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Creating Synergies for our Manufacturing Industry



Founded in 2012, Gears & Gadgets is an exclusive quarterly event hosted by Minnesota Manufacturing  

Executives (MME) where members discuss manufacturing business trends and develop synergistic connections.  

A typical event showcases a manufacturing industry speaker followed by a networking Happy Hour with  

a cash bar and appetizers. Our generous Platinum Sponsors contribute to the success of Gears & Gadgets.

Why attend Gears & Gadgets?

• Stay current on manufacturing industry changes that affect your business 

• Peer-to-peer interaction builds your network and a strong Minnesota manufacturing community 

• Maximize business development and supplier synergies for your company

Who is eligible to attend Gears & Gadgets?

• Manufacturing business owners 

•  Manufacturing executives and senior leaders currently employed in a manufacturing company

How do I receive an invitation to Gears & Gadgets?

Gears & Gadgets is “by invitation only” for eligible members of MME.

Please contact the group founder,  

Marni Hockenberg at marni@hockenbergsearch.com; 952.500.9542.  

Marni Hockenberg is the Principal of Hockenberg Search, a firm specializing in Executive Outplacement  

for the manufacturing industry.  Your network is your net worth — see you at Gears & Gadgets!

What is Gears & Gadgets?

Fifth Annual Brews & BBQ Summer Patio Party

Join us on July 16th for our 5th Annual Brews & BBQ Patio Party  

from 5:30 – 8:00 pm at Bauhaus Brew Labs!

Come and celebrate our manufacturing industry! Please join us for our 5th Annual Brews & BBQ Summer Patio Party! 

Our signature event is the perfect opportunity to network with other manufacturing professionals. Kick back and relax 

on the Bauhaus covered patio while enjoying a delicious BBQ dinner and tasty craft brews. Don’t miss out on this 

great event - get your ‘Gadget in Gear’ and register today!

This ‘big tent’ event is open to all professionals who work in manufacturing including manufacturing business owners, 

currently employed manufacturing professionals and manufacturing professionals who are in job transition from one 

manufacturing company to another. 



Recap of May Gears & Gadgets program

Robotics Solution to Manufacturing Challenges

Gears & Gadgets celebrated our 30th program with a riveting panel discussion  

on Robotics Solutions to Manufacturing Challenges 

Pew research tells us that even though there is a fast uptick in automation, over 70% of American’s  

are still wary and concerned about robots in our workplace replacing American jobs. Our May Gears & Gadgets  

featured a panel of manufacturing business owners and robotics experts who discussed the role of robotics/ 

automation and provided valuable insights from their own experience. 

• How do you know when it’s time to invest in robotics? 

• How can robotics solve problems such as the skilled labor shortage and quality issues? 

• How do you take that first step toward robotics automation? 

• Integration – internal or external? 

• ROI on your robotics investment 

• What is the future of robotics in manufacturing?

Panel moderator:     

E.J. Daigle; Dean of Robotics & Manufacturing; Dunwoody College of Technology 

Panelists: 

Kevin Mashuga Manufacturing Technology Manager; Graco, Inc. 

Carl Doeksen Global Robotics/Automation Leader; 3M 

Todd Bauernfeind President; Summit Machine Inc.   

Matt Peick Director of Engineering-Automation Development Department; Tesla.



October 21, 2019    3:30 PM – 6:30 PM CDT

Minneapolis Marriott Northwest – Arbor Lakes Room

7025 Northland Drive N. Brooklyn Park, MN 55428

3:30 pm - 4:00 pm: Registration/Networking
4:00 pm - 5:00 pm: Program - Panel Discussion
5:00 pm - 6:30 pm: Networking Reception - Hot appetizers & cash bar

Moderator: 

Peter Beaumont, Business Advisor 

The Resultants 

Panel: 

Hear from a panel of manufacturing experts who are currently operating  

on EOS and finding great success with this operating system.

Join Us for Our Upcoming Gears & Gadgets Program!

Vision 2020: Planning for Success



As we near the end of 2019, it’s a great time to start thinking about what we want to accomplish 

in 2020. Many companies begin the annual planning process by deciding on which of the primary 

annual initiatives the organization can focus on to drive growth. Whether you have those  

initiatives identified or not, this panel discussion can help you understand how the Entrepreneurial 

Operating System® (EOS®) identifies upcoming opportunities (and risks) you need to be aware of. 

Panel experts will provide a holistic understanding of why they believe EOS has been key to  

improved business plans and increased positive results.

EOS is a complete set of time-tested, simple concepts and tools that have helped thousands  

of business owners and entrepreneurs get what they want from their businesses. Made famous  

by the book, Traction, by Gino Wickman, EOS has impacted thousands of entrepreneurial companies 

around the world.  

Participants will walk away with a clear understanding of how EOS® helps companies:  

1. Define and achieve its vision

2. Set measurable priorities that align with its vision and goals

3. Structure specific initiatives in a way that bests fit their company and timeline

As well as … a checklist of actionable steps to take their manufacturing business further, faster.

To register for the event contact marni@hockenbergsearch.com  

or call  952.500.9542



Manufacturers are in the business of the tangible. From design to fabrication 

and installation, your customers can see and touch the results of your hard 

work. Your expertise and commitment to quality are on proud display with 

every piece, part, and component you fabricate.

If you’re in the business of the tangible, why would it pay off to invest your 

marketing budget in something as immaterial as online content marketing? 

Your return customers know the value of working with your company. Content 

marketing is a great way to keep yourself top-of-mind with customers who 

haven’t placed an order with you recently. But it’s also an effective tool to 

building relationship with early-stage customers. These are the buyers who 

may have heard of your company, but are unsure you have the expertise,  

commitment to quality, or competitive pricing they demand.

Content marketing is also a powerful recruitment tool. Your website is your 

next hire’s first stop in learning about your company. The content of your 

website can reveal a lot about your company culture. A website brimming with 

information about your products and services, features on team members, and 

helping FAQs and tips for potential customers shows that you’re invested in 

innovation, education, and developing a strong company culture.

Use Your Website’s Content to Tell Your Story

At the end of the day, people buy from other people and people work with oth-

er people. Your website’s content jumpstarts your relationship with potential 

buyers and future employees. It should reflect your expertise, your company’s 

core values, and offer information that’s valuable and relevant to current  

customers, prospective buyers, and potential employees.

If innovation is a core value of your company, your website content should 

reflect that. If you’ve built your business on long-term customer relationships, 

your content should speak to your expertise and your customer experience.

The copy on your website is just one tool in your content marketing toolbox. 

Images of your shop floor and your team go a long way to building trust.  

So do videos that explain your processes, showcase your latest investment in 

equipment, or present a case study of how you helped a recent customer.

Don’t Forget about FAQs

Companies started creating lists of frequently asked questions long before the 

Internet. FAQs provide a valuable opportunity to build relationships with your 

customers and convince them to work with you. They show that you listen to 

your customers and care enough to address their questions and concerns. 

FAQs also help you show you are aware of some of the issues that may arise 

while working with you and that you have a plan to prevent or deal with them.

Marketing Sponsor

Adam Johnston, President 

Balius Marketing & Web Design, LLC

7900 International Drive - Suite 300

Bloomington, MN 55425

ajohnston@baliusmarketing.com

952.346.9258

Motivate. Inspire. Create Change.

“At the end of the day,  

people buy from other  

people and people work  

with other people. Your  

website’s content jumpstarts 

your relationship with  

potential buyers and  

future employees.”

                – Adam Johnston



When developing your list of FAQs, draw on the questions you’ve received from past customers. Fake questions  

stand out like sore thumbs. Include questions you get during the sales process to help potential buyers overcome 

objections. Whenever possible, include links to other areas of your website that may provide more information. 

Build Relationships and Your Reputation with a Blog

Your website content and FAQ page provide the foundation for your content marketing efforts. Your blog is your  

opportunity to show off your expertise, feature recent projects, and elevate your staff. It’s also one of the most  

valuable tools for directing web traffic to your website. A blog post gives your website a boost in search engine  

rankings in the first hours and days you publish it. But it provides residual results, too. A recent study by HubSpot 

found 70 percent of website traffic and 90 percent of leads from your blog come from posts that are months old.

Two important factors in successful blogging are consistency and frequency. A content calendar that identifies what 

you’ll post and when can keep you on track. Resist the urge to use your blog as a sales sheet. Instead, use your blog 

to educate your customers and provide them something of value. Explain how automation is affecting your industry or 

show them how you recently saved the day for a customer. 

Content is a powerful marketing tool that helps you build relationships with current and potential buyers. It can also 

help you attract top talent, whether you’ve been in business three years or three decades. Not sure where to start? 

Platinum Sponsor Balius Marketing & Web Design, LLC can help.

Balius Marketing & Web Design 

serves sophisticated business-to-business 

companies, helping to project their story, 

in one clear voice. We offer decades of 

industry experience and absolute dedication 

to service, product, and results. 

Companies count on us for straight talk, 

down-to-earth work ethic, and a full range 

of marketing services—from management 

and creative and production 

of all brand assets.

 Industrial & Manufacturing

    Information Technology

    Food & Beverage

    Power & Petroleum

    Coal & Cement

    Life Sciences 

    Grain Seed & Feed

    Aviation

    High-Technology

    Financial Services 

Adam Johnston

Balius Marketing & Web Design, LLC

7900 International Drive • Suite 300

Bloomington, MN 55425

952.346.9258

ajohnston@baliusmarketing.com

Brochures

Direct Mail

Advertisement

Websites

Trade Show Displays

Catalogs

Logos

Newsletters

Video

Marketing

Web Design

Printing



Should Your Business Make a Tax Accounting Method Change? 

The many changes brought about by the Tax Cuts and Jobs Act (TCJA) have 

been largely beneficial for businesses across all industries. One change in 

regard to tax accounting methods is particularly advantageous for contractors 

and manufacturers: an increased annual gross receipt threshold of $25 million 

for tax years beginning after December 31, 2017.

With this increase, your business may have more options for its accounting 

method than ever before. Here are a few of the options now available.

Increased threshold for use of the cash basis method  

of accounting

Previously, C corporations with average annual gross receipts of $5 million  

or less were able to use the cash basis method of accounting. Other  

C corporations were required to use the accrual method. Thanks to the TCJA, 

this threshold has undergone a five-fold increase. Could your business now  

be able to use the cash basis method of accounting?

The cash basis method of accounting can be advantageous because it 

allows you to recognize income when you receive it. In most cases, it allows 

you to time your tax payments more closely with when you’re actually  

pocketing the funds.

Exemption from Uniform Capitalization (UNICAP)  

and inventory requirements

Prior to the TCJA, businesses with $10 million or more in annual gross  

receipts were required to follow certain UNICAP and inventory requirements. 

Regarding UNICAP, taxpayers were required to include in inventory or  

capitalize certain costs, including an allocable portion of indirect costs related  

to real or tangible personal property (produced by the taxpayer or acquired 

for resale). Taxpayers with inventory were required to use the accrual method 

of accounting unless they met certain exceptions. Now, with the threshold 

increased to $25 million, the UNICAP requirements may no longer apply to 

your business.

Accounting Sponsor

Clint Seehusen, CPA 

Principal | Audit + Accounting

E: CSeehusen@dsb-cpa.com

P: 612-630-5084

Justin Spinler, CPA 

Manager | Tax

E: JSpinler@dsb-cpa.com

P: 612-359-9630

DS+B | CPAs + Business Advisors

222 South 9th Street, Ste 3000

Minneapolis, MN 55402

www.dsb-cpa.com/manufacturing



Exemption from the percentage-of-completion method  

for long-term contracts

The increased threshold may exempt you from having to use the percentage-of-completion  

method of accounting for long-term contract, too. Whereas previously taxpayers with average  

annual gross receipts of $10 million or less were considered “small contractors” and therefore  

exempt from using this often cumbersome accounting method, the increased threshold  

makes it possible for more taxpayers to be exempt from the percentage-of-completion method.

Could you benefit from an accounting method change?

In light of the new developments mentioned above, it’s a good time to revisit your tax accounting  

methods to determine if a change would be beneficial. Sometimes a change can help to relieve  

the burden of administrative time and even reduce your tax burden. Making an accounting method  

change requires filing certain forms, and it’s advantageous to act sooner rather than later.  

If you’d like to explore your options, please give us a call today.

Together, We Work Smarter For You. 

www.rockislandwm.com 

Mitch Stolba (CFP®, CLU, ChFC, LUTCF, CFS)

401(k) / Employee Benefit Plan Administrative Support 

Investment advice offered through Great Valley Advisor Group, a registered investment advisor.  

Great Valley Advisor Group, DS&B Ltd., and Rock Island Wealth Management are separate entities. 

DS+B has partnered with Rock Island Wealth Management. For you, it means 

the insight of the accounting profession combined with the foresight of financial planning.  



Using Culture to Drive Performance

It was a classic David vs. Goliath situation. We were part of a larger company  

but in our market, we were a distant second in terms of organizational size and 

market share. Our competitor had dominated the market for many years with  

legacy brands and tenured sales and operations teams. As we evaluated our  

options during strategic planning, becoming number one seemed daunting.

Fast forward two years and we’ve taken an additional 2.5% in market share  

out of an approximately $165M market, much of that at the expense of Goliath.  

We had begun to attract some of their key talent and began winning head-to-

head competitions for some key customers – and not because of price.  

So, how did we accomplish all of that in just two years?

One word … culture!

Culture Eats Strategy for Lunch

Peter Drucker, often thought of as the founder of modern management, is  

credited for coining the phrase “culture eats strategy for lunch”. Drucker asserts 

that the foundation of a strong or weak culture will have a much greater impact 

on company performance than will the quality of a strategy. My experience 

would give this a hearty “YES!” I’ve seen both sides of this coin, good and bad.

I’ve seen an engaged team of people drive great results by embracing and  

executing a strategy that was, in my opinion, good but not great. Conversely, 

I have seen a strategy created by some of the brighter business minds in the 

corporate world fall flat because leadership failed to nurture a healthy business. 

In both cases, the center of how a culture impacts performance is people.

Culture Defined

In business, people often talk about culture as this nebulous, mystical thing  

that is tough to wrap our arms around. However, once we clarify and simplify,  

we can start using culture as a tool for driving performance. Merriam-Webster 

describes culture as “the set of shared attitudes, values, goals and practices 

that characterizes an institution or organization”. Even with a very clear  

definition, a certain level of ambiguity can still exist. I tend to take it a step  

further by identifying 5 very specific elements of a business.

1.  Core values are an enduring set of beliefs that define who we are as an  

organization. They are arguably the most important element.

2. Mission or purpose of an organization defines what the organization believes

3.  Process, or how we engage with our people and our customers as well  

as how we do the work that we do

4.  Goals, including specific and measurable performance outcomes as  

well as the …

5. Strategy around how to achieve those goals

Business  Advisory Sponsor

Steve Wilcox, President
Senior Business Advisor | EOS Implementer™

steve@theresultants.com
715-338-3753

Peter Beaumont
Business Advisor | EOS Implementer™

peter@theresultants.com 
651-338-7071

Twin Cities Office – West End
5775 Wayzata Blvd, Suite 700

St Louis Park, MN 55416
952-945-5402

Corporate Office
201 2nd Street South, Suite 200

Hudson, WI 54016
715-386-2800

Optimizing Business Value… Improving Lives



What Can I Do?

Implementing an operating model can significantly help an organization define its culture and drive  

its performance forward. An operating model is the structure and language of your business and is different 

than a business model, which is how your organization makes money. The Entrepreneurial Operating System® 

(EOS®) is a great example of a simple but powerful operating model that has helped hundreds of small  

businesses connect the dots between culture and strategy.

In his best-selling book, Good to Great, Jim Collins writes about a commonality found in his research of  

companies that were able to transition from good organizations to great organizations. He found these 

businesses employed an engaged group of people with shared values and beliefs. Company leaders not only 

focused on finding and attracting the right people but were proactive in moving the wrong people out.  

Tough people decisions take courage and they are not easy. Many companies are stuck in a bad place  

because of an inability to get beyond this.

Driving Performance

It’s no simple task to build a strong, healthy culture and it’s definitely not something that can be accomplished 

overnight. It takes a commitment of leadership and resources, both time and money. With that said, it is not an 

impossible mountain to climb. Many companies before yours have accomplished this and many more will in 

the future. These organizations have and will continue to face the same constraints you do. But, they manage 

to find a way to get it done regardless. It takes the commitment and resolve of leadership to build a healthy 

organizational culture.



Who is Carlson Partners?

Carlson Partners was founded in 2011 with the singular purpose of delivering 

unparalleled results for organizations through an entrepreneurial mind-set, 

yet a very disciplined strategic approach to commercial real estate. 

Our clients know they have a trusted advocate on their side, because we  

only consult with and represent businesses (occupiers)—not landlords.

We enjoy creating solutions for clients, and our long-term outlook has  

generated very close relationships. Carlson Partners manages lease  

relocations, lease renewals, renovations, lease restructures, property  

dispositions and acquisitions.

Key Fact About Carlson Partners:

• Year Founded:  2011

• Privately Owned: Amy Carlson, Ted Carlson, Tim Olsen

• Office Locations: Edina and Minneapolis, Minnesota

• Number of Employees: Ten

• Core Business: Real Estate (Occupier/Buyer Representation)

• Market Coverage: Minnesota, the Americas and Internationally 

Financial Performance To Measure Success:   

For each assignment, we focus on comparing current state (what the client 

is paying in rent per square foot and full-time equivalent) to future state and 

look to reduce occupancy costs on both fronts.

We recommend utilization of a KPI scorecard as a method of measuring  

performance. The following areas of financial impact will be incorporated into 

the project reporting process:

• Gap-Adjusted Gross Rent

• Relocation Costs

• Gross Occupancy Costs per Square Foot per year

• Gross Occupancy Costs per Full Time Equivalent (FTE)

• Furniture Systems: Buy vs. Lease Analysis

•  Tenant Improvements: Landlord Funded vs. Occupier Funded  

Financial Impact

Real Estate Advisor Sponsor

Timothy L. Olsen,  SIOR 

Partner 

tolsen@carlsonpartnersllc.com

(651) 558-1400 mobile 

4530 West 77th Street, Suite 365

Edina, MN 55435

www.carlsonpartnersllc.com

Ted Carlson, SIOR, CCIM 

President 

 tcarlson@carlsonpartnersllc.com 

(612) 812-7788 mobile 

4530 West 77th Street, Suite 365

Edina, MN 55435

www.carlsonpartnersllc.com



The Five Myths About Renewing Your Lease:

Engage Carlson Partners As Your Trusted Real Estate Partner To Realize Hidden Savings And Enhanced Risk Mitigation.

2018 Industrial Market Recap:

Perception: 

1.    We have a great relationship with our Landlord  

or the Landlord’s Broker.

2.   Engaging an advisor for our lease renewal will cost us 

money by diminishing real estate savings. 

3.   We have no interest in relocating.  We plan on renewing 

and do not need representation. 

4.   We are getting a good deal. The Landlord reduced  

our rent and we are saving money. 

5.   We already have a lease in place and have more than a 

year left on our term.  

Reality:

1.   The Landlord’s objective is to maximize profits and shift  

economic and non-economic risk to the tenant.

2.   Brokerage fees are not added on top of your real estate ex-

penses. They are embedded into the transaction costs  

and don’t disappear without the use of an advisor.

3.   The role of Carlson Partners as your advisor is not to find 

space.  Rather, our sole objective is to drive the most  

aggressive lease terms regardless of renewal or relocation.

4.    A “good” deal can only be benchmarked against relocation 

alternatives that have been brought to economic and non- 

economic maturity by creating competition in the market.

5.   By placing the Landlord in a leveraged position, the tenant can 

achieve greater flexibility, cost containment and  

expense mitigation.

2018 Market Indicators

 VACANCY  NET ABSORPTION  RENTAL RATE

Looking Ahead
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We dig in and ask the 
important questions.

We provide you with 
real estate analysis 
and market 
comparisons. 

We translate insight 
and analysis into a 
focused, actionable 
plan.

We routinely 
analyze the 
market and 

provide you with 
value added 

insight.

We manage all 
the details and 
get the results 

you need.

OUR DISCIPLINED 

STRATEGIC 

METHODOLOGY



Is Your Bank a Vendor or a Partner? 

It is a question that every business asks – “How do I choose the right bank 

for my business? Are they a business bank? Convenient locations? What 

about mobile banking with online options?” While these are important  

factors, it is crucial to consider a valuable intangible – which bank offers 

your business the best and most comprehensive relationship? Who can you 

see as a trusted adviser on your business team?

The relationship you form with your banker will go far beyond choosing the 

correct credit facility or opening a depository account. It is a collaborative 

approach to grow with your business and the ability to adapt and be nimble 

when adversity hits – to be a real partner. 

Here are some qualities to look for when selecting your most advantageous 

business banking relationship:

•  Knows Your Business. Your banker should have specific knowledge of 

what makes your operation unique, your competition, and the challenges 

and opportunities your business may face. This will allow your banker to 

create unique recommendations and advise your business to reach your 

goals. Ask your banker about their experience with similar companies. 

Schedule routine in-person meetings. Ensure that their short-term and  

long-term goals are in line with yours. 

•  Highest Level of Customer Service. Is a key element of being able to  

identify if your bank views your business as important to them. Having a 

team that is dedicated to knowing and serving you allows you to be  

confident in the messages portrayed by the bank. A banking partner will 

have multiple people ready to take your call, promptly respond to your 

emails, provide transparent advice and is available to meet with you  

in-person when you need them.

•  Engaged Ownership & Management. Having an outstanding banker is 

valuable. Having access to multiple members of a team that include senior 

management who can offer knowledge, connections and a seat at the  

approval table – is priceless. 

•  Protecting Your Company. Continuing education is imperative in today’s 

business world. A true banking partner will have committed profession-

als who keep well-informed of detrimental business issues (.i.e. cyber 

security and fraud) and offer proactive solutions to defend against poten-

tial dangers. The ability to identify areas of weakness and offer security 

recommendations, or present efficiencies by stream-lining processes, are 

ways to identify an engaged and involved cash management team. Tools 

such as Positive Pay, call-back services and device authentication are addi-

tional ways to protect your business against possible risks. 

Banking Sponsor

Pete Odell

Senior Vice President, Commercial Lending

651.332.5221 (direct)

612.244.7013 (cell) 

podell@platinumbankmn.com  

Jennifer Bryfczynski

 VP/ Cash Management Specialist

651.332.5215 (direct)

612.670.9618 (cell)

jbryfczynski@platinumbankmn.com



Platinum Bank believes in creating partnerships with small-businesses across the Greater  

Twin Cities Area. Our core is Business Banking. Platinum Bank was created by entrepreneurs  

for entrepreneurs. Founded in 2007, we understand your challenges because we, too, are a 

growth-oriented company. We are open-minded and provide transparent feedback that you  

probably won’t hear from most banks. We are committed to learning and telling your unique 

story and advocating for your business. Our promise to you is a team that is dedicated to serving 

your needs and actually doing what we say. We don’t want to be a vendor; we want to be a  

partner - your partner. Come experience the Platinum difference.

Platinum Bank Customized Business Banking Services 

• Operating lines; term loans 

• Commercial real estate (owner-occupied; investment; construction) 

• Preferred SBA lender 

• Business acquisition financing 

• Export working capital lines 

• Personal banking for owners and executives

Platinum Bank Customized Cash Management Services 

• Information services (online banking; mobile banking) 

• Accounts payable processing (ACH origination; online bill pay) 

• Accounts receivable processing (remote deposit; merchant card processing; ACH) 

• Fraud mitigation services (positive pay; account reconciliation services) 

• Fraud management services (loan sweep services; account sweep services)



Intellectual property is the lifeblood of every manufacturing company.  

Your company’s IP, whether that’s patents, formulas, designs, client lists,  

or financials, are likely more valuable than its physical assets. And, as a 

result, your IP is a target for cyber-attacks.  Even more, technology has 

evolved and empowered manufacturers in a variety of ways, and companies 

have become increasingly reliant on IT and its automation capabilities for 

their daily operations. 

Therefore now, more than ever, your cybersecurity strategy is vital to  

protecting your intellectual property and to avoiding major disruptions  

to operations and the delivery of your products.

SUCCESS has developed these principles and more to guide your  

decision-making about security:

Behavioral analysis 

The traditional security tools that have been in place for decades (firewall, 

antivirus, antispam, antimalware, patching/updates) are still an important 

part of the security solution but are no longer sufficient to protect business 

networks against modern attacks on their own.  New tools and resources 

are required to protect, detect, and respond to the evolving threats that 

exist today.  A modern security solution will include behavioral analysis  

and alerting on specific network events: 

• Network logins at odd times

• Administrator account creation

• Elevation of rights

• New software installed on high value assets

• Document and review sensitive data and where it’s stored

Performing behavioral analysis in addition to traditional security tools is  

essential to increasing visibility in your environment and reducing the  

number of days a bad actor has access to your infrastructure.

Use a multi-layered approach

Contrary to popular advertising, there is no single tool or technology that 

provides comprehensive security protection on its own. Security depends 

on the careful combination of intrusion prevention/threat management 

(firewall) appliances, antivirus software, patch management and other 

tools, combined with human behaviors that protect security as well.

Patch and update

Don’t be “low-hanging fruit” for hackers who often search for devices that 

don’t receive security updates and patches on a timely basis. Today, any 

device that connects to your network or your data should maintain an  

up-to-date patch status that is centrally managed and monitored.

IT Consulting Sponsor

Craig Jacques 

craigj@sccnet.com

763-593-3000 

6130 Golden Hills Drive 

Golden Valley, MN 55416

successcomputerconsulting.com 

Eddie Zaret  

edz@sccnet.com

763-593-3000 

6130 Golden Hills Drive 

Golden Valley, MN 55416

successcomputerconsulting.com 



Conduct regular logging/audits

Business-class security tools should be configured to log activity, including security events, changes, and  

configuration information. If you don’t have a process to continuously gather and review logging information,  

you will likely be unaware of security vulnerabilities or exploits that occur on your network. This leaves your  

ability to troubleshoot these events significantly reduced.

Enforce policy

Security is not a piece of software but a system of technology tools, monitoring systems, rules and human  

behavior that work together to mitigate risk on an ongoing basis. If an organization invests heavily in expensive,  

sophisticated security technology but fails to enforce consistent security policy, they are at great security risk.  

Each network must have an up-to-date written security policy whose rules and settings are reflected in system  

policies and configurations.

Let’s get started.

Our mission is to empower your business with the best and most appropriate technical infrastructure. Partnering  

with SUCCESS enables you to move beyond worrying about the next attack, allowing your business to focus on 

growth instead of security. 

Why work with SUCCESS? 

In the simplest of terms, our behavior is guided by a production methodology of having excess capacity or  

“too much of everything” in order to deliver on our promises to our clients. Compared to other service providers,  

we don’t consider a “bench of people” underutilized resources that must be cut from the budget, but a necessary 

requirement to provide responsive service to our clients and future clients.

Our goal is to make good on our promises. To help us achieve this we must be able to consistently deliver not just 

when things go right, but also when “Murphy’s Law” hits or opportunity strikes. Our competition looks to operate 

“efficiently”; we strive to meet the needs of our clients. 



Manufacturing is an industry that is constantly changing, evolving, and 

growing due to new technology and workforce advancements. Today, the 

market stands very competitive for top talent within the manufacturing  

industry. No matter how excellent your products and/or services, how 

streamlined or efficient your operations, or how catchy your marketing  

campaigns, your business will never reach its full potential without the  

right team. By building, assessing, and developing your people, you have 

the best chance to make your company thrive. 

At CorTalent, our purpose is to accelerate business growth through great 

people. We do this by helping our client organizations find, select and retain 

top talent. Beyond that, we strive to partner with organizations that are 

entrepreneurial in spirit and committed to putting their people first. 

Focus:

At CorTalent, we work to be a trusted advisor to our clients. Our mission is 

to help changing, evolving, and growing companies rise to the top through 

optimization of their most valuable asset- their people.

We serve clients across a broad range of industries with talent management 

and project staffing services. Areas in which we offer particular expertise 

include:

•  Manufacturing & Engineering, Distribution, Technology, Service-based 

companies

• Sales as discipline across multiple industries 

• Traction/EOS clients

• Small-mid size companies that are growing, evolving, or changing 

Services: 

So much more than recruiters! 

We help businesses grow through optimization of their most valuable asset 

- their people. We embrace the culture, challenges and sometimes chaotic 

nature of entrepreneurial organizations. We leverage our experience,  

business knowledge, and results-driven philosophy to help you find, select, 

and retain the best talent

Expert Retention Services 

Now that you have your perfect hire, how do you keep them? We make sure 

you have the necessary tools and processes to engage, develop, and retain 

your best people.

Talent Recruitment and Retention Sponsor 

Mary Nutting, Owner 

info@cortalent.com

(952) 388-6120  

7801 E Bush Lake Road Suite 100

Bloomington, MN 55439

Andrew Kuderer  

Prevue Product Manager 

akuderer@cortalent.com

(612) 599-7404  

7801 E Bush Lake Road Suite 100

Bloomington, MN 55439

Accelerating business growth through great people



Industry Leading Tools: 

In addition to our experienced team of Talent Partners to engage with, we offer an automated recruitment platform 

and a comprehensive talent assessment tool to assist you with your other talent needs

Custom Recruitment Services: 

How are you going to fill the talent gaps in your organization? We will help you determine the most cost effective  

way to recruit. We can do this by executing a full retained search or supplementing your candidate pool through proj-

ect recruitment support.

Your Business Goals and Objectives are at the Center of our Services

Your people needs are unique, and so are our methods to fulfill them. Every client engagement starts by developing  

a thorough understanding of your business goals and objectives. We then try to uncover what makes your  

organization different and the secret ingredient to your employee engagement and culture. We help you build a  

people strategy that is aligned to all of this.  We then focus on helping your get your structure right by driving  

accountability down through every business function.  Finally, we help you implement a process to grow effectively  

by implementing the RIGHT talent management tools and procedures to fit your Company.

For manufacturing companies, almost everything comes down to production. How can we be efficient with what  

we are doing, and put out max production while keeping costs low? A big part of keeping production at a high level  

is having the people to man stations, having key leaders in the right places, and working towards creating a high  

retention rate. At CorTalent, we serve manufacturing companies in multiple ways helping them automate their  

recruiting processes to find production level people, creating a candidate pipeline, searching out and vetting  

supervisor, management and executive level talent that can improve efficiency, and putting processes in place  

to maximize retention. All of this is designed to save manufacturers time and money (and headaches) when it  

comes to recruiting and hiring.  We are proud to say that 95% of our business comes from referrals, which speaks  

to the relationships we have developed with our wonderful clients. We would love to meet and learn more about  

your business!



Envisioning and elevating the competitive advantage  
of organizational culture

A tight labor market creates pressure to offer the most expensive and  

extensive compensation and benefits. Under these conditions, resisting the 

urge to chase quick wins can pay off — if the long game is a focus on culture.

Compensation and benefit packages are easily matched or exceeded by  

competitors. When leadership centers their talent attraction and retention  

efforts on cultivating a better work environment and experience, they’re  

investing in a sustainable and profitable approach to talent management.

Research has explored the link between culture and business outcomes.  

Recent findings from Columbia University suggested the intention to change 

jobs and employers, within a year, was very likely for 48.4% of employees  

at “low culture” organizations, compared to 13.9% at “high culture”  

organizations.1³

A competitive value statement 

Good cultural intentions aren’t quite good enough in a competitive talent  

marketplace where younger generations are known to possess and express  

a “prove it” attitude — but a well-defined value statement makes a firm  

commitment. This proposition sets both employee expectations and  

employer guidelines for meeting them. For instance, it provides the foundation 

for a rewards package and employee programs that fully support recruitment, 

retention and cost management goals, as well as shareholder interests.

When employees and potential hires consistently experience these stated 

values, they’re more likely to feel a sense of belonging that builds trust and 

confidence in the organization. The value proposition is also a unifying force 

for aligning the hiring, promotion and succession planning processes.  

It helps attract people with the same ideals who are more likely to stay and 

grow with their employer.

Shared goals and vision for the future

A clearly articulated and communicated vision makes it easier for  

employees to relate their roles and goals to the organization’s mission.  

To keep this connection meaningful, employers should look ahead to the 

needs of the next workforce generation. Investing in technologies and  

analytics to periodically measure and address evolving workforce priorities 

will continually transform the culture, and drive performance.

This focus is about helping employees see what’s ahead of them and  

establishing the plans, partnerships and other support they need to face their 

futures with confidence. When this happens, they become more engaged and 

better able to withstand external disruptors like changing economic  

Insurance Sponsor

Mick Hannafin 

Area Vice President, Gallagher 

 Mick_Hannafin@ajg.com 

www.ajg.com 

952-356-0742



conditions. In a recent survey analysis, organizations that ranked as top performers — at managing  

both healthcare costs and HR — excelled at making sure employees know their individual contributions 

are valued.2, 3 

Closer alignment of incentives

An integrated approach to supporting employees’ health, career interests and financial needs is a 

compelling bid for attracting highly qualified talent. Prospective candidates recognize the underlying 

compensation and benefits as a commitment to an exceptional employee experience. And integrating 

succession planning into talent management further enhances retention efforts and results. It’s  

important to identify and define roles, make good use of data, and institutionalize talent development 

and career wellbeing to keep growth opportunities strong.

Healthcare benefits are still in high demand with no cost relief in sight. And now that cost shifting to 

employees is a greater deterrent to securing talent, employers need to home in on the unique drivers  

of their healthcare spend. Directly addressing these drivers helps keep benefits affordably attractive.  

At the far end of the employment time span, retirement has been slowed by lack of financial readiness.  

Employers will be better able to counter these trends if they connect employee and organizational  

wellbeing with methods and resources that build resilience.

Repositioning existing benefits and adding affordable, newer options can provide cost-effective solu-

tions. Total rewards form the backbone of a culture that promotes affinity. The more closely they align 

with workforce demographics and job types, the more strongly they appeal to employees — and serve  

as reliable attachment points to the organization. 

Author: 

J. Patrick Gallagher, Jr. 

– Chairman, President and CEO 

1Columbia University Libraries, Elizabeth Medina, Thesis: “Job Satisfaction and Employee Turnover Intention: What Does Organizational Turnover Have To Do With It?,” February 2013 

2Arthur J. Gallagher & Co., “Best-in-Class Benchmarking Analysis for Midsize Employers,” April 2019 

3Arthur J. Gallagher & Co., “Best-in-Class Benchmarking Analysis for Large Employers,” April 2019



The Hidden Opportunities Inside Every Executive Layoff

And How You Can Turn a Tough Decision into a Win-Win-Win

Job Eliminations… Rightsizing… RIF’s… 

Whatever you call them – and no matter how necessary they are – layoffs  

are painful. 

They’re also costly, in more ways than initially meet the eye.  

The minute you decide to terminate an Executive, you’re faced with a series  

of other critical decisions. Should you hire an Outplacement firm? If so, which 

firm is the best choice? And for many manufacturing companies, that question 

is answered by crunching the numbers. Unemployment costs and litigation 

risks are weighed against the “expenses” of Outplacement support. Not  

surprisingly, firms who promise a faster process and lower fees start to look 

like the smartest choice.  

And that’s the problem.  

Speed is critical.  But it’s simply not enough. And the costs? Far too often, 

small to mid sized manufacturing companies look only at the fee side of the 

equation. But times have changed – and so has the equation.  

Today, factors that may once have seemed purely “emotional” can have 

enormous long-term financial impacts on your company. Why? Because we’re 

living in a social media-driven world. And here, every choice you make about 

how you’ll treat your departing Executive isn’t just a message “to them,  

about them.”  

It’s a message about you, your company and your brand. And it’s a message 

that can go viral in an instant, leaving you with no way to get ahead of it.  

Think about it. Your displaced Executive is only human. And their experiences, 

opinions and feelings (whether rational or irrational) about their termination 

will likely be shared with multiple levels of your remaining employee base… 

not to mention family members… and friends… and everyone else in their so-

cial and professional networks. Like the game of telephone, those messages 

will get repeated (and repeatedly magnified) – in highly emotional detail – all 

over social media and across professional networking sites.  

One bad experience, loudly communicated, can shape the way your current 

team – and future talent pools – perceive you as an employer and as a member 

of your community. 

Executive Outplacement Sponsor

Marni Hockenberg 

marni@hockenbergsearch.com 

www.hockenbergsearch.com 

952-500-9542. 

“Whatever you call them –  

and no matter how necessary 

they are – layoffs are painful.”

                – Marni Hockenberg



You’ve invested far too much in your brand to undermine it now. No matter how big or small your company is, you 

can’t afford to ignore the Outplacement needs of your departing Executives. The faster you can get them headed in 

the right direction, the better for your brand. 

The Right Outplacement Partner Delivers Maximum ROI. 

In other words, outplacement is no longer just an expense. It’s an investment. And you should expect it to deliver real 

value in terms of employee retention, new talent acquisition, even customer loyalty, sales revenues and profits.  

Great Outplacement Firms Know That.  

They know that layoffs are one of the most emotionally explosive events your organization will ever endure, sending 

shockwaves of worry and chatter throughout your organization, your community, even your industry. And they know 

that, because of that, the communications channel you need to manage – like a marketing professional – is your own 

Executive team, both departing and remaining. 

But You Can’t Manage the Message if You Treat the Messenger Poorly.  

How will the departing Executive experience the process? Will they feel empowered to pursue a better career  

or betrayed, discarded and hustled to leap at any job available? Will they be personally counseled, supported and 

coached to actually develop job hunting, networking, interviewing, and negotiating skills? Or will they be directed to 

“a robust set of online tools” and left to their own devices – to flounder and stew in their new state of unemployment? 

More importantly, will they be given personal introductions to decision makers, influencers and other hiring  

managers? How fast will they land the right job?

These experiences determine how this person will forever characterize your company to everyone else. 

What Makes a Great Outplacement Partner?

When evaluating firms, make sure that, first and foremost, they’re capable of delivering highly personalized  

service that is customized to the role of each client.  Finding the right next job is a high stakes, full-time project for 

Executives. One misstep can mean epic fail.  

But also be very particular about who will be interacting with your Executives, how they will interact and how often.  

Why?  Because you need someone who can do a whole lot more than “know how to write a resume or craft a LinkedIn 

profile.” You need someone who can consistently project the warmth, encouragement and coaching competence 

that your departing Executives will need. To be sure you’ve really found the right firm, never limit yourself to orga-

nizational references. Go directly to the displaced Executives they’ve served within the past year and ask them to 

describe their experience.

Layoffs trigger intense responses. And displaced Executives have access to multiple, powerful “advertising” media.  

They’ve got the megaphone. Make sure they have the right message. The right outplacement firm is your partner in 

protecting and promoting your employment brand. The sooner you bring them on board, the better for your departing 

executive, the rest of your employees, and you.   

Marni Hockenberg is Principal and Founding Partner at Hockenberg Search, an Executive Outplacement, Job Search 

and Career Transition Coaching firm. She has been helping senior executives find fulfilling leadership roles for more 

than three decades. Find out how Hockenberg Search can boost your brand and help your former Executives land the 

right jobs, faster!



Are you a Minnesota-based manufacturing business owner or executive?

Expand your career network in-person at the Gears & Gadgets programs and events!  

Gears & Gadgets is the premier networking group that focuses exclusively on the  

manufacturing sector. 

Attendees are invited to weigh in on current industry trends and issues that impact  

our industry. Collaborate with your peers and colleagues to sustain a strong manufacturing  

presence in Minnesota! To be eligible to attend Gears & Gadgets, you must be a  

manufacturing business owner or currently employed manufacturing executive.

Our quarterly “Gears & Gadgets” get-togethers feature informative presentations  

and discussions addressing a wide variety of manufacturing-related topics, followed  

by lively networking and a happy hour with cash bar and sponsored appetizers. 

If you are a Minnesota manufacturing business owner or executive, contact  

Marni Hockenberg to receive an invitation to join our growing and dynamic group!

 Gears & Gadgets 
GUIDEPOST

Current Trends & Issues Impacting Our Industry

Marni Hockenberg Founder of Minnesota Manufacturing Executives/Gears & Gadgets  

marni@hockenbergsearch.com  |  952.500.9542  

Marni Hockenberg is the Principal of Hockenberg Search, an Outplacement firm  

specializing in Executive Career Transition Coaching for manufacturing professionals.  

Your network is your net worth — see you at Gears & Gadgets!


