Enter

UTAH’'S BUSINESS JOURNAL

prise

www.slenterprise.com

April 7-13, 2014

Volume 43, Number 31

$1.50

New additions at Valley Fair

Two mid-box-sized stores have
recently opened at the Valley Fair
Mall in West Valley City. The new
retailers are ULTA Beauty and Bed,
Bath & Beyond.

Industry News Briefs
page 7

Business Calendar
page 9

Real Estate Section
pages 20-23

01>

0 D1234||56789 5 “

About 350,000 of these photovoltaic panels — shown in this artist's composite picture of the actual
site — will soon cover 650 acres in Parowan in Iron County. The installation will be the largest
solar farm in Utah and among the top 12 in the United States.

Huge solar farm approved
for Utah construction start

John Rogers
The Enterprise

Oslo, Norway-based Scatec Solar is
coming to Utah — and in a big way.

The global power producer has obtained
final regulatory approvals to proceed with
construction of an 80 megawatt solar farm
in Parowan. Work on the Utah Red Hills Re-
newable Energy Park facility is scheduled to
begin in the third quarter and will generate
about 210 million kilowatt-hours of elec-
tricity per year.

Rocky Mountain Power has signed a
20-year power purchase agreement (PPA)

with Scatec to buy all the power generated
at the new Utah facility. The agreement is in
addition to other contracts Rocky Mountain
has made to purchase power, including the
recently announced solar generating facility
that Rocky Mountain announced it will build
beginning later this year. Rocky Mountain is
a subsidiary of PacifiCorp, which is owned
by MidAmerican Energy Holdings Co., the
energy arm of billionaire Warren Buffett’s
Berkshire Hathaway conglomerate. Scatec
entered into the PPA with PacifiCorp in De-
cember 2013. PacifiCorp delivers electricity
to customers in Utah, Wyoming and Idaho

see SOLAR pg. 19

Parks get only
'modest’ hike in
Obama budget

Fans of Utah’s national parks are
watching carefully as Congress puts Presi-
dent Obama’s budget under the microscope
in April. Obama is proposing an increase
of $55 million in the National Park Service
budget for 2015, including $10 million as
a “Centennial Initiative” to get the parks
ready for the agency’s 100th anniversary
celebration in 2016.

John Garder, budget and appropriations
director for the National Parks Conservation
Association, said it’s a promising start after
years of budget-cutting have taken a toll on
park maintenance and staffing.

“It’s a modest increase over last year,”
he said. “It doesn’t get parks back to where
they were just a few years ago, before dam-
aging cuts, to ensure that people can have a
really inspiring and a safe experience out in
our parks.”

According to a National Park Service
report, Utah’s national park units attracted
more than 9 million visitors in 2012. The
report shows that park-related tourism also
added more than $600 million in econom-
ic benefit and supported more than 9,000
jobs.

Utah’s five national parks are Arches,
Bryce Canyon, Canyonlands, Capitol Reef
and Zion.

Garder said additional park funding is
much needed for a system that has put off
about $12 billion of maintenance in recent
years. From historic resources to water and
sewer systems, visitor centers, roads and
trails, he said many are in disrepair. “The
main cause for the growth of the deferred-
maintenance backlog is the decline in Con-
gress’ investment in the construction ac-
count, which creates so many jobs,” he said.
“In today’s dollars, the construction account
for the National Park Service has been cut
nearly in half, just in the last four years.”

Mitchell: Events in Ukraine could affect Utah, too

Brice Wallace
The Enterprise

Several national factors could affect
Utah’s economy in the next year or so, but
John W. Mitchell also believes activities
half a world away could, too.

Russia’s push into the Ukraine could
alter U.S military spending, with possible
local ramifications, the former chief econo-
mist for U.S. Bank and former professor of
economics at Boise State University told a
group in Salt Lake City last week.

“You’ve got military spending that’s
been on a significant downward path, with
the wind-down in Iraq and Afghanistan, the
budget sequesters, [and] the long-term bud-
get has a reduction in military. I think there
would be significant pressure, just as a result
of recent events, to change that,” Mitchell
said.

“What that implies is a stronger growth
in federal spending than you would other-
wise have seen. Obviously, it’s got impli-
cations for particularly places like Ogden,
where you’ve got significant military-relat-

ed activities. Remember, this whole talk has
been this tilt to the Pacific, then all of the
sudden you’ve got all this stuff going on in
Europe, and I think that will make pressure
for increased military spending.”

Mitchell noted that overall job growth
has been strong in Utah. From January 2013
until January this year, the number of jobs
in the state grew 2.5 percent, ranking Utah
seventh among all states. All states but New
Mexico recorded job growth during those

see MITCHELL pg. 6
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Tourism advertsing to tout Utah's variety

Brice Wallace
The Enterprise

The winter season is wrapping
up, but already the Utah Office of
Tourism is working on a market-
ing campaign to lure out-of-state
visitors next winter.

And Vicki Varela, the office’s
director of tourism, film and glob-
al branding, says it will focus on
the range of experiences available
in the state.

This season’s ads focused on
the accessibility of ski resorts, but
early work on next year’s ads fea-
tures Karl Malone enjoying time
on a St. Regis Deer Valley patio,
including a fine meal and glass of
whiskey.

“It tells the story of the lux-
ury experience that you can have
in Utah, because everybody thinks
that we’re kind of down-home,”
Varela said. “And they don’t real-
ize that Utah is now a place where
you can have the full range of
experiences, from snowboarder
heaven on a simple budget to lux-
ury with Karl Malone.”

Malone will be among several
celebrities in the ads. Another will
be Sage Kotsenburg, a gold med-
al-winning U.S. snowboarder.

“We’re really excited about
expanding our story of the ‘Great-
est Snow on Earth,” the most ac-
cessible snow on Earth and amaz-
ing lifestyle experiences. From
bringing your family, to the place
where Olympians train, to a lux-
ury experience, we have it all in
Utah,” she said.

The tourism office will be

boosted by an additional $3 mil-
lion in tourism marketing money
annually for the next few years. It’s
kicking around the idea of expand-
ing its TV advertising to national
cable TV, and expanding efforts to
more markets, perhaps San Diego,
Atlanta and Dallas for summer-
time travel and Dallas and Boston
for winter trips. It also might try
to lure more visitors from Canada,
Australia, China and Brazil.

“There are markets that we
are just making a dent in,” Varela
said. “Australians love our ski re-
sorts, and Australians get long va-
cations, so this works really well
for all of us because Australians
have become the No. 1 interna-
tional visitor in Park City.

“You go up to Park City in
January, you’ll see lots of Austra-
lians spending lots of time — they
book two- or three-week blocks of
time to stay in Park City. And it’s a
whole little community of Austra-
lians up there. And that’s without
our office having spent any signif-
icant resources on the marketing,
so we know that we are just barely
tapping into that market.”

As for the most recent ad
campaigns, the “Mighty 5” cam-
paign — focusing on Utah’s five
national parks — launched a year
ago has been a winner, she said.
For the first time, a campaign “dis-
tilled our message down to some-
thing that no one else can offer. ...
So it’s gotten traction for us in a
way that none of our other sum-
mer campaigns had done, and
we’re building on that this year.”

The winter campaign targeted
the East and West coasts. “So if

you’re in New York City, Boston,
Los Angeles, San Francisco, Seat-
tle, you’re going to be getting this
message. We basically say, 'Where
are the skiers, where are the skiers
with money, where are the skiers
with money that have good, direct
flights?' And that’s sort of how we
organized our winter campaign,”
she said.

The tourism office also has
“a really aggressive” online cam-
paign and has doubled its digital
communications.

The marketing the last few
years seems to be paying off. Na-
tional park visits rose 26 percent
from 2006 to 2012, and ski visits
were up 34 percents in the 2008-
12 period, compared with 1996-
2000. Traveler spending in Utah
totaled $7.4 billion in 2012 — 71
percent by people from out of state
— and resulted in $960 million in
state and local tax revenues.

Varela’s remarks were made
during arecent Salt Lake Rotary
luncheon. During a question-and-
answer period, she said that the
2002 Olympics did not spark tour-
ism in Utah as much as officials
would have liked. People thought
the Olympics were fantastic but
didn’t make the connection with
Salt Lake City, she said.

But the world was remind-
ed of Utah’s role in the Olympics
through 65 “premier mentions” on
television during the recent Sochi
Olympics.

“Long term, it’s looking
good,” she said, “but the short-
term response was not what we
might have hoped.”

Firm teams with

Tempus Global Data Inc. has
opened operations in Utah to de-
liver next generation weather data
to commercial and government
customers. The company will pro-
vide critical weather data through
the use of the Utah State Universi-
ty-built Sounding & Tracking Ob-
servatory for Regional Meteorolo-
gy (STORM) instrument under an
exclusive agreement. STORM is
designed to be hosted on satellites
flying in geostationary orbit, able
to constantly observe a predeter-
mined spot on Earth from 22,000
miles above.

STORM is a derivative of the
Geosynchronous Imaging Fourier
Transform Spectrometer sensor
built for NASA by Utah State and
leverages hundreds of millions of
dollars in research and develop-
ment investments by the U.S. gov-
ernment to develop the technolo-
8y-

“Our manufacturing partner at
Utah State University’s Advanced

USU to provide weather service

Weather Systems have the unique
technical experience and exper-
tise to design, build and test this
game-changing sensor, and we are
extremely pleased to be able to of-
fer space-based weather data that
is substantially more superior than
anything currently available,” said
Alan Hall, president and CEO of
Tempus. “During times when it
matters, Tempus will be there to
provide the most advanced and ac-
curate weather data available.”

To accomplish this, STORM
will measure a dense grid of tem-
perature, moisture and wind pro-
files, which then can be used for
atmospheric analyses and opera-
tional weather predictions. Far
more sensitive than current weath-
er satellite assets, STORM will
better predict localized severe
weather, determine with more ac-
curacy the path of a hurricanes and
where they will hit land, and give
better warning when threats of tor-
nadoes occur.

“Every year, millions of peo-
ple are adversely affected by the
results of severe weather and are
dependent upon data provided by
outdated weather sensors,” said
Hall. “Our No.I job is to change
that paradigm — to provide better
information to those who need to
know so that we can enable deci-
sions that may help save property
and lives.”

Hall is a venture capitalist
with expertise in the financing and
developing of global operations,
as well in sales and marketing. He
is the founder, chairman and for-
mer CEO of MarketStar Corp., a
global outsourced marketing and
sales company with a focus on as-
sisting high technology companies
increase sales through the small
to medium business sectors. Hall
founded Grow Utah Ventures and
is the past chairman of the Utah
Technology Council.

Beard named to head
western bankers group

Richard Beard, president and
CEO of Bank of American and
People’s Utah Bancorp, has been
named the chair-
man of the board
for the West-
ern Independent
Bankers’ Associ-
ation (WIB).

Beard, who has
been in his cur-
rent position at
~— Bank of Amer-
ican Fork since 2004, is also a
member of the board of the De-
partment of Financial Institutions
and has served on the board of di-
rectors of the Utah Bankers Asso-
ciation. Prior to his appointment
as the chairman of WIB, Beard
served on the board and executive
committee.

WIB is a trade association that
informs, educates and connects
community banks with banking-
related resources and services to
help member banks achieve the
high standards of personal and or-
ganizational performance. More
than 150 community banks in the
western states are members. Be-
sides educating bankers, WIB also
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Richard Beard

educates communities on why the
community banking model should
matter to local residents.

Beard is passionate about the
community banking model. Com-
munity banks are focused on the
unique needs of local businesses
and families. Loans are generally
invested in the local economy and
decisions impacting customers are
made locally, by people who live
and work in the communities they
serve.

According to the Independent
Community Bankers of America,
community banks fund nearly 60
percent of loans to small business-
es, although they compose just 10
percent of the nation’s banking as-
sets.

“When you look to your com-
munity banker for a mortgage loan
or funding for local business, you
can feel confident that they care
about what they are offering the
community,” Beard said. “Com-
munity bankers want to see peo-
ple get into homes or get the loans
they need to grow or start their
businesses, and make loan deci-
sions that ensure profits are rein-
vested in the local economy.”

California firm buys ActivaTek

North Coast Medical Inc. of
Gilroy, Calif., a manufacturer and
supplier of physical rehabilitation
medical products, has acquired of
Salt Lake-based ActivaTek Inc.,
a privately held manufacturer of
transdermal iontophoretic devic-
es.

“North Coast Medical has
substantial capabilities and re-
sources to grow the existing ion-
tophoresis rehabilitation business
to a much higher level while we
focus on our new venture, Acti-
vaDerm Inc., a separate company

specializing in aesthetic iontopho-
resis devices for the dermatologi-
cal and cosmetic markets,” said
Jamal Yanaki, former president
and CEO of ActivaTek.

Iontophoresis is the method
of delivering very small doses of
anti-inflammatory drugs through
the skin to a targeted area of the
body with use of low-voltage cur-
rent. These treatments are pre-
scribed by physicians for anti-in-
flammation and pain management
and are most often administered
by physical therapists.

TecCon sells Salt Lake operation

Xtelesis, a provider of prem-
ises and cloud based IP com-
munications software located in
Burlingame, Calif., has acquired
TecCon Inc. TecCon is a commu-
nications software vendor based
in Salt Lake City.

“Xtelesis is the perfect fit for
us. They are one of the world’s
leading ShoreTel dealers, have ex-
tensive experience in both prem-
ises and cloud based communica-
tions platforms and have the same
maniacal focus on customer satis-
faction as we do,” said Bob Dar-
ling, co-founder and CEO of Tec-

Con. “Together, we feel like we
are a major force in the IP com-
munications space and we look
forward to gaining market share
together.”

“The ShoreTel market is a
rather fragmented market with a
few really big players and many,
many smaller, regional partners.
This brings us a group of very
talented individuals and an ex-
tended customer base that benefit
from some of our other services
like video as a service (VAAS) or
cloud-based SIP trunking,” said
Scott Strochak, CEO of Xtelesis.
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Oaks, Noorda are honored
with Utah Valley Pillar award

The Utah Valley Chamber of Commerce has
selected Dallin H. Oaks, a member of the Quorum
of the Twelve Apostles for The Church of Jesus
Christ of Latter-day Saints, and the late Ray Noor-
da as its Pillar of the Valley Award recipients for
2014. The pair were honored by the chamber at a
dinner ceremony on March 28 at
the Utah Valley Convention Cen-
ter in Provo.

The Pillar of the Valley
Award was created in 2011 to
honor an individual or individu-
als who made extraordinary con-
tributions to the business, civic,
social, educational and cultur-

al climate of Utah Valley. The Dallin H. Oaks

ten M. McMain.

Oaks earned a bachelor’s degree in accounting
at BYU and then went to the University of Chica-
go Law School. After graduation, he served as law
clerk for the chief justice of the United States Su-
preme Court. Following his clerkship he entered
private practice in Chica-
go and later became a law
faculty member at the Uni-
versity of Chicago, where
he also served as assistant
state’s attorney for Cook
County, Ill. He also served
as associate dean and act-
ing dean of the law school,
and as a visiting professor
at the University of Michi-

-

Ray Noord

gala is one of the premier social
events in Utah Valley, attracting many key Utah
business, civic and church leaders.

“The contributions Elder Oaks and Ray Noor-
da made to the community and culture of Utah
Valley is phenomenal,” said Val Hale, president
of the Utah Valley Chamber of Commerce. “As
a Provo native and president of Brigham Young
University for nine years, Elder Oaks and Ray
Noorda, founder of Novell, a globally renown cor-
porate brand, are truly timeless pillars of this great
valley.”

A Provo native, Oaks’ first job was sweeping
out a radio repair shop, which led to a radiotele-
phone operator’s license allowing him to operate a
commercial radio station’s transmitter, which led
to a combination job as a transmitter who could
double as an announcer. As a college freshman, he
met his first wife, June Dixon. They had six chil-
dren. June died in 1998. In 2000, he married Kris-

gan Law School. He was
also legal counsel to the Bill of Rights Commit-
tee of the Illinois Constitutional Convention and
executive director of the American Bar Founda-
tion. Oaks served as president of BYU for nine
years and was then appointed to the Utah Supreme
Court, where he planned to serve for 20 years, but
resigned after three-and-a-half years to accept his
present church calling in April 1984.
Ray Noorda passed away in October 2006.
He is the second person to receive the Pillar of the
Valley Award posthumously. Noorda assembled
the team that developed the highly successful file
sharing system called Novell NetWare. He built
Provo-based Novell into an international technol-
ogy giant providing the first networking software
allowing seamless communication between com-
puters. He was inducted into the Junior Achieve-
ment U.S. Business Hall of Fame in 1995. He was
married to Lewena Taylor and had five children.

ACG names Sorenson's Wilson
acquisition as Deal of the Year

Sorenson Capital Partners’ ac-
quisition of St. George-based Wil-
son Electronics has been named
the mergers and acquisitions Deal
of the Year by the Association for
Corporate Growth Utah. In work-
ing through the acquisition, So-
renson Capital brought several
Utah firms to the table, including
Zions Bank, Diversified Insurance
Group, Durham Jones & Pinegar
Law and several advisory services
led by Grant Thornton.

Sorenson’s investment in
Wilson Electronics was made to
allow the company to grow and
expand, providing increased eco-
nomic value for St. George and
the surrounding communities in
southern Utah.

LeGrand Lewis, a principal
with Sorenson Capital, said, “We
are very excited about our partner-
ship with Wilson Electronics and
ACG’s recognition of the transac-
tion. As the leading private capital
provider in Utah, we are proud to
have been part of a transaction that
brings national recognition to the
impressive entrepreneurial culture
and capital markets resources of
Utah.”

“It certainly is exciting to see
deals such as the Wilson Electron-
ics transaction and the direct im-
pact that it has on our state econ-
omy and for the communities in
southern Utah,” said Regan Guth,
president of ACG Utah. “We are
pleased to recognize the accom-
plishments of Robert Van Buskirk

Mkt. St. Broiler
closes doors

The principals of Salt Lake

City’s Gastronomy Inc. have an-
nounced the closing of the Market
Street Broiler near the University
of Utah. “With regret, after more
than 30 years at this location, we
have closed the Broiler today,”
said Tom Guinney. “We express
our thanks to all our customers
and our neighbors for their sup-
port of this location over the years
and we invite them to dine with
us at other locations. ”

The restaurant opened March
17, 1983, and closed for business
last week. Guinney said the com-
pany is are working toward reas-
signing employees. He said plans
for future growth for the compa-
ny determined it was in the best
interest to close this location. He
said they have been evaluating
the performance of the property
over time and made the decision
to reallocate resources.

The company’s other res-
taurants, Market Street Grill and
Oyster Bars, are located down-
town and in Cottonwood, South
Jordan and the Salt Lake City In-
ternational Airport.
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and Wilson Electronics with the
2014 ACG Utah Dealmaker of the
Year Award.

Robert Van Buskirk, CEO and
president of Wilson Electronics,
said it was an honor for Wilson
Electronics to be recognized by
the ACG. “We see tremendous op-
portunities ahead for Wilson in the
global cellular signal booster mar-
ket, and we are committed to dili-
gently pursuing those growth op-
portunities,” he said. “Our vision
is to achieve sustainable growth
by focusing on our customers
and our people, our partners and
our products. By enabling and en-
hancing mobile and fixed cellular
connectivity for consumers, we’re
confident Wilson Electronics will
continue to provide a positive im-
pact on our local economy and the
state of Utah."

Wilson Electronics designs
and manufactures a product port-
folio of cellular signal boosters,
antennas and related components
that improve fixed and mobile cel-
lular communication for use in
consumer, enterprise and industri-
al applications.
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Tanner 401(k) program best in U.S.

O.C. Tanner was recently rec-
ognized as the nation’s leading
company for 401(k)-based em-
ployee retirement benefits, due in
part to a 96 percent employee par-
ticipation rate and an average ac-
count balance of 60 percent more
funds than other employees across
the nation.

This recognition was giv-
en for companies with assets be-
tween $50 million and $1 billion
by Plan Sponsor magazine, an in-
dustry-leading authority on retire-
ment and benefits programs. Plan
Sponsor also recognized Google
Inc. as a leader in its respective
size category with plans over $1
billion in assets.

O.C. Tanner employees have
an average account balance of
$145,000 and those 60 and older
have an average balance of more
than $290,000. These figures
compare with 2013 national aver-
ages of $89,300 and $165,000 for
those on the verge of retirement
and reflect a diverse workforce
from gardeners and manufacturing
team workers to information tech-
nology professionals and sales ex-
ecutives.

“It’s not just the cause of the
day; it’s a long-term focus,” said
Charlotte Miller, senior vice pres-
ident of people and great work.
“It’s a great benefit to talk about
when we’re recruiting. ”

Riverdale Family Center sold

Cushman & Wakefield Com-
merce has announced it has com-
pleted the sale of The Family
Center at Riverdale. The offering
included 427,805 square feet of
leasable area located at the inter-
section of I-84 and I-15. The buy-
er was American Realty Capital
Properties Inc.

The Family Center at River-

dale is one of the premier retail
centers in Utah and is one of only
a few sites in the Western United
States with a SuperTarget, Wal-
mart, Sam’s Club and Home Depot
on the same site. Of the 427,805
square feet that were included in
the transaction, 96 percent of the
space is leased.
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Crowdfunding lets 'regular people' invest

Brice Wallace
The Enterprise

The securities world will see
many changes as crowdfunding
becomes more well-known and
popular, according to a crowd-
funding expert who spoke in Salt
Lake City recently.

Devin Thorpe detailed sever-
al elements of crowdfunding laws
and in several cases hailed crowd-
funding — raising small amounts
of money from a large number of
people to fund a project or venture
— as a way to get “regular peo-
ple” involved in private securities
investment.

Among provisions of the
Jumpstart Our Business Startups
(JOBS) Act, which provided a le-
gal infrastructure for issuing secu-
rities through a crowdfunding ap-
proach, is one allowing projects to
take money from anyone — up to
5 percent of someone’s income or
assets if they have income/assets
under $100,000, and 10 percent if
it is above that level.

Thorpe — an author, advisor,
consultant, Forbes contributor,
former entrepreneur and executive
— described that as “a huge de-
parture from the traditional securi-
ties laws that have largely prohib-
ited people who are not accredited
investors from even participating
in private securities.”

He noted another regulation
designed to allow for simplified
public offerings, up to $50 mil-
lion. Capital markets now rare-
ly see initial public offerings and
typically they are not for large

businesses. Because of that, “reg-
ular folks” could not participate in
the creation of value at Facebook,
which had a $100 billion market
capitalization, he said.

“I think what Congress has
recognized is that depriving ordi-
nary citizens of the opportunity to
participate in that growth is a trav-
esty” addressed by that regulation,
he said.

“It re-ignites me in hope for
the days of the 1980s when entre-
preneurs all wanted to go public.
Entrepreneurs are trained now,
right, to never want to be public.
It’s the worst thing in the world
that can happen to you, right? But
in the olden days, we used to all
want to go public. Why? Because
you could have your cake and eat
it, too. You could sell part of your
company, put a bunch of money
in your pocket and still run the
company. It could be yours. It was
magical.”

Several entrepreneurs built
their companies that way, he said.
“And that, I think, should be in-
spiring to entrepreneurs.”

A major change regarding
securities sales will be advertis-
ing to the general public, some-
thing Thorpe described as “a
mind-warping change in securities
laws.” Prior law prohibited such
advertising.

“Now, of course, most people
aren’t, but you can do anything
you want in terms of opening your
mouth to generally solicit securi-
ties under this new provision. ...
You can advertize to everyone in
the world, you can advertise to
6-year-olds, you can advertise to

poor people, you can advertise to
anyone you want, [but] you can
only take money from accredited
investors,” Thorpe said.

He also spoke about another
regulation that involves a “private
issuers/public raising” model mak-
ing it “much more reasonable” for
people to participate in the private
securities market.

“I think we will see this be-
come a huge part of the securities
industry as we will begin to all get
familiar with offering language as
we’ll start to see advertisements
in a variety of forms for securi-
ties, which we haven’t seen in the
past,” he said.

Thorpe also said crowdfund-
ing likely will mean more funding
opportunities for women and mi-
nority investors, who are often do
not get venture capital money be-
cause of VC’s traditional screen-
ing methods.

“One of the things about
crowdfunding is that all the data
that’s coming in demonstrates that
women and minorities are getting
their fair share of crowdfunding
dollars, so the same bias that ex-
ists in the venture capital world
does not exist in crowdfunding.
So this really is reshaping entre-
preneurship in the United States
and around the world.”

Thorpe was one of the key-
note speakers at the first-ever
MountainWest Capital Network
Business Camp, designed to pro-
vide basic training for entrepre-
neurs and officials of emerging
companies of different sizes.

801.908.1388

The Best Of The WsTnHu;.

Want to talk to them? Talk to us.

Our radio stations and websites reach over one million people each week.
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[ ARRYIH MILLER GROUP
N SALT LAKE CITY:

o9
' ;," Payback before incentives: 4.6 years;
,r payback after incentives: 3.6 years

Energy saving solutions for EnergySolutions Arena.

Larry H. Miller Group has been working with Rocky Mountain Power on energy-efficiency projects since 2003. The
company is an advocate for the program because they see value in what we offer. It's more than partnering, it's about
wanting to advance energy efficiency in Utah. Your business can benefit too
el E e | by upgrading lighting’, HVAC, compressed air systems and more. To learn 'é ROCKY MOUNTAIN

more call [-800-222-4335, a participating vendor or visit wattsmart.com.

POWER

Let’s turn the answers on.

Were a

*Cash incentives for T12 lighting retrofits are still available.

Pictured from left: Jamie Galileo, vice president of facilities, Miller Sports Properties; and Greg Noyes, customer and community manager, Rocky Mountain Power
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MITCHELL
Jfrom page 1

12 months, he said.

What’s more, Utah’s person-
al income rose 4 percent last year,
ahead of the national figure of 2.6
percent.

“Utah’s been one of the stron-
ger states, and the expectation
as you move through 2014 [and]
2015, Utah’s going to continue to
grow,” Mitchell said, citing pre-
dictions of 2.5 percent growth this
year and 3 percent in 2015. “The
basic notion is continued gains,
assuming we continue growth at
the national level.”

Nationally, the economy con-
tinues to hum. The country is in its
58th month of an upturn — “a rel-
atively long upturn, in a historical
sense,” Mitchell said.

Inflation remains low al-
though energy and food prices are
rising, wealth is rebounding, and
housing “is going to be OK” de-
spite a softening in the last half of
2013, he said.

As of February, the national
economy was only 666,000 jobs
below the level recorded in Janu-
ary 2008 and job growth was up

1.5 percent from February 2013.
As of January, 15 states, including
Utah, were back to pre-recession
levels, but most were not.

“So, here we are, most of the
way through the fifth year of this
upturn, and we’re still not back to
the previous employment peaks.
... But we’re 8 million above the
bottom. We’re just not back yet,”
he said.

In the next few years, expect
many baby boomers, now age 50 to
68, to leave the workforce. Mitch-
ell said the Congressional Budget
Office figures that between 2017
and 2024, the nation will have 2
million to 2.5 million fewer work-
ers than it does today. Older work-
ers are expected to retire young,
especially if they can buy health
coverage through a healthcare ex-
change, and many part-timers may
not have incentives to work full-
time.

“We’re heading into a peri-
od of slower growth in the labor
force. The implication of that, lon-
ger term, is slower [economic]
growth. ... The growth rate comes
from the labor force and productiv-
ity. Unless you get some increase
in the labor force or a more-rap-

id increase in productivity, you’re
talking about an environment of
slower overall growth,” Mitchell
said.

Another element with pos-
sible employment impacts is the
Affordable Care Act (ACA), al-
though Mitchell said no one is
exactly sure what forms it might
take. It’s possible that people will
leave jobs that, in the past, were
tied to the availability of medical
coverage. Perhaps companies will
have more people working less
than a 30-hour workweek or have
fewer than 50 employees to escape
ACA applicability.

Among other predictions,
Mitchell said mortgage rates
should remain “very affordable,”
even if they are less so than the
last couple of years, long-term in-
terest rates are likely to rise while
short-term rates will remain near
zero percent, and inflation should
be about 1.7 percent this year and
2 percent in 2015.

Mitchell’s presentation was
the featured activity at the Bank of
Utah’s Economic Outlook event in
Salt Lake City. Similar presenta-
tions were made in Ogden and Lo-
gan.

LEADING AUTHORITIES ON DEALMAKING AND
CORPORATE GROWTH COMING TOGETHER
TO NETWORK AND LEARN.

ACG Breakfast Series

The 2nd Tuesday of the Month at 7:15am

Little America Hotel

500 S Main Street Salt Lake City, UT

Register to attend at
www.acgutah.org

ACG

CORPORATE EARNINGS

The following are recent
financial reports as posted by
selected Utah corporations:

ri ional Financial

Security National Financial
Corp., based in Salt Lake City,
reported net after-tax earnings
of $7.6 million, or 61 cents per
share, in 2013. That compares
with $16.7 million, or $1.47 per
share in 2012.

Revenues totaled $215 mil-
lion in 2013, down from $234.3
million in 2012.

The company has three busi-
ness segments. Mortgages had
$134.1 million in revenues in
2013, followed by life insurance
with $68.8 million and cemeter-
ies/mortuaries with $12.4 million.
Mortgages accounted for $6.7
million in earnings before taxes,
followed by life insurance with
$2.9 million and cemeteries/mor-
tuaries with $223,000.

“Of course, we are keenly
disappointed anytime our year
over year profitability decreases.
That is certainly not our goal,”
Scott Quist, chairman, president
and chief executive officer, said in
announcing the results. “Having
said that, I believe that our com-
pany performed well in 2013 and
took significant steps for future
growth in a difficult environ-
ment.”
ForeverGreen Worldwi
ForeverGreen Worldwide
Corp., based in Orem, reported net
income of $6,753 for the fourth

quarter ended Dec. 31. That com-
pares with a net loss of $428,751,
or 3 cents per share, for the same
period a year earlier.

Sales totaled $6.3 million,
up from $2.8 million in the year-
earlier quarter.

For the full year, the company
reported net income of $116,843,
or | cent per share. That compares
with a loss of $790,199, or 6 cents
per share, in 2012.

Sales totaled $17.8 million,
up from $12.6 million in 2012.

The company develops, man-
ufactures and distributes a line of
all natural whole foods and other
products.

“There were some non-recur-
ring one-time costs that occurred
during the quarter due to infra-
structure improvement for IT and
inventory improvement that will
help allow us to grow at over 100
percent during 2014 without simi-
lar percentage increases in our
expenses,” Jack Eldridge, chief
financial officer, said in announc-
ing the results. “We anticipate
record revenue of over $8 million
for Q1 2014.”

Eldridge said the 41.2 percent
increase in revenues for the year
was a result of better-than-expect-
ed fourth quarter revenues.

“We look forward to acceler-
ated growth moving forward with
all earnings, profit and cash met-
rics continuing to improve,” said
Ron Williams, chief executive
officer.

EMERGE,

gentle heat

AND INVIGORATED
$INADA

‘The World’s Best Massage Chair

The World's Best Massage Chair

+Envelops you head to toe with soothing massage
*3-D rollers plus 100 air cells deliver exceptional full-torso custom massages
-Fully “auto-adaptive,” with 106 stored profiles to fit anyone

-Features calf massage, professional touch, compression, reflexology,
personalization, rolling, percussion, stretching, kneading, vibration and

No-Interest Financing Available (O.A.C.)

Salt Lake City
4844 S. Highland Dr.
801.278.4567

RELAXED

(%) RELAX THE BACK’

www.relaxtheback.com
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ASSOCIATIONS

e The Building Owners and
Managers Association (BOMA)
of Utah has been invited to work
with Salt Lake City Mayor Ralph
Becker and his staff on The
Skyline Project, part of the City
Energy Project, a joint effort led
by the Natural Resources Defense
Council (NRDC) and the Institute
for Market Transformation (IMT).
The City Energy Projectis designed
to help mayors develop aggressive
plans for tackling energy waste
in large, existing buildings, with
the eventual goal being to save $1
billion in energy costs annually
across 10 participating cities. The
main participants from BOMA
Utah include Lorrie Ostlind,
president, and Shelli Menegos,
executive director.

* The National Association of
Certified Valuators and Analysts
(NACVA) and the Consultants’
Training Institute (CTI), Salt
Lake City, have announced two
symposia that will focus on
advanced business valuation and
advanced healthcare valuation and
consulting topics. Both events will
be held Dec. 9-13 in San Diego.
Presentation proposals are being
sought for both events to assist
with agenda planning. The dead-
line for submitting presentation
proposals is May 30. Details are
available at www.nacva.com/valu-
ationsymposium and www.nacva.
com/healthcaresymposium.

* Brigham Young University
earned the Utah Cup Trophy and a
total award of $5,000, and the
University of Utah, Utah Valley
University and Westminster
College each received $1,000 as
winners in the 2014 ACG Cup
Competition, hosted locally by
the Association for Corporate
Growth (ACG) Utah. The ACG
Cup is a case study competition
designed to give students from
leading MBA programs across the
country real-world experience and

Industry Briefs

invaluable insights into mergers
and acquisitions, investment bank-
ing, financial advice and private
equity. BYU team members are
Abigail Curran, Ben Dailey,
John Holbrook and David
Toronto.

UNDERSTANDING
FUTURE RISK IS LIKE
WALKING A TIGHT ROPE,
while standing on an elephant.

BUSINESS INSURANCE
SURETY BONDS
EMPLOYEE BENEFITS
PERSONAL HOME AND AUTO

# Buckner

LONG STANDIN;

CALL FOR A CONSULTATION TODAY

801.973.6700

www.buckner.com

BANKING

e Zions Bank, Salt Lake City,
has promoted Andrea Moss and
Melisse Grey and hired Kelly
Peterson. Moss, executive vice
president of its Operations and Risk
Management
1| Division, joined
Zions Bank in
& 2013 as director
y of the division.
She is respon-
sible for devel-
oping and lead-
ing an enterprise
risk management
program. Prior
to joining Zions,
she was presi-
dent and chief
executive  offi-
cer of American
Express
Centurion Bank.

Melisse Grey
— Moss, a CPA,

,,.-..__-—--__u'.

—[

For all your trailer needs

New & Used trailer sales
(Tanks, lowboys, slide axles, belly dumps, tag trailers, vans & flats)
Brands: Heil, J&L, LBT, Landoll, XL Sepicalized, Trailmax, Trailking

State of the art repair & paint facility
Parts sales & show room

COME SEE US!

4285 West 1385 South
Salt Lake City, Utah 84104
1-800-442-6687
www.semiservice.com
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earned her bachelor’s degree in
accounting from Brigham Young
University. Grey has been promot-
ed to executive
vice president of
Small Business
and Consumer
Product
Management. In
her new position,
Grey ensures the
bank offers a
wide range of
competitive products, oversees
regulatory compliance of these
products, and works to speed deliv-
ery of technology solutions. Grey
began her career with Zions Bank
in 1992, opening the Park City
Private Banking office. She then
managed the bank’s Executive
Banking Division, and went on to
serve as a region president man-
aging 23 financial centers in Salt
Lake County. Grey also has nine
years of experience teaching busi-
ness at the college level and con-
sulting with small-business own-
ers, entrepreneurs and executives
on planning, financial analysis and
market research. Her education
includes a bachelor’s degree and an
MBA with an emphasis in finance
from the University of Utah.
Peterson, senior director of Zions’
Commercial Real Estate Banking
Group, manages all aspects of
commercial real estate lending,
including loan recommendations,
loan production and credit policies
and procedures. With more than
20 years of experience, Peterson
previously managed Bank of
America’s commercial real estate
banking division in Nevada, and
most recently served as an execu-
tive advisor for East West Bancorp
Inc. of California. His education
includes a bachelor’s degree from
Brigham Young University.

* People’s Utah Bancorp,
American Fork, has added three
new board members: Anthony
Hall, president and chief exec-
utive officer of Lewiston State
Bank; Doug Swenson, executive
vice president
and chief finan-
cial officer of
Jack’s Tire &
Oil Management
Inc.; and
Deborah Bayle,
president and
chief executive
officer of United
Way, Salt Lake
City. Last year,
the holding com-
panies of Bank
of American
Fork and
Lewiston State
Bank merged,
with  People’s
Utah Bancorp as the surviving
holding company. Hall started at
Lewiston State Bank in 1973 as
a teller and also has worked as

Kelly Peterson

Anthony Hall

Douglas Swenson

assistant cashier, cashier, assis-
tant vice president, vice president,
executive vice
president and,
finally, in 2006,
as president and
CEO. Hall grad-
uated from Utah
State University
in 1973 with
Deborah Bayle a  degree in
accounting.
Swenson became chairman of the
board of directors for Lewiston
State Bank in 2010, having served
on the board since 2004. Swenson
has a strong background in finance
and has served Utah communi-
ties for nearly four decades. He
worked as a managing audit part-
ner at Jones, Wright, Swenson
& Simkins CPA in Logan for 16
years before serving as the pres-
ident of the California Arcadia
Mission of The Church of Jesus
Christ of Latter-day Saints. In
1998 Swenson joined Jack’s Tire
& Oil Management Inc. Bayle has
led the United Way of Salt Lake
since 1999. Before joining United
Way, Bayle was CEO for the
Greater Salt Lake Area Chapter
of the American Red Cross. She
served as a director of the Federal
Reserve Bank of San Francisco’s
Salt Lake City branch from 2003-
2008.

e Zions Bank Visa credit
and debit card holders have a
first-of-its-kind app available.
The AmaZing Deals mobile app
features more than 4,000 mer-
chants in Utah and Idaho. It offers
users point-of-sale coupons and
cash rewards for purchases from
participating merchants, giving
local businesses visibility along-
side national chains. Users have
earned nearly $1.5 million in cash
rewards since the app launched
in November of 2012 (original-
ly under the name Zions Cash
Rewards).

CONSTRUCTION

* Psomas, Salt Lake City, has
appointed Jeramy Cochran as
associate of the firm. An account-
ing supervisor at Psomas, Cochran

CENTURY

EQUIPMENT COMPANY

Everything for the
Contractors

We rent the best

4343 Century Drive
Salt Lake City, UT 84123

801- 262-5761

www.centuryeq.com

CASE

manages the financials for numer-
ous practices, including assisting
project managers on financial
issues, budgets,

| contract man-
agement, bill-

4 | ings, and out-
4 | standing A/R

issues. Cochran
also serves as
. o liaison between
Jeramy Cochran operations man-

agement  and
accounting management and
maintains oversight of day-to-
day accounting functions. He has
17 years of accounting experi-
ence and has been with Psomas
for nearly 15 years. Cochran
graduated from the University of
Utah with a Bachelor of Science
degree in Accounting and holds
an Associate of Science degree in
Business Administration from Salt
Lake College.

H

HONNEN
EQUIPMENT

4055 S. 500 West, SLC

801-262-7441

EDUCATION/TRAINING

e Military Advanced
Education (MAE) has awarded
Broadview University, Salt Lake
City, the designation of a Top
Military-Friendly University in
MAE’s 2014 Guide to Military-
Friendly Colleges & Universities.
Some of the attributes considered
in evaluating this year’s candidates
for inclusion were the flexibility
of online learning options, extent
of transfer credits accepted by
degree level, on-campus ROTC,
Servicemember  Opportunity
Colleges (SOC) participation, on-
campus active duty/veteran assis-
tance, the support provided to the
families of servicemembers, facul-
ty trained in veteran reintegration
issues, presence on military instal-
lations, and full-time counselors
trained in veteran-specific men-
tal health concerns. Broadview
University and its affiliate schools
serve more than 1,200 military
students and have awarded $5.2
million in military scholarships to
active military, reserves, spouses
and students.

see BRIEFS pg. 18
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April 8, 7:45-9 a.m.

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

April 8, 8 a.m.-noon
“Benefits After Health

Care Reform,” an Employers
Council event. Jeana Hutchings
and Chris Merrill of Diversified
Insurance Group will review
what employers must do to com-
ply with the Affordable Care Act
and what employers can do to
choose the best benefit strategies
to meet their needs. Location is
Red Lion Hotel, 161 W. 600 S.,
Salt Lake City. Cost is $139 for
Employer Council members, $209
for nonmembers (includes mate-
rials, parking and full breakfast
buffet). Registration is available
by emailing terrib@ecutah.org.
Registration and information also
are available at http://www.ecutah.
org/2014_benefits.pdf.

April 8, 10 a.m.-2 p.m.
Work  Ability Career

Exploration & Job Fair, for peo-
ple with disabilities. Location is
the Sanderson Center of the Deaf
and Hard of Hearing, 5709 S. 1500
W., Taylorsville. Details are avail-
able by contacting Leah Lobato at
(801) 887-9538 or leahlobato@
utah.gov.

April 9, 11:30 a.m.-1 p.m.
Sandy Area Chamber of

Commerce Power Connections
Luncheon. Location is Archibald’s
Restaurant at Gardner Village,
1100 W. 7800 S., West Jordan.
Details are at http://sandychamber.
com/.

April 10
Intellectual Property

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

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

Salt Lake Chamber event honor-
ing former Gov. Michael Leavitt.
Activities include a 6 p.m. recep-

tion and 7 p.m. dinner. Location
is the Grand America Hotel,
555 S. Main St., Salt Lake City.
Registration can be completed at
slchamber.com/giant.

April 11, 7:30-8:30 a.m.
Murray Area Chamber of

Commerce’s “Eggs n’ Issues”
Breakfast. Neil West of the
National Retiree Legislative
Network will discuss key bills in
Congress affecting the costs and
availability of prescription drugs.
Location is Mimi’s Café, 5223
S. State St., Murray. Free unless
ordering off the menu. Chamber
membership is not required.
Details are at (801) 263-2632 or
murraychamber.org.

April 12, 9 a.m.-5 p.m.
Big Mountain Data

Conference, featuring a review
of big data architectures available
on the market. Location is 222 S.
Main St., 14th floor, Salt Lake
City. Registration can be complet-
ed at www.utahgeekevents.com.
More information is available at
www.utahbigmountaindata.com.

April 16, 11:30 a.m.-1 p.m.
CCIM April Chapter

Meeting, with the theme “Zoning
Issues: How to Protect Tenants and
Buyers in a Contract.” Location is
Zions Bank, 1 S. Main St., 18th
floor Founders Room, Salt Lake
City. Cost is $25 for chapter mem-
bers, $35 for guests, with lunch
provided. Registration and details
are available by contacting Holly
Little, executive administrator, at
admin@utahccimchapter.com or
(801) 545-0246.

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

“Engaged or Disengaged:
Managing Employees To Get Their
Maximum Performance,” a Sandy
Area Chamber of Commerce event.
Richard Bell, owner and CEO of
Six Star Solutions, will discuss
generational differences in the
workplace, how to identify those
employees who are engaged and
those who are disengaged, ways
to build a better team, what to look
for when hiring employees and
how to identify those candidates
who will be more engaged with
your customers. Location is Salt
Lake Community College’s Miller
Campus, Miller Free Enterprise
Center Building, Room 223, 9750
S.300 W., Sandy. Free. Details are
at sandychamber.com.

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

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

Calendar

can be completed by email at us@
uechamber.com.

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

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

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

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

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

(UTC) Annual Members’
Meeting. Event will feature a key-
note presentation by Hoelle Pikus
Pace, 2014 Olympic silver med-
alist; the election of UTC board
members and trustees for the com-
ing year; and awards for CEO,
CFO, CTO, Emerging Exec, HR
Exec, Marketing Exec and Sales
Exec of the Year, plus Legislator
of the Year and Volunteer of the
Year. Location is Little America
Hotel, 500 S. Main St., Salt Lake
City. Cost is $55 for UTC mem-
bers, $90 for nonmembers. Details
are at www.utahtech.org.

April 22, 7-9:30 p.m.

Third Annual Governor’s
State of Sports Awards Dinner,
hosted by the Utah Sports
Commission. Jack Nicklaus, golf
legend, course designer, ambas-
sador and philanthropist, will be
the special guest. Joining Nicklaus
for a question-and-answer period
will be Johnny Miller and Billy
Casper, who will receive the
Governor’s State of Sport Lifetime
Achievement Award for their out-
standing contributions to golf and

sports in Utah. The event also will
pay tribute to several Team USA
Olympians, many who live and
train in Utah, for their accom-
plishments at the 2014 Sochi
Winter Olympic Games. Location
is EnergySolutions Arena. Ticket
and sponsorship information is
available at (801) 328-2372.

April 22, 11:30 a.m.-1 p.m.
Sandy Area Chamber of

Commerce Women in Business
Luncheon. Speaker will be Mearle
Marsh. Location is Asian Star,
7588 Union Park Ave., Midvale.
Cost is $20 for chamber mem-
bers, $25 for guests. Details are at
http://sandychamber.com/.

April 23, 7:30-9 a.m.
Sandy Area Chamber

of Commerce Breakfast of
Champions. Speaker will be
James A. Wood, director of the
University of Utah’s Bureau of
Economic and Business Research.
Location is Jordan Commons
Office Tower, ninth floor, 9350 S.
150 East, Sandy. Free. Details are
at http://sandychamber.com/.

April 23, noon-1:30 p.m.

Association for Corporate
Growth (AGC) Utah Executive
Roundtable, for corporate execu-
tives and business owners. Fred
Lampropoulos, founder, presi-
dent and CEO of Merit Medical
Systems Inc., will discuss “How
a Global Strategy Will Help You
Grow Your Business Today.”
Location is Chase Bank, 201 S.
Main St., Suite 300, Salt Lake City.
Free for ABC corporate members,
$10 for corporate guests. RSVPs
can be completed by contacting
Linda Blake at Linda@acgutah.
org or (801) 359-8613.

April 25-26

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

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

a Utah Technology Council (UTC)
event. Todd Wolfenbarger, presi-
dent of the Summit Group and
a UTC trustee, will discuss case
studies about how to use strat-

egy and tools to leverage content.
Location is Nelson Laboratories,
6280 S. Redwood Road, Salt Lake
City. Free for UTC members, $30
for nonmembers. Details are at
www.utahtech.org/events.

April 30, 8:30-10 a.m.

“Covering the Steps
of Strategic International
Marketing,” a seminar presented
by the World Trade Center Utah
and U.S. Commercial Services.
Presenters include Dave Fiscus,
director of the Utah Export
Assistance Center, and Hector
Morazan, international sales man-
ager at Savant Systems. Location
is World Trade Center at City
Creek, 60 E. South Temple, third
floor, Salt Lake City. Free. RSVPs
can be completed at agiama@
wtcut.com.

May 1, 11 a.m.

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

May 6, 7:45 a.m.-1:30 p.m.
26th Annual Employment

Law Seminar, presented by
Parsons Behle & Latimer.
Designed for corporate coun-
sel, business owners and human
resource professionals. Location
is Little America Hotel, 500 S.
Main St., Salt Lake City. Cost is
$125. Details are at http:/www.
parsonsbehle.com/emp-seminar.

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

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

see CALENDAR pg. 19
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Avoiding 'failure to launch' with open-book management

My last several articles have
stressed the importance of open-
book management, a process
whereby every employee uses
financial data to help achieve
desired business out-
comes. I have stressed
the use of both income
statement and balance
sheet information, with
an emphasis on profit-
ability and — even more

importantly — on cash
flow.
Further, I have

called attention to the

fact that the majority of key per-
formance indicators (KPIs) from
financial statements are lagging
indicators. These are the results of
leading indicators, such the num-
ber of sales calls, lean manufactur-
ing techniques, expense controls,
how fast you collect receivables,
etc. By illuminating both leading
and lagging indicators, virtually
any organization will enjoy sig-
nificant improvement in its perfor-
mance, productivity and bottom

line.

Conceptually, I have found
that open-book management
makes sense to nearly all CEOs and
business owners. Paradoxically,

— however, very few seem

to have the resolve to
implement this practice
in their own companies.
Why? It boils down to
a failure of making an
unshakable commitment
to the process. I have
found that a few essential
questions often help firm
up executive resolve to
move forward with open-book:

* Have you clearly identi-
fied your desired outcomes?
Specifically, what enhancements
would you like to see in your prof-
itability and cash flow?

* What would be the ben-
efits of these improvements?
Specifically, will you have a stron-
ger and more amicable relation-
ship with your banker or equity
investors? Will your company’s
value be enhanced as an acquisi-

tion candidate? Will you simply
have less stress and sleep better at
night?

* What are the costs to enjoy
those benefits? Will it require tak-
ing some time with your accoun-
tant to bring your financial state-
ments up to date and perform
some of the fundamental analyses
I’ve discussed in my last several
articles? Will that entail some out-
of-pocket costs? Will you have to
allow yourself to be vulnerable
enough to openly share with your
employees your financial warts?

e IS IT WORTH IT?
Commitment is almost always a
function of cost-benefit. Do the
benefits (improved profitability/
cash flow, better relationships with
the financial community, and less
worry/better health) exceed the
costs? If not, don’t bother with
open-book! If, however, those
benefits are attractive, then resolve
to move forward.

One of the significant chal-
lenges of adopting open-book is
where to start. First, consider the

various actions you might take in
launching open-book, and rank
each action in terms of: 1. Its
potential value to your company,
and 2. How easy (or hard) imple-
mentation will be.

Consider, for instance, the
action of calculating (and improv-
ing) your company’s cash conver-
sion cycle. How valuable would
an improvement of 10 days in your
cash conversion cycle be? My
experience says this would have
extremely high value. How easy
is this to do? Well, it depends on
how up to date and accurate your
financials are, but let’s assume
that it would take a bit of work to
pull together what you need; we’ll
call it “Hard to Do.”

With most who are new to
open-book management, it is best
to start with the “low-hanging
fruit” which allows us to enjoy
some early successes before mov-
ing to the more difficult high-
value actions. One of my clients
pursued open-book this way by
doing two simple things: 1. He

shared his monthly P&L with all
of his employees, highlighting the
fact that they had never enjoyed
more than a 2 percent pre-tax net
profit, and 2. He promoted the
idea that they needed to exceed
6 percent pre-tax net for the cur-
rent year. This was very easy
to do, but frankly I doubted the
value. However, I was wrong!
By launching open-book in this
simple way, my client’s company
did exceed 6 percent that year —
and every year thereafter. Once his
employees knew the profitability
and the goal of the company, they
began to look for ways to improve.
Easy to Do, High Value.

Clearly, not every action under
open-book management is easy,
but I strongly recommend that all
companies carefully consider the
benefits of launching such a pro-
gram. I believe you will see it is
worth your commitment.

Richard Tyson is the founder,
principal owner and president
of CEObuilder, which provides
forums for consulting and coach-
ing to executives in small busi-
nesses.
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Bar-B-Que Beef
Shredded bar-b-que beef on a bun

Dutch Oven Bar-B-Que
Chicken/Ribs

Potatoes Au Gratin
Peach Cobbler
Cooked in Dutch Ovens

Top Sirloin
10 oz. USDA Choice
Top Sirloin Steak
Baked Idaho Potato
Grilled on site

|

Cooked on site

Ice Cold Lemonade

. Baked Chuckwagon Beans
Fresh Cut Fruit Meier's Homemade Potato
Pasta Shrimp Salad Salad
Utah Corn on the Cob Glazed Orange Rolls
(seasonal)

Bar-B-Que Boneless

Hamburger/Hot Dog
Meier's own quarter pound
Hamburger w/all condiments
Jumbo all Beef Franks
Grilled on site

Tri Tip Roast/Marinated
Grilled Chicken Breast
Grilled on site

Pork Back Ribs
Smoked with Applewood
Marinated Grilled Chicken Breast

4

Country Style Spare Ribs

Brownie Sundae
Brownie, vanilla ice cream, covered
with deep rich chocolate sauce |

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

Boneless Ribeye Steak
10 oz. USDA Choice Boneless

MEIER’S CATERING MENU

BAR-B-QUE CHICKEN & RIB MENU

Bar-B-Que Chicken

Smothered in our special bar-b-que sauce

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

Grilled on site

w/fresh vegetables
Grilled on site

Boneless Ribeye Steak
Baked Idaho Potato
Grilled on site

Call for complete menus and pricing: 278-4653

4

o
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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
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THE NEXT STEP
IN MOTORCYCLE EVOLUTION

Instant acceleration, lightweight,
MOTORCYCLES . :

agile and fully electric. Zero
Motorcycles combines the

best aspects of a traditional

motorcycle with today's most

advanced technology to deliver

100%0

ELECTRIC

production models that are
exhilarating to ride, effortless

to operate and carefree

to maintain. Discover the
experience of riding a Zero.
Contact your local dealer today.

TAKE CHARGE'

WWW.ZEROMOTORCYCLES COM

Zero Motocycles of Utah
350 West 800 North
Orem, UT

(801) 841-3116

Monarch Honda
Powerhouse

JHas It All.

A Honda Powerhouse dealer specializes
exclusively in Honda Powersports. And
at Monarch Honda you will find the most
knowledgeable sales, service and parts
staff around. They know Honda products
inside and out and can provide the ex-
pertise you need and deserve. We invite
you to stop in today, and experience the
Honda Powerhouse difference.
All Honda. All the Time.™

honda.com MODELS SHOWM ARE ONLY FOR DRIVERS,/RIDERS 16 YEARS AND OLDER. For all models shown: mnlnhm,mmcﬁmmdcwoplmdwm.mpmmdhnrﬁudnem‘tmﬂlm«dﬂdwrammwnds!thIndeuMmuﬂmﬁiwme(smm rider. SPORT ATV MODELS RECOM:
MENDED ONLY FOR HIGHLY EXPERIENCED RIDERS 16 YEARS OF AGE AND OLDER. CRF4S0R IS INTENDED FOR (L ONLY. MULTLPURPOSE UTILITY VEHICLES CAN BE HAZARDOLIS TO OPERATE. ALWAYS WEAR YOUR SEAT BELT AND KEEPTHE SIDE NETS AND DOORS (LOSED. AVOID EXCESSIVE SPEEDS AND BE ﬂﬂ TERRAIN. ALL MUV DRIVERS SHOULD
\WATCH THE SAFETY VIDED “MULTIPURPOSE UTILITY VEHICLES: A GUIDE TO SAFE OPERATION”, mmmmmmﬂmmm (N PLIBLIC ROADS OR WITH MORE THAN DNE PASSENGER. DRIVER mmmwmmﬁmmmmmmmmmmmmmmmmm PASSENGER MLIST

BE ABLE TO GRASP THE HAND HOLD WITH THE SEAT BELT ON AND BOTH FEET ON THE FLOOR. RESPECT THE ENVIROMMENT WHEN DRIVING. WEWWWHWRWNMNEWWHJMWMMMW informafion or fo sign mundu' course, coll the ATV Safety Insftute ot 1-800-887.2687.
mmmnﬂsmmmmummnmmslammmmmmnmnusmmmm NEOPRENE WETSUIT BOTTOM, EYEWEAR AND QTHER APPROPRIATE SAFETY APPAREL PLEASE READ THE OWNER'S MANUAL THORDUGHLY, AND ALWAYS RIDE THE SAFETY LANYARD ATTACHED TO YOUR PERSON. (02/13)
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BANK
of UTAH

T tqual Housing ender Member FIC

BUSINESS
LENDING

IS OUR
BUSINESS

« SBA Loans -
e504 .

| Commercial .
Mortgage

«LOC-

711 S. State St.
Salt Lake City, UT
84111

(801) 532-7111

John Walton
Business Banking
Sr. VP Team Leader
(801) 924-3633

The key to your customer's experience? It's your people

If you are still just discuss-
ing customer service, your boat is
sinking. In today’s world, no one
wants to be just serviced. The tired
examples of walking the
customer to the aisle or
asking the customer to
be put on hold are as
outdated as typewriters
and adding machines.
So what do customers
demand now and how
can you deliver it?

Customers in 2014
expect an authentic cus-
tomer experience. In his book The
Experience Economy, Joseph Pine
discusses that for thousands of
years we had an economy that
extracted commodities from the
soil, plants or animals. The cus-
tomer only required the com-
modities being available. With
the industrial age the economy
was based on customizing those
commodities and making finished
goods. The customer at that point
was concerned only with the price
or value of those goods. With
the service economy customers
expected customization of goods
and selected based on the differ-
entiated features and benefits —
what was in it for them.

Now fast-forward to the
experience economy. Consumers
expect an authentic, total experi-
ence. Consider lists of organiza-
tions with high customer loyalty,
such as Nordstrom, Starbucks,
Disney, Ritz Carlton, Enterprise

RUSSELL
LOOKADOO

Rent-a-Car, LL Bean, Zappos and
a personal favorite, John Elway’s
Steak House in Colorado. As you
read this list, you most likely felt a
positive affinity for these
companies and probably
recalled a story of their
legendary customer expe-
rience. The key element,
according to Pine, is the
authenticity present in
.—_:;) every customer interac-
A tion.

We live in a state of 24/7
stimulus and response.
Unlike the agrarian and early
industrial days, we are never off.
Our sensory receptors are more
highly honed than ever. When
this is coupled with instantaneous
feedback tools, the inauthentic
customer experience is not toler-
ated. With Yelp, Google reviews
and other social media, all experi-
ences are instantaneously commu-
nicated with no filters.

The authentic customer expe-
rience is more than posters and
slogans. Each of the examples
I listed above understand it is a
deliberate and focused outcome.
And that focus begins with peo-
ple.

Dennis Snow, a former Disney
University trainer, outlines four
key steps to achieve an authentic
customer experience:

1. Have a defined service
Culture. Identify the three things
you want your customers to say
about you. Disney wants its cus-

tomers to say they had a magical
experience, every detail was per-
fect and the guests were made to
feel special. Ritz Carlton empha-
sizes that its staff are ladies and
gentlemen serving ladies and
gentlemen. Can you define your
service culture?

2. Hire with your service
culture as the first requirement.
Every interview should contain
carefully crafted behavioral ques-
tions that identify candidates that
will embrace your service culture.
Any candidate that would oper-
ate in a manner that violates this
standard should never be hired.
Set this standard for those posi-
tions that do not have direct cus-
tomer contact as well. An internal
staffer treating a customer con-
tact employee poorly will erode
your culture quickly. How do you
screen candidates for your service
culture?

3. Train your new hires on
your culture. This training should
be example-based so that each
new hire experiences how your
culture operates. Create company
legends illustrating your customer
culture. Create and use videos
that consistently communicate
examples. Implement refresher
training frequently to continue to
uphold the standards. Nordstrom
requires that all new hires spend
three full days in training on the
“Nordstrom Way” before they are
allowed onto the sales floor. How
does your orientation and training

instill your service culture?

4. Hold your team account-
able for your service culture.
All feedback regarding service
issues, both positive and negative,
are grounded in your culture. If
you adopt the Disney approach of
three key customer experiences,
tie each feedback message to one
of those items. All rewards sys-
tems are likewise keyed into your
culture statement. Managers and
supervisors should see each of
their employees as a customer of
their managerial service. Each and
every encounter with an employee
should be an example of how a
customer is to be treated. How do
your performance management,
disciplinary procedures and com-
pensation enforce your service
culture?

The bottom line is, it comes
down to your people. Your cus-
tomer experience is exclusively
delivered through your employees.
You cannot have a real, authentic
customer experience unless your
employees experience it them-
selves. Leaders, you are the exam-
ple and it is up to you! Are your
customers serviced?

Russell Lookadoo is the presi-
dent and chief strategist for
HRchitecture, a consulting firm
specializing in helping business
leaders accomplish their goals by
effectively using their teams. He
also owns The Alternative Board
practice in Salt Lake City.

Jeffery R. Pugh, Featured Artist
Farm Houses

COMMUNITY NURSING SERVICES

ELEBRATION

/Clrt &Soup

Cristall Harper

Cornucopia

Glen Hawkins
Arches

Gala & Private Art Show
April 8,2014

5:30 pm to 9 pm
Wear your “Bling”

$150 ($125 Early Bird)

Art & Soup Celebration
April 9 — 10, 2014
Lunch: 11amto 2 pm
Dinner: 5 pm to 9 pm

$18 ($15 Early Bird)

Salt Palace Room 155 e Early Bird discounts available
cns-cares.org/art-soup ¢ 801-233-6100

Presenting Sponsor

ZIONS BANK

Proceeds support the CNS Charitable Care Program,
donating essential health care to Utahns in need.
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BURT CCD
BROTHERS

BRIDGESTONE VISA’

PREPAID CARD

ZRIDGESTONE

AWARD

S5L74 9010

oo e 8 e
HUAHY 10T VISA J

J

_x 4

BY MAIL WITH THE PURCHASE OF (4)
ELIGIBLE ECOPIA™ & ECO-PRODUCT ™ TIRES.
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YOU'LL FIND
FRIEND ONLY
SAVINGS AND
GIVE-AWAYS!

BECOME A FAN OF
BURT BROTHERS!

| ARIDGESTONE |

ZRIDGESTONE

Your Journey, Our Passion

;,'r”}' 374"
f 4/

BROT”ERS / —

. TIRE & SERVICE

As a family owned and operated business here
in Utah, we know the importance of value, trust
and dependability. There are few things you lean
on more than your good old family vehicle. So
we've put together some tips and money saving
ideas to care for that car or truck you depend on.

For more tips visit BurtBrothers.com today!

CAR CARETIP 1

WHEEL ALIGNMENT CHECK

Have your car’s wheel alignment checked every 30,000 miles (48,000 km),
or as recommended in your owner’s manual. Also have it checked after
buying new tires and when you replace a rack-and-pinion steering unit or
other steering parts. Improper tire alignment will shorten the life of your tires
as well as cause poor handling.

CAR CARE TIP 2

CHANGE OIL REGULARLY

Your dad knew that frequent oil changes were key to keeping his Ford on the
road another year. And that fact remains — frequent changes flush abrasive
dirt and metal particles out of the engine, prolonging its life. Most owner’s
manuals recommend a more frequent interval for “severe conditions.”
To maximize the life of your engine, follow the severe intervals
recommendations, especially if drive regularly in stop-and-go traffic.

CAR CARE TIP 3

MAINTAIN PROPER INFLATION

Under-inflated tires are a tire salesman’s best friend. They create excessive
heat and stress that can lead to tire failure. If you want to get every last
mile out of your tires, get yourself a tire pressure gauge and use it at least
once a month (more in hot weather) to keep your tires inflated to the
recommendation in the vehicle’s owner’s manual. Check tires when they are
cold (driven for less than one mile) for an accurate reading. Stop by any Burt
Brother’s location for FREE rotation and pressure check anytime!

BOUNTIFUL

2885 South Main (Hwy. 89)

FARMINGTON SALT LAKE CITY | SALT LAKE CITY
976 W. Shepard Lane | 944 East 2100 South | 4712 S. Highland Dr.

(Sugarhouse)

PARK CITY |

(Holladay/Cottonwood)

RIVERTON

2730 W. Rasmussen Rd. 13722 S Redwood Road

9325 South 1300 East

6343 N. Pace Frontage Rd.

SANDY |

PARK CITY |

(Silver Summit) (Jeremy Ranch)
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Opinion

A foreign policy that reduces the security and influence of America

Many people are lamenting the bad
consequences of Barack Obama’s foreign
policy and some are questioning his compe-
tence.

There is much to lament — and much to
fear. Multiple setbacks to American
interests have been brought on by
Obama’s policies in Libya, Egypt,
Syria, Crimea and — above all —
in what seems almost certain to
become a nuclear Iran in the very
near future.

The president’s public warning
to Syria of dire consequences if the
Assad regime there crossed a “red
line” he had drawn seemed to epitomize an
amateurish bluff that was exposed as a bluff
when Syria crossed that red line without
suffering any consequences. Drawing red
lines in disappearing ink makes an interna-
tional mockery of not only this president’s
credibility, but also the credibility of future
American presidents’ commitments.

When some future president of the
United States issues a solemn warning inter-
nationally, and means it, there may be less
likelihood that the warning will be taken
seriously. That invites the kind of miscalcu-
lation that has led to wars.

Many who are disappointed with what

seem to be multiple fiascos in Pres. Obama’s
foreign policy question his competence and
blame his inexperience. Such critics may be
right, but it is by no means certain that they
are.

Like those who are disappointed
with Obama’s domestic policies,
critics of his foreign policy may be
ignoring the fact that you cannot
know whether someone is failing or
succeeding without knowing what
he is trying to do.

Whether ObamaCare, for example,
is a success or a failure depends on
whether you think the president’s
goal is to improve the medical treatment
of Americans or to leave as his permanent
legacy a system of income redistribution,
through ObamaCare, and tight government
control of the medical profession.

Much, if not most, of the disappoint-
ment with Obama comes from expecta-
tions based on his words, rather than on an
examination of what he has done over his
lifetime before reaching the White House.

His words were glowing. He is a
master of rhetoric, image and postures. He
was so convincing that many failed to con-
nect the dots of his past life that pointed
in the opposite direction from his words.

“Community organizers,” for example, are
not uniters but dividers — and former com-
munity organizer Obama has polarized this
country, despite his rhetoric about uniting
us.

Many were so mesmerized by both the
man himself and the euphoria surrounding
the idea of “the first black president” that
they failed to notice that there were any
dots, much less any need to connect them.

One dot alone — the Rev. Jeremiah
Wright, whose church the Obamas attended
for 20 years — would have been enough to
sink any other presidential bid by anyone
who was not in line to become “the first
black president.”

The painful irony is that Wright was
just one in a series of Obama’s mentors
hostile to America, resentful of successful
Americans and convinced that America had
too much power internationally and needed
to be brought down a peg.

Anti-Americanism was the rule, not the
exception, among Obama’s mentors over
the years, beginning in his childhood. When
the young Obama and his mother lived in
Indonesia, her Indonesian husband wanted
her to accompany him to social gatherings

with American businessmen — and was
puzzled when she refused.

He reminded her that these were her
own people. According to Barack Obama’s
own eyewitness account, her voice rose
“almost to a shout” when she replied, “They
are not my people.”

Most of Obama’s foreign policy deci-
sions since becoming president are consis-
tent with this mindset. He has acted repeat-
edly as a citizen of the world, even though
he was elected to be president of the United
States.

Virtually every major move of the
Obama administration has reduced the
power, security and influence of America
and its allies. Cutbacks in military spend-
ing, while our adversaries have increased
their military buildups, ensure that these
changes to our detriment will continue,
even after Barack Obama has left the White
House.

Is that failure or success?

Thomas Sowell is a senior fellow at the
Hoover Institution at Stanford University. His
website is www.tsowell.com.
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Success comes with the good swing, not the expensive clubs

Let’s say you were going to be play-
ing in a golf tournament and you had
the choice of using a professional golfer’s
swing — someone like Tiger Woods or Phil
Mickelson — or you could use
his clubs. Which would you rather
use?

This analogy applies to all
aspects of life. At work, I'm sure
you’ve seen the difference with
your employees. Those who learn
true principles and are empow-
ered to apply them (the swing) are
much more successful than those
who simply mimic an activity (the
clubs).

What about when it comes to planning
for your retirement? Most people relegate
their future to financial advisors who focus
on the clubs, or commodities — folks who
tell them to buy this mutual fund, or open
that IRA or invest in gold and silver. They
comply with their advisor and hope for the
best. But they may be facing the awful real-
ity down the road of outliving their money
due to the impact of increased taxes, infla-
tion and the volatility of the market.

And when it comes to passing along
your wealth after you pass away? Most peo-
ple rely on tax attorneys who tend to divide
up the golf clubs and the trophies among
the kids and grandkids instead of leaving
behind the wisdom of “how to swing.”

As for me, I’d prefer to have the swing
rather than the clubs in every part of life.
When planning my retirement, I’d like to
have the knowledge of how to optimize
my assets, minimize taxes and live abun-
dantly throughout my retirement (rather
than outliving my money). And I’d rather
leave behind the ability to swing rather than

dumping the trophies in my posterity’s laps.
For authentic wealth that lasts, my children
and grandchildren will need to be empow-
ered to be self-reliant for generations.

That’s  what  makes
our approach unique. In my
Educational Institute, we talk
about the three dimensions of
authentic wealth. Why three? We
go beyond the financial dimension
— which is what most advisors
focus on — to include the founda-
tional and intellectual dimensions.
Foundational assets include your
family, health, values, well-being,
spirituality, talents, future heritage, charac-
ter, friends, charitable foundations and so
forth. The intellectual dimension includes
your knowledge times your experiences
(both good and bad), which equals your
wisdom, as well as your education, reputa-
tion, systems, methods, traditions, alliances,
ideas and skills.

Isn’t it interesting that traditional estate
planning in America focuses all of its atten-
tion on the least important category on the
family balance sheet? They always want
to know, “How many kids have you got?”
and they prepare to jump right in and divide
up your wealth among your children and
grandchildren.

But isn’t that the No. 1 rule? If you
want to destroy something, you “divide and
conquer,” right? Instead you want to go for
unity. You want to utilize all three dimen-
sions of authentic wealth. And if you had to
choose, you’d probably rather leave behind
the intellectual and foundational assets —
the swing — than just the clubs — the
financial assets — because sometimes
money alone can actually ruin your children

and grandchildren.

Let me also put it this way: When it
comes to your retirement planning, many
financial advisors will suggest commod-
ity products or they’ll load up a portfolio,
much like a car battery. Their goal? To get
that battery charged enough that it won’t go
dead before you do.

What if instead, you focused on creat-
ing a generator? That way, you can “gen-
erate wealth” so you never outlive your
money, and so it can go on to bless future
generations. I insist that the wealth archi-
tects I recommend work with their clients to
show them show them how to create lasting
authentic wealth, the kind that empowers
their posterity with the wisdom and knowl-

edge they need to live abundantly into per-
petuity.

So whether it’s with your business or in
planning for your own retirement, remember
to focus on learning and passing along the
swing. You’ll be on course for a much more
abundant future, thereby enjoying the “back
nine” of life (your retirement years) without
the stress of running out of resources while
leaving behind a generational wealth sys-
tem that fosters responsibility and account-
ability in your family.

Douglas R. Andrew is a best-selling author,
radio talk show host and abundant living
coach.
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Embrace the new norm that
makes war and conquest rare

Russia’s invasion of Ukraine has
brought to the fore an important debate
about what kind of world we live in. Many
critics charge that the Obama administra-
tion has been blind to the harsh realities
of the world because it believes,

It is ironic that The Wall Street Journal
does not recognize the new world because
it is created, in substantial part, because of
capitalism and free trade. Twenty years ago,
Singapore’s Lee Kuan Yew, as hardheaded a

statesman as I have ever met, told

as a Wall Street Journal editorial
opined, in “a fantasy world of
international rules.” John McCain
declared that “this is the most
naive president in history.” The
Washington Post’s editorial board
worries that Pres. Obama mis-
understands “the nature of the
century we’re living in.”

Almost all of these critics have ridi-
culed John Kerry’s assertion that chang-
ing borders by force, as Russia did, is
19th-century behavior in the 21st century.
Well, here are the facts. The scholar Mark
Zacher has tallied up changes of borders
by force, something that was once quite
common. Since World War I, he notes, it
has been on a sharp decline and in recent
decades that decline has accelerated. Before
1950, wars between nations would result
in border changes (annexations) about 80
percent of the time. After 1950, that number
has dropped to 27 percent. In fact, since
1946, there are only 12 examples of major
changes in borders using force — and all of
them from before 1975. So Putin’s behavior
in fact does belong to the 19th century.

The transformation of international
relations goes well beyond border chang-
es. Harvard’s Steven Pinker has collected
much of the data on wars in his superb book
The Better Angels of Our Nature. In a more
recent essay, he points out that “after a 600-
year stretch in which Western European
countries started two new wars a Yyear,
they have not started one since 1945. Nor
have the 40 or so richest nations anywhere
in the world engaged each other in armed
conflict.” Colonial wars, a routine feature
of international life for thousands of years,
are extinct. Wars between countries — not
just major powers, not just in Europe —
have also dropped dramatically, by more
than 50 percent over the last three decades.
Scholars at the University of Maryland
have been tabulating the number of new
conflicts that have arisen across the world
and they find that the past decade has seen
the lowest number since World War II.

Many aspects of international life
remain nasty and brutish, and it is easy to
sound tough and suggest that you under-
stand the hard realities of power politics.
But the most astonishing, remarkable real-
ity about the world we inhabit is how
much things have changed, especially since
1945.

me that Asian countries had seen
the costs of war and the fruits
of economic interdependence and
development and they would not
choose the former over the latter.

This is not an academic
debate. The best way to deal with
Russia’s aggression in Crimea is
not to present it as routine nation-
al interest-based foreign policy
that will be countered by Washington in
a contest between two great powers. It is
to point out, as Obama did eloquently last
week in Brussels, that Russia is grossly
endangering a global order that has ben-
efited the entire world.

Compare what the Obama administra-
tion has managed to organize in the wake
of this latest Russian aggression to the
Bush administration’s response to Putin’s
actions in Georgia in 2008. Remember that
this was a blatant invasion. Moscow sent
in tanks and heavy artillery and hundreds
were killed and nearly 200,000 displaced.
Yet the response was — essentially nothing.
This time, it has been much more serious.
Some of this difference is the nature of the
stakes, but it might also have to do with
the fact that the Obama administration has
taken pains to present Russia’s actions in a
broader context and get other countries to
see them as such.

You see a similar pattern with Iran.
The Bush administration largely pressured
that country bilaterally. The Obama admin-
istration was able to get much more effec-
tive pressure because it presented Iran’s
nuclear program as a threat to global norms
of nonproliferation, persuaded the other
major powers to support sanctions, enacted
them through the United Nations, and thus
ensured that they were comprehensive and
tight. This is what leadership looks like in
the 21st century.

There is an evolving international
order with new global norms making war
and conquest increasingly rare. We should
strengthen — not ridicule — it. Yes, there
are some places that stand in opposition to
this trend — North Korea, Syria and Russia.
The people running these countries believe
that they are charting a path to greatness
and glory. But they are the ones living in a
fantasy world.

Fareed Zakaria’s email address is com-
ments@fareedzakaria.com.

(c) 2014, Washington Post Writers Group
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Good for the economy? Not
necessarily good for our future

Our parents and grandparents saved
much more than we do. Most people who
have read up on the economy for any
length of time have heard of the personal
saving rate (PSAVERT), which the
Commerce Department calculates
as the ratio of personal saving
to disposable personal income.
The January personal spending
report released by the Commerce
Department in early March showed
the PSAVERT at 4.3 percent.

As recently as January 2013,
households were saving just 2.3
percent of their disposable incomes — so
this can be labeled a short-term improve-
ment. It still pales in comparison to the way
Americans used to save.

The “greatest generation” had a culture
of saving. Its thrift was reinforced further
by hard times and a call for personal sac-
rifices as the economy endured the Great
Depression and stateside rationing during
WWII. The Commerce Department began
measuring household saving in 1959, and
as unbelievable as it may seem today,
households saved 10 percent or more of
their disposable incomes through nearly
all of the 1960s. In May 1975, the per-
sonal savings rate reached a historic peak
of 14.60 percent.

From 1959 to the present, the PSAVERT
average has been 6.84 percent — but the
21st century shows evidence of a signifi-
cant decline. The savings rate fell into the
1-3 percent range, dropping to a record low
of 0.8 percent in April 2005.

To some analysts, a declining personal
savings rate signals a stronger economy.
It implies more spending, and consumer
spending has the biggest impact on GDP.

You can’t have it all, however; more spend-
ing means less saving and Americans are
plagued by insufficient retirement reserves.

Are credit cards the problem? We bor-
row greatly, but there are other
factors in play. You may have
heard about America’s “shrinking
middle class.” That is no exag-
geration. The most recent Census
Bureau data shows the median
U.S. household income for 2012
at $51,017. By comparison, medi-
an U.S. household income in 1989
— when adjusted for inflation
—would work out to $51,681 today. From
1989-2012, annualized consumer inflation
was mostly in the 2-4 percent range. All
this illustrates a slow but notable erosion of
purchasing power.

During the same time frame, the cost
of college went up dramatically, healthcare
costs increased and real estate values fluctu-
ated. People saved less and borrowed more
— and not simply on impulse. They wound
up borrowing more to maintain a mid-
dle-class standard of living. Real incomes
aside, we are often lured into unnecessary
spending. Advertising can convince us that
we have unmet needs and desires, and that
we must respond to them by buying goods
and services. Urges, emotions, ennui, living
without a budget — these can all lead us
to spend more than we really should, espe-
cially given how much money we will need
to adequately retire.

Our parents and grandparents really
knew how to pay themselves first and
while economic pressures make it harder
for many of us to do so today, that doesn’t

see LUND pg. 19
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It's not failure - it's failure to be, think and do your best

I’'m often asked, “Why do
salespeople fail?”

The answer is: They don’t
fail.

They fail to be their best. They
fail to do their best. They fail to
think their best. And they
fail to take the best actions
to help them succeed.

There are symptoms
that allow either a sales
leader or the salesperson
to recognize that failure is
on its way. Most salespeo-
ple blame circumstances
rather than take respon-
sibility. Blame is its own
form of failure. But that’s
a story for another day.

I want to talk about the sales-
person who’s out there every day,
who’s trying to make his or her
quota, who’s trying to achieve the
sales plan or hit the numbers that
were arbitrarily given to him or
her by the boss.

Add to that the fact that most
salespeople are both inadequate-
ly trained and inadequately sup-
ported. Add to that the fact that
the salesperson is generally half-
prepared. They prepare in terms of
themselves, but very little in terms
of the customer.

If you’re reading this and
thinking, “Jeffrey this does not

JEFFRE\Y oc
GITOMER

apply to me. I prepare, and I hit
my quota, and I’'m doing pretty
well for myself, if I must say so.”
My response to that thought is a
challenge to you. After reading
this list, self-evaluate your present
circumstance related
to each symptom. It
might give you some
insight that can lead to
additional income.

Even if you're
hitting your numbers,
even if you believe
you’re well prepared,
here are 11.5 symp-
toms of why most
salespeople hit a wall
and can’t climb above it:

Symptom 1. Your inability to
set an initial appointment with the
real decision maker.

Symptom 2. Beyond price,
your inability to uncover the real
buying motive of the customer.

Symptom 3. Believing that
competition forces price reduc-
tion.

Symptom 4. Shallow relation-
ships that force both proposals and
bidding.

Symptom 5. Poor social media
participation that results in low or
no personal branding and low or
no personal reputation.

Symptom 6. Poor follow-up

after the initial meeting or initial
sales meeting.

Symptom 7. Long sales cycle
based on presentations to low-
level decision makers.

Symptom 8. Prospects going
dark or disappearing after the first
sales presentation.

Symptom 9. Prospects not
returning your phone calls.

Symptom 10. Blaming inside
circumstances for the loss of a
customer.

Symptom 11. Blaming cus-
tomers and prospects for the loss
of a sale.

Symptom 11.5. Failure to take
responsibility for the circumstanc-
es you create.

I find it most interesting that
when salespeople face one of
these 11.5 situations, they rarely
(if ever) take responsibility for
creating them. If customers are
not returning your calls, there has
to be a pretty good reason. Rather
than blame the customer, why not
find out why the customer isn’t
returning your call. The answer to
that “why” will get all your calls
returned.

If you are continually fight-
ing price, it’s obvious you haven’t
proven value. It’s obvious that
the customer perceives little or
no difference between you and a

competitive product.

Salespeople in general, prob-
ably including you, need to take
more control of the selling situ-
ation by creating definitive next
steps. If you give a proposal and
you don’t have a firm appointment
at a given time to reconnect, then
you will chase that prospect and
almost seem desperate to get a
next meeting.

Here are a few things you can
do that will help your prospective
customers decide to buy:

1. Prepare in terms of them,
not just you. The customer must
perceive that there is a value in
doing business with you rather
than your competition. Customers
only want to know how they win.
Focus on ownership and focus on
outcome after purchase as you’re
making your presentation. Too
many salespeople focus on what
it “is” rather than what it “does”
after the customer takes posses-
sion.

2. Prove it, don’t just say it.
It amazes me how many sales-
people do not use testimonials.
Video proof of everything you
claim so that a prospective cus-
tomer can feel comfort can elimi-
nate the feeling of risk and justify
value over price — all based on
the words of other customers.

2.5. Be there after the sale
to prove your worth and earn a
referral. The biggest lost oppor-
tunity in any relationship is the
absence of the salesperson after
the sale has taken place. Help the
customer install. Help the custom-
er get started. Help the customer
understand and take advantage of
“best use.” Transfer your wisdom,
transfer your experience, transfer
all your help and the result will be
an earned referral (not an “asked
for” one).

Stop worrying about failing,
and start offering value:

e At your highest and best
level.

e With your highest and best
effort.

e With your highest and best
preparation.

e With the emotional passion
that becomes transferable to a
point where the customer will buy
from you.

This represents harder work
than you’re used to, but it sure
beats losing the sale.

Jeffrey Gitomer is the author of 12
best-selling books including The
Sales Bible, The Little Red Book
of Selling, and 21.5 Unbreakable
Laws of Selling.
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VIP Reception Party

Real Estate Auction

Utah Governor’s Office of B

Economic Development

Blidiness MEnterprise [HHKT

Fideli

INVESTMENTS
COLDWELL
BANKER

COMMERCIAL

d charles

U

SCHWAB @OmCCI Y ceospace

S TRONGBrOOK

Exhibition & Registration:

Fortune Expo, Inc.

Phone: (385) 888-6888
(801) 688-8929

Web: www.UtahIlBexpo.com




The Enterprise - Utah's Business Journal o April 7-13,2014 « 17

Are you waiting for that major market correction that may never come?

This year has been off to a
more muted start compared to last
year for the markets. As of March
27, the S&P 500 had posted a
gain of 0.037 percent
for 2014, compared to
more than 10 percent
in the first quarter of
2013. We also had the
five year anniversary
of the beginning of this
bull market on March
9, which has fueled the
pessimism from pun-
dits. Given the more than 170
percent total return on the S&P
since the 2009 bottom, everyone
seems to believe that a major mar-
ket correction of 15-20 percent is
just around the corner. While that
is a possibility, I think investors
could be surprised when such a
huge drop doesn’t materialize.

Looking at the fundamentals,
it’s hard to make the claim that
stocks are overvalued, in my opin-
ion. For example, the S&P 500
is trading at a 154 price/earn-
ings ratio, which is still below its
15-year average of 16.2. Some
international sectors are trading at
even larger discounts. When you
look at the dollars that have flowed
into stocks during the rebound,

MATTHEVIJ
PAPPAS

it’s astonishing when compared to
how much is still sitting in bonds.
Over the past six years there
has been a net inflow of $296 bil-
lion into equity mutual
funds, compared to over
$1.7 trillion that went
into bonds from 2007
to 2013. That means
that only 17 percent net
has flowed out of bonds
and into stocks since the
2009 bottom and it’s only
been positively skewed
towards equities for nine months.
So when I hear commentators
claiming that this bull market is
long in the tooth, I question their
argument. Also keep in mind that
these bond investments are earn-
ing historically low rates of return,
meaning the opportunity cost of
holding them versus stocks is only
going higher if stocks continue to
outperform bonds. Earnings levels
are projected to continue hitting
new all-time highs and broad eco-
nomic improvements continue.
Another way to judge where
the market is at is by analyz-
ing technical trends like supply/
demand, transaction volume and
new highs/lows for stocks. When
you look at those stats historically,

they were all very similar during
the major bull market tops in the
'80s, the dot-com boom and the
financial crisis. The volume of
buying decelerated while the vol-
ume of selling accelerated during
those peaks. Today, and especially
this year thus far, it has been the
exact opposite. Buying pressure
has accelerated and selling pres-
sure has decelerated even relative
to 2013.

Another key indicator is the
number of stocks hitting new
highs, which decelerated dramati-
cally before the market crashed
during prior peaks. There again,
the exact opposite is the case
today: the number of stocks on the
NYSE hitting new all-time highs
is growing, which suggests that
this market could still have a while
before it tops out.

I bring up both the fundamen-
tal and technical analyses because
together they can help explain
where the market may be heading.
A very prominent investment firm,
Dorsey, Wright and Associates, has
a great explanation on the relation-
ship of fundamental versus techni-
cal analysis. When both sides are
pointing in the same direction then
it’s like using two hands to play

the piano versus just one. What
you end up with is the ability to
play a musical masterpiece versus
something like a children’s song.
Today, both fundamental and tech-
nical analyses are harmoniously
pointing towards more upside for
the stock markets, in my view, not
a dramatic pullback.

This isn’t to say that we
couldn’t face a minor correction
of, say, 5-10 percent in the near
future. Ignoring the fact that we
already had about a 6 percent
pullback at the beginning of the
year, I do agree that it could be in
the cards in the near future. But
when is it not? There is always
something that could cause the
market to pull back by a negli-
gible amount like 5-10 percent.
And after 30 percent gains on the
S&P500 in 2013, I don’t see how
that would cause a lot of drama.
Plus, as long as you’re in the mar-
ket, even during a minor drop, you
have the opportunity to earn perks
like dividends and stock buybacks.
Those could potentially minimize
or even eliminate the losses from
the decline while positioning you
for the future growth potential of
that stock. Investor optimism has
improved and, in my mind, the

market looks much more stable
than it did even last year. Given
the adverse earnings potential in
bonds, I think the path of least
resistance is still in favor of equi-
ties.

Going back to the dollar flow
numbers I mentioned earlier, there
appears to me to be an enormous
amount of pent-up demand to push
this market higher. The macro-
economic environment continues
to improve and earnings are still
projected to grow by 10 percent
this year, according to analyst esti-
mates. Studies have shown that
market timing is a lost cause in the
long run and no one has hit it right
every time. In my opinion, most
of the TV pundits are simply sell-
ing fear because people are buying
it. So I say ignore them and don’t
wait for some giant pullback that
may never materialize. Everyone
was clamoring about a 20 percent
pullback last year and look where
things have come since then.

Matthew Pappas is a financial advi-
sor with the Cottonwood Group
of Wells Fargo Advisors LLC, a
wealth management team with
offices in Salt Lake City, Park City
and St. George.
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continued from page 7

GOVERNMENT

e The Utah Division of
Consumer Protection is warn-
ing Utahns to watch for charity
scams in the wake of the mudslide
tragedy in Snohomish County,
Washington. While the division
has received no confirmed reports
of mudslide charity schemes, it
nonetheless is reminding the pub-
lic to be wary of appeals via social
media or over telephone or cell
phone that may look to profit off
this natural disaster. Among ways
to avoid a scam, people may call
the division at (801) 530-6601 to
see whether a charity or fundrais-

Industry Briefs

ing organization has to be regis-
tered in Utah. They also may log
on to www.consumerprotection.
utah.gov.

HEALTHCARE

¢ Q Therapeutics Inc., Salt
Lake City,has hired Dr. Mahendra
Rao as chief strategy officer
and chairman of the Scientific
Advisory Board. Rao is the sci-
entific founder of the company,
with his work focused on neural
stem cells. Most recently he was
director of the Intramural Center
for Regenerative Medicine at the
National Institutes of Health. He
also held joint research appoint-
ments at the the National Institute
of Neurological Disorders and

Stroke and the National Institute of
Arthritis and Musculoskeletal and
Skin Diseases. Previously, Rao
was vice president of stem cell
research at Life Technologies Inc.
(now Thermo Fisher Scientific),
stem cell section chief at the
Laboratory of Neurosciences at
the NIH National Institute of
Aging, and associate professor
in neurobiology and anatomy at
the University of Utah School of
Medicine.

* Orchard Park Post-Acute
Rehab, Provo, has implemented
a new in-house rehab therapy
program, directed by Dr. Jeremy
Osmond, with three prominent
local physicians serving as direc-
tors: Dr. Ronald Asay as director
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of the “Achieve” cardiac wellness
program, Dr. David Hilmo as
director of the “Inspire” stroke
and neurological
wellness  pro-
gram, and Dr.
Adam Bergeson
as director of
the “Optimise”
orthopedic
rehab program.
Osmond, direc-
tor of rehabili-
tation, received
his Doctorate of Physical Therapy
from the University of Utah. His
background includes orthopedic
physical therapy, neurological
rehab, wound care and in-home
healthcare. Under the direction
of Hilmo, Osmond provides ther-
apy to improve stroke outcomes.
Under the direction of Bergeson,
Osmond uses a trans-disciplinary
orthopedic care model designed to
decrease post-operative recovery
time and elevate the overall level
of care through precisely coordi-
nated treatment plans.

e Davis Internal Medicine,
Layton, a member of Physician
Group of Utah, has hired Dr.
Dominka Janowski, a board-
certified internal medicine
specialist. ~ Janowski’s  areas
of special interest include
endocrinology, diabetes, women’s
health and cardiac preventative
medicine.

e Jordan Valley Surgical
Specialists, West Jordan, has hired
Dr. Kristofer Mitchell, a general
surgeon. Mitchell also will serve
as trauma medical director for
Jordan Valley Medical Center.
Mitchell comes to Jordan Valley
Surgical Specialists from the
Springfield Clinic in Springfield,
Ill. His areas of special interest
include laparoscopic surgery, her-
nia repair, anti-reflux surgery with
hiatal hernia repair and colorectal
surgery. The practice is a member
of Physician Group of Utah.

Jeremy Osmond

HOSPITALITY/FOOD
SERVICE

e Cuisine  Unlimited
Catering & Special Events, Salt
Lake City, is one of seven region-
al finalists for the U.S. Chamber
of Commerce’s 2014 “Dream
Big” Small Business of the Year
Award. As the western region-
al finalist, Cuisine Unlimited
stood out among companies from
Arizona, California, Hawaii,
Nevada and Utah for its excep-
tional business practices and com-
munity involvement. The award
honors businesses that excel in
areas including strategic planning,
employee development, commu-
nity involvement and customer
service. The chamber will recog-
nize Cuisine Unlimited, the six
other regional finalists and 100
Blue Ribbon Award winners at
the 10th annual America’s Small
Business Summit, set for June
11-13 in Washington, D.C. One
regional finalist will be named

the “Dream Big” Small Business
of the Year and receive a $10,000
cash prize.

LAW

¢ Van Cott,Bagley, Cornwall
& McCarthy PC, Salt Lake City,
has hired Russell Y. Minas for the
Litigation Section of the firm and
its Family Law
Practice Group.
Minas’ practice

at  Van Cott
will focus on
family law, with
an emphasis

on alternative
dispute
resolution. He
has handled
thousands of court cases, as well
as private dispute resolution
processes. He serves as litigator,
mediator and collaborative
practitioner in all types of family
law matters.

REAL ESTATE

¢ TerraForm Cos., a Salt
Lake City based developer of net
leased properties, has hired Jason
E. Smith as a principal and leader
of the organization’s operations
and business development. Smith
previously was a commercial real
estate consultant with Deloitte in
the Washington, D.C., area. Smith
has 10 years of experience in the
commercial real estate industry.

SERVICES

e Blue Ridge Partners,
McLean, Va., has hired Mark
Hardy of Salt Lake City as a man-
aging director. Hardy has more
than 20 years of investing experi-
ence with Aurora Capital Group,
focused on its private equity funds
and portfolio companies. He began
his career at Bain & Co. His edu-
cation includes a BS in Economics
and a BA in Political Science from
the University of Utah.

TECHNOLOGY/LIFE
SCIENCES

e DigiCert, Lehi, has hired
Laura Laney as vice president
of marketing. Laney’s back-
ground has focused on enterprise
and channel software marketing,
including the digital identity assur-
ance market, with previous stints
at Venafi, Adobe and Omniture.
Laney earned her MBA from Utah
State University and also holds a
BA in Business Management from
Utah Valley University.

e Numira, Salt Lake City,
has appointed David Raminick as
vice president of sales and market-
ing. Raminick has more than 20
years of sales, marketing, business
development and finance experi-
ence. He previously was vice pres-
ident of business development and
strategy for Radiate Media and
held management roles for Audi,
Volkswagen Credit/Audi Financial
Services and the Volkswagen
brand.

Russell Minas
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make it any less of a priority. It
might be useful to think about
future money when you think
about making a discretionary pur-
chase. Are those dollars you are
spending at a mall or restaurant
today better off saved or invested
for tomorrow?

Think about your big dreams
and goals, the ones you have
looked forward to realizing for
years. How many dollars are you
putting toward them? Is your
spending aligned with them or
in conflict with them? Could you
spend less here and there and
devote more money to those pri-
orities? Sometimes we have to
borrow and spend more than we
would like, but often we have
a choice — and the choice we
make may affect our ability to
retire sooner or later.

Mark Lund provides 401(k) con-
sulting for small businesses and
investment advisory services for
select individuals at Stonecreek
Wealth Advisors Inc. in Salt Lake
City.
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May 13-14

Great Salt Lake Business
Expo. Location is South Towne
Expo Center, 9575 S. State St.,
Sandy. Details are at http://www.
uvexpo.com/salt_lake_biz_expo/.

May 16, 11:30 a.m.-1 p.m.
MountainWest  Capital

Network (MWCN) Deal Flow
Lunch and Book Presentation.
Event features the 19th year of
publishing the Deal Flow Report
about Utah’s capital deals.
Location is Little America Hotel,
500 S. Main St., Salt Lake City.
Cost is $55 for members, $75 for
nonmembers. Details and regis-
tration are at http://www.mwcn.
org/event-registration/.

May 21, 8:30 a.m.-1:30 p.m.
13th annual Trade and

Business Conference, hosted by
Zions Bank. Keynote speakers
include Felipe Calderén, who
served as president of Mexico
from 2006-2012, and Joe
Lieberman, U.S. senator from
1988-2012 and Democratic can-
didate for vice president in 2000.
Event will also include honoring
the recipient of the 2014 Global
Pacesetter Award, a distinction
given annually to a Utah com-
pany demonstrating internation-
al success. Location is the Salt
Lake Marriott Downtown at City
Creek. Cost is $35 and includes
lunch. Registration can be com-
pleted at www.zionsbank.com/
conference or by calling (801)
844-8573.

SOLAR
from page 1

through Rocky Mountain Power.

The Utah Public Service
Commission and Iron County
Community Development and Re-
newal Agency granted Scatec the
final approvals, making the project
fully permitted and entitled to be-
gin construction.

The solar plant will be locat-
ed on approximately 650 acres of
privately owned land within the
Parowan city limits, west of I-15
and west of the actual town of
Parowan. It will be located im-
mediately adjacent (south) to the
existing Parowan Valley power
substation and just south of Little
Salt Lake, a dry lake bed in eastern
Iron County.

The project will not only be
the largest utility-scale solar farm
in Utah but, once in operation, it
will be among the top 12 energy
generating solar farms in the Unit-
ed States.

Scatec has projected con-
struction to start in the third quar-
ter of this year and the project will
be built in a single phase. The PPA
with Rocky Mountain requires
Scatec to begin putting power on
the grid by December 2016, with
a provision for the purchase of the
solar energy if construction is com-
pleted earlier. Although Scatec de-
cline to give a cost for the project,
early press reports when the proj-
ect was first announced in 2011 es-
timated a price tag near $500 mil-
lion.

Scatec is currently finaliz-
ing a competitive bid process for
the general engineering, procure-
ment and construction (EPC) of
the project and Anna Gemolas,

spokeswoman for Scatec Solar
North America, told The Enter-
prise that the company will highly
encourage the selected EPC con-
tractor to use local subcontractors
as much as possible.

“We are very proud to move
into the next stage of develop-
ment for the Utah Red Hills Re-
newable Energy Park,” said Ray-
mond Carlsen, CEO of Scatec.
“With our experience gained from
PV (photovoltaic) projects around
the world, our team is well pre-
pared to take on the challenges as-
sociated with realizing this large-
scale solar power plant — and we
are grateful for the opportunity to
bring our expertise to this first util-
ity-scale PV project in Utah.”

“Energy development is one
of Utah’s four cornerstones to con-
tinue to strengthen our economy,”
said Utah Gov. Gary R. Herbert.
“By supporting projects like the
Red Hills Renewable Energy Park
and other utility-scale renewable
energy facilities, Utah will remain
a premier destination for business,
jobs and an enviable quality of life
for our residents.”

“The Red Hills Renewable
Energy Park represents a major
step forward in providing Rocky
Mountain Power access to the su-
perb solar power potential avail-
able in Utah,” said Luigi Resta,
managing director of Scatec Solar
North America.

“Rocky Mountain Power is
committed to providing a bright
energy future with renewable en-
ergy choices,” said Rocky Moun-
tain president and CEO Richard
Walje. “Our contract with the Red
Hills Renewable Energy Park is
one big step of many to come to
bring renewable energy opportuni-

ties while maintaining reasonable
prices for customers.”

The plant is expected to gen-
erate approximately 210 million
kilowatt-hours in its first full year
of operation — power equivalent
to the annual consumption of ap-
proximately 18,500 homes. Based
on U.S. Environmental Protection
Agency estimates, it will produce
enough renewable power to pre-
vent nearly 150,000 tons of car-
bon dioxide emissions annually —
the equivalent to removing nearly
28,000 cars from Utah’s roads each
year of the 20-year agreement, ac-
cording to a release from Scatec.

The ground-mounted photo-
voltaic solar facility will deploy
approximately 325,000 PV mod-
ules on a single-axis tracking sys-
tem, and will interconnect to an
existing PacifiCorp 138 kilovolt
line in the Parowan Valley substa-
tion.

In addition to the United
States, Scatec Solar is currently
developing utility-scale projects
in Africa, Asia and Europe — in-
cluding the recent completion of
the 7SMW Kalkbult solar park in
South Africa, currently the largest
in Africa.

From its U.S. base in Sausal-
ito, Calif., the company develops,
builds, owns, operates and has sold
turnkey, solar power solutions for
on-grid applications, with a focus
on utility-scale projects since for-
mation in January 2009. Scatec
has developed over 55 megawatts
of utility-scale projects in Califor-
nia and Hawaii. The company has
mid- to late-stage development
projects in Hawaii, Georgia and
Texas.

® Penetration Testing
® PClCompliance
® Managed IT Services

Professional IT Services include:

(801) 889-1383
www.wazitech

com




Pages 20-23 April 7-13, 2014 —

eal Estate Section

Moose Springs Ranch

Heber City — Wasatch County — Utah

Here is an
extraordinary
opportunity to own
almost one square
mile of some of the
most beautiful and
enjoyable mountain
land now available
in the Rocky
Mountain West.

The Moose Springs Ranch encompasses about 584 acres of
wonderful terrain which are graced by stunning stands of quaking
aspen and alpine conifer trees. This rare holding also contains
many year ’round springs and small creeks. It is situated in the
Lake Creek Drainage — one of Northern Utah’s most reliable
watersheds.

Grassy parks attract good numbers of Rocky Mountain elk.
Beautiful willow draws provide abundant forage for surprising
numbers of moose. Mule deer are plentiful along with occasional
sightings of black bear and cougar.

The Moose Springs Ranch straddles Lake Creek Road about
13 miles east of Heber City, Utah — a paved scenic drive.

The Ranch has had only two ownerships in 60 years — a

rare offering in today’s market.
The Ranch is currently zoned for 20-acre parcels which positions it

nicely for a conservation easement should the next owner choose to
create a family legacy compound or corporate retreat and recoup
some of the purchase price vis-a-vis attendant tax deductions.

This magnificent holding is situated only 26 miles from Park
City — 58 miles from Salt Lake City — 41 miles from Provo. This
amazing location is further enhanced by the Heber Valley Airport
— one of the best corporate jet-capable facilities in the West is just
38 minutes from the Ranch.

This amazing block of land is competitively offered at $3,869,600
equating to $6,626 per acre. It must be considered by Buyers looking
for more than a “postage stamp ranch” — here is plenty of room to
roam in one of Northern Utah’s increasingly desirable mountain
locales.

Please Call Patrick Bates at 801-560-4259 or
David Packer at 801-419-9932
or Download Complete Brochure from Website.

First American Title

BATES LAND
CONSORTIUM, INC.

FOUNDED 1970 AS PATRICK BATES LAND COMPANY]

~BLC~-

BATES LAND
CONSORTIUM, INC.

FOUNDED 1970 AS PATRICK BATES LAND COMPANY

~BLC-
SALT LAKE CITY
800-819-9920

801-521-4259

www.bateslandco.com
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Millrock Park is accepting applications
for an in-house Leasing Agent.

Please send inquiries to: Steve@millrock.net

MILLROCK PARK .
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Ben: 801-891-6927
James: 801-891-6932

orthgate

BUSINESS PARK

$165 and up

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

Absolutely the best deal in town!

Amenities Include:

« Free Parking » 2 blocks from a main I-15 on/off ramp

« Conference Rooms 24 hour camera security

* 24 hour electronic key card access  « Thriving business community

« 8 blocks from city center « Public transportation in front of property
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Amazing canyon-like setting in Gilmer Park Lambert Lane Forty

Francis - Summit County - Utah

The Lambert Lane Forty is
conveniently located in the
picturesque Kamas Valley in
Summit County, Utah. It is
situated on the north edge of the
Town of Francis and just one mile
south of Kamas — a quarter-mile
west of State Highway 32. Park
City is only 18 miles away and Salt
Lake City is an easy 50-mile drive.

This Offering is ideal for an
equestrian ranch  possessing
reliable native grass meadows and solid water rights. It contains 40 acres most of which
is irrigated meadow.

The Forty is well-fenced and has been wisely managed for two generations to pasture
1264 Yale Avenue horses and cattle with occasional harvest of grass hay.
The Lambert Lane Forty is centrally located in the heart of Northern Utah’s high
$ 1 480 000 country recreation. The Park City — Deer Valley — Canyons Resort Complex Area offers
9 9 world-class recreation, dining, cultural arts and great shopping. Hosting seven major
venues for the 2002 Olympic Winter Games. With the “Greatest Snow on Earth”, the
e 58 acres, stream, bndge , privacy & trees Park City Area is world-renown for winter recreation. Park City is also a favorite summer
. destination because of its alpine setting with cool summer evenings. Numerous
* Tastefully rebuilt, 6 bedrooms, 5 baths, 2-car garage championship golf courses are within easy access.
. . . . This choice parcel of land possesses strong irrigation rights — 120 shares of stock
* Indonesian hardwood ﬂOOI’S, hlgh quahty wood windows represent about 39 acre-feet of actual water. Additionally, a well is registered for five
* Functional floor plan for daily living and entertaining CODELOIIIEINVGIES , . _
S ¢ ¢ a air Suite Offered at $900,000 by a Family Desiring to Amicably Divide the Pie.
® deparate guest or au .
P & P BATES LAND Please Call David Packer
CONSORTIUM, INC. at 801-419-9932
FOUNDED 1970 AS PATRICK BATES LAND COMPANY or Download Brochure
Coldwell Banker Residential Brokerage ~BLC- from Website.
—— . SALT LAKE CITY
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We’ve moved!

First American Title National Commercial Services is now located at

215 South State Street, Ste. 380
Salt Lake City, UT 84111

Phone numbers remain the same.

First American Title™
NATIONAL COMMERCIAL SERVICES

- , 801.578.8888 v www.firstam.com/ncs
ake no exp ed warranty respecting the "
st American go, First American Title,

. . . j E L
ﬁ ncial Corj ts affiliates. irst American Financial Corp d. v NYSE: F/
.
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Enabling Great Design

Dunn Associates, Inc. Constulting Structural Engineers
380 West 800 South, Suite 100
DUNN Salt Lake City, Utah 84101
(801) 5757-8877 www.dunn-se.com

DUNN ASSOCIATES, INC

Consulting Structural Engineers




