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City Creek's retractable glass roof contributes to
the center's year-round appeal and its popular-
ity with Salt Lake City shoppers.

'Most important thing in 50 years'

Open just over a year, Salt Lake's showpiece
mall attracts attention from New York paper

John M. Rogers
The Enterprise

It’s been open a little over a year. Its
cost was rumored to be in the billions. And
now, none other than the New York Times
has featured it in its business section.

It’s Salt Lake City’s fancy new City
Creek Center mall.

There’s no question that the LDS
Church-built project has pumped new life
into adowntown that was foundering. Closed
stores and shops lined every street and very
little in the way of new development was
even being talked about.

Now behemoth new office towers are
rising and, by most accounts, downtown
Salt Lake City has come back to life.

“The center has added 2,000 jobs and
brought more than 16 million visitors into
downtown,” according to the Economic
Benchmark Report of 2013, paid for by the
real estate firm CBRE and quoted by the
Times. Taking into account the improving
economy, the report credits the mall, at
50 S. Main St., with helping downtown
retail sales increase by 36 percent, or $209

Medicare exchange firm to
hire 700 for temp openings

Brice Wallace
The Enterprise

Towers Watson, a professional services
company that operates the nation’s largest
private Medicare exchange, will hire 700
people who will work through year-end
during the Medicare open enrollment sea-
son.

The positions include full-time, tempo-
rary benefit advisors; customer service rep-
resentatives; data processing employees;
training specialists; compliance representa-
tives; operations supervisors and managers
who will work at the company’s operations
center at 10975 S. Sterling View Drive,
Suite A1, South Jordan.

The hiring will be in Towers Wat-
son’s Exchange Solutions business seg-
ment, which Towers Watson obtained when
it acquired Extend Health last year. The
segment, including time under the Extend
Health name, has had its service center base
in the Greater Salt Lake City area for more
than eight years.

“We are expanding and hiring 700 peo-
ple in the Greater Salt Lake area, mainly for
our operations center in South Jordan,” said
Bryce Williams, managing director of Tow-
ers Watson’s Exchange Solutions. “We’ve
also expanded in that [South Jordan] facil-
ity and taken essentially the vast majority of

see TOWERS pg. 14

million, in 2012.

The Church first revealed the plans for
City Creek in October 2006. The center was
to be constructed on the site of two 30-year
old malls, Crossroads and ZCMI Center,
that were losing sales to suburban shopping
centers. City Creek opened to the public in
March 2012.

The Times article quotes Bruce
Bingham, a partner with Hamilton Partners,
a Chicago-based real estate developer and
owner of the recently completed office

see CITY CREEK pg. 14

Zakaria makes
Enterprise debut

CNN foreign affairs commentator and
Washington Post columnist Fareed Zakaria
makes his debut today as a regular columnist
in the Opinion section of The Enterprise.
The best-selling New York Times author
and editor at large of Time magazine has
been described by Esquire magazine as
“the most influential foreign policy adviser
of his genera-
tion.”

In 2010,
Foreign Policy
named him one
of the top 100

global  think-
ers. Since 2008,
he has hosted
Fareed Zakaria
GPS, which Fareed Zakaria
airs  Sundays

worldwide on CNN. Zakaria’s in-depth
interviews with the Dalai Lama, heads of
state including Barack Obama, Manmohan
Singh, King Abdullah II, Dmitry Medvedev,
Moammar Gadhafi and Lula da Silva, as
well as countless intellectuals, business
leaders, politicians and journalists, have
been broadcast in more than 200 million
homes around the world. His cover stories
and columns — on subjects from globaliza-

see ZAKARIA pg. 14
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Brighton Bank's midtown
branch schedules relocation

Brighton Bank is relocating
its midtown Salt Lake City of-
fice currently located at 1735 S.
300 W. The office will move three
blocks north to 1420 S. 300 W.
and is scheduled to open July 29.

The new location affords a
more visible and accessible office
for the mid-valley community, ac-
cording to bank officials. The ren-
ovated facility offers 24-hour ATM
service and an expanded staff pro-
viding the bank’s usual array of
personalized consumer and busi-
ness banking services. Until the
renovation is complete, the current

branch remains open as usual.

Celebrating its 3sth year,
Brighton Bank was founded in
1978 and operates five branches
along the Wasatch Front specializ-
ing in SBA, commercial and busi-
ness lending including a full vari-
ety of the latest electronic banking
services. Robert M. Bowen, presi-
dent and COQ, said that the bank’s
success is built upon an exception-
ally strong commitment to cus-
tomer service, long-term personal
relationships and the consistency
and experience provided by a ded-
icated team of employees.

The interior of the six Togo's sandwich restaurants coming to Utah will appear
similar to this company store in California.

Togo's signs deal to bring
six restaurants to state

California-based Togo’s Eat-
eries Inc. has signed its first multi-
unit franchise agreement in Utah.
The sandwich chain plans to de-
velop six new restaurants over the
next several years in the Salt Lake
City area, with the first location
scheduled to open in the first quar-
ter of 2014. The agreement is part
of Togo’s plans to grow the brand
to 400 restaurants along the West
Coast.

“As the best franchise oppor-
tunity in the sandwich category,
our brand has made great strides
in expanding to new markets
along the West Coast and we’re
thrilled to now build a presence
in Utah,” said Tony Gioia, chair-
man and CEO of Togo’s Hold-
ings LLC. “We look forward to
introducing locals to our seriously
stacked sandwiches that are sure
to satisfy the biggest appetites in
Salt Lake City.”

First-time franchisee Ben
Massimino grew up as a fan of
Togo’s in California and decided
to turn his passion for the brand
into an investment opportunity.
As current president and CEO of a

real estate development company
in Park City, Massimino hopes to
build his portfolio with the sand-
wich franchise by developing ad-
ditional Togo’s restaurants in oth-
er counties in the state.

“As a longtime Togo’s fan, I
am thrilled to be the first franchi-
see to bring a West Coast favor-
ite to Salt Lake City,” Massimino
said. “There are many transplants
from California living in Utah,
myself included, who are looking
for a fresh dining alternative that
serves up quality food at a great
price. I have no doubt that Togo’s
will help to fill this void in the
market.”

At Togo’s, traditional restau-
rants experienced average annual
unit sales in excess of $633,000,
with 50 percent averaging over
$799,000, and 25 percent averag-
ing over $930,000.

Togo’s was founded in 1971
by a college student. It features a
proprietary brand of pastrami, 98
percent fat-free slow-roasted tur-
key, and homemade chicken and
tuna salad. It has nearly 250 loca-
tions along the West Coast.
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State officials return from
two trade missions abroad

Summer is a time for travel,
but a pair of recent trips by busi-
ness and government leaders was
focused on boosting trade.

Gov. Gary Herbert led a trade
mission to the United Kingdom,
Brett Heimburger, the Governor’s
Office of Economic Develop-
ment’s regional director for Asia,
led a delegation looking to de-
velop business partnerships in the
Philippines.

While in the U.K., Herbert
and Utah trade representatives
met with leaders from Wells Far-
go, Level39, Rio Tinto and other
prominent corporations and capi-
tal investment groups.

“For Utah companies, larg-
er markets abroad translate into
more jobs at home,” Herbert said.
“I'm proud of the work we’ve
done these last few days in the
United Kingdom. With Utah’s

strong U K. ties, it is essential we
not only maintain current rela-
tionships, but build new ones that
open more doors in the substantial
European market.”

The United Kingdom is the
largest market in the world for
Utah exports, totaling more than
$6 billion in 2012, and has the
world’s seventh-largest economy
at $2.3 trillion.

Among the governor’s activi-
ties were a meeting with Rio Tin-
to CEO Sam Walsh, a discussion
about foreign direct investment in
the state, and a meeting with more
than 200 businesspeople, educa-
tional leaders and friends of Utah
during a reception.

The group in the Philippines
included representatives from
Utah’s information technology,
IT, nutraceutical, medical device
and agriculture industry sectors.

Activities included business-to-
business company matchmaking
sessions using the U.S. Commer-
cial Service’s Gold Key Service,
which locates potential business
partners for trade mission compa-
nies. The delegation also met with
the American Chamber of Com-
merce-Manila and American com-
panies currently doing business in
the Philippines to learn best prac-
tices and how to succeed is that
market.

“Like Utah, the Philippines
has a well-diversified economy
supported by abundant natural re-
sources, and their growing popula-
tion presents a wealth of business
partnership opportunity,” Heim-
burger said. “GOED is pleased to
work closely with some of Utah’s
incredibly entrepreneurial busi-
ness people eager to take their
products to this exciting region.”

Park City firm

The Governor’s Office of
Economic Development (GOED)
board has ratified the selection of
iSchool Campus LLC of Park City
to deploy the second phase of a
whole-school technology program
designed to ultimately lead to a
more tech-savvy workforce.

The board ratified the rec-
ommendation of the legislatively
mandated Independent Evaluating
Committee (IEC), which guided
the Utah Division of Purchasing
in the review of potential ven-
dors to provide the equipment and
training necessary for the “Smart
Schools” program.

The GOED board last year
awarded iSchool a $3 million
contract that led to technology
and training being implemented

selected for 'Smart Schools'

at Gunnison Valley Elementary
School, North Sevier High School
and Dixon Middle School after
those schools were selected by the
Utah Board of Education.

The State Office of Educa-
tion is working with school dis-
tricts statewide to identify poten-
tial schools for participation in the
$2.4 million second phase.

The program involves pro-
viding and installing technology,
training parents and teachers, and
integrating the technology into the
schools’ curricula. It includes in-
corporating mobile learning de-
vices for each student, peripherals
and networking equipment, in-
cluding wireless networks.

GOED is administering the
second phase of the program. Last
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year’s money came from GOED’s
Industrial Assistance Fund. This
year, it’s from the state’s General
Fund. Also new this year is that
participating schools will need to
provide some matching money.

The Board of Education, col-
laborating with the technology
provider and participating schools,
will evaluate the program and re-
port to GOED and a legislative in-
terim committee in October of this
year and 2014.

Senior living center
underway in Orem

One Eighty, parent company
of Leisure Care retirement com-
munities, has begun construction
of its new retirement facility in
Orem. Located at 250 E. Center
Street, the 143-unit community is
designed to give independent se-
niors an option that provides ser-
vices and conveniences not found
at home, while recognizing that
residents want to remain engaged
in an active lifestyle.

“We are developing an inde-
pendent community that is much
more than just an apartment, but
still affords the freedom for resi-
dents to live their lives on their
own terms,” said Dan Madsen,
chairman and CEO of Leisure
Care. “We envision this commu-
nity to be a hub of activity where
people gather, socialize, and inter-
act throughout the day.”

The residents will be connect-
ed anumber of amenities including

entertainment, art, philanthropic
opportunities, area businesses and
organizations of interest, and even
access to a variety of health related
options. With easy to use technol-
ogy — including iPads and Wi-Fi
— residents can stay engaged and
connected to their families, friends
and community relationships.

Studios, one- and two-bed-
room apartments range in size
from about 450 to 850 square feet,
equipped with high quality finish-
es, full kitchens, washers and dry-
ers, and outside balconies on many
apartments.

Other services available to
residents will include a restaurant,
pub and smoothie bar, bistro, trav-
el and car-share programs, as well
as fitness and memory programs.

Designed by Johnson Braund
Architects, the center will be built
by Sahara Construction.
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BYU manufacturing systems grad student Lile Squires bonds metals together
with friction bit joining, a process that may help in developing lighter cars.

BYU process may hold
key to building lighter cars

A new method of joining dis-
similar metals developed by fac-
ulty members at Brigham Young
University may help auto makers
achieve mileage goals in future
cars. New federal fuel-efficiency
rules are forcing auto makers to
lighten up their vehicles — a task
that has proved difficult given
the challenge of combining high-
strength steels with lighter met-
als.

But the new process from
BYU’s School of Technology
may be helpful to automakers in
achieving the 54.5 miles per gal-
lon average the EPA is mandating
for U.S. fleets by 2025.

Manufacturing  engineering
technology professor Michael
Miles has found a way to success-
fully create an extremely strong
bond between lightweight alumi-
num and ultra-high-strength steel.
It’s called friction bit joining, and
it may be the breakthrough the au-
tomotive industry is looking for.

“It’s all about making vehi-
cles lighter and our process can
help to combine steels and light
metals in the same vehicle frame,
which gives engineers more flex-
ibility in designing an optimal
structure,” Miles said.

The process of friction bit
joining uses a small, consumable
bit to create a solid-state joint be-
tween metals. The method was in-
vented by Miles and retired BYU
professor Kent Kohkonen, in their
collaboration with local Orem-
based company Megastir Tech-
nologies.

The latest development in the
process successfully bonds light-
weight aluminum with cast iron
by inserting a thin layer of steel
between the two metals, which
facilitates the bonding process.
Findings of this research, carried
out in collaboration with the Uni-
versity of Ulsan in South Korea,
are published in the June issue of
the International Journal of Pre-
cision Engineering and Manufac-

turing.

“The motivation to make cars
lighter was already there with a
previous EPA mandate (34.5 mpg
by 2016), but that motivation
has now increased with the latest
mandate,” Miles said. “Our pro-
cess is a technical success in the
effort to spot join dissimilar met-
als together; now we need to go
forward with our partners to make
it commercially viable.”

Currently, the automotive in-
dustry uses resistance spot weld-
ing to join steel stampings togeth-
er into a completed body. In recent
years, some aluminum parts have
been introduced into the vehicle
structure using a mechanical fas-
tening method called self-pierc-
ing riveting. While this approach
works to join lower strength steels
with aluminum, it isn’t suitable
for joining aluminum to ultra-
high-strength steel.

BYU’s friction bit joining
method, which is being developed
in collaboration with Megastir and
Oak Ridge National Lab, has re-
ceived funding from the National
Science Foundation, the Depart-
ment of Energy, the state of Utah
and some auto suppliers in South
Korea.

Applications for the process
include areas of the vehicle frame
where ultra-high-strength steel
needs to be joined to a light met-
al.

For example, an automaker
may want to use aluminum for
the roof of a car while using ultra-
high-strength steel for the A and B
pillars of the frame that connect
with the roof. Another example in-
cludes the incorporation of lighter
weight metals on the interior parts
of the car door.

Miles said the ability of fric-
tion bit joining to produce “in-
credible strength between two
dissimilar metals” will eventually
benefit both automakers and other
industries, like aerospace.

CBRE completes office consolidation

The Salt Lake City office of
CBRE has completed the consol-
idation of its Salt Lake offices to
222 S. Main St. Mark Bouchard,
senior managing director, and Bill
Parry, project management direc-
tor, oversaw the consolidation and
build-out process.

“The majority of our brokers
have been located at 222 since the
building opened in early 2010.
Since that time we’ve anticipated
the full consolidation of our pro-
fessionals, and I’'m happy to an-
nounce that we have now complet-
ed this process,” said Bouchard.

CBRE was the first tenant in
the building and has occupied the
fourth floor since January of 2010.
With the consolidation, CBRE
now occupies approximately
16,000 square feet on the fourth
and 18th floors.

Bouchard further noted, “It’s
an exciting time to be in down-
town Salt Lake. The Downtown
Rising initiative, which started in
2006, was the catalyst for a great
deal of developments, including
the construction of 222 Main. This
focus on establishing Salt Lake as
an economic stronghold and des-
tination continues to redefine the
city center. Conducting business
from the middle of this momen-
tum helps us stay in tune with the
local market, and assists us in de-
livering what our clients want and
need in order to be successful.”

Earlier this year, Equiwest
Hospitality began constructing
two new restaurants on the ground
floor of the building — Sonny Bry-

an’s Smokehouse and Bistro 222.
In keeping with the building’s
LEED certification, these will be
Utah’s first LEED certified restau-
rants. Sonny Bryan’s anticipates
opening before the end of the
summer, and Bistro 222 should be
open in early fall.

222 Main is a426,657-square-

foot, class A office building locat-
ed in Salt Lake’s central business
district. Constructed by Hamilton
Partners, it was Utah’s first LEED
Gold certified high-rise. The build-
ing is currently 81 percent leased
with high-profile tenants, such as
Hamilton Partners and Holland &
Hart.

Usana enters Colombia

Usana Health Sciences, head-
quartered in Salt Lake, has opened
a new, state-of-the-art office in
Bogota, Colombia. The opening
represents Usana’s 19th market
worldwide.

“Opening business in Colom-
bia is a perfect choice for Usana
due to the strong connections we
already have to the country from
our outstanding leaders in Mex-
ico,” said Carlo Ledezma, Usa-
na’s general director of Mexico.
“We can see huge opportunities
for growth in this market since
Colombia is one of the largest
Spanish-speaking countries in the
world and has become strong in
the direct selling arena. Plus, there
is a critical need for essential nu-
trients in this part of the world.”

Colombia has demonstrated
an emerging economic climate
due to the strong entrepreneurial
spirit in the country.

“This is a big step for us as we
open our doors in South America.
We expect even further growth
into the Americas from this expan-
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sion,” said Dave Wentz, Usana’s
chief executive officer. “By in-
creasing our offering to Colombia,
we are able to provide quality nu-
trition and a unique opportunity to
the South American region, where
the demand for vitamins and di-
etary supplements will continue to
rise.”

Colombia is the third leadinlg1
market in Latin America and 16
largest overall direct sales market.

Usana manufactures nutri-
tional supplements and personal
care, energy and weight-manage-
ment products.
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TechMedia Network to add jobs with GOED tax incentive

Brice Wallace
The Enterprise

TechMedia  Network, an
Ogden-based online content pro-
vider, will grow by 75 jobs over

the next few years.

The announcement came after
the Governor’s Office of Econom-
ic Development (GOED) board, at
its July meeting, approved a tax
credit incentive of $610,254 over
10 years tied to the creation of the

jobs if they pay at least 25 percent
above the Weber County average
annual wage including benefits.
“We’re thrilled to be expand-
ing our presence in Utah and to
take full advantage of the highly-
skilled workforce the state has to

Here are the 20.5 powers sales-
people have to ensure success

Every salesperson wants to
think of him or herself as power-
ful but, if asked, would have no
idea where their power actually
comes from.

Most salespeople fail to under-
stand their own power.
The reason they don’t
is that there is a heavy
concentration on what
cannot be controlled or
what is not being done.

This  manifests
itself in complaints
about: price, unreturned
phone calls, bidding,
loyalty to others, and
other various excuses
about why a sale does not take
place and the relationship isn’t
being built.

As a salesperson, you have all
the power in the world to make
your own success happen. It’s
not market conditions; it’s your
mental conditions. It’s not cus-
tomer conditions; it’s your failure
to perform in a powerful way. And
it’s certainly not the competition’s
conditions; it’s your inability to
prove value beyond doubt and
risk.

Let me share with you the
20.5 powers that you do possess
and how you might be able to use
them and take advantage of them
to build sales, build relationships,
build referrals, earn testimonials,
and achieve the sales success that
you are striving for...

1. The power of a positive
attitude. The way you dedicate
yourself to the way you think
creates the foundation for your
entire life. Sales is part of your life
and requires a positive attitude as
fundamental and foundational to
success.

2. The power of daily atti-
tude actions. These are actions
that you take both in your favor
and in the favor of others. They’re
not just positive; they’re power-
ful. Attitude actions create sales
actions.

3. The power of belief. Belief
in who you work for, what you’re
selling, your ability to differenti-
ate yourself from your competi-
tor, and belief in yourself create
the four cornerstones that enable
your belief to be transferred to the
customer.

4. The power of self-confi-
dence. The power of self-confi-

dence comes from thinking about
past wins, and thinking about past
accomplishments. Those thoughts
become your inner confidence
builder and manifest themselves
in the self-confident appearance.

5. The power of
thinking YES! The dif-
ference between think-
ing you can and think-
ing you cannot will
determine outcome and
fate. KEY: Think yes to
get yes.

6. The power of
keeping conversation-
al control. Salespeople
have very little idea
about what it takes to keep con-
trol of the sales conversation.
The answer is in one word: ASK.
When you ask you’re in control of
the conversation. When the cus-
tomer asks you, you have given up
control. Control keeps you on the
path to the sale. Want more con-
trol? Easy! Ask more questions.

7. The power of prepara-
tion. Most salespeople make the
fatal mistake of only preparing in
terms of themselves, when in fact
the customer cares about only
him or herself. They want ideas,
value, and answers — not your
canned slide show. They want to
know how THEY win. Why not
spend twice as much time pre-
paring in terms of the customer?
Preparation determines outcome.

8. The power of creativity.
Creativity is a science, and you
can learn it. It’s based on the
perspective from which you see
things. And once you begin to
see things a little bit differently
than others, you’ll become more
creative. Your customer wants
to know why and how you’re
different from your competition.
Creativity makes it evident.

9. The power of being mem-
orable. For years I have said,
“Find something personal. Do
something memorable.” It’s all
about a random act of kindness
that has a direct emotional trig-
ger to the heart of the customer.
Whatever it is, it must relate to
the customer and their passion.
Whatever it is, it has to have a
WOW impact.

10. The power of value.
My mantra is, “Give value first.”
That way the customer forms an
impression of you that’s both posi-

tive and powerful. The more value
you provide, the more powerful
you will become, and the more
sales you will make. And just so
we understand the word value,
it’s preceded by the word “per-
ceived.” If the customer perceives
value, then it is.

That’s the first 10 powers of
sales success. Study them to get a
better understanding of your sales
power sources. Implement them
into your sales process, start to
feel the boost, and get ready for
the next 10.5 next week.

I have created a page of ideas
to get your attitude rolling in
the right direction. If you’d like
them, go to www.gitomer.com
and enter the words ATTITUDE
STARTERS in the GitBit box.

Jeffrey Gitomer is the author of
12 best-selling books including
The Sales Bible and The Little
Red Book of Selling. His forth-
coming book, 21.5 Unbreakable
Laws of Selling, will be available
September 3.
© 2013 All Rights Reserved.

offer,” said Doug Llewellyn, the
company’s chief operating offi-
cer. “As we continue to invest in
and grow our company, as seen by
our recent acquisition of technol-
ogy publisher Bestofmedia Group,
Utah will remain a mainstay of our
operations and a cornerstone of
our growth.”

TechMedia Network produces
technology and science content for
businesses and consumers through
owned and operated web sites and
a publisher partner network that
features TopTenReviews, Tom’s
Hardware, Laptop, Space.com and
several other online properties.
The company produces hundreds
of original videos, news stories,
product reviews and reference ar-
ticles daily.

“Strong companies like Tech-
Media Network demonstrate the
robust IT and tech-related indus-
tries thriving in Utah,” said Spen-
cer P. Eccles, GOED’s executive
director. “Utah businesses have
taken the challenge and worked
hard to grow Utah’s economy to
become one of the strongest in the
nation.”

Over 10 years, the expansion
is expected to result in nearly $33
million in new state wages and $3
million in new state taxes. The ex-
pansion also represents a capital
investment of $3.4 million.

“TechMedia clearly recog-
nizes that Utah’s best resource,
its people, make this state a great

place to not only start a business
but also grow a business,” said Jeff
Edwards, president and chief exec-
utive officer of the Economic De-
velopment Corp. of Utah. “Utah’s
hard-working, highly skilled work-
force is one of the main reasons we
see companies, particularly in the
IT industry, chose to expand their
operations locally.”

TechMedia categorizes its vis-
itors as “intenders,” people plan-
ning technology purchases; “ex-
perts” and “innovators” discussing
tech ideas and breakthroughs.

The company website says
the “intenders” category includes
TopTenReviews, with 7 million
monthly visitors and 32 million
page views. Its shopping option
generates more than 1 million
“buy” transactions each month.
The category also includes Tom’s
Guide, with 6.6 million visitors
and 22 million page views; and
Laptop, with 1.7 million visitors
and 6 million page views. The
“experts” category is led by Tom’s
Hardware, with 22 million month-
ly visitors and 83 million page
views. “Innovators” is led by Live-
Science, with 3.9 million visitors
and 28 million page views; and
Space.com, with 3.2 million visi-
tors and 18 million page views.

Combined, the “intenders”
content reaches 31 million visi-
tors, “experts” reaches 40 million
and “innovators” reaches 8.4 mil-
lion, according to the company.

90% Ownership Interest in

American Liberty Holdings, LLC

The United States
Marshals Service (USMS)
is selling a 90% ownership
interest in American Liberty
Holdings, LLC (675,000
shares), a Utah based
American Liberty Insurance
Company specializing in
compensation insurance.

Further information provided at:




6 o July 22-28,2013 * The Enterprise - Utah's Business Journal

ASSOCIATIONS

*The U.S.Skiand Snowboard
Association, the Park City-based
national governing body for
Olympic skiing and snowboarding
has announced a multi-year alli-
ance with the online fundrais-
ing platform RallyMe.com as
the official crowdfunding plat-
form for the USSA, U.S. Ski
Team, U.S. Snowboarding, and
U.S. Freeskiing. The program is

J| designed to help

US athletes  raise

&”}M funds to offset
g travel and train-
, ing costs over
and above the
$20 million the USSA invests
each year in athletic programs.
RallyMe.com is an online crowd-
funding platform for athletes,
teams and organizations that may
be used by USSA athletes to raise
personal contributions. USSA ath-
letes who raise funds on RallyMe
will be featured on a special team
partner page, allowing funders to
easily access elite team athletes.
They will also have a customized
widget integrated into personal bio
pages on their respective national
team website, so supporters can
easily contribute.

e The deadline is Aug. 15
at 5 p.m. for applications to be
considered for the 2013 Utah
Manufacturers  Association
Best Practice Awards. A com-
mittee will evaluate the submis-
sions. Recipients will be notified
in advance of the Manufacturing
Summit, set for Sept. 12 at the Salt
Lake Community College Miller
Campus, 9750 S. 300 W., Sandy.
Awards will be presented in four
categories, based on the number
of employees. Each company may
apply for two of the best prac-
tice award categories: equipment/
process reliability, continuous
improvement, quality manage-
ment system, and problem-solving
capability. Details are available at
uma@umaweb.org.

Industry Briefs

BANKING

e Salt Lake City-based Celtic
Bank has named Rich Wilkinson
as business development officer
for its SBA and
commercial
lending depart-
ment to address
its growing Utah
market. In his
more than five
years at Celtic
X — Bank, Wilkinson

Rich Wilkinson has worked on
hundreds of transactions worth
millions of dollars. He is cur-
rently obtaining his MBA from the
University of Utah.

e Lisa K. Mariano, veter-
an estate planning adviser and
administrator, has joined Bank of
Utah as a vice
president  and
trust officer. She
brings 14 years
of experience
in trust, estate,
agency, ILIT
and IRA account
administration
777 to her new posi-
tion. Mariano has served as a
senior trust officer and vice presi-
dent for large financial institutions
in Utah. She holds a MBA from
the University of Phoenix, a bach-
elor’s degree from the University
of Utah, and is a certified trust and
financial adviser.

e US. Bank has promoted
Steven Phillips to branch man-
ager, working at 4810 S. 1900
W., Roy, and Stephanie Ransdell
to branch manager, working at
1090 N. 500 E., North Salt Lake.
Phillips has been with U.S. Bank
since 2011, most recently as assis-
tant branch manager. Phillips is a
graduate of Weber State University.
Randsdell has been with U.S.
Bank since 2007, most recently
as assistant branch manager in
the Sugar House neighborhood at
Parley’s View Office. Ransdell is a
graduate of Salt Lake Community

Lisa Mariano

Teledata Communications
Wiring — Voice & Data

QE

CACHE VALLEY ELECTRIC

875 North 1000 West e Logan, Utah 84321 e (435) 752-6405
2345 South John Henry Dr. e Salt Lake City, Utah 84119 e (801) 908-6666

IBEW www.cve.com
Additional offices in Portland, Oregon

Federated
F Electrical
Contractors

College.

e America First Credit
Union, Riverdale, has broken
ground on a new full-service
branch at 1979 S. Washington
Blvd., Ogden. R&O Construction
has been contracted to build the
5470 square foot branch, which
will include a large, detached,
drive-up canopy with three lanes
and two ATMSs. Inside, the branch
will feature six teller windows, a
lead-teller station, five loan desks,
three multi-function offices and a
manager’s office. It will be a sin-
gle-story, wood-framed structure.

ENGINEERING

* Anthony Maxfield recently
joined the CAD departmentat BHB
N7 N Engineers,
fF :h' Salt Lake City.
Maxfield has

been in the
industry since
2006 and is

currently a full-
time student at
the University
of Utah study-
ing architecture and business.

Anthony Maxfield

HEALTH CARE

e Health Catalyst has
appointed Scott Holbrook as
strategic advisor with a focus on
helping the com-
pany to educate
the market about
Catalyst’s prod-
ucts and solu-
tions. Holbrook
brings 40 years
of experience
to the com-

Scott Holbrook pany, including
co-founding KLAS, an indus-
try research firm. He was the
first corporate IT employee of
Intermountain Healthcare. Most
recently, Holbrook served as exec-
utive vice president of Medicity,
a health information exchange
organization, now part of Aetna.
Holbrook holds a BS in zoology
from Brigham Young University
and a master’s degree in nutrition
from Utah State University.

WHEREVER
THERE'S MINING,
WE'RE THERE.

Whaaler

Mining Systems

www.wheelercat.com
800-662-8650

MSHA Training Available!

 ARUP Laboratories, a clin-
ical and anatomic pathology refer-
ence laboratory, has announced
the appointment
of Dr. Jerry
W. Hussong
as chief medi-
cal officer and
director of
laboratories.
Hussong  will
be taking over
the responsibil-
ity from Dr. Sherrie Perkins.
Perkins will transition into senior
vice president of research and
development,
co-executive
director of the
ARUP Institute
for Clinical and
Experimental
Pathology,
and  division
head of clini-
cal pathology
in the Department of Pathology
at the University of Utah School
of Medicine. Hussong earned his
DDS, MS and MD degrees from
Northwestern University and com-
pleted a pathology residency at
Northwestern Memorial Hospital.
After several years in private prac-
tice in Las Vegas, he was the
director of hematopathology and
clinical laboratory operations at
Cedars-Sinai in Los Angeles from
2008 to 2012.

* Towers Watson has hired
Woody Sides as regional vice
president, responsible for sales and
business development efforts in the
West for its Exchange Solutions
business segment. The region
includes Utah. Towers Watson’s
Exchange Solutions business seg-
ment has extensive operations in
Utah, in Salt Lake City and South
Jordan, where Extend Health —
acquired by Towers Watson in
2012 — has had its service center
base for more than eight years.
Sides brings more than 20 years of
experience in the health care and
benefits industry to his new role.
He served for over a decade as
vice president of national accounts
and managed care sales for Medco

Jerry Hussong

Sherrie Perkins

Health Solutions in addition to
having national employer respon-
sibilities with Kaiser Permanente
and PacifiCare Health Systems.

¢ Megadyne Medical
Products, a Draper-based devel-
oper, manufacturer and supplier
of electrosurgical products, has
signed a three-year contract with
Intermountain Healthcare to
provide electrosurgical equipment
and accessories. The companies
have worked together for more
than eight years, but the agreement
broadens the Megadyne product
offering.

LAW

e Parsons Behle & Latimer,
Salt Lake City, has been rec-
ognized as one of the nation’s
leading intellectual property (IP)
litigation law firms by Managing
Intellectual  Property maga-
zine. The rankings are based on
research in 80 countries over six
months. To be included in the
process, firms must receive a
large number of recommendations
from peers and clients. Six of the
firm’s Salt Lake City lawyers are
ranked among the magazine’s “IP
Stars,” a list of market-leading IP
lawyers across the United States:
David M. Bennion, Raymond J.
Etcheverry, David G. Mangum,
Margaret N. McGann, C. Kevin
Speirs and Juliette P. White.

¢ Callister Nebeker &
McCullough, Salt Lake City, has
announced elections and re-elec-
tions for its board of directors.
Leland S. McCullough was re-
elected as chairman. McCullough
practices in the areas of tax,
estate and asset protection plan-
ning. Mark E. Rinehart has been
elected a member of the board of
directors of the firm. Rinehart’s
practice focuses on corporate and
real estate matters. He has been
general counsel to an independent
power company and a real estate
development company.

OUTDOOR PRODUCTS/
RECREATION/SPORTS

¢ The Governor’s Office of
Economic Development (GOED)

[EeEnTUuRY

EQUIPMENT COMPANY
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has named Brad Petersen
the director of the new Office
of Outdoor
Recreation, an
office announced
by the gover-
nor and created
by the legis-
lature  during
the most recent
legislative
sion. Petersen’s
experience includes 20 years of
overseeing whole companies,
acquisitions, divisions and start-
ups. Most recently, he was chief
operating officer and general
manager at Combined Resources
International LP, a firm that
designs, manufactures and dis-
tributes multiple product lines to
large retailers worldwide. He also
founded Wildwood Architectural
Mill LLC in Salt Lake City and
worked for Intel Corp. in Oregon.
Petersen will implement the state’s
Outdoor Recreation Vision, devel-
oped under the direction of the
governor in conjunction with the
Outdoor Industry Association, the
Council on Balanced Resources
and GOED. Petersen has more
than 25 years’ experience guid-
ing, skiing, exploring, climbing
and biking around Utah’s back-

Brad Petersen

SES-

Industry Briefs

country, rivers, deserts and moun-
tains. Petersen has a Master’s
Degree in International Business
Administration with an empha-
sis on Management and Strategic
Planning from Thunderbird,
the American Graduate School
of International Management.
He received a Bachelor of Arts
in Political Science from the
University of Utah.

REAL ESTATE

* Cushman & Wakefield
| Commerce has hired Lorrie
Ostlind to its property manage-
ment team, serving as a senior
portfolio manager. Ostlind will
oversee operations of a portfolio
of office buildings based out of the
company’s Union Park property
management office. Ostlind previ-
ously worked at property manage-
ment firms in Salt Lake City, most
recently with Hines as property
manager of two historic buildings
in downtown Salt Lake. Ostlind is
the president-elect of the Building
Owners and Managers Association
of Utah (BOMA Utah). She earned
a Bachelor of Science, Political
Science, from the University of
Utah.

e The Salt Lake Board
of Realtors helped nearly 300

people, more than half of them
children, with basic daily liv-
ing necessities during its annual
“Christmas in July” event at The
Road Home homeless shelter in
downtown Salt Lake City. Each
person received a backpack filled
with games, toys, books, back-to-
school items, blankets, clothing
and personal hygiene items. Santa
and Mrs. Claus made an appear-
ance to offer horse-drawn carriage
rides to children. The event also
included games, crafts and lunch.

RESTAURANTS

* Firehouse Subs has opened
its seventh location, 2121 S.

COLORADO - WYOMING - UTAH - IDAHO

HONNEN
EQUIPMENT

4055 5. 500 West, SLC  801-262-7441

www.honnen.com 1-800-646-6636

McClelland St., Salt Lake City.
The local franchisees are Wes and
Amy Boyack. A unique feature
of each Firehouse Subs restau-
rant is the custom, hand-painted
mural inside the dining room. This
restaurant’s mural features mem-
bers of the Salt Lake City Fire
Department enjoying an afternoon
in Sugarhouse Park accompanied
by the department’s fire engine.

RETAIL

e Bernina of America, a
manufacturer of sewing, embroi-
dery and quilting machines, has
honored its top dealers of 2012,
recognizing them at the recent
Bernina University dealer train-
ing conference in San Francisco.
Among honorees earning the Top
Five Multi-Store Dealer Awards
are Richard and Rod Borget of

see BRIEFS pg. 9
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e July 27, noon-6 p.m.: Third
annual Solar Day Salt Lake.
Speakers include American Solar
Energy Society board member and
author Anthony Denzer and Ken
Gardner of Gardner Engineering.
Event also will feature solar power
on-site generation and live music
by Kate MacLeod and Desert
Wind. Location is Liberty Park,
900 S. 700 E., Salt Lake City.
Details are available by contact-
ing coordinator Alan Naumann
at (801) 833-4865 or alanrnau-
mann@ gmail.com.

e July 31-Aug. 3: Outdoor
Retailer Summer Market trade-
show, a gathering of retailers, man-
ufacturers, industry advocates and
media in the outdoor recreation
industry. Produced by Nielsen
Expositions. Location is the Salt
Palace Convention Center, Salt
Lake City. Details are at www.
outdoorretailer.com.

e July 31, 11:30
1 p.m. “Grow your Business
with Email and Social Media
Marketing” workshop, hosted
by the Sandy Area Chamber of
Commerce Business Resource
Center. Presented by Zak Barron
of Constant Contact. Location is
Salt Lake Community College,
Miller Free Enterprise Building,
Room 223,9750 S. 300 W., Sandy.
Details are at (801) 566-0344 or
sandychamber.com.

a.m.-

* Aug. 1: Power Profits
Blueprint Tour, presented by
Internet marketing strategist
Kathleen Gage. The half-day event
is designed for entrepreneurs,
speakers, authors, coaches, consul-
tants and creatives to learn to build
a profitable business. Location is
the Salt Lake Community College
Miller Campus, 9750 S. 300 W.,
Sandy. Cost is $47. Details are
at http://www.powerupforprofits.
com/blueprinttour.htm.

* Aug. 4,noon-4 p.m.: Second
annual “Taste of the Wasatch.”
Event benefits the Utah Food Bank,
Utahns Against Hunger and the
Ogden Weber Community Action
Partnership. Open to people age
21 and older. Event will feature
more than 50 of Utah’s top chefs,
restaurants and bakers. Activities
include live music, a silent auc-
tion and a live auction. Location
is Solitude Mountain Resort. Cost
is $90 for general admission,
$125 for reserved (VIP) seating
if purchased in advance. Tickets
and details are at http://tasteofthe-
wasatch.org/.

* Aug. 6, 8 am-4:45 p.m.
Success 2013 Business Seminar

presented by ChamberWest.
Featured speakers include Rudy
Giuliani, Steve Forbes and Larry
King. Location is South Towne
Exposition Center, 9575 S. State
St., Sandy. Register by calling
1-800-332-7822.

e Aug. 10-15: Aspiring
Authors Summit. Attendees can
learn from authors, publishers,
editors and promoters the “how-
to” of writing, publishing and
self-publishing. Location is the
Salt Lake Community College
Miller Campus, 9750 S. 300 W.,
Sandy. Cost is $24.97. Details are
at http://aspiringauthorssummit.
eventbrite.com.

* Aug. 15, 89 am. “The
Success of Trade Missions and
Trade Shows: Great Ready,
Get Abroad,” a World Trade
Association (WTA) breakfast
with Lew Cramer, director of the
World Trade Center Utah, and
Franz Kolb, a regional director
for international trade and diplo-
macy in the Governor’s Office of
Economic Development. Location
is Salt Lake Community College
Miller Campus, 9750 S. 300 W.,
Sandy. Cost is $12 for WTA mem-
bers, $15 for nonmembers. RSVPs
can be completed at wtaofutah@
gmail.com by Aug. 12.

* Aug. 15, 5:30-7 p.m.: 13th
Annual Women in Business
Summer Social, presented by
the Salt Lake Chamber Business
Women’s Forum and Questar
Corp. There will be hors d’oeuvres,
a hosted bar and silent auction,
networking and entertainment
and vendor exhibits. Location is
Upstairs at the Gallivan, 50 E. 200
S., Salt Lake City. Registration is
$65. Event silent auction dona-
tions are being accepted, as well
as sponsorships. Learn more at
www.slchamber.com/summerso-
cial.

* Aug. 16: Fourth Annual Salt
Lake Chamber Small Business
Golf Tournament networking
event and brunch at the home of
the Salt Lake Chamber president
and CEO Lane Beattie.

°Aug.22,11:30a.m.-1:30p.m:.
“Is Venture Capital Important
to Utah?” Presentation by Mark
Hessen, president of the National
Venture Capital Association. Event
is a joint luncheon of the Wayne
Brown Institute, Utah Technology
Council, MountainWest Capital
Network and Utah Valley
Entrepreneurial Forum. Location
is the Garden Room, Thanksgiving
Point, 3003 N. Thanksgiving Way,

Calendar

Lehi. Cost is $45.Registration is
available at eventbrite.com/r/ereg.

e Sept. 8-11: 2013 Material
Handling & Logistics
Conference, sponsored by engi-
neering company Dematic.
Conference is designed to educate
participants on how to benchmark
their own supply chain goals,
quantify gaps and help them build
their own actionable 100-day
plan to start closing those gaps.
Keynote speaker will be Jay Leno.
Location is Grand Summit, Park
City. Cost is $700 ($900 after Aug.
24). Details are available at www.
mhlc.com or by contacting Cheryl
Falk at cheryl.falk@dematic.com
or (262) 860-6715.

*Sept. 10-12: PERS (Personal
Emergency Response System)
Summit, presented by alarm
monitoring company AvantGuard,
based in Ogden. Event will pro-
vide alarm dealers with the infor-
mation and tools they need to
successfully market and manage
their PERS businesses. Keynote
speakers will be Elizabeth Smart,
an abduction survivor and strong
supporter of alarm monitoring
for homes; and Kristin Simmons,
partner and customer experi-
ence architect at Lightswitch.
Location is Deer Valley Resort,
Park City. Registration is $350
for AvantGuard dealers and $450
for non-dealers and vendors.
Registration is at perssummit.

com.

e Sept. 12, 8 am.-4 p.m.
“Utah’s Manufacturing
Future,” a first-ever manufac-
turing summit sponsored by the
Utah Manufacturing Association.
Keynote speaker Jason Dorsey,
“The Gen Y Guy,” will discuss
“Gen Y, Gen X, Boomers and
Traditionalists All Sharing One
Workplace — This Was Not
Supposed to Happen.” Location
is Salt Lake Community College
Miller Campus, 9750 S. 300 W.,
Sandy. Cost is $100. Registration
and details are at (801) 363-3885.

e Sept. 19-20: Utah Business
Sustainability Conference, pro-
duced by P3 Utah and Net Impact
Utah. Pre-conference Sept. 19 from
8:30 a.m.-4:30 p.m. Conference
Sept. 20, 8 a.m.-6 p.m. Event
includes industry discussions,
workshops, networking opportuni-
ties and a reception. Keynote pre-
sentation will be by George Bandy,
vice president for sustainability at
Interface Carpet. Location is the
Wasatch Retreat and Conference
Center at the Episcopal Church
Center of Utah (ECCU), 75 S.
200 E., Salt Lake City. Cost is
$175, with discounts for students.
Details are at https://eccu.wufoo.
com/forms/3rd-annual-utah-busi-
ness-sustainability-conference/.

¢ Oct. 1-2: APWA Fall Con-
ference and Storm Water Expo,
presented by the Utah chapter of

the American Public Works Asso-
ciation (APWA), the Utah Storm-
water Advisory Committee (US-
WAC), the American Society
of Civil Engineers (ASCE) and
Utah City Engineers Association
(UCEA). Event includes 50 exhib-
itors and 64 classes. Tracks include
transportation, utilities, technolo-
gy, safety and emergency manage-
ment, storm water and construc-
tion, municipal storm water and
operations and maintenance. Lo-
cation is the South Towne Exposi-
tion Center, 9575 S. State St., San-
dy. Details are available at utah.
apwa.net.

* Oct. 11, 6 p.m.: Utah Tech-
nology Council Hall of Fame
Gala, a black-tie event honor-
ing accomplishments of the Utah
technology industry. Networking
reception begins at 6 p.m., follow-
ing by 7 p.m. dinner and program.
Keynote speaker will be Shantanu
Narayen, president and CEO of
Adobe Systems Inc. Location is
the Grand America Hotel, 555 S.
Main St., Salt Lake City. Details
are available at (801) 568-3500.

¢ Oct. 29-Nov. 5: Salt Lake
Chamber trip to Eastern
Europe. Includes visits to Prague,
Czech Republic; Vienna, Austria;
and Budapest, Hungary. Cost is
$2,799. Details are available by
contacting Maria Nelson at (801)
328-5047 or mnelson@slchamber.
com.
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Dave’s Bernina, Provo and St.
George; and Rhonda Lopez of
Nuttall’s Inc., Sunset, American
Fork, Riverton and Murray.

SERVICES

* Green Endeavors Inc. of
Salt Lake City has announced the
appointment of Scott C. Coffman
to its board as a director. Coffman
is currently employed by the com-
pany as an accountant, working
with the finances and financial
reporting. He brings to the board
accounting experience and a back-
ground in financial matters based
upon years of experience in the
accounting field. He has a BS
degree in Finance and an MBA
with an emphasis in accounting
from the University of Utah.

e Primary Residential
Mortgage Inc. (PRMI), Salt Lake
City, has named Brandi Hume
the company’s new vice president

of quality assurance and James
Slagowski as its new senior vice
president of compliance systems
management, overseeing compli-
ance, enterprise risk management,
fair lending and licensing depart-
ments. Hume has more than 20
years of experience in the finan-
cial and mortgage industries,
including wholesale and retail
origination, collections, under-
writing, executive management
and escrow management. Most
recently, Hume was the direc-
tor of loan defense and PRMI’s
new Enterprise Risk Management
Departments. Slagowski, who has
been with the company less than a
year, has played an integral role in
the development and execution of
the company’s risk management
substructure. Slagowski brings
with him more than a decade of
experience in the mortgage indus-
try after working for several com-
panies. Most recently, Slagowski
was vice president of compliance
with PRMI.

* iCentris has announced a
mobile marketing program with

Red Mat Media. Red Mat Media
is involved in custom print, digi-
tal and mobile solutions. ICentris
is involved in IT management
by developing, implementing and
integrating technical communica-
tions and networking solutions. It
works primarily with sales orga-
nizations, specializing in direct
sales, party plan and multi-level
marketing companies. Red Mat
Media, creators of the BizApp,
will provide mobile media tech-
nology to iCentris and make it an
integral part of its service solu-
tions.

*VeteransTrading Co.(VTC)
LLC, Park City, has appointed
Jeffery Brown
as president and
Princy Hart as
vice president
of finance and
engagement.
Brown, a vet-
eran of the U.S.
Air Force, has
been with VTC
five years, driving growth and
managing supply-chain solutions

Jeffery Brown

for key customers from the com-
pany’s location in Ocala, Fla. In
addition to his new responsibili-
ties as president, Brown will retain
direct
tive responsibil-
ity for the Ocala
operation. Prior
to joining VTC,
Brown worked
& | with other indus-

try leaders. Hart

has more than 20
years of finance, audit and account-
ing experience and has held posi-
tions in a variety of industry sec-
tors, including manufacturing and
supply chain management, real
estate development, insurance and
import/export. Veterans Trading
Co. also announced the engage-
ment of Bandon Management
Services as strategic adviser and
management services provider.
Bandon is an affiliate of Bandon
Holdings LLC, a private invest-
ment company based in Salt Lake
City.

e Pluralsight, a Kaysville-
based online video training site

execu-

Princy Hart

for Web and information tech-
nology professionals, has hired
Brett Barlow as its new CMO.
Barlow is a former vice president
at Skullcandy.

TRANSPORTATION

e The Truck
Driving Championships will
take place Aug. 20-24 at the Salt
Palace Convention Center. Drivers

National

earned the right to compete in the
national championships by win-
ning first place in their respec-
tive state driving championships
and by maintaining accident-free
driving records for the preced-
ing year. ABF, based in Arkansas,
said it will have 20 drivers,
including five grand champions,
at the event. The National Truck
Driving Championships is host-
ed each year by the American
Trucking Associations. Dating to
1937 when it was known as the
National Truck Roadeo, the com-
petition is now known informally
as the “Super Bowl of Safety.”
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MEIER’S CATERING MENU

BAR-B-QUE CHICKEN & RlB 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

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

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 Boneless ]

Ice Cold Lemonade

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

Dutch Oven Bar-B-Que

Hamburger/Hot Dog
Meier's own quarter pound
Hamburger w/all condiments

Hamburger/Grilled Chicken
Meier's own quarter pound
Hamburger w/all the condiments
Marinated Chicken Breasts

Chicken/Ribs
Potatoes Au Gratin
Peach Cobbler
Cooked in Dutch Ovens

Top Sirloin
10 oz. USDA Choice

Jumbo all Beef Franks
Grilled on site

Tri Tip Roast/Marinated
Grilled Chicken Breast
Grilled on site

Pork Back Ribs

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

Grilled on site

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
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Smoked with Applewood
Marinated Grilled Chicken Breast

Top Sirloin Steak
Baked Idaho Potato
Grilled on site
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Executive Lifestyles

Business Secrets of the Trappist Monks and other good summer reads

Each month Jack Covert, founder of
800-CEO-READ, reviews the best
recently released business books. Jack
is also the coauthor of The 100 Best
Business Books of All Time, recently
updated and expanded, and released
in paperback. 800-CEO-READ is a
leading direct supplier of book-related
resources to corporations and organi-
zations worldwide, and specializes in
identifying trends in the changing busi-
ness market. For more reviews, visit
800ceoread.com/jack_covert_selects.

* Business Secrets of
the Trappist Monks: One
CEO’s Quest for Meaning and
Authenticity by August Turak,
Columbia University Press, 200
pages, $29.95, Hardcover, July
2013, ISBN 9780231160629

At first glance, Business
Secrets of the Trappist Monks
might seem antithetical. In fact,
consider this from the book’s first
chapter, “The Economic Miracle
of Mepkin Abbey:”

“The reason for Mepkin’s suc-
cess is that the monks are not actu-
ally in business at all. Instead they
are utterly committed to a high,
overarching
mission and a
management
philosophy
this book will
refer to as
service and
selflessness.
Business
success for
the monks is
merely the by-product of a life
well lived.”

“Not in business?” “Business
is merely the by-product?” Why
then even attempt to write this
book? August Turak makes it clear
that while the Trappist Monks at
Mepkin are a successful business
organization, they are successful
because the money doesn’t mat-
ter. For over 1,500 years, they’ve
produced “me too” products like
eggs, beer, mushrooms, and more,
with consistent success. The
monks don’t get paid, but the sales
sustain their lifestyle.

And that’s the takeaway here:
Turek shows, by the monastic
examples throughout the book, you
don’t need to be focused on money
in order to make lots of it. “Service
and selflessness is not about sacri-
ficing growth and profitability for
some abstract and elusive ‘com-
mon good.” It is just damn good
business.” Combine selflessness
with the act of serving others, and
you’ve got the recipe for ultimate
customer service. Doing good is
good business. What company
doesn’t want the kind of results
seen by the Trappist monks?

This is an interesting book
because it balances business and
human potential in such an insight-
ful way. Most of the books we

review here attempt to simplify the
complexities of business, but few
do it as deeply as this. Part phi-
losophy, part economics, and very
much about service, The Business
Secrets of The Trappist Monks will
guide you to a better understanding
of why you do what you do. All of
us, monks included, are working
for the life of our choosing. Turek
concludes that by removing results
as the prime motivator for our
work, and by instead focusing on
serving others, we too can reap
rewards of prosperity.

*  Worthless, Impossible,
and Stupid: How Contrarian
Entrepreneurs Create and
Capture Extraordinary Value by
Daniel Isenberg, Harvard Business
Review Press, 304 pages, $27.00,
Hardcover, July 2013, ISBN
9781422186985

It is always refreshing to be
told that the things you are feel-
ing are the very right things you
should be feeling. And that’s the
underlying value of the message
that author Daniel Isenberg shares
in Worthless, Impossible, and
Stupid. He reassures you entrepre-
neurs out there that, if people are
telling you that what you are doing
is ridiculous, then you’re likely on
the right path.

Regardless of
the somewhat
startling, but
wholly face-
tious, title, :

Isenberg is a O A CoruAe AR
fan of entre-
preneurship.
He writes:

“Entrepreneurship —
perceiving, creating, and capturing
extraordinary value—is part of the
human experience. In this respect,
it is similar to art, poetry, music,
and storytelling. Every society’s
people have developed unique
ways of expressing themselves;
entrepreneurship is also a form of
self-expression.”

But the book isn’t just a well-
written pep talk. Isenberg is inter-
ested in revealing the resistance
that entrepreneurs face as “they
and their opportunities are greeted
not with open arms and smiles,
but with doors slamming in their
faces, sometimes by their clos-
est friends, allies, and mentors.”
Throughout, Isenberg, himself an
entrepreneur and professor, offers
ways to withstand the weight of
doubts (yours and others) leveled
at new ventures and push through
to create the product or company
that inspired you in the first place.
The book orients toward two spe-
cific goals:

1. To catalyze entrepreneur-
ship aspiration and help more of
you to choose the path of entrepre-

DANIEL ISENBERG

neurship.

2. To clarify murky concepts
of entrepreneurship by reframing
the phenomenon in terms of value
creation and its capture.

With chapters like “Some
Kitchens Are Hotter Than
Others: Succeeding When the
Environment Is the Enemy” and
“Solving Burning Problems: When
Adversity Is the Opportunity,”
Worthless, Impossible, and Stupid
is not the only counterintuitive
sentiment in the book. But, also
inside, new and enthusiastic entre-
preneurs will find a guidebook
for weathering the storm, while
anyone with flagging resources or
energies will find renewed inspira-
tion and aspiration.

The Ethical Economy:
Rebuilding Value After the Crisis
by Adam Arvidsson & Nicolai
Peitersen, Columbia University

Press, 208 pages, $32.50,
Hardcover, July 2013, ISBN
9780231152648

We chose Robert Schiller’s
Finance and the Good Society as
the best Finance & FEconomics
book in 2012. That book explained
the role of individuals within
finance, the role of finance within
society, and how we can democra-
tize financial capitalism to create
and best serve a “good society.”
The Ethical Economy by Adam
Arvidsson and Nicolai Peitersen,
being released this month by
Columbia University Press, would
be a great companion to that book,
and I regard it just as highly.

At its heart, The Ethical Economy
is a discussion of the very nature of
value, how it has been determined
and agreed upon since the begin-
ning of the first industrial revolu-
tion, how it has lost connection to
reality in our postindustrial econo-
my, and how we can redefine it to
build a more ethical economy. The
authors begin by dismantling the
current value
regime and
the very logic
of the rational
market theory
that our cur-
rent econom-
ics rest on.
“Throughout
the contem-
porary econ-
omy, from the heights of finance
down to the concrete realities of
everyday work, particularly in
knowledge work, great insecurities
arise with regard to what things
are actually worth and the extent
to which the prices assigned to
them actually reflect their value.”

This is especially true when
determining “intangibles” like
brand:

“For example, the McDonald’s
brand is said to represent 54 per-
cent of the market value of the
company. But this figure is arrived
at mainly by subtracting the book
value of the McDonald’s company
from its market value; there is no
precise way of determining how
much of the difference represents
mere speculation and how much
represents the social utility of the

The ETHICAL
ECONOMY

McDonald’s company above and
beyond its ability to make and sell
hamburgers. ... So, while the mar-
ket does set prices, those prices are
not tied to any common definition
of value; they cannot be said to be
representative of anything other
than the dynamics of the market
itself.”

Because of this, the authors
believe we need “a new value
regime.” And the good news is
that the things that are currently
so irrational about the system may
contain the “seeds of a new ratio-
nality.” For instance, the expan-
sion of financial capitalism need
not become the harbinger of more
and greater crises, but can become
instead a rational component of an
increasingly global, public, com-
mons-based mode of production.

With the emergence and insti-
tutionalization of what they call
productive publics and participato-
ry culture, which they believe are
the fundamental building blocks
of a new, ethical economy, the
authors make a convincing argu-
ment that “Just as the creation of
wealth ever more builds on coop-
eration and common resources, SO
the determination of the value of
that wealth would ever more build
on the strength and association of
the passions that are common to us
all.”

For those ideas and so much
more, I urge anyone interested in
such macro issues to pick up The
Ethical Economy.

2% LOYAIZee

SALT LAKE CITY

GOLF

Discount Card

$45 Adult & Senior, $30 Junior

Senior 65 and older, Junior 17 and younger

Enjoy these great program benefits:

* 20% green fee discount at all Salt Lake City courses. Valid all day Mon.-fri. and
after 12:00 p.m. weekends & holidays
* 10% green fee discount on weekend mornings. Valid weekends & holidays

before 12:00 p.m.

* 30% or more off during select off-peak times

* 30% discount on range balls. Valid anytime

* Earn rewards points Redeem points for free range balls, free golf cart rentals and
pro shop merchandise discounts

* Valid for one year from date of purchase

* Upon purchase or renewal of LoyalTee Discount Card recieve a certificate for either one
(1) free 9-hole single cart rental or one (1) free large bucket of range

balls.

Purchase at any Salt Lake City golf course. Visit sle-golf.com or call 801-485-7730 for more
information on the Salt Lake City Golf LoyalTee Discount Card.

Bonneville

Forest Dale
Nibley Park

Glendale
Rose Park

Jordan River Par-3 Mountain Dell
Wingpointe
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COME BUILD @geneva

Nearly 200 Acres sold in 45 daysI
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Geneva, one of Utah’s newest and largest
master-planned communities, is a 1700 acre
mixed-use development with opportunities for
residential, retail, office, and industrial. Geneva
boasts three I-15 interchanges, an intermodal hub,
1.5 miles of lakefront property, and unparalleled
views. With infrastructure and remediation complete
on a majority of the project, builders can break
ground immediately.

The corresponding map shows property immediately
available  for  construction of office and
apartments/townhouses. These parcels are directly
off of the I-15 Center Street Interchange and
adjacent to Utah Valley University's 250-acre
expansion campus.

Land is going fast—CONTACT US TODAY!

! | Mixed Use [
Retail i
: Office |
£ 14 High Density| - ¢
Residential |-
| 36.5 Acres

e Low impact fees

e Fast municipal approval process
e Liberal density

e Freeway accessible office

Contact Anderson Development or the Anderson Realty Group today!

Office: 801-990-4995
Mobile: 801-718-3770
info@and-dev.com

www.genevautah.com

ANDERSON
ANDERSON REALTY GROUP

@geneva
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Opinion

When did journalistic ethics and credibility get flushed?

“The fear for a network is the viewer
gets tired of you. Not that you lost your
credibility, but that they get tired of you.” —
Terry Bradshaw, professional Hall of Fame
quarterback for the Pittsburgh Steelers and
winner of four Super Bowls (my

added emphasis).
In the news business,
journalists  have  historically

adhered to the elements of good
practice known variously as the
professional “code of ethics”
or the “canons of journalism.”
Often drafted by media outlets or

John,
Rog_ers

the term “news” loosely — you have to
wonder when all that feel-good ethics crap
went in the ash can.

Notwithstanding the ongoing where-
you-come-down-depends-on-your-political-
leanings coverage of NSA
intelligence  contractor  turned
fugitive Edward Snowden (spy
or hero), the ousting of Egyptian
President Mohamed Morsy (coup
or no-coup), immigration reform
legislation (amnesty or not) or the
Syrian civil war (U.S. in or U.S.
out), two stories jump off the page

associations, most share common

as ethics-in-the-toilet examples.

principles of  truthfulness,
accuracy, objectivity, fairness and public
accountability as they apply to the gathering
and subsequent dissemination of information
to the public. Application of these principles
create credibility — believability — in the
mind of a thinking audience.

In our corner of the journalism market
— the coverage of the world of business
— credibility is paramount. The New York
Stock Exchange even has written rules to
which public companies must adhere when
releasing news in order to maintain their
standing on Wall Street.

Well, if you have paid even a modicum
of attention to the news lately — and I use

Unfortunately, a lot of the garbage
involves our media brothers in broadcast
and cable television.

First is the media circus in Florida
that has evolved from the trial of George
Zimmerman who shot and killed teenager
Trayvon Martin. We all know the sordid
details that were recounted in a two-week
trial resulting in Zimmerman’s acquittal on
all charges. What we forget is the mindless
scramble for viewers that spawned some
of the most egregious violations of those
standards that journalists are deemed to
uphold.

The dross started to flow within hours
of the incident as TV guys tried to be the

first-est with the most-est. Cable news ran
for hours quoting Jesse Jackson’s assertion
that Martin was shot in the back of the
head. He died from a gunshot wound to
the chest. CNN aired a report containing
Zimmerman’s Social Security number and
home address. An elderly couple was forced
to temporarily move out of their home when
the Orlando Sentinel misidentified them as
Zimmerman’s parents. Not to be outdone,
Fox News Channel simply ignored the story
until it became apparent it would become
too hot to not handle.

Beyond unethical is the only way to
describe what NBC did early on in the circus
when its news folks decided to edit the 911
tape of Zimmerman’s report of the incident
to make it sound like he introduced race
into the equation. Zimmerman was simply
responding to the dispatcher’s question as to
the race of the victim.

And “slimy” is the adjective that applies
to Headline News’ promos for the coverage
of the trial. As the Zimmerman 911 call
played in the background, HLN saw fit to
re-create the scene with a menacing hoody-
wearing young man walking in a dark alley
in the rain. How unfair to Martin’s family to
portray him in this manner.

When an airplane crashes on a Saturday
afternoon, cable news sees its only option

as going wall-to-wall with coverage. Such
was the case when Asiana Airlines flight
214 from Seoul slammed into the runway at
San Francisco International Airport. In the
ensuing clamor for enough information to
to keep the talking heads busy, a veritable
avalanche of misinformation was spewed to
the unsuspecting viewer. In the scramble, an
Oakland TV station, in its desperation to be
first with new information, fell victim to a
prank that will end up costing it dearly.

A summer intern had scratched out a
note with what was purported to be the
names of the crew members of the ill-
fated airliner. The names were turned into
an on-screen graphic and handed to news
anchor Tori Campbell to read. When read
live phonetically on the air, the fake names
turned into extremely offensive and racist
phrases. Ironically, the actual names of the
crew have never been released. But KTVU
had them first.

There is a difference, of course, between
real, honest errors and purposeful bending
and stretching of the news. I have little use
for stretchers and benders and those I call
“advocacy journalists.” But, I feel as author
Evelyn Beatrice Hall wrote in her biography
of the French philosopher Voltaire, “I
disapprove of what you say, but I will defend
to the death your right to say it.”

Will America be the loser in the Zimmerman debacle?

There are no winners in the trial of
George Zimmerman. The only question is
whether the damage that has been done has
been transient or irreparable.

Legally speaking, Zimmerman has
won his freedom. But he can still be sued
in a civil case, and he will proba-
bly never be safe to live his life in
peace, as he could have before this
case made him the focus of nation-
al attention and orchestrated hate.

More important than the fate
of George Zimmerman, however,
is the fate of the American justice
system and of the public’s faith
in that system and in their coun-
try. People who have increasingly
asked, during the lawlessness of the Obama
administration, “Is this still America?” may
feel some measure of relief.

But the very fact that this case was
brought in the first place, in an absence of
serious evidence — which became ever
more painfully obvious as the prosecution
strained to try to come up with anything
worthy of a murder trial — will be of lim-
ited encouragement as to how long this will
remain America.

The political perversion of the crimi-
nal justice system began early and at the
top, with the President of the United States.
Unlike other public officials who decline to
comment on criminal cases that have not
yet been tried in court, Barack Obama chose
to say, “If I had a son, he’d look like Tray-
von.”

It was a clever way to play the race
card, as he had done before, when Profes-
sor Henry Louis Gates of Harvard was ar-
rested.

But it did not stop there. After the local
police in Florida found insufficient evidence

=
Thomas
\Sowell

to ask for Zimmerman to be prosecuted, the
Obama administration sent Justice Depart-
ment investigators to Sanford, Fla., and also
used the taxpayers’ money to finance local
activists who agitated for Zimmerman to be
arrested.

Political intervention did
not end with the federal govern-
ment. The city manager in San-
ford intervened to prevent the
usual police procedures from be-
ing followed.

When the question arose
of identifying the voice of who-
ever was calling for help during
the confrontation between Tray-
von Martin and George Zimmer-
man, the normal police procedure would
have been to let individuals hear the record-
ing separately, rather than have a whole
family hear it together.

If you want to get each individual’s
honest opinion, you don’t want that opinion
to be influenced by others who are present,
much less allow a group to coordinate what
they are going to say.

When the city manager took this out
of the hands of the police, and had Tray-
von Martin’s family, plus Rachel Jeantel, all
hear the recording together, that’s politics,
not law.

This was just one of the ways that this
case looked like something out of Alice in
Wonderland. Both in the courtroom and in
the media, educated and apparently intelli-
gent people repeatedly said things that they
seemed sincerely, and even fervently, to be-
lieve, but which were unprovable and often
even unknowable.

In addition, the testimony of prosecu-
tion witness after prosecution witness un-
dermined the prosecution’s own case. Some

:

.i-’ikh'.

critics faulted the prosecuting attorneys. But
the prosecutors had to work with what they
had — and they had no hard evidence that
would back up a murder charge or even a
manslaughter charge.

You don’t send people to prison on the
basis of what other people imagine, or on
the basis of media sound bites like “shoot-
ing an unarmed child,” when that “child”
was beating him bloody.

The jury indicated, early on as their de-
liberations began, that they wanted to com-
pare hard evidence, when they asked for
a complete list of the testimony on both
sides.

Once the issue boiled down to hard,
provable facts, the prosecutors’ loud histri-

were just not going to cut it.

Nor was repeatedly calling Zimmerman
a liar effective, especially when the prose-
cution misquoted what Zimmerman said, as
an examination of the record would show.

The only real heroes in this trial were the
jurors. They showed that this is still Ameri-
ca — at least for now — despite politicians
who try to cheapen or corrupt the law, as if
this were some banana republic. Some are
already calling for a federal indictment of
George Zimmerman, after he has been ac-
quitted.

Will this still be America then?
Thomas Sowell is a senior fellow at the

Hoover Institution, Stanford University. His
website is www.tsowell.com.

COPYRIGHT 2013 CREATORS.COM

onic assertions and sweeping innuendoes
Zs) BOKRLUSTER. CoM
g 12 CREATORS / CoM




The Enterprise - Utah's Business Journal o July 22-28,2013 « 13

Opinion

Obama’s Syria policy
Is full of contradictions

In the debate over U.S. intervention
in Syria, there is a striking, almost bizarre
mismatch between ends and means. We
want to defeat a ruthless and powerful
regime, rescue a country from civil war and
usher in a new democratic political order.
But those seeking this outcome also believe
firmly that we must never consid-
er committing U.S. soldiers to the
fight. “The worst thing the United
States could do right now is put
boots on the ground in Syria,”
Sen. John McCain said recently.

When asked the U.S. objec-
tive in Syria, some proponents of
intervention say it is to end that
country’s humanitarian night-
mare. But in the short term, arming one side
will increase the violence and bloodshed.
That’s fine if it serves our real objective,
which is the ouster of the Assad regime,
a nasty and evil dictatorship. But that is a
negative objective. The lesson of Iraq is
that defeating Saddam Hussein — whose
regime was perhaps even worse than Bashar
al-Assad’s — was only a stepping stone to
an outcome.

Our goal for Syria is a democratic
country where all sects can live in peace.
Achieving that would require a lot more
than the defeat of Assad; it would require
an occupation of sorts to ensure the creation
of a suitable political system. We attempted
just that in Iraq and, despite a massive,
decade-long effort that cost trillions of
dolaars and thousands of lives, Iraq today
cannot be described as either genuinely
democratic or multiethnic. (The interna-
tional intervention in the Balkans was also
followed by a decades-long occupation,
which continues to this day in Bosnia.) Put
another way, we want an outcome in Syria
that is even more ambitious than the one in
Iraq — yet we intend to achieve it through
a “no-fly” zone.

In the mid-1980s, the scholar Samuel
Huntington pondered why the United States,
the world’s dominant power — which had
won two world wars, deterred the Soviet
Union and maintained global peace — was
so bad at smaller military intervention.
Since World War II, he noted, the United
States had engaged militarily in a series of
conflicts around the world, and in almost
every case the outcome had been inconclu-
sive, muddled or worse.

Huntington concluded that we rarely
entered conflicts actually trying to win.
Instead, he reasoned, U.S. military interven-
tion has usually been sparked by a crisis,
which put pressure on Washington to do
something. But Americans rarely saw the
problem as one that justified getting fully

committed. So, we would join the fight in
incremental ways and hope that this would
change the outcome. It rarely does. (More
recent conflicts where we have succeeded
— the 1990 Persian Gulf War, Grenada and
Panama — were all ones where we did fight
to win, used massive force and achieved a
quick, early knockout.)

In Syria, we have lofty
ends but no one wants to use the
means necessary to achieve them.
So we are now giving arms to the
opposition and hoping this will
bring the regime to the negotiat-
ing table or force it to strike a
deal. But, as Huntington observed,
“military forces are not primarily
instruments of communication to convey
signals to an enemy; they are instead instru-
ments of coercion to compel him to alter his
behavior.”

One of the U.S. Army’s most intelligent
officers, Maj. Gen. H.R. McMaster, wrote a
study of the Vietnam War that detailed this
error. He described Lyndon Johnson’s 1964
plan as one of incremental pressure that
“depended on the assumption that the lim-
ited application of force would compel the
North Vietnamese to the negotiating table
and exact from them a favorable diplomatic
settlement.” The strategy, McMaster noted,
was “fundamentally flawed.” The enemy is
fighting to win — not playing a negotiating
game.

The chance that our current efforts in
Syria will do enough to achieve even our
stated objectives is small. Eventually, the
contradictions in U.S. policy will emerge
and the Obama administration will face
calls for further escalation.

It is possible the White House will
resist them. Daniel Drezner has argued
on his blog on ForeignPolicy.com that the
new move “is simply the next iteration of
the unspoken, brutally realpolitik policy
towards Syria that’s been going on for the
past two years. ... [T]he goal of that policy
is to ensnare Iran and Hezbollah into a pro-
tracted, resource-draining civil war, with as
minimal costs as possible. This is exactly
what the last two years have accomplished
... at an appalling toll in lives lost.”

If this interpretation of the Obama
administration’s behavior is correct, then
the White House might well be playing
a clever game — but it is Machiavellian
rather than humanitarian.

Fareed Zakaria is host of CNN'’s flagship
international affairs program, Fareed Zakaria
GPS, editor at large of Time magazine, a
Washington Post columnist, and a New York
Times bestselling author.

Copyright 2013 The Washington Post Co.

@K © 13 CREATORS (M
BORRLUSTER « (OM

1

2

w14

Do YW
ACCEPT
MILITARY

/MOUTOF = —
CAGH AND MY

CARDAS ARE \\\\\
MAXED o0t A

SECRETS? N

;s
7
//'/'////
(i
g /4.‘
5

"

S %2
7"
K

/4

(" \~Cze \\\3 % ‘
ke TG
SMUWDgA/

Shouldn’t inflation be rising
with all this bond buying?

Consumer inflation just hit a 50-year
low. So indicates the Federal Reserve’s pre-
ferred inflation gauge — the Personal Con-
sumption Expenditures (PCE) price index
maintained by the Bureau of Eco-
nomic Analysis.

Besides tracking consumer in-
flation, the PCE price index mea-
sures household purchases, a ma-
jor factor in GDP growth. The core
PCE index does the same thing
without including volatile food and
energy prices. The broad PCE in-
dex hit 0.74 percent in May, with
core PCE at 1.05 percent — a new
all-time low, breaking the 1.06 percent mea-
sured in March 1963.

Why isn’t QE3 generating more infla-
tion? The Fed is still “printing money” to
the tune of $85 billion a month, but the head-
line PCE index has fallen since last year (it
approached 2.0 percent in early 2012). The
Consumer Price Index only advanced 1.1
percent between May 2012 and May 2013,
and that was the smallest annualized gain in
the CPI since November 2010; the core CPI
only rose 1.7 percent in that period.

What is keeping inflation in check?
Chalk it up to extraordinary circumstances
— and the perception that they will contin-
ue. Short-term interest rates are nil and the
Fed has told the world that our benchmark
interest rate will be at rock-bottom levels
until our jobless rate dips below 6.5 percent
or inflation tops 2.5 percent.

QEI1 and QE2 did boost inflation in the
short-term. In fact, one of the things that
prompted QE2 was the Fed’s concern about
deflation in 2010. Yet inflation has lessened
since QE3 started.

Three factors may be encouraging dis-
inflation. One, the Fed has repeatedly em-
phasized that QE3 will not stoke inflation;
it has not implied, hinted or communicated
that it will let inflation get out of hand or
exceed its present 2.0 percent target. Two,
economists, analysts and investors seem to
have widespread faith that the Fed can ca-
pably fight sudden spikes in the PCE index
or the CPI and keep things under control.
Three, total government spending (as a per-

centage of potential nominal gross domestic
product) fell about 3 percent from Q2 2010
to Q1 2013 — and that’s not even taking
sequestration into account. That implies re-
duced demand in the economy.

Psychologically, there is
little or no fear of runaway infla-
tion and the prevalent expectation
is that there will be low inflation
for some time. This psychology
may be influencing the current
disinflation as well.

Also, while the Fed cre-
ates money and purchases bonds
from banks via its ongoing stimu-
lus, the bulk of that money has turned into
bank reserves.

Lenders are conservatively sitting on
these reserves as they pay interest. Should
the Fed boost the interest it pays on them, it
will give these banks more reason to main-
tain them.

When might inflation expectations
change? If the Fed were to raise its inflation
target, they would change greatly. No one
sees that happening anytime soon.

Will the Fed taper sooner, or later?
With such mild inflation, it might be later.
On June 10, Federal Reserve Bank of St.
Louis President James Bullard argued for
sustaining an “aggressive” stimulus given
the “surprisingly low inflation readings” of
recent months, markedly below the central
bank’s target.

“Inflation in the U.S. has surprised
to the downside,” Bullard commented at
the International Economic Forum of the
Americas in Montreal, later adding that “it
hasn’t moved back at all. I am still waiting
for that to happen and I am getting a little
bit nervous.”

As former Richmond Fed economist
Ward McCarthy noted to Bloomberg, “This
is an inopportune time to be talking about
curtailing [QE3]. They are missing on the
inflation mandate.”

Mark Lund is an Independent Investment Ad-
visor, Investor Coach and author of The Ef-
fective Investor. Mark has written articles for
or been quoted in The Wall Street Journal,
The Salt Lake Tribune and The Enterprise.
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CORPORATE EARNINGS REPORTS

The following are recent finan-
cial reports as posted by selected
Utah corporations:

Overstock.com

Online
Overstock.com Inc., based in Salt
Lake City, reported net income
of $3.7 million, or 15 cents per
share, for the quarter ended June
30. That compares with $470,000,
or 2 cents per share, in the same
quarter last year.

Revenue totaled $293.2 mil-
lion, up from $239.5 million a
year earlier.

closeout  retailer

Franklin Covey
Franklin Covey, based in Salt

Lake City, reported net income of
$2.1 million, or 13 cents per share,
for the fiscal third quarter ended
June 1. That compares with $1.6
million, or 9 cents per share, for
the same quarter in 2012.

Net sales totaled $44.9 million,
up from $41.3 million in the year-
earlier quarter.

Franklin Covey provides train-
ing and consulting services.

“Our key financial metrics
were again strong across the
board in the quarter and reflect
the sustained growth and consis-
tency the company has been able
to achieve in these key metrics
over the last several fiscal years,”

Bob Whitman, chairman and chief
executive officer, said in announc-
ing the results. “We believe these
key metrics point to continued
growth for our business in future
periods. Franklin Covey’s momen-
tum and trajectory in its glob-
al business remains strong and
despite ongoing softness in our
government business, we are con-
fident that we can achieve strong
fourth quarter results to finish our
fiscal year.”

Nu Skin

Nu Skin Enterprises, Inc., based
in Provo, said it was increasing its
estimated revenue and earnings
per share for the 2013 second
quarter.

Revenue is now estimated
to be about $680 million, with
estimated EPS of about $1.20.
Previous guidance was $570 mil-
lion to $580 million for revenue,
with estimated EPS of 91 cents to
95 cents.

Nu Skin also said it is increas-
ing its full-year 2013 revenue
guidance to $2.83 billion to $2.86
billion, an increase of $320 mil-
lions. Full-year earnings per share
are expected to be between $4.85
and $5.

Nu Skin produces skin care
and nutrition products.

“Our second-quarter results

reflect the strong momentum of
our business,” Truman Hunt, pres-
ident and chief executive officer,
said in making the announcement,
adding that the company continues
to see healthy gains in the Greater
China, North Asia and Americas
regions.

ForeverGreen

ForeverGreen ~ Worldwide
Corp., based in Orem, reported
that sales totaled more than $3.8
million in the second quarter,
compared with $3.1 million in the
year-earlier quarter and $2.7 mil-
lion during the 2013 first quarter.

The company develops, manu-
factures and distributes a line of
all-natural foods and products.

“We are seeing more interest in
our products from more areas of
the world than ever before,” Ron
Williams, chief executive officer,
said in announcing the figures.
“We are quite confident that you
will see sales continue to trend
substantially higher in the coming
quarters and we are very comfort-
able with our yearly forecast of 30
to 35 percent growth. More impor-
tantly, based on feedback from our
customers and our leaders, we
remain confident that we can grow
our monthly revenues four to five
times larger than current over the
next 12 to 18 months.”

TOWERS
fromp. 1

the building. This follows on the
heels of the real estate expansion
and some expansion happening in
our business.”

Extend Health pioneered the
first private health exchange in
the nation for retirees of Chrysler
Corp. Williams said the concept
of health exchanges has continued
to grow. “What’s happened is, the
project of doing a conversion for
Medicare retirees at major corpo-
rations is really catching fire now,
so we’re staffing up to essentially
meet client demand,” he said.

The company has grown so
that it has completed conversions
for retirees at Chrysler, Ford and
General Motors and also for Medi-
care retirees at about 10 percent of
Fortune 500 companies.

“It’s like moving from an old
pension plan like your parents
were on to everyone getting dol-
lars and then acquiring their own
individual plan. It’s almost like a
move to a 401(k) for their health
coverage for Medicare,” he said.

Towers Watson has 87 carriers
on its exchange, with agents using

the company’s tools, training and
its propriety customer relations
management tool to help seniors
with their Medicare election. Wil-
liams said that last October alone,
the company logged 18 million
minutes of phone time talking to
seniors.

The seasonal positions will
run from mid-August to the end
of December. Benefit advisers can
get bonuses on top of their per-
hour pay, and the company typi-
cally retains up to 25 percent of
those workers for full-time, per-
manent employment.

The company will host job
fairs at the facility in July from
9 a.m. to 4 p.m. weekdays and 9
a.m. to 2 p.m. Saturdays. Appli-
cations can be completed online
at www.extendhealth.com/careers
by searching for South Jordan
jobs. Towers Watson provides test
preparation materials at no cost to
job candidates, pays for the cost of
the Department of Insurance exam
necessary for certification, and
covers all licensing fees. Each per-
son hired as a licensed insurance
agent will also receive 12 continu-
ing education units toward their
certification program.

Training to pass the exam lasts
two to three weeks, after which is a
four-week period in “Extend Uni-
versity” to learn systems, tools and
government regulatory require-
ments. All of that training is paid.

The company once occu-
pied about 45,000 square feet at
its South Jordan building but has
grown to 91,000 square feet, or
about three-fourths of the build-
ing. It also has moved nearly 100
technology employees from Sug-
ar House to the third floor of 222
Main in downtown Salt Lake City.
The total area workforce is about
425 employees.

“We were founded in Utah,
starting in Park City,” Williams
said. “We found that it was just
too hard to get folks to go up the
canyon. Then we were just below
Foothill Drive and we outgrew
that space. Then we were in Sugar
House and we outgrew that space.
Then we opened our large call cen-
ter in South Jordan.

“We’ve really enjoyed be-
ing in South Jordan and Salt Lake
City. This is just a super business-
friendly state. Our other area of
growth is the Dallas area of Tex-
as, which is another very business-
friendly state.”

CITY CREEK
fromp. 1

complex at 222 S. Main St. as
saying the mall “is the single most
important thing to happen to Salt
Lake City in 50 years, maybe
more. It revitalized downtown.”

Local leaders agree.

“I agree with Bruce. Clearly
City Creek is the most meaningful
real estate development in the
past 50 years,” said Lane Beattie,
president and CEO of the Salt
Lake Chamber and Downtown
Alliance. “Our capital city has had
quite a run from hosting the 2002
Olympic Winter Games, to the
growth through the Downtown
Rising movement and we will
continue to work to make it
better.”

Bingham credits City Creek
for creating an atmosphere in
which things like his company’s
success with the 222 building can
happen. Because of the mall’s
success and its backing by the
Mormon Church, banks consid-
ering commercial lending for
Hamilton Partners’ newest proj-
ects feel “comfortable and safe”
when discussing major loans,
Bingham said. The church “will
never let downtown fail,” he said.
“It’s just too important to let it go
awry.”

Early next year, Hamilton
Partners will break ground at
111 S. Main St. for a 24-story,
450,000-square-foot  building,
projected to cost $150 million.

How much the mall actually
cost is still a mystery. “As a pri-
vate organization, the Church of
Jesus Christ of Latter-day Saints
and its affiliates do not release
financial information,” Dale
Bills, a spokesman for City Creek
Reserve, the real estate arm of the
church which built City Creek,
told the Times. “Total investment
in the City Creek redevelopment
has not been disclosed. The proj-
ect was privately funded with-
out public subsidies and without

debt.”

Mark Gibbons, president of
City Creek Reserve, said back in
2009 that the church planned to
spend “hundreds of millions of
dollars” as construction began.
“We set aside reserves to build
this project, we counted the cost
before we started, and we have
the resources to complete it.”

The developmentincludes 111
rental apartments, which are fully
leased, Mr. Bills added. “Sales of
the project’s 424 condominiums
are steady, with increased interest
in recent months as recovery in
the residential real estate mar-
ket brings prospective buyers,”
he said. Babs De Lay, a local real
estate broker, estimates the con-
dominiums are “about 50 percent
sold out.”

City Creek is home to such
luxury retailers as Tiffany,
Nordstrom, Michael Kors and
Hugo Boss. More affordable
stores like Gap, The Limited and
H&M also are leasing in the two-
story shopping center. Its retract-
able roof is open in the summer
and a central, artificial stream is
stocked with fish and lined with
trees and shrubs. It straddles Main
Street, connected by street-lev-
el crosswalks and a bridge with
etched-glass panels.

Linda Wardell, the general
manager of City Creek Center,
told the Times that the mall had a
98 percent occupancy rate, with
104 stores, seven restaurants and
a 1,000-seat food court. “There
was a real pent-up demand for
shopping in this market,” Wardell
said. “Some people were already
buying from these retailers online
and they were eager to come
here.”

Convention visitors also have
been vital to the mall’s success,
providing 25 to 35 percent of its
sales, she said. The city benefits
from year-round visitors to nearby
ski resorts, five national parks
and, of course, to the Church of
Jesus Christ of Latter-day Saints,
she said.

ZAKARIA
fromp. 1

tion and emerging markets to the
Middle East and America’s role in
the world — reach more than 25
million readers weekly.  While
his columns have received many
awards including a 2010 National
Magazine Award, his October
2001 Newsweek cover story
“Why They Hate Us,” remains
the most decorated. Before join-
ing Newsweek in October 2000,
he spent eight years as managing
editor of foreign affairs, a post to
which he was appointed when he
was only 28 years old.

The Post-American World,
which is Zakaria’s most recent
book, was heralded in the New

113

York Times book review as “...a

relentlessly intelligent book” and
The Economist called it ““...a pow-
erful guide” to facing global chal-
lenges. Like The Post-American
World, his previous book, The
Future of Freedom, was a New
York Times bestseller and has
been translated into over 20 lan-
guages.

Born in India on Jan. 20,
1964, Zakaria received a B.A.
from Yale College and a Ph.D.
from Harvard University. He has
received honorary degrees from
numerous universities including
Brown, the University of Miami,
and Oberlin College. He lives in
New York City with his wife, son
and two daughters.

Zakaria's  column  will
run twice per month in The
Enterprise.
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Gretta Spendlove is a shareholder at Durham Jones & Pinegar, an 80-attorney law firm with offices in Salt Lake City,
Ogden, Provo, St. George, and Las Vegas. Gretta specializes in real estate, corporate law and commercial
transactions. She has represented developers in shopping centers, multi-family housing projects and subdivisions, as
well as advising on leases and other contracts. Gretta also represents start-ups and growing companies in business
transactions. Many of Gretta’s clients, throughout her 30-year career, have been women-owned businesses.

Gretta was featured by Utah Business Magazine during 2013 as one of Utah’s Legal Elite for Real Estate. She has
also served as Chair of the Real Estate Section and the Business Section of the Utah State Bar, as well as a board
member for the Salt Lake Chapter of CREW, a national organization for women in commercial real estate.

Gretta has been involved in many women’s business organizations throughout her career. She has been President,
Women Lawyers of Utah; President, Salt Lake Chapter of NAWBO; and she won the SBA Women’s Advocate of the
Year award in 2003. She is presently a member of the Salt Lake Chamber of Commerce Women’s Advisory Board and
the Advisory Board for the Zions Bank Women'’s Financial Center. She is a board member for the Women Tech Council,
as well as for CREW.

In her spare time, Gretta enjoys reading, hiking, cooking and traveling.

Thank you to the following companies for supporting women in Commercial Real Estate:

Ballard Spahr CBRE oo

M Kl

WENterprise

IR RIS oA ".'M!}%,t'#ﬁfg COMMERCE = HOLLAND&HART L
- o | BALEIST IO O] SCONABCON. P

SAHARA ]HMRNET BANKHWEST

2013 GOLD SPONSORS 2013 SILVER SPONSORS J

MEMBERSHIP: Melissa Mclintyre (801)947-3974 sPONsSORsHIP: Cristina Coronado (801)531-3038
www.crewutah.org hello@crewutah.org
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8TH ANNUAL
MID-YEAR

Economic
Real Estate
Symposium

»-' August 14th
-~ 8:00am - 11:00am

Jonathan Francom
Adobe Systems

Jonathan Francom is the Senior Director of Global Workplace Solutions for Adobe Systems and oversees all corporate real estate,
facilities, and security globally. Adobe operates in over 100 properties in nearly 40 countries. Prior to Adobe, Jonathan directed

all corporate real estate and facilities operations globally for Omniture. Other past roles include: Vice President of Real Estate
Services at Wachovia for services on over 50 million square feet of property, and Manager of the Strategic Programs Group for Intel
Corporation’s Corporate Services. Mr. Francom is a licensed Civil Engineer and LEED Accredited Professional.

Register online at www.utahassociationofappraisers.com Little America Hotel
Tickets: $90/Person 500 South Main Street ¢ Salt Lake City, Utah 84101
Breakfast will be served

Market overviews to be given by local professionals in the office, retail, industrial,
multi-family, capital, residential and investment markets.

Three hours of continuing education credit is available to Utah state licensed Phone: (801) 792-6590
Real Estate Sales Agents, Brokers and Appraisers. Email: utahappraisers@yahoo.com

PRESENTED
BY

2. A
A A

IE €Ol
OF REAL ESTAT

Additional Sponsors:

THE
RICHARDSON

N - L)
3 RAY GUINNEY & NEDEKER DESIGN
ﬁEnterane @”AIME S O e, PARTNERSHIP Western Capital Realty Advisors COTTDN'\'I?ODD
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COMMERCIAL DIVISION

1414 E. Murray Holladay Road
801-278-4414

AND ASSOCIATES

HIGH END OFFICE CONDO FOR SALE Free Standing Office Building-For Lease Ideal Retail/Office Location!
7370 S. CREEK RD #204A 4991 S. Commerce Dr (300 West)
' For Sale: $250,000 '

: : Lease Rate: $11/SqFt Y LI5S0 W 30008
High End Designer Finishes § O P 4120510190 Full Service A Lease Rate: $]‘35_Umm'

= 2,268 Tota] SF [1,536 SF ! 1 T i "’=' b Aak | 2 e = Cam Charge: $]3(Jfll‘|.0.

Office, 732 SF Storage) SqFt: 2,000

- Custom Paint & Marble Tile

-Grgat for Owner/User or ¥ L3dquare lj"eet, Lo?wer Lowed Storzflge Anchored by General Army. Prime Redwood Rd

Available For Lease or Lease - Plenty of Parking Available, M2 Zoning

: Location. Easy Access to I-15 &1-215
Kym McClelland Option. Current Tenant on - 3 Year Lease With Option To Extend
801-573-2828 Month to Month Lease.

TERRY CONONELOS 801-205-7019 SUE MARK 801-580-2378

. P FIRST MONTH FREE RENT!!!
O_fﬁce BUZldlng For Sale Or Lease 1459 East 3900 South

| oo . Lease Rate: $12.50 NNN
470 East 3900 South-Murray S 2900 e bt

-Private Atrium Entrance
e - | -Main Floor Loading Dock
For Sale: $2,095.000 16,584 SqFt -Plenty of Off Street Parking

All Brick 2 Story Building Updated In 2008, Class B Space, Barry Brinton | Crystal Richardson
Multi Tenant Building, New Elevator, Top Floor Doctors 801-694-0243 801-641-5687
| Office Consists of Large Reception Area/Waiting Area/14
__| Exam Rms, Kitchen/Break Area and 8 Doctor Offices & Labs Exclusive Office Space For Lease/Sale
2091 E 4800 S (Murray Holladay Rd)

!

For Lease: $15/Full Service

#101-1,000 Sqft " T |
Café/Coffee Bar-1,050 Sqft LT For Lease: 2,000 SqFt, S14-

Full Service
Bijan Fakhrieh 801-918-9000 %{APMAN

. CHARDS Beautifully Remodeled
George Richards 801-631-9963 i~b associates Kym McClelland «  Highly Visible Location

801-573-2828 . Free Surface Parking

For Sale: 10,800 SqFt, $975,000

Warehouse/Office For Lease
- - #
5292 s. College Dr. #101 (500 W) 3555 South 700 West 4D & 4A

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

Each Unit Features:

2 large work areas -4.,000 SF Warehouse
Underground parking -1,000 SF Office

-3 Offices
AND ASSOCIATES A G L -Reception Area
George Richards, CCIM 801-631-9963 RO :%%)E ;ﬁirll)gsor
Office Condo in H tHollad -$2,500/Month
Naylor Farm Office Building ice Condo in Heart of Holladay
3823 West 9000 South 2160 E. 4500 S. #4 GEORGE RICHARDS, CCIM  801-631-9963

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

b " Lease Rate:$12.00/NNN
Lease Rate: P
$14.00 - NNN . | For Sale: $229,500
e 14 )-F - 1.326 Sqft. Remodeled
- Plenty of Parking

Industrial/Office/Warehouse-For Sale/Lease
602 W. Confluence Ave-Murray

For Sale: $699.900

- ¥ - For Lease: $3.600/Month
: : ) - Some Furniture & Cabinets : ; 'y : Office

4,435 Square Feet—Can Be Divided - frad P . - . ;?,gg ﬁf{ v};‘,f.‘,m
Will Be Built out To Meet Your Needs ; oL ncluded : —_— - Drive In & Man Doors
Close to Redwood Road, Bingham Highway, 1 - Warchousc Ceiling 18" Clear
and Bangerter Highway 5 ghway GEORGE RICHARDS, CCIM _ 801-631-9963 -4 Offices & Reception Area

Next Door to Naylor Shopping Center

- —1‘-5}_{‘-7;& "I FOR SALE - Undeveloped
GEORGE RICHARDS,CCIM 801-631-9963 H [ Commercial Land

| 8 13735 So. Redwood Road L R 3.04 Acres -
Wonderful Live/Work Space | v 0. Redwood Roa g

44 North 100 West N 3 - Approx. .96 of an acre M S P A T "gr $1’2_00’000
$179,000 : l- Undeveloped Land %5 % 106 W. Fireclay Ave.

B S . 5 So.
1,516 SqFt PSS o | - 140 ft. of frontage road on ' e A e Sl : (429. ;0 )
- Reception Area/Lrg Break Rm '_‘ . B Redwood Rd. N : -3 Buildings
-2 Rooms For Offices/2 Bath S L ) ' -Approx. 27,000 SF
ADA C . : - 2 parcels: 252002 & 252003
- ompliant <

' - $334,999 B B R Bijan Fakhrich
Crystal Richardson -801-641-5687 Robynne Maxfield, GR1  801-971-7088 E 801-918-9000
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Ben: 801-891-6927
James: 801-891-6932

orthgate

BUSINESS PARK

$165 and up

i

Fabulous fully furnished log cabin on 20 woodedacres neal
Indianola. Only 90 minutes from SLC. Clean air, great views
and lots of wildlife. 50x50' metal Quonset stores all the toys
and boats. Tastefully furnished and includes Satellite dish, Private office available 8 blocks from downtown city center.
receiver, and TV. Ready to move in and enjoy. - Locate your business in the Northgate Business Park complex.

Currently home to over 80 different companies.
« 2458 Sq.ft. 3 bedrooms,3 baths.Built 2001.

“ 10,000W propane generator,7500W Solar Tree Absolutely the best deal in town'

% Water well, filter system, on-demand water system.

“ Wrap around deck provides amazing views

L q b lud her &d Steve Martens/Broker Amenities Include:
+ Laundry in basement include washer & dryer. Salt Lake Real Estate G . .

y Y 8?)1—2313?3;034 state Grp « Free Parking « 2 blocks from a main I-15 on/off ramp
< Electric and propane lighting, propane fridge utahsteve@gmail.com + Conference Rooms » 24 hour camera security

www.saltlake- « 24 hour electronic key card access ~ « Thriving business community

%ih $ 3 8 O O O O realestate.com @' ﬁgé « 8 blocks from city center « Public transportation in front of property
3 /4 3

Bed and Breakfast Opportunity in Big Cottonwood Canyon
Alex Miller—Broker (801) 580 7503

Custom Home next to Solitude Resort
. ) $1,850,000 Family Lodge or Corporate
Bed and Breakfast in Historic Brighton e Six Bedrooms Retreat in Historic Brighton
$2,250,000 e Six Bathrooms $1,900.000
e  More than 6000 square feet e In floor Radiant heat e Two buildings with three
e  Six individual suite apartments e  Fine finishes throughout discrete common living ar-
e  Ample parking e Walk to Solitude’s slopes eas, including potential man-
e  Onsite living quarters e  Gated access ager’s apartment
e  Full Bed and Breakfast Approval e At or below replacement cost e Ten total bedrooms
e  Walk to Brighton Resort and Silver Lake e  Zoned for night to night
Nature area rental
e  Minutes from Solitude Resort and Guards- Big Cottonwood Canyon e Ample Parking
man Pass || {1s all we do. Call me with e Fabulous great room with
o Establishe‘d customer base Solftiile » Brighton e Wasaich front Il | Y questions you haye several decks for large gath-
e  Part of Brighton Chalet Complex about real estate in Big erings
e  Commercial grade construction Cottonwood Canyon . We e Walk to Brighton Resort and
e The best deck in Big Cottonwood Canyon rep reseqt p roperties from Silver Lake Nature Area
with a hot tub - to watch Brighton’s night condomlnlums, to homes,
skiing! www.locusrealty.com lots and cabins.
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MONVISO

AT THE HEADWATERS OF THE HIGH UINTAS

MonvisoUtah.com

E E Info & Photos Anytime
. On Your Mobile Phone

Scan QR code for mobile
E information about Monviso Utah.

This information is subject to change without notice. Buyer is
advised to pay particular attention to square footage and lot size.
Buyer is responsible to verify the accuracy of all information to the
buyers own satisfaction.

e e S e e

Words can't begin to describe...

WHAT MONVISO CAN IN A SINGLE GLANCE

You are presented a once-in-a-lifetime opportunity to own an exquisite mountain
estate along the Upper Bear River on the scenic Mirror Lake Highway in the High
Uinta Mountain Range. Consisting of 2,010 acres and containing 1.5 miles of the
trout-rich Bear River, Monviso offers 31 generous cabin sites ranging from 14 to 48
acres each with an array of breathtaking river and Uinta Mountain views. Featuring
1,600 acres of open space and boarding the 2.1 million acre Wasatch-Cache National

Forest, Monviso is truly an opportunity of a lifetime.

» Prices start at $400,000

# i
For additional information or to schedule a private tour please contact; v’/l PI' udentlal

DARRICK OLSEN, Associate Broker Utah Real Estate
435.640.1029 darrick@doparkcity.com Each Office Independently Owned & Operated
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| HONNEN
EQUIPMENT

first 50 years in business and we couldn t
have done it without you! We want to give thanks
to all of our valued customers, our exceptional
employees and our world class vendors
for making this possible.

We look forward to providing you

the very best service for many years to come!

HONNEN P
lEEQUIPMENT 8 oo eous

JOHN DEERE

71-800-646-6636 www.honnen.com



