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Welcome to Insider 94.  Insider 94 is a 
quarterly online and in-print publication for 
small business owners within the Interstate 
94 corridor. Insider 94 provides access to 
a curated source of advisors with direct 
and useful guidance in our complicated 
and information-rich world. Our staff and 
contributors share firsthand knowledge 
covering many facets of business 
ownership.  

To subscribe, get in touch or advertise,  
contact us at Insider94.com.
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The New Year is a time of year organizations reflect on the past and 
plan for the year ahead.  As the person in charge of your company’s 
financial health, a CFO is a vitally important role.  But how can you 
tell if you have a good CFO or if your CFO needs to be replaced?
A great CFO holds two jobs: managing the accounting and finance 
team and contributing to company strategy. A good CFO does both, 
a bad CFO can only do one or the other (or sometimes neither!).

Your business deserves better
A good CFO uses savvy financial strategies and data analysis to 
improve cash flow, grow revenues, and grow profits. A good CFO 
collaborates with other managers to guide their actions towards 
the company’s financial goals and uses their leadership to keep 
financial departments focused on goals and handle bank and 
investor relationships. Most importantly, when it is time to exit the 
company, CFOs use their expertise in your business to impress 
acquirers and execute the sale of your business.
As you assess the strength of your CFO, here are important key 
performance indicators to ensure this role is a strong contributor to 
your organization’s future.

CFO’s management effectiveness checklist
• Are the books closed consistently within 10-15 days of month 

end? (Best practice is 5 days)
• Can the CFO explain changes in profitability, costs, inventory, 

etc.?
• Does the CFO own failures and misses, or do they blame errors 

on other people?
• Does the CFO have a low employee churn rate on their team?
• Has the CFO innovated changes to the accounting process, 

forecasting, or budgeting?

CFO’s strategic effectiveness checklist
• Does the CFO engage with my managers in forecasting, or do 

they stay siloed within their department?
• Do I value my CFO’s input on key business decisions? Has their 

opinion influenced my decisions?
• Does the CFO analyze data based on business needs, or do they 

analyze based on their own personal fascinations?
• Does my CFO have good rapport with our bank, our investors, 

and our board of directors?
• Will my CFO be confident presenting to potential buyers of our 

business?

Telltale Signs Your Company May 
Need A New CFO Author: Insider94 Staff

SeatonHill Offers Fractional, Interim and Project-based CFO Talent
If you find you need the services of a professional CFO, but you’re 
unable to bring on a full-time executive, SeatonHill is an excellent 
alternative. You may be the owner of a small business or startup, ready 
to take your financial planning to the next level. Or your team may not 
have the necessary bandwidth to take on higher level financial tasks, 
such as an audit or a business acquisition. SeatonHill offers Executive 
CFO services on an interim, fractional or project basis.
Contact Midwest Area Managing Partner, Jay Goethal  
at jay.goethal@seatonhill.com for a free consultation. 

Not Coordinating Key 
Aspects of  the Deal 

What Were They Thinking?

Always Row in  
the Same Direction
The “art” of negotiating well is a must for a successful transaction, 
however, there are many nuances to consider   One such area often 
overlooked is sufficient coordination and commitment between cli-
ents and their advisors 

Lack of sufficient coordination and commitment is like two individu-
als rowing a boat in opposite directions, they will simply go in circles, 
essentially going nowhere even with great effort   Though certainly 
an obvious point in nautical circles, application of this adage in M&A 
transactions is often spotty 

Recently, a buyer client was encountering issues with a Seller group, 
including an attorney uncomfortable with the M&A process (where 
have you heard that before?), where there was a disagreement 
among the Seller principals, and a clear misunderstanding of using 
negotiating leverage   The client wanted to break the logjam, not 
only to move the deal forward, but to reduce legal costs   After con-
sulting with the client, we decided on a “reset” strategy, in which our 
client would compromise on a select number of points, stand firm 
on the remainder, and send the message through a revised “final” 
agreement draft as well as a “cover” email to clearly lay out some 
context and avoid misunderstandings   The process required some 
careful telegraphing of this “messaging,” including coaching the cli-
ent to prepare for direct lobbying from the Seller group in order to 
dilute and diminish the intended effect.  We proceeded confidently, 
having been assured by the client that he was ready and commit-
ted – he wanted to move the needle and push through the back and 
forth 

After delivering the “message,” we expected silence from counsel, 
even though we had requested that counsel direct any response 
through us (as noted, counsel was not very comfortable in this are-
na)   However, we did not expect the client backsliding that occurred 
with the anticipated call to our client by the Seller group   That call 
revealed our client to be much less firm than he had indicated to 
us, which in turn emboldened the Seller group and undermined the 
carefully crafted message, producing the very result the client fer-
vently wished to avoid – a lack of resolution and additional time and 
expense   We had ended up back where we started 

With Ray Horn, Attorney, Meltzer, Purtill & Stelle LLC 

Raymond J. Horn III is an attorney with Melzer, Purtill & Stelle LLC 
Focused on providing responsive, well-balanced corporate transactional 
advice with respect to acquisitions and divestitures of closely held 
companies, “business divorce” matters, and corporate planning involving 
contracts such as buy-sell agreements.  
Contact Ray at rhorn@mpslaw.com

Yes, almost every “plan” requires at least some adjustment when 
wading into the fray, but at some point, the parties need to decide 
what is acceptable and what is not and communicate that position 
with clarity and conviction  In this case, a message was delivered, the 
Seller group understandably “tested” the firmness of that message 
(much as a teenager might test one parent when the other parent 
lays down a rule), and the client failed the test with a lack of convic-
tion, essentially undermining the messaging   Understandably, cli-
ents can be cautious in drawing a negotiating line while they are also 
developing a relationship with a key transaction party, but getting 
to “yes” can require saying “no,” particularly there is a need to con-
firm a message already delivered.  Focusing too much on avoiding 
conflict can actually create confusion about where one truly stands 
and result in time inefficiencies, risks, costs and even termination of 
an otherwise viable transaction   In the end, this deal did close, but 
it unfortunately required a great deal more time and cost than was 
otherwise necessary 
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SIGNS YOUR CFO MAY BE A BAD FIT FOR YOUR 
ORGANIZATION

A CFO struggling with managing the accounting and finance 
team will typically exhibit several of these behaviors:

• Spends lots of time in the books, making journal entries, 
or reviewing accounting work.

• Is the only person who knows how to update the forecast, 
build a budget, or analyze data.

• Has high employee churn in their team.

• Uses an “all-in-one” model for forecasting, variance 
analysis, and budgeting.

• Consistently blames issues on the accounting system or 
their team members.

• Is consistently late producing financial reports.

A CFO struggling with strategy will typically exhibit several 
of these behaviors:

• Cannot provide you insights to help drive business 
decisions.

• Is unable to make recommendations to you and other 
managers.

• Always agrees with you and never pushes back against 
your ideas.

• Cannot present confidently in front of your Board of 
Directors, Advisors, or Banking partners.

• Usually recommends cost cuts as a default remedy to 
boost profits.
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Truly Engaging  
A printing company with big ideas  
on creative communication 

Big things are happening at Truly Engaging’s location in Carol 
Stream. For nearly 30 years the company has taken great pride 
in creating high quality and highly personalized products in the 
stationary business, helping individuals and organizations share 
their message and their brand.  

The company, formerly known as MagnetStreet, used the pandemic 
as a pivot point to grow beyond providing calendars, schedules 
business cards and magnet specialties.  The company leaned into 
the needs of its customers and listened to their preferences in 
communicating.  These insights included more creative freedom with 
designs, including control over how and how much personalization 
they have for communication products. MagnetStreet evolved its 
products while maintaining its commitment to the very best quality 
and customer service. In recognition of this evolution, a name 
change was in order.

Truly Engaging, as it has been rebranded in recent years, has 
evolved with stunning products covering comprehensive wedding 
communication needs, life moments, education and sports 
communication products, plus a full line of business solutions from 
business cards to flyers to presentation materials.  

It’s website at www trulyengaging com provides beautiful examples, 
choices and design tools to upload photos and logos, with endless 
font styles and messaging options for every situation.  Design 
challenged? Customers can work directly with a representative at 
Truly Engaging to come up with the product of their dreams, even if 
their personal skill set does not lend itself to such creativity.   

Truly Engaging’s solutions may win you over with its products 
and design options, but equally impressive is its commitment to 
personal service and quality at every turn:

• Unmatched factory direct value — Truly Engaging is the 
manufacturer and passes the savings on to its customers.

• Woman owned small business — Proudly certified by the 
Women’s Business Enterprise National Council (WBENC)

• Industry-leading free custom samples — Truly Engaging 
offers customers to personalize up to $20 in samples and they 
will print + ship 100% free

• In-house stationery consultants and designers — Customer 
service options ready to help via phone, email, or chat

• 100% quality guaranteed — The company guarantees 
satisfaction during every step of the process.

• Top Reviews – Google Reviews and bridal sites are effusive 
about Truly Engaging products and customer service.  Order 
in confidence.

INSIDER

94

Author: Insider94 Staff
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A major concern for businesses everywhere is protecting your data 
and ability to conduct business from cyber security attacks. But are 
you taking all the necessary steps to keep your organization’s data 
and online presence secure? As businesses become more reliant 
on technology, they also become more exposed to cyber threats, 
and being aware of all vulnerable aspects of your business can be 
daunting. 

Keeping information safe and secure has been a challenging task 
for businesses of all sizes in recent years. Seismic shifts from in-
person, to online, to hybrid workplaces forced companies to change, 
or at least reexamine, their cyber security practices and protocols. 
Far too often they weren’t prepared for what they found. 

Cyber-attacks don’t just put your company, money, data, and IT 
equipment at risk. Hackers may use their access to your network 
as a gateway into the networks of other companies, ones whose 
supply chain includes your business. One study found that 60% 
of all companies that suffer a data breach go bankrupt within six 
months due to high costs of a breach to their financials, reputations, 
and business interruption.  Surprisingly, most small to medium size 
businesses view cyber-attacks as a business imperative that must 
be prioritized, yet a recent cyber threat study found that 66% of 
senior decision-makers at small businesses believed they were 
unlikely to be targeted by criminals at all.

While bankruptcy may be the most drastic potential result of a 
cyber-attack, there are other consequences that a business could 
experience, including:

• Financial losses from theft of banking information

• Financial losses from disruption of business

• High costs to rid your network of threats

• Reputational damage after telling customers their information 
was compromised

Fortunately, you can take steps to protect your company by keeping 
up with the latest cyber security ideas. Here are 5 cyber security 
tips to keep your business safe:

1  Identify the Highest Value Assets of Your Business

A company’s intellectual property typically represents the highest 
value asset on its system as well as any trade secrets that form a 

business’s identity. These assets are of great value and would cause 
major business impact should they be compromised.

Identifying high value assets are a critical process in developing any 
kind of breach-readiness or robust cybersecurity culture. The best 
way to determine whether something is truly a high value asset is by 
assessing the impact that its loss would have on your business. For 
example, personal information such as payroll data and employee 
records, as well as systems that store and process this data, are all 
examples of high value assets. Another example would be customer 
relationship management systems (CRM); without these, it would 
be difficult for businesses to retain and engage with customers.

The protection of high value assets is also of utmost importance, 
particularly those that reside with third parties or cloud platforms. 
These must be equally as secure as those used for assets within the 
business. Threat-actors often use third-parties as a gateway into 
larger organizations, knowing they don’t always receive the same 
amount of security. Constant monitoring is key in ensuring the 
security of these valuable assets.

2  Protect Assets by Updating and Authenticating

At the end of the day, protecting your data and devices from 
malicious actors is what cyber security is all about. To accomplish 
this, make sure your security software is current. Investing in the 
most up to date software, web browsers, and operating systems is 
one of the best defenses against a host of viruses, malware, and 
other online threats. Furthermore, make sure these devices have 

Cybersecurity What you need to know 
about keeping your business safe
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MBBI MN Deal Engineering 
February 7, 2023 5:00 PM - 7:00 PM 
Brookview Golf

MBBI WI What’s Brewing in Milwaukee’s Beer District: 
Discussing the 3 sides of an M&A Transaction 
February 15, 2023 4:00 PM - 6:30 PM 
Pilot Project Brewery

MBBI IL Fractional CFPs & Networking 
February 21, 2023 5:00 PM - 7:00 PM 
Hyatt Lodge Oak Brook | 2815 Jorie Blvd. | Oak Brook IL

Visit www.mbbi.org  
for more information.

Upcoming Events

MBBI IL March Madness Social 
March 23, 2023 5:00 PM - 7:00 PM 
Elmhurst Brewing Company

MBBI 24th Annual Golf Outing 
August 01, 2023 11:00 AM - 7:00 PM 
Geneva National

MBBI August Special Event 
August 29, 2023 
Impact Field | Rosemont IL

automatic updates turned on, so employees aren’t tasked with 
manually updating devices. Additionally, make sure all data is being 
backed up either to the cloud or via separate hard drive storage.

Another important way to keep your assets safe is by ensuring staff 
are using strong authentication to protect access to accounts and 
ensure only those with permission can access them. This includes 
strong, secure, and differentiated passwords. According to a PC 
Magazine study, 70% of people admit they use the same password 
for more than one account. Using weak and similar passwords 
makes a hacker’s life a lot easier and can give them access to more 
materials than they could dream of.

Finally, make sure employees are using multi-factor authentication 
(MFA). While this may result in a few extra sign-ins, MFA is essential 
to safeguarding data and can be the difference between a successful 
and unsuccessful breach.

3  Monitor and Detect Suspicious Activity

Companies must always be on the lookout for possible breaches, 
vulnerabilities, and attacks, especially in a world where many often 
go undetected. This can be done by investing in cyber security 
products or services that help monitor your networks such as 
antivirus and anti-malware software.

However, trying to keep on top of potential cyber threats to your 
company can be hugely complex, resource intensive and expensive, 
but not if you allow a specialist cyber security advisory firm to 
handle this workload.  A cyber security advisory firm or package 
within a Managed IT Services company can take this workload off 
your team’s plate. 

Moreover, make sure your employees and personnel are following 
all established cyber security protocols before, during, and after 
a breach. Individuals who ignore or disregard important cyber 
security practices can compromise not only themselves, but the 
entire organization. 

4  Have a Response Plan Ready

No matter how many safeguards you have in place, the unfortunate 
reality is that cyber incidents still occur. However, responding in 
a comprehensive manner will reduce risks to your business and 
send a positive signal to your customers and employees. Therefore, 
businesses should have a cyber incident response plan ready to go 
before a breach occurs.

An incident response plan is a documented, written plan with 
distinct phases that helps IT professionals and staff recognize and 
deal with a cyber security incident like a data breach or cyber-
attack. Properly creating and managing an incident response plan 
involves regular updates and training. In it, companies should 
embrace savvy practices such as disconnecting any affected 
computers from the network, notifying your IT staff or the proper 
third-party vendors, and utilizing any spare and backup devices 
while continuing to capture operational data.

5  Train Your Employees

One of the biggest vulnerabilities that businesses face is their 
own employee base. Precise statistics vary by country and 
industry sector, but it is undoubtedly true that a high proportion 
of data breaches are caused by insiders who either maliciously or 
carelessly give cyber criminals access to their networks. In many 
cases, employee-initiated attacks can be traced back to innocent 
mistakes. For example, an employee might lose their work tablet 
or disclose login credentials accidentally. They may also mistakenly 
open fraudulent emails which can deploy viruses on your business’s 
network.

Conclusion

For many small businesses, cyber security is not necessarily a core 
focus, but it should be. As your business grows, you need a cyber 
security company that can grow with you. Focus on companies that 
offer a full range of security systems for businesses, including those 
you may need in the future.

Author:  Insider94 Staff

IT SUPPORT IN THE GREATER CHICAGOLAND AREA
You will never have to worry about extensive downtime again with our 24/7 monitoring services. 

www.chimicro.com
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If you own a business, it’s likely you have ongoing conversations with 
an insurance expert to ensure the business is covered to protect its 
assets and operations. Part of a comprehensive business policy will 
likely include insurance for its leaders – coverage for Directors and 
Officers of the organization that protects their personal assets and 
their spouses in the event they are personally sued by employees, 
vendors, competitors – or anyone.
Less commonly known, is that even if you do not own a company, 
but you serve on a Board or leadership position for a non-for-
profit — say a church…or Soccer League….or a cause related 
organization….you could be at risk too if the organization does not 
carry Directors and Officers (D&O) Insurance.  
We contacted Joe Emerich, Founding Partner of Xartis Group for 
insight and answers.
Insider 94 – It’s often said that no good deed goes unpunished   I 
bet a lot of people out there, passionate about volunteering and 
donating their time in a leadership position to good causes, don’t 
realize they may be at risk if their organization does not have 
coverage for them?

Joe Emerich – Many nonprofit organizations have inspiring 
stories behind their creation. It’s not uncommon for passionate 
founders and directors to devote years of hard work and their 
own funds to move the conception of an idea into the birth of 
an organization dedicated to their cause. Often with little or no 
monetary compensation, nonprofit directors and officers rely on 
intangible rewards—the stories of the difference they’ve made in 
the community and peoples’ lives. 
But a costly lawsuit could quickly put an end to that story. 
Insider 94 – Do people really sue nonprofit organizations?
Joe Emerich – Yes! As society becomes more litigious, nonprofits 
are increasingly vulnerable to lawsuits that threaten their 
operations and, in some instances, drain their limited funds to the 
point where they have to close their doors. At the point where a 
nonprofit reaches insolvency, directors’ and officers’ personal 
assets are at risk.
Although armed with energy for their cause, nonprofit officers and 
directors are sometimes ill-equipped with the business acumen or 
financial resources to manage the liabilities of their nonprofit in the 

Are you covered?  
The special insurance coverage small 
businesses may need, and you may need 
even if you don’t own a business!

Author:  Insider94 Staff

same way as a for-profit corporation. Some simply don’t understand 
or are not cognizant of their legal liabilities. 
Insider 94 – This sounds like something everyone serving in 
leadership positions for companies and nonprofit organizations 
should check to see if they have coverage  What is the coverage 
and what does it cover?   
Joe Emerich – Directors and officers (D&O) liability insurance 
protects the company as well, covers legal fees, settlements, and 
other costs. D&O insurance is the financial backing for a standard 
indemnification provision, which holds officers harmless for losses 
due to their role in the company. Many officers and directors will 
want a company to provide both indemnification and D&O insurance. 
Directors and officers are sued for a variety of reasons related to 
their company roles, including:
• Breach of fiduciary duty resulting in financial losses or 

bankruptcy
• Misrepresentation of company assets
• Misuse of company funds
• Fraud
• Failure to comply with workplace laws
• Theft of intellectual property and poaching of competitor’s 

customers
• Lack of corporate governance
Illegal acts or illegal profits are generally not covered under D&O 
insurance.

Insider 94 – So how should a business decide if they need this 
coverage?
Joe Emerich – Any business with a corporate board or advisory 
committee should consider investing in D&O insurance, including 
non-profit organizations. Your organization does not have to post 
revenues in the tens of millions of dollars for your directors and 
officers to be personally sued over their management of company 
affairs. In fact, smaller businesses with fewer assets may need the 
protection just as much as large, deep-pocketed organizations. 
Insider 94 – If someone is donating their time to an organization 
in a leadership position how do they find out if they have D&O 
insurance?
Joe Emerich – You have to ask.  Ask the organization about the 
policy and have a copy of it.  It’s a reasonable request.  If you 
run an organization where you are looking for Board members 
and leaders in operations then you should proactively share that 
the organization does cover their participation.  It will help with 
recruiting and also send a signal to participants that you are a well 
run and thoughtful organization.
Insider 94 – That is a lot to think about!  Any other advice you 
have?
Joe Emerich – Yes.  There are so many ways to protect risk.  Work 
with a knowledgeable broker and allow them to understand your 
organization holistically.  Insurance should not be viewed as only an 
expense, but an investment in your business and future.  

Joe Emerich can be reached at jemerich@xartisgroup.com.

We want to add on behalf of Xartis Group that the information provided 
here is not investment, tax or financial advice. You should always consult 
with a licensed professional for advice concerning your specific situation.

Leadership | Strategy | Execution
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We provide organizations financial leadership with a 
strategic and operational focus by placing elite CFO 
talent to challenge the business and contribute to 
operational decisions to achieve results.

With our curated talent, our financial leaders guide 
small and medium-sized businesses through 
complex financial problems to mitigate risk and 
achieve organizational goals.

www.SeatonHill.com
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Connected Technology. Powered By People.

www.4cps.com

Unparalleled Electrical Services:  
Electrical Service and Maintenance, Electrical Construction, Lighting,  
Data Centers. 

Full Scope Technology Services:  
Technology Service and Data, Security, Access Control & Fire Alarm, Audio 
Visual Technology, Riser Management, and Voice & Data. 
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BEYOND EXCEL 
SPREADSHEETS
Quality of Earnings Report Should be Paired with Operations 
Diligence

The importance of a Quality of Earnings (QoE) report cannot 
be overstated. They are ubiquitous. The report is a key tool in 
understanding the health of a business, but it is not the only tool. 
Beyond the clarity a QoE delivers on the buy-side, it can also 
provide sellers with a third-party’s view of potential areas for 
concern - areas that can be targeted to maximize the company’s 
future market value.  

The QoE report contents are the same regardless of who requests 
it (or should be!), and that information provides a full picture of the 
business financials with key insights into aspects of the company’s 
operations... or does it?

Operations Diligence – It’s not Sexy, but the ROI is

Foreseeing future negative surprises and understanding the true 
hidden value within an organization’s operations are essential to 
protecting and unlocking future profits. Sounds simple, however 
it’s not sexy work and is best done by functional experts who are 
deeply versed in the questions to ask and things to look for.  When 
dealing with operations planning, it’s important to understand WHY 
something is done the way it is before plans are made to improve 
it. It’s important to dive deep into the operations and identify 
future negative surprises, quantify ops challenges, and qualify 
whether the challenge is worth solving.  Furthermore, it’s important 
to identify and quantify hidden value worth claiming – before a 
single employee is added or piece of equipment or machinery is 
purchased.  

Enhancing EBITDA through operational improvements, albeit not 
sexy, is not only a proven way to increase ROI, but is also a critical 
cash flow lever in today’s environment of lofty purchase price 
multiples.

Buying or Selling a Business?
You are not ready to close your next deal 
without this…

The ProAction Group is the “Go-To” Operational Resource focused 
on Private Equity/Portfolio companies. While most of our clients and 
work is PE-based, we also provide the same services to private and 
public companies that are committed to improving their businesses. 
We identify opportunities, prepare strategies, and implement 
operational improvements and recommendations to increase the 
value of the business. 
To find out more, visit www.theproactiongroup.com

Author: Tim Van Mieghem, The ProAction Group

The Check you Write and the Check you Get:

Buy-Side

Beyond the third-party expertise of a thorough operational review 
by industry veterans, our process involves great, collaborative 
communication with both the buyers AND the sellers (and their 
associated service providers and investment bankers). We are 
often viewed as a relationship bridge, helpful to both sides of the 
deal.  Buyers will sense that we seek a practical understanding and 
appreciation for all they have achieved with their current operations.  
We’re a fan of entrepreneurs, and our passion and enthusiasm for 
understanding their processes are genuine.  We work to document 
the “as-is” and seek to claim the “could be” in operational value.   As 
a result of our work, buyers will have confidence in the check they 
write, and knowing the potential cost to generating the results they 
wish to achieve.

Sell-Side

We work with sellers to provide support and objective assessments 
that identify and quantify the impact of implementing operational 
improvements, which will provide exponential value in the selling 
process. We provide a fresh perspective and fine-tuning of 
operational processes, documentation to expedite the operational 
diligence process, and a dry run, in anticipation of tough questions 
that may occur during negotiations. As a result, we help sellers 
reveal the value that’s hidden in their business and increase the 
potential to receive checks with extra zeros on the end.

The ProAction Group, and its Operational Diligence, provides a 
proven process for achieving exponential value for companies in 
a wide range of industries and sectors, including manufacturing, 
distribution, and business services. 

We invite you to reach out to our team anytime to start a 
conversation about the benefits an Operational Diligence can bring 
to your company, as well as any related services we may provide, to 
help buyers buy and sellers sell.
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Chicago-based Pilot Project Brewing has expanded to Wisconsin 
with its acquisition of Milwaukee Brewing, a 70,000-square-foot 
downtown Milwaukee production facility at 1128 N. 9th St., as well 
as the attached Bottlehouse 42 restaurant.

Pilot Project Brewing, which describes itself as a first-of-its-kind 
brewery incubator, views its expansion to Milwaukee as a next step 
in its evolution.

“Pilot Project was 
established to support 
creativity, diversity and 
innovation in an industry 
that often overlooks it or 
maintains unreasonable 
barriers to allow it,” said 
Dan Abel, Pilot Project’s 
co-founder and CEO. “By 
bringing Pilot back to 
Wisconsin, where Jordan 
and I went to school, we 
are introducing a business 
focused on catalyzing  
innovation to the birthplace 

 
of disruption in brewing. The Milwaukee Brewing facility is a former 
Pabst building, and we are eager to participate and continue the 
legacy of innovation rooted in this city and support creativity in 
brewing nationwide.” 

Pilot Project Brewing’s mission is to foster experimental and small-
batch brewing. The company’s Chicago location, established in 
2019, offers breweries assistance in fine-tuning recipes, production, 
scaling, business development, marketing, distribution and more. In 
addition to a brewery incubator, the Chicago location has a taste 
room featuring an assortment of coffees and a scratch kitchen 
offering artisanal sandwiches, salads, and other pub fare. Abel 
founded the company with co-founder Jordan Radke. 

In Milwaukee, Pilot Project will refresh the Milwaukee Brewing 
Company building, including its beer garden, rooftop, restaurant 
and tasting room. Pilot Project also plans to launch between five to 
10 new brands annually,

Since its inception, Pilot Project has launched over 13 breweries, 
including nationally recognized brands like women-founded Luna 
Bay Hard Kombucha and ROVM Hard Kombucha, Black-owned 
Funkytown Brewery, travel-inspired Brewer’s Kitchen, Indian-led 
Azadi Brewing, and others.

EVENT NOTE:

Want to visit Pilot Project Brewing in Wisconsin? 

Join MBBI February 15th from 4:00 – 6:30 to learn about the facility 
and a discussion about the 3 sides of an M&A Transaction.  

Visit MBBI.org for more details.

| 

Author: Insider94 Staff

Milwaukee Brewing Co. Image from Google.

Dan Abel, Pilot Project’s co-founder and CEO

Come explore our 
full-service floral  
and event design studio.

www.flowersbykatieford.com

Lake Bluff, Illinois
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BREWERY INCUBATOR & TASTING ROOM

Cheers!  Chicago-based Pilot Project Brewing 
expands to Wisconsin with its purchase of the 
Milwaukee Brewing Co. production facility
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www.sbaquickloan.comGet Qualified Today in 
Less Than 5 Minutes

Want to Start or Grow Your Business?
SBA loans o�er greater �exibility in terms of required borrower equity investment, 
inclusion of funds for working capital, length of time of repayment and other 
factors designed to enhance the opportunity for success of the small business.
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Former Chicago Cubs Coach, Joe Maddon famously told his 
Cubbies “Try Not To Suck” as a light-hearted way to inspire action. 
Simple and direct. His leadership ended the 100-year Cubs World 
Series drought.

Economists are still dancing around the issue, but the reality is we 
are likely headed into a recession. As businesses survived the worst 
of the pandemic, the murder hornets, civil unrest, supply chain 
issues and sky-high energy prices – now comes the recession.

What does history tell us? As you lead a portfolio of companies, 
“trying not to suck,” is a low bar. You’ve got pressure to make sure 
the results are there for a winning exit.

In their 2010 HBR article “Roaring Out of Recession,” the 
researchers found that during the recessions of 1980, 1990, and 
2000, 17% of the 4,700 public companies they studied fared 
particularly badly: They went bankrupt, went private, or were 
acquired. But just as striking, 9% of the companies didn’t simply 
recover in the three years after a recession—they flourished, 
outperforming competitors by at least 10% in sales and profits 
growth.

A more recent analysis by Bain using data from the Great Recession 
reinforced that finding. The top 10% of companies in Bain’s analysis 
saw their earnings climb steadily throughout the period and 
continue to rise afterward. A third study, by McKinsey, found similar 
results.

The difference maker was preparation and execution. Among the 
companies that stagnated in the aftermath of the Great Recession, 
“few made contingency plans or thought through alternative 
scenarios,” according to the Bain report. “When the downturn hit, 
they switched to survival mode, making deep cuts and reacting 
defensively.” Many of the companies that merely limp through a 
recession are slower to recover and never really catch up.

How should you guide your portfolio companies in advance of a 
recession and what moves should it make when one hits? We’ve got 
some great tips and questions to challenge your leadership team:

OPERATIONAL EFFICIENCY IS A GAME OF INCHES

Companies that are even marginally better than their competition 
can steal market share in good times AND in bad times. As we face 
recessionary pressure, it’s good to challenge your leadership team 
with two key questions:

How will we maintain a consistent flow of supply with tight labor 
markets and a volatile supply chain?

How will we tighten the belt during a slow period while optimizing 
our ability to serve customers and protect employees?

THE NEED FOR SPEED

Speed of execution is extremely important for business momentum. 
The plan to achieve numbers cannot be with big cuts or to pause 
initiatives due to recessionary fears. Our advice – proceed with 
caution and reframe initiatives as an investment with a clear ROI 
for each initiative.

The sooner a portfolio company can find and mine hidden value, 
the higher the ROI once it is ready for a sale. Some challenging 
questions to pose:

As an organization, do we have self-paced obstacles that slow our 
pace down to needed improvements or identifying opportunities to 
create value?

Where can we gain scalability and speed?

In addition to budgeting operational improvements into the budget, 
can we also allocate “excess availability” within working capital lines 
of credit to ensure improvements can continue to happen if things 
get tight during the recession (if cash flow in the ordinary course of 
business is a problem)?

QUESTION DATA WITH FEEL

Coach Maddon told his players there is a healthy tension and 
balance between art and science, between data and winning 
strategy. Sometimes as a leader you must go with your gut and 
instincts (while also evaluating data and performance).

As a PE firm with multiple portfolio companies, perhaps 1 or 2 of 
the companies are hitting grand slams consistently. Maybe a few 
companies are always striking out. Perhaps a few of your companies 
are hitting singles and doubles, but you feel the potential is there. 
We would recommend focusing operational improvements on 
companies hitting singles and doubles – turn those into triples and 
home runs. These companies demonstrating positive performance 
(but still not quite there) could benefit from focus.

PHONE A FRIEND

Do you have one company in your portfolio that is already 
challenging your patience, mental capacity, and time?

Do you want to get ahead of impending situations before they go 
from bad to worse?

At The ProAction Group we do three things:
1  Conduct a Pre-Close Operational Diligence

• Like a QofE, but with a focus on Operations

• Quantify “how much more will you make when you run it right?”

2  Implement

• Drive initiatives to increase EBITDA and to improve your 
position in the market.

• Guide your management team to scalability.

• Get rid of the pain.

3  Revitalize Stale or Stagnate Portfolio Companies

• Do you have one portfolio company that requires more thought 
and effort than all the others combined?

• Call us today so we can help you ensure your portfolio 
companies come out of the recession with winning returns. 
There is no time to waste!

Recession Proof  Your 
Portfol io Companies
We’ve got some key insights and questions 
to ask at  your next leadership meeting

Author: Tim Van Mieghem, The ProAction Group
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The ProAction Group is the “Go-To” Operational Resource focused on Private Equity/Portfolio companies. While most of our clients and work 
is PE-based, we also provide the same services to private and public companies that are committed to improving their businesses. We identify 
opportunities, prepare strategies, and implement operational improvements and recommendations to increase the value of the business. 
To find out more, visit www.theproactiongroup.com

The Path Forwardxartisgroup.com

Wealth Advisory

Assurance Advisory

Providing Next Level Transparency,  
Advice and Clarity
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The marketing tactics are ever changing and ever evolving.  
Businesses are constantly challenged to break through to their 
targets and be clever about the tactics and placement of messaging 
to resonate with potential customers.

As a marketer at any experience level, keeping up with these changes 
isn’t always easy. But, to succeed in the fast-paced marketing world 
— and maintain a sense of relevance with your audience — it’s vital 
to stay ahead of them.  

Here are the top 10 trends marketers should be mindful of in 2023.

1. Influencer marketing will evolve into a common marketing  
 tactic

Influencer marketing really picked up steam in 2022, and we predict 
this trend will keep pace in 2023. Why? According to HubSpot, 89% 
of marketers who currently engage with influencer marketing will 
increase or maintain their investment next year. On top of that, 17% 
of marketers are planning to invest in it for the first-time next year.

When marketers collaborate with influencers and industry thought 
leaders in their industry, they can expand brand awareness and 
gain fans from the influencer’s own audience. 

Can’t afford to hire a celebrity influencer with millions of followers? 
That’s okay. In fact, more than 56% marketers who invest in 
influencer marketing work with micro-influencers.  Who are micro-
influencers? Micro-influencers are social media promoters with 
a smaller following (typically, thousands to tens of thousands of 
followers). Although they have fewer followers, their posts often 
offer a greater return on investment and conversion to due to their 
higher level of engagement.

These influencers have found a niche in their industry, too — which 
is why they’ve started to play a bigger role in converting leads, 
connecting with audiences, and boosting brand awareness. Think 
influencers are just for business-to-consumer brands? Think 
again. Influencers are equally effective for business-to-business 
initiatives.

2   Video marketers will keep content short and authentic

Short-form video has taken the marketing world by storm, and 
we predict it will carry over in 2023. According to HubSpot, an 
astounding 90% of marketers using short-form video will increase 
or maintain their investment next year, and 1 in 5 marketers plan to 
leverage short-form video for the first time in 2023.

While long-form videos can offer depth and large amounts of 
information about a product, brand, or services to audiences, both 
business-to-consumer and business-to-business marketers have 
learned that getting to the point with short-form videos can be 
much more effective. 

Not only does it take less bandwidth to create a short-form video, 
but this type of format aligns well with the fast-paced attention 
spans of online audiences in a variety of demographics. This is likely 

why platforms like TikTok, Reels, and — in previous years — Snapchat 
have gained quick growth and marketing interest. 

3   Social media will become a customer service tool

Leveraging social media as a customer service tool is relatively 
new, but this trend is quickly gaining steam. According to HubSpot, 
more than a quarter of marketers use direct messages (DM’s) to 
offer customer support, and 15% of marketers plan to try it for the 
first time in 2023.

It’s no coincidence that this trend is emerging at a time when many 
social media platforms — namely Instagram and Facebook — are 
expanding its e-commerce capabilities. For this reason, providing 
customer service on these platforms will become even more crucial.

It’s also worth noting that consumers want to communicate with 
brands via DM’s — especially the Millennial and Gen Z crowd. 
HubSpot’s 2022 Consumer Trends Survey found that 20% of Gen 
Z-ers and nearly 25% of Millennials have contacted a brand on 
social media for customer service in the past three months.

4.  More businesses will leverage SEO to concur search traffic

As marketers, we must ensure that our websites and content are as 
discoverable as possible — especially on Google — which can provide 
both long-term and short-term traffic returns. And, while SEO is 
not new, it’s strategies are becoming even more ingrained within 
modern day marketing strategies. 

When it comes to the trend marketers will invest the most money in 
for 2023, SEO ranks third behind short-form video and influencer 
marketing. HubSpot shares that 88% of marketers  who have an 
SEO strategy will increase or maintain their investment in 2023, 
which is a slight uptick from the year before (84%). 

5   Aligned marketing and sales teams will win

As we move through 2023, it’s becoming increasingly crucial for 
sales and marketing teams to work together. When these teams 
are aligned, marketers can get a more complete picture of their 
customers, including their interests, hobbies, and demographics.

But when this doesn’t happen, it creates a flurry of problems for 
everyone involved. Most notably, it’s more challenging to share and 
access data across teams. 

According to HubSpot, surprisingly only 31% of marketers say their 
sales and marketing teams are strongly aligned. It’s no surprise that 
almost half of marketers are shifting their goals in 2023 towards 
sales and marketing alignment.

6  Inbound marketing will remain a best practice for growing  
 brands

In a time of digital transformation, embracing inbound marketing is 
an incredibly smart move and economical move. 
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Top 10 Marketing Trends 
In 2023

Throughout the last two years, the world’s dealt with unprecedented 
change, and outbound marketing tactics have become even less 
effective in reaching prospects and leads.

The shift from in-person to hybrid work from home (WFH) business 
practices have made inbound marketing come to the forefront 
of effective tactics. For example, there’s been a significant rise in 
virtual events due to COVID-19 forcing marketers to get creative to 
catch the attention of customers.

Inbound marketing can be an asset to create brand awareness and 
build trust digitally through refocusing strategy to drive customers 
to seek out your content.

The process of inbound marketing must be thoughtful, requiring 
you to produce quality, valuable content tailored towards your 
target audience and buyer personas and their needs.

7  Blogging continues to be important

Blogging has been a commonly used marketing strategy since 
brands started building their own websites. But the age of this 
tactic shouldn’t be a sign that it’s out-of-date. In fact, blogging has 
been used for so long simply because it works. So much so, one in 
three marketers leverage their own blog or website

On top of that, HubSpot 2022 research suggested that most 
consumers read blogs multiple times per week and have purchased 
something or inquired about a brand’s product or service after 
reading the company’s blog.   

Aside from providing consumer engagement and potentially 
conversion, blogs also provide a major key benefit to your website 
or online pages: search discoverability.

Ultimately, sites with robust blogs have more search potential and 
can implement SEO strategies much easier than sites that don’t.

8  Case studies will continue to drive leads and brand credibility

Longer-form case studies offer prospects an incredibly deep and 
exclusive look into how people or brands benefit from a product, 
service, or strategy. While some businesses place them publicly 
on their web pages to persuade a potential buyer as quickly as 
possible. Others might gate them as free PDFs that require a lead 
conversion to be downloaded.

9  Marketers will embrace data with infographics

If a picture paints a thousand words, infographics could paint at 
least double.

Infographics not only have the shareability and visual appeal 
of a nice photo — but they’re also packed with helpful data and 
informative information. This makes them incredibly engaging to 
web visitors and social media audiences alike.

Of the marketers who regularly use infographics in their content 
strategy, HubSpot cites that 56% say they are their most effective 
content type. 

Ultimately, credible data can help marketers, bloggers, and content 
creators tell compelling and persuasive stories. 

10   Agile plans based on results

With the ability to easily measure marketing effectiveness with 
CRM tools, Google Analytics and conversion-to-customer metrics, 
marketers should constantly evaluate their various tactics and 
embrace agility to try new things if a tactic isn’t getting a desired 
result. Try many things and do more of what works and eliminate 
or do less of what isn’t working.  It sounds simple but using data 
as decision support should promote agility in your 2023 marketing 
plans.
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Frank Bisconti

Bisconti has a distinguished corporate 
career that is adaptable to a variety of 
industries. He is a visionary leader focused 
on building world class organizations, 
increasing productivity and profitability, and 
developing brand recognition to increase 
market share and competitive advantage. 

With several decades of experience in public and private companies, 
Frank is passionate about growing companies organically and by 
acquisition and integration. He is a true turnaround expert, creating 
outstanding enterprise value, having increased, often doubling or 
more, sales for multiple $1 billion+ companies. Frank will provide 
excellent guidance and solutions for SeatonHill clients, benefiting 
them with his expertise, insights and success-driven leadership.

Bisconti received a Bachelor of Arts degree in Psychology from 
Seton Hall University.

CENTRUST BANK ANNOUNCES JIM MALLIOS AS VICE 
PRESIDENT AND SENIOR BUSINESS DEVELOPMENT OFFICER

Centrust Bank announces Jim Mallios as Vice 
President and Senior Business Development 
Officer to its Commercial Banking Team.  
Mallios brings over 20 years of experience in 
all facets of community banking, emphasizing 
growth and development in communities 
served in the Midwest.

Mallios dedicates himself to active community 
banking and has worked extensively with 

small business owners, local investors, real estate developers, and 
philanthropic organizations. 

SEATONHILL PARTNERS, LP, the nation’s fastest-growing strategic 
CFO services firm, is pleased to announce that Don Cox, Frank S. 
Wojtowicz and Frank Bisconti has joined as Partners in the firm’s 
Chicago office.

Don Cox

Cox is a middle market company 
financial leader adept at developing 
metrics, infrastructure, teams, process 
improvements, margin enhancements, 
due diligence, and integrations. He is well 
versed in driving EBITDA improvements 
within growth-oriented companies in various 

industries. As a senior financial leader, Don is proficient at reporting 
& analyzing financial data, budgeting, forecasting, risk management, 
acquisition due diligence & system integrations of functional and 
operational areas. With over 30 years of broad experience, Don will 
provide SeatonHill clients with in-depth knowledge and prudent 
strategies to solve their issues and lead them to success.

Cox received a general Master of Business Administration degree 
from Northern Illinois University.

Frank S  Wojtowicz 

Wojtowicz is a results-based financial 
executive & turnaround management 
specialist with P&L experience, executive 
management experience, and demonstrated 
success in both industry and consulting 
environments. With over 25 years of 

leadership experience, he has strong skills in financial and 
operational improvements, cost reductions, business process re-
engineering, cash flow improvement programs, and the introduction 
of planning and control systems. Frank is highly effective in working 
and negotiating with customers, suppliers, lenders, creditors, and 
employees. He utilizes a hands-on management approach and has 
strong analytical skills. He will bring his remarkable expertise and 
broad industry background to SeatonHill clients.

Frank received a Master of Business Administration degree from 
Harvard Business School.

Between high inflation, rising interest rates, recession fears and 
an uncertain stock market, investors have plenty to worry about in 
2023.  We are already seeing a housing correction in some areas 
of the country, and in some circles the pundits are raising housing 
bubble concerns.
However, whether it is a downturn or not, historically those looking 
to invest do look at real estate investments as part of their strategy 
to build wealth.
We asked Matt Tilton, President & Chief Lending Officer of Centrust 
Bank, his opinions on the commercial real estate marketing and if 
purchasing commercial real estate can still be a great investment.
Insider 94 – Matt, on the consumer side, we are hearing that it 
is hard for many buyers to find single family homes.  Is the same 
true on the commercial side for investment properties? As a 
banker, what are you seeing?
Matt Tilton – Yes, it certainly has been difficult for buyers in most 
markets looking for residential housing to find what they are looking 
for. The inventory is just not there.  However, those looking to buy 
investment properties still have lots of opportunities.  We see them 
every day and enjoy helping them finance their real estate deals. 
Insider 94 – What kind of commercial investments seem the 
most popular?
Matt Tilton – It’s interesting!  We see, through our clients, 
very compelling deals with multi-family properties, industrial 
warehouses, data centers and self storage facilities.  Where office 
and retail properties have traditionally been considered part of the 
four major food groups for institutional real estate investors, the 
demand for these post-covid has caused these investors to rethink 
other property types.  
It’s important to know, that in the “office” world there are two niches 
that are outperforming general office locations – life sciences and 
medical offices.  For obvious reasons.  Healthcare of all types are 
important and will have strong use demand for the future with an 
aging population.  Within retail, grocery-anchored retail centers 
continue to do well and we are pleased to have helped clients with 
these type of deals too. 
Insider 94 – Tell us more about self storage facilities   Why is that 
a good bet?
Matt Tilton – It does make a good bet.  Storage facilities come 
with high yields and few headaches.  You don’t have to worry about 
complicated building maintenance, repairs, or capital expenditures.  
These are simple structures with no plumbing, minimal electrical 
wiring, and often no HVAC.  Many industry experts believe that 
self-storage units are also recession-proof. Why? Because during 
recessions people tend to downsize, or to move in with friends or 
family temporarily.  When they do -they need a place to store their 
stuff.
Insider 94 – What are multi-family purchases  What is so great 
about that?
Matt Tilton – Multi-family real estate investments have some 
particularly attractive attributes.

Lending Low-down
Commercial Real Estate Can Still 
Be a Great Investment Author: Insider94 Staff

They have the ability to adjust rents: Residential leases usually 
have a one-year term, which means investors can quickly react 
to rising costs and increase rents accordingly. On the other hand, 
commercial leases often keep rental rates fairly locked in for five to 
20 years.
Growing Demand: While home prices have started cooling off, higher 
mortgage rates are making homeownership even less affordable. 
This means buyers are still being priced out of the market and more 
people are choosing to rent.
Insider 94 – Are these types of properties easy to find?
Matt Tilton – Multifamily real estate values have soared in the past 
couple of years, making it difficult for investors to find opportunities 
with substantial upside. However, we love to see deals that employ 
a value-add strategy.  This strategy allows an investor to purchase 
an under-performing asset at a discounted price and significantly 
increase its value through renovations, improved management 
efficiencies and increasing rents.   We like to consult with our clients 
and help facilitate these opportunities when they are identified.
Insider 94 – Anything else we should know about investment 
real estate?
Matt Tilton – Yes, as always, surround yourself with good advisors 
and do your homework.  Even in uncertain times there are good 
deals to make and real estate plays that help build wealth.  I hope 
if businesses have learned anything from the pandemic it is to pull 
your banker close and keep them involved.  Let them help you and 
advise you as part of a team you should always be cultivating of 
good counsel.

To learn more, visit www.centrustbank.com  
or mtilton@centrustbank.com.

We want to add on behalf of Centrust Bank that the information 
provided here is not investment, tax or financial advice. You should 
always consult with a licensed professional for advice concerning your 
specific situation.

ABOUT SEATONHILL PARTNERS, LP

SeatonHill provides organizations financial leadership with a strategic 
and operational focus by placing elite CFO talent to challenge the 
business and contribute to operational decisions to achieve results. 
With our curated talent, our financial leaders guide small and medium 
sized businesses through complex financial problems to mitigate risk 
and achieve organizational goals. Visit seatonhill.com to learn more.

Founded in 2006, Centrust Bank has grown to become a favorite 
North Shore community bank in Chicago that helps small to mid-sized 
businesses grow safely and profitably. To learn more about Centrust 
Bank, please visit www.centrustbank.com. 

Centrust Bank is an Equal Housing Lender. Member FDIC.
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THE MIND, EXPLAINED
Key Takeaway:  
Lessons on how the brain functions and how it can help you as an entrepreneur.
What really happens inside your brain? The more you can discover about 
yourself, and understand how people think, will help you in life and as an 
entrepreneur. “The Mind, Explained” is a docuseries that takes a deep dive 
into how the brain functions. It takes you through five different parts of the 
mind, covering memory, dreams, anxiety, mindfulness, and psychedelics.
Where to watch: Netflix

THE PROFIT
Key takeaways: 
Showcases the very real human struggles that entrepreneurs face, along with 
Marcus Lemonis and his checkbook coming to their rescue.
“The Profit” is a documentary-style TV show based on Marcus Lemonis, the 
CEO of Camping World. When Lemonis isn’t running his own company, he 
seeks to save small businesses by offering capital investment in exchange 
for stake in the companies. Lemonis has successfully turned around more 
than 100 small businesses.
Where to watch: Peacock, YouTube TV

INSIDE BILL’S BRAIN, DECODING BILL GATES
Key Takeaway:  
A documentary on “decoding” Bill Gates and who he is as a human.
This TV show is a three-part documentary series that tells the life of Bill 
Gates, the founder of Microsoft and co-founder of the Bill and Melinda Gates 
Foundation. Throughout the series, it focuses on his personal relationships, 
his career at Microsoft, his interests in improving sanitation and climate 
change, and eradicating illness in various parts of the world.  You’ll walk away 
admiring Bill’s mind, but also understanding why Melinda wanted out.
Where to watch: Netflix

DIRTY MONEY
Key takeaways: Stories of corporate corruption in the global economy, and 
the detrimental impacts it had.
“Dirty Money” is an exhilarating docuseries that tells the investigative stories 
of corruption in well-known businesses. The episodes feature the scandals of 
the corrupt events from the perspectives of the criminals and their victims. 
Some of the episodes include Volkswagen, who cheated on emissions tests 
to save money, and HSBC, one of the world’s largest banks at the time, 
laundered millions of dollars for Mexican drug cartels.  It’s like NCIS for 
business owners!
Where to watch: Netflix

GIRL BOSS
Key takeaways: Humorously reveals the story and struggles of a broke 
entrepreneur.
This series is based on the autobiography, “Girl Boss.” Main character, 
rebellious and broke, Sophia Amoruso started re-selling thrift clothing and 
turned it into a million-dollar company receiving nearly $300 million in 
sales at the age of 22.  This also may have you looking at your closet a little 
differently.
Where to watch: Netflix

BILLION DOLLAR BUYER
Key takeaways: Tilman Fertitta travels to find new and innovative hospitality 
products from entrepreneurs across the nation.
Billionaire Tilman Fertitta manages a number of nationally known dining and 
entertainment brands including Morton’s Steakhouse and the Golden Nugget 
Hotels & Casinos. Fertitta seeks to help small American businesses and 
highlights them in his series. In each episode, he features two small businesses, 
samples their products and gets to know the founders. After spending time 
with both, he makes a decision whether to place a significant purchase order, 
with either both, one, or neither. Will he be the billion-dollar buyer in your 
community?
Where to watch: Peacock, YouTube TV

THE INVENTOR: OUT FOR BLOOD IN SILICON VALLEY
Key takeaways: The story of Elizabeth Holmes and Theranos 
In 2004 Elizabeth Holmes dropped out of Stanford University to start a 
company that would revolutionize healthcare. Theranos was born. Theranos is 
a blood-testing startup that claimed to devise blood tests that only required 
small amounts of blood and could be performed rapidly using small devices. 
Elizabeth Holmes was valued at $9 billion and was the youngest female 
billionaire in the world. Two years later, the company was cited by the SEC 
for fraud. This documentary investigates the rise and fall of Theranos, and 
who is responsible.  With recent developments in the federal trial of Elizabeth 
Holmes, it a juicy way to spend an afternoon learning the backstory.
Where to watch: HBO Max

SILICON VALLEY
Key takeaways: What a startup ecosystem looks like in Silicon Valley.
“Silicon Valley” was inspired by the co-creator of the series, Mike Judge’s, 
experience in Silicon Valley as a member of a tech startup in the 1980s. This 
comedy series follows the adventures of software programmers and developers 
as they attempt to thrive in the Bay Area. Silicon Valley shows how difficult it 
can be for startups to make an impact in such a competitive atmosphere.  It may 
make your own business challenges feel like no big deal. There is inspiration in 
the observation that someone else has it worse!
Where to watch: Hulu, HBO, YouTube TV

Streaming For Business  
– Top Shows To Inspire You And Your Business

Author: Insider94 Staff

Everybody’s working for the weekend, and it makes sense. Two whole days to do what you want, and that freedom feels so good – until 
Sunday night shows up.
As the last few hours of the weekend tick away, and perhaps you are overwhelmed by the feelings of dread as the responsibilities of a new 
week are closing in, we’ve got the perfect distraction to change your mood and inspire your Mondays.  
Insider 94’s team compiled a list of the best TV shows to stream on Netflix, Hulu, YouTube TV, and beyond. Here is our list of shows to 
inspire you and your business.
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Our People Make the Di�erence

Top 10 SBA Lender in Illinois

At Centrust Bank we offer the full range of financial products and lending capabilities you need to succeed. 

Our Commercial Bankers offer the expertise to help you make the right decision for the needs of your business and your situation.

Comprehensive Lending, Deposit, 
and Personalized Services 

Beyond the traditional products and services 
of large banking institutions, our single-location 
size ensures you receive customized and 
personalized attention.

Exceptional  
Inquiry-to-Close Speed 

As a nimble lending team, we move quickly and 
provide loan decisions in days (not decades).

Our Financing Options
• Commercial Term Loans
• Commercial Lines of Credit
• Asset-based and cash-flow lending
• Longer term amortizations with  

as little as 10% equity down
• Working Capital Lines
• Equipment Loans
• Business Acquisition Loans

• Business Expansion


