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Dear CONNECT Readers,

September is here and we all know what that 
means: the last summer vacation has been 
taken, school is back in session and cooler 
temps are just around the bend. September is 
my favorite month of the year in Michigan—
there is still so much to do and it’s the start of 
fall, my favorite season. Ideally, we'll be having what I call 
"sweatshirt and shorts" weather.
Established in 1941, our featured business Smith Haughey Rice 
& Roegge has grown to a firm of over 60 attorneys across their 
offices in Grand Rapids, Muskegon, Holland and Ann Arbor. This 
month we are getting to know the Holland office legal team a bit 
better, so make sure you check out the feature article on pg. 4.
Expert Contributors Schreur Printing and Ottawa Area ISD 
are back with educational articles in their area of expertise. 
Interested in becoming an Expert Contributor? Contact Patrick 
Avery for more information. Liz Hoffswell of the Michigan Small 
Business Development Center penned yet another information-
packed article for us this month. Flip to pg. 16 for ways you can 
use Focus Four to create a better future for your business.
Don't forget to browse our Calendar of Events for happenings 
in the month of September and as always, thank you for 
reading!

Patrick Avery
Publisher

www.PhotoOpStudio.com(616) 836-5217

WEST MICHIGAN PHOTOGRAPHY STUDIO

PHOTO OP STUDIO

430 West 17th Street, Suite 18, Holland, MI 49423 
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COVER STORY

Smith Haughey Rice & Roegge
Compiled by Chelsea Scott  |  Photo by Photo Op Studio 

Established in 1941, Smith Haughey 
Rice & Roegge (Smith Haughey) 
has grown into a law firm of over 

60 attorneys across four offices in the 
state of Michigan, serving businesses and 
individuals at every stage of their growth 
and planning.

In addition to Holland, Smith Haughey has 
offices in Ann Arbor, Grand Rapids and 
Muskegon. “The Holland office opened in 
2016 with two attorneys and has expanded 
rapidly—in both the number of attorneys 
and staff and services,” said Shannon 
Cunningham, Director of Marketing & 
Business Development. “While our clients 
benefit from services suited to a large firm, 
they experience the intimacy, flexibility 
and availability that our team provides.” In 
this month’s feature, we’re taking a moment 
to get to know several members of the 
Holland Smith Haughey legal team. 

Meet the Holland  
Legal Team: Q&A

Nick Reister, Shareholder
CONNECT: What do you enjoy about 
being an attorney? 
Reister: I have always felt a call to serve 
people and I enjoy solving puzzles. My 
interests also include cultivating healthy 
families and generational relationships, 
business leadership, and ministry. My 
practice constantly feeds me with these 
good things.

CONNECT: What do you appreciate 
about the Holland community?

Reister: I came to this town by way of 
Hope College in the fall of 1998 without 
much understanding of the richness of 
this town’s culture and history, generous 
spirit, or fertile business environment. I 
quickly discovered these things and when 
my wife, Misten and I considered where 
we would want to establish our family and 
our careers, these factors made Holland a 
no-brainer. 

Matthew Wiebe, Associate 
Attorney
CONNECT: What brought you into this 
line of work?  

Wiebe: I became an attorney to help 
businesses and nonprofits work through 
challenges and negotiate significant 
events. As trusted counsel, we have the 
opportunity to set our clients up for success 
and join them in completing organizational 
milestones.

CONNECT: What do you find rewarding 
about working with Smith Haughey?

Wiebe: Smith Haughey has attorneys 
with a wide range of practice areas and 
experience located in West Michigan. We’re 
able to handle many of our clients’ complex 
needs right here.

CONNECT: What do you like most 
about the work you do?

Wiebe: I have the opportunity to counsel 
many local nonprofit organizations, giving 
me the chance to observe and support 
their missions. I enjoy getting to know 
the passionate people who lead these 
organizations and helping them bring their 
dreams to reality.

Mike Doversberger, 
Shareholder
CONNECT: What led you to practice 
law?

Doversberger: I view the profession as an 
opportunity to serve others, whether that is 
responding to challenges or helping clients 
make the most of strategic opportunities. 
This perception motivated me to pursue 
law as a career. It has been a real privilege 
getting to know the individuals and 
businesses in our community. 

CONNECT: What do you find to be 
fulfilling about your work at Smith 
Haughey?

Doversberger: The opportunity to 
work with our team, and to collaborate 
and utilize our collective and diverse 

experiences, whether in business, real 
estate, employment, estate planning, or 
corporate law, for the benefit of our clients, 
and to find practical and creative solutions.

CONNECT: Can you share something 
that makes working in the community 
you serve special?

Doversberger: Our community is 
comprised of dedicated and passionate 
people and businesses. Over the last few 
years, and in addition to other community 
events, we have enjoyed opening our patio 
on 8th Street to local nonprofit groups for 
various events and meetings. It’s a great 
opportunity to get outside, appreciate 
where we live and work and support the 
many volunteers and organizations within 
our community. It’s motivating for us to 
see the enthusiasm and investment in West 
Michigan and to have an opportunity to 
play a part in this. 

CONNECT: How has this profession 
impacted your life?

Doversberger: The profession has helped 
me recognize the importance of service 
and understand that in our role as counsel, 
we’re called upon to help individuals and 
businesses during periods of crisis or 
opportunity. This is a significant honor we 
take seriously. 

Jaron Nyhof, Shareholder
CONNECT: Why are you passionate 
about practicing law?

Nyhof: It is inherently rewarding to be a 
trusted advisor and counsel clients in some 
of their most important decisions.

CONNECT: Tell us something you find 
gratifying about working with Smith 
Haughey.

Nyhof: I love that we function as a 
seamless team. When you hire one of us, 
you’ve hired all of us, and our collegial 
culture enables us to bring the best person 
for the job to each situation, creating value 
for our clients and comradery amongst our 
members.
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CONNECT: What is something readers 
may not be aware of when it comes to 
the type of work you do?

Nyhof: I think people would be surprised 
to learn of the depth and breadth of our 
practice, representing clients across the 
country in sophisticated transactions and 
litigation, and regularly negotiating with 
large law firms in metropolitan centers (but 
at half their price!). In recent years, our 
Holland office has been involved in over a 
billion dollars of annual transactions. Who 
knew you could have that kind of depth 
and market exposure working from such 
a quaint small town? It’s the best of both 
worlds.

CONNECT: What has been your biggest 
inspiration?

Nyhof: I’ve had several mentors over the 
years who have modeled what it means to 

be a professional, garnering respect from 
clients and colleagues as you earn a living 
and build your reputation on the one hand, 
while serving and giving back to your 
community on the other. That symbiotic 
relationship with your community is a truly 
rewarding way to live.

CONNECT: Speaking of, how does the 
firm give back to the community?

Nyhof: We sponsor and support dozens 
of community nonprofit events every year, 
giving back to the community that sustains 
us, and all of our Holland attorneys are 
actively involved on nonprofit boards and 
in other community service events.

Patty Jander, Associate 
Attorney
CONNECT: What do you find rewarding 
about working at Smith Haughey?

Jander: It is rewarding to assist the West 
Michigan community so directly. Our 
clients are truly our neighbors. The ability 
to assist our neighbors with important 
aspects of their lives and business 
development is something very unique 
to this field. It is a privilege to play such a 
direct role in building the community here 
on the lakeshore. 

CONNECT: What’s the best thing about 
serving the Holland area?

Jander: I enjoy getting to know my clients 
on a personal level and helping them 
navigate the ins and outs of their business 
development. While my practice is focused 
on general business and real estate, I 
specialize in trademark law. This area of 
law impacts nearly every business owner in 
some way and I have the unique privilege 

>> Continued on page 6



6 CONNECT  |  SEPTEMBER 2021

<< Continued from page 5

of assisting my clients in navigating 
something that may be unfamiliar to them.

CONNECT: What do you enjoy most 
about working with this firm?

Jander: My favorite part of working at 
Smith Haughey is feeling like I’m part of a 
team. I enjoy that our office pushes every 
attorney to be their best and to provide the 
best service to our clients. I enjoy working 
with individuals who have a unique and 
different approach to their practice.

CONNECT: Does the office participate in 
charitable organizations or events?

Jander: The lakeshore community is 
incredibly generous—I am amazed at 
the commitment that businesses have 
to support local nonprofits and engage 
across the board to help this community 
flourish. Smith Haughey is committed 
to community development, and many 
of our attorneys serve on local nonprofit 
boards in addition to the firm’s financial 
contributions to various organizations. As 
a board member of the Holland/Zeeland 
Young Professionals, I get to see first-hand 
how eager this generation of professionals 
is to make Holland one of the best cities to 
live and work in. 

LeAnn Immink, Paralegal
CONNECT: What makes your work 
rewarding? 

Immink: I enjoy being a part of such a 
positive work environment, and the great 
client relationships that I have formed since 
working at Smith Haughey.

CONNECT: What is your favorite part of 
the day-to-day duties?

Immink: I enjoy knowing that I am assisting 
clients with whatever they need so they can 
focus on other areas of their business.

Smith Haughey Rice & Roegge 
Holland Office Staff Listing

• Nick Reister, Shareholder, Holland Office 
Managing Partner, Trusts & Estates 
Practice Chair

• Jaron Nyhof, Shareholder, Founding 
Shareholder of Holland office

• Jack Marquis, Of Counsel
• Patty Jander, Associate Attorney
• Mike Doversberger, Shareholder, 
Business and Real Estate Practice Chair 

• Matthew Wiebe, Associate Attorney
• LeAnn Immink, Paralegal
• Heather Bruce, Legal Assistant
• Dee Dee Vredeveld, Legal Assistant
• SaraJane Bos, Office Coordinator

It’s no surprise that Smith Haughey 
attorneys have been listed among Best 
Lawyers, Super Lawyers, Leading Lawyers 
and Grand Rapids Magazine’s Top Lawyers. 
They’ve received awards from their alma 
maters, local and state bar associations, 
and local chambers of commerce, among 
others. Most importantly, their clients 
are well represented and recommend 
them to their friends and colleagues. As a 
recent example of that representation, the 
attorneys of Smith Haughey’s Business and 
Real Estate Practice Group represented 
Festida Foods and related entities in 
the negotiation and sale of its business 
to a subsidiary of Utz Brands, Inc., a 
publicly-traded and leading snack food 
manufacturer, for $41 million. Nyhof 

said “Our team represented Festida from 
the negotiation of the letter of intent all 
the way through to the final closing in 
all aspects of the transaction opposite a 
national law firm of over 775 attorneys. 
Our client was very pleased with our 
representation and the outcome, and said 
that while we were always outnumbered, 
we were never outgunned.” The successful 
negotiation is just one more demonstration 
of the capabilities of this firm. Of course, 
it’s the Smith Haughey team that makes 
experiences and accolades like these 
possible. “We recognize that it's people 
who define success,” Cunningham said. 
“Our attorneys appreciate the importance 
of enhancing our clients’ existing teams—
whether it be one’s employees or family 
members—to determine solutions to their 
problems and aid in their success.”

Smith Haughey helps demonstrate the 
value that dedicated people can have on 
results. Positive results lead to community 
trust. And community trust means the 
opportunity to move full steam ahead 
toward a promising future. “The goals for 
our office for the immediate future are to 
continue expansion and bring awareness 
to the business community about the 
wide variety of services our attorneys can 
handle,” Cunningham shared. “At the end 
of the day, we want to continue to best 
serve our lakeshore neighbors and business 
owners as they start, grow, pivot and or/
transition their businesses.”

Smith Haughey Rice & Roegge’s Holland 
office is located at 85 E 8th Street and is 
open from 8:30am–5pm daily. For more 
information, visit www.shrr.com.
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As a map is to a road trip, 
a sales funnel is a guide 

for marketing. As you think 
about your own sales funnel, 
remember no “one size fits 
all.” Ultimately, the funnel is 
a concept that will allow you 
to be more intentional in your 
communication while giving 
prospects space to make their 
own decisions. 
A sales funnel helps you be 
more intentional in your 
connections with people. The 
goal of marketing is not to make 
sales, but to build value-based 
relationships.
The symbol of a funnel captures 
a fundamental principle of 
marketing, qualifying your 
leads. Starting with a large pool 
of leads to move prospects to 
customers. While some people 
will progress to be customers, 
your marketing will also 
“funnel out” others who aren’t 
a good fit. Not everyone will 
buy from you. That’s normal. 
But here’s the good news, 
you can influence how many 
people become clients! As you 
optimize communication, you 
will gently guide more people 
toward conversion and long-
term loyalty.
Here are five stages of a 
customer’s potential journey.
1. Awareness
Prospects learn about your 
existence. As you consider this 
stage of communication, ask, 
“What will drive traffic in our 
direction? What will attract 
interest?” Combining excellent 
print and digital marketing will 
put a memorable face on your 
business.
Action steps:  
• Grab attention with events, 
referrals, billboards, or media 
spots 

• Combine ads, direct mail, and 
online marketing to drum up 
leads

2. Interest
Prospects move beyond general 
awareness to intentional 
engagement. Ask, “What will 
engage prospects and build top-
of-mind awareness? How can we 
establish expertise or show case 
our skills?  
Action steps:  
• Use testimonials from existing 
customers

• Trade valuable coupons or 
free content for their contact 
information

3. Consideration 
Prospect evaluates your product 
or services, and you work hard 
to gain their commitment. Ask, 
“What information do they need 
to make a decision? How can 
we overcome their obstacles and 
objections?” 
Action steps:  
• Create targeted content to 
feature your unique selling 
points

• Answer questions, use 
examples, and showcase real-
life benefits your products 
bring

4. Action 
Now it’s time for the big ask, 
prospect converts and becomes 
a customer. Ask, “What is our 
irresistible offer? How can we 
bring a personal touch to tip 
them toward action?” 
Action steps:  
• Increase urgency through 
scarcity, time-bound offers, or 
bonus gifts

• Offer targeted information 
(like sell sheets or tailored Q/A 
pieces) that uniquely address 
their situation

EXPERT CONTRIBUTOR  SCHREUR PRINTING

5. Retention 
Perhaps the most 
essential part 
of your funnel 
is convincing 
current 
customers to 
keep coming back! At the end 
of a sale ask, “What messages of 
gratitude or surprise/ additional 
incentives can we offer? How 
can we invite feedback or 
involve customers in a two-way 
conversation? 
Action steps:  
• Upsell and resell
• Invite feedback, gather 
testimonials, and 
communicate the value you 

bring to existing customers
Use the sales funnel to 
become more intentional in 
your marketing and to show 
appreciation. Offer people value 
at every stage and customers 
will put their trust in you. 
Schreur Printing is located 
at 10861 Paw Paw Drive 
in Holland. Reach them by 
calling (616) 392-4405 or by 
visiting their website, www.
schreurprinting.com.

Building an Intentional Sales Funnel 
By Mary Jane Schreur,  
Schreur Printing & Mailing
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616.399.6861   4275 136th Ave., Holland, MI 49424
www.boschslandscape.com

Planting for the Future

AW
ARD WINNING COMPANY

IN BUSINESS

36 YEARS 

Paver brick patios 
and walkways

Full Service 
Landscape Company
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Thompson M-TEC Provides Customized 
Training for Businesses of All Sizes 

By Tonia Castillo, Director of Adult Training and Career Services for Thompson M-TEC

EXPERT CONTRIBUTOR  OTTAWA AREA ISD

Thompson M-TEC in 
Holland, a service of 

Ottawa Area ISD, has been a 
local education and training 
resource for lakeshore residents 
and businesses for over 20 
years. Named for Patrick 
A. Thompson, founder of 
Trans-Matic Manufacturing 
Co., M-TEC is dedicated to 
providing up-to-date training 
for local businesses in health 
sciences, manufacturing, office 
and technology, and residential 
skilled trades.

M-TEC is the only facility 
along the lakeshore to offer 
training for HVAC-R, Property 
Maintenance Technician, 
and FANUC Robotic 
Programming.

“We are proud to offer these 
programs that save our 
local businesses time and 
money by providing high-
demand training near home 
instead of hours away,” Doug 
Bagley, Corporate Training 
Supervisor for Thompson 
M-TEC, said. “Our programs 
also offer certifications 
including Certified Apartment 
Maintenance Technician 
and FANUC Certified Robot 
Operator.”  

To meet business demands, 
M-TEC will soon double 
the size of the HVAC-R and 
Property Maintenance training 
labs and add FANUC Robotic 
Mechanical Rebuild and Robotic 
Electrical Troubleshooting 
and Repair for maintenance 
technicians in the industry.

Along with increasing 
classroom sizes, M-TEC is 

also increasing class offerings 
with a focus on Industry 4.0 
classes. New courses will 
include Robotic Programming, 
Programmable Logic Controls 
(PLC), Robotic Weld Cells, IoT, 
and more. 

M-TEC is dedicated to 
providing customized 
training for any business. We 
regularly work with companies 
interested in similar training to 
form a training cohort thereby 
relieving the pressure to fill a 
class on their own. M-TEC is 
here to help!

Kate Tejada, HR, SHRM-
CP, Director of Human 
Resources for Plascore, Inc., 
said the M-TEC team was 
very responsive and helpful 
in establishing a custom-fit 
program for their team. “The 
employees that completed the 
course work have continued 
to grow their skill sets using 
the content they learned in 
their classes,” Tejada said. “The 
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quality of our employee’s work 
has improved while scrap has 
slowly declined.” 

Magna Corporation in 
Holland has sent plant 
maintenance staff to 
Thompson M-TEC’s Multi-
Skilled Technician training 
program for over 2 years. and 
has seen the benefit for their 
employees. 

“Their maintenance manag-
er said employees are more 
eager to do things in the plant 
without hesitation and have 
a much faster response time 
when fixing problems,” Bagley 
said. “In fact, a technician who 
was hesitant to go through 
the training said he loved the 
classes and uses the skills he 
learned every day!”

With over 20 years of 
educating and training 
industries along the lakeshore, 
M-TEC has proven to be a 
reliable training resource for 
businesses. We invite you to 
call us today to see how we can 
work with you to take your 
business to the next level.”

Thompson M-TEC, a service 
of Ottawa Area ISD, provides 
customizable and flexible 
education and business 
training, career coaching and 
development, certification 
testing, and assessments 
to meet the needs of adult 
students and the business 
community. To learn more 
about Thompson M-TEC visit 
www.mtec.org.
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I was once told that there were 
around 250 design, marketing, 

and advertising firms in West 
Michigan, ranging from 
mom-and-pop shops to large, 
full-service agencies. If that 
number makes your head spin, 
you’re not alone. Choosing a 
marketing partner can be a bit 
overwhelming, but there are a 
few steps that any organization 
can take to help position you for 
a mutually beneficial and long-
term working relationship.

Let me use this analogy: If 
your marketing goals were a 
car, what kind would it be? 
Big? Small? One of a kind? Or 
something that’ll just get you 
from here to there? As simple as 
that makes it sound, it’s helpful 
to boil it down to a few key 
considerations.

Money Matters

Around here, this can be a 
tough one. Maybe it’s the whole 
West Michigan nice thing, but 
people don’t seem to like talking 
about money. In many cases, 
we find that a budget hasn’t 
been established at all. But 
without a budget, it’ll be hard 
for you—and the firms you are 

considering—to know if they 
might be a good fit. 

Think Goal-Oriented 

What do you want to 
accomplish? If it’s a website for 
instance, great. But what do 
you want it to do? The right 
marketing partner shouldn’t be 
asking what you need, but more 
importantly, why you need it. 
Understanding your goals will 
help them create the assets you 
need to achieve them.

Look at the Book

Now that you have two key 
parts figured out—budget and 
goals—the next question is: 
what firm or firm(s) makes the 
most sense for your company? 
If a firm says they can do it 
all, they’re likely not being 
completely forthright. Better 
to work with a company that 
knows its strengths and has 
partners in place to execute 
what’s outside its wheelhouse. 
This is also an opportunity 
for you to kick the tires a bit. 
Look at their past work—in the 
business, it’s called their “book” 
or “portfolio”. If they can’t 
show you examples of previous 

EXPERT CONTRIBUTOR  NEXT CREATIVE CO.

successes, they likely aren’t the 
right resource. If what they 
show is confidence-inspiring, 
you’re probably in good hands.

Gut Check

At some point, you’re probably 
a few meetings deep and are 
starting to get a vibe for a 
couple of potential partners. 
Does their work style mirror 
up to yours? Are they easy 
to communicate with? Do 
they have long-term working 
relationships? But if you’re 
still not sure, ask around. 
In a market the size of West 

Michigan, there’s a good 
chance you know someone 
who’s worked with them in the 
past. 

Start Small

Fit is everything. Once you’ve 
chosen a partner, a good way 
to start is with a small project. 
This approach gives everyone 
an opportunity to feel things 
out. After all, there’s no reason 
to go from 0 to 100 right out of 
the start. And you can always 
change lanes if you need to.

www.welcometonext.com

Choosing the Right 
Marketing Partner 
By Tom Crimp, Next Creative Co. Partner/Business Development
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Make your business a priority.
Contact the Publisher of this magazine 
for more information.

HUNGRY?
The FOOD you want. 
WHERE you want it.

Check out 40+ of your favorite 
restaurants on hollandeats.com, 
order online or in-app! 

Delivering to your home or work 
in Holland, Zeeland, Saugatuck, 
Douglas and West Olive. 10AM-9PM

HUNGRY? Now with new vendors! Did You Know? 
CONNECT 
has a website!

You can...
•Read the latest issue
•Browse past issues
•Share the magazine with 

colleagues and clients
•Connect with us
•Become a sponsor

www.connectlakeshore.com
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The Apple & BBQ Festival will make a comeback as the largest 
festival to return to the Silver Lake Sand Dunes area after a 

forced cancelation in 2020 due to the Coronavirus pandemic. 
Located at the Golden Township Park at the Silver Lake Sand 
Dunes on Silver Lake Road, this exciting two-day festival will 
take place outdoors on Friday, September 10th and Saturday, 
September 11th with a culmination of live entertainment, 
events, and delicious food! 

The festival will do the right thing about health and safety 
protocols to make sure people feel comfortable. Hand sanitizer 
will be available throughout the festival. Guests, volunteers, 
and vendors are encouraged to wash and sanitize their hands 
frequently. Masks will not be required but are welcomed.

Families and festival-goers can expect an expanded Arts and 
Crafts Fair and an increased number of Food Vendors. Other 
popular features returning are the Classic Auto and Buggy 
Show, Kids’ Activities, Apple Pie Contest, Apple A Day 5K, Live 
Entertainment, Amateur BBQ Contest, Beer Tent, and more. 

The KCBS Professional and Amateur BBQ Cooking Contests 
are still being worked on, information regarding these events to 
follow soon. 

Proceeds from the festival benefit organizations and programs 
that serve the Silver Lake Sand Dunes area. The festival 
gives back to various community events such as Silver Lake 
Fireworks, beautification projects including the flags and flowers 
at the Silver Lake roundabout, and funding projects that further 
the growth of the Golden Township Park at the Silver Lake Sand 
Dunes.

“We hope everybody comes and has a great time”, says Scott 
Beal, Executive Director of the Silver Lake Sand Dunes- Hart 
Visitors Bureau. “We are excited for the event's return and the 
positive economic impact it has for the area.”

If you would like to attend, volunteer, sponsor or be a 
vendor at the event, please call 231-873-2247 or visit 
www.applebbqfestival.com. 

The Silver Lake Sand Dunes 
Apple & BBQ Festival 

Returns For 2021

Submited by Andrea Wiggins, 
Marketing Director,

Apple & BBQ Festival
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Wed., September 8
Chamber Challenge Golf 2021
@Spring Lake Country Club, 17496 Fruitport Rd., 
Spring Lake
Always a fun event and a great networking 
opportunity that is exclusive to our 
members and their guests. This event is 
always a good time for all involved and is a 
great fundraiser for the Chamber.
Time: 10am-6pm
Cost: see website
www.grandhavenchamber.org
 
Fri. – Sat., September 10-11
Silver Lake Sand Dunes Apple  
& BBQ Festival
@Golden Township Park at The Silver Lake Sand 
Dunes, 8711 W Silver Lake Rd, Mears
This exciting two-day festival will offer an 
expanded Arts & Crafts Fair and an increased 
number of Food Vendors. Other popular 
features returning are the Classic Auto & 
Buggy Show, Kids’ Activities, Apple Pie 
Contest, Apple A Day 5K, Live Entertainment, 
Amateur BBQ Contest, Beer Tent, and 
more. Proceeds from the festival benefit 
organizations and programs that serve the 
Silver Lake Sand Dunes area.
Time: varies, check website
Cost: Free
231-873-2247
www.applebbqfestival.com
 
Sat. - Sat., September 11-18
Mayors' Grand River Cleanup 2021
@West Michigan Environmental, 1007 Lake Drive 
Southeast, Grand Rapids
WMEAC has decided to hybridize the Mayors’ 
Grand River Cleanup. Keeping the best parts 
of both an in-person community event and 
a week-long campaign we are excited to 
rally our communities to make the biggest 
impact yet. WMEAC will provide supplies to 
volunteers throughout the communities of 
Grand Rapids, Wyoming, Grandville, Walker, 
Kentwood, and now East Grand Rapids to 
remove trash from the tributaries and storm 
drains that feed into the Grand River as well 
as from the Grand River itself.
Time: NA
Cost: Free
www.eventbrite.com
 
Tues., September 14
Evening at the ODC
@ODC Network, 4214 56th St, Holland
Join us for our annual fundraising event, 
Evening at the ODC, and help us celebrate 
our growing impact and invest in our future.
The night will begin with a time to eat, 
drink and socialize, followed by a special 
presentation and dessert. During the social 
time, you will have the opportunity to see 
the recently updated Eldean Family Nature 

Play Park, Animal Exhibit, Cultural History 
Center, Art Trail, and more. Lastly, you will 
have a chance to invest in the ODC Network’s 
mission.
Time: 6pm
Cost: Tickets start at $125
www.outdoordiscovery.org
 
Fri., September 17
CBRT In-Person Breakfast Social—
Grand Rapids with Rich Wolowski
@University Club-Grand Rapids, 111 Lyon Street 
Northwest, #1025, Grand Rapids
We welcome you back to in-person 
connection at our first in-person event of 
the year in Grand Rapids! Join Chairman 
Jeffrey Brittan and special guest speaker 
Rich Wolowski, President and CEO of Gordon 
Food Service, at the University Club Grand 
Rapids, a limited-capacity indoor venue. 
Breakfast will be served, and professionals 
will have the opportunity to meet safely and 
reconnect. Come back to CBRT in 2021!
Time: 7-9am
Cost: Tickets start at $35
www.theBusinessRT.org
 
Tues., September 21
Power Happy Hour
@Holland Civic Center Place, 150 W 8th Street
Grab your business cards and expand 
your network! At this fun and structured 
networking program, attendees will have 
the opportunity to make new connections 
during three rounds of table networking and 
have the chance to win a door prize while 
enjoying drinks and appetizers.
We hope you will come and end your 
workday with us!
Time: 3:30-5:30pm
Cost: Member $40 / Non-Member $55
www.westcoastchamber.org
 
Thurs., September 23
Red Shoe Gala
@JW Marriott Grand Rapids, 235 Louis Street 
Northwest, Grand Rapids
Join us in celebrating our 31st birthday and 
our history of providing care and comfort to 
families with children in the hospital.
The Red Shoe Gala is our annual event that 
brings our community together to share 
the mission and vision of RMHWM and 
raise funds to continue providing care and 
comfort to families when they need it most. 
We believe that all families deserve access 
to quality healthcare and that's why we are 
here. We are here to provide a "home away 
from home" for families so they can focus on 
what's most important—the health of their 
child. Join us for a cocktail reception, dinner, 
inspiring mission-based program and live 
auction at our largest fundraising event of 
the year!

Time: Cocktail Reception 6pm, Dinner 7pm
Cost: $150
mbrouwer@rmhwm.org
 
Sat., September 25
Companionship Workshop
@Intersection Ministries Fireside Room, 945 136th Ave
Learn how to reach out and help another 
who is in distress. On September 25, 
Intersection Ministries and Movement 
West Michigan will host a Companionship 
workshop led by Rev. Mark Stephenson. 
The four-hour workshop will provide 
participants an understanding of how to 
move from a transactional exchange model 
to a relational engagement model that 
enables substantial change when helping 
others. Cost of all materials is included in 
the registration fee.
Time: 9am-1pm
Cost: $35*
www.thecompanionshipmovement.org
*Scholarships may be available. Please 
contact office@movementwestmi.org for more 
information.
 
Wed., October 6
Business Recognition 2021
@TBD
Come Join Us as We Gather to Celebrate 
Business! The 2021 Business Recognition 
will be honoring 10 businesses, two from 
each of our local communities, for both 
2020 and 2021, that have contributed to 
the community through job growth and/or 
investment in their facility.
Time: 11:45am-1:30pm
Cost: Free
www.grandhavenchamber.org

CALENDAR OF EVENTSSeptember

1866 OTTAWA BEACH RD. HOLLAND, MI  49424
(616) 786-2205   •  YACHTBASINMARINA.COM

Slips up to 70’  •  Transient Slips 
In/Out Service  •  Storage  •  Service

Boat Service & Outfitters  •  Conference Center
The Staterooms Vacation Rentals
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FROM THE NONPROFIT WORLD

Many small businesses have been 
navigating incredibly turbulent waters 

since the beginning of the pandemic. 
Despite some recent setbacks, we are 
seeing a light at the end of the tunnel as 
the economy reopens and businesses are 
adapting to the new normal.
Now is the most important time to see a 
bigger and brighter future for your small 
business. You can implement systems and 
position your organization to be in a better 
place than it was before the pandemic. One 
of the best ways to do that is to develop 
a sound strategic plan for your business, 
helping you navigate difficult times and 
ultimately setting you up to thrive.
In other words, take some time to work ON 
your business rather than IN your business.
A good strategic plan will steer the direction 
of your business. It establishes goals and 
sets out the steps and strategies to reach 
these goals and help your business grow.  
One of the best ways to accomplish this is 
to implement an effective small business 
management system (SBMS).  
Focus Four™ was developed by the Michigan 
Small Business Development Center to help 
small businesses:
• Grow faster, with less chaos;
• Become healthier: financially, 

operationally and culturally;
• Overcome roadblocks/issues more 

quickly;
• Build value: for their owners, employees 

and communities.
The program consists of four components 
designed to comprehensively work together 
to help small business owners bring 
alignment, accountability and scalability to 
their organizations.
Focus 1: Vision

Your company’s vision is about alignment, 
inspiration and a clear vision of the future.  
We often hear phrases like “rowing in the 
same direction” or “singing from the same 
songbook.” Without a strong vision, it is 
impossible to guarantee that everyone 
within your organization knows where you 
are headed and what your priorities are. A 
vision is enduring and rarely changes.  

Your vision includes your:
• Core Purpose
• Core Values
• Envisioned Future

Your company’s Core Purpose should be the 
belief that underlies and drives everthing 
your company does. It should be bigger 
than money, people or product offering—it 
is your WHY. It should be personally inspir-
ing, authentic, and stand the test of time.
Here are some examples from well-known 
businesses:
• 3M: To solve unsolved problems 

innovatively.
• Nike: To experience the emotion of 

competition, winning, and crushing 
competition

• Sony: To experience the sheer joy of 
advancing technology for the benefit of 
the public.

• Walt Disney: To make people happy.
• Patagonia: To protect life on earth from 

the threat of extinction.
Your company’s Core Values are a set of 
beliefs that, along with core purpose, guide 
a firm’s decisions, unite its employees and 
help define its brand, They are the unique 
traits that define your firm’s culture and set 
you apart from your competitors. Here are 
some questions to ask about any potential 
core values for your company:
• If you were to start a new organization, 

would you build it around this core value
• regardless of the industry? 
• Would you want your organization to 

continue to stand for this core value 100 
years into the future, no matter what 
changes occur in the outside world? 

• Would you want your organization to 
hold this core value, even if at some 
point in time it became a competitive 
disadvantage—even if in some instances 
the environment penalized the 
organization for living this core value?

• Do you believe that those who do not 
share this core value—those who breach 
it consistently—simply do not belong in 
your organization? 

• Would you personally continue to hold 
this core value even if you were not 
rewarded for holding it? 

• Would you change jobs before giving up 
this core value? 

• If you awoke tomorrow with more than 
enough money to retire comfortably 
for the rest of your life, would you 
continue to apply this core value to your 
productive activities?

Lastly, a shared Evisioned Future is a 
compelling vision of the company’s long-
term future what success looks like in 10 to 
20 years.
Focus 2: Strategy

Strategy is all about identifying a 
sustainable competitive advantage that 
will allow your business to consistently 
earn above-average profits. It is important 
to base your decisions on facts and 
research rather than anecdotal evidence or 
assumptions.  
The first way to do this is with an in-depth 
Situation Analysis. The purpose of the 
situation analysis is to gather data, analyze 
that data and apply the most important 
findings to your strategy. A comprehensive 
situation analysis consists of the following 
activities:

• Industry Research – understanding 
your current market and industry.

• Financial Benchmarking – learning 
your financial strengths and weaknesses 
relative to your competition.

• Competitor Profiling – gaining a 
thorough understanding of your 
competition.

After you are comfortable with your 
industry and competition, you can begin 
work on your Market Position... This is 
where you position your company to take 
advantage of its unique strengths and 
opportunities. This is where you define 
your:

• Core Product – Your core product 
is what you strive to be best at. This 
defines what everyone in your company 
is working for. An example:  Orville 
Redenbacher strove to be the best at 
producing microwave popcorn.  What 
do you want your business to be best at? 

• Target Market – To find your target 
market, you need to identify your ideal 
customer. When you know who your 
best customers are, you can laser focus 
all your resources on attracting them.

Focus Four: Creating the 
Best Future for Your Business
By Liz Hoffswell, Certified Business Consultant,  
Michigan Small Business Development Center
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• Differentiators – What makes 
your company stand out from your 
competition? Your competitive 
advantage can be at the product level or 
the activity/service level.   

• Brand Promise – Your brand promise 
is a simple statement about the 
essence of what really matters to your 
customers and why they should choose 
your company’s product over your 
competitors.  It must be memorable, 
credible, and align with your company’s 
overall vision.

At this point in your strategy, you have 
a solid foundation and understand your 
company, your market, and your customers. 
Now it is time to set your Targets and 
Priorities. This is where, based on all the 
information you gathered, you set your 
financial targets for the next several years. 
Once you have your long-term targets in 
place, then you start your detailed financial 
plan for the first year, including a monthly 
cash flow and operating budget. This is 
usually the hardest part for the business 
owner and their team to put together. And 
you may discover, as you put together your 
month-by-month-projections, that your 
long-term goals are unrealistic and need to 
be modified.  
Focus 3: Execution

You have now spent a lot of time and effort 
thinking about your company and its prod-
ucts/services, your market, your competi-
tion and your desired future. You then put 
together a strategy to get where you want 
to go. Unfortunately, for many organiza-
tions, this is where strategic planning ends. 
With Focus Four, this is where the most 
important steps begin. This is where you 
take action and begin living your plan. This 
requires planning and discipline. 

The most important tool to implement 
your plan is your People. You want to 
make sure you have the right people in 
the right seats, and all moving in the same 
direction. You can have the best plan in the 
world, but if you don’t have people who 
are able or willing to enthusiastically move 
forward, you are dead in the water when it 
comes to execution.
Once you have identified the right 
leadership and people, you need to put 
Systems in place to help them stay on 
track. Documented systems are efficient, 
effective and repeatable processes that 

ensure that you and your team are 
performing at the highest level. It can also 
help you identify unnecessary activities 
that take time or money but do not add 
value. Some examples of systems can 
include processes around sales, hiring, 
manufacturing and customer service.
Focus 4: Cash Flow

As they say, “Cash is King.” Even profitable 
companies can run into trouble if they 
don’t pay very close attention to their cash 
flow. To fulling understand your cash flow, 
you must have an in-depth understanding 
of the three primary financial statements:

• Income Statement – Shows the 
profitability of your business. In 
the most basic sense, net income is 
determined:  Sales/Revenues – Expenses 
= Net Income 

• Balance Sheet - Shows the investments 
you’ve made in your company and how 
those investments were financed.

• Cash Flow Statement -  Shows a 
reconciliation of cash. It tracks the 
sources and uses of cash from one 
period to the next, by activity. Of the 
three financial statements, it’s the only 
one that focuses on economic (cash) 
returns rather than accounting returns.

Understanding your financial statements 
is the first step. In order to turn them 
into a tool for your business, you need to 
study and analyze them on a regular basis.  
You then use the results of the analysis to 
make the best decisions for your business. 
Examples the measurements you will want 
to track include:
• Return on Investment, Return on Equity, 

Return on Assets

• Breakeven Analysis
• Quick Ratio
• Gross, operating and net profit margins
• Inventory turnover
• Operating Cash Flow

Implementation of the Focus Four or any 
SBMS requires time, discipline and com-
mitment, but if done properly the results 
can be life-changing. You should see steady 
improvements in your business, including:
• Faster growth & increased profitability.
• More engaged / motivated / productive 

workforce.
• Goals met and barriers broken.
• Decreased reliance on the owner.
• Significant increase in value. 

Creating your best future starts now!

The full Focus Four™ program consists 
of six 3-hour sessions, held one or two 
weeks apart, with quarterly and annual 
follow-ups—all lead by a trained SBDC 
Facilitator (available at no cost).

For a free copy of the Focus Four eBook, 
visit: https://bit.ly/SBDCF4v1

Sign-up for no-cost assistance at: 
https://bit.ly/3geGJXI

About Liz Hoffswell
Liz Hoffswell is a certified business 
consultant for the Michigan Small Business 
Development Center, which is based at 
the GVSU Seidman School of Business in 
Grand Rapids. She has more than 25 years 
of experience in management, operations, 
finance, sales, and marketing, working with 
organizations of all sizes. Additionally, 
Hoffswell is a serial entrepreneur and has 
started several small businesses throughout 
her career.

Vision without execution is merely a dream. 
Execution without vision just passes the time. 
Vision with execution can change the world! 

Joel Barker (paraphrased)
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BUILDING AND RENOVATING HOMES AT THE 
INTERSECTION OF STRONG RELATIONSHIPS AND 

METICULOUS QUALITY FOR OVER 20 YEARS.

WWW.TROXELCUSTOMHOMES.COM   616.355.2600

 Patching ◄
Sealcoating ◄

Drain Repair ◄
Striping / Stenciling ◄

Hot Rubber Crack Filling ◄
Commercial and Residential ◄

Extend the life of your asphalt with us!

We Got it C overed
269.459.8888  GET A FREE ESTIMATE  broncoasphalt.com

Share your child’s first T-ball hit, their first catch, 

their first smile playing the sport they love!

FREE & EASY  ⋅  NO ACCOUNT NEEDED 

SHARE YOUR SHARE YOUR 
STORYSTORY
SHARE YOUR 
STORY

BVMSPORTS.COM

SUBMIT
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Over the years, emailing has become an indispensable 
part of professional communication. However, 
many professionals struggle with anxiety due to an 
overflowing inbox and not enough time to answer every 
communication in a timely manner. Zeroing your inbox is like 
chasing a moving target: as soon as you get close, another round 
of emails sets you back to the beginning.  

It has been shown that sending emails makes people feel 
productive (even releasing a burst of dopamine to the brain). The 
problem is that emailing people won’t always get things done or 
decrease your anxiety. Create a well-devised plan to stay on top 
of your inbox without costing yourself too much time.

BLOCK OFF TIME
Rather than spending your day chipping away at a never-
ending inbox, designate a few different times each day to 
answer your emails. “Checking as you go” may create a sense 
of accomplishment. In reality, though, you’re spending valuable 
time that should be used for more productive purposes. Dedicate 
less time to back-and-forth email chains and more time to the 
essential projects and meetings that will better your business. 
Some emails are urgent and should be answered as quickly as 
possible. In most cases, though, they can wait an hour or two. 
Keeping this in mind should alleviate (some of) your stress.  

BE REALISTIC WITH YOURSELF
There are going to be some days when you simply don’t have 
the time to respond to everyone – and that’s okay! Prioritize your 
emails from most to least important, and respond to the most 
time-sensitive messages first. Be honest about your workload, 
and tell people when you’re falling behind. Your response rate 
won’t always be the fastest, but your colleagues will understand 
why there’s a delay on your end.    

CUT TO THE CHASE
According to research, more than 43% of people don’t read 
longwinded emails. Longer messages are often deleted or (if 
you’re lucky) skimmed over quickly. When you compose an email, 
keep your audience’s attention span in mind. 

Focus on drafting clear and concise emails to prevent any 
miscommunication. If a message takes more than five minutes to 
type, it’s likely too long or detailed for an email. Instead, set up a 
call or meet face-to-face. You’ll resolve the situation much sooner. 

If you must send a long email, be sure to highlight and underline 
the most important details. 

There are plenty of ways to avoid email anxiety, so don’t let your 
inbox dictate how you feel. Each day, set aside a few blocks of 
time to answer the most important emails – knowing that you 
might not address each one right away. Compose your emails 
so they’re easy to read and won’t take up a lot of time for the 
recipient. Use proper grammar and punctuation to avoid potential 
misunderstandings. By creating an effective strategy, your inbox 
will no longer seem so intimidating. 

By Mitch Writt, PR & Marketing Specialist, 
Best Version Media

Email Anxiety? 
Here Are a Few 
Suggestions to Help
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