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Uinta Basin Energy Boom

The oil boom in eastern Utah has 
made Duchesne County the nation's 
second-fastest-growing county for 
its size and Vernal the sixth-fastest-
growing "micropolitan area" in 
America.
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 Nu Skin Enterprises has been fined 
$524,000 and has agreed to some additional 
mandates of the Chinese government in a 
settlement of claims against the company 
first leveled by a newspaper in January. 
The state-run People’s Daily had published 
accusations of illegal product sales and mis-
leading sales tactics amounting to “brain-

washing,” prompting an investigation by 
China’s State Administration for Industry & 
Commerce (SAIC).
 In addition to the fines, Nu Skin China 
was asked to enhance the education and 
supervision of sales representatives. The 
company had previously announced steps 
to correct the issues raised in the SAIC 
reviews. Several Nu Skin representatives 
were also fined individually in a total 
amount of $241,000.
 In a release last week, Nu Skin said that 

the company had “voluntarily suspended 
business promotional meetings and applica-
tions for new sales representatives to fully 
cooperate with the regulatory reviews. The 
company is working diligently to enhance 
sales representative training and super-
vision, and will seek direction from the 
Chinese government with respect to resum-
ing normal business activities.” Nu Skin has 
a 40,000-person sales force in at least 19 of 
China’s 32 provinces and municipalities.
 “We continue to believe in the potential 
of China’s large and growing market,” said 
Dan Chard, president of global sales and 
operations at Nu Skin. “We remain commit-

       It’s only in the concept stage, but ski in-
dustry executives are envisioning a connec-
tion among seven of Utah’s resorts.
 Representatives from Ski Utah and sev-
en resorts say an over-the-snow connection 
with chairlifts and ski runs – dubbed “One 
Wasatch” — “would provide a skiing and 
riding experience unrivaled anywhere in 
North America.”
 The connection would give a person 

holding a single lift ticket access to over 
18,000 skiable acres, 100 lifts and more that 
750 runs.
	 “Connecting	seven	of	Utah’s	fi	nest	ski	
resorts while preserving both our water qual-
ity and a pristine backcountry experience is 
not an impossible task,” said Nathan Raf-
ferty,	 president	 and	 chief	 executive	 offi	cer	
of Ski Utah. “With thoughtful planning and 
sincere cooperation, One Wasatch would 
add	signifi	cantly	 to	what	 is	already	one	of	
the greatest ski destinations in the world.”

 With the arrival of spring, people have 
begun to plan vacations and weekend get-
aways and increasingly, according to a 
new study published by the Bureau of 
Economic and Business Research (BEBR) 
at the University of Utah’s David Eccles 
School of Business, they are taking those 
trips to the mountains and deserts of Utah.
 BEBR recently released a state of the 
tourism industry report that provides an 
overview of tourism, travel and recreation-
related spending, employment, wages, visi-
tation, sales, tax revenue and industry per-
formance in Utah. 
 “There have been steady increases in 
visitor spending and tourism-related jobs, 
wages, sales and tax revenue for the past 
three years,” said BEBR research analyst 
Jennifer Leaver. “Utah’s national parks and 
places have reported annual growth in visi-
tation since 2007, despite the most recent 
recession.”
 Based on preliminary 2013 numbers, 
Leaver anticipates moderate growth from 
2012 to 2013 in tourism-related sales and 
tax revenues, modest growth in the lei-
sure and hospitality job sector, and slight 

Nu Skin fined, vows cooperation with Chinese

Tourist visits 
continue to 
climb in Utah

'One Wasatch' plan would enhance 
Utah skiing's world-class standing

see SKI PLAN pg. 6

The tram at Snowbird Ski Resort would be a key element in the "One Wasatch" plan that calls 
for connecting seven resorts in the Wasatch Mountains, allowing single ski pass access to 750 
ski runs and over 100 ski lifts.
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 Bank of Utah is hosting its fourth annual Economic Outlook 
event for bank customers and community business leaders featur-
ing John W. Mitchell, former chief economist for U.S. Bank and 
professor of economics at Boise State University. Mitchell will pro-
vide his analysis of the economy, with an emphasis on Utah and the 
western United States, at three venues in Salt Lake, Ogden and Lo-
gan on April 2 and 3.
  “We’re very pleased to be bringing such a distinguished econo-
mist to Utah to share his take on the critical issues and trends in busi-
ness pertaining to our economy that he’s observed over his 44-year 
career,” said Bank of Utah president Douglas L. DeFries. “We’ve 
long admired John and drawn upon his expertise on the economy 
through the years. We truly hope business owners and operators will 
join us for our free educational event that is meant to strengthen and 
support our local economy.”
  The bank’s Salt Lake City Economic Outlook breakfast will be 
held April 2 at the Grand America Hotel, 555 S. Main. An Ogden 
breakfast featuring Mitchell is slated April 3 at the Ogden Eccles 
Conference Center, 2415 Washington Blvd. Registration and a 
breakfast buffet begin at both events at 7:30 a.m., with the keynote 
speaker beginning at 8 a.m. A lunch event will be held on April 3 
in Logan at the Riverwoods Conference Center, 615 Riverwoods 
Pkwy. A buffet will begin at noon, with Mitchell speaking at 12:30 
p.m. The events are open to business leaders and pre-registration is 
required by calling (801) 409-5172. Space is limited.
  Mitchell received his Bachelor of Arts from Williams College 
and his master’s and doctor’s degrees from the University of Or-
egon. He is a fellow of the College of Arts and Sciences at the Uni-
versity of Oregon and a member of Phi Beta Kappa. Mitchell was a 
professor of economics at Boise State University for 13 years, be-
fore joining U.S. Bancorp in 1983 as chief economist. 

Mitchell to keynote Bank 
of Utah Economic Outlook

 People living in the Provo-
Orem area in Utah feel pretty good 
about themselves and the area in 
which they live. So says the re-
sults of a survey conducted by 
well-being improvement compa-
ny Healthways and management 
consulting	 fi	rm	Gallup.	 The	Gal-
lup-Healthways Well-Being Index 
ranks the Utah valley communi-
ties top in the nation for its sense 
of well-being.
  The group’s analysis of the 
state of well-being for communi-
ties, states and congressional dis-
tricts in the United States is pub-
lished annually. Two Colorado 
communities, Boulder and Fort 
Collins-Loveland join Provo-
Orem in the top three. Huntington-
Ashland (W.Va.)-Ashland (Ky) 

was the bottom-ranked communi-
ty.
 The analysis is based on data 
of real-time changes in well-be-
ing throughout the world. Ameri-
cans’ perceptions on topics such 
as physical and emotional health, 
healthy behaviors, work environ-
ment, social and community fac-
tors,	fi	nancial	security,	and	access	
to necessities such as food, shelter 
and healthcare are analyzed to cre-
ate a composite well-being rank 
for each community. The report 
provides overall well-being rank-
ings for the 189 largest U.S. com-
munities as well as rankings for all 
U.S. states and congressional dis-
tricts. The report also includes in-
sights	 on	 well-being	 infl	uencers,	
including but not limited to smok-

ing, obesity and job satisfaction.
 “Increased well-being is vi-
tal to improving the physical, 
emotional	 and	 fi	nancial	 health	 of	
Americans, and communities that 
score high in well-being have 
achieved success in creating en-
vironments where people can live 
their best lives,” said Dan Wit-
ters, research director of Gallup-
Healthways.  “Well-being goes 
far beyond physical wellness and 
traditional health risk factors, and 
we commend the top communi-
ties for cultivating and supporting 
environments where people are 
motivated to achieve their goals, 
enjoy what they do, feel safe and 
fi	nancially	 secure,	 and	 have	 the	
supportive relationships and good 
health they need to get things done 
each day.”

 Cottonwood Newpark Two 
has	sold	the	offi	ce	building	occu-
pied by Rossignol USA at Kimball 
Junction to an investment group 
led by local real estate investor 
David Nadler. The 30,382 square 
foot, Class A building was built in 
2007 as the North American head-
quarters for Rossignol. The exten-
sive use of glass walls contrasting 
with the wood beams and concrete 
fl	oors	 combine	 to	 provide	 an	 ar-

resting high-tech mountain resort 
design. The Rossignol Building it-
self is a testament to creative con-
temporary mountain architecture.
  The building is located at 
1413 Center Drive and is bordered 
by the Swaner Nature Preserve on 
the east, the Newpark Hotel and 
Town Center to the south, and the 
Redstone Shopping Center on the 
southwest. 

Rossignol building changes hands

	 	The	Salt	Lake	City	law	fi	rm	
Holland & Hart LLP has absorbed 
Crapo Smith PLLC, a local state 
and	local	tax	fi	rm.	David	J.	Crapo,	
John T. Deeds and Pamela B. Hun-
saker will join the Holland & Hart 
team, creating the largest state and 
local tax legal team in the state. 
 The addition of Crapo, Deeds 
and Hunsaker to the Holland & 
Hart state and local tax law prac-
tice brings the total number of at-
torneys in the tax group to 17. The 
addition of the three Crapo attor-
neys increases the size of Holland 
&	Hart’s	Salt	Lake	City	offi	ce	to	a	
total of 92 attorneys, including a 
team of six state and local tax law 
practitioners. 
 “The arrival of David, John 

and Pamela strengthens Holland 
& Hart’s state and local tax law 
team, allowing the attorneys from 
both	fi	rms	to	more	effectively	and	
completely serve clients in Utah,” 
said	Eric	Maxfi	eld,	managing	part-
ner of Holland & Hart’s Salt Lake 
City	offi	ce.	“Both	fi	rms	have	out-
standing tax attorneys with com-
mon traditions of excellence in 
client service.” 
 Crapo practices primarily in 
the area of state and local taxation 
and has extensive litigation expe-
rience. He has served as chair of 
the Utah Tax Review Commis-
sion. He earned a J.D. magna cum 
laude from the J. Reuben Clark 
Law School at Brigham Young 
University and a B.S. cum laude 

in accounting from BYU. 
 Hunsaker’s practice focuses 
on state and local tax issues and 
she has represented clients before 
Utah’s local taxing jurisdictions, 
the Utah State Tax Commission 
and Utah’s appellate courts. She 
also received her J.D. and B.A in 
public relations from BYU.
 Deeds’ primary practice is in 
the area of state and local taxation. 
While in law school, he worked in 
the Tax and Revenue Division at 
the Utah Attorney General’s Of-
fi	ce.	He	 received	 an	 LL.M.	 from	
Georgetown University Law Cen-
ter and his J.D. from the Univer-
sity of Utah’s S.J. Quinney School 
of Law, graduating with high hon-
ors.

Well-being in Utah Co. highest in U.S.

Holland & Hart expands SLC office
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	 Rocky Mountain Power has 
announced plans to build a so-
lar farm in Utah that will provide 
enough electricity for 500 homes. 
The project will have about 9,000 
panels and will be partially funded 
by the company’s Blue Sky pro-
gram — a voluntary program in 
which Rocky Mountain’s custom-
ers pay more to support renewable 
power sources.
 	 “This is the first utility-sized 
solar project to be funded in part 
by Blue Sky customers and we 
plan to do more,” said Rocky 
Mountain Power president Rich-
ard Walje. “We are committed to 
providing a bright energy future to 
customers by bringing them even 
more renewable energy choices.”
 	 This is the first Blue Sky solar 
project that will provide renew-
able energy for all Rocky Moun-
tain Power customers in Utah. For 
more than a decade, the company’s 
Blue Sky program has provided 
way for customers to support re-
newable energy development in 
the western United States. Utah 
currently has more than 38,000 
Blue Sky customers. Blue Sky 
funding awards have also helped 
to make more than 100 smaller re-
newable energy projects possible 
in Utah.
 	 “A growing number of Utah 
customers want to buy electricity 
from renewable energy sources, 
especially in-state projects,” said 
Walje. “We’ve listened and with 
support from our Blue Sky cus-
tomers we’re able to build a solar 
project in Utah to help respond to 
that desire. This is in addition to 
the renewable energy we buy from 
wind and solar projects in Utah. 
Our company is also the second-
largest, rate-regulated utility own-
er of wind resources in the coun-
try.”
 	 The exact location of the so-

lar farm will be determined later 
this year after studies are com-
pleted. Rocky Mountain Power 
considered locations in the Salt 
Lake City area but is now looking 
at other company-owned sites that 
will make the project less expen-
sive to build and can produce an 
estimated 15 to 20 percent more 
energy.
 	 If approved by the Utah Pub-
lic Service Commission, the solar 
project is expected to be online in 
June 2016. The project will ini-
tially provide two megawatts of 
power but may be expanded later 
to produce five megawatts. In or-
der to provide the best value for its 
customers, Rocky Mountain Pow-
er will seek bids from qualified 
providers to construct the project 
and initially lease the facility in 
order to receive federal tax bene-
fits.
 	 Separately, the Blue Sky pro-
gram will accept funding applica-
tions for renewable energy proj-
ects from April 9 to June 30. Blue 
Sky dollars available for awards 
are limited, vary year to year and 
are offered on a competitive basis. 
Residential customers are not eli-
gible to apply. 	

	 The U.S. Department of Ag-
riculture’s (USDA) Farm Service 
Agency (FSA) Administrator Juan 
M. Garcia has recommended that 
farmers and ranchers who plan to 
participate in FSA programs reg-
ister in advance.  Producers are 
encouraged to report farm records 
and business structure changes to 
a local FSA Service Center before 
April 15.
	 Enrollment for the disaster 
programs authorized by the 2014 
Farm Bill, including the Live-
stock Indemnity Program (LIP) 
and the Livestock Forage Disas-
ter Program (LFP), will begin by 
April 15.

Rocky Mountain Power plans major solar power generating project

FSA encourages 
early signup for 
disaster programs

A site has yet to be determined for the 9,000 panel solar farm planned in Utah by Rocky Mountain Power.
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 Utah’s long-term forecast is 
likely to feature higher tempera-
tures, more-extreme weather pat-
terns, less snowpack and early 
snowpack runoff.
 And among the ultimate ram-
ifi	cations	is	less	water,	causing	de-
velopment to become more costly, 
according to panelists at a recent 
NAIOP Utah meeting.
 Steve Schnoor, director of 
the land, water and energy group 
at Kennecott Utah Copper and 
also on the board of directors of 
the Utah Water Users Association, 
said Utah is the second-driest state 
in the country but the population 
continues to grow. Hotter weather, 
extreme weather, less snowpack 
and earlier runoff “is kind of the 
world we’re going to live in,” he 
said, adding that Salt Lake City 
gets 85 percent of its water from 
snowpack.
 “From an industry perspec-
tive, what that means is prices are 
going to go up. Prices for water 
[and] connection fees are going to 
go up. With that, there’s estima-
tions that prices will go up any-
where from double in the next 20 
years to triple.”
 Some water conservancy dis-
tricts already are planning for an-
nual increases of 5 percent to 6 
percent, “and that’s conservative,” 
he said.
 “That’s something that’s cer-
tainly going to impact us all. … 
Not only are you going to see pric-
es go up, but there could be some 
local price-gouging or unique sit-
uations as you get into some of 
the more rural areas that might be 
more water-constrained.”
 Jim Ehleringer, biology pro-
fessor at the University of Utah 
and member of innovative Ur-
ban Transitions and Arid-region 
Hydro-sustainability (iUTAH), 
said water issues will become 
more prominent with the grow-
ing population, expected to reach 
perhaps 6 million in the Salt Lake 
Valley by 2050.
 “We’re adding people. We’re 
not adding land. We’re not adding 
water. So this leads to what people 
consider to be the pending water 
crisis,” he said.
 Ehleringer said people need 
to be better educated about water 
issues.	 “If	 you	fl	y	 into	Salt	Lake	
City, you don’t see a desert. You 
don’t see an arid land. You see a 
beautiful urban forest. So how we 
manage and how we use water are 
things in which we’re trying to ed-

ucate people about how to ‘slow 
the	fl	ow.’”
 Several panelists mentioned 
aging infrastructure as a contribu-
tor to water woes. Ehleringer said 
models for capturing water will 
change over time.
 “Your customers expect that 
when you open up the tap, water 
comes out,” he said. “So it’s up to 
the	management	to	fi	gure	out	how	
they’re going to solve this without 
adding more infrastructure, which 
is dams, and in a world in which 
we have a change in snow ter-
rain.”
 Climate change likely will re-
sult in  drought frequency changes 
— the West already is in its 11th
year of drought — as well as lon-
ger springs and summers and high-
er water evaporation rates. That 
will force companies to consider 
more water-wise developments, 
such as xeroscaping, he said.
 “The challenge we have, the 
challenge you have, is, if you are 
a business or you are a home, you 
want this to be attractive. You want 
this to be attractive to the people 
that live there or you want this to 
be attractive to the customers or to 
people visiting. That represents a 
challenge,” he said.
 “How can we work with the 
public [and] how can we work 
with biologists to identify those 
kinds of vegetation that give you 
a similar or the same satisfaction 
as a Kentucky bluegrass lawn out 
in front? So part of this is chang-
ing values, changing concepts and 
really it’s education.”
 Among the ideas for captur-
ing water are “green” infrastruc-
ture elements, such as bio-re-
tention wells, “green” roofs and 
pervious pavement.
 Schnoor said industry needs 
to be a leader in water-wise activi-
ties, in part by being proactive with 
infrastructure and looking for new 
water resources. “Quite frankly, if 
you look at our water demands as 
we go forward, conservation is not 
going to cut it. So that’s not going 
to be all that we can do,” he said.
 Currently, he said, Utahns 
pay about a half-cent for a gallon 
of water, while the national aver-
age is about one cent.
 “Even though we’re in a 
water-constrained area, water is 
cheap for us and so we’ll, as a 
state, probably bear more of a bur-
den [in the future] because of that 
catch-up factor,” Schnoor said. 
“We’ve had the luxury of having 
cheap water for quite a while.”

Brice Wallace
The Enterprise

Water — like that stored in Deer Creek Reservoir at the head of Provo Canyon — will be increasingly critical to 
continued development in Utah's future.

As water becomes more expensive, so will the cost of development in Utah
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 The Utah Educational Sav-
ings Plan (UESP) has announced 
that Sallie Mae Bank and U.S. 
Bank will be the repository banks 
for UESP’s FDIC-insured underly-
ing investment. UESP was among 
the	fi	rst	of	the	educational	savings	
plans - dubbed 529 plans — to of-
fer an FDIC-insured investment 
option along with the tax advan-
tages of a 529 plan.
  Beginning April 9, existing 
and future contributions to and 
earnings on UESP’s FDIC-insured 
accounts will be allocated between 
Sallie Mae Bank and U.S. Bank at 
90 percent and 10 percent, respec-
tively, potentially increasing the 
amount of FDIC insurance cov-
erage for UESP account owners. 
The annual percentage yield for 
the FDIC-insured accounts will 
be a blended rate based on recog-
nized benchmarks for short-term 
interest rates. 
 “Allocating the FDIC-in-
sured accounts between two banks 
means	 more	 fl	exibility,	 more	 se-
curity	 and	 more	 diversifi	cation	
for college savers seeking conser-
vative investments,” said Lynne 
Ward, UESP executive director. 
“The banks for UESP’s FDIC-in-
sured investment have been care-

fully selected to offer an FDIC-
insured investment competitive 
with other similar investments in 
the market.”
  Headquartered in Utah, Sallie 
Mae	Bank	 is	 an	 affi	liate	of	SLM	
Corp.,	 the	 nationwide	 fi	nancial	
services company specializing 
in education and known as Sal-
lie Mae. It had approximately $11 
billion in total assets as of Dec. 31, 
2013. “We are pleased to support 
UESP in its mission to help fami-
lies save for future higher educa-
tion expenses,” said Paul Thome, 
president of Sallie Mae Bank. “As 
college costs continue to rise, sav-
ing for those expenses in advance 
is more important than ever.”
		 U.S.	Bank	 is	 the	fi	fth-largest	
commercial bank in the United 
States and had $364 billion in to-
tal assets as of Dec. 31. “For 150 
years, U.S. Bank has helped fami-
lies save for the things that mat-
ter most to them,” Damon Miller, 
Utah market president for U.S. 
Bank, said. “U.S. Bank and UESP 
share a mutual commitment to this 
tradition when it comes to college 
savings.”
  The Utah Educational Sav-
ings Plan manages more than $6.9 
billion in assets.

UESP selects banks for its funds

 Former U.S. Sen.  Joe Lieber-
man and former Mexican presi-
dent Philipe Calderón will head-
line Zions Bank’s 13th Annual 
Trade and Business Conference on  
May 21 at the Salt Lake Marriott 
Downtown at City Creek.  Calde-
rón served as president of Mexico 
from 2006–2012, and Lieberman 
was U.S. senator from Connecti-
cut from 1988-2012 and Demo-
cratic candidate for vice president 
in 2000.
 The half-day conference runs 
from 8:30 a.m. to 1:30 p.m. The 
cost of the event is $35 and in-
cludes lunch.   
 “Our goal is to feature top-
notch speakers who can help local 
businesses think of new ways to 
innovate, compete and grow jobs 
in an increasingly global environ-
ment,” said Zions Bank president 
and CEO Scott Anderson. “We’ve 
designed this annual Trade and 
Business Conference to appeal to 
all leaders of small and medium-
sized enterprises, not just those 
currently involved in trade.”
  The conference comes at a 
time when companies based in the 
Intermountain West are growing 
overseas.  In 2013, Utah export-
ed goods in excess of $16 billion, 
according to World Trade Cen-

ter Utah.  Of the 3,353 companies 
that exported from Utah in 2011, 
85.9 percent of those were small  
to medium-sized businesses that 
generated 12.5 percent of the total 
Utah’s 2011 merchandise exports, 
according the latest available data 
from the U.S. Department of Com-
merce International Trade Admin-
istration. 
 During the event, Zions Bank 
will also honor the recipient of the 
2014 Global Pacesetter Award — 
a distinction given annually to a 
Utah company demonstrating in-
ternational success. 
 As the leader of Mexico dur-
ing challenging economic times, 
Calderón drove reforms that cat-
apulted Mexico into a power-
ful player in the global economy.  
With	his	experience	as	an	infl	uen-
tial policymaker, both in Mexico 
and on the world stage, Calderón 
offers a unique perspective on the 
transforming world economy.  
 Lieberman will share remarks 
about America’s role in a glob-
al economy, competitiveness and 
business growth.  In his more than 
20 years as a member of the U.S. 
Senate, he earned a long and distin-
guished record as a national lead-
er who works across party lines 
to	fi	nd	common	ground		and	who	

gets things done for America. He 
served as chairman of the Home-
land Security and Governmental 
Affairs Committee, and as a mem-
ber of the Senate Armed Services 
Committee was a strong advocate 
for using America’s military might 
to defend U.S. interests and values 
when they were seriously threat-
ened. 

Philipe Calderón
Former president of Mexico

Joe Lieberman
Former U.S. Senator

Zions Bank trade confab will feature 
talks by Lieberman and Calderon
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SKI PLAN
from page 1
	
	

  	 Representatives of Alta Ski 
Area, Brighton Resort, Canyons 
Resort, Deer Valley Resort, Park 
City Mountain Resort (PCMR), 
Snowbird Ski and Summer Resort 
and Solitude Mountain Resort, in 
announcing One Wasatch, stressed 
it is a concept rather than a plan. 
They have no specific timelines 
or chairlift alignments. Current-
ly, the goal is to establish the One 
Wasatch vision by providing infor-
mation, outlining the implementa-
tion process, encouraging dialog 

and getting feedback.
	 “Imagine a European-style ski 
experience with over 100 lifts to 
ride in a single day, combined with 
the majestic beauty of the Wasatch 
Mountains and ‘The Greatest 
Snow on Earth,’” said Dave De-
seelhorst, general manager at Soli-
tude. “Utah will become an unri-
valed world class ski destination.”
	 “The One Wasatch concept 
would be great for tourism, out-
door recreation and skiers within 
the state of Utah,” said Bob Bo-
nar, general manager at Snowbird. 
“I’m hopeful and confident that 
with the appropriate studies, pro-
cess and through careful consider-

ation, the dream of One Wasatch 
can become a reality, while at the 
same time preserving our wilder-
ness areas, water quality and the 
significant backcountry areas we 
all highly value.”
	 The concept calls for the sev-
en ski areas to be connected with 
as few as six chairlifts, requiring 
as little as 1,000 acres of private 
land. The three connections are es-
timated to cost less than $30 mil-
lion and could be completed in a 
typical summer construction win-
dow.
	 The concept calls for connect-
ing the resorts in a few steps: con-
necting Big and Little Cottonwood 

canyons, connecting Big Cotton-
wood to Park City, connecting 
PCMR and Canyons Resorts, and 
dropping the rope between Deer 
Valley and PCMR.
	 The One Wasatch website, 
www.ONEWasatch.com, indicates 
that a handful of North American 
ski areas are connected but not 
on the scale of One Wasatch. The 
only “real” comparisons are in the 
European Alps, it says.
	 Onno Wieringa, Alta’s gen-
eral manager, said Alta and Snow-
bird created a connection in 2002. 
“Our collective skiers go back and 
forth between resorts, resulting in 
a grand, varied skiing experience 

that our skiers enjoy,” Wierina 
said. “One Wasatch would give 
skiers even more choices and vari-
ety, resulting in an unparalleled ski 
experience.”
	 Randy Doyle, GM at Brigh-
ton, said the One Wasatch concept 
has been developed over many 
years “and whose time has come.”
	 “It will provide the opportu-
nity for an experience unmatched 
anywhere in the country, if not the 
world,” Doyle said. “With care-
ful planning and collaboration, 
the positive impacts from One 
Wasatch can benefit everyone.”
	 Mike Goar, GM at Canyons, 
said One Wasatch “could change 
the face of Utah skiing forever.”
	 Bob Wheaton, GM at Deer 
Valley, said the concept would al-
low Deer Valley to offer “an even 
superior” ski destination. “Our 
Utah resorts are already blessed 
with unparalleled access and snow, 
and by adding a few connecting 
lifts between seven resorts, we are 
able to create a ski experience un-
like any other,” he said.
	 Jenni Smith, GM at Park City 
Mountain Resort, said the resorts 
could “distinguish ourselves as 
a ski market unlike any other in 
North America.”

	 Housing projects throughout 
the state will soon see new fund-
ing in the form of low interest 
loans and grants thanks to the lat-
est approval from the Olene Walk-
er Housing Loan Fund Board. At 
the Feb. 28 funding meeting the 
board approved $7,753,538 to 
help build 533 affordable hous-
ing units across the state. Olene 
Walker Housing Loan Fund fi-
nances are used as gap financing 
for affordable housing projects 
that may not have been possible 
otherwise.  
	 The fund supports construc-
tion and rehabilitation of afford-
able housing units statewide with 
federally and state funded low in-
terest loans and grants.  The fund 
is managed by the Housing and 
Community Development Divi-
sion under the Utah Department 
of Workforce Services with a spe-
cial focus on multifamily devel-
opments for lower income popu-
lations.
	 “The Olene Walker Housing 
Loan Fund is excited to be a part-
ner in the funding of affordable 
housing in Utah,” said Gordon 
Walker, director of the Housing 
and Community Development 
Division. “We continue to see a 
need for different types of afford-
able housing across the state and 
projects like these help us fill the 
gap."

Walker funds to 
finance 533 low 
income units
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Industry Briefs
ACCOUNTING
 • Deliotte has named Mark 
Faas, a partner at Deloitte & 
Touche LLP, as managing part-
ner of its Salt Lake City prac-
tice. Faas will oversee more than 
120 employees and be responsible 
for the strategy and direction of 
Deloitte activities in Salt Lake 
City. He also will continue to 
serve as the lead client service 
partner for several key clients. 
Faas joined the company 15 years 
ago. His clients, both public and 
private, have included large mul-
tinational organizations spanning 
the manufacturing, retail and min-
ing industries. From 2003 to 2006, 
Faas was a partner in Warsaw, 
Poland, where he was responsible 
for reporting on large multination-
al corporations with operations in 
Poland and Europe. Faas replaces 
Tom Rich, a Deloitte & Touche 
LLP partner, who is retiring.

ASSOCIATIONS
	 •	 Cannon Tarbet, national 
sales manager at Visit Salt Lake, 

recently was pre-
sented the eighth 
annual Dianne 
Nelson Binger 
Sales Leadership 
Award, present-
ed to Visit Salt 
Lake’s top sales-
person. Visit Salt 
Lake said Tarbet 

booked more than 25,000 hotel 
room nights in 2013, contributed 
sales leads representing more than 
208,000 room nights to member 
hotels, made contact with 257 new 
prospective clients, conducted 
seven sales trips and hosted 26 
site inspections. Tarbet joined the 
Visit Salt Lake sales team in 2011 
after working at various Salt Lake 
hotels for 15 years and is respon-
sible for booking single hotel and 
resort meetings from the central 
part of the country.

CONSTRUCTION
	 •	 R&O Construction, 
Ogden, has announced that Slade 
Opheikens has been named presi-
dent. Opheikens has been chief 

operations officer 
for the past three 
years, oversee-
ing the day-to-
day operations of 
the company. He 
succeeds Dale 
Campbell, who 
held the position 
for 10 years and 

will continue to lead the compa-
ny’s business development efforts 
as executive vice president.

	 •	Stephen B. Smith, principal 
and director of planning at GSBS 
Architects, Salt Lake City, is retir-
ing April 1. Smith is one of the 
few people in Utah who is both an 
architect and planner. His career 
spans more than 40 years. Among 
ongoing plans is the Salt Lake City 
Open Space Plan created more 
than 20 years ago. It recognized 
the original waterways, drainages 
and Shoreline Trail and used them 
to create paths throughout the city. 

Today that plan continues to be 
implemented with connections 
to Bridging the Gap at Parley’s 
Canyon, the Parley’s Creek Trail 
and pathways to the Jordan River. 
More recently, Smith completed 
the Fairbourne Station Master Plan 
in West Valley City and created 
the master plan and design for the 
Promenade four-acre urban park. 
He was the principal architect in 
charge of many schools, technol-
ogy buildings, libraries, business 
and industrial structures and he led 
planning efforts for Utah’s judicial 
systems and state libraries and for 
many neighborhoods, communi-
ties, public lands and campuses 
throughout Utah. Smith received 
his Master of Architecture from 
the University of Utah.

EDUCATION/TRAINING
	 •	 Western Governors 
University has introduced a 
new bachelor’s degree program 
designed for students interest-
ed in application and software 
design. The B.S. in Software 
Development program is accept-
ing new enrollees, who may start 
their coursework on the first day 
of any month, beginning June 1. 
The online, accredited, compe-
tency-based program will provide 
knowledge of software engineer-
ing, software development, project 
management and mobile applica-
tion development. Details are at 
www.wgu.edu/SoftwareDev.

HEALTHCARE
	 •	Utah Partners for Health 
(UPFH) recently celebrated the 
grand opening of the Mid-Valley 
Health Clinic, 8446 S. Harrison 
St., Midvale. UPFH received 
funding from the U.S. Department 
of Health and Human Services 
in September 2013 to support a 
new clinic that will provide access 
to quality preventive and primary 
health care for more than 5,700 
patients, including those who are 
uninsured. The funding was made 
available through the Affordable 

Care Act. The clinic, adjacent 
to the Copperview Recreation 
Center, opened in November. It 
offers comprehensive preventive 
and primary care services, includ-
ing adult well checks, well child 
checks, immunizations, vision 
screenings, health education, 
and diabetic treatment and care. 
UPFH also continues to operate 
its mobile clinic, which provides 
care services at 24 sites through-
out Salt Lake and Tooele counties. 
The mobile clinic has been serving 
Utahns since 2007 and anticipates 
serving nearly 4,500 patients this 
year.

HOSPITALITY/FOOD 
SERVICE
	 •	 The	 Home2	 Suites	 by	
Hilton Thanksgiving Point has 
appointed Felicita del Carmen 
Zapata as director of sales of the 
new Home2 Suites by Hilton 
hotel located at 3051 W. Club 
House Drive, Lehi. The four-story, 
103-suite hotel is scheduled to 
open in June. Zapata will be in 
charge of building relationships 
and assessing the needs of local 
businesses, working with the gen-
eral manager to facilitate market-
ing efforts, and overseeing sales 
efforts that assure the success of the 
hotel. Zapata previously was front 
office manager of the Embassy 
Suites West Valley City. Prior to 
that, she was the assistant general 
manager for the Hilton Garden 
Inn in Salt Lake City, assistant 
general for the Hilton Garden 
Inn Sandy and assistant general 
manager of the Homewood Suites 
Hilton in Midvale for seven years. 
Her hospitality career began at 
the Embassy Suites in Salt Lake 
City, starting at the front desk 
and advancing to assistant general 
manager.

LAW
	 •	 Snow, Christensen & 
Martineau announced that 
Matthew W. Starley has been 

elected a share-
holder in the 
firm. Starley 
joined the firm in 
June 2008 after 
practicing law 
for nearly four 
years in Nevada. 
He practices 
from the firm’s 

St. George office. His practice 
focuses on commercial litigation, 
contracts, technology, intellectual 
property, real estate and insurance 
defense.

PHILANTHROPY
	 •	 MyWay Mobile Storage, 
Salt Lake City, has donated 
mobile SafeBox storage units to 

help Ronald McDonald House 
Charities of the Intermountain 
Area (RMHC) during its “The 
House that Love Built” expansion 
and renovation projects. The units 
will be used throughout the proj-
ects, to be completed by year-end. 
The expansion, at 935 E. South 
Temple, has been under construc-
tion since July 2013. In addition 
to more than doubling the number 
of rooms available, the new house 
has a larger kitchen, expanded 
play area, theater room, exercise 
room and sanctuary for a peace-
ful retreat. The 40,000-square-foot 
building expansion features 40 
large rooms to accommodate fam-
ilies that often include the patient 
and their siblings as more spe-
cialty pediatric care is now deliv-
ered outpatient. Once families are 
moved in, renovation will begin 
on the current 19,645-square-foot 
main building. By the end of the 
year, the campus will feature 72 
guest rooms, including eight long-
term suites, child-centered spaces 
and enhanced space for families. 
The expansion project is the most 
significant in RMHC’s 25-year 
history.
	 •	The	third	annual	Park City 
Celebrity Ski & Smile Challenge 
at Canyons Resort raised over 
$380,000 for Operation Smile, 
an international children’s medical 
charity helping children suffering 
from facial deformities including 
cleft lip and cleft palate. More than 
a dozen celebrities participated in 
the event. Teams of six racers 
— each consisting of one celeb-
rity skier, one professional skier 
and four amateur skiers/Operation 
Smile donors — competed in a 
friendly challenge to raise funds 

for the organization.

REAL ESTATE
	 •	Century 21 Everest Realty 
Group has become the nation’s 
top-ranked Century 21 single 
residential office, based on gross 

Sell your equipment 
with the experts.
rbauction.com

Cannon Tarbet

Matthew Starley

www.wheelercat.com

800-662-8650

We’ve got What it 
takes to keep you 
going strong.

Everything for the
Contractors

We rent the best

4343 Century Drive 
Salt Lake City, UT 84123

801- 262-5761
www.centuryeq.comSlade Opheikens
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BAR-B-QUE CHICKEN & RIB MENU
Bar-B-Que Chicken

Smothered in our special bar-b-que sauce

Fresh Cut Fruit
Pasta Shrimp Salad

Utah Corn on the Cob
(seasonal)

Cooked on site

Ice Cold Lemonade
Bar-B-Que Boneless

Complete Catering
Service for 40-10,000

Western Chuckwagon Bar-B-Ques
Company Picnics • Family Reunions

Business Luncheons
Open Houses • Dutch Oven Cookouts

801-278-4653 or 1-800-431-4655
www.meierscatering.com

MEIER’S CATERING MENU

Country Style Spare Ribs
Baked Chuckwagon Beans
Meier's Homemade Potato

Salad
Glazed Orange Rolls

Brownie Sundae
Brownie, vanilla ice cream, covered

with deep rich chocolate sauce

Bar-B-Que Beef
Shredded bar-b-que beef on a bun

Dutch Oven Bar-B-Que
Chicken/Ribs

Potatoes Au Gratin
Peach Cobbler

Cooked in Dutch Ovens

Top Sirloin
10 oz. USDA Choice

Top Sirloin Steak
Baked Idaho Potato

Grilled on site

Hamburger/Hot Dog
Meier's own quarter pound

Hamburger w/all condiments
Jumbo all Beef Franks

Grilled on site

Tri Tip Roast/Marinated
Grilled Chicken Breast

Grilled on site

Pork Back Ribs
Smoked with Applewood

Marinated Grilled Chicken Breast

Hamburger/Grilled Chicken
Meier's own quarter pound

Hamburger w/all the condiments
Marinated Chicken Breasts

Grilled on site

Chuckwagon-K-Bobs
Beef & Chicken-K-Bobs

w/fresh vegetables
Grilled on site

Boneless Ribeye Steak
10 oz. USDA Choice Boneless

Boneless Ribeye Steak
Baked Idaho Potato

Grilled on site

Call for complete menus and pricing: 278-4653

 When you’re giving your sales 
presentations, do you really know 
what the customers are thinking or 
what they’re asking themselves as 
you’re presenting?
 I doubt it. You’re 
too busy trying to sell. 
 Shake the hand. 
Smile the smile. Show 
the slides. Talk the talk. 
Do the demo. Ask the 
superficial questions. 
Try the close. Try to 
overcome “the price is 
too high.” Propose the 
proposal. Do the sales 
dance.
 Meanwhile, the customer is 
thinking. He or she is asking him-
self or herself questions about the 
validity of your product and your 
offer. They’re thinking about how 
your stuff might fit into their com-
pany. And while you’re talking, 
they may be Googling. 
 While you are trying to prove 
a point, they are trying to verify 
your information. And in these 
times, they can do it in a nanosec-

ond. And you can’t stop them.
 While you’re talking, they 
may be wondering if you have a 
Twitter account. So they do a quick 
search and find out that you do 

not. What’s that about? 
How validating is that? 
If they ask you about it, 
you’ll just brush it off. 
Suppose the customer 
is exceptionally Twitter 
active? How does that 
make you look?
 That’s a small 
tip of the iceberg exam-
ple of the thoughts that 

differentiate your sales presenta-
tion from the customer’s decision 
to buy. But let me take it deeper. 
 All customers, not just the 
decision maker, have a buying pro-
cess. It’s a strategy and a process 
by which they make a purchase. 
And that purchase is based around 
the trust, safety and comfort your 
customer feels when buying some-
thing from you.
 In order to gain that trust —  
and that feeling of safety — they 

ask themselves a bunch of ques-
tions without ever saying a word. 
You answer those questions by 
the words you speak. Your job as 
a master salesperson is to answer 
those silent questions in a manner 
that drives the customer to say, 
“I’ll take it.”
 The following list of ques-
tions is exactly what goes through 
the mind of a prospective customer 
during your presentation. The list 
is long and all customers may not 
ask themselves every one of these 
questions. But since you don’t 
know specifically which ones they 
are going to ask themselves, you 
better be prepared with answers to 
all of them.
 Here are the questions the 
prospective customer is asking:
	 •	What	do	you	offer?
	 •	What	 do	 you	 offer	 that	 no	
one else has?
	 •	What	do	you	offer	of	value?
	 •	 How	 does	 your	 product	
compare to others I have seen?
	 •	Does	it	really	fill	my	need?
	 •	Can	you	deliver?

	 •	Is	it	real-world?
	 •	Will	it	work?
	 •	Will	it	work	in	our	environ-
ment?
	 •	How	will	it	impact	our	peo-
ple?
	 •	 How	 could	 it	 impact	 our	
success?
	 •	 Will	 senior	 or	 executive	
management buy in?
	 •	Will	my	people	use	it?	
	 •	 How	will	 we	 produce	 as	 a	
result of the purchase?
	 •	 How	 will	 we	 profit	 as	 a	
result of the purchase?
	 •	How	will	it	come	together?	
	 •	How	do	we	buy	it?
	 •	 What’s	 the	 risk	 factor	 in	
buying?
	 •	Will	you	and	your	company	
keep your promises? 
	 •	Do	I	trust	you	and	the	people	
I’m buying from, both as humans 
and their ability to deliver service 
after purchase?
	 •	Will	you	be	my	main	contact	
after purchase or are you going to 
relegate me to “the service depart-
ment"?

	 •	Do	I	believe	you?
	 •	 Do	 I	 have	 confidence	 in	
you?
	 •	 Are	 you	 telling	 me	 the	
truth?
	 •	Do	I	have	the	trust	and	com-
fort to buy now?
 HOLY COW! All that?
 YES! All that and more!
 This list of questions is by far 
the most comprehensive I have put 
together. The questions address 
both confidence in product and 
confidence in the salesperson. The 
customers are seeking validation 
and want to believe you. They 
need what you have and they’re 
going to buy what you offer. The 
only question is: From whom? 
Depending on the answers to the 
above questions, they may not buy 
from you.  
 OUCH!
 Here are a few more thought-
provoking challenges to help you 
understand the buying process:

JEFFREY
 GITOMER

Here are the questions that matter most in a sales presentation

see GITOMER pg. 15
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Calendar
March 31, April 1

Education Events about 
Benefit Corporations, a new form 
of business recently established 
by the Utah legislature. Sessions 
for business owners include noon-
1 p.m. March 31 for members 
of the Utah Valley Chamber of 
Commerce (lunch provided); 4-5 
p.m. March 31 for the Ogden-
Weber and Davis County cham-
bers of commerce; and 7:30-9 
a.m. April 1 for members of the 
Salt Lake Chamber (light break-
fast provided), featuring Sen. John 
Valentine; Sen. Pat Jones; Holly 
Ensign-Barstow, a policy associate 
at B Lab; and William H. Clark, a 
partner at Drinker Biddle & Reath 
LLP. Free. A session for attorneys, 
titled “Forming a Utah Benefit 
Corporation,” is set for noon-1 
p.m. April 1, with a $20 cost 
(lunch provided), with Clark pre-
senting. Details are available by 
contacting Steve Klass of P3 Utah 
at contact@p3utah.org or (801) 
918-8431, or at www.p3utah.org/
benefit-corporation-legislation/.

April 1, 11:30 a.m.-1 p.m.
Email Marketing and Social 

Media Workshop, a Sandy Area 
Chamber of Commerce event. 
Presenter will be Lisa Smith, 
founder of marketing training 
and consulting company 7-Touch 
Marketing. Location is Salt Lake 
Community College’s Miller 
Campus, Miller Free Enterprise 
Center Building, Room 223, 9750 
S. 300 W., Sandy. Free. Details are 
at http://sandychamber.com/.

April 1, 4:15 p.m.
“High Tech Tots: 

Opportunities and Challenges,”
a town hall event featuring Libby 
Doggett, deputy assistant secre-
tary of policy and early learning at 
the U.S. Department of Education, 
and a panel discussion by other 
early learning experts. Location is 
the Hilton Salt Lake City Center, 
255 S. West Temple, Salt Lake 
City. Free, although seating is lim-
ited. Tickets can be obtained at 
Eventbrite.com.

April 2-3
Fourth Annual Economic 

Outlook, presented by Bank of 
Utah. Speaker will be John W. 
Mitchell, former chief economist 
for U.S. Bank and professor of eco-
nomics at Boise State University. 
Mitchell will provide his analysis 
of the economy, with an emphasis 
on Utah and the western United 
States. Activities include April 2 at 
the Grand America Hotel, 555 S. 
Main St., Salt Lake City, and April 
3 at the Ogden Eccles Conference 
Center, 2415 Washington Blvd., 
Ogden, with both having a 7:30 
a.m. breakfast buffet and 8 a.m. 
keynote presentation. A lunch 
event will take place April 3 at the 

Riverwoods Conference Center, 
615 Riverwoods Parkway, Logan, 
with the buffet at noon and the 
presentation at 12:30 p.m. Events 
are open to business leaders. Free. 
Pre-registration is required by 
calling (801) 409-5172. Space is 
limited.

April 2, 8:30-10:30 a.m.
“Financing Your Exports,”

a briefing about EXIM Bank pro-
grams for exporters and other 
funding support for international 
business. Presented by the World 
Trade Center Utah and Bank of 
American Fork. Presenter will be 
John McAdams, chief executive 
officer of Exworks Capital and 
former chief operations officer 
of the U.S. Export-Import Bank. 
Location is World Trade Center 
Utah, 60 E. South Temple, Suite 
300, Salt Lake City. Free. RSVPs 
can be completed at agiama@
wtcut.com or (801) 532-8080.

April 3
Utah Economic Summit, 

organized and produced by the 
Governor’s	 Offi	ce	 of	 Economic	
Development (GOED) and 
MediaOne. Speakers include 
Gov. Gary Herbert; Clayton 
Christensen, Harvard Business 
School professor; and Richard 
Marriott, chairman of the board of 
Host Hotels & Resorts. Location is 
Grand America Hotel, 555 S. Main 
St., Salt Lake City. Cost is $150. 
Registration can be completed at 
www.UtahSummit.com.

April 3, 8-9:30 a.m.
“Stress-Free Digital 

Marketing for Local Businesses,”
presented by Radiate 360. Location 
is Maverik Center, 3200 Decker 
Lake Drive, West Valley City. 
Free. Details and registration are 
at http://www.radiatemedia.com/
slc-workshops/.

April 3, 11:30 a.m. – 1 p.m.
Building Owners and 

Managers Association (BOMA) 
of Utah Monthly Luncheon.
Speakers will be Kevin Emerson 
of Utah Clean Energy, Zach Brown 
of Questar and Chris Helmers of 
Rocky Mountain Power provid-
ing insight into best practices for 
energy savings. Free for BOMA 
members, $35 for member guests, 
$50 for nonmembers. Registration 
is available before March 28 at 
www.BOMAUtah.org.

April 4, 7:30-8:30 a.m.
Murray Area Chamber of 

Commerce’s “Eggs n’ Issues” 
Breakfast. Event will feature 
open networking. Location is 
Mimi’s Café, 5223 S. State St., 
Murray. Free unless ordering off 
the menu. Chamber membership 
is not required. Details are at (801) 
263-2632 or murraychamber.org.

April 4, 2-5 p.m.
Wayne Brown Institute’s 

Deal Forum, a live pitch event 
featuring entrepreneurs seeking 
capital for their ventures. Location 
is Zions Bank, 1 S. Main St., 18th 
floor Founders Room, Salt Lake 
City. Cost is $15. Details and 
registration are available at event-
brite.com.

April 6-11
Executive Trade Mission to 

Qatar & Oman, conducted by the 
National U.S.-Arab Chamber of 
Commerce, which has an office in 
Salt Lake City. The cost is $4,500 
for chamber members, $5,500 for 
nonmembers. Details are available 
by contacting Cynthia Douglass 
at (801) 867-3020 or cdouglass@
nuscacc.org.

April 8, 7:45-9 a.m.
Association for Corporate 

Growth (AGC) Utah Breakfast 
Meeting. Speakers will discuss 
the success of BioFire Diagnostics. 
Speakers are Randy Rasmussen, 
director, president, chief operating 
officer and cofounder, and Robert 
J. Lollini, chief financial officer 
and treasurer.  Location is Grand 
America Hotel, 555 S. Main St., 
Salt Lake City. Details and regis-
tration are available at http://www.
acg.org/utah/events/.

April 10
Intellectual Property 

Workshop, part of the Utah State 
University Partners in Business 
program. Attorneys from Workman 
Nydegger will discuss the growing 
importance of intellectual property 
in business. Location is USU Salt 
Lake Campus, Granite Education 
Center. Details and registration 
are available at http://partners.usu.
edu/htm/conferences/intellectual-
property-workshop/register.

April 10, 6 p.m.
“A Giant in Our City,” a 

Salt Lake Chamber event honor-
ing former Gov. Michael Leavitt. 
Activities include a 6 p.m. recep-
tion and 7 p.m. dinner. Location 
is the Grand America Hotel, 
555 S. Main St., Salt Lake City. 
Registration can be completed at 
slchamber.com/giant.

April 16, 11:30 a.m.-1 p.m.
“Engaged or Disengaged: 

Managing Employees To Get Their 
Maximum Performance,” a Sandy 
Area Chamber of Commerce event. 
Richard Bell, owner and CEO of 
Six Star Solutions, will discuss 
generational differences in the 
workplace, how to identify those 
employees who are engaged and 
those who are disengaged, ways 
to build a better team, what to look 
for when hiring employees and 
how to identify those candidates 

who will be more engaged with 
your customers. Location is Salt 
Lake Community College’s Miller 
Campus, Miller Free Enterprise 
Center Building, Room 223, 9750 
S. 300 W., Sandy. Free. Details are 
at sandychamber.com.

April 17, 8-10 a.m.
“Why and How to Begin, 

Expand or Locate Your Business 
in Europe,” with a regional spot-
light on France. Presented by 
the Utah European Chamber of 
Commerce. Location is the Salt 
Lake Chamber, 175 E. 400 S., 
No. 600, Salt Lake City. RSVPs 
can be completed by email at us@
uechamber.com.

April 17, 11:30 a.m.-1 p.m.
MountainWest Capital 

Network (MWCN) Business 
Forum. Keynote presenter Lew 
Cramer, chief executive offi-
cer and president of Coldwell 
Banker Commercial, will discuss 
“International Opportunities Make 
Good Business Sense AND Lots 
of Business Dollars.” Networking 
begins at 11:30 a.m., with lunch 
and program at noon. Cost is $20 
for members, $40 for nonmem-
bers. Details and registration are 
at http://www.mwcn.org/event-
registration/.

April 18, 8 a.m.-3 p.m.
Third Annual Mining 

and Manufacturing Safety 
Conference, with the theme 
“Implementing a Culture of 
Safety,” presented by the Utah 
Mining Association and the 
Utah Manufacturers Association. 
Keynote speaker Meg Johnson will 
discuss “When Life Gets Too Hard 
to Stand Just Keep On Rollin’.” 
Luncheon speaker Dan Clark 
will discuss “Building a Winning 
Safety Culture.” Breakout sessions 
will focus on employee involve-
ment, industrial hygiene basics, 
severe injury and fatality preven-
tion, and incorporating safety in 
process changes. Location is the 
Little America Hotel, 500 S. Main 
St., Salt Lake City. Cost is $125. 
Details are available at umaweb.
org/i/6885_2014SafetyConferenc
ePacket.pdf.

April 22, noon-1:30 p.m.
Utah Technology Council 

(UTC) Annual Members’ 
Meeting. Event will feature a key-
note presentation; the election of 
UTC board members and trustees 
for the coming year; and awards 
for CEO, CFO, CTO, Emerging 
Exec, HR Exec, Marketing  Exec 
and Sales Exec of the Year, 
plus Legislator of the Year and 
Volunteer of the Year. Location is 
Little America Hotel, 500 S. Main 
St., Salt Lake City. Cost is $55 for 
UTC members, $90 for nonmem-
bers. Details are at www.utahtech.

org.

April 22, 7-9:30 p.m.
Third Annual Governor’s 

State of Sports Awards Dinner, 
hosted by the Utah Sports 
Commission. Jack Nicklaus, golf 
legend, course designer, ambas-
sador and philanthropist, will be 
the special guest. Joining Nicklaus 
for a question-and-answer period 
will be Johnny Miller and Billy 
Casper, who will receive the 
Governor’s State of Sport Lifetime 
Achievement Award for their out-
standing contributions to golf and 
sports in Utah. The event also will 
pay tribute to several Team USA 
Olympians, many who live and 
train in Utah, for their accom-
plishments at the 2014 Sochi 
Winter Olympic Games. Location 
is EnergySolutions Arena. Ticket 
and sponsorship information is 
available at (801) 328-2372.

April 25-26
Utah Investment & Business 

Expo. Event is designed to show-
case Utah businesses and invest-
ment opportunities in the public 
equity and real estate markets and 
to introduce businesses and finan-
cial services and career and busi-
ness opportunities to the public 
to help people plan their financial 
futures, build their careers or start 
their own businesses. Keynote 
speaker will be Bill Child, chair-
man of RC Willey. Location is 
South Towne Expo Center, 9575 
S. State St., Sandy. More informa-
tion is available by calling (385) 
888-6888 or (801) 688-8929 or 
visiting www.utahibexpo.com.

April 30, 8-9:30 a.m.
“PR Strategies and Tools,” a 

Utah Technology Council (UTC) 
event. Todd Wolfenbarger, presi-
dent of the Summit Group and 
a UTC trustee, will discuss case 
studies about how to use strat-
egy and tools to leverage content. 
Location is Nelson Laboratories, 
6280 S. Redwood Road, Salt Lake 
City. Free for UTC members, $30 
for nonmembers. Details are at 
www.utahtech.org/events.

May 1, 11 a.m.
Utah Innovation Awards 

Luncheon, presented by Stoel 
Rives LLP and the Utah Technology 
Council (UTC). Winners, finalists 
and honorable mention recipients 
in the 12th annual Utah Innovation 
Awards will be recognized and 
honored. Innovation Showcase 
begins at 11 a.m., with awards pre-
sentation noon-1:15 p.m. Location 
is Hilton City Center, 255 S. West 
Temple, Salt Lake City. Free for 
UTC members, $80 for nonmem-
bers, $550 for table of 10. Details 
and registration are available at 
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there is a massive opportunity to earn 
a massive income 

without a second job

20 top leaders are needed right now!
This is an opportunity to join a team of mega-million dollars earners 

as they start a new network marketing team.

Call 801-979-3726 or 801-414-4853

Work with professionals that have been honored by 
the Congress of the United States 

and that have received commendations from 
the governors of 14 states.

Help thousands of people regain their health.

Have fun doing something you really love.

 On March 24, Salt Lake City 
became the home	of	 the	fi	rst	 Im-
pact Hub in Utah. This collabora-
tive workspace, innovation lab and 
event venue provides a forum for 
profi	t	 and	 nonprofi	t	 organizations	
to collaborate in problem solving. 
A community is already building 
within the new venue, from po-
litical engagement and clean air 
activists to health and nutrition 
specialists who have signed on as 
members.
 Soren Simonsen, a former Salt 
Lake City council member and the 
cofounder and president of Impact 
Hub Salt Lake explained Impact 
Hub as “an incredible business re-
source in Salt Lake City, connect-
ing the  brightest minds among 
business leaders, both locally and 
globally, to create resilient com-
munities and a more sustainable 
world. This is a true 21st century 
workplace.”
 Dustin Haggett, cofounder 
and	CEO	of	Impact	Hub,	fi	rst	ex-
perienced San Francisco’s Impact 
Hub during graduate school. He 
recalled, “I didn’t know such a 
community existed and I was im-
pressed by the energy of the peo-
ple and the variety of projects and 

ventures incubating there. Start-
up	life	can	be	diffi	cult	and	there	is	
something intriguing about shar-
ing a space with other like-minded 
entrepreneurs who have an interest 
in your success.  When I realized 
that Impact Hub is part of a global 
community I knew we had to open 
a space here in Utah.”
 The Impact Hub in Salt Lake 
not only provides training oppor-
tunities and mentorship through 
business clinics and events, but 
also connects members to the 
global association of Impact Hubs, 
which has grown to 50 Hubs with 
over 8,000 members around the 
world.	 The	 fi	rst	 Impact	 Hub	was	
founded in London in 2005 and 
the movement continues to expand 
around the world to locations such 
as Amsterdam, Johannesburg, Sin-
gapore and Mexico City.
 Impact Hub Salt Lake’s main 
facility will be housed in a reno-
vated building, constructed in the 
1800s, at 150 S. State St.. Reno-
vations are underway to transform 
the 13,000 square feet of space 
into open co-working spaces, 12 
private	 offi	ces,	 four	 conference	
rooms, a communal kitchen and 
lounge areas for members. Phase 2 

(late 2014 to early 2015) will put 
the	fi	nishing	touches	on	the	second	
fl	oor,	adding	several	more	offi	ces	
and an additional 2,000 square feet 
of working space, all with original 

brick	 walls	 and	 hardwood	 fl	oor-
ing.
 During construction of the 
main facility, a temporary facil-
ity has opened at 44 Exchange 

Place in downtown Salt Lake. The 

space is fully furnished and will be 

open from 8 a.m. to 10 p.m. Mon-

day through Friday. 

Impact Hub Utah's permanent home is undergoing remodeling in downtown Salt Lake City.

Utah's first Impact Hub is a place for entrepreneurs to hatch new ideas
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Free Trial - sign up

Protect your data with

Secure, automated, offsite data storage

Can you afford the loss?

Companies without a proactive
backup and recovery plan

are likely to be 
OUT OF BUSINESS

within 2 years after the loss of
ttheir business data*

*National Archives and Records Administration

Your data is always at risk.

Focus on what matters most when you plan for your 
financial future. A CPA operates on the front line 
of a business by analyzing finances and developing 
strategies. Hire a CPA to help you develop wealth-
building strategies, set financial goals, and implement 
saving, investing and estate planning.

The UACPA supports and challenges members 
through advocacy, professional education, leadership 
development, networking and community service 
to help them succeed in a competitive and changing 
world. 
 
Find a CPA by visiting uacpa.org.

How is Your Financial Outlook?

1240 E. 2100 South, Suite 500  
Salt Lake City, UT  84106 
 801.466.8022  |  uacpa.org

eventbrite.com.

May 13, 9 a.m.-4 p.m.
EntreLeadership One Day, 

presented by Dave Ramsey, nation-
ally syndicated radio talk show 
host and New York Times best-
selling author, and other speakers. 
Event is designed to bring proven 
and practical lessons to Salt Lake 
City area business leaders looking 
to build and grow their businesses 
and improve leadership skills. 
Location is Abravanel Hall, 123 
W. South Temple, Salt Lake City. 
Cost is $149, with discounted 
admission prices available for a 
limited time, with VIP seating and 
group discounts also available. 
Details and registration are avail-
able at (888) 227-3223 or www.
daveramsey.com.

May 16, 11:30 a.m.-1 p.m.
 MountainWest Capital 
Network (MWCN) Deal Flow 
Lunch and Book Presentation. 
Event features the 19th year of 

publishing the Deal Flow Report 
about Utah’s capital deals. 
Location is Little America Hotel, 
500 S. Main St., Salt Lake City. 
Cost is $55 for members, $75 for 
nonmembers. Details and registra-
tion are at http://www.mwcn.org/
event-registration/.

May 21, 8:30 a.m.-1:30 p.m.
 13th annual Trade and 
Business Conference, hosted 
by Zions Bank. Keynote speak-
ers include Felipe Calderón, who 
served as president of Mexico from 
2006–2012, and Joe Lieberman, 
U.S. senator from 1988-2012 and 
Democratic candidate for vice 
president in 2000. Event will also 
include honoring the recipient of 
the 2014 Global Pacesetter Award, 
a distinction given annually to 
a Utah company demonstrating 
international success. Location is 
the Salt Lake Marriott Downtown 
at City Creek. Cost is $35 and 
includes lunch. Registration can 
be completed at www.zionsbank.
com/conference or by calling 
(801) 844-8573.

CALENDAR
from page 10
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Focus on what matters most when you plan for your 
financial future. A CPA operates on the front line 
of a business by analyzing finances and developing 
strategies. Hire a CPA to help you develop wealth-
building strategies, set financial goals, and implement 
saving, investing and estate planning.

The UACPA supports and challenges members 
through advocacy, professional education, leadership 
development, networking and community service 
to help them succeed in a competitive and changing 
world. 
 
Find a CPA by visiting uacpa.org.

How is Your Financial Outlook?

1240 E. 2100 South, Suite 500  
Salt Lake City, UT  84106 
 801.466.8022  |  uacpa.org

LARRY H. MILLER GROUP 
IN SALT LAKE CITY:

• Saves $312,000 and 3.8 million kwh/
year and 800 kw/year

• Received $298,000 in incentives 

• Payback before incentives: 4.6 years; 
payback after incentives: 3.6 years
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Pictured from left:  Jamie Galileo, vice president of facilities, Miller Sports Properties; and Greg Noyes, customer and community manager, Rocky Mountain Power

Energy saving solutions for EnergySolutions Arena.
Larry H. Miller Group has been working with Rocky Mountain Power on energy-effi ciency projects since 2003. The 
company is an advocate for the program because they see value in what we offer. It’s more than partnering, it’s about 
wanting to advance energy effi ciency in Utah. Your business can benefi t too 
by upgrading lighting*, HVAC, compressed air systems and more. To learn 
more call 1-800-222-4335, a participating vendor or visit wattsmart.com.

Let’s turn the answers on.

*Cash incentives for T12 lighting retrofi ts are still available.
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Opinion

DOUG
 ANDREW

 Recently former Secretary of 
State Condoleezza Rice added her 
voice to those who have long been 
urging the Republican Party to 
reach out to black voters. Not only 
is that long overdue, what is also 
long overdue is putting some time 
— and, above all, some serious 
thought — into how to go about 
doing it.
 Too many Republicans seem 
to think that the way to “reach 
out” is to offer blacks and other 
minorities what the Democrats are 
offering them. Some have even 
suggested that the channels to use 
are organizations like the NAACP 
and black “leaders” like Jesse 
Jackson — that is, people tied 
irrevocably to the Democrats.
 Voters who want what the 
Democrats offer can get it from 
the Democrats. Why should they 
vote for Republicans who act like 
make-believe Democrats?
 Yet there are issues where 
Republicans have a big advantage 
over Democrats — if they will use 
that advantage. But an advantage 
that you don’t use might as well 
not exist.

 The issue on which Democrats 
are most vulnerable, and have the 
least room to maneuver, is school 
choice. Democrats are heavily 
in hock to the teachers’ unions, 

who see public 
schools as plac-
es to guarantee 
jobs for teach-
ers, regardless 
of what that 
means for the 
education of 
students.
 T h e r e 
are some char-

ter schools and private schools 
that have low-income minority 
youngsters equaling or exceed-
ing national norms, despite the 
many ghetto public schools where 
most students are nowhere close 
to meeting those norms. Because 
teachers’ unions oppose charter 
schools, most Democrats oppose 
them, including black Democrats 
up to and including Pres. Barack 
Obama.
 New York Mayor Bill de 
Blasio’s recent cutback on funding 
for charter schools, and creating 

other obstacles for them, showed 
a calloused disregard for black 
youngsters, for whom a decent 
education is their one shot at a bet-
ter life.
 But did you hear any 
Republican say anything about it?
 Minimum wage laws are 
another government-created disas-
ter for minority young people.
 Many people today would be 
surprised to learn that there were 
once years when the unemploy-
ment rate for black 16-year-olds 
and 17-year-olds was under 10 
percent. But their unemployment 
rates have not been under 20 per-
cent in more than half a century. In 
some years, their unemployment 
rate has been over 40 percent.
 Why such great differences 
between earlier and later times? 
In the late 1940s, inflation had 
rendered meaningless the mini-
mum wage set in 1938. Without 
that encumbrance, black teenagers 
found it a lot easier to get jobs 
than after the series of minimum 
wage escalations that began in the 
1950s.
 Young people need job experi-

ence, at least as much as they need 
a paycheck. And no neighborhood 
needs hordes of idle young men 
hanging around, getting into mis-
chief, if not into crime.
 Republicans have failed to 
explain why the minimum wage 
laws that Democrats support are 
counterproductive for blacks. 
Worse yet, during the 2012 elec-
tion campaign Mitt Romney advo-
cated indexing the minimum wage 
for inflation, which would not 
only guarantee its bad effects, but 
would put an end to discussing 
those bad effects.
 Are issues like these going to 
switch the black vote as a whole 
over into the Republican column 
at the next election? Of course not. 
Nor will embracing the Democrats’ 
racial agenda.
 But, if Republicans can reduce 
the 90 percent of the black vote 
that goes to Democrats to 80 per-
cent, that can be enough to swing 
a couple of close Congressional 
elections — as a start.
 Even to achieve that, however, 
will require targeting those partic-
ular segments of the black popula-

tion that are not irrevocably com-
mitted to the Democrats. Parents 
who want their children to get a 
decent education are one obvious 
example. But if Republicans aim 
a one-size-fits-all message at all 
blacks they will fail to connect 
with the particular people they 
have some chance of reaching.
 First of all, Republicans will 
need to know what they are talk-
ing about. There are books like 
Race and Economics by Walter 
Williams, which show that many 
well-meaning government pro-
grams have been counterproduc-
tive for minorities. And there are 
people like Shelby Steele and 
the Thernstroms with valuable 
insights.
 But first Republicans have 
got to want to learn, and to be will-
ing to do some thinking, in order 
to get their message across.

Thomas Sowell is a senior fel-
low at the Hoover Institution at 
Stanford University. His website is 
www.tsowell.com. 

COPYRIGHT 2014 CREATORS.COM

THOMAS
 SOWELL

 How to build the company. 
How to get the most out of each 
person on your team. How to max-
imize your own strengths. These 
are the issues at the heart of true 
business growth. Countless semi-
nars, books and courses have been 
developed to help business leaders 
uncover the secrets — but actually 
it’s quite simple. And it was laid 
out in the 18th century by Adam 
Smith, the author of The Wealth of 
Nations. 
 Smith is credited for what we 
call the division of labor, which 
in essence means that by dividing 
labor among workers and allow-
ing each to 
focus on a 
p a r t i c u l a r 
task, we can 
see a greater 
u n i v e r s a l 
s u c c e s s . 
Smith’s the-
ories set the 
stage for the 
i n d u s t r i a l 
revolution that forever changed 
the world. 
 How about changing yours?
 Mine changed when I learned 
an important truth from my friend 
and mentor, strategic coach Dan 
Sullivan. Sullivan put together 
a series of his own “multiplier 
laws,” and in this series he teaches 
that we each need to identify what 

we’re superior at. To explain, if 
you look at the spectrum of our 
strengths and weaknesses, there 
are numerous things we’re incom-
petent, to competent, to excellent 
at and only a few — very few — 
things we’re superior at. 
 When we stop wasting our 
time and energy chasing multiple 
achievements along our compe-
tency spectrum and instead focus 
solely on developing the two or 
three things we’re superior at, true 
growth begins. Now how do you 
know what you’re superior at? 
Ask yourself this question: What 
gives you energy and passion, so 
much that you could go-go-go and 
never get tired of doing that one 
thing? 
 When I asked myself this, 
I realized it was helping people 
achieve authentic wealth and 
abundance. And to do that, I knew 
I loved writing (I’ve written sev-
eral best-selling financial plan-
ning and authentic wealth books). 
I enjoy speaking (I travel the 
country speaking to thousands of 
people, host my own nationally 
syndicated radio show, and pro-
duce several Live Abundant videos 
each year). And I am passion-
ate about teaching (I lead clarity 
retreats, authentic wealth seminars 
and more through my Educational 
Institute in Utah and California). 
 But it’s not just your own 

superior strengths to keep in mind. 
Because clearly, for a company to 
succeed, it takes several moving 
parts. That’s where the division 
of labor comes in. Identify what 
you’re superior at, then work with 
others who are superior at all the 
things you may be merely com-
petent or even excellent at. I hire 

people around me with unique 
abilities. They rise to the top; I 
rise to the top and together we’re 
better, because TEAM stands for 
the acronym Together Everyone 
Achieves More. When you focus 
on those things that you’re supe-
rior at and bring out in the best of 

others, watch what happens. Your 
company — and even your life — 
can be more abundant. Now that’s 
the kind of multiplication we all 
want!

Douglas R. Andrew is a best-sell-
ing author, radio talk show host 
and abundant living coach.

The Adam Smith multiplier: Focus on your superior strength

GOP won't attract blacks by simply becoming Democrats
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Gala & Private Art Show 
April 8, 2014  

 5:30 pm to 9 pm
Wear your “Bling” 

$150 ($125 Early Bird) 

COMMUNITY NURSING SERVICES

Featured Artist - Jeffery R. Pugh

Salt Palace Room 155  •  Early Bird discounts available

cns-cares.org/art-soup    •    801-233-6100
Supporting the CNS Charitable Care Program, donating essential health care to Utahns in need.

Art & Soup
April 9 – 10, 2014  

 Lunch: 11 am to 2 pm 
Dinner: 5 pm to 9 pm

$18 ($15 Early Bird)

Presenting Sponsor

Explore visual masterpieces by 42 of Utah’s most celebrated 
and up-and-coming artists as you sample scrumptious soups, 
bountiful breads and delicious desserts by over 20 favorite 
favorite restaurants!         “The Tastiest Art Show in Town!”

GITOMER
from page 8

 1. The first sale that’s made 
is the salesperson. If the prospect 
doesn’t buy you, he’s not going to 
buy your product or service.
 2. How’s your online reputa-
tion? What’s your Google rank-
ing and reputation? Not your 
company — YOU!
 3. What’s your social media 
reputation? Not tweeting is 
a choice, but a poor one. How 
about LinkedIn? Do you have a 
business Facebook page?
 4. Did you offer proof? Did 
you use “voice-of-customer” as 
testimonial proof to your claims?
 4.5 Does the buyer have 
enough peace of mind to pur-
chase?
 I have just given you a mind 
full of sales information — from 
the mind of the only person that 
matters in your sales conversa-
tions: the customer.

Jeffrey Gitomer is the author of 12 
best-selling books including The 
Sales Bible, The Little Red Book 
of Selling, and 21.5 Unbreakable 
Laws of Selling. His books are 
now available as online courses 
at www.GitomerVT.com. 

© 2014 All Rights Reserved. 



16 · March 31 - April 6, 2014 · The Enterprise - Utah's Business Journal

MARK
 MAXON

 When it comes to sales, if 
you’re like most business owners 
and executives, you likely focus 
on sales projections and quotas 
— did your sales team 
achieve the company’s 
goals for the month, 
quarter and year? Con-
sider how much your 
business could grow if 
your salespeople were 
performing at their op-
timum potential. What 
would it mean to your 
company if your existing sales 
force were to increase its produc-
tivity by 20 percent, 30 percent or 
even 50 percent or more over the 
course of this year? Some business 
owners and executives may scoff 
at the prospect that increases like 
these are realistic. I assure you, 
they are.
 What you don’t know is cost-
ing your business sales and prof-
itability. For the past 16 years, I 
have worked with business own-
ers, executives and sales teams 
here in Utah and across the nation. 
I have witnessed the big money 
that has been left on the table — 
lost	 sales	 and	 profi	tability	—	 be-
cause managers thought they un-

derstood more about selling than 
they actually did. 
 There are multiple reasons the 
best companies aren’t selling what 

they have the potential 
to. In this article, I’ll fo-
cus on two of them and 
how to resolve the prob-
lem.	The	fi	rst	has	every-
thing to do with your 
salespeople’s mindset 
— forget attitude. There 
are countless individu-
als who appear to pos-

sess a positive attitude and yet 
they’re not achieving the results 
they should. Mindset trumps at-
titude all day long. It’s a safe bet 
that most salespeople are working 
to meet their needs each and every 
month — their goal is to meet their 
needs. Big mistake. It’s true that 
having a quota adds to the sales 
associate’s urgency. The fact that 
their job may depend upon meet-
ing the company’s goals adds to 
the pain of addressing their per-
sonal	 fi	nancial	 obligations.	 How-
ever, fear-driven motivation is not 
the most effective way to achieve 
the results you desire.
 Your salespeople will reach 
their true potential when they 

learn to stop chasing their needs 
and instead aspire to realize their 
dreams. Life delivers what we de-
mand, seldom more. Those who 
learn to categorize their dreams, 
as their needs, raise the bar with 
respect to their expectations and 
performance. They don’t stop pro-
ducing because they know they’ve 
covered the bills for the month. It’s 
far more motivating to be moving 
toward achieving your dream of 
owning a new home, driving a high 
performance or luxury automobile, 
purchasing the boat you’ve always 
wanted or taking the vacation of 
a lifetime, than it is to pay your 
bills for the month. And, it’s eas-
ier to dedicate the time, resources 
and energy to your business when 
you’re having fun with it.
 A sure way to increase your 
company’s sales is to be as con-
cerned with what your salespeople 
want out of life as you are con-
cerned about the wants and needs 
of your customer. Nurture your 
salespeople and they’ll take care 
of your customers. Provide the 
tools, training and inspiration that 
lift your people to a higher state of 
mind (consciousness), and they’ll 
be increasingly motivated to per-

form for you. Some individuals 
are motivated by money, others the 
recognition of their performance. 
Want top producers? Teach your 
people how to achieve higher lev-
els of performance in life, as well 
as in business, and you will have 
their true loyalty and they will 
have your best interest at heart.
 Let’s now address the second 
reason companies aren’t achiev-
ing their maximum sales potential. 
Too frequently, management fails 
to look beyond its industry for in-
novative ways to increase its sales. 
Looking to the leaders in your own 
industry alone for the answers as 
to how you can improve will typi-
cally result in you chasing them. 
Look outside your industry for cre-
ative solutions that will place you 
at the lead. Seek out sales strate-
gies that have been proven effec-
tive in other industries. 
 Many of the companies I have 
served through the years were los-
ing sales because they failed to 
implement a measurable “system 
based” sales structure. I recom-
mend	 a	 fi	ve	 step	 approach	 that	
will have your salespeople clos-
ing considerably more business 
in a matter of weeks. Most sales-

people are weak in one, two, three, 
if	not	all	fi	ve	areas	of	the	process.	
The	fi	rst	 is	 a	 powerful,	 attention-
getting introduction. The introduc-
tion should include who they rep-
resent and what you have to offer. 
Avoid the details (how you do it). 
Instead paint the picture, focusing 
on the end result you achieve for 
your	customers		—	or	benefi	ts	vs.	
features, if you prefer. Teach them 
how to build value that your pros-
pect will identify with. This will 
establish the “why” —  why they 
want to invite your people to meet 
with them. Teach your people how 
to effectively gain the co-opera-
tion of the gatekeeper and they’ll 
fi	nd	 themselves	 in	 front	 of	 more	
decision makers. Teach your peo-
ple how to interrupt patterns (us-
ing precise verbiage) and they’ll 
greatly increase the likelihood they 
meet with all the decision makers. 
 The second step to enhanc-
ing the success of your sales team 
is to have your people consistent-
ly follow a carefully developed 
standardized customer discovery 
comprised of intelligent questions. 
Make sure the questions posed re-

Five steps that will dramatically increase your sales in 90 days

see MAXON pg. 19
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BRIEFS
from page 7

 Utah Investment & Business Expo 

 
South Towne Exposition Center 
9575 S State St. Sandy, UT 84070 

  

April 25-26, 2014 
 

Keynote Speaker: 
 

Bill Child 
Chairman of RC Willey 

 

 
 
 

The Legendary Story of RC Willey  
from a 600-sq.ft. Furniture Store to  

A $250 Million Business Empire 

 

 April 25, 2014, Friday April 26, 2014, Saturday 

9:00 AM -10:30 AM 
Utah Business Forum 
The Outlook of Utah Economy & Business 
- Governor’s Office of Economic Development (GOED) 

Stock Investment Seminars: 
“Stock Market Quarterly Update” (Fidelity Investments) 
“Trading Exchange Traded Fund (ETF)” (Fidelity Investments) 
“Stocks Technical Trading Strategy” (Charles Schwab) 

10:45 AM - 12:00PM 
Keynote Speech 

“How to Build a Business Warren Buffett Would Buy”  
Bill Child, Chairman of RC Willey 

“The Revolution of Bitcoin”  
- Jonathan Johnson III, Executive Vice Chairman 
Overstock.com 

12:00 PM – 1:00 PM  Lunch Break Lunch Break 

1:00 PM – 2:30 PM 

Crowd Funding Seminar  
 - Berny Dohrmann, Chairman of CEO Space 
Venture Capital Forum  
- Brad Bertoch, President of Wayne Brown Institute 
Commercial Lending Forum  
- Terry Grant, Senior Vice President of Wells Fargo  

Real Estate Investment Seminars 
“How to Invest in Real Estate without Cash/Credit” 
“Turn-key Investment on Income Properties” 
- Steven Miller, Co-Founder of Strongbrook 
“How to Buy, Fix & Flip the House”  
“Hard Money for Quick Flip”  

3:00 PM – 4:30 PM 
Commercial Real Estate Forum 
- Brandon Fugal, Chairman, Coldwell Banker Commercial 
Franchise / Business Opportunity Forum 

Real Estate / Mining Project Presentation 
 

Land & Farm Investment Opportunities 

5:00 PM – 8:00 PM VIP Reception & Networking Party  
 

Featured 
Guest 

Speakers: 

      
 Berny Dohrmann 

Chairman, 
CEO Space 

Brad Bertoch 
President 

VentureCapital.org 

Brandon Fugal 
Chairman 

Coldwell Banker 
Terry Grant 

Sr. Vice President 
Wells Fargo 

Jonathan Johnson III 
Exe. Vice Chairman 

Overstock.com 
Howie Spielberg 

Investment Specialist 
Fidelity Investments 

    

 
   

For Exhibition or Registration Information: 
Fortune Expo, Inc. 
Phone: (385) 888-6888 / (801) 688-8929 

Web: www.UtahIBexpo.com 
 

801.908.1388

Want to talk to them? Talk to us.
Our radio stations and websites reach over one million people each week.

commission income earned 
by its agents. It also finished 
third nationally for units sold 
among Century 21 residential 
offices. The brokerage was 
honored for its performance 
at the Century 21 Global 
Conference in Las Vegas. 
The brokerage’s 250-plus 
agents had total sales vol-
ume of $393.5 million from 
2,083 units sold in 2013. Both 
the volume and units figure 
were first among single Utah 
residential real estate offices 
across all national brands and 
independent offices, according 
to the Wasatch Front Multiple 
Listing Service (WFRMLS) 
and Real Data Strategies. 
According to WFRMLS fig-
ures, the brokerage sold 877 
single-family residences from 
its listing inventory, which 
was more than 280 homes 
more than its nearest com-
petitor.
	 • Primary Resident 
Mortgage Inc. (PRMI) has 
appointed Craig Holbrook 

as director of marketing at the 
corporate headquarters in Salt 
Lake City. In his new role, 
Holbrook will work to stream-
line and improve the sup-
port of PRMI’s field branches 
in their marketing needs, as 
well as develop and execute 
the overarching marketing 
strategy for the organiza-
tion. Holbrook’s background 
includes strategy, marketing 
and field support. He has held 
strategic marketing positions 
with Centex Homes and H&R 
Block. His education includes 
an undergraduate degree in 
pre-law from Brigham Young 
University.

RETAIL
	 • Industrial Supply Co., 
Salt Lake City, has promoted 
Kellie Bartz to vice president 
of finance. Bartz started her 
finance career at Industrial 
Supply 20 years ago and 
returned in 2012 to take on the 
role of director of accounting 
and finance. Prior to returning 
to Industrial, she worked as 
the corporate accounting man-
ager at Adobe Systems Inc. 
and as a senior auditor with 
PricewaterhouseCoopers.
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TOURISM
from page 1

flect your understanding of your 
prospect's industry and your peo-
ple will be perceived as qualified 
to make the appropriate recom-
mendation. 
	 Step three is to train your 
people on when and how to prop-
erly transition to their recommen-
dation. 
	 Step four is having an effec-
tive “Call to Action.” Teach your 
team when, how and how often to 
ask for your prospect’s business. 
	 The fifth step is mastering 
how to isolate your prospect’s 
concerns (objections) and repeat 
the concern back tothe client. This 
alone often diffuses consumer re-
sistance, thus securing the sale to-
day. Additionally, you’ll want to 
know that each and every one of 
your salespeople has mastered the 
art of isolating your prospective 
customer’s concern prior to ad-
dressing it. 
	 Though this outline is con-
densed, it’s a great start in assist-
ing your assessment as to the true 
effectiveness of your company’s 
sales strategy. 

Mark Maxon is president of The 
Maxon Group and a national sales 
trainer, published author, life and 
business development coach and 
radio talk show host. 

ted to working cooperatively with 
the Chinese government to ensure 
the healthy, long-term growth of 
our business.” Mainland China 
accounted for 32 percent of Nu 
Skin’s sales last year and 60 per-
cent of its growth between 2011 
and 2013.
	 Specifically, the fine came 
as a result of the sale of certain 
products by individual direct sell-
ers that, while permitted for sale 
in Nu Skin China’s retail stores, 
were not registered for the direct 
selling channel, according to a 
release from SAIC on its website. 
Nu Skin China was also fined 
$16,000 for product claims that 
were deemed to lack sufficient 
documentary support. SAIC will 
also look to increase regulation of 
the direct sales sector. This could 
pose a headache for Nu Skin rivals 
such as Herbalife, currently under 
investigation in the United States. 
China banned door-to-door sales 
in 1998, saying it wanted to end 
“a decade of rampant pyramid 
sales abuses.” The country lifted 
the ban seven years later.
	 “For the next step, SAIC will 
work with other departments to 
increase the level of regulation 
of the direct sales market and 
sternly investigate and prosecute 
any illegal behavior in the direct 

sales sector,” the SAIC statement 
said. Chinese laws allow direct 
sales under limited conditions, but 
there are laws banning so-called 
pyramid selling, when members 
make more money recruiting new 
members than selling the actual 
product.
	 With the announcement of the 
settlement, signaling an apparent 
end to the investigation by the 
Chinese, Nu Skin shares gained 
the most in eight months early last 
week and were trading near $90 
at week’s end. When the People’s 
Daily story broke earlier this year, 
Nu Skin shares plunged to less 
than $45 from highs near $140.
	 The market size of China’s 
direct-selling industry has more 
than doubled since 2008, rising to 
88.9 billion yuan in 2013, accord-
ing to Euromonitor. Amway Corp. 
— the Ada, Mich.-based seller 
of vitamins, cosmetics and air 
purifiers — led the market last 
year, with a 30 percent share. Nu 
Skin was fourth, with 6.6 percent, 
Euromonitor said.
	 Meanwhile, lawsuits by Nu 
Skin shareholders claiming dam-
ages from stock losses attribut-
able to the company’s activities 
in China show no signs of going 
away. None of the major law firms 
representing plaintiffs in various 
suits against Nu Skin have indi-
cated any intention of backing 
off. 

NU SKIN
from page 1

MAXON
from page 16

decreases in national parks and 
places visitation, due in large part 
to the 2013 government shutdown 
during southern Utah’s tourism 
season. Leaver predicts visita-
tion to Utah’s national parks will 
rebound in 2014 based on the suc-
cess of “The Mighty 5” marketing 
campaign, which was launched 
by Utah’s Office of Tourism last 
spring.
	 “Utah has so much to offer,” 
said Natalie Gochnour, an asso-
ciate dean at the David Eccles 
School of Business. “Visitors are 
drawn to our ski resorts, moun-
tains and parks, as well as to our 
cultural and historical assets. Utah 
really has something for every-
one.”
	 The national parks, national 
monuments, state parks and ski 
resorts in Utah are major sources 
of tourism jobs and dollars, a point 
emphasized by the study. In 2012, 
Utah recorded 6.6 million national 
park visits, 5.1 million national 
monument visits, 5.1 million state 
park visits, as well as 4 million 
skier days during the 2012-2013 
season. 
	 Some highlights of the 
report:
	 • Tourists and travelers spent 
a record $7.4 billion in the Utah 
economy during 2012.
	 • Utah nonresident visitor 
spending of $5.3 billion benefited 
the Utah economy in a similar 

way to merchandise exports. If 
tourism were an export, it would 
be the state’s second largest export 
behind primary metals ($12.2 bil-
lion) and ahead of computers and 
electronics ($2.2 billion).
	 • In 2012, Utah’s tourism 
industry supported an estimated 
129,088 total jobs in the Utah 
economy.
	 • Approximately one in every 
10 jobs in the state’s economy is 
in the tourism industry, directly or 
indirectly.
	 • Utah ranks higher than 
California, Texas, Illinois and 
New York in travel-generated 
employment share.
	 • Between 2003 and 2012, 
total direct leisure and hospitality 
jobs and wages increased 19 per-
cent and 28 percent, respectively.
	 • Over 40 percent of total 
private direct jobs in Daggett, 
Garfield, Grand, Kane, Summit 
and Wayne counties are in the 
leisure and hospitality sector.
	 • Summit, Washington, 
Garfield and Utah counties all 
experienced over 25 percent 
growth in leisure and hospitality 
jobs from 2003 to 2012.
	 • In calendar year 2012, tax-
able sales in the leisure and hospi-
tality sector totaled $5.3 billion, a 
6 percent increase from 2011.
	 • Tourism-related tax revenue 
grew 42 percent from 2003 to 
2012, with a 13 percent increase 
from 2011 to 2012.
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COMMERCIAL DIVISION 
1414 E. Murray Holladay Road 

801-278-4414 

 

 

Bijan Fakhrieh                               
801-918-9000 

 3.04 Acres -
$1,200,000 

106 W. Fireclay  Ave.  
(4295 So.) 

-3 Buildings  
-Approx. 27,000 SF 

FIRST MONTH FREE RENT!!! 
1459 East 3900 South  

Lease Rate: $12.50 NNN 
 

    -2,000 Square Feet  
    -Private Atrium Entrance 
    -Main Floor Loading Dock  
   -Plenty of Off Street Parking 

Barry Brinton  
801-694-0243 

Crystal Richardson  
801-641-5687 

 OFFICE CONDO FOR SALE OR LEASE 

   
 

 

 
 
 

 
 
 
 
 
 
 
 
 
 

Office Condo For Sale 
2118 East 3900 South-Salt Lake City 

For Sale: $269,000 
- 2,048 Square Feet (1,024 on 
main & 2,048  garden level) 
-Perfect For Owner/User 

GEORGE RICHARDS, CCIM   801-631-9963 

George Richards, CCIM            801-631-9963 

5292 s. College Dr. #101  (500 W) 

For Sale:  $1,295,000 For Lease: $13.50/NNN 
 

 6287 SF- Main floor office 
 High end tenant finish   
 14 + private office  
 

 2 large work areas 
 Underground parking 

 Exclusive Office Space  
2091 E 4800 S (Murray Holladay Rd) 

Kym McClelland 
801-573-2828 

For Sale: $975,000 
10,800 SqFt 

 
 Beautifully Remodeled 
 Highly Visible Location 
 Free Surface Parking 
 

Office Building For Sale Or Lease 
470 East 3900 South-Murray 

Bijan Fakrieh 801-918-9000 

For Sale: $2,095,000 
16,584 Square Feet 

Updated In 2008-Multi Tenant 
Building, Top Floor Medical Office 

George Richards, CCIM  
801-631-9963 

 

Free Standing Office Building-For Lease 
4991 S. Commerce Dr (300 West) 

 
- 1,340 Square Feet, Lower Level Storage 
- Plenty of Parking Available, M2 Zoning 
- 3 Year Lease With Option To Extend 
TERRY CONONELOS        801-205-7019 

Lease Rate:  
 $1,150/Month 

One Small Office Space Left 
3895 W. 7800 S.-West Jordan 

GEORGE RICHARDS, CCIM   801-631-9963 

For Sale: $185/Sq Ft 
For Lease: $13/NNN 

- 1,207 RSF/1,030 USF 
- High End Finishes, Light & Open 

- Across From Jordan Landing 
- Close to Bangerter Highway 
- Sure To Impress Any Client 

NEW 9 LOT SUBDIVISION 

Medical Office Condo For Lease 
5292 S. College Dr. #202  (500 W) 

 2,654 SqFt 
 2nd Floor Office 
 3-4 Exam Rooms 
 3 Private Offices 
 Waiting & Reception  

Area 

 Break room 
 

Lease Rate: $15.50 - NNN 

For Lease: $13.50/Full Service 
#105-2,700 SqFt 
#101-1,000 SqFt 

Café/Coffe-1,050 Sqft 
 
 
 

 
 
 
 
 
 
 
 
 
 

Office Condo in Heart of Holladay 
   2160 E. 4500 S. #4 

Lease Rate:$12.00/NNN 
For Sale: $229,500 
- 1,326 Sqft, Remodeled 
- Plenty of Parking  
- Some Furniture & Cabinets            
 Included 

GEORGE RICHARDS, CCIM   801-631-9963 

GEORGE RICHARDS, CCIM   801-631-9963 

Great Millcreek Location, South Building-Very  
Private and Quiet, Main Floor Has Tennant 

Commercial Lots-Taking Reservations 
600 North 900 West-American Fork 

Pad Prices:  
$20-$27/

SqFt 

Restaurant Space In Heart Of Holladay 
2340 E. Murray Holladay Rd (4685 S) 

For Lease: $2,165/Month Modified Gross 

*  Kitty Corner From 
New Holladay Village.     

Formerly Gepetto’s 
Restaurant.  

*  2,700 Sqft  
*  Additional Space     

Possibly Available In 
July 

Ray Morrison  801-541-0323 

OFFICE BUILDING FOR SALE-GREAT LOCATION  

 George Richards 801-631-9963 

For More 
Info 

Contact: 
Errol 

Childs: 
801-560-0034 

Rese
rved 

Reserved 

1366 E. Murray Holladay Rd  
(4670 S) 

For Sale: $1,400,000 
Rare Free Standing Office     

Building In Holladay. 
 Approx. 8,930 SqFt 

 0.69 Acres 
 Currently Used As Law/CPA     

Office 

Luxury Office Suite-Realtor Building 
230 W. Town Ridge Pwky (9670 S ) 

LEASE RATE $14.00 NNN 
2nd Floor Office Suite 
2,063 USF-2,427 RSF 
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Amazing canyon-like setting in Gilmer Park

Coldwell Banker Residential Brokerage

1264 Yale Avenue
$1,480,000

•  .58 acres, stream, bridge, privacy & trees
•  Tastefully rebuilt, 6 bedrooms, 5 baths, 
 2-car garage
•  Indonesian hardwood floors, high quality  
 wood windows
•  Functional floor plan for daily living 
 and entertaining
•  Separate guest or au pair suite

Sandra Sweetland
801-550-7544

Neil Glover
801-580-7118

Amazing canyon-like setting in Gilmer Park

1264 Yale Avenue
$1,480,000

•  .58 acres, stream, bridge, privacy & trees
•  Tastefully rebuilt, 6 bedrooms, 5 baths, 2-car garage
•  Indonesian hardwood floors, high quality wood windows
•  Functional floor plan for daily living and entertaining
•  Separate guest or au pair suite

Coldwell Banker Residential Brokerage

Sandra Sweetland
801-550-7544

Neil Glover
801-580-7118

page: 12-15

$165 and up

Private office available 8 blocks from downtown city center.  
Located your business in the Northgate Business Park complex.  
Currently home to over 80 different companies.  

Absolutely the best deal in town!

• Free Parking
• Conference Rooms
• 24 hour electronic key card access
• 8 blocks from city center

• 2 blocks from a main I-15 on/off ramp
• 24 hour camera security
• Thriving business community
• Public transportation in front of property

Amenities Include:

Ben: 801-891-6927
James: 801-891-6932
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Amazing canyon-like setting in Gilmer Park

1264 Yale Avenue
$1,480,000

•  .58 acres, stream, bridge, privacy & trees
•  Tastefully rebuilt, 6 bedrooms, 5 baths, 2-car garage
•  Indonesian hardwood floors, high quality wood windows
•  Functional floor plan for daily living and entertaining
•  Separate guest or au pair suite

Coldwell Banker Residential Brokerage

Sandra Sweetland
801-550-7544

Neil Glover
801-580-7118

$165 and up

Absolutely the best deal in town!

Private off ice avai lable 8 blocks from downtown 
city center.  Locate your business in the Northgate 
Business Park complex.  Currently home to over 
80 different companies.

• Free Parking
• Conference Rooms
• 24 hour electronic key card access
• 8 blocks from city center
• 2 blocks from a main I-15 on/off ramp
• 24 hour camera security
• Thriving business community
• Publ ic transportat ion in front of property

Amenit ies Include:

Ben: 801-891-6927
James: 801-891-6932
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Why share?
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Why share?
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12 00 PM

12 00 PM

CLYDE COMPANIES

12 00 PM

CLYDE COMPANIES

Introducing the new

For iPhone and Android

Features include:

Get it today for free!

• News from all of the  
Clyde Companies

• Access to company Facebook 
and Twitter Feeds

• Notifications from Clyde 
Companies, Inc. about upcoming 
events and projects

• Instant directory for company 
and site locations

• Compilation of photos from 
finished projects  

CONSTRUCTION

M
E

ET
STECH

Clyde 
Companies 
Mobile App

CLYDE COMPANIES®


