have yet to ask somebody to have 

a meeting and not get it. People are 

very willing to help you because 

somebody previously invested in 

them. There’s this culture that’s been 

We don’t look at 
entrepreneurial ideas as 
crazy or think about ideas 
as half-cocked. Innovation 
is what we lead with here.

CONTINUED ON PAGE 55

Chattanooga, TN



G R E A T  L E A D E R S  T H R I V E .

L E A R N  M O R E  A T  C A T A LY S T U N I V E R S I T Y . M E

They run fast. They dive deep. They �y far. They motivate their 
teams to thrive in unchartered waters, and are the ones who 

take their team to preeminence. Great leaders will be at 
Catalyst University on January 25, 2018. Where will you be?



Peregrine Tower        Peregrine Square        Peregrine Plaza        Peregrine 100        Downtown Lofts
PEREGRINECOMPANY.COM      269.226.6336

DISTINGUISHED DOWNTOWN PROPERTIES

MORE THAN 70 LUXURY UNITS 
DOWNTOWN KALAMAZOO

Starting at $1,500/month, including parking
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One of the biggest turning points for me, the 

moment when I would argue that I officially 

became an entrepreneur, was when my dad 

started his own company when I was younger. 

I didn’t quite understand it. I was around 

seven or eight years old. I didn’t understand 

what entrepreneurship was, actually, until we 

were on our family camping trip. I took out 

my headphones so I could jam out on my Sony 

Walkman—that’s how long ago it was—and 

my headphone cords were tangled in a knot. 

Frustrated, I said to my dad, “I’m going to 

invent headphone cords that roll up like a 

slinky so they never get tangled again.” He 

sat me down and broke the news: “They’ve 

already been invented.” He then looked me in 

the eye and said encouragingly, “I want you to 

really keep thinking that way. Keep thinking 

like that.” For me, that was the moment when 

I became an entrepreneur, because I realized 

I could inspire and create solutions. 

Entrepreneurs also don’t let naysayers get 

in their way. Maybe there have been times 

when I have been judged or not treated as 

fairly because of my gender, or even because 

of my age, but I’ve made an active decision 

to not let those judgments influence what I 

do. The people who put barriers in my path 

aren’t worth my time to continue to work 

with. No matter your gender, age, where 

you come from, or whatever it is, do the 

best that you can. People who don’t give you 

equal opportunity are just going to end up 

falling behind, and you’re the one who is 

going to get ahead.

Once you find yourself on the 

entrepreneurial path, find people who 

have done it and who have been on that 

path before. Surrounding yourself with 

a community of like-minded people is 

always helpful. When I look back on some 

of the biggest turning points for my career 

and company, Headbands of Hope, they 

have usually happened because of the 

people I’ve met. 

When you have that initial idea and you’re 

ready to go, do not focus on what you don’t 

have; focus on what you do have. My idea for 

Headbands of Hope came to me when I was 

19 and a sophomore in college. Immediately, 

I took advantage of the resources available 

to me. I met with different areas of the 

university to help me create a business plan, 

to show me how to manufacture a product, 

to help me create a website, and more. Even 

though I didn’t have any money at that time, 

I did have access to those resources as a 

college student. Instead of focusing on lack 

of funding, I focused on what I did have and 

got creative with it. 

If you find yourself with the entrepreneurial 

spirit, surround yourself with like-minded 

people and look at what’s right in front of 

you, instead of focusing on what you don’t 

have. If that sounds simple, it is.

Jess Ekstrom grew up in Cornelius, 
North Carolina, and currently lives 
in Raleigh. A 2013 graduate of 
North Carolina State University in 
Communications/Public Relations, she 
is the founder and CEO of Headbands 
of Hope (headbandsofhope.com). Jess 
is a speaker at CAMPUSPEAK, author 
of The Freshman Fabulous: The Girl’s 
Guide to College, and a contributor 
at Entrepreneur and The Huffington 
Post. She will appear at Catalyst 
University on January 25, 2018, in 
Kalamazoo, Michigan.

An entrepreneur is a creative problem solver. 

I like summarizing the role of an entrepreneur 

as “an individual who creates what they wish 

existed.” Entrepreneurs look for areas of 

need, or things that could run more efficiently 

or better. Then they create solutions.

As for where an entrepreneur’s ideas come 

from, it’s not about where to look, it’s just 

about accepting to look. It might not be a 

problem that’s in front of you every day. 

It might be something you see when you 

travel or try something new. It might be 

something you discover through talking to 

people. I think that the only way to discover 

these opportunities and areas of need is by 

looking at the world through a lens that you 

can fix it. In order to start looking, you have 

to accept that some of the world’s problems 

and areas of need are your responsibility. An 

entrepreneur is up to the challenge.

Jess Ekstrom

COVER S TORY VIE WPOINT

Founder and CEO,  
Headbands of HopE  
Raleigh, NC

If you find yourself with the entrepreneurial spirit, 
surround yourself with like-minded people and look  
at what’s right in front of you, instead of focusing  
on what you don’t have. If that sounds simple, it is.



As a full-service construction company, we’re helping industry leaders in Southwest Michigan transform the ways people 
work, live, shop, learn, and heal. We’re Rockford – builders of a changing world. And what we do is groundbreaking.
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SMALL BUSINESS

99.6%

49.8%

IN SOUTHWEST MICHIGAN

ARE small businesses.

OF ALL BUSINESSES IN THE STATE OF MICHIGAN,

NONEmployer Firms
696,730

WHat’s a nonemployer firm?

1-499 Employees
169,466

Of these 169,466, 88% 
(149,133) have FEWER 
than 20 employees.

Of the nearly 15,000 companies that 
exported goods from Michigan in 

2014, 89.3% were small firms.

They produced 23.1% of 
Michigan’s $51.1 billion 

in total known exports.

Michigan experienced a 
2.9% increase in Small- 
Business proprietors 

from 2014 to 2015.

A nonemployer firm is a firm That has 
no paid employees, annual business 

receipts of $1,000 or more ($1 or more 
in the construction industries), and is 

subject to federal income taxes.

of the michigan workforce.

SMALL BUSINESS Employment by County

International Trade

Small Businesses employBerrien 40-53%

40-53%

62-77%

62-77%

40-53%

40-53%

53-62%Branch

Calhoun

Cass

Kalamazoo

St. Joseph

Van Buren

Median Income for 
self-employed individuals 

at their own business:

$44,721
(Incorporated)

$19,911
(Unincorporated)

Income Levels

Small Business Types

SOURCES: Statistics of U.S. Businesses, U.S. Census Bureau, 2014 \\
Nonemployer Statistics, U.S. Census Bureau, 2014 \\ International Trade 

Administration, 2014 \\ Federal Financial Institutions Examination Council, 2014 \\ 
American Community Survey, Five-year Estimates, U.S. Census Bureau, 2015

REGIONAL SCORECARD



Making space for startups.

Haymarket Building  •  161 E Michigan Ave  •  6th Floor South  •  Kalamazoo
269.342.3919  •  custerinc.com

Call for a free design consultation



When it comes to health plans, you don’t have to settle. 
Priority Health has a statewide network, 24/7 virtual care 
and plans that cover acupuncture, chiropractic and more. 
These are just a few of the reasons we’re one of the fastest 
growing health insurance companies in Michigan. 

If you need a better alternative, go to priorityhealth.com to 
see how we’re different. 
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THE (269) List

ure, starting and growing a small business is hard,  
but you don’t have to do it alone.  
 

While not comprehensive, this list of national, state, and 
regional resources will help you start solving those pesky issues 
that only small business owners face. Be sure and investigate 
individual agencies for their specific service offerings.

Those seeking capital also have the option of approaching lenders directly to submit an application. 
Regional SBA participating lenders include:

1st Source Bank
1stsource.com

Arbor Financial Credit Union
arborfcu.ORG

Chemical Bank
chemicalbank.com

Comerica Bank
comerica.com

Consumers Credit Union
consumerscu.org

Fifth Third Bank
53.com

First National Bank of Michigan
fnbmichigan.com

Flagstar Bank
Flagstar.com

Horizon Bank
horizonbank.com

Huntington National Bank
huntington.com

JPMorgan Chase Bank
chase.com

Mercantile Bank of Michigan
mercbank.com

Old National Bank
oldnational.com

PNC Bank
pnc.com

Southern Michigan Bank & Trust
smb-t.com

Capital Gains:  
Financing to grow or 
start your business

Entrepreneurs and small businesses 

often need access to funding to 

jump-start or accelerate their 

business enterprise. Sources of 

capital may come from personal 

savings, family, friends, venture 

capital, or business loans. 

The U.S. Small Business 

Administration (SBA) supports 

growing companies with its business 

loan and equity financing programs. 

SBA financing tools include the 7(a) 

Loan Program, Certified Development 

Company or 504 Loan Program, 

Microloan Program, and the Small 

Business Investment Company 

Program. Each is distinguished by 

the type of lender providing the loan, 

how loan proceeds can be used, total 

dollar amounts that can be borrowed, 

and the terms placed on the borrower. 

Lenders can be a regulated bank, 

credit union, or a community-based 

lending institution. The SBA offers 

an online tool called LINC to match 

small businesses with partnering 

lenders accessible through  

sba.gov/tools/linc. 

S
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U.S. Patent AND Trademark Office
uspto.gov
Washington, D.C. | (800) 786-9199

WMed Innovation Center
kazoosmic.com
Kalamazoo | (269) 353-1823

Sturgis Area Chamber of Commerce
sturgischamber.com
Sturgis | (269) 651-5758

Startup Zoo
facebook.com/startupzoo
Kalamazoo

Startup Grind
startupgrind.com/kalamazoo
Kalamazoo

Southwest Michigan Procurement  
Technical Assistance Center (PTAC)
upjohn.org/services/
program-administration/ptac
Kalamazoo | (269) 385-0470

Southwest Michigan First
southwestmichiganfirst.com/
small-business
Kalamazoo | (269) 553-9588

SCORE Kalamazoo
kalamazoo.score.org
Kalamazoo | (269) 381-5382

Portage District Library
pdl.lib.mi.us
Portage | (269) 329-4544

Battle Creek Unlimited
bcunlimited.org
Battle Creek | (269) 962-7526

Center for Entrepreneurship/ 
Generation E Institute
genei.org 
Battle Creek | (269) 387-6004

Cornerstone Alliance
cstonealliance.org/
small-business-services
Benton Harbor | (269) 441-1238

Small Business  
Association of Michigan
sbam.org
Lansing | (800) 362-5461

Michigan Economic  
Development Corporation
michiganbusiness.org
Lansing | (888) 522-0103

Michigan Manufacturing  
Technology Center
the-center.org
Grand Rapids | (616) 771-0304

Michigan Minority Supplier 
Development Council
minoritysupplier.org
Detroit | (313) 873-3200

Michigan Small Business  
Development Center
wmich.edu/smallbusiness
Kalamazoo | (269) 387-6004

Michigan State University  
College of Agriculture &  
Natural Resources
canr.msu.edu/productcenter
East Lansing | (517) 432-1555

MiQuest
miquest.org
Lansing | (517) 483-8210

Michigan Department of  
Agriculture & Rural Development
michigan.gov/mdard
Lansing | (800) 292-3939

Edward Lowe Foundation
edwardlowe.org
Cassopolis | (269) 445-4200

Consumers Energy Small Business  
Energy Efficiency Solutions
consumersenergy.com/business/ 
energy-efficiency/
small-business-solutions
(877) 607-0737

Better Business Bureau  
Serving WestERN Michigan
bbb.org/western-michigan
Grand Rapids | (616) 774-8236

Downtown Kalamazoo Inc.
downtownkalamazoo.org
Kalamazoo | (269) 344-0795

Greater Kalamazoo Business Resources
greaterkalamazoobusinessresources.org
Kalamazoo

Economic Development Foundation
growmichigan.com
Grand Rapids | (616) 459-4825

Kalamazoo Public Library
kpl.gov
Kalamazoo | (269) 342-9837

Kinexus/Michigan Works!  
Berrien-Cass-Van Buren
kinexus.org
Benton Harbor | (269) 927-1064

Lakeshore 504
lakeshore504.org
Holland | (616) 392-9633

Marshall Area Economic  
Development Alliance
choosemarshall.com
Marshall | (269) 781-5163

Michigan Works! Southwest
michiganworkssouthwest.org
Kalamazoo | (269) 349-1533

Mno-Bmadsen
mno-bmadsen.com
Dowagiac | (269) 783-4111

WMU Haworth College of  
Business Center for  
Entrepreneurship and Innovation
wmich.edu/business/
entrepreneurship 
Kalamazoo | (269) 387-5050

WMU Cooley Law School Clinics
cooley.edu/clinics/clinics.html
Lansing | (517) 371-5140

Western Michigan University  
Business Connection
wmich.edu/businessconnection 
Kalamazoo | (269) 387-0950

West Michigan Hispanic  
Chamber of Commerce
hccwm.org
Grand Rapids | (616) 452-3960

Van Andel Global Trade Center
vagtc.org
Grand Rapids | (616) 331-6811

Three Rivers Area  
Chamber of Commerce
trchamber.com
Three Rivers | (269) 278-8193

Regional

National State

Small Business
Entrepreneurial
Funding
Legal
Government

Trade
Workshops
Training
Tools
Demographic 
Support

Legend of Services

U.S. Small Business Administration
sba.gov
Grand Rapids | (616) 456-5512
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With 6,800 new job openings expected every  

year through 2024, skilled trades in Michigan  

offer your son or daughter the opportunity  

for a great, high-paying career. With jobs in 

 

and IT, most involve less school and debt than  

a traditional four-year college program. 

Less school.
Less debt.  
More opportunity.

Find out more about 
 

at Going-Pro.com.
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BUSINESS STRATEGY

With 6,800 new job openings expected every  

year through 2024, skilled trades in Michigan  

offer your son or daughter the opportunity  

for a great, high-paying career. With jobs in 

 

and IT, most involve less school and debt than  

a traditional four-year college program. 

Less school.
Less debt.  
More opportunity.

Find out more about 
 

at Going-Pro.com.

It has been said that when a major change occurs within a business’s world—like 
a change in ownership, leadership, or both—a good three to four years is needed 
for that change to settle in, settle down, and the company to evolve and thrive.

Mno-Bmadsen and accu-mold give back by  
growing business and employment

STORY BY EVA DEAN FOLKERT   PHOTOS BY STEVE HERPPICH

COMMUNITY Partners
IN A 

BUSINESS FAMILY

It has been four years since Mno-Bmadsen of Dowagiac acquired Accu-Mold, 

LLC of Portage, and in that time, both organizations have navigated their sea 

change the way a small ship tackles oncoming waves. They formulated a plan, 

sailed confidently forward, and overtook each new swell with all hands on deck. 

Now the two entities see themselves as family as much as business partners. 

The investment enterprise of the Pokagon Band of the Potawatomi Indian tribe, 

Mno-Bmadsen (meh no-buh MOD sen) saw Accu-Mold—a plastic engineering, 

tooling, and manufacturing company—as a safe but potentially transformative 

acquisition in 2013.  It was the first company that Mno-Bmadsen would purchase 

with President and CEO Troy Clay at the helm.  A careful scan of the Southwest 

Michigan business landscape told Clay and other Mno-Bmadsen advisors that there 

were solid trends upward in manufacturing investments. In Accu-Mold, founded 

in 1975 and purchased from then-owner Dave Martin, the tribal group saw an 

opportunity to begin to advance the economic self-sufficiency of the Pokagon Band.

“Our mission (at Mno-Bmadsen) is to create strong businesses for future 

generations,” says Clay. “We’re really focused on developing wealth and business 

MAY/JUN 2017 269MAG.COM 27
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opportunities that will continue to 

grow, and provide a diverse economy 

and employment for our people well 

into the future. To be successful, our 

first priority is to have successful 

businesses and run those well. That 

then generates opportunities not 

only for our people but also for our 

neighbors and, frankly, anybody in 

the Southwest Michigan area, because 

growth is not only for Accu-Mold and 

Mno-Bmadsen. When you’re growing, 

you have to pull in partners and 

work with other shops as part of that 

growth. The impact is not just on us; it 

can have a big impact on other shops 

in the region as well.”

Mno-Bmadsen found three of its 

investment criteria favorably and 

clearly evident in Accu-Mold when it 

considered making the full-service, 

plastic injection mold firm the first 

of the five diverse companies it now 

owns: Accu-Mold had been well-

managed, it was fairly priced, and 

more value could be added once the 

tribal entity owned it.

In the first two years after the 

acquisition, change management 

was the focus as sales growth for 

the 20-employee company hovered 

between only two and three percent 

annually. The increase in sales was 

slower than desired, but it was growth 

nonetheless. And Accu-Mold depended 

most on the automotive industry.

“In Michigan, you’re naturally going 

to do automotive work,” Clay reasons. 

“It’s at the baseline of what I call low-

hanging fruit, where we have good 

relationships with companies out of 

the automotive sector. But we needed 

to diversify at Accu-Mold.”

In 2015, an uptick toward double-

digit sales growth occurred at the 

intersection of a new diversified 

business strategy and the hiring of a 

new president to make that strategy 

go. Dave Felicijan was brought 

in to lead Accu-Mold due to his 

experience with another minority-

owned company that he helped grow 

from zero to over $50 million in sales. 

It, too, was a full-service injection 

plastic molding enterprise, not just 

a toolmaker and not just a molder, 

quite like Accu-Mold. Felicijan also 

knew how to utilize the Michigan 

Minority Business Development 

Council as well as the National 

Minority Business Development 

Council, especially when networking 

and securing new business.

“Our growth is going to come from 

diversifying into medical and 

defense sectors,” Clay clarifies. “The 

medical sector is huge, especially 

for throwaway plastic products, 

which are extensively used in the 

medical industry. On the defense 

side, as a tribal-owned firm, we are 

minority-designated, and it gives us 

some unique opportunities.”

When asked how much of Accu-Mold’s 

$5 million in annual sales comes 

from the automotive sector, Felicijan 

is quick to reply, “too much,” and 

then he specifies that it is about 80 

percent reliant on automotive sales. 

The remaining 20 percent currently 

comes from the electronics, medical, 

and consumer goods realms. Felicijan 

sees nonautomotive companies as the 

areas for the most growth for Accu-

Mold, and his sales force has reached 

as far south as Georgia and South 

Carolina, as well as beyond national 

borders to Germany and Mexico, to 

garner new sales.

Right now, Accu-Mold’s two 

main facilities in Portage—an 

8,000-square-foot engineering and 

tool-building center on Sprinkle 

Road and a 3,000-square-foot 

research and development building 

located nearby—can accommodate 

the business’s current growth. Clay, 

though, sees a future where expansion 

is not only projected but also inevitable.

“Based on feedback and the initial 

traction from our business development 

A lot of times we  
can get caught up  
in the ‘what’ and  
the ‘how,’ but the 
most important 
thing is to know  
the ‘why.’ Why do  
we do what we do?

“

”
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and sales efforts, we have some 

potential for real growth soon,” declares 

Clay who meets with Felicijan about 

four to five times per month to talk 

strategy and receive updates. “We’re 

spending a lot of time right now on how 

we finance that growth, whether that 

be in a larger facility or acquiring more 

(manufacturing) equipment. We know 

substantial growth means making the 

investment to meet that growth.”

Sales growth obviously means 

workforce growth. You can’t have one 

without the other. Business does well 

by “going good,” in terms of business 

reports, yes, but mostly in terms of 

the way “it treats its employees and 

creates a culture of mutual respect, 

co-dependency, and trust.” That’s the 

way Felicijan sees it, anyway.

“A lot of times we can, any company 

can, get caught up in the ‘what’ and 

the ‘how,’ but the most important 

thing is to know the ‘why.’ Why 

do we do what we do?” Felicijan 

somewhat rhetorically asks. “That 

question is something we spend a 

lot of time concentrating on. Why 

are we here, and why are we doing 

this? Obviously, it’s to make money, 

but we’re also here to employ people, 

most importantly tribal members, 

and start to retain our workforce 

instead of seeing some of these kids 

leave the area. We want to expand 

our technologies to be the best we 

can be for that workforce.”

To that end, Mno-Bmadsen started 

the Pathways Program, the human 

resource arm of the tribal enterprise 

that looks to employ and train any 

of its citizens wanting to establish a 

meaningful career, not only at Accu-

Mold but also at one of four other diverse 

Mno-Bmadsen companies affecting 

local economies in three states. Its 

holdings include architecture and 

engineering with Seven Generations 

Architecture and Engineering located 

in Kalamazoo; civil engineering, 

land-use planning, environmental 

mitigation, and restoration services 

with WBK Engineering working out 

of Battle Creek; construction and 

mechanical contracting with D.A. 

Dodd headquartered in Rolling 

Prairie, Indiana, and with an office 

in Benton Harbor; a C-store with 

Bent Tree Market in Dowagiac; and 

plastic molding with Accu-Mold. 

Each Mno-Bmadsen-owned company 

is committed to providing a stable, 

present, and promising future for those 

in the Pokagon Band, as well as others 

affected by these dynamic businesses 

in all of Southwest Michigan.

“I refer to our family of companies as a 

family for a reason,” explains Clay, whose 

leadership principles are biblically 

based. “Our businesses are like 

children, and I mean this in a respectful 

way. Each one is part of the Mno family 

because each one has unique attributes 

and characteristics that they bring to 

the table, both in terms of company 

leadership and what the company does. 

Accu-Mold affectionately has a real 

place in our hearts because it was our 

first acquisition.”

Since Mno-Bmadsen means “walking 

the good path,” Clay and Felicijan 

see no better way forward than when 

good people come together for the 

good of clan, culture, and community. 

Both men are extremely active in 

Southwest Michigan business and 

community groups. They don’t see it 

as a way of doing business as much as 

a way of living life.

“A successful company is only as 

successful as the community around 

it,” insists Felicijan. “We want 

manufacturing to be important in 

Southwest Michigan and Michigan 

as a whole. The tribe’s desire to give 

back to the community through both 

growth of business and employment 

is a top, top priority.”

The Tribe’s desire 
to give back to the 
community through 
both growth 
of business and 
employment is a  
top, top priority.

Dave Felicijan”

“
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Where the Temperature 
is Just Right

DENSO MANUFACTURING MICHIGAN IN BATTLE CREEK  
MAKES CARS HEAT UP (OR COOL DOWN) EFFICIENTLY

STORY BY HEATHER BAKER  |  PHOTOS BY HANNAH ZIEGELER

THE COMPANY  DENSO 

Manufacturing Michigan, 

Inc. (DMMI) 

REGIONAL LOCATION  DMMI 

occupies 1.38 million square feet 

of manufacturing, warehouse, and 

administrative floor space on more 

than 100 acres of land at 1 Denso 

Road in Battle Creek. Operations 

began locally in 1986. 

The Big Picture  DENSO Global 

represents more than 140,000 

employees at 200 companies in 

38 countries and regions around 

the world. Founded in 1949, its 

global headquarters is in Kariya, 

Aichi Prefecture, Japan. North 

American headquarters is in 

Southfield, Michigan. 

WEBSITE  densocorp-na.com 

Key Executives on-site  Andres 

Staltmanis (President) and 

Stephen Milam (CEO of North 

American Thermal Group) 

CULTURE  DENSO is committed 

to associate development and 

growth, with many career paths, 

on-site training, and tuition 

reimbursement. On-site services 

benefit associates, including a 

fitness center with tennis and 

basketball courts, a full-service 

medical center for employees and 

their family members, including 

a pharmacy, an on-site OMNI 

Community Credit Union branch, 

and a full-service cafeteria.

MAKING IT IN MICHIGAN  DENSO 

invested $300 million and 

created 1,670 new jobs in 

Michigan from 2012 to 2015. 

Its Why  DENSO’s vision for 2020 

is “protecting lives, preserving 

the planet, and providing a 

bright future for generations 

to come.” One of the largest 

global automotive suppliers of 

advanced technology, systems, 

and components, the company is 

pushing the automotive society 

toward a future where cars put 

less drag on the environment and 

drivers have fewer worries about 

traffic accidents.
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DENSO Global represents 
more than 140,000 

employees at 200 companies 
in 38 countries and regions 

around the world.
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WHAT THEY MAKE HERE  More than 

134 truckloads of finished goods 

leave DMMI each day. Inside 

containers are automotive air 

conditioning and engine cooling 

components and systems, 

including: 

-Condensers 

-Radiators 

-Engine Control Modules (ECMs)  

-Heater Cores 

-Evaporators 

-Heating, Ventilation, and Air 

Conditioning (HVAC) Units 

WHO WORKS HERE  Production 

management, production 

associates, machine technicians, 

and skilled tradespeople. 

Engineers, quality engineers, 

and production control 

operators. Logistics specialists 

such as supply chain, 

distribution, transportation, 

and inventory management. 

Corporate functions like 

accounting, purchasing, 

business planning, and  

human resources. 

NOW HIRING  The facility 

has expanded 11 

times since DMMI 

started operations 

in Battle Creek. Most recently, 

DMMI announced a $37 million 

investment in machinery and 

equipment to expand automation 

for next-generation products. Part 

of this July 2016 investment was 

the creation of 300 lead associate 

positions, predominantly filled 

by existing employees, and the 

hiring of 125 new employees. 

SEEKING SPIRIT  Because DMMI 

serves as the hub for North 

American thermal product 

manufacturing, there is a 

wide variety of functional 

opportunities available locally. 

Production needs call for skilled 

trades journeymen, machine 

repair technicians, electricians, 

team leaders, and assembly/

machining roles. In addition, 

there are professional openings 

in production engineering, 

quality engineering, profit 

planning, purchasing, and 

occupational health.

DENSO looks for skilled 
candidates who exhibit the 
DENSO Spirit—its values  
of foresight, credibility,  
and collaboration. Apply  
at densocareers.com.

By the numbers

Products made in  
battle creek are shipped 

to 11 major customers at 46 
locations throughout the  

U.S., Canada, and Mexico.
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that’s where 
     the Murphys lost weight  
   by gaining support 

Support. A single word that’s made a lasting difference for The Murphys. Together, they 
not only shed over 200 pounds, but have also kept the weight off. Their new lease on life is 
the result of a strong commitment to each other, to making critical lifestyle changes and to 
the nature of the Borgess Bariatric Center, where bariatric surgery and medical weight loss 
support are just a couple of tools available to help people maintain a healthy weight. 

Borgess offers an integrative approach to weight loss that combines the latest surgical 
procedures with continued dietary, exercise and psychological guidance. So patients  
like the Murphys gain success with staying power. 

You can win the battle of losing weight. Learn how by registering  
for our free weight loss seminar at bariatrics.borgess.com. 
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especially within WordPress, which is the software 

solution that I use, who are willing to give advice 

about how to grow a business.

I really appreciated (Southwest Michigan’s) 

community support around wanting to help someone 

who’s starting something new. You always have first 

clients and never forget those people.

WHAT DO YOU FIND MOST EXCITING ABOUT BEING  
AN ENTREPRENEUR?
The ability to create a business that shares the 

values you share is one of the greatest things about 

being an entrepreneur. It’s something we can’t lose 

sight of when decisions have to be made and, even 

with a tiny organization of four, is why we have 

core values written down to help guide decisions.

WHAT DOES A WEB DESIGNER DO?
(A web designer) translates what a business or 

individual does into an interactive format that 

provides more information for a potential customer.

WHAT DOES YOUR TYPICAL DAY LOOK LIKE?
My company is entirely remote; I might be in my 

home office in Battle Creek, or I might be traveling. 

So a typical day is never typical. I might be 

spending a lot of time answering email, I might be 

on video calls with my team or my clients, or I might 

be in fully focused work time: head down, email 

paused, doing work and strategy, managing social 

media, doing competitive research, writing content, 

any of those things.

YOU MENTIONED YOUR TEAM WORKS REMOTELY.  
COULD YOU TELL US ABOUT THAT?
My graphic designer just moved from Hawaii  

to Colorado. Our “happiness specialist” lives in 

Michigan but is spending several months a year  

in Arkansas. And we have one more team member 

who works from Florida. So we’re really good at 

video conferencing.

HOW DID YOU BECOME A WEB DESIGNER?
I didn’t actually go to college for a design degree. 

I was an international business major, and website 

design and build was something that I did as a 

hobby. I taught myself to code in junior high for  

a Girl Scout troop project; when a friend said they 

needed a website, I told them I would figure it out.

WHAT IS YOUR FAVORITE PART ABOUT BEING  
A WEB DESIGNER?
Definitely working with the clients, and getting  

to learn about their businesses.

WHAT SKILLS ARE IMPORTANT FOR A SUCCESSFUL  
CAREER IN WEB DESIGN?
On the design level, it’s really important to 

understand web typography and color theory, 

FOUNDER/PROJECT LEAD at 11Web

Learn about upcoming mixers, seminars, 
workshops, and more at mixswmi.com.

You need to 
communicate 
really clearly 
when you’re 
creating 
something for 
someone else.

“

”

You always 
have first clients 
and never forget 
those people.

“

”

designing for web, and how to call attention to 

certain elements to incite different actions. It’s a lot 

more than just design, like, “I think this will look 

really pretty,” or, “someone else is using this flashy 

animation thing or this video background, so I want 

to do that because it’s trendy.” It’s a lot more than 

that, making sure that what’s really going on will 

serve the purpose of the site.

WHAT’S THE BIGGEST LESSON THAT YOU HAVE  
LEARNED SINCE YOU BEGAN YOUR CAREER?
You need to communicate really clearly when 

you’re creating something for someone else. What’s 

it going to look like? What is their role in the 

project? What are they going to get out of it at the 

end? If you don’t have those conversations to start 

with, there can be some different expectations, 

and that can be a big challenge.

WHAT WOULD BE YOUR DREAM PROJECT?
I love projects that go from branding to website. 

Dream projects are always growing businesses that 

want to make a big shift. If they want to redesign 

their entire brand identity, we can be a part of 

that by helping them define their target customer, 

creating a logo and brand that speaks to that 

person, and (working) all the way down to their 

website design.

HOW DO YOU KEEP YOUR CREATIVITY SHARP?
It’s important to be inspired by other industries, 

such as really innovative product design or really 

cool packaging design.

IF YOU COULD BE CREATIVE IN ANOTHER SPACE,  
WHAT WOULD IT BE?
Travel vlogging—creating videos about traveling 

to really obscure places and making people feel 

like they were immersed in that experience.

WHAT ADVICE WOULD YOU GIVE TO  AN ASPIRING  
WEB DESIGNER?
If someone wants to specifically design for web, 

they should make sure that their experience is 

really broad—not just how to put elements onto  

a web page, but also how to ask great questions  

of someone you’re designing for. 

WHAT HAS BEEN MOST SURPRISING TO YOU ABOUT 
BEING AN ENTREPRENEUR IN THE CREATIVE WORLD?
I’ve been most surprised by the amount of support 

within the web design space. You would think that 

everybody’s competing, but there are a lot of people, 

FOR THE FULL INTERVIEW,  
PLEASE VISIT 269mag.com.
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eople have been communicating since their appearance 
on Earth. The act of communicating started with sets of 
disorganized signs and sounds to transfer messages from 
one human to another—most likely to warn of danger or 
pinpoint the location of food. 

As sounds developed into words and then word patterns, the art of storytelling evolved to pass 

on information in tribal communities or villages from one generation to the next. Cave paintings 

entered the picture 40,000 years ago as juices from fruits or animal blood were used to paint 

tales of primitive life. 

Communications changed as ancient civilizations developed writing systems. The Egyptians used 

hieroglyphics around 3400 BC on stone monuments and papyrus, the Chinese formed characters 

on oracle bones around 1250 BC, and the Phoenicians developed an alphabet in 1100 BC. 

Handwritten books, mostly religious in nature, appeared 1,000 years before the invention of the 

printing press by Johannes Gutenberg in 1439. This invention forever revolutionized communication 

as the mass production of books now meant that information could reach, well, the masses. 

Improvements in efficiency and regularity were the next communication upgrades. Used 

BY HEATHER BAKER
INFOGRAPHIC ADAM ROSSI
PHOTOS COURTESY OF CSM GROUP
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to communicate for centuries, handwritten letters from a 

sender depended upon a traveler’s goodwill and successful 

conclusion of a journey to reach their recipient. It wasn’t until 

the Thirteen Colonies appointed Benjamin Franklin to be the 

first postmaster general in 1775 that organized systems for 

communication were formed. 

Speed was the next process improvement. The telegraph came 

in the early 1830s and photography in 1839. The Pony Express 

was coming, and it did officially in 1860 getting those above-

mentioned letters where they needed to be faster. Alexander 

Bell’s invention of the telephone transmitting sound through air 

followed in 1876. Radio was the hottest technology trend in the 

early 1890s, bringing music, commercials, and news directly into 

homes. Progressing rapidly in the 1920s, television sets officially   

started to replace those radios in 1947. In 1973, Motorola’s 

handheld phone freed people from the telephone wall cord. Then 

came the internet and with it social media and blogging.

Communication is something that people inherently do. 

Improved throughout mankind’s history, it might seem easy 

today, but it is not always done correctly. No matter how 

technologically advanced we are, miscommunication happens. 

A failure to communicate accurately in the workplace can 

lead to employee arguments, reduction in productivity, and 

lack of motivation. On the other hand, strong communication 

strategies lead to real-time improvements in engagement, 

profitability, and output.

As communications advance, how is your business staying 

ahead of the game?

CSM Group, a construction management services company 

headquartered in Kalamazoo, Michigan, uses today’s 

innovations in communication technology to help its clients, 

project partners, and others find communication solutions using 

technology to make their businesses more efficient. Recently, 

CSM Group created a division called SPARK Business Works 

to enhance its communications. Lori Green, the company’s 

director of business development and marketing, met up with 

the 269 MAGAZINE team to share how it works. 

Communication 
is key to 
engaging 
a remote 
workforce. We 
want engaged 
teammates 
who love what 
they do and 
want to serve 
our clients.
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Why is communication critical to your success?
Communication is key to engaging a remote workforce. With 

over 55 percent of CSM’s work now taking place outside of the 

state of Michigan, ensuring our team members are engaged 

is fundamentally important to our culture. We have over 

100 employees who work across 28 states. Our teammates, 

who need critical information in a timely manner, can be in 

Illinois this week and California the next. We want engaged 

teammates who love what they do and want to serve our clients. 

How has your communication strategy evolved over time?
We previously used emails and weekly huddles as our main 

methods of communication. Unfortunately, there was no way to 

disseminate what emails pertained to business development, 

corporate key performance indicators (KPIs), strategic 

planning, recognition, and so on. And the huddles were poorly 

attended due to scheduling conflicts. 

We needed another solution. We felt like we weren’t really 

communicating like we wanted to with our teammates. 

Information was falling through the cracks, and we needed 

a way to increase the impact of messaging coming from the 

company versus all of the other messages received. Employees 

were generally feeling disengaged. 

After hiring a new technology group lead, we realized through 

our internal company survey that we needed something 

different through which to communicate. In response, 

our technology group created our own company app as the 

new communication tool. The app allows us to segregate 

information into logical themes for employees to receive 

and consume on their schedule and to reference back to as 

needed. Simplifying what information employees wanted at 

their fingertips streamlined the communication process and 

created a more engaged workforce. 

In what ways do you leverage your app to implement strategy 
and drive company performance?
The app provides a central location for many employee-facing 

applications and real-time business intelligence to our users 

through our KPIs. It is a corporate news hub, a place to track 

project status through interactive photos and comments, a 

method of requesting information through forms and surveys, 

an entry log for tracking project time, a portal for strategic 

documents, and a source for corporate news across the 

organization and its divisions.

It serves our human resources needs too. We push out 

employee information such as birthdays, anniversaries, and 

recognition through our Builder Awards. We do a monthly 

spotlight on an employee about his or her work and personal 

interests. We also house all of our corporate communications 

and key resources, such as our medical benefits, on the app.

Our team appreciates fewer emails and that we can deliver or 

request information from them no matter where they are. 

Through the use of the app, has your new communication 
strategy improved engagement? 
CSM measures engagement through our culture surveys. Past 

feedback told us that we needed a better communication tool 

with our workforce spread across the U.S. The app has been 

a perfect solution for us. Our current survey response rates 

consistently receive a 99 to 100 percent response rate, and our 

culture survey score is at an all-time high of 4.17 out of 5.0. 

The app’s success so far has us excited for what comes next in 

our communication journey.

Can others take advantage of what you have developed? 
While problem-solving for our own internal needs, we saw a 

need within the industry. We started a division of CSM Group 

called SPARK Business Works and hired a team of people 

to work with clients, trade contractors, and other businesses 

to solve their software and technology issues. The division 

creates custom internal apps and business software, migrates 

systems to the cloud, and consults on facility technology needs. 

We invite those seeking enhanced communication tools and 

services to learn more about CSM’s SPARK Business Works 

division at engagedappsolutions.com. 

Simplifying what 
information 
employees 
wanted at their 
fingertips 
streamlined the 
communication 
process and 
created a 
more engaged 
workforce.
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TEACHER AWARD

to their profession through innovation and creativity in the 
classroom, and their ongoing professional development.

PRINCIPAL AWARD

positive campus climate, in instructional innovation and 
management, and in community relations.

SCHOOL OF THE YEAR AWARD

commitment to student achievement through 
innovative programs, parent and community 
involvement, and professional development 
opportunities for teachers and administrators.

Know a world-class teacher, 
principal, or school? 
Tell the world how great they are!

Nominate your world-class educator at 
Apply before July 31, 2017.  

catalystuniversity.me/recognition/education

children under their care, making our community smarter and stronger. By preparing our 
young people to thrive in education and employment, our teachers are building a world-

class workforce of the future! The Catalyst Education Awards’ mission is to recognize these 
educators for their transformational work.
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A Q+A about 
Leader2Leader

Define leadership. 
Lauryn King: Leadership is being a developer, 

raising up your team, and empowering them 

to learn new things and develop themselves. 

Dan Jaqua: Observation brings understanding. 

Understanding brings tolerance. Tolerance 

brings direction. Direction brings followers.

Who has had a tremendous impact on you as a leader?
Lauryn:  One person is a guy who works here. His 

name is Andy Short. He’s made an impact on 

me as a leader because he’s so trustworthy. He’s 

so transparent and, you know, with anything 

that comes out of his mouth, you know there’s 

no smoke and mirrors behind it and he’s totally 

committed to his team.

Dan: In our family-owned business, it’s my dad. If 

I was fair, and I am fair, my mom, too, had a 

very interesting impact on my leadership. My 

dad developed in me this concept of tolerance 

or understanding and, through understanding, 

you can get people to better their lives. My mom 

brought a different perspective that you don’t 

typically think about in leadership. She was  

an art major. She’s a very creative person.  

Creativity is so critical in leadership. 

What are the most important decisions you  
make as a leader of your organization? 
Lauryn: For me, since I’m a supervisor of 

technicians, a lot of the decisions I need to make 

are when to panic and when to pick battles.

Dan: What I would term our “family-oriented 

decisions,” which lend themselves to culture 

decisions—those are the most important things. 

Once the culture gets on track or gets off track, 

it’s either very hard to get back on track or you 

won’t have to worry about getting off track. 

What is one characteristic that you believe  
every leader should possess? 
Lauryn: Be yourself and be passionate— 

other people will pick up on that.

Dan: Understanding or perspective. If you really 

analyze some of the best leaders out there, the 

best leaders from a business perspective have, 

in many cases, started at the very bottom. One 

of the greatest things that they have acquired 

through their journey is perspective. 

What do you do for fun? 
Lauryn: I love to move. I like being active. I’ll go 

to the gym and do fitness classes just to change  

it up, but I like to be moving. In the summer, I 

jet ski on Austin Lake or West Lake.

Dan: I absolutely love to eat. I love to shop, which 

is nontraditional. I like to play golf. I like skiing. 

 I like going out. My favorite activity is to cook. If  

I stopped doing real estate, I would become a chef.

What’s your “go-to” lunch spot in  
Southwest Michigan? 
Lauryn: Bowman’s BBQ & Meat Market in Climax.

Dan: Bravo. I love everything about it.

Lauryn King

Dan Jaqua

TEAM LEADER, TEST LAB  
AT EATOn’S Center of Excellence

OWNER AND PRESIDENT  
AT JAQUA REALTORS

WITH LOCAL LEADERS

&

LEADERSHIP
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If you could go to dinner with three people,  
who would they be? 
Lauryn: Bill Nye the Science Guy, Neil deGrasse 

Tyson, and Patrick Stewart.

Dan: Mike Krzyzewski from Duke. He clearly 

has created a culture that is incredible. I 

probably would say Sue, who’s with my office. 

When we sit down at lunch, we think about all 

the great things that could be. The last, I would 

probably say, is one of our corporate citizens. 

I consider myself a community ambassador, so 

living, feeling, and touching the people in the 

community are the important parts for me.

What are three things that you cannot  
travel on business without? 
Lauryn: My tennis shoes, comfy clothes that  

I can change into, and my own supply of 

caffeine—Coke Zero.

Dan: My Beats. My iWatch. And then  

probably my tablet.

Who would you most like to meet? 
Lauryn: Right now, I would most like to meet 

President Obama because he’s so classy, yet he 

has a good sense of humor. He’s a down-to-earth 

guy, and I would like to get his perspective on 

everything.

Dan: I would like to meet Oprah Winfrey. It would 

be interesting to really get to know her and see 

who she really is. I wonder about her persona 

and where things got picked up. 

How do you get your most creative ideas? 
Lauryn: (Watching) sunrise on Saturdays. If 

I’m up for it, it makes me excited and it’s like 

anything is possible. The sun’s just coming up. 

It’s a Saturday. I’ve got so much ahead of me. I 

work in the lab as a test engineer, but I’m also the 

supervisor of half of the technicians. Mondays and 

Fridays are our busiest days. By Saturday, you’ve 

had a good night’s sleep and it’s a blank slate.

Dan: Through observation. For anything that 

comes with business, I analyze how the consumer 

is consuming it and then think about how it could 

be consumed, or how it would be more desirable  

to be consumed, if it was different. 

What are your daily routines that  
keep you developing as a leader? 
Lauryn: Picking up positive habits from my team. 

If you talk to them, they’ll tell you a neat trick  

that they learned. It’s not just lab stuff; it could  

be about being more organized. A lot of them  

have way more experience than I do. They’ve been 

around the block. They know what’s going on.

Dan: Have a routine. We’re a time-deprived 

society. Leaders don’t maximize hours, they 

maximize minutes. That’s what separates very 

successful people from marginally successful. 

What’s the app on your phone that  
you can’t live without? 
Lauryn: The Notes app because you always  

have spur-of-the-second ideas.

Dan: I’m an app junkie. Probably Facebook. It is 

the purest form of being able to stay connected with 

people in a way better format than what used to be. 

How do you maintain your and  
your team’s daily motivation? 
Lauryn: For my team, especially, recognition 

is really important. Honestly, people will tell 

me, “I like working for this person because 

he will actually thank me in person for doing 

something.” The in-person (recognition) 

especially makes such a huge difference.

Dan: Don’t give up on the values. In my world, 

values, principles, and philosophies are what 

motivate people. I tell people: “Stick to your 

values, your principles, and who you are. Your 

customers will identify with that. When they 

identify with that and respect that, they’ll  

want to work with you.” 

What are you doing to ensure your  
continued growth as a leader? 
Lauryn: Getting out of my comfort zone. Here  

at work, (it’s) volunteering for something I have 

no idea how to do.

Dan: Top one, absolute top one, is that I have  

to practice. If you talk about any sort of growth 

in your life, it requires discipline. If you do not 

practice discipline in all aspects of your life, you 

will have difficulties getting to that next level. 

What excites you most about the future  
of Southwest Michigan? 
Lauryn: When I moved here, I noticed that 

people really are passionate about (living here). 

You often hear: “Yeah, I live in Southwest 

Michigan!” They’re really proud of it. I’ve never 

seen that in any other place that I’ve lived, and I 

can tell people really care about the community. 

Dan: What gives me the most excitement is that 

I feel like Southwest Michigan is on a path for 

something to prove. That’s exciting for me because 

when we have something to prove, people are 

competitively working at being the best. 

What was the last book you read  
that had an impact on you?

Lauryn: Do Over by Jon Acuff. You can’t put it down.

Dan: The Happiness Advantage by Shawn Achor. 

It is a great perspective on what drives you or 

what should drive you.

What is your “Life Quote?” 
Lauryn: “If you have to make an apple pie from 

scratch, you first must invent the universe.” 

—Carl Sagan

Dan: Always think about the big picture. If you 

look at what causes stress, what causes anxiety, 

what causes depression, it’s that we’ve lost sight 

of the big picture. 

FOR THE FULL INTERVIEWS,  
PLEASE VISIT 269mag.com.
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Entreleadership

Always Forward

How I Built This

Revisionist History

Hosted by Ken Coleman, the 

EntreLeadership Podcast features 

lively discussions and tips on leadership 

and business by some of the top minds in 

the business, like Mark Cuban, Seth 

Godin, Jim Collins, and Simon Sinek.

Described as the perfect balance 

between portability and power, 

the Microsoft Surface Pro 4 
lightweight laptop doubles as a tablet.

How I Built This is a podcast about 

innovators, entrepreneurs, and idealists, 

and the stories behind the movements 

they built. Each episode is a narrative 

journey marked by triumphs, failures, 

serendipity, and insight—told by the 

founders of some of the world’s 

best-known companies and brands.

Do you desire to lead big? The 

Always Forward Leadership Podcast 
is designed to encourage and inspire 

emerging and existing leaders to 

greatness. Listen in as Ron Kitchens 

shares on leadership and other 

relevant topics like innovation, 

talent, engagement, and economic

development in these weekly 

conversations with national leaders.

A yearlong mentoring experience giving 
young, emerging leaders extraordinary 
access to examples of legacy leadership.

A nine-session, intensive program bringing 
together dynamic professionals, a world-class 

faculty, and a vigorous curriculum to 
accelerate leadership and maximize impact. 

Each week, over the course of 10 

weeks, Revisionist History will go 

back and reinterpret something from 

the past. An event. A person. An idea. 

Something overlooked. Something 

misunderstood. Because sometimes 

the past deserves a second chance.

First 50First 
Leaders

Leadership 
Kalamazoo

First Leaders puts your leadership first. 
Emerging leaders enjoy breakfast with 

their peers and experience an executive 
panel like no other. 

MICROSOFT 
 WALLET TM

APPLE
PAY

MICROSOFT BOT
 FRAMEWORK

THE LIFe LIST

People who think too 
much before they act 

don’t act too much. 
Jimmy Buffett

Life
List

the

Good Reads

Wise Words

Learn more at CatalystUniversity.me/programs
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Global Reach. Michigan Roots.
Did you know? Landscape Forms, the world’s  
largest manufacturer of site furniture, accessories 
and LED lighting is right here in Kalamazoo. 

Landscape Forms is the brand leader in our  
industry. Our innovative site elements are 
found in all the best places: Chicago’s  
Millennium Park, New York’s Central Park,  
and Microsoft’s Redmond, WA headquarters.  
In London, Tokyo and Rio. 

We’re marketing our products all over the 
world. And we’re designing, engineering and 
manufacturing right here in Western Michigan. 

landscapeforms.com
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HOW DID I GET HERE?
1972 | BORN IN PONTIAC, MICHIGAN
I was an only child. My dad worked for General 

Motors. My mom was a school teacher. I grew up 

shooting a gun and a bow and arrow with my dad. 

I was a total tomboy. I didn’t hang out with the 

girls and play jump rope. I kind of grew up playing 

dodgeball and kickball with boys, which didn’t 

really seem unusual to me. That helped me deal with 

men in business. It doesn’t seem odd to me that I’m 

the only woman on a leadership team. I don’t walk 

in a room and do an inventory of how many men or 

women are in the room. 

1990 | GRADUATED FROM WATERFORD MOTT HIGH SCHOOL
I was definitely not one of the cool kids in high 

school. I was a pretty nerdy kid and had a small 

group of friends. I was in the band. Our football 

team was horrible, so the homecoming court was 

all band people. The cool kids were actually more 

in band than in sports because our school wasn’t 

very good at sports. But I just happened to be in the 

band with the cool people. For me, high school was 

pretty generic and nondescript.

I would say the same thing for college and law school 

too—all very nondescript. I took the cheap route, the 

fast route, and the practical route. Cheap. Fast. And 

practical. Those (are my path’s) themes.

1994 | PURSUED A DOUBLE MAJOR IN POLITICAL SCIENCE  
AND ENGLISH AT OAKLAND UNIVERSITY 
I went to college to be pre-med, actually. I was going to 

be a forensic scientist, before (the TV show) CSI was 

cool, because I’m a problem-solver. That’s really 

what I do. When I think about all the jobs I’ve 

taken, they were to solve problems.

Then two things happened. One, I 

realized what forensic scientists make, 

and that I would have to pay for medical 

school. So, back to my practicality, I was 

going to have to pay for seven to 10 years 

of medical school to come out and (not make 

much). The math didn’t necessarily work well 

because my parents weren’t paying for school, and 

I didn’t want to be a doctor. Two, I took a required 

political science class taught by an ex-law school 

professor. The whole class was problem-solving: Here 

is the case, take the facts, solve the problem, and give 

an answer. I said to myself, “This is the best class I’ve 

ever taken in my life!” I switched from pre-med to pre-

law about halfway through college. 

Anne 
Mullally
Vice President of Customer Excellence, Stryker 
Story BY HEATHER BAKER   PHOTOS BY HANNAH ZIEGELER
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1997 | EARNED A LAW DEGREE FROM WAYNE STATE 
 UNIVERSITY AND WORKED AS A LITIGATOR
I got into Northwestern, Michigan, and a couple of 

other law schools. But, remember, I was cheap and 

practical. Wayne State University, if you wanted 

to stay in the Midwest, offered the same bar exam 

passage rate, and its tuition was like 50 percent 

less. I was not leaving Michigan, could afford 50 

percent less (tuition), and get the same result. So 

I went to Wayne.

After graduation, I had a choice: At firms in Detroit, 

I would have to sit in a library for three years writing 

briefs, or move to Grand Rapids and work at a firm 

where I could go to court and start trying cases as 

soon as I passed the bar. I moved to Grand Rapids 

and worked at Law, Weathers & Richardson. 

Because they represented municipalities, they took 

young litigators and gave them any case that had 

potential felony convictions of two years or less. So, 

you really couldn’t screw it up that bad. And I got to 

do what I wanted faster.

2000 | STARTED IN THE LEGAL DEPARTMENT  
AT STRYKER CORPORATION
I was engaged at the time and my fiancé, now husband, 

saw an ad in the Michigan Bar Journal for Stryker. 

At the time, we were going to move to either Chicago 

or Washington, D.C., because he is an investment 

banker. He saw the ad and said, “If you can get into 

Stryker, we’re going to move to Kalamazoo. And we’re 

going to stay there.” I (got in, and) started in the legal 

department as assistant counsel and represented 

several of the divisions in whatever legal work they 

had. I was a “Jill” of all trades.

2005 | BECAME SENIOR DIRECTOR OF REGULATORY AFFAIRS  
QUALITY ASSURANCE (RAQA) FOR MEDICAL DIVISION
The head of human resources and the person who was 

running regulatory and quality for the corporation 

at the time approached me about the position. They 

really liked the way I worked for the business and 

how I tried to solve business problems—not just as 

a lawyer saying, “Hey, you can or can’t do this,” but 

rather asking, “What are you trying to do? I will help 

you try to figure it out.” 

I was the first person that left legal. It was a huge 

career gamble. It’s a very different interaction with 

the business. Up to this point, I had functioned 

more as a consultant than an actual driver of 

business outcomes. Now, I was being integrated 

into the business.

2007 | ACCEPTED ROLE AS VICE PRESIDENT  
OF HUMAN RESOURCES
Two things happened in 2007. Our first daughter 

was born. Ironically, it was right at the time when 

we were switching presidents, and Brad Saar 

became president of the medical division. Second, 

the global meltdown was starting. The globe 

stopped spinning on its axis, and everybody went 

on a capital freeze. All we sell are capital products, 

so, if our customers didn’t have a capital budget, 

they weren’t going to buy our products. I put that 

as one of my big career learning moments: A true 

company’s value of their people comes out when the 

going gets tough. The easiest thing would’ve been to 

just fire 50 or 75 people. No one would’ve blinked 

an eye because every company was laying people 

off left and right. Brad and I hunkered down and 

figured out really quickly how to not lay people off, 

keep our business afloat, and ride out the major 

downturn. We did everything we could creatively to 

not have to lay everybody off. We managed to ride 

out the storm, together.

2010 | RETURNED TO LEGAL GROUP AS VICE PRESIDENT,  
CHIEF COMPLIANCE OFFICER
In 2010, I got a phone call from corporate. They 

were looking for a chief compliance officer for the 

whole corporation back in the legal group. I would 

serve as an officer of the corporation, travel all the 

time, and report to the board. It was a significant 

position within the company. I had about 100 

compliance team members around the globe who 

all reported to me. I lived on a plane whenever an 

investigation was going on. 

 

2013 | TRANSITIONED TO MEDICAL DIVISION AS  
VICE PRESIDENT, CUSTOMER EXCELLENCE
In early 2013, at age 41, I found out that I was 

pregnant with our bonus baby. My husband and I had 

been trying for years to have more kids. On a visit, the 

doctor said, “Are you sitting down?” and informed us 

that we were expecting number two. I thought, “This 

is the baby that I was never supposed to have.” So, 

I walked into the head of human resources for the 

corporation and requested, “I want another job. I 

don’t have to be an officer of the company. I just need 

to meaningfully contribute somehow so I can travel 

less and be home.” When I left for maternity leave in 

September 2013, I received an offer letter from Brad, 

my old boss. It said something like, “We have a job 

for you. We’ll figure it out when you get back.” 

TODAY | WHAT IT’S LIKE TO WORK FOR STRYKER
If you’re a fit in this company and you’re willing 

to work hard no matter where you are, this is the 

best place to ever be. Here, you’ll have jobs you 

didn’t know you wanted. You’ll have people call 

you for a job description you didn’t even know 

existed for which they think you’d be great. Most 

companies are way too traditional in their career 

tracks: There, if you’re a lawyer, you’ll be a lawyer 

and you’ll be a lawyer forever; you might be a great 

lawyer, and that’s good too. But there are not a lot 

of companies like Stryker, that will pick a lawyer 

and just send them off into business. That’s a little 

bit of our secret sauce: If you can get in and you 

perform, you don’t need to go work anywhere else. 

You can have all sorts of interesting jobs here.

That’s a little bit

If you can get in
of our secret sauce: 

and you perform,

work anywhere else.
 you don’t need to go
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t may come as a surprise to some that Kalamazoo 

is home to a vanishing breed—the atmospheric 

theater. The State Theatre has been a downtown 

Kalamazoo mainstay since 1927, and is an 

example of the type of movie palace, popular in the 

1920s, that placed its patrons in atypical, fantasy-like 

surroundings. As theater historian Scott L. Hoffman 

notes, “Rather than seating the theater patrons in a 

boxlike, formal setting as passive observers of stage 

entertainment, the atmospheric design transported them 

to an exotic European courtyard or garden. A plain 

cerulean sky replaced the ornate dome of traditional 

theater design.” The most successful promoter of the 

style was John Eberson, who designed the State Theatre. 

Cinema Treasures, an online guide celebrating the 

movie theater experiences, points to the rarity of this 

theater breed: Of the 168 theaters designed by Eberson, 

only 46 remain open, among them the State. 

Acts that frequented the State Theatre in its early 

days included opera, dramas, big bands, ballet, 

dance reviews, stage shows, and movies. The theater 

was renovated in 1964, and some of its interior 

decorations were removed. Amid declining revenues 

and attendance, the original owner closed the theater in 

1982. The closing of such a historic part of Kalamazoo 

mobilized community members. Local arts groups and 

city officials formed the “Save the State” committee in 

an effort to preserve the theater’s legacy along with the 

building. In 1985, to save it from being demolished, 

the Hinman Company, a real estate and property 

management firm, took over the building. Under the 

Hinman Company’s management, the interior has 

been restored to its original condition, with help along 

the way from Western Michigan University students 

who repainted parts of the décor. The result is an 

architectural gem for performing arts and live concerts.

The venue hosts approximately 60 events per year, 

with the goal being to provide a good variety of acts 

while developing the audience. “Classic rock, blues, 

jazz, country is huge; bluegrass is huge; alternative 

is pretty big,” says Executive Director Stephanie 

Hinman, who has been at the helm since 2014.

The theater has seen the level of community engagement 

grow in recent years. “It’s all about community. The 

more the community participates in what we’re doing, 

the more we’re able to do things,” adds Hinman. “This 

place gets in your skin; it’s your life.”

I
Story Keith Kehlbeck   PHOTO Courtesy of State Theatre
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David Brown, Executive Vice President and Chief 

Preservation Officer for the National Trust for 

Historic Preservation, says, “Attachment to a place 

is an important indicator of how economically 

successful a community will be.”  

Hinman’s hopes and dreams? “We hope to continue 

to build our audiences, and I would hope this is the 

place that will be open to do a variety of things with the 

community, including educational programs. We want it 

to be a place where people come together to be inspired 

and to have an impact, as well as a good time. I’m 

partial to historic theaters. They bring a vitality to the 

area and, when operating, they offer an economic boost 

to the community.”

Hinman says the most important thing is to make 

lasting memories. “It’s our mission that everybody 

has a good time, so we work really hard to have an 

awesome product and provide the opportunity for a 

great experience.” 

When conceiving his vision of an “atmospheric 

theater,” John Eberson couldn’t have put it any better!

People can buy tickets in person at the box office, 
open on Fridays from 11:00 a.m. to 6:00 p.m., and 
on event days. 

Our website—kazoostate.com—and social media 
are great ways to keep up with the shows. We’re on 
Facebook, Instagram, and Twitter as @kazoostate.

Stephanie Hinman
Executive Director

TIPS FOR THEATerGOERS:
Keep an eye on the schedule. The State uses billboards, 

radio, flyers, social media, and its website to keep patrons up 

to speed on events. And, of course, there’s word of mouth! 

Invite your friends on Facebook. The theater creates a 

Facebook event for every show. If you’re interested, it 

will pop up in your news feed, allowing you to share the 

information. When you RSVP to an event on Facebook, 

you’ll be notified with the preshow newsletter containing 

all of the event information. 

Subscribe for event notifications through Ticketmaster 

or through the State Theatre’s email program which can 

be done on the State’s website, kazoostate.com.

Watch for presale passwords. They will allow you to be 

the first to purchase tickets. 

Don’t trust a third-party ticket seller—unless it’s 

Ticketmaster or an official fan club.

To bag or not to bag? What you can bring into the 

building and event photo policies may vary from  

show to show, so “stay in the loop.”
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Southwest
Branch, Calhoun, Kalamazoo & St. Joseph Counties

To compete in today’s economy, Michigan businesses must find and keep skilled talent. Michigan 
Works! Southwest can help identify the skilled workers your business needs to thrive and grow. For 
more than 40 years, we have combined hands-on experience finding, training and retaining talent 
with the world-class research capabilities of the W. E. Upjohn Institute for Employment Research.
The roots of this relationship trace back to the Great Depression, when Dr. W.E. Upjohn began a 
grand experiment to help displaced workers in his community. Today, nearly 85 years later, Michigan 
Works! Southwest continues this commitment by leading innovative talent investment solutions that 
meet the current and emerging needs of your business.

Working together to create 
talent solutions for your business.

michiganworkssouthwest.org
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built over the last seven or eight years 

where we all help each other because, 

one, it’s the right thing to do, but it’s 

also in our own self-interest. If we 

can have more companies growing 

rapidly at the same time, it makes 

it easier to recruit people to come to 

work for those companies or to get 

them to stay in Chattanooga and work 

for those companies. We all know 

talent is the lifeblood of companies; 

if you can’t get the right people, 

you’re dead in the water.”

In Richardson, Texas, its population 

of 110,000 that sleeps there every 

night soars to 150,000 during 

the day as workers pour in from 

all over to work in one of its 

telecommunications businesses.

One of the keys to this city’s success 

is the infrastructure that allows 

employees to commute into and out of 

it. Two major Dallas highways traverse 

Richardson’s northern and southern 

borders, allowing a steady flow of east-

west traffic. Central expressway U.S. 

75 bisects Richardson north to south. 

And Richardson was an early adaptor 

of rapid transit with four commuter rail 

stations along the north-south rail line 

transporting workers from Dallas to 

Richardson and on to Plano.

“Our ability to move people to 

Richardson is considerable,” 

explained John Jacobs, vice president 

for the Richardson Economic 

Development Partnership, an arm 

of the Richardson Chamber of 

Commerce. “There’s a very wide circle 

of folks that can get to Richardson 

because of the highway and rail 

linkages. For talent in general in the 

7-million-population metro area, easy 

transportation is so important.”

Quality education plays a role, too, 

as Richardson is home to the main 

campus of the University of Texas at 

Dallas, a public research university 

and one of 13 universities in Texas’ 

university system with an enrollment 

of 27,000 students. “We are blessed in 

that we have the foremost engineering 

and business management university 

in Dallas-Fort Worth,” said Jacobs. 

“The university pumps out a lot of 

engineering and science graduates, 

and that creates a talent pool to feed 

our tech companies.” 

Offering yet another perspective 

that showcases the importance of 

lifestyle is Tim Cowden, president 

and CEO of the Kansas City Area 

Development Council (KCADC), a 

private, nonprofit organization that 

represents the economic interests 

of the entire two-state, 18-county 

Greater Kansas City region with a 

population of 2.5 million. 

Cowden said the city’s success goes 

beyond business models and research 

and development. “There’s a real 

sense of community here, the sense 

that we’ve got to do this ourselves,” 

Cowden said. He pointed to companies 

such as Marion Laboratories, H&R 

Block, and Hallmark Corporate 

as evidence of local entrepreneurs 

creating spectacular success. “Ewing 

Marion Kauffman, Henry Block, Don 

Hall—they started with literally 

nothing and created companies with 

a global reach and such an impact 

within the region,” Cowden said. 

The matter of attracting and retaining 

top-tier talent is hugely important, 

Cowden said. “If your community is a 

company, you’ve got to make your region 

attractive to talent,” he said. “Nothing 

else matters unless this metro area 

is attractive to talent from a lifestyle 

perspective. We have put a lot of effort 

into creating a very vibrant place for 

individuals to create a life here, to 

build a career. Individuals’ interests 

are so different, a kaleidoscope really, 

so we have to provide arts, major league 

sports, great dining. There’s a vibrancy 

in Kansas City that has really taken off 

in the last five to seven years. Kansas 

City as a region has found its stride.”

Open doors in Chattanooga, the 

intersection of education and buzzing 

highway and transit connections in 

Richardson, and a pulsating metro 

area in Kansas City are just a few 

ways to jump-start an entrepreneurial 

economy. Here in West and Southwest 

Michigan, Jandernoa said it all starts 

with the need for entrepreneurs 

and government agencies to work 

together—and they need to include 

the academic community, as well. 

“It needs to be both public and private. 

You can’t do it without both, in my 

opinion,” he concluded. “I look at it as a 

three-legged stool: the government, the 

academic community, and the private 

sector. Entrepreneurs need feedback on 

things like pricing. They need to learn. 

Some ideas are great, but (for example) 

if you can’t get to a price the market 

will support (it will not succeed).” By 

connecting with the available national, 

state, and local advocates, Southwest 

Michigan’s entrepreneurial ventures 

like McFarlin’s Kalamazoo Candle 

Company can increase the success 

rate of startup companies well beyond 

the halfway mark during their first five 

years in business.

The Jump from 
Startup to 
Growth Stage

Continued From Page 16

It’s just  
like building  
a pyramid— 

you’ve got to 
build a base  
to get to the  

top. That’s 
starting to 

happen here.

The population 
of 110,000 is only 

the number of 
people who sleep 

in richardson; 
during the day, 
the city’s head 
count soars to 

150,000.

If your  
community is a 

company, you’ve 
got to make your 
region attractive 
to talent. Kansas 

City as a region 
has found it’s 

stride.

Chat tanooga , T N RICHARDSON, T X K ansas Cit y, MO

Read more about 
the entrepreneurial 

climate in 
Chattanooga, 

Richardson, and 
Kansas City at 
269Mag.com.

” ” ”

“““



Congratulations TO JILL BLAND on  20 years 
dedicated to growing jobs and the economy 

of southwest michigan.
Our team appreciates and learns from you each 

and every day. You are truly preeminent!
—YOUR TEAMMATES AT SOUTHWEST MICHIGAN FIRST

JILL BLAND
MANAGING PARTNER 
SOUTHWEST MICHIGAN FIRST
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Where the New Jobs Are
As reported by the regional economic development organizations of Cornerstone Alliance, 
Greater Bridgman Area Chamber and Growth Alliance, Kinexus, and Southwest Michigan First.

Stevensville, MI 
Berrien County
jrauto.com

Benton Harbor, MI 
Berrien County
modineer.com

Benton Harbor, MI 
Berrien County
special-lite.com

Coloma, MI 
Berrien County
eastjordanplastics.com

Bridgman, MI 
Berrien County
haymarketbrewing.com

St. Joseph, MI 
Berrien County
leco.com

Kalamazoo, MI 
Kalamazoo County
verifieddesign.com

JR Automation 
Technologies

Modineer  
Coatings Division Special-Lite, Inc. East Jordan Plastics

Haymarket  
Brewery & Taproom LECO Corporation Verified Design

NEW JOBS: NEW JOBS: NEW JOBS: NEW JOBS:

NEW JOBS: NEW JOBS: NEW JOBS:

60 21 6 3

39 6 5

Are you a growing business in 
Southwest Michigan? Let us know 
@269Mag / 269Mag.com.

Jobs Report
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ALWAYS FORWARD

pring cleaning 
is one of my 
favorite things 
to do.  
I know, weird, 

right? It is not 

just about getting 

things into some 

semblance of order; it is also about 

looking back on the past. 

One of my spring cleaning projects 

this year is to have all of our 

photographs scanned and organized 

into digital files. During this 

process, I ran headlong into this 

picture of my first business, The 

Gas Shack, where our slogan was 

“Pumping to Please.” Located in 

Ozark, Missouri, The Gas Shack 

was my first real business. I say real 

because, before I had ever heard 

of the word “entrepreneur,” I was 

one. Whether I was buying gum 

on my walk to school to resell to 

my classmates, raising rabbits for 

“Easter bunnies,” or selling organic 

fertilizer that I harvested from horse 

barns, I have always been a small-

business person. 

The Gas Shack was a great place 

for me to learn what it means to 

be in business—from payroll and 

people, to inventory management 

and creative marketing (hence, the 

catchy slogan). I have carried these 

lessons forward through my entire 

career. But one of the most recent 

lessons The Gas Shack taught me 

occurred a few years ago. 

My daughter, Kelsey, and I set out 

on a pilgrimage to see the mythical 

place known as The Gas Shack. 

First, I should say that I have not 

owned it for decades. I knew that 

it had long been converted into 

another use. So I did not expect 

to buy gas for the $1.25 that was 

advertised on the sign in the picture. 

But I was completely unprepared 

when I learned that the building  

had been wiped from the face of  

the earth. (Okay, I am a little bitter.) 

I would like to tell you that Kelsey 

and I had a great discussion about 

market forces or the changing 

demographics in America or 

even life cycle analysis of poorly 

constructed buildings. Nope. I 

whined to her about somebody 

stealing my youth and not having  

an appreciation for my legacy. 

Today, with a little distance between 

that day and today, I realize that life 

and business change. That is how it 

is supposed to be. Gary Vaynerchuk, 

the serial entrepreneur, says the great 

businesspeople know that their job is 

to “wake up every morning and put 

(themselves) out of business.” This 

idea seems to be all around us today. 

While it is easy to spot the yellow and 

black “Going Out of Business” signs, 

we are also seeing the continued 

change of customers’ needs, wants, 

and desires, and the speed at which 

they want them.

Much like the way we are seeing many 

traditional retailers fail to compete 

with Amazon and internet shopping 

websites, The Gas Shack, with its 

full-service pumps and lack of floor 

space, could not compete in today’s 

retail environment. There is hope 

and opportunity: As more products 

and services become commodities, 

consumers are becoming hungry for 

authenticity and experiences that 

cannot be replicated or shipped free 

overnight. This gives me great hope for 

that next kid who stops to buy gum to  

sell at recess. 

She has never had a better time  

to be in business with unfettered 

access to customers and suppliers. 

Serving customers is her legacy, not 

a lot where a building once stood. 

Politicians and community boosters 

talk a lot about small businesses. 

American Express even branded 

a shopping day as Small Business 

Saturday. But the reality is that we 

have to do more than just talk about 

small businesses as if they are all 

the same. For us to be successful 

as a region and its individual 

communities, our small businesses 

must become points of pride for their 

unique offerings and experiences. 

We, as consumers, no longer just 

shop; we award our dollars and 

loyalty to businesses that go beyond 

those that just offer the lowest cost. 

If we are truly going to be a great 

region, we must become a region of 

remarkable retail establishments and 

restaurants. As consumers, we must 

then reward them with our money, 

loyalty, and commitment. 

Always Forward,

Enjoyed this article? Let us know! 
Tweet @269Mag using  
#269Mag with your thoughts.

From Peddling Bubble Gum to Refilling Gas Tanks
The Life Cycle of Small Businesses is always evolving

BY  
RON KITCHENS 
PUBLISHER
Photo  
Courtesy of Ron Kitchens



Emerging leaders 
can enjoy breakfast 
with their peers and 

experience an 
executive panel like 

no other.

Big breakfast. 
Big ideas.

Register for one breakfast or the entire series 
at catalystuniversity.me/programs

PRESIDENT
GREENLEAF TRUST

Tuesday, June 27
7:30 am to 9:00 am

Kalamazoo Country Club
1609 Whites Road

Kalamazoo, Michigan 49008

COUNCIL & CHAMBER

$25
NON-CONTRIBUTORS

$50

Michael Odar

SERIES SPONSOR POWERED BY

MAKE YOUR

COUNT.
LEADERSHIP
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A BETTER WAY
FOR CLEAN, RELIABLE AND
AFFORDABLE ENERGY.

At Consumers Energy, we’re working to 
leave Michigan better than we found it. 
We’re using cleaner sources of energy like 
solar, water and wind, to reduce pollution 
and keep Michigan’s air and water clean 
for future generations.

Learn more about what we’re doing
for Michigan at: 
ConsumersEnergy.com/sustainability

Croton Hydro, located on the Muskegon River, is one of 
13 hydroelectric power plants we have in Michigan.




